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Kve«S^ 
Spring  Styles  in  Suits  and  Coats 

Appear  in   Unusual   Variety 
The  young  lady  on  the  left  is  wearing 
one  of  our  pastel  shades — a  delicate 
blue — Wool  Polo  Coat.  Not  only  the 
fabric  but  every  detail  from  the  odd 
buttons  to  the  unique  change  purse  on 

the  pocket  spells  "Newness."  Many variations  of  this  coat  are  shown  in  the 

pastel  colorings  as  well  as  in  camel's hair. 

You  will  like  the  black  velveteen  jacket 
in  the  centre — either  separately  or  with 
our  white  flannel  skirts  or  checked 
skirts.  This  is  a  most  youthful  tuxedo 
but  others  have  the  regular  coat  closing. 

At  the  extreme  right  is  a  distinctly  new 
white  flannel  suit,  tailored  with  every 
nicety  of  snug  shoulders,  trim  sleeves 
and  straight  lines. 

But  this  gives  you  only  a  glance  at  our 
really  unusual  Spring  line.       We    are 
showing  plenty  of  other  decidedly  dif 
ferent  models  such  as: 

A  charming  plaited  skirt 
with  plain   box  coat. 

Bright  sweater  coats  with 
white  flannel  skirts. 

Really   Truly  Golf  Suits. 

Worsted  covert  suits. 

Kenweave  Jersey  Suits. 

Ij/jf7"""""    "    i  " C.  Kenyon  Co.,  Inc. 
Fifth  Ave.  Bldg. 

New  York 
223  Jackson  Blvd. Chicago 
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GREETINGS! 
A  new  era  has  just  dawned.  The  one  now  closed  was  attended  by 

readjustment  of  inflated  values  and  a  reversion  to  conservative  ten- 
dencies. A  change  of  any  kind  is  always  disturbing,  but  when  it  is  for 

more  stable  conditions  we  are  not  only  glad  when  it  is  over  but  glad 
that  it  has  taken  place.  We  still  have  unshaken  confidence  in  the 
future  of  Canada  and  a  belief  in  the  early  return  of  a  healthy  volume 
of  business. 

WE  HAVE  REVISED  OUR  PRICES  TO  THE  LOWEST  POSSIBLE 
POINT.  IN  MANY  LINES  WE  ARE  ACTUALLY  SELLING  AT  LESS 

THAN  MANUFACTURERS'  PRICES  AND  WE  ARE  PREPARED  TO 
MEET  ANY  AND  ALL  COMPETITION. 

GREENSHIELDS  LIMITED 
1 7  VICTORIA  SQUARE,  MONTREAL 

"Everything  in  Dry  Goods" 
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.  Sins  i£>tlk  Company 
Himtteb 

"Zl>t  g>ilfe  $ous;e  of  Canaba" 
From  Oriental  Lands 

and  other  famous  Silk-Producing 
(countries  nave  come  the  many 

aj>jiealing  lines  of  Silks  that  we 

offer  you  in  our 

Spring  Display 
Plain  Silks  of  lustrous  sheen 
in  rich  tones  of  all  the  faofiular 

shades.  Fancy  and  Txovelty  Silks 

in  effects  of  striking  character  and 
distinctive  good  taste. 

Silks  without  number  to  please  the 

different  tastes  and  needs  you  are 
called  ufeon  to  meet  ! 

WE  OFFER  YOU 
EXCEPTIONAL  VALUES 
FOR  IMMEDIATE  AND 
SPRING  SHIPMENT 

IN 

JAPAN ana 

CHINA  SILKS 
CHARMEUSE 

DUCHESS  SATINS 
GEORGETTES 

CREPE  DE  CHINES 
FANCY  STRIPES 

PLAIDS 
FANCY  TRIMMING 

SILKS 
<PYJAMA  SILKS 
SILK  SHIRTINGS 

ana 

WASH  SATINS 

.  l£mg  £i>Ufe  Company,  Htmtteo 
59-61    VC^ellington  Street   West,   Toronto 

Foreign   Offices  : 

Zurich,  Switzerland  Lyons,  France 
Yokohama,   Japan  Chefoo,    China 

m^3E^^Si^^^ft^^ffi|imglSS^^^^^ffi^^^^™^^^^^SB 
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Start  the  New  Year 
Right 

For  Your  Mid-Winter  Sales,  come 
to  us  and  see  what  we  have  to 

offer  in  specially   priced   lines  of 

White  and  Grey  Sheetings 
Pillow  Cottons 

White  Saxony  Flette 

White  Cottons  and  Longcloths 

Cambrics  and  Madapolams, 

Nainsooks,  Lawns  and 

Bridal  Cloths,  etc. 

1 
m, 
M 

SAMPLES  SUBMITTED  UPON  REQUEST 

m  mWi Hm^s vg&s?- 

John  M.  Garland,  Son 
&  Co.,  Ltd. 

Ottawa  -  Canada 

Wholesale  Dry  Goods 
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ROCK-BOTTOM  PRICES 
are  what  interest  Merchants  and  Consumers  most. 

It  doesn't  matter  what  stock-in-hand  costs, 
!  it  isn't  worth  any  more  than  'market  prices. 

RACINE'S  1921  PRICES 
sent  out  this  month 

mean 

Rock-Bottom  Market  Prices — The  Lowest  of  the  Low — 

AT  THE  POINT 
where  you  can  safely  buy  and  surely  sell 

Get  Busy  Buying  and  you'll  keep  Busy  Selling 

FOURTEEN     DEPARTMENTS 

A — I  "Hon   Staples 
A\ — Flannelettes 
B— Wash  Goods 
t  — Woollens,  etc. 
D — Linens 

E — Dress  Goods  and  Silks 

F — Men's  Underwear  and  Sweaters 

G — Home  Furnishings 

H — Ladies'  Hosiery  and  Underwear 
I — Men's  Fancy  Furnishings 
J — Ladies'  Ready-to-Wear 
K — Smallwares   and   Notions 
L — Men's  Fine  Shirt> 

M — Workingmen'i"    Wearables 

/^aa)?e  *qmjted <y?se  J\aane 
60-98  ST.  PAUL  STREET  WEST,  MONTREAL 

Manufacturers' and  Wholesale  Distributors   of  Dry    Goods 
PERMANENT  SALES  OFFICES 

OTTAWA  QUEBEC  TORONTO  HA1LEYBURY 
111  Sp*rk»  Street         Merger  Building  123  Bay  Street  Matabanick  Hotel 

SUDBURY  SHERBROOKE  THREE  RIVERS 
Vickie  Range  Hotel  4  London  Street Main  Street 

SYDNEY,  N.S.  RIVIERE  DU  LOUP 
269  Charlotte  Street  Hotel  Anctil 

CHARLOTTETOWN.  P.E.I. 
Queen  and  Sydney  Sts. 

FACTORIES:  Beaubien  St.,  Montreal;    St.  Denis,  Que.:    St.  Hyacinthe,  Que 
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SUNDOUR 
UN  FrtDABLE  FABRICS BRITISH  MADE 

Sundour 
Fabrics 

Sundour   Casements 

Sundour  Tapestries 
Sundour  Chenilles 
Sundour  Reps 

COLOURS  GUARANTEED  THE  WORLD  OVER 
after   the  Severest  Tests   in   all   Latitudes. 

The  colour  element  in  these  World-known  Fabrics  is  indestructible, 
and  the  finished  Product — from  coal  tar  anthracene  to  colour,  and 
from    raw    material    to    beautiful    Fabric     is    our   own    throughout. 

Originators  and  Sole  Manufacturers : 

Sundour 
Fabrics 

Sundour  Madras 
Muslin 

Sundour  Rugs 

MORTON   SUNDOUR   FABRICS   LTD, 
CARLISLE    ::    ENGLAND 

WHOLESALE  &  EXPORT:  89  NEWGATE  STREET.  LONDON.  E.C.  1. 
Canadian  Representative:  G.  I.  KITCHEN,  Bay  St.,  TORONTO. 
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If  you  would  have 
Prosperity,  hitch 

your  chariot  to  the 

right  star. 

BLUE STAR 

Products  are  a  medium  of 

success.  They  embody  all 
that  is  beautiful,  refined, 

clever  and  original  in  their 
own  lines: 

LACES 

EMBROIDERIES 

DRESS  TRIMMINGS 

GEORGETTES 

CHIFFONS 

WASH   GOODS 

RIBBONS 

HOSIERY 

BRASSIERES 

HANDKERCHIEFS,  ETC. 

Our  salesmen  will  be  starting 

out  early  in  January  with  a 

full   range   of   the   above    lines. 

illuger  Jfrotfjera  (Cattaba)  Htmiteb 
New  York 
Boston 

Philadelphia 
Chicago 
Baltimore 

Los  Angeles 
San  Francisco 

Manufacturers  and  Importers  of  Laces 
Dress    Trimmings    and     Embroideries 

Importers  of  Fancy  Dry  Goods 

12  ST.  HELEN  STREET 

MONTREAL 

London 
Nottingham Paris 

Calais Caudry LePuy 

St.  Gall 
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It  Pays  to  Sell  The  Hoover 
Ask  Hoover  dealers  if  it  pays  to  sell  The 

Hoover.  They  will  tell  you  how  many  Hoovers 

their  stores  have  sold  the  past  year — and  you 
will  be  agreeably  surprised. 

They  will  tell  you  how  easy  it  has  been  to  sell 
Hoovers  although  many  never  sold  electric 
cleaners  before;  how  receptive  the  people  are 
when  The  Hoover  is  mentioned;  how  it  is  the 

best  advertised,  best  known,  most  called  for 
cleaner  in  Canada. 

They  will  tell  you  how  our  men  keep  in  con- 
stant touch  with  them;  how  they  help  them 

turn  over  their  stocks;  how  ample  is  the  adver- 
tising material  we  furnish  them. 

They  will  tell  you  what  satisfied  users  Hoover 
purchasers  become;  how  users  suggest  friends 

as  prospects;  how  free  from  trouble  their 
Hoover  business  is  conducted. 

Lastly,  they  will  tell  you  of  the  large  profits 
they  have  made  on  small  investments. 

Ask  Hoover  dealers  if  it  pays  to  sell  The 
Hoover.  Let  their  statements  guide  you  in 

your  verdict. 

The  Hoover  Suction  Sweeper  Company 
of  Canada,  Limited 

The  oldest  and  largest  makers  of  electric  cleaners 

Factory   and    General    Offices:     Hamilton,    Ontario 

Ever  increasing  pro- 
due  tion  of  Hoovers  in 
Canada  is  enabling  us 
constantly  to  add  new 
dealers.  We  have  a  very 

attractive  proposition 

to  present.  No  obliga- 
tion is  attached  to 

your  inquiry 

>dhe  HOOVER It  Beats as  it  Sweeps as  it  Cleans 

Made     in     Canada        by     Canadians        for     Canadians 
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Done  with  the  old  — 

Unobstructed  Vision 

181-199  CARLAW  AVENUE 
TORONTO 

Jfri'fe  /or  Illustrations 

^m   mm*   »'""^   ""   ^ti»^^ 
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MM 

Forward  with  the  new  ! 

^ 

No  Shop-Worn  Goods 

IfafcffiQm 
(jORONToSffOWCASFCo)      Lfflftpd 

181-199  CARLAW  AVE. 
TORONTO 

Write  for  Illustrations 

fiflllNII ffl« 
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Do  You  Sell  Just  'Linen' — 
or  True  Irish  Linen 

For  generations  now  the  term  "Irish  Linen"  has 
meant  far  more  to  the  public  than  just  ordinary 
linen. 

And  Ireland  has  well  earned  this  distinction. 

The  linen  workers  there  take  a  just  pride  in  their 
famous  merchandise. 

The  buyer  who  is  able  to  guarantee  that  his  offering- 
is  TRUE  IRISH  LINEN  is  assured  that  his  mer- 

chandise will  have  a  readier  acceptance  and  that 
his  guarantee  will  in  a  measure  justify  the  price 
which  he  is  forced  to  mark  his  goods. 

The  buyer  cannot  afford  to  neglect — in  these  days 
of  careful  shopping — anything  that  will  tend  to 
stimulate  confidence   in    Price,   Quality   and   Value. 

To  stabilize  conditions  in  your  linen  department 

buy— sell— and   feature    TRUE    IRISH     LINEN. 

~\*  IRISH  LINEN  SOCIETY BELFAST     IRELAND     ^ggQ 

American  Office  and  Information  Bureau 
239  West  39th  Street,  New  York 
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Do  You 
Have    Trouble    Getting   Sunset? 

Many  retailers  all  over  the  country  are  complain- 
ing that  their  jobbers  are  continually  out  of  stock 

— and  we  wish  to  state  that  there  is  absolutely  no 
need  for  this  condition.    Your  jobber  can  get 

Sunset  SoapDyes 
In  all  colors—all  the  time 

We  have  large  facilities  and  can  make  immediate 
shipments — if  you  are  having  trouble — write  to 
our  Sales  Representatives  for  Canada 

Harold  F.  Ritchie  &  Co.,  Ltd 

Toronto,  Canada 

North  American  Dye  Corporation,  Ltd 

Manufacturers 

Toronto,  Canada 

i1 ' |!  1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1  n  1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1  in  in  ||  1 1  nun  1 1 
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CANADIAN-MADE 

COTTON  BATTING 
Order 

VICTORY  BATS,  NORTH 
STAR,    CRESCENT    AND 

PEARL 

Packed  in  Shipping  Cartons,  or  in  Bales 

The  best  value  for  the  price. 

Can  be  had  in  125,  100,  61  or  50  rolls 
to  the  bale  or  124,  96,  64,  or  48  to 
a  lot  of  four  cartons. 

ANY  WHOLESALE  HOUSE 

:iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiini 
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Rare  Values 
in 

Ladies'   White 
Underwear 

Values  that  are  instantly  recognized  sell  more  for  us 

than  volumes  of  superlatives.  That  is  why  we  would 

rather  have  you  see  our  splendid  assortment  than  at- 
tempt, through  glowing  words,  to  convince  you  of  its 

merits. 

The  wide  range  of 

White  Underthings  for 
ladies  we  are  now  offer- 

ing includes: — 

Parisian    Corsets,    from 

$15.00  to  $24^00. 

Corset  Covers,  $6.00  to 

$10.50. 

Chemises,     $12.00     to 

$15.00. 

Cotton    Drawers.    $7.00 

to  $10.50. 

C  o  1 1  <>  n     Underskirts, 

$16.50  to  $24.00. 

We  have  also  a  very 

attractive  line  of— 

Cotton    Nightgowns, 

from  $12.50  to  $18.00. 

Kimonas,      $15.00      to 

$45.00. 

Silk    Waists   at    $30.00, 

and 

White     Voile     Blouses. 

$12.00  to  $16.50. 

P.  P.  MARTIN  &  CO.,  LIMITED 
50  ST.  PAUL  STREET  WEST,  MONTREAL 

Quebec:  9  and  11  Rue  Charest,  Tel.  Bell  2545 

Sherbrooke:  103  Wellington  St..  Tel.  Bell  34 

St.  Hyacinthe:   234  Carcade  St.,  Tel.  Bell   541 

Ottawa:  25  Sparks  Street,  Tel.  Queen  3874 

Three  Rivers:  82  Royal  Street,  Tel.  Bell  362 

Toronto:     152    Bay    Street.    Tel.    College    3535 
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#    FANCY  GOODS      O 
\>  SMALLWARES  <T 

1 1  DEPARTMENTS 

A.C-COTTON  STAPLES  M._LACES,  RIBBONS, 

D.-DRESS  GOODS  AND  HOUSE  FURNISHINGS 
SILKS  R.— READY-TO-WEAR 

F-^Sn!Pr°RTING  S.-SMALLWARES GOODS,  Etc. 

H.— HOSIERY 

L.— LINENS,     HANDKER- 
CHIEFS 

U.— UNDERWEAR 

W.— WOOLLENS 

All  orders  shipped  same  day  as  received. 

We  give  special  attention  to  Letter  Or- 
ders, Telegrams  and  Long  Distance 

Orders. 

MAIL  ORDER  FORMS 
sent    on     request. 

HODGSON,  SUMNER  &  CO., LIMITED 
83-91  St.  Paul  St.  W.  21  St.  Sulpice  St.  84-92  LeRoyer  St. 

MONTREAL 
SAMPLE  ROOMS: 

7  Charest  St.,  QUEBEC  Windsor  Hotel,  OTTAWA 

Carlaw  Bldg.,  28-30  Wellington  St.   W.,   TORONTO 

Can.  Bank  of  Commerce  Bldg.,  THREE  RIVERS  Metropole  Building,  SHERBROOKE 

503  Mercantile  Bldg.,  VANCOUVER  50  Bon  Accord  St.,  MONCTON,  N.B. 



i)  n  v    <;  oo  ds    r  E  v  i  E  w L5 

Made 

in 
Four 
Sizes 

000 
00 
0 
1 
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COLONIAL     MAID 

*$  SIZE  <» 

4.  ̂- <'♦*•♦♦ 

DRESS     V^   FASTENER MADE     IN     CANADA 
&&<§>Q<§&®&i 

It's  all  in 

the  Spring 

Strong — Durable 
Made  of 
Brass 

It's  a  Snap  to  Snap  This  Snapper 

Colonial  Maid 
Wire  Spring  Dress  Fasteners 

Made  in 
Canada 

HIS     IS     NOT     A 
FRICTION  FASTENER 

B.      *         MADE 
Ut     IS     WITH 

HIGHLY  TEMPERED 
wire  spring  m  m 

KNOWS    WHEN    TO    HOLD 
AND   WHEN  TO   LET  GO 

BRASS 
will  not 

rust 

ALSO  PUT  UP  IN  ONE  GREAT  GROSS 
CABINETS  ASSORTED  24  CARDS  EACH 

WHITE  AND  BLACK    .-.    .\    SIZES:  00-0-1 

To  be  had  of  all  leading  wholesalers. 

Manufactured  by 

Colonial  Fastener  Co.,  Limited 
Montreal,    Que. 
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This  Device  Identifies  "Old  Bleach" 
Pure  Irish  Linen  Damasks 

"OLD    BLEACH"  itself  is  identified  with  all  that  is 
supreme  in  Irish  linen  quality,  beauty  and  workmanship — 

— Quality  assured  by  the  exclusive  use  of  pure  selected 
flax  yarn. 

— Beauty  secured  by  the  old  fashioned  sun,  wind  and  grass 
bleach — really  artistic  designs,  and  soft  lustrous  finish. 

-Good  Workmanship  the  result  of  infinite  care  and  close 
inspection. 

Identify  your  linen  department  with  "OLD  BLEACH" 
linens.    With  "Quality"  as  a  leader  "Satisfaction"  follows. 

/'-  /y~ — r£ 

GUABANTZZ 

redly  agree  to  re- 
place ■  ith  which 

for    any     reason     irbafsoever    the 
-;iV:  -  fi<-'],     pro- 

Id   th<- ■r«i       Tra<l<-       Mark 
or     woven     bran< 

/>.J<  Ir.jd.Mark 

13-25  East    96™  Street        Now    York. 
  P   J.R.I.AMONT      MANAGER    Q     c> 

Canadian   Representative: 

W.    II.    STELEY,  22  West  Wellington    Street,  Toronto,  Ont. 
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"  Make  Sure  of  Your 

Requirements  " 

THE  demand  for  Venus  Thread 
Silk  Hosiery  is  increasing  each 

season  in  greater  proportion  than 
our  output,  so  we  strongly  urge  the 
necessity  of  ordering  your  Fall, 

1 92 1,  requirements  when  our  repre- 
sentative calls. 

Venus  Silk  Hosiery  Mills 
Limited 

Toronto Ontario 

■■  ■■:.':■"  "'■'"■'■  ;' 
"~  mm  '■ 
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The  Latest  Creation  In 

lueetO, 

Silk  Lingerie 

is  the  "Pettibocker,"  which  has  all 
the  advantages  of  a  petticoat  plus 
the  snug-fitting  comfort  of  a 
knicker. 

A  display  of  these  in  your  depart- 
ment will  create  demand. 

St.  Catharines  Silk  Mills 
Limited 

ST.  CATHARINES,  ONTARIO 

Selling  Aqent 

d  L.Baker 
WeUiugton  S 

Toronto 
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Buy  Carefully 
But  BUY! 

And   Keep  Canada  Busy 

IS  a  good  motto  to  keep  in  mind  and  in  the  other  fellow's mind.  Give  it  all  the  publicity  possible.  It  will  help 
everybody.  1  here  is  only  so  much  money  in  the  world,  and 
only  a  part  of  that  in  Canada.  It  must  be  kept  in  constant 
circulation  if  business  is  to  live — your  business  and  ours. 
Business  depression  is  but  a  state  of  mind.    If  we  all  BUY 
carefully,  there  need  be  no  depression. 

IONDONKN1T 

Hose 
IQNDONfADY      TONDONFASS      fONDONIAD      IONDONMAN 

clilZ     LONDON  HOSIERY  MILLS  Limited    ̂ og 

MA. NY  merchants  have  put  off  buy- 
ing for  Spring  until  after  Christmas 

selling,  but  we  now  urge  the  immediate 

consideration  of  your  requirements  for 

Spring  and  to  get  your  order  in  early,  to 

insure  having  the  goods  in  stock  when 
the  demand  is  on. 

WW 
Limited 

TORONTO  ONTARIO 

Sole  Selling  A  __ 

Richard  L.Baker 
64  Wellington  S Toronto 
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prove 

W 

P.S.  The  facts  have  been  mailed  to 
over  3^d,dod  merchants  of  North 
America— Received  Yours  ? 
THE  T.K.KELLY  SALES  SYSTEM 
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Interchangeable 
Spring  Announcement 

Here  is  a  Spring 

Opening  Announce- ment m>  made  that 
the  illustrations  may 
all  be  used  in  one  ad. 

or  changed  around  to 

make  any  one"  of  live different  ads. 

The  Merchants  Service  leads  throughout  the 
world,  being  used  extensively  in  the  United 

es,  Canada,  Mexico.  Cuba.  South  America, 
Hawaii.  Alaska,  England,  Scotland,  South 
Africa,  Australia,  X<  w  Zealand — and  also  in 
the  British  colonic-  elsewhere. 

OPENING- 

StyWom   for  Spring   1921 
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STORE  NAME  HERB 

Newest  Spring  Styles 

Prompt  Service 
Delivered  from  Montreal 

Made  in  Canada 

The  Merchants  Service  leads 
because  it  is  practical,  correct 

in  style,  rightly  merchan- 
and  the  cuts  are 

economically  sized  to  the 
type-  of  merchandise  illus- 
trated, 

OPENING 

rBM    '-AMi    MriF 

CHEWING 
SlyUora  lot  Sprir^   1921 

3TOIE  NAME  HERE 

The  Mei'chants  Sei'vice  is  the  one  distinc- 
tive style  service.  Every  garment,  hat  or 

other  feature  shown  in  the  illustrations  is 
not  only  of  an  authoritative  style,  but  the 
new  styles  are  illustrated  so  well  in  advance 
that  you  have  the  cuts  when  you  first  show 
your  new  goods. 

All  orders  received  this  month  will  also  be 

accompanied  by  the  complete  Interchange- 
able Spring  Announcement  illustrations  in 

all  sizes,  miniatures  of  which  are  shown 
here.  To  get  this  material  with  the  com- 

plete matrixes  for  all  illustrations  and  ad. 
copy  for  February  advertising,  fill  out  the 
coupon  and  mail  in  at  once. 

Used  Exclusively  by 

One  Merchant  in  a  Town. 

!    MERCHANTS  SERVICE, 
I   239  West  39th  St., 
I   New  York  City. 

I    Please  send   us  a   specimen   set  of  proof  books,  bulletin,  copy,  etc.,  of   your   Spring 
'    advertising  service  for  February  for  our  examination,  showing  the  big  Spring  Open- 
|    ing  Announcement.     We  are  interested  in  getting  an  advertising  service  for 

[   ]     Department     Store  Dry     Goods     Store     |    |     Ready-to-Wear     Store 
[  ]    We  can  use  mats  [  ]     We  can  use  cuts  only 

I   It  is  understood  that  there  is  no  obligation  either  way   in   sending  this  to 

J    Name      

|    Address   

I   City      
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Mclntyre,  Son  &  Co. 
LIMITED 

Montreal      ::      ::      Canada 

The  SPECIALTY  HOUSE  of  CANADA 

Dress  Goods 
Silk  Fabrics 

Linens 
Hosiery 

Gloves 
Underwear 

Cotton  Dress  Materials 
Art  Draperies 

Knitted  Goods 

Ribbons  and  Laces 
Handkerchief 

Embroideries 

0P£€ 

"Niagara  Maid"  Silk  Products 
"Trefousse"  Kid  and  Suede  Gloves 

"Kirby,  Beard  &  Co."  Smallwares 

Particular  attention   to  Mail  Orders  and  Enquiries. 

Sales  Offices: 

TORONTO OTTAWA HAMILTON 
LONDON PETERBORO MONCTON 

HALIFAX 
QUEBEC 

WINNIPEG 

REGINA EDMONTON 
VANCOUVER 

CALGARY 

Head  Office  and  Warehouse 

13  Victoria 
Square 

Montreal 

I 

£2£ 



ni;v    coons    r  E  V  i  E  \v 

SUITS 
Made  From 

HAWTHORN  JERSEY 

They  SELL! — twelve  months 

i !    \ 

in  a  year I 

—because  Jersey  fashions  vary 
so  little  from  season  to  season 
and  from  year  to  year  that 
they  are  always  in  style. 

— because  the  prices  are  mod- 
erate and  their  uses  unlimited. 

— because  they  hold  their  smart 
style  and  pretty  lines  through 

many  seasons'  wear. 
— because  when  made  from 
Hawthorn  Jersey,  they  are 
damp-proof,  will  not  sag, 
bunch  nor  wrinkle,  and  are 

extremely  wear-resistant. 

Order  from  your  suit  and  cloak 
manufacturer  for  ready-to-wear 
garments  and  from  your  whole- 

saler for  cloth  to  sell  by  the 
vard. 

HAWTHORN  MILLS  LIMITED 
WOOLLEN  MAXU  ACTURERS 

CARLETON  PLACE,  ONTARIO 
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The  Silk  House  Which  Always  Leads 
"SAYS" BE  OPTIMISTIC 

"PREPARE  FOR  A  WONDERFUL  SEASON" 
On    the    Occasion    of    Our  Removal  to  Our  New  Premises 

BOURCIER  BUILDING 
VICTORIA  SQUARE,  -  MONTREAL 

All  Customers  visiting  us  between  the  dates  of  January  the  20th  and  March  1st  will  be  given 
very  special  prices. 

MR.  BUYER 
Get  wise  and  take  advantage  of  this  wonderful  offer. 

SILKS 
By  the  Yard,  by  the  Piece,  by  the  Case,  by  the  Car-Load. 

J.  O.  BOURCIER,  LTD. 
MONTREAL 

BRANCHES:  TORONTO  WINNIPEG  VANCOUVER 

TO  OUT  OF  TOWN  BUYERS  :     When  coming  to  Montreal  make  our  premises  your  headquarters.     Have  your  mail  and  telegrams 
addressed  in  our  care — same  will  be  carefully  looked  after. 
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This  View  will  give  an  idea  of  size  of  our  Salesrooms. 

Drop  in  Regularly! 
Let  us  show  you  lines  that  will   make  you   money. 

We  have  some  extra  good  lines  for  Spring  in  — 

VEILINGS,  VEILS,  LACES,  NETS,  FLOUNCINGS, 
MALINES-30C 

"MONA  LISA"  VEILS  (4,000  Dozen) 
"VODENE"  HAIR  NETS 

FANCY  VOILES 
ORGANDIES 

Samples  on   request  —  Salesmen  on   the  way 

Canada  Veiling  Co.,  Limited 
84-86  Wellington   Street  West 

TORONTO 

iii>zasiiiiaaQiMmz:iiismtiiiaaiii3zzMicaBiiimz!iiiBBiMBxaiiiBfiaiiiBiBiiiBniiiaBiiiBBiiirei3siii^iHBniiiaBiiliH 
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P.     (.      Blatchly 
WeMern    On'aric 

H.    H.    Tillman 
Ottawa 

J.    E.    Labrosse 
Montreal 

W.    E.     Campbell 
Montreal 

F.     L.    Couch 
Western    Ontario 

W.    K.    McArthur 
Western    Ontario 

D.    W.    Mcintosh 
Sales    Manager 

WE  take  pleasure  in  herewith  pre- 
senting to  the  merchants  of  Canada 

our  sales  force,  members  of  which 

will  call  on  you  during  the  coming  season. 

Behind  their  efforts  to  serve  you  with  what 

you  want  is  our  staff  of  buyers  which  makes 

periodic  European  buying  trips  on  which 
are  selected  the  lines  of  merchandise  which 

have  gone  far  towards  popularizing  our 
house  with  the  retail  trade  of  the 
Dominion. 

You  will  find  our  salesmen  courteous 

and  attentive  to  your  every  want.  We 

feel  assured  your  warm  reception  of  them 
will  result  in  our  mutual  advantage. 

Ladies    Wear,  Limited 

W.  F.  Gofortk 

A.   K     Mackaney 
Maritime    Provinces 
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W.     E.    Warham 
Northern      Ontario 

N.     Beaton 
Toronto 

CERVICE.  That  is  our  1921 

^-^  motto.  The  advantages  of  the  SER- 
VICE we  aim  to  provide  are  found  not 

alone  in  the  excellent  quality  of  our 
merchandise,  but  also  in  the  prices  we  are 

this  year  able  to  quote  the  trade. 

Our  buyers  are  in  close  touch  with  all 
parts  of  the  world.  Our  salesmen  are  in 

close  touch  with  you.  We  can  supply 

you  with  goods  of  style  without  experi- 
ment, and  quality  without  extravagance. 

To  perfect  our  SERVICE,  co-operation 
is  required ;  and  it  is  our  hope  that  by 

your  taking  advantage  of  our  SERVICE 
we  may  be  enabled  to  further  improve  it. 

C.    G.    Sinclair Toronto 

563  College  St.,  Toronto 
President 

W.     McMillan 
Winnipeg 

P.    H.    Showier 
Western  Manitoba  and 

Eastern  Sask. 

R.    B.    Snell 

Saskatchewan 

C.  R.  Hind 
Northern     Alberta 

-  ffmnfSi 

:  .  -f*M 

*  ̂ BK 

ZL-* 

H.    W.    Martin 
Southern    Alberta   and 

Interior    B.    C. 
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"MOYER  MAID" 
Swiss  Ribbed  Vests 

Women,  Misses  and  Children 

Fit,  finish  and  long  wear  are  the  primary  factors  that  appeal  to  wear- 

ers of  vests.  "Mover  Maid"  combine  these  features  in  making  de- 
pendable vests  at  prices  consistent  with  public  demand. 

Give  your  customers  the  values  "Mover  Maid"  stand  for,  and  await  the 
results— they  will  speak  for  themselves. 

Do  not  miss  seeing  our  samples. 

CANADIAN  AGENTS: 

Manufactured  by 

WALTER  W.  MOYER 
EPHRATA,  PA. 

HAROLD  F.  WATSON,  FOSTER  Limited 
208  CORISTINE  BLDG..  MONTREAL 

DYNAMO  BRAND 

By  this  Mark  you  are  enabled  to 

recognise  MALINES  which  can- 
not be  equalled  in  Quality— absolute 

Exclusiveness  and  Economy. 

MONTREAL 
Room  705 

Read   Wdg. 
Tel.    Main    6524 

"Dynamo  Brand"  Malines 
Are  guaranteed  Rainproof.  They  resist  Rain — Dampness — 
Snow — Sun  and  Perspiration. 

They  excel  where  others  fail,  and  they  naturally  become  the 
ideal  Maline  for  Millinery  and  for  Maline  Scarves,  so  appro- 

priate for  evening  wear.  They  are  economic,  because  one 
yard  of  Dynamo  Maline  offers  more  advantages  than  two 
yards  of  any  other  make.  Buy  Dynamo  Maline,  it  is  the 
Original  Guaranteed  Rainproof  Maline. 

CHAS.  MOUTERDE  {United  Makers) 
The  only  selling  agents  for  Gros  Million  &  Co.  of  Lyons(Franc  e)  for  the 

Dominion  of  Canada.     We  only  sell  to  the  Wholesalers. 

80  Wellington 
St.  West, 

TORONTO 
Tel.  Adel.  4184 
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Spring  offers  many  new  and  novel  effects 
which  we  are  now  showing  for  your  inspection 

LACES 
Collar  points  in  fine  guipure  effects,  also  large 
range  of  guipure  edges  in  varying  widths.  Fine 
Yals.,  Torchons,  etc.      (Immediate   delivery). 

VEILINGS 
Individual   veils   in   square   and   oblong   designs 
are  the  vogue  for  this  season.     We  have  them 
chenilled,  in  self  and  two-tone   effect. 
See  our  line  of  fancy  Slip-on  veils  in  black  and 
colors.      Excellent   designs   and   values.      Staple 
and    fancy    veilings    by   the    yard.      (Immediate 
delivery). 

EMBROIDERIES 
Full  range,  from  narrow  cambric  edges  up  to 

27  and  45"  flouncings,  the  latter  including  nov- 
elty ideas  in  voiles,  etc.     (Immediate  delivery). 

HANDKERCHIEFS 
A  large  range  of  fancy  embroidered  lace  edged 
effect,  in  open  stock  for  Easter  or  Xmas  trade 
as  required.  Also  a  large  range  of  fancy  boxed 
Nos.  attractively  put  up  for  Xmas  selling. 
Staple  Nos.  in  cotton  and  linen  for  men  and 
ladies.  Also  initial  Nos.  for  immediate  or 
later,  as  required. 

WESTLAKE  BROTHERS 
LIMITED 

24  Wellington  St.  West 
xNOUsJ 

TORONTO 

\J  O  RAND  J 

Travellers 
now 
out 

Our  Trade  progressed  with  the  Haugh  line  of  garments 
because  the  value  was  there.  They  could  meet  the  wishes 
of  their  customers  in  supplying  them  with  goods  of  merit. 
Buy  from  the  house  of  known  goods  and  values,  and  be 

with  us  in  1921 — Canada's  Banner  Year. 

New  Prices 

Policy  the  same 
Better-made  Garments 

The  J.  A.  Haugh  Mfg.  Co.,  Ltd. 
TORONTO,  CANADA 

Manufacturers   of   Trousers,    Overalls,    the   famous 

"Arm  &  Hammer  Brand"  Shirts — Kiddies'  Garments 
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w e  re off to 

NOW  we're  talking  business !  Early  in  the  New  Year  our 
Travellers  are  starting  out  with  samples  of  our  Spring  range 

of — Metallic  Laces,  Handkerchiefs,  Silk  Lingerie,  Embroider- 

ies, and  a  new  line  of  Children's  Dresses — for  your  inspection. 

We  feel  confident  that  these  lines  offer  you  values  that  will 
stand  critical  comparison  with  any  being  offered  on  the 
Market — and  come  out  on  top ! 

You  Will  Like  the  New 

Dresses  for  Children 

Two  to  Six 

They  have  just  the  touches  that  make  every  mother  want 

to  buy  them  for  her  kiddie — dainty  bits  of  hand-stitchery 
and  clever  yet  simple  styles;  very  appropriate  for  children. 

As  for  materials,  they  are  the  best  wash  fabrics  to  be 

found — dimities,  lawns,  voiles,  nainsooks,  cotton  novelties 
and  advertised  materials. 

To  stimulate  business  in  your  children's  and  infants'  wear 
departments,  feature  the  RITCHIE  Dresses. 

White  and  Colors 

Sizes — 2  to  6  years. 

H.    P.    Ritchie    &?    Company 
Manufacturers — Metallic   Laces — Handkerchiefs — Silk   Lingerie l 
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a  good  start! 
Metallic  Laces 

in  a  fascinating  array  of 

beautiful  designs  that 

would  supply  unusual  dis- 
tinction and  richness  to 

any  smart  costume. 

Handkerchiefs 

A  long  list  of  merits  has  placed  Ritchie- 
made  Handkerchiefs  in  the  front  ranks 

of  the  Handkerchief  Army.  A  thor- 
oughly Canadian-made  line,  and 

worthy  of  the  distinction — in  value  and 
smartness. 

Embroideries 

From  tiny  edges  for  wee 

baby  garments,  to  skirt 
width  flouncings,  Ritchie 
Embroideries  offer  designs 

to  meet  every  need — and 
every  taste. 

Convenient — Comfortable — Serviceable 

"Silk  Undies" 
For  Spring  and  Easter 

— and  then  there's  the  June  Bride! 
Dainty  Ritchie  creations  with  that  unmistakable 
stamp  of  beauty  and  distinctiveness  so  important  to 
every  careful  dresser,  and  withal  made  with  a  view 
to  serviceability  and  long  wear. 

With  so  many  designs  selection  is  made  easy — designs 
that  are  lace  trimmed,  ribbon  trimmed,  hemstitched, 

hand-embroidered — all  showing  delightful  touches  of 
individuality. 

White,  flesh  and  other  dainty  colors,  in  an  endless 

variety  of — 
CAMISOLES 

ENVELOPES 
NIGHT  GOWNS 

NEGLIGEES 

STEP-INS 
BLOOMERS 

UNDERSKIRTS 

38-42   Clifford  Street      Toronto 
— Embroideries — and  a  new  line   of   Children  s   Dresses 
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WHY? 
Why  is  A.  B.  C.  Hosiery  profitable  for  merchants  and  satis- 

factory for  customers? 

In  cashmere  stockings  customers  want  quality,  durability, 
and  neat  fit  linked  with  economy.  Merchants  want  hosiery 
that  meets  these  demands,  and  allows  a  fair  profit.  And  that 
is  what  they  get  in 

A.B.G.  HOSIERY 
For  Men,  Pf^omen  and  Children 

The  best  yarns  combined  with  skill  in  manufacture  give  this 
hosiery  quality  and  durability,  and  make  it  profitable  stock  to 
carry. 

Every  pair  seamless,  with  reinforced  heels  and  toes. 

Children's  Hosiery — 1  &  1  rib,   sizes  4  to  10. 
Women's  Hosiery — Flat  stitch,  perfect  fit. 
Men's  Half  Hose — All  sizes,  elastic  cuff. 

Colors  in  black,  white,  browns  and  red. 

ALLEN    BROS.   CO. 
LIMITED 

883  Dundas  Street  East 

TORONTO 

Selling  A gents  for  Canada: 

Wm.  G.  Evis  &  Co. 
28  Wellington  Street  West         :  :         Toronto 

"Canadian     Goods     are     Better 
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Our 
New  Line 
A  new  Line  of  Winsome  Maid  Hosiery 

which  has  quickly  won  favor,  is^a  two- 
tone  headier  effect  in  sill:  and  mer- 

cerized. This  line  comes  in  live  dif- 
ferent combinations  of  colors,  and  is 

beautiful  and  durable.  Woven  with 

back  seam,   it  fits  perfectly. 

When  ordering  this  line  from  us, 

specify 

Number  400 
Some  of  our  other  popular  lines  are: 

For  Women 
No.  loo — 12-thread  pure  silk;  18  to  19 
inches  silk  boot,  with  hem  top. 

No.  140— 12-thread  pure  silk:  18  to  19 
inches  silk   boot,  with  elastic   rib   top. 

No.  250— lo-thread  pure  silk:  21  to  22 
inches  silk  boot,  with  hem  top. 

For  Men 
No.  1000— 12-thread  pure  silk  half- 
hose. 

No.  444 — Two-tone  heather  effect  in 
silk  and  mercerized  half-hose. 

Our  representative  will  call  on  you 

shortly  with  full  range  of  Spring- 
samples.  Orders  sent  by  mail  receive 

prompt  and   careful  attention. 

Selling  Agents: 
Wm.  G.  Evis  &  Company,  28  Wellington  St.  West. 

Toronto,  Western  and  Northern  Ontario,  Que- 
bec,   Maritime    Provinces    and    Manitoba. 

Stanley  McLeod,  543  Granville  St.,  Vancouver, 
B.C.,  British  Columbia,  Alberta  and  Sas- 
katchewan. 

H.  Switzer,  193  Sparks  St.,  Ottawa,  Eastern  On- 
tario  and    Montreal. 

ALLEN   SILK  MILLS  LIMITED 
43  Davies  Avenue,  Toronto 

"CANADIAN    GOODS    ARE    BETTER" 
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Keep  Your 

Eye  Open 

For  Our  Spring  Samples 
Travellers  will  be  on  the  road  early  in  February 

HARRIS     WENER 
President 

MAXWELL    CUMMINGS 
Sales  Manager 

MAURICE    SAMUELS 
Designer. 

JL A  k 

J.    S.    PERRY 
Prince    Edward    Island 

LAWRENCE    WENER 
Montreal    City 

ALFRED     ROSE 
Quebec    Province 

J.    CARRICK 
Maritime     Provinces 

G.    W.    NOLAN 
B.C..    Alta.,    Sask. 

A.     MASSEY 
Eastern    Ontario 

P.     MILLER 
Western    Ontario 

'H.   E.    B.   STUART 
B.C..    Alta.,    Sask. 

Our  prices  are  in  line  with  conditions  of  to-day 

New  Goods  —  Large  Assortments  --  Prompt   Shipments  --  Satisfaction 

The  Montreal  Waterproof  &  Clothing-  Co.,  Ltd. 
The  Largest  and  Oldest  Waterproof  Clothing  House  in  Canada 

MONTREAL 
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The  Goods  Behind 
The  Mark 

A  good  trade-mark  is  an  invention  of  immense 
worth.      Yet   let   us  not  over-estimate  its  value. 

A  good    trade-mark  will   sell    the    article    once, 
the  merit  of  the  article  which  will  sell  it  time  and  time 

We  know  our  trade-mark  is  good  and  we  know — and  you  know  too — 
that  our  goods  are  worthy  of  the  high  standard  it  stands  for. 

We,  therefore,  look  forward  to   1921    with  confidence  that  it  will  see 

the  development  of  ever-increasing  business  to  our  mutual  benefit. 

ECOVEL— Velveteen  LA  MODE— Velveteen 

URBANUS— Dress  Cloth  DOROTHY— Voile 
WOVIC — Underwear  for  Women 

AMI/^AIAVAIAI  AVAVAi  Ai  A^Al  Ai^^TEX 

CROCKERS  ED 
'Jfrjc/dy  Street 

¥ 
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manufacturers  of  HABERDASHERY  &SMALLW ARES 
Owning  ten  of  the  best  equipped  modern  factories  in  Great  Britain 
producing  many  specialities  known  throughout  the  world,  such    as : 

HURCU LACES— the  British  Laces 
for  Boots  and  Shoes — made  under 
the  most  approved  methods  of 

manufacture,  the  secret  of  their  durability 
being  the  great  strength  of  the  threads 
which  tenaciously  cling  together  and 
resist  wear.  STRENGTH  &  DURABILITY. 

MENDING  WOOLS  &  SEWING 

COTTONS.  The  St.  George's 
and  Crusoe  All-Wool  Mendings 

are  noted  for  their  softness  and  Strength 
in  wear,  their  Smoothness  in  working, 
and  their  high  quality  and  finish.  Crusoe 
Cottons    are    an    equally    famous    line. 

NAME    LABELS,    HANGERS    and 
LOOPS  for  Coats,  Shirts,  Mantles, 
etc.     This   is  a   notable  speciality 

of  ours. 

SPHERE  HOSE  SUPPORTERS  for 
Ladies  Wear,  enjoy  the  widest  popu- 

larity because  tKeir  quality  throughout 
is  the  finest  possible.  Made  and  finished 
with  thoughtful  attention  to  detail.  Each 

pair  fitted  with  the  famous  "  Grip  that 
grips  and  never  slips."  SPHERE  Suspen- 

ders, Garters  and  Arm  Bands  for  Mens 

Wear  are  supplied  in  many  neat  and  attrac- 
tive designs;  also  Sphere  Brownies, 

the  Hose  Supporters  for  Little  Folks. 

ELASTICS :  The  St.  George's  Brand Elastics,  including  the. well-known 
"  Violet"  Quality,  Braids,  Cords, 

Garter  and  Loom  Elastics. 

COTTON    WEBBINGS    and   BIND- INGS :  Skirt  Bindings  (single  and 
duplex),    Glace    Bindings,    Tapes, 

Galloons,  Stay  Bindings,  Hat  Bindings, etc. 

Here  yon  have  the  fast  selling  lines,  the  lines  for  YOU. 

I  0    WHOLESALERS. -Get  in  touch  with  us  AT  ONCE  for  fuller  particulars  of 
ALL     OUR     LINES.  -    We     will     do     our     part     with     prompt     service. 

mi.m   in   1.1:1:11111111   111111:1:1:1 

HOLbSALE  ONLY: 

FAIRE  BROs  &  Co.,  Ltd.,  LEICESTER, 
LONTX  >N     Fa. re  Bros.  &.  Co..  Ltd.,  19  Fore  Street.  E.C.  2. 
SOUTH  AFRICA:  Davie*.  Gnodde  &  Smith.  1  Strand  Street. 

Port  Elizabeth. 

MELBOURNE;  Alfred  F.  Smith.  2  Fink's  Building*.  Elizabeth Srreet.  Melbourne. 

SYDNEY:     Alfred    F.    Smith,    39    Queen    Victoria     Buildings, 
George  Street. 

ENGLAND. 

CHRISTCHURCH:  Robert  Malcolm,  Ltd..  7"  Lichfield  Street. 

Also  Auckland,  WellinBron,  Tun-Jin. 
BOMBAY  :   F.  A.  Filmcr  &.  C  >..('.:.  <tv  Buildings.  Hornbv Road. 

NORWAY  :  FIcrmod  Riis,  Ur  -v  Wc-dols  Plass  4.  (  hrbtiania. 
SWEDFN:    Anrlo-Amenkan-kj    Import    A.B.    Skeppsbron    3, 

Go'henburp. 

DENMARK  :  /  J<  If  Eerendt, St   K*  rig  nsgade  36/8,  Copcnhag-- 
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The  Disposal  Board  have 

STOCKS 
lying  in  the  United  Kingdom  and 

AVAILABLE  FOR  EXPORT 

of  Engineering  Stores 
Ferrous  and  Non-Ferrous   Metals 
Plant  and  Machinery 
Steam  Engines  and  Boilers 
Factory  Stores 
Machine  Tools 
Railway  Material 

Contractors'  Stores 
Electrical  Instruments  and     Machinery 

Boots  and  Leather  Equipment 
Motor  Boats,  etc.,  etc. 

Buyers  should  instruct  their  representatives  in  the  United  Kingdom  to 

communicate  with  the  Secretary,  Disposal  Board,  Ministry  of  Munitions, 
Caxton  House,  Tothill  Street,  London,  S.W.  1. 

Cable  address  "DISPEXPORT,   MUNORGIZE,  LONDON" 

Medical  Stores 
Chemicals  and  Explosives 

Motor  Vehicles 
Agricultural  Machinery 

Aircraft 
Furniture 

Textiles  and  Clothing 
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MOTHE ADE  SECTION 

Mead.  On  ice  :• STAMFORD  5T. 
LEICESTER. 

T«U$rams>3!AR}'iS  Itiuster. 

Telephone  2^J0-l  Leicester. 

American.  Afl<mt$ :- 

J&W.  BASTARD (BOSTOH)O. 
1S4  SUMMER  ST 

BOSTON^  U.S.A. 
Bradford  Office :- 

195/6  SWAN  ARCADE, 
BRADFORD. 

fltf 
/ 

J 
jm }/  <& 

l  *W  BASTARD 
"^  SPINNERS 

LEICESTER. 
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Manufacturers  and  Merchants 

119  WOOD  STREET,  LONDON,  E.C.  2,  ENGLAND REGD. 

LINES  THAT  ARE  TRUSTED  ALL 
OVER  THE  WORLD 

"OBERON" 
UNDERWEAR 
Brettle's  famous  brand,  made  in  all 
garments  and  all  sizes  for  Men,  Youths 
and  Boys,  is  recognized  by  progressive 
Outfitters  and  Drapers  everywhere  as 
being  one  of  the  most  leading  and  re- 

liable lines  of  British  Underwear. 
Here  are  a  few  reasons  why: 
"OBERON"  Underwear  is  woven  from 
high  grade  yarns  of  soft  yet  durable 
quality.  It  is  amply  cut  and  neatly, 

yet  strongly,  seamed.  "OBERON" Underwear  looks  and  IS  cosy  and  com- 
fortable— giving  the  wearer  complete 

satisfaction. 

"OBERON" 
MEN'S  SOCKS 

are  made  in  a  wide  and  varied  range  of 
Silks  and  Black,  Colors  and  Embroidered 
Cashmeres.  We  are  constantly  adding 
new  lines,  thus  ensuring  that  the  selection 
is  always  up-to-the-moment  with  the  trend 
of  fashion.  "OBERON"  Men's  Socks — in 
common  with  every  "OBERON"  produc- 

tion— represent  always  the  utmost  value. 

Samples    at     the 

Western  Provinces: 

Mr.  G.  E.  Ledder, 

62  Grace  Court,    Cornox  St., 

Vancouver        -        B.C. 

Addresses    below  : 

Eastern  Provinces: 
Marshall  &  Harding* 

Carlaw   Bldg., 

Wellington  St.  W., 
Toronto 

GEORGE   BRETTLE    &   CO.,   LTD. 
119   WOOD  STREET,  LONDON,  E.C.  2,  ENGLAND 
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1747 1921 

RELIABILITY— 
the  Essential  of  Success 

FROM  introducing  the  tape-weaving  industry  into  Staf- 
fordshire in  1747  the  business    of   J.    &    N.    PHILIPS 

&  CO.,  LTD.,  has  grown  from  a  few  hand  looms  into 

the  vast  premises  of  to-day,  which  now  supply  every  kind 
of  Dry  Goods  Merchandise — bearing  testimony  to  an  organiz- 

ation which  has,  as  the  foundation  of  its  success,  value  in 
Merchandise  and  efficiency  in  control. 

The  existence  of  a  commercial 

business  for  over  a  century  and 
a  half  is  certain  proof  that  it 
has  served  its  clients  well,  and 

the  premier  position  held  by 
the  firm  to-day  is  a  tribute  to 
the  fact  that  it  has  kept  abreast 
of  the  times. 

Buy  from  the  House  with  Over  lyo  Years'  Reputation 
SEVEN  REIGNS:  George  II.  to  George  V. 

EVERYTHING  FOR  THE  DRAPER 

J.  ff  N.  PHILIPS  &  CO., LIMITED 
MANCHESTER 
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CABLES: 

"Phil  Manchester" 
CODES: 

J. B.C.,  5th  Edition 

Lieber's,  Corby's 

Bentley's Marconi 

^hlC 
MILLS    \NI> FACTOR  IKS 

Tean,  Cheadle 

Arkwright,  Congleton 
Manchester 

Newton  Heath 

Etc. 

LIST  of  the  MERCHANDISE 
OF  WHICH  WE  ARE 

jVIanufacturers,  Jyferchants  &  Exporters 

Sateens 
Linenettes 

Printed  Linings 

Grey  Calicoes 
Grey  Sheetings 

Striped   Flannelettes 
White  Calicoes 

White   Sheetings 
Flannels  and  Blankets 

Linens  and  Towels 

Dyed  Flannelettes 
Shirtings 

Muslins 

Furniture  Prints 
Prints 

British  Dress  Goods 

Foreign  Dress  Goods 
Velvets   and  Velveteens 

Quilts Coloured  Table  Cloths 
Lace  and  Lace  Curtains 
Fancy  Hosiery 
Plain  Hosiery 

Gloves 
Ribbons 

Corsets 
Handkerchiefs 

Neckwear 

Umbrellas 
Shawls  and  Skirts 

Mantles 
Straws 

Millinery 

Flowers 

Buttons 

Furs 
Fancy  Haberdashery 
Jewellery 

Haberdashery 

Smallwares 
Boots  and  Shoes 

Carpets 
Oilcloths 
Linoleums 

Gents'  Shirts 

Ready-Made  Clothing 
Blouses 

Underclothing 

MONTREAL 

Mr.  W.  F.  Macoun 

211  Lindsay  Buildings 

CANADIAN  REPRESENTATIVES: 

VANCOUVER 

Mr.  A.  F.  Houston 

801   Credit  Foncier 
Buildings 

850  Hastings  St.   West 

TORONTO 

Robson  &  Hamilton 

424  Empire  Buildings 
64  Wellington  St.   West 

J.  &  N.  PHILIPS  &  CO.,  LIMITED 
MANCHESTER 
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MILLINERY  AND  HABERDASHERY  WIRE, 

Chenilles,  Hat  Braids,  Dress  and  Mantle, 

Cords  and  Girdles,  Artificial  Silk,  Braids  and 

Ribbons,  Russia  Braids,  Embroidery  Silks,  Tassels, 

Pom,  etc.  Upholstery  Cords  and  Trimmings, 

Scroll,  Argyle,  Saddle  Bag  and  Flat  Gimps,  DRESS 
FRINGES,  Tassels,  etc. 

MADE  IN   SILK,   COTTON,  WOOL,  ETC. 

ARTIFICIAL  SILK  STRAW  BRAIDS 

for  MILLINERY  HAT  MANUFACTURING 

SUPPLIERS    TO   WHOLESALERS    AND    SHIPPING    HOUSES 

Shipping     and     Strictly     Wholesale     Trade     Especially     Catered     For 

TELEGRAMS: 
DAVENPORT 
MACCLESFIELD P.  DAVENPORT 

MANCHESTER 

OFFICE: 
39  PICCADILLY OFFICE:  „^"0«<o. 

BRIDGE  ST.  MILLS    -    MACCLESFIELD,  ENGLAND 
Canadian  Agent:  R.  C.  PARSONS,  213,CLOSE  AVENUE,  TORONTO 

XENGUStty 

1  ■«.™  «•** 



DIM'    GOODS     RE  V  J  K  W 

4-. 

The  Fine  Scotch  Underwear 
with  the  Fine   Scotch  Finish 

•■ ' " 

The  dry  goods  dealer  considering  the  claims  of 
Pesco  should  bear  in  mind  the  important  fact  that 
by  reason  of  its  quality,  Pesco  becomes  a  habit 
with  the  public  and  that  this  habit  can  be  exploit- 

ed all  through  the  year. 

There  is,  in  other  words,  a  constant  sale  for  Pesco. 
Pesco  is  not  merely  for  Summer,  or  for  Winter,  or 
for  day  or  for  night  wear.  It  is  for  all  times  and 
all  climes.  It  is  the  universal  brand.  Man, 
woman  and  child,  the  infant  and  the  aged,  the 
healthy  and  the  delicate  have,  within  the  wide 
compass  of  its  range,  textures  and  garments  suit- 

ed to  every  need  and  every  condition  of  life. 

Thus,  with  Pesco  in  the  fixtures,  business  is  ready, 
steady  and  profitable.  And  the  Cash  Bell  tinkles 
with  a  double  meaning.  Every  Pesco  Sale  binds 
a  client  to  a  Store. 

Now  on  the  ground  with  samples: 
Messrs.  C.  <k  A.  G.  Clark.  35,  Wellington  St.  West,  Toronto 
Mr.  R.  C.  Poyser,  516,  Drummond  Building,  Montreal 
Messrs.  The  Hanley  &  Mackay  Co.,  62,   Albert  Street, 

\\ innipeg. 

Peter 
Hawick 

Sole  Maker: 

Scott    & Co.,    Ltd. 
Scotland 

London:  Carey  House,  Carey  Lane,  E.C.  2. 
Sold  direct  to  the  retail. 

Showcards,    Window   Tickets    and    Literature 
supplied.     Enquiries  invited. 

We  are  exhibiting  in  the  Clothing,  Outfitting  and 
Woollen  Trades  Exhibition,  8th  to  18th  March, 
1921,  and  in  the  Drapery,  Textile  and  Women's 
Wear  Exhibition,  4th  to  18th  April,  1921,  in  the 
Royal  Agricultural  Hall,  London,  England. 

The  Pesco  Range 
Obtainable  in  Pure  Wool  and  Silk 

and  Wool  textures — For  Ladies  —  Combinations,  Vests, 

Spencers,  Bodices,  Drawers,  Knick- ers,   Nightdresses,    Rib    Vests,    etc., 

For     Children — Combinations,   Night- dresses,     Sleeping      Suits,      Shirts, 
Trousers,  Knickers,  etc.,   etc. 

For     Infants— Binders,   Wraps,     Kilt- 
lets,   Gowns,  etc. 

For    Gentlemen    —    Shirts,    Trousers, 
Combinations,    etc. ,    etc. 

Also Pesco  Hose  and  Half  Hose  in  Black, 
Colors  and  Mixtures 

and Pesco  Sports  Coats,   Jumpers,   Under- rests.     Sweater     Coats,     Scarfs     and 
Caps    in    the    latest   styles    and    color 
effects. Guaranteed   Unshrinkable 
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have  world-wide  reputation  for  merit. 

Sole  Manufacturers: 

RIGG  BROTHERS,  LTD. 
Cotton  Spinners  and  Manufacturers  since  1836 

6  MOSLEY  STREET,  MANCHESTER,  ENG. 

Cables:  Rigg  Brothers,  Manchester 
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Rigg's   Sheets 
and  Sheetings 

are  made  throughout  by  modern  methods  of  manu- 
facture at  our  mills  at  Bleaklow,  near  Bury,  Lan- 
cashire (Eng.),  from  the  best  raw  cotton  the 

world  can  produce,  selected  and  purified  by  our- 
selves. Diligent  scrutiny  in  all  stages  of  manu- 
facture maintains  that  unbeatable  quality  upon 

which  their  world-fame  rests. 

When  buying  sheets  and  sheeting,  avoid  all  imi- 
tations, and  insist  on  having  RIGG'S.  ALL 

RIGG'S  Sheets  are  vouched  for  by  the  makers. 
The  mark  "RIGG'S  MANUFACTURE,"  appear- 

ing on  the  selvedge,  constitutes  a  guarantee  of  the 
highest  quality. 

To  do  a  permanent  good -class 

trade,  show  RIGG'S    SHEETS 
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The   Motherland's 
Finest  Fabrics 

/^  P.  A.  Fabrics,  by  reason  of  their  high- 
^*  grade  quality,  their  exclusive  and  dis- 

tinctive designs,  have  attained  a  position  of 
pre-eminence,  and  every  care  is  taken  that 
nothing  shall  compromise  this  reputation. 

THE  Canadian  Representative  for  The  Calico  Printers'  Asso- 
ciation, Ltd.,  is  Mr.  Edward  Foster.  He  carries  samples  of 

all  the  C.P.A.  Fabrics  and  will  be  pleased  to  exhibit  these  to, 
and  receive  enquiries  from,  traders  interested  in  high-class  voiles, 
prints,  sateens,  drills,  printed  handkerchiefs  and  furnishing 
fabrics,  and  the  well-known  specialties:  Grafton  Voile,  Potters' 
Prints,  Cepea  Serge,  Sheenore,  Gemarkord,  Cylkcel,  etc. 

PLACE  YOUR  ORDER  NOW  TO  ENSURE 
PROMPT  DELIVERY 

Samples    will    be    submitted    on    request 

Address  your  communications  to : — 
MR.  EDWARD  FOSTER, 

426,  Coristine  Bldgs., 
20,  St.  Nicholas  Street, 

MONTREAL, 

and 
710,  Empire  Buildings, 

64,  Wellington  Street,  West, 
TORONTO. 

The  Calico  Printers  Association 
Limited 

Manchester 
England 
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RADESECTION 

.  (Copyright\/_#_#_^._, 

Discriminating  merchants 
and  retailers  secure  their 
best  interests  by  stocking 
goods  bearing  the  B.D.A. 
Monogram. 

GREAT  INDUSTRIAL 
LINK 

HP  HE  "raison  d'etre"  of  the  Bradford  Dyers'  Association, 
-1  Ltd.,  is  to  co-ordinate  the  Manufacturers'  Craft  with  the 

Dyers'  Art  to  produce  goods  calculated  to  maintain  a  world- wide supremacy. 

/^  OODS  dyed  and  finished  by  the  Bradford  Dyers' 
^-*  Association,  Ltd.,  bear  the  Association's  trade  mono- 

gram, recognized  throughout  the  Textile  World  as  the  Hall- 
mark of  Excellence. 

r  I^HIS  distinguishing  symbol  is  something  more  than  the 
•*-  average  hall-mark.  It  is  concrete  evidence  of  the  best 

Dye  and  Finish,  and  of  a  merchandising  policy  which 

attracts  a  definite  clientele.  All  goods  so  stamped  are  identi- 
fied with  their  sources  of  origin  and  invested  with  a  commer- 
cial individuality  which  may  be  summed  up  in  two  words — 

QUALITY  AND  RELIABILITY 
PATTERNS  showing  FINISHES  and 

full  particulars  can  be  obtained  on 

application   to — 

^ 
THE 

7x 

Bradford  Dyers'  Association;  B? 
LONDON MANCI1F.STF.R 

BRADFORD 

6  OXFORD   ST ST  PETERS   SO. 
(Dept.  6)      39  WELL  ST 128  V  129 

CHEAPSIDE.E  C2. 
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BUYERS  SHOULD  VISIT 
TH E     TWO 

GREAT  BRITISH 
TEXTI LE 

EXHIBITIONS 
TO  BE  HELD  IN  THE 

SPRING  OF  1921  IN 

LOMDOM 
EMC. 

♦  ROYAL  * 
AGRICULTURAL 

HALL.L0ND0N 
CLOTHING  ̂ WOOLLEN  TfcADIS 

MAR.  8th-18th DRAPERY  b  TEXTILE  TRADES 

APR.4H5B, 

ORGANISERS  > 

INTERNATIONAL    TRADE  EXHIBITIONS^ 
BROAD  STREET  HOUSE,  MEW  BROAD  STREET lomdon«* 

cables;  PROMENADE. AVE. LONDON 
ESTABLISHED       189^ 
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Drapery,  Textile  and  Wo  tiki's   Wear Exhibition 
APRIL    192 

Royal  Agricultural  Hall,  London,  England 
We  invite  you  to  see  our  Exhibit 

at  Stands  57  and  64,  ground  floor. 
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Obtainable  From  The 
Leading  Wholesale  Houses 

Wm.  Anderson  &  Co.,  Ltd. 
Pacific  Mills  and  12  Princes  Square 

Toronto  GLASGOW  New  York 
43  Scott  St. 
*.  S.  BROWN     -     Representative 

48  White  St. 
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GOSWeLL  R5  *  LONDON  >E  CI 

Ladies' 
Leather 
Blouse 
Cases. 

Ladies' 
and 

Gents' 
Suit 

Cases. CATALOG    D.G.R.  10  ON   REQUEST 

THE  MOST  PROGRESSIVE  HOUSE  SKf 

Cowhide 
Kit  Bags 

Suit  Cases 
Brief  Bags 
Dress  Cases 
Masonic 
Attache  Cases 
Music  Cases 
Writing  Cases 

Overland 
or  Cabin 

Trunks 

Ladies' 

Hat  Cases 

ALL  GOODS  ARE 
THE  PRODUCT 
OF  OUR  OWN 
FACTO  R I  E  S 

Best  British    Material   and  Workmanship 
YOU  ARE  CORDIALLY  INVITED  TO  VISIT 

STAND  F.  103 
BRITISH   INDUSTRIES  FAIR 

WHITE  CITY,  SHEPHERDS  BUSH,   LONDON,   ENGLAND 
FEB.  21 -MAR.  4,  1921 
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REGISTERED  TRADE  MARK  Canadian  No   116.      Folio  27150. 

Important  to  Buyers  of 
HIGH  CLASS  COTTON   FABRICS 

p: ease Note 

THE 

"FERSTRONG"  BRAND 
is  a  guarantee  of  the  Highest  Quality,  also  of  an 
absolute  uniformity  of  quality  in  all  repeat  business,  as 
all  the  FERSTRONG  Materials  are  made  out  of 
the  Finest  and  Purest  Cotton  the  World  can  Produce 

White  and  Dyed  Cambrics 
Also   the 

CREPE -DE -FERSTRONG 
the    BEST  Substitute  for  Crepe-de-CHine 

These  materials  are  unrivalled  for  making  up  Ladies'  and 
Childien's   underwear,   also   BLOUSF.S,   JUMPERS,   CAMISOLES 
and  all  kinds  of  Ladies'  and  Children's  Dainty  Garments. 

Also     High- Class    Range    of    Longcloths. 
Write  in  FERSTRONG  Dept.  for  ihe  names  of  our  Wholesa'e 
Agents  ;  also    Free   Patterns   and    full   information  on   writing  to 

"FERSTRONG  DEPARTMENT" 
52   FAUjLKNER   STREET,   MANCHESTER,  ENGLAND 
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SECTION 

WE  SPECIALIZE 
in  CLOTH  for 

LADIES'    WEAR 

s& 

SAND  SERGES 

TWEEDS 

BLANKET  CLOTHS 

WORSTED    COATINGS 

33 

JOSEPH  FOSTER  &  Co. 
CALDER  MILLS 

ELLAND,  YORKSHIRE 
ENGLAND 

Established  185? London  Warehouse  : 
1  LANGHAM  PLACE 
REGENT  STREET  W. 

Mlfflil|ll!ll!llllllllllll!lllllllllllll!IIIP 
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MOTHER  LAND  TRADE  SECTION 

W  K  Perrott  &  Sons 
W  K  PERROTT C  J. PERROTT E  S  PCRROTT 

Silks  .  Ribbons.  Velvets 
'cl£»mon[s  -  CENTRAL  1752  1753   1754 
TELEGRAMS    -   SARSENET.  CENT.LONDON 

Cablegrams-  SARSENET  .  LONDON 

CODES  USED  -  MARCONI  INTERNATIONAL. 
ABC  5^  EoBCNTLEYSi  PRIVATE. 

Bra nches 
LONDON.      288/292    Regent  Street. w.i 
LUTON.      .       C. Silver   Street. 

MANCHESTER    .35. Brown    Street 

58,59  &23,ALDERMANBURY 

London. e  c  2 

January,  1921. 

We  take  this  opportunity  of 

advising  our  Canadian  friends  that, 

during  the  Spring  of  1921,  we  shall 

be  able  to  offer  a  good  selection 
of  all  classes  of  PIECE  SILKS  in 

plain  and  printed. 

Your  enquiries  will  be  esteemed 
a  favour  and  same  will  have  prompt 
attention. 

Canadian  Representative  :  Mr.  Wm.  Dodd,  Prince  George  Hotel,  Toronto,  Ont. 
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.WILD&CO.,^ 
%""%,  •   ̂ "^  Manufacturers  -^J *•  Dyed   Flannelettes  • 

Wholesale  and  Export  Only 

Quality,  Finish  and  Reliability  Unsurpassed 

Dominion  Agents : 
CANADA:.  Geo.  H.  Napier,  417,  Coristine  Bldgs.,  Montreal. 

AUSTRALIA:     C.   E.   Wain,  Commerce  House,  Flinders  Lane,  Melbourne. 

NEW  ZEALAND:     F.  C.  Brookbanks,  23,  Strand  Arcade,  Auckland. 

SOUTH  AFRICA:     E.  O.  Robotham,  Strathearn  House,  Rissick  and  Fox  Streets,  Johannes- 
burg. 

68,  MAJOR  ST.,  MANCHESTER,  ENGLAND 
Code  : 

ABC  (5th  edition) 

Cables  : 

"VAALETTE,  MANCHESTER' 
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OXFORDS  ZEPHYRS  NURSE  CLOTHS 
CASEMENTS  POPLINS  PRINTED  GOODS 
FLANNELETTES  WHITE  DYED  &  WOVEN. 

Why  does 
Flannelette  still 
sell  so  well 

Because  for  a  hundred  things  there's 
nothing  to  touch  it. 

Flannel's  too  dear,  and,  besides  that, 
it  cannot  stand  the  racket  like  its 
cheaper  cotton  compeer. 

The  keen  woman  buyer,  seeking 

value,  views  "union"  cloths  with 
suspicion;  her  shrewd  judgment 
suspects  the  proportion  the  wool 
bears  to  the  cotton  in  the  fusion  of 

the  two  staples.  Refusing  to  buy  in 
the  dark,  she  goes  for  the  true  and 

trusty  "Flannelette." 

We  specialise  in  Flannelettes 

Makers-up  and  Shippers  can  see 
patterns  of  goods  put  into  work 
many  months  ago.  Deliveries  are 
now  coming  up. 

Roberts,   Hadfield   &    Co. 
39&41  George  Street,  Manchester 

Telephone:  6621-22  Central.   Wires:   "Rohadco,  Manchester." 

l-^r^h  Wholesale,  Shipping-  and \^-^  Makinguponly. 

VI 



TRADE  l&JKf  MARK D.  DAVIS TRADE  fUlSl  MARK 

20  REDCROSS  ST.  and  I  BRADFORD  AVE. 
LONDON,  E.C.  I ,  ENG. 

ESTABLISHED  1895 

MANUFACTURER  OF  ORIGINAL  AND  EXCLUSIVE  DESIGNS  IN 

HIGH-CLASS  LEATHER  GOODS,  LADIES'  HAND  BAGS 
JEWEL  CASES,  POCKET  BOOKS,  WALLETS,  PORTFOLIOS 

FITTED  ATTACHE  CASES 

WE  SHALL  BE  PLEASED  TO  WELCOME  ALL 

PRESENT  AND  PROSPECTIVE  CANADIAN  CUSTOMERS 

AT    OUR    EXHIBIT 

STAND  F.  42 

BRITISH  INDUSTRIES  FAIR,  WHITE  CITY,  LONDON,  ENG. 
FEBRUARY  21-MARCH  4,  1921 
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We  Have  20  Large  Departments  }in  Which  Are  [Stocked  All 
the  Necessary  Articles  for  Supplying  Your  Requirements  in 

Ladies'  and  Children's  Wear  and  Soft  Furnishinj 
Calicoes,  Flannels,  Blankets 
Linens  and  Towels 
Scotch    and    Soft    Furnishing 
Curtains  and  Curtain  Nets 
Dress  Goods 
Printed  Cotton- 
Flannelettes  (Dyed  and  Printed) 
Mantles  and  Costumes 

DEPARTMENTS— 
Dress  Skirts 
Laces  and   Embroideries 
Handkerchiefs   and   Neckwear 
Ribbons 
Silks  and  Velvets 
Flowers  and  Feathers 
Trimmed  Millinery 
Straws  and  Semi-Trimmed 

Gloves 

Hosiery  and  Woven  Underwear 
Furs  and  Umbrellas 
Haberdashery 
Buttons  and  Trimmings 
Blouses 

Sports  Coats 
Ladies'   and   Children's   Outfitting 

A  VISIT  TO  THE  ABOVE  IS  ALWAYS  APPRECIATED. 

WE  SHALL  BE  EXHIBITING  AT  THE  DRAPERY 
EXHIBITION.     Stand  No.  215,  Gallery. 

Cable 

Addr< .--■ 
PAW  SON. 
LONDON 

PAWS0NS&  LEAFS.  L™ 9,  St.  Pauls  Churchyard,  LONDON,  E.C.4 
Telegram*:     "PAWION,  CINT,     LONDON 'Phon«.    «ze    CITY   (ft  lines) A.B.C. 

4th  and  5th 

Edition 
and  W.U.T. 
Codes    used 
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ROWLAND  RAWLINSON,  Limited 
Brook  Street,  London  Road,  MANCHESTER 

TELEGRAMS: 

'Aspiring  " — Manchester 

MILLS: 

Waterjoot,  Lancashire 

MANUFACTURERS  OF 

All  Classes  of  Felts  for  the  Carpet  and 
Furnishing  Trade,  Shoe  Felts,  Garter 
Felts,  Saddlery  Felts,  etc.;  Woollen 
Baizes,  also  Raised  Cloths  for  Millinery 

Purposes. 

ENQUIRIES    SOLICITED 

=,iiiiuiii i   i mi iiiniiimi minim   iiuiuuiilliuuiiiiiuiuiMii   iiiiuuuiiiu   iiuuiuiuuiu   iiiiiiiiini   I   iimiiiiiiiiiuiiiiuiiiiiiiiiiiiiimiiiiiiiiiiui   iuiiiiiiiiiiiiiiiiiiiiiiiiiiiiuiiiuiiiiiiiiiiiiiiiiuiiuiiiiiiiiiiiiiiiii   illinium,  Min 

KIDMAR  HOSIERY  CO. 
53  McPHAIL  ST.,  BRIDGETON,  GLASGOW 

Makers  of 

Ladies'  Sports  Coats 
Made  from  best  Scotch  Fingering  Yarns 

in  all  Shades.    Guaranteed  All  Wool. 

Children's  Jerseys 
Made  of  Wool  with  cotton  back.  In  all 

sizes  and  shades.  Styles  with  button 
shoulders  and  also  polo  collars. 

All-Wool  Shawls 
For  Infant  Wear.  Made  from  finest  Cross- 

bred and  Merino  wools.  In  large  range  of 
designs  and  any  sizes  required.  Also  in 
Black  and  Colours. 

Agents  : 

WRIGHT  &  MORGAN 
MONTREAL  and  TORONTO 

J.  C.  McGregor  &  Co. 
53  McPhail  St.       Bridgeton,  Glasgow 

Makers  of 

Furnishing  Muslins 
Madras  Muslins  in  cream,  white  and  col- 

oured,   in    all-over    and    border    designs, 
Harness,  Spots,  Sprigs,  Lappets,  Brise-bise 

and  Waterfall  Curtains 

Dress  and  Millinery 
Muslins 

Book  Muslins,  Robe  Muslins,  Lawns,  Nain- 
sooks, Madapollams,  etc. 

Agents 

WRIGHT  &  MORGAN 
MONTRFAL  and  TORONTO 
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THE  ART  TOY  MANUFACTURING  CO.  LTD. 

"  M i -~ k ; i  "  toys are     the     ideal 

Your  stock  is  in- 
complete with- 

out '•  Misska  " 
toys. 

They  are  wash- able and  will 

tioat.  "Misska'' toys  are  made 
i  n  plush  o  f 
various  artistic 
colourings  and 
are  beautifully 
soft  and  pliable. 

"Misska"  to  y  s 
are  B  r  i  t  i  s  b 
made  and  of 
B  r i ti s h  ma- 
terials. 

Of  World-wide  Fame 

71B  GOWAN  AV. 
FULHAM  PALACE  ROAD,  LONDON 

"  Misska  "  toys 

are  sold  by  all 
first  -  class  toy 

dealers  through- 
out  the  world. 

"Misska"  de- 

signs and  trade 
mark  are  regis- 

tered through- 
out the  world. ••The  prettiest 

dolls  made  in 

E  n  g  1  and."  — 
Daily  Sketch, 
15/9/19. 

Add toys 

stock. 

"Misska" 
to     your 

You  are  cordially  invited  to  visit  us  and   inspect  our 

EXHIBIT  OF  "MISSKA"  TOYS  AT   OUR  STAND 
BRITISH  INDUSTRIES  FAIR 

WHITE  CITY,  LONDON,  ENG.,  FEB.  21-MARCH  4,   1921 

TELEGRAMS: 
WAKEFUL 
GLASGOW 

CODE: 
A.B.C. 

5TH  EDITION 

WILSON   &    CO. 
48  ALBION  STREET 

GLASGOW 

MANUFACTURERS 

Ecru  and   Colored   Madras   Muslins, 

Coin  Spots  and  Figured  Harness 

Book  Muslins  Robe  Muslins 

Voiles 

Anglo-Swiss  and  Broche  Muslins, 

"Wilsco"  Lawns,  "Zelette" 
LACE  CURTAINS 

LACE  NETS 

TEXTILE  SMALLWARES 

JAMES  CARR  &  SONS,  LIMITED 
CLARENCE  MILLS 

CLARENCE  STREET.  CHESTER  ROAD 

MANCHESTER 

Manufacturers  of  all  classes  of  Webs, 

Cords  and  Bindings,  in  cotton,  wor- 
sted and  linen;  Curtain  Webs,  Edg- 
ings, Layon  Borders,  Blind  Cords, 

Carpet  Binding,  Cotton  Banding,  etc. 

Original  Patentees  of 

CARR'S  WOVEN  LADDER  TAPE. 

WHOLESALE  ONLY. 

Agent  for   Canada: 
Mr.  D.  F.  Moore 

Manchester  Building,         Melinda  Street 
TORONTO 
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LION  CREST  FABRICS 
CASEMENTS 

We  keep  up  our  large  variety  in  27",  30  ,  36   and  50' Casements.     Best  value  on  the  market. 

CRETONNES 

Extensive  ranges  in  30"  Domestics  and  Sateens. 

Specialty  in  50    Reversible  and  50   Taffeta  Duplex. 
High-class  and  latest  styles. 

Through  Wholesale  and  Shipping  Only. 

Canadian  Representative  : 

GEO.  H.  NAPIER 
417  Coristine  Building     -      Montreal 

TELEPHONE 
No.  488. LONDON  OFFICE: 

32,  NEWGATE  STREET.  E.C. 
TELEGRAMS:— GRAPHIC.  COVENTRY. 

\ 

*
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STEVENCRAPH  WORKS, 

COVENTRY,  ENG. 
AGENTS  FOR  CANADA:    - 

STRACHANS  LTD.,  empire  building,  64,  Wellington  st.,  west,  TORONTO 

MANUFACTURERS 

WHOLESALE 
ONLY. 

OF 

WOVEN   LABELS 
FOR 

WATERPROOFS,  HOSIERY,  UNDERWEAR, 
SHIRTS  AND  CLOTHING. 

ALSO  NAMED  RIBBONS  FOR  HATS  AND  CAPS. 

CONTRACTORS  TO 

THE  ADMIRALTY,  WAR  OFFICE,  COLONIAL  AND  FOREIGN  GOVERNMENTS. 
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INFOOT  BRAND Unequalled  Quality 

WS  579 

.'. 
SK  858 

WS  518 

and  numerous  other  dainty  designs  in  Silk,  Kid  and  other  leathers. 

WOOLLY-WKAR — Bonnets,  Matinee  Jackets,  Pullovers,  Bootees,  Infantees, 

Jumper  Suits,  etc.  Made  from  high-grade  wools  and  best  quality  trim- 

mings.    Gaiters  in  Felt  and  Plush, 

Special  attention  to  import  orders.    Samples  submitted. 

INFANTS*  FOOTWEAR  LIMITED,  London,  E.C.1,  England 
GREENE-SWIFT  BUILDING,  LONDON,  CANADA 

=31111111   |   MMIMIMIMMMIMIMMIMMII   IMMIIIIMIIII   Mill   Illlllllllllllll   Mil   MIIIIMMIMMJ 

I    ABERDEEN    GLOVE    j 
COMPANY,   LTD. 

70   CHAPEL  STREET,  ABERDEEN 

A.B.C    CODE.  5th  EDITION         | 

MAKERS 

of  the 
I  AMI  I)  ABERDEEN  GLOVE 

specialties: 

MEN'S,   LADIES' 

and  CHILDREN'S 
KNITTED  WOOLLEN 

GLOVES,  GAUNTLETS,  etc. 

A  genii  : 

JAMES  CROIL  &  SONS         ARCHIBALD  WRIGHT  &  CO. 
ST.  NICHOLAS  BLDGS.  32  SILVESTER  WILLSON  BLDG. 

MONTREAL  WINNIPEG 

!IIIIMIMIIIIIMIMIIIIIIIIMIIIIIIIIIIIIIMII   MM   1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1   IMIHIIINIIS 

Are  you  Visualising  Summer  Trade  ? 
Spring  time  suggests  big  demand  for  dainty  white- 
wear.  To  all  good  dealers  that  demand  in  turn  sug- 

gests pleased  customers  and  brisk  trade  in 

Longcloths,  Nainsooks,  Cambrics,  Madapolams, 
"Diaphalene,"  etc. 

The  name  "Horrockses"  on  cottons  has  been  the 
mark  of  quality  the  world  over  for  a  century  and  a 

quarter. 
Place  your  order  early.  Should  prices  drop  between 
the  date  your  order  is  received  in  Manchester  and 
the  date  your  goods  are  shipped  we  give  you  the 
benefit  of  the  lower  prices. 

JOHN  E.  RITCHIE,  Canadian  Agent 
591  St.  Catherine  St.  W.  -  MONTREAL 

Branches  :     Toronto  and  Vancouver 

UNITED  STATES  ACENTS: 
WRIGHT  &  GRAHAM  COMPANY 

110  Franklin  St.,  New  York  City 

HORROCKSES,  CREWDSON  &  CO.,  LIMITED 

Cotton  Spinner*  and  Manufacturer* 
MANCHESTER,   ENGLAND 
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ROBERT  W.  STIBY,  Limited 
Leather  Goods  Manufacturers 

41,  43,  45  OLD  STREET 
LONDON,    ENGLAND 

Hand  Bags, 

Pocket  Books, 
Note  Cases, 
Music  Rolls, 
Purses, 

Coin  Cases, 

Jewel  Boxes, 
Portfolios, 
Dressing 

Rolls, 

Writing 
Cases, 

Brush  Cases, 

Collar  Boxes,   -^m 
Brief  Bags. 

Attache 
Cases, 

Dressing 
Cases, 

Blouse  Cases, 

Hat  Cases, 

Suit  Cases, 

Fitted  and 

Plain, 

Travelling 
Bags, 

Document 
Cases, 

,Kitbags, 

Gladstones. 

ESTABLISHED  1863,   THIS  BUSINESS  HAS  ADVANCED 

EVERY    YEAR     SINCE,     IN     ALL    DEPARTMENTS. 

To  Canadian  Buyers 

You  are  invited  to  inspect 
our  exhibit  at 

STAND  No.  F.  34  and  F.  35 

BRITISH   INDUSTRIES 
FAIR 

WHITE  CITY,LONDON,ENG. 

Feb.  21st -Mar.  4th,^1921 

Put   this   address   in   your  'note book  NOW,  please. 

An  inspection  of  our  ex- 

hibit will  be  both  interest- 

ing and  profitable.  Cana- 
dian business  will  be 

given  the  best  efforts  of  our 

factory. 

Novelty  of  design,  excel- 
lence of  workmanship  and 

quality  of  material  are  the 
outstanding  features  of  all 

Sttby's  Leather  Goods  now 
as  always. 
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FAUDELS,  LIMITEjD 
NEWGATE  STREET,  E.G.  1,  LONDON,  ENGLAND. 

EXPORTERS  OF 

Hosiery,  Haberdashery, 
Laces,  Embroideries,  Veilings,  Ribbons,  Cords  and  Fancy 

Goods  of  Every  Description. 
SPECIALIZING  IN 

..    Peacock  and^Squirrel  Brands  of  Knitting  Wools, 
also  Pure  andjArtificial  Knitting  and  Sewing  Silks. 

FOR  CANADIAN  TRADE 

STAND  No.  E.  81 

White  City,   Shepherds   Bush 

BRITISHJINDUSTRIES  FAIR, Feb.  21Mar.  4,1921 
CABLES:  FAUDEL,  LONDON. 

Regisi-ered   No  262  005 

The  Hall-Mark  of 

Maximum  Comfort  and 
Durability  at  Minimum  Cost. 
FIRST  IN  THE  FIELD  AND  8TILL  LEADING. 

Manufactured  on  THE  GRADUATED 

PRINCIPLE,  and  Commencing  with  TWO 
THREADS  in  the  TOP.  it  increases  in 
WEAR-RESISTING  PROPERTIES  as  it 
descends. 

ThusTHE  LEG  HAS  THREE  THREADS, 
THE    INSTEP   AND    FOOT    FOUR, 

and    the    HEEL   and  TOE    FIVE, 
making  it  essentially 

A  HALF   HOSE 

FOR    HARD   WEAR. 

To  be  had  from  any  of  the  Leading  Wholesale  Dry  Coods  Houses. 

'ITMTrMriirrnMMTITTIITMTriTTMMTTMMmiMTTHTM*- 

Robert  Morton  &  Sons 
Muslin  Manufacturers 

34  Albion  St.,  Glasgow 

—  SPECIALTIES  — 

Buckrams  -  Sparteries  -  Marlys 
MILLINERY  MUSLINS  in  BLACK, 

WHITE  and  COLORS 
Also 

PALE  BOOKS,  NAINSOOKS, 
LAWN  S,  INDIA  LINONS, 
PERSIAN  LAWN  S,  CHECK 
CRINOLINES,  MADRAS  and 
HARNESS  MUSLINS,  Etc.,  Etc. 

Cables:     Morton,  Glasgow Code:     Marcon 

Canadian  Representative 

STRACHANS,  LTD. 
Empire  Building,  64  Wellington  St.  West 

TORONTO 
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A.  STEDALL,  LTD. 
ESTABLISHED   OVER   50   YEARS 

Wholesale  and 

Export 
Man  ufact  u  rers 

of 

Costumes, 
Coats, 
Gowns, 

and 

Fur  Coats. 
Five    Factories    for 
Our  Own  Exclusive 

Productions. 

Leading 

House 

for  Most 

Fashionable 
Garments. 

Exclusive  and 

Original    Models 
of  their 

Own   manufacture. 

Catalogues  on 

application. 

2  CANNON  ST.,  LONDON,  ENGLAND 

CANADIAN   BUYERS   visiting  London   are 
invited  to  call  and  inspect  the 

immense  range  of 

Spring  Models 
now  on  show  in  all  Departments    the  Latest 

Fashions  at  Finest  Prices. 

Orders   executed    direct   for   Cash    against 
Bill    of    Lading,     or    through     the     usual 
buying  channels,  on  receipt  of  satisfactory 

references. 

2  Cannon  St.,  London,  England 
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B M G L ASTIN,  1V1ERRYFIELD  &  BRACKNELL,  LTD 
129  ALDERSGATE  ST.,  E.C.I,  LONDON,  ENGLAND 

"  The  Premier  Bag  House  of  Great  Britain" 

Manufacturers  of 

LADIES'  HANDBAGS OF  EVERY  DESCRIPTION 

WE    MAKE    ALL   WE  SELL. 
LARGEST  RANGE  IN  GREAT  BRITAIN. 

BAGS 
in 

Silk 

Brocade 

Bead 

Leather 

and 

All 
Fancy 

Materials 

FRAMES 
in 

Ivory 

Tortoise  Shell 

Celluloid 

Galalith and 

Metals of  Every 

Finish 

"//  Pays  to  Buy  From  the  Maker 

>> 

YOU  ARE  CORDIALLY  INVITED  TO  VISIT  US  AT  THE  ABOVE  ADDRESS  OR  AT 

STAND  NO.  F35 
BRITISH  INDUSTRIES  FAIR,  SHEPHERDS  BUSH, 

LONDON,  ENGLAND— FEB.  21 -MARCH  4,   1921 
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Telephone  No?. 
1923,    1924. 
1925.  Central 

Codes — 
A.B.C.        (4th Edition) 

A.B.C.  (5th Edition) 
A.B.C.  (6th Edition) 

Western  Union 
Ross-Moss 

Lieber's 

C.  H.  BRITTON 
&  SONS 

Lloyd's  House    -    Manchester 
Producers  of 

WHITE  CALICOES 
Our  C.  H.  B.  io  quality  unsur- 

passed for  domestic  use,  C.  H.  B. 
ranges  the  largest  in  the  world. 

Madapolams  in  all  makes,  Nain- 
sooks, Cambrics,  and  our  spe- 

cialty— 

"AURANA"  CAMBRICS 
White  Mediums,  Twills,  Drills, 
Sheetings,  White  Dowlas. 

All  classes  of  Grey  Cloth,  White 
and  Dyed  Mercerized  Voiles, 

Pongees,  Fine  Warp  Satins,  Pop- 
lins, White  and  Dyed  Brocades. 

"CYCLO"  CLOTHS 
All  shades  for  garments,   the  best 
and    most  useful   on    the  market. 

Printed  Crimps,  our  own  special 
designs  on  our  renowned  K43 
quality.  Printed  and  Mock  Voiles, 
Printed  Shirtings. 

Canadian  Sales  Office  : 

HAROLD  F.  WATSON,  FOSTER  LIMITED 
208   Coristine  Building 

MONTREAL 

Codes:-A.B.C.  5^  Marconi  Bentleys raw 

f^s 

® V 

'
%
 

7      vsm 
taceWindow 
Decorations  by 

DOBSONSand 
MBROWNE&eC 
(The  Amalgamated  firms) 

Wholesalers  an  J 

Importers  onh: 
.    ■  Factories;-- 
Meadows  MilLNoitinguam 
*      -l     0       1.        fir-n 

■  Beeston  ■ 
VictoriaMillsJ)raycott, 
Burn  Road  Mills, 

•  Darvel,l{B  " 
"Head  Offices:- 
Station  Street 

Nordrrfhamjintf. 

Doisoos  established  1855 
Broumes  established  1870 

Cables  :-Brun,Nottingham.Eng 

l  l   
 m  ■*' 

Direct  Representative  : 
Mr.  A.  J.  Burrows 
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WHOLESALE 
WOOLLEN 
MERCHANTS 
The  wearer  ot  a  garment  made 

from  "Scobro"  material  has  the 
satisfaction  of  knowing  that  so 
far  as  the  material  is  concerned, 

she  can  hold  her  own  on  any  oc- 
casion and  under  any  circum- 
stances—  because  "Scobro" 

stands  for  "The  Best" 

IVe  cater  entirely  for  the  Ladies"  Trade  in  PIECE  GOODS, 
and  our  large  and  varied  Range  comprises 

COSTUME  CLOTHS,  in  Tweeds,  DONEGAL 
AND  HARRIS  EFFECTS,  DYED  CHEVIOTS, 

AND  FRIEZES. 

DYED;  BLANKET  CLOTHS,  VELOURS  IN 
COLOURS  AND  FANCY  CHECKS,  JACKET 

CLOTHS,  MANTLE  CLOTHS. 

LADIES'  SCARVES       TRAVELLING  RUGS 

ALL  ORDERS  AND  ENQUIRIES  RECEIVE  OUR 
MOST    CAREFUL     AND     IMMEDIATE    ATTENTION. 

Scott  Bros.  &  Co. 
(Proprietor  -  Wm.  Scott) 

WILTON  MILLS, 
HAWICK, 

SCOTLAND 

CABLES:  Scobro  Hawick. 

CODES:  Marconi 

ABC,  6th  Edition 

LONDON  WAREHOUSE: 

14  WATLINGST.,E.C.  4. 



From  the  Home  of  the  PURE  SCOTCH  TWEEDS 

WE  SPECIALIZE  IN 

Highest  Class  Pure  Scotch  Tweeds,  Worsteds,  Etc. 
FOR 

LADIES'  and  GENTS'  WEAR 
A  Hearty  Invitation  is  Extended  to  All  CANADIAN  Buyers  to  Visit  Our  Mill. 

PETER  ANDERSON,  -  Manufacturer 
BRIDGE  MILL GALASHIELS SCOTLAND. 

KING'S  CELEBRATED 
SCOTCH  WINDOW  HOLLANDS 

have  been  made  for  one 

are  recognized  throughout 

most  saleable  shading.  They 

are  unshrinkable,  fast  colors 

and  widths.  To  insure  get 
ers  are  advised  to  Examine 

Also  inside  Holland  Tab  on 

that    each    bears    name    of 

hundred  and  forty  years  and 
the  world  as  the  best  and 

are  unequalled  for  quality, 

and  made  in  all  colorings 

ting  genuine  goods,  custom- 
Tickets  and  Paper  Bands. 

end  of  each  piece  and  see 

"John  King  &  Son." 

SOLD  BY  ALL  LEADING  WINDOW  SHADE  JOBBERS Made  by 

JOHN  KING  &  SON 
GLASGOW,  SCOTLAND 

Established  1775 

Canadian  Representatives  :  CAMPBELL,  SMIBERT  &  CO.,  MONTREAL  and  TORONTO 
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The  Manchester  Exchange  in    1 8 1 6,  from  an  old  print 

Progress  and  Tradition 
The  years  between  the 
foundation  of  the  House 

of  Haslam  and  the  present 
decade  have  witnessed  the 

building  of  three  cotton 
exchanges,  each  bigger  than  the 
last  ;  and  the  new,  the  largest 

meeting  place  of  merchants  in 
the  world. 

Accompanying  these  changes 
have  come  new  methods  of 

production,   transport   and    dis- 

tribution more  momentous  in 

their  effect  and  significance  than 

the  most  optimistic  habitue  of 
the  old  exchange  ever  visioned. 
And  the  name  Haslam,  which 
meant  fine  weaving?,  a  century 

ago,  is  to-day  associated  with 
cotton  goods  more  beautiful  in 
conception,  moredetdy  executed 
than  ever  before. 
The  old  traditions  stand.  The 

reputation  of  the  House  of 
Haslam    for   sterling    value    and 

unvarying  high  quality  has 
linked  the  years  of  progress. 

To-day  the  Haslam  Fabrics  are 
known  throughout  the  world  as 
the  master-creations  of  cotton- 

land.  Reflecting  the  culm  inative 
experience  of  a  century  they 

combine  that  sheer  goodness 

which  courtesy  concedes  to  be 

an  attribute  of  time  past  with 
modern  design  ;  they  meet  the 

needs  of  to-day  and  presage  the 
fashion  of  to-morrow. 

The  Pilaster  Creations  of  Cottonland 
PE  R  M  A  COLA 
A  p?rmanent  coloured  shirting 
fabric  in  a  variety  of  weaves  and 
many  hundreds  ol  different  de- 

signs. 

PERMAPROOF 
A  high-grade  dependable 
waterproof  cloth,  light  and  hy- 

gienic and  perfectly  waterproof, 
in  soft,  supple  finish. 

PERMALIGHT 
A  Cotton  Dress  Fabric.  Every 
design  woven,  not  printed.  Col- 

ours guaranteed  absolutely  per- 
manent.    Width  39/40   inches. 

NAINBETTER 
An  underwear  fabric,  snowy- 
white  and  of  exceptionally  fine 
textue  Launders  beautifully 
Width  40in. 

PERM  AWEAR 

A  new  cloth  for  children's dresses,  aprons,  pinafores,  and 
other  utility  garments  subject  to 
hard  wear  and  washing. 

TRUSONAIN 
Adainty  fabric  in  I6delicateself 
shades,  famous  for  high-grade 
lingerie,  blouses,  elc.  Width 

3940  inches. 

PERMALUSTRA 
A  delicate  silky  fabric,  ideal  for 
blouses,  summer  skirts  and  fancy 
linings,  etc.  All  shades  guaran- 

teed fast  to  light  and  washing. 

PERMACHIEF 

High-grade  quality  handker- 
chiefs in  many  styles  for  ladies, 

gent  s  ̂children.  Every  variety 
of  design  in  mercerised  cotton 

The  following  Haslam  quality  staple  lines,  sola"  unbrandeJ,  are  in  universal  use:  Longcloths,  Twills,  Madopalams,  Sheetings,  Gabar- 
dines, Casement  Cloths,  Nainsooks,  Cambrics,  Mulls,  Muslins.  Mercerised  Lawns,  Georgettes,  Brocades,  Voiles 

Piques,  Dimities,  Sateens,  Shirtings,  Linings,  Handkerchiefs,  Italians.       ̂  fl  t   ,  _^ 

Through    Wholesale   and   Shipping   only. 

91 HASLAMS  Ltd. 
ESTD.  1816 

THE   HASLAM   MILLS; 
HALLIWELL     COTTON     WORKS.     DERBY     ST. 
MILLS,     HASLAM     ST.     MILLS.     LARK     HILL 

MILLS,    R1VERSDALE    MILLS,    BOLTON. 

OFFICES  AND  WAREHOUSES: 
LONDON:   6   and  7.   Noble   Street.   E.C.2:   GLAS- 

GOW: 54.  Millar  Street;  BELFAST:  Textile  Build- 
ings,   Linenhall    Street:    BRADFORD:    37,    Swaine 

The 
HASLAM 
Fab rics 

MANCHESTER 
ENGLAND 

Street;  LEEDS;  55,  St.  Paul's  Street:  BRISTOL: 
:,  Milk  Street;  NOTTINGHAM:  3,  Low  Pave- 
ment. 

Overseas  Branches  and  Agencies: — Paris,  Amster- 
dam, New  York,  Toronto,  Montreal,  Brussels, 

Oporto,  Lisbon,  Madrid,  Barcelona,  Turini  Stock- 
holm, Christiania,  Copenhagen,  Cairo,  Cape  Town. 

Johannesburg,  Sydney,  Melbourne,  Buenos  Ayres, 
Monte   Video,    Les   Palmas,    Canary   Islands. 
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SUPER  INDIA  SHRUNK  TAPE 

for 

100%  SATISFACTION 

Long  wear  and  freedom  from  stretching  or  shrinking 
characterize    this  most  reliable  tape  manufactured  by THE   STAC. 

SPEEWYELU 
REGD '0     VI 

George  H.  Wheatcroft  &  Col, 
Wirksworth,  Eng. 

For  tailors  and  clothing  manufacturers  Super  India  Shrunk  is  a 
great  hoon.     Have  you  tried  it? 

It  comes  in  all  widths  in  250  and  1.000  yard  reels. 

Sole  Canadian  Agents 

WALTER  WILLIAMS  &  CO.,  LTD. 
508  Read  Building,  Montreal 

20  Wellington  St.  W.,  Toronto       -      Quebec Vancouver 

GOOD  TAILORING  IS  LABOUR  LOST 

IF    THE    CLOTH    IS    ILL    SHRUNK 
«w/tyW^*»^**»»^N^*^, 

MAKE  SURE  IT  IS  SHRUNK     ::    AND  WELL  SHRUNK     ::    AND  KNOW  BY  WHOM 

THERE'S  LITTLE  SATISFACTION  IN  SUCH  A  STAMP  AS  "SHRUNK,"  "WELL 
SHRUNK,"  "LONDON  SHRUNK,"  OR  "SHRUNK  BY  LONDON  PROCESS." 
INSIST  ON  A  SHRINKER'S  GUARANTEE— ON  THE  STAMP  OF  A  FIRST 
CLASS  FIRM  OF  LONDON   SHRINKERS— BEST  OF  ALL  ON  THE   STAMP   OF 

JENNENS,      WELCH         Co.,      Ltd., 
Cloth  Workers    and   Shrinkers,  and    Proprietors  of  the  Famous  "JENNWEL"  Waterproof  Finish 
LONDON,   HUDDERSFIELD  and  BRADFORD,  ENGLAND. 

WHEN  ORDERING  ENGLISH  CLOTHS.  SAY  "TO  BE  SHRUNK  BY  JENNENS.  WELCH  &  CO..  Ltd." 

I 
1 

N»V^N^^%»«<^|^»*^« 
.flAf-* 

«^|/»»«>  VW"  » 

As  One  Business  Man  to  Another 
The  aim  of  Dry  Goods  Review  is  to  give  readers  the  finest  type  of  editorial  service — the  best  market  service 
and  the  most  up-to-date  methods  and  ideas  as  aids  to  better  store  keeping. 
We  are  confident  you  will  want  to  renew  your  subscription  for  1921 — for,  as  many  men  have  expressed  it  in 
renewing,  they  would  not  want  to  continue  in  business  if  the  market  information  we  give  were  not  available. 
Every  dollar  saved  in  renewing  subscriptions  means  just  one  dollar  more  that  we  can  devote  to  bettering 
our  editorial  and  market  services.     The  large  majority  of  merchants   realize  this   and  when  they  do  not 
renew  promptly — it  is  due  to  an  oversight.     We  feel  in  bringing  the  plain  facts  to  their  attention  they,  will 
not,  in  their  own  interests,  permit  us  to  waste  money,  in  persuading  them  to  renew  when  they  intend  doing 
so  from  the  first. 

In  the  present  indefinite  state  of  markets  and  prices  you  will  not  wish  to  be  without  a  single  issue — which 
will  happen  if  you  do  not  renew  promptly. 
If  you  will  help  us  in  this  way,  we  can  serve  you  better  and  to  serve  our  readers  better  is  the  daily  effort 
of  every  member  of  our  staff. 
Renew  promptly  in  your  own  interest. 
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FACTORIES:  10  &  11  Warwick  Lane,  E.C.  St.  Paul's  Churchyard 
And  Paternoster  Buildings,  E.C.  LONDON,    ENG. 

A. B.C.  Code.  5th  Edition.  Cables,  Churchyard,  London. 
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THE  W.  R.  BROCK  COMPANY,  Limited 
WHOLESALE  DRY  GOODS 

MONTREAL 
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MONTREAL  RESIDENT  DIRECTORS 

R.  A.    BROCK  *  G.  S.  CLEGHORN 

F.  H.   KEATING,   Halifax 

J.  P.  Lacxoix 
J.  Guillemette 
A.  L.  McLeod 
G.  I.  Macleod 
H.  A.  Knickle 
H.  Pouliot 
N.  Lalonde 
I,.  de  G.  Huot 

TRAVELLERS 
G.  Larochelle 
F.  B.  Watson 
J.  D.  Craig 
F.  H.  Keating 
D.  Levasseur 
II.  Bateson 
A.  Beaudrv 
N.  Belair 

E.  E.  Goodenough 
W.  M.  Cowling 

R.  F.  Cutten 
H.  Pierce 
T.  J.  Gunn 
A.  Gauthier 
A.  Rolland 
L.  Perreault 

TEN  DEPARTMENTS 

Each  a  Specialty  House  in  Itself 

A — Sheetings,    Flannelettes    and    Staple 
Cottons. 

AX — Linens,  Sateens  and  Printed  Dresses. 
B — Dress  Goods  and  Silks. 

C — Hosiery,  Gloves  and  Underwear. 

CX — Men's  Furnishings. 

D — Carpets  and  House  Furnishings. 

E^ — Ribbons,    Laces,    Embroideries    and 
Muslins. 

F — Smallwares. 

G — Ladies'  Ready-to-Wear. 

H — Woolens  and  Tailors'  Trimmings. 

OUR  MAIL  ORDER  DEPARTMENT  is  at  your  service   when  you  run 
short  on  our  lines  and  our  traveller  is  not  in  your  immediate  vicinity. 

THE  W.  R.  BROCK  COMPANY 
LIMITED 

WHOLESALE  DRY  GOODS 

MONTREAL 
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"The  Acme  of  Simplicity"    Drapers'  Record 

The  "Gem"  Outfit 
is   the   IDEAL  Outfit 

for  quickly  and  efficiently  covering 
buttons  of  cloth,  silk,  etc.  It  is  indis- 

pensable to  all  makers  of  Clothes — 
Mantle  and  Costume  Manufacturers, 
Dressmakers,  etc.    It  saves  money. 

Canadian  buyers  visiting  the  British 
Industries  Fair,  Glasgow,  will  be  wel- 

comed at  our  stand  where  the  "GEM" 
can  be  seen  in  operation. 

AYe  are  also  makers  of  high-class  buttons  in  Erinoid  (Galalith)  for 
ladies'  and  gentlemen's  wear. 

Write  for  full  particulars  and  prices  to  the  sole  makers  of  "GEM" 
outfits — 

SANDS  &  GRAHAM,  LTD. 
m  48,     Miller    Street,     Glasgow 
Works:     234,  Icknield  Street,   Birmingham 

ESTABLISHED   1849 

BRADSTREET'S Offices    Throughout    the    Civilized    World 

OFFICES   IN   CANADA: 

Calgary,  Alta. 
Edmonton,   Alta. 
Halifax,    N.S. 
London,  Ont. 
Sydney,  N.S. 

Ottawa,    Ont.  Montreal,   Que. 
St.  John  N.B.  Quebec,  Que. 
Vancouver,   B.C.  Toronto,    Ont. 
Victoria,  B.C.  Winnipae,   Man. 

Hamilton,  Ont.,  and  St.  John's,  Nfld. 
Reputation   gained  by   long   years   of  vigorous, 

conscientious   and   successful   work. 

JOHN  A.  THOMPSON,  General  Manager,  Western  Canada 

TORONTO,  ONTARIO 

WOOLLENS 
S3  years  in 
service  is  your 

guarantee  of 
satis  fac  tion 

ox FO 
again  lead  in  quality  and  origin- 

ality of  designs  and  handsome  col- 
orings. Ask  our  Representative  to 

show  you  our  wide  ranges  in  33 
oz.  HALF  BLOOD  OVERCOAT- 

INGS, highly  napped  and  in  Eng- 
lish Effect — also  our  Spring  1921 

SUITINGS  for  both  Men's  and  Wo- 
men's Wear — smart  and  distinc- tive. 

Oxford,  N.S. 

Manufacturing  Co., 

Ltd. 

When  Mistakes  Occur 
In  the  handling  of  thousands  of  subscriptions  there  must  be  a  few  mistakes.  We  try  to  eliminate  all  chance  for 
errors — we  have  spent  thousands  of  dollars  on  systems  that  seem  to  us  as  near  error-proof  as  human  ingenuity  can make  them. 

But  sometimes  they  do  occur.  They  are  not  intentional.  We  are  very  sorry  to  bill  a  man  a  second  time  when  he  has 
already  paid,  but  it  sometimes  happens,  but  if  you  will  tell  us  frankly  about  it  you  may  rest  assured  this  will  be 
rectified  immediately.  But  if  for  any  reason  you  think  we  are  not  right,  please  drop  us  a  note.  Your  clerks  make 
mistakes,  too,  and  you  know  how  much  it  pleases  you  when  a  customer  tells  you-frankly  of  his  complaint — you  look  on 
him  as  a  friend  of  the  store. 

We  feel  just  the  same  way  and  will  venture  this — that  you  have  never  in  all  your  experience  had  a  complaint  with  us, 
and  you  told  us  about  it  that  it  has  not  been  made  good  at  once.  " 

Two  weeks  ago  a  storekeeper  in  a  small  village  explained  to  us  she  had  been  receiving  Farmers'  Magazine,  whereas 
she  ordered  one  of  our  trade  papers.  Her  subscription  was  advanced  one  year  from  the  date  the  complaint  was 
reported  to  us.     This  was  just  a  clerical  error  that  was  made  good  at  once. 

If  you  have  a  complaint  or  think  you  have  one,  please  communicate  at  once  with  the  circulation  manager. 
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General  Wholesale  Dry  Goods,  Woollens, 

Carpets,  etc.  - 

MEN'S  WORK  SHIRTS 
Have  you  placed  your  Orders  for 

MEN'S  WORK  SHIRTS  for  SPRING? 

If  you  have  not  done  so  yet,  it  will  certainly 

pay  you  to  see  the  range  we  are  offering — large, 
roomy,  well-made  Shirts  and  VERY  SPE- 

CIAL VALUES  at  the  prices  we  are  now 
able  to  quote. 

Write  for  samples  or  see  our  Representative. 

Our  Values  are  always  just  a  little  better. 

Letter  Order  Department    always  at   your  service. 

TORONTO 
COR.  BAY  AND  WELLINGTON  STREETS 

^nnr 

I 

1 
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Waiting  to  Captivate  Spring 

Vote,  the  weather  and  the  critics  need  not  cause  this  dainty  Miss  one  qualm, 
-—for  she  is  garbed  in  a  frock  so  chic  that  Dame  Fashion  herself  could  not 
find  fault.  Blac'k  velvet  is  the  charming  dinner  frock  and  iridescent  the  beads- 
which  garnish  distinctive  side  panel*  which  conspire  to  an  uneven  hem.  The 

sash,  in  Paris  phraseology,  is-   ~l,<  dernier  cri." 
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Issued  the  15th  of  Each  Month 

Published  by 

THE   MACLEAN   PUBLISHING  CO.,  LIMITED 

143-153  University  Avenue     -     -     - Toronto,  Canada 

Branch  Offices: 

MONTREAL— 128    Bleury    St. 
WINNIPEG— 1103    Union    Trust   Building 
VANCOUVER- 314   Carter-Cotton  Building. 

LONDON,   England— 88   Fleet   St.   E.C. 
NEW  YORK— 1606  St.  James  Bldg.,  1133  Broadway 
CHICAGO— 405-6  Transportation  Bldg.;   608  Dearborn  St. 
BOSTON— 734    Old    South    Building 

Subscription  Rates: 

In  Canada,  per  year     $2.00 
Outside  Canada,  per  year   •     $3.00 

Single  Copies,  25  cents. 

Vol.  XLIII  TORONTO,  JANUARY,  1921 No.  1 

A  BETTER  OUTLOOK 

DRY  GOODS  REVIEW  takes  pleasure  in  wish- 
ing its  readers  a  Happy  and  Prosperous  New 

Year.  The  indications  are  that  it  will  be  a  much 

brighter  year  for  the  dry  goods  trade  than  could 

have  been  hoped  for  a  few  months  back.  The  long- 

looked-for  reaction  came  suddenly  and  not  slowly 
as  many  had  expected,  but  the  recovery  looks  very 

hopeful. 

Christmas  brought  good  business,  and  many 

merchants  reported  records.  One  Toronto  firm  re- 
ported the  biggest  day  in  tbe  history  of  the  business, 

and  similar  optimistic  advices  of  improved  con- 
ditions have  reached  the  offices  of  Dry  Goods  Review 

since  the  New  Year.  While  certain  branches  of  the 

trade  are  finding  business  still  very  dull,  the  retail 

trade  on  the  whole  lias  been  flourishing.  To  this 

-end  it  must  follow  that  the  merchant's  stocks  are 
getting  low.  Rock  bottom  has  been  reached  in  some 

lines,  and  they  are  on  the  upward  trend  again. 
Others  are  still  down.  Indications  are  that  the 

"hold-off"  policy  is  due  for  a  fall.  When  every- 
body gets  into  the  market  again,  and  business  re- 
sumes normality,  happiness  must  follow,  for  a  busy 

man  is  a  happy  man,  and  if  he  is  the  right  sort  pros- 
perity will  crown  his  efforts.  So  here  we  go  all  off 

to  a  good  start,  with  confidence  restored  and  resolu- 
tions firm,  remembering,  in  the  recent  words  of  one 

prominent  man,  that  "'the  successful  business  man 
serves  God  and  works  like  the  devil." 

OPPORTUNITY 

ADVOCATES  of  the  "buy  now"  policy  can  claim 
for  their  very  own  thai  old  adage:  "He  who 

hesitates  is  lost."  Dry  Goods  Review's  forecasts  that 
early  Spring  would  see  a  decided  trade  revival  is 
now  such  a  general  belief  that  it  behooves  the 

prudent  merchant  to  give  careful  consideration  of 
presenl  tendencies.  According  to  the  economists 

and  on  this  point  they  are  practically  unanimous— 
trade  revival  will  create  a  stiffening  in  prices. 

As  has  been  pointed  out  elsewhere  in  this  issue, 

silks  are  already  on  an  upward  trend.  Indications 
are  that  certain  other  lines  will  show  an  advance  in 

price  at  some  time  in  the  near  future.  Failure  to 
take  advantage  of  the  attractive  reductions  already 
made  in  the  hope  that  further  and  greater  reduc- 

tions may  still  be  offered  may  lead  to  a  discovery 
that  the  time  of  bargains  is  past.  While  Dry  Goods 
Review  cannot  feel  justified  in  making  predictions 
on  market  conditions  at  this  stage,  and  prefers  not 
to  accept  the  responsibility  of  being  held  in  the  light 
of  a  prophet  when  the  wisest  are  reticent  about  ex- 

pressing an  opinion,  at  the  same  time  we  d«:>  feel 
that  we  are  justified  in  encouraging  the  merchant  to 
buy  his  requirements  without  delay.  We  would  dis- 

courage speculative  buying  by  all  means,  but  the 
merchant  who  wishes  his  store  to  receive  its  accus- 

tomed patronage  must  merit  this  patronage.  If  his 
stocks  are  not  attractive  and  sufficient  in  range, 
shoppers  will  seek  out  new  sources  of  supply — they 
will  go  to  the  store  where  they  can  procure  what 
they  want. 
The  very  fact  that  people  are  buying  more 

carefully  means  that  they  want  greater  value  for 
their  money,  not  less.  Under  present  conditions  the 
merchant  will  do  well  to  select,  without  hesitation, 
stock  which  has  real  value  in  it,  and  sufficient  stock 

to  cover  a  just  estimate  of  his  requirements.  Con- 
fidence begets  confidence.  The  merchant  who  orders 

what  he  needs  can  give  expression  to  the  fact  that  bis 
stocks  can  bear  inspection  in  his  store.  Where  pur- 

chasers see  that  he  has  what  they  want  they  will 
buy.  By  keeping  in  close  personal  touch  with  the 
markets  and  by  careful  study  of  his  trade  papers  the 
merchant  will  be  in  a  better  position  to  appreciate 
what  his  orders  should  be,  and  when  to  place  them. 

EDITORIAL  BRIEFS 

IF  TIMES  aren't  so  good,  do  what  you  can  to  make 
them  better. 

*  *      * 

WATCH  your  window.    Don't  leave  it  for  the  public 
to  pass  it  by  unnoticed. 

*  *      * 

A  CHEERFUL  smile,  plenty  of  elbow  grease  and 
a  little  hard  thinking  will  work  wonders.     Try  it. 
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A  Big  Business  in  a  Small  Town 
Tom  Weaver  Started  in  Kentville,  Nova  Scotia,  in  1910,  With  a  Stock  Worth  $245 — at  the 

End  of  Ten  Years  of  Hard,  Conscientious  Plugging  He  Owns  a  First-rate  Depart- 
mental Store  Widely  Patronized — A  Cast-iron  Policy  and  Honest  Effort 

Have  Brought  Amazing  Results — Here  They  Are. 

A  Store  Front  That  Justifies  Pride 
Ten  years  ago  Tom  Weaver  commenced  his   little  business.     To-day  his  store  boasts   a  complete  dry  goods  stock,  a  splendid 

patronage  and  an  air  of  up-to-date  progressiveness. 

THIS  is  the  story  of  Tom  Weaver 
and  his  $245  variety  store,  which 
within  ten  years  has  grown  into 

an  impressive  merchandising  establish- 
ment in  the  town  of  Kentville,  Nova 

Scotia.  To-day  the  Weaver  store  has 
departments  carrying  china  and  glass- 

ware, stationery,  groceries  and  confec- 
tionery, but  dry  goods  and  kindred  lines 

rank  first  in  the  volume  of  business  trans- 

acted, and  these  lines  dominate  the  ap- 
pearance and  tone  of  the  entire  estab- 

lishment. 

The  object  in  recording  the  develop- 
ment of  the  Weaver  business  is  not  to 

present  Mr.  Weaver  as  a  merchandising 
genius,  but  to  show  that  it  is  still  pos- 

sible to  build  up  a  successful  retail 
business  in  a  small  town  from  small  be- 

ginnings. And  surely  the  Weaver  busi- 
ness started  in  a  small  enough  way,  as 

far  as  material  resources  were  concerned; 
and  in  a  town  not  large  enough  to  en- 

courage any  merchant  to  hope  to  rival 
Wanamaker,  Field  or  Eaton.  For  in 
ITilO  Kentville  could  claim  but  a  bare 
2,000  population. 

Halilax  to  Kentville 

Let  us  begin  at  the  bginning.  Early 
in  1010  Tom  Weaver  had  a  good  job  in  a 
Halifax  dry  goods  store,  a  salary,  a 
plowing  family,  and  a  wife  bordering 
on  invalidism.  The  family  physician, 
without  mincing  words,  intimated  to  Mr. 
Weaver  that  he  would  have  to  give  up 
cither  his  job  or  his  wife,  as  the  condi- 

tion of  Mrs.  Weaver's  health  demanded 
a  more  salubrious  atmosphere  than  Hali- 

fax provided.  Kentville,  seventy  miles 
up  the  Dominion  Atlantic  Railway, 
seemed  to  fill  the  bill  first  rate  as  a 
health  resort,  but  offered  no  sure  means 
of  keeping  the  proverbial  wolf  from  the 
door. 

There    was    no    good    job    in    Kentville 

for  Tom  Weaver,  yet  it  was  about  the 
most  important  thing  in  the  world  to 
Mr.  Weaver  then  that  Kentville  should 

provide  the  means  of  livelihood  for  him- 
self and  family.  Like  the  moose  that 

climbed  the  tree  when  surrounded  by 
ravenous  wolves,  Mr.  Weaver  felt  that 

he  "just  had  to  do  something."  After 
a  careful  canvass  of  the  situation,  and 

some  very  serious  talks  between  them- 
selves, in  which  lack  of  capital  always 

rose  up  like  an  appalling  spectre,  Mr.  and 
Mrs.  Weaver  finally  decided  that  a  var- 

iety store  offered  the  only  solution  to 
their  problem. 

Accordingly,  on  July  2,  1910,  Weaver's 
Variety  Store  opened  its  doors.  Kent- 

ville people  probably  never  have  sus- 
pected that  on  that  July  day  the  whole- 

sale value  of  the  merchandise  exposed  for 
sale  in  the  new  store  was  only  $245. 
That  was  all  the  money  Tom  Weaver  had 
to  spend  for  goods  after  paying  his  first 

month's  rent,  buying  necessary  but  in- 
expensive fixtures,  and  opening  a  bank 

account  with  $40  to  his  credit.  But 

the  word  "variety"  meant  something  in 
the  store's  title,  and  by  careful  selection 
of  a  large  number  of  different  articles, 
and  adroit  display  in  the  small  show 
windows  as  well  as  within  the  store  that 
little  $245  was  made  to  do  grand  work 

on  the  store's  birthday.  The  people 
came,  they  saw,  and  they  bought — en- 

couragingly, though  not  extravagantly. 
The  Store  Policy 

From  the  first  it  was  evident  that 
there  was  a  fair  chance  of  making  the 
store  go,  but  only  by  exercising  the 
strictest  economy  and  by  constantly 

building  up  public  good  will.  Good  bus- 
iness dictated  the  practice  of  a  definite 

policy  in  relation  to  the  public,  and  into 
this  policy  Mr.  Weaver  incorporated  the 
three      sound      elements    of    cash    sales, 

small  profits,  and  rigid  prices.  This 

policy  is  expressed  to-day,  as  it  has  been 
expressed  throughout  the  last  ten  years, 
in  every  Weaver  advertisement  in  two 

slogans:  "One  Price  to  Every  Cus- 
tomer" —  "Where  You  Pay  Pay  Cash 

and  Pay  Less."  The  invention  of  these 
slogans  cost  Mr.  Weaver  some  anxious 
thinking  for  a  few  days  before  he  found 
the  right  combination  of  words  to  ex- 

press his  ideas  to  his  satisfaction,  but 
he  considered  a  slogan  a  necessity  in  his 
advertising,  and  the  concise  phrases 
which  he  evolved  proved  their  value  to 
his  business  by  doing  what  has  been 
required  of  them.  Day  by  day  for  the 
last  ten  years  they  have  reiterated  in 
terse,  catchy  and  convincing  language 
the  essence  of  the  story  that  Mr. 

Weaver  has  wanted  the  people  of  Kent- 
ville and  surrounding  country  to  hear. 

Before  he  had  been  in  business  very 

long  Mr.  Weaver  discovered  that  form- 
ulating a  policy  and  carrying  it  out  were 

not  exactly  the  same  thing.  Nobody 
objected  to  his  small  profits  and  low 
prices,  but  when  it  came  to  getting  cash 
for  every  sale,  and  charging  everybody 
the  same  price  for  the  same  article,  he 
found  people  who  questioned  his  wisdom 
and  resented  the  application  of  these 
ideas  to  themselves.  Kentville,  like  most 
places  of  its  size  and  kind,  is  largely  a 
credit  community,  and  there  are  a  lot 

of  prosperous  people  there  whose  ac- 
counts as  as  good  as  gold.  As  the 

Weaver  store  grew,  and  gradually  came 

to  handle  lines'  appealing  to  the  more substantial  citizens  these  people  came 

to  buy — on  credit. 

Cash  Policy  Wins  Out 

"I  had  decided  to  do  a  strictly  cash 

business,  because  at  first  I  had  not  suf- 
ficient capital  to  permit  me  to  sell  on 
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credit;  and  as  time  went  on,  the  steady 

progress  I  was  making-  convinced  me  that 
strictly  cash  was  good  policy  for  me 

to  stick  to,"  said  Mr.  Weaver,  in  dis- 
cussing his  business  with  Dry  Goods  Re- 

view. "Now,  any  good  business  man 
knows,"  he  continued,  "how  foolish  it  is 
to  try  to  run  with  the  hare  and  hunt 
with  the  hounds  by  pretending  to  one 
customer  to  sell  for  cash  only,  while  al- 

lowing another  customer  to  buy  on  cre- 
dit. There  is  too  much  human  inter- 

course anywhere,  and  especially  in  small 
towns,  to  permit  any  merchant  to  get 

away  with  it.  Eventually,  the  deceit  :'s discovered,  and  when  the  discovery  is 
made  the  merchant  loses  soma  of  the 
biggest  asset  any  merchant  possesses. 
That  is  good  will.  So,  when  these  people 
began  to  come  to  me,  I  had  to  turn  them 

down,  or  haul  down  my  slogan  of  "Pay 
Cash  and  Pay  Less.'  That  'pay  less  ', 
I  knew,  had  helped  me  along  a  lot,  and 
I  firmly  believed,  if  I  kept  it  true,  it 
always  would  be  a  big  help.  It  was 
simply  too  big  a  selling  point  to  aban- 

don, and  so  I  sat  tight.  Some  people 
were  offended  for  a  time,  but  for  every 
one  who  took  exception  to  my  attitude  I 
am  sure  I  have  made  a  dozen  friends  by 
sticking  to  my  guns,  and  treating  every- 

body alike.  Even  some  of  those  who 
took  offense  in  the  early  days  have  since 

recognised  the  fairness  of  my  pol:cy, 
and  are  now  good  customers.  I  can  see 
now  more  clearly  than  ever  the  mistake 
it  would  have  been  for  me  to  have  weak- 

ened before  the  attack  of  the  credit 

seekers,  although  there  were  many  good 

accounts  among  them." 

'One  Price  to  All"  Had  Problems 

Next  to  the  credit  problem,  perhaps, 
more  trying,  because  unexpected,  and 

unjustifiable  on  the  part  of  purchase":', 
was  Mr.  Weaver's  experience  wioh  p.-ople 
unwilling  to  pay  the  prices  marked  on 
merchandise.  In  keeping  with  his  one- 
price-to-all  policy,  Mr.  Weaver  started 
out  by  putting  plainly  marked  price 
tickets  or  cards  on  every  article  in   ..is 

One  of  the  finest  departments  in  the  Weaver  store  is  that  of  the  china  and  glassware 
se:tions,  where  a  splendid  stock  is  effectively  displayed. 

store.  A  woman  would  come  in,  and 
finding  a  blouse  say,  that  caught;  her 
fancy,  would  ask  in  an  engagingly  in- 

genuous manner:  "What  is  the  best  you 
can  do  on  that?"  The  reply  was  always 
to  the  effect  that  the  marked  price  was 
the  only  one  at  which  the  article  could 

be  bought.  "Oh,  yes,  I  know,"  the  cus- 
tomer would  return,  "that's  what  they 

all  say,  at  first;  but  I  always  get  a  dis- 
count because  I  pay  cash,  and  buy  a  lot 

of  goods,  and  have  a  big  family,  and  a 
lot  of  relatives,  and  know  everybody,  and 
am  considered  a  good  customer.  You 
can  afford  to  knock  something  off  your 

price  like  the  other  merchants  do." 
In  the  store's  early  days  such  custom- 

ers and  similar  arguments  were  fre- 
quent. To  all  who  asked  for  price  re- 

ductions Mr.  Weaver  explained  that  bis 
business  policy  positively  piohibited 
special  price  reductions  to  any 
individual;  that  his  goods  were  priced 
for  cash  sales;  that  his  prices  were  as 
low  as  he  could  afford  to  make  them; 
that  price  cutting  in  any  individual  case 
would  be  unfair  to  other  customers;  that 

A  section  of  the  Weaver  store,  showing  the  attractive  arrangement  of  ribhons, 
novelties   and  notions. 

he  wanted  his  word  to  be  believed;  that 

he  considered  public  confidence  his  great- 
est possible  asset;  and  that  the  only 

way  he  could  hope  to  make  people  have 
confidence  in  his  one  price  policy  was 
actually  to  have  but  one  price  for  any 
article. 

It  was  tedious  and  often  annoying 

work,  that  required  patience,  to  be  con- 
tinually resisting  bargain  drivers,  but 

one  by  one  they  were  convinced  that 
price  haggling  was  a  futile  pastime  in 
the  Weaver  store,  and  gradually  the  de- 

mand for  price  concessions  subsided,  and 
after  a  while  died  out  altogether.  Now, 
the  one-price-to-every-customer  slogan 
is  taken  at  its  face  value,  and  buyers  no 
longer  waste  their  own  time  or  that  of 
the  Weaver  sales  staff,  in  trying  to  buy 
the  goods  they  desire  for  less  than  the 
marked  prices.  Mr.  Weaver  says  that 
the  painstaking  effort  required  to  make 
it  clear  that  fixed  prices  are  a  fact,  and 
not  merely  a  claim,  has  continuously 
brought  big  returns  in  public  confidence 
and  good  will,  and  in  sales. 

Excellent  Store  Displays 

Two  other  factors  in  the  development 

of  Weaver's  store  call  for  special  atten- 
tion. These  are  store  displays  and  ad- 

vertising. The  accompanying  photo- 
graphs show  just  how  attractively  and 

effectively  goods  in  this  store  are  dis- 
played. Saleable  articles  are  not  hid- 

den away  waiting  for  someone  to  ask 
for  them.  Everything  is  in  plain  view, 
and  as  far  as  it  can  be  done  with  good 
taste,  all  available  space  throughout  the 
store  is  used  for  the  purpose  of  attract- 

ing attention  to  the  merchandise  offered 

for  sale.  "I  want  no  unprofitable  space 
in  the  store,"  says  Mr.  Weaver.  "Every 
foot  of  space  in  this  store  costs  me 
money,  and  it  is  my  purpose  to  have  it 
contribute  in  one  way  or  another  to  my 
volume  of  sales.  Therefore,  I  use  it  all 

as  well  as  I  know  how  to  help  my  sales.'- Weaver  advertisements  are  definite 

sales  efforts,  containing  fresh  and  inter- 
esting merchandising     news.     Cuts   are 
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seldom  lised  because  Mr.  Weaver  says  he 
finds  it  difficult  to  obtain,  at  prices  he 
feels  he  can  afford  to  pay,  stereotypes  or 
electrotypes  that  properly  illustrate  his 
advertising.  Adequate  description  of 
articles  characterize  each  advertisement, 
and  prices  are  always  prominent  in  his 
pnnted  messages.  He  uses  both  local 
papers,  and  lets  the  volume  and  impor- 

tance of  what  he  has  to  say  determine 
the  space  to  be  occupied.  No  Weaver 
advertisement  appears  twice  in  the  same 
paper. 

Pays   to   Use   Daily   Papers 

Diy  Goods  Review's  interview  with 
this  Nova  Scotia  merchant  discloses  a 
viewpoint  in  regard  to  the  relations  of 
the  business  community  and  newspapers, 
one  towards  the  other,  that  deserves 
more  than  passing  consideration  by  both 

parties.  "The  newspapers  get  my  money 
for  just  one  purpose,  and  that  is  to  bring 

business  to  my  store."  declares  Mr. 
Weaves.  "I  am  not  impressed  with  the 
argument  that  it  is  any  merchant's  duty 
to  :-upport  the  local  paper.  If  I  believed 
that  to  be  true  I  think  I  would  make 
the  publisher  a  direct  contribution  and  let 
let  it  go  at  that.^  I  prefer  to  consider  the 
local  newspaper  as  a  business  institu- 

tion, able  to  render  me  a  distinct  ser- 
vice in  a  business-like  way,  for  which  I 

should  pay  what  such  service  is  worth, 
rather  than  to  look  upon  the  publisher 
as  an  object  of  charity,  and  myself  as 
a  Lord  Bountiful.  In  any  case,  I  do  not 
donate  any  money  to  the  Kentville 
papers.  I  spend  money  with  them  week 
after  week  regularly,  but  it  pays  me  to 

do  so,  and  I  would  not  do  it  otherwise." 

Continuing,  Mr.  Weaver  remarked: 

"While  my  advertising  pays  me,  I  do  not 
give  the  newspapers  all  the  credit  for 
that  fact,  and  if  my  advertising  did  not 
pay.  I  do  not  think  I  would  blame  the 
newspapers  entirely.  What  I  buy  from 
the  newspapers  is  space  to  be  used  in 
teliing  their  subscribers  about  my  store 
and  its  merchandise.  The  way  I  use 
that  space  is  what  counts  most  in  get- 

ting results,  or  in  failing  to  get  them.  I 
can  not  expect  newspaper  readers  to 
come  in  and  buy  my  goods  unless  they 
believe  that  what  I  have  to  sell  is  what 
they  should  buy,  and  that  they  will  re- 

ceive fair  and  square  treatment  in  my 
store.  The  constant  object  of  my  ad- 

vertising is  to  cause  them  to  believe 
those  two  things,  and  just  to  the  ex- 

tent to  which  I  put  over  these  two  ideas 
I  know  my  advertising  will  be  success- 

ful. All  I  ask  of  the  newspaper  publish- 
er is  that  he  carry  my  message  to  a  cer- 

tain number  of  peop'e,  and  that  he  pre- 
sent it  typographically  the  way  I  want 

it  presented.  That  is  the  extent  of  his 
responsibility,  and  the  rest  of  it  is 

mine." 

So  much  for  Tom  Weaver's  methods 
and  policies.  The  proof  of  the  pudding 
is  in  the  eating  thereof.  This  article  can 
not  properly  discuss  the  question  of  how 
much  business  the  Weaver  store  is  doing 
to-day.     But   to   follow   Hamlet's   advice 

and  "look  first  upon  this  picture,  then 
on  that,"  to  view  the  Weaver  Variety 
Store  in  1910,  and  then  look  to-day  upon 
"Weavers"  (''variety"  is  deleted,  if  you 
please)  one  can  reasonably  conclude  that 
the  business  has  had  a  remarkable 
growth.  So  it  has.  Some  time  ago  Mr. 
Weaver  bought     the   building,     a   small 

part  of  which  was  occupied  by  his  store 
when  he  began  business.  The  entire 
lower  floor  is  now  taken  up  by  the 
present  store,  which  has  recently  been 
decorated,  remodelled,  and  equipped 

in  the  most  up-to-date  fashion.  Tom 
Weaver  must  have  had  some  good  ideas 
to  begin  with. 

Merchants  Place  Orders 

For  Spring  Requirements 
When   Noticeable  Demand  for  Merchandise  Comes   Prices   Will 

Advance,  Says  Prominent  Member  of  the  Trade — Mer- 
chants in  Outside  Districts  Buying  Normally 

for  Spring  Needs — Improvement  Noted. 

"E 

VERYTHING  that  could  possibly 
be  expected  has  conspired  to 
dislocate  business  for  Spring, 

1921,"  declared  a  prominent  member  of 
the  trade  in  discussing  the  outlook  as 

regards  wholesale  orders  in  the  next  few- 
weeks.  While  Dry  Goods  Review's  in- formant admitted  that  business  in  some 

lines,  noticeably  silks,  had  commenced  to 

give  promise  of  improvement,  he  main- 
tained that  generally  speaking  the  de- 

mand in  almost  every  line  was  most  dis- 
couragingly  lacking,  a  condition  which, 
however,  must  eventually  be  righted  by 
the  needs  created  by  low  stocks. 

"Some  retailers  are  only  buying  from 
hand  to  mouth,"  declared  this  whole- 

saler, "being  fearful  of  contracts  for  de- 
liveries in  advance,  while  others  are 

pdacing  orders  for  their  ordinary  Spring 
requirements.  This  latter  class  is  in 
the  decided  majority  and  we  conscien- 

tiously believe  is  adopting  the  wise 
course   for   the   following   reasons; — 

Four  Points  Worth  Noting 

"1st. — It  is  our  honest  opinion,  and  the 
one  most  prevalent,  that  prices  have  at 
last  reached  their  lowest  level. 

-  "2nd. — Speaking  generally,  mills  ac- 
cepting business  at  present  quotations 

will  lose  money  on  every  order  they 
execute. 

"3rd. — Just  as  soon  as  any  noticeable 
demand  for  merchandise  begins  a  short- 

age will  quickly  follow  as  production  has 
been  so  enormously  curtailed. 

"4th. — There  must  be  a  resultant  scar- 
city with  a  sharp  reactionary  upward 

tendency  in  the  market. 

"These  facts  are  indisputable,  —  the 
only  question  being  just  exactly  when  the 
turn  will  come.  Some  place  it  as  early 
as  February  while  others  prophesy  April. 
In  our  opinion  a  happy  medium  ought  to 
be  correct  so  we  name  March  first  as 
the    most   likely   date. 

"In  the  meantime  it  is  the  duty  of  the 
trade  to  commence  buying  immediately 

for  Spring,"  was  this  wholesaler's  opin- 
ion. "Not  in  any  speculative  measure, 

but  to  meet  ordinary  demands." 
This   particular   wholesaler  was   inter- 

viewed because  Dry  Goods  Review  has 
good  reson  to  respect  his  opinion.  He  is 
a  man  who  has  been  actively  in  touch 
with  the  biggest  trade  centres  on  this 
side  and  abroad  for  years.  His  past  sur- 

veys in  times  of  uncertainty  have  been 
accurate  and  his  advice  sound.  He  knows 

what  he  is  talking  about  when  he  pre- 
dicts a  shortage  and  an  upward  ten- 

dency. The  movement  has  already  been 
seen  in  the  silk  market  where  prices 
were  away  below  what  a  normal  healthy 
market  demanded.  These  are.  coming 
up  steadily  but  surely,  and  although  silks 
are  to  be  more  reasonable  than  they 
have  been  for  several  years,  they  will 
in  only  a  few  instances  get  back  to  any- 

thing like  pre-war  prices.  Other  lines 
on  which  production  has  been  slowed 
down  and  for;  which  there  will  be  a  big 
demand  suddenly  when  buying  com- 

mences will  almost  certainly  firm  up  to 
prices  in  advance  of  present  quotations. 

The  "buy  now"  policy  is  strongly 
sponsored  by  this  veteran  member  of  the 
dry    goods    trade    and    is    well    founded. 

Small  Towns  Respond. 

It  is  stated  that  the  travellers  whose 

territory  takes  them  to  the  small  coun- 
try towns  are  finding  stocks  lower  than 

they  have  been  before. 
"All  our  business  at  present  is  coming 

from  the  small  outlying  points,"  declar- 
ed the  head  of  one  big  wholesale  house, 

which  has  Dominion-wide  custom.  "This 
fact  indicates  that  where  stocks  are  low 
normal  buying  is  being  done.  In  the 
larger  centres  where  during  the  war 
orders  were  duplicated  almost  without 
exception  so  that  merchants  would  be 

sure  of  at  least  part  delivery  the  situa- 
tion has  been  different.  Orders  even- 

tually poured  in  from  all  sources  and 

merchants  found  themselves  with  very- 
heavy  stocks  which  enabled  them  to  man- 

age for  months  without  placing  further 
orders.  It  is  estimated  that  although 
these  merchants  in  the  bigger  cities  are 
still  holding  off,  it  is  now  just  a  matter 
of  weeks  before  they  commence  another 
buying  campaign.  This  will  present  an 
interesting  new  aspect  that  should  stim- 

ulate  interest  all   along  the  line. 
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A  Pay  Envelope  That  Inspires  Loyalty 
[anuary  is  a  Good  Month  to  Commence  Campaign  Through  Direct  Channel-  Send  New 

Year's  Message  Through  the  Pay  Envelope  and  Begin  a  Practice  That  Will  Raise 
the  Efficiency  of  Your  Store  Staff — -Encourage  Where  Work  Merits  Comment. 

AN  effective  medium  for  incr
easing 

the  sales  efficiency  of  your  sales- 

people is  the  pay  envelope.  Hard- 
ly does  the  average  merchant  realize 

the  tremendous  part  the  weekly  pay  en- 

velope plays  in  the  daily  life  of  his  em- 
ployees. It  is  a  welcome  guest  the  end 

of  each  week.  It  brings  renewed  cour- 

age to  the  worker,  it  inspires  him  to 
renewed  effort  and  reminds  him  of  his 

duty  to  his  employer  and  to  his  fellow- 
employees — that  is,  if  the  pay  envelope 
is  used  in  the  right  way. 

A  pay  envelope  containing  nothing  but 
the  neatly  cut  paper  bearing  the  indel- 

ible mark  of  the  check  protector,  or  the 

bright  green  of  paper  money,  is  as  bar- 
ren, as  far  as  the  merchant  is  concerned, 

as  the  dry  sand  of  the  desert.  But,  if 
filled  with  a  brief  message  of  encour- 

agement, of  due  appreciation  of  extra 
effort  and  loyalty,  the  pay  envelope  can 
become  a  very  efficient  morale  booster. 

The  first  of  the  new  year  is  here.  The 

workers  must  be  inspired  to  renewed  ef- 
fort for  a  great  year  of  sales.  The  head 

of  the  concern  will  write  his  yearly  mes- 
sage to  his  sales  force.  Why  not  use 

the  pay  envelope  as  the  medium  to  trans- 
mit the  great  message? 

Here  is  the  full  story  as  related  to  the 
writer  by  the  manager  of  a  successful 
Ontario  retail  concern: 

Punch  in  New  Year's  Message 

"I  got  the  idea  a  little  over  a  year 
ago,"  said  this  manager.  "Our  concern 
had  just  been  organized.  We  hired  an 
efficient  force  of  workers.  For  days  they 

were  all  pep  and  energy.  We  got  co-op- 
eration all  around.  The  sales  went  up 

in  a  brief  time.  I  looked  for  a  way  to 
maintain  the  efficiency  and  morale  of 
our  employees. 

"The  new  year  came  around  pretty 
quick.  I  decided  to  deliver  a  real  New 

Year's  message  to  our  employees.  But 
I  tried  to  get  away  from  the  old,  cut- 
and-dried  method  of  New  Year's  talk. 

"As  I  was  writing  my  message  to  my 
employees  I  noticed  a  batch  of  pay  en- 

velopes on  my  desk.  The  idea  came  to 

me.  I  completed  my  New  Year's  mes- 
sage, had  it  typewritten  in  the  form  of 

personal  letters  to  our  salespeople,  and 
inserted   one   in  every  pay   envelope. 

"Here  is  what  I  wrote: 

"  'My  dear  Mr.    : 

"  'The  first  of  the  new  year  is  at  hand. 
I  want  to  say  to  you  that  it  is  because 
of  your  good  work  and  your  honest  ef- 

forts to  make  our  business  a  success  that 
we  are  able  to  start  a  new  year  with 
great  hopes  of  increasing  our  sales  at 
least  a  hundred  per  cent. 

"  'I  know  that  you  feel  the  same  about 
it.  We  have  been  fair  to  you  in  every 
way.  While  we  appreciate  your  every 
effort  for  our  good,  we  want  to  make 
you  feel  that  everything  you  will  do  for 

the  good  of  the  firm  will  not  be  over- 
looked, and  in  every  instance  we  will 

express  our  due  appreciation  to  you. 

"  'Hereafter,  in  each  week's  pay  en- 
velope you  will  find  a  slip  of  paper.  The 

slip  will  contain  a  statement  of  your 
weekly  sales.  There  will  be  a  note  tell- 

ing you  whether  your  sales  for  that  week 
surpassed  your  previous  record.  Re- 

member, that  will  be  our  personal  mes- 
sage-to you.  We  will  aim  to  encourage 

you,  to  make  a  better  salesman  out  of 

you. 
"  'And  don't  forget  the  next  new  year. 

We  will  want  to  say  to  you  then  that 
you  have  fulfilled  our  wish  to  increase 

the  year's  sales  at  least  a  hundred  per 
cent. 

"  'Wishing  you  and  your  family  a  very 
happy  and  prosperous  new  year,  we remain, 

'Your  faithful  friends, 

&  Co.' 

"This  letter  proved  very  effective," 
the  manager  continued.  "It  was  read 
aloud  to  the  family  as  soon  as  the  pay 
envelope  was  brought  home.  A  number 
of  our  employees  wrote  back  New 

Year's  greetings,  and  in  every  instance 
they  offered  their  hearty  co-operation  to 
make  our  new  year  a  success. 

Record  of  Sales 

"But  that  was  only  the  beginning.  I 
set  to  work  immediately  outlining  a  sys- 

tem of  keeping  check  on  our  employees, 
so  that  at  the  end  of  every  week  a  sales 
statement  could  be  handed  each,  together 
with  the  pay  envelope. 

"I  acted  on  the  theory  that  praise  is 
effective  only  when  it  is  handed  out  right 
after  the  accomplishment.  For  instance, 
if  you  note  that  one  of  your  salesmen 
broke  the  record  for  sales  during  a  cer- 

tain week  the  thing  for  you  to  do  is  go 
up  to  him  and  give  him  due  credit  for 
his  efforts  as  soon  as  you  can,  and  not 
wait  a  couple  of  months  to  do  so. 

"And  so,  I  got  up  a  set  of  slips.  I  had 
my  secretary  go  over  the  individual  sales 
records  the  end  of  every  week.  On  each 
slip  she  noted  the  name  of  one  of  our 
salesmen  and  then  followed  a  record  of 
his  daily  sales  and  a  total  of  his  sales 
during  the  entire  week. 

"After  making  out  the  slip  the  secre- 
tary looks  up  the  salesman's  record  dur- 

ing the  previous  week,  and  notes  whether 
his  weeklv  sales  have  shown  an  increase 

or  a  slump.     She  then  gives  me  the  slips 

for  my  attention. 

Commenting  on  Work 

"Before  enclosing  these  statements  in 
the  weekly  envelope  I  go  over  them,  and 

after  studying  the  figures  for  a  few  min- 
utes write  a  personal  note  to  the  sales- 

man. This  note  is  enclosed  in  the  pay 

envelope,  along  with  the  weekly  state- 
ment of  sales. 

"I  try  to   make   the  note  as   personal 
and  as  human  as  I  possibly  can.     Here 
is  a  typical  note  addressed  to  one  of  our 
best  salesmen: 
"  'My  dear  Mr.    : 

"  'This  week  the  sales  record  showed 
you  a  world  beater.  Of  course,  it  was 
no  surprise  to  me.  Every  time  I  get  hold 
of  a  batch  of  weekly  sales  slips  I  could 
single  yours  out  in  just  a  moment.  This 
time  I  had  to  look  at  it  at  least  a  dozen 
times  before  putting  it  into  your  pay envelope. 

"  'Now,  old  man,  when  you  get  home 
tonight  have  your  wife  read  the  pay  en- 

velope ten  times  and  then  hang  it  up  in 
your  best  room.  There  is  a  ten  dollar 
raise  in  it  for  you. 

"  'I  can  just  imagine  what  I'll  have  to 
say  to  you  when  next  pay  day  comes 

around.      Thank  you.' 
Encouragement 

"And  now,  take  the  man  who  makes 
a  poor  showing  during  a  certain  week. 
He  might  be  a  good  man,  but  you  know 
how  it  is  in  the  selling  game.  The  fel- 

low might  have  been  foeling  out  cf  sorts, 
and  the  weather  might  have  been  worse. 
The  best  thing  to  do  under  these  condi- 

tions is  not  to  discourage  him.  That 
would  prove  fatal.  Instead,  he  finds  a 
note  like  this  in  his  pay  envelope: 
"'My  dear  Mr.   : 

'  'Looking  at  your  sales  slips  mads  me 
think  of  a  thermometer  on  an  October 
day.  Here  it  is  down,  and  there  it  comes 
up  again.  Although  your  sales  record 
the  past  week  made  you  look  like  a  de- 

feated candidate  for  office,  I  know  very 
well  that  you  are  coming  back  strong 
next  week,  as  is  your  usual  custom.  I 
know  you  feel  the  same  way  about  it. 

We'll  see  you  again  next  week,  old  man. 
Meanwhile,  best  of  luck.  Thank  you  in 

advance.' 
"When  we  want  our  salespeople  to 

read  our  advertisements  we  insert  proofs 
in  the  weekly  envelope,  and  they  are  sure 
to  read  them.  On  the  whole,  we  have 
found  the  pay  envelope  an  effective  me- 

dium of  reaching  the  hearts  of  our  sales- 
people. The  progressive  merchant  can 

no  doubt  find  many  other  ways  of  utiliz- 

ing the  pay  envelope." 



-J 

Dry  Goods  Rccievr 

Optimism  Pervades  the  Trade 
Retail  Business  Has  Been  Good  Since  Christmas — Stocks   Are  Getting  Lower  and  Mer- 

chants Are  Already  Buying  in  Some  Lines — Silks  Picking  Up  Rapidly,  Cottons 

Still  Uneasv  and  Woolens  Very  Quiet — General  Indications  Bright,  However. 

A  FEELING  of  optimism  pervades  the  t
rade. 

Christmas  trade  with  most  retailers  was  very 

good,  in  some  cases  exceeding  even  that  of  a 

year  ago.  If  the  profits  were  not  as  long,  trading 

-  active  and  goods  were  being  cleared  from  the 

shelves,  making  ready  for  others  at  cheaper  prices. 

And  since  Christmas  the  retail  trade  has  been  good, 

better  than  was  looked  for:  there  is  evidence  that 

the  people  are  not  only  ready  to  buy,  but  are  actually 

buying.  Bank  statements  show  clearly  that  there 

is  plenty  of  money  in  the  country,  and  the  rapidity, 

for  instance,  with  which  the  British  Columbia  bond 

issue  was  taken  up  indicates  that  people  are  ready 

to  spend  their  money. 

There  is  a  reflection  of  these  conditions  in  the 

wholesale  houses  and  amongst  manufacturers  and 

manufacturers'  agents.  As  one  man  put  it  to  Dry 

Goods  Review,  there  is  a  very  "healthy  undertone" 
in  the  trade.  He  was  a  ready-to-wear  man  and  had 

just  received  good  reports  from  travellers  in  British 

Columbia;  one  man  had  doubled  on  an  order  in 

comparison  with  a  year  ago.  Judging  from  talk 

in  the  wholesale  houses,  stocks  on  the  retailers' 
shelves  are  getting  well  down  in  many  lines.  Buyers 
who  come  in  to  the  city  may  not  purchase  quantities 

of  one  line,  may  not,  in  fact,  purchase  anything  in 

lines  that  are  still  going  down  in  price;  but  they 
state  that  their  stocks  are  low  but  they  are  waiting 

for  more  stable  prices.  On  the  other  hand,  there 
has  been  an  active  revival  of  buying  in  some  lines. 

The  silk  men  report  very  good  business  at  a  time 

of  the  year  when  they  really  look  for  none  at  all — 
that  is,  just  before  retail  stock-taking.  There  is  some 
movement  in  laces  and  embroideries,  and  in  draper- 

ies and  curtains.  At  this  time  of  writing,  travellers 

are  just  about  to  take  the  road,  and  there  is  a  feeling 

that  they  will  meet  with  considerable  success. 

Silks 

There  is  a  general  improvement  in  the  silk  situa- 
tion and  business  is  picking  up  all  along  the  line. 

Recently  there  has  even  been  an  advance  in  Japanese 

silk«  of  about  ten  per  cent.  Looking  back  over  the 
last  nine  months,  it  has  been  a  hard  time  for  the 

silk  men  and  now.  it  appears,  they  are  about  the 

first  to  feel  the  pulse  of  normal  times  again.  Evident- 

-  throughout  the  country  on  retailers'  shelves 
are  low,  for  there  has  been  a  good  demand  for  im- 

mediate delivery — an  unusual  thing  at  this  time  of 

the  year  when  -lock-taking  is  just  in  the  offing. 
The  demand  for  high  and  medium-priced  taffetas 
has  been  good,  and  the  statement  made  in  last 

month's  market  reports  that  there  would  be  a 
scarcity  in  some  lines  has  already  been  verified. 
We  know  of  a  case  where  a  silk  blouse  manufacturer 

wanted  some  hundreds  of  yards  to  make  up  his 
blouses,  and  was  quite  unable  to  get  the  quantity 
he  wanted.  American  buyers  are  now  in  the  Japanese 

market  and  are  placing  good  orders,  a  fact  which 

is  regarded  by  silk  men  as  a  good  omen. 

The  European  market  is  still  rather  quiet  and 

prices,  except  in  cases  where  necessity  is  the  dominat- 
ing factor,  are  pretty  firm.     Manufacturing  is  dead. 

Draperies  and  Curtains 

In  spite  of  the  fact  that  wholesale  houses  look 
for  little  business  in  these  lines  at  this  time  of  the 

year,  some  good  orders  are  coming  in,  among  them 
some  from  the  far  and  middle  West.  These  orders 

are  for  immediate  delivery,  which  is  na  indication 

that  stocks  are  getting  well  down.  The  big  house5 
have  taken  their  stock  and  have  marked  down  their 

prices,  having  in  view  replacement  value.  Some  of 
these  reductions  were  recorded  a  month  ago ;  since 

then  there  have  been  a  few  minor  reductions,  and 

wholesalers  and  manufacturers  now  say  their  prices* 
have  reached  the  bottom. 

Linens 

In  comparison  with  a  year  ago,  linen  prices  are 

about  twenty  per  cent,  lower  than  then.  In  the 
Canadian  market  such  a  drop  probably  represents 

reductions  made  in  view  of  wiping  out  any  advan- 
tage that  accrued  as  a  result  of  unfavorable  exchange, 

or  having  in  view  replacement  value,  which  is  lower 
on  account  of  a  keen  desire  for  business.  There  is 

certainly  nothing  yet  in  the  raw  material  outlook 
to  encourage  a  belief  in  much  lower,  if  any  lower, 

prices  in  linens.  Seventy-five  per  cent,  of  the  raw 
material  came  from  Russia.  Now  none  comes  from 

there,  and  the  flax  from  other  countries  that  grow 

it  does  not  even  begin  to  supply  the  world's  need. 
The  past  year  has  seen  many  substitutes  on  the 

market.  This  is  likely  to  remain  the  case  for  some 
years  to  come  until  greater  production  of  the  flax 

is  in  sight.  Fluctuations  in  prices  at  the  present 
time  are  due  to  the  necessity  for  business  rather 

than  costs  of  raw  material  and  production. 
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Laces  and  Embroideries 

There  have  been  no  further  reductions  in  prices 

since  those  referred  to  a  month  ago.  Houses  feel, 

however,  that  merchants'  stocks  throughout  the 
country  are  low,  and  during  the  last  week  or  ten 

days  some  good  orders  have  been  coming  in.  They 
have  not  been  large,  hut  they  have  come  just  the 

same.  Moreover,  wholesalers'  houses  state  that  the 
retail  buyers  have  promised  further  orders  after  their 

stock-taking  which  will  be  completed  within  a  few 
weeks.  The  retailer  is  anxious  to  have  this  task 
over  with  and  to  write  off  the  loss  he  must  take  in 

view  of  the  lower  prices  before  he  stocks  up  again. 
Looking  back  over  the  last  six  months,  it  might  be 

roughly  estimated  that  embroideries,  laces  and  nets 
during  the  last  six  months  have  declined  about  20 

per  cent.,  while  the  silk  creations  have  gone  down 
about  50  per  cent.  Advices  from  the  Old  Country 
are  to  the  effect  that  little  manufacturing  is  going  on, 

that  labor  prices  are  remaining  about  the  same,  and 
that  stocks  are  heavy  and  deliveries  can  be  made 

very  promptly. 

Woollen  Dress  Goods 

There  is  little  that  can  be  said  of  the  woollen 

dress  goods  situation  at  this  time  of  writing.  Travel- 
lers are  just  out  on  the  road  and  reports  are,  as  yet, 

meagre.  In  comparison  with  the  prices  that  were 
offered  last  Fall,  the  prices  now  being  offered  are 
some  easier.  The  wholesaler  has  taken  stock  and 

has  taken  the  loss  that  is  necessary,  having  in  view 

any  slight  reductions  that  have  been  made — which. 

by  the  way,  are  very  slight — and  the  wiping  out  of 
exchange  advantage.  Wholesalers  state  that  reduc- 

tions in  woollens  are  likely  to  be  very  slight  because 

the  English  market,  after  all,  is  a  world  market, 
and  is  waiting  for  activity  in  Germany.  Russia, 

Austria,  and  other  European  countries.  As  a  result, 
British  houses  are  more  or  less  standing  pat  on 

prices. 

Cottons 

On  account  of  the  slaughtering  competition  from 
the  United  States,  new  lists  were  issued  by  Dominion 

Textiles  and  Wabasso  on  January  6th.  These  new 

lists  mean  reductions  in  white  and  grey  cottons, 

sheetings  (grey  and  bleached),  pillow  cottons,  can- 
ton flannels,  towelling  and  towels,  ducks,  etc.,  of 

from  20  to  25  per  cent.  It  is  the  obvious  intention 
of  the  mills  across  the  line  to  unload  their  heavy 

stock; ;  and  it  is  equally  the  obvious  intention  of  the 
Canadian  mills  to  meet  and  defeat  this  competition 

for  which,  of  course,  they  cannot  be  blamed.  This 

new  reduction  was  quite  a  surprise  to  wholesalers 
who  felt  that  the  December  reduction  brought  prices 

down  to  rock  bottom,  and  they  now  feel  that  prices 

are  below  the  cost  of  production.     Wholesaler?  be- 

lieve that  this  will  be  about  the  last  reduction  of 

the  kind,  and  their  view  is  supported,  at  all  events, 

by  the  trend  of  the  raw  cotton  prices,  which,  during 
the  last  two  weeks,  have  advanced  2^2  cents.  If 
the  advance  continues  further,  reductions  are  out 

of  the  question,  but  the  uncertainty  of  the  cotton 
situation  is  still  a  disturbing  factor  in  the  trade. 

Referring  to  conditions  in  the  cotton  trade,  the 

managing  director  of  one  of  the  Canadian  mills 

recently  said:  "Personally,  I  do  not  expect  that  the 
present  condition  of  things  will  last  very  much 

longer — I  look  for  a  gradual  improvement  in  trade 
from  this  time  forward,  and  it  will  be  surprising 

if  by  Spring  we  are  not  back  again  to  normal. 

"So  far  as  I  can  learn,  stocks  in  the  hands  of 
the  retail  trade  are  very  much  broken,  and  these 
stocks  will  have  to  be  replenished  in  the  not  distant 

future.  Apparently,  the  sooner  we  all  get  down  to 

bed-rock  the  sooner  will  conditions  improve.  Profits 

have  been  practically  eliminated  in  so  far  as  the  tex- 
tile industry  is  concerned,  and  if  these  low  prices 

now  being  quoted  are  met  by  the  wholesale  and 
retail  trade,  as  doubtless  they  will  be  met  in  time, 

then  we  may  look  for  an  improvement  in  general 
business  very  shortly. 

"In  so  far  as  the  raw  cotton  is  concerned  this  is 
now  selling  much  below  the  cost  of  production,  and, 

of  course,  a  condition  of  this  kind  cannot  last  in- 

definitely." The  new  lists  of  January  6th  will  entail  losses  all 

round.  The  wholesale  houses  have  just  completed 

their  stock-taking  during  which  they  wrote  off  many 
thousands  of  dollars  on  cottons,  having  in  view  the 

replacement  value.  Now  they  have  to  do  it  all  over 
again,  and  they  state  that  orders  that  have  not  been 
filled  will  be  filled  at  these  new  prices.  Retailers 

will  also  have  to  bear  some  loss  on  stocks  they  have 

on  hand.  It  is  a  case  of  everyone  taking  their  share 
of  the  loss. 

Oilcloths  and  Linoleums 

The  second  drop  within  a  month  is  recorded  in 
the  case  of  floor  oils.  On  a  former  list,  No.  3,  which 
sold  at  65  and  66  cents,  is  now  58  and  59  cents. 
The  new  reduction  which  came  the  first  of  the  month 

makes  about  a  20  per  cent,  reduction  in  one  month. 
Wholesalers  state  that  the  price  is  now  guaranteed 
until  the  end  of  April. 

Carpets  and  rugs  have  undergone  new  changes 

in  price  during  the  last  month,  and  the  latest  advices 
from  England  indicate  that  prices  are  holding  firm. 
There  is  to  be  a  meeting  shortly,  we  understand,  of 

the  Canadian  carpet  manufacturers  at  which,  no 

doubt,  prices  will  be  discussed  and  announcements 
made  subsequently. 

The  cotton  reduction  has  made  quite  a  difference 

in  the  price  of  quilts.  Quilts  that  were  formerly 
$2.40  are  now  $1.35,  and  $3.00  quilts  are  now  $1.65. 
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A  Review  of  the  French  Market 
Transactions  Lag  in  Wholesale  and  Retail  Circles — Simultaneous  Increase  of  Price  in  For- 

eign Goods  and  Decline  in  Value  of  the  Franc  Hurts  Trade  in  France  —  No  Im- 

provement Hoped  for  During  First  Months  of  New    Year— Cloth    Houses and  Furriers  Hard  Hit. 

Paris,  Prance, 
December,  1920 

EDITOR  Dry  Goods  Rev
iew:— I  sup- 

pose it  will  be  interesting  for  you 
to    have    some    idea    of    what    the 

French  market  is  like  at  present. 

Here,  as  everywhere  else,  business  in 

all  lines,  is  at  a  standstill.  No  transac- 
tions worth  mentioning,  whether  in  the 

wholesale  or  retail  houses,  take  place, 

and  no  one  seems  to  know  exactly  when 
this  state  of  things  will  improve. 

In  order  to  be  able  to  judge  the  mat- 

ter, one  has  to  look  back  to  last  year's 
conditions.  Then,  the  soldiers  were  re- 

turning from  the  army,  the  French  ones 

had  to  spend  the  allowance  they  had  been 

granted;  they  needed  many  things.  The 

allies  were  spending  their  money  in  buy- 
ing souvenirs  from  France,  visiting  the 

country,  etc.  Many  foreigners  came, 
too.  Munition  factories  had  not  yet 
closed  their  doors,  and  the  work  people 
who  earned  good  wages  enjoyed  life 
as  much  as  they  could.  For  all  these 
reasons,  business  was  very  brisk,  the 
country  people  got  any  price  for  their 

products,  and  luxuries  were  snatched 
up,  no  matter  what  their  cost  was. 

Travelling  on  the  Crest 

Then,  people  who  had  money  left, 

took  to  speculating.  The  Paris  "Bourse" 
was  daily  crowded  with  petty  trades- 

men eager  to  make  profitable  invest- 
ments. Up  to  last  May  the  situation 

was  wonderfully  brilliant.  However, 
as  the  foreign  currencies  began  to  in- 

crease in  value,  and  the  franc  went 
down,  the  French  manufacturers  found 
it  difficult  to  buy  at  reasonable  prices 
the  raw  materials  needed  for  their 

trade.  Everybody  knows  how  the  Japan- 
ese silk,  the  American  cotton,  the  wool, 

furs,  etc.,  increased  in  price  at  the  same 
time  as  the  value  of  the  franc  diminished. 
As  business  was  so  prosperous,  a  good 
many  manufacturers  went  ahead  with 
their  purchases,  and  got  stocks  at  very 
high  prices.  Then,  of  course,  with  the 
high  cost  of  living,  wages  had  to  be 
raised,  thus  increasing  again  the  prices 
of   all   manufactured  goods. 

Such  was  the  state  of  things  last  May. 
At  that  time,  the  slump  on  the  Japanese 
market  took  place,  followed  by  the  one 
in  America.  England  was  then  hit,  and 
France,  momentarily  protected  by  the 
low  exchange,  held  better. 

However,  after  the  exchange  market 
here  had  begun  to  drop,  and  people 
having  lost  money,  were  less  in  a  posi- 

tion to  buy,  the  crisis  came  by  degrees, 

and  now  it  has  reached  the  worst  period 
— at   least,   let  us  hope   so! 

In  every  class  of  business,  there  are 
thousands  of  unemployed  workmen,  and 
although  prices  are  beginning  to  decline, 
nobody  will  take  the  risk  of  buying.  We 

have  a  kind  of  buyers'  strike:  everybody 
is  anticipating  lower  prices,  and  patient- 

ly awaits  them.  Clothes,  boots,  furs, 
are  worn  until  the  last  minute,  and  re- 

placed only  when  it  is  absolutely  neces- 
sary. In  the  food  lines,  even,  the  trades- 

men complain  that  people  won't  waste 
anything  and  buy  strictly  what  they 
need.  The  fact  of  it  is  that,  since 
everybody  has  now  to  pay  their  rent, 
taxes,  etc.,  money  is  getting  quite  scarce. 

In  the  wholesale  business,  the  situ- 
ation is  no  better  than  in  the  retail. 

Dealers  have  heavy  manufactured  stocks 
unsold,  the  greater  part  of  which  will 
have  to  be  greatly  depreciated,  as  the 
trade  here  is  almost  entirely  devoted  to 
novelties,  which  lose  their  value  from 
one  season  to  another. 

Cloth  Makers  Worried 

In  the  cloth  houses,  they  are  very 
anxious  about  next  year.  They  say  that 
the  Spring  season  was  good,  and  then 
they  bought  wool,  silk,  cotton  at  high 
prices,  for  next  Spring.  The  materials 
were  manufactured  under  these  condi- 

tions, and  they  are  bound,  even  by  sel- 
ling at  cost  price,  to  quote  high  figures 

for  their  novelties,  which  their  clients 
will  not  accept.  Considering  the  state 
of  mind  of  the  customers  who  buy  only 

when  they  can't  help  it,  in  view  of  better 
conditions,  one  does  not  see  one's  way 
through  this  dilemma. 

In  the  shoe  trade,  the  conditions  are 
about  the  same:  manufactured  stocks  are 
heaped  in  the  factories,  people  will  not 
pay  the  prices  wanted  for  boots  or 
shoes,  highly  fashionable,  it  is  true,  but 
ridiculously  expensive,  and  the  retailer 
cannot  buy  if  he  does  not  sell  his  goods. 

Furriers  Carry  Big  Burden 

The  fur  trade  is  severely  hit  too:  the 
stocks  unsold  are  large  enough  to  sup- 

ply all  next  year's  requirements,  and, 
if  this  Winter's  crop  is  somewhat  im- 

portant, the  prices  of  last  year's  collec- 

tion, which  by  now  is  stale,  will  decrease 
all  the  more  as  the  dealers  will  only 
pay  small  prices  for  the  fresh  goods. 
The  decline  is  already  felt  in  the  staple 
furs,  such  as  skunk,  racoon,  oppossum; 
coneys  have  gone  down  from  40  to  50 

per  cent.  As  to  the  French  "sauvag- 
ine":  fitch,  mole,  stone  and  baum  mar- 

tens, the  price  offered  for  this  Win- 
ter's collection  is  less  than  half  what 

was  paid  last  year. 
This  bad  situation  is  rendered  worse 

by  the  numerous  bankruptcies  that  take 
place  daily  all  over  Europe,  involving 
almost  every  firm,  to  a  more  or  less 
large  extent,  and  also  by  the  unwilling- 

ness of  the  banks  to  grant  credits. 

Depression  First  Half  of  Year 

The  general  opinion  here  is  that  this 
state  of  things  will  prevail  during  the 
first  six  months  of  the  coming  year: 
in  fact  everybody  expects  the  year  1921 
to  be  worse  than  1920.  In  the  latter 

part,  though,  when  people  have  exhaust- 
ed their  stocks,  demands  will  spring  up 

again  from  all  parts,  and  a  slight  in- 
crease on  the  prices  then  prevailing  may 

take  place,  but  it  will  last  only  as  long 

as  that  "boom"  does.  Then,  we  shall 
probably  see  things  settled  once  more, 
for  the  benefit  of  everybody. 

Before  then,  keen  competition  will  be 
expected,  especially  if,  as  anticipated,  a 
decrease  takes  place  in  the  prices  of 
coal,  silk,  cotton  and  wool,  freight 
charges,  etc.,  and  if  the  value  of  the 
franc  improves. 

At  any  rate,  it  is  a  general  belief 
that,  as  a  rule,  all  staple  articles,  in 
every  line  of  business,  will  show  an  im- 

portant decrease,  while  fancy  goods,  and 
novelties  will  hold  up  at  least  for  some 
time  yet. 

Of  course,  these  are  only  prognostics, 
but  I  sincerely  hope  they  may  prove  true, 
for  it  would  be  much  better  for  us  to 
make  a  serious  effort  and  get  out  of  the 
present  unsettled  situation,  no  matter 
what  we  lose. 

By  letting  the  disease  get  worse  no 
one  knows  what  the  result  may  be. 

With  best  wishes  for  a  New  Year 
more  prosperous  than  the  one  foreseen 
above,  I  remain, 

Yours   very  truly, 
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Regina  Trading  Company's  New  Store Fine  New  Building,  Beautifully  Equipped,  Opened  to  the   Public  in  December— Handsome 

Hall  for  Use  of  Clubs  and  Organizations  Finely  Appointed— Women  Making  Good 

in  Very  Responsible  Positions  -  -  All    Store    Features    Reflect    Up-to-date 
•Policy  of  Establishment 

INTEREST  in  the  new  sto
re  of  the 

Regina  Trading  Company  has  reached 

a  high  pitch  in  Regina  and  its  ad- 
jacent territory.  In  the  first  place  the 

debentures  for  the  erection  of  the  new 

building  were  sold  locally  during  1920. 

In  the  next  place  the  building  has  been 
erected  in  the  heart  of  the  city  and  on 
a  most  desirable  site.  Visitors  to  the 

city  are  escorted  with  much  pride  on  the 
part  of  citizens  to  the  splendid  class 
of  buildings,  all  comparatively  new,  sur- 

rounding Victoria  Square.  There  are 
blocks  of  office  buildings,  Y.  M.  C.  A., 
Y.  W.  C.  A.,  and  library  buildings.  Three 

fine  churches,  and  now  this  latest  edi- 
fice which  was  opened  to  the  public 

on  December  11th,  1920. 

For  Entertainments 

To  say  that  this  new  store  building 

was  opened  to  the  public  is  more  strict- 
ly true  in  this  case  than  in  many,  for 

the  top  floor  has  been  admirably  ar- 
ranged for  day  and  evening  fetes.  It  is 

entirely  given  over  to  a  banquet  room, 

dining  room,  ladies'  club  room  for  after- 

noon teas,  rest  room,  men's  smoking 
room,  lavatories,  a  public  cloak  room  and 

checking  system,  large  rotunda  with 
handsomely  upholstered  chairs,  a  kitchen 
with  complete  electric  fitings.  Already 
six  city  clubs  meet,  one  each  day,  on 
this  floor,  and  many  social  events  of 
prominence  have  taken  place  there.  The 
Trading  Company  is  fast  becoming  a 
favorite  rendezvous  and  the  splendid 

window  and  interior  displays  find  ad- 
mirers and  new  customers  daily. 

Excellent    Store   Planning. 

Manager  Little,  in  an  interview  with 

Dry  Goods  Review's  representative,  ex- 
pressed much  satisfaction  with  the  lay- 

out of  the  several  floors  and  depart- 
ments. There  are  no  high  fixtures;  cus- 
tomers may  view  the  whole  of  each 

floor  without  an  obstruction.  The  layout 
of  the  ground  floor  is  unique  in  that 
the  show  cases  and  counters  are  ar- 

ranged along  the  walls  in  continuous 

three-sided  squares  like  the  "Wall  of 
Troy"  design.  This  arrangement  is  es- 

pecially advantgeous  for  sales  or  for 
displaying  goods  at  any  time,  so  that 
there  is  a  maximum  of  both  store  ser- 

vice and  self-service  and  a  minimum  of 
inconvenience  to  customers  at  all  times. 
There  are  circles  through  the  central 
part  of  the  floor  and  also  the  cash-tube 
stations.  Dry  goods,  dress  goods  and 
drugs  are  the  main  floor  departments. 

The  first  floor  up  claims  to  be  the 
largest   department   in   Western   Canada 

PULUNGUPTHE  STAKES 

No 

Refunds 

or 

Exchanges 

Prices  That  Defy  Competition  Are  a  Feature  of  Our 

Silks— Dress  Goods— Laces 

Women's   Gloves  Vestees  For  Winter  Suits 
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Something'  To  Look  At 
The  type  of  ad.  featured  in  the  Regina  daily  papers  by  the  Regina  Trading  Co. 

used  exclusively  for  men's  and  boys'  ap- 
parel. Everything  required  "cap  a  pied" 

for  men  and  boys  is  located  on  this 
floor.  The  second  floor  is  similarly  com- 

plete for  women's  and  girls'  require- 
ments and  new  manicure  and  hairdress- 

ing  parlors,  also  a  rest  room  and  a  com- 
plete infants'  department  are  located  on 

this  floor.  The  ladies'  department  is  ar- 
ranged with  back  to  back  wardrobe  cases 

at  right  angles  to  the  walls  and  fitting 
rooms  between  each  of  these  divisions. 
The  saleslady  thus  does  not  have  to 
leave  her  own  department  in  order  to 
fit  garments  on  a  customer.  Show  cases 
and  wax  models  display  garments 
throughout  the  department  and   a  large 

stock  is  available  in  the  wardrobe  cases. 
A  mezzanine  floor  above  the  ground 

floor  houses  the  manager's  office,  the 
advertising  office,  the  cash  office  for 
the  pneumatic  system,  and  other  offices. 

The  furniture  throughout  the  store  is 
mahogany,  while  the  lighting  system  is 
equipped  with  large  globe  lights  and 
brass  chains;  smokless  boilers  are  used 
with  the  steam  heating. 

Woman  Heads  Adv.  Dept. 

A    couple    of    years    ago    Dry    Goods 
Review  called  the  attention  of  its  read- 

ers to  the  fact  that  the  Regina  Trading 
Company   had   secured   the   services    of 

(Continued  on  next  page) 
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No  Fears  in  New  Year  Outlook 
Many  Facts  Apparent  in  Business  Conditions  at  the  Present  Time 
Justify  an  Optimistic  Viewpoint — The  Buying  Strike  on  the  Part 

of  the  Public  Only  Temporary. 
Written  by  C.  J.   MORRIS 

ANEW  year  has  been  ushered  in — one  to  which  every  man  in  the 
trade  should  be  able  to  look  for- 

ward without  fear  or  misgiving,  even  if, 
owing  to  the  temporary  buying  strike 
on  the  part  of  the  public,  the  demand  for 
goods  has  recently  been  less  insistent 
than  it  has  been  during  the  last  few 

years  of  easy  sales  and  high  pi-ices. 
Many  keen  business  men  claim  that 

the  newspaper  press  has  been  to  a  large 
degree  responsible  for  the  falling  off  in 
business  which  has  occurred  of  late,  and 
to  some  extent  no  doubt  the  forecasts 

given  by  the  daily  press  of  falling  prices 
have  caused  many  people  to  postpone 
making  purchases  in  the  expectation  that 
by  so  doing  they  would  be  able  to  buy 
much  more  cheaply  later  on.  Some,  on 
the  other  hand,  believe  that  the  real 
cause  of  the  quieter  business  conditions 
is  to  be  traced  to  the  fall  in  values  of  all 
kinds  of  agricultural  products. 

Tightens  the  Purse  Strings 

It  is  true  that  the  value  of  the  grain 
crops  even  at  present  prices  exceeds  the 
value  of  the  smaller  crops  of  last  year, 
but  when  the  farmer  sees  himself  faced 
with  the  necessity  of  accepting  a  much 
lower  rate  for  all  his  products  than  that 
on  which  he  had  been  calculating,  it  is 
only  natural  that  he  should  tighten  his 
purse  strings  and  keep  in  reserve  against 
the  proverbial  rainy  day  that  portion  of 
his  savings  which,  under  different  circum- 

stances, he  might  have  been  inclined  to 
spend.  The  opinion  that  this  is  what  has 
occurred  is  supported  by  the  fact  that 
the  savings  in  the  banks  in  November, 
1920,  stood  at  a  figure  $154,000,000  higher 
than  in  November  the  previous  year. 
This  disinclination  on  the  part  of  the 
agricultural  community  to  make  pur- 

chases has  been  reflected  in  the  lessened 

demand  for  industrial  products,  resulting 
in  a  certain  amount  of  unemployment, 
working  on  short  time  or  reduced  wages, 
and  a  consequent  diminishing  purchasing 
power  of  the  industrial  community. 

The  Foreign  Situation 

Looking  still  further  for  the  primary 
cause  of  the  fall  in  values,  careful  ob- 

servers will  see  that  the  disorganization 
of  the  foreign  markets  resulting  from 
the  failure  of  a  large  part  of  Europe  to 
return  to  pre-war  conditions  is  the  fun- 

damental cause  of  the  whole  trouble. 
There  would  have  been  no  surplus  of 
wheat,  cotton,  wool,  leather  or  copper,  or 
indeed  of  any  other  commodity,  if  those 
in  Europe  who  are  in  need  of  these  pro- 

ducts, who  in  fact  are  in  grievous  suffer- 

ing for  lack  of  them,  were  in  a  position  to 
buy  and  pay  for  them.  Wheat  is  down 
because  those  who  need  it  have  not  the 
money  wherewith  to  buy  it.  Owing  to 
their  failure  to  start  reproducing  they 
have  nothing  they  can  offer  us  in  ex- 

change for  it.  Those  prophets  who  a 
year  or  two  back  foretold  a  world  short- 

age and  consequent  rise  in  price  of  wool, 
leather,  cotton,  and  other  raw  materials 
because  the  world  could  not  produce 
sufficient  to  satisfy  its  needs  failed  to 
remember  that  to  need  something  does 
not  necessarily  include  the  ability  to  pay 
for  it. 

Can   Pay   Only  in  Goods 

The  only  way  in  which  Europe  can  pay 
for  what  she  needs  is  by  sending  us 
goods  or  products  in  exchange.  To  do 
this  she  must  produce,  and  to  produce 
she  must  get  back  to  something  resem- 

bling pre-war  conditions  of  stability. 
Once  she  has  set  her  house  in  order  and 
devoted  herself  to  production  she  will 
soon  regain  her  purchasing  power.  Our 
surplus  products  will  then  again  be  in 
demand.  This  will  restore  the  purchasing 
power  of  our  people,  with  a  consequent 
revival  of  domestic  demand  for  our  in- 

dustrial products  resulting  in  a  return 
to   prosperous   conditions   all   round. 

Apart  however  from  these  considera- 
tions, a  considerable  degree  of  optimism 

is  justifiable  with  respect  to  Canada's 
business  outlook  for  this  coming  year. 
Immigration  promises  to  be  exceedingly 
heavy,  perhaps  breaking  all  previous 
records.  The  exchange  premium  on  U.S. 
money,  while  affecting  our  purchases 
there,  gives  us  a  great  advantage  as  com- 

petitors in  U.S.  markets.  Food  prices 
show  an  undoubted  tendency  to  gradu- 

ally return  to  a  normal  basis  which  will 

be  a  large  factor  in  alleviating  labor  un- 
rest, and  there  is  still  a  large  amount  of 

purchasing  power  in  our  own  people 
which,  though  it  has  been  lately  held  in 
restraint  for  one  reason  or  another,  is 
only  dormant  and  liable  to  be  revived  as 
soon  as  prices  show  evidence  of  returning 
to  a  settled  basis. 

The  retailer  can  therefore  look  forward 

with  equanimity  and  confidence  to  the 
coming  months,  secure  in  the  knowledge 
that  though  he  may  find  a  more  extended 
scope  and  perhaps  a  greater  need  for  the 
exercise  of  his  selling  ability  than  has 
of  late  been  apparent,  the  business  is 
here  to  hand,  sufficient  to  make  the  year 
1921  no  less  a  successful  one  than  that 

of  its  immediate  predecessors. 

REGINA  TRADING  COMPANY'S NEW  STORE 

(Continued  from  page  87) 

Miss  Murphy  as  advertising  manager — 
the  only  woman  holding  a  similar  posi- 

tion in  Western  Canada.  Miss  Murphy's work  since  then  has  been  an  asset  to 
the  Trading  Company  and  has  figured 
strongly  in  its  announcements  during  the 
past  year.  Previous  to  moving  to  the 

new  store  the  company  put  on  a  "pulling- 
up-stakes"  sale  for  two  weks.  The  class 
of  advertising  is  best  described  by  the 

accompanying  sample — three  pages  of 
this  type  shown  appeared  in  one  issue. 
Manager  Little,  when  asked  Whether 
people  are  still  inclined  to  buy  in  the 
face  of  declining  markets,  replied  that 
their  moving  sale  brought  in  just  double 
the  returns  which  they  had  anticipated. 

"Peggy,"  the  personal  shopper  for 
mail  orders,  has  been  doing  good  work 
for  the  Company  for  several  years  and 
her  advice  and  suggestions  are  a  strong- 

hold for  out  of  town  custom. 

Altogether  the  Regina  Trading  Com- 
pany is  an  institution  which  bespeaks 

the  stability  and  promise  of  western 
merchandising.  The  trade  generally  will 
join  with  Dry  Goods  Review  in  extend- 

ing congratulations  to  the  Company  and 
wishing  it  every  success. 

APPOINTED  REPRESENTATIVES 

O'Brien  Allan  &  Company,  Winnipeg, 
have  been  recently  appointed  western 
representatives  for  the  DeLong  Hook  & 
Eye  Company. 

OFFERED  BIG  REDUCTION 

A.  J.  Freiman,  Rideau  Street,  Ottawa, 
began  the  New  Year  with  a  Great  Wash 
Goods  Sale  at  prices  he  declared  from 
50  to  75  per  cent,  less  than  those  of 
last  season.  A  personal  guarantee  went 

with  all  purchases,  "Satisfaction  or  your 

money  refunded." 
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Can  the  Window  Pay  the  Rent? 
The  Beginning  of  a  New  Year  is  an  Opportunity  to  Give  Careful  Consideration  to  the  Im- 

portance of  the  Window — Your  Window  Should  Pay  Big  Profits — What  Change 
Will  Improve  Its  Capacity  for  Display? 

By  ROY  A.  HUNTER,  Vancouver 

VANCOUVER,  Jan.  12.  —
  At  the 

threshold  of  the  new  year,  when 

each  merchant  is  deciding  for  him- 
self what  changes  for  the  better  he  can 

make,  what  departments  can  be  made  to 
produce  more,  and  in  what  direction  he 
can  increase  his  sales  effort,  the  window 
should   come   in  for  a   careful   scrutiny. 

Can  it  be  made  to  pay  the  rent?  What 

change  would  improve  its  display  capa- 
city?    Is  it  easily  kept  clean? 

For  tips  on  running  a  dry  goods  store, 
the  writer  hastens  down  to  a  successful 

merchant,  but  for  tips  on  the  use  of  win- 
dows for  sales,  the  place  to  go  is  to  a 

man  that  makes  that  his  business,  and 
can  earn  ten  thousand  a  year,  based  on 
the  profit  he  can  make  the  windows  earn. 

Such  a  man  is  C.  L.  Greer,  display 

manager  for  the  Hudson's  Bay  Co.,  Van- 
couver. Discussing  the  sales  possibilities 

of  the  even  smaller-than-average  store 
window  Mr.  Greer  says: 

If  Goods  Were  Locked  in  Cupboards 

"Seventy-five  per  cent,  of  the  mer- 
chandise that  is  sold  is  not  absolutely 

needed  at  the  time  it  is  bought.  This  is 
true  to  a  less  extent  in  staple  lines, 
but  of  fancy  lines,  where  the  great- 

est profit  is  made,  it  is  just  as  true  as 

it  is  in  ladies'  wear. 
"If  you  don't  think  so,  imagine  your 

volume  of  business,  if  all  your  merchan- 
dise were  kept  in  closed  boxes  till 

brought  out  on  demand.  Consider  the 
splendid  little  memory  joggers  that  your 
shelves  full  of  attractive  merchandise  are. 
Notice  almost  any  sale  you  make  over  the 
counter,  how  items  are  added,  one  at  a 
time,  after  scanning  your  shelves  for 
suggestions.  The  more  pointed  the  sug- 

gestion, the  more  impressive  it  is.  The 
more  real  the  implied  desirability,  the 
more  your  sales. 

"Merchandise  attractively  presented  is 
partially  sold.  If  the  presentation  is 
good  enough — the  interest  and  desire  of 
the  passer-by  sufficiently  intrigued,  the 
sale  will  be  completed  right  there — that 
is — if  you  have  the  price  on  the  article, 
and  the  would-be  purchaser  has  the  cash 
or  the  credit  to  negotiate. 

The   Feature  of  the  Offering 

"One  must  decide  first,  what  is  the 
strong  feature  of  the  offering.  If,  for 
instance,  you  have  made  a  splendid  pur- 

chase of  silk  hose  and  purpose  to 
move  them  at  $1.50  a  pair,  you  will  need 
nothing  more  than  good  arrangement  of 
the  hose  in  the  window  and  a  large  card 
saying  $1.50  a  pair. 

"But  suppose  they  are  a  very  fine  qual- 
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ity  of  heavy  silk  hose,  then  you  must  pro- 
ceed differently.  You  must  display  them 

in  an  "atmosphere"  of  quality  and  refine- 
ment. Let  them  be  accompanied  by  other 

smart  accessories  that  will  enhance  their 

appeal  and  not  detract  from  the  interest 
of  the  goods  shown  for  sale. 
"Name  the  price?  Yes!  Always.  But 

in  this  case  the  price  will  be  in  light  fig- 
ures, on  a  small  card.  Not  in  poster 

style,  like  your  $1.00  bargain. 

Windows  That  Mean  Sales 

"Many  retailers  are  still  loath  to  adver- 
tise. The  larger  stores  advertise  very  pro- 

fitably— very  profitably,  or  they  certainly 
would  not  be  doing  it.  In  the  same  way  a 
great  many  dealers  hesitate  to  spend  a 
few  dollars  for  fixtures  with  which  to 
make  proper  window  displays.  A  few 
such  helps  are  invaluable  in  producing 

an  effective  window.  Now  don't  mis- 
understand me.  By  an  effective  window 

I  do  not  mean  an  'art-for-art's-sake' 
kind  of  window,  I  mean  the  window  that 
is  artfully  dressed  to  create  a  demand  for 
the  articles  displayed,  that  will  be  con- 

verted into  actual  sales  over  the  counter. 

"If  you  had  an  announcement  to  make 
about  a  certain  line  of  merchandise  that 
you  wanted  special  attention  drawn  to, 
and  had  a  man  employed  to  make  an- 

nouncements in  front  of  your  store,  would 
you,  while  he  was  speaking,  have  a  dozen 
other  people  shouting  out  the  names  of  a 
dozen  other  articles  you  had  in  stock  ? 

Let  It  Be  Only  One  Line 

"Think  that  over,  next  time  you  put 
in  a  special  in  your  front  window,  and 

then  proceed  to  clutter  up  the  beholder's 
•attention  with  a  dozen  other  unrelated 
lines.  If  you  want  attention  on  the 

quality  and  price  of  your  new  season's 

silk  range — let  it  be  a  silk  window,  with 
no  other  exhibits  in  the  window  to  take 
the  attention  off  the  lines  featured.  Let 
there  be  an  idea  behind  your  window  if 

you're  putting  in  an  assortment  of  com- modities. 

Should  Pay  Big  Profits 

"These  are  just  a  few  random  thoughts. 
Your  windows  should  pay  you  big  profits. 

If  you  have  neither  the  time  nor  inclina- 
tion to  dress  a  good  window  every  week — 

pay  a  few  dollars  to  some  one  to  do  it 
for  you.  Check  up  carefully  the  sales 
you  make  on  the  lines  displayed.  You 

will  be  surprised." 

In  The  Market 

Right  Along  For 
Everyday  Needs 

The  following  optimistic  forecast  ap- 
peared in  a  recent  issue  of  the  Wall 

Street  Journal: 

"Leading  silk  manufacturers  and  job- 
bers believe  their  industry  has  seen  the 

worst.  They  look  '  for  improvement  in 
1921,  and,  although  there  are  many  small 
dealers  with  weakly  held  stocks,  the  bulk 
of  the  silk  held  by  leading  people  can 
be  marketed  as  opportunity  offers. 

"Prices  recently  have  advanced  be- 
tween 15  and  20  per  cent,  in  the  last 

three  weeks.  It  is  interesting  to  note 
that  in  spite  of  the  rise,  retailers  are 
sending  in  orders  indicating  they  have 
cleaned  their  shelves  of  silk. 

"It  is  a  fact  that  several  of  the  larg- 
est dry  goods  stores  in  New  York  stop- 
ped buying  silk,  except  as  necessity  de- 

manded, as  long  ago  as  last  March,  and 
this,  of  course,  means  that  these  stores 
are  in  the  market  right  along  for  their 
every-day  needs. 

"Silk  manufacturing  has  practically 
been  at  a  standstill  in  this  country  for 
the  last  six  months  and  with  the  spurt 
in  demand  with  a  small  amount  of  raw 
material  in  the  country,  there  is  a  like- 

lihood of  further  advance  in  prices  in 

the   immediate   future." 

IN  NEW  PREMISES. 

The  firm  of  J.  O.  Bourcier  and  Co., 
silk  importers  of  Montreal,  have  recently 
taken  possession  of  their  new  premises 
facing  on  Victoria  Square,  where  they 
will  occupy  the  entire  ground  floor.  This 
change  will  permit  the  firm  to  handle  its 
expansion  of  business  more   adequately. 
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Eastern   Ontario    R.M.A.  Convention 
About  Two  Hundred  Delegates  Present — Sir  Henry  Drayton  Addresses  Delegates  at  Banquet 

—Strong  Plea  for  Greater  Organization  by  President  Henry  Watters  of  Ottawa. 
By  Special  Correspondent  of  Dry  Goods  Review 

UPWARDS  of  two  hundred  
dele- 

gates attended  the  third  annual 
convention  of  the  Eastern  On- 

tario and  Ottawa  District  section  of  the 

Retail  Merchants'  Association  of  Canada 
held  at  Victoria  Hall,  Brockville,  on  Jan- 

uary 11th  and  12th.  Many  important 
questions  bearing  on  the  retail  trade 
were  dealt  with,  including  a  discussion 
on  the  form  of  taxation  likely  to  succeed 

the  abolition  of  the  luxury  tax.  The  con- 
vention unanimously  endorsed  the  pro- 

posal of  the  Dominion  Board  that  what- 
ever tax  is  decided  upon  it  should  be  im- 

posed either  at  the  point  of  importation 
or  manufacture  and  that  it  be  absorbed 

in  the  cost  of  goods  quoted  to  the  retailer 
and  so  collected  as  all  other  revenue  is. 

The  convention  endorsed  daylight  sav- 
ing, condemned  false  advertising  and 

took  steps  to  prosecute  those  who  violate 
this  law  and  set  in  motion  machinery  to 

manufacturers'  sales  in  retail  stores: 

Address  By  Finance  Minister 

A  feature  of  the  convention  was  the 

address  by  the  Minister  of  Finance,  Sir 

Henry  Drayton.  Sir  Henry  courageous- 
ly defended  the  luxury  tax  as  a  neces- 

sary measure  to  curb  reckless  extrava- 
gance and  the  purchase  of  luxuries  and 

thanked  the  retail  merchants  of  Canada 
for  the  inconvenience  they  had  suffered 
in  helping  to  lower  the  cost  of  living. 
Justifying  the  tax,  Sir  Henry  pointed  out 
that  the  index  figure  of  commodity  costs 
had  dropped  from  263  in  May  of  1920  to 
234  in  October.  Having  accomplished 
this,  the  tax  was  abolished.  The  Minister 
of  Finance  made  a  strong  appeal  for  the 
discontinuance  of  unnecessary  purchases 
in  the  United  States  so  that  the  very 
unfavorable  trade  balance  could  be  right- 

ed; and  the  convention  subsequently 
went  on  record  as  favoring  purchases 
more  exclusively  of  Canadian  or  British 
goods. 

The  Opening  Session 

Mayor  J.  M.  Dobbie,  of  Brockville,  ex- 
tended a  hearty  welcome  to  the  dele- 
gates. In  doing  so,  he  referred  to  their 

growing  strength  as  a  factor  in  the  busi- 
ness and  political  life  of  Canada  and  is- 
sued a  timely  warning  that  only  by  con- 

certed, rather  than  independent  action 
could  they  hope  to  accomplish  their 
legitimate  purposes. 

Robert  Craig,  president  of  the  Brock- 
ville Retail  Merchants'  Association,  also 

extended  a  welcome  and  on  behalf  of  the 

local  Commercial  Travellers'  Association 
invited  the  attending  delegates  to    make 

free  use  of  their  quarters  while  in  the 
city.  ,  i 

Major  Paterson,  one  of  the  oldest 
members  of  the  R.  M.  A.,  in  speaking  of 
the  work  of  the  organization,  expressed 
the  opinion  that  the  retail  merchants  of 
Canada  as  an  organized  body  had  a  great 
future  ahead  of  them.  Only  by  a  com- 

bined effort,  by  putting  their  shoulder  to 
the  wheel,  could  they  get  their  just  due. 
Their  organization  was  only  in  its  in- 

fancy. Members  were  gradually  realiz- 
ing its  importance  and  were  soliciting 

their  brother  merchants  to  become  mem- 
bers, knowing  that  if  every  merchant  in 

Canada  were  a  member  the  association 
would  wield  a  much  greater  power  than 
it  does.  Every  member  would  now  ad- 

mit that  he  was  receiving  much  greater 
benefit  through  the  association  than  was 
represented  by  the  fee  he  paid. 

Secretary  E.  M.  Trowern,  of  the  Do- 
minion Board,  said  the  R.  M.  A.  had  been 

started  25  years  ago  the  coming  Novem- 
ber by  five  people.  Today  87  people 

were  giving  their  entire  time  to  this 
work  from  the  Atlantic  to  the  Pacific. 

On  a  moment's  notice  they  could  now  get 
in  intimate  touch  with  every  province  in 
the  Dominion.  Retail  merchants  were 
the  largest  tax  payers  of  any  class  in 
Canada  and,  when  properly  organized, 
should  be  able  to  say  to  any  provincial  or 

federal  government  that  a  problem  af- 
fecting their  business  should  be  settled 

either  this  or  that  way.  Where  would 
retailers  have  been  today  if  they  had  not 
been  able  to  say  to  the  government  that 
the  luxury  tax  should  be  abolished?  It 
had  been  abolished  and  other  things  det- 

rimental to  the  retail  trade  must  also  be 
abolished. 

President  Watters'  Address 
President  Henry  Watters,  of  Ottawa, 

who  presided  throughout,  addressed  the 
convention  briefly  before  it  began  its  de- 

liberations. The  president  said  that  the 
men  they  needed  at  the  convention  were 
not  present,  men  who  had  made  a  success 
of  their  own  business  and  did  not  feel 

the  need  of  the  association's  assistance. 
Perhaps  this  might  be  said  equally  of 
men  who  had  worked  in  the  interests  of 

the  association  for  a  quarter  of  a  cen- 
tury. In  the  last  •  analysis,  each  man 

must  stand  or  fall  by  those  qualities  of 
head  and  heart  with  which  he  was  en- 

dowed. All  men,  however,  were  not  en- 
dowed with  a  high  sense  of  rectitude  and 

honor  that  they  should  have,  and  were 
not  alive  to  spotting  bad  conditions  of 
business  or  discovering  obstacles  in  the 

way  of  successful  merchandising.     Mem- 

bers of  the  association  were  merchants 
who  had  discovered  such  obstacles  and 
as  thoughtful  men  were  participating  in 
the  work  of  the  organization. 

Ontario  President  Speaks 

Much  more  could  be  accomplished, 
said  the  president,  if  all  merchants  were 
members  of  the  association.  They  could 
then  be  a  greater  factor  in  the  molding 
of  public  opinion.  Retail  merchants 
should  be  the  best  organized  body  that 
could  be  had  for  the  betterment  of  trade 
and  trade  conditions.  He  had  no  ob- 

jections to  Boards  of  Trade  to  look  after 
local  matters  where  there  was  no  organ- 

ized body  of  retail  merchants.  But  he 
felt  after  many  years  of  study  that  no 
body  of  men  that  does  not  represent  in 
large  numbers  the  activities  of  the  retail 
merchants  can  accomplish  those  special 
objects  which  the  retail  merchants  have 
in  view.  No  one  line  of  business  could 
accomplish  benefits  for  the  whole  retail 
trade;  he  had  discovered  this  during  the 
fight  against  the  luxury  tax,  which  was 
a  problem  for  so  many  lines  of  trade. 
Their  best  interests  as  retail  distributors 
could  only  be  accomplished  by  such  an 

organization  as  the  Retail  Merchants' 
Association  covering  the  whole  of  Can- ada. 

B.  W.  Ziemann,  the  Ontario  president, 
referred  to  the  great  work  which  the  as- 

sociation had  to  perform.  As  yet  only 
a  handful  of  the  men  in  active  business 
were  organized.  The  real  profiteers 
among  merchants  were  those  who  were 
receiving  all  the  benefits  that  had  been 
worked  out  by  the  association  but  who 
were  giving  nothing  or  doing  nothing  to 
help  its  work  and  workers.  It  was  not 
altogether  their  money  that  was  needed 
but  their  influence  on  the  commercial 
life  of  Canada  if  alive  to  the  interests  of 
the  community  at  large.  Men  should  be 
in  business  for  the  benefit  of  the  service 
they  can  give  to  their  fellow  men,  and  so 
should  do  all  they  can  to  help  their  fellow 
men  rather  than  give  their  whole  time 
to  the  accumulating  of  a  little  money. 

Treasurer's    and    Secretary's    Reports 

The  report  of  the  treasurer,  T.  W. 
Collins,  showed  a  surplus  of  $610.03.  The 

secretary's  report  appears  elsewhere  in 
this   issue.     Both  reports  were  adopted. 

"How's   business  with  you?" 

"Out  of  sight!" 
"What's  your  line?" 

"Ladies'  hose  supporters." 
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Hard  Work— No  Sales— And  Value 
Essentials  of  Success  as  Outlined  by  Sherbrooke  Merchant— Advertising  and  Window  Display 

— Keeps  Clear  of  the  Banker — Is  Placing  for  Spring. 

SUCCESS  is  not  always  measured  by 
expansion  but  by  the  reputation 
which  underlies  the  growth  of  a 

man's  achievement.  Because  a  man  may 
possess  a  large  and  up-to-date  establish- 

ment, it  does  not  necessarily  indicate 
that  his  success  is  assured,  rather  does 

one  seek  for  the  motives  and  the  prin- 
ciples which  have  actuated  the  merchant 

to  follow  the  course  he  has  and  whether 
from  envy  or  admiration,  endeavor  to 
arrive  at  a  just  appraisal  of  his  business 
ethics.  Nine  times  out  of  ten  the  in- 

vestigator is  disappointed  by  finding  that 
instead  of  a  sensational  story  of  unusual 

luck  coupled  with  "pull"  and  other  under- 
hand but  only  too  common  incidents  of 

modern  life,  the  secret  of  it  all  is  just 
the  old,  old  story  of  plain  prosaic,  hard 
work. 

When  a  man  looks  back  upon  twenty- 
three  years  in  business  all  alone,  twenty- 
three  years  unmarked  by  such  incidents 
as  fires  or  moves,  or  even  by  such  a 
thing  as  a  sale,  and,  at  the  end  of  that 
time  he  finds  himself  proprietor  of  the 
largest  store  of  its  kind  in  the  city,  he 
may  be  pardoned  for  a  little  legitimate 
pride  in  his  own  efforts,  especially  when 
the  secret  of  his  success  is  attributable 
to  the  above-mentioned  factor. 

Such  is  the  unusual  record  of  J. 

Rosenbloom,  the  well-known  clothier  and 
haberdasher  of  Sherbrooke,  Que.,  pro- 

prietor of  the  "Star"  Clothing  Hall.  The 
"old  store  with  the  young  spirit"  is  the 
slogan  of  the  business  which  has  grown 
from  a  very  small  origin  to  its  present 
size,  comprising  four  distinct  stores — 
clothing,  haberdashery,  and  hats  and 
shoes,  occupying  a  very  large  area  of 
floor  space  and  boasting  four  large  dis- 

play windows. 

Three   Essentials   of    Success 

The  age  in  which  we  live  is  the  age 
of  youth.  To  be  successful  in  any  line 
of  life  one  needs  unbounded  energy  and 
a  spirit  of  youthfulness  which  alone  can 
ensure  the  ambitious  man  the  goal  he 

has  in  view.  "How  can  a  retailer  do 

business  successfully  to-day?"  was  the 
query  put  to  Mr.  Rosenbloom,  and  the 

answer  came  as  follows:  "Give  the  pub- 
lic value  for  its  money  and  do  not  mis- 

represent a  single  article  in  any  way. 
Keep  the  youthful  spirit  to  the  fore  and 
insist  upon  giving  prompt  service  and 
the  newest  merchandise." 

"I  never  held  a  sale,"  continued  Mr. 
Rosenbloom,  as  I  don't  need  to  reduce 
any  lines  in  order  to  move  them.  They 
move  quickly  enough  because  I  pride 
myself  upon  buying  only  for  spot  cash 
and  pricing  my  goods  at  the  lowest  pos- 

sible   margin    of   profits.      Furthermore, 

mm^m I  own  my  own  building  and  keep  over- 
head expense  down  to  a  minimum.  This 

policy  has  made  my  business  the  largest 
of  its  kind  in  Sherbrooke  and  quite  as 
progressive  as  any  in   Canada. 

Advertising   and  Display 

Mr.  Rosenbloom  has  been  a  firm  be- 
liever in  the  power  of  daily  advertising 

in  the  past,  and  his  clean-cut  and  at- 
tractively laid  out  copy  has  always  been 

a  feature  of  the  Sherbrooke  papers.  Mr. 
Rosenbloom  believes  mow  that  the  better 

class  store  will  not  centralize  its  pub- 
licity efforts  upon  journalistic  adver- 

tisements solely  but  will  devote  an  equal 
amount  of  money  and  effort  to  make 
its  windows  radiate  the  spirit  of  the 

store  within.  "I  am  experimenting  with 
my  four  windows,"  said  Mr.  Rosenbloom, 
"and  am  almost  convinced  now  that  four 
displays,  representing  each  branch  of 
my  range  of  merchandise  is  not  so  pro- 

fitable in  the  end  as  four  windows 

full  of  one  line  of  goods  only  and  chang- 
ed as  often  as  possible  would  be.  In  my 

opinion  the  man  in  the  street  is  more  im- 
pressed by  a  very  comprehensive  show- 

ing of  one  line  of  goods  in  all  colorings 

and  styles  than  he  would  be  by  four  dif- 
ferent windows  full  of  goods.  He  says 

to  himself  that  here  is  a  store  which 
seems  to  carry  a  large  variety  of  styles, 
and  so  he  is  prevailed  on  to  come  in.  By 

putting  only  seasonable  goods  in  the  win- 
dows when  adopting  this  plan,  it  is  very 

easy  to  awaken  the  right  degree  of  in- 
terest in  your  stock.  For  my  part  I 

would  prefer  to  keep  a  display  man  just 
for  this  work  and  none  other,  changing 

goods  at  least  twice  a  week  and  en- 
deavoring to  make  my  windows  as  at- 

tractive as  any  advertisement  could  be." 
Salesmanship 

Another  important  point  in  successful 

merchandising,  according  to  Mr.  Rosen- 
bloom, is  the  psychology  of  salesman- 

ship. "It  is  most  essential  to  minimize 
the  expenses  incidental  to  overhead  and 

an  efficient  sales  staff  is  the  besl  asset 

a  store  can  possess,"  he  said.  "When one's  clientele  is  drawn  from  office,  farm 
or  railroad,  one  needs  a  more  able  sales 
force  than  would  be  required  in  the  case 

of  a  purely  city  store.  The  farmer  us- 
ually requires  a  much  longer  time  to 

serve  than  the  city  man,  and  there  is 
much  more  fuss  incidental  to  serving 
him,  still  he  has  his  advantages  as  a 
customer.  At  the  end  of  a  season, 
thanks  to  the  farmer,  I  never  have  any 

clothing  to  carry  over  for  the  simple 
reason  that  he  knows  that  whatever  I 

do  not  wish  to  carry  over  I  will  let  him 
have  at  a  slight  discount,  and  I  do  not 
need  to  advertise  this  fact.  They  do 

not  require  the  same  styles  as  the  city 
men  and  when  it  is  understood  that  the 

garments  are  first-class  stock  I  never 
fail  to  clear  out  all  my  superfluous  lines 

on  a  slight  discount  basis.  Strictly 

speaking,  though,  I  believe  in  a  one- 
price  business  for  all,  and  I  hope  the 

day  will  come  when  the  farmer  will 

realize  the  wisdom  of  it." 

Dangerous  Delay 

In  reply  to  a  query  as  to  prospects 
for  next  season  in  the  clothing  line,  Mr. 

Rosenbloom  stated  that  he  had  not  felt 

any  marked  decline  in  business  and 

therefore  had  placed  whatever  orders 
he  needed.  He  was  of  the  opinion  that 

delay  is  dangerous  when  it  concerns  the 

matter  of  Spring  placing.  He  has  al- 

ways believed  it  better  to  take  a  legiti- mate loss  of  profit. 
"If  a  retailer  has  been  shrewd  in  his 

own  merchandising,"  concluded  Mr. 
Rosenbloom,  "he  will  not  require  any 
assistance  from  bankers,  and  in  my  own 

experience  I  have  found  it  best  to  keep 

clear   of   any   speculation  whatever." 

HOW   TO   REDEEM   LUXURY   TAX 

STAMPS 
Merchants  are  instructed  to  make  out 

a  list  showing  the  total  number  of  un- 
cancelled and  unused  stamps  of  each 

denomination  in  their  possession  and 

add  up  the  same  in  money  value.  The 
list  should  then  be  forwarded  to  the 
local  collector  of  customs,  who  will  in 
turn  forward  it  to  the  taxation  offices  of 

the  Dominion  Government.  When  these 
returns  are  verified,  checks  will  be  issued 
to  the  merchants. 

Cancelled  luxury  stamps  will  not  be 
redeemable.  This  will  affect  some  of  the 
large  departmental  stores,  where  there 
was  only  one  machine  and  where  many 
hundreds  of  dollars'  worth  of  stamps 
were  cancelled  at  once  for  the  several 

departments. 
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Greenshields  Ltd.,  Hold 
Annual  Sales  Conference 

Representatives   From  Five  Large  Divisions  Attend  Meetings  in 

Montreal  and  Review  Year's  Work — Big  Banquet. at  Montreal  Club. 

THE  second  annual  sales  confer- 
ence  of  the  firm  of  Greenshields, 

Ltd.,  took  place  on  the  14th  and 

loth  of  December  last,  when  representa- 
tives of  five  district  sales  divisions,  to- 

gether with  members  of  the  executive 

and  the  board  of  directors,  met  together 
for  the  purpose  of  comparing  results  of 

the  year's  work  and  discussing  the  trend 
of  conditions  at  the  present  time. 

A  conference  room  was  arranged  in 
the  Greenshield  building  on  Victoria 
Square  and  two  sessions  were  held  there 
daily,  when  many  interesting  addresses 
were  given  by  members  of  the  staff, 
which  were  followed  by  open   discusion. 

Altogether  there  were  some  88  travel- 
ers present  and  two  very  profitable 

days  were  spent  in  the  discussion  of  the 
many  problems  confronting  the  whole- 

sale trade  at  the  present  season.  A  very 
cleverly  designed  booklet  was  prepared  in 
honor  of  the  event  which  was  printed 

on  the  firm's  own  multigraph,  illustrated 
by  the  firm's  own  artist,  and  the  read- 

ing matter  prepared  and  edited  by  one 

of  the  firm's  sales  managers.  The  sub- 
jects of  the  addresses  which  were  deliv- 
ered by  members  of  the  firm  at  each 

session  of  the  conference  were  upon  de- 
partmental affairs,  and  were  brief  in 

each  case,  the  emphasis  being  laid  upon 
the  open  discussion  which  followed,  dur- 

ing which  many  interesting  points  of 
view  were  heard.  Altogether  some  ten 
addresses  were  given. 

After  the  papers  and  addresses  were 
concluded  and  all  past  business  dispensed 
with,  the  gathering  took  up  the  question 
of  the  outlook  for  1921.  Beginning  from 
the  extreme  far  West,  the  whole  of  the 
Dominion  of  Canada  was  reviewed  from 

a  commercial  point  of  view,  each  pro- 
vince and  section  of  province  in  which 

the  firm  of  Greenshields  was  represented 
was  dealt  with  in  turn,  seventeen  dif- 

ferent regions  being  included.  This  fea- 
ture of  the  session  was  a  tribute  to  the 

expansion  of  the  firm  and  its  thorough- 
ness and  strength,  demonstrating  aa  it 

did  the  power  of  the  dry  goods  trade 
as  a  means  of  linking  up  the  remote 
parts  of  the  Dominion  with  the  largest 
centres  of  commerce.  Emphasis  was 
laid  upon  the  need  for  optimism  regard- 

ing the  future,  and  the  belief  was  ex- 
pressed by  the  president,  Mr.  E.  C.  B. 

Fetherstonhaugh,  in  his  speech  that  the 
year  1921  would  bring  renewed  prosperi- 

ty to  the  merchants  of  Canada.  The  same 
optimism  was  endorsed  by  the  other 
members  of  the  executive,  Messrs.  Geo. 

B.  Fraser    and    Geo.  L.  Cains,    in    their 
addresses. 

Staff  Dinner 

On  Tuesday  evening,  December  14th, 
a  banquet  was  held  at  the  Montreal 
Club  when  152  guests  were  present.  A 
feature  of  the  gathering  was  the  fact 
that  at  each  of  the  small  tables  the 

guests  were  carefully  chosen  to  repre- 
sent widely  different  parts  of  the  Do- 

minion, so  that  all  should  have  an  equal 
opportunity  of  becoming  better  acquaint- 

ed with  one  another.  A  choice  menu 

was  partaken  of,  which  was  followed  by 
music  and  four  speeches,  including  toasts 

to  the  King  and  to  "Ourselves." 
The  banquet  was  considerably  enliv- 

ened by  music  provided  by  professional 
entertainers,  and  several  original  songs 
added  to  the  amusement  of  the  occasion. 

Among  the  latter,  a  song,  entitled,  "The 
House  on  the  Square,"  was  rendered,  to 
the  tune  of  "Mother  Machree,"  jnd  sung 
by  the  whole  gathering,  a  very  artistic 
song-book  being  provided  as  a  souvenir 
for  the  guests. 

While  the  conference  was  in  session 
the  members  were  enabled  to  enjoy  two 

very  insti-uctive  and  interesting  excur- 
sions to  the  factories  of  the  Dominion 

Textile  and  the  Canadian  Linoleum  Com- 
panies in  the  vicinity  of  Montreal,  where 

the  various  processes  incidental  to  the 
manufacture  of  cotton  fabrics  and  floor 

coverings  were  fully  explained  and  dem- 
onstrated by  the  management.  The  con- 

ference also  marked  the  inauguration  of 
a  new  body,  namely  an  association  of 
travellers,  which  will  be  presided  over 
by  Alex.  Cook,  Esq.,  and  before  which 
all  grievances  and  problems  will  be  sub- 

mitted for  adjustment. 

Firm's  Fine  Policy 

The  keynote  of  the  whole  gathering 

was  optimism,  and  a  spirit  of  comrade- 
ship and  good  fellowship  was  a  marked 

characteristic  of  both  business  and  so- 
cial events.  The  ethics  of  the  firm  were 

constantly  held  up  before  the  staff  in 

the  course  of  the  two  days'  conference, 
and  such  aims  as  the  following  were  em- 

phasized as  being  the  only  factors  in 
the  game  of  life  worth  while  striving 
for.  "To  make  the  most  of  the  business 
by  making  the   most  of  yourself,  merit 

begets  confidence,  confidence  begets  en- 
thusiasm, enthusiasm  conquers  the- 

world." 

The  motto  of  the  firm  figured  promi- 
nently among  the  many  slogans  eulo- 

gizing the  success  of  the  name  of  Green- 
shield,  and  the  history  of  this  old  firm, 
dating  as  it  does,  back  to  the  year  1834, 
is  simply  yet  truly  summed  up  by  the 

four  word  motto:  "By  Honourable  In- 

dustry Increasing." 

Extensions  Give 
Firms  Chance  To 

Liquidate  Stocks 
That  the  slump  in  the  dry  goods  and 

clothing  trades  is  but  temporary  is 
exemplified  in  the  method  that  is  now 
being  adopted  to  handle  the  situation 

arising  out  of  inability  of  some  whole- 
sale firms  to  meet  their  obligations.  For- 

merly these  firms  would  be  declared 

insolvent  and  would  pass  into  receiver- 
ship. Now  they  are  placed  in  what  are 

called  quiet  receiverships.  Bankruptcy 
declarations  are  avoided  by  the  receiver 

of  the  business  arranging  with  the  cred- 
itors to  grant  credit  extensions  some- 
times for  periods  as  long  as  a  year.  This 

gives  opportunity  to  liquidate  valuable 
stocks  now  on  hand  without  forcing  the 
distressed  house  out  of  business.  Cred- 

itors are  also  assured  of  payment  in  full 
of  moneys  owing  them. 

"What  is  happening  is  this,"  said  Mr. 
N.  L.  Martin,  assignee  and  liquidator. 

"Many  firms  last  year  when  it  seemed 
impossible  to  have  orders  filled,  placed 
their  orders  in  duplicate  and  triplicate. 
The  manufacturers  are  now  prepared  to 
fill  these  orders  and  local  wholesalers 
find  themselves  overstocked.  Retailers 
have  cancelled  orders.  The  result  is  that 

many  wholesalers  are  unable  to  (im- 

mediately meet  their  obligations." 
This  system,  it  is  said,  preserves  busi- 

ness stability  and  prevents  the  great  loss 
to  capital  incident  to  the  old  system  of 
allowing  these  temporarily  embarrassed 
firms  to  become  insolvent  and  have  their 
assets  sold  for  what  they  will  bring, 
often  less  than  fifty  per  cent,  of  their 
value.  The  present  procedure  is  to  name 

a  committee  of  creditors  to  either  oper- 
ate or  supervise  the  business  until  it  is 

rehabilitated. 

TO  REDUCE  STOCKS 

Bryson-Graham,  Limited,  Sparks  St., 
Ottawa,  had  special  window  displays  in 
which  the  great  values  offered  for  the 
January  clearance  sales  advertised  to 
start  on  Tuesday,  the  4th,  drew  much 
interest  over  the  week-end,  the  last  few 

days  of  1920.  So  generous  are  the  re- 
ductions that  the  firm  believe  that  the 

desire  to  reduce  heavy  stocks  before  the 

annual  inventory  will  be  accomplished. 
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1)  R  E  S  S    FABRICS 
Dry  Goods  Review 

Announcement  for  Spring 
The  reluctancy  of  many  merchants  to  stock  up  in  Dress  Goods, 
due  to  the  uncertainty  of  the  market  in  general,  has  left  many 
bare  spots  in  certain  numbers. 

Now  is  the  time  to  fill  in  and  bring  your  Dress  Goods  Depart- 
ment to  a  state  of  completion. 

Spring  sees  an  entirely  new  range  of  PRIESTLEYS'  Dress  Goods, 
including  the  following: 

COLORS        (ALL  WOOL) 

Ancona  Serge 
Raleigh  Serge 

Desmond  Serge 
Calamar  Cords 

Pandora  Poplin 
Satin  Duchess 

Talon  Taffeta 
Broad  Cloths 

BLACKS 
Wool  Tricona 

Gabardines 
Melrose 

Cashmeres 
Permette 

Sebastapool 
Mohairs 

The  leading  shades  for  Spring  are  Sand,  Rose,  Taupe,  Elephant,  Reindeer, 
Kangaroo,  King  Fisher,  Pekin,  Tobacco,  Wine,  Navy,  Black. 

We  have  also  a  complete  stock  of  French  and 
British  all-wool  Dress  Goods  in  all  colors  in  the 
following  lines: 

Coating  and  Botany  Serge — Poplins — Tricotines 
—  Gabardines  —  Roxanas  —  Striped  and  Plain 
Armures  —  Fancy.     Skirting     Checks     and     Stripes 

All  prices  were  reduced  to  replacement  value  on  the  1st  of  January. 

SAMPLES  SENT  ON  APPLICATION 

GREENSHIELDS  LIMITED 
"Everything  in  Dry  Goods" 

VICTORIA  SQUARE MONTREAL 
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Silks  on  High  Road  to  Recovery 
Importers  Full  of  Enthusiasm  Over  Splendid  Outlook — Business  for   192 1   Already  Away 

Ahead  of  Expectations — Some  Orders  Being  Turned  Down — Jap  Market  Firming 
Up — Upward  Trend  Begins. 

OPTIMISM  pervades  the  silk
  mar- 

ket to-day.  The  silk  trade,  among 
the  first  to  he  hit,  is  reported 

among  the  first  recoveries.  Every  im- 
porter and  wholesaler  is  cheerful  and 

when  silks  are  mentioned  the  feeling  of 

uncertainty  which  characterizes  discus- 
sion in  so  many  fields  is  at  once  dis- 

pelled. 

"It  is  up  to  the  silk  dealer  now,"  said 
one  leading  Toronto  wholesaler.  "It  lies 
in  the  hands  of  his  salesmen  whether  or 
not  it  is  to  be  a  big  season.  Any  man 
who  goes  on  the  road  with  the  idea  that 
he  is  going  to  sell  silk  will  sell  it.  Our 
men  are  out  now,  and  orders  are  pour- 

ing in.  The  retailers'  stocks  in  silks 
are  particularly  low  and  the  fact  that  in 
the  first  week  in  January  we  can  show 
8150,000  worth  of  orders  for  1921,  in- 

dicates that  they  are  ready  to  buy  and 
are  satisfied  to  buy  at  the  prices  quot- 

ed." 
This  ■wholesale  house  showed  Dry 

Goods  Review  their  books  revealing  or- 
ders to  this  amount  at  the  end  of  the 

first  week  in  January.  From  all  their 
lingerie  travellers  for  several  days  they 
had  been  receiving  sheaves  of  orders 
from  merchants  who  had  not  bought  for 
months.  Not  only  were  popular-priced 
silks  being  asked  for  but  whole  ranges 
in  better  lines  were  being  ordered.  A 
very  wide  demand  was  being  received 
for  Japanese  habutais  in  weights  use- 

ful for  lingerie  purposes  and  children's 
dresses. 

Jap  Silks  "Coming  Back" 

According  to  information  supplied  to 
Dry  Goods  Review  by  Metsui  and  Com- 

pany one  of  the  world's  largest  distrib^ 
uting  houses  of  Japanese  silks  the  Ja- 

panese market  is  slowly,  but  surely  stif- 
fening and  it  is  expected  that  the  up- 

ward trend  which  it  is  claimed  must  con- 
tinue, to  make  silk  prices  safely  normal, 

will  be  noticeable  in  March  and  Febru- 
ary. .  The  Japanese,  according  to  their 

national  custom,  started  with  a  "clean 
sheet"  the  first  of  the  year  and  they were  offering  at  price  reductions  out  of 
all  proportion.  Raw  silk  production  was 
bo  badly  affected  during  the  recent 
slump  that  the  government  was  obliged 
to  step  in  and  establish  a  price  and  the 
farmers  are  now  receiving  the  benefit 
of  this  action.  Cable  advices  this  month 
from  Japan  show  that  raw  silk  prices 
are  firming  up  considerably,  and  the 
market  is  gradually  taking  on  a  more 
healthy  aspect.  American  houses  are 
buying  heavily  again,  enabling  the  raw 
silk  people  to  hold  out  for  better  prices 
where  a  short  time  ago  they  were  will- 

ing to  sell  for  anything  they  could  get — 
even  below  the  cost  of  production.  This 
unfortunate  state  of  affairs  rendered  the 
financial  situation  very  difficult,  and 
Japanese  silk  growers  are  now  strug- 

gling  to   retrieve   some  of   their  losses, 

To  Enhance  the  Spring 
Two  lovely  embroidered  voiles  imported 
from  St.  Gall,  Switzerland,  and  shown  by 
courtesy  of  Muser  Bros.,  Ltd.,  Montreal. 
The  figured  sample  is  a  very  handsome  silk 
voile  in  an  oriental  cobweb  design  on  a 
lovely  blue  ground  now  being  shown. 

which,  in  many  cases,  meant  neai  ruin. 

Cables  during  the  first  week  of  Janu- 
ary were  very  optimistic  and  showed  a 

returning  independence  which  indicates 
a   decidedly  more   healthy   market. 

Holding   Out   for   Prices. 

That  the  optimism  of .  silk  merchants 
here  is  not  merely  casual  is  borne  out 
by  reports  from  practically  every  house 
visited.  One  Toronto  house  was  abls  to 

report  that  they  had  turned  down  busi- 
ness. "We  have  received  offers  during 

the  past  few  days  that  we  have  chosen 

to  refuse  for  the  time  being,"  declared 
one  importer.  "Our  customers  quoted  a 
price  lower  than  we  wished  to  sell  at, 

so  we  .simply  declined  to  fill  the  orders." This  attitude  augurs  well  for  Spring 
business  and  shows  a  better  spirit  than 
could  have  been  hoped  for  at  such  an 
early  date.  The  fact  is  that  silk  prices 
had  dropped  so  low  as  to  be  in  many 
cases  far  beneath  pre-war  prices.  Such 
a  condition  could  not  last  and  the  fact 

that  business  is  so  good,  and  the  deal- 
ers determine  to  bring  about  more  nor- 
mal conditions  without  unnecessary  de- 

lay is  one  of  the  best  pieces  of  infor- 
mation that  could  be  received  at  the 

very  outset  of  1921. 
Not  only  Japanese  silks,  but  also 

French,  Swiss  and  American,  are  com- 
ing to  hand  in  quantities.  French  and 

Italian  silks  are  especially  favored  on 
account  of  the  abnormal  state  of  ex- 

change, which  by  contrast  make  Swiss 
goods  appear  rather  expensive,  but  the 
former  are  reported  exceedingly  scarce, 
while  the  latter  comprise  a  very  large 

proportion  of  the  coming  season's  mer- chandise. Canadian  importers  used  the 
American  market  to  good  advantage  dur- 

ing the  war,  but  are  turning  their  at- 
tention in  increasing  numbers  abroad, 

and  in  this  connection  are  now  receiving 

consignments  from  such  important  cen- 
tres as  Basle,  Zurich,  etc.  (Switzerland 

to-day  manufactures  every  variety  of 
silk  fabric,  except  tulle,  from  the  cheap- 

est to  the  most  expensive,  and  exports 
from  80  to  90  per  cent,  of  the  goods 
manufactured.) 

M.  Mouterde  Interviewed 

The  recovery  on  this  side  will  have  a 

cheerful  effect  upon  the  European  mar- 
kets, more  especially  the  French  centres 

where  the  most  depressing  sort  of  pes- 
simism has  reigned  for  several  months. 

M.  Ch.  Mouterde,  who  is  now  in  Cana- 
da, informed  a  representative  of  Dry 

Goods  Review  when  interviewed  in  Tor- 
onto this  month  that  the  Lyons  houses 

were  in  a  very  depressed  state, --no  cr- 
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Four  Beautiful  Novelties 
1.  A  beautiful  blue  voile  with  large  beauty  floral  design.  2.  A  bronze  voile  with  satin  stripe  in  self  tone.  3.  An  exquisitely 
delicate  design  in  pastels  is  this  figured  marquisette.  4.  A  dainty  silk  voile  in  lavender,  rose  and  blue. — Draped  and  shown  by 
\V.  R.  Brock,  Toronto. 

ders  had  been  received  to  speak  of  since 
the  Autumn  and  the  French  houses  had 
suffered  very  much  at  the  hands  of 
American  customers  through  heavy  can- 

cellations. In  view  of  their  struggle  to 
huild  up  this  world-famous  industry 
which  had  been  so  retarded  by  the  war 
the  silk  manufacturers  were  undergoing 
additional  hardships.  M.  Mouterde  was 
pleased  with  the  cheerful  attitude  in 
Canada  and  said  that  as  France  had 
been  affected  by  the  slump  after  this 
country  it  would  follow  that  their  re- 

covery would  not  be  apparent  until  af- 
ter the  improvement  was  noted  on  this 

sidje.  He  hoped  that  business  would 
gather  some  impetus  by  March  or  Feb- 
ruary. 

M.  Mouterde  stated  that  in  France  at 
present  there  was  a  revived  interest  in 
Georgettes.  The  world-renowned  de- 

signers were  using  Georgettes  lavishly 
in  their  new  creations;  and  models  orig- 

inated for  wear  at  almost  every  sort  of 
function  were  being  developed  in  soft 
"drapery"  materials,  including  Georg- 

ettes, crepe  de  Chines,  and  a  new  soft 
silk  fabric  created  for  sports  wear  known 
as  "Toile  Paysanne." 

Taffetas   Scarce 

Taffetas,  too,  were  being  widely  fea- 
tured in  Paris,  and  in  M.  Mouterde's  opin- 

ion, corroborated  by  numerous  silk  deal- 
ers here,  it  is  altogether  likely  that 

there  will  be  a  near  famine  in  dark- 
toned  taffetas — especially  navy  blue.  At 
the  present  time  it  is  very  difficult  to 
get  any  quantity  of  navy  taffeta,  and 
the  make-up  trade  are  featuring  it  very 
strongly  in  Spring  lines.  French  silks 
are  being  offered  at  a  reduction  of  33  1-3 
per  cent. 

Silk  voiles  and  marquisettes  in  fancy 
designs  such  as  those  in  the  illustrations 
featuring  the  novelties  in  cotton  and 
silk  fabrics  for  Spring  and  Summer, 
1921,  are  to  have  a  very  strong  run  and 
will  be  available  in  one  of  the  best  as- 

sortments of  color  and  the  biggest  range 

of  patterns  seen  for  many  seasons.  Sa- 
tin stripes  are  to  be  unusualy  smart. 

Among  the  beautiful  novelty  patterns 
which  are  already  being  shown  to  the 
Canadian  trade  for  1921  is  an  all-silk 
taffeta  with  figured  silk  flowers  inter- 

woven with  tinsel  effects,  whic'h  are 
superb  as  to  design.  A  warp  printed 
velvet  on  a  satin  ground  in  Dresden  col- 

orings was  also  a  striking  novelty  no- 
ticed recently. 

The  output  from  American  mills,  it 
is  said,  is  only  about  10  to  20  per  cent, 
of  normal,  and  as  very  little  interest  is 
being  manifested  in  the  United  States 
regarding  silks  at  their  present  prices, 
it  is  not  expected  that  many  real  novel- 

ties will  be  introduced  for  the  coming 
season.  It  must  be  remembered  that 

when  the  cutting-up  trade  is  quiet,  large 
stocks  of  silks  are  made  available  for 
open  trade,  which  would  not  otherwise 
be  obtainable.  The  past  few  months  have 
demonstrated  this  and  one  of  the  import- 

ant results  of  the  change  of  conditions  is 
the  fact  that  fewer  and  fewer  buyers  are 
going  abroad  now  for  their  supplies 
and  more  and  more  orders  are  being 
placed  at  home.  A  continuance  of  this 
feeling  will  not  fail  to  create  a  nor- 

mal demand  for  merchandise  which  will 
rapidly  liquidate  surplus  supplies  and 
place  the  silk  market  on  something  like 
its  old  basis. 

A  prominent  American  manufacturer 
gives  it  as  his  opinion  that  within  about 
two  years  the  inferior  qualities  of  silk 
will  not  be  wanted  because  standards 
of  quality  are  slowly  but  surely  work- 

ing upwards. 

In  this  connection,  a  Montreal  im- 
porter holds  another  theory,  namely, 

that  there  may  be  a  considerable  amount 
of  substitutes  offered  in  place  of  the  ex- 

cessively high-priced  silks  for  sports  and 
evening  wear  which  have  been  inacces- 

sible to  the  general  public  until  this 
year.  He  did  not  believe  the  finest  qual- 

ities could  be  offered  at  much  below  $7 
per  yard  and  in  consequence  he  feared 

a  reactionary  demand  for  cheap  substi- 
tutes for  Summer,   1921. 

Taffetas    to    Continue 

In  point  of  popularity  of  fabric,  Dry 
Goods  Review  is  informed  that  taffeta 
is  to  lead  the  van  of  fashion  on  this 

side,  too,  and  navy,  black,  nigger  brown 
and  changeable  effects,  will  predominate. 
Charmeuse  is  extremely  good  for  pre- 

sent selling  but  is  expected  to  decline 
in  favor  after  Easter,  as  it  is  essentially 
a  Winter  fabric.  One  shade,  however, 
termed  Japan  blue,  is  being  called  for 
already,  especially  for  sashes,  facings 
and  other  trimmings  where  a  satin-fin- 

ished  silk  is  preferred. 

Crepe  de  Chine  is  promised  a  revival 
for  Summer,  1921,  especially  in  oyster, 

ivory  and  flesh  shades  and  will  rival 
Georgette  for  fine  blouses.  Crepe  de 
Chine  lends  itself  to  both  sports  and 
dress  wear  and  will  be  a  close  follower 
to  taffeta. 

Georgette  in  the  better  grades  has 
come  to  stay  as  a  staple  article,  ac- 

cording to  a  prominent  buyer  in  Mont- 
real. This  buyer  is  enthusiastic  over 

the  new  silk  "mai'quisette-voile"  fabric 
for  Summer,  1921,  which  is  one  of  the 
few  novelties  to  put  in  an  appearance. 
This  fabric,  it  is  claimed,  will  wash  and 
wear  perfectly  while  preserving  an  ap- 

pearance of  silkiness  and  soft  texture, 
quite  unusual  in  the  corresponding  cot- 

ton fabrics. 

The  humble  pongee  is  again  obtain- 
able in  adequate  quantities  and  will  be 

much  in  demand  next  season  for  suits, 

dresses,  household  furnishing  and  chil- 
dren's wear.  Little  interest  is  shown 

in  dyed  pongees  at  present,  the  principal 
call  is  for  the  natural  shade. 

The  vogue  for  silk  underwear  is  cre- 
ating an  enormous  demand  for  flesh 

shades  in  all  silks,  and  the  Japanese  ha- 
butais  and  ordinary  Chinas  are  reviving 
in  favor.     Silk  tricot  fabrics  are  reported 

(Continued  on  next  page) 
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Textile  Industry  in  Good  Position 
Fifty  New  Factories  Added  During  Past  Year — Big  Business  is  Expected,  Which  Will  Be 

Materially  Increased  With  the  Circulation  of  Canadian  Money  in  the  Canadian 
Market  by  Those  Who  Can  Afford  to  Spend. 

LIGHT  is  commencing'  to  dawn  from out  the  commercial  chaos.  And 

dry  goods  merchants  may  take 
hope  from  the  particularly  favorable 
position  in  which  the  textile  industry  in 
Canada  finds  itself.  Fifty  textile  factor- 

ies were  added  to  Canada's  list  during 
the  past  year,  making  the  total  number 
of  such  industries  450.  Financial  state- 

ments show  that  most  of  these  have  done 

well,  a  fact  further  verified  by  the  plant 
additions  now  being  made  and  contem- 

plated. These  industries  have  in  the 
main  kept  full  work  staffs  during  the 
present  era  of  general  unemployment, 
although  some  slowing  down  is  noted. 

The  lesson  from  this  situation  is  that 
those  who  have  money  to  spend  should 
spend  it.  And  they  should  spend  it  in 
Canada.  The  products  of  other  countries 
are  again  coming  on  the  Canadian  mar- 

ket in  competition  with  our  own  pro- 
ducts, the  volume  of  which  was  vastly 

increased  during  the  war.  The  main- 
tenance of  present  prosperity,  accompan- 

ied by  restoration  of  normal  prices,  the 
restoration  of  the  Canadian  dollar  to 
normal  value,  and  the  restoration  of 
public  confidence,  can  all  be  accomplish- 

ed by  buying  Canadian  made  products 
now. 

Prices  Back  to  Normal 

Spectacular  prices  for  wool  and  wool 
products  resulted  from  the  abnoi-mai 
war  demand.  Increasing  labor  costs 

have  maintained  the  price,  but  the  world's 
stored  wool  must  eventually  find  the 
market.  Cessation  of  buying  has  all  but 
now  cured  universal  extravagence.  The 
public  must  necessarily  commence  buy- 

ing again  soon.  If  their  confidence  is 
restored  business  will  be  stabilized  and 
woollen  prices  will  decrease  gradually  to 
a  normal  level. 

Throughout  the  country  cotton  stocks 
are  very  low  and  the  promise  is  that  the 
next  year  will  be  extremely  busy  for 
cotton  products  manufacturers.  For  some 
months  past  trade  in  these  Tues  has 
been  dull,  has  fallen  flat,  and  while  from 
eight  to  nine  months  are  required  to 
reflect  the  price  of  raw  cottons  in  the 
retail  market,  it  is  most  probable  that 
the  coming  year  will  see  increased  ac- 

tivity with  easy  grades  in  price  reduc- 
tion, so  that  there  will  be  little  loss  and 

inconvenience  in  restoring  the  norma! 
state  of  affairs  here. 

The  Canadian  public  should  buy  a 
maximum  of  Canadian  manufactured 
cottons.  We  already  pay  heavy  ex- 

change discounts  to  the  States  for  raw 

material.  We  can't  afford  to  duplicate 
that  loss  by  buying  American  manufac- 

tured   goods.      So    litre    again    mainten- 

ance of  stability,  restoration  of  public 
confidence  and  restoration  of  our  dollar 
all  combine  mutually  to  support  each 
other. 

Newest  English  Wash 
Fabrics 

1.  Dull  blue  ground  with  conventional  de- 
sign of  rose  and  blue  and  black.  2.  Blue 

ground  with  futurist  pattern  of  rose,  yel- 
low, black  and  blue.  3.  Dark  blue  ground 

with  violet  stripes  and  multi-colored  motifs. 
4.  White  ground  with  large  motifs  of  pink 
and  blue. — Courtesy  Hodgson,  Sumner  & 
Co.,  Montreal. 

Silks  First  to  Go 

Silks  were  the  first  of  the  commodi- 
ties in  the  dry  goods  group  to  show  the 

trend  of  affairs.  The  market  went  to 
pieces  all  over  the  world.  Speculation, 
following  enormously  increased  produc- 

tion for  war  purposes,  is  the  cause.  The 
remedy  is  to  conservatively  cultivate  the 
market  from  both  ends — that  is,  buy 
when  you  can  promote  production  and 
sell  at  as  low  a  margin  as  possible  until 
confidence  is  restored. 

C.  A.  Bogert,  president  of  the  Can- 
adian Banking  Association,  speaking 

generally,  laid  down  the  following  ad- 
vice, which  may  be  applied  specifically 

to  the  dry  goods  trade.    He  said: 

"The  outlook  for  industry  and  busi- 
ness is  not  promising  for  the  next  few 

months,  but  it  is  altogether  probable 
that  by  the  end  of  1921  a  new  era  of 
prosperity  will  be  in  sight. 

"The  doctrine  of  economy  has  been 
wisely  and  insistently  promulgated 
throughout  the  country,  but  the  time  has 
arrived  when  people  with  money  to  spend 
should  afford  some  encouragement  and 
assistance  by  making  reasonable  pur- 

chases. This  cannot  be  construed  as  ex- 
travagance— it  is  the  only  way  in  which 

commercial  liabilities  can  be  reduced 

and  domestic   tiade   stimulated." 

SILKS    ON    HIGH   ROAD   TO 
RECOVERY 

Continued  from  page  97 

fair,  but  tricolettes  or  knitted  silks    are 
not  strong   favorites. 

A  prominent  silk  buyer  said  recently 
to  Dry  Goods  Review,  speaking  of  silk 
fashions: 

"Seldom  has  any  fabric  been  so  gra- 
ciously received  as  Crepe  de  Chine.  It 

promises  to  be  worn  all  the  Spring  and 
Summer.  Black  is  expected  to  be  par- 

ticularly good,  combined  with  brilliant 
color  contrasts.  But  when  in  doubt 

choose  taffeta,  seems  to  be  the  universal 

decision." 
Much  more  will  be  heard  of  the  new- 

est comer  to  silkdom,  during  the  Spring 

months,  namely  the  soft  and  lustrous 
Canton  Crepe,  which  is  both  practical 
and  beautiful,  and  which  was  illustrated 
some  time  ago  in  Dry  Goods  Review, 
along  with  other  silk  samples  sent  out 
by  our  Paris  correspondent.  Although 

more  adapted  to  evening  wear,  the  mak- 
ers will  no  doubt  devise  designs  suitable 

for  day  wear  when  the  weather  becomes- warmer. 
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No  Demand  for  Woolen  Goods  Yet 
Mills  Have  Lost  One  Season   But   Kxpect   Factories  Can  be  Kept  Running     Wholesalers 

Report  That   Big  Stocks   Remain  Unmoved  on  Shelves,  But  Are  Cheerful  For  the 

Future — Expect  Drop  of  25$   This  Fall. 

CONDITIONS  in  the  cloth  trade 
 at 

the  present  time  are  very  hard  to 
understand.  The  principal  diffi- 
culty seems  to  be  that  confidence  has 

been  lost  altogether  on  account  of  the 
quick  deflation  which  has  taken  place  in 
the  price  of  goods.  Prices  are  in  many 
cases  far  below  the  real  value  accord- 

ing to  advices  from  Canadian  mills 
and  really  lower  than  some  of  the  goods 

could  be  made  for  to-day.  The  mills  are 
practically  in  the  position  of  having  lost 
one  entire  season,  that  is,  for  Spring 

goods.  Merchants  and  makers-up  did 
not  order,  preferring  almost  without  ex- 

ception to  use  up  the  stock  on  hand.  Con- 
sequently the  wholesalers  and  jobbers 

are  heavily  stocked  and  most  mills  will 
now  be  selling  out  for  Fall,  1921. 

No  Movement  Yet 

From  the  wholesaler's  point  of  view 
very  little  can  be  said  just  yet. 

"Frankly,  nothing  doing  at  all,"  was 
the  admission  from  one  woolen  goods 
buyer  in  a  big  Toronto  house  this  month. 

"We  are  heavily  stocked  and  our 
goods  have  not  commenced  to  move  yet. 
We  have  practically  no  novelties  except 
in  striped  and  checked  skirtings  and 
everything  is  in  staple  practical  lines. 
We  feel  that  our  customers  will  have  to 
come  into  the  market  before  very  long, 
for  it  stands  to  reason  that  the  retail 

merchants'  stocks  must  be  pretty  low 

by  now." 
The  travellers  are  on  the  road  now, 

but  as  yet  their  reports  are  very  meagre, 
if  available  at  all. 

One  large  Canadian  manufacturer  of 
woolen  coatings  and  dress  goods  asked 
as  to  production  and  prices  for  Fall 
declared  that  prices  for  next  season 
would  likely  be  down  about  25  per  cent, 

on  last  Fall's  prices.  In  the  opinion  of 
one  mill  owner,  those  manufacturers 
with  a  large  range  of  goods  on  hand 
should  be  able  to  pick  up  some  very 
good  business,  and  so  be  able  to  keep 
the  factories  running,  for  it  is  stated 
that  while  there  are  very  big  stocks  in 
the  country  they  are  made  up  principally 
of  very  ordinary  goods  and  it  looks  as 
though  merchants  will  have  to  buy  to 
some  extent  in  order  to  make  their  pre- 

sent stocks  attractive. 

The    Fall    Range 

One  big  mill  in  Canada  is  working  on 
a  splendid  range  of  both  light  and  heavy 
velours.  The  heavy  weight  goods  will  be 
offered  in  an  excellent  range  of  staple 
shades  including  navys,  greys,  browns, 
and  black,  while  a  very  fine  range  in 
novelty  shades   will  be   available   in  the 

lighter  weight  velours.  Tricotine  in  a 
full  range  of  shades  will  also  be  offered 
and  an  excellent  demand  is  anticipated 
for  light  weight  serges. 

At  the  present  time  it  looks  as  though 
the  chief  demands  for  Spring  will  centre 
in  tricotines  and  serges  in  navy  and 

black.  The  manufacturers  of  women's 
suits  and  coats  are  offering  their  sam- 

ples in  the  reliable  navy,  and  it  is  ex- 
pected that  owing  to  the  precarious  state 

of  the  market  risks  will  be  avoided  as 
far  as  possible  and  reliable,  practical 
shades  called  for  in  place  of  too  many 
novelties.  If  things  brighten  up  any- 

thing like  as  quickly  in  the  cloth  market 
however,  as  they  have  in  the  silk  mar- 

ket, manufacturers  of  woolen  goods  can 
hope  for  brighter  days  before  many 
months  pass,  and  even  now  there  is  an 
indication  of  a  wider  range  of  novelty 
cloths  being  called  for. 

Colors   in    Sports    Woolens 

For  novelty  sports  cloths  the  Ameri- 
can color  card,  described  in  Dry  Goods 

Review  some  time  ago,  includes  a  very 
excellent  range  of  pretty  shades  which 
if  not  universally  adopted  will  at  least 
have  a  very  strong  appeal  for  the  mak- 

ers of  lines  for  the  exclusive  trade. 
A  red,  similar  to  cherry,  is  known  in 

woolens  as  Jockey.  Paddock  is  a  deep 
rich  green,  Marathon  a  bright  gold 
which  has  been  much  in  vogue  at  the 
Winter  resorts,  and  Olympic  promises  to 
be  one  of  the  prettiest  bluish  greens. 

Mastic  and  sponge  are  two  distinctly 
smart  tan  shades.  Agate  is  a  reddish 
rust  tone;  Sphinx  a  light  brown  already 
well  known.  Two  other  fascinating 
blues  of  greenish  tone  are  Pagoda  and 
Nippon.  Browns,  true  greys  and  navy, 

however,  will  be  the  leaders  this  Spring- 
apart  from  the  ever  distinctive  black 
which  France  continues  to  place  first  at 
all  seasons. 

The  materials  seen  at  the  wholesale 

houses  during  the  past  month  have  in- 
cluded a  very  complete  range  in  staple 

shades  and  cloths  and  one  leading  house 
features  a  very  fine  collection  of  wor- 

sted checks  in  serviceable  dark  shades 
that  will  sell  at  practically  all  seasons 

for  "knock  about"  skirts  or  for  sports 
wear.  The  plaids  are  in  both  regular 
and  broken  effects  in  dark  green  or  navy, 
i-reen  on  brown,  navy  on  purple,  tan 
on  grey,  etc.  The  checks  are  large  and 
fairly  subdued  as  to  color  combination. 
They  will  lend  themselves  to  the  popular 
cut  in  sports  skirts  and  some  would  be 
quite  serviceable  for  whole  suit  cos- 
tumes. 

"We  have  a  very  heavy  stock  on  hand, 

twice  as  large  as  we  had  this  time  last 

year,"  said  one  woolen  goods  buyer  to 
Dry  Goods  Review  recently.  "There  is 
no  use  avoiding  the  facts.  We  have  all 
we  can  carry  and  until  the  goods  start 
moving  off  we  cannot  possibly  place  any 
more  orders  with  the  mills  until  we  get 

some   ordeis   from   our  own   customers." 

Asked  as  to  their  customers'  attitude 
this  buyer  said:  "We  are  getting  prac- 

tically no  business  at  all  at  present, 
therefore  we  cannot  afford  to  place 
another  order  but  we  fully  expect  that 
things  will  brighten  in  the  woolen  goods 
market  before  very  long  and  then  we 
will  be  able  to  talk  styles  in  materials, 
something  that  we  have  not  dared  to 

think  of  for  months." 
In  the  meantime  the  retailers'  stocks 

are  unquestionably  dwindling  for  from 
all  sides  come  reports  of  good  business 
and  with  the  knowledge  that  there  is 

plenty  of  good  material  available  from 
which  to  choose,  the  merchant  will  in  all 
probability  commence  placing  orders 
without  much  more  delay. 

Actor's  Wife 
Auctions  Coat 

For  Charity 
During  the  recent  visit  of  the  noted 

English  actor,  Sir  Martin  Harvey,  to 
Montreal,  an  interesting  event  too  place 
in  the  St.  Catherine  St.  store  of  A.  J. 
Alexander  Limited,  the  firm  of  furriers, 

when  Lady  Harvey  auctioned  off  a  re- 
markably fine  Hudson  seal  coat  which 

had  been  donated  by  the  firm  in  aid  of 

Lady  Harvey's  home  for  needy  women  in 
England.  The  event  was  one  of  great 
interest  in  all  circles,  both  theatrical 
and  social,  and  the  handsome  showrooms 
of  the  Alexander  store  were  thronged 
with  interested  bidders.  The  coat  was 
auctioned  off  by  Lady  Harvey  from  a 
dais  draped  with  the  Union  Jack,  while 
her  daughter,  Miss  Muriel  Martin  Har- 

vey posed  in  the  coat  during  the 
bidding.  Moving  picture  cameras  were 
busily  at  work  during  the  event  and 
there  was  much  applause  when  the  coat 
was  knocked  down  to  the  highest  bidder 
for  $255. 

Lady  Harvey  expressed  her  apprecia- 
tion of  the  interest  taken  in  the  relief 

fund  in  Montreal  and  thanked  the  firm 
and  the  purchaser  of  the  coat  in  a 

charmingly  worded  speech  before  leaving* 
the   store. 
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Why  Wool  Prices  Show 
a  Fourfold  Increase 

Process  of  Converting  Raw  Wool   Into   Finished  Product  Most 

Expensive — Many  Stages  of  Expert  Handling  Required — 
Prices  Still  200(<  Above  1914  Figures. 

IN  Winnipeg  three  farmers  were  talk- 
ing in  front  of  a  store  window.  Said 

one:  "What  do  you  think  about 
that  for  profiteering?  I  went  into 
this  store  here  to  get  a  10-pound  woolen 
robe  and  the  robbers  wanted  $25  for  it, 

and  I  can  only  get  20  cents  for  my  wool 

to-day." 
Most  likely  the  wool  in  that  robe  was 

originally  bought  from  the  farmer  at 
about  60  cents  but  that  is  only  half 
the  story,  and  here  is  some  information 
that  each  merchant  and  each  clerk 

should  have  to  pass  along  to  the  customer 
who  is  demanding  bargains  in  wool  lines. 

It  takes  two  and  a  half  pounds  of  un- 
washed wool  to  make  one  pound  of 

washed  wool.  The  pound  and  a  half 
that  is  lost  represents  oil,  grease  and 
dirt.  The  process  by  which  these  are 
renewed  requires  high  priced  labor. 
Then  it  is  necessary  to  sort  the  wool 
into  several  grades,  depending  on  the 
fineness  of  the  wool,  and  the  length  of 
it.  These  grades  range  from  shoddy, 
which  commands,  of  course,  the  lowest 

figure,  to  the  "Botany"  if  the  wool  pro- 
duces any  of  this  fine  grade.  The 

amount  of  fine  wool  produced  is  a  small 
percentage  of  the  total  weight.  This 
process  again  involves  considerable  high 
priced   labor. 

Toppings 

The  next  step  is  the  "topping,"  where 
the  various  grades  are  twisted  into 
cones  approximately  a  pound  and  a  half 
each  ready  to  go  into  the  spinning  mach- 

ines. This  operation,  of  course,  again 

calls  for  high  priced  labor.  For  the  pur- 
poses to  which  the  various  grades  are 

suitable,   these   "tops"   are   put   into    the 

spinning  machines,  and  from  a  strand  as 
large  as  your  wrist,  they  are  reduced, 
through  various  machines  to  the  variety 

of  yarns  that  the  various  purposes  re- 
quire. Labor  costs  again  enter  as  a 

factor  here. 
Dyeing 

After  the  wool  has  been  spun  to  the 

yarn  required,  the  next  process  is  dye- 
ing. At  the  present  time,  the  average 

cost  of  dyeing  wool,  as  quoted  by  British 
dye  houses,  is  said  to  be  about  30  cents 

per  pound.  In  the  process  of  dyeing- 
there  is  a  loss  in  weight  of  6  per  cent. 
To  summarize  then,  250  pounds  of 

wool,  as  taken  from  the  sheep,  shrink 
in  the  various  processes  to  94  pounds  of 
dyed  yarn.  We  have  seen  how  a  great 

deal  of  high  priced  labor  has  been  ex- 
pended on  it,  and  machines  costing  thou- 

sands of  dollars  employed.  We  can  now 
understand  why  the  farmer  can  get  60 
cents  for  his  wool,  and  the  knitter  pay 
three-fifty  a  pound  for  his  yarn,  and 

still  no  one  be  "cleaning-up"  the  differ- 
ence. 

For  the  garments  to  be  delivered  this 
Spring,  the  wool  is  all  bought  and  paid 
for.  No  matter  how  panicky  a  raw  wool 

merchant  might  get,  or  how  hard-press- 
ed a  yarn  operator  might  become,  his 

prices  to-day  could  not  make  a  differ- 
ence to  this  Spring's  manufactured  pric- 

es unless  some  one  was  taking  a  licking. 
As  soon  as  each  merchant  or  manufac- 

turer has  "taken  his  loss"  to  the  extent 
necessary  to  realize  the  money  he  ur- 

gently needs,  he  will  either  get  his  cost 
plus  a  profit,  on  what  further  merchan- 

dise he  sells,  or  he  will  refuse  to  do 
further  business. 

The  cost  of  yarn  now,  at  primary  mar- 
kets (yarn  which  will  be  available  for 

next  Fall's  merchandise,  but  not  this 
Spring's)  is  as  low  as  most  experts  fig- 

ure will  cover  the  present  cost  of  pro- 
duction; and  to-day's  prices  are  still  two 

hundred  per  cent  higher  than  the  1914 

levels.  The  wool  going  into  next  Fall's 
garments  will  be  lower  priced  than  at 

present  being  used,  but  will  not,  and  can- 
not approach  .the  1914  levels,  by  50  per 

cent,  by  reason  of  the  higher  labor  costs 
at  every  point  in  production. 

PARIS  SCHEDULES  FEBRUARY 
OPENINGS 

Paris,  Jan.  6. — Several  further 
announcements  have  been  made  of 
the  dates  upon  which  members  of 
the  haute  couture  will  hold  their 
initial  displays  of  the  Spring,  1921, 
collections  now  in  progress. 

Beer,  and  Madeleine  et  Made- leine have  announced  Feb.  7  for 
their  opening,  Lelong  the  fourth 
of  the  same  month,  Martial  et  Ar- 
mand  the  fourth  or  fifth.  The 
Worth  opening  is  planned  for  the 
first  week  in  February  also,  while 
Drecoll  announces  that  the  collec- 

tion will  be  viewed  about  the  tenth. 

INSURE   EMPLOYEES 

Ottawa,  Ont.— President  S.  L.  T.  Mor- 

rell,  of  the  Murphy-Gamble  Co.,  Limit- 
ed, Sparks  Street,  had  a  pleasant  duty 

to  perform  at  the  close  of  the  year  1920 
when  he  notified  the  members  of  the 
staff  to  the  number  of  about  175  that 

they  had  been  insured  for  amounts  of 
from  $500  to  $2,000,  according  to  the 
length  of  their  service  with  the  firm. 
Six  months'  service  was  rewarded  with 

a  policy  valued  at  $500,  while  a  twelve- 
month completed  meant  a  policy  for  $600. 

For  each  year  of  service  $100  per  an- 
num will  be  added  for  five  years  and 

then  $200  per  annum  until  the  full  $2,000 
is  reached.  Several  with  the  11  years 
already  to  their  credit  received  the  free 
insurance  for  the  full   amount. 

In  a  neat  little  speech  to  the  employees, 

Mr.  Morrell  told  of  the  late  Mr.  Ham- 
mill's  desire  for  the  plan  and  how  hard 
he  worked  to  perfect  the  plan  to  suit 
the  needs  of  all.  The  main  idea  was 
to  forge  stronger  the  link  that  bound 
the  employers  and  employees  together, 
and  it  was  the  determination  of  the  new 
directors  to  see  that  the  staff  should  be 

helped  in  any  necessary  way  that  the 
future  may  reveal  advisable  so  that  a 
real   spirit   of   co-operation   will   prevail. 

Plaids  and  Stripes  Are  Good 
(  heik).  and  stripes  are  to  be  prominently  featured  in  smart  Spring  costumes. 

For  all  sorts  of  practical  service  these  worsteds  will  be  used.  The  designs  shown 
introduce  a  new  plaid  and  a  large  check. 

TO    SPEED   UP   BUSINESS 

The- Murphy-Gamble  Company,  Limit- 

ed, of  Ottawa,  advertised  a  "New  Man- 
agement Sale"  which  was  begun  a  few 

days  before  the  New  Year.  Prices  will 
be  most  favourable  to  the  purchasers 
and  a  great  effort  made  to  surpass  all 

selling  records  is  the  goal  aimed  at  by- 
all  the  staff. 
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Looking  for  Gradual  Return  to  Normal 
General  Impression  is  That  the  Cotton  and  Woolen  Industries  Have  Reached  Worst  Stage- 

Improvement  is  Looked  for  Shortly — Woolens  and  Worsteds  Federation  Will  Resort 
to  Black  List  to  Prevent  Further  Cancellations. 

THE  officer  in  charge  of  th
e  De- 

partment of  Overseas  Trade  in 
Toronto  has  furnished  the  follow- 

ing exclusive  statement  to  Dry  Goods 
Review,  based  on  recent  reports  from  the 
head  office  in  London  and  dealing  with 

the  prevailing  market  conditions  in  cot- 
ton* and  woolens: 

Cottons 

The  movements  of  raw  cotton  prices 

have  undoubtedly  assisted  the  mainte- 
nance of  the  depression  during  the  past 

month.  Following  upon  the  selling  or- 
ders, which  the  coal  strike  induced,  there 

were  some  indications  of  improvement, 

but  these  were  probably  merely  the  re- 
action from  overselling  during  the  strike 

period.  Whatever  the  cause,  the  slight 
revival  was  short-lived,  and  present  con- 

ditions are  much  as  they  were  a  month 
ago. 

The  decline  in  the  prices  for  the  raw 
material  has  further  unsettled  the  trade, 
and,  up  to  the  present,  demand  continues 
hesitant  at  the  present  level.  It  is  true 
that  a  fairly  considerable  number  of  en- 

quiries are  received  for  certain  grades  of 
yarns,  but  these  are  generally  made  at 
too  low  a  level  for  sellers  to  consider. 
Many  of  these  enquiries  emanate  from 
India,  and  although  the  above  applies  to 
most  of  these,  where  dhooties  are  con- 

cerned the  position  is  rather  better,  and 
reports  from  Blackburn  indicate  a  fair 
improvement  in  this  branch  of  the  trade. 

While  there  may  be  no  material  indi- 
cation that  such  is  the  case,  the  opinion 

in  this  industry,  as  in  others,  appears  to 
be  gaining  ground  that  the  depression 
has  about  reached  its  worst,  and  that  in 
the  near  future  a  gi'adual  return  to  more 
normal  conditions  will  set  in. 

The  question  of  organized  short  time 
in  the  American  section  has  again  been 
postponed  (see  Bulletin  No.  6.  Vol.  II, 
pp.  230-2),  but  it  is  stated  that  the  Gen- 

eral Committee  of  the  Cotton  Spinners' 
Federation  will  be  asked  at  an  early 
meeting  to  arrange  for  another  ballot 
upon  this  question.  It  has,  in  the  mean- 

time been  decided  to  continue  the  Satur- 
day and  Monday  stoppage  in  the  Egyp- 
tian mills  until,  at  least,  the  middle  of 

this  month. 
Cancellations 

With  regard  to  the  cancellation  of 
goods  on  order,  the  Manchester  Chamber 
of  Commerce  has  called  a  special  meet- 

ing, and  the  following  is  an  extract  from 
their  journal: 

"The  fall  in  yarn  and  cloth  prices 
brought  more  requests  for  cancella- 

tion of  contracts,  this  time  specially 

from  a  section  of  the  American  firms 
who  have  bought  in  Manchester.  The 
Chamber  called  a  meeting  of  those 
interested  and  it  was  unanimously 
decided  then  that  no  cancellations 
should  be  agreed  to  in  cases  where 
the  terms  of  the  contract  had  been 

kept  on  this  side.  Traders  in  Amer- 
ica were  urged  to  recognize  the  sanc- 

tity of  contracts  and  to  take  every 

possible  step  to  induce  the  default- 
ers to  shoulder  their  responsibility. 

The  American  consul  in  Manchester 

(Mr.  Holaday)  afterwards  informed 
the  president  that  the  consular  offi- 

cials of  his  country  had  facilities  for 

dealing  with  trade  misunderstand- 
ings, and  that  he  would  be  willing 

to  assist  in  'his  matter.  It  is  pro- 
posed, accordingly,  that  those  con- 
cerned should  avail  themselves  of 

Mr.  Holaday's  valuable  help." 

The  Legislative  Council  of  the  United 

Factory  Workers  Association  is  consid- 
ering the  question  of  hours  in  the  cotton 

industry,  and  there  is  a  party  in  the  As- 
sociation which  desires  a  44-hour  week, 

instead  of  the  present  48.  The  existing 
arrangement  is  terminable  at  the  end  of 
the  year  at  the  request  of  either  side,  but, 
although  there  is  no  chance  of  an  in- 

crease in  the  working  hours,  a  reduction 
would  be  surprising. 

It  is  reported  that  Oldham  is  installing 
half  a  million  spindles,  apart  from  re- 

newals, and  the  spinning  trade  has  a 
reasonable  confidence  in  its  future. 

Important  Meeting 

The  Committee  of  the  International 
Federation  of  Master  Cotton  Spinners 

and  Manufacturers'  Association  has  just 
held  a  meeting.  Owing  to  indisposition 
of  the  President  (Sir  A.  H.  Dixon)  Mr. 
John  Syz  (Switzerland)  presided.  There 
were  present  Count  Jean  de  Hemptinue 
(Belgium),  Commandatore  G.  Mylius 
(Italy),  Henri  Manuel  (France),  Joan 
Geldaerman  (Holland),  John  Smethurst 
and  F.  A.  Hargreaves  (England),  C. 
Bergh  (Sweden),  T.  Kachi  (Japan),  Dr. 
Zucker  (Czecho-Slovakia)  and  Arno  S. 
Pearse,  general  secretary,  and  John  Pog- 
son,  assistant  secretary. 

Extensive  reports  were  presented  by 
the  individual  members  of  the  Committee 
on  the  state  of  trade  in  the  various  coun- 

tries, from  which  it  was  seen  that  the 
depression  in  industry  is  world-wide  and 
that  short  time,  organized  and  individual, 
is  being  extensively  adopted. 

Final  arrangements  were  arrived  at 
with  regard  to  the  delegation  of  cotton 
representatives  to  the  cotton-growing 
districts  of  Brazil,  in  response  to  an  invi- 

tation extended  by  the  Brazilian  Govern- 
ment. The  party  is  due  to  leave  next 

March.  It  is  expected  that  five  months 
will  be  required  for  the  purpose  of  the 
investigation. 

The  committee  congratulated  the  Eng- 

lish delegates  on  the  steps  that  are  being- 
taken  in  England  for  the  raising  of  a 

levy  for  fostering  cotton-growing  in  the 
British  Empire,  as  it  is  fully  recognized 
that  cotton  must  be  grown  wherever  it 
can  be  grown  on  a  commercial  basis. 

Many  other  subjects  of  an  administra- 
tive character  were  dealt  with.  Sugges- 

tions connected  with  the  holding  of  the 
World  Cotton  Conference  in  Manchester 
and  Liverpool  next  June  were  placed  be 

fore  the  committee,  and  "as  the  chairman 
of  the  International  Cotton  Federation  is 

also  chairman  of  the  World's  Cotton 
Conference,  it  is  hoped  that  steps  will  be 
taken  to  enable  the  International  Feder- 

ation to  be  largely  represented. 
Progress  was  reported  regarding  the 

appointment  of  arbitrators  for  dealing 
with  disputes  arising  out  of  yarn  and 
cloth  contracts  entered  into  between 
traders  in  the  various  countries  affiliated 
to  the  International  Federation.  It  was 

stated  that  many  such  arbitrations  have 
taken  place,  and  that  the  disputes  have 
been  satisfactorily  settled. 

Woolens 

Dealing  with  the  woolen  situation,  the 

report  states: 
The  general  situation  in  this  industry 

remains  with  little  material  change. 
Business  continues  slow  and  is  generally 
confined  to  transactions  for  the  purpose 

of  filling  immediate  requirements.  Busi- 
ness remains  much  as  it  was  last  month, 

scarcely  sufficient  to  provide  a  real  test 
of  current  prices.  At  the  postponed  auc- 

tions (Bulletin  No.  6,  Vol.  II,  p.  232) 
trading  was  distinctly  disappointing, 
prices  being  weak  and  heavy  quantities 
withdrawn. 

There  is  little  doubt  that  buyers  prac- 
tically the  world  over  are  holding  off 

pending  future  price  developments,  and 
this  lack  of  demand  is  accentuated  by 
the  normal  tendency  to  quietness  which 
exists  at  this  period  of  the  year. 

Short  time  working  is  still  adopted  by 

the  majority  of  worsted  spinners,  al- 
though a  number  are  running  full  time 

in  order  to  fulfill  existing  contracts. 
When  cancellations  began  to  trouble 

the  trade  on  a  scale  never  formerly 
known,  and  the  West  Riding  was  snowed 

under  with  "scraps  of  paper,"  there  was 
much  talk  of  countering  the  tactics  of 

manufacturers'  customers  who  repudi- 
Continued  on  next  page 
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Alphonse  Racine 
Hold  Banquet 
At  National  Club 

The  first  annual  convention  of  trav- 

ellers ami  buyers  of  the  house  of  Al- 
phonse Racine,  Ltd.,  manufacturers  and 

wholesale  distiibutoi-s  of  dry  goods,  was 
held  during  the  past  week  and  terminated 

with  a  banquet  at  the  National  Club. 
The  convention  was  an  entire  success 

from  beginning  to  end,  and  the  informa- 
tion, acquaintanceship  and  splendid 

house-spirit  that  developed,  realized  the 
ultimate  of  expectations  indulged  in  by 

this  house  in  inaugurating-  this  idea  of 

gettii  _   "    .   ther. 
The  chairman  was  Mr.  Norman  Paulet, 

who  handled  the  meeting  in  a  splendid 
manner.  The  incoming  chairman  of  the 

convention  for  1921,  Mr.  D.  R.  Campbell, 

director,  presided  at  the  banquet,  in 
which  jiearly  one  hundred  of  the  staff 

and  officer?  of  the  company  participated. 

At  the  table  of  honor  were  the  president, 

Alphonse  Racine;  the  vice-president, 
Hector  H.  Racine;  Yvon  Dupre  and  P.  E. 

Bissonnette.  directors;  Paul  Mariot,  sec- 
retary: N.  Paulet,  merchandise  manager; 

J.  B.  Barrette,  superintendent;  J.  L. 

Coutlee,  credit  manager;  L.  E.  Charron, 

prefect  of  the  county  of  St.  Hyacinthe, 
manufacturer  and  traveller  for  the  com- 

pany; ar.d  F.  J.  Murphy,  representative 
in  the  province  of  Nova  Scotia. 

After  the  toast  to  "Our  King  and 

Country  '  was  sung,  the  toast  to  "Our 

Firm"'  was  proposed  by  N.  Paulet,  who 
gave  a  brief  history  of  the  company, 

which  was  founded  in  1878  by  the  late 

Hon.  Alphonse  Racine.  The  president 

and  vice-president  responded  to  this 

toast.  To  "Our  Buyers"  was  coupled  the 
names  of  J.  M.  0.  Gagnon  and  James 

Mitchell.  "Oui  Travellers"  was  re- 

plied •  P.  E.  Bissonnette,  of  Ottawa, 
L.  E.  Charron,  St.  Denis,  F.  J.  Murphy, 
Sydney.  C.B.,  G.  F.  Adamson,  Ottawa, 
and  E.  A.  Lapierre,  Sudbury. 

imunity  singing  of  popular  and 
folk  Bonga  in  French  and  English  and  a 
programme  of  solos,  monologues,  etc., 
was  given  at  intervajs  during  the  ban- 

quet. The  splendid  talent  was  entirely 
from  among  the  staff,  and  among  the 
artists  were  Messrs.  Lavoie,  Rochon, 
Robitaille,  Bissett,  Rochette,  Thibaudeau 
and  Heroux. 

The  banquet  came  to  a  close  with 
rom  visitors,  who  came  in  at 

a  late  hour — a  well-known  business  man 
and  a  well-known  professional  man — a. 
•I.  Dugal,  managing  director  of  Dupuis 
Frere^.  and  Dr.  A.  L.  Guertin. 

/<a>-    ̂ *w     «*• 

quarters,  overseas  buyers  will  no  doubt 
be  interested  to  learn  that  such  an  inno- 

vation is,  in  fact,  coming  into  being. 

Resort  to  a  Black  List 

The  Woolen  and  Worsted  Trades  Fed- 
eration, which  comprises  no  fewer  than 

twenty-one  organizations  in  the  two 
branches  of  the  wool  textile  industry,  and 
the  individual  firms  composing  which 
have  suffered  severely  as  the  result  of 

the  recent  wholesale  repudiation  of  con- 
tracts, has  at  length  decided  that  nothing 

but  a  black  list  will  meet  the  unprece- 
dented situation.  It  intends  to  proceed 

at  once  to  institute  what,  it  is  believed, 
will  prove  an  effective  instrument  in  pre- 

venting unjustifiable  cancellations. 

It  should  be  explained  that  this  drastic 

procedure  will  be  employed  with  discrim- 
ination, and  that  where  circumstances 

warrant  consideration  in  favor  of  the 
customer,  he  will  obtain  the  full  benefit 
of  them,  but  a  vigorous  policy  is  to  be 
adopted  towards  buyers,  concerning 
whom  it  is  felt  that  they  are  placing  or- 

ders with  the  predetermined  intention  of 
repudiating  the  contract  should  the  mar- 

ket move  against  them  in  the  meantime. 

Mr.  George  H.  Wood,  the  secretary  of 

the  Federation,  states:  "We  have  defi- 
nitely resolved  to  'black  list'  people  who 

act  contrary  to  commercial  morality. 
Further,  where  cancellations  are  unfair 

and  contrary  to  law,  we  are  going  to  ad- 
vise our  members  to  take  legal  proceed- 

ings, and,  for  the  best  legal  advice  the 
Federation  can  find,  its  financial  support 
will  be  behind  any  member  involved. 
The  Woolen  and  Worsted  Trades  Feder- 

ation represents  from  80  to  90  per  cent, 
of  the  production  of  the  industry,  so  that 

the  one  black-list  should  be  effective." 
The  remedy  comes  somewhat  late  in  the 
day  when  much  of  the  damage  done  is 
irreparable,  but  it  is  to  be  hoped  that  it 
will  lead  to  a  material  reduction  in  the 
number  of  cancellations  in  the  future. 

Variety  in  Voiles 
Six  charming  designs  in  cotton  and  silk 
voiles,  revealing  floral,  conventional  and 
geometric  designs  in  combinations  of  blue 
with  beauty  and  grey;  taupe  with  brown, 
yellow  and  royal;  taupe  with  plum,  tur- 

quoise and  henna.  The  second  and  fifth 
samples  from  the  top  are  from  the  lines  of 
\V.  R.  Brock,  Montreal.  The  other  designs 
shown  are  being  offered  by  the  Sterling 
Lace  &  Novelty  Co.,  Ltd.,  Toronto. 

LOOKING  FOR  GRADUAL  RETURN 
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ated  their  obligations  by  establishing  a 

"black  list,"  but,  probably,  beyond  the 
limits  of  the  wool  textile  industry,  the 
threatened  measure  of  defence  was  not 
regarded  very  seriously.  Although, 
however,  it  was  thus  regarded  in  many 

H, 

P.  Ritchie  and  Co. 

Hold  Annual  Dance 

Social  Affair  Becomes  Annual  Institution 
— Heads  of  Firm  Act  as  Hosts  and 

Officiate  on  Committee. 

A  delightful  dance  followed  by  a  sup- 
per and  more  dancing  was  the  splendid 

entertainment  given  by  H.  P.  Ritchie  and 
Company  to  their  employees  and  a  few 
business  friends  on  Jan.  6th.  Through 

Mr.  Ritchie's  generosity  this  is  an  an- 
nual affair  and  greatly  looked  forward  to 

by  the  staff. 
The  examining  department  was  taste- 

fully decorated  by  the  commitee,  Messrs. 
H.  P.  Ritchie,  C.  A.  Cummings,  A.  C. 

Legard,  B.  Devins,  A.  McLeod,  J.  Kirk- 
wood  and  J.  Neilson.  Messrs.  Bodley 

and  Cole  supplied  the  music  and  refresh- ments. 
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Qfie  Seal  of  {Distinction 

The  Value  of  a  Label 
It  is  the  maker's  identification — an  assurance 

of  fabric  value. 

The  Shelton  Looms  label  in  a  garment  assures 

you  and  your  customers  that  it  is  the  genuine — a 
protection  against  inferior  imitations  —  an 
accepted  sign  of  fabric  quality  in  Woven  furs. 

The  importance  of  The  Shelton  Looms  label 
is  emphasized  in  our  national  advertising  in 

women's  publications  and  the  rotogravure  sec- 
tions of  Sunday  newspapers. 

The  significance  of  this  identification  mark  is 

appreciated  by  America's  leading  garment  man- 
ufacturers— they  use  Shelton  Looms  labels  in 

garments  made  of  these  superior  fabrics. 

Insist  that  garments  made  of  Woven  Fur 

Fabrics  bear  this  "mark  of  distinction" — The 
Shelton  Looms  label. 

SIDNEY  BLUMENTHAL  &  CO.  Inc. 
395  Fourth  Avenue  .  New  York  N.Y. 
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What  will  appeal  to  the  ladies? 
We  have  it ! 

5K 
\i$ 

Crepes  de  Chine 

Georgettes 
Chiffons 

Ninons 

Satins 

Printed  Silks 

Silk  Shirtings 
Plain  and  fancy 

Cotton    Novelties 

It's  World  Wide 
Our  reputation  for  the  finest  of  the  fine  ! 

Wherever  the  most  exquisite  effects  and  superb 
qualities  are  sought,  our  lines  prove  worthy  to  stand 
in  the  front  ranks.  You  can  offer  them  to  your 
discriminating  clientele  with  complete  confidence 
that  they  will  give  the  desired  effect  and  satisfaction. 

PLACE  NOW 

and  protect  yourself  against  shortage. 

We  carry  at  all  times  a  well  -  assorted  stock 
in  Crepes  de  Chine,  Georgettes,  Satins,  Shirtings, 
Printed  Silks,  Chiffons,  Ninons. 

Les  Successeurs  de 

Albert  Godde,  Bedin  &  Cie 
PARIS  TARARE  LYONS 
LONDON  NEW  YORK 

EMPIRE  BUILDING,  64  WELLINGTON  STREET  WEST 

Telephone  :  Adelaide  3062 
TORONTO 

E.  Desnoux,  Rep. 

Western  Canada  Agent:  Edwin  J.  Kirkbright,  205  Bower  Bldg. 
Vancouver,    B.C. 
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FLEUR-DE-LYS 
SEWING  SILKS 

are  filling  the  need  for  sewing  silks  of 
quality,  fast  color  and  permanency,  for 
they  neither  fray  nor  break. 

We  keep  pace  with  the  times  in  having 
silk  to  match  every  shade  as  it  is  placed 
on  the  market.  In  doing  this  the  staple 
lines  are  not  neglected,  but  a  full  stock 

is  prepared  to  meet  the  constant  de- 
mand. 

Have  you  lost  sales  from  lack  of  variety? 
Then  let  us  keep  you  supplied  with  the  best 
values  in  Sewing  Silks  obtainable,  namely, 
Fleur-de-Lys. 

INDEPENDENT  SILK 
LIMITED 

350-380  St.  Paul  Street  East 
MONTREAL 

Hum   milium   i   mi  mm  mm  mm  mi   i   mm   iiiiiiiiiiiiiiimiii   i   ■  -1.1111:1:  milling 

I  STOCK 

BARBOUR'S  &  KNOX'S SUPERIOR  QUALITY 

LINEN  THREADS 
FOB 

Carpet  -  Tailoring  -  Fur  and Retail  Trade 

FRANK  &  BRYCE  Limited 
Toronto  MONTREAL  quebec      | 
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Desparois  Garneau 
Coon  Coats 

$  1 50.22 

up 

We  carry  the  largest  assortment  of 

Coon  Coats,  on  the  racks,  in  Canada 

Desparois,  Garneau  &  Cie,   Limitee 
FURRIERS 

465  St.  Paul  St.  West 
Montreal 
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Anticipate  Higher  Fur  Prices  Soon 
R   S.  Coltart   of  Candian  Fur  Auction  Sales  Co.,   Explains  Outlook  for  Spring — Auctions 

Will  Have  Effect  Upon  Business — Wholesalers  Tempting  Buyers  With  Compara- 
tive Price  Quotations — Market  Expected  to  Firm  Up  Before  Long — Best 

Time  to  Buy  Now. 

THE  situation  in  fu
rs  has  not  im- 

proved materially  since  the  New 

Year  began.  Sacrifice  sales  in  both 

retail  and  wholesale  houses  continue  to 

occupy  the  attention  of  buyers  who  are 

undoubtedly  looking  for  bargains  in  the 

widest  sense  of  the  word.  Manufacture
rs 

are  advertising  the  fact  that  retail  prices 

of  manufactured  furs  have  reached  their 

lowest  level,  and  are  likely  to  increase 

in  the  near  future.  According  to  R.  S. 

Coltart,  vice-president  and  managing 

director  of  the  Canadian  Fur  Auction 

Sales  Co.,  Ltd.,  the  public  have  been  led 

to  expect  a  decline  in  the  retail  price  of 

manufactured  furs,  on  account  of  the 

decline  in  raw  furs,  which  misrepresents 

the  present  situation  entirely.  "The 
original  value  of  the  raw  skins  alone  is 

only  a  proportion  of  the  total  cost  of 

the  finished  product,"  stated  Mr.  Coltart. 

"Raw  skins  have  to  be  dressed  and  often 

dyed,  and  then  manufactured.  The  cost 

of  these  three  processes  is  on  the  in- 

crease, together  with  the  cost  of  all  ac- 
cessories. 

"The  reduction  in  the  retail  price  to 
which  the  public  is  entitled  on  account  of 
the  decline  in  the  cost  of  the  raw  furs 
has  been  more  than  taken  care  of  by  the 
retailer.  However,  price  declines  have  not 

come  as  suddenly  in  the  retail  fur  indus- 
try as  in  the  raw  fur  trade.  The  move- 

ment towards  lower  prices  has  been  in 
progress  since  last  March  or  April. 

"The  very  late  season  caused  retailers 
to  cut  prices  from  what  were  considered 
by  the  trade  as  fair  values,  and  prices 
are  now  at  the  lowest  point  that  can  be 
expected  for  some  time.  The  demand  for 
fine  furs  will  be  greater  as  the  season  ad- 

vances and  prices  will  be  correspondingly 

higher." 
Auction   Will   Have  Cood   Effect 

According  to  prominent  Montreal 
wholesalers  in  the  fur  business  it  is  an- 

ticipated that  the  coming  auction  will 
stabilize  conditions  to  a  marked  extent. 
The  coming  three  months  will  probably 
be  quiet  ones  in  the  industry  since  the 
busiest  time  of  normal  seasons  has  come 

and  gone  and  even  though  a  sudden  re- 
awakening of  interest  in  furs  should 

come  to  pass,  weather  conditions  would 
militate  against  favorable  business  con- 

ditions.    It  is  not  anticipated  that  many 

Ideal  For  Early  Spring 
A  charming  velvet  cape  which  owes  con- 

siderable of  its  charm  to  the  narrow  bands 
of  squirrel  which  choose  to  follow  its  cir- 

cular course  on  three  occasions.  The  same 
fur  draped  provides  a  cosy  and  becoming 
collar. 

furs  will  be  worn  next  summer  in  Can- 
ada although  in  the  United  States  the 

habit  of  wearing  summer  furs  is  estab- 
lished as  a  custom  in  all  parts  of  the 

country.  Canadian  representatives  of 
fur  manufacturers  have  not  as  yet  gone 

out  on  the  road  with  next  season's 
samples  as  it  is  not  thought  that  the 
retailers  are  yet  ready  to  place  orders, 

and  in  consequence  it  would  not  be  worth 
while  to  send  travelers  out  until  more 
interest  becomes  manifest  in  this  line. 

Prices  as  quoted  by  the  manufacturers 
and  wholesalers  will  not  be  revised  any 
more  this  season  and  it  has  been  stated 

by  the  foremost  fur  makers  that  it  is  un- 
questionably the  time  to  place  orders 

now  while  operatives  and  finishers  are 
slack  and  anxious  to  work  the  normal 
time.  The  present  tendency  to  delay 

placing  orders  in  furs  by  retailers  will 
doubtless  have  an  unpleasant  effect  in 
this  regard  later  on,  as  manufacturers 
state  that  overtime  work  is  not  regarded 
favorably  by  the  workers  during  the 
warm  weather  and  consequently  a  short- 

age is  bound  to  occur  if  all  orders  are 
indefinitely  postponed  until  the  very  last 
moment.  Deliveries  for  1921  are  ex- 

tremely problematical  from  present  con- 
ditions unless  orders  begin  to  come  in 

before  very  long.  Furthermore,  prices 
quoted  now  will  be  decidedly  lower  than 
those  which  will  be  in  order  when  a  sud- 

den demand  comes  from  all  over  Canada 
at  once. 

In  the  United  States  it  is  stated  that 
the  resistance  of  the  trappers  to  the  low 
prices  offered  for  new  skins  has  had 
some  effect  on  the  fur  market  since  the 

second  price  lists  sent  out  by  firms  in  St. 
Louis  and  New  York  are  quoting  prices 

higher  than  previously.  The  Inter- 
national Fur  Exchange  has  sent  out  an 

admonition  to  trappers  throughout  the 
world  to  stop  trapping  in  an  effort  to 
check  the  declining  values  of  raw  pelts. 
As  is  known  to  the  trade  at  large  the 
coming  auction  in  the  United  States, 
under  the  auspices  of  the  International 
Exchange  of  St.  Louis,  will  witness  the 

assembling  of  perhaps  the  largest  col- 
lection of  raw  and  dressed  furs  the  trade 

has  ever  known.  This  collection,  with 
a  value  estimated  to  be  about  $15,000,000 

at  the  present  time,  is  thought  to  re- 
present the  entire  Funsten  holdings  in 

furs.  Its  value  a  year  ago  when  most 
of  it  is  believed  to  have  been  accum- 

ulated, would  have  been  $40,000,000  or 
more,  according  to  market  authorities. 
The  total  offering  by  far  exceeds  that  of 
February,  1920,  when  Funsten  Bros.  & 
Co.,  realized  more  than  $27,000,000 
through  the  sales  of  merchandise  put  up 
for  auction  at  that  time. 

The  largest  individual  item  are  musk- 
rats,  of  which  1,234,000  are  to  be  offered; 
squirrel,  with  2,110,000  in  the  collection, 
and  mole,  with  2,625,000  skins.  There  is 
sufficient  merchandise  of  almost  every 

type  in  the  collection  to  explain  to  the 
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satisfaction  of  fur  men  the  "no-trapping" 
campaign  which  Funsten  Bros.  &  Co. 
have  been  conducting.  It  is  generally 
anticipated  that  only  a  small  part  of  the 
total  collection  will  be  sold. 

The  Funsten  sale  will  be  preceded 
directly  by  auctions  held  by  the  New 
York  Fur  Auction  Sales  Corporation  and 
the  Canadian  Fur  Auction  Sales  Co.,  of 
Montreal.  The  total  value  of  collections 
to  be  sold  by  these  two  organizations  is 
not  expected  to  exceed  $5,000,000.  At 
the  same  time  that  these  sales  are  in 

progress,  fur  auctions  will  also  be  con- 
ducted by  the  large  London  companies. 

It  is  expected  that  while  every  effort 
will  be  made  to  sell  as  large  a  part  of 
the  offering  as  possible,  ample  support 
will  be  given  to  the  market  to  prevent 
any  unwarrented  slump  in  prices,  or 

slaughter  of  merchandise.  Prices  ap- 
proximating the  intrinsic  value  of  the 

Belts  are  anticipated  and  no  likelihood 
of  the  fur  being  given  away  is  feared. 
Some  indication  of  the  probable  trend 
of  prices  in  the  coming  Montreal  auction, 
to  be  held  at  the  end  of  January  will  be 
afforded  by  the  New  York  sale  on  Jan- 

uary 17th. 

Comparative   Prices 

Montreal  wholesale  firms  are  adver- 
tising comparative  prices  at  the  present 

time  to  illustrate  clearly  to  the  buying 
public  the  enormous  advantage  of  pur- 

chasing now.  One  firm  prints  a  table 
showing  at  a  glance  the  tremendous  dif- 

ference existing  in  values  as  asked  last 
March  with  present  January  prices,  as 
follows: 

Fair  Our 
Retail     Wholesale 
Values  Price 

in  March     To-day- 
Hudson   Sea]        SI, 000  $400 
French    Seal              500  175 
Muskrat               500  200 
Raccoon               850  350 
Russian   Pony             400  140 
Hair    Seal              250  150 
Australian    Raccoon    (selected).         350  150 

Another  wholesale  house  is  offering  a 
quantity  of  its  dressed  pelts  in  the  raw 
state  to  the  public  at  remarkable  reduc- 

tions' as  follows : 

SKINS 

Taupe   skins,    very   good   quality       $0.25 
White   Hare,   extra  good   quality   large   skins  1.00 
French  Seal  "Chapel  dyed,"  large  range  from  1.75 Australian     Opossum,    extra    quality,     silver 

grey,  large  quantities  to  be  sold    3.00 
Australian   Opossum   No.    1,    also  grey   silver  2.00 Australian   Opossum,   No.   2       1.50 

Alaska    Sable,    extra    selection    .  .  4 '.  00 Persian    Lamb,    our    specialty,    fine    quality 
and    great    choice    at       10  00 

Natural   Otter  of  Labrador  at    35  00 

Conditions 

Many  firms  realize  that  prices  had  to 
come  down  and  that  profits  at  the  best, 
must  be  cut  considerably  and  a  loss 
taken.  Despite  this,  it  is  contended  that 
the  public  has  carried  some  proportion 
of  the  losses  consequent  upon  recon- 

struction, having  made  the  high  price 
itself  when  money  was  more  free. 
Unless  profits  are  cut,  the  whole  trade 

will  suffer  considerably  and  many  of  the 
weaker  firms  go  to  the  wall,  with  much 

unemployment  resulting.  'However, 
members  of  the  trade  are  now  more  op- 

timistic and  express  confidence  that  the 
fur  business  will  emerge  triumphant 
soon  from  its  recent  trials.     Bank  pres- 

sure, it  is  claimed,  has  not  been  without 
its  effect  and  has  entailed  a  certain 
amount  of  forced  sale  and  an  additional 

amount  of  price  cutting.  Firms  adver- 
tising reductions  as  high  as  fifty  per 

cent,  are  not  altogether  in  favor  with 
their  competitors,  who  allege  that  they 
have  merely  taken  the  sum  of  the  various 
reductions  of  five,  ten,  and  fifteen  per 

cent,  of  past  months  and  added  them  to- 
gether. This,  they  claim,  may  eventually 

harm  the  advertisers,  as  it  tends  to  give 

the  public  the  impression  that  the  bot- 
tom has  dropped  out  of  the  market  and 

will  cause  them  to  await  still  further 
drops. 

Canadian  Fur  Auction  Sale  to 
Be  Held  at  Windsor  Hall 

List  of  Offerings  Announced — Skins  to  be  on  Display  Two 
Days  in  Advance  of  Opening  Date,  January  29th — 

Reservations  Made  for  500  Buyers. 

The  list  of  offerings  for  the  annual  auction  of  the  Canadian  Fur  Auction 
Sales  Company  was  issued  during  the  week  of  January  10.  The  auction  is 
scheduled  to  take  place  at  Windsor  Hall  on  January  31  and  succeeding  days, 
but  the  skins  will  all  be  on  display  at  the  company's  warehouse  from  9  a.m. 
on  the  27th  of  January,  on  which  date  also  the  official  catalogue  will  be 
issued. 

Owing  to  the  enormous  variety  of  pelts  exhibited,  unusual  care  is  beinp 
taken  to  ensure  the  perfect  condition  of  each  and  every  lot  offered  for  sale. 
It  has  been  arranged  that  the  sample  or  show  bundle  shown  at  the  auction 
shall  be  inferior  to  the  bulk  which  it  represents,  in  order  that  no  disappoint- 

ment shall  be  felt  by  purchasers. 

The  method  of  grading  adopted  by  the  London  Fur  Sales  will  be  closely 
adhered  to  and  the  opinion  has  been  freely  expressed  by  those  in  closest 
touch  with  the  fur  market  that  the  auction  will  undoubtedly  have  the  effect 
of  standardizing  prices  and  stabilizing  this  market  in  Canada. 

Reservations  have  been  made  in  the  hall  for  some  500  buyers,  but  the 
general  public  will  be  admitted  as  far  as  accommodation  will  permit.  Bulle- 

tins will  be  posted  at  the  close  of  each  day's  bidding,  with  statements  of  the 
proceedings  detailed  thereon. 

The  skins  offered  are  as  follows: 

650 
Badger 

300 Bear 

5,000 

Beaver 

35,000 
Ermine 

500 Fisher 

32 

Blue  Fox 

50 Cross  Fox 

3,500 
Red  Fox 

350 Silver  Fox 

1,100 
White  Fox 

350 
Lynx 

3,600 

Marten 

15,000 Mink 
200,000 Muskrat 

68 

Musk  Ox 

5,000 Opossum 400 
Otter 

20,000 
Raccoon 

25,000 Skunk 

5,000 

Wolf 

37 Wolverine 

3,300 

Australian  Fox 

27,000 
Australian  Opossum 

30,000 Ringtail  Opossum 

11,000 Dogmats 750 Fitch 

2,500 
Kangaroo 200 Krimmer 

20,000 

Kolinsky 

12,000 Persian  Lamb 

5,000 

Shira 

40,000 
Marmot 

20,000 
Mole 

91 

Russian  Sable 

1,225 

Hair  Seal 

111 Dressed  and  Dyed  Seal 

45,000 
Squirrel 

1,000 

Sundry  Fox 

1,200 

Wallaby 

1,250 

Wombat 

Also  sundries  consisting  of  5  Buffalo  Robes,  1,499  Conevs,  6  Mounted 
Heads,  1  Polar  Bear,  200  Thibet  Lamb  Robes. 
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Good  Advice  From  Regina 
'Minimize  Stocks  and  Keep  Your  Head  Up,"  Says  President  of 

Large  Western  Store 

THAT  the  slogan  of  "bus
iness  as 

usual,"  which  the  trade  in  general 
adopted  during  1915  and  1919, 

should  be  again  emphasised  for  1921, 

is  the  opinion  of  Mr.  R.  H.  Williams,  pre- 
sident of  the  R.  H.  Williams  Co.,  of  Re- 
gina. In  other  words,  a  healthy  spirit 

of  optimism  should  prevail  for  this 

new  year,  despite  the  "blue  ruin"  which 
the  man  on  the  street  is  beginning  to 
fear  as  a  result  of  some  sensational 

headlines  in  the  popular  press. 

"Nevertheless,  we  must  come  to  a  level 
sooner  or  later  and  the  sooner  the  bet- 

ter now,'  said  Mr.  Williams  to  a  Dry 
Goods  Review  representative.  "The  dry 
goods  trad?  has  prospered  during  the 
recent  years  of  rising  markets  and  it 
must  expect  to  suffer  losses  to  a  greater 
or  less  extent  during  the  readjustment 
period.  This  time  of  declining  prices 
has  been  expected  and  was  inevitable 
and  merchants  should  be  prepared  for 

it.  Naturally,  everyone  is  trying  to  un- 
load stocks  and  the  sooner  that  is  done. 

the  better.  It  is  also  essential  that 
stocks  be  kept  as  low  as  possible  until 
conditions  become  stabilized.  This 

means  that  the  utmost  care  must  be  ex- 

ercised in  selecting  and  buying  stocks." 

"As  to  offering  any  estimate  of  what 
is  liable  to  take  place  during  the  early 
months  of  the  new  year,  it  is  very  dif- 

ficult, more  so,  in  fact,  than  at  any  time 
since  the  even  tenor  of  business  was 

so  rudely  interrupted  by  the  war.  Farm- 
ers and  other  producers  cannot  pay  the 

prices  demanded  this  last  year  for  labor, 
equipment,  marketing  their  yields,  etc., 
with  the  prices  of  produce  going  down 
and  at  least  so  far  as  Western  Canada 
is  concerned  the  finances  of  the  farmer 
are  of  prime  importance.  The  main 
difficulty,  however,  will  be  in  getting 
labor  adjusted  to  the  new  levels.  But 
there  is  no  doubt  about  it,  labor  must 

conform." 
Mr.  Williams  pointed  out  that  there 

are  more  men  and  women  seeking  em- 
ployment— and  at  any  price — than  his 

store  has  experienced  for  years.  This 
is  partly  due  to  factories  and  large  con- 

cerns curtailing  their  help  just  as  much 
as  possible.  In  the  case  of  farmers, 
many  who  have  spent  the  past  few  win- 

ters in  the  south,  are  remaining  at  home 
this  year  and  dispensing  with  hired  help. 
All  this  is  bound  to  reduce  the  price  of 
labor  generally. 

Labor,  of  course,  is  fairly  well  able  to 
meet  the  change.  Furthermore,  record 
crops  and  record  bank  deposits  do  not. 
bespeak  of  blue  ruin.  Pessimism  should 
not  have  a  place  among  Canadian  mer- 

chants, but  a  sane  estimate  of  local,  na- 
tional and  international  conditions  should 

be   the   guide   to   steady   turnover   and    a 

minimum  of  losses  until  the  day  of  sta- 
bilized markets  which  we  have  all 

been  hoping  for,  is  once  move  with  us. 
These  are  the  views  of  the  president  of 

one  of  Saskatchewan's  best  known  and 
most  successful  department  stores.  The 
R.  H.  Williams  Co.  is  just  now  enter- 

ing upon  the  fortieth  year  of  its  his- tory. 

Finance  Minister 

Reports  Excellent 
Trade  Outlook 

Sir  Henry  Drayton,  Minister  of  Fin- 
ance, who,  as  chairman  of  the  tariff  com- 

mission, has  just  concluded  investiga- 
tions which  gave  him  exceptional  facili- 

ties for  sizing  up  the  business  situation 
today,  has  made  the  following  optimistic 
pronouncement  on  the  outlook  for  1921: 

"The  year  ought  to  be  one  of  good 
business  and  improved  conditions.  Buy 
ing  is  always  slow  in  a  dropping  market, 
but,  at  least  in  some  commodities  of  im- 

portance, the  drop  which  has  taken  place 
is  such  that  only  bare  cost  of  production 
is  covered.  It  will  soon  be  realized  that 
prices  of  commodities  will  go  no  lower 
and  the  buying  demand,  which  was  so 

suddenly  stopped  owing  to  the  realiza1 
tion  that  prices  were  abnormally  high 
and  must  drop,  will  establish  itself  in 
view  of  the  prevailing  lower  price  con- 
ditions. 

"The  country's  financial  situation  is 
good.  It  has  materially  improved. 
Statements  of  our  chartered  banks  show 

Carada's  banking  position  to  be  enviable. 
The  great  underlying  essential  to  proper 
production — the  existence  of  amiable  and 
cordial  relations  between  employer  and 

employed — is  today  more  generally  rec- 
ognized and  in  greater  evidence  than 

ever  before. 

"While  our  purchases  from  the  United 
States  continue  to  be  unreasonably  high, 
involving,  as  a  result  of  exchange,  great 
loss  to  Canadian  buyers,  our  imports 

from  the  Motherland  have  greatly  in- 
creased. This  is  a  pleasing  feature  of 

our  trade  in  view  of  the  exceedingly 

heavy  financial  strain  and  serious  dis- 
ruption of  trade  which  war  imposed  on 

Great  Britain.  During  eight  months  of 
the  current  fiscal  year  our  purchases  in 
her  markets  have  increased  from  $59,- 
000;000  to  $163,000,000. 

"Today  our  trade  figures  show  that 
Canada,  after  the  war,  is  a  greater  Can- 

ada than  Canada  before  the  war.  Ex- 
ports for  the  year  ended  March  31,  1914, 

$455,000,000.  Last  year  was  look- 
ed upon  as  a  good  year;  the  people  were 

prosperous  and  our  exports  amounted  to 
$1,2*6,000,000.  Increased  prices,  of 
course,  had  much  to  do  with  the  result, 
but  it  is  almost  three  times  as  great  as 
six  yeaaas  before.  At  present,  when  so 
much  d.  press  ion  is  talked  of,  it  is  en- 

couraging to  note  that  our  exports  for 
the  past  eight  months  amounted  to  $841,- 
000,000  and  are  $2,700,000  greater  than 

for  the  same  eight  months  of  last  year." 

Sales  Officials 

Regard  Future 
With  Optimism 

Shareholders  of  the  Canadian  Fur 

Auction  Sales  Company  Limited,  of  Mont- 

real, held  their  first  annual  meeting  re- 
cently when  the  report  and  balance  sheet 

covering  the  initial  year's  activities  was 
submitted.  The  result  of  the  twelve 

months"  operations,  it  was  explained, 
had  been  adversely  affected  by  the 

changes  in  the  fur  trade  during  the  per- 
iod, but  an  early  improvement  was 

looked  for  and  the  future  of  the  com- 
pany regarded  with  optimism. 

No  action  was  taken  on  the  prefer- 
red dividend,  the  directors  having  come 

to  the  decision  to  await  a  clarification 
of  the  situation  before  announcing  the 
usual  quarterly  payment  of  1%  per 
cent. 

There  was  a  good  representation  at 
the  meeting,  during  which  the  conditions 

prevailing  in  the  fur  market  were  dis- 
cussed. The  opinion  was  expressed  that 

furs  would  continue  in  demand,  and  that 
notwithstanding  the  fact  that  values  had 
suffered  considerably  from  a  period  of 
speculation,  prices  would  gradually  be 
re-established.  The  fur  business,  it  was 
pointed  out,  was  essentially  a  Canadian 
basic  one  and,  while  it,  like  other  trade 
lines,  has  been  subjected  to  the  recent 
depressing  influences,  was  capable  of 
being  developed  along  highly  prosperous 
lines  in  the  near  future.  The  com- 

pany held  a  successful  auction  sale  in 
March  last,  and  is  preparing  for  another 
on  the  31st  of  this  month. 

Officers  and  directors  were  re-elected 
without  change  as  follows:  Hon.  Lome 
C.  Webster,  president;  R.  S.  Coltart, 

managing  director;  A.  Pierce,  E.  E.  Cum- 
mings,  jr.,  Sir  Herbert  Holt,  J.  W.  Mc- 
Connell,  A.  J.  Brown,  F.  Cooper,  A.  A. 
Allan,  R.  P.  Gough,  R.  T.  Holman  and 
W.  M.  McWilliams. 

SALE  IN  ST.  LOUIS 

Funsten  Bros,  and  Co.  have  announced 
their  next  public  auction  fur  sale  in  St. 
Louis  on  February  7,  1921,  and  days  fol- lowing. 
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The  Department  Store's  Fur  Section 
Service  Very  Important,  and  Price  a  Leading  Feature — Carefully  Chosen  and  Varied  Stock 

Will  Boost  Business — Careful  Study  of  Customers'  Needs  and  Preferences  is  Appre- 
ciated by  Successful  Fur  Buyer. 

IN  the  department  store  fur  sectio
n, 

no  less  than  in  the  other  parts  of 

the  firm's  activities,  the  sales-staff 
needs  to  appreciate  the  difference  which 

exists  between  the  many  classes  of  cus- 
tomers who  patronize  the  store.  It 

should  not  be  necessary  to  point  out 
that  the  needs  of  the  wealthy  customers 

require  a  quite  different  view-point  on 
the  part  of  the  selling  staff  from  that 
ordinarily  called  into  prominence  by  the 
average  purchaser  of  furs.  As  a  matter 
of  fact,  the  selling  of  furs  entails  the 
need  for  close  study  on  the  part  of  the 
staff,  who  do  not  always  appreciate  the 
twofold  appeal  which  such  garments 
as  fur  peltry  possess,  and  consequently 
they  often  fail  to  identify  and  cater 
successfully  to  the  particular  clientele 

who  most  frequently  patronize  the  de- 
partment store. 

If  the  store  specializes  in  a  popular 
priced  fur  section,  then  the  problem  is 
not  so  complex.  It  is  the  department 
which  caters  equally  to  the  rich  and 
those  of  moderate  means  that  should 
study  its  customers  with  more  care  and 
insight.  In  the  majority  of  cases  when  a 
customer  comes  to  the  department-store 
fur  section  she  is  bent  upon  securing  the 
most  value  for  her  money,  otherwise, 
she  would  go  to  one  of  the  more  exclusive 

furriers,  who  would  show  her  such  in- 
dividual models  as  would  command  a 

price  commensurate  with  their  distinc- 
tion of  design. 

Since  price  is  the  first  and  most  im- 
portant consideration,  such  a  customer 

has  probably  shopped  extensively  be- 
fore coming  in  and  is  fairly  well  ac- 

quainted with  values  in  the  line  she  has 
in  mind.  If  she  has  visited  some  half  a 

dozen  other  stores  in  the  city,  she  nat- 
urally expects  to  make  her  purchase 

wherever  the  best  value  is  to  be  found. 
Therefore,  it  is  worth  while  to  ascertain 
what  she  expects  to  pay  for  a  certain 
garment,  and  what  features  and  details 
she  most  particularly  desires.  Do  not 
lay  so  much  stress  upon  style  as  value 
with  this  class  of  customer;  she  is  look- 

ing for  durability  as  well  as  low  prices. 

Advertise  Special  Values 

The  fur  buyer  who  is  constantly  on 
the  alert  and  who  has  secured  a  good 
stock  of  moderate  priced  pelts  should 
advertise  unusual  values  as  prominently 
as  possible.  This  winter  more  than  at 
any  other  time,  the  public  is  on  the  look- 

out for  fur  bargains,  so  the  fur  depart- 
ment must  never  lack  a  special  price 

inducement.  If  the  prices  are  right,  the 
department  store  fur  section  cannot  fail 
to    make     good     this     season     and     the 

special  offerings  by  manufacturers  should 
not  be  overlooked  by  the  management. 

The  department  store  customer  is  usu- 
ally in  a  hurry  for  her  garment.  She 

does  not  want  to  wait  to  have  a  coat  or 

neck-piece  made  up  for  her  order  as 
a  rule  and  if  she  cannot  find  exactly 
what  she  wants  immediately,  she  will  go 
elsewhere  in  search  of  it.  Here  is  where 
a  wide  assortment  of  merchandise  is  of 
paramount  importance,  even  at  the  end 
of  the  season.  Even  the  seeker  after 
bargains  is  not  impressed  by  too  much 
sameness  in  the  display  of  merchandise 
in  a  fur  department,  and  therefore  the 
buyer  must  be  possessed  of  unerring 
judgment  in  selecting  the  right  type  of 
fur  garments. 

Customers  of  the  class  above  described 

not  only  want  goods  at  a  reasonable 
price,  which  are  well  made  and  are  good 
value  for  the  price,  but  they  also  set 
great  store  in  their  inmost  heart  upon 

good  appearance  and  up-to-date  cut. 
The  average  customer  of  the  department 
store  fur  section  is  of  the  moderately 

well  to  do  class — housewife,  steno- 
grapher, clerk,  etc.,  and  in  order  to  ap- 

peal to  the  tastes  and  means  of  each  in- 
dividual, the  fur  stock  has  to  be  chosen 

with  unusual  care  so  that  models  shall 
be  smart  without  being  extreme,  and  of 
good  value  without  being  costly.  In 
such  departments,  most  business  is  done 
upon  the  staple  coat  styles  rather  than  in 
the  more  extreme  sports  or  wrap  models. 

All  these  points  enumerated,  bearing 
upon  the  price,  value,  style  and  selection 
of  fur  garments,  are  best  studied  by 
means  of  constant  contact  with  custom- 

ers and  salesclerks.  As  conditions  vary 
in  each  store,  no  indications  can  be 
given  as  to  what  the  public  prefers;  only 
by  noting  the  trend  of  popular  demand 
in  regard  to  the  question  can  those  in 
charge  attempt  to  render  satisfactory 
service  to  the  public.  If  certain  prices 
or  certain  styles  sell  very  readily,  the 
task  of  the  buyer  is  certainly  simplified, 
he  cannot  go  astray  in  concentrating 
upon  the  lines  in  question.  Among  the 
really  popular  lines  in  the  department 
stores  are  coats  of  Hudson  and  electric 
seal,  muskrat,  opossum  and  pony,  with 
occasional  calls  for  raccoon,  wombat, 
mole  and  squirrel.  Such  pelts  as  mink, 
Alaska  seal  or  any  other  of  the  very  high 
priced  skins  are  rarely  called  for.  How- 

ever Hudson  seal  is  quite  the  staple 
line  despite  its  price. 

A  repair  department  is  a  profitable 
side  issue  with  the  department  store 
nowadays,  especially  since  the  public  has 
shown  a  decided  preference  for  wearing 

its  old  furs  rather  than  buying  new  ones. 

This  part  of  the  business  is  best  empha- 
sized during  the  Spring  months,  of  course, 

when  the  question  of  storage  is  upper- 

most in  people's  minds.  An  interesting 
booklet  has  been  prepared  by  one -firm 
for  its  customers,  which  is  entitled: 

"Keeping  Your  Furs  Beautiful,"  and 
which  illustrates  the  necessity  for  tin- 
cleansing  of  furs  by  comparison  with  the 
habits  of  fur-bearing  animals.  To  quote 

from  this  interesting  little  brochure:  "It 
is  seldom  possible  to  improve  on  Na- 

ture's methods  of  cleaning  fur  garments. 
Experts  have  devised  electrical  and  me- 

chanical appliances  which  remove  the 
dust  and  the  matted  tangles  from  the 
finest  furs  without  injuring  them  in  the 
slightest.  They  also  overcome  another 
very  serious  difficulty.  These  appliances 
remove  every  tiny  moth  egg  which  may 
have  become  seated  in  the  fur.  A  five 
cent  piece  would  hold  hundreds  of  these 
little  eggs  and  a  half  dozen  of  them 
are  sufficient  to  ruin  thousands  of  dol- 

lars' worth  of  splendid  furs." 
The  same  booklet  further  impresses  on 

fur  owners  the  need  for  careful  storage 
of  the  garments  during  the  summer. 

Such  hints  as  these  have  been  of  great 
interest  to  customers  who  have  frequent- 

ly asked  for  copies  of  this  artistic  and 
informative  booklet. 

Display    is    Important 

A  final  point  of  importance  to  the  re- 
tail fur  department  is  the  manner  of 

display  and  arrangement  of  merchandise. 
No  matter  whether  the  goods  featured 

are  cheap  or  costly,  they  must  be  as  at- 
tractively displayed  as  though  they  were 

products  of  the  King's  own  furrier. 
Emphasis  will  naturally  be  laid  upon  the 
smartest  of  the  models  for  display  pur- 

poses but  any  fur  will  look  well  when  dis- 
played with  the  maximum  of  care. 

The  fur  department  finally  must  not 
only  sell  value  in  its  goods  but  it  must 
render  service.  In  these  days  of  keen 
competition,  the  store  which  serves  best 
is  the  one  to  capture  the  trade.  Sales 
clerks  should  familiarize  themselves  with 
as  much  information  regarding  furs  as 

possible  in  order  the  better  to  talk  intelli- 
gently to  prospective  purchasers.  When 

garments  of  considerable  cost  are  under 
discussion,  a  customer  needs  much  as- 

surance and  reliable  guidance  in  making 
her  decision.  Judgment,  patience,  tact 
and  knowledge  of  the  stock  carried  are 
absolutely  essential  for  the  successful 
conduct  of  such  a  department.  In  fact 
service  should  be  on  a  par  with  the 

exclusive  furrier's  stores  as  far  as  pos- sible. 
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Southern  Fashions  Throw  a  Warm  Ray 
Dainty  to  a  Degree  Are  the  Smart  Sports  Togs  and  Fluffy  Organdie  Frocks,  the  Satin  Cha- 

peaux  and  Silk  Sweater  Coats  Offered  for  Fashionable  Women  Going  South — They 
Are  Also  the  Forerunners  in  Stvle  of  the  Canadian  Summer. 

THE  "Trip  to  th
e  South"  at- 

mosphere pervades  the  smart 

shops  in  the  larger  centres,  and  it 

is  really  quite  refreshing  to  wander 

leisurely  through  the  salons  at  this 

time  of  year  and  find  on  every  side 

perfect  poems  in  airy  organdies,  heavy 

voiles  and  supple  silk  woven  fabrics. 

Although  the  average  merchant  caters 

ever  so  slightly  or  not  at  all  to  a  trade 

who  require  Summer  clothes  in  Winter, 

the  fashionable  openings  in  the 

centres  where  such  requirements 

are  taken  care  of  must  not  be 

ignored  for  the  togs  for  southern 

shores  which  are  being  displayed  while 

the  snow  is  on  the  ground,  are,  after 

all,  the  advance  guard  of  the  Summer 

fashions;  and  in  these  smart  creations 

may  be  viewed  the  first  glimpses  of 
what  late  Spring  has  in  store  for  the 

Summer  of  1921.  It  is  also  true  that 

these  models  made  up  in  warm  weather 
fabrics  also  reflect  the  best  features 
that  will  characterize  the  Spring  models 

in  cloth,  and  the  lines  of  both  suit  cos- 
tume and  one-piece  frock  prove  of  un- 
usual interest  for  this  reason.  The  mer- 
chant who  has  delayed  in  placing  his 

orders  for  Summer  will  be  safe  in  tak- 
ing as  a  guide  these  pretty  orders  for 

Southern  wear,  and  at  all  events  he 
will  do  well  to  note  the  features  em- 

phasized, for  as  the  weeks  pass  by  and 
Easter  approaches  he  will  become  more 
and  more  familiar  with  the  lines  which 
are  first  introduced  through  the  medium 
of  fashions  for  Winter  resorts. 

A    Welcome    Contrast 

In  Toronto  unusual  importance  has 
attached  to  the  Southern  wardrobe,  and 
the  large  shops,  as  well  as  the  uptown 
modistes,  have  been  exceptionally  busy 
with  orders.  Directly  the  Christmas 
season  was  over  the  holiday  to  warmer 
climes  was  the  chief  topic  of  interest 
in  the  dress  wcrld  and  for  the  past  week 
or  two  has  been  featured  to  the  exclu- 

sion of  all  other  departments  by  many 

of  the  leading  shops.  After  the  ex- 
hibits made  up  of  luxurious  furs,  rich 

velvet  fabrics,  heavy  laces  and  metals 
and  models  for  the  Canadian  out-of- 
doors,  the  woman  who  had  struggled 
through  the  usual  Christmas  shopping 
was  most  pleasantly  impressed  with  the 
refreshing  scenes  pictured  in  large  show 
windows  and  in  the  departments  where 
the  fashionable  wardrobe  is  ever  the  first 
consideration. 

Smart   Exhibits 

To  encourage  a  renewed  interest  in 
buying  which  was  given  such  a  splendid 
impetus  the  last  two  weeks  of  December, 

the  stores  made  their  resolutions  appar- 
ent even  before  the  first  of  January,  and 

by  the  time  the  new  year  made  its  ap- 
pearance the  campaign  for  bigger  and 

better  business  was  already  well  in  pro- 
gress. The  windows  were  resplendent 

with  the  most  captivating  settings  and 

the  figui'es  in  the  foregrounds  were  more 
bewitchingly  attired  than  in  similar 
showings  for  some  seasons  past.  Whole 
salons  were  also  converted  into  pictur- 

esque beach,  sittings,  which  seemed  to 
gather  warmth  from  an  imaginary 
tropical  sun. 

Sports  clothes  are  well  to  the  fore. 
Many  of  the  window  displays  during  the 
past  week  or  two  have  represented 
smart  gatherings  on  shore  or  hotel  ver  • 

A  Beach  Trotteur 
Delightful  because  of  its  utter  simpli- 

city is  this  little  cotton  frock  for  mornings. 
It  combines  a  plaid  and  a  plain  cotton  crash 
material  in  skirt  and  bodice.  The  scarf  on 
the  shiny  black  satin  sports  hat  matches 
the  overblouse. — Designed  for  Dry  Goods 
Review. 

andah,  and,  of  course,  have  given  scope 
and  charm  to  the  dainty  outing  cos- 

tumes worn  by  the  smiling  wax  ladies. 
White  is  to  enjoy  a  well  deserved  vogue, 
according  to  the  partiality  shown  for  all 
white  in  these  sports  models  for  South- 

ern wear.  The  white  novelty  cotton  and 
fancy  weave  in  silk  are  given  equal 
prominence,  while  woollen  fabrics  are 
ultra  smart. 

Ratine  is  likely  to  be  featured  promin- 
ently in  these  sports  frocks,  and  will  re- 

appear with  printed  patterns  upon  white 
or  colored  grounds.  Crepe  de  Chine  will 
even  serve  as  a  sports  frock  fabric,  as 
well  as  linen  of  heavy  quality.  Shan- 

tung, with  colored  bandings,  is  another 
smart  arrival  for  Summer  dresses,  and 
the  use  of  vividly  contrasting  waists 
and  skirts  for  sports  wear  is  predicted. 
Orange  silk  will  form  the  basis  for  many 
such  skirts  to  be  worn  in  conjunction 
with  tie-back  blouses  of  white.  Angora 
wool  embroidery  will  be  featured  upon 
Canton  crepe  for  Summer  wear,  and 
many  heavily  crossbarred  wash  silks  are 
spoken  of,  from  which  severely  simple 
gowns  will  be  fashioned.  One  pretty 
costume  seen  introduced  a  self-striped 
silk  skirt,  gathered  slightly  to  a  smart 
little  yoke  section  and  showing  pleats 

on  the  hips  to  give  just  sufficient  free- 
dom without  too  much  width.  With  this 

pure  white  skirt  was  worn  a  deep  cop- 
per tinted  silk  tuxedo,  with  flat  shallow 

collar  and  girdle  of  self.  The  smart 
little  sports  hat  and  buck  shoes  showed 
the  same  smart  color  combination.  It 

would  look  as  though  the  very  vivid- 
hued  costume  is  to  be  of  secondary  in- 

terest, judging  from  the  dainty  pale 
shades  and  the  subdued  dark  tones  that 
are  being  shown  in  sweater  coats,  and 
suit  costumes  for  Southern  sports  wear. 

Soft   Shades   Are   Favored 

Scarcely  any  of  the  advance  displays 
have  featured  any  dazzling  effects  and 
the  great  majority  of  early  exhibits  have 
featured  smart  all  white  effects,  or  at- 

tractive combinations  of  white  and  navy, 
pearl  grey  and  navy,  white  and  copper 
or  tan,  and  white  with  a  soft  reseda 

green. 
The  black  and  white  combination  is 

unusually  chic  and  direct  from  Paris 
comes  the  decree  that  this  vogue  is  to 
take  the  lead  in  millinery.  It  will  also 
be  featured  in  smart  sports  suits  in 
silk,  wool  or  cotton;  and,  the  fashion 
writers  at  the  resorts  who  claim  that 

the  novelty  striped  coats,  closely  re- 
sembling the  blazers  of  by-gone  seasons, 

are  to  rival  all  the  sweater  variations 

Continued  on  page  115 
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What  to  Expect  in  the  Way  of  Hats 
Paris  Has  Provided  Variety  and  Artistry  of  Design — The  Importations  Have  Arrived,  and 

Buyers  Are  Now  in  New  York — Upon  Their   Choice  Will    Depend   the  Trend   of 
Spring  Millinery  Styles — Canadian  Buyers  Early  on  the  Scene  of  Action. 

IT  is  expected  that  by  the  first  wee
k 

in  February  there  will  be  plenty  of 

encouraging-  information  from  the 
wholesale  millinery  trade.  The  past  few 
months  have  been  quiet,  and  the  fact 

that  they  are  eager  for  an  active  Spring- 
is  evidenced  by  the  early  influx  to  New 
York  of  buyers  from  all  over  Canada 
and  outside  points  of  the  United  States. 

The  large  Toronto  houses  were  repre- 
sented among  those  present  even  before 

the  first  of  the  year,  and,  according  to 
advance  reports,  they  have  found  some 

decidedly  interesting  novelties.  A  gen- 
eral feeling  of  confidence  is  finding  a 

place  in  millinery  circles  again  and  the 
fact  that  buying  is  commencing  so  early 
augurs  well  for  Spring  business. 

Prices  for  Spring  are  fairly  high 
which  means  that  they  may  go  higher 

during  the  course  of  the  season — for  mil- 
linery requirements  after  all  are  made 

from  cottons,  silks  and  woolen  fabrics, 
and  if  the  made-up  motifs  and  materials 
are  demanding  fairly  stiff  prices  while 
cottons  and  silks  are  still  down,  when 

these  materials  firm  up  the  manufac- 
tured millinery  materials  will  advance 

as  a  result.  In  spite  of  this,  the  men 
in  the  trade  are  hopeful  of  big  business. 
"It  must  be  remembered  that  the  millin- 

ery trade  is  different  in  this  respect  from 

any  other  line,"  stated  a  buyer  for  a 
large  Toronto  firm  this  month  just  be- 

fore his  departure  for  New  York.  "Mil- 
linery is  decidedly  a  fancy  line,  and  un- 

like the  staples,  if  in  favor  the  price 
does  not  count.  The  American  houses 
have  been  quiet  for  a  long  period.  They 
are  opening  up  for  a  big  season  and  are 
offering  great  variety  in  trimmings  and 
ornamental  motifs.  A  leaf  has  been 

taken  out  of  the  Paris  designer's  book 
and  unusual  mounts  in  feathers  and  fo- 

liage, ribbon  ornaments  and  straw  nov- 
elties are  being  manufactured  in  all  the 

new  shades  and  in  unusual  attractive 

color  combinations." 

Novelties   From    Paris. 

Dry  Goods  Review  was  recently  shown 
an  unusual  collection  of  novelty  braids 

which  had  been  imported  for  the  Spring- 
trade  from  a  French  house  famed  for 
its  artistic  manipulation  of  straw  braids. 
These  braids  were  narrow  in  width  and 
made  to  resemble  cut  ostrich  bands  with 
a    glycerined    finish. 

The  effect  was  most  unusual  especially 
as  the  braids  were  developed  in  vivid 
hues  such  as  yellow,  the  new  blue-green 
and  henna  tones  as  well  as  in  black  and 
white. 

Straw  novelties  also  include  a  variety 
of  odd  weaves  in  open  work  straw 
plaques    or    crowns,    which    are    shipped 

For  the  Sunny  South 
At  this  between-season  time  interest  centres  on  togs  for  the 

trip  to  the  South.  Milliners  are  keenly  interested  in  designing- 
smart  headgear  for  warmer  climes  and  therefore  the  originality 
of  this  charming  model  will  appeal  to  them.  Silver  grapes  are 
strewn  over  the  soft-tucked  crown.  A  jaunty,  upturned  brim 
spells   youth. 

from  France  where  they  are  made  flat 
and  with  a  circular  edge  so  that  they 
can  be  made  up  only  as  they  are  required 
and  to  suit  the  individual  requirements 
of  the  millinery  houses  who  purchase 
them.  These  straw  plaques  and  odd 
straw  trimmings  are  distinctly  French, 
and  will  represent  one  of  the  vivid  color 
notes  of  Spring. 

Flowers   are   Strong. 

Flowers  will  be  in  evidence  for  trim- 
ming. Quite  a  gay  assortment  of  silk, 

velvet  and  even  cotton  posies  are  being 
featured  and  many  of  the  French  impor- 

tations show  whole  crowns  of  flowers  in 
artistic  profusion,  mounted  above  a 
drooping  and  sometimes  transparent 
brim.  Other  models  show  a  crown  of 
ribbon  and  a  brim  made  entirely  of 
flowers  such  as  a  charming  Augustine 
and  Andree  model  with  the  crown  fash- 

ioned of  black   satin   ribbon   tied   into   a 

huge  bow  on  the  left  side  with  ends 

dropping  to  the  shoulder.-  A  firm  little 
halo  of  pink  rosebuds  constituted  the 
brim  which  lent  piquancy  and  youthful 
charm  to  the  face  of  the  wearer. 

Straw   and   Feathers. 

The  combination  of  straw  and  feathers 
presents  another  novelty  which  will  be 

used  to  captivate  milady's  fancy  this 
Spring,  and  Egyptian  lines  will  again  be 
followed  by  smart  chapeaux  which  will 
boast  a  crown  of  straw  and  a  brim  with 
side  ornaments  built  out  of  tiny  vivid 
hued  feathers. 

Caprices  of  the  Ribbon. 

There  is  no  telling  where  the  ribbon 
will  lead  to.  Sometimes  it  stands  bolt 
upright  on  the  front  of  an  upturned 
brim.  Sometimes  it  ties  in  a  lovely 
soft  bow  with  ends  like  a  sash,  and 

Continued  on  page  115 
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Montreal's  Interest  Awakens  Early 
Milliners  Report  Excellent  Season's  Business    and   Departments   in   Retail   Stores   Almost 

Cleared  of  Winter  Stocks — Colorful  Spring  is  Promised,  Flowers  in  Gay  Hues  and 
Cellophane  and  Other  Shiny  Effects  to  be  Featured  Early. 

T  7  1TH   only   slightly  over  a   dozen 

*  V/   felt    or    velvet    hats    left    out    of 

*      all  the  winter's  supply,  one  mil- 
inery    department    in    a    Montreal   store 
s   already  featuring  its  advance  Spring 
nodels  for  1921.     In  a  conversation  with 

the    buyer    Dry    Goods    Review    w^s    in- 
formed that  the  millinery  section  of  the 

store    had    done    record   trade    and     was 

preparing  for  Spring  with  more  elabor- 
ate plans  than  ever. 

Most  Montreal  buyers  are  setting  off 

for  New  York  during  the  week  of  Janu- 
ary 3rd  and  are  planning  to  hold  their 

Spring  or  pre-Easter  openings  about  the 
first  of  March,  or  thereabouts,  in  order 

to  be  ready  for  the  unusually  early  de- 
mand. 

To  judge  from  the  imported  models 

already  on  view,  the-  woman  who  wishes 
a  change  from  the  brilliant/  metallic 
chapeaux  so  popular  just  now  will  find 
a  charming  variety  to  select  from  in  the 
new  small  draped  turbans  of  dull  fin- 

ished cire  which  provide  a  decidedly  new 
note  for  mid-Winter  selling.  Such  mo- 

dels as  these  are  adaptable  for  tailored 
or  dress  wear,  both  at  home  and  for 
travelling,  and  are  more  distinctly 
French  in  style  than  most  of  the  Spring 
models  shown  by  Paris  houses.  One  small 
toque  was  made  entirely  of  the  cire 
satin  in  black,  with  alternating  folds  of 
georgette  creased  vertically  all  around 
the  close  brim,  and  simply  trimmed  with 
a  scarf  of  the  georgette  caught  with  a 
rhinestone  crescent.  Other  shades  of 

the  cire  shown  were  nigger  brown,  hen- 
na, navy  and  a  sort  of  gun-metal  gray, 

but  the  preference  is  for  "pheasant 
sharii 

The  outstanding  features  of  the  mo- 
dels shown  was  the  preponderance  of 

"off  the  face"  brims  shown,  whether 
from  side  to  side  or  from  back  to  front. 
Many  dashing  effects  are  featured, 
wherein  the  draped  bow  or  ribbon  cocade 
is  placed  at  a  slanting  angle,  decidedly 
smart  and  new.  Crowns  tend  towards 
a  little  extra  height,  draped  when  of 
soft  fabric,  or  where  a  supple  effect  is 
desired,  although  many  milliners  are 
looking  for  a  revival  of  interest  in  the 
stiffer  shapes  a  little  later.  Side  trim- 

mings are  distinctly  stronger  than  front 
i  ts. 

Draped  turbans  and  chin-chin  sailors 
are  among  the  best  lines  observed  this 
month,  and  the  addition  of  quaint  velvet 
flowers  in  delicate  colorings  provides  the 
touch  of  novelty  desired.  Little  colored 
cockades  of  picot-edged  ribbon  make  an 
original  trimming  for  certain  conven- 

tional little  toques  of  dark  satin,  while 
.still    others    feature    tufts    of    uncurled 

ostrich  just  over  each  ear,  which  are  dis- 
tinctly dignified  and  dressy.  Flowers, 

however,  are  predicted  as  the  leaders  in 
trimmings,  particularly  when  made  of 
velvets  and  silks,  as  well  as  in  the  usual 
varieties,  the  small  blossoms  being  par- 

ticularly strong. 

Models  in  Straw 

Advance  straw  models  show  an  almost 

monotonous  preference  for  the  turned- 
up  brim,  with  pointed  front,  either  in  a 
tricorne  or  Napoleonic  outline  or  its 
many  variations.  At  one  house,  Dry 
Goods  Review  counted   15  different  mo- 

difications of  this  theme,  each  of  which 

was  new  and  decidedly  effective.  Rib- 
bons, particularly  moire,  gros-grains  and 

cire  satins,  will  be  largely  used  to 
fashion  smart  cockades  and  frills,  loops 
and  bows  for  the  adornment  of  these 

trim  shapes,  and  the  fad  for  stiff  up- 
standing mounts  and  high  effects  will 

doubtless  be  cleverly  developed  from 
both  ribbons  and  wings. 

The  vogue  for  the  draped  veil  or  scarf 
continues  unabated  for  wearing  with 
these  small  turbans,  and  the  majority  of 
models  shown  for  present  wear  are  dis- 

played   each    with    its    own    veil    softly 

Smart  Square  Veil 
Large   mesh   veils  are  modish   for  Spring  and   are  chic   for  wear  with   the 

close-fitting  silk  hats  which  come  hefore  the  flowers. 
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draped  about  it,  so  that  its  future  wear- 
er may  judge  the  complete  effect  at 

once.  , 
Mid-Winter  sales  of  millinery  continue 

to  be  featured  in  most  of  the  stores,  but 

to  judge  from  the  depleted  counter  dis- 
plays, the  majority  of  stores  have  clone 

an  unusually  good  Winter's  business  and 
have  little  or  nothing  to  carry  over. 
Many  of  the  makers  state  that  business 
has  been  normal,  even  in  face  of  prevail- 

ing conditions,  and  high  cost  of  ma- 
terials. 

Cellophane  Returns 

A  word  regarding  cellophane  is  most 
important  this  season.  This  novel  fabric 
is  being  shown  at  the  wholesale  show- 

rooms in  an  extraordinary  range  of  nov- 
elties, as  for  instance  in  brocaded,  woven, 

metallic  and  plain  effects  by  the  yard 
in  18-inch  wide  samples.  Jet  black,  cop- 

per and  all  the  gamut  of  "pheasant" 
shades  are  featured  and  there  is  nothing- 
newer  this  season  for  the  construction 
of  dainty  chapeaux.  The  combination 
of  cellophane  and  satin  is  much  spoken 
of,  and  it  is  said  that  the  day  of  the 
narrow  straw  braid  is  over  and  gone. 
Brims  of  cellophane  in  rough  and  smooth 
or  broken  finish  are  shown,  which  will 
later  be  completed  by  softly  draped 
crowns  of  fabric,  either  in  a  contrasting 

or  harmonizing  color.  It  is  not  ex- 
pected that  the  all  black  hat  will  pre- 

dominate after  Easter,  and  certainly,  if 
the  vogue  for  massed  flower  e/fects 
lives  up  to  its  promise,  the  Easter  hat 
will  be  truly  brilliant.  Ribbon  will  not 
be  overlooked  either,  and  many  gorgeous 
brocaded  and  novelty  patterns  are 

shown  already,  among  which  is  the  "cro- 
codile" ribbon,  which  closely  imitates  a 

leather  finish.  Beads,  especially  the 
rather  large,  wooden  variety,  are  used 
upon  fabric  hats  and  provide  a  change 
from  the  so  prevalent  metallic  fabrics  of 
the  past  Winter.  Wings  and  lacquered 
ornaments  in  vivid  colors,  glycerined 
ostrich  are  also  used  on  the  line-up  of 
Spring  millinery. 

Some  of  the  newest  shapes  are  trim- 
med with  small  dull  beads  in  delicate 

tracery  effects  rather  than  in  solid  pat- 
terns. On  some  of  the  wider  brimmed 

models  there  is  a  use  of  the  wide  fagot- 
ting  of  floss  on  georgette  shapes,  and 
large  brimmed  shapes  of  the  georgette 
have  the  crowns  trimmed  with  wide  rib- 

bons that  are  deeply  frayed  on  the  edges 
to  form  long  hanging  ends. 

One  small  collection  of  French  models 

seen  recently  featured  a  notabl?  tendency 
toward  the  use  of  the  drooping  trimming, 
and,  whenever  possible,  glycerined 
ostrich  in  long,  floating  tasselled  effect 
was  used.  On  the  more  conservative 
shapes  of  black  satin,  facings  of  ostrich 
tips  were  bent  around  so  that  they 
looked  like  a  series  of  overlapping 
leaves. 

A  Novel  Fabric 

Batavia  cloth  in  dull  colorings  is  ano- 
ther       strong   favorite.     It        resembles 

coarse  canvas  cloth  and  is  rather  wiry  in 
texture.  Cord  braid  interwoven  with  a 
metallic  thread  is  used  for  more  tailored 

shapes,  and  cellophane  and  Malines  braid 
are  combined  for  another  line.  Raffia 

flower  motifs  are  embroidered  upon  cello- 
phane brims  of  plain  colors,  but  the  nov- 

elty allover  cloth  which  shows  color  be- 
neath black  is  used  a  great  deal  for 

gowns  and  small  shapes. 

Buyers  are  of  the  opinion  that  there 
will  be  quite  a  demand  for  the  sheer  hat 
later  on,  and  for  this  demand  there  is 
rhown  Malines  in  black  in  corded  and 

pleated  effects.  Some  of  these  sheer 
fabrics  have  edges  of  royal  or  Wedgwood 
blue  ostrich.  Lace  and  Maline  and 
burnt  ostrich  are  combined  in  others. 
There  is  also  much  of  the  Maline  hair 
braid  used  sometimes  in  combination 
with  cellophane.  In  many  of  the  large 
shapes  where  the  glycerined  ostrich  is 
used,  the  edges  are  silvered,  probably  for 
the  reason  that  grey  is  to  be  such  a 
factor  in  the  new  season. 

elties  are  piayed  for  first  place,  there  are 
no  restrictions  as  to  entries  and  practic- 

ally anything  that  has  merit  has  a  sport- 
ing chance  for  favor. 

Word  comes  from  Paris  that  black  and 
white  is  very  much  to  the  fore  as  in  the 
Springs  of  the  years  gone  by,  but  there 
is  quite  a  commotion  over  the  vogue  that 

has  been  claimed  by  "Quaker  grey."  This 
vogue  was  predicted  by  Dry  Goods  Re- 

view on  excellent  authority  some  time 
ago,  and  has  already  flourished  to  a  sur- 

prising extent  through  the  winter 
months.  This  has  not  detracted  one 
whit  from  the  Spring  vogue  for  grey, 
and  the  fact  that  costumes,  accessories 
and  even  footwear  are  inclining  strongly 
towards  grey,  only  proves  that  it  is  in 
for  a  strong  run. 

Next  month  Dry  Goods  Review  will 
give  its  readers  a  chance  to  read  what  the 
buyers  think  of  grey,  and  what  they  in- 

tend to  do  about  it  and  all  their  other 
Spring  millinery  plans. 

SOUTHERN   FASHIONS  THROW   A 
WARM   RAY 

Continued  from  page  112 

WHAT    TO    EXPECT    IN    THE 
OF   HATS 

Continued  from  page  113 

creeps  around  to  nestle  against  the  curls 

which  hide  milady's  ear.  Now  it  is  seen 
in  a  saucy  cockade  on  a  stiff  tailored 

brim,  again  it  appears  in  a  perfect  clus- 
ter to  fill  in  the  coiffure  under  a  quaint 

poke  shape  with  the  back  brim  upturned. 
Streamers  are  extensively  encouraged 
and  here  again  the  ribbon  enjoys  itself 
without  restraint.  It  may  be  wide  or 
very  very  narrow,  and  it  may  match 
the  chapeau  exactly  or  provide  the  most 
interesting  contrast.  It  may  be  fringed, 
or  on  uneven  edge  may  be  chosen  with 
equal  composure  for  ribbon  in  any  shape 
or  form,  both  dull  and  of  shiny  surface 
is  to  be  a  most  important  feature  of  the 
Easter  bonnet. 

All  Hats  are  Welcome. 

The  wide,  the  high,  the  low,  the  tail- 
ored, the  drooping  and  the  softly  draped 

models  each  have  their  place  in  the 

Spring  Revue — "Variety  is  the  spice  of 
life,"  said  the  millinery  makers  of  Paris 
in  fashioning  the  world's  headgear  for 
Spring,  1C21.  Every  type  of  face  has 
been   considered    and    while   certain    nov- 

also  proclaim  the  black  and  white  com- 
bination  unquestionably  to  the  fore. 

The  dainty  frocks  for  afternoon  wear 
are  unusually  pretty  and  youthful  in  de- 

sign. Simplicity  marks  the  most  ex- 
clusive models,  and  the  tiniest  bit  of 

hand  embroidery  serves  to  decorate 
these  frocks,  which  exploit  all  manner 
of  tucks,  self  folds,  dainty  frills  and 
ruches.  Lace  dyed  to  match  the  color 
of  the  model  is  also  frequently  featured, 
and  very  smart  indeed  is  the  touch  of 
black  ribbon  or  wool  stitching  on  the 
pretty  little  dress  of  Nile  green,  softest 
blue,  maize,  rose  or  lavender  organdie. 

WAY'r-r      i 
Sports  Hats 

The  chapeaux  designed  to  accompany 
these  dainty  models  are  almost  invari- 

ably in  a  silk-finished  fabric  or  a  com- 
bination of  shiny  straw  and  satin.  Little 

or  no  trimming  is  shown  and  orchid  and 

grey  are  very  smartly  featured.  The 
accessories  of  the  Southern  wardrobe 

are  legion.  Scarfs,  gloves  and  hosiery- 
show  a  partiality  ior  pretty,  soft  shades 
when  the  pure  white  is  not  favored  and 
the  most  original  designs  grace  these 
many  pretty  vanities  which  go  to  make 
the  feminine  wardrobe  the  thing  of 
charm  and  fascinating  interest  that  it 

is.  Sunshades,  bags  and  even  jewellery- 
are  carefully  featured  in  the  smart 
Southern  wardrobe  and  special  stress  is 
also  laid  on  that  all  important  depart- 

ment— lingerie.  Bathing  togs  as  well 
as  outing  modes  are  being  featured  in 
the  advanced  showings;  and  only  the 

"blue  ruin"  person  would  dare  predict — 

after  a  glimpse  at  the  "Southern  Trip" 
windows — anything  but  a  delightfu' 

Summer  season.  Dame  Fashion's  part  in 
least  has  been  well  rehearsed  in  these 

charming  modes,  which  have  been  pre- 
sented for  the  warm  weather  trip  in 

Winter. 
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Commencing  Tuesday,  First  February 

Newest  Fashions  Exclusive  Styles 

Business  duringjthe  coming  season  will  go  to 
those  whoj  have  the  merchandise.  In  view 
of  this  we  have  arranged  that  our  stock  shall 

be    of   exceptional    merit'    and    attractiveness. 
J\ew  J^derchandise New  Prices 

j 

Inspection  cordially  invited 

G.  GOULDING  &  SONS 

WW  innipeg 

66  King  St. 

55  Wellington  St.  West,  Toronto 

Ottawa 

193  Sparks  St. 

Hamilton 

283^JonnSt.  N. 
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c/he  Dealer  who  sells 

Ga^e  Hats  is  assured 

of  three  profits: 

(1)  The  direct  profit  from  the  sale. 

(2)  The  indirect  profit  from  the  added 
prestige  incidental  to  handling  a 
line  so  largely  advertised  and  so 
favorably  known. 

(3)  The  future  profit  from  customers 
who,  having  had  entire  satisfaction 
in  the  style  and  wearing  qualities 
of  their  Gage  Hats,  are  pleased  to 
continue  their  patronage  and 
influence    others. 

S0Xy   PRODUCERS 
OF  CORRECT 

MILLINERY 

CHICAGO 

NEW  YORK 

PARIS 
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Dry  Goods  Review 

Orders  Needed  to  Keep  Mills  Running 
Manufacturers   of   Knitted   Underwear  Declare  That  They  Cannot  Work  on  Speculation 

:.ers—  -Closing   Down   Plants   After   Strenuous    Effort    to    Get    Business  —  Fall 
Quotations   Offer  Attractive   Reductions. 

A  CRITICAL  stag
e  has  been  reach- 

ed in  the  knitted  goods  trade.  The 

mill  owners  have  put  forth  a 

strenuous  effort  to  avoid  an  eruption 

with  apparently  no  response  whatever 

from  their  customers.  The  result  at  the 

t  is  the  gradual  cutting  down  on 

production  with  resultant"  disorganiza
- 

tion and  increasing  unemployment. 

Mills  feeling  their  responsibilities
 

towards  their  operatives  have  fairly  beg- 

ged for  orders,  that  they  might  keep  all 

their  plants  working  even  part  time. 

Efforts  have  been  almost  futile  uni- 

versally and  the  closing  down  of  plants 

continues.  Unless  customers  commence 

to  place  orders  without  another  week's 
delay  the  situation  will  grow  unwelcomely 

serious  and  the  present  crisis  in  the  mills 

will  eventually  reflect  on  the  retail  trade. 

From  Ontario  and  Quebec  come  the 

same  reports,  and  the  mill  owners,  who 

are  very  much  worried,  have  frankly 

stated  their  case  to  Dry  Goods  Review- 

in  the  hope  that  if  the  situation  were 

thoroughly  understood  by  all  branches  of 

the  trade,  an  unfortunate  set  back  coMld 
be  averted. 

An  Appeal  to  Customers 

The  following  letter,  gent  out  to  all 

customers  by  a  prominent  Central  On- 

tario manufacturer  of  women's  and 
children's  underwear,  is  representative 
of  many  similar  efforts  to  stir  up  busi- 

ness.    It  reads  in  part: 

"You,  as  one  of  our  friends  in  the 
trade,  may  be  interested  to  know  that 
we  have  recently  closed,  for  an  indefinite 
period,  three  of  our  factories,  throwing 
out  of  employment  about  500  employees. 
This  condition  is  caused  by  the  holding- 
f.ff  policy  of  many  buyers. 

"Our  prices  for  Fall,  1921,  as  presented 
to  you,  show  a  decrease  of  33  1-3  per 
cent,  below  our  last  price  list,  and  we 
cannot  see  where  prices  will  be  lower, 
unless  a  reduction  in  wages  takes  place 

and  this  does  not  seem  likely  at  the  pres- 
ent time. 

"If  you  want  satisfactory  deliveries 
next  Fall,  we  urge  you  to  place  your  re- 

quirements now.  If  not  your  total  re- 
quirements, send  at  least  a  portion. 

"Please  give  this  your  earnest  consid- 
eration." 
"What  response  did  we  get?"  com- 

mented the  owner  of  this  particular  mill. 
"None." 

The  superintendent  of  salesmen  was 
also  interviewed  at  this  plant,  and  he 
declared  that  every  man  had  urged  cus- 

tomers to  place  orders  for  just  a  small 
percentage   of  their  usual   business,  but 

Models  in  Silk 

Silk  undergarments  are  growing  in  favor, 
practical  models  being  preferred  by  the 
Canadian  trade.  This  serviceable  vest 
number  and  the  knickers  with  elastic  run 
at  the  knee  are  lines  of  the  Queen  Quality 
lines  manufactured  by  the  St.  Catharines 
Silk  Mills.  The  hose  are  the  famous  Cana- 

dian "Venus"  brand.  Illustrated  by  court- 
esy of  Richard  L.  Baker,  Toronto,  sole  dis- 

tributors of  these  two  lines. 

their  proposition  was  flatly  refused  on 

every  side.  "We  asked  for  part  orders 
of  total  requirements,  that  we  might 
have  just  enough  work  to  keep  things 
running  along  but  our  customers  were 

absolutely  cold.  We  haven't  an  order 
for  Fall  lines,  yet  we  know  without  a 

doubt  that  stocks  everywhere  are  low." 
"What  will  be  the  result,"  asked 

another    mill    owner,    "when    purchasers 

do  come  into  the  market?  There  will  be 

a  big  rush  for  goods  and  the  merchants 
will  never  be  able  to  get  orders  filled  on 

time." 

This  point  was  particularly  dwelt  upon 

at  a  meeting  of  the  ladies'  underwear 
manufacturers  of  Canada,  held  in  Hamil- 

ton, Ont.,  early  this  month.  It  was  em- 
phasized that  retailers  should  appreciate 

that  goods  are  not  being  made  up  in  the 
hope  that  they  will    be  required  later  on. 

None  of  the  mills  are  working  on  spec- 

ulative orders.  They  can't  afford  to  run 
along  without  any  orders  in  sight  and 
they  are  in  many  cases  averse  to  wage cutting. 

A  knitted  goods  man  was  recently 
asked  his  opinion  as  to  the  advisability 
of  reducing  wages.  His  questioner  was 

the  owner  of  a  big  jam  factory.  "We 
have  not  even  contemplated  cutting 

wages  yet,  and  don't  want  to,"  was  the 
mill  owner's  reply.  "Ninety  per  cent, 
of  our  employees  are  girls.  Their  living 
expenses  are  high  and  they  need  all  the 
money  they  are  making.  We  are  not 

making  any  reductions."  "Well,  we 
are,"  was  the  jam  manufacturer's  reply. 

It  is  not  likely  that  wages  of  opera- 
tives will  be  cut  in  the  knitted  goods 

mills  however,  even  though  the  outlook 
is  very  discouraging  at  present.  There 
is  always  a  shortage  of  underwear.  The 
shops  are  never  overstocked  for  long  and 
at  the  present  time  it  is  very  apparent 
that  there  is  a  scarcity  in  many  lines. 

The  mills  report  that  orders  for 
Spring  were  splendid.  Spring  business 
was  surprisingly  good,  but  although  a 
reduction  of  33  1-3  per  cent,  is  offered  on 
Fall  lines  there  is  not  the  slightest  in- 

clination to  place  orders. 

No  Reductions  Can  be  Expected 

"These  prices  quoted  now  on  knitted 
underwear  are  practically  a  basis  for 

1921-22  selling,"  said  a  representative 
for  two  leading  mills  in  Quebec.  "Prices 
may  even  stiffen,"  he  continued,  "because 
there  are  no  surplus  supplies  and  all  job 
lots  are  being  disposed  of  at  sight.  If 
every  retailer  were  in  the  market,  there 

would  not  be  more  than  six  months'  sup- 
ply available.  And  now  that  all  mills 

are  running  on  short  time,  and  produc- 
tion is  at  its  lowest  ebb,  and  reckless 

competition  has  led  to  a  confused  state 
of  affairs,  I  can  only  say  that  there  can 

be  no  change  except  for  the- better,  and 
I  strongly  advise  continuous  placing  at 
present  prices  if  the  situation  is  to  be 

saved." 

He  further  pointed  out  that  the  only 

(Continued  on  page  120) 
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Features  of  the  New  Lines  Offered 
Spring  Underwear  Lines  Varied  and  Attractive — Good  Assortment  Also  Offered  For  Fall- 

New  Silk  Striped  Fabric  Being  Used — Vogue  for  "Opera"  Vest  Styles  Continues Pink  Garments  Popular. 

IN  spite  of  the  quiet  which  prevails  in 
the  knitted  underwear  trade,  the  Can- 

adian manufacturers  have  not  per- 
mitted their  lines  to  grow  less  attractive 

nor  the  varieties  to  dwindle.  One  mill 
visited  this  month  by  a  representative  of 
Dry  Goods  Review  is  showing  250  lines 
for  Spring  and  150  for  Fall.  A  complete 
tour  of  the  sample  rooms  was  made  by 
the  writer  and  it  was  most  gratifying  to 
see  such  a  splendid  range  of  finely  made 

garments  being  offered  by  Canadian  mak- 
ers. All  lines  viewed  compared  most  fa- 

vorably with  any  imported  lines  seen 
which  sell  at  similar  prices,  and  although 
the  trimming  features  were  not  so 
strongly  played  up,  it  must  be  admitted 

that  many  garments  benefited  in  com- 
parison with  corresponding  lines  import- 

ed for  the  Canadian  market  from  the 
point  of  quality. 

Good  workmanship,  durability,  excel- 
lence of  material,  amount  of  materials 

used,  design  and  fit  are  all  points  that 
seem  to  have  been  pretty  well  studied 
during  the  past  few  years  with  the  re- 

sult that  the  mills  in  Canada  are  now 
turning  out  lines  of  which  they  may  be 
justly  proud. 

While  some  criticism  may  be  in  order 
with  regard  to  the  silk  hose  and  under- 

wear turned  out  during  the  war,  and 
which  was  on  the  market  for  some  con- 

siderable time  afterwards,  it  must  be  re- 
membered that  at  that  time  the  demand 

was  so  great  that  little  "grading"  was 
necessary  and  there  was  no  such  thing 
as  classifying  into  firsts,  seconds  and 

thirds.  Everything  was  "first"  because 
people  would  pay  any  price  regardless  of 
quality  when  the  shortage  existed.  Now 
that  the  market  has  been  quiet  there  is 
a  revived  demand  for  better  quality  of 
goods  and  great  improvement  is  noted. 
Silk  hosiery  is  sold  according  to  its  qual- 

ity— if  it  is  the  best  grade  the  price  cor- 
responds, if  "seconds"  or  "thirds"  it  is 

marked  such  and   sold  accordingly. 

Fine  Range  Available 

The  same  influences  have  resulted  in 
a  pronounced  improvement  in  the  lines 
of  under-garments  shown.  Excellent  cut, 
good  material  and  good  value  is  apparent 
in  the  Spring  lines.  The  mills  report 
good  business  in  Spring  lines,  although 
they  are  unanimous  in  reporting  th^t 
business  in  Fall  lines  has  been  most  dis- 

appointing. However,  the  goods  are 
available  and  for  the  merchant  who  is 
buying  the  range  is  wide  and  obtainable 
at  most  reasonable  prices. 

Novelties   for   Spring 

The  Spring  lines  include  among  the 
prime    favorites    numerous    versions    of 

the  opera  vest — extra  long  vest  models 
in  mercerized  effects  and  in  cotton,  fash- 

ioned with  gathered  tops  or  plain,  and 
held  in  place  with  substantial  ribbon 
shoulder  straps.  The  elastic  run  top 
with  its  dainty  ribbon  casing  is  unusu- 

ally fashionable,  and  the  demand  is  still 
strong  for  mercerized  and  cotton  vests 
in  rink  or  white  with  silk  tops.  These 
are    serviceable    for    evening    wear    when 

Vew  Lines  in  Undies 

the  ribbon  shoulder  straps  may  be  slipped 
off  if  desired. 

The  demand  for  pink  underwear  in- 
creases and  in  combinations  and  separate 

garments  there  is  an  excellent  trade  for 
the  tinted  lines  as  well  as  for  white.  Very 
lovely  also  are  the  fine  mercerized  vests 
with  handsome  narrow  lace  tops  and 
fancy  edge  run  through  with  silk  tie 
strings.  One  very  dainty  line  is  cut  with 
an  extra  long  skirt  section  which  reaches 
to  just  above  the  knees  and  is  supported 

by  satin  shoulder  straps  of  superior  qual- 
ity ribbon. 

Silk  Stripe  Material 

Among  the  novelties  shown  in  fabrics 
is  a  very  pretty  silk  stripe  cotton  and 
wool  mixture  which  is  made  up  in  vests 
of  different  styles  and  bloomers  with 
elastic  at  the  knees.  These  matching 
garments  are  decidedly  dainty  and  serv- 

iceable and  will  be  offered  as  a  novelty 
in  the  Fall  lines.  Some  lovely  garments, 
50  per  cent,  wool,  are  also  being  shown 
for  next  Fall  in  which  half  sleeves  and 

the  French  trimming  known  as  "shell 
edge"  are  featured. 

The  mills  report  good  trade  in  com- 
binations and  children's  sleepers;  also, 

one  manufacturer  specializing  in  baby 

garments  and  children's  underwear  lines, 
reports  excellent  demand  for  a  coat  style 
of  vest  for  infants  which  fastens  with 
tapes  and  ensures  additional  warmth  and 
comfort  for  his  babyship. 

(1)  A  dainty  lisle  model  designed  for 
evening  wear;  (2)  A  popular  version  of  the 
opera  vest;  (3)  A  silk  and  wool  vest  with 
half  sleeve  and  shell  trimming;  (4)  A  nov- 

elty in  silk  stripe  handsomely  finished  with 
lace  top  and  satin  straps. — From  the  Spring 
and  Fall  lines  offered  by  J.  R.  Moodie  & 
Sons,  Ltd.,  Hamilton,  Ont. 

Carl  Austin  &  Co. 
Move  to  Their 

New   Premises 

Occupy   Spacious   New   Premises   in   Fine 
Big    Building    at    266-268    King 

Street  West,  Toronto 

Carl  Austin  and  Co.,  formerly  located 
on  College  Street,  Toronto,  have  moved 
to  a  more  central  location  and  are  now 

occupying  splendid  new  premises  at  266- 
268  King  Street  West,  Toronto,  just  west 
of  the  Royal  Alexandra  Theatre.  In- 

creased business  compelled  this  firm  to 
secure  larger  and  more  oomn^odious 
showrooms,  and  it  is  hoped  that  greater 

satisfaction  will  be  received  by  the  firm's 
customers  as  a  result  of  the  removal  to 

King  Street.  The  factories  still  remain 
at  West  Toronto  in  compliance  with  Ll.j 

Fire    Underwriters'   requirements. 
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Novelty  Lines 
In  Sweaters  and 

Children's  Sets 
The  sweater  manufacturers  report  the 

situation  quiet  at  present  but  are,  never- 
theless, engaged  upon  a  new  line  of  par- 

ticularly novel  and  attractive  models 
which  include  the  knitted  skirts  and 
dresses  so  popular  in  France  and  the 
United  States.  These  dresses  come  in 

sizes  for  misses  and  ladies  and  are  devel- 
oped in  bright  colored  yarns  with  pretty 

contrasting  bands.  These  have  long 
sleeves  and  a  low  neck  and  at  the  present 
retail  price  of  $12  and  $15  are  decidedly 
splendid  value. 

The  newest  sweaters  will  feature  trim- 
mings of  brushed  wool  in  imitation  fur 

effects  in  fur  colors.  The  tuxedo  collar 

will  be  as  strong  as  ever,  particularly 
when  developed  of  the  brushed  wool  with 
pockets  to  match. 

Woolen  sets  of  caps  and  scarves  have 
fallen  off  in  popularity,  only  a  quarter  of 

last  year's  amount  being  in  demand  this 
Winter.  The  four-piece  knitted  outfits  for 
tiny  children  are  increasingly  popular  in 
plain  knit  wools.  The  brushed  wool 
models  are  not  being  called  for. 

The  newest  idea  is  brushed  wool  in 

camel's  hair  effect  by  the  yard,  from 
which  can  be  made  scarves,  head  wear 
or  trimmings  as  the  purchaser  fancies. 
This  comes  in  quiet  neutral  colors. 

Written  Statement 

Appears  In  Fur  Ad. 

A.  J.  Alexandor,  of  Montreal,  says 

"prices  are  not  coming  down:  they  are 

down." 

A  unique  fur  "ad,"  coming  in  the  form 
of  a  statement  on  fur  prices,  recently 
appeared  in  Montreal  newspapers  above 
the  signature  of  A.  J.  Alexandor,  head 
of  A.  J.  Alexandor,  Ltd.,  furriers,  with 
branches  in  Ottawa,  Halifax  and  Hamil 

ton.  The  entire  "ad,"  which  urged  pur- 
chases immediately,  was  a  message  in 

Mr.  Alexander's  handwriting.     It  stated: 

"Fur  prices  are  not  coming  down. 
"They  are  down. 

"For  the  past  three  months  we  have 
bocr.  steadily  revising  our  prices  to  ad- 

just them  to  prevailing  conditions.  We 
are  of  the  opinion  that  there  cannot  be 
any  further  reductions,  as  prices  are 

at   pre-war  levels. 

"To  those  of  our  friends  who  have 
sufficient  confidence  in  us  to  believe  that 

we  make  this  statement  on'y  because  we 
feel  it  to  be  true,  we  say  that  there  is 
nothing  to  be  gained  by  waiting.  The 
opportune  moment  to  buy  furs  is  now. 
The  lowest  levels  have  been  reached. 
There  can  be  only  one  movement  from 

on — an   upward   trend." 

Trim  Knitted  Costume 
One  of  the  season's  smartest  novelties  is 

the  knitted  suit  in  any  shade  the  devotee 
may  choose.  This  serviceable  costume  for 
the  young  girl  is  developed  in  claret-col- 

ored wool  and  features  a  wide  ribbed  effect, 
a  collar  closing  at  the  waistline,  pockets 
and  a  neat  belt. 

PURCHASE  GAREAU'S  STORE 
The  departmental  store  at  the  corner 

of  St.  Lawrence  Boulevard  and  Mount 
Royal  Avenue,  Montreal,  owned  by  J.  O. 
Gareau,  has  been  purchased  by  the  Royal 
Bank  of  Canada,  which  will  establish  a 
branch  there  in  due  course.  The  building 
has  a  frontage  of  31  feet  and  a  depth  of 
113  feet. 

Officials  of  the  bank  premises  depart- 
ment of  the  Royal  Bank  state  that  the 

purchase  price  was  $100,000.  It  is  in- 
tended to  convert  the  lower  floor  of  the 

building  into  a  bank,  while  the  other 
floors  will  be  used  for  other  purposes. 
The  work  of  alteration  will  commence 
immediately,  and  it  is  expected  that  the 
premises  will  be  ready  for  occupation  in 
about  a  month.  This  is  claimed  to  be 
the  thirtieth  branch  of  this  bank  in  the 
district. 

ORDERS  NEEDED  TO  KEEP  MILLS 
RUNNING 

Continued  from  page  118 

further  reduction  in  costs  possible  in 
the  manufacture  of  heavy  underwear 
would  be  in  the  event  of  textile  labor 
cuts.  But  such  a  possibility  was  most 
unlikely  on  account  of  the  fact  that  this 
class  of  labor  is  the  lowest  paid  of  all 
and  should  be  the  last  to  be  affected. 

Therefore  it  cannot  be  expected  that 

pre-war  prices  will  ever  be  regained  in this  industry. 

Furthermore  present  prices  do  not 
even  begin  to  repay  the  Australian  wool 
grower  or  the  British  spinner,  when 
Canadian  mills  are  paying  only  50  to 
60  cents  per  pound  at  mill  for  raw  wool. 
In  this  class  of  goods  there  is  no  com- 

petition from  the  United  States  and 
therefore  it  is  a  question  of  supporting 

an  entirely  domestic  product  for  the  bene- 
fit of  Canadian  labor. 

One  prominent  wholesaler  gave  it  as 
his  opinion  that  no  further  cuts  on  prices 
would  be  made  as  he  believes  there  will 
have  to  be  a  fairly  heavy  resumption  of 
buying  by  Easter  at  the  latest.  All 
prices  must  therefore  be  definitely  fixed 
within  four  weeks. 

"The  mills  have  felt  the  pulse  of  trade, 
and  mean  business,"  said  this  wholesaler. 
"I  advise  every  retailer  to  take  stock  of 
his  merchandise  and  order  requirements 
without  delay. 

"The  opening  price  quoted  this  Fall  was 
$12.00  on  a  certain  line  of  underwear 
and  it  has  since  dropped  to  $10.80.  Even 
though  a  further  decline  of  some  cents 
should  occur  it  should  Be  appreciated 
that  this  price  represents  rock  bottom. 
"Another  manufacturer  is  quoting  a 

line,  which  he  sold  for  $12.30  last  season, 
at  $9  this  year,  and  is  getting  no  re- 

sponse. Reductions  have  no  temptation 
to  the  customer  who  does  not  want  to 

buy. 

"We  have  stated  that  we  will  make 
Fall  deliveries  on  which  payments  will 
not  have  to  be  made  till  October,  but 
so  far  nothing  that  we  have  suggested 

has  made  any  impression  on  the  trade," 
he  declared.  "Consequently  the  first 
week  in  January  we  were  obliged  to  close 
up  one  of  our  plants  and  let  out  over 

400  girls." 
TO  CORRECT  A   MISTAKE 

In  the  December  issue  of  Dry  Goods 
Review  a  mistake  occurred  in  the  Allen 
Silk  Mills  advertisement  of  their  Win- 

some Maid  silk  hosiery.  As  this  error 
has  created  a  wrong  impression  in  the 
minds  of  readers  about  a  new  line  of 
hosiery  the  Allen  Silk  Mills  have  recently 
introduced,  we  take  this  opportunity  to 
correct  it,  though  we  did  not  happen  to 
be  responsible  for  it.  The  new  line  was 

not  a  "$4.00  line"  as  unfortunately  the 
advertisement  stated,  but  was  "Number 
400"  in  their  lines  of  hosiery.  Further 
explanation  of  this  correction  occurs  else- 

where in  this  issue. 
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Novelties  Shown  in  Dainty  Lingerie 
Fine  Silk  Underwear  and  Artistic  Negligees  Expected  to  Enjoy  Renewed  Vogue— Drop  in 

Jap  Silks  Will  Encourage  Further  Indulgence  in  Silk  and  Satin  Garments  of  Dainti- 
ness and  Durability — Simple  Lines  Preferred. 

THE  year  1921  will  undo
ubtedly 

witness  a  revival  of  interest  in 
fine  silk  underwear  and  negligees. 

The  recent  changes  in  the  silk  market 
have  made  it  possible  for  women  of 

very  moderate  means  to  possess  the  fin- 
est and  most  delicately  wrought  lingerie, 

equal  in  appearance  to  that  formerly 
only  within  the  reach  of  her  wealthy 
sisters.  The  invention  of  machinery  has 

of  course  materially  aided  the  manufac- 
turer to  put  forth  a  greater  quantity  of 

these  delicate  yet  durable  garments  at 

a  price  within  reach  of  the  middle  class- 
es, and  now  it  is  possible  for  women  to 

select  undergarments  for  as  little  or 
as  much  as  they  care  to  pay. 

That  an  enormous  demand  existed  for 
simply  designed  and  serviceably  made 
underwear  is  amply  proved  by  the  re- 

sponse which  was  forthcoming  when  the 
now  famous  athletic  type  of  undergar- 

ments made  their  appearance  upon  the 
market.  This  style  was  not  only  wel- 

comed by  the  sports-woman  but  its 
many  good  points  made  it  appeal  strong- 

ly to  the  business  woman  as  well,  on  ac- 
count of  the  ease  with  which  such 

garments  can  be  laundered. 

Now  that  such  garments  can  be  pur- 
chased in  the  best  qualities  of  washable 

silk  and  satin,  the  public  is  gradually 
becoming  aware  of  the  advantage  in  ac- 

quiring such  lines.  The  price  may  seem 
higher  in  comparison  to  the  flimsy  un- 

derwear which  formerly  flooded  the 
market,  but  the  economy  of  buying 
good  material  which  will  last  longer  in 
the  wearing  is  now  apparent  to  most 
women  buyers. 

"Made  in  Canada" 

To  meet  this  demand  in  Canada,  sev- 
eral new  companies  have  come  into  ex- 

istence of  late  which  are  turning  out  a 
very  high  class  range  of  undergarments 
in  wash  silks  and  crepes,  which  are 
quite  comparable  to  the  best  imported 
lines.  The  newest  designs  offered  for 
Spring,  1921,  emphasize  the  note  of 
quality  and  increasing  attention  is  paid 
to  simplicity  and  exquisite  workman- 
ship. 

Negligees,  lingerie  and  silk  petticoats 
are  always  in  demand.  Manufacturers 
in  these  lines  are  turning  their  atten- 

tion to  the  making  of  the  sheerest  flesh 
satin  and  crepe  de  Chine  garments  and 
are  showing  many  lovely  creations  in 
their   showrooms. 

Prices  on  these  lines,  it  is  stated,  will 
approximate  20  per  cent,  lower  than  they 
were  six  months  ago,  which  is  a  very 
encouraging  feature  of  the  season.  Al- 

though much  fine  lace  is  used,  the  ma- 

jority of  the  lingerie  featured  is  hand- 
embroidered  in  self  and  pastel  shades. 
Many  models  showed  hand  scalloping  in 
the  finest  of  stitches  on  sleeves  and 

edges,  instead  of  the  conventional  hem- 
stitching and  in  all  cases  the  addition 

of  a  spray  of  hand-worked  flowers  was 
made  to  heighten  the  effect  of  daintiness. 

Camisoles  are  just  as  numerous  as 

ever,  but  the  darker,  more  vivid  color- 
ings are  very  infrequent.     Much  georg- 

ette crepe  is  used  in  conjunction  with 
silk  or  crepe  C\j  Chine  and  is  introduced 
in  medallion  inserts  which  greatly  en- 

hance the  appearance  of  these  simple 

little  garments.  Mauve  or  orchid  rib- 
bons are  much  used  as  shoulder  straps 

on  flesh  camisoles,  as  well  as  the  pale 
baby  blue  shades,  and  when  a  touch  of 
hand  embroidery  is  added  in  the  shades, 
the  effect  is  very  dainty. 

Continued  on  page   144 

Group  of  Dainty  Intimes 

This  illustration  provides  a  glimpse  into  milady's  boudoir  and  reveals  her  in  the 
most  exquisite  of  Spring  lingerie.  The  model  on  the  left  is  gowned  in  a  soft  tinted 
negligee  worn  over  a  frothy  petticoat.  She  is  displaying  the  beauties  of  crepe  de 
chine  and  lace  Knickers  when  trimmed  with  rose  buds.  The  model  seated  is  wear- 

ing a  charming  envelope  type  of  garment,  revealing  a  deep  lace  yoke  which  is  in 
reality  a  camisole. — Lingerie  shown  by  courtesy  of  the  Kassab  Kimona  Company, Montreal. 
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The  Visor  4-in-l  Sweater 
{Four  Sweaters  in  One) 

Note  the  four  ways  the  collar  can  be  worn.  The  most  practical  and  best 
selling  coat  on  the  market.  Made  in  many  weights  in  HALF-CARDIGAN, 
SHAKER,  and  JUMBO  stitch. 

We  make  also  this  year  the  best  SHAWL  COLLARS  on  the  market  in  all 
our  lines.  Also  V-Necks,  PULL-OVERS  with  stripes,  and  other  lines  of 
PULL-OVERS  for  Men  and  Ladies.  Also  Double  Reversible  Caps,  Ladies' 
Caps  and  Scarfs,  Brushed.  Men's  Scarfs,  Brushed  and  Un-Brushed.  We 
have  added  several  new  attractive  lines  this  year,  both  in  Men's,  Ladies', 
and  Boys'.  Some  of  them  light  weight.  All  with  the  superior  VISOR  finish. 
One  of  our  representatives  will  call  early  in  the  season.  Don't  place  your 
order  until  you  have  seen  our  complete  line.  Ask  to  see  our  New  Coat 
Sweater  called  DUROTEX.      We  now  cover  all  of  Canada. 

Visor  Knitting  Company,  Limited 
Niagara  Falls,  Ontario 

Factories  also  at  Niagara  Falls,  N.Y. 

1 1 1 1 1 1 1 1 1 1 1 ! :  1 1 1 1 1 1 1 1 1 1 1 1 1 11:|  I  l!!!l  1:1:1  IJil  1 1 1 1 1 1:1 1 1 1  |!H  I  hill  I  III  1 1! 

CLIFT  &  GOODRICH,  Inc. 
328-330  BROADWAY 
NEW    YORK    CITY 

& 

Hosiery 

Bathing  Suits 
Knit  Underwear 
Nainsook  Underwear 

Men's  Cotton   Sweaters 

Commission 
Merchants 
:      :      to  the      :      : 

Jobbing  Trade 
Exclusively 

-iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiriinnii iniiiii 
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These  Stockings  Increase  Your  Profits 

THREE  EIGHTIES" Stockings  for  women  en- 
joy a  greater  prestige  and  sale 

than  any  other  one  style  of 
hosiery  in  Canada. 

The  comfort,  durability,  and 

economy  of  "Three  Eighties" 
have  built  their  reputation  and 
make  them  a  really  consistent 
seller. 

"Three  Eighties"  are  a  seamless 

cotton  hose  with  three-ply  heels  and 
toes  to  give  added  strength  and  save darning. 

For  misses  as*  well  as  women — 
sizes  4^2  to  8M>  8M  to  10.  Colors 
Black,  Tan,  and  White.  Attractively 
boxed  in  dozens. 

The  demand  for  "Three  Eighties" is  steadily  increasing. 

If  not  already  in  stock,  your 
wholesaler  can  supply  you. 

Hosiery 

\J     Women 
The  Chipman-Holton  Knitting  Company,  Limited,  Hamilton,  Ontario 

Twelve  pairs  of  perfect 

hose  in  every  box 

Mills  at    Hamilton  and  Welland,  Ont. 
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The  Ballantyne 
is  now  being  Sho 

The  New  Ballantyne  Monkey  Blouse 

Monkey  Blouses 
Shawlettes 

Smocks 

Girls'  Balkans 
Knitted  Coats 

Mufflers 

LIST     OF 

Cap  and  Muffler  Sets 

Toques 
Tarns 

R.     M.     BALLANTYNE,     LIMI 
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Range  for  1921 
wn  to  the  Trade 

\X/"ERE   styles   in   knitted   garments   staple;    that   is,   if  they showed  little  or  no  variation  from  year  to  year,  Ballantyne 
Knitted  Wear  would  occupy  a  high  place  in  public  regard  because 

of  their  superior  finish  and  all-round  dependable  quality. 

But  style  is  a  big  feature  in  knitted  garments ;  it  is  what  deter- 

mines their  popularity — and  it  is  in  style  that  Ballantyne  gar- 
ments excel. 

The  Ballantyne  range  for  192 1  is  now  ready  to  be  shown  to  the 

trade.  With  Ballantyne  staple  lines  you  are  all  familiar — Bal- 

lantyne Gloves,  Hosiery,  Boys'  Jerseys,  the  Ballantyne  Glove 
(Scotch  Knit),  etc.;  but  in  the  range  of  novelties,  here  is  where 

you  at  once  see  the  trade-building  possibilities  of  Ballantyne 
Knitted  Goods. 

Ballantyne  Monkey  Blouses,  for  instance;  here  are  several  new 
style  ideas  that  Ballantyne  dealers  will  be  first  in  displaying  to 

their  customers  —  and  the  Ballantyne  Novelty  Coats,  Smocks, 
Balkans  and  Shawlettes — there  will  be  several  192 1  style  hits 

among  these.    They  have  got  "zip." 

Then,  of  course,  merchants  will  want  their  regular  supply  of  Bal- 

lantyne Boys'  Jerseys,  the  Ballantyne  Glove  (Scotch  Knit)  and 
Ballantyne  Hosiery.  These  are  lines  for  which  there  is  no  possible 
substitute,  once  Ballantyne  quality  has  been  tested. 

When  the  Ballantyne  representative  calls  on  you,  he  will  submit 
the  complete  192 1  range  for  your  inspection.  You  will  find  in  it 
both  the  staple  goods  and  enticing  novelties  you  need  to  build 
up  your  stock  and  act  as  a  tonic  for  your  business. 

PRODUCTS 
Caps              Hosiery 

Mitts             Men's  and  Boys'  Jerseys 
Gloves           Children's  Suits 

Young  Men's  Pullovers 
The  Ballantyne  Glove 

(Scotch  Knit) 

TED,     STRATFORD,     CANADA 
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Prized  By  Dealer 
And  Customer  Alike 
T  TNDERWEAR— to  fulfil  its  mission 
^  and  bring  satisfaction  to  both 
dealer  and  consumer — should  be  of  last- 

ing satisfaction  to  the  first,  and  pro- 
ductive of  ample  profits  for  the  second. 

Dealers  everywhere  are  learning  that 
Atlantic  Underwear  admirably  fills 
both  these  requirements. 

Sold  in  five  different  weights  and 
qualities.  Each  line  is  guaranteed 
to  be  the  best  value  of  its  class. 

UNSHRINKABLE 

The  Underwear 
{hat Overyears 

ATLANTIC    UNDERWEAR,   Limited 
MONCTON         -         -         N.B. 

28 

Customer-Satisfaction 
— that's  what  you  are  after,  isn't  it? 

That's  what  brings  repeats — that's  what  makes 
your  customers  refer  others  to  your  store — 
that's  what  makes  the  reputation  of  your  store solid! 

Because  we  want  your  customers  for  OUR 
customers,  we  have  done  all  in  our  power  to 
ensure  that 

B urritt  s SiikH 
osiery 

will  brin&  you  that  customer-satisfaction. 
COLORS 

White,     Black,     Navy,     Tan,      Cordovan, 
Grey,    Beaver,    Champagne. 

Also  a  fine  line  of  Burritt  Lisle  Hosiery. 

All    Silk   and    Lisle    Hosiery   attractively  ■ boxed. 

A.  Burritt  y  Co. 
Mitchell,  Ont. 

Established  1875 

Manufacture!  s  of  Sweaters,  Pure  Camel  Hair  Men's  Seamless 
Gloves,  Pullovers,,  Toques,  Boys'  and  Men's  Ribbed  Wor- sted Hosiery.  | 

'.ililllllllllllllllllllllllllllllllllllllMIIMIIIIilllillllllllMlllillllllllllllllllllllllllllllllllllMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIliT 
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DC DCZIC 

n 
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An  Exclusive  Burritt  Number 

SMART,  becoming  Sweater Coat  in  fine  white  wool, 

with  contrasting  beading  of 

yellow  wool,  and  special 
"feather"  finish  on  long  tuxedo 
collar  and  cuffs. 

This  "feather"  trimming 
has  a  novel  crinkled  appear- 

ance which  dampness,  steam, 

heat,  or  any  other  condition 

cannot  affect— a  special  Burritt 
feature. 

Our  Travellers  are  now  on  the  way  to  you 
This  is*  but  one  of    many  interesting  Burritt 
lines  which  they  are  prepared  to    show  you. 

Burritt   Sweaters    are    worth  seeing! 

A.  BURRITT  &  CO. 
Mitchell,  Ont. 

Established  1875 

Manufacturers  of  Sweaters,  Pure  Camel  Hair  Men's  Seamless  Gloves, 

Pullovers,    Toques,     Boys'    and    Men's    Ribbed    Worsted    Hosiery. 

DC Dae DC 
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Apply  the 
u 

Test  of  Elimination 
In  selecting  your 

Spring  Jersey  stock. 

» 

s 

Reduce  duplication — 
concentrate  on  the  line  that 

means  the  most  satisfaction 

to    your    customers  and  the 

greatest  prestige  for  your  store! 

Our  Jerseys  will  turn  the  trick — try  them ! 

FOR  MEN  and  BOYS 

Children's  Knitted  Suits  in  plain  colors. 
Spring  range  now  in  hands  of  our  Travellers. 

ALL  WOOL 

Snug-fitting  Fast  colors  Well  finished 
Attractive  Combinations  Heathers 

Shoulder-fastening  or  Pullovers 

JERSEY'S  LIMITED 
455  King  St.  W. Toronto 
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\31 PERRIN'S 
"Ace  of  Clubs" 

PERRIN  KAYSER  CO.,  LIMITED 
Sommer  Building,  Montreal 
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DEPARTMENT    "AI" 

Dress  Ginghams 
Canadian  and  Imported 

Apron  Ginghams 
SHIRTINGS  OXFORD 

Steel  Clad  Galateas 
NURSES'  CLOTH 

White  and  Striped  and  Fancy 
Flannelettes 

JVe  particularly  wish  to  draw  your 
attention  to  our  fine 

KREMLA  AND  WOOL  TAFFETA 

DEPARTMENT  "AC" 

See  our  special  Floral  Lines  in  White 
Cottons,  Sheetings  and  Pillow  Cottons, 
soft  and  smooth  as  the  petals  of  a  rose. 

P.S.  and  N.B.  and  again  N.B. 

Buy  your  Cotton  Goods  NOW  as  an  advance 
is  positively  going  to  take  place  shortly 

GREENSHIELDS  LIMITED 
Everything  in  Dry  Goods 

VICTORIA  SQUARE  MONTREAL 
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Wken  you  say 

"HARVEY" 
you  say 

trie  last wor< 

in 

dainty 

distinctive 

Und erwear 

HOBOEy 

Protect   yourself — 
CONCENTRATE! 

The  wisdom  of  concentrating  on  one  line  of  unquestioned 

and  well-known  quality  is  being  brought  home  to  Merchants 
everywhere  at  this  time. 

Why  carry  an  unnecessary  variety  of  Makes  of  Underwear 
when  One  Absolutely  Reliable  line  will  meet  every  taste  and 
every  demand  ? 

HARVEY  garments  are  made  of  the  finest  quality  of  combed 
Sea  Island  and  Australasian  Wool,  and  finished  with  an 
actual  tailored  effect. 

There  are  so  many  Special  features  of  the  HARVEY  range 
that  they  can  only  be  fully  appreciated  on  inspection  of  the 
different  numbers. 

The  HARVEY  range  will  meet  your  needs — faithfully 
CONCENTRATE  ON  IT! \nd  well 

H 
arvey 

Knitting   Co 
Limited 

Woodstock      -      Ontario 

mpany 
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1921   Range  now  being  shown  by  our  representatives: 

The  Williams-Trow  Knitting  Co.,  Limited,  Stratford,  Ontario 
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Good  Judgment 
is  required  in  buying  for  this  year 

Canadians  are  over  their  spasm  of  extravagance  and 
now  are  buying  with  their  old  time  care  and  thought. 

Merchants  must  buy  only  those  goods  that  the  public 

want — they  cannot  afford  to  have  goods  lying  on  their 
shelves. 

The  secret  of  good  merchandising  is  to  keep  your  money  moving — 

don't  have  any  idle  stock — handle  only  goods  that  are  active. 

Even  in  the  dullest  times  people  insist  on  wearing 

t< M 

CEETEE 
THE  PURE  WOOL 

UNDERCLOTHING 
THAT  WILL  NOT   SHRINK 

"The  woollen  underwear  without  the  itch" 

The  famous  sheep  trade-mark  is  known  from  Halifax 

to  Vancouver  as  a  result  of  our  many  years  of  con- 

sistent advertising.  "Ceetee"'  is  the  only  underwear 
made  in  Canada  that  is  reinforced  at  all  wearing 

parts. 

Worn   by  the   best  people 

Sold    by  the    best  dealers 

Wait  till  our  traveller  shows  you  samples 

Garment 

before  ordering   your  season  supply. 

MANUFACTURED 
ONLY  BY of  Gait 

®5K 

gBs 
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HOSIERY. 

Circle  -  Bar   Hosiery 
in  Cashmere  for  Fall   1921 

SHORTLY  our  representatives  will  be  showing  lines  of  Circle-Bar 
Cashmere  Hosiery  for  Fall,  1921. 

The  values  are  so  much  better  than  we  have  been  able  to  offer 

for  the  past  three  years  that  your  customers  will  be  glad  to  buy  them. 

Quality  is  the  best  and  the  assortment  of  styles  and  colors  has  been 
increased. 

Our  Owen  Sound  Mill  is  now  running  (where  we  specialize  on  men's 
lines  exclusively)  and  we  will  be  in  a  position  to  give  you  better  sen-ice 
than  heretofore. 

Will  also  show  Silk  Lines  for  delivery 
up  to  June  30,  1921 

Mills  at  Kincardine' 
and 

Owen  Sound 
The   Circle -Bar  Knitting  Co.,  Limited 

Head  Office  :  KINCARDINE,  Ont. 

-i£MMi^M^iLL»ll<i^r^.zr^^^  WWmM-  WMmM2mU^MWW-?WMM. 

Universal  Service 
^URING  the  years  of  War  Time  Prosperity,  when  honest 

**J  and  intelligent  service  was  at  a  premium,  the  Universal 
Knitting  Company  Limited  succeeded  in  building  up  among 
its  customers  a  reputation  for  excellence  in  these  attributes. 

To-day  we  are  more  than  ever  prepared  and  determined  to 
maintain  our  high  standard  of  perfection  in  Knitted  Garments. 

Our  travellers  now  have  their  new  1921  samples  and  are  at 

your  service.    We  rely  upon  you  for  your  hearty  co-operation. 

THE  UNIVERSAL  KNITTING  COMPANY  LIMITED 
303  Pender  Street  West Vancouver,  B.C 

Makers  of  Canada's  Finest  Knitwear 
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Investigate  the  Quality  of 
the  Goods  You  Sell 

You  arc  vitally  interested  in  the  quality  of  the 

goods  vim  -ell.  because  your  customers  arc  interested 
in  quality. 

As  regards  infants'  and  children's  woollen  garments, 
you  can't  get  better  quality  than 

PRISCILLA  QUALITY 

VYe  are  constantly  improving  the  quality  of  our  goods,  with  improve- 
ment- in  our  facilities  for  manufacture  and  in  the  quality  of  raw  material 

obtainable.  Priscilla  Quality  "Woollens  are  better  to-day  than  they  were a  year  ago. 

To  make  sure  of  PRISCILLA  QUALITY,  see  that 
the  woollens  you   stock   come  from   our  factory 

HENRY  DAVIS  &  CO.,  Limited,  259  spadina  Ave.,  TORONTO 

Maple  Leaf  pure  wool  Hosiery The  well-known 
brand  your 

customers  will 
ask  for 

"Made  up  to  a  standard— 

not  down  to  a  price." 

MARK 

MADE  BY 

fx'SOOERICH  KNITTING  C» 

Made  in 
Canada 

THE  GODERICH  KNITTING  CO.,  LTD. 
Goderich,  Ont. 

Sizes    8 

8K>&9 

I    doz.  pair  to  the   box 

Nurses'  Cuffs- 
A  sturdy  article 
A  steady  seller 
Used     in     Hospitals, 
Homes     and     Offices 

Send    for    an     assortment 

One  grade  only 

and  One  price 

--Both  the  BEST  possible! 

That's  the  invariable   standard  of 

M^  COLLARS 

THE   PARSONS   &   PARSONS    CANADIAN   COMPANY 
HAMILTON,  CANADA 
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Correcting  a  Mistake 
WHICH  OCCURRED  IN 

DECEMBER   ADVERTISEMENT 

of 

Winsome  Maid  Hosiery 

An  error,  very  misleading  to  our  patrons,  occurred  in 
the  December  Winsome  Maid  Hosiery  advertisement 
in  this  journal.  It  was  in  reference  to  a  new  line  of 

heather  hosiery  which  we  have  recently  introduced. 

To  simplify  the  ordering  of  this  new  line  for  dealers, 

we  were  referring  to  it  as  "OUR  NEW  NUMBER  400 
LINE'"  (each  of  our  lines  having  a  distinguishing 
number).  Unfortunately  through  misinterpreting  the 

number  sign  (#)  for  the  dollar  sign  ($),  it  appeared 

incorrectly  in  print  as  "OUR  NEW  $4.00  LINE." 

This  magazine  generously  offered  to  correct  the  error 
(for  which  they  were  not  responsible)  here,  in  order  to 

let  readers  understand  that  the  "400"  had  nothing  to  do 
with  price.  Information  about  this  new  line  of  hosiery 

will  be  found  in  another  page  advertisement  of  Win- 
some Maid  Silk  Hosiery  in  this  issue. 

ALLEN  SILK  MILLS  LIMITED 
43  Davies  Avenue 

TORONTO 
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One  thing  certain! 

Buttons    are    still    being    worn 
and   they   always   will   be! 

Arc  you  treating  your  button, 
department  jusi  as  sort  of  an 
accessory  station,  or  are  you 
making  your  button  assortment 
an  INSPIRATION  to  the  use 

of  MORE  buttons9 

Your  button  department  is  a 

steady,  all-yeay-round  propo- 
sition. An  attractive  assort- 

ment at  all  times  increases 
dividends  from  this  corner  of 

your  store. 
Have  yon  seen  our  new  Spring 
range? 

The  Ontario  Button   Co. 
Limited 

Kitchener,  Ont. 

'IIIMIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIMIIIIIIMIIini'llMt'r 

Immediate 
Delivery —  | 

/    — Lower  Prices 
HORROCKSES 

COTTONS  J 
Prompt    shipment    can    be    made    from  e 
stock,    or    for    import. 
If   you   are    not   on    mailing    list,    please  = 
write.  = 

JOHN  E    RITCHIE 
Dry  Goods  Commission  Agent 

591  St.  Catherine  St  West,  MONTREAL      I 
Branches:  = 

U  Wellington  St.  W.     543  Granville  St.     29  Minshull  St.         | 
Toronto.  Vancouver        Manchester.    Eng. 

'i:!lllllllllllllllllllll!IIIIIIIIIIMIMIIIIIIIMIIIIIIIIIIIIIIII!IIIIMIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIr 

IMPORTERS  and  MANUFACTURERS 

Art  Needlework  and  Fancy  Goods 
"Peri-Lusta"  "Crystal" Mercerized  Cottons  Artificial  Silk 

Embroidery  Materials 

Fancy  Linens  and  Piece  Goods 
MADEIRA    HAND  EMBROIDERED 
LINENS  and  HANDKERCHIEFS 

Campbell,  Metzger  &  Jacobson 
^32-938  Broadway  New  York  Cor.   22nd   St. 

Canadian  Showroom   and  Factory: 

Bay  and  Wellington  Sts.,         -        Toronto,  Canada 

The  Mark  of  Fine  Merchandise 

"Viyella" 
"A  z  a" 

"Clydella" 
Unshrinkable  Flannels 

Your  particular  attention  is 
directed  to  our  circular  letter 

of  December  27th,  1920. 

» 

WM.  HOLLINS  &  CO.,  LTD. 
(of  London ,  England) 

62  Front  Street  W.,  Toronto 

45  E.  17th  Street,  New  York 
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What  Are  You  Doing 
to  Meet  the  New 

Conditions  ? 
When  war  gave  place  to  business,    the    country's    trade    was    stabilized    and 
strengthened  by  far-sighted   merchants,   wholesalers  and  manufacturers  who 

■carried  on"  and  courageously  made  the  most  of  conditions  as  they  appeared. 
To-day— 

The  events  of  the  past  should  teach  us  to  look  ahead.  If  the  best  policy  in  1918 

was  to  "carry  on" — it  is  more  so  to-day  to  go  forward — to  build  business  sanely and  thoroughly. 

Your  merchants  are  waiting  for  any  sign  that  will  give  a  hint  of  your  policy 
--if  you  mark  time.  they,  too,  will  mark  time — if  you  go  forward,  they  will 
go  with  you. 

From  all  sides  comes  increasing  evidence  of  this  supreme  importance  of  dealer 

co-operation.  The  merchant  to-day  is  waiting  for  a  word  from  you  of  your 
policy,  and  he  will  do  his  part  to  recreate  consumer-demand  and  start  the 
stream  of  goods  once  more  moving  across  the  counter. 

Tell  your  merchant  in  straightforward,  business-like  talks  in  the  business 
newspaper  he  is  reading,  what  you  have  to  offer — your  plans  for  the  year. 
Never  was  time  more  opportune,  not  only  for  the  expansion  of  trade,  but  to 
establish  thorough  co-operation  with  the  merchant  who  sells  your  goods. 

Business  can  be  made  good.  Business  can  always  be  good  when  it  is  gone  after 
in  the  right  way — your  dealers  know  only  what  you  tell  them  about  your  1921 
plans.  They  cannot  be  expected  to  share  your  enthusiasm  unless  they  are  as 
familiar  with  it  as  you. 

The  merchant's  interests  are  your  interests.  Take  him  into  your  confidence, 
give  him  the  facts — tell  him  in  regular  announcements  in  his  business  paper 
what  you  are  doing  to  stabilize  business. 

You  can  hold  his  enthusiasm  by  regular  announcements  in  his  business  news- 
paper. To-day,  more  than  ever,  he  is  reading  the  merchandising  plans  in 

the  advertising  pages — the  marketing  ideas  and  methods  and  news  in  the 

editorial  pages — for  both  are  focused  directly  on  the  merchant's  vital  problems. 
We  are  interviewing  hundreds  of  merchants  every  week  in  all  parts  of  Canada, 

and  the  best  suggestion  we  can  make  is  to  "CARRY  ON." 

If 

The  MacLean  Publishing  Company,  Limited 
Publishers  of  the  following  specialized  Business  Newspapers: 

The  Financial  Post 
Bookseller  &  Stationer 
Canadian  Grocer 

Dry  Goods  Review 

Druggists'  Weekly 

Hardware  &  Metal 

Men's  Wear  Review 
Sanitary  Engineer 
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"Julian  Sale"  Fine   Leather  Goods. 

Our  Travellers   Will 
Soon  Be  On  the  Move 

About  the  end  of  the  month  our  travellers  will  start  away  on  their  spring  trips 

with  a  most  complete  range  of  samples  of  the  "Julian  Sale"  make  Leather 
Goods  and  Novelties.  Never  have  we  had  bigger  and  better  lines  to  present  to 

the  trade,  and  the  values  are  amongst  the  best  we  have  ever  offered.  "Julian 
Sale"  goods,  you  must  know  by  experience,  will  give  a  quality  touch  and  added 
attractiveness  to  any  man's  stock,  and  we  can  well  afford  to  emphasize  the  fact 
in  sending  our  representatives  on  their  new  season's  sorting  trips. 

Amongst  the  new  lines  there  are  many  novel  and  attractive  specials,  includ- 

ing the  Vanity  Boxes,  in  a  very  varied  "style"  assortment  in  leathers,  colors  and 
fittings.  The  Lucille  Bag,  which  has  been  so  popular,  is  bound  to  be  more  so, 
and  our  line  will  help  make  it  so.  Silk  Moire  Bags  may  more  than  ever  be 

counted  amongst  the  "best  sellers."     The  "Julian  Sale"  range  of  these  unique 
and  novel  hand  bags  present 

a  fine  showing.  And  strap- 
handle  purses  and  other  staple 

lines  are  unusually  well  repre- 
sented. 

Our  Sample  Rooms 
The  latch  string  is  always  on 
the  outside  to  the  trade,  and 
we  invite  you  to  feel  free  to 
make  the  best  use  of  the  rooms 

when  you  visit  the  city.  Make 
them  your  headquarters,  and 
welcome. 

The  Julian  Sale  Leather  Goods  Company,  Limited 
Wholesale  —  Factory  —  Offices  and  Sample  Rooms: 

600  King  Street  West,  Toronto. 
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Colors  Taboo  in   Spring  Neckwear 
Fashion  Limits  Brighter  Shades  to  Silk  Novelties  of  French  Origin — Regular  Lines  in  Neck 

Fixings  Adhere  Strictly  to  White  and  Cream — Nets,  Organdies  and  Laces  are 
Sponsored — Ribbons. 

THE  vogue  for  colored  neckwe
ar  is 

on  the  wane.  Deep  cream  and 
frothy  white,  or  white  trimmed 

with  the  merest  touch  of  rose,  lavender 

yellow  or  blue  have  ousted  the  all-pink, 
all-blue,  and  all-orchid  organdie  models 
of  last  Fall.  There  is  a  strong  rivalry 
between  nets  and  organdies  in  all  lines 
and  in  both  cream  and  white  models. 
Considerable  Swiss  neckwear  is  being 
imported  and  the  handwork  represented 
in  many  delightful  little  collars  will 
prove  a  delight.  One  line  seen  this 
month  just  as  it  was  being  opened  and 
put  into  stock  was  remarked  for  its 

absolute  simplicity.  Four  hand-sewn 
tucks  decorated  the  Peter  Pan  collar  in 

pure  white  organdie.  These  dainty 
models  will  retail  at  the  astonishingly 

low  price  of  50  cents.  The  workman- 
ship is  beautiful  and  the  absence  of  lace 

or  embroidery  renders  these  smart  little 

"tailleur"  collars  quite  distinctive  from 
the  machine  made  models  with  machine 

applied  finishings  which  have  been  seen 
for  so  long. 

Prices 

One  of  the  most  interesting  features 
of  Spring  neckwear  is  the  price.  On 

every  side  the  claim  that  "prices  aren't 
really  lower"  can  be  challenged  by  the 
manufacturers  of  neckwear,  for  there  is 
no  doubt  whatever  that  dainty  lines  of 
substantial  manufacture  are  available  at 
lower  prices  than  were  paid  last  year. 
The  most  exquisite  collar  and  vestee  sets 
in  organdie  with  dainty  embroidery  and 
lace  insets  such  as  shown  in  the  accom- 

panying neckwear  illustration  will:  be 
sold  over  the  counter  at  the  modest  fig- 

ure of  $2.50.  Charming  net  conceits  of 
similar  design  or  garnished  with  tiny 
lace  edgings,  pretty  little  frills  and  rows 
of  pin  tucks,  not  to  mention  smart  little 
finishing  touches  in  ribbon  bows  or  but- 

ton, will  also  retail  close  to  this  figure. 
White  and  ecru  also  reign  in  these  sets. 

Vestee  sets  are  due  for  another  very 
good  season,  and  complete  sets  are  in 
greater  demand  than  ever.  France  has 

he  seal  of  approval  once  more  on 
the  high  neck  line  and  the  throat  fast- 

ened models  in  cloth  have  a  rival  in  the 
high  throated  gilet  of  net  or  organdie. 
These  high  collared  vestees  are  being 
fashioned  of  sheer  fabrics  to  be  warn 
with  the  cloth  costume  or  the  one-piece 
frock  cut  out  in  a  variety  of  outlines  in 
the  front.  Sometimes  the  Bodice  reveals 
a  low  curved  line  or  a  deep  delta  and  in 
this  case  the  Frenchwoman  adds  to  her 
costume  a  smart  vestee  and  high  collar 
of  some  sheer  fabric  with  excellent 
effect. 

Vagaries  of  New  Models 

Sometimes  a  compromise  is  made,  and 

the  collar  which  starts  out  with  "high" 
intentions  changes  its  mind  and  favors 
spreading  revers  in  front,  which  reveal 
the  bare  throat.  Frequently  a  slender 
black  ribbon  crosses  the  throat  and  fast- 

ens to  the  collar's  edge.  High  roll  ef- 
fects at  the  back,  and  even  frills,  are 

encouraged.  Whole  cascades  of  frills 
garnish  the  fronts  of  some  of  the  vestees 
in  jabot  fashion  and  smart  effects  are 
also  achieved  by  fetching  manipulations 
of  narrow  gros  grain  faille  and  moire 
ribbon. 

Claims  Many  Adherents 

The  round  collar  will  have  many  ad- 
mirers, for  after  all  the  great  majority 

of  women  will  not  accede  to  the  adop- 
tion, even  for  a  brief  spell  around 

Easter,  of  the  high  neck.  Therefore  she 
relies  upon  the  variety  provided  in 
models  for  the  low  neck  line  costume, 
and  the  neckwear  department  will 
achieve  results  by  carrying  an  excellent 
assortment  of  all  the  novelties  present- 

ed. There  will  be  an  added  attraction 
in  the  round  collar  for  models  such  as 

the  prettily  designed  lace  collar  shown 
will  retail  at  $1.00  each. 

Trim  little  tailored  organdie  sets  of 
collar  and  cuffs  will  sell  for  75  cents  and 
up  to  the  consumer  and  besides  the  all 
white  or  all  cream  models  with  small 
medallion  insets  will    be    shown    strictly 

untrimmed  organdie  sets  finished  with 

narrow  black,  orchid,  pink  or  blue  bor- 
ders, of  not  more  than  an  eighth  of  an 

inch  in  width. 

Among  High  Price  Novelties 

The  Spring  neckwear  lines  also  in- 
clude smart  pique  and  crash  cotton  nov- 
elties and  among  the  exclusive  models 

much  attention  is  given  to  crepe  silk 
conceits  in  an  odd  range  of  colors.  All 
kinds  of  crepe  silk  materials  are  being 
sponsored  by  Paris,  and  naturally  there 
are  some  charming  models  coming  to 
the  fore  in  Canton  crepe  and  other  lovely 
weaves — sometimes  richly  embroidered, 

sometimes  heavily  brocaded  and  some- 
times with  no  trimming  at  all  save  a 

saucy  bow,  a  row  of  buttons  or  self- 
applied  bands.  These  high-priced  lines 
for  the  exclusive  trade,  however,  corner 
the  color  card,  and  as  far  as  regular 
lines  are  concerned  they  are  limited  to 
cream  and  white,  with  an  occasional 
binding  in  a  pastel  shade  permitted. 

Ribbons 

Ribbons  have  reason  to  flaunt  their 

pretty  colors  this  Spring.  Dame  Fashion 
has  placed  them  on  the  pinnacle  of  popu- 

larity and  from  the  point  of  view  of 

style  they  are  to  figure  most  prominent- 
ly in  the  season  just  ahead. 
Drawn  from  the  splendid  lines  being 

(Continued  on  page  144) 

Dainty  Neckwear  Models 
1.  White  embroidered  organdie  collar  and  vestee  displaying  insets  of  point 

venise.  2.  Round  collar  in  ecru,  point  "venise  and  organdie.  3.  Tailored  organdie 
tuxedo,  double  thickness,  with  cut-out  sections  inset  with  embroidered  motifs. — 
Courtesy  Sterling  Lace  &  Norelty  Co.,  Toronto. 
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Colored  'Kerchiefs  Continue  In  Vogue 
Irish  and  Swiss  Manufacturers  Draw  Inspirations   From  Nursery  Books  for  Kiddies'  De- 

signs, While  the  Most  Artistic  Color  Effects  Are  Carried  Out  in  the  New  "Mascot" 
Handkerchiefs,  which  Are  to  be  Among  the  Leading  Spring  Novelties. 

THE  season  just  ended  has  broug
ht 

to  pass  some  astonishing  changes 
in  the  unusually  varied  range  of 

handkerchief  lines.  Formerly  the  ac- 
cepted Christmas  range  was  the  all 

white  article,  lace  trimmed  or  embroid- 
ered, initialled  or  plainly  hemstitched 

fine  linen,  but  not  so  during  the  latter 
part  of  1920.  All  the  large  department 
stores  report  an  unprecedented  demand 
for  colored  handkerchiefs,  a  demand  never 
before  anticipated  at  this  season  and 

never  so  impossible  to  supply.  Morgan's, 
of  Montreal,  offered  some  weeks  before 
Christmas  a  lot  of  over  1,600  boxes  of 
handkerchiefs  in  half  dozens  in  vivid  col- 

ors and  within  ten  days  every  handker- 
chief was  gone  and  innumerable  calls 

came  from  customers  for  more  of  the 
same.  Other  stores  also  experienced  a 
similar  demand  for  a  line  of  goods  typi- 

cally and  naturally  adapted  to  Spring 
and  Summer  selling.  The  opinion  of  the 
buyers  in  the  large  cities  is  unanimously 
agreed  that  the  colored  handkerchief 

has  come  to  stay,  especially  in  the  fine 
grades  of  linen,  and  they  record  a  cor- 

responding decrease  in  the  sales  of  the 
conventional  all-white  line. 

In  smaller  centres  the  demand  is  said 

to  be  the  other  way,  towards  conserva- 
tive and  staple  lines,  but  the  manufac- 

turers, both  Irish  and  Swiss,  are  anti- 
cipating any  tendency  towards  curtailed 

buying  by  putting  forth  a  more  attrac- 
tive range  of  samples  for  1921  than  ever. 

A  representative  of  Dry  Goods  Review 
was  informed  by  one  of  the  largest  Can- 

adian handkerchief  houses,  that  the 
range  for  1921  from  the  best  Irish  mak- 

ers exemplifies  the  highest  standards  of 
artistic  achievement.  Fabrics  are  once 

more  of  sheerest,  purest  quality,  dyes 
are  guaranteed  perfect  and  designs .  and 
patterns  almost  unbelievably  different 
and  artistic.  The  prices  also  are  grad 
ually  lessening,  although  for  present 
selling  any  reduction  in  raw  materials 
is  unfortunately  offset  by  the  rise  in 
labor  costs.  Supplies  just  now  are  un- 

usually large  and  the  assortments  com- 
plete, but  as  soon  as  the  expected  entry 

of  American  buyers  into  the  market 
occurs,  the  situation  will  change  ma- 
terially. 

Irish  handkerchiefs,  both  of  fine  lawns 
and  linens,  present  many  interesting 
novelties  for  the  coming  year.  Many 
of  the  samples  have  only  just  been  opened 
up  and  were  destined  for  Christmas, 
1921,  selling,  therefore  Dry  Goods  Re- 

view is  unusually  fortunate  in  being  able 
to  present  some  of  the  best  examples. 

In  men's  handkerchiefs,  there  is  a 
strong  tendency  shown  in  favor  of  the 
woven  cross-barred  effect  with  hand 
embroidered   initials    in   block   letters   in 

The  Newest  Handkerchiefs 
1.  Colored  handkerchief  in  blue,  green  and  white,  in  dainty,  sprigged  lawn.  (2) 

Child's  handkerchief  featuring  artistic  picturization  in  dull  blue.  (3)  Man's  handker- 
chief of  fine  lawn,  neatly  bordered  in  blue  with  hand-embroidered  initials.  (4)  Novelty 

mascot  handkerchief  of  emerald  green  and  yellow. — Manufactured  by  Douglas  & 
Green,  of  Belfast.     Handkerchiefs  shown  by  courtesy  of  Wallace  &  Wallace,  Montreal. 

colors.  Single,  double  and  multiple  line 
borders  and  hems  in  solid  colors  such  as 
mauve,  fawn,  blue  and  green  are  shown 
for  general  use  in  the  usual  sizes,  and 
the   range   of  designs   is   unlimited. 

In  ladies'  novelty  lines  the  newest 
thing  is  what  may  be  described  as  the 

"mascot"  handkerchief,  which  features  a 
novel  use  of  dark  colors,  such  as  navy 
blue  solid  ground  with  rose  colored  cor- 

ner insets  enclosing  a  small  black  pig,  or 

else  an  emerald  green  centre  with  a  yel- 
low "starlit  sky"  border,  further  embel- 

lished by  owls  silhouetted  against  a  full 
moon.  A  mauve  and  yellow  creation  fea- 

tures some  goldfish  very  realistically, 
and  a  cretonne-like  ground  of  black  with 
a  small  colored  floral  all  over  pattern, 
quaintly  sets  off  the  portraits  of  four 
black  cats.  The  northern  lights  and  a 
polar  bear  are  also  carried  out  in  blue 
and  black  in  futuristic  design  on  another 
bizarre  novelty,  which  is  nevertheless 
both  artistic  and  colorful. 

Of  a  different  type,  yet  equally  artis- 
tic and  dainty,  are  the  lines  which  por- 

tray charmingly  drawn  girls'  figures  of 

a  style  resembling  the  early  Victorian. 
One  lovely  example  is  of  lavender  lawn, 
sprigged  with  tiny  roses,  with  a  quaintly 
etched  figure  in  crinoline  occupynig  one 
corner.  A  dull  blue  creation,  centred 
with  a  white  oval,  shows  two  figures  in 

pretty  costumes  of  two  colors.  A  fea- 
ture of  these  handkerchiefs  is  that  the 

artist  who  executed  the  designs  has  sign- 
ed them  as  though  a  portrait  from  life. 

Still  other  novelties  are  the  all  black 

handkei'chief  which  shows  a  wreath  of 
pink  roses  in  its  centre,  or  the  navy  blue 
ground  on  which  is  scattered  conven- 

tional futurist  motifs  in    henna  color. 

But  the  "last  word"  has  truly  been 
said  when  it  comes  to  children's  hand- 

kerchiefs and  here  art  joins  hands  with 
practical  purpose  and  achieves  the 
"fairy  tale"  handkerchief.  What  hap- 

piness these  marvellous  reproductions  of 
Jack  and  the  Beanstalk,  Cinderella, 
Puss  in  Boots,  the  Babes  in  the  Wood, 
and  the  Pied  Piper  of  Hamelin  will 
bring!  Truly,  both  in  execution  and  de- 

sign, has  the  perfection  of  imagery  been 
reached. 
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NOVELTIES    SHOWN    IN    DAINTY 
DAINTY    LINGERIE 

I  inued  from  page   L21 

Underskirts  are  often  trimmed  with  a 

fine  accordion  pleated  flounce  of  georg- 
ette or  crepe  de  Chine,  which  is  adorably 

pretty  under  the  new  dance  frocks  but 
there  is  also  much  fine  lace  used,  and 
one  especially  pretty  conceit  was  a 
flounce  of  bands  of  Valenciennes  inser- 

tion underneath  which,  in  alternate  rows, 
weie  threaded  pale  blue  ribbons,  tied 
here  and  there  in  soft  knots.  In  fact,  the 
knot  of  ribbon  is  used  everywhere. 

Bloomers  are  shown  more  than  ever 
in  silk  and  satin,  with  elastic  fitted 
knees,  either  hemstitched  or  plain  at  the 
hems,  or  even  with  the  addition  of  wide 
frills  of  rich  lace.  Here  again,  colorful 
sprays  of  flowers  are  worked  with 
charming  effect,  although  destined  to 
bloom  unseen.  Lace  insertions  are  al?o 
used  above  the  knee  and  in  the  finer  filet 

patterns    are    unusually    effective. 
The  envelope  chemise  still  holds  the 

field  of  popularity  and  features  many 
clusters  of  fine  hand  run  tucks  at  the 
waist-line  besides  delicate  festoons  of 
wash  ribbons.  Much  emphasis  is  placed 
upon  plain  folds  of  contrasting  georg- 

ette as  a  finish  and  also  geometrical  de- 
signs with  a  double  thickness  of  the 

material  outlined  with  hemstitching  is 
an  unusual  but  effective  finish.  Drawn 
work  will  be  shown  on  crepe  de  Chine, 
especially  in  the  pale  shades  of  orchid, 
with  touches  of  black  embroidery. 

Novel  Designs 

Nightgowns  show  a  tendency  to  al- 
low more  fullness  than  is  usual,  and  this 

feature  is  noticeable  in  all  classes  o+' 
undergarment.  The  wearing  qualities 
will  thereby  be  greatly  enhanced.  Much 

tucking  and  simple  trimming  is  employ- 
ed, with  little  emphasis  upon  lace  as  a 

decoration.  Several  new  ideas  were  no- 
ticed, among  which  was  the  slipover 

effect  made  of  a  straight  length  of 
crepe  de  Chine,  simply  scalloped  at  neck 
and  sleeve  edges  and  girdled  by  a  soft 
girdle  of  two  toned  crepe.  This  model 
was  laced  at  the  opening  in  front  with 
a  silk  cord. 

Another  exquisite  conceit  was  sleeve- 
less and  featured  a  bow  knot  of  inset 

filet  lace  in  front;  a  camisole  and  chem- 
ise to  match  were  also  shown.  The  pre- 

ference for  dainty  pyjamas  is  also  re- 
cognized, and  one  set  noticed  was  of  pink 

China  silk  trimmed  with  white,  in  two 
piece  effect,  the  jacket  beng  a  slipover. 

The  height  of  perfection  in  lingerie  is 
truly  reached  in  an  imported  model  of 
flesh  georgette,  made  in  Empire  effect 
with  narrow  ruffles  of  cream  net  edg- 

ing the  square  neck,  armholes  and  bot- 
tom edjre.  A  crepe  de  Chine  nightgown 

had  its  tiny  Empire  waist  entirely  made 
of  real  filet  lace,  and  also  featured  the 
new  square  neckline. 
A  whole  volume  could  be  written 

about  the  new  negligees  shown  for  1921, 
and  all  the  delicate  pastel  colorings  find 

interpretation  in  the  showrooms  of  Can- 
adian makers  this  season.  Since  every 

boudoir  robe  is  now  accompanied  by 
matching  or  contrasting  underslip,  the 
discriminating  buyer  now  realizes  that 
the  negligee  is  a  thing  of  importance. 
One  of  the  most  desirable  models  noticed 

was  of  white  charmeuse,  hanging  ab- 
solutely straight  from  bust  to  hem.  The 

edges  are  inset  all  round  with  fine  thread 
lace,  and  a  dainty  ribbon  knot  closes  the 
fronts.  Still  another  model  is  of  flesh 

georgette,  accordion  pleated  and  girdled 
with  two  toned  satin  ribbon.  It  is  sleeve- 

less save  for  the  ruffles  of  lace  which 
edge  the  armholes. 

Pale  blue  crepe  de  Chine,  softly  knife- 
pleated  with  over  jacket  of  the  same, 
edged  with  filet  lace  and  caught  with 
heavy  balls  of  silk  at  the  pointed  sleeve 
ends,  or  another  of  palest  yellow  georg- 

ette, delicately  embroidered  in  mauve 
with  knots  of  mauve  ribbons  here  and 
there,   were   also  noticed. 

Accessories 

That  the  boudoir  cap  is  not  yet  extinct, 

and  frequently  accompanies  these  gar- 
ments is  proved  by  a  visit  to  the  work- 
rooms of  the  manufacturers.  One  novel 

idea  was  a  cap  of  rose  corded  ribbon 
adorned  with  lace  and  flowers,  which 
exactly  matched  its  tea  gown  negligee 
of  rose  crepe  de  Chine.  The  ribbon  was 
woven  to  form  the  crown,  with  a  deep 
puff  of  cream  lace  against  the  lace. 

In  talking  of  negligees,  it  is  permiss- 
ible to  add  that  the  most  up-to-date  de- 

partments are  featuring  satin  or  lace 
mules  to  accompany  these  diaphanous 

garments.  These  mules  are  nothing- 
more  or  less  than  puffs  of  silk  or  satin 
with  lacy  rosettes  upon  the  toe,  or  a 
rosebud  or  two. 

The  vogue  for  silk  lingerie  has  taken 
an  unprecedented  hold  upon  Paris  this 
season,  and  in  Paris  the  original  negligee 
was  evolved  which  has  been  the  inspira- 

tion of  so  many  designers  to  imitate. 

The  garment  "de  luxe"  as  it  is  found 
over  there  might  easily  be  mistaken  for 
an  evening  gown,  so  elaborately  is  it 
fashioned.  At  any  rate,  it  is  a  far  cry 
to  the  old-time  kimona,  formerly  so  es- 

sential a  part  of  the  feminine  wardrobe. 

COLORS    TABOO    IN    SPRING 
NECKWEAR 

Continued  from  page  142 

manufactured  on  this  side,  and  from  the 
French  and  Swiss  •  houses  famed  •  for 
artistry  and  originality  the  range  this 
Spring  is  wide  and  decidedly  interesting. 
Unfortunately,  however,  very  few  orders 
are  finding  their  way  to  European  mar- 

kets, and  from  French  manufacturing 
centres  come  numerous  reports  of  mills 
closing  down  for  the  lack  of  orders  to 
keep  the  workers  employed.  Ribbon 
manufacturers  on  this  side  are  making 
good  their  opportunities,  and  although 
the  exquisite  products  of  the  French 
centres  cannot  be  copied,  their  vogue  is 
being  to  some  extent  succeeded  by  that 

of  more  popular  priced  ribbons  which 
can  be  obtained  at  more  attractive 

prices  by  a  public  that  is  looking  for 
more  reasonably  priced  lines  in  all 
classes  of  goods. 

For  Milady's  Hat 
Spring  millinery  will  display  a  va- 

riety of  pretty  ribbons  both  narrow  and 
wide.  Many  of  the  imported  creations,, 
after  which  the  chapeaux  for  the  open- 

ings are  being  modelled,  feature  all  rib- 
bon trimmings  and  shiny  effects  are- 

still  very  prominent  in  dark  shades,  grey 
and  black.  Wide  satin  cire  is  featured. 
Shot  effects  in  taffeta  are  in  demand,, 
also  double-faced  ribbons  in  satin,  moire, 
gros  grain  and  faille.  Metal  picot  edges, 
are  seen  on  narrow  gros  grains. 

Sashes,  which  have  acquired  a  new 
popularity  with  the  fad  for  georgettes,, 
crepe  de  Chines  and  other  soft  drapey 

silks  and  cottons,  have  necessitated  ad- 
ditional efforts  for  good  novelty  effects 

in  wider  ribbons,  and  some  beautiful 
lines  in  faille  and  rich  brocades  are  ap- 

pearing. Among  the  French  offerings 
are  exquisite  Paisley  effects  and  plaid 
shot  taffetas,  satin  striped  and  checked 
novelties  and  ribbons  striped  with  cello- 

phane. 
Dainty  Lingerie  Ribbons 

Lingerie  ribbons  are  unusually  pretty 
in  many  widths  and  there  is  a  very 
heavy  demand  for  all  widths  in  satin  and 
silk  lines  that  will  launder.  In  colors, 
pimento  red,  several  interesting  shades 
of  blue — one  very  close  to  jade  but  with 
an  equal  hint  of  turquoise — orchid,  yel- 

low and  empire  green  are  sponsored. 
Grey,  black  and  white  are  prominently 
featured  for  a  variety  of  uses. 

French  Lingerie 
Claims  a  Crepe 

All  Its  Own 
There  is  a  new  fabric  for  lingerie  in 

France,  which  is  named  "crepe  turco," 
and  resembles  the  heaviest  quality  of 
chiffon  with  a  slight  crepe  finish.  This 

novelty  material  was  introduced  by  Lan- 
vin,  who  uses  it  extensively  for  her  un- 

derwear models  this  season.  A  novel 

idea  of  hers  is  the  use  of  fine  black  Chan- 
tilly  lace  combined  with  white  voile  for 
underwear  to  wear  with  black  evening 

gowns. The  other  French  houses  are  also  out- 
doing themselves  in  novelties  of  this 

description,  such  as  vivid  red  nightgowns 
with  pleats  in  back  and  front,  with  neck 
and  sleeve  frills  embroidered  in  black 
and  white  scalloping,  and  also  sets  of 
brown  voile  lingerie  with-  inserts  of  wide 
cream  lace.  The  French  fashion  is  to 

have  the  shoulder  straps' of  finest  flesh 
colored  tulle  which  is  practically  in- visible. 

A  pink  chiffon  chemise  from  the 
Maison  Jenny  has  shoulder  straps  of 

Continued  on  page  151 
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ibbons 
ONLY  *. to  be 

had  in  Ribbons 

WE  ARE  THE  RIBBON 

HOUSE    OF    CANADA 

We  sell  nothing  but   Ribbons 

/^\UR  stock  is  particularly 
well    assorted    in    all 

standard  lines. 

Our  prices  have  been  re- 
duced to  meet  all  reductions 

in  foreign  markets. 

You  Can  Always  Depend  on  Us. 

Walter  H.  Barry  &  Company 
The  Specialty  Ribbon  House  of  Canada 

6  St.  Helen  Street         --         MONTREAL,  QUE. 
WINNIPEG  BRANCH:  CANADA  BLDG. 
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BUY 
SAFELY 

TO  GLOVE  AND  HOSIERY  RETAILERS 

WE  RETURN  OUR  THANKS  for  your  steady  patronage  during  the  year 
1920,  and  in  full  appreciation  of  your  confidence  we  advise  you  not  to  delay 
the  placing  of  your  orders  for  Spring  and  Fall. 
THE  PRESENT  REACTIONARY  SLUMP  will  not  last.  A  renewed  demand 
is  overdue,  and,  we  believe,  imminent. 

MANUFACTURERS  WILL  NOT  be  able  to  supply  merchandise  at  a  mo- 
ment's notice. 

THE  FINE  LEATHER  MARKET  has  not  weakened,  and  is  not  likely  to  do 

so,  owing  to  the  shortage  of  skins,  and  mam-  yea  rs  will  elapse  before  pre-war 
quantities  are  again  available. 

WOOL  SALES  REVEAL  that  the  better  grades  are  still  being  sold  upon  a 
rising  market. 

DO  NOT  HESITATE  to  protect  yourself.  If  any  easement  should  take  place, 
goods  will  be  charged  to  you  at  current  prices  ruling  at  time  of  shipment. 

OUR  REPRESENTATIVE  will  call  upon  you  shortly.  Look  over  his  ranges  of 

DENT'S  GLOVES 
For  200   Years  the  World's  Leading  Line 

AND 

TRIDENT  HOSIERY 
Which  "Fits  Like  a  Glove" 

YOUR  CUSTOMERS  WHO  KNOW  DENT  BRAND  GLOVES 
WILL    BE  ̂ ANXIOUS    TO   TRY   DENT    BRAND    HOSIERY 

Place  your  stocks  prominently  before  them,  they 
want    goods   famous    the   world   over   for   their 

QUALITY,  STYLE  AND  FINISH 

DENT  ALLCROFT  &  CO.  (Canada)  Limited 
MONTREAL 
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THE  TUXEDO 
Wl 

11  he 

vogue 

for  the  fiofrular 

Tuxedo  Sweater   Coat, 

Dress 

and  Suit  Coat 

There  ls^unlimited  opportunity 

for  diversity  of  styles  in  this 

line,  and  we  are  showing  an  in- 

teresting variety  of  distinctive 

effects  that  mark  PHOENIX 

TUXEDOS  apart  from  the 

ordinary    Tuxedo. 

No.  3496 — The  number  illustrated  is  of 
Flemish  Lace  in  Ocher  shade. 

O 

% 
o 

1 

"Better  JXeckwear"  for  the  "Better     Stores 

Other  lines  now  showing — strong 

sellers  and  authentic  heralds  of 

the  Spring  demand — 

Lace  V estings 

and    Bandings 

Lace  V estees 

-  short  lengths  - 

Tuxedo  Epingle  Cord 

and  Pique 

Send    for    sample 

assortment 

Prom  fit     'Delivery 

Phoenix 

Novelry 

Company 

154   Pearl   Street 
TORONTO 
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Ladies'  Hand  Bags 
and  Purses 

M 

1921  Spring  Season 

OUR  Salesmen  will  start  out 
around  February  1st  to  show 
our  New  Lines  for  the  Spring 

Season,  and  we  earnestly  request 
you  to  await  their  coming  before 
placing  your  orders. 

We  have  pride  in  stating  that  our 
lines  for  this  year  will  be  far  ahead 
of  anything  we  have  so  far  pro- 

duced both  in  STYLE  and  VALUE, 
and  will  stand  comparison  with 
the    best    imported   merchandise. 

Seldom,  if  ever,  have  we  seen  such 
exquisite  leather  as  the  manufac- 

turers have  produced  this  year, 
and  we  have  caught  their  spirit  in 
designing  BAGS  and  PURSES  to 
suit. 

The  FASHIONS  will  consist  of 
DAINTY  SILK  BAGS  in  MOIRE 
and  FAILLE,  with  light  colored 
linings,  attractive  frames  and  fit- 

tings; BEAUTIFULLY  colored 
LEATHERS  which  lend  them- 

selves to  artistic  treatment  in 

LADIES'  BAGS  and  PURSES; CHARMING  MINIATURE  BAGS 
for  CHILDREN— Fitted  PARTY 
CASES,  and  the  more  sober  but 
always  seasonable  MOROCCO  and 
PERSIAN  LINES.  When  you 
require  LEATHER  GOODS  get 
in  touch  with 

Federated   Leather 

Goods  Co.,  Limited 
MONTREAL 

Now  for  Spring 
WE  ARE  READY  WITH 

A   FULL  RANGE  OF 

Marabou  Capes 
Artificial  Flowers 

Feather  Trimmings 

Our  sample  room  is  conveniently 
located  and  you  will  find  your  complete 
needs  in  the  above  lines  at  this  house. 

Prompt  deliveries  made. 

Fans  of  all  the  wanted  styles  at  once. 

Dominion  Ostrich  Feather  Co. 
LIMITED 

78  Wellington  St.  West,  TORONTO 

So  Many  of  Your  Customers  Know  About 

BRITISH 
GOVERNMENT 

LINEN 
NO  DOUBT  YOU  HAVE  BEEN  ASKED  FOR  IT. 
THERE  ARE  SEVERAL  WEAVES.  EVERY  YARD  IS 

OF  THE  VERY  HIGHEST  CLASS.  NEVER  BEFORE 
AND  PROBABLY  NEVER  AGAIN  WILL  LINEN  OF 

THIS  ABNORMALLY  HIGH  QUALITY  BE  MANU- 
FACTURED. THE  IDEA  EMBODIED  IN  THE 

WEAVING  IS  LEAST  WEIGHT  WITH  GREATEST 
STRENGTH  AND  DURABILITY.  EVERY  INCH  OF 

THREAD  WAS  TESTED,  EVERY  YARD  IS  GOV- 
ERNMENT INSPECTED.  IT  IS  THE  FINEST  PURE 

IRISH  LINEN  CLOTH  THE  WORLD  HAS  EVER 

SEEN.  BLEACHED  OR  UNBLEACHED,  IT  HAS 
INFINITE  USES  FOR  HOUSEHOLD  AND  DRESS 
PURPOSES.  GOVERNMENT  LINEN  IS  NOW  BEING 
ADVERTISED  IN  CANADA  FROM  COAST  TO 

COAST.  THOUSANDS  OF  HOUSEWIVES  AL- 
READY HAVE  SAMPLE  ORDERS.  WE  HAVE  NO 

TRAVELLERS.  WRITE  FOR  DEALERS'  SAMPLES 
AND  DISCOUNTS. 

William  A.  Lowry  &  Company 
Distributors  British  Government  Linen 

New  Birks  Building,      -     Montreal,  Can. 
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Wyt  Western  leatjer  #oobg  Co,Xtfc 
255-257  Richmond  St.  W.  -  Toronto 

Jfflamtiacturers.  of  JftneHeatljer  (Soobg 

We  are  showing  for 

Spring  selling  a  great 
variety  of  novelties  in 

Beauty  Bags,  Canteen 
Cases,  Vanity  Bags, 

Silk  Bags  and  Avenue 
Purses,  in  all  the  new 

f  a  n  c  y  leathers  and 

styles. 

Also  a  great  range  of 

staples  in  Ladies'  Hand 

Bags  and  Belts,  Men's Pocket  Books,  ete. 

An  inspection  of  our  line,  either  in  our  Toronto  Show  Rooms  or  our  Travellers'  Sample  Rooms, 
will  be  of  great  interest  to  Dealers  in  Fancy  Leather  Goods. 

Our  Old  Motto  Preoails- 
Honest  Goods 

at  Honest  Prices 

The  Oldest  and  Original 

Trimmings  Establishment 
in  the  Dominion. 

THE  SPRING  1921 

will  be  a  Big  Trimmings  Season.  QOur  New  Range  of  Patterns 
will  surprise  you.  Q  Beautiful  Fancy  Braids  and  Yard  Trimmings, 
with  Silk,  Wool  and  Tinsel  Effects.  Q  Cords,  Fringes,  Girdles, 

Drop     Ornaments,     Tassels     in     large     variety     of     Chic     Designs. 

THE  MOULTON  MANUFACTURING  CO.,  Limited 
4   INSPECTOR  STREET        -        MONTREAL 

REPRESENTATIVES: 

TORONTO :  J.  Rutherford,  23  Scott  Street.  MARITIME  PROVINCES :   F.  L.  Wright.  MONTREAL :   M.  S.  Adcock. 
WINNIPEG  ;    Cleat  &  Co.,  A.  E.  Partridge,  708  Builders  Exchange.         VANCOUVER  :    Cleat  &  Co.,  Robt.  Cleat,  Williams  Block. 
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The  Art  of  Fitting  a  Corset 
Of  Greatest  Importance  in  the  Corset  Department  is  the  Service  Provided — Every  Model  Sold 

Should  be  Fitted,  and  Every  Fitter  Should  be  a  Trained  Corsetiere  Possessed  of 
Intelligence  and  Charm — Features  of  Spring  Trade. 

THERE  is  nothing  alarmi
ng:  in  the 

frequent  statement  of  corset  buy- 
ers to  the  effect  that  business  is 

dull  just  now;  it  is  only  the  natural  re- 
sult of  the  tendency  to  delay  buying  in 

the  ready-to-wear  departments  which 
is  now  reacting  on  the  retail  trade.  But 
notwithstanding  this  tendency  to  econ- 

omize and  to  indulge  in  repairs,  the  cor- 
set business  is  indispensable  and  every 

effort  should  be  directed  in  1921  towards 

building  up  a  splendid  Spring  trade, 
which  will  attract  and  hold  customers  by 

reason  of  a  policy  of  better  service,  wider 
range  of  goods  and  moderate  prices.  No 
one  expects  the  corset  department  to 
do  its  usual  amount  of  business  prior  to 

Christmas,  but  the  latter  part  of  De- 
cember was  marked  by  unprecedented 

activity  on  the  part  of  the  manufactur- 
ers whose  agents  have  been  endeavoring 

to  create  an  interest  in  this  line  which 

will  result  in  dissipating  the  apathy  ex- 
isting in  the  retail  trade. 

One  man  in  Montreal,  who  is  a  corset 
specialist  and  only  undertakes  orders 

made-to-measure,  stated  to'a  representa- 
vi;  of  Dry  Goods  Review,  that  he  did 

not  think  he  could  reduce  his  prices 
materially  until  June  at  least,  for  the 
reason  that  factories  are  for  the  most 

part  running  on  short  time  and  cannot 
promise  prompt  deliveries  of  any  goods. 
Furthermore,  orders  for  fabrics  which  he 
placed  a  month  ago  cannot  be  delivered 
until  June  next.  Rubber  parts,  such  as 

suspenders  and  inserts  are  hard  to  pro- 
cure, and  labor  is  just  as  high  as  ever 

although  fewer  hands  are  at  work.  Pro- 
duction is  inevitably  slower  as  a  con- 

sequence. As  far  as  steels  are  concern- 
ed, this  maker  stated  that  whereas  he 

formerly  paid  $3.20  per  gross  for  a  good 
quality,  the  price  now  was  in  the  vicin- 

ity of  $9.50,  about  three  times  as  much. 
All  these  factors  will  keep  the  cost  of 
the  finished  article  up  for  some  time  to 
come,  but  it  is  said  that  the  new  models 
for  1921  will  be  better  value  than  ever. 

It  will  indeed  be  a  serious  matter  later 
on  if  orders  continue  to  be  sparingly 
placed,  because  the  corset  trade  is  one  of 
the  very  few  which  depend  upon  steady 
business  conditions.  The  manufacturers 

cannot  afford  to  gamble  upon  possibili- 
ties, the  cost  of  production  in  their  line 

is  much  too  high.  Unless  buyers  place  or- 
ders early  and  often,  they  cannot  expect 

to  see  prices  descend  in  high  grade  lines 
in  keeping  with  other  lines  of  merchan- 

dise. There  appears  little  likelihood  that 
lines  will  change  radically  before  next 
autumn  on  account  of  the  many  diffi- 

culties incident  to  manufacture  before 
noted,      and    every    additional    inch      of 

lengthened    skirt    means    just    so    much 
more  extra  cost  in  the  finished  article. 

The  Art  of  Corset  Fitting 

The  Montreal  maker  above  referred  to 
is  also  an  expert  fitter,  unusual  as  this 
may  seem,  and  after  an  experience  of 
some  33  years,  gives  it  as  his  opinion 
that  the  fundamental  basis  of  good  cor- 
setry  is  to  show  a  woman  how  to  put 

her  corset  on.  "I  have  often  fitted  wo- 
men perfectly  only  to  have  them  tele- 

phone me  in  a  day  or  so  that  they  cannot 
put  the  corset  on,  and  asking  me  to  send 
out  an  assistant  to  see  what  is  wrong. 

I  always  ask  how  they  put  it  on,  and  :t 
always  happens  that  they  have  just 
hooked  it  on  any  way  without  giving  a 
thought  to  their  waist  line  or  whether 
the  corset  is  cut  in  a  totally  different 
style  to  the  one  they  are  accustomed 
to  wearing.  It  takes  time  to  become  ac- 

customed to  the  niceties  of  corset  ad- 
justment and  few  women  understand 

just  where  the  psychological  point  for 
placing  the  corset  waist-line  really  is. 
Let  them  put  on  and  take  off  their  new 
corset  several  times,  until  they  under- 

stand its  construction  perfectly,  so  that 

they  will  remember  to  adjust  the  under- 
wear and  fasten  the  supporters  correctly 

and  know  which  end  of  the  laces  to  draw 

up  first.  In  a  word,  a  woman  must  be 
taught  to  be  her  own  corsetiere,  if  she 
is  going  to  be  thoroughly  satisfied  with 

her  purchase."  This  expert  further 
spoke  on  the  difficulty  most  makers  have 
with  their  special  orders  which  come 
in  from  doctors  for  their  own  patients, 
and  how  frequently  their  specifications 
are  at  faut.  He  believed  that  the  ex- 

pert corsetiere  should  be  able  to  design 
a  corset  suitable  for  a  surgical  case  bet- 

ter than  a  doctor  could,  because  most 
physicians  cling  to  the  idea  that  a  corset 
is  necessarily  a  stiff  and  unyielding 
garment  and  must  be  reinforced  by  all 
sorts  of  insets  which  make  it  ungainly 

and  cumbersome.  "Some  of  them  are 
unaware  that  such  a  thing  as  a  supple 
tricot  corset,  without  any  bones,  exists, 
and  they  cherish  memories  of  stiff  whale- 

bone and  wasp  waists,  which  apparently 
dictate  the  choice  of  the  average  doctor 

nowadays,"  he  concluded. 

Opinions   of  Experts 

In  a  series  of  interviews  with  promin- 
ent corsetieres  Dry  Goods  Review  has  as- 

certained some  interesting  theories  upon 

the  present  state  of  the  corset  depart- 
ments in  the  retail  trade.  One  clever 

little  woman  who  is  famous  throughout 
Canada  for  her  corsetry  was  induced  to 
impart  some  of  her  ideas  as  follows: 

"I  always  advise  my  assistants  .when 
they  are  starting  out  to  fit  a  customer, 
to  take  their  time  and  select  the  right 
model.  Furthermore,  I  insist  that  they 
fit  the  corset  according  to  the  height 
of  the  lady  customer  and  to  pay  no  at 
tontion  to  what  she  says  about  sizes. 
Customers  don't  know  what  is  best  for 
them,  and  a  corsetiere  can  only  fit  with 
success  when  she  measures  up  and  down, 
not  around.  The  manufacturers  take 
care  that  their  sizes  shall  fit  all  figures 
which  approximate  the  average  and 
therefore  hip  and  waist  measurements 
can  be  taken  for  granted  as  a  rule,  but 
no  one  can  tell  what  length  skirt  or  bust 
a  customer  requires  until  she  is  meas- 

ured. That  is  the  main  reason  why  I 
never  sell  corsets  over  the  counter.  I 
must  see  my  customer  sit  down  in  the 
corset  and  if  I  have  judged  correctly 
and  my  measurements  were  correct,  the 
fit  should  be  perfect  with  the  first  model 
tried  on.  Never  ask  the  customer  re- 

peatedly if  'that  feels  comfortable,'  but watch  carefully  all  the  different  points, 
such  as  height  of  bust,  length  of  skirt, 
position  of  garters,  and  height  of  back. 
If  the  customer  unconsciously  stands 
with  greater  ease  and  grace  or  sits 
down  without  any  perceptible  discom- 

fort, you  have  probably  fitted  her  per- 
fectly. If  possible,  get  the  customer 

to  keep  on  the  old  one  before  you  begin 
to  try  on  the  new  corset,  and  ask  her  to 
explain  what  she  has  found  comfortable 
or  satisfactory  about  it.  If  she  does 
not  like  it  because  it  was  badly  fitted  or 
made  her  look  too  stout,  etc.,  it  will  be 
all  the  easier  to  remedy  this  and  to  pre- 

vent such  faults  from  recurring." 

Training  the  Staff 

According  to  this  corset  expert,  she 
finds  it  most  proftable  to  carry  about 
eight  lines  of  standard  corsets  with 
about  ten  models  in  each  line.  This  num- 

ber should  be  sufficient  for  the  average 
department  or  specialty  shop,  and  the 
majority  of  models  should  be  about  $5 

in  price,  if  the  trade  is  according  to  av- 
erage. When  new  girls  are  taken  on, 

she  keeps  them  busy  lacing  corsets  until 
they  are  able  to  do  so  quickly  and  ac- 

curately, and  are  thereby  familiarized 
with  the  large  variety  of  models  in  stock. 
She  insists  upon  their  memorizing  the 
stock  numbers  and  the  features  of  each 
distinctive  line  of  corsets,  and  will  not 
permit  them  to  fit  a  customer  until 
they  are  quite  proficient  in  these 
fundamentals.  Then  she  lets  them  be 

present  at  fittings  and  points  out  the 
various  points  to  be  considered  in  the 

Continued  on  page  152 
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Features  of  the  Spring  Corset  Lines 
Development  of  Corset  Industry  Leads  to  Manufacture  of  Comfortable,  Appearance-improv- 

ing Models — Disposition  Towards   Greater  Freedom  Encouraged — Manufacturers 
Cutting  Prices  to  Reflect  Drop  in  Materials. 

Written  for  Dry  Goods  Review  by  a  promin  nt  Canadian   corset  manufacturer 

THE  "corset"  as  referring 
 to  the 

body-sets  or  stays,  as  they  are 

still  termed  in  England,  is  a  mis- 
nomer to-day.  The  twentieth  century 

product  of  the  corset  manufacturer  bears 
no  resemblance  whatever  to  the  models 

designed  even  a  few  years  back.  The 
modern  corset  is  reflecting  the  change 

which  characterizes  modern  dress,  and 

which  characterizes  civilization  as  we 
see  it — freedom  is  represented  in  every 

line  and  comfort  is  provided  where  sup- 
port is  needed. 

The  artistically  inclined  are  disposed 

to  refer  to  the  body  as  "the  human  form 
divine."  Woman  with  her  usual  keen 
intuition,  passes  up  the  divinity  in  the 
human  form  and  gets  a  garment  called 
a  corset  to  smooth  out,  cover,  redis- 

tribute, bridge,  gently  control  this 
humanity  with  lines — mathematical  and 
artistic  conceptions  of  beauty — with  the 
result  that  we  see  an  ever  changing  sil- 

houette, a  variety  of  beauty  which  proves 
a  great  relief  to  the  senses  which  are  all 

too  easily  tired  of  repetition  or  same- 
ness. 

People  who  buy  and  sell  corsets  for 
the  consumer  may  well  forget  the  body 
to  some  extent  in  handling  their  various 
lines  for  the  problems  which  they  will 
enoounted,in  their  business  will  be  varied. 
For  instance — what  are  you  going  to  do 
when  you  are  confronted  with  a  customer 
who  is  clearly  a  subject  for  a  30  or  32 
inch  waist  with  full  bust,  but  who  states 

quite  emphatically,  "I  want  a  23  inch 
long  hipped  high  bust  corset/'  Your 
prospective  customer  may  have  been 
reading  a  magazine  in  which  it  was 
pointed  out  that  there  is  a  great  deal 
of  satisfaction  for  full  figures  in  a 
moderately  high  bust  corset,  well  boned 
and  properly  proportioned.  She  sighs 
with  relief,  remembering  the  discom- 

forts of  the  low  models  she  has  worn 

— hence  the  enquiry.  But  the  customer 
is  most  likely  thinking  of  bust  heights 
as  discussed  seven  years  ago  and  of 
waist  measures  of  10  years  or  more 
ago,  when  women  were  loath  to  go 
beyond  a  23  inch  waist. 

What  then  will  you  do  if  such  a  cus- 
tomer comes  to  your  department?  Will 

you  lose  her  patronage  by  saying:  "We 
haven't  got  anything  in  a  high  bust,"  or 
"No,  our  stock  is  up-to-date!"  Or  will  you 
approach  the  subject  tactfully  by  a  feel- 

er such  as:  "Is  the  corset  for  yourself, 
madam?"  If  it  is  and  invariably  it  is, 
you  will  then  in  a  business-like  manner 
offer  to  measure  your  customer,  waist, 
hips  and  bust,  at  the  same  time  cheer- 

fully enquiring  if  she  wishes  a  front  or 
back  laced  model,  etc.  Then  you  pro- 

ceed to  show  her  something  the  proper 

height  and  length  with  suitable  propor- 
tions, all  the  time  keeping  her  posted^ 

with  intelligent  information  in  which 

you  explain  that,  "These  are  the  high 
models  this  season  made  expressly  for 
people  of  your  build,  and  I  am  sure  you 
will  find  that  this  particular  pair  will 

just  meet  all  your  requirements." Proper  consideration  should  of  course 
be  given  to  the  price,  for  on  ;his  IV.  ure 

is  based  a  very  large  percentage  of  sat- 
isfaction. A  too  cheap  corset  will  not 

stand  up  or  endure  hard  wear  and  re- 
flects unjustly  upon  the  intelligence  of 

the  saleswoman  and  the  purchaser. 

Lines  This  Spring 

Corset  lines  this  season  are  running 
more  strongly  to  lower  models  with 
elastic  in  the  tops  in  widths  ranging 
from  1V2,  2  and  3  inches.  High  bust  is 
considered  4  to  AVs  inches  and  medium 
bust  3  to  3V2  inches  above  the  normal 
waist  line. 

There  are  the  usual  graduations  in  hip 
proportions  to  cover  all  needs  from  the 
slim  lightly  boned  full  hip  models,  which 
have  proven  such  a  boon  to  women  who 
hold  office  positions  at  which  they  remain 
seated  the  greater  part  of  the  day,  to  the 

heavier  boned,  fuller  proportioned  mat- 
ron's corsets. 

Novelties  abound  in  the  topless  elastic 
sided  models  and  these  are  much  better 
for  skating,  dancing  and  all  recreations 
than  the  all  elastic  garment.  Low  and 
medium  bust  sports  corsets,  with  girdle 
tops,  in  plain  pink  or  white  or  in  pret- 

ty broches  are  the  order  of  the  day. 
Pinks  are  very  popular  and  dainty  in 

the  extreme,  and  while  the  staples  are 
not  selling  to  any  greater  extent  in  pink 
than  2  to  5  the  novelties  are  much  pre- 

ferred in  pink. 

Many  manufacturers  are  still  holding 
off  in  the  revision  of  their  Spring  price 

lists,  but  there  are  those  who  have  chosen 
to  take  their  medicine  and  get  it  over 
with  quickly  and  these  makers  have  cut 
their  prices  to  reflect  the  drop  in  corset 
materials.  Where  corsets  reflect  the  drop 

in  the  market,  it  is  safe  to  buy  reason- 
able requirements  to  cover  sales  until 

the  end  of  May  or  the  beginning  of 
June. 

Prices  for  Fall  may  be  even  a  little 
lower  but  this  depends  almost  entirely 
on  the  extent  pf  the  American  recovery 
of  confidence,  and  the  amount  of  buying 
done  by  the  big  corset  interests. 

If  cloth  users  start  enormous  demands, 

prices  will  undoubtedly  stiffen  and  it  is 
altogether  likely  that  such  will  be  the 
case,  for  it  would  be  most  unfortunate  if 
they  should  go  below  present  levels  at this  stage. 

One  concern  of  which  I  know  has  re- 
duced stocks  to  the  basis  of  replacement 

prices,  and  is  doing  the  biggest  January 
business  in  its  history.  It  is  claimed  by 
this  particular  firm  that  the  public  can 
and  will  buy  if  values  are  right  and 

prices   reasonable. 

In  my  opinion  "pep"  and  optimism 
can  make  this  the  biggest  year  yet,  and 

if  you  and  all  others  in  the  trade  look 
alive  and  work  for  it,  success  and  pro- 

gress will  attend  your  efforts. 

FRENCH    LINGERIE 
Continued  from  page  144 

black  jet,  while  a  pink  linen  garment  is 
threaded  with  black  ribbons  to  stimulate 
checkerboard  effects.  Some  amusling 
nightgowns  are  also  shown  in  Paris, 
made  of  silk  voile  printed  all  over  in 

soft  colors,  in  flowered  or  scroll  pat- 
terns. These  are  very  simply  cut, 

pleated  softly  and  hang  from  little  rib- 
bon straps  on  the  shoulder.  Red  brocade 

is  the  curious  choice  of  a  famous  dress- 
maker for  a  nightgown,  which  features 

a  high  buttoned  choker  collar,  and  a 

Russian  closing  trimmed  with  black  but- 
tons. 

Quite  the  most  marvellous  creation  of 
the  month  in  Paris  in  lingerie  was  a  robe 
of  pale  pink  crepe  turco,  overhung  with 
white  georgette  embroidered  in  tiny  sea- 

shells  and  caught  to  the  wearer's  wrists 
with  ribbons.  Such  garments  are  ex- 

pressive of  the  height  of  the  creator's 
art,  yet  are  scarcely  likely  to  find  many 
followers  on  this  side  of  the  Atlantic. 
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Plenty  of  Novelty 
in  Brassiere  and 

Corset  Lines  Seen 
American  manufacturers  are  on  the 

alert  this  season,  in  the  endeavor  to  de- 
vise new  ideas  in  corsets  or  brassieres, 

which  will  be  sufficiently  novel  and  dif- 

ferent to  attract  the  somewhat  wavering- 
interest  of  the  large  body  of  consumers. 

This  action  is  also  copied  to  a  small  ex- 

tent by  domestic  manufacturers,  who  de- 

spite the  difficulties  of  present  day  con- 
ditions, are  offering  more  than  their 

usual  good  range  of  models. 
Among  the  samples  shown  by  several 

different  makers  recently  were  noted 
some  new  ideas  in  brassieres,  including 
the  side  fastening  model,  which  is  quite 
new  and  very  convenient.  The  side 
fastening  is  particularly  well  adapted  to 
the  bandeau  type  of  garment.  All  the 
usual  fabrics  are  being  shown  for 

Spring,  including  silk  brocades,  washable 
>atins,  broches,  batistes,  heavy  basket- 
weave  fabrics,  tricots,  and  lace  combin- 

ation effects.  Flesh  color  undoubtedly 

predominates,  except,  of  course,  where 
the  lace  garments  are  concerned,  and  the 

latter  type  are  by  far  the  most  delight- 
ful offerings  shown  for  Spring  and  Sum- 

mer. One  exquisite  model  was  made  of 
ecru  filet  lace  lined  with  net,  and  was 
designed  in  simple  bandeau  style  with 
wide  ribbon  shoulder  straps  which  tended 
in  a  yoke  effect  in  front.  Exquisite 
French  rose-buds  and  forgetmenots  were 

attached  to  each  point  of  the  yoke.  Ano- 
ther lace  model  was  of  the  torchon  var- 
iety lined  with  heavy  net  and  finished  at 

the  top  with  a  ribbon  drawstring.  This 
model  was  designed  to  be  used  either  as 
a  camisole  or  vestee  as  desired.  A  third 
model  made  by  the  same  manufacturer 
was  of  rare  old  Cluny  lace,  mounted  over 
flesh  wash  satin,  and  gathered  at  the 
waist  line  with  elastic.  In  all  cases,  the 

plain  ribbon  shoulder  strap  was  prefer- 
red. 

Embroidered  in  Pastels 

Another  new  model  shown  by  a  Mont- 
real manufacturer,  was  of  flesh  tricot 

material  in  back  fastening  style,  finished 
-imply  across  the  top  by  a  yoke  effect 
of  fine  lace  and  satin  ribbon  daintily 
embroidered  in  pastel  shades.  More  and 
more  is  the  demand  being  felt  f  >r  this 
brassiere  which  will  combine  camisole  or 
vestee  as  required,  and  in  this  style  the 

elastic  gathered  waist  is  easi'y  most  in 
demand.     In    such    models,    however,   an 

tension  shoulder  piece  of  the  lace  is 
preferred  to  the  simple  ribMn  strap. 

The    Web    Belt 

In  the  regulation  models,  especially 
intended  for  really  stout  women,  the 
newest  model  show;  an  elastic  or  web 
belt,  about  three  inches  in  depth  which 
is  said  to  reduce  the  diaphragm  and  at 
the  same  time  eiven  a  flattening  effect 

to  the  bust.  The  main  portion  of  the 

garment  is  made  of  dainty  rows  of  lace 
and  flowered  ribbon  alternating,  and  the 
shoulder  straps  are  made  of  shirred 
elastic  in  a  color  harmonizing  with  the 
ribbons  employed.  Altogether,  it  is  a 

far  cry  to  the  old-time  boned  and  dart- 
fitted  armor-plate  style  which  unfortun- 

ately formed  the  introduction  to  the  com- 
forts of  brassiere  wear  on  the  part  of 

most  women. 

Spring  corset  lines,  as  pointed  out  by 
the  corset  manufacturer  quoted  else- 

where in  these  pages,  indicate  a  popular 
demand  for  the  elastic  topped  models, 
or  for  models  with  a  very  short  front 
bone.  Flesh  color  is  expected  to  go 
better  than  ever,  and  the  front  lace 
style  is  just  about  as  popular  as  the 
back  lace  style.  A  large  amount  of 
business  is  being  done  on  models  for 
stout  women  this  year,  and  the  various 
patented  arrangements  such  as  inner 
belts,  adjustable  sections,  webbed  inserts, 
etc.,  are  shown  as  usual.  One  of  the  few 
new  features  noted  was  the  overlapping 
effect  in  suspender  arrangement,  which 
it  is  claimed  holds  down  the  skirt  of  the 
corset  better  than  when  the  garter  is 
stitched  to  the  extreme  edge. 

The  slip-over  style  of  corset  is  very 
popular  in  Paris  just  now  but  is  not  re- 

garded with  favor  by  the  majority  of 
smart  women  over  here.  There  is  too 
much  inconvenience  in  putting  it  on  to 
ensure  its  enduring  popularity. 

One  of  the  most  sensible  improvements 
to  be  introduced  by  one  or  two  Canadian 
makers  of  late  is  the  perforated  ring 
fastening  which  secures  the  bones  in 

position.  These  small  fasteners  abso- 
lutely prevent  the  bones  from  riding  up 

or  down  when  the  corset  shows  some 
signs  of  wear,  and  are  meeting  with 
general    approval. 

THE  ART  OF  FITTING  A  CORSET 

Continued    from   page    150 

fitting.  Lastly,  they  are  asked  to  fit 
her  personally,  and  when  this  is  done 
with  the  degree  of  accuracy  and  effici- 

ency which  is  expected  of  her  staff,  the 
beginner  then  becomes  a  full-fledged 
corsetiere. 

Brassiere   Fittings 

Regarding  brassieres,  she  has  equally 

sound  theories.  "We  never  sell  a 
brassiere  without  a  fitting,"  she  de- 

clare.I,  and  further  stated  that  she  always 
fitted  a  brassiere  over  a  new  corset  with- 

out waiting  to  ask  the  customer  if  she 
would  like  one  or  not.  If  the  corset  se- 

lected is  an  evening  model,  a  brassiere 
in  one  of  the  delicate  flesh  tricots,  with 
just  a  touch  of  dainty  floral  embroidery, 
cut  very  low,  yet  durable  and  strong  in 
construction,  will  delight  any  customer 
and  will  seldom  fail  to  sell  itself.  It  is 

•best  to. fit  on  a  back-fastening  model  at 
the  present  time,  as  bandeau  types  are 
holding  the  field  in  point  of  popularity. 
In  any  case  the  expert  corsetiere  will  sell 
the  customer  at  least  two  brassieres, 
either     for     day  or   evening  wear,   and 

should   have   a   large    range   of   different 

styles  at  hand. 
When  questioned  regarding  her  plans 

for  the  coming  Spring,  she  stated  that 
she  intended  to  keep  her  stock  up  to 
normal,  as  it  was  at  present,  and  that 
she  was  placing  her  orders  now  as 

needed.  "We  do  not  anticipate  much 

change  in  prices  until  the  Summer,"  she 
concluded,  "and  I  believe  that  neither  the 
public  nor  the  manufacturers  desii-e  any 

change  in  lines  at  present." 
A  feature  of  this  corsetiere's  very  up- 

to-date   shop    is    a    large    placard   which 

sets  forth  the  statement:   "Tell  us  your 
corset  troubles.     We  can  correct  them." 
In    connection    with    this    announcement, 

Dry  Goods  Review  wras  informed  that  a 
large  repair  factory  is  run  in  connection 
with   the   shop,  and   with   the   assistance 
of  a  small  corps  of  skilled  operators  all 
epair  work  can  be  done  over  night  and 

delivered  by  noon  the  next  day.     Every 
sort  of  work  is  carried  out  by  this  cap- 

able   woman,    including    the    laundering 
and  dyeing  of  corsets,  re-boning,  adjust- 

ing, enlarging,   or  mending   as  the  case 
may  require.     This   corsetiere  also  wel- 

comes  any  special  orders,   such  as   sur- 
gical   corsetry  frequently   demands,   and 

believes  that  although  there  may  be  little 
money  in  this  end  of  the  business,  yet 
such    service    is    the    highest    expression 

of  the  art  of  corsetry  and  should  be  fea- 
tured by  every  woman  who  is  ambitious 

of  making  a  success  in  this  profession. 
"Co-operate  with  the  medical  and  surgi- 

cal   profession      if    you    would    lay    the 

foundation      of    success,"    she    declared. 
"But  such  co-operation  can  only  be  at- 

tempted   after    years    of    experience    in 
practical  work,  coupled  with  an  exhaus- 

tive   study   of   anatomy   and    physiology 
and  at  least  a  slight  knowledge  of  art, 
as  it  affects  the  lines  and  posture  of  the 
human  body.     Finally   I   should  lay   the 
greatest  stress  upon  the  personal  appear- 

ance of  the  corsetiere  herself.  She,  above 
all    others,    must    radiate    the    glow    of 
health,  must  have  both  poise  and  correct 
carriage,  and  be  as  well  groomed  as  cir- 

cumstances will  permit.     If  she  can  add 
the  qualities  of  cheerfulness  and  a  well 
informed  mind  to   all  the   above  requis- 

ites,   the    result    will    be    the    ideal    cor- 

setiere." 

A  STRIKING  STORE  FRONT 

Woodstock. — A  new  store  front  for  the 
dry  goods  establishment  of  T.  W.  Gray 

&  Bryan,  Ltd.,  Dundas  Street,  has  re- 
cently been  completed,  and  it  has  effected 

a  wonderful  change  in  the  appearance  of 
the  premises.  The  old  windows  were 
entirely  removed,  and  the  large  new  ones 
put  in  their  place.  The  new  windows  are 
more  than  ten  feet  deep,  double  the  size 
of  the  former  ones.  A  handsome  metal 

marquee  has  taken  the  place  of  the  old 
cotton  awnings  and  at  marble  doorway 

has  been  put  in  place.  Gray  &  Bryan's is  now  one  of  the  most  handsome  stores 

en  Woodstock's  main  street. 
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Gloves,  the  Veil  and  a  Jaunty  Bag 
Charmi 
Mod 

ing  Effects  in  Lovely  Lace  Veils  and  Neat  Designs  in  Yardage  Meshes  Are  Equally 

ish   Contrasting  Effects  Good — Gaily  Tinted  French  Pocketbooks   and  Large 
Leather  Bags  Are  Shown. 

THE  Spring  hat  wi
ll  be  very  partic- 

ular as  to  veils.  Considerable 

leniency  marks  Dame  Fashion's
 

attitude  towards  this  very  important
  ac- 

cessory, for  this  season  will  see  her  favor 

shared  by  both  the  yardage  mesh  and  the 

made  veil  which  has  enjoyed  such  hon- 

ors during  the  past  two  seasons.  The 

made  veil  for  Spring  will  achieve  even 

lovelier  effects  for  the  Spanish  influences
 

sponsored  by  Paris  are  encouraging  more 

lavish  use  of  lace,  and  many  hats  even 

for  street  wear  in  the  early  Spring  will 

feature  exquisite  lace  and  drapes  or  tiny 

"curtains"  falling  over  flower  brims  or 

crowns.  The  fabric  hat  which  usually 

precedes  the  all  straw  model  each  spring- 
is  considerably  enhanced  by  an  artistic 

arrangement  of  a  draped  veil.  Many  so 

called  strictly  tailored  silk  and  satin 

shapes  rely  altogether  upon  the  veil 
for  their  decorative  note.  The  veils  this 

season  vary  widely  in  design  and  pattern 

— ranging  from  the  plain  black  octagonal 
mesh  with  a  border  tracery  in  geometric 

design,  to  the  elaborate  real  lace  models 
imported  from  abroad. 

The  chenille  dotted  veil  is  very  chic. 

Black  cobwebby  meshes  in  very  fine 

thread  are  shown  with  soft  chenille  dots 

in  henna,  copper,  bronze  blue,  tan  and 

even  grey.  Traceries  are  also  done  in 
contrasting  shades  and  combinations  of 
bronze  and  brown,  grey  and  silver,  black 
and  steel  are  shown.  Tiny  paillettes  gar- 

nish some  of  the  more  extreme  models 
and  bead  borders  are  featured  with  those 
bound  in  straw  or  cut  leather.  But  these 
last  named  of  course  are  included  in 
the  novelties  designed  for  the  exclusive 
trade. 

Grey  veils  are  to  be  very  fashionable 
and  in  yardage  meshes  a  beautiful  assort- 

ment in  shadow  effects  is  being  offered. 
Lace  edges  on  fine  meshes  are  shown  and 
conventional  borders  on  coarser  veils. 

Many  of  these  veils  are  designed  so 
that  they  should  he  permanently  draped 
over  the  chapeau,  and  never  worn  over 
the  face,  as  their  designs  are  apt  to  give 
an  unnatural  effect  to  the  features.  It 
should  be  remembered  that  the  decorative 

veil  is  best  worn  off  the  face  by  the  ma- 
jority of  women  and  when  a  face  veil  is 

wanted,  the  saleswoman  should  do  her 
best  to  sell  one  that  will  not  render  the 
face  of  the  wearer  bizarre  or  unreal.  A 
dainty  mesh  with  a  pretty  motif  or  a 
smart  border  is  always  an  effective  com- 

plement to  the  street  attire  of  the  smart- 
ly dressed  woman.  Encouraging  the 

customer  to  purchase  a  veil  that  is  be- 
coming as  well  as  modish  will  bring  her 

back  to  your  counter  again.      The  effect- 

An  Artistic  Coiffure 
A  lovely  arrangement  of  the  tresses  is 

invariably  enhanced  by  a  pretty  ornament. 
A  large  gold  rose  with  bunches  of  silver 
grapes  and  silver  leaves  makes  this  par- 

ticular coiffure  one  of  the  prettiest  possible. 

ive  display  of  becoming  meshes  or  pretty 
wax  models  will  also  add  to  the  sales  at 
the  veiling  counter,  and  in  this  respect 
the  head  of  the  department  should  insist 
on  being  supplied  with  the  smart  hats 
available  from  the  millinery  department, 
for  the  arrangement  of  a  smart  veil 
over  a  mediocre  hat  does  more  harm 
than  good  to  the  department  and  makes 
the  shopper  class  it  with  the  out  of  date 
sections  that  she  had  tabulated  in  her 

mind  as  "places  not  to  shop." Bags 

An  advice  from  Paris  says  that  inter- 
esting collections  of  pocket  books  are 

being  shown  in  a  wide  range  of  colored 
kid,  including  bright  greens,  oriental 
reds,  sand  color  and  cream. 

One  especially  attractive  pocket  book 
is  in  a  bright  green,  with  gold  burnished 
design  of  tiny  flowers,  the  centers  being 
in  black.  It  is  an  envelope  shape  and 
unfolds  disclosing  two  large  side  pockets. 
It  is  fastened  with  a  strap  and  there  is 
a  band  of  leather  to  slip  the  hand  through 
to  hold  it  easily. 

This  same  shape  is  repeated  in  cream 
with  gold  burnished  design  in  conjunction 

with  black. on  a  "tooled"  surface  similar 

to  repoussee  ground  work.  These  are 
offered  at  18  francs  each. 

Another  variety  to  be  seen  is  envelope 
shape  in  sand  or  natural  leather  color, 

with  a  "wheel  medallion"  or  "motif"  in 
openwork  revealing  red  and  green  leather effects. 

A  few  card  cases  are  shown,  among 
the  most  interesting  one  in  Oriental  red 

with  a  "tooled"  circular  design.  The 
pockets,  instead  of  being  sewn,  are  held 
by  a  strip  of  sheepskin  threaded  in  a 
wide  tacking  effect,  similar  to  the  ancient 
Sienese  craft  still  seen  in  Tuscany. 
These  are  priced  at  7  francs  each. 

Some  large  bags  with  a  cord,  to  be 
worn  slung  over  the  shoulder,  are  shown 
in  brown  leather  with  designs  in  gold  and 
colors  blended,  and  are  fringed  with  long 
strips  of  leather. 

Gloves 

The  vogue  for  grey  has  spread  to  the 
glove  counter — the  mousquetaire  in  grey 
kid  is  the  glove  of  the  moment  in  Paris, 
and  it  is  reported  that  gauntlet  gloves 
in  silk  and  kid  will  be  very  prominently 
featured  on  this  side  this  season. 

Gauntlet  styles  held  snugly  at  the 
wrists  with  dome  fastened  straps  have 
become  very  popular  in  white  and  in 

pale  "dust,  and  ashes"  shades  and  the 
fashion  authorities  in  Paris  are  pronounc- 

ing these  gauntlet  gloves  with  contrast- 
ing trimmings  on  the  flare  sections  as  the 

very  last  word  in  chic  accessories. 
Tiny  strips  of  leather,  in  black,  are 

seen  on  white  and  grey  models,  and 
many  of  the  imported  models  show  the 
wrist  slit  so  that  the  soft  leather  goes 
through  like  a  ribbon  and  ties  in  a 
saucy  bow  on  the  top  of  the  hand. 

Silk  and  fabric  gauntlet  gloves  are 
also  very  strong  and  light  shades  with 
black  backs  and  stitching  are  very  smart. 

Coiffure  ornaments  continue  to  pre- 
sent new  novelties  of  distinction.  Gold 

and  silver  combinations  are  among  the 
Spring  offerings  for  Easter  festivities, 
and  beautiful  circlets  as  well  as  clusters 
of  fruit  and  flowers  in  combination  are 
shown. 

The  Spanish  comb  is  featured  in  cut 
jet.  tortoise  and  pale  tinted  opalescent 
shell  brilliantly  studded.  The  combs  are 

cut  very  high  again  and  add  a  char-m- 
ing  note  to  the  new  formal  dinner  gowns 
which  show  graceful  draperies  and  trains. 

Leather,  fabric  and  metal  bags  all 
have  a  showing  this  Spring.  The  silk 
bag  in  grey  moire  or  grosgrain,  trimmed 
with  cut  steel  beads,  will  be  very  smart 
especially  if  grey  gloves,  grey  silk  hose 
and  grey  suede  French  shoes  with  tiny 
cut  steel  buttons  are  worn. 
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Before  Buying  Your  Corsets  for 

Spring — See  the  Warner  Line 

Someone  in  your  town  will  soon  be  carrying  Warner's  Rust-Proof 
Corsets,  so  before  committing  yourself  for  another  six  months  or  so,  look 

over  these  new  Canadian-made  Corsets,  duplicates  of  the  Warner  style 
so  famous  in  the  United  States. 

Dollar  for  dollar  there  is  unexpected  value  in  a  Warner's  corset  — 
the  kind  of  value  that  you  like  to  give  your  customers. 

Jfjorrier's 
Corsets- Made  in  Canada 

Our  Canadian-made  line  runs  from  $12  to  $36  per  dozen,  Back 

Lace  and  Front  Lace.  Do  you  want  pink  corsets,  in  brocade  or  plain  coutil  ? 

We  have  them.  Do  you  want  models  for  the  full  figure  —  for  the  young 

girl  —  for  the  average  normal  figure?  You  will  find  excellent  styles  in  the 

Warner  line.    Rubber  tops  and  semi-rubber  tops  —  they  are  there  as  well. 

But  see  the  corsets  and  judge  for  yourself.  Tell  us  the  types  and 

prices  in  which  you  are  interested,  and  our  representative  will  call  or  send 

you  samples. 

Be  one  of  the  first.   Show  Warner's  for  102 1 
and  Watch   Your  Corset   Business  Grow 

The  Warner  Brothers  Company,  Inc. 
of  Bridgeport,  Conn. 

Canadian  Factory  and  Sales  Office  : 

St.  Ambroise  and  Turgeon  Streets  Montreal,  P.Q. 
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STOCK      LIQUIDATION 

Present  economic  conditions  are  again  emphasizing  to  dealers  everywhere 

the  importance  of  stocking  only  merchandise  of  unquestioned  and  well 

known  quality. 

To-day,  the  vital  subject  confronting  the  large  majority  of  merchandise 

managers  and  corset  buyers  is  "stock  liquidation." 

Too  many  merchants  are  being  compelled  to  seek  unusual  means  for  the 

proper  handling  of  this  most  unfortunate  merchandise  situation — a  situa- 
tion that  could  have  been  avoided  easily  had  the  departments  not  been 

stocked  with  an  unnecessary  number  of  lines.  Particularly  is  this  true  of 

the  average  corset  department. 

Recent  investigations  made  by  this  Company,  established  the  fact  that  in 

many  corset  departments  the  insistent  and  steady  demand  for 

F  rout Lac  in  g 

had  reduced  the  dealer's  stock  of  models  and  sizes  until  it  would  no  longer 
take  care  of  his  needs.  Instead  of  filling  in  his  Gossard  stock  (which 

the  sales  proved  to  be  the  fastest  selling  and  consequently  the  most  profit- 
able line  carried),  the  merchant  was  endeavoring  to  fill  his  calls  for  Gos- 

sards  with  inferior,  slow  moving  and  unsaleable  merchandise. 

Not  only  will  such  short-sighted  merchandising  react  immediately  on  to- 

day's business,  but  if  continued  will  inevitably  spell  disaster  to  the  mer- 
chant in  the  loss  of  that  public  good  will  and  confidence  that  must  form 

the  backbone  of  all  permanently  successful  business. 

As  a  safeguard  against  a  re-occurrence  of  the  present  merchandising  situ- 
ation we  suggest:  First,  reduce  permanently  the  number  of  lines  now 

carried  in  your  corset  department.  Second,  keep  your  stock  of  Gossard 

Corsets  well  filled  in,  and  remembei  that  any  merchant  carrying  a  repre- 
sentative stock  of  these  original  front  lacing  corsets  is  in  a  position  to 

successfully  corset  from  this  line  alone,  any  woman  of  any  figure  type 
who  may  come  into  his  store. 

The  Canadian  II.  W.  Gossard  Co.,  Limited. 
166-378  West  Adelaide  Street,  Toronto,  Canada 
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The  Joys  of  Toys  in  Paris 
French  Children  and  French  Parents  Like  the  Children  and  Parents  All  Over  the  World  Pay 

Homage  to  Santa  Claus — Young  Hands  Clap  in  Ecstasy  and  the  Eyes  of  Their 
Parents  Shine  With  Happy  Memories  as  Child  and  Adult,  Hand  in  Hand, 

Wander  Through  the  Toylands  of  the  French  Capital  at  Holiday Time. 

PARIS.— He  who  has  not 
 visited 

Paris  at  this  time  of  the  year  has 
lost  one  of  the  prettiest  sights  of 

the  French  capital. 
December  is  the  month  when  the 

streets  look  their  nicest,  for  it  is  then 
that  all  windows  are  displayed  in  their 
gayest  colors  to  tempt  the  Christmas 
shoppers.  Days  may  be  short,  the  sky 

dull,  the  rain  may  pour  down,  or  it'  may be  cold — it  does  not  matter:  the  windows 

are  luxuriantly  lighted  and  a  warm  shel- 
ter can  always  be  found  in  the  shops. 

Nothing  could  induce  me  to  leave  Paris 
at  this  time.  I  derive  too  much  pleasure 

from  such  gay  sights  and  too  much  de- 
light at  seeing  children  happy,  especial- 

ly the  poorer  ones  who  are  more  apt, 
perhaps,  to  enjoy  the  beauties  of  all  the 
treasures  which  they  cannot  really  pos- 
sess. 

I  therefore  have  had  more  than  one 
ramble  already  in  the  stores  where  toys 
are  shown   and  sold.  ^ 

Displays  Are  Gorgeous 

Great  care  is  taken  in  the  display  of 
windows  of  these  shops  and  the  rivalry 
is  very  keen  between  them  as  to  who 
will  have  the  richest  show. 

They  are  very  successful,  as  a  rule, 
for  any  amount  of  grown-ups  as  well 
as  young  people  and  children  gather  in 
patient  crowds  in  front  of  these  win- 

dows. While  the  former  enjoy  them- 
selves in  a  more  sedate  manner,  the 

youngsters  clap  their  hands  or  stamp 
with  pleasure,  and  pass  all  sorts  of  re- 

marks. I  can  quite  understand  them  all: 
the  joy  of  the  little  ones  reminds  me 

of  the  far-off  days  when  I  was  a  little 
girl,  always  eager  to  admire  the  big 
doll  with  real  hair,  that  closed  its  eyes, 
could  speak  and  walk  alone,  and  be 

dressed  and  undressed,  or  the  doll's  fur- 
niture, the  stove  in  which  it  was  pos- 

sible to  make  a  real  fire,  the  grocer's 
shop,  and  the  working  basket,  with  the 
fine  silks,  scissors  (that  never  would 
cut),   etc. 
Now  that  my  time  for  such  toys  is 

gone  forever,  I  still  rejoice  in  them,  and 
am  glad  to  find  every  year  that  chil- 

dren of  the  present  day  are  just  the 
same  as  they  were  in  my  time. 

As  to  grown-ups  enjoying-  the  sight, 
outside  of  the  pleasure  they  may  derive 
at  hearing  the  children,  they  may  well 
admire  the  taste  and  skill  that  were 

displayed  in  the  making-  up  of  these 
windows. 

As   a   rule,  it  is    -   «cene   of  real   life 

which    is    reproduced   with   full    particu- 
lars. 

A  Vivid  Setting 

At  one  of  the  biggest  dry  goods  stores 
was  represented  a  Japanese  village, 
with  people  dressed  up  in  kimonos, 
walking  about,  others  entering  a  tea 
house,  others  chatting  near  one  of  these 
tiny  bridges  to  be  seen  in  Japan,  while 
small  Japanese  lanterns  were  actually 
lighted  by  means  of  electric  lamps  fit 
for  a   doll's   house. 

Another  setting  showed  one  of  the 
seaside  resorts  at  the  Riviera.  In  the 

background,  painted  on  a  big  canvass 
panel,  was  the  blue  sea,  with  the  beach 
and  bathing  people.  Closer  was  a  ten- 

nis court  with  people  playing,  while  oth- 
ers watched  the  game,  chatted  or  walked 

about.  On  a  terrace,  all  surrounded 
with  mimosas,  roses,  and  all  the  luxu- 

riant flowers  of  the  country,  some  peo- 
ple were  lounging  in  comfortable  arm- 

chairs. Every  doll  was  dressed  up  in 
the  latest  style,  and  every  little  detail 
of  hats,  bags,  sunshades,  etc.,  was  care- 

fully observed. 

The  Mail  Coach 

Still  another  pretty  scene  depicts  the 
arrival  of  the  mail  coach  on  a  winter 
evening  200  years  ago.  The  ground  is 
covered  with  snow,  as  well  as  the  trees, 
and  the  fountain  is  frozen.  The  coach 

lamps  are  lighted,  and  the  scenery  is 
exactly  the  same  as  seen  on  the  pic- 

tures of  that  time.  People  arriving, 
greet  each  other,  those  that  depart  are 
sad,  in  some  instances,  or  have  a  last 
chat  full  of  practical  advice  (if  one  is 
to  guess  from  their  looks).  A  man  is 
trying  to  climb  the  ladder  to  reach  the 
top  of  the  coach,  and  as  he  cannot  get 
there,  the  porter  is  pushing  him  behind. 
Another  one  vainly  tries  to  get  in  his 
dog,  that  has  made  up  its  mind  not  to 
stir.  This  for  the  travelers.  The  inn 

people  are  busy  getting  dinner  ready.  A 
big  fire  is  blazing  in  the  kitchen;  a  cook 
is  seen  with  a  chicken  in  his  hand,  ready 
for  the  frying  pan.  A  washerwoman  is 
busy  brushing  linen  in  spite  of  the  cold; 
a  groom  tends  a  horse  in  the  yard,  and 
many  other  details  of  a  similar  nature 
are  carefully  observed,  even  the  shape 
of  the  feet  of  the  travellers  in  the  snow. 

Of  course,  all  of  them  are  dressed  in 
old  time  costumes,  the  man  with  knick- 

erbockers, three  cornered  hats,  and  coat 
tails,  the  women  with  pannier  gowns, 
fancy  hair  dressing,  shawls,  etc.,  in  the 
shades  then  in  vogue. 

If  you  can  realize  all  these  dolls  mov- 
ing as  the  people  did  in  those  days  you 

will  not  be  surprised  to  hear  that  so 
many  people  enjoy  the  sight. 

The  Village  Fair 

Somewhere  else  I  saw  the  *air  at  the village. 

Here,  again,  a  full  display  of  country 
pleasures  is  correctly  shown.  You  see 
first  the  peasants  in  their  best  Sunday 
clothes  entering  the  church,  while  the 
bell  ringer  exerts  himself  (and  you  actu- 

ally see  the  movement  of  the  bell  and 

rope).  Then,  there  is  the  place'  where cattle  are  sold;  scores  of  cows,  calves, 
horses,  sheep,  pigs,  etc.,  are  shown  and 
peasants  discuss  prices  exactly  as  they 
do  in  real  life.  In  fact  you  feel  you 
could  follow  their  conversation. 

Then,  the  Fair  itself  with  the  candy 
shops,  circus,  swings,  wooden  h  »rses, 
merry-go-rounds  etc. 

The  First  Christmas 

Another  shop  has  two  different  kinds 
of  window  shows:  one  represents  the  sta- 

ble where  our  Lord  was  born;  He  is  seen 
in  His  cradle,  with  the  Holy  Virgin 

close  by  Him,  and  the  ass  and  ox  watch- 
ing. Outside  come  the  Wise  Men,  the 

worshippers  bringing  presents,  either  on 
foot,  or  with  loaded  camels.  It  is  a 
very  touching  sight. 

A  Practical  Demonstration 

The  other  window  is  a  very  interest- 
ing display  of  the  use  of  water-falls. 

The  question  of  coal  being  most  impor- 
tant here,  a  great  deal  has  been  said 

and  done  to  get  hold  of  this  force  known 

here  under  the  name  of  "Houille 

Blanche." 
Therefore  they  have  wisely  thought 

people  would  be  interested  to  see  how 
it  worked,  and  they  have  shown  a  fac- 

tory in  the  mountains,  which,  by  the 
way,  are  of  a  lovely  coloring,  with  the 
turbines  and  various  electric  machines 
and  a  real  electric  train  running  on  rails 
to  show  what  can  be  obtained. 

The  Toys  Featured 
The  halls  reserved  for  toys  are  always 

fine.  The  most  beautiful  I  saw  was  one 
where  a  huge  lampshade  was  hanging 
from  the  ceiling  with  colored  lighting, 

around  which  were  big  Japanese  lan- 
terns of  different  shades  always  lighted, 

which  was  exceedingly  pretty. 

Amongst  the  toys  there  are,  as  usual, 
the  dolls  and  everything  connected  with 

Continued  on  page  157 
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Plenty  of  Linen  Stocks  Available 
Very  Little  Buying  Has  Been  Done,  But  Importers  Urge  Advisability  of  Avoiding  Too  Big 

a  Rush  Later — "Buy  Now"  is  Urgent  Slogan — Renewed  Interest  in  Dainty  Styles 
of  Household  and  Table  Linens — Do  Not  Expect  Big  Drop  in  192 1 — Only 

25%  of  Flax  Needed  is  in  Sight. 

IN  discussing  the  prospects  for  1921 

as  regards  the  flax  and  linen  in- 
dustries with  a  prominent  Montreal 

wholesaler,  Dry  Goods  Review  was  in- 
formed that  only  about  25  per  cent,  of 

the  supply  of  flax  needed  for  1921  was  in 
sight,  and  furthermore  that  most  of  the 

world's  supply  of  flax,  as  derived  from 
Belgium,  Japan  and  Canada,  is  required 
for  seeding  purposes,  in  view  of  the  total 
ruin  of  the  Russian  and  Irish  yields.  To 
quote  this  well  informed  authority,  it  ap- 

pears that  "there  are  certain  salient  fea- 
tures that  govern  everything  else  in  the 

linen  industry  and  the  first  great  funda- 
mental fact  is  the  potential  shortage  of 

'raw  material,  a  shortage  that  will develop  if  there  is  a  normal  demand.  The 

word  'Russia'  spells  the  whole  thing. 
There  is  no  flax  in  sight  from  that  coun- 

try, and  even  if  there  were,  the  shipping 
facilities  are  such  as  to  make  it  almost 
imposible  to  get  the  flax  out.  A  second 
important  consideration  is  that  if  the 
price  of  flax  is  not  guaranteed,  farmers, 
particularly  Irish  farmers,  will  not  plant 
it,  because  things  like  oats  and  potatoes 
would  be  more  profitable.  A  good  deal 
will  depend  on  what  food  stuffs  do— if 
they  should  drop,  the  relative  value  of 
flax  would  change.  Nobody  is  anxious  in 
Belfast,  or  going  out  of  his  way  to  ask 
people  to  buy.  They  are  just  waiting 
for  things  to  improve  and  if  the  mills 
close  down  for  a  few  weeks  there  is 
bound  to  be  a  big  shortage  of  goods." 
When  asked  whether  he  thought  it 

would  be  possible  for  the  Belfast  market 
to  do  business  at  present  levels,  this 
wholesaler  explained  that  they  were  do- 

ing a  good  business  before  the  dull  period 
came  and  he  saw  no  reason  why  they 
should  not  do  so  again.  What  they  will 
have  to  pay  the  farmer  and  labor  must 
be  taken  into  consideration,  and)  the 
farmer  wants  about  five  times  the  pre- 

war price  for  his  flax.  Belfast  manufac- 
turers are  hiding  behind  the  linen  assoc- 
iation, and  are  not  dealing  freely  with 

their  distributors,  from  what  can  be 
gathered.  Not  that  this  is  done  wil- 

lingly but  the  linen  trade  in  general  in 
Ireland  is  apparently  controlled  to  such 
an  extent  that  the  buyers  on  this  side  of 
the  Atlantic  often  feel  they  have  been 
discriminated  against. 

"Prices,  generally  speaking,  are  firm," this  wholesaler  continued,  "and  I  under- 
stand that  few  cancellations  have  been 

accepted  and  these  only  in  cases  where 
the  firm  that  bought  the  goods  would  not 
be  able  to  pay  for  them.  Prices  are 
about  on  a  level  with  those  of  last  De- 

cember and  January,  with  the  exception 
of  goods  made  from  tow  yarns,  which 
are  somewhat  lower.  If  there  is  a  de- 

cent demand,  they  should  continue  fairly 
firm  after  the  present  agreement  ex- 

pires." 

From  reliable  sources  also  it  is  learn- 
ed that  continental  yarns  are  being  of- 

fered in  Belfast,  and  are  15  per  cent, 
less  than  the  native  made  goods,  also  a 
drop  of  40  per  cent,  is  announced  in  the 
price  of  London  yarns. 

One  linen  agent  reports  a  drop  of  30 
per  cent,  in  linen  crashes  and  50  per  cent, 
in  cotton  towellings,  but  these  conces- 

sions on  peak  prices  are  almost  negli- 
gible. Prices  cannot  fall  appreciably  in 

1921,  especially  if  the  demand  from  the 
American  market  keeps  on  increasing. 
The  only  price  concessions  possible  will 
be  from  results  of  sacrifice  or  liquida- 

tion sales,  but  nothing  of  this  descrip- 
tion will  be  forthcoming  from  the  manu- 

facturers. 

As  far  as  stocks  in  the  hands  of  Cana- 
dian wholesalers  and  retailers  are  con- 

cerned, the  opinion  has  been  given  that 
owing  to  high  prices  and  poor  deliveries, 
present  stocks  are  excellent.  Inability 
still  counts,  and  on  all  sides  it  is  stated 
that  good  cottons  are  selling  better  than 
poor  linens.  Most  retailers  are  frankly 
uninterested  in  anything  except  jobs  and 
undoubtedly  are  not  replacing  goods 
sold.  Such  a  policy,  however  general  it 
may  be,  cannot  continue  indefinitely,  and 
the  advice  of  those  in  close  touch  with 

conditions  is  "buy  as  you  require  as  soon 
as  possible;  not  heavily  but  frequently." 
"There  is  a  decided  advantage  in  buy- 

ing as  soon  as  stock-taking  reveals  the 

necessity,"  stated  one  importer,  as  con- 
ditions in  the  linen  industry  are  by  no 

means  similar  to  other  branches  of  trade. 

"One  wholesaler  told  me,"  he  continued, 
"that  he  hadn't  bought  a  dollar's  worth 
of  linens  since  May,  1920,  and  he  believed 

there  wasn't  enough  goods  in  the  country 
to  supply  every  one  when  the  demand 
does  come.  Therefore  I  warn  all  retail- 

ers to  buy  before  they  run  short." 
A  contemporary  European  publication 

devoted  to  the  interests  of  the  textile 

trade  recently  announced  that  an  import- 
ant meeting  of  the  International  Feder- 

ation of  Flax  Producers  took  place  in 
Brussels  in  November,  when  nine  distinct 
countries   participated. 

The  situation  in  the  flax  industry  all 
over  the  world  was  carefully  discussed 
by  the  delegates,  and  measures  were  pro- 

posed whereby  flax  producers  shall  be 
enabled  to  regulate  the  price  of  raw  flax 

and  control  the  supply.  Such  measures, 
it  is  anticipated,  will  have  a  far  reaching 
effect  upon  the  linen  industry  in  the  not 
distant  future. 
A  revival  of  interest  in  the  luncheon 

set  is  promised  for  1921  and  reports 
from  abroad  state  that  sets  comprised  of 
centre  piece,  tea  cloth  and  matching  nap- 

kins of  colored  linens  embroidered  in 
contrasting  colors  or  ecru  are  among  the 
-most  exclusive  novelties.  The  old  rose 
linen  was  used  for  one  set  embroidered 
in  ecru  and  the  cloth  was  in  runner  style 
with  an  irregular  border.  Canary  yel- 

low developed  in  blue  is  another  effect- 
ive combination  which  promises  to  be 

particularly  popular  for  country  house 
use  during  the  summer. 

JOYS  OF  TOYS   IN  PARIS 
Continued  from  page  156 

them,  and  in  that  line  I  must  say  that 
there   is    a   great   tendency   towards   re- 

turning to  the  rag  dolls  of  olden  days. 
Dolls'  furniture  is  very  rich,  and  the 

prices  accordingly  high. 

"Le  plaisir  le  plus  delicat  est  de  faire 
celui  d'autrui,"  says  a  French  writer, 
and  this  must  be  true,  for  I  have  always 
found  people  look  happy  when  they  buy 
what  they  intend  giving  their  relatives 
and  friends  for  Christmas  or  New  Year's 
Day,    which    is    the    Boxing    Day    here. 

Trade 

'Mark 

BUTTONS^ 

Our  travelers  are  now  out  with  our  full 
line  at  considerably  reduced  prices;  it  will 
pay    you    to    wait    before   placing   your   orders 

A.  WEYERSTALL  &  COMPANY 
Head  Office:    TORONTO 

"Canada's  Exclusive  Button  House" 

Travellers  Are  Out  Now  With 

Complete  Lines 
French  Ivory 

Greeting  Cards  and  Post  Cards  for  all 
occasions 

Purses  and  Wallets 
Pennants,  Cushions  and  Textile  Novelties 

Supplies  for  Celebrations,  Old  Boys'  Re- 
unions, etc. 

Souvenir  Novelties  (a  tremendous  variety) 
Christmas  Stockings 
Conservo  Lunch  Sets,  Splashers,  Table 

Sets,  Infants'  Bibs  and  Sets 

The  product  of  five  factories  we  own  or  control 

PUGH  SPECIALTY  CO.,  Ltd. 
38  to  42  Clifford  St.,  Toronto,  Canada 
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How  About  Your  Book  Department? 
Departmental  Stores  Which  Devote  Space  and  Study  to  Literature  Suitable  for  Their  Cus- 

tomers Are  Finding  Excellent  Response  --  Henry  Morgans,  of  Montreal,   Have 
Splendid  Stocks  Under  Supervisionof  Thoroughly  Competent  Manager. 

An  Attractive  Book  Department 
Splendid  display  tables   arranged   so   that  the  maximum   of  aisle  space  may  be  utilized.    Stationery  and  amateur  photograph 

departments  in  background. 

THAT  the  progressive  department 
store  of  to-day  must  cater  to  the 
intellectual  needs  of  its  customers, 

no  less  than  to  their  physical  require- 
ments is  part  of  the  belief  of  the  Colonial 

House  of  Montreal.  Realizing  that  good 
literature  is  as  essential  to  the  well  being 
of  Canadians,  no  less  than  is  the  question 
of  clothing,  a, large  portion  of  the  ground 
floor  space  was  set  aside  for  the  purpose 
of  serving  the  needs  of  book  lovers  who 
might  be  numbered  among  the  many 
patrons  of  the  firm.  And  this  was  done 
over  fifteen  years  ago  when  book  depart- 

ments were  few  and  far  between,  and 
people  looked  askance  at  bookshelves 

amid  such  frivolously  feminine  environ- 
ments a>  hosiery  or  neckwear  counters. 

But  the  books  stayed  and  multiplied,  and 
added  unto  themselves  still  other  ex- 

tensions in  the  shape  of  stationery  and 
engraving  departments,  photographic 
sections,  etc.,  until  now,  in  an  area 
roughly  approximating  90  feet  by  45, 
one  of  the  most  important  booksellers' 

and  stationers'  businesses  in  the  city  of 
Montreal  is  carried  on. 

"We  cater  to  the  whole  family,"  ex- 
plained Mr.  Milne,  manager  of  this 

department,  to  a  representative  of  Dry 

Goods  Review,  "and  we  carry  books  for 
everyone  from  the  youngest  child  to  the 

most   advanced    scholar." 
A  glance  at  the  well-filled  tables  and 

laden  shelves  corroborated  this  state- 
ment,  while   investigation    showed     what 

careful  forethought  underlay  the  selec- 
tion. Close  to  the  western  entrance  is  a 

large  children's  section,  comprising  both 
English  and  French  reading  matter  for 
juveniles  of  tender  age.  ABC  books  in 
delightfully  vivid  colors,  fairy  tales, 
Mother  Goose,  etc.,  are  all  spread  out  on 

wide  shelves  so  "he  who  runs  may  read." 
Near  at  hand  are  the  tables  holding  neat 
rows  of  books  for  older  children,  separ- 

ated as  to  boys'  and  girls'  stories.  Else- 
where are  the  school  books,  which  by  the 

way  is  a  most  important  feature  of  a 
book  department. 

By  keeping  careful  watch  over  the 
reading  matter  published  for  the  young 

nowadays,  Mr.  Milne  is  exceedingly  care- 
ful to  avoid  buying  any  of  the  trashy 

class  of  sensational  fiction,  the  results  of 
which  are  so  detrimental  to  youthful  im- 

aginations. Instead,  he  supplies  the  best 
books  by  British  writers,  including  all 

the  stirring  and  powerfully  written  fa- 
vorites of  olden  times,  such  as  Captain 

Marryat,  etc.,  which  embody  true  British 
ideals  with  a  marked  absence  of  cheap 
sensational  writing. 

Standard  Works  in  Sets 

Besides  the  extensive  juvenile  section, 
there  is  an  equally  large  part  devoted  to 
standard  works  of  all  sorts,  including 
complete  sets  of  authors  such  as  Scott, 
Dickens,  Thackeray,  etc.,  and  also  poets. 
Equal  attention  is  given  to  the  selection 
of  both  gift  and  ordinary  editions  so  that 

the  department  is  always  ready  to  serve 
the  casual  buyer  as  well  as  the  seeker 
after  prize  books  or  Christmas  gifts. 
The  popular  novel  is  not  neglected 

either,  and  several  display  tables  are 

piled  high  with  "best  sellers,"  neatly 
placarded  as  such.  The  advancing  cost 
of  book-making  is  not  proving  to  be  in- 

jurious in  so  far  as  sales  are  concerned, 
according  to  Mr.  Milne,  as  he  rarely 
needs  to  reduce  lines  which  are  not  mov- 

ing readily. 
Still  other  tables  are  covered  with 

miscellaneous  reading  matter,  appealing 
to  cultivated  people  of  eclectic  tastes, 
which  covers  a  wide  range  of  subjects, 
including  biography,  history,  theology  (of 

a  more  popular  type),  art,  criticism  and 
essays  in  an  enormous  range  of  editions 

and  prices.  The  latter  question  is  imma- 
terial where  a  new  book  is  concerned,  ac- 

cording to  Mr.  Milne,  who  cited  the  fact 
that  a  certain  popular  autobiography 
which  was  priced  at  $7.50  sold  by  the 
hundred  at  Christmas  time. 

The  book  shelves  at  the  sides  of  the  de- 
partment are  crowded  with  the  popular 

pocket  edition  fiction  and  the  ever  popu- 
lar British  reprints.  Later  on,  the  man- 

ager expects  to  add  a  French  shelf  for 
grown-up  readers  in  response  to  a  large 
demand. 

Mr.  Milne  and  his  staff  of  over  fifteen 
assistants  are  thoroughly  aware  of  the 

fact  that  book  buyers  must  not  be  ap- 
proached   by   the   ordinary    methods    of 
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salesmanship.  They  are  aware  that 

"May  I  serve  you,  madam"  is  an  entirely 
superfluous  remark,  and  instead  they 
concern  themselves  with  other  duties  un- 

til such  time  as  it  shall  be  wise  to  hover 
discreetly  near  and  assist  the  purchaser 

in  locating  a  volume  or  answering-  ques- 
tions. "We  never  trouble  our  customers," 

explained  Mr.  Milne,  "but  we  frequently 
receive  requests  for  help  from  them  in 

selecting  books." 

Study  Stocks  Carefully 

Mr.  Milne  insists  that  his  assistants  be 
fond  of  reading  and  attentive  to  the 
needs  of  customers -as  though  they  were 
librarians  themselves.  He  encourages 
them  to  study  the  range  of  authors  and 
familiarize  themselves  with  the  works 

of  each,  by  name  at  least. 
Not  only  does  the  department  carry 

books,  but  its  magazine  section  is  also 
most  popular,  including  as  it  does  a  sub- 

scription agency  which  handles  orders 
for  hundreds  of  subscribers.  A  careful 

system  of  double  checking  is  maintained 
by  the  department  in  this  respect  so  that 
few  errors  ever  occur.  Magazines  in 
themselves  are  not  particularly  profit- 

able but  are  an  unfailing  means  of  at- 
tracting customers  to  other  departments, 

and  it  has  been  often  proved  that  once 
a  woman  buys  a  magazine  she  invariably 
makes  other  purchases  later,  but  if  she 
fails  to  find  her  favorite  journal  she  is 
apt  to  go  out  elsewhere  in  search  of  it. 

Stationery  Business  Big 

Across  on  the  south  side  of  the  depart- 
ment is  the  stationery  and  engraving 

section.  This  is  by  far  the  most  profit- 
able line  carried  by  the  department  and 

is  a  most  important  branch.  All  grades 
and  qualities  of  writing-  paper,  boxed 
and  in  bulk  are  set  forth  here  and  in  ad- 

dition a  very  artistic  line  of  greeting 
cards  for  every  season  of  the  year  is 
featured.  Engraving  of  personal  greet- 

ing cards,  visiting  cards  and  wedding  in- 
vitations is  also  done  by  this  department, 

although  in  another  section  of  the  store. 
In  this  regard,  the  volume  of  business 
done  is  enormous;  the  only  serious  com- 

petitor in  Montreal  being  a  prominent 
Canadian  engraving  firm.  In  the  work- 

shop where  the  engraving  is  done  are 
filed  away  vast  numbers  of  copper 
plates,  which  are  carefully  preserved  al- 

phabetically for  customers'  future  use. 
Every  order  is  registered  also  on  a  time 
clock  so  that  a  record  of  its  making  is 
preserved  for  later  checking  up. 

The  same  minute  attention  to  detail 
is  carried  out  with  each  and  every  part 
of  the  department,  not  excepting  the 
photographic  section  which,  although  the 
latest  addition  to  the  book  section,  al- 

ready threatens  to  grow  up  into  a  parent 
section,  so  greatly  has  it  expanded. 
During  the  summer  months,  as  many 

as  500  films  a  day  are  received  for  de- 
veloping and  printing  and  the  work  is 

all  done  by  the  store  itself.  Enlarge- 
ments are  also  made  here  and  all  trou- 

bles incidental  to  amateur  camera  enthu- 

siasts are  cheerfully  explained  away  and 
helpful  advice  is  given.  By  the  same 
careful  system  of  checking  orders  which 
prevails  throughout  the  department,  an 
accurate  account  is  made  of  each  and 

every  order  taken  in,  so  that  errors  are 
practically  impossible. 

That  the  buyer  of  a  book  department 
shoulders  a  heavy  responsibility  is  fully 
realized  by  the  manager  of  this  well 
equipped  example.  He  must  know  books 
himself,  and  be  a  well-informed  and  up- 
to-date  student  of  the  world's  best  liter- 

ature, and  with  the  responsibility  of  se- 
lecting the  reading  matter  of  the  entire 

family,  he  has  need  of  singular  qualities 
of  shrewdness   and  balance. 

Money  Prizes 
Given  For  New 

Knitted  Stitches 
Writing  from  London,  on  activities  in 

British  knitted  goods  lines,  a  fashion 
correspondent  describes  a  recent  novel 

competition  by  which  interest  was  stimu- 
lated to  a  most  gratifying  extent. 

Twenty  thousand  jumpers  vied  for 
honors  in  a  knitting  contest  which  was 

inaugurated  by  the  "Daily  Sketch." 
Prizes  were  offered  for  upwards  of  £'240. 
In  addition  to  this  amount  offered  by  the 
London  daily,  prizes  were  also  offered 
by  companies  selling  the  yarn. 

The  knitters  competed  in  six  different 
classes,  representing  knitted  woolen 
jumpers,  crocheted  woolen  jumpers,  silk 
or  silk  substitute  jumpers,  blouse  jump- 

ers for  afternoon  or  evening  made  of 

fabric,  boys'  woolen  jumpers,  and  girls' woolen  dresses. 
An  exhibition  of  the  jumpers  was  held 

at  Barker's,*  one  of  the  largest  London 
stores,  and  was  attended  by  thousands  of 

people,  showing  the  great  amount  of  in- 
terest that  is  taken  in  this  form  of  hand 

knitted  attire. 

Beautiful  Stitches 

The  majority  of  the  models  were  of 
the  slipover  variety,  an  exception  being 
a  white  silk  crocheted  sweater  with  silk 
crocheted  buttons  straight  up  the  front, 

and  the  back  with  high  collar,  and  long- 
close-fitting  sleeves.  The  model  was 
slashed  at  the  sides  nearly  to  the  waist- 

line. This  model  is  especially  interest- 
ing because  of  the  beauty  of  the  stitches 

employed,  a  combination  of  shell  stitch 
with  stripes  of  plain  crochet  and  fagot- 

ing. The  sleeves  are  inset  with  the 
fagoting   stitch. 

Included  in  the  crochet  numbers  was 
a  short  jumper  of  Irish  lace  with  a  filet 
lace  border  at  the  bottom  and  ulso  form- 

ing the  round  yoke.  There  were  also 
several  interesting  wool  crochet  num- 

bers. However,  the  majority  of  the  com- 
petitors submitted  knitted  jumpers  and 

these  were  extremely  interesting  be- 
cause of  the  novelty  of  the  stitches. 

Winning  the  first  prize  in  this  class 
was   a    Saxon   blue   slip-on   reaching   the 

waistline,  and  tying  on  the  side.  The 
sleeves  which  were  rather  full  at  the 
shoulders  in  kimono  style  fitted  very 
snugly  at  the  arms  just  above  the  elbow. 
The  distinguishing  feature  of  this  blouse 

is  the  design  of  fleur  de  lys  in  white  an- 

gora wool. Intricate  Designs. 

Several  of  the  jumpers  had  most  in- 
tricate designs  knitted  in  contrasting 

yarn,  some  of  them  resembling  the  Scan- 
dinavian designs.  There  were  jumpers 

combining   knitting   and    crocheting. 
Among  the  crochet  numbers  in  wool 

was  a  model  with  the  front  longer  than 
the  back  and  crocheted  in  the  form  of 
horizontal  stripes  and  buttoned  to  the 
chin.  One  of  the  numbers  especially 
admired  was  a  silk  and  metal  number 
formed  of  backs  of  rose  silk  with  centre 
of  metallic  thread  in  a  very  lacy  stitch. 

There  was  little  new  in  the  line  of 
most  of  the  models.  An  exception  is  a 
sweater  with  fancy  border,  high  neck 
and  tight  sleeves,  the  novelty  lying  in 
the  opening  on  either  side  to  the  bust 
line  in  the  form  of  a  square  piece. 
A  sweater  combining  knitting  with 

crocheting  has  a  yoke  and  border  of  cro- 
chet in  the  form  of  a  loose  filet  stitch 

and  raised  designs  in  clusters  of  grapes 
and  foliage. 

Among  the  children's  knitted  frocks 
of  distinction  was  a  model  in  yellow  with 
fulled  pieces  at  the  sides  edged  with 
white  angora  yarn.  Another  model  also 
in  yellow  for  an  older  child  has  the  sides 
knitted  in  the  form  of  pleats  and  applied 
to  the  bodice  in  the  form  of  cartridge 

pleats. 
In  addition  to  the  knitted  jumpers  and 

frocks,  there  was  also  a  class  devoted  to 
jumpers  of  fabrics,  more  interesting  as 
specimens  of  fine  needlework  than  for 
designs.  The  prize  winner  was  a  mahog- 

any crepe  de  Chine  overblouse  edged 
with  a  three-inch  band  of  fine  knife 
pleating  with  an  embroidered  panel  in 
self  tones,  back  and  front  outlined  on 
either  side  with  curved  designs  of  the 
crepe  de  Chine  fagoted  together. 

These  are  but  a  few  of  the  many  in- 
teresting models  which  were  displayed 

by  mannequins  for  two  days  and  were 
viewed  by  many  thousands  of  people. 

CHAMPION    KNITTER:    AGED 
MILTON  LADY  IS  CALLED 

BY   DEATH 

Mrs.  Christopher  Curry,  the  old- 
est resident  of  Milton,  died  on  Sun- 

day, January  16,  in  her  ninety- 
eighth  year.  Though  born  in  Ire- 

land, she  had  lived  here  practically 
all  her  life,  settling  on  a  farm  near 
Milton  in  the  early  pioneer  days. 

All  her  life  Mrs.  Curry  was  a 
champion  knitter,  and  carried  off 
prizes  at  many  of  the  Fairs  in  the 
district.  Some  five  years  ago  she 
won  the  prize  for  knitting  at  the 
Canadian  National  Exhibition. 

Mrs.  Curry  is  survived  by  three 
sons,  John,  James  and  Christopher, 
and  by  one  daughter,  Mrs.  Walsh. 
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Canadian  Toy  Industry  Advancing 
Over  Million  Dollars' Worth  of  Toys  Imported  by  Dominion  Last  Year — Many  German  Products 

on  the  Market — Cheaper  But  of  Inferior  Quality — American  Industry  Making  Great 
Progress — Where  Canadian  Toys  Can  be  Improved  to  Meet  Popular  Demand. 

CONDITIONS  in  the  toy  markets  of 
the  world  will  undoubtedly  be 
typified  in  the  coming  American 

Toy  Fair  to  be  held  in  New  York  in  Feb- 
ruary next.  The  features  which  are 

spoken  of  as  outstanding-  this  year  are 
unusual  and  are  indicative  of  the  fact 
that  1921  will  witness  a  practical  demon- 

stration of  the  principle  of  the  survival 
of  the  fittest,  so  far  as  toys  are  con- 
cerned. 

In  every  country,  financial  pressure 
has  weeded  out  those  concerns  which  are 
not  really  fitted  or  properly  equipped 
for  the  manufacture  of  toys.  War  con- 

ditions made  it  possible  for  toy  manufac- 
turers of  a  certain  class  to  get  by  when 

they  could  not  possibly  do  so  under  nor- 
mal conditions. 

Novelties  will  not  be  a  pronounced  fea- 
ture of  the  1921  showing  for  the  reason 

that  few  manufacturers  feel  justified  in 
introducing  anything  new  in  the  strictest 
sense  of  the  word  just  now,  nevertheless, 
many  of  the  best  lines  have  been  so  sta- 

bilized and  standardized  by  the  experi- 
ence of  the  last  few  years  that  they  are 

practically  new  goods.  Progress  is  con- 
stantly being  made  in  all  popular  lines  of 

toys,  such  as  dolls,  for  example.  The 
walking  doll  is  expected  to  attract  much 
attention  during  the  coming  year,  and  is 
being  shown  in  a  large  variety  of  styles 
and  prices.  The  outstanding  feature  of 
the  American  jointed  doll  is  good  model- 

ling, strength  and  proper  proportions. 
The  mechanical  toy  is  another  line  to 

show  remarkable  improvement  of  late. 
The  range  is  now  so  wide  as  to  include 
practically  everything  that  will  be 
wanted  at  prices  varying  from  a  few 
cents  to  many  dollars. 

German  Toys 

With  regard  to  the  anticipated  influx 
of  German-made  toys  into  the  Canadian 
market,  much  information  of  interest  is 

given  in  an  article  in  "Playthings"  which 
considers  the  situation  from  an  Amer- 

ican standpoint,  quite  in  keeping  with 
the  views  of  Canadian  buyers. 

"There  is  no  doubt  whatsoever  that  a 
very  considerable  quantity  of  German 
toys  reached  the  American  market  dur- 

ing 1920.  These  toys  came  in  strange 
ways  and  in  many  cases  the  toys  were 
strange  and  unreal  to  those  who  saw 
them.  The  toys  came,  they  were  seen, 
and  in  vast  numbers  of  cases  were  sim- 

ply smiled  at.  It  was  quite  apparent 
that  Germany  had  given  more  attention 
to  world  conquest  than  to  toy  designing 
since  1913.  There  was  nothing  new  and 
the  toys  were  flimsy  to  an  outrageous 
degree,  toys  that  were  smothered  in 
;.   int  until   their  usefulness  was  utterly 

destroyed,  mechanical  toys  whose  mech- 
anism failed  and  whose  construction  was 

faulty. 

"A  record  is  made  of  one  case  where 
twelve  German  toys  were  bought  and 
where  reductions  had  to  be  made  on 
seven  of  them  because  of  imperfections. 
The  modern  child  has  progressed  far 
beyond  the  things  that  amused  children 
of  even  half  a  generation  ago.  Toys  with 
a  meaning,  toys  with  a  purpose,  toys 
that  have  an  educational  value  and  that 
can  be  used  to  some  real  advantage  are 
the  things  that  children  want.  Dealers 
will  find  that  it  is  not  the  mere  question 

of  price  which  will  decide — it  is  the  atti- 
tude of  the  children.  In  the  last  analysis 

it  is  always  the  consumer  that  creates 
the  market.  It  is  not  the  buyer  whose 
memory  goes  back  to  years  gone  by  and 
whose  recollection  of  a  pleasant  ocean 

trip  and  a  congenial  sojourn  in  Nurem- 
burg  might  tempt  him  abroad  this  year. 

"The  modern  boy  can  become  what  he 
chooses;  he  can  be  an  engineer,  a  doctor, 
a  mechanic;  he  can  be  anything,  and  the 
life  of  the  girl  is  parallel  with  it.  The 
little  foreign  child  who  is  born  in  the 
household  of  a  carpenter,  a  bricklayer  or 
a  hodcarrier  expects  to  grow  up  and  be  a 
carpenter,  bricklayer  or  a  day  laborer. 
His  play  is  confined  to  those  lines  as  his 
future  seems  to  be.  Perhaps  that  is  the 
reason  why  German  toys  have  stood  still 

and  American  toys  have  gone  forward." 
Lower  Prices 

As  regards  buying  for  the  coming 
season,  there  is  undoubtedly  a  tendency 
among  toy  men  to  look  for  lower  prices 
and    to    postpone    buying    indefinitely    in 

the  hope  of  securing  price  concessions.  A 
few  are  working  on  the  principle  that  if 
raw  materials  in  general  have  gone 
down,  toys  must  inevitably  follow  suit  in 
the  near  future.     As  one  expert  puts  it: 

"If  the  toy  buyer  will  figure  out  the 
price  of  clothing,  of  shoes,  of  almost  any 
such  article,  and  then  alongside  these 
figures  let  him  place  the  prices  of  toys  in 
1913,  1919  and  1920,  it  is  probable  that 
the  result  will  surprise  him,  and  he  will 
be  sure  to  discover  that  the  prices  of 
toys  in  the  Spring  of  1920  did  not  show 
as  much  advance  over  the  1913  prices  as 
the  prices  of  cotton,  wool  and  leather 
goods,  even  at  the  reduced  rates  in  the 
last  months  of  1920,  showed  over  the 
1913  prices.  In  other  words,  many  lines 
went  up  with  a  tremendous  bound  and 
came  back  with  a  corresponding  slump, 

but,  taken  right  straight  through  the 
market,  toys  showed  no  such  advances 

and  cannot  possibly  show  any  corre- 

sponding decline." Here  is  where  the  insidious  danger  of 
the  return  of  the  German  toy  lurks. 
Whether  or  not  Germany  will  succeed,  by 
underselling,  in  getting  back  a  large 
share  of  its  outside  toy  business  remains 
to  be  seen.  Labor  is  the  chief  problem 
confronting  the  industry  in  this  country, 
but  if  this  difficulty  is  overcome  and  the 
cost  of  production  is  kept  at  anything 
like  the  German  level,  the  toy  industries 
in  the  countries  of  the  Allies  should  in- 

crease rather  than  suffer  a  loss  in  their 
business. 

It  has  been  found  difficult  to  make 
dolls  with  faces  at  all  comparable  with 
those  turned  out  by  the  Germans  before 
the   war.     The   Japanese,    for    example, 

From  Merry  England 
This  group  of  precocious  personalities  from  Toy  land  were  created  in  the  Old 

Country  by  men  occupied  in  the  art  of  making  "funnies"  for  the  junior  world, and   imported    by   Jas.   Ogilvy   &   Co.,   Montreal. 
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manufacture  dolls  cheaply,  but  the  faces 
have  not  been  attractive,  although  some 
improvement  is  noticed)  this  year.  But 
British,  French,  Japanese  and  Americans 
arc  confident  that  their  dolls  will  soon 

have  laces  as  pretty  as  the  German 
product;  and  it  is  also  contended  that 
their  materials  are  stronger  and  more 
satisfactory  than  those  employed  in  the 
German  factories.  The  doll  industry  is 
SO  important  and  so  profitable  and  the 
demand  since  the  Armistice  has  so  far 

tied  the  supply  that  hopes  of  suc- 
are  well  founded. 

It  was  estimated  recently  that  four- 
fifths  of  the  toys  shown  by  retailers  in 
the  United  States  during  the  Christmas 
season  were  of  American  manufacture. 
It  was  estimated  that  more  than  1,500 
large  and  small  toy  factories  were  oper- 

ating in  the  republic  and  that  their  total 
business  this  year  would  amount  to  be- 

tween $30,000,000  and  $50,000,000.  In 
1914  it  was  $20,000,000,  less  than  that 
figure.  The  American  toy  factories  are 
consuming  50,000,000  feet  of  lumber  this 
year  and  this  lumber  is  the  choicest  in 
the  market. 

Canada's  Toy  Industry 
Canada  has  made  considerable  advance 

compared  with  pre-war  times,  in  this  re- 
gard, but  the  domestic  demand  is  by  no 

means  fully  met  by  Canadian  factories. 
There  are  at  present  about  15  factories 
in  operation  which  turn  out  products 
whose  selling  value  at  the  works  is  esti- 

mated at  $405,369.  But  the  Dominion 
required  during  the  past  year  an  addi- 

tional $1,500,000  worth  of  toys  to  supple- 
ment the  output  of  Canadian  factories. 

Last  year  Canada  exported  $139,052 
worth  of  domestic  dolls  and  toys. 

Dry  Goods  Review  has  interviewed  a 
number  of  toy  department  managers  this 
month  with  a  view  to  ascertaining  the 
prevailing  conditions  following  the 
Christmas  season.  In  every  case  the  re- 

ports were  of  a  favorable  nature,  indi- 
cating that  sales  were  quite  up  to  normal 

despite  the  wave  of  economy  prevailing. 
One  manager  reported  that  the  higher 
priced  toys  did  not  sell  so  readily  but  the 
cheaper  lines  went  very  quickly  during 
the  last  week  before  Christmas.  One 
curious  aspect  of  the  pre-Christmas  sell- 

ing was  mentioned  by  this  buyer,  which 
threw  a  new  light  upon  the  attitude  of 
the  buying  public.  He  stated  that  little 
or  no  Christmas  toy  buying  was  done  in 
his  store  during  the  daytime  but  that 
every  night  the  department  was  crowded 
by  parents  or  more  particularly  fathers 
in  search  of  the  needful  articles  for  the 
tree  or  the  stocking.  In  other  years,  the 
store  "Santa  Claus"  had  his  hands  de- 

cidedly full  looking  after  the  youngsters 
who  crowded  in  to  meet  him,  but  this 
year,  the  same  enthusiasm  was  not  so 
manifest.  And  furthermore,  when  the 
fathers  came  to  make  their  purchases 
there  was  little  evidence  of  the  open- 
handedness  and  extravagant  buying 
which  formerly  characterized  other  sea- 

sons.      Instead    they  candidly    informed 

the  manager  that  business  was  poor  with 
them  and  they  were  obliged  to  curtail 
their  Christmas  expenditures  this  season. 
In  this  respect  most  toy  sections  suffered 
somewhat,  although  all  kinds  of  toys  are 
fairly  well  reduced  in  quantity. 

Another  store  interviewed  stated  that 

educational  toys  and  children's  furniture 
were  very  slow,  and  that  toy  phono- 

graphs, so  popular  in  1919,  were  a  drug 
on  the  market  this  season. 

For  All  Year  Round   Trade 

All  the  buyers  emphasized  the  fact 
that  it  would  be  greatly  to  the  advantage 
of  all  concerned  if  Canadian  manufac- 

turers could  adapt  themselves  to  the 
making  of  toys  all  the  year  round  and. 
not  confine  their  efforts  to  one  or  two 

lines,  which  have  only  a  seasonal  appeal. 
One  of  the  biggest  forces  to  set  the  Can- 

adian toy  industry  on  its  feet  is  the 
movement  for  all  the  year  round  toy 
selling.  Hitherto,  manufacturers  have 
quoted  prices  in  February  for  toys  de- 

liverable in  the  following  October,  or  in 
time  for  the  Christmas  season.  This  has 
resulted  in  many  cancellations  of  orders, 
as  in  the  months  ensuing  between  Feb- 

ruary and  October  costs  of  materials  are 
subject   to   considerable   change. 

With  all  the  year  round  manufacture 
and  sale  of  toys  the  industry  would  be 
stabilized  and  expert  toy  makers  and  de- 

signers would  be  given  employment 
throughout  the  year. 

One  of  the  first  things  the  Canadian 
manufacturer  has  to  learn  is  to  finish 

his  toys  with  the  best  materials  and  con- 
struction possible.  His  paint  should  be 

of  the  glossiest  and  most  vivid  shades; 
his  wheeled  goods  should  be  solidly  built 
to  stand  the  strain  of  motion;  his  metal 
work  should  be  smooth  and  free  from 
sharp  corners.  Another  minor  fault, 
which  nevertheless  prejudices  buyers  in 
favor  of  imported  goods,  is  the  habit  of 
Canadian  makers  to  leave  the  bottoms  of 
toy  carts,  cars,  etc.,  unpainted.  This 
means  very  little  saving  in  the  end  but 
is  frequently  the  factor  which  makes  or 
spoils  a  sale  of  a  certain  toy.  A  cleverly 
designed  and  strongly  built  tank  model 
would  have  been  exceedingly  popular 
with  parents  this  season  had  it  been  fin- 

ished underneath.  As  it  was,  the  major- 

ity of  shoppei*s  chose  an  American  made 
toy  cart  or  car  because  it  was  enamelled 
in  several  bright  colors  all  over  and  had 
a  surface  as  smooth  as  satin. 

As  all  the  buyers  interviewed  agreed, 
the  toy  department  is  the  one  essential 

section  in  every  progressive  store  nowa- 
days. It  is  the  best  and  only  means  of 

bringing  into  the  building  the  many 
youngsters  who  will  be  the  customers  of 
the  future.  Take  the  example  of  the 

James  Ogilvy  store  in  Montreal.  Until 
1920  the  toy  section  in  this  busy  store 
was  quiet  and  not  as  popular  during  the 
greater  part  of  the  year  as  it  should 
have  been.  The  general  manager  decided 

to  move  it  down  to  the  first  floor,  incor- 

porate it  with  the  baby's  section  and 
close  at  hand  to  the  kiddies'  hair  cutting 
shop,  so  that  everything  appertaining  to 
children  would  be  all  together.  Within 
twelve  months  the  section  has  expanded 
and  is  now  among  the  largest  upon  the 

floor.  Each  section  of  the  juvenile  de- 
partment has  a  beneficial  effect  upon  the 

others  and  sales  in  all  three  have  jumped 

amazingly.  An  inspection  of  the  several 
aisles  following  the  installation  of  the 
new  toy  section  demonstrates  the  fact 

that  playthings  are  an  essential  and  in- 
tegral part  of  any  store,  and  the  careful 

arrangement  of  seasonable  goods  will 
keep  interest  constantly  at  concert  pitch. 

It  is  the  intention  of  this  manager  to 
clear  out  left-over  Christmas  stock  and 
display  wheeled  goods  and  outdoor  toys 
for  Easter  selling.  Later  on,  in  May  and 
June,  there  will  be  a  delightful  showing 
of  seaside  and  summer  play  toys  includ- 

ing sporting  goods,  and  finally  when 
school  opens  again  and  evenings  draw  in. 
he  will  feature  all  the  newest  games  and 

educational  toys  which  will  lead  natur- 
ally up  to  the  Christmas  season  again. 

Demonstrations  of  various  types  of  toys 
are  features  of  this  active  dspartment, 

and  undoubtedly  do  much  to  awaken  in- 
terest on  the  part  of  the  youthful  cus- 

tomers. Demonstrations  tend  to  create 
a  more  informal  spirit  and  establish  a 

closer  bond  of  interest  between  the  chil- 
dren and  the  sales  staff. 

WALMER'S  CASTLES 

The  work  of  disabled  ex-soldiers  is  be- 
ing given  much  prominence  in  many  of 

the  shops  which  feature  a  wide  range 

of  toys.  Not  only  are  there  hand-made 
toys  from  the  Old  Country  convalescent 
depots,  but  the  products  of  Canadian 
ex-service  men  are  also  on  sale.  Most 
of  these  toys  are  wooden  and  their  main 
quality  is  originality  and  novelty.  In 
one  instance,  the  idea  of  the  well-known 
metal  "Meccano"  and  an  Australian 
method  of  house  construction  in  the 
"bush"  are  combined  in  the  production  of 
a  toy  which  is  educative,  conducive  of 
mental  development,  and  requires  exacti- 

tude in  its  application.  Known  as  "Wal- 
mer's  Castle,"  these  toys  are  made  by 
Canadian  veterans  and  featured  in  the 
wonderful  display  at  G.  A.  Holland  & 
Son  Co. 

SHARP    DECLINE    REPORTED 

Prices  showed  sharp  declines  the  open- 
ing days  of  the  New  York  Fur  Auction 

Sales.  Average  prices  showed  a  drop 
of  from  40  to  60  per  cent,  as  compared 
with  April  figures. 
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Let  This  Big  Factory  Make  Money  For  You 
THE  De  Long  factory  is  making  money 

for  thousands  of  retail  merchants  —  be- 
cause it  greatly  increases  their  stock  turnover. 

Why  not  let  it  do  this  for  you?  It  can  start 
putting  profits  into  your  pocket  the  day  you 

start  carrying  the  De  Long  line  —  De  Long 
Snaps,  De  Long  Hooks  and  Eyes,  De  Long 
Hook  and  Eye  Tape,  De  Long  Safety  Pins, 
De  Long  Toilet  Pins,  and  De  Long  Hair  Pins 
—  the  notions  women  know. 

Advertising  in  the  Ladies'  Home  Journal, 
Butterick  Quarterlies,  Elite  Styles,  Needle- 
craft,  etc.,  is  constantly  reminding  women  of 
De  Long  notions. 

In  addition,  great  numbers  of  women  who 
are  already  satisfied  users  of  De  Long  pro- 

ducts couldn't  be  switched  from  them  under 
any  circumstances. 

Of  these  two  great  groups  of  buyers  and 
prospective  buyers  there  are  bound  to  be 
enough  right  in  your  neighborhood  to  bring 

you  considerable  trade  —  if  you  put  De  Long 
products  on  display. 

Begin  now.  Order  from  your  jobber  or 
send  direct.  When  ordering,  ask  for  our 

latest  price  list,  which  describes  and  illus- 
trates everything  we  make. 

DeLong 
OF  CANADA,  LIMITED 

Hook &Eye 
Company 

ST.  MARYS,  ONTARIO 
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Knitting  Wools 
WE  HAVE  ALL  QUALITIES 

IN  ALL  SHADES 

at RIGHT  PRICES 

Shetland  Floss 
Sweater  Wool 
Golf  Wool 
Andalusians 

Saxony 

Fingerings 
Utility 

Zephyrs 

BUY  THREE  BEE  and  GLORIA  BRAND 

WOOLS 

Spring  Range  of  Stamped  Dresses 
and  Rompers  Now  Ready 

Instruction  Books  on  Knitting  and  Crocheting 

HAMBLY  and  WILSON 
LIMITED 

11  WELLINGTON  ST.  W. 
TORONTO 

Specializing  in 

House  Dresses,  Children's    Dresses, 
Apron  Dresses,  Rompers 

and  Creepers. 
Spring  Samples  now  in  hands 
of   our   representatives. 

.        Better  made  garments        . 
— >  c     i  &  < — tor  less  money. 

"Prompt  Delivery  our  Motto" 

Canadian  Perfect  Garment  Company 
MANUFACTURERS 

513-515  College  Street.  Toronto  Tel.  Coll.  8928 

WM.  E.  WRIGHT  SAYS 

"  There  are  five  good  reasons 
why  the  quality  of 

SI 
has  been  steadily  maintained  and  why  it  will  be 
kept  at  the  same  high  level  for  many  yeai's  to 
come.  These  five  reasons  are  my  five  sons,  all 
of  them  directors  in  the  company  and  devoting 
their  whole  time  to  its  welfare. 

W.   F.   WRIGHT     F.   W.   WRIGHT   H.   L.   WRIGHT 

Vice-Pres. Sec'y  and  Treas. Sales    Mgr. 

J.  T.   WRIGHT 

Factory    Sup't 

C.   A.   WRIGHT 

Ass*t     Factory     Sup't 

It  may  interest  some  of  our  friends  to  know 
that  a  third  generation  of  Wright  boys  is 
growing  up  and  will  in  time  be  able  to  carry 

on  the  business." 

Wm.E.Wright&SonsCo.,  Mfrs. 
315-317  Church  Street  New  York 

Stock*  carried  at  all  Agencies 

CHICAGO  ST.  LOUIS 

R.  C.  TAFT  CO.  GEO.  F.  ANDERSONS  SON 

223  W.  Jackson  Boulevard  613  North  Broad  war 

PHILADELPHIA 

JAMES  F.  McCARRIAR 

1011  Chestnut  Street 

WRIGHT'S 

BIAS  FOLD  TAPE 
k .  It  (urns  itself  . 

In    U.S.    Pat.    Off. 
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Of  Interest  to  Every  Canadian 
Number  One  of  a  Series  of  Advertisements 

Efficient  service  is  the  keynote  of  membership  of 

DRY  GOODS  REVIEW 

—IN— 

Canadian  National  Newspapers and  Periodicals  Association 
— a  highly  constructive  service — absolute  ly  dependable  and  devoid  of  prejudice  and 
personal  bias.     It  means  much  to  you! 

The  policies  and  principles  back  of  this  irr  portant  service  enable  you  to  secure  prac- 
tical and  impartial  information  of  great  value  in  business  and  in  the  home:  and 

they  assure  a  ready  fund  of  literature  of  exceptionally  high  standard  at  all  times. 

To  read  the  Association's  Standards  of  Practice  listed  herewith  is  to  understand 
what  this  Association  means  to  you. 

Standards  of  Practice 
Canadian  National  Newspapers  and  Periodicals  Association 

THE  Members  of  this  Association 
shall  dedicate  their  best  efforts 

to  the  cause  of  business,  and  public 
service,  and  to  this  end  shall  pledge 
themselves: 

To  consider  first  the  interests  of 
the  Subscriber. 

O     To  work  for  truth  and  honesty 

•  '    in  all  departments. 

2  To  eliminate,  in  so  far  as  pos- 
sible, their  personal  opinions 

from  their  news  columns,  but  be 
leaders  in  thought  in  their  editorial 
columns,  and  make  their  criticisms 
constructive. 

J.  To  refuse  to  publish  puffs,  free 
reading  notices,  or  paid  write- 

ups,  to  keep  their  reading  columns 
independent  of  advertising  consider- 

ations, and  to  measure  all  news  by 
the  standard  "Is  it  real  news?" 

C     To  decline    any    advertisement 
which  has  a  tendency  to  mis- 

lead, or  which  does  not  conform  to 
business  integrity. 

/C     To  solicit  subscriptions  and  ad- 
*  vertising  solely  upon  the  merits 

of  the  publication. 

7  To  supply  advertisers  with  full 
information  regarding  character 

and  extent  of  circulation,  including 
detailed  circulation  statements,  sub- 

ject to  proper  authentic  verification 

Q     To  co-operate  with  all  organiz- 
*  ations  and  individuals  engaged 

in  creative  advertising  work. 

Q     To  avoid  unfair  competition. 

1 A  To  determine  what  is  the 

*  highest  and  largest  function 
in  the  field  which  they  serve,  and 
then  to  strive,  in  every  legitimate 
way,  to  promote  that  function. 

This  is  Number  One  of  a  series  of  advertisements  regarding  an  Association  that  typifies 

thorough-going  Canadian  stability.  Read  the  forthcoming  advertisements  in  the  Maga- 
zines, and  Agricultural,  Business,  Religious  and  Educational  newspapers,  and  Technical 

newspapers. 

Canadian  National  Newspapers  and  Periodicals  Association 
Office  -  70  Lombard  Street  -  Toronto,  Ontario 



osiery. 

high  quality  silk  hose — 
sheer  enough  to  delight 

any  woman.    Butterfly  Silk 
Hosiery  is  handsomely  packed 

—a  strong  selling  feature. 
G(  A  range  of  1 5  perfect  shades 

— three  grades  of  silk. 

Q  The  best  fitting  hosiery  made 
today  anywhere. 

Q  And  it  sells  at  a  moderate 

price. 
Now  made  111  Canada  by 

THE  BUTTERFLY  HOSIERY 
CO.  LIMITED 

DRUMMONDVILLE 

QUE. 



A 

Complete  Range 

Butterfly  Silk  Hosiery 
How  many  sales  are  lost  because  your  sales 

people  cannot  satisfy  a  customer  with  a  cer- 
tain  make  of  goods  in  the  exact,  shade,  size 
and  quality  desired? 

This  is  one  of  the  strongest  appeals  of  Butter- 
fly Silk  Hosiery  to  the  modern  dealer.  Under 

the  one  name  "Butterfly"  (registered  trade- 
mark),  which  a  woman  grows  to  know  and 
appreciate,  you  can  meet  her  demand  for  three 
grades,  15  shades,  and  all  sizes  from  8K  up. 
You  can  supply  Butterfly  in  pure  Japan 
Silk,  in  Art  Silk,  and  in  a  mixture  of  the 

two — all  grades  unquestionably  the  best 
in  their  class. 

The  fifteen  shades  give  you  a  range  more 
complete  than  you  could  find  in  any  other  line  of 
good  quality  silk  hosiery  in  Canada. 
There  are  four  greys  alone,  so  that  you  can  give 
just  what  your  trade  wants. 

And  "Butterfly"  Hosiery  is  a  Canadian  product. 
throughout. 

YOUR  JOBBER  CAN   SUPPLY    YOU 

Made  in  Canada  by 

THE  BUTTERFLY  HOSIERY  CO.  LIMITED 

DRUMMONDVILLE,  QUEBEC 

Sole  Selling  Agents  :     E.   H 
TORONTO  MONTREAL 

Walsh  fe?  Company  Limited 
WINNIPEG  VANCOUVER 
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Burrows  &  Sanborn  believe  in  keeping 
Store  Service  equipment  up-to-date 

BURROWS  &  SANBI  )RN  recently  installed  a  com- 

plete system  of  Lamson  Improved  Cable  Carriers 
in  their  up-to-date  department  store  in  Lynn, 

Mass.  Sixty-seven  stations  are  arranged  -to  handle  cash, 
charge,  and  all  other  ̂ ales  in  their  selling  departments. 

In  giving  his  reasons  for  installing  this  Lamson  equip- 

ment, Mr.  Sanborn  says:  "We  have  used  Lamson 
Service  for  over  a  dozen  years  with  entire  satisfaction, 

but  when  the  Lamson  brought  out  their  new  and  im- 

proved Crossover  Cable  Carrier  we  realized  that  it  was 
just  what  we  needed  in  our  store. 

"Our  system  was  laid  out  by  the  Lamson  Company  to 
give  us  maximum  service  everywhere.  In  the  busy 
first  floor  counters,  three  to  five  stations  are  provided  in 

each  40-foot  fixture.  Equally  ample  service  is  installed 

at  bargain  tables  and  wall  counters  so  that  our  clerks 

are  always  near  a  service  point,  and  can  handle  our 
business  quickly  and  easily. 

'"We  particularly  like  the  way  our  carriers  reduce  our 
difficulties  of  supervision  and  make  our  entire  business 
safe  and  easy  to  handle.  All  cash  and  charge  slips  are 
in  the  central  desk  before  the  merchandise  is  delivered 
to  the  customer,  so  that  our  losses  from  shortages  of 
cash  and  lost  charge  slips  are  negligible.  In  addition, 
the  clerks  like  the  service,  as  they  are  not  bothered 
with  making  change  and  do  not  have  to  worry  about 
bow  their  cash  is  coming  out  at  the  end  of  the  day. 

"We  cheerfully  recommend  Lamson  Improved  Service, 
as  we  believe  that  it  will  enable  any  merchant  with 

a^store  like  ours  to  handle  his  business  easily  and  with fewer  losses  tban  where  the  cash  is  scattered  about  the 

store." 
The  Lamson  Company 

100  BOYLSTON.  BOSTON,   MASS. 

Boston      100    Bovlston    St. 
New  York     11-11  East  37th  St. 
Philadelphia         210  North  Broad  St. 
Pittsburgh      319  Third  Ave. 
Baltimore        Equitable  Building 
Rochester         194    East   Main    St. 

New  Orleans,  227  Bourboru  St. 

Branches  and  Service  Stations 
Detroit         525   Woodward   Ave. 
Cleveland         2063   East  4th  St. 
Cincinnati         119  East  5th   St. 
Indianapolis. Cor.   Washington  and  Illinois 
Los  Angeles   221  San  Fernando  Bldg. 

Chicago         B   North   Michigan   Ave. 
Omaha         418  McCague  Bldg. 
Minneapolis         320  Tribune   Annex 
San   Francisco         617   Mission   St. 
St.  Louis      709  Pine  St. 

Additional  Service  Stations 
Albany,   22  So.  Pearl  St.  P.uffalo.    194    Main    St. 

Toronto         136    Simcoe   St. 
Vancouver,   B.C      603  Hastings  St. 
Dallas        905%  Elm  St. 
Seattle         215  Stewart  St. 
Washington.   DC. .....426  Colorado  Bldg. 
Atlanta         30   Moore  Bldg. 

Kansas  City.    210   New    Untge  Bldg. 

Lamson  it*mm>  Service Flexibility        Economy 
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Fair-weathers,  Ltd.,  of  Toronto 

can  claim  on<  of  the  highest  aggregations  of  effective  window  display s-f or  1920:  F.G.R. 
Lacey,  display  manager  for  tliis  exclusive  Toronto  firm,  introduced  during  the  year  a 
series  of  remarkable  lingerie  and  corset  windows,  a  number  of  which  hare  been  repro- 

duced in  Dry  Goods  Review  to  show  what  con  be  accomplished  by  the  artistic  handling 
of  dainty  undergarments  and  the  various  accessories  of  boudoir  attire.  Several  of  these 
vindows  captured  prizes  in  contests  held  daring  the  year. 

The  accompanying  illustrations  show  two  of  the  effective  Fall  Opening  windows  ar- 
ranged by  Mr.  Lacey,  in  which  afternoon  and  evening  models  arc  featured,  accompanied 

by  effective  grouping  of  exquisite  accessories.  Handsome  furnishings  and  incidental 
appointments  chosen  with  the  utmost  care  male  the  winpldws  of  this  exclusive  Yonge 
Street  store  among  the  most  attractive  in  the  city. 
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Boosting  the  Average  Size  of  a  Sale 
(leorge  Hutchings,  General  Manager  of  Stanley  Mills  Ltd.,  oi  Hamilton,  Explains  How  His 

,  Firm  Established  Three  Big  Records  in  the  Year  of  Depression,  1920. "I F  you  send  for  the  people  they  will 
come."  The  late  Timothy  Eaton 
as  a  merchant  made  few  mistakes. 

His  accuracy  in  the  psychology  of  selling 
was  unrivalled.  It  is  little  wonder  that 

many  of  his^  comments  made  during  a 
long  and  spectacular  career  should  have 
been  accepted  by  other  merchants  as 
part  of  their  business  creed.  But  the 
above  statement  characteristic  of  the 
grand  old  merchant  prince  is  one  which 
has  been  heeded  by  many  men  who  are 
now  marshalling  big  businesses  to  great- 

er success.  The  Stanley  Mills  Company, 
of  Hamilton,  is  one  of  the  up-to-date 
stores  of  Ontario  which  puts  great  faith 
in  this  adage. 

Three  Records  This  Year 

On  this  conviction  the  Stanley  Mills 
firm  has  defied  discouraging  influences, 
pessimism  and  long  periods  of  reluc- 
tancy  on  the  part  of  the  buying  public 
during  the  past  twelve  months,  and  as 
a  result  when  there  were  plenty  of  mer- 

chants complaining  about  bad  business 

and  "rotten  conditions"  this  enterprising- 
organization  emerged  from  the  gloom  of 
the  1920  depression  with  three  genuine 
records  to  their  credit.       Here  they  are: 

In  December  the  firm  had  the  largest 

day's  business  in  the  year. 
December  was  the  biggest  all  round 

month  of  the  year. 
And  in  1920  the  Stanley  Mills  Com- 

pany enjoyed  the  largest  volume  of  busi- 
ness the  firm  has  ever  known. 

Dry  Goods  Review  was  permitted  to 
see  the  records  of  the  house.  On  the 
second  day  before  Christmas  19,000  peo- 

ple shopped  in  the  Stanley  Mills  store 

and  this  day's  sales  returns  registered 
$24,000.  Before  the  war  the  avei-age 
sale  per  person  was  40„  cents  —  an  in- 

crease of  2121/£  per  cent.  Even  taking 
into  consideration  the  increased  scale  of 
prices  which  did  a  continuous  climb  dur- 

ing the  war,  this  store  admits  that  it 
required  some  hustling  to  create  this 
new  sales  standard. 

Psychology  of  Selling 

"You  can't  sit  down  to  business,"  said 
George  Hutchins,  general  manager  of  the 

store,  when  discussing  the  year's  busi- 
ness with  a  representative  of  a  Dry 

Goods  Review  staff  at  the  first  of  the 

month.  "We  can't  say  anything  but 
that  business  has  been  simply  wonderful 
— depression  or  no  depression — but  we 
certainly  wouldn't  for  one  minute  infer 
that  we  didn't  work  hard  to  establish 
the  records  referred  to." 

"How  did  you  do  it?"  he  was  asked. 
Secret  No  Secret 

"By  practising  consistency,  giving 
value  and  introducing  goods,"  was  the 
reply.  "We  did  not  make  one  sacrifice 
reduction    on    any    line.      At    Christmas 

time  we  did  not  reduce  the  price  of  one 
toy.  While  other  firms  reduced  their 
toys  to  half  price,  we  priced  our  toys 
fairly  and  kept  them  there,  and  Christ- 

mas Eve  we  had  the  biggest  sale  of 
toys  in  the  history  of  the  store.      It  was 

J.   P.   STEEDMAN 
President     of    the    Stanley     Mills     Company 

of   Hamilton,   Ont. 

GEO.  HUTCHINGS, 

General  Manager  of  the  Stanley  Mills  Store, 
who   established    three    big    records    for    his 
firm  in   1920. 

the  same  in  all  our  lines.  \\  •  told  the 
public  in  our  daily  ads  what  we  had  and 
what  it  was  selling  at.  When  they 
reached  the  store  they  found  that  things 
were  as  they  had  been  represei  ted.  The 
prices  were  what  they  had  expected  and 
good  value  was  given.  When  we  got 

them  in  the  store  we  had  no  difficulty^ 
keeping  them  there.  Our  sales  staff 
work  hard  and  deserve  the  utmost  credil 

for  their  excellent  co-operat- 

Mr.  Hutchings  explained  in  detail  the 
stores  policy  in  getting  more  business, 
in  effecting  increased  buying  on  the  part 
of  the  customer,  or  in  other  words,  in 

"boosting  the  average  size  of  a  sale." 

"Every  member  of  our.  sales  staff — 
which  numbers  300  with  400  at  the  rush 

holiday  seasons — is  taken  into  the  firm's 
confidence.  They  are  instilled  with  a 
sense  of  responsibility,  and  appreciate 

that  efficiency,  intelligence  and  a  willing- 
ness to  apply  themselves  brings  recogni- 
tion and  promotion.  Our  conferences 

and  courses  of  instruction  are  one  of  our 

biggest  selling  factors,  and  in  this  re- 
spect we  impress  the  value  of  a  personal 

interest  being  established  between  the 
salesman  or  woman  and  the  customer. 

We  try  to  have  men  and  women  who  have 

made  good  in  some  particular  way — in 
Canada — speak  to  our  sales  staff  at  our 
regular  meetings  which  are  held  in  the 
Stanley  mills  building.  All  the  sales 
problems  of  the  day,  week  and  month  are 
studied  and  thrashed  out.  The  individ- 

ual case  is  given  special  consideration, 
and  the  art  of  selling  is  held  up  as  an 
art  to  the  men  and  women  in  our  em- 

ploy." 

Studying  Types  in  Customers 
"In  this  way."  continued  Mr.  Hutch- 

ings," we  get  our  staff  personally  inter- 
ested in  their  own  personalities,  and  en- 

courage them  to  try  out  possible  capa- 
bilities that  they  may  not  have  known 

existed. 

"We  instruct  them  in  the  proper  way 
of  approaching  the  customer.  (You  see 
there  are  all  kinds  of  customers,  and 

what  may  be  good  for  one  customer  will 
not  be  good  for  another.  Let  me  explain 
this  point  farther.  Supper  a  very  irate 
old  gentleman  walks  up  to  a  rather 
pretty  clerk  who  is  inclined  to  be 
friendly.  He  will  in  all  probability  work 

himself  into  a  temper  over  her  'forward 
attitude'  and  perhaps  resent  the  manage- 

ment employing  'such  a  type  of  girl.'  This 
same  little  girl  greeting  a  rather  shy 

young  housewife  with  her  winning-  smile, 
would  in  all  probability  win  a  customer 
for  life.  We  try  to  teach  this  physho- 
logy  of  selling  to  all  our  clerks  from  the 
youngest  to  the  most  trustworthy  em- 

ployee on  the  staff. Continued  on  page  199 
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Canadian  Women's  Wear  Windows 
Effective  Displays  Noted  in  Leading  Cities  of  the  Dominion  Representing  Kxpert  Work  of 

Prominent  Display  Men  Employed  on  the  Staffs  of  Large  Departmental  Stores — 
The  Appeal  of  the  Well-trimmed  Window. 

THfc:  following  descriptions  briefly 

given  by  Ernest  A.  Dench,  a  fre- 
quent contributor  to  Dry  Goods  Re- 

view, are  taken  from  reports  made  on  a 
recent  tour  by  the  writer  of  many  of  the 
leading  cities  of  Quebec,  Ontario  and  the 

The  displays  described  give  many 
excellent  suggestions  for  Spring  opening 
windows  and  describe  in  detail  effective 

backgrounds,  required  equipment  and  the 
arresting  placing  of  forms  and  garments 
displayed. 

Effective  Suit  Trim 

Henry  Morgan  &  Co.,  Montreal,  exe- 

cuted an  attractive  display  of  women's 
suits.  The  'permanent  green  rear  and 
side  panels  were  left  untouched  save  for 
a  Gainsborough  painting  hung  at  the 
rear  center.  At  the  right  rear  stood  a 
blue  shaded  stand  lamp,  while  near  the 

lamp  was  a  blue"  and  cream  colored  jar- 
diniere, in  which  a  potted  palm  was  set. 

Over  to  the  middle  was  a  brown  suit  on 
a  headless  figure.  A  little  to  the  left  was 
a  long  walnut  table,  with  a  potted  palm 
in  a  green  jardiniere  on  right  end  of  the 
table.  The  jardiniere  was  draped  with 
billows  of  blue  satin,  while  a  pair  of 
brown  kid  gloves  was  placed  over  the 
palm.  On  the  left  end  of  the  table  was  a 
tall  stand,  on  which  rested  a  hat.  The 
brim  of  the  hat  was  of  brown  and  the 

frame  of  blue,  with  chocolate  brown  veil- 
ing running  over  the  sides  of  the  hat. 

At  the  far  left  rear  was  a  brown  suit  on 
a  headless  figure.  Stationed  at  each 
front  side  near  the  center  was  a  walnut 

•  ■hair,  upholstered  in  blue.  On  the  seat 
of  the  chair,  over  a  pedestal,  was  a  brown 
hat,  with  its  blue  and  green  veiling 
draped  over  the  chair  seat.  Laid  over 
the  other  chair  at  the  front  right  was  a 
dark  brown  suit,  with  gloves  and  foot- 

wear to  match.  Headless  figures  in  suits 
of  brown  were  located  at  each  far  front 
side,  near  which  the  following  cards  were 
laid: 

''Distinctive  Suits  for  the  Winter 

Season." 
"Suits    of    Supreme    Quality    in 

Shades  of  Brown." 

The  Scenic  Setting 

Goodwins,  Ltd.,  Montreal,  adorned  the 
rear  of  one  of  their  show  windows  with 
a  large  painted  set  of  a  rural  harvest 
moon  scene.  Blue  satin  curtains  were 
draped  at  each  side  to  impart  a  stage 
setting  effect.  Green  painted  steps  led 
up  to  the  stage  setting,  with  an  orange 
lounge  bolster  and  a  brown  fur  neck 
piece  laid  at  the  foot  of  the  second  step. 
Pillars  at  each  side  of  the  steps  were  or- 

namented with  gilt  tops.     Near  the  side 

of  each  pillar  was  a  green  stand,  sur- 
mounted by  a  bronze  lamp.  The  rear 

panelling  at  each  side  of  the  painted  set 
was  executed  in  alternate  oblong  blocks 
of  grey  and  apple  green.  Such  was  the 
effective  setting  arranged  for  a  display 
of  coats  and  suits  for  present  wear.  The 

garments  were  exhibited  both  on  head- 
less figures  as  well  as  over  blue  brocaded 

pieces  of  walnut  furniture. 

A  Study  in  Blue 

Darwin's,  Ottawa,  Ont.,  placed  a  white 
brocaded  gilt  chair  at  the  rear  center  of 
a  trim  devoted  to  blue  dresses.  Hung 
across  the  chair  was  a  navy  blue  dress 
on  a  coat  hanger.  The  dress  was  laid 
in  such  a  manner  as  to  suggest  that  it 
was  being  worn  by  a  girl  while  sitting 
down.  The  illusion  might  have  been  com- 

pleted by  placing  a  pair  of  silk  hose  and 
shoes   by   the   hem   of   the   dress,   which 

escaped  the  floor  by  about  a  foot.  Behind  ■ 
the  chair  was  a  tall  pedestal,  on  top  of 
which  rested  a  maroon  duvetyne  hat. 
The  crook  end  of  the  dress  hanger,  on 
which  the  blue  dress  hung,  was  fastened 
to  the  pedestal,  about  six  inches  from 
the  top.  At  each  rear  side  was  a  full 
length  headless  figure,  clad  in  a  blue 
dress.  Down  in  front  were  blue  dresses 

on  stands,  the  garments  falling  to  the 
floor. 

A  French  Effect 

J.  Pharand,  Hull,  Que.,  enclosed  a  win- 
dow at  the  back  with  a  lattice-work  set- 
ting, the  architecture  of  which  suggested 

open  French  windows  with  a  roomy  bal- 
cony outside.  The  glimpse  of  the  bal- 
cony that  could  be  seen  through  the  open 

window  was  covered  with  trailing  flow- 
ers. Inside  the  lattice-work  opening,  at 

the  middle,  was  a  brown  costume  suiting 

A  Canadian-made  Figure 
One  of  the  lines  of  -wax  mannequins  new  being  designed  and 

manufactured  in  Canada  which  formerly  had  to  be  imported. — 
Shown  by  courtesy  of  Messrs.  Del  fosse  &  Co.,  Montreal. 
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Shown  on  Christmas  Eve 

This  beautiful  and  impressive  tableau  was  conceived  and  executed  by  Chalmers  Nicholls,  the  well-known  display  man- 
ager of  the  Cressman  Company,  Peterborough,  and  was  the  subject  of  many  complimentary  comments  by  those  who  passed 

before  the  store  on  Christmas  Eve.  The  lighting  effects  were  lovely  and  the  figures,  which  are  not  done  justice  in  the  repro- 
duction, were  remarkable.  The  scene  represents  the  Wise  Men  being  guided  by  the  star  to  the  manger,  where  the  Christ 

child  lies. 

<^n  a  T-stand,  which  was  poised  on  an  up- 
right fixture,  the  base  being-  draped  with 

billows  of  the  brown  suiting. 

Art  With  a  Capital  "A" 
R.  E.  Walker  &  Co.,  Fort  William, 

Ont.,  had  a  three-wing  screen  at  the  rear 
center.  The  screen  was  painted  in  silver, 

with  circular  insertions  of  each  wing- 
executed  in  emerald  green,  bordered  with 
black.  A  drape  of  green  chiffon  hung 
at  each  side  of  the  screen.  The  middle 
wing  of  the  screen  contained  a  broad 
black  velvet  bow,  with  three  ends  of 
various  lengths  extending  to  the  floor. 
The  first  reached  a  little  beyond  the  floor, 
while  the  second  hung  a  little  further 
ahead  of  the  first,  and  the  third  extended 
to  the  left  front  corner,  where  there  was 
a  low  cassock.  The  sides  were  painted 
in  silver,  with  a  green  chiffon  top,  plus  a 
narrow  border  of  black  velvet.  In  the 
middle  of  this  attractive  bit  of  furniture 
was  a  gilt  stand,  surmounted  by  a  black 
yelour  hat,  trimmed  with  green  feathers. 
On  the  left  was  a  small  wicker  basket 
of  metallic  berries,  chiefly  of  silver.  On 
the  far  right  end  of  the  hassock  was  laid 
a  drape  of  green  chiffon,  coming  from 
the  top  right  rear,  forming  billows  across 
the  end  and  running  in  a  circle  to  the 
left  rear,  where  it  caught  up  the  other 
rear  drape  at  the  side  of  the  screen.  In 
front  arranged  in  between  the  left  and 
middle  wings  of  the  screen  was  a  tubu- 

lar vase,  executed  in  green  with  a  black 
border  and  filled  with  tapering  sprays  of 
silver  painted  berries.  At  the  front  cen- 

ter the  card  announcing  the  latest  fash- 
ions was  cut  out  of  silver  cardboard,  with 

a  portion  removed  in  the  middle  to  per- 
mit of  the  admittance  of  a  piece  of  green 

chiffon,  over  which  the  announcement 
was  painted  in  black. 

At  the  top  of  the  card  were  a  few 
sprays  of  silver  leaves,  bunched  with  a 
head  of  black  ribbon  reaching  to  the 
floor.       At    the   front    right    was   a    dark 

brown  wicker  lounge,  relaxing  on  which 
was  a  wax  model,  attired  in  a  stylish 
green  evening  dress,  with  her  black  rib- 

bon sash  reaching  to  the  floor.'  The  win- 
dow was  floored  with  a  plain  apple  green 

carpet.  This  artistic  display  was  con- 
ceived and  executed  by  Mr.  It.  C.  Hall. 

A  Sale  of  Six  Suits 

Chappies,  Fort  William,  Ont.,  solved 
the  problem  of  cleaning  out  six  suits  of  a 
particular  kind  by  a  window  display.  The 
card  calling  attention  to  this  limited  sale 
announced: 

"WEDNESDAY— Suits,  $39.75.  There 

are  only  six  of  them." 
At  the  rear  center  came  two  full- 

length  wax  figures,  one  garbed  in  a  dark 

BIEGE    AND    GRAY    REGISTER 
AS  RACES  AT  NICE  BEGIN 

Paris. — The  opening  of  the  racing 
season  at  Nice  has  been  character- 

ized by  cool  and  rather  cloudy  wea- 
ther with  the  result  that  few  light 

colored  frocks  and  hats  have  made 
their  appearance.  Among  the 
lighter  shades  that  do  register, 
however,  are  gray  and  biege  for  the 
leading  colors. 

Short  box  coats  are  very  pop- 
lar, trimmed  with  fur  and  embroid- 
ery, while  in  millinery  toques  with 

the  highpointed  front  treatment 
are  still  holding  great  favor,  de- 

veloped in  both  straw  and  crepe, 
in  light  colors.  On  black  straw- 
hats  is  noted  the  repeated  use  of  a 
veil  to  the  nose. 
Some  fur  hats  are  seen,  with 

many  fur  coats,  worn  with  the 
light  dresses.  Among  dresses  of 
this  type,  the  Chanel  crepe  types, 
with  double  pleated  skirts  are  still strong. 

Among  the  suit  models,  Renee 
and  Lanvin  interpretations  of  the 
shortcoated  type  are  good. 

blue  suit  and  the  other  model  in  a  grey 

specimen.  Veils  and  hats  to  correspond 
were  added.  Additional  models,  one  at 
each  rear  side,  showed  off  nut  brown  and 
chocolate  brown  suits  to  excellent  ad- 

vantage. The  space  at  each  front  side 
was  taken  up  by  a  blue  serge  skirt 
draped  over  a  hanger.  A  blue  serge  coat 
was  laid  over  a  hanger  at  the  front 
center. 

An  Example  From  the  West 

Hudson's  Bay  Co.,  Edmonton,  Alta., 
had  an  attractive  window  exhibit  of 

women's  coats.  There  was  a  very  tall  gilt 
stand,  lamp,  topped  by  a  purple  shade, 
at  the  center  rear.  A  rosette  was  formed 
in  the  middle  of  the  stand  part  of  the 
lamp  with  folds  of  dark  grey  taffeta. 
The  grey  was  relieved  by  an  occasional 
yellow  flower  printed  on  the  taffeta.  The 
taffeta  parted  ways  to  each  front  side. 
At  the  front  left  was  a  full-length  head- 

less model,  attired  in  a  very  becoming 
nut  brown  coat  with  a  fur  collar.  At 
the  center  front  there  was  a  nigger 
brown  coat  draped  over  a  brass  hanger, 
the  tail  ends  of  the  garments  lying  over 
the  floor.  On  the  floor  each  side  of  (.he 

coat  was  a  pair  of  shoes,  one  of  black  for 
evening  wear,  the  other  of  brown  high 
footwear.  At  the  front  right  was  a  black 
velvet  hat,  with  a  handbag  placed  here 
and  there  on  the  floor. 

OPEN  STORE  IN  MONTREAL 

The  R.  L.  Steel  Company  have  opened 
a  store  at  the  corner  of  St.  Andra  and 
St.  Catherine  St.    E.    Montreal. 

ELECTED  TO   AD  CLUB 

H.  H.  Clark,  of  the  C.  Kenyon  Com- 
pany, has  been  elected  president  of  the 

newly  organized  advertising  club  of  the 
Brooklyn  Chamber  of  Commerce. 
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Keep  the  Window  Clear  of  Frost 
Merchants  in  all  Parts  of  the  Country  are  Now    Confronted  With  One  of  Their  Worst  Annoy 

ances — Every  Precaution  Should  be  Taken  to  Do  Away  With  "Freezing''  of  One  of the  Most  Valuable  Advertising  Assets  the  Store  Has. 

NOW  that  the  winter  months  
are  at 

hand  merchants  in  all  parts  of 
the  country  are  faced  with  the 

old  trouble  of  window  freezing.  As 
this  is  one  of  the  worst  annoyances  the 
store  keepers  have  to  contend  with  in 
the  winter  every  precaution  should  be 
taken.  Windows  that  are  covered  with 
frost  are  as  bad  as  no  windows  at  all 

and.  realizing  this,  a  number  of  mer- 
chants in  different  parts  of  the  coun- 

try have  asked  Dry  Goods  Review  for 

pointers  on  the  art  of  keeping  the  win- 
dows clear.  Herewith  are  presented 

some  tips  which  the  merchant  who  is 
troubled  with  frosted  windows  might 
find  useful. 

The  methods  usually  advised  to  pre- 
vent the  deposition  of  moisture  and  frost 

on  window-panes  are  the  employnent  of 
double  windows,  or  the  coating  of  the 
glass  with  some  one  of  the  various 
liquids  which  have  been  recommended 
for  the  purpose.  Another  very  efficient 
measure  is  said  to  be  a  small  fan,  and 
so  placed  as  to  blow  directly  upon  the 

glass. 

Same  years  ago  a  correspondent  of  the 
''Scientific  American"  reported  to  that 
journal  a  number  of  experiments  he  had 
made  to  remove  ice  or  congelation  of 
water  from  window-panes.  He  placed 
the  efficacy  of  the  remedies  he  employed 
in  the  following  order: 

Remedies  Tried  and  Tested 

(1)  Flames  of  an  alcohol  lamp;  (2) 
sulphuric  acid;  (3)  aqua  ammonia;  (4) 
glycerin;  (5)  nitric  acid;  (6)  hydrochloric 
acid;  (7)  benzine;  (8)  hydriodic  acid;  (9) 

boric  acid;  (10)  alcohol  (11)  cobalt  ni- 
trate (12)  infusion  of  nutgalls  (13)  tinc- 

ture or  solution  of  ferrous  sulphate. 

Some  years  ago  H.  F.  Ruhl,  of  Man- 
heim,  P.,  read  a  paper  before  a  State 
association  in  which  he  declared  that  the 
only  really  effective  way  to  avoid  window 
frost  was  to  have  the  window  properly 
constructed  in  the  first  place,  and  to  use 
suitable  methods  of  heating  and  lighting 
in  the  second.  He  had  remodelled  his 
window  in  accordance  with  his  particular 

ideas.  To  quote  a  portion  of  Mr.  Ruhl's 

paper: 

"It  is  a  well-known  fact  that  where 
illumination  is  produced  by  kerosene, 

gas,  or  gasoline,  the  condensation  of 
moisture  on  the  glass  is  worse  at  night. 
This  shows  that  illumination  has  some- 

thing to  do  with  the  frost  on  the  window. 
Heat  supplied  from  a  stove,  a  hot-air 
furnace,  or  a  steam  boiler  also  causes 
more  or  less  condensation  of  moisture. 

"In  the  writer's  store  the  window  is 
left  open  at  the  back,  except  that  a  mir- 

ror back  is  used;  this  is  30  inches  high,  is 
hung  on  a  Pullman  car  spring  sash  bal- 

ance, thus  permitting  it  to  be  raised  or 
lowered  at  will.  At  night,  when  the  tem- 

perature ranges  somewhat  lower,  Jhe- 
mirror  back  is  raised,  thus  admitting 
warmed  air  to  the  bottles  of  the  window 

and  entirely  preventing  frost  during  the 
night.  The  store  is  heated  with  a  hot- 
water  heater.  With  this  heat  the  radiat- 

ing surfaces  do  not  become  so  .hot  as 
with  stove  or  steam  heat  and  there  is  no 

(Continued   on   page    184) 

An  Effective  Plan  For  Preventing  Frosting  of  Windows 
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dir-tile,  with  the  etceolion  of  the  window  above, 

we  hod  no  trouble  whatever.    One  other  feature  i  %  /hoi  m
  the 

Hot  bummer  the  Utile  window  affords  perfect  circulati
on  and 

our  windows    are    never    so  hot 

.1  great  many  plans  have  been  tried  out  by  merchants  to  prevent  the  frosting  of  the  windows  in  the  cold  weather.  A  great 
many  so-called  solutions  of  the  trouble  have  given  relief  when  put  into  practice.  Herewith  is  outlined  a  plan  as  adopted  by 
the  Stanley  Mills  Co.,  Hamilton,  Ontario,  which  has  proved  very  effective  in  overcoming  this  difficulty.  The  lettering  fully 
describes  the  plan.  Dealing  further  with  this  subject,  May  Bros.,  West  Toronto,  advise  that  an  air-tight,  dust-proof  window 
will  not  freeze.  The  temperature  in  the  windows  of  this  store  is  about  the  same  as  outside.  If,  by  accident,  the  door  to  the 
window  is  left  open  the  windows  become  frosted. 
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Floor  Coverings  in  Window  Displays 
Humble,  Domestic  Linoleum  May  Be  Arranged  by  the  Clever  Display  Man  to  Bring  New- 

Business  to  the  Housefurnishing  Department — Merchants  Should  Plan  in  January 
To  (jive  Fair  Advantages  to  All  Departments. 

IMMEDIATE  results  invariably  f
ol- 

low the  well-planned,  well-dressed 
window.  This  is  true  especially  in 

the  town  or  city  where  many  hundreds 

of  thousands  of  people — prospective  cus- 
tomers— pass  daily.  Every  well-man- 
aged store  will  appreciate  this  point, 

and  will,  if  a  fair  policy  be  observed, 
permit  each  department  manager  to  take 
his  full  share  of  the  benefits.  No  oi.e 

department  should  be  allowed  to  mon- 
opolize the  window  space.  True,  certain 

departments  carrying  lines  which  show 
greater  variety  and  therefore  demand 

more  frequent  changes  in  both  depart- 
ment and  window  display,  will  make  a 

■claim  for  more  frequent  representation  on 
the  list  for  store  display,  but  the  other 
departments  carrying  staple  lines  should 
never  be  sacrificed  as  a  result.  They 
should  have  timely,  regular  and  frequent 
periods  for  display  allotted  to  them,  and 
the  manager  should  be  consulted  on  the 
time  and  space  he  will  require  for  his 
■display  to  render  it  most  efective. 

Bolster  Up  Slack  Departments 

Even  in  the  larger  stores  this  error 

•of  over-doing  certain  departments  is  too 
widely  practised. 

"How  is  it  you  show  so  few  windows 
In  draperies  and  curtains,"  one  merchant 
■was  asked,  recently. 

"Oh,  our  housefurnishing  department 

"hasn't  been  doing  very  well  lately,  and 
we  are  playing  our  lines  that  are  sell- 

ing," was  the  reply. 
This  is  all  right  to  a  certain  point, 

but  after  that  it  is  all  wrong.  Lines 
that  are  selling  well  should  undoubtedly 
l>e  kept  prominently  before  store  cus- 

tomers, for  the  very  fact  that  they  are 
selling,  proves  their  value.  But  a  de- 

partment that  through  some  reason  or 
other  is  falling  behind  a  little,  should 
not  be  deserted  and  allowed  to  die  a 
slow,  painful  death.  This  is  bad  busi- 

ness, and  reflects  adversely  on  the  other 
departments.  Instead,  additional  effort 
should  be  exercised,  new  appeals  tried 
out,  attractive  stocks  completed  and  ar- 

resting window  displays  frequently  used. 

Feature  Floor  Coverings 

All  branches  of  the  housefurnishing 
department  can  supply  the  nucleus  for 
an  effective  window,  and  the  humble  but 

attractive  sanitary  floor  covering,  for 
example,  lends  itself  to  display  most 
admirably  and  economically.  If  business 
in  your  housefurnishing  department  is 
slack,  try  the  window  display  that  will 
attract  the  capable  housewife  —  the 
woman  who  wants  her  home  to  look  its 

best  always  and  who  wants  quality  and 
beauty  in  everything  she  pays  for. 
Dry  Goods  Review  has  secured  the 

following  practical  suggestions  for  a 
floor  covering  display  from  a  window 
trimmer  who  has  specialized  in  the  treat- 

ment of  displays  in  housefurnishing 
lines. 

"They  can  be  very  difficult,  and  they 
can  be  very  effective,  so  I  tackled  them 

early  in  the  game,"  said  this  display 
manager.  "In  the  window  display  of 
sanitary  floor  coverings  —  that  is,  oil 
cloths  or  linoleums — few  fixtures  are 
required.  It  is  essentially  an  economical 
display  of  an  economical  material. 

Fixtures  for  the  Display 

"Having  planned  for  several  rolls,  or 
portions  of  rolls  of  as  many  patterns 

as  one  desires  to  show,  and  a  few  lin- 
oleum or  floor  oilcloth  rugs,  it  will  be 

advisable  to  pick  out  the  few  necessary 
fixtures.  Upon  the  selection  and  use  of 
these  the  success  of  the  display  depends, 
for  unless  a  few  finishing  touches  are 
made,  here  and  there,  the  showing  will 
fail  of  its  object. 

"Perhaps  the  most  easily  obtained  ma- 
terial will  be  handles  of  discarded 

brooms.  Saw  them  off  full  length,  hav- 
ing first  prepared  square  pieces  of  wood, 

say,  8  inches  by  8  inches.  Through  the 
centre  of  these  drive  a  two-inch  wire 
nail,  connecting  the  handle  and  wood 
square.  Now  taper  the  other  end  of 
the  handle  off  at  an  angle  of  45  degrees 

and  to  this  attach  a  piece  of  wood,  sim- 
ilar to  that  used  for  the  base,  or  make 

a  round  piece  of  9  or  10-inch  diameter. 
When  finished,  and  the  other  similarly, 
up  to  any  desired  number  and  length, 
you  will  be  able  to  place  these  a  little 
later. 

The  All-Important   Background 

"The  ever-important  background  will 
now  be  made  of  a  selected  linoleum  or 
oilcloth  rug.  This  may  be  attached  to 
the  back  of  the  window  with  small  brads 
of  about  18  gauge  so  as  not  to  injure 
the  rug.  Once  in  place,  and  with  one 
at  the  end  of  window — a  narrower  one 

according  to  the  window's  width,  you 
have  an  important  part  of  your  job  com- 

pleted. It  also  will  have  been  well  to 
have  placed  a  rug  on  the  floor,  first. 

"The  rolls,  or  part  rolls  of  linoleum 
and  oilcloth  may  now  be  placed.  Those 
that  are  widest  will  be  placed  well  to- 

ward the  back  of  the  window,  on  end. 
Those  narrower  may  be  placed  in  such 
a  manner  as  to  show  each  to  the  best  ad- 

vantage, and  the  "stepping"  arrange- 
ment will,  when  completed,  lend   an  at- 

tractive effect.  Across  the  top  of  some 

rolls  it  will  be  in  order  to  place  hori- 
zontally rolls  of  stair-stepping  or  pas- 

sage cloth. 
Finishing  Touches 

"Now  comes  the  small  fixtures.  Plac- 
ing these  at  desired  intervals,  small 

samples  may  be  pinned  or  tacked,  over- 
lapping each  other  at  right  angles,  and 

affording  the  interested  pedestrians 
something  different  to  look  at,  and  a 
small  sample  of  each  pattern  that  is 
carried  in  stock.  The  object  will  have 
been,  of  course,  to  make  as  attractive  a 

window  display  as  possible,  and  there- 
fore a  sales-provoking  one.  Each  of  the 

cards  will  look  best  if  tacked  to  one  of 
the  small  stands  just  described. 

"Before  calling  this  window  complete 
two  or  three-neatly-lettered  cards  will 
have  been  prepared: 

LINOLEUMS   ARE   DURABLE   AND 
SANITARY 

WE  SELL  MANY  PRETTY  PATTERNS 

DEPARTMENT    DISPLAY    FIRST 
FLOOR 

might  be  lettered  on  cards,  and  on  the 

others  prices  may  be  given  and  a  few- 
facts  outlined  regarding  the  stocks  avail- 

able, prices,  etc. 
"To  reap  the  fullest  advantages  of 

this  display  it  will  be  well  to  arrange 
some  special  advertising  copy  for  use  in 

the  local  paper,  making  a  little  cam- 

paign.    The  effort  will  pay." 

An  Electric  Fan 

Going  in  Winter 
Draws  Attention 

Nothing  retards  sales  so  much  as 

a  window  glazed  over  by  "Jack Frost."  First  board  the  inside  of  the 
windows,  or  have  tight-fitting  sash- 

es to  prevent  the  warmer  air  of  the 
store  entering.  Next  bore  a  row  of 
holes  at  the  base  of  the  window  and 
a  similar  set  at  the  top.  This  will 
permit  a  free  flow  of  air  to  keep 
the  temperature  down.  A  simpler 

plan  is  to  start  an  electric  fan  run- 
ning first  thing  in  the  morning  and 

keep  it  running  all  day.  This  keeps 
the  warm  air  on  the  move  and 
lowers  the  temperature  so  that  frost 
will  not  have  a  chance  to  collect. 
The  sight  of  an  electric  fan  working 
in  winter  also  will  help  to  attract 
attention  to  the  windows,  especially 
if  it  be  made  to  blow  upon  a  small 
flag. 
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CUT  DOWN  EXPENSE 
INCREASE    SALES 

A    Lesson     from    a    Village    in    Quebec 
Beauceville  is  a  village  with   the   usual  population  and  local  .manufacturing  interests,  yet  it 

a  merchant  with  a  vision. 

His  vision  was  a  department  store  so  complete  that  every  inclination  to  purchase  in  larger- 
centers  would  lie  eliminated,  that  his  establishment  would  be  not  only  his  pride  but  the  pride 
of  the  community  and  that  the  establishment  would  be  the  last  word  in  efficiency  and  service. 

This  man  was  Mr.  P.  P.  Renault,  and  to  accomplish  bis  aim  be  called  in  the  assistance  of 
the  service-  department  of  done-  Bros.  &  Co.,  Ltd.,  with  the  result,  as  partially  shown  above, 
a  village  store  completely  equipped  with  The  New  Way  System  that  has  increased  his  sales, 
efficiency  and  service  to  the  public  and  has  cut  down  his  expense  and  overhead.  We  can 
do  the  same  for  you. 

JONES  BROS.  &  CO.,  LIMITED, 
Sole  Canadian  Manufacturers' of  The  New  Way  System 

29-31  ADELAIDE  ST.  WEST        :-        ::         TORONTO,  ONT. 
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Let  him  help  you 
There  is  a  better  way  to  keep 
the  store  records  you  need 

In  your  province  there  are  representatives  of  The 
National  Cash  Register  Company  of  Canada,  Limited. 
They  are  students  of  business  systems.  They  have 

been  trained  to  be  of  service  to  merchants — to  help 
merchants  solve  their  problems. 

Let  one  of  our  representatives  show  you  how  you 
can  get  the  store  records  you  need  without  working 
overtime  on  day  books,  pass  books,  ledgers,  and 
memorandums. 

He  will  show  you  the  easiest  way  to  get  the  records 
you  need  every  day  to  control  your  business. 

We  make  cash  re^istefrs  for  every  line  of  business 

NATIONAL 
CASH    REGISTER    CO. 

OF    CANADA    LIMITED 
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No.    2040 

Narrow      Shoulder     Dress 
Forms  —  Enamel,     Wood 
i  i   Metal  Base. 

UP-TO-THE-MINUTE    STYLE 
Made  in  Canada  in  our  own  factory 

We  make  six  styles 
of  Enamel  Dress 

Forms  with  droop- 
i  n  g  o  r  narrow 
shoulders  —  these 
latter  are  the  com- 
ine  stvle. 

Our    Folder    sent 

upon  request. 

No.    3000W 

Hat    Stand, 

Louis   XVI   Rtvlo: ol, I   Ivorj   or  Cold 
Finish. 

Before  buying'  see  our 
ornamental  wood  stand. 
This  new  line  is  now 
almost  complete  for 

displaying-  all  kinds  of 
high-class    goods. 

Finished  in  beautiful 

Old  Ivory,  Gold,  Ma- 
hogany and  Walnut  fin- 

ish. This  will  interest 
the   wide-awake  dealer. 

Our  next  month  adver- 
tisement will  be  on  high 

class  wax  figures.  The 

ready  -  to  -  wear  mer- 
chants are  specially  in- 
vited to  visit  our 

sample  room. 

Beside  our  own  made 

models  we  are  in  pos- 
session of  samples  of 

Parisian  Wax  Manne- 
quins of  Pierre  Imans, 

Paris,  of  which  we  are 
the  exclusive  Canadian 

representatives. 

DELFOSSE  &  COMPANY 
247-249  Craig  St.  W.,  Montreal 

No.  3001 W 

Sew    Waist    Form    in    Louis    XVI 
style.      Old   Ivory  or  Gold   Finish 

Store  Windows 
artistic,  modern  and  business  producing 

— that's  what  our  special  glass  used  in 
conjunction  with  Zouri  Metal  Store 

Fronts  will  give  you.     Let  us  prove  it. 

Send  for  our  latest  catalogue. 

CONSOLIDATED 
PLATE  GLASS  CO 

OF     CANADA     LIMITED 
WINNIPEG  TORONTO  MONTREAL 
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Dale  Wax  Figure  Co.,  Limited 
86  York  Street,  Toronto 

Canada  9s  Leading  Display  Fixture  House 
Wax 

Figures 

Faultlessly 
true  to   life  iti 

correct 

proportions. 
Pleasant, 
natural 

expressions. 

Graceful 
positions. 

Prevailing- 
smart  styles. 

Art  and  utility 
in  displays  are 
ideally   met   in 
DALE  Wax 
Figures. 

Send  for 
Catalogue. 

No.  4035 

Waist 
Stand 

A  Beautiful  Reclining  Wax  Figure 

Art 
Fixtures 

Fixtures  that  do 

more  than  dis- 
play vour  goods 

-  DALE  Fix- 
tures enhance 

their  attractive- n  e  s  s  through 
the  artistic 
touch  they  lend 
to  the  display. 

Dale  Fixtures 

are  all  that  de- 
signs of  Art  and 

skilful  work- manship can 
make   them. 

There  is  a  DALE 
Fixture  for 
every  line  of merchandise. 

Send  for 
Catalogue. 

^ 

No.  3001 

Hat 
Stand 

MONTREAL 

P.  R.  Munro 
259  Bleury  St. 

WINNIPEG 

O'Brien,  Allen  &  Company 
Phoenix  Block 

VANCOUVER 

E.  R.  Bollart  &  Son 
501  Mercantile  Bldg. 
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Walker  Medium-priced  Fixtures 

Sections  for  Dry  Goods,  Gloves,  Hose,  Skirts,  etc. 

Show  Cases,  Counters,  Tables,  Shelving  and 
Wall  Cases  to  Order  for  All  Purposes 

Send  Floor  Plan  with  measurements  and  your  ideas — ■ 
we  will  work  out  plan  and  quote  you 

THE  WALKER  BIN  &  STORE  FIXTURE  CO.,  LTD. 
KITCHENER,  ONTARIO 

Gipe  -  Hazard 
Store  Service 

Co.,  Ltd. 
113    Sumach    Street 

Toronto     -     Ont. 

Every  Merchant  is  concerned  in  a  greater  or  less  degree  as  to 
the  best  method  of  recording  Sales  and  conveying  money  be- 

tween Salesmen  and  the  place  where  it  is  to  be  deposited.  We 
have  a  circular  which  explains  some  of  the  advantages  of  our 
Carrier  System.  Would  you  care  to  profit  by  reading  ?  If  so, 
a  Post  Card  to  us  will  bring  it  to  you. 

May  we  write  you  and  send  photo*  ? 

CREELMAN  BROS. 
Manufacturers                              ESTABLISHED  1872 

Box  1737  A, 

Rib-Tops,  Leggers,  Sleevers,  Sweater,  Toque,  Mitt  and  Special  Machines. GEORGETOWN,  ONT.,  CANADA 

"The  Weil-Dressed  Man" 
Points  on  how  Haberdashers  and  Men's  Wear  merchants  have  attracted  the  man 
who  buys  "The  Best." — A  salesman  travelled  seven  thousand  miles  and  interviewed 
many  hundreds  of  merchants  before  he  obtained  the  information  and  ideas  he  has 

put  into  this  article  in  February  MEN'S  WEAR  REVIEW.  The  methods  are.  prac- 
tical, usable,  and  will  prove  intensely  interesting  to  every  wide-awake  Men's  Wear 

merchant.  ^re  you  facecj  with    a    local    advertising 

'm7vs~  w^ar  rIviIw;  ~.  ~. .". ."  .". .' 92"  "I        Problem  ?   '  Eric   W^  Gibbard,   advertising 143  university  Ave.,  Toronto.  i       manager  of  the  R.  H.  &  J.  Dowler  btores 

rm  interested  in  men's  wear  review,   send  me  a  sample  js  p-ivinp;  another  talk  on  the  subject  in  the r«-oruary  issue  if  possible.     If  I  decide  not  to  take  it  I  will     '  Y  °        .  TT.  .  .  .  ■, 
write    you    within    6    days     otherwise    you    will    bill    me    for    *2,  February    1SSUC         HlS     experience      IS      Wlfle 
the    subscription     price    for    one    year.  I  and     thorQugh>         He     haS     Written     H     REAL 
Namfc      '       article  for  you. Addre=«          |    
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For  the  Year  1921 
We  have  planned  to  make  this  year  the 

most  memorable  one  in  our  history  for  our 
trade.     For  instance: 

Our  latest  wax  models:  will  include  a  dis- 
tinctively new  flapper  line,  which  fills  a  very 

definite  and  long-felt  need.  Many  new  and 
beautiful  wax  models  are  being  produced  in 

our  studios  by  our  sculptor,  Mr.  Irwin  G. 
Culver. 

Our  display  forms:  are  not  only  true  to  style 
and  superior  in  material  and  construction,  but 

embody  many  essential  features,  which  are 
solely  of  Palmenberg  origin. 

Our  metal  fixtures,  manufactured  by  the 

most  improved  modern  methods,  are  as  stand- 
ardized in  the  excellence  of  their  quality  as  in 

their   size   and   style. 

Our  New  York  Salesroom:  63-65  W.  36th  St., 
is  centrally  located  for  the  visiting  trade. 
When  in  the  New  York  Market,  our  salesmen 

will  be  glad  to  show  you  at  any  time  the  new 
features  being  constantly  brought  out,  and 

assist  in  every  way  to  solve  your  store  equip- 
ment problem   for  the  New  Year. 

J.  R.  Palmenberg's  Sons,  Inc. 
63-65  West  36th  St.,  New  York 

Could  you  retire  m  20  years? 
Perhaps  you  don't  want  to — but  all  the  same  it  is 

a  very  pleasant  feeling  to  have  enough  gilt-edged 
securities  tucked  away  that  if  business  does  get 

troublesome  you  haven't  the  slightest  worry. 

The  big  point  is  this — profit  is  not  profit  until  it 
is  safely  invested  and  bearing  interest.  There  is  so 

much  of  the  average  merchant's  earnings  that  are 
frittered  away  in  non-essentials,  when  he  might 
create  an  estate  separate  from  his  business  load. 

THE  FINANCIAL  POST  points  the  way  to  safe, 
sane  investment  in  sound  securities.  Through  the 

Investors'  Enquiry  Service  you  get  the  bed-rock 
facts  behind  any  and  all  investments.  Before  you 

buy — write. 

The  $5.00  invested  in  THE  FINANCIAL  POST 
service  for  a  year  will  mean  hundreds  of  dollars  to 
you,  if  you  follow  the  hints,  tips  and  suggestions  in 
the  investment  of  your  profits.  When  so  many  mer- 

chants have  found  its  pages  valuable  to  them,  will 
you  not  fill  in  the  coupon  and  find  out  for  yourself 
just  how  valuable  THE  FINANCIAL  POST  can  be 
to  you? 

THE    FINANCIAL    POST, 
143   University   Ave., 

Toronto,    Ont. .1921 

On  the  understanding  that  THE  FINANCIAL  POST  holds 
just  the  facts  I  need  for  safe  investment,  you  may  send 
me  a  recent  issue.  If  I  decide  not  to  take  it,  I  will  write 
you  within  five  days — otherwise  you  may  bill  me  for  $5, 
subscription    price    for    one    year. 

Name 

Victor  H.  Canham  Co. 
Guelph,  Ont. 

for  HANGERS  for  every  use 
For  Retail     For  Stock  Use   -For  Advertising 

Your  Name  and  Address  printed  on  each 

Hanger,  if  desired,  in  lots  of  100  and  over, 
FREE  OF  CHARGE. 

Canham 
Felt -Padded  Hanger 
FOR  SKIRTS  OR  TROUSERS 

6  inches  wide 

Price — $8.00  per  hundred 

Canham 

Star  Skirt  or  Trouser  No.  i 
Hanger  No.  7.    Same  as  No.  1,  only  orange  color 
and  7  inches  wide. 

Price — $8.50  per   hundred 

Canham  Wood 

No-  9  Combination  Hanger 

(In  two  sizes,  17^j  inches  and  15  inches)  ] 

Price — $11.50  per  hundred 

Canham 
Felt  Grip 

Combination 
Hanger 

Price— $15.00  per  hundred  No.  11 

Canham 

Wishbone 
Hanger 

Price 

$15.00 

per 

hundred 

No.  13 

Guelph  Factory   in  Operation   17  Years. 

Buffalo   Factory  in   Operation   12   Years. 
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"THE  JAMIESON  LINE  OF  CANADA" 
^7  CAAtr    (MMVff&Si 

/    ALEXJAMCO.  TORONTO .  ■  .     - ADELAIDE     681 0 

SlfXaNDERjaMIESON&l 

55  Ba  y Street 

Tc 

OJf^OJWTO. 

Introducing  to  the  Wholesale 
and  Retail  Trade  of  Canada 
The  New  Drapery  and  House- 
Furnishing  Firm  of  Toronto 

* 

Formerly  the  Parent  Company,  of  which  the  above  firm  is  an  offspring,  was  repre- 
sented by  an  Agent  who  solicited  and  received  many  large  Import  Orders  from 

the  leading  Wholesale  and  Retail  Merchants  of  Eastern  Canada. 

To  meet  the  demand  for  Scottish-made  Cream  and  Colored  Madras,  Curtain  Nets, 
Lace  Curtains,  Vitrage  and  Brise-bise,  it  has  been  considered  advisable  to  establish 
a  Canadian  company  under  the  style  of  ALEXANDER  JAMIESON  &  CO.  at 
Toronto,  where  Wholesale  and  Retail  Merchants  can  purchase  their  requirements 

either  in  Sterling  or  Canadian  Currency  from  a  large  and  well-assorted  stock.  We 
will  be  in  the  favorable  position  of  being  able  to  supply  your  needs  at  all  times, 
and  cordially  invite  your  esteemed  patronage  and  support  to  our  new  enterprise. 

Representatives  will  call  on  the  Trade  early  in  February,  but  we  earnestly  advise 
you  to  make  your  selections  as  soon  as  possible  as  we  consider  our  stocks  will  not 
meet  the  demand  we  expect  for  these  World-Renowned  Goods. 

We  anticipate  large  business  and  are  hoping  that  the  provisions  we  are  making 
will  enable  us  to  render  you  good  service  and  prompt  deliveries. 

Yours  faithfully, 

ALEXANDER  JAMIESON  &  COMPANY 
Archibald  McCaig, 

General  Manager  for  Canada 
January  15th,   192 1. 
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Improve  Your  Opportunity 
This  year  it  is  important  that  you  anticipate  an  early  and  heavy  demand  for  lino- 

leums, oil  cloth  and  feltol.  Our  Dominion-wide  advertising  now  appearing  in 
leading  newspapers,  magazines  and  agricultural  papers  is  successfully  inducing 
the   user — the    Canadian    Housewife — to    buy. 
Do  not  disappoint  the  many  prospective  buyers  who  may  be  marking  YOUR  store 
as  the  best  place  to  buy.  When  these  interested  prospects  call,  have  an  array  of 
designs  of  Linoleum,  Floor  Oilcloth  and  Feltol  that  will  mean  a  sale  every  time.  It 
is  the  dealer  with  the  stock — the  varied  range  of  patterns — who  will  reap  the 
business  and  therefore  the   profits. 

Have  you  that  completeness  of  variety  in  Linoleum  and  Floor  Oilcloth  Rugs  that 
will  pile  up  sales  for  you?  These  attractive,  sanitary,  long-wearing  floor  coverings 
are  meeting  with  increasing  popularity  everywhere — all  over  Canada.  Many 
dealers  are  getting  the  business.     What  share  of  it  comes  your  way? 

PLAN  EARLY— 
RE-ARRANGE  YOUR  WINDOWS- 

DRESS  UP  YOUR  DEPARTMENT- 
THINK  BIGGER  AND  BETTER  BUSINESS. 

AND 
SELL  OUR  MADE-IN-CANADA    FLOOR    COV- 

ERINGS-MADE BY  CANADIAN  WORKMEN 
TO  WITHSTAND  CANADIAN  CLIMATE 

Linoleum     Floor  Oilcloth     Feltol 
Linoleum  and  Floor  Oilcloth  Rugs 

Sold  Through  Wholesale  Jobbing  Trade 

DOMINION  OILCLOTH  &  LINOLEUM  CO. 
LIMITED MONTREAL CANADA 
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What  Canadian  Drapery  Houses  Offer 
Merchants  Carrying  Housefurnishing  Lines  Will  Need  to  Choose  Stocks  Carefully  This 

Spring — Manufacturers  Have  Provided  Tasteful   and  Varied  Range  of  Drapery 

Fabrics,  Curtains  and  Cushions — "Put  Your  Dollars  to  Work,"  Says  One 
Draper\    Expert,  Who  Says  There  is  Money  in  This  Department. 

Cretonnes  That  Will  Be  Seen 
A  group  of  handsome  drapery  fabrics,  including  a  floral,  a  bird  and  a  Japanese  scenic  design  in  superb  colorings  ideal 

for  many  interior  uses,  and  which  have  the  added  feature  of  being  able  to  withstand  continued  exposure  to  the  light. — 
Shown  by  courtesy  of  Geo.  H.  Hees,  Son  &  Company. 

DURING  this  coming  Spring  it  will 
be  difficult  for  the  drapery  de- 

partment to  make  a  good  turn- 
over as  the  general  tendency  is  to  limit 

the  buying,  and  naturally  this  will  not 

be  an  "importing"  year.  It  is  necessary 
for  the  drapery  buyer  who  wishes  to 
overcome  this  difficulty  to  pay  particular 
attention  to  the  stocks  carried  by  the 
Canadian  drapery  houses  and  to  become 
acquainted  with  the  different  patterns  so 
that  they  will  be  in  a  position  to  replen- 

ish their  stocks  as  fast  as  sales  are 
made. 

A  fine  display  of  goods  for  customers 
to  select  from  is  the  biggest  single  fac- 

tor in  interesting  the  consumer.  Women 
care  nothing  about  how  much  stock  there 
is  in  reserve  in  the  stock-room;  it  is  the 
assortment  of  well  chosen  and  varied 
fabrics  they  see  which  attracts  tiade  and 
makes  sales. 

Dry  Goods  Review  interviewed  one  of 
the  leading  drapery  men  in  Toronto  this 
month  and  his  advice  to  those  merchants 

desirous  of  boosting  sales  in  the  house- 
furnishing  department  was  set  forth  as 
follows: 

A  dollar  is  a  piece  worker — it  only 
earns  while  it  works.  Turn  the  dollar 
into  merchandise,  put  the  merchandise 
on  your  counter,  sell  it  and  turn  it  back 
into  a  dollar  again — a  dollar,  plus  a 
little  for  freight,  overhead,  selling  costs 

and  profit.  Then  turn  the  dollar  back 
into  merchandise — put  it  back  to  work 

again. 
But  how  about  the  merchandise— the 

dollar — in  the  stock  room?  They're  "lazy 
dollars."  They're  not  working,  not  even 
making  savings  bank  interest.  Put  the 
stockroom  loafer  to  work.  Make  Canadian 
drapery  houses  furnish  the  lazy  dollar  by 
making  them  carry  your  stock,  by  using 
their  reserve  stock  as  your  wareroom 
supply.  Buy  the  goods  you  need  for  a 
big  display  assortment  but  none  for  re- 
serve 

Splendid  Range  of  Curtains 

The  goods  available  for  Spring  from 
Canadian  manufacturers  and  wholesal- 

ers provide  a  wide  and  interesting  range 
of  splendid  lines  which  will  prove  the 
sales  getters  in  the  live  drapery  depart- 
ment 

Included  in  the  new  assortments  being 
especially  featured  are  curtains  made  up 
from  scrim  materials  with  colored  bor- 

ders These  are  a  great  convenience,  be- 
ing the  ready-for-sale  sort,  made  up  two 

and  a  half  yards  long  They  have  been 
very  successfully  done  in  English  Bunty 
cloths,  in  cream  and  putty  shades,  with 

brightly  colored  borders. 
Irish    Point  Curtains 

For  the  first  time  for  some  years  there 
is  a  range  of  very  beautiful  Irish  point 

Swiss  curtains  on  the  market.  The  de- 
signs are  entirely  new  and  are  worthy  of 

being  placed  in  the  most  beautiful  of 
homes. 

Panel  nets,  according  to  the  best 
sources  of  information,  which  were 
slightly  sampled  last  year  and  proved 
such  a  huge  success,  are  going  to  be  a 
big  thing  this  season.  To  the  Nottingham 
and  filets  are  now  added  a  splendid  range 
of  Irish  point  Swiss. 

Nets  of  fine  design  and  all  over  pat- 
terns are  now  being  offered  in  a  wide 

assortment  and  will  prove  very  popular. 
Novelty  curtains  made  from  scrim, 

voile,  and  marquisette  have  become  a 

very  staple  line  and  are  firmly  estab- 
lished with  the  consumers. 

English  Cretonnes 

This  Spring  will  introduce  again  a 
wonderful  variety  of  English  cretonnes. 
For  the  past  few  years  the  market  has 
been  flooded  with  bright  pattern  designs 
of  very  light  material  which  will  look 
attractive  when  purchased  but  soon  show 
the  lack  of  quality.  English  designs 
printed  on  real  cretonne  cloths  will  be 
largely  featured.  Some  of  the  designs 
shown  are  entirely  new  and  the  color 
effects  very  harmonious.  Most  attractive 
looms  can  be  made  by  using  these  cre- 

tonnes for  curtains  and  over  hangings  on 
the  windows  and  for  slip-covers  or  up 
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holstery  of  furniture.  In  verdure  pat- 
terns the  colors  range  in  brown,  wood, 

an(i  green  shades  give  a  good  assortment 
for  the  draping  of  the  living  room  and 
library,  while  for  heavier  work  in  dining 
room  and  doorways  the  wonderful  Eng- 

lish shadow-cloths  are  most  appropriate. 
These  cloths  are  not  printed  but  are 
actually  woven.  The  great  advantage  is 
that  they  are  the  same  on  both  sides, 
there  is  no  reverse,  and  when  used  on  the 
windows  or  as  lamp  shades,  where  the 
light  shows  through,  they  retain,  their 
full  color  value.  The  shadow  cloths  are 
in  30-inch  and  50-inch  widths. 

Plain  casement  cloths  are  being  shown 
in  a  great  variety  of  qualities  and  colors 
and  will  have  a  big  sale  at  this  time  of 
the  year  for  the  decoration  of  the  sun 
room.  Most  of  these  fabrics  are  guar- 

anteed sunfast,  which  is  a  very  desirable 
feature. 

Velours  and  Tapestries 

There  is  no  heavy  drapery*  fabric  to 
take  the  place  of  plain  velours.  This 
material,  because  of  its  rich  pile,  imparts 
a  soft  luxurious  effect  to  the  room  in 
which  it  is  used  and  for  that  reason  will 
always  be  an  important  factor  in  the 
drapery  department. 

Sunfast  silk  poplins  are  again  on  the 
market  and  are  proving  very  successful. 
A  very  welcome  addition  to  the  up- 

holstery fabrics,  which  has  been  missing 
for  some  years,  is  the  French  verdure 
tapestry.  Many  original  and  beautiful 
designs  are  now  available.  The  French 
mills  have  not  lost  their  art  in  producing 
the  soft  color  combinations  for  which 
they  were  so  famous.  The  range  is  so 
large  that  there  should  be  no  difficulty  in 
choosing  the  styles  and  colors  that  will 
please  your  customers. 

The  Vogue  of  the  Cushion 

Nowadays  when  the  negligee  and  all 
manner  of  lounge  attire  is  so  much  ex- 

ploited there  is  a  host  of  possibilities  for 

the  clever  drapery  buyer.  The  "lounge" 
cushion  is  only  a  beginning  and,  accord- 

ing to  the  beautiful  illustrations  of  the 
fashion  journals,  the  lounge  cushion  has 

become  a  regular  part  of  milady's  bou- 
doir in  the  scheme  of  decoration  and 

utility.  Some  of  these  cushions  are  ex- 
ceedingly elaborate,  not  only  of  cre- 

tonnes, but  plain,  printed  and  brocaded 
silks  and  satins  shirred  and  finished  with 
tassels.  Some  are  decorated  with  silken 
ribbon  flowers  and  buds  and  some  lace 
trimmed.  In  rooms  where  the  back- 

ground is  neutral,  cushions  are  particu- 
larly good. 

It  is  a  wonder  sometimes  where  the 

demand  can  possibly  come  from  to  justify 
the  manufacture  of  some  of  the  bizarre 
patterns  that  are  now  on  the  market,  but 
it  comes  from  unconsidered  sources — 
lamp  shades,  box  covers,  back  rests, 
shopping  baes,  table  scarfs  and  particu- 

larly cushions  not  of  the  old  type,  but  of 
the  new  vogue — cushions  for  the  feet, 
and  cushions  of  all  conceivable  shapes 
for  the  back.     This  applies  especially  to 

cretonnes.  There  is  a  wonderful  range 
of  cushions  now  available  for  the  retailer 
and  they  certainly  help  to  decorate  the 
drapery  department  and  show  window. 

Brasses  in  Wide  Ranges 

Just  a  word  about  drapery  brass 
goods.  There  are  a  great  number  of 
lines  now  being  manufactured  by  con- 

cerns in  Canada,  and  it  will  not  be  nec- 
essary from  now  on  to  place  big  orders 

with  firms  outside.  Flat  extension  rods 
are  made  in  great  variety  of  sizes  and 
patterns  from  which  it  is  possible  to 
select  all  that  is  needed.  Brass  tubing  is 
now  being  made  by  domestic  manufac- 

turers for  the  first  time,  and  is  sold  at 
prices  much  lower  than  the  imported 

goods. 

Costume 
Accessories 

R.  C.  McLean,  head  of  McLean's  de- 
partmental store,  Prince  Albert,  has  re- 

turned from  Eastern  Canada  and  the 

United  States.  Mi\  McLean  spent  sev- 
eral weeks  making  extensive  purchases, 

the  benefits  of  which  will  be  given  the 
patrons  of  the  store  in  advantageous 
merchandising. 

French  women  are  as  enthusiastic 
over  the  vogue  of  bracelets  and  bangles 
as  they  were  last  season,  and  just  as 
fastidious  in  their  choice  of  these  pretty 

vanities,  according  to  a  recently  re- 
turned buyer  who  has  brought  back 

many  remarkably  pretty  examples  of 
European  art  in  novelty  jewellery. 

The  women  in  Paris  wear  many  brace- 
lets, and  it  is  the  opinion  that  the  bangle 

bracelet  has  come  to  stay.  These  are 
worn  in  great  quantities  and  it  is  often 
noticed  that  two  of  these  are  worn  to- 

gether, one  in  ivory  and  the  other  in 
tortoise  shell. 

There  is  another  novelty  which  is  quite 
interesting  and  is  on  the  order  of  the 
little  silver  bead  chain  that  was  an  inno- 

vation last  season.  This  is  a  chain  per- 
haps 90  inches  long,  made  of  tiny  pearl 

beads  placed  close  together  on  a  small 
(Continued  on  page  198) 

Handsome  Shadow  Cloths 
Two  rich  materials  which  reveal  handsome  floral  designs  on  light  grounds 

included  in  the  Spring  lines  of  the  Geo.  H.  Hees,  Son  &  Company.  The  bolster 
cushion  is  in  black  satin  with  dull  gold  embroidery  centre  section  and  gold  tassels. 
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Reed  Furniture 

Popular  Again 
At  Lower  Prices 

Reed  furniture  has  not  lost  any  of  its 

appeal — it  is  being  more  generally 
adopted  each  season  and  from  being 
purely  a  sun  room  or  verandah  furnish- 

ing has  gradually  become  recognized  as 
a  splendid  and  practical  line  for  general 
household  use — living  room,  dining  room 
and  bed  room,  as  well  as  sun  room,  now 

the  most  serviceable  and  attractive 
suites  and  for  those  who  desire  suites  in 
reed  or  reed  and  enamel  the  merchant 
will  be  able  to  quote  prices  between  15 
and  30  per  cent,  lower  than  last  summer. 

Dry  Goods  Review  recently  talked  with 
the  head  of  one  of  the  foremost  houses  in 
Canada  engaged  in  the  manufacture  of 
this  furniture,  who  stated  that  while 
October  had  been  a  dead  month  in  so 

many  lines,  their  firm  had  done  the  big- 
gest business  of  the  year  during  that 

period. 

"Things  are  quiet  however  just  now  in 
our  business,"  said  •  this  manufacturer. 
"But  we  are  looking  for  an  improvement 
and  we  feel  that  the  attractive  and  gen- 

erous reductions  which  we  have  had  to 
make  in  all  our  lines  will  help  us  to  pick 

up  more  rapidly." 
Reed  furniture  is  being  manufactured 

to  give  practical  service,  it  is  strong, 
well-built,  and  graceful.  It  is  adaptable 
to  all  types  of  interiors  in  the  moderate 
home,  and  when  daintily  upholstered  in 
one  of  the  numerous  effective  new  cre- 

tonnes, it  makes  an  idea*l  complement  to 
any  room  that  does  not  aspire  to  the 
pretentious  or  formal  in  treatment  and 
furnishing. 
Among  the  new  lines  for  Spring  are 

suites  in  the  rattan  shade,  a  soft  green- 
ish grey  which  is  most  useful  and  har- 

monizes with  any  upholstery  that  might 
be  chosen.  Enamel  and  reed  combina- 

tions are  still  very  fashionable,  but  the 
merchant  will  do  well  to  stock  in  the 

popular  lines  in  natural,  brown  and  rat- 
tan, so  that  well-built  lines  in  an  ex- 

cellent range  will  be  available  at  prices 
that  will  appeal  to  the  consumer  who  is 
expecting  and  demanding  more  reason- 

ably priced  commodities. 

KEEP  THE  WINDOW  CLEAR  OF 
FROST 

(Continued  from  page  172) 

doubt  that  hot-water  heat  is  a  strong 
factor  in  preventing  frost  on  the  window. 
The  store  is  lighted  with  electricity,  and 
this,  because  of  the  absence  of  an  open 
flame,  is  without  doubt  another  factor 
in  preventing  frost. 

'  'The  proof  of  the  pudding  is  in  the 
eating,*  and  here's  the  proof  of  the  stora 
with  the  frost-proof  windows:  The  writ- 

er's windows  were  entirely  free  from 
frost  during  the  past  winter,  while  the 
windows  of  the  other  stores  in  town 
were  covered  with  frost  for  months  at  a 

time." 
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A  Very  Neat  Design 
This  narrow  panel  is  among  the  new  de- 

signs being  shown  by  Geo.  H.  Hees,  Son  & 
Company,  Toronto,  and  features  a  repeti- 

tion of  four  identical  patterns. 

Results  of  Research 

Quite  a  formidable  list  of  glycerin  and 

soap  mixtures  are  employed  for  the  pur- 
pose of  preventing  the  condensation  of 

moisture  on  the  screens  and  windows  of 
motor  cars.  During  the  war  one  of  the 
Research  Committees  of  the  United 
States  investigated  the  subject  anew 
with  the  object  of  finding  out  the  best 

"anti-dimming"  preparation  for  gas- 
respirator  eye-pieces.  The  official  for- 

mula is  as  follows: 
Sulphonated   castor  oil    (85%)    100  parts 
Sodium   hydroxide            15  parts 
Water-glass   syrup             5  parts 
Paraffin  oil    (heavy)            5  parts 

The  following  two  formulae  are  im- 
provements on  the  above: 

(1)  Sodium  salt  of  65%  sul- 
phonated rape  oil  containing 

35%   water        100  parts 
Sodium    hydroxide       20  parts 
Water-glass    syrup             5  parts 
Glycerin           3  parts 
"Marine"    oil             3  parts 

Dried  to  form  a  solid  stick  when  com- 

pressed. 
(2)  Potassium  salt  of  62%  sul- 

phonated cotton  oil  contain- 
ing 38  per  cent,  water      100  parts 

Sodium   hydroxide          15  parts 
Water-glass   syrup            3  parts 

Prominent  British  Firm 

Opens  Toronto  Offices 

Alexander  Jamieson   and  Co..   Ltd.,   Ap- 
points Archibald  McCaig  Canadian 

Representative.  —  Offices 
Opened  Jan.  3rd,  at  55 

Bay  Street 

Archibald  McCaig,  formerly  with  the 
firm  of  Geo.  H.  Hees,  Son  &  Co.,  Ltd., 
Toronto,  has  resigned  his  position  of 
overseas  buyer  for  that  firm  and  has 
opened  offices  at  55  Bay  street,  where  he 
will  be  Canadian  general  manager  and 
representative  of  the  well  known  British 
firm  of  Alexander  Jamieson  and  Com- 

pany. The  lines  carried  will  be  known  as  the 
Jamieson  Lines  of  Canada,  and  will  in- 

clude large  stocks  of  Scotch  made  lace 
curtains,  Scotch  madras  and  curtain  nets 
which  will  be  held  at  Toronto  for  the  con- 

venience .and  accommodation  of  the  re- 
tail  merchants   throughout    Canada. 

The  firm  of  Alexander  Jamieson  and 
Co.,  Ltd.,  the  parent  house,  from  whom 
the  Canadian  concern  will  draw  its 
stocks,  is  widely  known  to  the  trade 
all  over  the  world,  having  branches  es- 

tablished at  London,  Glasgow,  Melbourne, 
Sydney,  Capetown,  Durban,  New  York, 
Paris,  Amsterdam,  Brussels,  Zurich,  Con- 

stantinople and   now  at  Toronto. 

"It  pays  to-day  to  purchase  in  Great 
Britain,"  said  Mr.  McCaig,  when  seen 
in  the  new  offices  this  month.  "The  Can- 

adian dollar  is  depreciated  at  about  18 
per  cent,  on  the  American  market  and 
besides  there  is  a  difference  of  10  per 
cent.  on  customs  duties.  In  addition 
Sterling  can  be  purchased  with  Canadian 
currency  at  a  discount  of  20  per  cent., 
making  a  total  difference  of  48  per  cent, 
in  favor  of  British  merchandise." 

The  new  premises  which  were  opened 
January  3,  1921,  are  spacious  and  hand- 

somely equipped  with  the  most  modern 
display  devices  and  show  cases.  Light 
oak  wood  work  and  furnishings  are  used 
throughout. 

Glycerin           .3  parts 
"Marine"  oil           3  parts 

Dried  to  form  a  solid  stick  when  com- 

pressed. The  "marine  oil"  referred  to  is  heavy 
paraffin  oil.  The  surface  of  the  glass  is 
first  polished  until  clean  and  dry,  then 
a  little  of  the  composition  applied, 
rubbed  in  with  the  hand,  and  polished  off 
with  a  soft  rag  until  the  surface  is 
clear. 

BRITISH    DYESTUFFS    ACT    COMES 
INTO  FORCE 

London. — The  British  Dyestuffs  Act 
prohibiting  the  importation  of  dyestuffs 
came  into  force  January  15.  In  future 

all  importations- of  dyestuffs  will  be  sub- 
ject to  license,  with  preference  to  pro- 

ducts from  the  British  dominions. 

, 



Dry  Co,,, is  Review 

Fine  New  House  Furnishing  Department 
Hamilton  Co.,  of  Montreal,  Issue  Smart  Little   Folder  Announcing   Fnlargment   ana    Im- 

provement of  Carpet   and   Curtain   Department  -    "Low  Prices  Greatest  Selling 

Factor,"   Says   Manager.     "More  effective   Than    Fquipment   or   Novel 

Store  Features." 

183 

IN  order  to  more  conve
niently  ac- 

quaint their  many  customers  with 

the  fact  that  the  house-furnishings 

department  had  been  moved  down  one 

floor  and  considerably  enlarged  and  im- 

proved, the  Hamilton  Co.,  of  Montreal, 

i vi  ently  issued  a  particularly  attractive 

folder  which  was  mailed  to  a  very  large 
number  of  their  friends. 

The  folder  was  designed  so  that  it  could 

be  opened  out  into  a  perfect  square 
about  twelve  inches  each  way  and  was 
divided  off  into  some  22  spaces,  each  of 

which  contained  news  regarding  a  cer- 
tain feature  of  the  department.  In  the 

centre  was  a  splendid  reproduction  of  the 
department  itself,  demonstrating  more 

graphically  than  any  amount  of  written 

description  could  do  the  fine  equip- 
ment and  wide  selection  afforded  by  the 

section  in  question.  The  change  in  ̂ ie 
location  of  the  department  was  made 
during  the  summer  months,  so  that  when 
country  houses  were  closed  and  city 
ones  opened  the  Hamilton  store  was  all 

ready  with  its  Fall  showing  of  floor  cov- 
erings, curtains,  draperies,  etc. 

Through  the  courtesy  of  Mr.  Brown, 
manager  of  the  department,  Dry  Goods 
Review  was  enabled  to  reproduce  some 
of  the  features  of  the  advertising  cir- 

cular in  question,  and  to  obtain  partic- 
ulars regarding  the  equipment  of  the 

new  third  floor,  which  covers  an  area  of 
approximately  7,000   square  feet. 

The  walls  have  been  kalsomined  white 
like  the  ceiling,  and  the  floor  is  entirely 
of  polished  hardwood,  which  shows  off  the 
beauties  of  the  large  collection  of  rugs 
to  perfection.  The  lighting  is  provided 
in  two  ways,  by  large  windows  at  the 
front  and  back,  and  by  a  novel  method 
of  artificial  lighting,  which  provides  a 
soft,  mellow  illumination  by  means  of  a 
new  form  of  indirect  lamp  fixture,  paint- 

ed deep  cream. 

The  curtain  department  is  situated  at 
one  end  of  the  floor  and  features  artistic 

displays  of  fine  marquisettes,  scrims,  cre- 
tonnes, Scotch  nets,  Nottingham  cur- 

tains and  portieres,  etc.  Along  the  sides 
are  shown  the  many  varieties  of  oil- 

cloths and  linoleums  and  an  important 
service  rendered  in  this  section  is  the 
correct  measurement  of  all  floor  cover- 

ings which  is  always  insisted  upon,  so 
that  waste  is  minimized  and  accurate 
quantities   determined   promptly. 

Splendid  Stock  Carried 

All  along  the  floor  are  piled  many 
varieties  of  handsome  rugs,  including 
Tekee  Wiltons,    Brussels,    tapestry    and 

Two  New  Panels 

"Stripe"  effects  are  very  new  in  the.fine  lace  panels  being  shown  and  for  higher 
class  window  treatment  have  to  a  large  extent  replaced  the  allover  effects  in  which 
large  inset  motifs  were  featured. 

Balmoral  squares  and  the  newest  Japan- 
ese grass  rugs,  all  in  at  least  half  a 

dozen  sizes.  Here  too,  are  found  the 
numerous  sundries  which  properly  belong 
to  a  house-furnishing  department,  such 
as  door  mats,  hearthrugs,  stair  pads, 
carpet  sweepers,  poles,  etc.,  as  well  as  a 

popular  remnant  section,  which  no  house- 
furnishing  department  should  ever  be 
without. 

Chairs  are  provided  at  intervals  down 
the  department  for  the  convenience  of 
customers  wishing  to  examine  many  var- 

ieties without  the  usual  strain  of  stoop- 
ing constantly,  and  are  a  much  appre- 

ciated feature. 

An  Effective  Suggestion 

According  to  the  manager,  the  public 
is  entirely  satisfied  with  the  convenient 
appointments  afforded  by  the  change  and 
the  growth  of  the  department  has  been 
due  largely  to  the  keen  understanding 
of  the  various  problems  encountered  in 
the  business  by  the  staff  in  charge.  Most 
women  like  to  have  their  homes  a  little 
different  from  anything  else  in  town,  and 
consequently  appreciate  the  suggestions 
offered  by  the  Hamilton  store,  as  for  in- 

stance, the  following  little  hint  from  the 
drapery  section: 

"The      custom      of    changing    the 
draperies    to    bring   them    into    har- 

mony with  the  new  season  is  a 

growing  one.  If  you've  planned  a 
change  see  the  cheery  designs  now 
showing  on  the  third  floor  of  the 

Hamilton    store." 
Mr.  Brown  is  especially  proud  of  his 

showing  -of  imported  Scotch  nets  which 
he  displays  in  snowy  piles  upon  tables 
at  one  end  of  the  floor,  and  which  have 

proved  to  be  an  unusual  source  of  inter- 
est to  Montreal  women.  Emphasis  is 

justly  laid  upon  the  fact  that  the  store 
contracted  for  its  curtains  from  1  to  3 
years  ago  and  is  consequently  selling  at 

prices  which  are  reniaricably  low.  Ac- 
cording to  the  manager  this  is  the  main 

reason  for  the  store's  success  in  this 
department,  and  argues  that  there  is  no 
equipment  or  store  feature  so  produc- 

tive of  results  as  the  low  price  no  mat- 
ter what  inducements  are  put  forth  to 

the  contrarv. 

ST.  JOHN   MERCHANT  DIES 

James  F.  Robertson,  president  of  the 
Manchester,  Robertson,  Allison,  Limited, 
large  dry  goods  house  in  St.  John,  N.B.. 
died  Saturday,  January  15,  at  his  home, 
4  Carleton  Street,  after  a  brief  illness. 
He  had  been  confined  to  the  house  for 

the  past  ten  days.  He  was  in  his 

eighty-second  year. 
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Credit  Sound    in  Australia 

James   Gardiner   States   that    Embarrass- 
ment  Was  Only  Temporary 

dit  in  Australia  ami  New  Zealand, 

which  has  been  causing  Canadian  ex- 
porters concern  and  loss  of  business 

lately,  is  in  a  sound  condition,  says 
James  Gardiner,  a  member  of  Hodgson, 
Sumner  &  Co.,  Ltd.,  of  Montreal,  and 
formerly  on  the  council  of  the  Montreal 
Board  of  Trade.  Mr.  Gardiner  has  just 
returned  from  a  pleasure  trip  to  those 
Dominions,  but  took  a  keen  interest  in 
business  conditions  out  there,  and  found 
that  retail  business  was  active,  but 
wholesalers  were  rather  stocked  up,  and 
retailers  not  buying  much.  Conditions, 
he  said,  are  somewhat  similar  to  those 
in  Canada,  but  are  more  acute. 

A  clear  explanation  of  why  Canadian 
exporters  have  difficulty  in  financing 
shipments  to  those  Dominions  was  given 
by  Mr.  Gardiner,  the  primary  reason 
being  that  shipments,  particularly  from 
Great  Britain,  had  been  excessively 
heavy,  and  exhausted  the  resources  of 
the  Australian  banks,  and  there  was  no 
corresponding  increase  in  their  exports. 

This  occurred  very  soon  after  the 
British  Government,  which  had  been  pay- 

ing spot  cash  for  Australian  wool,  as 
shipped  or  warehoused  in  Australia, 
ceased  to  buy  wool.  It  meant,  said  Mr. 
Gardiner,  that  instead  of  the  British 
Government  bearing  the  purden  of  the 
lengthy  financing  of  the  wool  crop,  it 
fell,  perhaps  somewhat  unexpectedly,  on 
the  Australian  banks,  which  were  no 
longer  able  to  carry  on  financing  heavy 
imports. 

Mr.  Gardiner  went  carefully  into  this, 
however,  and  believes  that  it  is  only  a 
temporary  condition,  and  will  right  itself 
within  the  next  two  or  three  months  at 

most.  An  important  factor  in  its  better- 
ment will  be  the  sale  of  the  wool  crop. 

Prices  broke,  and  there  was  no  buying, 
but  banks  will  be  in  funds  again  as 
soon  as  the  crop  begins  moving. 

Working  People 
Have  the  Money 

Scotch     Firm     in    Communication     with 
Canadian  Customer  Comments  on 

Conditions  in  Old  Country 

A  Toronto  wholesaler  recently  re- 
ceived the  following  advice  from  a 

Scotch  firm  commenting  on  the  buying 
problems  of  the  day: 

"We  wrote  you  fully  on  this  subject 
last  week,  and  do  not  wish  to  repeat 
ourselves  further  than  to  say  that  every 
day  the  position  is  becoming  more  crit- 

ical here,  we  do  not  know  whom  to  give 
credit  to.  The  quotation  you  give  from 
one  of  your  newspapers  is  rather  inter- 

esting: 'The  public  have  gone  on  a  buy- 
ing strike  and  refuse  to  loosen  up  until 

prices  reach  what  they  consider  a  proper 

basis.'  It  would  be  useful  if  this  news- 
paper could  inform  its  public  what  a  pro- 

per basis  would  be,  always  bearing  in 
mind  that  labor  all  over  the  world  de- 

mands three  to  four  times  what  it  did 
in  pre-war  days. 

"In  this  country  we  think  the  trouble 
is  going  to  resolve  itself  into  one  single 
issue,  namely,  that  whereas  before  the 
war  the  manufacturers  and  distributors 

possessed  the  capital  necessary  to  con- 
duct their  businesses,  to-day  that  cap- 

ital has  been  transferred  to  the  working 
classes.  Up  till  now  they  have  had  the 
spending  capacity,  but  the  newspaper 
propaganda  stopped  the  purchases.  Now 
the  people  hold  the  money,  and  the 
manufacturers  and  merchants  are  sud- 

denly pulled  up. 

"Meantime  the  Government  have  been 
taking  a  huge  toll  for  taxation,  and  this 
has  been  taken  from  the  merchants  and 
manufacturers  in  the  first  place.  We 
do  not  see  any  relief  until  another  fiscal 
policy  can  be  adopted.  People  who  have 
been  paying  taxes  until  now  no  longer 
have  the  money  to  pay,  and  the  Govern- 

ment have  not  got  the  organization  to 
get  the  money  from  the  people  who  now 
have  it.  Until  this  is  adjusted  we  do 
not  see  any  possible  relief  from  our 
difficulties.  It  means  a  new  type  of 

financier,  and  a  new  party  in  politics." 

Furniture  and 

Draperies  Shown 
At  Exhibition 

On  Saturday,  January  8,  the  Toronto 
Furniture  Exhibition  was  opened  in  the 
John  Kay  building,  some  fifty  Canadian 
manufacturing  concerns  being  repre- sented. 

The  exhibition,  which  is  the  beginning 
of  a  series  of  annual  displays,  was  en- 

thusiastically supported  by  the  furniture 
men  and  curtain  manufacturers  from  the 

beginning  and  it  is  the  hope  of  those  who 
originated  the  idea  and  put  the  scheme 

into  effect  that  the  exhibition  -will  soon 

become  .  a  permanent  fixture,  and  (  some 
day  rival  such  huge  displays  as  those 
shown  in  the  Bush  Terminal,  New  York. 
Enterprises  such  as  this,  it  is  claimed, 

will  greatly  improve  the  relations  be- 
tween the  manufacturers  and  their  cus- 

tomers, and  will  at  the  same  time  enable 
the  Canadian  public  to  appreciate  to 
what  extent  the  manufacture  of  furni- 

ture, carpets,  floor  coverings  and  draper- 
ies has  grown  in  this  country. 

The  exhibitors  were  keenly  attentive  to 

enquiries  at  all  times  during  the  exhibi- 
tion, and  did  everything  possible  to  ac- 

commodate their  visitors,  furnish  details 

concerning  their  particular  lines  and  as- 
sist in  every  possible  way  to  make  the 

first  exhibition  a  success.  Firms  from 

Toronto,  Montreal,  Owen  Sound,  Kincar- 
dine, Hanover,  Renfrew,  Waterloo,  Wind- 
sor, N.S.,  Napanee,  Elora,  Milverton, 

Southampton,  Lucknow,  Hespeler,  Win- 
chester and  Cornwall  occupied  space  on 

the  five  floors,  balconies  and  basement  of 
the  old  Kay  building  which  lent  itself 
admirably  for  the  numerous  and  varied 
displays. 

The  furniture  shown  was  representa- 
tive of  the  best  products  from  the 

various  companies  manufacturing  all 

classes  of  furniture  in  Ontario  and  Que- 
bec, and  some  very  beautiful  examples 

characterized  each  exhibit. 

Bedding,  linen,  draperies,  blinds  and 
curtains  were  also  artistically  displayed, 

while  fixtures,  picture  frames,  mirror 
frames,  Florentine  vases  and  book  rests 
and  even  refrigerators  were  on  view.  The 
entire  exhibition  presented  a  most  inter- 

esting review  of  articles  being  made  in 
the  Dominion  for  domestic  consumption, 

and  it  is  reported  that  considerable  im- 
petus has  been  given  to  the  trade  dealing 

in  these  lines  through  the  establishment 

of  the  exhibition  and  the  excellent  "get- 
together"  spirit  which   it  engendered. 

The  manufacturers  tendered  a  banquet 
to  the  retail  trade  at  the  King  Edward 

Hotel  on  Friday,  January  14.  The  an- 
nual meeting  of  the  Retail  Furniture 

Dealers'  Association  was  also  held  at  the 
hotel  the  same  day. 

FLOOR  COVERINGS  HAVE  10%  FURTHER  REDUCTION 

Things  are  very  quiet  in  the  floor  covering  lines,  including  linoleum,  oil 
cloths  and  carpets.  A  drop  of  10%  has  followed  a  previous  drop  on  Decem- 

ber 1st  in  floor  oils  but  the  dealers  are  now  assured  of  no  further  reductions 

till  after  April  1st.  By  that  time  it  is  expected  carpets  will  have  experi- 
enced a  further  drop  of  from  10  to  20%. 

The  following  table  includes  the  price  list  for  December  1st,  1920,  and 
the  later  revised  list  for  January  1st,  1921,  showing  the  further  drop  of 
about  10%. 

REVISED  PRICE  LIST 

DEC    1920  JAN.    1921 

Width  No.  2  Quality     'No.  3  Quality      No.  2  Quality     '  No.  3  Quality 90-in   70   65   64   58 
72    "       70   65   64   58 
54    "       71   66   65   59 
45    "       71   66   65   59 
36    "       71   66   65   59 
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Baxter's  Way  With  Floor  Coverings 
Takes  Charge  of  Run  Down  Department  and  Makes  it  Hum  in  Six  Months  --  Reorganizes 

Entire  Policy  and  Builds  Up  Splendid  Reputation  For  His  Firm — Cranky  Patrons 
Won  Over  and  Record  Sales  Made. 

WANTED — A  real  salesman  to  take  charge 
floor-covering  department  in  large  store. 
There  is  a  man  somewhere  who  may  have 

an  opportunity  to  make  a  name  and  salary 

for  himself.  If  you're  the  .'man  we'll  make 
the   opportunity. 

SUCH  was  the  unusual  adv
ertise- 

ment that  caught  the  eye  of  Harvey 
Baxter  as  he  glanced  over  the 

Evening  Times.  He  was  not  looking  for 
work  but  the  unique  advertisement 

seemed  to  suggest  an  opportunity,  and 
if  there  was  one  thing  that  he  could  not 

stand  it  was  a  "dare  you"  proposal.  Here 
was  one  and  he  resolved  to  investigate. 

Making   a   Survey 

Harvey  had  always  kept  his  eyes  and 

ears  open.  In  the  15  years'  experience  he 
had  as  a  salesman  he  found  it  paid.  Con- 

sequently, when  looking  over  this  large 
departmental  store,  ana  the  department 
that  sought  a  new  manager,  he  was  quick 
to  note  the  many  improvements  that 
could  be  made.  As  a  matter  of  fact  he 
was  unable  to  see  how  a  store  so  large, 
and  apparently  successful,  could  tolerate 
the  disregard  shown  in  the  window  now 
filled  with  floor-coverings.  His  surprise 
was  similar  regarding  the  department  it- 

self. If  it  sold  goods  it  was  not,  he 
concluded,  the  attractiveness  of  arrange- 

ment that  accomplished  it;  that  could 
not  be. 

"What  do  you  think  of  our  proposi- 
tion?" asked  the  merchandise  manager, 

as  Harvey  returned  to  the  office.  "Think 
you  are  the  man?" 
"That  depends  on  you  as  much  as 

the  man  whom  you  choose  to  assume 
charge.  If  you  really  want  to  know 

what  I  think  I'll  tell  you. 
"In  the  first  place,  if  you  are  not  get- 

ting the  turnover  you  think  you  should 
have  I  am  not  surprised.  I  have  handled 
several  departments  of  this  nature  in 
the  past  fifteen  years,  but  this  is  the 
most  poorly-arranged,  with  as  little  ap- 

parent attention  paid  the  selection  of 
patterns,  as  I  have  seen. 

"You  have  put  this  proposition  up  to 
me,  Mr.  Bland,  and  I  am  ready  to  come 
on  under  the  distinct  understanding  that 
you  give  me  complete  charge  of  the  de- 

partment for  six  months.  By  complete 
charge  I  mean  that  I  am  going  to  direct 
the  arrangement  and  purchase  of  stock, 
the  selection  of  assistants  and  what  goes 
into  the  advertising  space  we  use  on  the 
lines  carried  in  my  department.  At  the 
end  of  six  months  I  am  willing  to  let 
you  say  whether  I  am  to  remain.  But  I 
would  not  undertake  to  swing  success 
out  of  this  mess  in  any  shorter  period 
of  time." 

"A  New  Broom  Sweeps  Clean" 
Of  course  Harvey  was  appointed.  His 

talk  to  the  merchandise  manager  was 
perhaps  the  most  frank  he  ever  had 
"taken"  from  any  applicant,  and  at  first 
he  was  inclined  to  think  Harvey  imper- 

tinent. However,  as  Harvey  proceeded, 
Bland  could  readily  see  that  the  man 
knew  what  he  was  talking  about  and  he 
made  prompt  decision. 

For  the  next  week  things  were  turned 

upside  down  in  the  floor-covering  de- 
partment of  Bovay's  Limited.  Harvey 

had  carefully  planned,  after  hours,  just 
what  he  could  do,  so  that  he  lost  no  time 
in  making  the  desired  changes. 

Of  course  there  were  inquiring- 
glances  from  the  heads  of  other  depart- 

ments as  the  new  manager  went  about 
his  work.  An  occasional  giggle  was 
thrown  in  from  a  distant  group  of  sales- 

men, and  although  this  reached  Har- 
vey's ears  he  was  not  perturbed  in  the 

least.  Straight  ahead  he  went  and  at  the 
end  of  ten  days  he  had  wrought  a  won- 

derful change.  Among  other  things  he 
had,  himself,  dressed  a  most  effective 
window  of  floor-coverings.  With  the  sev- 

eral suitable  cards  that  had  been  lettered 

and  well-placed,  it  began  to  draw  many 
people,  and  half  a  dozen  had  accepted 
the  suggestion  on  one  of  the  cards  to 
"Take  Elevator  to  Third  Floor  and  View 

a  Complete  Range."  Better  still,  four 
sales  were  recorded  the  first  morning 
the  display  was  in. 

Turning   the   Tide 

Of  course  the  "new  broom"  continued 
to  sweep  clean.  The  cynical  glances 
from  other  department  heads  stopped. 
Friendly  voices  called  at  the  department 
to  speak  a  word  of  commendation  and 
appreciation  concerning  the  department 
improvements.  A  little  friendly  rivalry 
was  springing  up  with  regard  to  both 
departmental    and    window    displays. 

"Bovay's  Limited,"  was  fast  becoming 
the  shopping  Mecca.  The  long  battery 
of  display  windows  have  undergone  a 
great  change.  Each  is  now  changed  twice 
a  week  and  so  attractive  are  the  average 
displays  that  they  form  the  subject  of 
many  a  conversation.  Nearly  every  de- 

partment has  considerably  increased  its 
weekly  turnover;  some  of  them  doubling 
and  others  trebling.  Not  only  this,  but 

the  store  "atmosphere"  is  entirely  dif- 
ferent and  the  sales  staff  is  happier  than 

before. 

A  Typical  Sale 

Mrs.  Henry  James  came  in  one  morn- 

ing. One  of  the  store's  oldest  customers, 
the  clerks  had  learned  to  dread  her  ap- 

proach, for  she  was  generally  described 
as    a   crank.      Passing    toward    the    rear 

she  took  the  elevator  to  the  third  floor, 
thence  to  the  floor-covering  crepartment. 

"Good   morning,   madam,"    came   from 
the  new  manager. 

"You  have  some  linoleum  rugs  in  one 
of  the  display  windows  this  morning.  I 
do  not  want  one  to-day  but  would  like 
to  see  your  stock.  Have  you  any  new 

patterns  this  year?"  began  the  much- disliked    customer. 

"These  rugs  on  this  rack,"  came  the 

prompt  reply,  "have  been  received  from 
the  factory  recently.  They  are  selected 
with  a  view  to  suiting  almost  every  type 
of  room  and  are  supplied  in  several 
color  combinations.  The  materials  of 
which  they  are  made  are  selected  so  as 

to  give  the  purchaser  a  long-wearing 
rug.  These  will  last  for  years,  the  basic 
wearing  materials  being  cork,  ground 
fine,  and  then  mixed  with  linseed  oil  and 

other  ingredients  that  science  proves  are' wear-resisting.  These  materials  are 
subject  to  tremendous  pressure  between 

huge  steel  rolls,  being  actually  'built' 
over  a  base  of  selected  burlap.  And, 
very  important  to  the  mistress,  these 
rugs  look  ever  new,  all  the  care  required 
being  that  of  passing  a  damp  cloth  over 
the  surface  once  a  clay.  You  wiTT  see, 
madam,  that  this  ensures  cleanliness  with 
a  minimum  of  work.  What  rooms  do  you 
wish  to  cover,  and  do  you  know  the 

s:zes?" 

"I  trust  you  will  pardon  me,  sir,  but  I 
have  been  trading  with  this  firm  for 
eighteen  years.  1  hav2  bought  exten- 

sively. But  if  the  courtesy  you  have 
5-hown  this  morning  in  telling  me  what 
you  have  about  the  good  points  of  these 
m.cr?  had  been  exorcised  years  ago  it 
would  have  secured  a  greater  share  of 
my  patronage.  I  thins  you  may  send 
me  one  of  that  design  (pointing  to  a  rug 
she  admired)  and  will  you  please  send  a 

man  to  take   measurements?" 
"We  will  have  a  man  call  this  after- 

noon, and  if  you  wish  any  other  rooms 
measured,  please  advise  him.  Good 

morning,  and  thank  you." 
During  the  first  three  months  Har- 

vey's department  had  made  a  good  show- 
ing. At  the  end  of  the  fourth  month  the 

merchandise  manager  sent  for  him  and 
said  he  was  astonished  at  the  progress 
which  had  been  made.  Furthermore,  he 

was  prepared  to  make  a  three  years' 
agreement  with  the  new  manager  at  a 
salary  double  that  agreed  upon  when  he 
came.  That  is  two  years  ago.  Since 
then  he  has  been  made  assistant  mer- 

chandise manager  and  is  receiving  $400 
a  month,  with  an  immediate  prospect  of 
promotion  to  the  position  of  merchandise 
manager. 
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MANUFACTURERS  OF 

Monarch  Linen  Tint,  Royal  Standard,  Colonial, 
Acme  and  Alberta  Window  Shades 

York  Draperies,  Sleepwell  Comforters,  Pillows, 
Davenport  Brass  Goods 

Keep  Full  Displays 
The  biggest  single  selling  factor  is  having  full  assortments  of  goods  on 
your  -helves,  from  which  your  customer  can  make  a  selection. 

1 1  i.-  not  necessary  to  carry  a  big  stock  in  reserve  but  you  must  make 
a  fine  display  to  gel  business. 
This  is  no  time  to  import  and  have  the  surplus  stock  lying  idle.    Buy 

u'h.il  you  want,  when  you  want  it. 
Our  Representatives  arc  now  going  out  with  their  Spring  linos.     See 
them  and  make  your  selection-. 

GEO.  H.  HEES,  SON  &  CO.  Limited 
TORONTO  and  MONTREAL 

■■■     G EO«  H.  HEEJLiiON   A   CfH 
•1311! D 
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Prime  &  Rankin  Limited 

w E  announce  our  readiness  to  meet 

you  with  New  Prices,  and  have  our 

entire  line  repriced  full}-  in  keeping 
with  present  Market  quotations. 

Our  Salesmen  are  on  their  territories,  with 

a  complete  range  for  Immediate  Delivery, 

in  Curtains  and  Drapery  Goods  —  values 
that  will  at  once  stimulate  trade  in  these 
lines. 

Advance  orders,  now  in  hand,  will,  in  every 

case,  be  billed  at  lowest  prevailing  prices. 

Handkerchiefs 
We  are  now  showing  our  new  range  of 

Christmas  Handkerchiefs,  for  usual  Fall 

Deliver}'.  Every  pattern  is  new — not  one 
old  number.  Our  prices  are  such  that  we 

solicit  your  orders  in  the  confidence  our 

values  are  unequalled. 

fe>    Prime  &  Rankin,  Limited 
22  Warser  Gate 

Nottingham,  England 

74  York  St., 

Toronto 

>.<>.,<».      >:      .'■<       .■.■■. 
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^Da/snor  Cretonnes 

No.  4099—34"  wide 
This  design  comes  in  three  color 
combinations:  blue,  rose  or  green. 

3234  c  per  yard 

No.  4101—36"  wide 
A  floral  pattern  coming  in  four  combinations 
with  black,  fawn,  brown  or  blue  background. 

S7}4  c  per  yard 

No.  4158     37"  wide 
This  line  is  an  imitation  block  print 

Jetign  and  comes  in  six  color  combinations. 
49  c  per  yard 

THREE  SPECIAL  LINES 
SUGGESTED  FOR 
SALE  PURPOSES 

The  Cretonnes  here 
illustrated  are  of  our 
own  manufacture. 

The  prices  are  based 

on  to-day's  lowest 
quotation  for  grey 
cotton. 

GOODS  IN  STOCK 

FOR  IMMEDIATE 
DELIVERY 

DALY  &  MORIN,  Limited 
Manufacturers  of  Window  Shades,  Etc. 

lachine-  MONTREAL,  que. 
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You'll  Sell  More 
Curtains 

The  "(Da/jpOr"  Line  of  Voile,  Mar- 
quisette and  Scrim  Curtains  for 

SPRING,  1921,  is  now  ready.  It 
contains  the  finest  range  of  beautiful 
designs,  manufactured  in  the  most 
approved  manner  you  could  wish  to 
see.  The  new  prices  are  exceedingly 
attractive,  and  combined  with  the  high 
standard  of  excellence  embodied  in  the 

curtains,  will  surely  enable  you  to 
sell  more  curtains  at  splendid  profit. 

SEE  THEM  WHEN  OUR  REPRESENTATIVE  CALLS 

PRODUCTS 

Novelty  Curtains  and 
Piece  Goods 

Sectional  Window 
and  Door  Panels 

DALY  &  MORIN,  Limited 
lachine  -  MONTREAL,  que. 
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$      Those  whose  pride  is  in  their  homes- 
They  are  the  customers  that  a  fuUy-equipped  DRAPERY  DEPARTMENT  will 
attract  with  an  irresistible  appeal  of  interest  and  inspiration.  They  appreciate 

draperies  of  artistic  and  "quality"  appearance  thai  will  set  their  homes  apart  for 
distinctive  effect-. 

You  will  find  the  selection  of  distinctive  rirapings  an  easy  matter  in  our  .-how  rooms, 
for  our  stock  ha-  Keen   mosl  carefully  chosen. 

PREPARE  X()W  FOR  SPRING  SALES 
ALL  PRICES  KKVTSED 

Nottingham    Curtains 
Shadow    Cloths 
Aurora    Casement    Cloth 
Mercerized    Poplins 
White  and   Ecru    Madras 

Novelty    Curtains 
Muslins 
Bungalow    Nets 
Self  Color   Madras 
Mixed    Color    Madras 

VISIT  US  -- In  the  Heart  of  the 

Dry  Goods  District 

W'm.  Strang  &  Son 
Glasgow,  Scotland 

AGENTS  FOR 

Hood.  Morton  &  Co. 

Xcwmilns,  Scotland 
Stirling-. \uld  &  Co. 
Darvel,  Scotland 

J.  B.  HENDERSON  &  COMPANY 
LIMITED 

ESTABLISHED  30  YEARS 

8o  Bav  Street  ::  Toronto 

Pattern  410    24  in.  and  36  in.  in  Stock 

COTT-A-LAP  RUG  BORDERS,  SURROUNDS  and  FLOOR  COVERINGS 

•    patterns  in  stock,  24-in.,  36-inr,  and  72-in.  wide,  for  Immediate  Delivery. 

Our  Salesmen   are  showing  samples  of  Oott-a-!an  products  which  are  growing  in  popularity. 
Inquiries  solicited  and  samples  cheerfully  submitted. 

SOLE  CANADIAN  AGENTS 

GREENSHIELDS  LIMITED 
Wholesale  Distributors  of   Carpets  and  Draperies 

MONTREAL 
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BILTMORE  CURTAINS 
Quicken  Drapery  Sales 
Because  Timely  and  Washable 

Spring  is  a  Biltmore  season.  With  the  house- 
wife they  appear  prominently  under  the  heads 

of  Beauty  and  Economy  by  reason  of  (1)  their 
charm  and  originality;  (2)  their  moderate  cost 
and  long   life  of  service. 

The  objective  of  the  Biltmore  Curtain  Company 
is  to  maintain  in  the  future,  as  in  the  past,  a  first 

quality  line  of  up-to-the-minute  novelties. 
Our  line  is  well  known  throughout  the  country 

because  of  it-  long-wearing  and  easy-washing 

qualities. 
Our  Spring  showing  is  a  most  delightful  collec- 

tion of  artistic  and  exclusive  patterns. 

Be  sure  to  see  our  samples.  You  will  not  fail  to 

recognize  the  leadership  of  Biltmore's  and  their 
possibilities  as  trade-winners. 

BILTMORE  CURTAIN  CO.,  LIMITED 
332  CRAIG  ST.  W.  MONTREAL 

"FOUNTAIN  BRAND' 

Satisfaction  Plus  Economy 
through  using 

"FOUNTAIN  BRAND" PURE  IRISH  LINEN  THREAD 
Manufactured  by 

ISLAND  SPINNING  COMPANY 
LISBURN  :  IRELAND 

With    •'Fountain    Brand''    there    is    no    snarling    and    no    broken    ends    to    contend    with — NO   WASTE,   ALL   VALUE. 

This  is  what  Manufacturers  of  Clothing  and  Leather  Goods  have  been  wanting.     We  have  it. 
Let  a  trial  convince  you. 

Y2  lb.  and  1  lb.  Patent  Wind  Cops; 
1  .   2   and  4   OZ.   Spools 
Colors- -Black.  White,  and  Whitey-Brown 

Sole  Agents  for  Canada 

WALTER  WILLIAMS  &  CO.,  LTD. 
MONTREAL 

308  Read  Building QUEBEC 553  St.  Valier  St. 

VANCOUVER 

217  Crown  Building 

TORONTO 

20  Wellington  St.  W. 
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Models  From  Paris 

Designed  by  Ch.  Drecoll 

Upper— Exquisite  j/rey     velvet 
ning  wrap  with  hem  formed  of 

self    tabs    "ml    wrappy    collar   of 
squirrel. 

Right-  Distinctive  street  cos- 
tume  in  pearl  grey  cloth  vevealing 
high  choker  and  deep  cuffs  smart- 

ly trim  inn!  with  largt  /'lack buttons. 
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Smart  Features  of  One  Piece  Frocks 
Circular  Effects  Seen  in  Skirt  and  Sleeve — Denned  Waist  Still   Prevails,  Though  Natural 

Lines  Are  Invariably  Encouraged — Dark  Shades  Lead  for  Afternoon  Frocks — Brown, 
Navy,  Grey  and  Black  Shown  Preference. 

INTEREST  in  new  season  styles  has 

not  for  a  long  time  now  been  stim- 
ulated by  circus  press  agent  meth- 

ods! New  and  lovely  things  are  brought 

out,  but  one  season's  styles  simply  merge 
into  another,  and  it  almost  seems  safe  to 
say  that  fashion  designers  have  for  ever 
abandoned  the  idea  of  changing  the  shape 

of  the  female  form  divine  or  even  ap- 
pearing to  change  it  by  the  introduction 

of  bizarre  and  freakish  styles  with  "sil- 
houettes" that  bulge  and  flare  or  nip 

in  as  did  never  the  human  figure.  One 
may,  therefore,  say  that  there  is  nothing 

about  this  Spring's  frocks  which  is  rad- 
ically different  from  last  season's. 

Time  was  when  designers  seemed  to 
feel  that  they  must  usher  in  a  new  sea- 

son with  styles  that  were  so  different 
from  the  ones  of  the  immediately  pre- 

ceding season  that  every  woman  would 
be  compelled  to  discard  her  entire  ward- 

robe or  feel  herself  hopelessly  out  of 
style. 

Lower  Prices  For  Spring 

For  the  coming  Spring,  two  or  three 
points  stand  out  when  the  question  of 
dresses  comes  under  consideration.  In 
the  first  place,  perhaps  price  should  be 
mentioned.  Unquestionably,  all  apparel 
for  Spring  will  be  a  great  deal  cheaper 
than  it  was  last  Spring  or  even  this 
Fall  and  Winter.  Then  the  increased 
width  must  be  borne  in  mind.  Skirts  are 
definitely  wider,  but,  except  in  the  cir- 

cular models,  there  is  little  flare,  and 
the  increased  width  of  the  straight  skirt 
is  •not  so  much  greater  than  that  at 
present  visible  to  the  casual  observer. 

Circular  skirts  have  flare  and  very  ma- 
terial width  increases,  one  separate  skirt 

recently  seen  measured  four  and  a  half 
yards  at  the  hem. 

Generally  speaking,  chemise  modiels 
built  on  straight,  simple  lines  in  full 
tunic  effect  dominate  in  tailored  styles. 
These  are  of  slipover  type  and  are  worn 

"over  a  simple  scant  slip  in  a  contrasting 
fabric,  generally  of  charmeuse.  Coat 

dresses  and  redingotes  are  featured"  in 
tricotines,  serges  and  taffetas  in  two- 
fabric  combinations,  notably  georgette, 
and  Canton  crepe  satin  or  serge. 

In  the  new  frocks,  skirt  fullness  is 
generally  drawn  in  at  either  side  of  the 
waist,  a  flat  front  and  back  line  being 
sought,  if  the  skirt  is  of  the  straight 
type.  The  circular  skirt  naturally  has 
no  extra  fullness  to  be  disposed  of  at 
the  waist  line.  The  chemise  frock  this 
season  is  often  robbed  of  its  severe 
straightness  of  line  by  being  drawn  in  a 
little  at  either  side.  This  has  the  effect 
of  bringing  about  a  trifling  hip  flare 
which  is  approved  in  the  season's  selec- 

tions of  silhouettes. 

A  Spring  Challenge 
Spring  sunshine  could  not  fail  to  shine 

nor  Spring  flowers  to  bloom  when  they  be- 
come aware  that  Dame  Fashion  has  created 

such  frocks  as  these  to  grace  the  thorough- 
fares during  the  early  season.  Grey  gab- 

ardine, of  course,  is  the  fabric  chosen  and 
grey  soutaohe  is  used  for  the  conventional 
trimming  motifs.  The  draped  hat  is  grey, 
grey  are  the  suede  shoes,  silk  hose  and 
gloves.  A  grey  fox  scarf  is  carried. — 
Designed  for  Dry  Goods  Review. 

Sleeves 

Flare  effects  are  frequently  introduc- 
ed into  sleeves  as  well  as  in  skirts  this 

Spring,  the  latter,  however,  presents  a 
more  varied  effect  than  the  description 

"circular"  conjures  up.  Sometimes  the 
literally  circular  line  is  worked  out, 
but  more  often  the  effect  is  brought 
about  by  the  use  of  the  godet  or  V- 
shaped  panel  set  into  an  otherwise 
straight  skirt.  However,  genuinely  cir- 

cular sleeves  are  frequently  employed 
both  in  dresses  of  silk  and  in  wool  fa- 

bric frocks  of  the  tailored  type.  For  ex- 
ample, a  circular  cap  or  cape  may  top 

a  full  length  sleeve,  or  the  sleeve  may 
fit  from  the  shoulder  to  elbow  and  be 
finished  with  a  flaring  circular  ruffl : 
that  reaches  to  the  wrist.  The  three- 
quarter  or  below  the  elbow  length  sleeve 
is  pre-eminent,  and  the  flaring  cuff  ap- 

pears in  a  thousand  variations. 
Adjustable  collars  are  numerous,  that 

is,  a  collar  that  may  be  worn  high  and 
snug  about  the  neck  or  left  open  with 
equally  good  effect.  The  high  neck  fad 
appears  likely  to  predominate  for  street dresses. 

Afternoon   Models 

Very  few  models  of  afternoon  or  semi- 
evening  frocks  have  yet  been  seen  in  Can- 

adian show-rooms,  but  a  few  smart  mo- 
dels from  American  style  centres  have 

been  imported  which  indicate  the  trend 

of  the  style  apparently  in  an  authorita- 
tive manner.  Crepe  meteor,  crepe  de 

Chine,  in  fact,  all  the  silks  available 
with  crepe  weave,  are  in  high  favor  for 
the  coming  season,  both  for  frocks  and 
blouses.  The  heavier  crepe  fabrics  are 
used  lavishly  for  suits  and  wraps.  Lace, 

both  black  and  colored,  will  take  pre- 
cedence over  silks,  however,  for  the 

smartest  afternoon  frocks,  and  to  judge 
from  the  newest  importations,  every 
color  of  the  rainbow  will  be  represented. 

Embroidery  is  to  be  as  strong  as 

ever,  and  vividly  colored  versions  will 

probably  predominate,  such  as  henna 
silk  braiding  or  solid  embroidery  upon 
black  grounds  or  the  application  of  odd 
novelties  like  acorn  tops,  celluloid  ovals, 
leather  scraps,  etc.,  amidst  a  tracery  of 
other  embroidery.  The  liking  for  tinsel 
effects  will  continue  until  the  Summer, 

and  beading  is  finding  an  outlet  even 

upon  Spring  suits  of  navy  tricotine.  Eye- 
let embroidery  is  promised  upon  wool- 
len fabrics  and  many  novel  arfd  smart 

galons  and  braids  are  cleverly  utilized 
to  vary  the  conventional  lines  of  the dresses. 

Among  the  afternoon  dresses  noticed 
this  month  was  one  of  golden  brown 

crepe  meteor,  embroidered  in  peacock 
feather  motifs  in  natural  colors.  The 

ribbon  girdle  was  of  green  velvet  rib- 
bon. The  hem  of  the  frock  was  of  un- 
even length,  a  style  feature  which  is 

quite  in  evidence  in  the  Spring  models. 
A  very  stunning  cloth  dress  noticed 
was  of  navy  tricotine  with  a  vest  and 
entire  front  section  heavily  braided  with 
red  silk  soutache  braid,  and  with  motifs 
of  red  broadcloth  appliqued  on.  This 
frock  buttoned  right  up  to  the  chin  and 
had  flaring  three-quarter  sleeves. 

The   Defined   Waist 

With    a    few     smart    exceptions     the 
French  and   American   clothes  show  the 

Continued  on  page  199 



Dry  Goods  /»'•  view 

Spring  Blouses  are  Colorful 
Enjoy  Freedom  in  Style  as  to  Length,  Fabric  and  Ornamentation  —  Paris  Furnishes  Manx- 

Smart  Novelties  and  Still  Sponsors  the  Smart  Yestee  in  Suit  Costumes. 

FROM  Paris  comes  the  following 
note  regarding:  the  prevailing  and 
coming-  style  in  blouses,  sponsored 

by  one  of  the  most  important  of  French 
fashion  houses: 

"Two  distinct  types  of  blouse  will  be favored  this  season;  first  when  it  is  a 
question  of  a  dressy  affair,  worn  under 
a  long  coat  or  wrap,  the  long  cassock- 
blouse  of  printed  silk,  jersey  or  brocade 
is  excessively  smart  when  glimpsed 
through  the  coat  opening.  These  cassock 
blouses  must  be  absolutely  straight,  be- 

ing inspired  after  the  lines  of  the  chem- 
ise-gown yet  with  a  "volant"  effect  of 

pleating  at  the  hips,  or  an  ornament  ad- 
justed in  such  a  way  as  to  convey  the 

new  idea  of  hip  fullness.  Nevertheless, 
pronounced  puffy  effects,  which  are  not 
draped  with  the  utmost  art  must  be  care- 

fully avoided;  the  hip  drapery  needs  to 
be   skilfully  handled  above  all  things. 

Of  course  any  of  the  new  embroidered 
fabrics,  and  soft,  dull  brocades  may  be 
used  equally  well  for  these  charming- 
conceits.  It  is  such  a  practical  fashion 
for  women  wha  have  not  a  great  number 
of  afternoon  gowns  and  should  be  em- 

phasized during  the  coming  Spring,  for 
with  a  skirt  of  velvet  or  black  satin,  a 
variety  of  smart  effects  may  be  achiev- 
ed. 

Under  the  coat  of  the  tailored  suit,  the 
shirt-waist  is  now  preferred  to  the  sheer 
blouse.  The  former  must  not  be  an 

over-skirt  effect,  it  must  be  worn  inside 
the  skirt  and  with  a  leather  belt,  or  it 
may  conceal  the  skirt  belt  by  a  clever 
fold  of  •  itself,  which  however,  does  not 
descend  upon  the  hips  even  so  much  as 
one  inch.  The  skirts  are  smartest  when 

quite  plain  in  front  and  behind,  the  ne- 
cessary fullness  being  drawn  to  each 

side  and  held  if  necessary  by  buttons 
or  elastic.  At  present  the  very  high 
neck  is  in  favor,  but  the  open  style  will 
doubtless  have  its  devotees  a  little  later. 

The  white  crepe-de-Chine  blouse  is  al- 
ways accompanied  by  its  cravat  of  black 

moire  ribbon. 

The  Vest  Survives. 

Paris  is  showing  an  increasing  interest 

in  the  "gilet"  or  vest  as  the  season  ad- 
vances. Every  season  it  is  announced 

that  no  more  vests  will  be  worn  but 

they  appear  just  the  same  in  a  delight- 
fully novelty  variety,  which  always 

seems;  different  than  the  preceding  sea- 
son's showing.  Vests  are  shown  with 

both  open  and  closed  neck  lines,  but 
it  must  be  confessed  that  the  majority 
of  women  remain  faithful  to  the  open 
line,  shaped  in  V-fashion,  which  is  infin- 

itely more  becoming  than  the  choker 
style.     The   rage   just   now   is    the    Rus- 

£& 

IK* Handmade  Model 

A  lovely  blouse  of  heavy  cream  crepe  de 
chine  showing  inset  sections  of  tucking 
fagotted  to  the  model.  A  tie  of  black  moire 
is  run  through  slashes. — Shown  by  courtesy 
of  American  Waist  Co.,  Montreal. 

sian  style  gilet  which  closes  down  the 
right  side  from  chin  to  knee.  The  more 

dressy  vest  comes  with  sleeves  of  a  con- 
trasting fabric,  say  of  crepe-de-Chine  or 

of  silk  voile.  Brocaded  silks  are  much 

liked  for  the  superb  vests  "Louis  XV" 
style,  with  shawl  collar  crossed  very  low 
and  fastened  by  jewelled  buttons. 

A  modification  of  the  vest  is  the  sep- 
arate collar  which  is  so  useful  trans- 

forming the  neckline  of  blouses  just  now. 
These  collars  come  in  all  sorts  and  des- 

criptions of  models  but  those  for  Win- 
ter are  best  made  of  tulle,  lace  or  silk, 

whilst 'organdies,  linens,  etc.,  are  pre- 
ferable for  the  Spring  costume  of  tail- 

ored lines.  All  the  pretty  ribbons  and 
bandings  of  silk  and  wool,  embroidered 
ribbons  or  velvets  are  being  much  used 
to  make  these  odd  little  collars  which 

add  an  amusing  note  to  the  usual  conven- 

tional costume." 
The  above  communication  is  of  inter- 

est in  view  of  the  fact  that  few  blouses 

are  being  worn  in  Paris  nowadays — all 
the  attention  being  given  to  one  piece 
dresses.  With  the  unpleasant  shortage 
of  coal  which  prevails  still  in  France, 
Parisiennes  are  glad  to  adopt  such  extra 
accessories  as  will  combine  with  warmth 
and  hence  the  universal  acceptation  of 
the  vest. 

But  the  fact  remains  that  the  long- 
blouse  has  yet  to  create  interest  for  it- 

self in  Canada;  the  semi-long  blouse  is 
undoubtedly  popular  but  the  very  long 
chemise  model  lacks  the  appeal  which 
was  anticipated.  From  American  man- 

ufacturers the  word  comes  that  except 
in  the  range  of  lingerie  or  severely  tail- 

ored mannish  blouses,  few  waist-length, 
tuck-in  models  are  shown,  the  majority 
by  all  odds  being  about  hip  length, 
or  "volant"  as  the  makers  term  it.  There 
is  a  tendency  to  feature  uneven  lengths, 
and  some  of  the  new  blouses  are  short 
at  front  and  back  with  longer  side  sec- 

tions, while  others  have  front  and  back 
panels  that  are  somewhat  elongated 
with  the  sides  more  than  waist  length, 
and  so  on. 

Slip  Over  Kimona  Styles 

One  such  model  noted  was  a  smart 
b'ouse  of  henna  georgette,  with  the  pep- 
luin  in  uneven  length.  The  blouse  was 
designed  on  kimona  lines  as  a  slip-over 
model  and  was  embellished  with  black, 
jet  bead  embroidery  done  in  an  all- 
over  scroll  design. 

Sleeve  lengths  are  varied,  some  hav- 
ing the  extremely  short  lengths,  while- 

others  end  just  a  trifle  below  the  elbow. 
The  long  tight  wrist  buttoned  closely 
up  the  arm  is  also  shown,  but  it  is  un 
certain  how  they  will  be  accepted.  The 
average  woman's  elbow  is  the  least  at- 

tractive part  of  the  arm,  and  both  dress 
and  blouse  designers  seem  to  have  taken 
this  fact  into  consideration  when  design 
ing  apparel  for  this  Spring.  Very  few 
extremely  short  sleeves  are  seen. 

Collars  are  rarely .  seen  except  upon 
the  tailored  lines,  in  which  cases  the  con- 

vertible neck  predominates.  In  fancy- 
blouses  there  is  a  tendency  to  get  away 
from  the  low  round  neck-line  and  adopt 
a  more  oval  outline  deepening  into  a  V 
in  front  for  slip-over  styles  and  a  square 
neck  softened  with  a  touch  of  white 
in  the  vestee  models.  When  collars  are- 
used,  they  are  small  and  the  modified 
Peter  Pan  style  is  used  a  good  deal  for 

young  girls'  blouses. 
Spring    Materials 

Materials  for  Spring  show  great  lati- 
tude as  might  be  expected  after  the  re- 
cent declines  in  cost  of  so  many  different 

fabrics,  and  although  many  authorities 
affect  disdain  of  the  ever  popular  georg- 

ette it  nevertheless  reappears  under 
many  fascinating  new  guises,  beaded, 
embroidered  and  inset  with  plaques  of 
contrasting  color.  One  house  which 
specializes  in  hand  made  blouses  an- 

nounces its  leading  fabrics  as  follows: 
Continued  on  page  199 
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Suits  that  Will  Make  a  Spring  Debut 
Present  Conditions   Influencing  Manufacturers  of  Women's  Costumes — Models  Developed 

Principally  in  Navy  and  Tan  Tricotine — Box  Coats  and  Slightly  Fitted  Styles  Pre- 
vail— More  Serviceable  Ideas  Being  Observed  in  Trimmings  and  Linings 

to  Meet  Present  Requirements. 

JUST  as  dignity  and  richness  were 

the  dominating-  notes  of  the  pre- 
sent winter's  style  trend,  so  na- 

turalness and  youthful  charm  find  fitting' 
expression  in  the  array  of  models  chosen 

by  the  designers  to  represent  the  coming- 
season's  fashion.  Beneath  the  surface  ap- 

peal of  jaunty  cut  and  clever  ornamen 
tation,  however,  a  singular  similarity 
becomes  distinctly  apparent.  Not  a 
similarity  of  idea  in  so  far  as  monoton- 

ous repetition  of  styles  are  concerned  but 
more  of  an  unconscious  endeavor  to- 

wards conservative  style  in  keeping  with 
the  economy  of  the  times,  wherein  such 
important  factors  as  exquisite  workman- 

ship, high  quality  and  absence  of  useless 
ornament  are  a  pleasant  change  from 
the  over  elaborate  conceptions  evolved 
in. the  name  of  fashion  in  the  past,  with 

little  care  for  anything-  else  but  the  sell- 
ing- price. 

Few  Montreal  makers  of  better  class 

suits  are  showing  anything  but  navy 
blue  or  tan  tricotine  in  their  advance 
models.  They  state  that  this  is  only 
because  of  uncertain  conditions  but  one 
is  tempted  to  hope  that  the  women  of 
Canada  will  at  last  recognize  the  per- 

ennial and  undying  charm  of  navy  blue 
and  will  accept  the  tentative  offerings  of 
their  own  manufacturers  without  turn- 

ing- aside  after  strange  gods. 

Two  Distinct  Styles 

After  one  has  become  accustomed  to 

■the  conservative  note  of  color  and  fabric, 
one  is  next  impressed  by  the  fact  that 
there  are  two  distinct  styles  in  suits. 
Roughly  speaking,  the  divisions  may  be 

classified  as  girls'  and  matrons'  styles, 
but  a  close  inspection  reveals  the  fact 
that  girls  may  wear  the  tailored,  close- 
fitting  suits  offered  for  more  mature 
figures  while  slender  matrons  may  don 
the  jaunty  short  jacket  suits  with  grace. 
However  women  may  feel  about  it,  the 
fact  remains  that  no  ready-to-wear  de- 
partment  should  be  without  representa- 

tive models  of  each  style. 
Perhaps  the  short  coat  suit  is  the  new- 

er and  more  Spring-like  in  character, 
featuring  as  it  does  the  hip  length  box 
style,  loose-fitting  and  unbelted  in  most 
cases.  Boleros  with  vests  and  semi- 
fitted  effects  with  belts  are  also  shown. 
In  the  latter  style  curved  underarm 
seams  or  inverted  pleats  in  the  skirt 
give  the  proper  flare  at  the  lower  edge. 
Bloused  over  effects  in  cape-back  effect 
are  also  very  popular  and  often  fasten 
at  the  throat  in  front  with  a  double  but- 

ton on  a  cord.  The  collars  are  exceed- 
ingly unobstrusive,  usually  in  low  turn- 

The  New  Influence 
This  jaunty  Spring  model  is  developed  in 

navy  tricotine  and  exploits  the  curved 
under-arm  seam,  the  narrow  shoulder  and 
smart  sleeve  novelty.  Silver  embroidery 
mounted  on  black  satin  forms  the  vest  sec- 

tions and  simulates  large  patch  pockets. — 
Shown  by  Greenberg,  Smith  &  Co.,  Mont- 
real. 

over  effect  or  in  narrow  military  styles. 
In  strictly  tailored  models,  the  mannish 
notched   collar  is   again   seen. 

Speaking  generally,  the  silhouette  for 
Spring  emphasizes  the  uncorseted  effect, 
with  a  modified  dropped  waistline  and  a 
tendency  to  eliminate  all  curves. 

The  majority  of  sleeves  in  suits  in- 
tended for  Canadian  women  are  set  in 

plainly  with  a  narrow  shoulder,  all  full- 
ness being  eliminated.  In  the  dressy 

models,  and  those   intended   for   the   de- 

butantes, the  three-quarter  sleeve  is 
shown,  but  in  tailored  models  the  full 

length  and  snugly  fitting  cuff  is  pre- 
ferred, and  looks  exceedingly  smart  worn 

with  a  leather  gauntlet.  The  shorter 
cuffs  nearly  always  flare  or  are  finished 
off  with  an  oddly  designed  strap. 

Belts  and  I'ockets  Scarce 

The  leather  belt  fad  of  last  Spring  is 
quite  dead.  In  its  place  narrow  girdles 
of  the  cloth  are  sometimes  used,  but  in 
the  majority  of  cases  the  belt  is  a  minus 
quantity.  Very  few  pockets  are  seen  on 
coats,  except  here  and  there  a  tiny  slit 
upon  the  loose  box  coats,  which,  however, 
as  scarcely  visible.  Vests  are  frequently 

shown  as  they  lend  themselves  admir- 
ably to  the  youthfulness  of  the  short 

coats  and  very  often  reveal  more  of  their 
colorful  contrast  at  the  waist  line  than 
above.  The  tendency  is  for  the  coats 
to  flare  sharply  from  collar  to  lower  edge 
in  inverted  V-shape.  Heavy  figured 
silks,  metallic  and  embroideries  and  even 
plain  velours  and  linens  are  shown  in  the 
vests  for  Spring. 

Trimmings 

When  suit  coats  have  a  plain  skirt 

effect,  a  lavish  use  is  made  of  embroid- 
ery in  solid  and  chainstitched  combin- 

ations. When  the  coats  are  of  the  box 

variety,  they  are  more  often  braided  in 
narrow  hercules  braid  or  else  the  edges 

are  bound  with  it.  In  any  case  the  em- 
broidery or  braid  is  self-colored  when  the 

suit  is  of  another  shade  than  navy.  On 

the  later  color  all  black  is  preferred,  al- 

though oxydized  silver  is  a  novel  varia- 
tion, an  illustration  of  which  is  shown. 

Suit   Skirts 

The  average  length  from  the  ground 
for  Spring  skirts  will  be  from  8  to  11 
inches,  the  width  will  be  very  little  dif- 

ferent from  this  winter's  measurement, 
namely,  1  1-4  to  1  1-2  yards.  The  ma- 

jority are  plain  and  are  simply  gathered 
under  a  narrow  belt  at  the  normal  waist 

line  as  in  the  past.  Most  skirts  of  this 
type  show  two  small  inset  slanting 
pockets,  finished  with  crows-feet  at  the 
corners.  The  flat  back  skirt  in  circular 

effect  is  insidiously  creeping  into  popu- 
larity but  the  short  accordion-pleated 

skirt  is  not  dead  either  and  accompanies 
the  jaunty  boleros  to  perfection  in 
misses'  model.  Here  and  there  a 
flying  panel  or  looped  effect  varies  the 
monotony  of  plainness.  Often  a  wide 
girdle  of  crushed  charmeuse  ribbon  fin- 

ishes the  waist  line  of  the  short  coat 
models. 

Continued  on  page  200 
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Clothing  Makers  Optimistic 
Outlook  Very  Promising 

President  of  Cloak  and  Suit  Manufacturers'  Association  of  Mont- 
real Claims  That  Present  Conditions  Will  Raise  Standard 

of  Production — Smart,  Practical  Styles 
Bein.:   F.volved. 

(jTTT  HAT  reasons  have  I  for  ex- 

Y/Y/  pecting  a  good  season?"  re- 
"  "  marked  the  president  of  the 

Cloak  and  Suit  Manufacturers'  Associ- 
ation, of  Montreal,  when  interviewed  this 

month.  "Why  just  because  conditions 
are  bad,  and  they  will  oblige  everyone 
of  us  to  be  on  his  mettle  to  do  the  very 
best  he  can.  Of  course  we  will  come  out 

all  right;  we've  got  lots  of  things  on  our 
side.  For  one  thing  the  luxury  tax  is  off, 
which  will  eliminate  the  difficulties  of 
producing  underneath  a  limit  price.  We 

all  feel  we're  going  to  sell  goods,  our 
travellers  are  full  of  enthusiasm  over  the 
new  samples  and  are  going  after  business 
harder  than  ever.  We  manufacturers 
have  spent  more  money  on  samples  this 
season  than  ever  before  and  are  going 
right  ahead  on  production,  with  every 
hope  that  we'll  be  successful.  We  are 
emphasizing  popular  priced  lines,  of 
course,  but  we  have  endeavored  to  put 
more  quality  than  ever  before  into  every 
garment  we  turn  out,  and  it  is  a  long 
time  since  designers  have  evolved  such 
smart,  practical  lines  which  are  youth- 

ful and  artistic,  without  any  over-elabor- 
ation or  extreme  tendencies. 

"We  intend  to  force  new  standards  of 
production,"  he  continued,  "and  we  man- 

ufacturers are  very  sanguine  of  getting 
merchandise  produced,  on  a  basis  of  a 
25  per  cent,  reduction  of  costs  through 
arrangements  which  have  been  effected 
to  increase  individual  output.  Unem- 

ployment is  the  only  thing  against  us  at 
present,  as  this  condition  naturally  tends 
to  discourage  buying,  but  I  believe  that 
the  confidence  of  the  public  can  be  re- 

stored when  it  can  be  made  to  feel  that 
merchandise  is  at  the-  right  and  fair 
price,  which  will  not  jump  to-day  nor 
drop  to-morrow.  The  whole  trouble  with 
trade  last  year  was  the  fear  which  filled 
the  customers'  minds  lest  the  bottom 
had  not  been  reached  and  that  they  would 
save  money  by  delaying  purchasing. 

"This  year  we  have  made  our  prices 
right  and  we  have  figured  them  as  low 
as  possible,  so  that  the  public  may  not 
again  feel  that  its  faith  has  been  mis- 

placed. We  are  going  after  the  'bread 
and  butter'  trade,  or  in  other  words,  the 
great  mass  of  the  public,  not  only  those 
who  always  have  purchased  from  us." 
Although  the  recent  request  of  the 

Ladies'  Garment  Workers  for  an  in- 
crease of  wages  of  $8.00  per  week  was 

lecently  refused  by  the  arbitration 
board  representing  the  Cloak,  Skirt, 
Dress,  Waist  and  Raincoat  Makers'  Un- 

ion, of  Montreal,  and  the  Cloak  and  Suit 

Manufacturing  Association,  yet  the  work- 
ers have  expressed  themselves  as  satis- 
fied with  the  result  of  the  award,  accord- 
ing to  the  president.  The  request  was  re- 

fused for  the  time  being  owing  to  un- 
settled conditions,  but  may  be  reopened 
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for  consideration  whenever  conditions 
change. 

Although  there  might  be  some  discrep- 
ancies between  the  wages  paid  in  Mont- 

real and  in  other  centres,  the  president 
of  the  association  pointed  out  that  it  did 
not  necessarily  follow  that  the  Montreal 
workers  suffered  a  disadvantage.  Where- 

as markets  in  other  large  centres  are 
practically  at  a  standstill,  conditions  in 
Montreal  are  exceedingly  promising. 
The  agreement  now  in  force  provides  in 

part  that  the  workers  shall  "in  propor- 
tion to  their  knowledge,  experience, 

stregth  and  ability,  undertake  to  pro- 
duce in  quantity  and  in  quality  and 

with  the  same  zeal  as  though  each  were 

in  business  for  himself." 
The  one  point  upon  which  both  workers 

and  makers  are  concentrating,  is  the 
discovery  of  some  means  whereby  slack 

seasons  may  be  abolished.  If  work  un- 
dertaken can  be  valued  in  advance  and 

production  kept  at  a  standardized  rate, 
the  evils  attendant  upon  an  unbalanced 
work  period  will  be  greatly  relieved. 
The  spirit  of  optimism  and  energy 

now  felt  in  the  ready-to-wear  trade 
should  undoubtedly  react  to  the  utter- 

most circles  of  the  merchandising  world 
and  help  on  the  cause  of  readjustment. 

A  Belted  Model 
Long,  slim  lines  are  achieved  in  this  smart 

little  costume  which  relies  on  its  simplicity 
of  design  and  unusual  decorative  treatment 
for  its  modishness.  Note  the  fashionable 
tuxedo  line  of  the  collar. — Shown  by  court- 

esy of  fireenberg  &  Smith  Co.,  Montreal. 

COSTUME   ACCESSORIES 
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chain.  This  is  wound  around  the  wrist 

any  number  of  times,  and  in  the  same 
way  the  French  women  wear  their  real 

pearl  necklaces. 
A  great  deal  of  the  Oriental  and  the 

Egyptian  motif  is  used  in  the  new  neck 
chains,  some  of  these  made  with  cor- 
deliere  tops,  colored  silk  cords  to  match 

the  pendants  that  trim  them.  The  pend- 
ants are  imitations  of  the  scarab  and  the 

beetle,  set  with  tiny  colored  stones  in 
attractive  color  combination.  Other  cor- 
delieres  have  slides  of  filigree  metal  and 
beads  set  through  the  cord,  with  large 
tassels  of  beads  weighting   them  down. 

The  vogue  of  pearl  jewellery  is  very 
strong  in  Paris  just  now  and  long  neck 
chains  of  white  metal  are  set  closely  in 

tiny  pearls  and  finished  in  a  thick  tassel 
made  entirely  of  the  pearl.  All  the 
tassel  effects  of  this  sort,  done  either 
in  the  metal  chain  or  the  beads,  finish 

many  of  the  necklaces. 
There  is  a  great  deal  being  done  this 

season  with  cut  crystal  in  all  sorts  of 
effects,  the  stones  used  in  good  looking 
neck  chains,  in  hatpins,  bracelets  and 
pendants.  There  are  lockets  of  hard 
enamel  to  be  worn  on  a  cordeliere,  these 
set  in  marcassites  and  trimmed  in  ster- 

ling silver.  In  the  hatpins  there  is  much 
variety  of  shape  but  the  one  thing  which 
they  all  must  have  is  the  bangle  that 
swings  free  from  the  pin. 

Large  oval  pins  show  hand-painted 
silk  in  a  dainty  little  flower  design  en- 

cased in  a  delicate  metal  frame.  Added 
this  season  to  the  line  is  a  series  of  bar 

pins  set  in  colored  stones,  and  there  are 
imitation  ivory  carved  pendants  also. 
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SPUING    BLOUSES    ARE   COLORED 

Continued  from  page  106 

Firs!,  georgettes  in  high  shades,  trim- 
med with  filet  and  laces,  Richelieu  em- 

broidery, punch  work  and  beading;  sec- 
ond, crepe  de  Chine  in  very  tailored 

models  with  tuxedo  collars,  accordion 
pica  led  and  knife  pleated  fronts.  Also, 
pussy  willow  bilks  and  plain  crepe  de 
Chines  for  semi-tailored  blouses  for 
wearing  with  combination  colored  skirls 
of  sports   design. 
From  another  Montreal  manufacturer 

comes  the  announcement  that  Spring, 
1921,  will  see  much  fine  cotton  voile  used, 

even  in  high  class  models,  and  the  'fad 
for  drawn  work  and  fine  filet  edgings 
will  be  continued  and  elaborated  upon 
more  artistically  than  ever.  Little 
touches  of  colored  hand  embroidery  will 
be  much  used  upon  the  simple  slip-over 
voile  blouses  which  tie  in  the  back,  and 
the  tiniest  of  narrow  colored  pipings  will 
match  the  embroideries  and  outline  neck 
and  sleeve  edges.  Vividly  colored  plain 
cottons  also  make  up  into  most  seductive 
blouses  for  wear  with  white  skirts  dur- 

ing the  coming  Summer.  One  such 
model  of  old  rose  was  embroidered  in 
floss  silks  in  shades  of  blue  and  black 
and  fastened  down  the  front  with  tiny 
black  buttons,  which  were  repeated  upon 
the  belt  of  the  low-waisted  model.  Other 
equally  delightful  novelties  were  made 
of  sheer  cross  barred  voiles  in  blues, 
mauves  and  pinks,  with  tuxedo  or  small 
collars  of  white  pique  and  cuffs  to  match. 
Ocean  pearl  buttons  of  the  finest  quality 
add  much  of  the  distinctiveness  which 
characterizes  these  inexpensive  yet 
thoroughly  up-to-date  blouses. 
New  York  is  especially  fond  of  the 

batiste  blouse  in  white  and  bright  colors, 
especially  when  made  quite  simply  with 
long  snug  sleeves  and  semi-tuxedo  col- 

lar. The  latter  usually  has  squared  ends 
which  almost  resemble  jabots  in  their 
fullness. 

In  both  dressy  blouses  and  tailored 
creations  the  vivid  colors  have  the  pre- 

ference. Two  shades  particularly  al- 
ready promise  to  be  great  favorites, 

namely,  porcelain  blue  and  rattan,  which 
is  rather  a  pale  greenish  tan.  The  all 
black  blouse  is  still  enormously  popular, 
especially  when  worn  with  a  wide  girdle 
of  georgeously  colored  ribbon  in  em- 

bossed, brocaded  or  changeable  effects. 
The  sash  lends  length  to  the  waist  line 
and  by  tying  a  large  bow  on  one  side, 
an  extremely  smart  effect  is  achieved. 
Henna  and  scarlet  will  continue  to  lead 
for  Spring. 

The  liking  for  metallic  fabric  effects 
is  strong  at  present  but  is  not  likely  to 
be  so  pronounced  when  warm  weather 
approaches.  Silk  tricot  promises  to  con- 

tinue its  vogue  and  many  odd  and  ori- 
ginal designs  are  spoken  of  for  wear 

with  the  skirts  of  the  same  fabric. 
Among  the  newest  imported  models 

seen  in  Montreal  shops  was  one,  a  hip- 
length  blouse  of  geranium  colored  crepe 
de  Chine,  with  narrow  roll  collar  and 
cuffs     of   gray     self     fabric,   the    entire 

For  May  time 
This  charming  little  model  is  developed 

in  Nile  green  linen  and  has  all  its  modish 
features  accentuated  by  the  presence  of 
smart,  deep  green  bands  cut  on  the  bias. 
The  captivating  chapeau  is  fine  black 
Milan   faced  and  draped  with  rose  pink  silk. 

blouse  being  pretty  well  covered  with 
embroidery  in  gray  angora.  The  motif 
worked  out  in  the  embroidery  is  very 
simple,  consisting  merely  of  crosswise 
lines  done  in  a  darning  or  basting  stitch, 
broken  by  little  fluffy  knobs  or  knots 
suggestive   of  flowers. 

The  use  of  strappings  of  black  ribbons 
against  vivdly  colored  blouses  is  much 
liked.  Appliqued  motifs  of  self  fabric 
in  contrasting  color  or  a  different  fabric 
from  the  garment  are  popular  trimmings, 
both  for  blouses  and  frocks. 

Spring  styles  seem  destined  to  appear 
earlier  than  usual,  due  to  the  fact  that 
Fall  and  Winter  buying  has  betn  light 
and  both  manufacturers  and  retailers 

want  to  stimulate  business  by  new  mer- 
dise. 

BOOSTING   THE   AVERAGE  SIZE   OF 
A    SALE 

Continued  from  page  169 

"And  then  comes  the  study  of  the  in- 
troduction of  merchandise.  For  instance, 

a  customer  will  wander  up  to  the  notions 
counter  to  order  a  paper  of  pins.  The 
efficient  saleswoman  will  engage  her 
interest  in  a  new  kind  of  embroidery  silk 

or  a  ne  it  elastic  tape  that  can  be  readily 
adjusted.  She  will  sell  the.;e  to  the  cus- 
tomer  who  just  wanted  a  five  cent  paper 
of  pin  ,  an  1  nine  cases  out  of  ten  she 
will  direct  her  to  a  counter  where  there 

is' a  specially  attractive  offering  in  some 
other  line  that  the  clever  little  sales  giri 
thinks  will  interest  her  particular  cus- 

tomer." 
There  are  many  ways  in  wh'ch  the 

Stanley  Mills  Company  are  putting  theii 
theory  into  practice,  and  they  declare 
thai  as  the  years  roll  by  the  truism, 
so  pithily  phrased  by  the  Prince  of  Mer- 
chants  is  one  that  should  never  be 
lightly  considered  by  the  merchant  who 
wants  to  make  his  business  bigger  and 
better  as  time  goes  on.  This  is  a  good 
idea  for  the  New  Year  and  might  be 

marked  down  among  the  merchant's business  resolutions. 

For  to-day,  more  than  ever  before, 
a  good  selling  idea  is  worth  its  weight 
in  gold  and  the.  merchant  who  has  mer- 

chandise to  sell  must  first  get  the  cus- 
tomers into  his  store  and  then  be  able 

to   keep   them  there. 

SMART    FEATURES    OF    ONE-PIECE 
FROCKS 

Continued  from  page  195 

waist  line  defined,  but  not  compressed. 
Evening  gowns  show  this  tendency  best 
in  two  distinct  manners.  One  style  of 
gown  which  is  suitable  for  more  mature 
figures  is  the  long  sheath-like  draped 
princess  line,  with  a  train  generally  or 
a  sweeping  side  panel  effect.  Such  a 
one  was  a  new  arrival  at  a  Montreal 
department  store  recently  and  was  made 
of  white  brocaded  satin,  combined  with 
plain  white  satin  and  trimmed  with  black 
jet  bugle  fringe  and  long  strings  of 
black  jet  beads  from  shoulder  to  knees. 
The  bodice  was  softly  draped  across  the 
back,  which  was  cut  a  trifle  lower  than 
the  front  and  the  plain  fabric  was  con- 

tinued round  to  the  front  where  it  form- 
ed a  low  and  becoming  girdle.  The 

skirt  was  plain  and  rather  short.  A 
double  train  of  the  plain  satin  was 
used  at  either  side,  and  the  gown  was 
quite  typical  of  the  newest  ideas  in  eve- 

ning apparel. 
For  the  debutante,  another  style  is 

shown.  The  bodice  is  fitted  quite  tight- 
ly and  worn  with  a  full  gathered  taf- 

feta or  lace  skirt,  sometimes  distended 
by  the  use  of  wiring  underneath.  These 

are  exceedingly  becoming  to  "slim  young 
things,"  and  are  quite  early  Victorian  in 
type.  Practically  all  the  smartest  eve- 

ning gowns  are  cut  very  low  in  the 
back  and  the  prevailing  fad  is  to  have 
merely  two  wide  ribbon  straps  support- 

ing the  back  of  the  bodice. 
The  pastel  shades  are  preferred  for 

young  girls  and  black  or  the  rich  bro- 
caded fabrics  by  the  matrons,  but  the 

tendency  in  afternoon  frocks  is  to  favor 
dark  shades  such  as  nigger  brown,  steel 
gray  and  black.  Navy  blue  is  said  to 
be  not  quite  so  smart  for  the  time  be- ing. 
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British  Industries  Fair, 
London,  Birmingham,  Glasgow 

Complete  Arrangements  Have  Now  Been  Made — British  Overseas 
Department  Will  Render  Assistance  to  Canadian  Buyers 

— F.  W.  Field  in  Charge. 

ARRANGEMENTS  have  now  been 
completed  for  the  reception  of  a 
record  number  of  visitors  to  the 

British  Industries  Fair,  which  opens  on 
the  21st  of  February  at  London  and 

Birmingham,  and  on  the  28th  of  Feb- 
ruary at  Glasgow. 

The  first  British  Industries  Fair  was 
held  in  London  in  1915,  and  the  success 
which  has  attended  the  fairs  held  since 
that  date  has  satisfied  the  Department 
of  Overseas  Trade  as  to  the  correctness 

of  the  system  of  organization.  The  com- 
ing fair,  though  vastly  increased  in  size 

and  comprising  the  largest  number  of 
exhibitors  of  British  and  Colonial  manu- 

factures ever  assembled  in  one  trade 
fair,  will  be  run  on  the  lines  which 
proved  so  successful  in  the  past. 

As  only  genuine  trade  buyers  are  in- 
vited, all  who  visit  the  fair  are  known 

to  be  there  for  business  and  not  for 
curiosity.  Exhibitors  are  therefore  able 
to  give  proper  attention  to  the  buyer  and 
the  buyer  is  able  to  do  his  business  un- 

hampered by     crowds  of  sightseers. 

The  services  which  are  rendered  to  the 
invited  buyer  do  not  end  with  the  mere 
bringing  together  under  one  roof  of  the 
chief  British  manufactures.  Every  pos- 

sible assistance  is  given  to  him  in  find- 
ing the  particular  articles  he  wishes  to 

buy.  The  resources  of  the  British 
Government  are  at  his  call.  In  the  Fair 
buildings  the  Department  of  Overseas 
Trade  opens  fully  staffed  offices  in  order 
that  buyers  and  exhibitors  may  obtain 
authentic  information  on  all  points  of 
importance.  F.  W.  Field,  the  British 
Government  Trade  Commissioner  at 
Toronto,  will  be  in  attendance  at  the 
London  Fair  and  will  be  pleased  to  meet 
ami  assist  all  visitors  from  the  Dominion. 
Other  officers  of  the  Department  will  be 

ava:lable  to  answer  inquiries  as  to  tariffs 
in  all  parts  of  the  world.  A  special  staff 
gives  information  as  to  shipping  and 

transport  and  other  officials  are  prepar- 
ed to  advise  as  to  the  most  likely  sources 

of  sunply,  not  only  of  the  articles  in- 
cluded in  the  Fair,  but  also  of  all  Empire 

productions.  Such  assistance  is  of  in- 
calculable value. 

The  Department's  help  does  not  stop 
with  advice  and  information.  Material 

arrangements  are  made  for  the  buyer's 
comfort  and  assistance  at  the  Fair.  In- 

terpreters are  provided  for  his  use  free 
of  charge.  Special  writing  rooms  are 
set  anart  for  his  convenience,  where  he 
can  carry  on  his  correspondence.  Special 
Po«t  Offices  deal  with  his  letters  and 
telegrams.     Restaurants   and   tea    rooms 

make  it  unnecessary  for  hirii  to  leave 
the  Fair  buildings  to  get  his  meals. 

Visitors  to  the  Fair  also  receive  valu- 
able assistance  from  the  manner  in 

which  the  catalogues  at  the  Fair  are 
produced.  Instead  of  being  mere  lists 
of  the  names  of  the  exhibitors,  they  are 
books  of  reference  in  which  they  can 
find  in  their  own  language  a  classified  in- 

dex of  every  article  exhibited.  Supple- 
mentary pages  contain  tables  of  English 

and  foreign  weights  and  measures  com- 
pared; and  the  moneys  of  all  the  principal 

countries  are  compared  with  the  English 
equivalents. 

The  catalogues  are  not  sold,  but  are 
handed  gratis  to  all  visitors  to  the  Fair 
from  overseas.  Their  contents,  serving 
as  they  do,  as  books  of  reference  for  the 
year,  and  consulted  regularly  in  all  parts 
of  the  world,  are  edited  with  expert 
knowledge  by  selected  officers  of  the 
Department  of  Overseas  Trade  and  the 
local  committees. 

Buyers  from  overseas  who  wish  to 
visit  the  Fair  should  apply  as  early  as 
possible  to  the  nearest  British  Trade 
Commissioner  at  Montreal,  Toronto,  or 
Winnipeg,  from  whom  they  will  be  able 
to  secure  full  information.  On  their  ar- 

rival in  England  it  would  be  to  their 
advantage  to  communicate  at  once  with 
the  Secretary,  British  Industries  Fair, 
35  Old  Queen  Street,  London,  S.W.,  or 
should  the  Fair  have  commenced,  at  the 

White  City,  Shepherd's  Bush,  London, 
W.  14. 

Intending  visitors  will  do  well  to  se- 
cure hotel  accommodation  in  advance. 

Messrs  Thomas  Cook  and  Sons  will 

provide  every  facility  for  doing  this. 

SUITS  THAT  WILL  MAKE  A  SPRING 
DEBUT 

Continued  from  page  197 

All  kinds  of  linings  are  noted,  the 
newest  being  very  rich  sof£  messalines 

or  pussy  willows  in  shades  exactly  match- 
ing the  suits  or  in  biscuit  shade. 

A  lavish  use  is  made  of  fancy  bone 
buttons  which,  however,  are  more  often 
found  on  sleeves  than  on  the  coat  fronts. 
Very  often  a  single  button,  or  even  two 
or  three  are  all  that  grace  the  opening, 
but  at  least  half  a  dozen  run  from  cuff 
to  elbow,  depending  largely  upon  their 
size. 

Some  of  the  Models 

One  Montreal  house  which  makes  very 

exclusive  models  is  showing  a  tan  tri- 
cotine   suit,   with   30-inch  box  coat.     The 

lower  edge  of  the  coat  is  van  dycked  in 
sharp  points  which  are  bound  with  nar- 

row silk  braid.  Another  coat  is  braided 
in  white  in  triangle  designs  straight 
across  the  coat  skirt.  A  tinsel  sash 
makes  a  novel  finish. 

Another  quaintly  fitted  coat  is  heav- 
ily embroidered  in  black  and  red  upon 

its  navy  tricotine.  A  third  variation  of 
the  embroidery  theme  was  a  mingling 
of  dull  blue,  black  and  white  upon  a 
navy  suit  of  Poiret  twill,  which  had  a 
long  shawl  collar  and  widj  Mating  cuiFs. 
A  satin  girdle  belt  made  a  soft  finish 
at  the  waist  line. 

Quite  devoid  of  ornamentation  were 
other  models  noticed,  which  were  se- 

verely yet  perfectly  designed  on  man- 
nish lines  of  navy  serge,  semi-fitted  with 

fairly  long  lines,  bound  with  military 

braid  and  buttoned  with  plain  horn  but- 
tons. Simple  in  effect,  but  expressive  of 

the  very  essence  of  smartness.  These 
will  undoubtedly  be  the  first  choice  of  the 
woman  to  whom  conservatism  and  econ- 

omy are  terms  of  the  highest  impor- 
tance. 

Still  other  models  of  rough  Irish 
tweeds  in  smart  mixtures  of  browns, 

greens  and  greys  with  patch  pockets 
and  yokes  and  belts  were  reminiscent  of 
sports  and  country  wear.  Combination 
belts  of  cloth  and  leather  were  a  unique 
feature   of  the  tweed  costumes. 

Separate    Coats 

The  "wrappy  coat"  is  still  with  us,  and 
reappears  in  more  charming  variations 
than  ever.  Developed  in  such  soft  fa- 

brics as  Dewet  de  Laines,  velours,  etc., 
the  effects  are  soft  and  voluminous.  The 

preferred  length  appears  to  be  that 
which  just  covers  the  skirt  hem,  although 
3-4  and  7-8  lengths  are  also  shown. 
Few  belted  models  are  shown  as  yet, 

excepting-  in  the  bloused  back  styles 
which  feature  a  lowered  waist  line. 

The  sleeves  are  usually  in  the  kimona 
effect  or  else  in  rag]  an  style,  the  idea 

being  to  preserve  and  accentuate  as  much 
as  possible  the  natural  lines  of  the  body. 
Capes  are  shown  again  both  tailored 
and  plain   styles. 

There  are  no  more  large  collars  to  be 
noticed  on  any  of  the  separate  wraps 

for  Spring,  the  newest  finish  being  the 
small  or  flat  roll  collars  which  are  neat 
and  inconspicuous. 

Sports  coats  of  heavy  polo  cloth  in 
light  colors  with  or  without  a  fancy 
colored  stripe  are  being  featured  by  one 
Montreal  manufacturer.  These  havje 
clever  belts  of  the  cloth,  fastened  by 
smart   ivory   buckles. 

ON  VACATION 

Miss  Mclntyre,  the  genial  head  of 
the  Brumpton  &  Gaetz  Co.,  dry  goods 
department,  has  resigned  her  position 
in  Red  Deer,  Alta,  and  gone  to  her  home 

in  Revelstoke.  Miss  Mclntyre's  many 
friends  will  be  pleased  to  know  she  will 

return  to  Alberta  after  a  month's  rest 
and  will  take  a  similar  position  not  far 
from  Red  Deer. 
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207  S.  Catherine  St.  West,  Montreal 
"  GARMENTS  OF  THE  BETTER  KIND  " 

COAT, 

THIS  SEASON particularly  it  will  be  distinctly  to  your  advant- 
age to  defer  your  placing  until  you  have  seen 

our  elaborate  collection  of  styles,  at  our  salesrooms  or  with  our  sales- 
men now  on  the  road. 

The  McElroy  Mfg.  Co.,  Ltd. 

^Garments 

FAMOUS  FOR  THEIR 

Fit,  Cut,  Style, 
Hang  and  Finish 
HEAD  OFFICE: 

47  Simcoe  St.      -     Toronto 

Brook  Manufg.  Co.,  Ltd. 
Northampton,  Eng. 

Cotton  Underskirts 
Import  or  Stock 

Eastern  Agenl: 

P.   M.   LEMAISTRE 
10   Victoria  Street 

MONTREAL 

Monaker  Dress 
Manufacturing  Company 

Makers  of  Wedding,  Evening 
and  Afternoon  gowns.  Priced 
from    $11.75   to   $30.00. 

A  Visit  to  our  show-rooms will  convince  you. 

Room  204 

591  St.  Catherine  St.  West 
MONTREAL 

Genuine  Leather 
Novelty    Coats 
IN  LADIES'  and  MEN'S 

Write  for  Samples 

437  St.  Paul  St.West,  Montreal. 

Waists  and  Skirts 

Try  us  for  your  rush  orders  for 
Voile,  Crepe,  Silk  and  Georgette 
Waists,  also  Wash  Skirts.  Sam- 

ples sent  prepaid  upon  request. 

®M 
1187  Mt.  Royal  Ave.,  Montreal 

OUR  MEN  ARE  OUT 

LOOK  FOR 
THEM 

La  Mode  Dress  Co. 
Room  200,  591   St.   Catherine   W. 

MONTREAL 

J.  W.  JOHNS 
Manufacturer  and    Exporter  of 
IRISH  PATTERN   CROCHET 

LACE  WORK 

Doylies  of  all  sizes,  Duchess  Sets,  Table 

Centres,  Table  Runners,  Tray  Cloths, 
Tea  Cosey  Covers,  Collars  of  Different 

Patterns,  Camisole  Tops,  Yokes,  Dress- 
in?  Sacques,  Jackets,  Night  Gown  Yokes, 

Hand  Bags,  Babies'  Bonnets,  Medallions, 
etc.,  etc. 

Liberal  Discounts 

Write   for   Samples   and    Prices. 

J.  W.  JOHNS,  P.O.  BOX  836 
Rangoon,  Burma 

BOYS'  and  GIRLS' 
SPRING  COATS 
in  all  colors  and  styles,  ages 
3  to  10  years,  in 
TRICOTINES,     GABAR- 

DINES, CHEVIOTS,  ETC. 

Special  line  Navy  Blue  Cheviot 
Reefers  with  Naval  Trim- 
mings. 

IDEAL    DRESS    GO. 
1488c  St.  Lawrence  Boulevard.  Montreal 

Compliments  of 
THE  SEASON 

to  our 

Many  Customers  and  Friends 

The  S.  &  D.  Dress  Co. 
142  PEEL  STREET 

(A  few  doors  above  Windsor  Hotel) 
MONTREAL 
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Veteran  Merchant 

Dies  at  Dresden,  Ont. 

I. ate   Robert    Aikin  in  Business  for   Half 

a  Century   Dies  Following  Month's 
Illness,  at  age  of  84  Years 

In  the  death  on  Christmas  morning, 
December  25,  1920,  of  Robert  Aikin,  in 
Dresden,  western  Ontario  loses  one  of 
her  oldest  and  most  highly  respected 
business  men. 

?>Ir.  Aikin  had  been  a  leading  dry  goods 
merchant,  having  been  in  business  for  50 
years.  Although  in  his  84th  year  when 
illness  suddenly  overtook  him,  Mr.  Aikin 
had  been  active  in  mercantile  and  pub- 

lic life  within  a  month  of  his  death.  He 

had  been  exceptionally  active,  remark- 
ally  regular  in  attendance  to  business 
and   keenly   interested   in   public   affairs. 

At  different  times  during  his  career  he 
had  held  office  as  school  trustee,  council- 

lor, reeve,  mayor,  and  had  been  a  member 
of  the  I.O.O.F.  for  more  than  40  years, 
and  was  one  of  the  official  members  of 
the   Methodist   Church. 

Ten  years  ago  on  Christmas  morning 
the  late  Mr.  Aikin  was  injured  in  the  dis- 

astrous fire  and  explosion  which  totally 

THE   LATE   ROBERT   AIKIN 

destroyed  his  store  and  in  which  Rev.  G. 
H.  Long  and  D.  V.  Hicks  were  killed. 

The  veteran  merchant  was  born  near 
the  town  of  Perth,  after  which  he  lived  in 
Hamilton,  later  moving  to  Dresden. 

£111111111 
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The  W .  R.  Brock  Co!  s  Warehouse, 
Montreal  | 

Owing  to  the  fact  that  a  tut  of  another  building  was  sup- 
plied, in  error,  for  the  W.  R.  Brock  Company's  advertisement 

on  pace  74  of  this  issue,  Dry  Goods  Review  is  reproducing 
above  a  true  illustration  of  the  company's  warehouse  building 
in   Montreal.  — 

riiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiiiiiriiiri!iiiiiiiiii!iiiiiF 

He  is  survived  by  his  widow,  his  two 
daughters,  Mrs.  L.  B.  Cronk,  of  Guelph, 
Miss  Eva  at  home,  Russell,  of  Detroit, 
Mich.,  and  Charles,  of  Dresden,  Ont. 

The  business  of  which  the  late  Mr. 
Aikin  had  been  the  head  for  so  many 
years  is  considered  one  of  the  best  in 
the  western  part  of  the  province  and  will 
be  continued  by  Mr.  Chas.  Aikin,  who 
had  been  actively  engaged  with  his 
father  for  more  than  twenty-five  years, 
under  the  name  of  the  Robert  Aikin Company. 

J.  T.   HAMMILL   WIDELY   MOURNED 

Ottawa.— The  body  of  the  late  J.  T. 
Hammill,  formerly  president  and  general 

manager  of  the  Murphy-Gamble  Com- 
pany, Limited,  whose  tragic  death  in 

Galveston,  Texas,  was  so  deeply  regret- 
ted by  numerous  friends  and  business 

acquaintances,  reached  Ottawa  at  7.30 
Tuesday,  December  21st,  accompanied  by 
his  widow  and  the  family  physician,  Dr. 
Robertson.  Directors  and  employees  of 
the  firm,  together  with  a  delegation  of 
Rotarians,  and  a  few  close  friends,  wait- 

ed the  arrival  and  followed  the  remains 
to   the   house. 

On  Wednesday,  December  22nd,  at  2.30 
p.m.,  the  funeral  was  conducted,  the 
body  being  borne  to  Beechwood  Ceme- 

tery, and  accompanied  by  a  large  num- 
ber of  friends  and  admirers  of  the  de- 

ceased. 

In  the  reorganization  of  the  director- 
ate made  necessary  by  this  sad  event, 

Mr.  S.  L.  T.  Morrell,  merchandise  man- 
ager, becomes  president  and  managing 

director,  while  Mr.  J.  S.  Virtue  becomes 
vice-president. 

J.   McCUBBIN   DEAD 
The  death  occurred  recently  of  James 

McCubbin  at  his  residence,  173  St.  Jo- 
seph Boulevard,  Montreal.  Mr.  McCub- 

bin was  well  known  amongst  the  whole- 
sale dry  goods  merchants  of  the  city. 

He  was  latterly  connected  with  the  Har- 
old F.  Watson  Foster  Co.,  Ltd.,  and  was 

able  to  attend  to  his  duties  up  to  a  few 
weeks  ago.  The  sympathy  of  many 

friends  will  be  extended  to  his  bei'eaved family. 

OCCUPY   ADDITIONAL   SPACE 
Dobsons  and  M.  Brown  &  Co.,  Ltd., 

report  that  they  have  a  stand  twice  as 
large  as  that  occupied  by  their  firm  at 
the  British  Industries  Fair  in  Glasgow 
last  year  and  that  they  also  have  double 
their  former  space  at  the  Draperies 
Exhibition. 
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The  Newest  in  WAISTS   for  Spring 
Sterling  Values 

Appealing  Styles 
Popular  Shades 

Georgettes 

Crepe  de  Chines 
Satins  and  Tricolettes 

See  Samples  in  hands 
of    our    Travellers 

or  write  us. 

2 
I 
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KING    FANCY  WAIST  CO. 
L.  &  R.  BROWN 

117  King  Street  West Toronto 

—  ">- 
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W$t  #recntierg  &mtti)  Co. 
  Sincerity  pranb   CLOAKS SUITS 

Our  range  of  Cloaks  and   Suits  is   ready  for  Spring,    192 1. 

The  "^tnceritp  iBranb"  line  signifies  all  the  name  implies  in STYLE  WORKMANSHIP  VALUE. 

Representatives  are  now  showing  on  their  respective  territories. 

Daily  Exhibit  in  Out  Showrooms.  282  St.  Catherine  St.  West,  MONTREAL 

Highest  Quality Wonderful  Value 

338  ST.  URBA1N  ST. 

LADIES'  GARMENTS 
We    manufacture    High-Class    Tailored    Dresses    and 
Coats  in  the  best  Serges,  Tricotines  and  Poiret  Twill. 

SMITH  &  SAFIER  CO. MONTREAL 

RETTIE  &  SMITH,  LIMITED 
MANUFACTURERS 

LEADERS  ONLY 

WAISTS 
CANADA'S  MOST  POPULAR  WAIST  HOUSE 

POPULAR  PRICES  ONLY 

WAISTS 
SAMPLES  SENT  ON  REQUEST 

SPECIALISTS  IN  NEWEST  VOILE  AND  WASH  WAISTS 

233-239  BLEURY  STREET,  MONTREAL 
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Dry  Goods  Review 

Is  Your  Ready-to- Wear 
Department  a  Success  ? 
If  not,  we  can  help  you  make  it 
profitable.  Retailers  handling  Art 
Garments  are  sure  of  adding  more 
satisfied  customers  to  their  list. 

Make  arrangements  at  once  to 
HANDLE 

ART  GARMENTS 
THAT  SATISFY 

for  Spring  and  Summer,  1921. — 

You  are  certain  to  get  up-to-the-minute  styles  and  great 
diversity  of  designs  and  colors  as  well  as  STERLING 
VALUE  in  our 

DRESSES  and  SKIRTS 

Last,  but  not  least,  our  prices  are  right  and  we  are  ship- 

ping our  goods  "on  time." 

If  yau  desire  to  win  and  hold  trade  of  the  better  class, 

write  us  to-day  and  our  travellers  will  call  on  you. 

For  immediate  delivery  we  have  a  first-class  assortment. 

ART  CLOAK  &  SUIT  CO. 
LIMITED 

Wilder  Bldg.,  321  Bleury  Street,  MONTREAL 

REPRESENTATIVES: 

Toronto  Showroom 
710  Kent  Bldg. 
H.  M.  NASH 

Quebec  Showroom 
Unmet  Bldg..  Quebec 

R.  DIONNE 

Eastern  and  Western  Ontario,  M.  SCHWARTZ 

Western  Provinces  Maritime  Provinces 

302  Hammond  Bldg.,  Winnipeg  B.  R.  ETTENBERG.  J.t. 
W.  J.  COLLETT 

Montreal,  C.  ROSE 
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The  Trade  Mark,  of  supreme 
excellence,      embodying      all that's  best  in 

Style -Quality— Value. 

HAPPY  THOUGHTS 
in 

SPORT  SKIRTS 

THE  LAST  WORD 
in 

CHARMING  WAISTS 

These  are  our  offerings  for  Spring.  A  more 
wonderful  selection  than  we  have  assembled 
heretofore. 

These  lines  show  a  style  appeal  so  un- 
mistakably fresh,  so  obviously  new,  as  well  as 

a  quality  and  pattern  elegance,  that  they  are 
certain  to  provide  an  irresistible  incentive  to 
buy,  for  the  class  of  trade  you  want. 

BLAND'S  PRODUCTS  have  earned  favor 
at  the  hands  of  all  progressively  conservative 
dealers.    Are  you  included? 

W.  C.  Bland,  Limited 
1  0  Cathcart  Street 

Phillips  Square,  Montreal,  Que. 
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Y OUR  CUSTOMER 
IS  THE  JUDGE! 

Canadian  women  are  quick  to  re:ognize  and  appreciate  styles  they 
want  to  wear — and  quality  that  is  worth  the  money.  In  designing 

and  producing  women's 

DRESSES 
SKIR  I  S   and 

WAISTS 

(  olumbia  manufacturers  have  kept  this  fact  in  mind.  This  has  re- 
sulted in  the  production  of  garments  in  which  dependability,  value 

and  stylish  attractiveness  are  combined. 

In  order  that  we  may  deliver  orders  promptly,  we  keep  a  stock 
always  on  hand  made  from  the  following  fashionable  materials  in 
newest  shades: 

SERGES         TRICOTINES         TRICOLETTES 

MESS  A  LINES  SATINS      s 
GEORGETTES  and  CHARMEUSES 

Our  prices  are  such  that  dealers  may  place  their  orders  with  the 
utmost  assurance  of  substantial  and  satisfactory  profits,  and  still 
suit  the  pocketbook  of  even  the  careful  and  discriminating  buyer. 

Before  placing  your  Spring  ord  ?r  see  the  samples  our  salesmen 
now  showing. 

Columbia  Waist  &  Dress  Co. 
Manufacturers  of  Ladies*  Ready-to-W  ear 

50  St.  Lawrence  Blvd.,  Montreal 

y^i ,  ffijQ   .       :>§Si:>lltr 
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BEAUTY 
BLOOMERS 
"BEAUTY  BLOOMERS"  arc  Knitted  to  fit 
and  give  comfort  in  all  positions— -the  de- 

sign is  patented — the  name  registered — it 
cannot  be  duplicated.  When  a  woman  has 
worn  these,  she  will  always  insist  on  having 
this  make.  Colors — Pink  and  White.  Sizes 
— Misses,  Ladies  and  O.S.  or  extra  large 
size. 

No.   O.O.   Bloomer — Light  weight  hue 

balbriggan,    price          $  *.).00 

No.    R.R.    Bloomer — Medium    weight, 
extra    quality,    price         $16.50 

Remark       The    pleat    is    worn    at    the    front    of 
srarment     emphasize    this    when    selling    same. 

Rush  your  order  for  Immediate  or  Spring' 
Delivery.  Samples,  display  cards,  etc.,  sent 
i;n   request. 

Old 
Style 

The 

Beaut v 

THE   CANADIAN   UNDERSKIRT   CO. 
Limited 

TORONTO 9  6  SPADINA  AVE. 
DARLING  BUILDING 
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SUITS  AND  COATS 
for  Spring 

are  now  being  displayed  in  our  sales  room. 

With  confidence  in  the  future  and  strict  adher- 
ence to  our  established  policy  for  style  and 

quality,  we  have  spared  neither  effort  nor  ex- 
pense in  making  our  Spring  line  the  finest  we 

have  ever  developed. 

If  you  are  interested  in  quality  reasonably  priced,  do  not  fail 
to  send  for  this  season's  catalogue. 

Full  recognition  was  given  to  prevailing  conditions  on  the 
market  in  figuring  our  prices  for  the  Spring  season,  in  order 
to  maintain  our  reputation  for  values. 

LAZ ARE  &  NO VEK 
Corner  St.  Catherine  W.  and  Mountain  Sts. 

MONTREAL 

g^MH^Z^S: 

frocks 
for    Misses    and    Juniors 

from  "The  House  of  Youth" 
in  finer  and  larger  range  than  ever 

Your    youthful    clientele    will    be 

enthusiastic  over  the  Spring  Styles 

The  Counter  Costume  Co, 
Limited 

31  Spadina  Ave. 
Toronto 

REPRESENTATIVES : 
Eastern  Ontario 
Northern  Ontario 
Western  and  Southern  Ontario 
Western  and  Northern  Ontario 

Toronto         - 
Western  Canada 
Maritime  Provinces 

A.  B.  Colwell 

J.  W.  Counter 
R.  Kennedy 

E.  W.  Wylie 
R.  0.  Hargrave 

J.  Howard 
W.  A.  Tallmire 

w&d^MsmR 
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MYERSON  BROS. 
Importers  of 

SILKS,   SATINS 
AND 

LININGS 
Of  All  Descriptions 

650  ST.  LAWRENCE  BOULEVARD 
MONTREAL 

BRANCH:   122  WELLINGTON  ST.  W_  TORONTO 

J.  DUDGEON  &  CO. 
ManufacturerM'  Agents  and Commission  Merchants 

NEW  BIRKS  BLDG.,  MONTREAL 

Canadian  Agents  for  British  Manu- 
facturers of  the  following  to  the  Whole- 

sale and    Manufacturing    trade: 

Men's  Tweeds  and 
Serges 

Men's   Overcoat- ings 
Linings 
Linen  Canvas 
Dress     Goods 
Mantle    Cloths 

Children's     Wash 
Dresses 

Boys'    Wash    Suits 
Lace    Curtains 
Bungalow    Nets 
Stripping    Nets 
Vitrage     Nets 
Madras    Muslins 
Casement  Curtains 
Linen  Bed  Spreads 

I'ancy  Embroidered 
Linens 

Laces  of  all  kinds 

Pleased  to  submit  samples 

Make  Your    Price  Tags 
on 

Standard 
Tag  Machine 

Simple      Quick      Low  Expense 

Particulars  and  Sample   Tags  Free 

R.  WALLACE  BURRY 
137  McGill  St.,  Montreal 

BRAND 
(REG  ) 

•   DRESS   FABRICS" 
F.  A.  RODDEN  &  CO. 

Dry  Goods 

Commissioners  and  Importers 

52  Victoria  Squire  MONTREAL 

DOUBLE 

'  MARKET 
French   Prices  Fall. 

Paris. — The  November  price  index 
01  the  Statistiques  Generales  de  la 

Fiance,  based  on  prices  of  45  commo- 
dities, shows  a  fall  of  74.7  points 

within  two  months. 

Pavis. — The  Galeries  Lafayette 
three-day  sale  of  merchandise  said  to 
be  worth  10,000,000  francs,  offered  at 

notable  reductions,  was  disappointing' 
as  an  indication  of  any  general  clear- 

Mice  policy.  It  was  merely  an  ordin- 
ary Midwinter  sale  such  as  is  now  be- 

ing held  at  all  stores.  As  yet,  no- 
thing here  approaches  the  retail  sales 

of  last  Spring. 

British  to  Relieve  Textile  Unemployed 

Manchester. — J.  S.  Addison,  chair- 
man of  the  board  of  trustees  of  the 

Cotton  Control  Board's  surplus  funds, 
amounting  to  £1,500,000,  stated  that 
the  Board  of  Trad?  has  sanction- 

ed the  scheme  to  disburse  the  funds 

lor  the  relief  of  unemployed  cotton 
operatives.  The  first  payment  will 
be    made   on   Jan.    15th. 

Beneficiaries  must  be  totally  unem- 

ployed, not  receiving  insurance  or 

workmen's  compensation  and  must 
not  be  working  part  time.  Weekly 
relief  will  consist  of  7s.  6d.  for  men, 
6s.  for  women,  3s.  9d.  for  boys  under 
18,  and  3s.  for  girls. 

Belgian  Conditions   Still   Not   Normal. 

Little  industrial  activity  is  report- 
ed at  Brussels,  and  reports  from  other 

Belgian  centres  are  equally  discour- 
aging, although  in  some  lines  the 

utlook  is  less  unfavorable. 

Women  workers  in  Brussels  are  em- 

oloyed  under  favorable  conditions,  as, 

in  spite  of  the  abandonment  of  heavy 
lace,  there  is  a  greater  demand  for 
Cluny  lace. 

Universal 
Hair  Goods  Company, 

Limited 

Converters,    Manufacturers 
and    Importers   of    Human 

Mp?    Hair  Goods  and  Hair  Nets. 

DOLLS'    WIGS 
We  are  the   ORIGINAL  Manufacturers 

of  Real  Human  Hair   and  Mohair  Dolls' 
Wigs  in  the  Dominion 
Write  for  Quotations 

Fraser  Bldg.,  43   St.   Sacrament   Street, 
MONTREAL 

"Tis  the  Quality  behind  the  name  that  counts" 

Popular  Priced 

Clothes 
for  MEN,   YOUNG  MEN 

and  BOYS 

THE  FREEDMAN  CO. 
37  to  41  Mayor  St.  Montreal 

STUYVESANT  3619 

Art  Button  &  Novelty 
Mfg.  Company 

Manufacturers  of 

JET  AND  FANCY 

GLASS  BUTTONS 
FOR    JOBBING    TRADE    ONLY 

Decorators  on  Buttons  of  Every  Description 

814  BROADWAY  NEW  YORK 

Complete  Lines  at  Keen  Values  in 

Underwear 
Shirts 
Ties 

Gloves Hosiery 

Miller  Men's  Wear  Limited Miller  Bldg. 

44-48  York  St.,      -        TORONTO 

"Everything  in  Men's  Furnishings" 

Washable     Clothing 
AND    SPECIALTIES 

WHITE  DUCK  COATS  in  AH  Styles 
SUMMER  CLOTHING       LUSTRE  COATS 

WAREHOUSE   and   AUTO   DUSTERS 
DUCK    AND    FLANNEL    PANTS 

MEN'S    APRONS 

OFFICIAL  BOY  SCOUT  UNIFORMS  AND 
COMPLETE   OUTFITS 

MILITIA    AND    CADET    UNIFORMS 
BREECHES   AND    MILITARY   SUPPLIES 

The  Miller   Mfg.  Co.,  Limited 
44-46   York   Street.  -  TORONTO 

The   Oldest   and    Largest    Specialty 
Clothing  House  in  Canada. 
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CLEAT  &  CO. 
Representing  J.  ().  Bourcier 

SILKS,    LININGS  AND    VELVETS 

flu-  European  Novelty  Co! 
BUTTONS 

Byard  Manufacturing  Co. 
VEILINGS— HAIR    NETS 

708  Builders'  Exchange 
WINNIPEG 

MANUFACTURERS 
We  especially  desire  the  sell- 

'    ing  agency  to  cover  the  three Prairie  Provinces  for  a  line  of 

Laces-VEILINGS  and 

MILLINERY  TRIMMINGS 
ETC. 

Write   Uf 

The  James  B.  Carter  Co. 
Winnipeg  :  :  Canada 

GEO,C5MITri 
>»trTtiiN-S«xsAti/a" 

Star  Shirts 

Fownes  Gloves 

Delpark 
Productions 

Liberty  Blouses 
Clinton  Hosieiy 

Kaynee  Wash Tojs 

Boys'  Shirts 
and   Blouses 

Bradford  Wools 
Wood,  Taylor  &.  Co.,  Toronto. 

Lehman  n  Sales  Co.,  Inc.,  New  York,  U.S.A. 
GEO.    G.    SMITH 

403    Canada    Bldg.,    Winnipeg. 
Regina  Vancouver  Calgary       N.  Manitoba 

L.  M.  Day.     H.  S.  Elliott.       J.  Bartle.        J.  A.  Milne 
S.  Manitoba,  B.  Irwin 

tor  nryt  womkn  &  c  nn  jirun 

Handkerchiefs,  Cam- 
i  s  o  1  e  s,  Neckwear, 
Boudoir  Caps,  Baby 
Yokes,  Spats,  Accor- 
deon  Pleating,  Fancy 
Dry  Goods  and 
Smallwares,  Veil- 

ings, Quick-on-Veils,  Cap  Shape 
Nets,  Knitted  Scarfs,  Baby  Bon- 

nets, Coats,  Ribbons,  Necklaces, 
Laces  and  Nets,  Embroideries, 
Buttons,  Beads,  Braids  and  Tas- 

sels, Marcbou  Trimming,  etc., 
etc. 

We  can  give  immediate  delivery 

WESTERN  VEILING  COMPANY 
222  McDermot  A»e.  WINNIPEG 

PARAGRAPHS  FROM  PARIS 

Designers  agree  on  the  long,  slim 
silhouette,  the  Moyen  Age  waist- 

line and  the  "uncorseted"  effect. 

Certain  Directoire  influences  are 
sponsored  and  the  Spanish  and 
Italian  Renaissance  styles  are  rep- 
resented. 

Short  suit  coats  are  important; 
collars  are  inconspicuous,  and  the 
curved  line  encouraged. 

Suit  skirts  are  short  and  straight 
hung  for  the  most  part — scant  ef- 

fects predominate  and  these  hang 
from  eight  to  twelve  inches  from 
the  ground.  The  uneven  hem  is 
featured. 

The  separate  coat  favors  loose, 
straight  lines  with  a  preference 
for  raglan  or  kimona  sleeves.  Belts 
are  used  on  the  blouse  backed 
model",  but  models  fitted  at  the 
waistline   show   darts   and    no   belt. 

Tailored  frocks  cling  to  straight 
chemise  lines  and  feature  tunic 
effects,  panels  and  very  short 
sleeves.  Combinations  of  mate- 

rials are  very  smart. 

Afternoon  gowns  are  fashioned 
of  crepe  canton,  crepe  de  Chine  or 
georgette.  The  lace  frock  is  very 
important.  Flounced  and  panelled 
skirts  encourage  width  and  addi- 

tional length  is  also  seen. 

The  quaint,  tightly-fitted  bodice 
and  the  bouffant  skirt  characterize 
one  type  of  evening  gown.  Long 
princess  lines,  gracefully  draped 
fabrics  and  side  train  arrange- 

ments emphasize  the  other  type 
sponsored.  No  sleeves  are  seen, 
but  bodices  are  somewhat  less  dar- 

ing in  cut. 

In  colors  for  evening,  light  pas- 
tel tints  dominate,  notably  mauve, 

yellow  and  turquoise. 

Black  and  black  and  white  are 
leaders  for  afternoon  frocks.  Dark 
shades  are  preferred  altogether 
for  this  type  of  gown. 

All  soft  shades  of  brown  and 
grey — the  dust  and  ashes  shades 
— are  prominently  featured. 

Ready  to  wear  firms  are  not  doing 
a  brilliant  business,  although  several 
small  establishments  are  working  un- 

der more  favorable  conditions  as  re- 

gards cost  prices.  In  corsets  the  sit 
uation    has    slightly    improved.      The 

W.  J.  COLLETT 
Manufacturers'  Agent 

302  Hammond  Bldg.,     63  Albert  St. 
WINNIPEG 

SPECIALS  FOR  SPRING 
Ladies'    Suits    ranging    $22.50    to    $40.00 

Ladies"   Coats    ranging    $16.50    to   $30.00 

Ladies'    Silk    and    Serge    Dresses,    $12.50 
to    $25.00. 

Ladies'     Georgette     and      Crepe     Waists, 

$4.50   to    $6.50. 
Ladies'    French    Voile     Waists,    $2.25    to 

$•5.00. 

BRAIDS  and  TRIMMINGS 

MADE 

IN 

CANADA 
BY 

The  MOULTON  MFG.  CO.  Ltd. 
MONTREAL 

Representatives: 

CLEAT  &  CO. 
708  Builders'  Exchange 

WINNIPEG 

fur  industry  is  flourishing.    At  Ghent, 
he  lingerie  business  is  going  through 
^   dead    season.     Work   has    slackened 
at  Mons  in  every  kind  of  business. 

In  .art  embroideries,  unemployment 
tas  become  more  serious  at  Bruges. 

The  passementerie  industry  is  devel- 
iping  at  Roisin  and  its  surroundings. 
Work  at  home   is   popular. 

Markets   in   the  U.S. 

Chicago. — Spirit  of  confidence 
grows  stronger,  with  excellent  results 
of  first  week  of  January  sales. 

St.  Louis. — Wholesale  market  re- 

ports spring  buying  season  launche.l 
earlier  than  usual.  Road  orders  in- 

crease. Retail  trade  overshadows 

last    year's    business. 

Cleveland. — Surplus  stocks  slashed 
in  clearance  events.  Coat  and  suit 
trade  exceptionally  heavy. 

San  Francisco.  —  Clearance  and 
white  sales  meet  with  excellent  re- 

sponse. Detroit. — Clearance  offerings  meet 

with  sluggish  response.  Jobbing  cir- 
cles more  active. 
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Trade  Reports  From  London 
Dry  Goods  Review's  British  Representative  Interviews  Many 

Firms  Carrying  All  Lines  of  Goods — Outlook  Cheerful. 

IT  will  interest  the  wholesale  and 
retail  trade  of  Canada  to  know  how 
things  have  worked  out  in  Britain 

during  the  last  few  weeks  of  the  year 
and  especially  in  the  busy  days  preced- 

ing Christmas.  Everybody  agrees  that 

the  first  half  year's  trade  was  abnormal, 
and  continuation  of  it  could  not  be  ex- 

pected under  any  circumstances. 
The  information  given  below  has  been 

secured  from  responsible  wholesalers 
and  manufacturers  who  are  hourly  in 
touch  with  every  section  of  England 
and  Scotland. 

Dry  Goods  Review's  London  repre- 
sentative has  interviewed  members  of 

both  the  wholesale  and  manufacturing 
branches  in  a  number  of  lines,  and  the 
conditions  found  prevailing  at  the  end 
of  December  are  herewith  set  forth  in 
a  brief  summary. 
A  piecegoods  house  handling  cotton 

voiles,  ginghams,  zephyrs,  etc.,  reported 
that  business  at  the  end  of  the  year 

was  really  bad.  "Everyone  seems  to 
be  waiting  for  something  to  turn  up  in 

the  piece  goods  trade  and  it  won't  turn," 
was  the  report  from  this  house. 

Houses  handling  fancy  goods,  hand- 
kerchiefs, scarfs,  etc.,  have  offered  no 

complaints.  Country  orders  were  not 
large  but  repeats  have  been  excellent 
and  brought  the  total  higher  than  had 
been  expected.  London  West  End  or- 

ders were  originally  fair  but  repeats 
have  been  enormous. 

"The  best  Autumn  buying  since  1913, 
though  policy  has  been  hand-to-mouth," 
is  the  verdict  of  dealers  in  these  lines. 

Dealers  in  needlework,  fancy  goods, 
buttons,  etc.,  report  that  the  Fall  trade 
generally  was  not  as  satisfactory  as 
the  first  half  of  the  year,  but  that  the 
fancy  goods  trade  has  been  heavier  than 
anticipated.  The  regular  smallwares 
trade  took  a  downward  turn  in  October 
but  is  apparently  picking  up  splendidly. 
On  the  whole  the  year  has  been  satis- 
factory. 

An  important  London  firm  handling 
dress  shields,  steels  and  collar  forms 
states  that  the  last  half  of  the  year  was 
not  as  good  as  the  first  six  months. 
Stock  orders  placed  for  1921  by  four 
big  London  houses  are,  however,  heavier 
than  1920  orders.  These  orders  were 

placed  in  the   second  half  of  December. 
A  prominent  house  handling  veilings 

states  business  to  be  very  satisfactory, 

especially  is  the  demand  strong  for  Eng- 
lish-made lines.  "We  are  making  every 

preparation  for  the  continuance  of  good 

business  in  1921,"  was  the  report  given 
to  Dry  Goods  Review. 

There  has  been  a  general  falling  off 
in  business  during  the  past  three  months 

as  far  as  the  firms  handling  women's 
and  children's  goods  are  concerned.  Spe- 

cial lines  such  as  jumpers,  scarfs,  etc., 
have  sold  well,  however,  and  business  in 
fancy  lines  has  been  very  good. 

"A  general  change  towards  a  modera- 
tion in  styles  is  apparent  and  we  are 

preparing  for  improvements  in  business 

early  in  the  new  year,"  is  the  opinion. 
"Bad  times,  except  in  cotton  piece  goods, 
are  more  talked  of  than  real." 

Makers  of  handbags,  leather  novelty 
goods,  silk  and  bead  bags,  report  the 
best  season's  business  since  1914.  Mak- 

ers, wholesalers  and  retailers  report 
alike. 

Will  Make  Goods 
For  Canadian 

Trade  Needs 
British  manufacturers  are  seeking 

Canadian  business  in  a  variety  of  lines 
that  have  had  no  wide  distribution  in 

this  country  hitherto.  Numerous  repre- 
sentatives have  been  sent  to  investigate 

the  possibilities  of  the  Canadian  mar- 
kets in  their  respective  fields,  and  in 

several    instances    the    impressions    and 

results  were  so  favorable  that  intensive 
exploitation  of  Canadian  trade  chances 
will  be  attempted.  Particularly  on  lines 
in  which  the  American  manufacturers 

have  gained  a  predominant  position  dur- 
ing the  war,  there  will  be  aggressive 

action  taken  by  Britishers  to  establish 
themselves  and  their  wares,  and  there 
is  no  disposition  to  regard  the  strongly- 
entrenched  position  of  such  American 
houses  as  unassailable. 

One  of  the  British  manufacturers  of 

women's  coats  and  costumes  has  sent 
a  representative  to  Canada  who  has  re- 

cently completed  a  trip  from  coast  to 

coast,  and  following  a  study  of  this  mar- 
ket it  has  been  decided  to  establish  an 

office  and  warehouse  in  Toronto  and  to 
make  similar  provision  in  the  West. 

Will  Modify  Styles 

The  requirements  of  the  Canadian 
trade  have  been  essentially  different 
from  the  models  that  find  most  favor 
from  British  buyers.  The  styles  are 
somewhat  different,  and  the  fashions 
that  have  gained  acceptance  in  New 

York  and  other  garment-making  cen- 
tres of  the  United  States  have  been 

more  or  less  faithfully  copied. 

These  points  are  recognized  and  ap- 
preciated by  the  British  garment  manu- 
facturers who  propose  to  get  a  share 

of  the  Canadian  business.  They  have 
expressed  the  intention  of  modifying 
styles  to  meet  the  preference  of  the 
consumer.  It  is  interesting  to  note  that 
the  British  houses  are  again  out  for  the 

export  business  that  was  suddenly  ter- 
minated in  1914,  together  with  trade  in 

new  territory.  In  connection  with  ex- 
pansions of  plant  it  is  interesting  to 

learn  that  Argyll  House  is  now  being 
used  for  a  much  different  purpose  than 
that  with  which  Canadian  officers  were 
familiar  during  the  war.  It  has  been 
changed  over  and  made  suitable  for  the 

manufacture  of  women's  garments. 
With  regard  to  securing  Canadian 

trade  in  coats  and  costumes,  one  British 
representative  stated  that  the  American 
manufacturers  have  found  a  profitable 
market  in  this  country,  and  that  an  equal 
opportunity  should  exist  for  English 
makers  if  they  went  after  the  business 
in  the  right  manner. 

CONDENSED      ADVERTISEMENTS 

J.'OK    RENT     WE   HAVE    A   VERY   DESIRABLE   STORE   FOR   RENT next   door   to   our    men's    wear    store,    suitable    for    ladies'    exclusive 
ready-to-wear.     Apply  to  Bibby's   Limited,  78,  80,  82  Princess  St.,   King- ston, Ont. 

Y"OUNG    MAN    OF    EXPERIENCE    IN    THE    DRY    GOODS    TRADE open    to   represent   Ontario   manufacturers   in   Montreal    and    Quebec 
Province.      Silks    preferred.      Highest    references.      Apply    Box    94,    Dry 
Goods    Review,    128    Bleury   Street,    Montreal. 

TVjANUFACTURERS'  AGENTS  SELLING  WHOLESALE  DRY  GOODS trade    wish    to    obtain    a    standard    Canadian    line.      Box    320,    Dry 
Goods   Review,    143   University   Ave.,   Toronto,    Ont. 

TiESPONSIBLE  SALES  ORGANIZATION  OPEN  TO  REPRESENT 
reliable  manufacturers  and  exporters  in  British  Guiana,  on  a  com- 

mission basis.  All  Canadian  manufactures  and  products.  Correspond- 
ence and  samples  with  quotations  invited.  C.  E.  Gabriel,  New  Amster- 
dam,  Berbice,   British   Guiana,   S.A. 
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Kelly  Sales  System 
Stage  Big  Convention 

Minneapolis  Scene  of  Two-Day  Campaign 
For  Better  Sales— 1,000  Attend 

Banquet— Festive  Finish 

Over  five  hundred  sales  conductors 

and  other  employees  of  the  Kelly  Sales 

System,  of  Minneapolis,  attended  the 

Better  Sales  Convention  of  that  organ- 

ization, which  was  held  on  December 
27th  and  28th,  1920. 

The  sessions  of  the  convention  were 

conducted  in  the  West  Hotel,  of  Minnea- 
polis, and  presided  over  by  Mr.  T.  K. 

Kelly,  who  gave  a  characteristic  opening 
address. 

"The  merchant  who  says  that  these 

are  hard  times  and  that  'it  can't  be  done' 

Is  fooling  himself.  We  are  doing  it," 
said  Mr.  Kelly,  who  sounded  a  fine  note 

of  optimism  and  enthusiasm,  which  was 

maintained  throughout  the  entire  con- 
vention. 

H.  E.  Dever  took  up  in  detail  the  sub- 
ject of  clothing  and  clothing  sales,  while 

a  similar  discussion  was  conducted  on 

the  shoe  and  leather  goods  trade  by  W. 
C  La  Grave. 

An  analysis  of  the  talks  made  at  the 
convention  indicated  that  about  the  only 

retail  values  which  have  not  declined  re- 

markably in  the  last  few  months  were 

those  applying  to  the  furniture  and  hard- 
ware trade. 

About  sixty  speakers,  all  experts  in 
their  line,  addressed  the  convention. 

Almost  the  entire  hotel,  which  was 

beadquarters  for  this  convention,  was 

given  over  to  the  delegates  and  their 

■wives  and  friends. 
The  evening  of  the  convention  was 

marked  by  a  banquet  attended  by  fully 

one  thousand  people,  given  to  the  sales 
conductors,  the  office  staff  and  their 

friends  and  families,  by  Mr.  Kelly,  and 

followed  by  a  ball.  The  second  evening, 

however,  proved  to  be  much  more  of  an 

attraction  than  the  first,  because,  in  ad- 
dition to  the  banquet  and  ball  program, 

a  special  program  made  up  of  singers, 
dancers  and  comedians,  from  the  Min- 

neapolis theatre,  was  also  tendered.  The 
final  ball  also  was  converted  into  a  mardi 

gras  festival,  with  all  the  noise  makers, 
carnival  hats,  confetti  and  frolics  which 
attend  such  an  occasion. 

VISITORS   IN   TORONTO 

M.  and  Mme.  C.  Moutarde  arrived 
from  their  home  at  Lyons,  France,  in. 
Toronto,  on  January  3,  and  remained  for 

a  few  days  at  the  Queen's.  M.  Moutarde is  one  of  the  foremost  commercial  men 
of  the  French  republic  and  a  leader  in 
the  silk  trade  of  the  world.  He  is  here 
partly  on  business  of  his  company,  C. 
Moutarde  et  Cie,  which  has  Canadian 
headquarters  at  80  Wellington  St.  west. 

Millinery  Trade 
Officers  Chosen 

prised  nearly  the  entire  wholesale  mil- 
linery business  of  the  city,  and  was  pro- 

gressing well  both  financially  and  as  re- 
garded work  to  stabilize  the  business  in 

Montreal.  The  retiring  officers,  who 
had  been  appointed  provisionally  on  the 
organization  of  the  association,  reported 
that  while  prospects  for  the  business 
were  somewhat  unsettled  they  felt  con- 

fident that  the  existence  of  the  organ- 
ization would  have  a  good  effect  during 

the  coming  season. 

There  had  been  some  talk  of  extending 

the  association  into  a  Dominion  organ- 
ization, but  this  matter  was  not  dealt 

with,  owing  to  unsettled  conditions. 

Jno.   Belisle  is     President     of   Montreal 
Wholesale   Association 

A  complete  new  slate  of  officers,  with 
the  exception  of  the  treasurer,  was  elect- 

ed-at  the  first  annual  meeting  of  the 
Wholesale  Millinery  Association,  in  con- 

nection with  the  Board  of  Trade,  at  the 
recent  meeting  held  in  the  committee 
room  of  the  Montreal  Board  of  Trade. 

Following  are  the  officers  elected:  presi- 
dent, J.  W.  Belisle;  first  vice-president, 

E.  J.  Orkin;  second  vice-president,  H.  J. 
Lelievre;  treasurer,  S.  H.  Ivey;  directors, 
C.  Warshaw,  D.  F.  Christian,  J.  A.  Barry 
and  L.  Leone,  jr.;  secretary  H.  E.  Beatty. 
The  Wholesale  Millinery  Association 

was  only  organized  last  May,  but  the  re- 
ports presented  showed  that  it  now  com- 

BRITISH   FIRM   IN   SARNIA? 

Still  another  industry  is  considering 
Sarnia  as  a  suitable  location  for  the 
establishment  of  a  branch  plant.  A 
representative  of  an  English  wood  silk 
and  other  pulp  products  company  was 
in  the  city  recently  investigating  the 
possibilities  of  this  city,  and  although 

any  definite  decision  as  to  the  establish- 
ment of  a  Canadian  branch  is  held  in 

abeyance  pending  an  improvement  in 
business  conditions,  it  is  intimated  that 
the  choice  for  a  plant  site  rests  between 
Sarnia  and  another  Ontario  city,  with 
Sarnia  holding  the  advantage,  due  to 
facilities  offered  for  securing  an  ample 
supply  of  water  required  in  the  process. 

A  Big  Western  Enterprise 
The  handsome  four-storey  building  in  which  the  Regina  Trading  Company,  of 

Regina,  serve  the  needs  of  a  wide  Western  patronage.  This  big  departmental  store 
has  recently  made  important  extensions. 
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The  Thompson  Lace  &  Veiling  Co.,  Limited 

Laeea.  Veilings.  Geor- 

gettes. Ninons.  "My 
Lady"  Silk  Hair  Nets. 
Prfticess  Pat  Human 

Hair  '  Nets.  Sport Veils. 

Cor.    Wellington    and 
York    Sts.. 

Toronto.    Canada. 

Real    HARRIS,    LEWIS    and 
SHETLAND  HOMESPUNS 

Direct    from    the    makers.     Special    light- 

weights   for    Ladies'    wear — all    shades. 
Patterns   and    Prices   on    Application. 

S.  A.  NEWALL  &  SONS,  Stornoway,  Scotland 

Slate  ahade  daited  and  whether  for  Lad  la'  or  Genii' 

Infants',  Children's,  Girls' 
and  Misses'  Dresses 
We  are  Specialists  in  these  lines 

H.  L.   WATTS,  LIMITED 
400  Richmond  St.W.,  Toronto 

w M: 
T.  H.  Birmingham  &  Co. 

LIMITED 

to  99  apadina  Ave.,  TORONTO 
Maker*  of 

Women's  High  Grade 
Neckwear 

"  The    Exclusive  Neckwear  House" 

"EVERYTHING   IN  SILKS" 

M.  Ascher  Silk  Corp. 
Distributors—Iroquois  Silk  Mills 

102    Madison     Avenue,    New    York 

Sho-cards  will  Clear 
Your  left-over  stock 

Send  order  to 

G.  L.  Wooding 
P.O.  Box  62 Salmon  Arm,  B.C 

SILKS 
I      n  | 

\f;iM>S|BtllitTS       Ol 
iy    some    of    the 
iters     of      I 

ram 

J.  H.  GAGNON 
108  Dandurand  BIdg.        Montreal 

GERSTENZANG    BROS. 

Popular  Priced 
Flowers  and  Feathers 
670-674    Broadway,  NEW  YORK  CITY 

ITALIAN  TEXTILE  MEN  MERGE 

The  Italian  Federation  of  Whole- 
sale Textile  Notion  and  Yarn  Mer- 

chants 'was  recently  organized  at 
Rome  with  a  view  to  safeguarding 
the  interests  of  the  national  economic 

life.  Nearly  all  the  wholesale  asso- 
ciations in  Italy  are  represented  in 

the  new  bodv. 

PLAN  SAMPLE  FAIR  FOR  NAPLES 

The  Chamber  of  Commerce  of  Na- 

ples is  planning  to  organize  an  an- 
nual sample  fair  on  the  model  of  the 

Lyons  fair,  says  La  Journee  Indus- 
trielle.  It  is  believed  .that  in  view  of 

the  recent  development  in  the  indus- 
try of  the  region,  a  success  similar 

to  that  of  Milan  and  Trieste  may  be 
expected. 

London. — The  re-establishment  of 
British  commercial  stability  is  b?ing 
undertaken  by  a  mission  headed  by 

Sir  Charles  Sykes  and  six  representa- 
tives of  British  industries,  acting  as 

an  independent  body  of  business  men 
which  has  proceeded  to  Denmark,  and 
which  can  offer,  it  is  said,  £10,000,000 
worth  of  goods,  comprising  woolens, 
hosiery,  bolts,  etc.,  to  any  continental 
group. 

The  mission's  scheme  is  to  take  a 
small  percentage  in  cash  and  the  re- 

mainder on  a  barter  basis.  Shipping 
facilities  have  already  been  arranged 
to  extend  trading  to  all  countries,  it 
is  claimed. 

The  British  press  is  unanimous  in 
approving  the  scheme  presented  by 
Sir  Edward  Mountain,  chairman  of 
the  Eagle  Star  &  British  Dominion 
Insurance  Company,  for  the  formation 
of  a  syndicate,  backed  by  the  Govern- 

ment, banks  and  insurance  companies 

Half  Ball Full  Ball No.  14 

You  can  make  these  button...  while 
your  customer  waits.  Their  own  cr 

your  material.  Sixty  years'experience  behind  our  service_ 
SCORES  OF  ATTRACTIVE 
COVERED  BUTTONS 

Made  easily,  economically 

and  profitably  with 

Menkin    Equipments 
Send  for  particulars 

S.  MENKIN,  INC. 
143  W.  28th  St.,  New  York 

Kent-McClain   Again 
Special  fixtures  for  samples  and  special  mer- 

chandise save  wear  and  tear  and  add  bo  Bales 
— Mr.    E.    s.    Edwarcla    has   demonstrated   this 

in  his  sample  rooms  in  the  MrKinmm  Build- 
in;,'.  Toronto,  where  on  two  different  occasions 
i.   ilv      Kent-McClain      Limited,       (Toronto 

Show  Case  Company),  have  been  ''■.illed  on  to inshi]    these    special    cabinets. 

FOR    HONEST   VALUE   AND 
SATISFACTION 

CROWN  PANTS 
Will    increase    your    sales.      Our    production 
has   increased  60%   over  former  years. 

CROWN  PANTS 
322    Notre    Dame    West, MONTREAL 

EVERLAST 
OILCLOTH  BINDING 

A  heavy  gauge,  double  bevelled  solid 

brass  binding  as  used  in  office  build- 
ings where  permanency  is  so  essential. 

$11.85  per  hundred  yds.  Retails  at  18 
cts.  Order  now  for  spring  delivery,  to 
complete  your  oilcloth  deot.  stock.  THE 
METAL  WEATHERSTRIP  CO..  Ottawa. 

Canada's 

Largest  Makers  of Cotton  Flags 

Wrire  for  Price* 

THE  COPP,  CLARK  CO. 
517  Wellington  St.  West       Toronto 

"HOOSIER" 
The  best  36-inch  brown 
domestic  in  America 

Buy  it  by  the  bale; 
Bell  it  by  the  bolt 

Indiana    Cotton    Mills 
Cannelton,  I  nd.,U.S.  A. 

LARGEST  MANUFACTURERS 
Artificial  Flowers,  Plants  and  Vines. 
Window  Decorations,  Japanese  and 
Chinese  Decorations,  Papier  Mache 
Novelties,  Electric  Lighted  Flower 

BusJhes.  Write  for  our  Catalogue.  It's free   for  the   asking. 

The  Botanical  Decorating  Company 
(Incorporated) 

208  W.  Adams  St.,  Chicago,  III. 

Save  time  -  Buy  right 
Use  1921 

Fraser's  Textile  Products  Directory 
A  complete  key  to  the  Canadian  Market. 

Write  or  call  for  approval  copy. 

i?  n   LI:   l-        r       222  Craig  W.,  Montreal 
Fraser  Publishing  Lo.    122  Wellington  W.,  Toronto 

Bartell  Patent  Pockets 
Used  and  Endorsed  by  59 

Canadian  Clothing  Manu- 
facturers. This  List  can  be 

had  from 

BARTELL  PATENT  POCKET  CO. 
117  East  34th  St.,  N.Y.C. 
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I  Specialize  in  Boot  Laces 
for    the    wholesale    trade    in    the    better 

grade*. 
Banded    in    pairs,    in    gross    boxes 
Fancy    Cabinets.     100    pairs,    banded     in 
pairs.      These    are    more    profitable    than 
bulk    make-up.      Also 

'  FATHFR     I.ACFS.    all    kind*. 

E.  W.  McMARTIN,  MONTREAL 

VEILINGS  and 
SILK  NETS 

HODGES  & 
232  McGill  St. 

LETTAU 
Montreal 

Agencies  wanted  for  Great  Britain 
L.  A.  NELSON 

Hosiery  &  Knitted  Goods 

Agent,    Wholesale   and   Export. 

Headquarters,    London,    England. 
59.  Gresham  St..  E.C.  2. 

Open    to    represent    manufacturers,    all 
classes    except    Summer    Ribbed    Under- 
wear. 

RIBBONS    OP    DISTINCTION 
".l-c"   Hil>l>oiis  have   peculiar 
unarm.      Widely   advertised   to 
i  lie      consumer      under     their 
trade-mark      names     for     the 
protection  of  the  dealer. 

"SATIN     DK     LIjXB" 
•TROUSSEAD" 
"LADT    FAIR" 

••8AXKANAP"    "Vmucr- 
"I>EMOORAOT" 

JOHNSON.    COW© IN   *   CO.,     40  E.   80th  St. 
New   York.    N.Y.  Made  In   U.S.A. 

Cotton  Comforters 
Down  Comforters 

Deliveries   Guaranteed 

The  Toronto  Feather  &  Down  Co., Ltd. 
2154-56-58  Dun  das  St.  W.,  Toronto 

B  LAN  K  E  T  S 
PRIESTLEY  BROTHERS 

Blanket  Manufacturers 
GROVE  MILLS  HALIFAX 

Telegrams  and  Cables,  "Blankets"  Halifax 

Codes,  A. B.C.  5th,  and  Bentley's 

JUTE  GOODS 
WHY  NOT  BUY  DIRECT  FROM  THE 

MANUFACTURERS. 

James  Brodie  Representing 

COXBROTHERSLP 
12  BANK  OF  OTTAWA  BLG.,  MONTREAL 

WILL  P.  WHITE,  LIMITED 
Montreal 

137  McGill  Street 

Head  Office  : 
Toronto 

65  Sirmoe  St. 

Manufacturers'    Agents    and    Distributors 

Textile   and   Smallwares   Specialities. 

Wholesale  and  Manufacturers  Only  Supplied. 

to  support  the  credit  of  British   mer- 
chants in  foreign  trade. 

Bankers  and  financiers  regard  it  as 
the  only  safe  and  sound  plan  which 
could  be  worked  economically.  It  is 
estimated  that  if  the  scheme  is  suc- 

cessful it  will  ultimately  extend  to  a 

capital  sum  approaching  £100,000,000. 

Bradford,  Eng. — Leading  organiza- 
tions of  manufacturers  and  mer- 
chants engaged  in  the  piece  goods 

trade  are  actively  supporting  the  pro- 
posal to  form  a  company,  to  be  known 

as  the  British  Woolen  Trades  Export 

Corporation,  with  the  object  of  tak- 
ing advantage  of  the  credit  and  other 

facilities  provided  under  the  Govern- 

ment's export  credit  scheme,  also  to 
find  an  outlet  abroad  for  surplus 
stocks  of  piece  goods.  The  plan  is 
to  have  the  shares  held  equally  by 
merchants  and  manufacturers. 

The  draft  of  the  scheme  as  pre- 
pared by  the  Federation  of  Woolen 

Merchants  and  Shippers  of  Great 

Britain  and  Ireland  is  now  being  con- 
sidered by  the  Woolen  and  Worsted 

Trades  Federation,  an  influential  body 
of  manufacturers  and  spinners. 

When  the  company  is  formed  it  is 
proposed  to  invite  members  of  the 
trade  associations  concerned  to  send 

particulars  and  samples  of  any  lines 
of  surplus  stock  available.  It  is  then 

proposed  that  those  supplying  such 

samples  be  asked  to  grant  the  com- 
pany an  option,  on  specified  lines  at 

specified  prices  and  the  company  will 
endeavor  to  negotiate  sales  and  ar- 

range payments  by  means  of  the  Gov- 

ernment's export  credit  scheme  or 
through  special  arrangements  with 
foreign  governments,  or  through 
financial  houses. 

It  is  not  the  intention  to  make 

profits  for  the  company,  the  main  ob- 
ject being  to  find  markets  abroad, 

arrange  payments  or  credits,  and  re- 
lieve the  home  market. 

It  is  believed  that  the  scheme  has 

every  prospect  of  going  through. 

MESH  BAGS  in  Silver  and  Gun  Metal 

Finish.  METAL  FRAMES  for  Ladies' 
Hand    Bags. 

Made  in  Canada  for  the  Canadian  Trade 

WHITING  &  DAVIS   CO. 
SHERBROOKE.  QUE. 

Kent-McClain  Again 
Messrs.  Mac  &  Mac.  of  Reifina,  Sask.. 

have  added  Kreatly  to  the  attractive- 
ness of  tfhair  store  by  the  installation  of 

new  silent  salesmen.  These  cases  are 
in  rich  quarter-cut  fumed  Oak  and  were 

supplied  by  Kent-McClain.  Limited  TTo- 
ronto    Show    Case    Company). 

H.  Levy  &  Sons,  Limited 
1*8  McGill  Street         •         MONTREAL 

Phone  MAIN  1457 

Woollens,  Linings,  Trimmings,  etc. 
For    Clothing    and    Cloak    Trades 

CHILDREN'S 

GARMENT 
DRYING  FORMS 
non-rusting 

patented 
Write  for  Circular No.  31 

,     J.  B.    TIMBERLAKE 
•  SONS,  Mb,. 

JaeksM  Michigan 

MCRCH  ANDliT  E 

D  B.  Fisk&Co. Chicago 

New  York  Salesroom : 

Open   Throughout  the  Year 
411  Fifth  Avenue 

ADVERTISEMENT  WRITERS  and 
SHOW  CARD  WRITERS  WANTED 

Big  demand  for  both  men  and  women. 
We  prepare  you  in  few  months  at  home 

— under  experts.  Our  graduates  in 
demand.  They  earn  good  money.  Get 
particulars.      Write 

SHAW  CORRESPONDENCE  SCHOOL 
Toronto,  Canada  (Dep.  D.RJ 

•Smallwares 
— -AND   

Hosiery 
The  Robert  Hyslop  Cq  u*-!hp 

HAMILTON.  ONTARIO 

Manufacturers 
329-331  Fourth  Ave.,  N.  Y. 

SUPERBA  BINDING 
BRAIDS,  CORDS,  DRESS  TRIMMINGS 

Fred  Jones  &  Company 
Manufacturers  and  Importers 

Babies'  Hand  Crochet  Goods  Notions 

Babies'  Hand  Knit  Goods  Novelties 
Art  Needlework  Materials 

Room    712,  Empire    Building 

64  WELLINGTON  ST.  WEST,   TORONTO 
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Choir  Gowns 
The  Best  in  Design 
The  Best  Made 
The  Most  Reasonable   in    Price 

HARCOURT  &  SON,   LIMITED 
103  King  Street  W.,  Toronto 

CLIMAX  PAPER 
BALERS 

ALL  STEEL-FIREPROOF 
"Turn*    Waatm 

Into  Pro/it" 12  SIZES 
Sand  for  Catalog 

CLIMAX  BALER  CO 
Hamilton,  Ont. 

STERLING  DRESS  CO. 

Popular-Priced  Ladies'  and  Misses' DRESSES  and  SKIRTS 
220  KING  ST.  WEST  -  TORONTO 

ADELAIDE  38S7 

JOSEPH  G.  HAWA  &  CO. 
367  St.  Catherine  St.  W.,  Montreal 

Imerican  Bead  Co.  inc. 
(POaTErV.       AND         «»MJFACTUflCR.       ©* 

DEADS  AND    NECKLACES 
495     FIFTH      AVENUE 
NEW  YOnK.       CITY 

COTTON   PANT1NGS  AND  SUITINGS 
for  Manufacturers  only 

GANSEMAN  &  DeMYTTENAERE 
MOUSERON  BELGIUM 

MAKERS    OP   LEADING   LINES 

G.  C.  EGAN  CO.,  LIMITED 
18  St.  Helen  St.,  -  MONTREAL 

Sole  Canadian  Representatives. 

PENNANTS  PILLOW-TOPS 
and 

CHAIR-PADS 
MADE  BY 

Canadian   Manufacturing  of  Novelty 
49-51  Boucher  St. MONTREAL 

J.    CHANANIE 
Wholetale  Dry  Good*  Importer 

has  removed  to  larger  and  more  central  premise!    at 

323  NOTRE  DAME  ST.  WEST 
MONTREAL 

where  He  will  render  still   more  efficient   service  than 
in  the  patt 

London.  — ■  Woolen  merchants  of 
Great  Britain  are  heartily  supporting 
the  formation  of  a  British  woolen 
trade  export  corporation.  Plans  are 
being  discussed  to  put  the  capital 
stock  out  in  one  shilling  shares. 

According  to  this  shilling-share 
plan,  merchants  are  individually  ex- 

pected to  subscribe  £100,  while  manu- 
facturers will  be  asked  to  subscribe 

for  the  shares  in  proportion  to  £1  per 
loom  to  a  maximum  of  £100. 

A  committee  of  the  proposed  Brit- 
ish woolen  trade  export  corporation 

will  fix  selling  prices  on  a  fair  re- 
placement value  of  cloth  stocks,  but 

owners  can  withdraw  their  material 
if  the  prices  are  not  approved. 

The  corporation  will  appoint  repre- 
sentatives in  European  markets  who 

are  expected  to  take  full  advantage 

of  the  Government's  export  credit 
scheme,  which  has  a  fund  of  £26,- 
000,000. 

Control  of  the  corporation  is  vested 
in  a  council  of  six  merchants,  six 
manufacturers  and  four  co-operative 
members. 

The  organization  will  terminate  six 

months  after  the  Government's  ex- 
port credit  scheme  ceases  to  function. 

Central  offices  for  the  organization 
have  already  been  taken  in  London. 

Swiss  Sample  Fair  in  Basle,  April  16. 

The  fifth  Swiss  sample  fair  will 
take  place  at  Basle,  its  permanently 
alloted  domicile,  between  April  16th 
and  26th,  it  was  announced  from  the 
Swiss  Information  Bureau  recently. 
The  chief  object  of  this  exhibition  is 
to  stimulate  existing  business  rela- 

tions; to  afford  opportunities  for  the 
making  of  new  connections  and  to 
give  the  public  in  general  a  better 
idea  of  the  nature,  extent  and  pro- 

gress  of  home  manufacture. 

Only  Swiss  firms  and  products 
manufactured  in  Switzerland  are  eli- 

gible for  this  Fair.  In  case  of  cor- 
porations the  majority  of  the  manage- 

ment and  at  least  half  of  the  capital 
must  be  of  Swiss  origin  and  their 
chief  seat  must  be  located  in  Swit- 
zerland. 

TAPES 
ALL  WIDTHS  AND  QUALITIES 

CARRIED  IN  STOCK 

Walter  Williams  &  Co. 
508  READ  BLDG.,  MONTREAL 

20  WELLINGTON  ST.  W.,  TORONTO 

Red  Seal  Zephqr  Ginghams 
Evererr  Classics 

Eden  Clorh  -  Blue  Bell  Cheviofs 
Standard  Woven  Corro.i  Fabrics 

SMITH. HOGG  &COMPANY 
115-117  WORTH   STREET- NEW   YORK 

Boston- 144  Essex  St.    Chicago-226  West  Adams  St- 

DIRECTORIES 
Of  all  Canadian  Trades. 

All  branches  of  the  Dry  Goods  Trade  covered  by 

WOMEN'S     WEAR,    JULY;     MEN'S     WEAR. 
SEPT.;    TEXTILE    PRODUCTS,    JAN.,    com- 

bining   above    two. 

n  i»  ■  ••  l-      n      222-Craig VK,  Montreal, rraser  Publishing  Lo.  122   Wellington .  ff. ,   Toronto. 

BALLOONS 

Printed  with  >uur  ad- vertisement at  small 
cost.  Brines      the 
mothers  and  children. 

L.    G.    BEEBE 
28     Wellington     St. 

E..    Toronto 

MILLINERS! 
GIVE   US  A   CALL! 

We  specialize  in 

MILLINERY  ACCESSORIES, 
HATS,  NOVELTIES, 
FANCY  FEATHERS 

and  ARTIFICIAL  FLOWERS. 

Compare  our  values  with 
others  and  mark  the  con- 

trast. A  high  standard  of 
excellence,  both  in  quality 
and  workmanship,  has 
ever  distinguished  our 
products.  It  pays  to  sell 
the  BEST,  that  is 

LEONE'S. 
Samples  submitted  on  re- 

quest. Prompt,  efficient 
service. 

JOS.  LEONE  &  CO. 
Wholesale  Milliners 

17  ST.  HELEN  ST.  -   MONTREAL 
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1921  TEXTILE  PRODUCTS  DIRECTORY  NOW  READY. 

A  complete  Buying  and  Selling  Guide,  a  time  saver  for  Street  Address  and  Telephone. 
An  approval  copy  sent  on  request. 
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FRASER'S 
Classified 

GENERAL   DRY    GOODS 
DIRECTORIES 

Three  Separate  Books 

From  1914  to  1916,  Women's  Wear  and  Men's  Wear  were  each  published  twice  a  year  for  the  Spring 
and  Fall  Seasons.  In  1916  to  improve  the  service  we  combined  the  Spring  issues  of  each  book,  to 
form    Textile    Products    Directory,    large   page    size. 

FRASER'S  WOMEN'S  WEAR  DIRECTORY 
Pocket  size,  each  July — 430  pages. 

FRASER'S  MEN'S  WEAR  DIRECTORY 
Pocket  size,  each  September — 300  pages. 

FRASER'S TEXTILE  PRODUCTS  DIRECTORY 
A  Combination  of  Women's   Wear  and  Men's   Wear. 

Large  page  size,  each  January — 350  pages. 

CONTENTS: 

Every  Canadian    Manufacturer,    Wholesaler,    Agent,    Retailer    and 
Firm  outside  of  Canada  represented    in    Canada    is    listed    without 
charge. 

Women's  Wear  Directory. — Covers  every  branch  of  the  Dry  Goods, 
Garment,  Furs,  and  allied  lines,  (Dry  goods  retailers  and  garment 
stores  list  in  this  book  only.) 

Men's  Wear  Directory. — Covers  every  branch  of  the  Clothing,  Fur- 
nishings, Hats,  and  allied  lines.  (Men's  wear  retail  stores  list  in  this book  only.) 

Textile  Products. — Covers  the  combined  lists  of  Women's  Wear  and 
Men's  Wear,  corrected  to  date.     In  addition  also  department  stores 
list  with  names  of  all  buyers,  and  all  Clothing,  Garment,  and  Textile 
manufacturers  are  grouped  in  three  lists,  with  full  particulars. 
Subscription   Price— $2.00  TEXTILE   PRODUCTS;   $1.00   Each  WOMEN'S  WEAR 

and  MEN'S  WEAR.     (In  Canada  $2.00.     Subscription  entitles  the  subscriber  to the  three  books  if  desired.) 
Advertising  rates,  including  subscription,  $75.00  page  in  TEXTILE  PRODUCTS — 

$40.00  each,  in  Women's  Wear  and  Men's  Wear  Directories. 

FRASER  PUBLISHING  CO. 
Publishers  of  SIX  specialized  Canadian  tradelDirectories . 

Head  Office:     222  Craig  Street  West,  MONTREAL.  -  Tel.  Main  5196 
Branch  Office:     122  Wellington  West.  TORONTO.  -  Tel.    Adel.   1030 

Write  for  an  Approval  Copy. mm 
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Dominion  Raynsters 
t  i 

Made-in-  Canada '    Raincoats 

"DOMINION  RAYNSTERS" 
are  made  for  men,  women 
and  children.  They  come  in 
many  different  styles  and 
materials  suitable  for  every 
occasion. 

Think   of   Spring 
Almost  before  you  realize 

it,  Spring  will  be  here  and 
your  customers  will  be 

asking  for  "Dominion 

Raynsters." Have  you  seen  the  new 

Spring  styles?  Have  you 

placed  your  "Dominion 
Raynster"    orders  ? 
If  not,  write  our  nearest 

branch  to  let  you  see  what 

"Dominion  Raynsters" 
have  to  offer  in  the  way 

of  styles  and  values. 

"Dominion  Raynsters"  are 
the  everyday,  rain-and-shine 
coats.  They  are  absolutely 

waterproof,  yet,  in  appear- 
ance, are  like  the  expensively 

tailored  Spring  and  Fall 
coats. 

Being  Dominion  Rubber 
System  products,  you  can  sell 
them  with  every  confidence 
in  their  sterling  quality  and 
in  the  service  they  will  give. 

The  "Dominion  Raynster" 
label  goes  in  every  coat  to 

protect  you  and  assure  satis- 
faction  to  your  customers. 

Write  to   the  nearest  service  branch 

JOMlNlOtf 
RUBBER  »' 

Dominion  Rubber  System  Service  Branches 
are  located  at 

Halifax,   St.  John,   Quebec,    Montreal,   Ottawa,  Toronto,  Hamilton,  Brant- 
ford,  Kitchener,    London,  North  Bay,  Fort  William,  Winnipeg,   Brandon, 

R°gina,  Saskatoon,  Calgary,  Lethbridge,  Edmonton,  Vancouver  and  Victoria. 
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Stamped  Articles 
for  Embroidering 

Latest  [styles  and  ideas 

in  Lingerie,  Children's 
Dresses  and  a  great 

variety  of  dainty  and 

useful  articles. 

Montreal      Toronto    |  Winnipeg        Vancouver 

NEEDLECRAFT 
Tfie  Product  makes  theJlrt possible 

^Jf    ̂ ^ 
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The  W.  R.  Brock  Company 
(LIMITED) 

Reco//e^% 

Warehouses 

TORONTO      MONTREAL      CALGARY 

Offices  and  Sample  Rooms 

Sydney  Ottawa  Winnipeg 
Halifax  London  Edmonton 

Quebec  Hamilton  Vancouver 
London,  Eng. 
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Suits  Tailleur,  Polo  Coats 

Velveteen  Jackets 
PERHAPS  you  have  been  thinking 

of  "Kenyon"  as  the  company  that 
have  made  such  a  success  of  good-look- 

ing Ken  reign  weatherp  roofs  and  water- 
proofs. 

That's  right,  and  we  are  making  more 
good-looking  models  every  season. 

But  we  don't  stop  there.  (Look  at  this 
illustration  and  you'll  be  convinced  of 
that. )  For  every  one  of  these  models  as 
well  as  many  others  with  quite  the  same 
dash  and  style  bear  a  Kenyon  label. 
And  that  means  we  have  used  every  bit 
of  our  valuable  knowledge  gained  from 
over  half  a  century  experience  in  mak- 

ing fine  clothing  for  men  and  women. 

(Illustrated)  The  black  velveteen 
jacket  with  its  charming  tuxedo 
front  comes  alone  or  all  fitted  out 
with  plaid  or   white  flannel  skirt. 

The  plaited  skirt  in  the  box  suit  is 

quite  the  oddest  you've  seen  and 
fits  wonderfully. 
The  coat  of  white  polo  acquires  all 
its  style  from  its  simplicity  of  line 
and  design. 

Note — Our  really  truly  golf  suit 
consists  of  breeches  to  be  worn 

with  either  a  golf-shoulder  jacket 
or  a  long  cape  that  allows  per- 

fect freedom. 

IfT1     "  '"W-^H 

C.  Kenyon  Co.,  Inc. 
Fifth  Ave.  Bldg. 

New  York 
223  Jackson  Blvd. Chicago 

DRY    GOODS    REVIEW,    February,    1921.      Volume    XXXIII.      Published   every   month  by  the  MacLean   Publishing  Company,  Limited,  143-153  University  Ave., Toronto.     Yearly  subscription   price,   $2.     Entered  as  second-class  matter  at  the    Post   Office   Department,    Ottawa. 
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ROGRESS 
is  assured  to  the  Retail  Dry 
Goods  Merchants  who  utilize  to 

the  fullest  extent  all  the  ad- 
vantages offered  by  our  efficient 

organization,  comprising  thirteen 
departments. 

Progress  as  the  outcome  of  sound  mer- 
chandising is  the  spirit  of  our  business, 

the  spirit  we  impart  to  our  many  thous- 
ands of  customers,  backed  by  the  benefit 

of  our  immense  buying  powers.  Every 
department  in  this  great  corporation  is 
fully  equipped  to  care  for  the  merchants 
throughout  Canada;  stocks  in  anv  line 
contain  an  extensive  variety  of  desirable 

merchandise,  thoroughly  representative 
of  the  requirements  of  stvle  and  the  needs 
of  the  people,  and  assuring 

BEST  VALUES EXCELLENT  SERVICE 

GREENSHIELDS  LIMITED 
17  VICTORIA  SQUARE,  MONTREAL 

"Everything  in  Dry  Goods" 
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2L  &  Mnq,  fetlfe  Company 
Uimtteb 

"3TI)e  g>ilfe  fyovtit  of  Canaba" 

All  the  Beauties  of 

Springtime   
JAPAN ana 

CHINA  SILKS 
CHARMEUSE 

DUCHESS  SATINS 
GEORGETTES 

CREPE  DE  CHINES 
FANCY  STRIPES 

PLAIDS 
FANCY  TRIMMING 

SILKS 

PYJA9AA  SILKS 
SILK  SHIRTINGS 

and 
WASH  SATINS 

are  reflected  in  the  Spring-like  atmosphere  noticeable 

in  the  new  Silks  we  are  showing.  Soft,  clinging 

Silks  for  the  fashionable  silhouette  ;  Taffetas  ana 

kindred  weaves  for  the  bouffant  styles  ;  Silks  that 

drape  beautifully,  Silks  that  ruffle  and  distend,  Silks 

that  lend  themselves  in  many  ways  to  the  new  modes 

of  the  hour. 

You  will  be  delighted  with  the  many  new  and 

distinctive  shades  we  are  showing  and  the  variety  of 

smart  new  designs.  In  a  nutshell,  onr  stock  offers 

you  all  the  lines  that  will  contribute  to  brisk  selling 

this  Spring  ! 

< 

M.  §b.  ̂ tng  g>tlfe  Company,  Himitth 
59-61   Wellington  St.    West,   Toronto 

Fortign    Officii: 

Zurich,  Switzerland 

Yokohama,  Jafian 

Lyons,  France 

Chefoo,   China 
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Your  Easter   Requirements 
Should   Be    Taken 

Care  of  jkow! 

Trade  keeps  good  and   a   scarcity  of 
the  popular  lines  quite  to  be  expected. 

We   have   a   splendid   stock  on  hand 
now  of  the  following : 

Voiles,  Organdies  and  Silks 

Ribbons,  Laces  and  Veilings 
Blouses  in  Voiles,  Muslins,  Crepes  and  Silks 

Silk   Hosiery  in  All  Shades 

Men's  Shirts,  Collars  and  Ties 

John  M.  Garland,  Son 
&  Co.,  Ltd. 

Ottawa  -  Canada 
Wholesale  Dry  Goods 
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H.  P.  RITCHIE  &  COMPANY 
38-42  CLIFFORD  STREET TORONTO 

Also  jVjanufacturers  r/Letallic  Laces,  Silk  Lingerie,  EmhroiJeries 
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Oil  AW  A 

111    Sparks    St. 

HAILEYBl  RY 
.Matahanick 

Hotel 

SUDBURY 

McKle   Range 
Hotel 

SHEKBROOKE 
4    London    St. 

Price  Stability 
lias  taken  up  its  abode  at 

RACINE'S 
The  House  of  Big  Values 
and    100%   Satisfaction 

\\  e  are  selling  merchandise  backed  by  our  reputation 
for  quality  and  good  service  at 

Rock-Bottom  Prices 
It's  Up  to  You   to  take  advantage  of  our  mighty 

convincing  values  in  every  one  of  our 
Fourteen  Departments. 

A — Cotton  Staples 
AX — Flannelettes 
B— Wash  Goods 

C — Woollens 
D — Linens 

E — Dress  Goods  and  Silks 

1      Men's    Underwear  and Sweaters 

G — Home  Furnishings 

H — Ladies'  Hosiery  and  Under- 
wear 

I — Men's  Fancy  Furnishings 

J — Ladies'  Ready-to- Wear 
K — Smallwares  and  Notions 

L — Men's  Fine  Shirts 

M — Workingmen's  Wearables 

\\  hether  it  is  a  few  dozen  articles  or  a  whole  car- 

load— phone,  wireor  write — you'll  find  us  "on  the  job." 

N.B. — A  new  sample  room  has  been  opened  at  85  Germain 
Street,  St.  John,  N.B. 

QUEBEC Merger  Bldg. 

SYDNEY,    N.S. 

269  Charlotte 
Street 

THREE 
RIVERS 

Main  Street 

RIVIERE  DC  LOUP 
Hotel    Anrtil 

CHARLOTTETOWN, 

P.E.I. 
Queen  and  Sydney  Sts. 
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You  Sell  Satisfaction  When 
You  Sell  The  HOOVER 

It  is  a  good  rule  to  sell  the  best  in  mechanical 
devices  of  all  kinds. 

Not  always,  however,  is  the  best  device  the  one 
which  is  the  best  known  or  the  easiest  to  sell. 

The  Hoover  is  that  fortunate  combination. 

Prospective  purchasers  usually  favor  The 
Hoover;  they  are  convinced  of  its  superiority, 
and  expect  to  be  satisfied  with  its  use. 

You  are  enabled  to  close  each  sale  pleasantly, 
knowing  that  you  are  adding  a  new  friend  for 
your  store,  or  making  a  better  friend  out  of 
an  old  customer. 

For  keep  this  in  mind:  you  sell  satisfaction 
when  you  sell  The  Hoover. 

The  Hoover  Suction  Sweeper  Company  of  Canada,  Limited 
Factory  and  Executive  Offices:  Hamilton,  Ontario 

^e  HO  OVER 
It  Beats  .  .  .       as  it  Sweeps       as  it  Cleans 

MADE  IN  CANADA— BY  CANADIANS— FOR  CANADIANS 



P  U  Y    GOODS     UK  VIEW 

INVEST  NOW 
in 

HIGH-GRADE  TOWELLING! 

Only  QUALITY  is  a  Good  Investment 
Whether  the  purchase  be  large  or  small,  both  the  merchant  and  the  customer  like 
to  feel  that  they  are  getting  real  value.  When  a  salesman  knows  his  merchan- 

dise is  the  best  of  its  kind  he  sells  it  with  an  enthusiasm  which  not  only 
stimulates  the  interest  of  his  customer  but  inspires  a  real  feeling  of  confidence 
in  the  merits  of  the  goods. 

Our  Linen  Department  is  replete  with  GOOD  Towels  and  Towelling — attrac- 
tive,   quick   selling    and    profitable. 

Gray  Stripe Unbleached  Pure  Linen  Crash 

Width  15  in. — 20c Width    21    in.— 30c 
Bleached  Crash   (Red  Border) Width    23    in.— 37 Vic 

Width    16    in.— 22 '/2c Width    27    in.— 45c 

Width    19    in.— 27'/2c Bath   Towels 

Width    23    in.— 35c Unbleached   Red   Stripe  Bath   Towels 

Width    27    in.— 42 '/2c 18    x    34— $3.00 

I  nbleached    (Blue   Border) White  Bath  Towels 

Width    17    in.— 22c 16    x    33— $2.75 

Samples  sent  upon  request 

P.  P.  MARTIN  &  CO.,  LIMITED 
50  St.  Paul  St.  W.,    Montreal,   Que. 

Quebec:  9  Rue  Charest 
Toronto:   152  Bay  Street 

Sherbrooke:   103  Wellington  St, 

Ottawa:  25  Sparks  Street 
Three  Rivers:  82  Royal  Street 

St.  Hyacinthe:  234  Cascade  Street 
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A  Familiar  Sign 

SHOW  CASES 
AND 

FIXTURES 
Supplied  by 

Kent-McClain 
Limited 

Wherever  new  stores  are  being  built 
or  old  stores  being  made  over  to 
look  like  new — you  will  see  this  sign ! 

WRITE   FOR   ILLUSTRATIONS. 

(Toronto  SnowCasfCo)    LfflUtjM 
181-199  Carlaw  Avenue 

TORONTO 

^^^ 

n 

■ 

\ 

J 
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and  I  buy  all  I  can  afford" 
w ITH  a  woman  it  isn't  a  question  between  true 

Irish  linen  or  something  else — she  gets  all  the 
linen  she  is  able  to  just  for  its  own  sake. 

High  prices  caused  by  low  production  failed  to  stop 
the  steady  demand  until  retail  buyers  began  to  stop 
buying. 

This,  combined  with  the  suggestion  that  there  was 
practically  no  linen  to  be  had,  suppressed  the  natural 
sale  of  linen. 

Suppressed,  but  not  destroyed. 

A  woman  will  never  admit  that  she  has  too  many 
clothes.  Nor  does  she  ever  reach  the  point  where  she 
has  enough  real  linens. 



;>  i!  y   (.;<)(>  ds   k  k  v  i  10  w 

11 

In  spite  of  this  widespread  demand  existing,  which 
is  in  abeyance  for  merchandising  reasons,  it  will  take 

a  certain  amount  of  energy  to  re-awaken  active  buying 
desire  on  the  part  of  your  customers. 

Their  linen  buying  has  been  put  off  so  much  and  for 
so  long  that  to  bring  a  linen  department  back  to  the 
full  tide  of  its  prosperity  will  require  a  strong  initial 
effort. 

Linen  window  displays  are  always  attractive.  There 
is  a  lure  in  linens  peculiar  to  this  matchless  fabric. 

Well  written  local  advertising  with  a  touch  of  the 
Irish  atmosphere  brings  a  quick  popular  response. 

These,  with  close  attention  to  interior  display  and  an 
attractive  assortment  of  stock,  will  soon  bring  linens 

to  their  rightful  position — the  bright  spot  in  the  store. 

'Sfo  IRISH  LINEN  SOCIETY BELFAST IRELAND 

American  Office  and  Information  Bureau 
239  West  39th  Street,  New  York 

FOR 

SAnSFACTION 

Q/here  is  no 
substitute/or 
CJrue  Irish finerx 
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All  the  Year  Hosiery 
There  is  never  a  season  without  a 
demand  for  durable  cashmere 

stockings,  especially  for  children. 

A.  B.  C.  Hosiery  fills  every  require- 
ment of  discriminating  customers 

who  want  good  quality,  neat 
fit  and  durability,  combined  with 
economy. 

A.  B.  C.  Hosiery  has  become  familiar 
to  Canadians  through  extensive 
and  attractive  advertising  in  big 
daily  papers.  The  dealer  who  links 
up  his  hosiery  display  with  our 
advertising  gets  increased  sales, 

Comes  in  all  sizes  for  men,  women  and 
children.  Every  pair  seamless  with  rein- 

forced heels  and  toes. 

Children's  Hosiery— 1  and  1  rib,  sizes  4  to  10. 
Women's  Hosiery—Flat  stitch,  perfect  fit. 
Men's  Half-Hose— All  sizes,  elastic  cuff. 

Allen  Bros.  Co.,  Ltd. 
883  Dundas  Street  East 

Toronto 
— Selling  Agents  for  Canada— 

WILLIAM  G.  EVIS  &  COMPANY 
28  Wellington  Street  West,  Toronto 

"CANADIAN   GOODS  ARE   BETTER'' 

#^*$^^^^*^ 
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SELLING   AGENTS: 

Wm  G.  Evis  &  Company.  28  Wellington  St.  West,  Toronto,
 

Western  and  Northern  Ontario,  Quebec,  Maritime  Pro- vinces   and    Manitoba. 

Stanley  McLeod,   543   Granville  St..   Vancouver,   B.C.. 
British   Columbia.    Alberta   and   Saskatchewan. 

H.  Switzer.   193  Sparks  St..  Ottawa. 
Eastern    Ontario   and   Montreal. 

Your 
Easter 
Sales 
Every  woman  wants  new  silk 

stockings  for  Easter  and  the 
newer  the  style  the  better  she 
will   be  please*  1. 

Latest  Fashion 
Our  new  lines  of  Winsome 

Maid  Hosiery  in  a  beautiful 
two-tone  heather  effect,  in  silk 
and  mercerized,  will  be  a  big 
favorite  for  Easter  and  early 

Spring.  This  line  (Number 
400  in  our  stock)  comes  in 
five  different  combinations  of 
the  fashionable  colors.  Woven 
with  back  seam,  it  fits  perfect ly 
and  is  both  smart  and  durable. 

Pure  Silk 
Winsome  Maid  Pure  Thread 
Silk  Hosiery  give  the  perfect 
weave,  neat  ankle  and  elastic 
top  which  make  them  favorites. 
They  come  in  a  wide  range  of 
lovely  colors,  sizes  8a/2  to  10. 

For  Men 

We  also  carry  all  lines  men's half-hose  in  pure  silk  and  in 

heather  effect  in  silk  and  mer- cerized. 

Order  Now  for  Your 
Easter  Custom. 

ALLEN    SILK    MILLS    LIMITED 
43   Davies  Avenue,  Toronto 

"CANADIAN    GOODS    ARE    BETTER" 
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PURE  IRISH  LINEN  TOWELS 
—with  the  'OLD  BLEACH"  Reputation  and  Guarantee. 
A   fair  representative  stock  of  this  highly  acceptable  merchandise  has  been 
cleared  through  the  customs  and  is  available  for  prompt  delivery  from  our 
Now  York  premises. 

All  this  merchandise  is  manufactured  of  selected,  pure  flax  yarn  made  up  to 

the  highest  standard  of  quality — and  bleached  by  the  famous  "Old  Bleach" 
method  of  sun,  wind  and  grass. 

A  featured  display  of  this  attractive  merchandise  will  add  a  lustre  to  the  linen 
department. 

Large  orders  will,  of  course,  have  to  be  imported  from  Randalstown,  but  a 
selected  assortment  can  be  shipped  for  immediate  use  during  the  Spring  selling 
season. 

\   V 

"Old  Bleach"  Linen  C°1j? 
<23-25  EasT  56"- Street       New   York. 

JRLAMONT     MANAGER  t 



DRY     ( J  ( )  ( )  I )  S     R  10  V  J  K  W 15 

J.H.LY°N5*C° 
TELEGRAMS 

RECTOMANUS 

PHONE  L°ND°N 
TELEPHONES 

MAYFAIR 

3210-2  LINES 

Jhe  Colour  Opecialisfs 
in  Lest  class  silks]  for  gowns 
3, PRINCES  ST  HANOVERSQ 

LONDON  .wi. 

PATTERN 
BUNCHES 

ON  RECEIPT 
OF 

APPROVED 
TRADE 

REFERENCES 
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The  Evidence  of  Your  Eyes 

YV /ILL  tell  you  that  in  appearance 

*  *  Venus  Thread  Silk  Hosiery  is 
second  to  none.  Look  farther  and  you 
will  see  that  it  possesses  every  attribute 
of  perfection  in  silk  hosiery.  Perfect 

finish.      Perfect  shade.     Perfect  shape. 

Venus  Silk  Hosiery  Mills 
Limited 

TORONTO  ONTARIO 

Silk   Lingerie 

IS  the  answer  to  every  woman's  desire 
for  intimate  garments  of  the]  utmost 

uxury  in  texture  and  design  with  sens- 
ible service  and  satisfaction.  There  is  a 

Queen  Quality  garment  to  suit  every 
taste. 

St.  Catharines   Silk   Mills 

Limited' 

ST.  CATHARINES  ONTARIO 

Sole  Selling  Agents 
Richard  L.Baker  LCo. 

84  Wellington  StWest 
Toronto 
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House  Furnishings  Department 

A 

Large  Assortment   of 
STAIR  CARPETS 

Axminster 
Wilton 

Velvet  and  Mottled  Velvet 

Tapestry  and  Jute 
ALL  WIDTHS 

Also 

Latest  Designs  in 

SQUARES,  RUGS  a  nd 
RUNNERS 

Axminster 
Wilton 
Velvet 
Tapestry 

Jute 

ALL  SIZES 

SCOTCH  REVERSIBLE  RUGS 

We  have  a  splendid  assortment  of  Scotch  Reversible  Rugs,  all  sizes,  with 
Rugs  and  Runners  to  Match 

COCOA  MATTING  MATS  RUBBER  DOOR  MATS 
$ 

HODGSON,  SUMNER  &  CO.,  LIMITED 
83-91  St.  Paul  St.  W. 21  St.  Sulpice  St. 

MONTREAL 
84-92  LeRoyer  St. 

SAMPLE  ROOMS: 

7  Charest  St.,  QUEBEC  Windsor  Hotel,  OTTAWA 

Carlaw  Bldg.,  28-30  Wellington  St.  W.,  TORONTO 

Can.  Bank  of  Commerce  Bldg.,  THREE  RIVERS  Metropole  Building,  SHERBROOKE 
503  Mercantile  Bldg.,  VANCOUVER  50  Bon  Accord  St.,  MONCTON,  N.B. 

)ooog>oo  oo-<3ooo(((    B) 
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Tfc<?  T.K.KELLY 
MIAJ/NCAPOLIS,   Mi/N/M.       U.  S.A 

This  Is  the  aru-nc ad.  convenkicm  of  the  T.  K  .KEIIY 
SALES  SYSTEM  attended  by  more  than.  £bur  hundred  sales  - 
manager*  assembled  for  the  purpose  of  better  merchandising 
and  to  add  10O%  more  to  KELLY  SALES  SERVICE. 

This  two  dagy  convention  is  proclaimed  by  big  merchan- 
disers to  be  the  bitf^esfc  thing  of  Its  kind  ever  inaxig 

ucaled.  Over  one  ttiousaHd  people  sat  down  to  -the 
evening  banquets.  Every  salesman  left  Minneapolis, 
with  a  bid  overstock  of  enthusiasm,  confidence  and  ability. 
Stop  and  realize  what  thts mentis  to  thelfatJiAmerKOJiffeKficwis. 

■m 
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:> THESE  ARE  THE  MEN 
THAT  BACK  UP  THE  PRINCIPLE  OF  THIS  GREAT  ORGANIZATION  FORJ921 
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CONSOLIDATED 
PLATE  GLASS  CO 

OF     CANADA     LIMITED 
WINNIPEG  TORONTO  MONTREAL 

Headquarters  for 

Special  Glass 
for    Lighting    Dark    Store    Interiors. 

Zouri 
Safety  Set 

Metal  Store  Front  Construction 

Send  for  Catalogue 

A  Twenty  Thousand  Dollar  Financial  Expert 
There  are  few  men  who  could  afford  to  have  a  per- 

sonal financial  expert  to  assist  them  in  making  the 

right  kind  of  investments — the  safe,  sound  invest- 
ments that  can  be  passed  on  as  "an  enduring"  legacy. 

And  still  fewer  could  afford  to  employ  an  expert  who 
demanded  a  fee  of  $20,000  a  year.  But  this  is  exactly 
what  you  have  at  your  disposal — almost  at  your 
elbow — in  the  Investors'  Inquiry  Service  of  THE 
FINANCIAL  POST. 

Readers  of  THE  FINANCIAL  POST,  through  this 
service,  can  have  the  securities  they  are  considering 
thoroughly  investigated  before  spending  a  single 
cent.  Men  skilled  in  getting  at  the  hidden  factors 
and  bed-rock  facts  that  determine  the  value  of  stocks 
and  bonds  are  at  your  service.  Often  securities 
many  think  are  valuable  are  found  to  be  unpromis- 

ing, sometimes  mere  scraps  of  paper  when  the 
underlying  features  are  uncovered. 

It  costs  nothing  to  be  sure.     It  may  cost  much — perhaps  your  hard-earned  savings — 
to  be  sorry. 

Readers  of  FINANCIAL  POST  are  saved  all  this  guesswork — this  investing  in  the 
dark. 

Whether  you  invest  thousands  or  hundreds  it  will  pay  you  to  use 
this  splendid  service — free  to  all  subscribers  who  make  use  of  it. 

THE  FINANCIAL  POST  comes  to  you  for  one  year — fifty-two 
issues  on  receipt  of  $5.00.  Just  attach  a  cheque  or  draft  to  the 
coupon. 

The    Financial  Post 
143  University  Ave. 

Toronto 

THE  FINANCIAL  POST 
143   University   Ave.,  Toronto. 

  1921 

You  may  send  me  a  copy  of  THE  FINANCIAL 
POST.  If  after  reading  it  carefully  I  decide 

not  to  subscribe  I'll  write  you  within  five  days. 

Otherwise  you  may  bill  me  for  one  year's  sub- 
scription— $5.00. 

128  Bleary  Street, 

Montreal,  Que. 

303  Union  Trust  Bldg., 

Winnipeg,  Man. 
Name 

Address 
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1921— A  Banner  Year  for  Athletics! 
Athletics  are  becoming  more  popular  every  year,  not  only 

with  the  college  boy  but  with  the  Professional  and  Business 
Man  as  well. 

The  Dealer  who  handles 

ATHLETIC  GOODS 
is  certain  to  increase  his  business. 

THERE'S  MONEY  FOR  YOU  IN  HANDLING  OUR 
"MADE-IN-CANADA"  BASEBALL   UNIFORMS. 

Materials  of  highest  quality,  cut  to  individual  measure- 
ments specified,  "Big  League"  model,  unexcelled  work- 

manship, at  a  saving  of  35%  Duty.  Write  for  samples 
and  prices. 
Boy  Scout  Uniforms,  Rugby  Suits,  Hockey  Pants, 
Soccer  Pants,  Gym  Pants. 

"MOYER"  BRAND  ENSURES  QUALITY,  SERVICE  AND  SATISFACTION. 
We  also  manufacture  White  Duck  Clothing: 

Hospital  Clothing, 
Operating  Gowns, 
Nurses'  Aprons, 

Dentists'  Coats, 
Barbers'  Coats, 
Butchers'  Coats  and  Aprons, 

Restaurant  Clothing 
Abattoir  Clothing, 

Factory  Uniforms. 

A.  W.  MOYER  &  COMPANY 
Manufacturers  (To  the  Trade  Only) 

124  KING  STREET  WEST TORONTO 

>Do  You 
*'         Have    Trouble    Getting   Sunset? 

Many  retailers  all  over  the  country  are  complain- 
ing that  their  jobbers  are  continually  out  of  stock 

— and  we  wish  to  state  that  there  is  absolutely  no 
need  for  this  condition.    Your  jobber  can  get 

Sunset  SoapDyes 
In  all  colors — all  the  time 

We  have  large  facilities  and  can  make  immediate 
shipments — if  you  are  having  trouble — write  to 
our  Sales  Representatives  for  Canada 

Harold  F.  Ritchie  &  Co.,  Ltd. 
Toronto,  Canada 

North  American  Dye  Corporation,  Ltd. 
Manufacturers 

Toronto,  Canada 
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Discriminating  merchants 
and  retailers  secure  their 
best  interests  by  stocking 
goods  bearing  the  B.D.A. 
Monogram. 

GREAT  INDUSTRIAL 
LINK 

pHE  "raison  d'etre"  of  the  Bradford  Dyers'  Association, 
-1  Ltd.,  is  to  co-ordinate  the  Manufacturers'  Craft  with  the 

Dyers'  Art  to  produce  goods  calculated  to  maintain  a  world- wide supremacy. 

Z^1  OODS  dyed  and  finished  by  the  Bradford  Dyers' 
^-*  Association,  Ltd.,  bear  the  Association's  trade  mono- 

gram, recognized  throughout  the  Textile  World  as  the  Hall- 
mark of  Excellence. 

PHIS  distinguishing  symbol  is  something  more  than  the 
•1  average  hall-mark.  It  is  concrete  evidence  of  the  best 

Dye  and  Finish,  and  of  a  merchandising  policy  which 

attracts  a  definite  clientele.  All  goods  so  stamped  are  identi- 
fied with  their  sources  of  origin  and  invested  with  a  commer- 
cial individuality  which  may  be  summed  up  in  two  words — 

QUALITY  AND  RELIABILITY 
PATTERNS  showing  FINISHES  and 

full  particulars  can  be  obtained  on 

application   to — 

^ 
THE 

7i 

Bradford  Dyers'  Association; B? 
MANCHESTER 

6  OXFORD  5T 5T  PETERS  SO 

BRADFORD 
(Dept.  6)      39  WELL  ST. 

LONDON 
128  V  129 

CMEAPSIDE  I  C2. 

(tOPTRICMl) 
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Dorothy"  Voile 
:>ly  a  printed  cotton    voile  40"  wide— with 

difference:      "Dorothy"    Voile    is    made  of 
specially  twisted  cotton  yarn,  which  makes  it  extra 

well-wearing,  without  sacrificing  anything  in  softness  and  daintiness. 

"Dorothy  Voile  comes  in  stylish  designs,  which  are  always  being 
added  to  or  modified  to  keep  abreast  of  latest  fashions.  And  each 

design  is  prepared  in  seven  distinct  and  dainty  colour  schemes. 

Write  us  for  information  and  cuttings. 

ECOVEL— Velv  iteen  URB ANUS— Dress  Fabric 

DOROTHY— Voile 

WOVIC — Underwear  for  Women 

Vk&i. 

? 

SA^^AV.^AlAlAlAlAlAi^AlAlAi.gSZ 

CRAOCK£RS  IT 
JrJday  Stree  t 

JLondon  Sngland. 
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The   Motherland's 
Finest  Fabrics 

/^  P.  A.  Fabrics,  by  reason  of  their  high- 

^>4#  grade  quality,  their  exclusive  and  dis- 
tinctive designs,  have  attained  a  position  of 

pre-eminence,  and  every  care  is  taken  that 
nothing  shall  compromise  this  reputation. 

THE  Canadian  Representative  for  The  Calico  Printers'  Asso- 
ciation, Ltd.,  is  Mr.  Edward  Foster.  He  carries  samples  of 

all  the  C.P.A.  Fabrics  and  will  be  pleased  to  exhibit  these  to, 

and  receive  enquiries  from,  traders  interested  in  high-class  voiles, 
prints,  sateens,  drills,  printed  handkerchiefs  and  furnishing 

fabrics,  and  the  well-known  specialties :  Grafton  Voile,  Potters' 
Prints,  Cepea  Serge,  Sheenore,  Gemarkord,  Cylkcel,  etc. 

PLACE  YOUR  ORDER  NOW  TO  ENSURE 
PROMPT  DELIVERY 

Samples    will    be    submitted    on    request 

Address  your  communications  to : — 
MR.  EDWARD  FOSTER, 

426,  Coristine  Bldgs., 
20,  St.  Nicholas  Street, 

MONTREAL, 

and 710,  Empire  Buildings, 
64,  Wellington  Street,  West, 

TORONTO. 

The  Calico  Printers  Association 
Limited 

England 
Manchester 

<mm 
m>j 

&3S2S 
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WHOLESALE 
WOOLLEN   MERCHANTS 

Our   large   and   varied 

Range  comprises: — 
COSTUME  CLOTHS 

in  Tweeds 

DONEGAL  AND 
HARRIS  EFFECTS 

DYED  CHEVIOTS 
and  FRIEZES 

DYED 
BLANKET  CLOTHS 

VELOURS 
In  colours  and 
fancy  checks 

JACKET  CLOTHS 

MANTLE  CLOTHS 

LADIES'  SCARVES 
TRAVELLING 

RUGS 

We  cater  entirely  for  the 

Ladies'  Trade  in 
PIECE   GOODS 

All  orders  and  enquiries  re- 
ceive our  most  careful  and 

immediate  attention. 

1  '1  jfctt^^l 

Ll  i  f 
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r/(e  larger  sample  is  a  combination  of  black,  green 
and  white  that  is  striking  and  smart.  The  smaller 
sample  is  a  very  pleasing  light  blue  and  fawn 
diagonal  weave,  with  vertical   blue   stripe. 

"SCOBRO"  materials  impart  to  the  wearer  that  important 
sense  of  satisfaction  and  confidence  that  comes  with  the 

knowledge  that  the  material  is  always  correct,  always  smart, 

and  always  dependable — for  "SCOBRO"  invariably  means 
—"THE  BEST." 

Scott  Bros.  &  Co. 
(Proprietor     -     Wm.  Scott) 

WILTON  MILLS, HAWICK, 

SCOTLAND 
Cables: 

Scobro  Hawick 
Codes:  Marconi 

ABC,  6th  Edition 

LONDON  WAREHOUSE:  14  WATLING  ST.,  E.C.  4 

I 
| 

If 

Ml 

II 

| 

ii 
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Ladies' 
Leather 
Blouse 

Cases. 

Ladies' 
and 

^Gents' 
Suit 

Cases. 
CATALOG  M.W.R.  12  ON  REQUEST 

THE  MOST  PROGRESSIVE  HOUSE 
IN  THE 

TRADE 

Cowhide 
Kit  Bags 

Suit  Cases 

Brief  Bags 
Dress  Cases 
Masonic 
Attache  Cases 
Music  Cases 

Writing  Cases 

Overland 
or  Cabin 

Trunks 

Ladies' 

Hat  Cases 

ALL  GOODS  ARE 
THE  PRODUCT 
OF  OUR  OWN 
FACTORI ES 

BEST  BRITISH   MATERIAL  AND  WORKMANSHIP 

YOU  ARE  CORDIALLY   INVITED  TO  VISIT 

STAND  F.  103 
BRITISH   INDUSTRIES  FAIR 

WHITE  CITY,  SHEPHERDS  BUSH,   LONDON,  ENGLAND 

FEB.  21 -MAR.  4,  1921 
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HONE'S  BRITISH  MADE 
DRESS  SHIELDS  AND 

OTHER  HABERDASHERY 
Interesting  announcement  to  Haberdashery 

Buyers  visiting  Britain  for  British  Industries 

Fair,   February  21st    -    March   4th,  1921 

Although  final  details  are  not  to-day  available  re- 
garding the  Stands  we  propose  to  occupy,  we  make 

this  preliminary  announcement  in  the  hope  that  all 
our  Canadian  customers  and  other  friends  visiting 
Great  Britain  will  get  into  touch  with  us  in  London. 
It  will  be  our  aim  to  do  everything  possible  to  make 

your  visit  pleasurable  and  profitable — not  forgetting 
mutual  business  interests. 

Everything  we  make  is  of  the  best  British  work- 
manship, made  and  sold  as  reputation  builders,  with 

the  acccumulated  experience  of  thirty  years  to 
command  your  confidence  and  ensure  good  service. 
Our  products  include 

DRESS  GARMENT  WHALE- 
SHIELDS  SHIELDS         BONE,  ETC. 
BONED  AND  SHAPED  PETERSHAM  BELTING 

Advise  your  address  this  side  to : 

MESSRS.  DANIEL  HONE 
45-49   BANNER  STREET,  BUNHILL  ROW 
LONDON,  E.C.  1  ENGLAND 

CABLES  :    "SPRINGBOCK,  BARB,  LONDON" 
CODE:    MARCONI 
TELEPHONE:     1800  CLERKENWELL 
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iEi^thavejWorld-wide  reputation  for  merit. 

Sole  Manufacturers: 

RIGG  BROTHERS,  LTD. 
Cotton  Spinners  and  Manufacturers  since  1836 

6  MOSLEY  STREET,  MANCHESTER,  ENG. 

Cables:  Rigg  Brothers,  Manchester 
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Rigg's   Sheets 
and  Sheetings 

are  made  throughout  by  modern  methods  of  manu- 
facture at  our  mills  at  Bleaklow,  near  Bury,  Lan- 
cashire (Eng.),  from  the  best  raw  cotton  the 

world  can  produce,  selected  and  purified  by  our- 
selves. Diligent  scrutiny  in  all  stages  of  manu- 
facture maintains  that  unbeatable  quality  upon 

which  their  world-fame  rests. 

When  buying  sheets  and  sheeting,  avoid  all  imi- 
tations, and  insist  on  having  RIGG'S.  ALL 

RIGG'S  Sheets  are  vouched  for  by  the  makers. 
The  mark  "RIGG'S  MANUFACTURE,"  appear- 

ing on  the  selvedge,  constitutes  a  guarantee  of  the 
highest  quality. 

To  do  a  permanent  good -class 

trade,  show  RIGG'Sj[SHEETS 



SPERO 
ON     SELVEDGE    OUR    GUARANTEt 

BRITISH MAKE 

SUPER-STANDARDISED     QUALITY 

COTTON    GOODS 
3ZST   iN    THE   WORLD 

0rD5ALL         tattoo. 

V 

'!■-- 

COTTON  IMPORTERS 
SPINNERS.  DOUBLERS 
MANUFACTURERS 
AND       FINISHERS 

SPERO  MILLS  ON 
MANCHESTER  SHIP 

CANAL— THE  SHOW 
MILLS   OF   LANCASHIRE 

Velveteens 

Sheetings 

Madras  Shirtings 

Novelty  Cloths 

Pillow   Tubing 

Voiles 

(WHITE  ONLY) 

RICHARD  HA  WORTH  AND  COMPANY.  LIMITED,  ENGLAND 



The  Fine  Scotch  Underwear 
with  the  Fine   Scotch  Finish 

THE}    dry    goods   dealer    considering the  claims  of  Pesco  should  bear  in 

mind  the  important  fact  that  by  rea- 
son of  its  quality,  Pesco  becomes  a  habit 

with  the  public  and  that  this  habit  can 
be  exploited  all  through  the  year.     « 
There  is,  in  other  words,  a  constant  sale  for  Pesco. 
Pesco  is  not  merely  for  Summer,  or  for  Winter,  or 
for  day  or  for  night  wear.  It  is  for  all  times  and 
all  climes.  It  is  the  universal  brand.  Man, 
woman  and  child,  the  infant  and  the  aged,  the 
healthy  and  the  delicate  have,  within  the  wide 
compass  of  its  range,  textures  and  garments 
suited  to  every  need-  and  every  condition  of  life. 
Thus,  with  Pesco  in  the  fixtures,  business  is  ready, 
steady  and  profitable.  And  the  Cash  Bell  tinkles 
with  a  double  meaning.  Every  Pesco  Sale  binds 
a  client  to  a  Store. 

Sole  Makers: 

Peter  Scott   &  Co.,  Ltd. 
Hawick  -  -  Scotland 

London:  Carey  House,  Carey  Lane,  E.C.  2. 

Canadian  Agents: 
Messrs.  C.  &  A.  G.  Clark,  35,  Wellington  Street 

West,  Toronto. 
Mr.  R.  C.  Poyser,  516,  Drummond  Bldg.,  Montreal. 
Messrs.   The   Hanley   &    Mackay   Co.,   62,   Albert 

Street,  Winnipeg. 
Showcards,  Window  Tickets  and  Literature 

supplied.     Enquiries  invited. 

We  are  exhibiting  in  the  Clothing,  Outfitting  and  Woollen  T.r 
in  the  Drapery,  Textile  and  Women's  Wear  Exhibition,  4th Hall,  London,  England. 

The  Pesco  Range 

Obtainable    in     Pure    Wool    ami    Si 

and  wool  textures — For  Ladies  —  Combinations,  Vests, 

Spencers.  Bodices,  Drawers,  Knick- ers.   Nightdresses,    Bib   Vests,    etc., 

For  Children  —  Combinations,   Night- dresses.     Sleeping      Suits,      Shirts, 
Trousers,   Knickers,    etc.,    etc. 

For   Infants  —  Binders,    Wraps,    Kilt- lets,  Gowns,  etc.  _ 

For     Gentlemen    —    Shirts,    Trousers, 
Combinations,   etc.,   etc. 

Also 

Pesco     Hose  and  Half  Hose  in  Black. 
Colors  and  Mixtures,  and 

Pesco   Sports   Coats,    Jumpers,   TJnder- vests,  Sweater  Coats,  Scarfs  and  Caps 

in  the  latest  styles   and  color  effects. 

Guaranteed    Unshrinkable 

ades  Exhibition,  8th  to   18th  March,  1921,  and 
to   15th  April,   1921,  in  the  Royal  Agricultural 



TRADE TRADE 

1  MARK 

9    D.  DAVIS 
20  REDCROSS  ST.  and  I  BRADFORD  AVE. 

LONDON,  E.C.  1 ,  ENG. 
ESTABLISHED  1895 

MANUFACTURER  OF  ORIGINAL  AND  EXCLUSIVE  DESIGNS  IN 

HIGH-CLASS  LEATHER  GOODS,  LADIES'  HAND  BAGS 
JEWEL  CASES,  POCKET  BOOKS,  WALLETS,  PORTFOLIOS 

FITTED  ATTACHE  CASES 

WE  SHALL  BE  PLEASED  TO  WELCOME  ALL 

PRESENT  AND  PROSPECTIVE  CANADIAN  CUSTOMERS 

AT    OUR    EXHIBIT 

STAND  F.  42 

BRITISH  INDUSTRIES  FAIR,  WHITE  CITY,  LONDON,  ENG. 
FEBRUARY  21-MARCH  4,  1921 
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vWlLD&CO.,t^ V*^\.  ••  ̂ "^  Manufacturers  "^*     *MM 
**  DVe'd   Flannelettes  • 

Wholesale  and  Export  Only 

Quality,  Finish  and  Reliability  Unsurpassed 

Dominion  Agents : 
CANADA:.  Geo.  H.  Napier,  417,  Coristine  Bldgs.,  Montreal. 
AUSTRALIA:     C.  E.  Wain,  Commerce  House,  Flinders  Lane,  Melbourne. 
NEW  ZEALAND:    F.  C.  Brookbanks,  23,  Strand  Arcade,  Auckland. 
SOUTH  AFRICA:    E.  O.  Robotham,  Strathearn  House,  Rissick  and  Fox  Streets,  Johannes- burg. 

68,  MAJOR  ST.,  MANCHESTER,  ENGLAND 
Code: 

ABC  (5th  edition) 
Cables : 

"VAALETTE,  MANCHESTER' 
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H«ad  Off  tit  :• 
STAMFORD  5T. 
LEICESTER. 

TeUgraitv:.-5!A.RHS  leittsfcr. 

Telephone  2^70-1  Leicester. 

American.  Agents :- 
J.&W.  BASTARD 
(BOSTOH)C?. 
1S4  5UMMER  ST 

BOSTO^U.S.A. 

Bradford  Office  •.- 195/6  SWAN  ARCADE, 

BRADFORD. 

liiJJm  • 

-  i 

/ 
/ 

-  fc 

J.&WBASTARD -^  SPINNERS 

LEICESTER.      - 
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manufacturers  of  HABERDASHERY  &  SM ALLW ARES 
Owning  ten  of  the  best  equipped  modern  factories  in  Great  Britain 
producing  many  specialities  known  throughout  the  world,  such    as : 

HURCULACES— the  British  Laces 
for  Boots  and  Shoes — made  under 
the  most  approved  methods  of 

manufacture,  the  secret  of  their  durability 
being  the  great  strength  of  the  threads 
which  tenaciously  cling  together  and 
resist  wear.  STRENGTH  ^DURABILITY. 

MENDING  WOOLS  &  SEWING 

COTTONS.  The  St.  George's 
and  Crusoe  All-Wool  Mendings 

are  noted  for  their  softness  and  Strength 
in  wear,  their  Smoothness  in.  working, 
and  their  high  quality  and  finish.  Crusoe 
Cottons    are    an    equally    famous    line. 

SPHERE  HOSE  SUPPORTERS  for 
Ladies  Wear,  enjoy  the  widest  popu- 

larity because  their  quality  throughout 
is  the  finest  possible.  Made  and  finished 
with  thoughtful  attention  to  detail.  Each 

pair  fitted  with  the  famous  "  Grip  that 
grips  and  never  slips."  SPHERE  Suspen- 

ders, Garters  and  Arm  Bands  for  Mens 

Wear  are  supplied  in  many  neat  and  attrac- 
tive designs  ;  also  Sphere  Brownies, 

the  Hose  Supporters  for  Little  Folks. 

ELASTICS :  The  St.  George's  Brand Elastics,  including  the  well-known 
"  Violet"  Quality,  Braids,  Cords, 

Garter  and  Loom  Elastics. 

NAME    LABELS,    HANGERS    and 
LOOPS  for  Coats,  Shirts,  Mantles, 
etc.     This   is  a  notable  speciality 

of  ours. 

C OTTON  WEBBINGS  and  BIND- INGS :  Skirt  Bindings  (single  and 
duplex),    Glace    Bindings,    Tapes, 

Galloons,  Stay  Bindings,  Hat  Bindings,etc. 

Here  you  have  the  fast  selling  lines,  the  lines  for  YOU. 

TO  WHOLESALERS 
ALL     OUR     LINES. 

-Get  in  touch  with  us  A  T  ONCE  for  fuller  particulars  of 
  We     will     do     our     part    with     prompt    service. 

iniiiiiimii  i     iiiiiMiiiuiijiiiiimimi 

"WHOLESALE  ONLY 

FAIRE  BROs  &  Co.,  Ltd.,  LEICESTER, 
LONDON  :  Faire  Bros.  &.  Co.,  Ltd..  19  Fore  Street.  E.C.  2. 
SOUTH  AFRICA  :  Davies,  Gnodde  &  Smith.  1  Strand  Street. 

Port  Elizabeth. 

MELBOURNE:  Alfted  F.  Smith,  2  Fink's  Buildings.  Elizabeth Street.  Melbourne. 

SYDNEY:     Alfred    F.    Smith,    39    Queen    Victoria    Buildings, 
George  Street. 

ENGLAND. 

CHRISTCHURCH:  Robert  Malcolm,  Ltd.,  79  Lichfield  Street. 
Also  Auckland,  Wellinaron,  Dunedin. 

BOMBAY  :  F.  A.  Filmer  &  Co..  Gaietv  Buildings,  Hotnbv  Road. 
NORWAY  :  Hermod  Riis,  Grev  Wedels  Plass  4,  Christiania. 
SWEDEN :    Anglo-Amerikanska   Import    A.B.    Skeppsbron    3, 

Gothenburg. 

DENMARK  :  Adolf  Berendt,  St.  Kongensgade  36/8,  Copenhagen 
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WE  SPECIALIZE 
in  CLOTH  for 
LADIES'    WEAR 

I                                                      38 

• 

I                                     SANDSERGES 

I                                    TWEEDS 

|                                    BLANKET     CLOTHS 1 

|                                    WORSTED    COATINGS 

1                                                         * 

JOSEPH  FOSTER  & Co. 
I                                             CALDER  MILLS 

ELLAND,  YORKSHIRE 
ENGLAND 

Established  1863                                                                                                                                                                  London  Warehouse  : 

1  LANGHAM  PLACE 
REGENT  STREET  W. 

-                                                                                                                          4 

i 
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DRY    GOODS    REVIEW 

REGISTERED  TRADE  MARK  Canadian  No.  116.     Folio  27150. 

Important  to  Buyers  of 
HIGH  CLASS  COTTON   FABRICS 

Pi 
ease Note 
THE 

"FERSTRONG"  BRAND 
is  a  guarantee  of  the  Highest  Quality,  also  of  an 
absolute  uniformity  of  quality  in  all  repeat  business,  as 
all  the  FERSTRONG  Materials  are  made  out  of 
the  Finest  and  Purest  Cotton  the  World  can  Produce 

White  and  Dyed  Cambrics 
Also  the 

CREPE  -  DE  ■  FERSTRONG 

the    BEST  Substitute  for  Crepe-de-Chine 

These  materials  are  unrivalled  for  making  up  Ladies'  and 
Children's  underwear,  also  Blouses,  Jumpers,  Camisoles 
and  all  kinds  of  Ladies'  and  Children's  Dainty  Garments. 

Also     High -Class    Range    of    Longcloths. 
Write  to  FERSTRONG  Dept.  for  the  names  of  our  Wholesa'e 
Agents  ;  also    Free   Patterns   and    full  information  on  writing  to 

"FERSTRONG  DEPARTMENT" 
52  FAULKNER  STREET,  MANCHESTER,  ENGLAND      >> 



KING'S  CELEBRATED 
SCOTCH  WINDOW  HOLLANDS 

have  been  made  for  one 

are  recognized  throughout 

most  saleable  shading.  They 

are  unshrinkable,  fast  colors 

and  widths.  To  insure  get 
ers  are  advised  to  Examine 

Also  inside  Holland  Tab  on 

that    each    bears    name    of 

hundred  and  forty  years  and 
the  world  as  the  best  and 

are  unequalled  for  quality, 

and  made  in  all  colorings 

ting  genuine  goods,  custom- 
Tickets  and  Paper  Bands. 

end  of  each  piece  and  see 

"John  King  &  Son." 

SOLD  BY  ALL  LEADING  WINDOW  SHADE  JOBBERS Made  by 

JOHN  KING  &  SON 
GLASGOW,  SCOTLAND 

Established  1775 

Canadian  Representatives  :  CAMPBELL,  SMIBERT  &  CO.,  MONTREAL  and  TORONTO 

Robert  Morton  &  Sons 
Muslin  Manufacturers 

34  Albion  St.,  Glasgow 

—  SPECIALTIES  — 

Buckrams  -  Sparteries  -  Marlys 
MILLINERY  MUSLINS  in  BLACK, 

WHITE  and  COLORS 

Also 

PALE  BOOKS,  NAINSOOKS, 
LAWNS,  INDIA  LINONS, 
PERSIAN  LAWNS,  CHECK 
CRINOLINES,     MADRAS     and 
HARNESS  MUSLINS,  Etc.,  Etc. 

Cablet:     Morton,  Glasgow Code:     Marconi 

Canadian  Rcprescntalioe     ' 

STRACHANS,  LTD. 
Empire  Building,  64  Wellington  St.  West 

TORONTO 

KIDMAR  HOSIERY  CO. 
53  McPHAIL  ST.,  BRIDGETON,  GLASGOW 

Makers  of 

Ladies'  Sports  Coats 
Made  from  best  Scotch  Fingering  Yarns 

in  all  Shades.    Guaranteed  All  Wool. 

Children's  Jerseys 
Made  of  Wool  with  cotton  back.  In  all 

sizes  and  shades.  Styles  with  button 
shoulders  and  also  polo  collars. 

All-Wool  Shawls 
For  Infant  Wear.  Made  from  finest  Cross- 

bred and  Merino  wools.  In  large  range  of 
designs  and  any  sizes  required.  Also  in 
Black  and  Colours. 

Agents  : 

WRIGHT  &  MORGAN 
MONTREAL  and  TORONTO 
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Decorations  by 
DOBSONS  and 
MBR0WNE&6I? 
(The  Amalgamated  firms) 

Wholesalers  an  J 

Importers  on]/ 
■  Factories;-" 

Meadows  MilljNoftingkam 
k      .1     r»        i.        n.n 

■  Beeston  ■ 
VictoriaMillsJ)raycott, 
Burn  Road  Mills, 

•  Darvel,>(.B." 
■Head  Offices:- 
Station  Street 

Nottinghamjing. 

Cables  :-Brun,Nottingham.Eng 

Direct  Representative  :     Mr.  A.  J.  Burrows 

"Viyella" 
"Aza" {Rtgd) 

"Clydella" 
^Unshrinkable  Flannels 

Ou  1921  Spring  Price 
List  is  now  in  force  and, 

if  not  received,  is  avail- 
able on  request. 

WM.  HOLLINS  &  CO.,  LTD. 
(OF  ENGLAND) 

62  Front  Street  W.,  Toronto 

45  E.  17th  Street,  New  York 

r 
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FAUDELS,  LIMITED 
NEWGATE  STREET,  E.C.  1,  LONDON,  ENGLAND. 

EXPORTERS  OF 

Hosiery,  Haberdashery, 
Laces,  Embroideries,  Veilings,  Ribbons,  Cords  and  Fancy 

Goods  of  Every  Description. 
SPECIALIZING  IN 

Peacock  and  Squirrel  Brands  of  Knitting  Wools, 

also  Pure  and  Artificial  Knitting-  and  Sewing  Silks. 

FOR  CANADIAN  TRADE  ^tfek 

STAND  No.  E.  81 

White  City,   Shepherds   Bush 

BRITISH  INDUSTRIES  FAIR, Feb.  21-Mar.  4,1921 
CABLES:  FAUDEL,  LONDON. 

.  C.  McGregor  &  Co. 
53  McPhail  St.       Bridgeton,  Glasgow 

J 
Makers  of 

Furnishing  Muslins 
Madras  Muslins  in  cream,  white  and  col- 

oured,   in    all-over    and    border    designs, 
Harness,  Spots,  Sprigs,  Lappets,  Brise-bise and  Waterfall  Curtains 

Dress  and  Millinery 
Muslins 

Book  Muslins,  Robe  Muslins,  Lawns,  Nain- 
sooks, Madapollams,  etc. 

Agents 

WRIGHT  &  MORGAN 
MONTREAL  and  TORONTO 

TELEGRAMS: 
WAKEFUL 
GLASGOW 

CODE: A.B.C. 

5TH  EDITION 

WILSON   &    CO. 
48  ALBION  STREET 

GLASGOW 

MANUFACTURERS 

Ecru  and   Colored   Madras  Muslins, 

Coin  Spots  and  Figured  Harness 
Book  Muslins  Robe  Muslins 

Voiles 

Anglo-Swiss  and  Broche  Muslins, 

"Wilsco"  Lawns,  "Zelette" 
LACE  CURTAINS 

LACE  NETS 
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LION  CREST  FABRICS 
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CASEMENTS 

We  keep  up  our  large  variety  in  27",  30",  36"  and  50 Casements.    Best  value  on  the  market. 

CRETONNES 

Extensive  ranges  in  30"  Domestics  and  Sateens. 

Specialty  in  50"  Reversible  and  50"  Taffeta  Duplex. High-class  and  latest  styles. 

Through  Wholesale  and  Shipping  Only. 

Canadian  Representative  : 

GEO.  H.  NAPIER 
l[417  Coristine  Building     -     Montreal 

TEXTILE  SMALLWARES 

JAMES  CARR  &  SONS,  LIMITED 
CLARENCE  MILLS 

CLARENCE  STREET.  CHESTER  ROAD 

MANCHESTER 

Manufacturers  of  all  classes  of  Webs, 

Cords  and  Bindings,  in  cotton,  wor- 
sted and  linen;  Curtain  Webs,  Edg- 
ings, Layon  Borders,  Blind  Cords, 

Carpet  Binding,  Cotton  Banding,  etc. 

Original  Patentees  of 

CARR'S  WOVEN  LADDER  TAPE. 

WHOLESALE  ONLY. 

Agent  for  Canada: 

Mr.  D.  F.  Moore 

Manchester  Building,         Melinda  Street 
TORONTO 

MILLINERY  AND  HABERDASHERY  WIRE, 
Chenilles,  Hat  Braids,  Dress  and  Mantle, 

Cords  and  Girdles,  Artificial  Silk,  Braids  and  Rib- 
bons, Russia  Braids,  Embroidery  Silks,  Tassels, 

Pom,  etc.  Upholstery  Cords  and  Trimmings,  Scroll, 
Argyle,  Saddle  Bag  and  Flat  Gimps,  DRESS 
FRINGES,  Tassels,  etc. 

MADE  IN  SILK,  COTTON,  WOOL,  ETC. 

ARTIFICIAL    SILK   STRAW  BRAIDS 
for  MILLINERY  HAT  MANUFACTURING 

SUPPLIERS    TO    WHOLESALERS    AND    SHIPPING  HOUSES 

Shipping  and    Strictly   Wholesale    Trade    Especially    Catered  For 

^no«o 

P.  DAVENPORT 
Bridge  St.  Mills,  -  Macclesfield,  England       o*»°»d^ 

Telegrams:  Davenport,  Macclesfield 
MANCHESTER  OFFICE :  39  PICCADILLY 

Canadian   Agent:    R.  C.   PARSONS,  213  CLOSE     ̂ SpfV 

AVENUE,  TORONTO  2**^1 
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From  the  Home  of  the  PURE  SCOTCH  TWEEDS 

WE  SPECIALIZE  IN 

Highest  Class  Pure  Scotch  Tweeds,  Worsteds,  Etc. 
FOR 

LADIES'  and  GENTS'  WEAR 
A  Hearty  Invitation  is  Extended  to  All  CANADIAN  Buyers  to  Visit  Our  Mill. 

PETER  ANDERSON,  -  Manufacturer BRIDGE  MILL GALASHIELS SCOTLAND. 

j   jju  imimun 
JiiUi:iiiniiniiinniltmi:.:i""ir 

"""MTItllllll 

The  Hall-Mark  of 

Maximum  Comfort  and 
Durability  at  Minimum  Cost. 
FIRST  IN  THE   FIELD  AND  STILL  LEADING. 

Manufactured  on  THE  GRADUATED 

PRINCIPLE,  and  Commencing  with  TWO 
THREADS  in  the  TOP,  it  increases  in 
WEAR-RESISTING  PROPERTIES  as  it 
descends. 

Thus  THE  LEG  HAS  THREE  THREADS, 
THE    INSTEP   AND    FOOT    FOUR, 

and    the    HEEL   and  TOE    FIVE, 
making  it  essentially 

L 

A  HALF  HOSE 
FOR    HARD  WEAR. 

ABSOLUTELY  SEAMLESS 

PERFECT  IN  FIT 

GUARANTEED  UNSHRINKABLE 

To  be  had  from  any  of  the  Leading  Wholesale  Dry  Coods  Houses. 

tMrTMMTirMTTrlTrTIMTrMTTMTHTMTTIMIMrWTrTTTtTITIMM 

WHITEWEAR 
for  Spring  Sewing 

Place  your  order  now  for  the  coming  demand  for 

Horrockses'  famous  Cottons,  India  Longcloths, 
Nainsooks,  Cambrics  and  Madapolams. 

The  new  price  lists  issued  on  January  1st  show 

substantial  reductions  from  last  year's  prices — 
and  you  are  further  protected  in  your  buying  by 
their  guarantee  that  you  will  receive  the  benefit 
of  any  further  reductions  which  may  occur  before 
your  orders  are  filled. 

JOHN  E.  RITCHIE,  Canadian  Agent 
591  St.  Catherine  St.  W.  -  MONTREAL 

Branches  :     Toronto  and  Vancouver 

UNITED  STATES  AGENTS: 
WRIGHT  &  GRAHAM  COMPANY 

110  Franklin  St.,  New  York  City 

HORROCKSES,  CREWDSON  &  CO.,  LIMITED 

Cotton  Spinners  and  Manufacturers 
MANCHESTER,   ENGLAND 
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For  Easter 
the  Biggest 

Selling 

>  Proposition 

HER  LADYSHIP  GARMENTS 

We  have  IN  STOCK  for  immediate  delivery 
an  extraordinarily  fine  selection  of  Ready-to- 

Wear  Garments  of  "Her  Ladyship  Brand," including 

Voile  and  Silk  Waists 

Silk    Camisoles 
Silk  Underskirts 

Top  Skirts  in  Silk  Poplin  and 
Taffeta  Stripes 

Children's  Bonnets  (Special  Im- 
port   from    England ) 

.4/50 

"SOVEREIGN  BRAND"  DRESS  GOODS 
The  Finest  Procurable 

Skirtings    in    Fancy    Stripes    and 
Plaids 

Wool  Gabardines 
Wool  Tricotine 

Silk  Tricolette 

"Queen  Quality"  Taffeta  Silk 
"Lucerne"  Satin 
Printed  Voiles 

Printed   Marquisettes. 

Mail  Order  Forms  sent  upon  request. 

THE  W.  R.  BROCK  COMPANY 
LIMITED 

WHOLESALE   DRY  GOODS 

MONTREAL 
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^y^Sf\Tape  Quality 
ISPEMp  is  at  its  best 

in 

SUPER  SHRUNK  INDIA  TAPE 
Manufactured  by 

George  H.  Wheatcroft  Co. 
Wirksworth,  Eng. 

Tailors  and  others  who 
use  tape  extensively  like 
a  brand  that  neither 
stretches  nor  shrinks. 
Those  who  have  used 

"Super  Shrunk  India" 
are  loudest  in  its  praise, 
for  they  find  it  gives 
longest  wear  and  great- 

est satisfaction.  Have 
YOU  tried  it? 

Sole  Agents  for  Canada: 

Walter  Williams  &  Co.,  Ltd. 

THE  STAC. 

r  MONTREAL TORONTO 
QUEBEC 508  Read  Building       20  Wellington  St.  W.     533  St.  Valier  St. 

VANCOUVER,  217  Crown  Building 

IMPORTERS  and  MANUFACTURERS 

Art  Needlework  and  Fancy  Goods 
"Peri-Lusta"  "Crystal" Mercerized  Cottons  Artificial  Silk 

Embroidery  Materials 

Fancy  Linens  and  Piece  Goods 
MADEIRA    HAND   EMBROIDERED 
LINENS  and  HANDKERCHIEFS 

Campbell,  Metzger  &  Jacobson 
932-938  Broadway  New  York  Cor.  22nd  St. 

Canadian   Showroom   and  Factory  : 

Bay  and  Wellington  Sts.,         -        Toronto,  Canada 

The  Working  Man's  Choice 
TAPATCO 

Working  Gloves 
The  man   who  must  use  a  working  glove  knows  what  the 
essentials    are    for    hand     comfort,    efficiency,    and    long 
wear.      TAPATCO    Gloves    include    all    the    features    that 
contribute   to   these   essentials. 

Wide    range    of   styles,    weights    and    colors. 

The  American  Pad  &  Textile  Co. 
Chatham,  Ontario 

MAI 

t 

GOOD  TAILORING  IS  LABOUR  LOST 

IF    THE    CLOTH*  IS    ILL    SHRUNK 

~4/w» MAKE  SURE  IT  IS  SHRUNK     ::    AND  WELL  SHRUNK     ::    AND  KNOW  BY  WHOM 

THERE'S  LITTLE  SATISFACTION  IN  SUCH  A  STAMP  AS  "SHRUNK."  "WELL 
SHRUNK,"  "LONDON  SHRUNK,"  OR  "SHRUNK  BY  LONDON  PROCESS." 
INSIST  ON  A  SHRINKER'S  GUARANTEE— ON  THE  STAMP  OF  A  FIRST 
CLASS  FIRM  OF  LONDON   SHRINKERS— BEST  OF  ALL  ON  THE   STAMP   OF 

JENNENS,      WELCH         Co.,      Ltd., 
Cloth  Workers    and   Shrinkers,  and    Proprietors  of  the  Famous  "JENNWEL"  Waterproof  Finish 

LONDON,   HUDDERSFIELD  and  BRADFORD,  ENGLAND. 
WHEN  ORDERING  ENGLISH  CLOTHS.  SAY  "TO  BE  SHRUNK  BY  JENNENS.  WELCH  &  CO..  Ltd." 

-jrillllllNIIIMIMIIUIinilllMIIIIIMIIIIillllllllllllllllllllllllllMIIIIIIIIIIIIIlNIIIIIIINIi'llinnill'INIIIIIIIIIIIIIIIIII.IIIIIIIIMNIMIIIIIL- 

I    ABERDEEN    GLOVE    I 
COMPANY,   LTD. 

70   CHAPEL  STREET.  ABERDEEN 
A. B.C.  CODE,  5th  EDITION         | 

Makers  of  the  1 

FAMED  ABERDEEN  GLOVE 

Specialties  :  | 

MEN'S,  LADIES'  AND  CHILDREN'S 
KNITTED  WOOLLEN  GLOVES.  GAUNTLETS,  etc. 

Agents : 
JAMES  CROIL  &  SONS        ARCHIBALD  WRIGHT  &  CO. 

ST.  NICHOLAS  BLDCS.  32  SILVESTER  WILLSON  BLDG. 
MONTREAL  WINNIPEG 

ESTABLISHED   1849 

BRADSTREET'S Offices    Throughout    the    Civilized    World 

OFFICES    IN    CANADA: 
Calgary,  Alta. 
Edmonton,   Alta. 
Halifax,    N.S. 
London,  Ont. 

Sydney,  N.S. 

Ottawa.    Ont. 
St.   John   N.B. 

Vancouver.    B.C. 
Victoria,  B.C. 

Montreal,   Que. 

Quebec,   Que. 
Toronto,    Ont. 
Winnipeg,    Man. 

Hamilton,  Ont.,  and  St.  John's,  Nfld. 

Reputation    gained    by    long   years   of   vigorous, 
conscientious   and   successful    work. 

JOHN  A.  THOMPSON,  General  Manager,  Western  Canada 

TORONTO,  ONTARIO 
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TORONTO 

SPRING  AND  SUMMER 

WASH  FABRICS  fM  1 92 1 
Our  stock  of  Fancy  TV  ash  Fabrics  is  now  practi- 

cally complete.  We  have  already  done  a  huge 
Spring  Business  and  are  now  in  a  position  to  handle 
a  good  volume  of  Sorting  Orders. 

The  Range  Is  Extensive 
The  Styles  Are  Right 

The  Prices  Are  on  the  New  Low  Basis 

FANCY  PRINTED  VOILES 

In  great  variety — in  medium  and 
large  floral  effects,  also  in  conven- 

tional and  geometric  designs. 

See  that  the  latter  are  well  represent- 
ed in  your  stock.  They  are  slated 

for  big  business. 

FANCY  PRINTED   ORGANDIES 

These  are  another  of  the  season's 
favorites.  They  are  mostly  in  medium 

and  light  colors.  The  effects  are 
beautiful. 

PLAIN  COLORED  VOILES 

Four  qualities  carried  by  us  in 

ranges  of  colors.  Values  are  excellent. 

Prices  about  half  last  August  figures. 

PLAIN  COLORED  ORGANDIES 

These  are  some  of  the  most  active 

goods  we  have.  The  year  192 1 

promises  the  greatest  organdie  busi- 
ness in  all  our  experience.  Are  you 

prepared  ? 

FANCY  RATINES,  Stripes  and  Checks 

Ideal  medium  weight  goods  for 

Dresses,  Jumpers  or  Skirts.  These 
are  English  goods  and  exceedingly 

pretty  and  serviceable.  We  have 

Ratines  also  in   plain  white-striped. 

PERSONAL  INSPECTION  INVITED, 
or  see  samples  with  our  travellers.  We 

will  gladly  send  cuttings  when  re- 

quested. 

WAREHOUSE 

BAY  AND  WELLINGTON  STS.,  TORONTO 
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Distinctive 

Simplicity 

The  Spring  mode  interpreted 

in  the  language  of  "la  jeune 
fille"  means  a  boxy  sort  of  jac- 

ket, a  straight  slim  skirt — and 
a  sash.  No  costume  (or  the 

primrose  season  will  be  quite 
alluring  without  its  soft  ribbon 

girdle  and  long  sash  ends.  This 
particular  Spring  maid  chooses 

grey,  of  course,  with  a  smart 
chapeav.  of  vivid  blue. 
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BETTER  BUSINESS 

BUYERS,  traveller.-,  merchants  and  manufacturers 

are  unanimous  in  the  opinion  that  a  marked  im- 
pmvement  characterizes  the  trade  at  the  present  time. 

"I  helieve  that  when  Spring  business  opens  up  mer- 
<  hantS  all  over  the  Dominion  will  enjoy  a  prosperous 

season,"  says  Jack  McNabb,  of  Peterborough,  who  has 
just  opened  his  own  store.  "We  are  looking  forward 

i"  a  splendid  Spring  business,"  admits  the  head  of  a 
prominent  London  dry  goods  concern.  From  Mon- 

treal, Winnipeg,  and  Toronto;  from  the  Pacific  coast 

and  the  Maritime  Provinces  come  optimistic  reports. 
Business  is  very  much  improved,  buying  is  very  fair. 
and  the  public  demand  for  commodities  is  being 
evidenced  in  all  centres.  The  situation  in  the  dry  goods 
market  is  quite  surprisingly  lacking  in  sensation,  and 

only  the  chronically  pessimistic  dare  suggest  that  the 

outlook  for  Easter  business  is  not  far  better  than  any- 
one dreamed  it   would  be. 

Tn  order  to  retain  and  merit  the  returning  con- 
fidence of  the  consumer,  all  branches  of  the  trade  will 

have  to  work  together  in  the  cause  of  better  value. 

1  here  is  no  excuse  now  for  poor  workmanship  or  in- 
ferior grades.  There  is  no  room  on  the  market  for 

unsatisfactory  merchandise,  and  there  is  no  mad  rush 

into  the  market  for  goods  "at  any  price." 
There  is  a  need  for  carefully  chosen  and  reliable 

stocks  of  goods,  and  as  retail  business  has  been  fairly 
consistent  in  almost  every  centre,  it  follows  that  mer- 

chants will  require  to  replenish   their  stocks  in   many 

lines.  Even  so,  thej  have  now  plenty  of  time  to  pick 

and  choose,  and  the  manufacturer  who  offers  the  besl 

grade  goods  will  undoubtedly  be  favored,  for  it  is  now 

universally  understood  that  the  public  will  willingly 

pay  a  fair  price  tor  merchandise  of  quality. 

N", 

/'LEASED  CUSTOMERS 

business  can   be  made  a  success  unless  its  cus- 

,mers  are  so  well  pleased  with  the  goods  and  the 

service  which  they  get  that  they  will  continue  as  cus 

tomers  and  try  to  gel  other  customers  for  you. 

Any  business— be  it  a  little  store  on  some  cross- 
roads corner,  or  the  greatest  establishment  in  the  world 

—cannot  build  up  its  business  or  keep  its  business  on 

dissatisfied  customer's.  H  costs  more  to  get  a  customer 

than  your  immediate  profit  on  that  customer.  Getting 

a  new  customer  is  an  investment.  The  profit  you  make 

on  the  business  that  you  do  with  that  customer  is  a 

dividend.  You  do  not  and  cannot  immediately  get 

back  your  principal.  You  must  depend  upon  repeat 

orders  and  continual  patronage  to  earn  enough  divi- 

dends to  pay  back  your  investment. 

EDITORIAL  BRIEFS 

PAT  yourself  on  the  back,   Mr.   Merchant,  Spring  is 

here  and  so  is  your  customer. 
=F  *  * 

DON'T  wait  for  business  to  get  better.  Make  it  better, 
and  then  induce  everybody  else  to  see  that  it  is  better. 

You'll  feel  a  lot  better  yourself! 

*  %  H5 

LIKEWISE,  place  your  orders  for  what  you  need  with- 
out delay.  Some  of  the  buyers  just  back  from  New 

York  say  that  there  was  an  awful  scramble — yo«  know 
what   that  means. 

*  *         * 

1  F  YOU'RE  holding  a  'sale,  make  it  a  good  sale  and 

give  value.  If  you  are  holding  a  "Made-in-Canada  sale," 
he  sure  that  the  line  you  offer  is  worthy  of  the  slogan, 
then  go  to  it  and  give  Canada  credit  by  giving  punch 

to  your  sale  and  value  to  the  consumer.  Don't  have 
any  come-back  —  that's  bad  business,  poor  patriotism 
and  slovenly  service. 

EVERY  salesman  and  assistant  should  decide  now  to 

make  the  most  of  his  opportunities  in  1921.  It  is  the 

man  who  takes  a  big  interest  in  his  work  who  invariably 

forges  to  the  front.  No  matter  how  good  a  business 

may  be,  the  stranger  must  judge  it  by  its  letterhead. 

A  poor*  letterhead  makes  a  weak  impression.  The 
dry  goods  merchant  deals  with  the  best  people  in  the 
community,  and  it  is  poor  business  on  his  part  to  use 
cheap  stationery. 
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Take  the  Business  That  Belongs  to  You 
Get  Busy,  Enlist  the  Co-operation  of  the  Other  Merchants  in  Your  Town  and  Divert  Mail 

Order  Business  to  Your  Own  Counters — How  Does  This  Campaign  Scheme  Appeal 
to  You  ? 

By  IVA  RAE  MERRITT 

A  GREAT  deal  has  been  said  about 
dealing  with  mail  order  houses. 
I  worked  with  a  mail  order  con- 

cern for  two  years,  and  am  very  well 

acquainted  with  the  way  they  take  ad- 
vantage of  every  bit  of  dissatisfaction 

that  one  might  receive  from  the  neigh- 
borhood store,  but  seldom  have  I  seen 

the  small  town  merchant  run  a  cam- 
paign against  the  mail  order  house. 

Here  and  there  a  half-hearted  effort  is 
made. 

Why  not  have  an  Anti-Mail  Order 
Week  in  your  town?  Get  together  with 
the  other  merchants  and  go  after  mail 
order  business  in  the  same  way  they  go 
after  your  business. 

Well  I  remember  the  busy  days  we 
had  when  our  mail  order  concern  put 
its  shoulder  to  the  wheel  and  went  after 
new  customers.  They  issued  circulars 
explaining  in  short,  easy-to-understand 
sentences  just  why  mail  order  houses  in 
general  and  their  house  in  particular 
can  sell  goods  cheaper  than  any  store 
in  the  country.  That  was  their  chief 
drawing  card.  Then,  in  order  to  get 
the  trade  away  from  their  mail  order 
competitors  they  issued  little  booklets 
telling  just  why  they  could  deliver  more 
promptly  than  any  other  mail  order 
house  in  existence.  All  these  circulars, 
booklets  and  seasonable  greetings  were 
enclosed  with  mailing  matter  that  would 
have  been  sent  anyway,  such  as  checks, 
vouchers,  delivered  goods,  etc. 

Of  course  the  dry  goods  man  cannot 
go  after  his  business  in  the  same  way; 
he  should  take  advantage  of  the  many, 
many  drawbacks  of  the  mail  order 
house.  The  event  should  be  preceded 
by  an  effective  teaser  campaign.  Dur- 

ing your  Anti-Mail  Order  Week  show  a 
different  printed  card  in  your  window 
each  day.  Have  printed  circulars  to 
give  out  to  each  customer,  explaining 
your  advantages  over  mail  order  houses. 

Buying  Unseen 

Monday  can  be  the  "Buying  Unseen" 
day.  This  is  an  old  reason,  so  it  should 
be  dressed  in  a  different  way.  A  card, somewhat  startling  as  to  color  and 
printing,  should  have  the  place  of  honor 
in  your  window.  Group  around  the  card 
merchandise  that  people  would  not  think 
of  buying  before  it  had  been  carefully examined.  The  card  should  be  worded something  like  this: 

"WHY  THROW  MONEY  AWAY  TO THE  WINDS? 

"When  you  come  into  this  store  to 
buy  a  hair  ribbon  for  Sally  and  some 

Begin  To-day 
//  you  feel  that  the  mail  order 

houses  are  doing  you  out  of  busi- 

ness that  is  rightfully  yours,  don't 
sit  still  and  fret  about  it.  Get  up, 
and  get  busy  and  expend  a  little 
energy  on  this  growing  problem. 
Talk  it  over  with  the  other  retail 
dry  goods  merchants  in  your  town. 
Then  go  after  the  business,  and  get 
it — but  first  read  Iva  Rae  Merritt's 
plan  for  a  campaign  week.  It  is 
full  of  good  ideas  and  will  help  you 
in  more  ways  than  one. 

socks  for  Dad  do  you  just  ask  the 
clerk  to  wrap  you  up  three  yards  of 
pink  ribbon  and  a  pair  of  No.  11  socks? 

OF  COURSE  YOU  DON'T.  You  ask 
to  see  pink  ribbons.  You  finger  this 
quality  and  that  quality.  You  ask  if 
we  have  any  more  shades  of  pink. 
You  fish  out  a  piece  of  dress  material 
and  consult  the  clerk  as  to  colors,  and 
finally  you  buy  the  ribbon. 

"Then  you  go  to  the  sock  counter. 
You  ask  for  brown  socks.  You  dis- 

card this  pair  because  it  is  too  dark, 
and  that  because  it  is  too  light,  and 
finally  decide  upon  the  happy  medium. 

"You  leave  the  store  happy  because 
you  know  you  are  satisfied.  You 
leave  us  happy  because  we  have  done 
our  best  and  have  made  a  sale. 

"If  you  are  particular  to  see  colors 
and  feel  quality  here  why  do  you 
blindly  send  your  money  to  a  mail 
order  house  and  take  the  chance  of 

getting  what  you  want? 

"BE  BUSINESSLIKE.     SEE  BE- 

FORE YOU  BUY." 
Satisfactory   Returns 

On  your  second  day  have  a  new  card 
in  the  window.  It  should  deal  with  the 
matter  of  returned  goods.  The  card 

should  read  something  like  the  follow- ing: 

"GEE!!     AIN'T  IT  A  GRAND  AND 
GLORIOUS  FEELING 

when  you  have  bought  a  length  of 
silk  that  has  a  flaw  in  it  to  be  able 
to  take  it  back  and  blow  up  the  clerk 
and  then  get  a  new  length  of  silk? 
IT  SURE  IS  A  GREAT  FEELING 
but  it  is  something  you  are  deprived 
of  when  you  buy  from  a  mail  order 
house.  They,  no  doubt,  take  back 
goods  but  you  have  to  wait,  wait  and 
wait   and   then   like   as   not   receive   a 

check  and  have  to  come  here  and  buy 

your  goods. 
BUY  HERE  AND  SAVE  TIME  AND' 

TEMPER." 

Have  merchandise  with  flaws  in  it  on 

one  side  of  the  card  and  perfect  mer- 
chandise on  the  other  side.  Make  your 

customers  feel  that  you  are  human  and 
as  liable  to  make  a  mistake  as  the  next 

person,  but  at  the  same  time  you  are 
more  than  willing  to  rectify  the  mistake,, 
once  made. 

Price    the    Same — No    Bargains 

In  all  their  literature  the  mail  order 
houses  are  very  careful  to  leave  out 
anything  about  weekly  bargains.  Here 
is  something  that  is  impossible  for  the 
mail  order  concern,  and  should  be  taken 
advantage  of  by  the  merchant.  For 

your  Wednesday  card,  have  a  small  pic- 
ture of  a  large  building  in  one  corner 

and  a  picture  of  your  store  in  the  other. 
Along  the  front  of  the  mail  order  build- 

ing paint  a  large  sign:  "NO  BARGAIN 
DAY  HERE."  On  the  picture  of  your 

building  have  a  sign— "WEDNESDAY- 
BARGAIN  DAY."  Under  the  two  pic- 

tures have  the  following  advice: 

"In  these  days  of  bargains  and  still 
more  bargains,  don't  rely  upon  mail 
order  houses.  While  the  mail  order 
concern  is  selling  an  article  at  the 

original  price,  it  has  been  reduced' here. 

"You  may  get  a  book  of  special  bar- 
gains from  your  mail  order  house,  but 

you  must  remember   that  while   they 
were  printing  the  book  and  mailing  it 

out,  the  prices  have  dropped  still  fur- 
ther.    If  you  buy  their  so-called  bar- 

gains you  are  more  than  likely  paying 
a   high   price   for   your   goods.     They 

can't  keep  up  with  the  falling  prices."' 
On  each  side  of  this  sign  have  articles 

greatly   reduced   in   price.     Show,   when 
it    is    possible,    that    several    reductions 
have  been  made  on  the  article  so  as  to' 
prove   the    statement   of   the   card   that 
prices    are    dropping    quicker    than    the 
mail  order  house  can  keep  up  with. 

No  Comparisons  Can  Be  Made 

For  Thursday  have  a  Comparison  Day. 
On  one  side  of  the  card  have  an  article 
of  a  certain  color  and  design.  On  the 
opposite  side  have  the  same  sort  of 
article  but  of  a  different  color  and  per- 

haps a  slightly  different  design.  The- 
card  should  be  worded  something  like 
this: 

"HOW  DO  YOU  KNOW  THAT  TUR- 

QUOISE   BLUE    IS   MOST    BECOM- 
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ING?  How  about  this  yellow?  It 
just  matches  your  hair.  Perhaps  you 
would  like  this  better. 

"Come  in!!     Bring  your  friends!! 

"Try  on  both  shades.  Take  them 
both  home  with  you  and  bring  back 

the  one  you  don't  want.  Take  your 
time.     We  want  you  to  be  satisfied. 

"Remember,  though,  if  you  were 
buying  from  a  mail  order  house  you 
would  have  to  make  up  your  mind 
right  away. 

"Patronize  the  store  that  treats  you 
right,  the  store  that  gives  you  a 
chance  to  find  out  just  exactly  what 
color  and  design  you  want. 

"REMEMBER!  If  you  were  buying 
this  (dress)  from  a  mail  order  con- 

cern, you  would  never  be  quite  sure 
whether  the  blue  dress  might  have 
suited  you  better  than  the  yellow. 

You  couldn't  have  had  the  two  side 
by  side  and  tried  on  first  one  and  then 

the  other  before     deciding." 

Dissatisfaction  Day 

Rather  a  queer  sort  of  a  day  to  have, 

isn't  it?  Anyway  it  is  unusual.  Have 
Friday  for  your  dissatisfaction  day  card. 
In  the  middle  of  your  card  have  a  pic- 

ture of  a  young  lady.  She  should  wear 
a  bright  blue  hat,  a  sweater  of  a  differ- 

ent shade  of  blue,  a  dress  with  pink  dots 
and  a  pair  of  stout  walking  .shoes,, 
together  with  a  pair  of  sheer  white  silk 
stockings.  Underneath  the  picture  have 

the  words  "Miss  Mail  Order  House." 
Then  in  finer  type  have  the  following: 

"Miss  Mail  Order  House  wanted  a 
nice  blue  outfit.  She  received  the  blue 
hat  O  K,  but  the  Mail  Order  House 
was  out  of  dresses  with  blue  dots, 
so  they  sent  her  a  pink  one  instead. 
She  THOUGHT  the  sweater  would 
match  the  _hat,  because  it  did  in  the 
illustration,  but  OF  COURSE  it  didn't. 
She  received  the  white  silk  stockings 
and  was  very  pleased  with  them,  but 
as  the  Mail  Order  House  was  out  of 
white  pumps,  they  sent  the  nice  stout 
walking  shoes  instead.  They  also  sent 
a  man's  umbrella  instead  of  the  blue 
parasol,  but  Miss  Mail  Order  House 
left  that  at  home. 

SHE  WANTED  THAT  OUTFIT  FOR 
A  SPECIAL  PICNIC  PARTY.  SHE 
HAD  SPENT  ALL  HER  MONEY  ON 
IT  AND  IT  WAS  EITHER  A  CASE 
OF  WEARING  THE  THINGS  OR 

STAYING    HOME. 

Yes!     !  Miss    Mail    Order 

House   was    the    Belle    of    the 
party 

I  DON'T  THINK 

Such  a  thing  couldn't  have  happen- 
ed if  she  had  bought  her  clothes  here. 

Around  the  side  have  a  well  balanc- 
ed display,  with  every  article  blending 

in  with  its  neighbor. 

For  the  final  day,  have  a  grand  boost 
for  your  store.  Show  the  best  and  lat- 

est styles,  especially  styles  that  have 
suddenly  sprung  up.  In  the  middle  of 
the  display  have  a  card  something  like 
the   following: 

"Be  In  Style 

"When  you  buy  from  a  mail  order 
house  you  can't  be  in  the  latest  style. 
They  make  up  their  catalogue  in  the 
very  early  Spring.  You  know  how 
styles  suddenly  spring  up.  A  gar- 

ment is  in  style  one  month  and  out 
the  next.  It  is  impossible  for  the 
mail  order  house  to  keep  up  with 

these  styles.  They  have  to  be  con- 
servative. 

"Which  do  you  want  to  be?  Conser- 
vative or  Stylish? 

"Come    here    and    know   you   are    in 

Style." 

Play  up  for  all  you  are  worth  the 
mistakes  the  mail  order  houses  n  ake. 
I  can  well  remember  some  of  the  letters 
1  had  to  handle.-  It  seemed  almost  im- 

possible for  clerks  to  make  the  mistakes 

they  did.  An  invalid  received  a  child's 
tricycle,  a  young  tfirl  received  an  old 
lady's  shawl,  a  housewife  received  a 
fumed  oak  dining  room  table  to  go  with 
her  William  and  Mary  suite.  And  so 
it  goes  on.  Every  one  who  has  traded 

at  all  with  a  mail  order 'house  has  had 
one  of  these  things  happen  to  him,  and 
.your  cards  will  bring  up  past  grievances. 

Impress  upon  your  customers  their  fol- 
ly in  buying  with  mail-  order  concerns 

and  they  will  soon  start  trading  with 
you.  But  remember  one  feeble  effort 

won't  do  any  good.  What  you  need  is  a 
series  of  efforts,  and  then  a  follow-up 
program  at  least  once  a  month. 

Where    Do      Parcels    Go? 

Efficient  Delivery  is  One  of  the  Most  Important  Features  of 

Satisfactory  Store  Service — Don't  Neglect  Research 
in  This  Department',  It  Means  Money. 

ONE  of  the  most  common  and  wor- rying troubles  incidental  to  store 
service  is  that  of  the  incorrectly 

addressed  package  which  fails  to  reach 
its  destination,  causing  dissatisfaction  to 
the  customer  and  endless  trouble  for  the 
store  itself.  The  fault  may  be  a  minor 
one  in  so  far  as  the  employee  responsible 
is  concerned,  yet  the  mere  fact  that  delay 
and  waste  of  time  and  labor  is  involved 

on  both  sides  causes  it  to  be  regarded 

as  one  of  the  serious  problems  confront- 
ing the  retailer. 

There  are  innumerable  reasons  to 
which  such  errors  may  be  attributed,  and 
in  nine  cases  out  of  ten  the  fault  is  laid 
at  the  door  of  the  sales  clerk  who  wrote 
out  the  address.  Usually  the  mistake 
occurs  through  inattention  or  poor  hear- 

ing on  the  part  of  the  clerk,  who  may  be 
endeavoring  to  serve  several  customers 
at  once  or,  what  is  worse,  thinking  of 
something  else  while  taking  down  the 
address.  The  majority  of  such  mistakes 
are  due  to  provokingly  simple  causes, 
such  as  the  mistaking  of  the  number  70 
for  17,  as, happened  recently  and  resulted 
in  a  large  order  of  blankets  which  were 
required  immediately  for  shipping  to 
England,  to  go  astray,  and  consequently 
they  missed  the  steamer  and  had  to  be 
traced,  identified  by  the  store,  and  re- 
shipped  to  England  prepaid,  the  whole 
matter  involving  a  considerable  loss. 

As  most  stores  do  not  deliver  until  late 
in  the  day,  such  errors  are  therefore  not 
discovered  until  at  least  twenty-four 
hours  later.  When  the  complaint  depart- 

ment get  to  work  on  the  matter  it  may 

happen  that  the  delivery  in  question  has 
left  for  the  day,  which  entails  another 
delay,  and  if  the  customer  lives  at  a 
long  distance,  it  may  be  several  days  be- 

fore the  parcel  is  finally  delivered  to  the 
right  address.  All  this  is,  of  course, 
very  injurious  to  the  reputation  of  the 
store  in  so  far  as  ~  service  is  concerned^ 
In  such  cases  the  customer  is  apt  to 

come  directly  to  the  store  with  her  com- 
plaint and  is  seldom  ever  satisfied  unless 

the  sales  staff  responsible  for  her  pur- 
chase are  thoroughly  questioned  and  the 

matter  investigated  from  A  to  Z. 

Faulty  hearing  and  illegible  writing 
are  not,  however,  the  only  causes  for  such 
errors  of  omission.  Unfortunately,  the 

labels  provided  for  the  addresses  of  par- 
cels are  frequently  of  inferior  quality  or 

of  such  a  size  as  to  necessitate  very 

cramped  writing  to  get  in  the  entire  ad- 
dress. If  the  label  gets  smudged  or  dirty 

from  rain  or  snow,  the  delivery  man 
often  takes  a  chance  if  the  address  has 
become  somewhat  illegible  and  does  not 

wait  to  ascertain  if  a  purchase  is  ex- 
pected from  the  store  in  question.  He 

frequently  throws  the  parcel  into  the 
porch  and  drives  off  at  breakneck  speed, 
whereas  a  few  minutes  spent  in  verify- 

ing the  address  would  save  hours  of  in- 
vestigation later.  Such  errors  as  the- 

above  are  apt  to  occur  even  in  the  store 
itself  when  the  superscription  on  the 
parcel  has  been  carelessly  handled  so 

that  the  delivery  department  has  to  send' 
the  parcel  back  to  be  identified.  This  is. 
too  frequently  a  cause  of  delay. 

(Continued  on  page  125) 
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Locks  the  Doors  on  Opening  Day 
Peterborough  Stampedes  to  "La  Mode,  Limited" — Jack  McNabb,  One-time  Display  Man, 

Opens  Smart  Specialty  Shop  and  Finds  That  he  Can't  Keep  the  Crowd  Back — 
Windows  the  Eyes  of  His  Store. 

"La  Mode  Ltd.,"  of  Peterborough,  viewed  from  the  entrance. 

THE  contribution  of  effective  win- 

dow display  to  successful  mer- 
chandising is  illustrated  in  the 

recent  opening  in  Peterborough  of  "La 
Mode,  Limited." 

"La  Mode"  is  a  smart  specialty  shop,  a 
type  of  store  patronized  by  the  exclusive 
trade  in  large  cities;  and  although  an 
innovation  as  far  as  Peterborough  is 
concerned,  has  already  acquired  a  very 
enviable  clientele  among  the  fashion  de- 

votees of  the  town.  The  man  who  will 

risk  a  specialty  shop  on  an  elegant  scale 
must  know  his  business  and  his  town. 

"Jack"  McNabb,  who  is  "La  Mode,  Lim- 
ited," knows  both.  He  is  on  intimate 

terms  with  Peterborough  and  he  knows 

the  dry  goods  business  like  his  A,  B  C's. 
Furthermore,  and  most  important,  he  is 
a  graduate  from  the  window  display  de- 

partment. These-  men — growing  scarcer 
day  by  day — who  are  not  afraid  to  serve 
their  apprenticeship,  seldom  miss  any 
of  the  real  joy  in  life  and  certainly  they 
have  themselves  to  blame  if  they  miss 
success  in  the  business  world.  Jack  Mc- 

Nabb has  missed  nothing — he  didn't  try 
to  miss  the  bottom  rung  in  the  ladder 
leading  to  success,  and  it  is  the  fact 

that  he  didn't  even  expect  to  jump  any 
of  the  steps  in  between  the  lowest  rung 
and  the  top  of  the  ladder  that  makes  the 
story  of  his  climb  from  apprenticeship 
to  ownership  such  an  interesting  one. 

His  First  Job. 

In  1905  J.  A.  McNabb  applied  for  a 
job  in  the  window  display  department  of 
the  Robert  Simpson  Company,  Limited, 
of   Toronto.     He   was   accepted   and   for 

Mr.    "Jack"    McNabb 

five  years  he  worked  with  a  will  and  with 

the  idea  of  "getting  somewhere."  His 
idea  was  no  idle  dream,  for  at  the  end 
of  that  time  Richard  Hall  and  Son,  Ltd., 
of  Peterborough  thought  enough  of  it  to 
make  "Jack"  their  advertising  manager. 
Up  until  the  outbreak  of  war  and  after 
he  returned  from  overseas  Mr.  McNabb 

occupied  this  position  with  the  Hall  firm. 
But  the  realization  that  his  business 

career  had  been  interrupted  and  like- 
wise retarded  by  his  service  in  the  Great 

War  did  not  convey  any  "take-it-easy- 
for-a-while"  idea  to  the  energetic  ex- 
window  display  man  and  ex-C.E.F.  man 
— Jack  McNabb.  He  signed  up  with  the 
business  ranks  again  early  in  1918,  fin- 

ally resigning  from  Richard  Hall  and 
Son  in  October,  1920,  allowing  himself 
exactly  one  month  in  which  to  prepare 
for  the  opening  of  his  own  business. 
This  is  what  early  training  and  a  culti- 

vated taste  for  hard  work  can  accom- 

plish. And  this  is  Jack  McNabb's  way  of 
admitting  what  he  owes  to  the  days  back 
in  1905  when  he  became  one  of  the 

juniors  carrying  merchandise  into  a  show 
window  for  the  other  fellow  to  arrange. 

Bright   Eyes. 

"My  windows  are  the  eyes  of  my  shop 
and  they  receive  very  close  attention. 
Each  window  is  changed  three  times  a 
week  and  I  show  only  very  little  mer- 
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chandise  in  each,  handling  it  in  an  artis- 
tic way,  at  the  same  time  in  an  appeal- 
ing fashion,  so  that  it  cannot  fail  in  its 

message  to  the  passerby.  I  consider  my 
windows  my  very  best  and  most  valuable 

advertising  asset." 
As  will  be  noted  in  Mr.  McNabb's 

diagram  sketch,  the  window  front  of  "La 
Mode,  Limited,"  is  very  novel  in  design 
and  is  working  overtime  night  it  rid  day. 
Even  if  it  were  not  already  known  to 
the  trade  that  Mr.  McNabb  is  a  graduate 
from  the  ranks  of  the  display  men  and 
that  in  1913-14  he  had  beer,  president  of 
the  Canadian  Association  of  Display  Men 
the  secret  would  be  out.  with  the  first 
glimpse  of  his  store  front  in  the  La 
Mode  shop,  for  from  all  the  points  of 
view  in  the  game  of  selling  and  display 
the  layout  is,  like  ths  merchandise  be- 

hind the  gleaming  plate  glass,  le  dernier 
cri. 

Had  to   Hold     Crowds   Back. 

It  can  well  be  imagined  that  if  the 
windows,  as  Mr.  McNabb  states,  are  the 
eyes  of  the  store  the  interior  of  the  new 
shop  is  well  worth  a  visit,  and  the  goods 
there  displayed  a  credit  to  their  attrac- 

tive surroundings.  The  fact  remains  that 

when  "La  Mode,  Limited,"  did  make  its 
formal  bow  on  the  first  day  of  December, 
1920,  a  stampede  of  the  fair  sex  almost 
resulted.  For  several  days  following  the 
rush  kept  up  and  it  almost  looked  as 
though  the  sales  staff  would  never  have 
time  to  sell  anything. 

The  opening  was  conducted  under  the 
most  unfavorable  weather  conditions, 
yet  on  two  or  three  occasions  during  the 
first  week  that  the  store  was  opened 
would-be  purchasers  were  literally 
locked  out! 

"We  simply  had  to  lock  the  doors  and 
prevent  any  more  customers  coming  in 
on  these  occasions,"  declared  Mr.  Mc- 

Nabb. "It  became  almost  impossible  for 
the  sales  staff  to  move  around,  let  aione 
attend  to  customers  who  were  in  the 

market  to  buy." 

Lovely  Models  Carried. 

Once  inside  this  shop  it  must  be  con- 
ceded that  the  one-time  junior  display 

man  and  erstwhile  advertising  manager 
has  some  merchandise. 

"We  are  offering  a  very  neat,  stylish and  snappy  line  of  merchandise  at  mod- 

erate prices,"  stated  Mr.  McNabb,  in  re- 
ply to  a  question  regarding  stocks.  "And 

we  are  specializing  in  novelty  dresses, 
suits,  coats,  blouses  and  skirts. 

"I  have  set  out  to  specialize  in  five lines  that  are  of  the  highest  interest  to 
women  and  young  misses,  and  I  have 
given  my  closest  attention  and  care  to 
the  selection  of  the  stock  carried,  with 
the  aim  of  giving  and  offering  excep- 

tional values  and  a  wide  range  of  styles 
for  my  customers  to  choose  from. 

"I  believe  that  in  Peterborough,  as  in the  larger  cities,  there  is  a  demand  for 

a  specialty  shop  for  ladies'  wear,  and 
since  opening  for  business  I  am  now 
convinced  that  my  contention  was  right. 
With  the   compactness   of  my  merchan- 
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dise  arrangements,  with  conveniences  for 
fitting,  customers  can  be  readily  shown 

the  full  line  in  any  department." 

"Customers    Must    Be    Satisfied." 

The  business  policy  of  "La  Mode,  Lim- 
ited," is  characteristic  of  the  thorough- 
going business  man  who  owns  the  shop. 

"The  customer  must  be  satisfied"  is  the 

store  watchword,  and  the  "looker"  re- ceives the  same  courteous  attention  as 

the  "buyer,"  and  in  treating  customers 
in  this  way  each  and  every  one  who  en- 

ters the  shop  leaves  as  a  talking  adver- 
tisement. Only  first-grade  merchandise 

is  carried,  no  credit  accounts  are  being 

opened,  and  no  merchandise  is  sent  out 
on  approval. 

Convenient  Arrangement. 

As  to  lay-out  the  store  is  almost  ideal. 
When  a  customer  comes  in  to  look  she 
is  taken  directly  to  the  merchandise  that 
she  wants  to  see,  and  it  is  shown  to  her, 
and  while  the  merchandise  is  being 
shown  the  customer,  the  salesgirl  and 
the  merchandise  are  all  together.  The 

salesgirl  does  not  leave  the  customer  be- 
cause she  has  the  merchandise  directly 

before  her — and  all  she  has  to  do  is  to 
endeavor  to  interest  the  customer  in 
some  model,  then  move  to  the  fitting 
room,  and  have  the  dress  tried  on,  and 
the  sale  generally  follows. 

No  tables  or  counters  are  used,  a 

policy  which  justifies  itself  in  the  fact 
that  the  sales  staff,  when  showing  mer- 

chandise to  customers,  are  compelled, 
after  showing  the  merchandise,  to  hang 
it  up,  instead  of  throwing  it  over  tables 
to  be  creased  and  mussed,  and  rendered 
less  attractive  for  the  next  customer  who 

may  inspect  it. 
Decorative   Scheme   Dainty. 

The  color  scheme  of  the  interior  of 

this  smart  ladies'  wear  show  is  a  delight 
to  the  eye,  and  will  more  than  satisfy 
the  fastidious  taste  of  customers  who 
believe  in  environment  when  it  comes  to 
matters  of  dress.  The  general  effect  of 

the  interior  is  emphasized  in  cafe-au- 
lait  and  grey.  The  walls  and  draperies 
are  in  the  buff  tone,  while  the  fixtures 
and  other  accessories  are  in  the  grey. 
There  is  a  cosy  atmosphere  about  the 

Continued  on  Page  58. 

The  costume  wardrobes  of  "La  Mode  Ltd." 
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Future  Prices  Depend  on  Labor 
Unanimous  Opinion  of  Wholesalers  and  Manufacturers    -Raw  Material  Prices  Have  Hit 

Bottom — Confidence  Gaining  Strength  and  Business  Generally  is  Improved — Prices 
Firm,  and  Some  Advances  Shown — "Sentiment  is  Better." 

CONFIDENCE  i-  gaining  strength  in  nearly  every 

of  the  dry  goods  trade.    "Sentimenl  is  a  good 
deal  better  than  a  month  ago,"  said  one  very  con- 

servative wholesaler;    "and    that    is    half  the  battle," 
echoed  another  man.  equally  conservative.  Business 

in  nearly  all  lines  is  Wetter  than  it  was  a  month  ago; 
in  some  lines  there  is  a  very  marked  improvement. 

Orders  that  are  being  placed  by  the  retail  trade  from 

one  end  of  the  country  to  the  other  indicate  that  mer- 

chant- have  pretty  well  cleared  their  shelves  of  goods 
and  are  ready  to  go  back  into  the  market  for  their 

immediate  requirements.  There  is  no  wild  orgy  of  buy- 
ing. The  time  for  that  is  passed,  perhaps  for  a  good 

many  years  to  come.  The  buying  is  decidedly  careful 
and  consistent,  giving  evidence  of  the  fact  that  mer- 

chants are  going  to  work  themselves  hack  to  normal 

business  conditions  step  by  step  with  both  eyes  wide 
open.  In  some  lines  there  is  already  a  scarcity,  which, 
in  all  probability,  is  only  temporary  because  there  have 
been  many  order-  for  the  same  lines  from  all  over  the 
country.  We  know  of  one  line  where  a  manufacturer 
has  refused  further  orders  until  Fall  because  he  is 
booked  for  all  lie  can  handle.  That  is  the  exception 
rather  than  the  rule,  hut  it  is  the  hand  writing  on  the 
wall,  indicating  that  things  are  coming  back  by  the 
-low  and  sure  process  which  leads  to  normal  times  again. 

Prices,  for  the  most  part,  remain  unchanged  from 
a  month  ago.  They  have  become  firm  in  most  lines. 
Slight  advances  are  noted  in  an  odd  line  that  has  had 
a  particular  run,  hut  it  is  the  working  of  the  inexorable 
Jaw  of  supply  and  demand,  and  the  situation  is  liEely 
to  he  quickly  relieved.  What  the  future  of  prices  .is 
depends  upon  developments  in  labor  circles;  that  is  the 
unanimous  view  of  the  men  in  the  manufacturing  and 
the  wholesale  trade.  So  far  as  the  raw  material  is  con- 

cerned, the  price  has  hit  the  bottom;  if  labor  is  willing 
or  forced  to  take  a  lower  wage,  prices  may  drop  still 
lower.  In  the  great  woollen  industries  in  the  old  land 

is  yet  no  disposition  on  the  part  of  labor  to  accept 
this  lower  wage.  Hence  it  is  that  woollen  lines  are 
showing  the  leasl  downward  tendency  of  all  dry  goods 

and  the  buying  in  woollens  is  not  heavy,  though 
there  is  a  much  hetter  feeling  in  this  end  of  the  trade. 

SILKS 

Un-  silk  men  have  the  most  optimistic  story,  per- 
haps,  of  all  line-  of  dry  goods.  During  the  last  two 
weeks  they  say  they  have  done  a  big  business;  in  some 
lines  it  ha-  been  even  better  than  during  the  days  of 

the  great  rush  of  a  year  or  eighteen  months  ago.  Houses 

handling  European  lines  say,  unfortunately,  that  their 

run  is  mostly  on  taffetas  and  that  there  i-  a  growing 

shortage  of  these  lines.  '  Browns,  grays  and  navy  blue- 
are  going  strong.  One  house  that  handles  many 

European  lines  sent  in  a  repeat  order  during  the  week 
for  a  line  they  had  handled  and  were  told  that  the  price 

had  advanced  12%  per  cent,  over  the  previous  week. 

On  goods  that  have  to  be  contracted  for  this  is  the  gen- 
eral condition;  what  drops  there  are  in  prices  now  are 

more  due  to  distressed  goods  than  any  other  cause.  The 

only  houses  willing  to  operate  at  a  loss  are  those  that 
still  have  heavy  stocks  on  hand  and  want  to  get  rid  of 

them.  It  is  reported  that  the  American  houses  are  buy- 
ing heavily  in  the  European  market  because  they  can 

get  immediate  delivery  of  the  goods  which  they  seem 
unable  to  get  in  their  own  country. 

Japanese  silks  are  now  quite  firm  in  prices  and  local 

houses  have  been  doing  a  big  business  in  these  lines. 

Manufacturers  are  in  the  market  for  their  requirements 

and  are  buying  quite  freely.  Waist  manufacturers  whose 
orders  during  the  past  year  have  not  been  too  heavy  are 

doing  a  good  business.  Prices  on  some  lines  of  Japanese 
silks  that  were  paid  a  week  ago  cannot  be  repeated  at 

the  same  figure  this  week.  The  run  on  certain  lines  has 

been  greater  than  it  was  even  a  year  ago.  Wholesalers 

report  that  their  orders  indicate  that  retail  business  is 

good ;  mail  order  houses  are  booking  good  orders. 

STAPLE  COTTONS 

There  have  been  no  further  reductions  in  prices  of 

staple  cottons  since  the  sixth  of  January  and  the  result 

has  been  that  there  is  a  decided  improvement  in  the 
movement  of  these  lines.  Some  of  the  Canadian  mills 

are  working  night  and  day  and  wholesalers  state  that 

they  are  behind  with  their  deliveries  in  certain  lines. 
One  of  the  big  Canadian  mills  withdrew  one  of  their 

lines  a  few  days  ago,  stating  that  they  were  unable  to 
accept  further  orders  till  Fall.  Wholesalers  are  asking 
for  deliveries  of  several  other  lines  of  staple  cottons  but. 

as  yet,  are  unable  to  get  them.  The  orders  coming  in 
to  the  whole-ale  houses  indicate  clearly  that  the  trade 
throughout  the  country  has  allowed  stock  to  get  down 

to  the  lowest  point  before  going  into  the  market  for  more 

goods.  Their  buying,  at  present,  is  very  conservative 
hut  the  sum  total  of  it  during  the  last  two  weeks  has 

been  very  encouraging  to  the  wholesale  men.  Buyers 

are  silenl  as  to  the  prospects  for  further  reductions  in 

prices.     They  are  convinced,  however,   that   further  re- 
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ductions  will  depend   upon   the  attitude  of  labor  and 

labor's  reward. 

WOOLLEN  DRESS  GOODS 

There  is  some  slight  revival  of  buying  in  woollen 

dress  goods  lines  but  merchants  arc  buying  very  care- 

fully. Wholesalers  are  convinced  that  their  stocks  arc 

low  and  they  arc  not  urging  that  the  retailer  buy  heavily 

at  this  time.  There  is  still  some  uncertainty  with  regard 

to  the  future  of  prices  in  these  lines,  dependent  mostly 

on  tin  wages  that  are  to  he  paid  throughout  the  woollen 

industries  in  England.  Wholesalers,  themselves,  are 

carrying  heavy  stocks  and  are  not  going  into  the  Euro- 

pean market,  as  usual,  to  buy  any  considerable  quantities. 

Tricotines  arc  and  have  been  in  heavy  demand  while 

serges,  gabardines  and  broadcloths  are  good. 

COTTON  WASH  GOODS 

The  last  six  weeks  have  seen  the  shelves  of  wholesale 

houses  pretty  well  reduced  in  their  quantities  of  cotton 
wash  goods.  Orders  from  all  over  the  country  have 
come  in  very  freely  and  the  amount  of  business  done  in 

actual  yardage  exceeds,  in  some  cases,  that  of  a  year  ago. 
Wholesalers  attribute  this  to  two  causes:  Merchants 

were  hungry  for  goods  and  prices  are  lower.  So  far  as 
cash  returns  are  concerned,  wholesalers  say  they  will  not 

be  as  great  as  last  year  but  that  the  volume  of  business 

is  better.  In  prints,  ginghams,  galateas,  etc.,  there  has 
been  some  difficulty  in  meeting  the  demands  of  the  trade, 

and  shipments  have  no  sooner  come  in  from  the  Cana- 
dian mills  than  they  have  gone  out  again  to  the  retailer. 

One  large  wholesale  house  recently  withdrew  its  Cana- 
dian ginghams  because  their  allotment  had  been  entirely 

sold  up.  They  complain  of  the  inability  of  the  Canadian 

mills  to  give  them  all  the  goods  they  want.  Prints  are 

in  about  the  same  position  and  there  is  likely  to  be  a 
scarcity  of  these  before  long.  Altogether,  wholesalers 

express  themselves  as  exceedingly  well  pleased  with  the 
season  in  wash  goods. 

LINENS 

There  have  been  some  easier  quotations  from  the 

old  country  markets  in  linen  s^ods  within  the  last  few- 
weeks  but  wholesalers  state  that  these  are  still  higher 

than  the  prices  they  paid  for  their  stocks  which  were 

purchased  fifteen  or  eighteen  months  ago.  The  peak  in 

linen  prices  had  not  been  reached  when  Canadian  buy- 
er.- [purchased  their  present  stocks. 

CARPETS  AND  RUGS 

The  Canadian  carpet  manufacturers  recently  an- 
nounced a  reduction  in  their  lines  of  about  15  per 

cent.,  covering  Brussels.  Wiltons,  tapestries,  etc.  They 
have  stated,  further,   that   there  will  not  be  any   more 

drops  till  Kail  at  least  and  probably  not  then.  Then 

is  still  no  drop  in  the  English  prices  and  the  latest 

information  from  the  other  side  of  the  water  is  that 

there  will  be  no  further  drop  this  year.  This  means 

that  domestic  buying  will  likely  be  on  the  increase,  even 

though  the  range  may  riot  be  as  great  as  that  which  can 
be  had  from  overseas;  Local  wholesaler.-  state  that  their 

supplies  of  English  goods,  in  any  case,  are  quite  heavy 
and  will  sec  them  through   till   the  end  of  the  year. 

In  Horn-  coverings,  there  have  been  no  changes  in 
prices  since  last  month.  There  has  been,  however,  an 

improvement  in  business  and  retailers  arc  beginning  to 
book  hand  to  mouth  orders.  Old  country  houses  state 

that  there  will  be  no  further  drop  in  price-  for  the  next 

six   month-. 
CURTAINS   AND   DRAPERIES 

The  last  two  weeks  have  been  very  busy  one-  in  these 
lines  of  house  furnishings.  Some  specially  good  business 
has  drifted  in  from  the  far  western  coast,  while  the 

middle  west  and  Ontario  are  keeping  up  their  end  very 
well.  Some  of  the  travellers  on  the  road  have  sent  in 

better  orders  than  they  received  a  year  or  eighteen 

months  ago.  There  have  been  no  further  drop-  in  prices 
on  any  lines:  manufacturers  state  that  some  of  the  lines 
are  now  below  replacement  value  and  that  future  prices 
are  hound  to  show  an  upward  tendency,  though  slight. 

LACES  AND  EMBROIDERIES 

Business  in  these  lines  has  also  improved  during  the 

last  month.  While  sales  are  not  up  to  what  they  were 

a  year  ago,  which  was  an  abnormal  year,  manufactur- 
ers' agents  state  that  they  are  well  up  to  the  normal 

year's  business,  say,  of  1913.  Malines,  dress  nets,  laces, 
embroideries,  cotton  nets  are  all  moving  in  fairly  good 

quantities.  There  are  indications  that  the  retail  busi- 
ness has  been  and  is  good.  Good  orders  are  coming  in 

from  the  west  and  the  whole  tendency  of  prices  is  to 

become  very  firm.  The  future  of  prices,  so  say  manu- 

facturers' agents,  depends  on  labor,  and  they  add  that 
there  will  have  to  be  a  considerable  drop  in  labor  costs 
in  the  English  mills  before  there  can  be  any  further 

reductions  in  laces.  Laces,  by  the  way.  are  still  about 

double  the  price  that  they  were  before  the  war. 

NOTIONS 

Notion  houses  state  that  their  business  in  January 
was  better  than  a  year  ago.  This  end  of  the  dry  goods 

trade  has  never  felt  the  slump  as  many  other  lines  have 

and  their  trade  throughout  has  not  reflected  the  trials 
of  other  sections  of  the  trade.  Merchants,  however,  are 

buying  carefully  and  the  staple  lines  are  moving  much 
more  freely  than  any  of  the  fancy  lines.  Bugle  beads, 

ladies'  belts  and  elastic  goods  are  amongst  the  best 
sellers  at  the  present  time. 
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Keeping  the  Store  Staff  Happy 
Ainu's  Ltd.,  of  Montreal,  Create  Family  Spirit  in  Their 
Business  by  Providing  Home  Comforts  and  Healthful  Re- 

creation   for    Employees  —  Hospital,    Skating    Rinks,    and 
Tennis  Courts  Part  of  Scheme. 

ALWAYS  placing  the  
welfare  of 

their  employees  above  every  other 

consideration,  the  firm  of  Almy's 
Limited  of  Montreal  have  recently  in- 

augurated some  important  innovations 
in  the  way  of  improved  facilities  for 
their  well-being.  When  a  staff,  number- 

ing many  hundreds,  is  imbued  with  an 
enthusiasm  and  loyalty  which  leads  one 
and  all  to  exclaim  with  joyous  sincerity, 

"There  is  nothing  the  store  won't  do  for 
us  if  we  need  help,"  it  may  be  safely 
said  of  that  store  that  it  has  achieved 

those  ideals  of  service  which  are  com- 
monly believed  to  exist  only  in  books. 

Although  the  idea  of  creating  a  fam- 
ily spirit  among  members  of  the  sales 

staff  is  by  no  means  new,  it  rarely  hap- 
pens that  pains  are  taken  to  show  tan- 
gible evidence  of  the  interest  which  the 

management  is  supposed  to  feel  towards 
its  employees. 

A  social  club  or  an  annual  picnic  and 
dance  are  far  too  often  the  only  effort 

made  to  develop  that  "esprit  de  corps" 
which  is  supposed  to  stimulate  the 
workers  to  do  better.  In  the  case  of 

Almy's  Limited,  "esprit  de  corps"  does 
not  define  the  feeling  at  all,  being  too 
formal  a  phrase,  and  reminiscent  of 
military  control.  One  might  rather  say  . 

of  their  staff  that  they  form  Montreal's 
"largest  family"  in  keeping  with  the 
slogan  of  "Montreal's  largest  store." 

The  manner  in  which  this  comes  about 
is  quite  simple.  A  representative  of  Dry 
Goods  was  privileged  to  visit  the  store 
as  the  guest  of  the  staff  and  was  taken 
in  hand  by  the  capable  young  floor 
manager,  who  presides  over  the  moral 
and  physical  welfare  of  the  girls. 

A  Splendid  Hospital 

"Have  you  seen  our  hospital?"  she 
asked  as  she  led  the  way  to  the  eleva- 

tor. The  writer  replied  in  the  nega- 
tive and  was  thereupon  led  through  a 

swinging  door  opening  off  one  of  the 
departments,  and  entered  the  miniature 
hospital.  This  is  one  of  the  most  com- 

plete store  hospitals  of  its  size  in  Canada, 

including  as  it  does  a  women's  ward, 
men's  ward  and  a  doctor's  office  and 
clinic  combined.  There  is  a  resident 

physician  in  charge,  who  is  assisted  by 
one  of  the  staff  whenever  necessary. 

The  hospital  is  finished  in  gleaming 
white  enamel,  with  Nile  green  walls  in 
each  of  the  wards.  Large  windows  and 
plenty  of  electric  light  provide  an  even 

illumination  at  all  times.  The  equip- 
ment includes  several  capacious  lockers 

and  cabinets  for  the  various  remedies 
which  may  be  called  for,  a  marble  wash 
stand  with  running  water,  glass  topped 
table  and  desk  for  the  doctor,  etc.,  be- 

sides a  full  range  of  instruments  and 
utensils  for  the  treatment  of  such  mala- 

dies or  injuries  as  might  occur  in  the 
store.  First  aid  materials  are  kept  in 
readiness  on  a  small  table,  in  case  of 
sudden  emergency,  and  every  possible 

facility  is  provided  to  ensure  the  physi- 
cal health  of  every  single  employee. 

Pay   One   Per   Cent. 

Every  possible  benefit  which  this 
miniature  hospital  and  its  staff  can  con- 

fer is  provided  by  the  management,  and 
the  only  obligation  entailed  upon  the 
staff  is  the  payment  of  1  per  cent,  of 

their  salary  per  month.  If  serious  ill- 
ness overtakes  a  sales  clerk  or  other 

employee,  the  management  provides 
medical  attention,  including  all  medicine, 
fees  and  necessary  delicacies,  and  the 

employee  receives  half-pay  until  able  to 

return  to  work.  If  a  specialist's  ser- 
vices are  called  for,  the  store  secures 

the  best  to  be  got  and  assumes  the 
responsibility.  The  doctor  calls  as  often 
as  required  and  reports  are  furnished 
to  the  management  regarding  the  pro- 

gress of  the  sufferer,  who  is  never  al- 
lowed to  feel  that  he  or  she  is  forgotten 

or  left  to  suffer  from  lack  of  proper 
care  and  real  sympathy. 

In  cases  which  come  to  the  knowledge 
of  the  management,  indicating  a  state 
of  destitution  or  trouble  of  a  personal 
nature  in  the  family  of  any  one  of  the 
staff,  every  possible  help,  financial  or  in 
kind,  is  provided,  and  a  visitor  is  sent 
to  investigate  the  circumstances  and  de- 

cide what  is  best  to  be  done.  An  exam- 
ple of  this  splendid  social  service  was 

afforded  to  the  writer  in  the  case  of  a 
poor  woman  with  five  small  children,  who 
was  employed  in  a  humble  position  in 
the  store  only  a  shore  time  when  it  was 
discovered  that  she  was  in  actual  want. 
Not  once,  but  several  times  did  the  firm 
send  large  hampers  of  groceries  and 
other  necessaries  to  this  woman,  and 
also  sent  a  large  turkey  at  Christmas. 
She  has  not  been  lost  sight  of,  and  has 
only  to  apply  to  the  superintendent  to 
receive  the  help  she  stands  in  need  of. 

All  this  is  done,  according  to  the  young 
lady  interviewed,  in  order  that  the  staff 
shall    grow   to   regard    the    store   as    its 

best  friend,  and  will  endeavor  to  do  its 
best  in  return  for  any  special  service 
received. 

Recreations  Enjoyed 

Thus  Almy's  Limited  looks  after  the 
spiritual  and  physical  well-being  of  its 
staff,  yet  goes  still  further,  providing 
the  means  for  improving  their  moral 
welfare  as  well.  It  is  scarcely  neces- 

sary to  mention  the  fact  that  a  large 
bright  assembly  room  is  put  at  the 
disposal  of  the  employees  and  furnished 
with  a  fine  piano,  phonograph  and  plen- 

ty of  music  and  records.  Here  after 
lunch,  girls  and  boys  wile  away  a  half 
hour  or  so  to  the  strains  of  the  latest 
bit  of  jazz  and  many  happy  faces  may 
be  seen  hurrying  back  to  work  after  a 
good  fox-trot.  But  since  the  opening  of 
the  skating  rink  on  the  roof,  the  dance 
hall  has  been  forsaken  by  the  majority. 

For  the  past  four  years  the  large  flat 
roof  of  the  store  has  been  fitted  up  with 
two  tennis  courts,  which  have  been  in 
constant  use  and  much  appreciated  by 
the  staff,  who,  according  to  the  doctor, 
have  shown  a  surprising  improvement  as 
regards  the  number  of  headache  and 
fatigue  cases,  and  this  he  attributes  to 
the  opportunity  of  getting  fresh  air  and 
exercise  during  the  day. 

Daily  Classes  of  Salesmanship 

The  lack  of  this  facility  in  Winter  led 

the  management  to  consider  the  advisa- 
bility of  turning  one  of  the  courts  into 

a  rink  as  soon  as  cold  weather  came  on, 
and  so  the  transformation  was  made. 
Skating  is  easily  first  in  popularity  at 
present,  and  the  assembly  hall  is  almost 
deserted,  excepting  for  the  classes  in 
salesmanship,  which  are  carried  on» 
every  morning  by  the  educational  de- 

partment. The  great  value  of  these 
facilities,  it  was  pointed  out,  lies  in  the 
fact  that  they  not  only  add  to  the 
health  and  contentment  of  the  em- 

ployees, but  are  a  common  meeting 
place  for  the  entire  staff,  from  the  gen- 

eral manager  to  the  youngest  parcel  girl 
and  tend  to  increase  still  further  the 

spirit  of  co-operation  among  all  ranks. 
One  had  only  to  watch  the  whirling  skat- 

ers as  they  circled  round  and  round  the 
rink,  and  to  notice  their  laughing  faces 
and  hear  the  happy  voices  to  realize  the 
immense  value  of  wholesome  sport  or 

fun  in  the  course  of  a  day's  work. 
Several  times  during  the  course  of  the 

year  the  management  holds  a  dance  or 
other  entertainment  for  the  staff,  to 
which  friends  may  be  invited,  and  for 
which  an  orchestra  is  provided. 

After  having  seen  all  the  various 
forms  of  recreation,  etc.,  provided,  it  was 
quite  easy  to  believe  the  expressions  of 
enthusiasm  and  affection  freely  uttered 
by  different  members  of  the  staff.  No 
more  valuable  "reserve"  could  be  estab- 

lished by  any  business  on  a  large  scale, 
in  its  endeavor  to  strengthen  its  posi- 

tion, than  the  practice  of  this  Simple 
Christianity,  otherwise  known  by  the 
title  of  social  service. 
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Prices  For  Spring,  1921 
Canadian  Merchants  Face  Promising  Season  —  Wholesalers  and  Retailers  Chose  to  Write 

Off  Losses  in  One  Stock — Splendid  Response  to  New  Price  Levels — Special  Sales 
Move  Heavy  Stocks — Orders  Commenced  to  Flow. 

THE  marks  of  trade  depression  ar
e 

fading  away  all  over  the  Do- 
minion. Talk  of  the  "business 

slump"  has  given  place  to  the  discussion 
of  plans  for  Spring  business,  and  reports 

from  the  West,  the  East  and  points  be- 
tween show  that  the  outlook  is  much 

better  than  might  have  been  expected 
a  few  months  back,  when  uncertainty 
marked  the  trade.  For  one  thing,  price 
reductions  have  accomplished  their  goal 
— stocks  are  moving,  and  orders  are  be- 

ing placed,  and  the  result  is  good  cheer 

and  a  better  feeling  all  'round.  Cana- 
dian wholesalers  and  Canadian  mer- 

chants who  wisely  chose  to  take  the  jump 

•without  delay  are  already  reaping  the 
reward  of  sane,  brisk  action.  The  policy 
of  marking  down  merchandise  to  new 
levels  has  been  pretty  generally  adopted 
and  the  result  has  been  healthy. 

Those  who  have  been  obliged  to  take 
big  cuts  in  the  wholesale  field  report 
that  they  have  written  off  their  losses  at 
ihe  very  outset  of  the  new  year,  and 
re-marked  goods  so  that  no  further  re- 

ductions will  have  to  be  made. 

"We  have  written  off  $250,000,"  stated 
one  big  manufacturing  concern  to  Dry 

Goods  Review,  "and  our  prices  are  now 
as  low  as  they  will  be.  If  there  is  any 
change  it  will  be  an  upward  tendency, 
and  we  know  now  that  while  we  have 
taken  this  big  loss  we  are  through  with 
price-citing  and  are  clear  of  any  fur- 

ther trouble.  If  we  had  decided  to  take 
our  loss  gradually  instead  of  all  at  once 
we  should  have  been  continually  re- 

marking out  goods  and  confusion  and 
inconvenience  would  have  been  the  in- 

evitable result.  As  it  is,  we  know  now 
where  we  are  at,  and  we  are  confident 
of  good  business  ahead." 

Action — Quick   Readjustment. 

As  far  as  Dry  Goods  Review  can  as- 
certain losses  in  Canadian  retail  houses 

have  been  written  off  without  upsetting 

the  merchants'  financial  security.  It 
cost  one  Ontario  dry  goods  firm  $160,000 
to  bring  their  prices  into  line  with  re- 

placement values. 

"Do  you  believe  that  merchants  gen- 
erally are  making  the  necessary  price 

reductions?"  the  head  of  this  firm  was 
asked. 

"We  can  only  speak  from  oar  own  ex- 
perience," was  the  reply.  "We  have 

not  hesitated  to  make  the  necessary 
price  reductions  in  all  departments  of  our 
store.  We  completely  re-marked  our 
stock  at  the  beginning  of  the  year,  and 
as  a  result  business  has  been  very  good. 
Our  stocks  are  moving  at  a  most  grati- 

fying pace  at  the  new  levels." 

Improvement   Already. 

Other  merchants  interviewed  reported 
similar  response  to  the  new  prices,  which 
it  is  estimated  have  succeeded  in  reduc- 

ing stocks  from  10  to  50  per  cent.  Stores 
universally  report  brisk  trade,  and  the 
result  is  naturally  that  the  wholesalers 
are  beginning  to  receive  a  very  fair  flow 

of  moderate'  orders. 
AH    Departments    Affected 

One  of  the  leading  Western  Ontario 
retail  houses  reports  that  they  have  gone 
through  every  department  in  the  store 
and  repriced  every  item  with  regard  to 
the  price  at  which  it  could  now  be 
bought.  A  complete  survey  of  the  stocks 

was  made  at  the  end  of  the  firm's  fiscal 
year, .January  31. 

"We  had,  however,  not  left  this  re- 

pricing entirely  until  that  date,"  de- 
claimed the  general  manager  of  the  firm. 

"In  very  many  cases  during  the  previous 
month  or  six  weeks  we  had  reduced 
prices  to  correspond  with  new  goods 
coming  in.  In  my  opinion  any  merchant 
who  is  still  endeavoring  to  get  prices 
based  on  the  cost  of  goods  to  him  some 

months  ago  is  on  the  wrong  track." 
This  merchant  further  stated  that  the 

lines  affected  in  price  covered  practically 
every  department,  to  a  greater  or  less 
extent,  and  believed  that  those  depart- 

ments which  had  only  experienced  a  very 
slight  reduction  would  be  subject  to  fur- 

ther declines. 

Stiffening  Tendency 

It  is  equally  true,  however,  that  in 
some  lines  a  decided  stiffening  in  prices 
is  already  being  noticed,  notably  in  the 
millinery  and  silk  trades.  The  raw  silk 
market  is  firming  up  to  a  marked  degree 
and  the  reports  from  Yokohama,  Can- 

ton, Shanghai  and  Milan  state  the  mar- 
kets to  be  active  and  firm. 

This  improvement  in  the  silk  market 
is  reflected  in  a  healthier  state  through- 

out the  whole  dry  goods  field;  and,  the 
fact  that  wholesale  travelers  are  now 
reporting  fair  business  shows  that  there 
was  a  wisdom  in  adopting,  without  hesi- 

tation, the  price  reduction  policy.  In 
this  way  goods  are  now  being  placed  in 
the  hands  of  the  consumer  at  a  fair 
value  based  on  replacement  cost,  plus  a 
fair  profit  to  the  merchant.  . 

In    Montreal. 

Montreal  retailers  recently  interviewed 
give  it  as  their  opinion  that  prices  exist- 

ing at  the  present  time  on  some  lines  are 
now  down  50  per  cent,  from  the  peak  of 
high  values  reached  last  April  and  May. 

The  question  of  prices  is  a  thorny  one 

to  the  managers  of  the  large  Quebec 
stores,  who  are  averse  to  any  discussion 
upon  the  subject  other  than  to  comment 
upon  the  uncertainty  of  any  further  cuts 
being  possible.  It  seems  likely  that 
prices  have  about  settled  on  bed-rock, 
as  one  manager  put  it,  and  that  the  next 
movement  of  any  importance  will  be  an 
upward  one.  This  would  seem  to  apply 
in  a  special  way  to  the  various  articles 
of  ready-to-wear,  since  stocks  in  the 
hands  of  retailers  are  rapidly  diminish- 

ing as  a  result  of  the  steady  run  of 
January  sales,  which  are  just  over. 

In  any  case,  the  general  opinion  of  the 
various  retailers  interviewed  in  the  East 
was  to  the  effect  that  the  prices  of  raw 
materials  had  not  dropped  as  low  as  the 
finished  products,  when  the  various  in- 

gredients included  in  the  manufacture 
of  the  latter  were  taken  into  considera- 

tion. Much  evidence  was  furnished  upon 

this  point,  which  showed  that  depart- 
mental stores  have  of  late  suffered  much 

loss  in  their  efforts  to  bring  prices  down 
to  an  attractive  level.  One  of  the  man- 

agers stated  emphatically  that  the  price 
of  many  articles  to-day  on  sale  in  his 
store  was  below  the  cost  of  the  raw 

material.  To  illustrate  this  point,  com- 
parative lists  were  brought  out  dealing 

with  certain  standard  lines.  These 

showed  plainly  enough  the  price  cuts 
made  in  recent  months,  as  in  the  follow- 

ing example: 
Present  price.  May,1920 

Standard  shirts  (68  x 
70  cloths)       $1.69  $  3.00 

Blankets        3.98  10.00 

Silk   gloves       1.00  1.75 Silk      hosiery      (full 

fashioned)        2.50  5.25 
Bed  sheeting    2.98  6.50 
Aluminum  tea  kettles  3.49  5.00 
Floor     oilcloth     (per 

yard)       79  1.25 

Sales    Relieve    Situation. 

Still  other  managers  illustrate  their 

argument  by  statements  of  almost  stag- 
gering losses  in  the  footwear  and  silk 

wear  departments,  which  in  two  occa- 
sions reached  the  figure  of  $5,000  a  day. 

But  these  big  losses  are  cheerfully  ac- 
cepted as  incidental  to  the  business  and 

according  to  the  managers  such  setbacks 
are  regarded  as  only  temporary.  They 
believe,  furthermore,  that  the  all-round 
clearance  sales  which  are  now  drawing 
to  a  close  will  have  a  tonic  effect  upon 
business  in  Montreal  and  shortly  make 
for  better  times.  The  fact  that  practi- 

cally  all    distress    sales   of   merchandise 
Continued  on  page  58 
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Announcing  Reductions  by 
Mail:  Methods  of  Sample 

Bros,  and  Begg  &  Co. 
How  Firms  With  Big  Mailing  Lists  Tell  Their  Customers  of  Price 

Reductions — The  Use  of  the  Editorial 
Type  of  Advertising 

M ERCHANTS  who  have  large 
mailing  lists  are  not  only  us- 

ing them  extensively  during 
their  readjustment  period,  hut  it  is  in- 

teresting to  see  just  how  they  are  using 
them  to  make  announcements  of  lower- 
priced  merchandise  and  the  cause  for 
the  same.  There  are  some  retailers  who 

view  the  type  of  newspaper  advertising 
that  is  ordinarily  used  during  a  sales 
period  with  considerable  disfavor  and, 
consequently,  resort  to  more  conserva- 

tive methods  of  reaching  their  patrons. 
A  class  of  advertising  that  has  been 
used  with  considerable  effect  during  the 
last  six  or  eight  months  is  that  which 
has  become  known  as  the  editorial  type. 
For  instance,  Lord  &  Taylor,  the  ultra- 
fashionable  departmental  store  of  New 
York,  recently  used  this  style  in  making 
it  known  to  the  public  that  the  price 
of  their  merchandise  had  undergone  a 
revision  downwards  in  view  of  replace- 

ment values.  They  made  it  very  em- 
phatic in  this  editorial  advertisement 

that  they  were  not  conducting  a  sale; 
the  point  they  drove  home  was  that 
merchandise  was  cheaper  and  that  it 
could  be  bought  cheaper  at  Lord  & 

Taylor's. 

Sample  Bros.,  of  Kerrobert 

On  January   1   Sample   Bros.,  of  Ker- 
robert,  Saskatchewan,   sent   out   a   very 

conservatively  composed   letter   to   their 
customers.     It  is  worth  quoting: 
"Dear  Customer: — 

"Price  readjustment  to  a  lower  scale 
cannot  be  made  without  losses. 

"Prices  have  turned  downward;  raw materials  are  at  a  lower  level,  and  the 
producer  of  these  materials  is  only  re- 

ceiving a  fraction  of  the  peak  prices 
which  he  has,  heretofore,  been  receiving. 

"Manufacturers  are  revising  their prices  downward,  and  the  retailer  must 
bear  a  share  of  the  losses,  too,  in  the 
general  downward  trend.  We  are  tak- 

ing our  losses  now,  believing  our  first 
loss  will  be  the  least;  and  our  patrons 
may  buy  with  the  fullest  confidence  that 
they  are  receiving  a  square  deal  at 
Sample  Bros.,  for  we  are  taking  every 
actual  price  reduction  on  our  present 
stock  on  hand  just  as  fast  as  we  learn 
of  them.  In  sharing  these  readjustment 
losses  you  will  expect  us  to  reduce  our 
prices  regardless  of  profit,  but  you  can 
understand  it  will  be  necessary  for  us 
to  place  our  business  on  a  stricter  cash 
basis. 

"We  will  still  continue  our  thirty-day 
account  basis  but  when  accounts  are  not 
paid  within  fifteen  days  after  rendering, 
ten  per  cent,  interest  per  annum  will  be 
added.  This  will  be  strictly  ̂ adhered  to, 
as  you  can  quite  understand  where  little 
or  no  profit  is  being  taken  it  would  be 
impossible  for  us  to  do  otherwise. 

"We  feel  confident  you  will  appreciate 
our  efforts  to  assist  in  bringing  down 
the  H.  C.  of  L.  and  will  give  us  your 
generous  support  as  in  the  past. 

"Yours  for  better  and  bigger  busi- 

ness." 

Begg  &  Co.,  of  Hamilton 

Begg  &  Co.,  Ltd.,  of  Hamilton,  in 

announcing  "The  One  Big  Sale  of  the 
Year,"  in  which  every  article  in  the 
store  was  reduced  from  25  to  50  per 
cent.,  make  this  announcement  in  a  per- 

sonal letter  through  the  mails.     It  runs: 

"Unusual  conditions  must  be  met  by 
unusual  methods  —  we  have  something 
unusual  to  announce. 

"You,  no  doubt,  are  one  of  many  men 
who  have  been  well  fed  during  the  past 
year  on  so-called  sale  propaganda.  We 
believe  that  thinking  men  are  not  misled 
by  loud  newspaper  talk.  We  have  not 
felt  it  advisable  to  use  hysterical  meth- 

ods to  stampede  you  into  purchasing 
during  this  period,  but  have  persistently 
carried  on  a  systematic  policy  of  giving 
our  customers  the  benefit  of  current 

prices. 
"The  warm,  unseasonable  weather  of 

the  past  month  has  left  us  with  un- 
usual stocks  of  clothing,  furnishings, 

hats  and  shoes.  This,  coupled  with  the 
fact  that  in  the  very  near  future  our 
plans  call  for  a  complete  rearrangement 
of  our  stocks,  as  we  purpose  adding  two 
big  new  departments  to  our  store, 
has  forced  us  to  take  very  drastic 
measures  in  order  to  reduce  our  stock 

by  one-half." 

PRICES  FOR  SPRING 
Continued  from  page  57 

are  finished  is  considered  a  good  augury 
for  better  times  in  the  near  future. 

Summarizing  the  position  in  the  re- 
tail stores  of  Montreal,  it  can  be  stated 

that  the  heads  are  pretty  much  in  agree- 
ment on  the  major  points.  They  assert 

that  they  have  been  doing  their  full  share 
in  reducing  prices;  that  a  comparison 
of  their  lists  for  December  and  now  will 
bear  this  out;  that  frequent  heavy  cuts 
have   been   made   since   last   Summer  on 

practically  all  articles  in  common  use; 
that  stocks  are  now  being  rapidly  re- 

duced and  that  upon  this  question  of 

rapidly  reducing  stocks  depends  the  suc- 
cess of  the  manufacturer  and  the  whole- saler. 

"In  many  cases,"  said  one  man,  "our 
prices  are  away  below  the  cost  of  pro- 

duction." 
"It  would  be  ridiculous  as  well  as  un- 

fair," said  another  merchant,  "to  charge 
us  with  a  failure  to  meet  replacement 
values.  Not  only  have  we  done  so  on 
an  ample  scale,  but  our  conservative 
methods  of  purchase  and  sale  have  clone 

much  to  stabilize  trade  in  this  city." 
Montreal  wholesalers  are  of  the 

opinion  that  they  are  deserving  of  much 
credit  in  this  matter  of  price  reduction 
also. 

It  seems  pretty  well  established  Miat 

the  wholesale  dry  goods  merchants  car- 
rying general  lines  as  well  as  those  deal- 

ing in  specialties  have,  when  taking 
stock  in  December,  reduced  their  sup- 

plies by  offering  discounts  of  25  and  30 
per  cent,  on  the  price  of  all  staple  cot- 

ton, silk  and  woollen  goods;  and  they 
report  a  marked  accession  of  orders  as 
a  consequence. 

LOCK  THE  DOORS  ON  OEPNING 
DAY 
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whole  place  that  makes  for  the  comfort 
and  convenience  of  the  customer  the 
minute  she  enters  the  store.  The  polished 
hardwood  floors  are  relieved  by  various 
sized  rugs  of  attractive  and  harmonious 

colorings,  while  a  relief  note  is  pro- 
vided in  the  decorative  scheme  by  the 

presence  of  brass  hooks  and  mounts  used 
for  the  effective  display  of  cert^Pi  mer- chandise. 

The  blouse  department,  as  will  be 
seen  in  the  accompanying  views  of  the 
store,  is  forward  on  the  right  side,  the 
wardrobe  containing  the  suit,  costumes, 
coats  and  frocks  stands  prominently  on 
the  left  side,  while  situated  behind  the 
staircase  are  three  splendidly  equipped 
private  fitting  rooms,  well  lighted,  fitted 
with  triple  mirrors,  a  chair  and  a  pretty 

matching  rug.  A  very  excellent  altera- 
tion room  is  situated  upstairs  and  the 

work  in  this  department  is  done  free  of 

charge.  -  . Secret   of    Success. 

"Since  opening  here  business  has  been 

splendid,"  admitted  Mr.  McNabb,  "and  I 
am  very  optimistic  over  the  outlook  for 

Spring  trade.  I  feel  that  when  it  opens  ■ 
the  merchants  all  over  Canada  will  enjoy 

a  very  prosperous  season." Dry  Goods  Review  seconds  the  motion 
and  feels  sure  that  the  whole  trade  will 

extend  good  luck  wishes  to  Jack  Mc- 
Nabb, who  has  demonstrated  his  ability 

to  work  for  others  and  by  doing  so  has 
placed  himself  in  a  position  where  he 
is  now  able  to  render  first-class  service 
to  his  customers  by  working  for  himself. 
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Styles  for  Season  of  1921-22  to  be  Conservative 
Canadian  Designers   Believe  Merchants  Want    Garments    That    Guarantee    Safe    Turn- 

over— International  Convention  Cut  Down  on  Form-Fitting  Styles — Some 
Models  Are  Outlined. 

WHILE  the  style  fo
recast  adopted 

by  the  style  committee  of  the 
International  Association  of 

Clothing  Designers  recently  held  in  Chi- 

cago announces  that  the  tendency  for 

Fall  and  Winter  is  toward  the  liberal  use 

of  garments  expressing  more  individual- 

ity and  that  hence  there  will  be  a  de- 
mand for  all  types  of  sport  and  novelty 

effects  in  suits  and  overcoats,  the  feel- 

ing amongst  Canadian  designers  with 

whom  Dry  Goods  Review  has  talked 

is  that  conservatism  will  again  feature 

in  the  Fall  and  Winter  creations,  1921-22. 
There  will,  of  course  be  a  sprinkling  of 
novelties  for  the  young  men  who  seek 
the  extremes  in  dressing,  but  these  are 
likely  to  be  few.  As  one  designer  put 

it,  "While  the  style  tendency  as  ex- 
pressed at  the  Chicago  Convention  was 

toward  several  extremes,  in  Canada  we 
will  follow  much  more  conservative 

lines."  Or  as  another  designer  said, 
"One  may  say  that  the  style  tendency  in 
Canada  for  the  coming  Fall  and  Winter 
season  will  be  decidedly  conservative; 

there  will  be  very  little  that  is  new  or 

extreme." 
Taking  Note  of  Conditions 

The  reasons  for  the  conservatism  of 

the  Canadian  designer  are,  perhaps,  ob- 
vious. In  the  first  place,  Canadian 

styles  are  always  more  conservative 
than  those  across  the  line.  There  is 
neither  the  number  of  people  nor  the 
cosmopolitan  population  that  can  absorb 
the  extremes  in  styles  in  this  country  as 
in  the  United  States.  An  extreme  style 
across  the  border  that  dies  on  the  manu- 

facturer's shelves  can  be  unloaded  much 
more  easily  than  in  Canada. 

And  this  constitutes  one  of  the  main 

reasons,  if  not  the  main  reason,  why  few 
extremes  will  figure  in  the  coming  Fall 

and  Winter  program.  "Merchants  the 
country  over  are  not  in  an  attitude  of 
mind  to  invest  their  money  in  styles 

that  will  die,"  is  the  way  one  clothing 
manufacturer  expressed  himself  to  Dry 

Goods  Review;  while  another  said:  "To 
keep  down  the  price  for  Fall  to  where  the 
average  merchant  wants  it,  fancy  yokes, 
lines  and  trimmings  will  have  to  be  for- 

gotten." Note  is  being  taken  of  the 
times  in  designing  the  Fall  and  Winter 
styles.  Travelers  on  the  road  these 
days  with  clothing  are  being  asked  very 

frequently:  "What  is  your  lowest  line?" 
The  clothing  manufacturer  has  taken 
note  and  will  give  a  good,  conservative 
style,  having  all  the  essentials  of  a 
highly  tailored  garment,  but  with  the 
frills  missing.  He  knows  that  the  mer- 

chant does  not  want  to  carry  any  "dead" 
stock;  so  he  is  trying  to  figure  out  styles 
that  will  always  make  his  stock  saleable, 

with  a  sprinkling  of  the   extremes  that 
will    not    interrupt    rapid    turnover. 

Styles  for  Men's  Models 
The  forecast  of  the  style  committee 

at  Chicago  with  regard  to  the  specifi- 
cations for  men's  models  based  on  size 

37  are: 
Style,  three  button  sack,  waist  length 

17  inches,  full  length  30  inches;  blade 
effect,  clean;  back  effect,  slightly  body 
tracing;  back  finish,  8  inch  plain  vent; 
shoulder  width  5  inches  and  effect 

square;  lapel,  low  gorge,  notch,  dimen- 
sions 3%  inches;  cutaway  front,  with 

corners  slightly  rounded  and  button 
spacing  1  inch  above  the  lower  pocket; 
front  effect,  medium  chest;  regulation 
style  of  pockets,  located  11  inches; 
sleeve  size  is  18  inches  at  elbow  and  11 
inches  at  hand,  with  open  vent. 

Young  Men's  Models 
Based  on  size  36  for  semi-young  men: 

waist  length  17  inches,  full  length  30% 
inches,  with  easy  blade  effect;  back  effect 
is  broad  at  blade  to  medium  waist  sup- 

pression and  close  clinging  at  seat;  no 
vent  in  back;  shoulder  width  4%  inches 
with  square  effect;  lapel,  low  gorge  with 
notch  with  3%  inch  dimensions;  slightly 

cutaway  with  rounded  corners  and  but- 
ton spacing  1  inch  about  the  lower 

pocket;  full  chest  front  effect;  regula- 
tion style  of  pocket,  location  11  inches; 

sleeve  size  14  %  at  elbow  and  10%  at 
hand  with  open  vent. 

In  a  three  button  sack  for  young  men 
based  on  the  same  size,  the  waist  length 
is  given  as  16  inches  with  full  length 
30%  inches,  with  blade  effect,  easy;  back 
effect  is  form  fitting  with  denned  waist 
lines,  a  12  inch  hook  vent;  shoulder 
width  4%  inch,  square  with  slight  pleat 
effect  in  sleeve  head;  low  gorge,  notch 
lapel,  dimensions  3%  inches;  slightly 
cutaway  front  and  full  chest;  regulation 
pockets,  location  10  inches;  sleeve  size 
14%  inches  at  elbow  and  10%  inches  at 
hand,   with   open  vent. 
ONE  BUTTON  SACK:  —  General 

specification  for  young  men's  sack  with 
peaked  lapel  and  slightly  slanting  flap 

pockets. 
TWO  BUTTON  SACK:— Specifications 

for  young  men's  three  button  sack,  with 
semi-peaked  lapel. 
FOUR  BUTTON  SACK:— Specifica- 

tions for  semi-young  men's  sack,  with 
short  lapel,  high  gorge,  soft  roll;  plain 
vent  8  inches;  plain  pockets. 
TWO  BUTTON  DOUBLE  BREASTED 

SACK. — Specifications  for  young  men's 
single  breasted  sack,  with  buttons  four 
inches  from  edge,  4%  inches  apart,  and 
lower  button   1  inch  above   pocket. 
THREE  BUTTON  DOUBLE 

BREASTED    SACK:— Specifications    for 

young  men's  single  breasted  sack  with 
buttons  4%  inches  from  edge  and  lower 
button  on  line  with  pocket. 
FOUR  BUTTON  DOUBLE  BREAST- 

ED SACK: —  Specifications  for  young 
men's  sack,  with  buttons  4  inches  from 
edge,  lower  button  1  inch  below  pocket. 
YOUNG  MEN'S  TROUSERS:— Cuff 

bottom,  17%  inches  at  knee  and  14% 
at  bottom;  plain  bottoms,  18  inches  at 
knee  and  15  inches  at  bottom. 
MEN'S  VESTS:— Five  buttons,  no 

collar;  for  young  men,  six  buttons,  low 
opening. 

ONE  BUTTON  FROCK  COAT:— 
Waist  length  16%  inches;  full  length 
38%  inches;  flat  braided;  sharp  cutaway; 
peak  or  notch  lapel;  coat  for  semi-dress 
and  to  be  worn   with  striped  trousers. 
MEN'S  TUXEDOS.— Specifications  of 

men's  sack,  with  silk  faced  peak  lapel 
and  flap  pockets;  and  for  young  men, 
specifications  of  young  men's  three  but- 

ton sack,  with  notch  collar;  the  collar, 
lapel  and  cuffs  of  silk;  satin  welt  breast 

pockets. 
MEN'S  FULL  DRESS  COAT:— Waist 

length  17  inches,  full  length  40  inches; 
natural  shoulder;  silk  faced  peak  lapel; 
bound  collar;  for  young  men,  16%  inches 
waist  length,  40  inches  full  length;  skirt 
effect  narrow  and  pointed  notched  col- 

lar; collar,  lapel  and  cuffs  of  silk; 
breast  pocket,   welt   bound. 

Styles    in    Overcoats 

MEN'S       CHESTERFIELD:— Length 42  inches;  velvet  collar;  regulation  pock- 
et, and  vent. 

MEN'S  THREE  BUTTON  DOUBLE 
BREASTED: — Length  41  inches;  regu- 

lation pockets;  lines  to  follow  men's 
sack,  and  for  young  men,  length  40 
inches,  follow  general  lines  of  young 
men's  sacks;  velvet  collar;  velvet  piped 
cuff,  and  hook  vent. 
ULSTERETTE:— Three  button  double 

breasted;  waist  length  17  inches;  full 
length  43  inches;  back  effect  loose,  well 
drawn  in  by  belt,  one-piece  three  quarter 
belt;  deep  hook  vent,  effect  of  front 
form  fitting;  lower  button  two  inches 
below  pocket  line;  pocket  11  inches 
below  arm  hole;  patch  and  flap  pockets. 
STORM  ULSTER:  —  Four  button 

double  breasted,  48  inches  long;  patch 
pockets  and  flaps;  two-piece  back  belt, 
two  buttons;  plain  centre  vent;  cuff  on 
sleeves. 

RAGLAN:— Three  button  double 
breasted,  length  46  inches;  large  patch 
pockets;  one  or  two  piece  sleeve;  deep 
arm  holes;  belt  all  round;  cuffs  on 
sleeves;   convertible   collar. 
DOUBLE  BREASTED  SLIP-ON 

OVERCOAT:— 45  inches  long,  split 
sleeve  with  cuff;  slash  pockets,  belt  all 
round. 
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A  Letter  With  "Real  Meat"  In  It 
The  following  letter  sent  out  by  the  export  department  of  Sidney  Blumenthal  &  Co.  Inc., 

to  its  foreign  list  of  customers,  may  prove  of  interest  to  American  Manufacturers: 

Sidney   Blumenthal  «fc  Co.  Inc. 
OWNERS    AND    OPERATORS    OF 

*> 

MANUFACTURERS    OF     PILE     FABRICS 

395-401    FOURTH    AVENUE 
TELEPHONE 

*OI60N    SQUARE    125C 
CABLE    ADDRESS "BOULEVARD" A.   B     C.  CODE    FIFTH   EDITION    BENTLEY 

^gSMmS&emi 

i!,.K...i,  Ciiin 

Gentlemen: 

New  York 

February  1st,  1921 

We  believe  that  a  misapprehension  exists  in  many  foreign  countries  regard- 
ing the  situation  in  the  United  States  at  the  present  time  .   There  is  no  panio, 

or  near-panic,  in  this  country.   Leading  bankers  did  fear  some  sort  of 
a  financial  crisis  during  the  late  Summer  and  early  Fall,  when  crops  were 
being  moved  and  money  was  in  greatest  demand.   This  crisis  has  passed, 
however,  and  the  only  situation  now  requiring  careful  handling  is  the 
finding  of  new  normal  price  levels,  and  meeting  them  through  a  process 
of  deflation. 

The  slump  in  prices  has  been  very  general.   Many  items  are  almost  down 
to  pre-war  levels;  and  others,  in  the  opinion  of  many  leading  experts,  are 
too  low  for  present  conditions.   No  one  denies  that  the  normal  price 
levels  for  1921  and  the  future  will  be  considerably  higher  than  the 

bottoms  that  prevailed  before  the  war.   Workers'  wages  have  been  cut 
somewhat,  especially  in  the  textile  industry,  but  it  is  impossible  that 
either  skilled  or  unskilled  labor  will  ever  go  down  to  the  wages  paid  in 
1914.   It  is  therefore,  safe  to  say  that  the  prices  quoted  by  primary 
sources,  such  as  manufacturers  in  the  next  few  months  will  be  a  sound 
basis  on  which  to  buy. 

All  lines  of  business  have  slowed  up  materially  during  the  last  six  months, 
but  it  is  only  a  temporary  condition,  as  we  have  all  the  fundamental  factors 

well  developed  for  normal  prosperity.  Never  in  the  country '  s  history  has  there 
been  so  much  money  in  the  aggregate  or  per  capita,  on  deposit  in  savings  banks; 
nor  has  the  savings  per  day  of  the  population  ever  run  so  high  as  at  present. 

As  a  nation  we  have  been  travelling  so  fast  that  any  slight  recession  from 
the  exaggerated  activities  of  the  past  few  years  is  exploited  by  the  press, 
talked  of  by  the  politicians,  and  theorized  upon  by  the  economists--all  of  which 
is  further  featured  and  accentuated  by  the  foreign  press .   Much  of  this  propa- 

ganda is  inspired  by  people  with  a  motive  and  you  can  discount  any  statement 
that  the  United  States  is  in  a  desperate  situation. 

Our  own  prices,  which  have  been  adjusted,  are  now  within  the  new  normal 
range  .   The  quotations  which  we  make  now  are  not  based  on  the  old  cost  of 
material  and  labor,  such  as  prevailed  during  1919  and  1920,  but  are  figured  on 
the  new  cost  of  production  and  our  customers  may  feel  warranted  in  purchasing 
without  hesitation 

Very  truly  yours  , 

SIDNEY  BLUMENTHAL  &  CO.  INC. 
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'  The  ultimate  choice  of  the  prudent  housewife ' 

"THE  PRINT  DRESS" 

SOME  people  believe  that  the "print  dress"  belongs  only 

to  the  age  of  innocence  and 

simplicity.     But  it  doesn't. 

<I  True,  print  is  still  the  material 
from  which  charming,  inexpen- 

sive and  ever-fresh  dresses  may 
be  made  for  children.  But  older 

members  of  the  household  are 

continually  finding  new  ways  or 

using  print  for  their  own  per- 
sonal wardrobes — for  decorative 

effect  in  house  dress,  garden  cos- 
tume or  other  apparel. 

^  In  "Prue  Cottons"  prints  your 
patrons  will  find  inspiration  for 

something  new,  quaint  and  inex- 

pensive. 

DOMINION  TEXTILE 
COMPANY,  LIMITED 

MONTREAL      TORONTO      WINNIPEG 
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Smart  Woolens  For  a  French  Summer 
-      pes   Promised  Much   Favor,  Checks  Will  Subside,  But  Plaids  Will   Enjoy  Considerable 

Prominence— Grey  is  the  Leader  in  Colors,  But  There  Are  Plenty  of -Advocates  of 
the  Black  and  Navy  Vogue — Soft  Shades  Seen  in  Wrap  Fabrics.      . 

Paris.  France, 
February,  L921. 

EDITOR,  Dry  G
oods  Review:  Al- 

though the  days  "are  cold,  and 

dark,  and  dreary— it  rains,  and 

the  wind  is  never  weary,"  yet  our  live
* 

are  not  dreary,  for  the  sun  is  shin
ing 

behind  the  clouds  and  within  a  mo
nth 

or  two  we  shall  throw  aside 
 our 

Winter  clothes,  to  put  on  again 
 lighter 

woolen  fabrics,  then  aerial  silks
,  mus- 

lin* of  pure  white  or  light  shades,  with
 

ribbons  and  gay  flowers  on  our
  hats. 

Soon  we  shall  start  making  plans
  for 

country  outings,  garden  parties,
  Summer 

holidays.  As  this  requires 
 much  think- 

ing it  is  just  as  well  to  start  now  ha
v- 

ing' a  look  at  the  novelties  in  Summer 

materials,  so  as  to  have  one'
s  mind 

quite  made  up  when  the  dres
smakers 

time  comes. 

Woolens   for  Warm   Weather 

This  month,  I  will  tell  you  about 

woolen  stuffs  for  Summer  wear. 

From  what  I  have  seen,  I  should  think 

that  stripes  will  still  be  very  fashionable, 

checks  will  be  less  in  demand,  while 

plaids  are  sure  to  be  a  prominent  fea-
 

ture of  travelling  garments  ^whether 

used  alone  or  in  connection  with  plain 

material  of  the  same  kind. 

Of  course,  the  shades  will  be  light: 

apart  from  navy  which  is  staple  and 

more  in  demand  (with  black)  than  any 

other  shades,  we  shall  see  all  kinds  of 

grey,  sand,  tan,  beige,  saxe  blue,  green, 
brick,  etc. 

Novelty  fabrics  are  keeping  up  their 

prices  because  they  are  novelties.  Yet, 

there  is  a  decline  on  last  year's  quota- 
tions, which  is  rather  hopeful,  for,  while 

you  still  have  to  pay  heavy  prices  for 

the  first  class  articles,  'it  is  possible  to 
get  something  cheaper  in  light  serge, 
that  is  quite  valuable  still. 

For  instance,  the  pattern  No.  1  of 

thick  gabardine  of  a  corkscrew  appear- 
ance is  of  a  fairly  high  price,  but  is  sure 

to  be  chosen  by  a  lady  who  wants  to 
have  a  neat  costume  of  plain,  but  per- 

fect lines.  In  reseda  green,  beige  or 

grey,  it  will  be  splendid  either  for  walk- 
ing or  for  traveling.  The  yellowish 

grey  shade  will  suit  little  girls  to  per- 
fection, in  cloaks,  or  young  ladies  who 

are  just  going  in  for  suits. 
No.  2,  on  the  contrary,  is  a  sample 

of  pure  woolen  "satin  de  laine,"  light  in 
weight,  and  moderate  in  price,  with 
which  we  shall  make  some  nice  cos- 

tumes, dresses,  and  all  kinds  of  Summer 
wraps. 

The  glossy  appearance  of  this  mater- 

ial will  win  it  many  "suffrages,"  both 
amongst  young  ladies  whose  complexion 
it  will  brighten  up,  and  by  their  mothers, 
whose  youth  it  will  remind  them  of, 
when  broadcloth,  woolen  cashmere,  etc., 
were  only  known. 

The  enclosed  range  of  patterns  shows 
you  that  there  is  no  lack  of  variety  in 
the  shades,  and  that  all  tastes  ought  to 
be  satisfied.  No.  3  is  the  continuation 

of  the  "bure"  kind  of  materials  that  have 
been  so  fashionable  during  the  past  year 
or  two.  It  may  look  thick  for  Summer 
wear,  but  as  this  season  is  the  time 
for  sports,  seaside  or  mountain  holidays, 
together  with  light  gowns,  one  must 
have  a  few  warm  garments  in  store  for 
windy  days  or  mountain  excursions  in 
the    everlasting    snow    regions. 

Elegant       Fabrics 

While  comfort  must  be  thought  of, 
daintiness  should  not  be  left  aside,  and 
the  following  are  specimens  of  warm, 
yet  elegant  materials  for  such  purposes: 

No.  5,  a  grey  pattern  of  thick  fluffy 
woolen  diagonale,  which  can  be  reversed, 
will  make  mostly  ample  motoring  coats. 

No.  5,  a  lighter  grey  stuff,  similar  to 
the  former,  although  the  ground  is  bure 

weaving,  can  be  used  for  the  same  pur- 

poses as  above  for  people  who  don't  go in   for   fancy   shades   or  styles. 

No.  6.  is  the  same  pattern  as  No.  5, 
only  in  light  blue,  such  as  young  ladies 
will  want  to  impart  charm  to  their 

youthful  appearance. 

No.  7,  similar  to  No.  4,  in  blue  and 
yellow,  would  suit  ladies  with  dark  hair 
and  similar  complexion  very  well. 

No.  8,  in  plain,  or  in  plaid,  is  of  a 
lovely  brick  red  shade  to  be  made  into 
all  sorts  of  sports  and  touring  garments. 
The  green,  black  and  white  plaid  is  very 
effective,  yet  not  showy.  In  grey,  it  is 
also  very  pretty.  Both  might  be  used 
alone  or  in  combination,  one  as  the 
main  part  of  the  garment,  the  other  as '  trimmings. 

Novel    Patterns 

In  checks,  or  rather  in  square  designs 
separated  by  colored  fillete,  to  be  made 
up  also  in  traveling  cloaks,  we  have: 
pattern  No.  9,  sand  ground  with  beige 
fillete,  or  white  and  black. 

No.  10  is  a  mixture  of  black,  sky 
blue  and  brown  stripes,  or  yellow,  grey 

and  white,  of  the  same  kind  of  material. 

No.  11,  in  red  plaid,  is  lovely  for 
children  especially  when  they  are  quite 

young,  and  in     blue     plaid,  little  girls' 

0 

£V 

Soft  woolen  fabrics  for  Summer  wear  described  in  accompanying  letter  from  Paris, 
(a)   One  of  the  splendid  Scotch  lines  offered  by  Scott  Bros.  &  Co.,  Hawick,  Scotland. 
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63 coats  will  also  be  very  nice,  especially  if 
trimmed  with  green  as  in  the  stripe. 

As  a  matter  of  fact,  showy  shades  are 
always  nicer  for  children  than  for 
grown  ups,  for  little  ones  require  less  of 
them,  and  besides  they  are  generally 

pretty,  and  the  most  eccentric-  thing-  will, 
at  the  utmost,  look  amusing-  on  them, 
while  it  might  be  ridiculous  on  some 
women! 

Novelties   in    Serges 

Quite  new  and  effective  in  their  plain- 
ness are  the  three  following  samples  of 

regular  stripes  shown  under  number  12. 
The  iron  grey  with  turquoise  blue 
stripes,  or  the  reseda  green  with  saxe, 
or  the  black  and  brick  patterns  are 

equally  pretty,  and  suitable  for  every- 
body, and  in  a  good  many  instances. 

As  I  mentioned  above*,  navy  serge 
is  always  in  demand.  Herewith  are  a 
few  samples  of  fancy  stripes  to  brighten 
up  the  staple  serge  suit: 

No.  13  has  a  wide  stripe  of  green, 
yellow  or  white,  which  makes  it  suitable 
for  straight  narrow  skirts  with  a  plain 
navy  jacket. 

No.  14  is  the  newest  and  most  dainty 
specimen  of  bayadere  stripe  on  navy 
serge.  Whether  these  stripes  be  green, 
saxe,  yellow  and  red,  or  white,  brown, 
blue,  green,  or  the  same  shades  differ- 

ently displayed,  all  are  as  effective,  in 
dresses  and  suits. 

What  is  peculiar  about  these  designs 
is  that  such  shades  are  nice  only  on  navy 
ground.  Others  would  not  do  so  well 
and  the  idea  should  be  carried  exclusive- 

ly on  navy  serge,  to  be  displayed  best. 

Black  serge  is  also  always  in  great 
demand,  for  two  reasons:  many  elderly 
ladies  will  wear  nothing  but  black,  shop 
girls,  who  have  to  be  well  dressed  to  look 
after  customers  are  generally  clad  in 
black,  and  unfortunately,  there  are  al- 

ways some  people  in  mourning. 

For  full  mourning,  black  or  white  are 
exclusively  worn,  but  when  the*  time 
comes  for  half  mourning,  then  mixtures 
of  black  and  white  are  adopted. 

As  stripes  at  present  are  more  fash- 
ionable than  anything  else,  I  am  send- 

ing you  enclosed  three  patterns  of  black 
and  white  serge  suitable  for  above  pur- 
poses: 

No.  15,  a  large  band  of  black  close  to 
a  greyish  white  band  of  the  same  width. 
This  would  make  some  effective  pleated 
skirts,  by  having  the  white  band  inside 
the  pleat,  just  to  be  seen  when  the  said 
pleat  opens  during  the  walk. 

No.  16  is  a  bayadere  design,  as  shown 
on  navy  serge,  but  the  stripes  of  dif- 

ferent widths  are  all  grey.  It  is  effect- 
ive, too,  and  would  look  its  best  in  full 

length  coats. 

No.  17  is  the  pattern  of  grey  ground 
serge,  with  white  •  stripes  that  is  worn 
later  on  when  mourning  time  is  almost 
at  an  end.  However,  it  would  prove 
very  convenient  for  other  purposes,  and 

Many  stripes  and  checks  are  seen  in  the  smart  novelty  woolens   showing  in   Paris 
this  season.     See  accompanying  letter. 

for    everyday    costumes    or    dresses    for      collections       will    only    be    shown       this; 
instance.  month. 

I    therefore    hope    to    be    able    to    tell 
As   regards  the  lines  which   will  pre-      you,   in  my   next   letter,   what   was   dis- 

vail   next    Summer,   nobody   knows    any-      played    there       in    costumes     and    every 

thing   certain     yet,     for  the   couturiers'      other   Summer  garment. 

ALL  FOR  TEN  DOLLARS 

Oi;  January  15th  last  the  formal  open- 
ing of  the  new  Montreal  store  of  the 

R.  L.  Steel  Company  was  held  and  a 
cordial  invitation  was  extended  to  the 
women  of  the  city  to  visit  the  lingerie, 
waist  and  hat  shop,  which  forms  a  very 

important  part  of  the  firm's  activity. 
The  interior  decoration  of  the  new  store 

is  particularly  effective,  having  a  hard- 
wood floor,  white  walls  and  a  profusion 

of  hanging  baskets  of  flowers  every- 
where, while  numbers  of  canaries  trill 

and  sing  constantly  among  the  flowers. 
Amid  such  surroundings,  the  newest 

Spring  blouses,  hats  and  lingeries  ap- 
pear more  than  ordinarily  fascinating, 

and  the  signs  everywhere  displayed  an- 
nouncing that  nothing  costs  above  $10 

are  an  added  inducement  to  feminine 

shoppers  in  quest  of  the  season's  latest. 

A    BIRTHDAY   OFFER 

The  Montreal  firm  of  Almy's  Limited 
are  celebrating  their  sixth  birthday  by 

a  gigantic  sale,  commencing  February 
12.  As  an  added  attraction  they  are 

advertising  special  inducement  to  out- 
of-town  shoppers  in  the  way  of  refund- 

ing railway  fares  in  proportion  to  the 
amount  spent  at  the  sale.  Every  fifty 
cents  worth  purchased  entitles  the  buyer 
to  one  mile  of  fare  free,  and  therefore 
the  sale  will  undoubtedly  benefit  those 

living  at  considerable  distance  who  are 
contemplating  the  purchase  of  furniture, 
etc.,  which  runs  to  higher  figures.  An 
extra  sales  staff  of  250  have  been  en- 

gaged for  the  event  and  three  to  four 
full-page  spreads  are  featured  in  the 

daily  newspapers  advertising  the  num- 
berless bargains. 
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Situation  Unchanged  in  Textile  Trades    . 

Officer  in  Charge  of  Overseas  Trade  Issues  Report  on  Developments 
in  Woolen  and  Cotton  Trades  From  Toronto  Office. 

IN  spite  of  the  continued  unfa
vorable 

conditions  in  the  cotton  trade,  there 
is  a  certain  feeding  of  optimism 

being  given  expression,  and  according  to 

recent  reports  from  the  overseas  trade 

commission  there  is  good  reason  for  this 

improved  outlook.  Dealing  with  the  cot- 
ton trade  in  a  recent  summary,  the  of- 

ficer in  charge  of  overseas  trade  in  To- 
ronto reports  as  follows: 

Unsatisfactory  conditions  continue  to 
obtain  in  this  section  of  industry,  and 
there  have  been  no  material  changes 
since  the  last  report. 

The  Eastern  demand  for  cotton  piece 

goods,  etc..  shows,  at  present,  no  indica- 
tion of  improvement.  The  cables  from 

India  and  China  have  for  some  time  past 

been  very  disappointing,  nor  have  other 
countries  displayed  any  desire  to  in- 

crease their  purchases.  Sellers  have 
still  further  reduced  their  prices  until, 
in  frequent  instances,  goods  are  offered 
at  actually  less  than  the  cost  price,  but 
even  the  lower  quotations  do  not  induce 
orders,  and  it  seems  evident  that,  either 
because  of  actual  inability  to  purchase, 
or  of  a  determination  to  force  still  fur- 

ther reductions,  buyers  do  not  intend  to 
extend  their  commitments  at  the  present 
juncture. 

As  a  consequence,  unemployment  has 
been  on  the  increase  in  the  spinning  and 
weaving  branches,  and  the  organized 
short-time  working  in  the  Egyptian  sec- 

tion is  to  continue  until,  at  least,  well 
into  the  current  month,  while  a  decision 
upon  this  question  has  at  last  been 
reached  in  the  American  section,  and  in 

view  of  the  continued  growth  of  unem- 
ployment, organized  short-time,  reduc- 

ing the  hours  worked  to  24  per  week,  has 
been  introduced  as  from  December  6. 

Expect  Extensive  Buying 

Nevertheless,  there  is  still  a  spirit  of 
optimism  in  certain  quarters  where  it  is 
believed  that  the  continuance  of  these 

quiet  conditions,  in  view  of  the  as- 
sumption that  requirements  of  the  world 

are  still  so  far  from  being  filled,  guar- 
antees that  when  once  buying  does  re- 

commence it  will  be  on  a  very  extensive 
scale,  and  that  this  demand,  together 
with  an  anticipated  recovery  in  £he  price 
for  the  raw  material,  which  is  at  pres- 

ent, they  contend,  much  below  produc- 
tion cost  and  cannot  long  remain  at  the 

current  level,  will  lead  to  a  return  of 
active  and  profitable  trading  in  the  not 
far-distant  future. 

On  the  statistical  position,  this  belief 
is  not  altogether  unwarrantable,  but  the 
main  factor  upon  which  the  future  trade 
in  this  direction,  as  in  others,  most  so 
largely  depend  is  the  future  of  the 

world's  economic  position  and  the  ability 
f.f  overseas  buyers  to  finance  purchases. 

Given  the  gradual  return  to  more  nor- 
mal economic  conditions,  there  is  good 

reason  for  such  optimism. 

Wool 

Reporting  on  conditions  in  the  woolen 
textile  industry  the  statement  says: 

Trade  generally  remains  unsatisfac- 
tory owing  to  the  continued  scarcity  of 

new  orders  of  importance.  Neverthe- 
less, there  has  recently  appeared  to  be  a 

little  more  business  passing  in  some  di- 
rections, and  although  this  is  usually 

for  small  lots  required  for  immediate 
purposes  and  is  passing  at  low  prices, 
it  appears  to  have  imparted  a  somewhat 
more  optimistic  feeling  regarding  the 
near  future,  and  there  are  not  lacking 
those  who  look  for  a  trade  revival,  of 
at  least  moderate  dimensions,  early  in 
the  new  year. 

In  the  meantime  liquidation  of  large 
stocks  continues,  and  prices  have  in  many 

instances  been  still  fui'ther  reduced. 

The  following  statement  has  been  is- 
sued by  the  Ministry  of  Munitions  con- 

cerning certain  proposals  unanimously 
adopted  by  a  large  and  representative 
conference  of  wool  growers  held  at  Mel- 

bourne on  7th  December.  The  proposals 

are  urged  by  the  Prime  Minister  of  Aus- 
tralia as  of  vital  importance  to  the 

sheep-raising  industry  of  Australia. 
The  operations  under  the  Imperial 

Wool  Purchase  Account  up  to  31st 
March,  1919,  were  fully  set  forth  in 
Command  Paper  788,  together  with  the 
main  figures  relating  to  the  financial 
year  ending  March  last.  The  profit  of 
about  £13,000,000  realized  to  31st  March, 
1919,  was  recently  distributed,  one  half 

being  paid  to  the  Australian  wool  grow- 
ers through  the  Central  Wool  Commit- 
tee, and  the  other  half  being  surrendered 

to  the  treasury.  The  profits  on  Aus- 
tralian wool  sold  after  31st  March,  i919, 

have  been  very  large,  and  the  present 
position  is  that  all  treasury  advances 
for  the  purchase  of  about  7,000,000  bales 
of  Australian  wool  in  all  have  been  re- 

paid with  full  interest,  and  substantial 
surplus  assets  now  stand  in  the  books 
free  of  cost,  consisting  of  about  1,800,- 
000  bales  of  wool  and  a  large  sum  in 
cash  over  and  above  all  liabilities.  The 
accounts  up  to  31st  March,  1920,  are 
subject  to  audit,  but  for  the  purposes  of 
the  present  statement  the  result  is 
known  with  sufficient  accuracy.  Taking 
the  wool  at  the  purchase  price,  plus 
transport  charges  when  incurred,  the 
surplus  assets  of  the  Australian  section 
of  the  Wool  Purchases  Account  are  esti- 

mated to  amount  to  about  £56,000,000 sterling. 

There  being  no  probability  in  the  pres- 
ent state  of  the  wool  market  of  an  early 

disposal  of  the  large  carry-over  of  wool, 

the  request  is  now  made  on  behalf  of 
the  wool  growers  that  their  half  share 
of  the  assets  shall  be  handed  over  to 
them  on  31st  December.  It  is  proposed 
that  these  assets,  whose  book  value,  as 

above  stated,  is  about  £28,000,000  ster- 
ling, shall  be  capitalized  at  £25,000,000 

sterling,  and  that  a  company  shall  be 
formed  to  be  registered  in  Melbourne 
under  the  style  of  the  British-Australian 
Wool  Realization  Association.  It  is  pro- 

posed that  the  said  capital  of  £25,000,- 
000  shall  be  divided  into  ordinary  trans- 

ferable shares  and  debentures,  and  that 
scrip  for  the  same  shall  be  distributed 
amongst  the  wool  growers  as  their  final 
dividend  under  the  Imperial  wool  con- 

tracts. It  is  suggested  that  the  board 
of  directors  shall  consist  of  nine  direc- 

tors, of  whom  some  will  reside  in  Aus- 
tralia and  some  in  London,  their  names 

to  be  submitted  to  the  British  Govern- 
ment for  approval.  The  main  object  of 

the  association  is  to  be  the  realizations  of 

the  carry-over  wool  to  the  best  advan- 
tage, but  general  trading  powers  will  be 

taken  in  the  articles  of  association. 

It  is  requested  as  a  vital  part  of  the 
scheme  that  the  British  Government 
shall  hand  over  to  the  association  for 
sale  on  agency  terms  the  British  half 
of  the  carry-over  wool — it  being  under- 

stood, of  course,  that  the  British  half  of 
the  surplus  cash  shall  be  surrendered  to 
the  treasury.  There  being  very  great 
difficulty  in  making  a  physical  division 
of  the  wool,  it  is  intended  that  from  31st 
December  onwards  the  property  of  one 
half  of  every  bale  of  wool  shall  be 
vested  in  the  association  and  the  prop- 

erty of  the  other  half  shall  remain  vest- 
ed in  the  British  Government,  so  that 

all  sales  of  old  clip  wool  shall  be  on 
joint  account,  the  association  accounting 
to  the  treasury  for  half  of  the  proceeds 
of  every  sale. 

As  above  stated,  these  important  pro- 
posals are  being  very  carefully  studied 

by  the  Minister  of  Munitions.  It  is  not 
the  intention  of  the  Minister  of  Muni- 

tions to  recommend  H.M.  Government  to 

adopt  any  course  likely  to  lead  to  the 
formation  of  a  trust  or  combine  which 
would  adversely  affect  the  interests  of 
the  consumer  or  those  of  British  trade. 

GOES  TO  CALIFORNIA 

Joseph  Solomon,  managing  director  of 
the  firm  of  A.  J.  Alexandor  &  Co.,  of 
Montreal,  has  severed  his  connection  with 
the  company  and  will  go  to  California 
to  live.  He  was  presented  with  a  hand- 

some travelling  bag  by  the  officers  and 
employees,  together  with  many  good 
wishes  for  his  future  success. 

FURRIER'S  HEAVY  LOSS 
A  serious  fire  occured  on  January  27th 

last,  in  the  factory  of  Messrs.  A.  Hol- 
lander &  Sons,  of  Montreal,  the  fur 

dyers  and  furriers.  Enormous  damage 
was  done  to  both  premises  and  stock, 
the  extent  of  which  has  not  yet  been 
determined. 
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Lively  Interest  in  Dress  Goods 
Silks  in  Crepe  Weaves  Selling  in  Range  of  Exquisite  Shades -- Woolen  Dress  Goods  Wil 

Move  More  Rapidly  as  Stocks  in  Retail  Stores  Diminish  —  No  Further  Drop  in 
Cottons,  Demand  Decidedly  Brisk. 

THE  outlook  in  the  te
xtile  trade  is 

decidedly  encouraging.  Silks,  as 

stated  in  last  month's  issue,  have 

made  a  spectacular  recovery  and  since 

this  reassuring  information  was  first 

announced  the  market  has  been  charac- 

terized by  steadily  firming  prices  in  lines 

which  had  fallen  away  out  of  all  pro- 

portion. 

From  Dame  Fashion's  point  of  view 

this  is  to  be  a  most  interesting  silk  sea- 

son. New  York,  whither  all  buyers  as- 
sembled at  the  very  outset  of  the  year, 

has  created  a  whirlwind  craze  for  soft 

silks  and  sent  everyone  back  singing  the 

praises  of  Cantons  and  Kitten's  Ear. 
Crepes,  crepes,  crepes,  the  never-ending 
song  of  these  soft  clinging  fabrics,  seems 

to  gain  favor  with  repetition;  for  in  place 
of  the  stiff  silks  which  are  wont  to  shine 

in  the  Winter  parade  of  la  mode  are  the 

lovely  soft  washable  silk  materials  in  a 
score  of  fascinating  weaves  desgned  for 

every  possible  use,  from  sports  wear  to 

formal  attire,  from  bathing  togs  to  bou- 
doir trappings.  These  new  silks  are  only 

rivalled  in  weave  by  the  colors  employed. 
The  most  exquisite  range  of  rose,  blue, 
lavender,  buff  and  grey  tones  are  seen, 
also  all  the  navys,  browns  and  black 
and  white  combinations  conceived  by  the 
chic  Parisian  modistes. 

Advance  News  From  Paris. 

Several  months  ago  Dry  Goods  Review 
was  fortunate  in  securing  samples  of  the 
new  silk  leader,  Canton  crepe,  sent  direct 
from  a  French  house  by  our  Paris  corre- 

spondent. The  tremendous  vogue  in 
store  for  this  superb  material  was  at 
that  time  related,  and  there  is  little  won- 

der in  the  fact  that  the  vogue  has 

"caught  on"  in  such  a  measure  on  this 
side.  The  material  is  ideal  for  almost 
any  dress  use  and  can  be  adopted  for 
the  type  of  costume  desired,  guided,  of 
course,  by  the  color  used.  Whole  suits, 
frocks,  sports  costumes  and  even  capes 
for  formal  and  informal  wear  are  fash- 

ioned of  Cantone  crepe,  while  other  crepe 
weaves  are  also  featured  in  lighter  silk 
materials  for  more  ordinary  require- 

ments. While  grey  is  the  dominant  color 
note  of  the  season  as  far  as  the  very 
fashionable  are  concerned,  it  is  believed 
that  navy  leads  with  the  popular  demand 
and  to  this  end  the  requirements  in 
navys  are  being  met  with  difficulty  and 
there  is  already  considerable  talk  of  a 
shortage  in  both  taffetas  and  soft  satin 
weaves.  Browns  and  taupe  shades  are 
also  strongly  featured  in  the  silk  lines, 
while  among  the  fancy  leaders  are  the 
vivid  new  blue  tones  and  the  new  rose 

shade  known  as  "Sunrise,"  a  subtle  tone 

between  orange  and  henna.  It  is  exqui- 
site when  combined  in  carefully  chosen 

quantities  with  the  Quaker  grey  of  this 
season,  as  also  are  the  new  blues  and  the 

pheasant  tints. 
"There  is  a  much  better  feeling  in  the 

dry  goods  trade,"  reported  the  head 
buyer  for  one  big  wholesale  house  this 
month.  "We  have  been  very  heavily 
stocked  for  some  time  and  the  merchants 
have  been  letting  their  stocks  get  very 
low.  They  are  endeavoring  to  carry 

lighter  stocks  and  have  therefore  de- 
ferred buying  as  long  as  possible.  They 

are  buying  now,  however,  and  as  a  result 
we  are  glad  to  see  our  own  heavy  stocks 
moving.  Nevertheless,  the  merchant  is 

buying  very  carefully  and  we  do  not  in- 
tend to  urge  matters.  We  are,  of  course, 

overstocked  in  woollen  dress  goods,  but 
we  know  that  they  will  be  needed  before 
very  long,  so  we  are  waiting  our  time 

and  not  worrying." 
Woolen  Favorites 

In  woolen  lines  tricotines  have  been 

and  are  exceedingly  modish.  A  splen- 
did range  of  shades  are  available  in  the 

tricotine  lines,  rendering  them  adaptable 

A   NOVEL   FASHION   DISPLAY 

A  new  and  lavish  note  was 
struck  at  a  mannequin  display  in  a 
new  establishment  opened  recently 
in  Bond  Street.  London. 

The  chief  mannequin,  of  rare 
beauty  and  charm,  was  a  Russian 
refugee,  a  woman  of  high  rank, 
who  refused  to  divulge  her  identity 
because  of  the  work  which  she  has 
been  forced  to  take  up.  The  first) 
scene  showed  the  fair  unknown  in 
bed,  surrounded  by  the  luxuries  of 
a  woman  of  wealth — beautiful  lace 
bedclothes,  exquisite  dressing-table 
appointments,  perfumes  and  pow- 

ders. A  little  maid  awakened  her 
mistress,  and  brought  her  some 
love  letters  and  a  gorgeous  bou- 

quet of  roses,  fashioned  out  of  gold 
tissue  and  shaded  satin. 

Madame's  day,  with  her  various 
toilettes  and  visits  from  the  repre- 

sentatives of  hat  and  frock  shops, 
was  watched  with  the  keenest  in- 

terest by  the  select  audience.  The 
genius  of  the  chief  mannequin  and 
the  grace  with  which  she  per- 

formed little  informal  dances  made 
the  display  much  more  than  a 
mannequin  parade.  The  conversa- 

tion was  in  French. 

for  house  costumes  and  street  suits  as- 
well  as  Spring  coats  and  wraps.  Serges, 

gabardines  and  broadcloths  are  also  be- 
ing featured  in  the  smart  designs,  being- 

exhibited  to  tempt  the  Easter  trade,  and 
it  would  look  as  though  Spring,  1921,  is 

to  be  responsible  for  some  of  the  smart- 
est cloth  costumes  viewed  in  many  a 

season.  One-toned  effects  are  in  very 
good  taste  for  dressy  wear,  but  when 
it  comes  to  informal  or  sports  attire  the 
check  and  the  plaid,  as  well  as  the  stripe 
figure  prominently,  either  compressing 
the  entire  model  or  allied  with  a  plain 

fabric  to  produce  a  two  or  three-piece 
costume. 

Fancy   Voiles. 

"We  have  been  doing  a  very  large 
business  in  siik  and  cotton  voiles,  in 
fancy  foulards  and  marquisettes  in 

striped  effects,"  stated  one  prominent 
Toronto  wholesaler  this  month. 
"We  have  carried  these  handsome 

French  lines  and  made  a  specialty  of 

them  for  some  time,  and  are  now  receiv- 
ing orders  from  many  of  our  customers 

who  have  not  been  buying  these  fancy 

lines  for  some  time."  These  new  voiles, 
some  of  which  were  illustrated  in  the 
January  issue  of  Dry  Goods  Review,  are 
unusually  beautiful  in  coloring  and  de- 

sign and  are  promised  a  very  strong 
vogue  for  mid-Summer  wear.  They  will 
be  used  for  frocks  for  children  and  for 

ladies'  afternoon  costumes  for  garden 
party  wear,  etc.,  and  will  be  garnished 

with  pretty  laces  and  ribbons  in  har- 
monizing and  contrasting  hues. 

Cottons  in  Demand. 

There  is  a  decided  shortage  in  some 
lines  of  cotton  dress  goods,  notably  ging- 

hams. In  spite  of  the  big  cuts  announced 
earlier  in  the  season,  business  has  been 
fairly  normal,  and  there  has  been  no 
further  reduction  since  the  first  week 
in  January.  Wholesalers  report  that  the 
demand  for  cotton  goods  has  been  very 
good  and  as  a  result  their  own  stocks 
are  fairly  low,  and  a  shortage  is  fully 

expected  in  some  lines.  One  house  re- 
ports that  although  cash  returns  will  be 

lower  for  the  year  as  compared  with 
1920,  due  to  the  cuts  made,  at  the  same 
time  a  larger  volume  of  business  is 

expected. 
The  cotton  novelties  for  1921  are  very 

effective  and  feature  smart  plaids  in 
ginghams,  fancy  stripes  in  voiles  and 
handsome  all-over  patterns  in  marqui- 

settes. Pretty  dotted  effects  will  be 
featured  in  some  of  the  dainty  imported 
voiles,  while  white  grounds,  with  vividly 
embroidered  motifs  in  silk  or  wool  will 
be  offered  for  the  exclusive  trade. 



DRESS    FABRICS Dry  Goods  Review 

& &m&- 
-C_3- 

-£>g^gj 

AN  EXTENSIVE 
RIBBON  SEASON 
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ON  practically  every  article  you  pick  up  to-day — 
either  millinery  or  garment — you  will  find  a  touch 
of  Ribbon  either  of  a  narrow  novelty  or  wide  de- 

nomination, and  as  the  days  pass  by  Ribbons  are  being 
shown  far  more  largely  than  ever  before.  PARIS  is 

showing  Ribbons  on  hats  and  garments  as  the}-  never 
have  shown  them  before,  and  London  and  New  York  are 
following  right  in  line. 

We,  therefore,  urge  our  customers  to  supply  their 
immediate  wants  with  narrow  novelties  as  we  anticipate 
a  big  demand  for  this  class  of  merchandise  for  Easter 
selling.  We  have  an  extensive  range  of  these  goods  on 

hand  to-day  for  immediate  delivery.  Samples  gladly 
submitted. 

I   niinlllMMIIMMIIIIIIMIIIIIIMIIIIIIIIIIMMIMIIIIMIIIIIIIIIMIMIIIIIIIIIIMIIIIMIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIMIMIIIIIIMIIIMIIIMII 

RIBBONS   LIMITED 
MONTREAL TORONTO WINNIPEG 

® 
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EASTER  SILKS 
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WE  are  ready  with  a  magnificent  display  of  all 
the  latest  novelties.  Our  stock  is  complete 
with  all  the  best  and  newest  shades,  and  our 

assortment  is  unsurpassed  in  Canada.  Send  for  sam- 
ples or  call  and  s$e  our  range  of  the  following: — 

36  and  38  in.  Swiss  Taffeta 
Negro,  Navy,  Dutch  and    all  the 
most    up-to-the-minute    shades — 
immediate  delivery. 

ALL  NEW  MERCHANDISE  JUST   PASSED  INTO  STOCK 

Satin  Stripe  Poplins 

Fancy  Voiles 

Jacquard  Silks 
Jerseys,  in  every  shade 
Plain  and  Novelty  Baronettes 

Washable  Satins  Black  and  Colored  Duchess 

Crepe  de  Chines  Black  and  Colored  Paillettes 

Georgettes  Lining  Satins 
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SILKS    LIMITED 
MONTREAL TORONTO WINNIPEG 
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Flowers,  Fruits  and  Feathers ! 
Famous  French  Designers  Send  Their  Loveliest  Creations  as  Forerunners  of  a  Colorful 

Season— Picturesque  Are  the  Styles  For  Spring  and  Varied  the  Uses  of  Trimmings -Drenched  Plumes  and  Dripping  Effects  in  Ribbons  and  Flowers  Are  Seen 

F  LOWERS  and  fruit;  elaborate  lace 
and  ribbon  arrangements;  drenched 
ostrich  and  other  plumes  drooping 

from  one  side  of  the  brim;  generous  use 
of  lace  and  horsehair  braids;  grey  crepe 
de  chine;  shiny  straws  combined  with 
cloth,  with  silk,  with  satin,  with  crepe; 
vivid  colors;  glistening  black  or  grey — 
the  grey  of  the  Quaker  maid — Egyptian 
influences;  irregular  contours;  coquettish 
veils — such  is  the  fascinating  story  of 
the  Spring  chapeau  de  luxe.  The  maze 
of  beauty  offered  would  be  confusing 
were  the  advocates  of  la  mode  aught  but 

feminine:  as  it  is,  they  leai'n  the  new 
millinery  dictionary  each  season  without 
an  effort,  and  the  names  of  the  newest 
straws  and  novelties  are  known  to  them 
almost  as  soon  as  they  are  conceived  by 
the  great  ateliers.  There  is  nothing  in 
the  matter  of  dress  that  more  readily 

captivates  the  fancy  of  a  woman  than 
a  pretty  hat.  When  she  is  feeling 
gloomy  she  invariably  invests  in  a  new 
chapeau  and  is  at  once  revived  in  spirits. 

When  the  season's  costume  grows  too 
monotonous  and  requires  just  something 
to  liven  it — a  smart  little  hat  does  the 

trick.  When  a  particularly  good  im- 
pression must  be  made  by  the  society 

woman,  the  mannequin  or  the  business 

woman,  the  milliner  is  expected  to  fur- 
nish the  piece  de  resistance  of  the  cos- 

tume. The  magic  of  the  fashionable 

wardrobe  is"  in  the  hat.  The  Spring  of 
1921  raises  the  art  of  millinery  to  an 
even  higher  standard  than  it  has  hitherto 

enjoyed,  for  such  superb  colors,  such  un- 
usual trimming  motifs,  such  perfect 

■lines  and  such  fabrics  have  not  been 
seen  for  many  a  season. 

Inevitable  Tendency 

Paris  has  surpassed  herself  in  the 
matter  of  color  and  novelty,  artistry  and 

design;  and  New  York  is  following  close- 
ly the  original  creations  of  the  French 

designers.  The  result  is  that  interest  in 
the  world  of  hats  is  keen,  and  after  a 
period  which  must  at  least  be  classified 

as  "dull"  the  situation  presented  is  rather 
in  the  other  extreme.  Buyers  went 
earlier  to  New  York  than  usual  to  see 

what  they  could  see  and  buy  what  they 
wanted.  According  to  the  buyers  them- 

selves they  received  a  surprise. 

"There  was  such  a  clamor  for  the 
goods,  such  a  rush  into  the  market  that 
the  exact  opposite  effect  was  produced 

from  what  was  desired,"  declared  one 
prominent  buyer  who  has  represented  a 
Toronto  house  in  the  United  States  and 

overseas  markets  for  many  years.  "It 
is  as  hard  to  get  orders  filled  as  ever, 
and    the    manufacturers    were    so    busy 

Forerunners  of  Spring 
Upper:  Hindu  turban  of  copper-colored 

satin  trimmed  with  blue  Tagel,  Milan  and 
pearl  ornament.  Lower:  A  Baker  creation 
in  Milan  hemp  being  shown  in  all  colors 
trimmed  with  satin  twisted  band. — Court- 

esy of  Toronto  Hat  Company. 

even  the  first  week  in  January  that  they 
would  promise  nothing  for  the  entire 
month. 

"This  produced  an  unfortunate  effect, 
viewed  from  the  angle  of  hoped-for- 
lower  prices,"  continued  this  buyer. 
"The  makers  cannot  fill  orders  and  the 
demand  being  in  excess  of  the  available 
supply  will  undoubtedly  keep  prices  up. 
Moreover,  I  have  always  maintained, 
and  find  it  to  be  the  case  again  this 
season,  that  high  prices  must  be  paid 

for  high  quality  materials.  The  ordi- 
nary line  of  goods,  manufactured  as  they 

are  from  silks  and  cottons,  are  naturally 
affected  by  the  condition  of  the  markets 
controlling  these  commodities.  But 
when  it  comes  to  ornaments  and  fabrics 

in  which  the  novelty  of  beautiful  color- 
ing, peculiar  weave  or  unusually  treated 

surfaces  is  featured  such  merchandise 

cannot  be  secured  for  a  song — and  it  is 
frequently  the  presence  of  one  single 
beautiful  velvet  petalled  rose  that  ren- 

ders a  model  prohibitive  in  price  to  the 

popular  trade." The  Fascination  of  Grey 

Many  of  the  exclusive  models  which 
were  designed  in  Paris  for  the  Riviera 
Winter  are  already  being  cleverly  copied 

by  Canadian  designers,  who  have  been 
closely  studying  the  French  trend 
through  the  New  York  market  during 
the  past  few  weeks.  The  features  which 
have  been  decided  upon  are  interesting 
in  the  extreme.  The  grey  vogue  of 
which  Dry  Goods  Review  talked  last 
Autumn  has  grown  with  each  succeed- 

ing week  and  now  both  in  Paris  and 
New  York  the  all-grey  close-fitting 
model  of  grey  crepe  de  chine  is  the 
novelty  of  the  moment  while  other  less 
remarkable  but  equally  lovely  models 
exploit  grey  as  the  dominant  note  with 
a  touch  of  pheasant,  a  fleck  of  jade,  a 
bit  of  rose  or  a  wisp  of  gorgeous  blue 
to  furnish  the  aspect  of  practicability 

which  must  characterize  every  model  de- 
signed for  street  wear. 

"The  grey  vogue  should  not  be  killed 
by  the  omission  of  a  necessary  touch  of 

color,"  was  the  emphatic  statement  of 
one  prominent  buyer  to  a  representative 

of  Dry  Goods  Review.  "The  all  grey 
model  can  only  be  successfully  adopted 
for  theatrical  or  stage  purposes.  On 

very  rare  occasions  when  extremely  for- 
mal attire  is  in  order  the  all-grey  hat 

may  be  "worn  by  the  right  woman,  but 
in  my  opinion  there  is  only  one  woman 
in  a  thousand  who  will  look  properly 

dressed  in  a  grey  hat  which  carries  not 
the  slightest  touch  of  color.  It  is  a  most 
trying  experiment  and  in  most  cases  has 

been  found  unsuccessful." 
Asked  for  an  explanation  of  why  so 

many  all-grey  models  have  been  dis- 
playing in  all-grey  window  displays  in 

New  York  and  other  fashion  centres,  this 

buyer  replied:  "There  is  a  psychology 
in  this  solid  unrelieved  use  of  grey  in 
window  displays.  The  public  has  grown 
weary  of  vivid  and  bizarre  effects  in 
colors.  They  have  been  overdone.  The 

all-grey,  all-tan  or  all-lavender  windows 
provide  a  remarkably  restful  contrast. 
They  are  beautiful,  distinctive,  refined, 
and  they  are  a  relief  to  the  eye,  over- 
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tired  with  too  much  color.  But  they  are 

purely  of  theatrical  value.  The  all-grey 
hat  as  an  enhancement  to  beauty  will 
remain  beyond  the  reach  of  all  but  a 

very  few." 
A  Riot  of  Lovely  Color 

But  this  opinion  from  one  of  the  ex- 
perts in  the  creation  of  fashionable 

headgear  need  not  be  taken  as  discour- 
aging information  by  the  trade,  for 

while  all-grey  may  be  most  trying  for 
the  majority  of  fashion  adherents  there 

are  many  exquisite  shades  both  beauti- 
ful and  becoming  to  the  right  type  of 

face.  The  Spring  is  to  be  a  blaze  of 

color,  and  these  colors  have  been  select- 
ed in  no  half-hearted  fashion.  There  is 

courage  evidenced  in  every  tone  of  blue, 
rose,  green,  purple  and  red.  Glistening 
cherries  will  blaze  on  quaint  blue  pokes, 

varicolored  garlands  will  garnish  pic- 
turesque Directoires,  wide  drooping 

brims  will  support  crowns  of  solid 
masses  of  gaily  tinted  posies  and  the 
sauciest  little  close-fitting  tricorns  will 
exploit  trims  of  drenched  plumes  or  side 

"dripping"  ribbon  streamers. 

Many  Quaint  Styles  Seen 

The  Egyptian  and  Directoire  modes 
will  rival  each  other  for  favor,  and  the 

smartly  "draped"  turban  in  either  straw 
or  fabric  will  share  honors  with  the  ever 
distinctive   sailor  of  masculine   severity. 

The  Napoleon  shape  is  developed  in 
innumerable  shiny  braids  and  glazed 
satins  and  smartly  ornamented  with  a 
saucy  ribbon  or  feather  cockade. 

Contrasts 

Quaint  Empire  styles  are  sponsored 
side  by  side  with  chic  toques  and  tur- 

bans built  on  mediaeval  or  Oriental 
lines.  Faille  is  interwoven  with  metal 
and  a  crown  devised  beneath  which  ex- 

tends a  mohair  brim.  This  reveals  the 
sumptuous  note  in  Spring  millinery. 
Black  tagel  fashioned  into  a  Louis  XV 
contour  and  banded  with  pink  roses 
sponsors  the  oft-repeated  note  of  coquet- 
tishness  which  is  equally  in  vogue. 

Wide  sweeping  brims  of  gossamer 
transparency  and  snug  little  mushroom 
shapes  with  scarcely  any  brim  at  all 
reveal  the  lack  of  prejudice  on  Dame 

Fashion's  part  when  the  Spring  is  being 
considered,  and  the  fact  that  much  trim- 

ming and  no  trimming  at  all  are  equally 
chic  conveys  in  no  uncertain  fashion 

that  "Everywoman's"  taste  is  to  be 
satisfied. 

Cellophane  and  Crepe 

For  immediate  wear  cellophane  com- 
bined with  satin  straw  braid  or  crepe  is 

unusually  smart.  Off  the  face  lines  in 

close-fitting  toques  are  particularly 
smart,  though  many  of  the  newer  cha- 
peaux  allow  their  up-tilting  lines  to  veer 
around  to  the  side  and  at  the  sauciest 
angle  possible  are  seen  shoots  of  quills 
or  feathers  or  ribbon  motifs.  The  solid 
cluster  effect  in  soft  petalled  flowers  is 

very  lovely  as   is   the   trailing  effect  of 
both  posies  and  fruits. 

Very  youthful  also  are  the  drooping 
brimmed  models  with  soft  crowns  of  ir- 

regular or  tarn  line  which  introduce 
pretty  scarfs  of  Georgette  or  crepe  or 
ribbon.  Grapes  are  a  favorite  trimming 
in  all  shades  on  all  types  of  models. 

What  Is  in  Store 

As  the  season  advances  pastel  tints 

will  come  to  the  fore,  lace  will  be  lav- 
ishly used  —  transparent  effects  and 

chiffon  scarfs  will  revel  in  mid-Summer 
favor.  For  the  time  being  models  for 
trim  street  wear  choose  to  be  quite  small 
and  neat  in  design,  but  they  simply  have 
no  compunction  whatever  when  it  comes 
to  color.  Vivid  silks  vie  with  bright  red 
and  green  cellophanes  combinations  are 
most  unusual — all  of  which  goes  to  prove 
that  when  the  street  costume  is  drab, 
the  chapeau  must  be  gay. 

The  models  illustrated  this  month  have 

been  chosen  to  reveal  the  varied  treat- 
ment of  smart  Spring  models  for  early 

wear.  Easter  is  at  hand  and  the  Easter 

bonnet  is  one  of  the  most  important  con- 
siderations of  the  moment.  The  picture 

hat  for  the  time  being  is  overlooked  and 

the  swagger  line  of  the  close-fitting 
model  is  revealed  in  all  its  charm  and 

suitability  for  the  approaching  weeks. 
The   trailing   feathers   which   are   to   be 

prominently  featured  are  shown  in  two 
of  the  models  sketched,  while  a  chic 
toque  and  a  bewitching  sailor  are  also 

illustrated  as  among  the  season's smartest. 

OPEN  MILLINERY  SALON 

The  Dolly  Imbrey  Blouse  shops,  Bank 
Street,  Ottawa,  announce  that  they  will 

open  a  millinery  department  immediate- 
ly and  will  offer  the  ladies  of  the  capital 

very  attractive  prices  on  millinery  that 
will  be  the  last  word  in  styles  of  the 
moment. 

EXPORT  REGISTER  OF  BRITISH 
INDUSTRIES 

The  1920  edition  of  the  Export  Regis- 
ter of  the  Federation  of  British  Indus- 

tries has  made  its  appearance.  The  Fed- 
eration, founded  during  the  war,  occupies 

a  predominant  position  in  British  indus- 
try today.  The  Export  Register  ex- 

plains its  organization  for  the  benefit  of 
consumers  and  buyers  of  British  goods 

throughout  the  world.  It  also  gives  in- 
formation on  the  scope  of  British  manu- 

facture which  has  been  greatly  extended 

of  late  years  and  affords  business  con- 
cerns an  opportunity  of  surveying  this 

advance  as  a  whole.  The  editorial  and 

publishing  offices  are  at  7  Red  Lion 
Court,  Fleet  Street,  London,  E.  C.  4,  Eng. 

Vanguards  of  Fashion 
Left:  A  swagger  Ticorne  of  cire  satin  in  henna  with  tagel  facing  and  a  sunburst  trail 

of  henna  plumes.  Right:  A  stunning  all-black  model  of  glistening  cellophane  trimmed 
with  long,  black  drenched  feathers  trailing  over  both  shoulders. — Courtesy  S.  F.  McKinnon Company. 
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The  Easter  Bonnet  Arrives 
Montreal  Buyers  For  Big  Shops  and  Wholesale  Houses  Ecstatic  Over  New  Fabrics,  New 

Flowers,  and  New   Foliage — No  Doubt  as  to  the  Spring  Outlook — Everything  is 
Blooming  and  Hats  Are  Universally  Colorful. 

A  Trio  of  Spring  Charms 
Above  are  illustrated  a  fascinating  group  of  smart  models  f  or  immediate  wear.  A  burnt  orange  straw  model  is  almost 

covered  with  white  wool  ;  in  the  oval  is  a  stunning  creation  in  pheasant  tagel  with  exquisitely  tinted  foliage  outlining  the 
drooping  tarn  crown.  A  clever  conception  of  the  Indian  head  dress  is  seen  on  the  right  with  beads  and  tassel  to  decorate  the 
role  brim. 

WINTER  millinery  is  already 
 an- 

cient history  as  far  as  1921  is 
concerned,  and  Montreal  shops 

are  beginning  now  to  fill  up  with  charm- 
ing chapeaux  for  Spring  wear.  For 

very  earliest  Spring  days,  as  an  accom- 
paniment of  the  smart  tailored  suit  or 

frock,  the  small  hat  is  by  all  odds  the 
wisest  selection.  Hats  of  this  type  are 
given  first  attention  by  milliners  just 
now,  and  the  pre-Easter  showings  are 
in  full  swing. 

In  the  course  of  a  tour  of  the  various 

millinery  departments,  a  representative 
of  Dry  Goods  Review  secured  several 
interviews  with  the  buyers  who  have  re- 

cently  returned   from   Xew   York. 
Although  the  formal  opening  will  not 

be  held  until  March  8,  nevertheless  a 
wonderful  display  of  models  greets  the 
eye  of  the  seeker  after  the  newest  in 
headwear,  at  the  Henry  Morgan  store. 

"I  never  remember  seeing  such  attrac- 
tive Spring  hats  as  those  shown  in  New 

York  last  week,"  stated  J.  Lauterman, 
manager  of  the  millinery  department. 

"The  prices  are  down  considerably  be- 
low last  year's  on  most  lines,  and  alto- 

gether the  showings  are  decidedly  bet- 
ter. I  consider  that  the  Spring  models 

express  the  last  word  in  artistic  design 
and  -perfection  of  workmanship,  without 
a  trace  or  exaggeration  of  freakishness. 
Color  combinations  are  sometimes  start- 

ling, but  always  harmonious  and  every 
hat  of  any  pretension  to  smartness  has 
an  individuality  impossible  to  define  in 
words.  I  visited  a  number  of  millinery 
houses  in  New  York  which  are  exhibit- 

ing their  initial  showings  on  this  con- 
tinent, and  was  fortunate  to  get  a  num- 

ber of  their  creations,  which  will  cer- 
tainly excite  some  comment.  These  hats 

are,  of  course,  hand  made  and  will  sat- 

isfy the  most  ardent  seeker  after  'some- 

thing different.' 
"Generally    speaking,"    continued    Mr. 

Lauterman,   "crowns  are  a   trifle  larger 

and  are  soft  and  supple  to  the  touch. 
Stiff  effects  are  totally  passe,  as  prac- 

tically everything  is  hand  made.  The 
Directoire  and  poke  effects  were  very 
strong  and  most  milliners  were  using 
enormous  quantities  of  flowers  in 
wreaths,  sprays,  single  large  blossoms, 
fruit  clusters,  heathers  and  grasses,  wild 
berries  and  everything  in  the  foliage 
line  which  can  be  developed  in  delicate 

and  natural  colorings.  Prices  were  mod- 
erate on  accessories,  too,  when  you  con- 
sider the  workmanship  and  I  am  offer- 

ing a  collection  of  hand-made  flowers 
for  Easter,  which  will  range  as  low  as 
75  cents  a  spray  and  as  high  as  $25  for 
the  largest  and  most  elaborate. 

"As  for  colors,  of  course  gray  and  the 
pheasant  shades  lead,  but  the  darker 
navies  and  brown  are  good,  too.  Jade 
is  again  to  the  fore  as  well.  Ribbons 
are  particularly  strong  in  the  quaint 

picot-edged  narrow  widths,  and  quan- 
tities  of  loops  are  arranged  to  cascade 
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71 down  from  the  side  of  the  hat,  almost 

to  the  wearer's  waist.  The  large  hats 
were  unusually  beautiful,  characterized 
by  a  curving  brim,  either  in  picture 
style  or  in  a  simpler  drooping  effect  at 
the  sides  only.  The  all  black  hat  in 
mohair  braid  was  featured  prominently 
but  in  cleverly  wired  shapes,  effectively 
trimmed  with  flossed  ostrich,  with  no 

color  contrast  whatever." 
A  Shiny  Straw   Model 

Among  the  clever  conceptions  from 
New  York  imported  by  Mr.  Lauterman 
was  a  smart  cellophane  toque  in  change- 

able blue  and  black,  slightly  raised  on 
one  side  with  a  cleverly  made  ornament 
of  cellophane  and  jet,  simulating  beads 
as  the  sole  trimming.  A  gay  little  sports 
model  was  of  American  Beauty  and  Co- 

penhagen straw  liberally  besprinkled 
with  bead  embroidery  and  fine  braiding. 
Another  model,  slightly  larger  in  size, 

was  of  pheasant  visca  bi'aid,  dotted  over 
with  black  patent  leather  flowers  and 
draped  about  the  crown  with  a  banding 
of  visca,  buttonholed  in  black  wool.  A 
bewitching  poke  of  steel  gray  was  en- 

livened with  a  touch  of  pumpkin,  a  first 
cousin  of  the  ever  popular  henna,  and 
was  beaded  closely  with  real  coral.  A 
Hindoo  turban  of  gray  georgette  fea- 

tured the  ultra  smart  streamer  scarf  at 
the  right  side,  and  was  dotted  all  over 
with  dozens  of  tiny  hemp  rings,  no 
larger  than  a  finger  ring,  in  half  a  dozen 
different  colors.  The  rings  were  sewn 
on  by  hand  with  contrasting  floss,  and 
made  to  stand  up  vertically.  A  smart 
turban  tarn  of  black  tagel  was  complete- 

ly hidden  under  a  thatch  of  uncurled 
ostrich  which  radiated  from  the  centre^ 
of  the  crown  and  hung  gracefully  down 
over  the  edges.  A  pumpkin  taffeta 
model  turned  its  brim  upwards  to  show 
an  adorable  wreath  of  blossoms  veiled 
with  fine  black  lace.  A  round  turban 

of  gray  georgette  had  a  banding  of  ac- 
cordeon  pleated  ribbon  laid  around  the 

edge,  overlapping  a  crown  of  gray  cello- 
phane and  caught  with  a  crescent  of 

glittering  rhinestones.  A  large  draped 
veil  of  navy  blue,  heavily  embroidered^ 
with  gray  wool  in  a  fine  rose  design, 
was  caught  to  the  top  of  this  delight- 

fully unique  hat  and  was  decidedly  ef- 
fective. For  the  younger  girl,  a  rolling 

sailor  shape  of  white  taffeta  with  a 
navy  tagel  crown  was  shown,  the  taf- 

feta being  heavily  embroidered  in  silk 
floss.  The  crown  was  crushed  towards 
the  back  and  was  encircled  by  a  simple 
ribbon  tie.  A  wide-brimmed  sports  hat 
of  navy  tagel  was  faced  upon  the  upper 
side  with  tan  silk,  figured  with  tomato 
and  navy  futurist  designs  and  hemp  mo- 

tifs, conveying  an  extremely  original 
note.  A  charming  little  tailored  shape 
was  of  navy  Batavia  cloth  with  a  taf- 

feta crown  in  the  same  shade,  daintily 
trimmed  with  the  narrowest  of  braids 
in  self  color.  The  hat  was  a  directoire 
shape,    yet    as    pliant    as    possible. 

For  the  matron  was  shown  a  striking 
turban   of  woven  black  and   gray  cello- 

phane braids,  a  jet  ornament,  was  placed 
at  one  side  and  the  underbrim  was  faced 
with  a  narrow  band  of  satin.  A  large 
picture  shape  of  delicately  transparent 
tulle  in  dead  black  was  dazzling  by  rea- 

son of  its  resplendent  wreath  of  won- 
derful flowers  in  pastel  tints,  laid  about 

the  crown.  The  all  black  hat  of  diaph- 
anous fabric  will  be  a  leading  feature 

for  the  Summer  of  1921,  when  elaborat- 
ed with  the  assistance  of  these  delicate 

floral  effects. 

The  Art  in  Make  Believe   Flowers 

A  display  of  these  flowers  of  unusual 
merit  is  also  a  feature  of  the  millinery 
salon  of  the  Colonial  House,  and  is  a 
veritable  garden  of  loveliness.  Several 
large  glass  fixtures  are  filled  with  huge 
baskets  of  blossoms,  including  roses, 
pansies,  forget-me-nots,  fruit,  etc.,  inter- 

spersed with  trays  heaped  with  luscious 
cherries    and    jars    of    delicate    grasses. 

Festoons  of  pale  rose-tinted  pieot  ribbon 
are  looped  from  end  to  end  of  the  cases 
and  at  the  back  are  ranged  a  pyramid 

of  rose  satin  oval  boxes,  made  to  con- 
tain the  posies  which  are  sold  separately 

as  corsage  bouquets.  The  floor  of  the 
show  cases  is  strewn  over  with  wreaths 

and  sprays,  made  of  cotton,  velvet,  silk 
and  the  new  coral  composition.  A  fea- 

ture of  the  new  flowers  is  the  bas-relief 
effect  in  sprays,  which  show  a  perfect 
full  bloom  rose  on  one  side  only,  tjie 

reverse  being  flat  and  faced  with  can- 
vas for  attaching  to  the  hat.  The  roses 

are  realistic  to  a  degree.  Clusters  of 
fruit  in  pastel  colors  are  made  of  tiny 
balls  of  silk  floss  veiled  with  transpar- 

ent net,  and  wild  berries  are  cleverly 
imitated  in  a  wax-like  composition  in 
pinks  and  reds.  Large  single  petals  are 
much  admired  and  are  strewn  about  as 

though  but  newly  shed  from  the  living 
(Continued  on  page  124) 
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Cellophane  and  Chantilly 
Smart  cellophane  Xapoleon  hat  with  new  chantillly  lace  trimming  from 

the   Maison   Lewis,   Paris. — Imported    by   the  J.   M.   Orkin    Co.   of   Montreal. 
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Easter  Millinery 
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Baker  Hats 
Be  Ready  for  That  Easter  Trade  ! 

*  Brisk  selling  is  yours  if  Baker  Hats  form  the  nucleus  of 
your  Millinery  Display. 

The  masterly  touch  of  style  that  is  at  once  apparent  in 

every  number — 
The  artistic,  becoming  color  and  trimming  effects — 
The  nicety  of  finish  and  enduring  quality  that  have  long 
been  characteristics — 
These  are  the  features  that  have  contributed  to  the  great  Style  makes 
popularity  of  BAKER  HATS.  the  Hat 

ALL  THAT  IS  NEW  IN  Braids,  Trimmings,  Flowers,  Feathers,  etc. 

Be  sure  to  visit  our  conveniently  located   Showrooms,  or  send  for  a 
sample  assortment. 

TORONTO  HAT  CO.,  Limited 
Manufacturers  Selling  Direct  to  the   Trade 

The  Canadian  House  for  Ready-to-Wears 
76  Wellington  Street  West,         -         Toronto,  Ontario 

71    f-j   Branch:  Citizen  Building,  Ottawa,  A.  J.  AYEARST     Branch:  Hammond  Block,  Winnipeg,  J.  G.  MARTIN 

Baker    Hats 
have  Style 
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DYNAMO  BRAND 

By  this  Mark  you  are  enabled  to 
recognise  MALINES  which  can- 

not be  equalled  in  Quality— absolute 
Exclusiveness  and  Economy. 

MONTREAL 
Room  705 

Read  Bldg. 
Tel.  Main  6524 

"Dynamo   Brand"   Malines 
Are  guaranteed  Rainproof.  They  resist  Rain — Dampness — 
Snow — Sun  and  Perspiration. 

They  excel  where  others  fail,  and  they  naturally  become  the 
ideal  Maline  for  Millinery  and  for  Maline  Scarves,  so  appro- 

priate for  evening  wear.  They  are  economic,  because  one 
yard  of  Dynamo  Maline  offers  more  advantages  than  two 
yards  of  any  other  make.  Buy  Dynamo  Maline,  it  is  the 
Original  Guaranteed  Rainproof  Maline. 

CHAS.  MOUTERDE  {United  Makers) 
The"only  selling  agents  for  Gros  Million  &  Co.  of  Lyons  (France)  for  the Dominion  of  Canada.     We  only  sell  to  the  Wholesalers. 

80  Wellington 

St.  West 

TORONTO 

Tel.  Adel.  4184 
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Easter   Millinery 

New 

Model  Hats 

for   late   Spring 

and  early  Summer 

Wear 

are  now  coming,  from 
our  Workrooms  in 
most  attractive 

designs. 

BUYERS  visiting  the 
City  are  invited  to 

inspect. 

In  all  Departments   our  stock  is  splen- 
didly assorted  in  new  merchandise 

at  new  prices. 

G.  GOULDING  &  SONS 
55   Wellington  St.   West,  Toronto 

^Winnipeg  Ottawa 

66   King   St.  Jackson    Bldg, 
Hamilton 

283^  John  St.   N. 

o 

•o 

* 

o 
o 
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UNIVERSAL    HATS 
means 

Trimmed   Hats 

of  Springtime  Smartness 
at 

Prices  from  $3.50  to  $6.00 

All  Soft  Hand-Made  Effects— In  appear- 
ance closely  resembling  the  exclusive 

higher  priced  models. 

Straw  Braids—  Shiny  Visca  Braids  and  Straw 
Cloths,  fine  quality  Batavia,  and  Cello- 

phane. 
Silks— Faille  Silk,  Crepe  de  Chine,  Taffeta. 

Trimmed— With  lots  of  new  lovely  Flower 
effects  and  tailored  with  Beads,  Orna- 

ments or  Embroidered  Motifs. 

Colors— The  bright  new  shades  of  Pearl 
Grey,  Pheasant,  Henna,  Copen,  and  the 
always  liked  Black,  Brown  and  Navy. 

Universal  Hats  will  increase  your  Sales  Records 

Send  us  an  open  order  to-day  for  one  or  two  dozen  to  start  the  season 
with,  we  will  send  you  the  best  selling  models. 

Regular  Millinery  Terms. 

S.  F.  McKinnon  &  Company,  Limited 
Toronto    -    Canada 

Montreal  -  Winnipeg  -  Quebec  -  London  -  Paris  -  New  York 
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Latest  Millinery 
Novelty 

"CELLOSPREY" 
LIMITED  QUANTITY  ONLY 

$  1 22°  Per  Dozen 

JOSEPH  LEONE  &  CO. 
Wholesale  Millinery 

17  ST.  HELEN  STREET 

MONTREAL 

Please  send  me 

  dozen  of  your 

"Cellosprey"  at  above 

price. 
Name   
Address   
City   

,.';  '.".'  '.'.'i  g.C  U}1  >jv  !.' r  U  v  n  i;  n  v  n i.. JMMUmMJmMUm^MMSM 53^ I 

NIKROHAT 
MILLINERY 

Up-to-date 

Pattern  Hats 

Immediate Delivery 

All  Millinery 
Accessories, 
including: 

Hats 
Frames 

Ribbons 

Silks 
Flowers 

Fancy  Feathers 

Cellophone 
Cloths  and 

Novelties 

J.M.ORKIN&CO. 
Limited 

WHOLESALE 
MILLINERS 

214  Notre  Dame  Street 
MONTREAL 
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Second  Annual  Canadian  Fur  Auction 
Ever)-  Part  of  the  Globe  Where  Fur-bearing  Animals  Are  Found  Contributed  Pelts  to 

Canadian   Fur  Sale  in  Montreal — In   Face  of  Crisis,  Results  Are  Promising — 
Prices  Decline  40  to  60  Per  Cent. 

THE  second  annual  sale  of  the  Can-
 

adian Fur  Auction  Sales  Company 
is  now  a  matter  of  history,  and  its 

result,  happening  as  it  did  in  the  face 
of  a  crisis  in  the  industry,  was  decidedly 
better  than  was  anticipated  by  those  in 
closest  touch  with  conditions. 

The  holding  of  the  sale  entailed  im- 
mense preparations,  including  the  classi- 

fying and  recording  of  the  pelts  as  they 
were  received  from  all  over  the  world  at 

the  company's  warehouse.  Almost  at 
the  last  moment  a  lai-ge  shipment  of 
Persian  lamb  skins  from  Bokara,  Asia 
Minor,  was  received,  and  some  of  the 
other  interesting  items  were  consign- 

ments of  dogmats  from  the  Celestial  Em- 
pire, robes  from  Thibet,  sables  from 

Russia,  wallaby,  wombat  and  kangaroo 
from  Australia  and  a  polar  bear  from 
the  north  of  our  own  country.  In  fact, 
every  part  of  the  globe  where  furred 
animals  are  to  be  found  was  represented 
in  the  auction.  The  world  was  literally 
scoured  for  pelts  of  all  and  every  de- 

scription of  the  highest  standard.  The 
general  collection  taken  altogether  was 
well  above  the  average  and  featured 
some  items  of  unusual  quality. 

The  quantity  of  furs  offered  was  con- 
siderably less  than  on  the  occasion  of  the 

last  Canadian  sale,  but  the  quality  was 
excellent,  especially  in  Canadian  furs, 
which  attracted  much  interest  on  the 

part  of  buyers  from  other  countries.  A 
fine  collection  of  beaver  drew  forth  much 
favorable  comment  by  connoisseurs  in 
peltry,  as  did  mink,  otter  and  muskrat 
among  the  other  exhibits. 

The  Program 

The  following  is  the  program  followed 
by  the  executive  in  charge  of  arrange- 

ments, beginning  with  the  opening  on 
Monday,  January  31,  at  9  a.m.  F.  J. 
Shields  read  the  terms  of  sale  in  English 
and  French  on  behalf  of  the  Auction 

Sales  Company,  and  the  position  of  offi- 
cial auctioneer  was  again  capably  filled 

by  F.  Craig,  of  Brockville. 

Monday's  Sales 
The  principal  offerings  on  the  first  day 

of  the  sale  were  collections  of  mink,  er- 
mine, fox,  Russian  sables  and  Canadian 

and  Australian  opossum,  as  well  as 
smaller  lots  of  marten  and  fisher.  Mar- 

ten ranged  from  about  $6.50  to  $69  and 
$73.  Last  year  the  highest  price  was 
$201  and  the  lowest  $35.  Fisher  brought 
$13  to  $125,  as  compared  with  $75  to 
$365  last  March.  The  higher  prices  bid 

for  the  morning's  offerings  brought  ap- 
plause from  the  assemblage  of  buyers, 

but  the  general  tendency  was  to  run  the 

•■■HaniaaBiBauBfta 

bidding  close.  W.  Jaeckel  and  H.  Ganss, 
of  New  York,  were  among  the  high  bid- 

ders on  fisher.  Prices  ranged  from  35 
per  cent,  to  50  per  cent,  above  December 
and  January  levels  of  fur  prices. 

Tuesday 

Beaver  proved  the  most  popular  offer- 
ing of  the  second  day,  and  bidding  was 

fairly  well  divided  among  the  prominent 
houses  represented  by  the  large  number 
of  buyers  present.  The  highest  price 
reached  was  $32.75  and  the  lowest  $5,  as 
compared  with  $25  to  $106  last  year. 
Among  the  bidders  were  M.  Mautner,  A. 
J.  Weinschenker,  W.  Jaeckel,  David 
Steiner  and  H.  Ganss,  of  New  York;  O. 
G.  Becker,  of  Chicago;  and  Mr.  Loffree, 
representing  the  John  Hallam  Company, 
of  Toronto.  The  prices  brought  were 
said  to  be  above  those  of  the  New  York 

sale,  and,  taking  into  consideration  the 
value  of  English  money,  to  compare  fa- 

vorably with  the  London  sale.  Mention 
was  made  of  the  prices  brought  at  the 
London  sales  as  follows: 

Moose  River  and  Eastman  firsts,  140 

shillings;  Fort  George  firsts,  135  shil- 
lings; large,  100  shillings;  Eskimovag 

firsts,  125  shillings;  large  dark  firsts,  165 
shillings;  Canadian  firsts,  120  shillings; 
dark,  135  shillings;  Northwestern  firsts 
and  seconds,  110  shillings.  In  London, 
as  here,  Americans  were  heavy  buyers. 

A  large  number  of  wolf  skins  were  also 
disposed  of,  and  Messrs.  Brod,  Fuerth 
and  Herscovitz,  of  New  York,  were 
among  the  highest  bidders.  The  prices 
ranged  from  about  a  dollar  to  $12.50. 
Timber  wolf  was  not  in  much  demand. 
Persians  ranged  from  $3.50  to  $6.25  and 
the  principal  buyers  were  H.  Fuerth,  of 
New  York,  and  Cummings  &  Cummings, 
of  Montreal.  Krimmer  went  at  $7.50 
and  American  opossum  ranged  from  10 
cents  to  $1.02  apiece.  The  approximate 
range  of  prices  on  other  miscellaneous 
lots  were  given  as  follows: 

Red  fox,  $1.10  to  $29  for  a  lot  of  53 
Alaska  foxes;  Australian  fox,  20  cents  to 
$4.50;  Australian  opossum,  38  cents  to 
$4.60,  Mr.  Bender  of  Toronto  being  the 

highest  bidder;  ringtail  opossum,  10  to 
55  cents;  ermine,  from  8  cents  for  brown 
weasel  to  $1.05  for  high  grade  skins; 

marten,  from  25  cents  to  $18,  A.  Eisen- 
bach,  of  New  York,  being  one  of  the  high 
bidders;  fitch,  55  cents. 

Wednesday 

Prices  biought  during  the  third  day's 
selling  showed  an  improvement  over  New 
York  prices,  according  to  buyers  who 
had  attended  both  sales,  and  the  estimate 
varied  from  10  to  20  per  cent,  in  favor 
of  Canadian  prices.  In  comparison  with 
last  year,  however,  the  drop  is  great. 
Silver  fox  ranged  from  $35  to  $400,  the 
latter  price  being  paid  by  W.  A.  Miller, 
of  Prince  Edward  Island.  The  better 

grade  foxes  brought  $295  and  upwards 
to  $375.  W.  Jaeckel,  A.  Eisenbach,  G. 
Fuerth  and  Fred  Ramelson,  of  New 
York,  were  among  the  bidders  on  silver 
fox.  Last  year  the  prices  ranged  from 
$150  to  $1,225.  Raccoon  ranged  from  85 
cents  to  $7.  Ermine  and  Russian  sable 
were  resold  and  a  large  number  of  kolin- 

sky skins  were  disposed  of  for  about 
$1.40.  The  prices  here  again  were  an 
improvement  on  the  New  York  sale.  Last 
March  raccoon  varied  from  $4.45  to  $50. 

Beaver  and  muskrat  were  the  offer- 
ings of  the  afternoon  and  were  of  great 

interest  to  the  majority  of  buyers.  Musk- 
rat  ran  to  about  $2.20  with  keen  compe- 

tition displayed.  Among  the  large  buy- 
ers were  O.  Silverman,  of  Winnipeg, 

Becker  Bros.,  Jos.  Steiner  and  Bros.,  Le- 
berge  Chevalier,  A.  and  E.  Pierce  and 
the  Standard  Fur  Co.,  of  New  York. 
Marmots  were  of  keen  interest  to  Can- 

adian buyers,  while  squirrels,  which  went 
as  high  as  $1.24,  were  bought  chiefly  by 

New  Yorkers.  Cross  fox  proved  of  in- 
terest to  Parisian,  Dutch  and  New  York 

firms,  a  number  of  skins  going  to  Van 

Veen,  of  Rotterdam.  The  prices  in  gen- 
eral were  considered  slightly  higher  than 

those  of  the  recent  New  York  sale.  The 

price  range  in  this  city  last  March  was' as  follows:  Muskrat,  $2.05  to  $6.35; 

squirrel,  70  cents  to  $2.60;  moles  35  to 
65  cents. Thursday 

As  the  program  of  the  auction  had 
been  so  arranged  as  to  leave  the  least 
interesting  furs  until  the  last,  to  enable 
the  New  York  buyers  to  get  away  in 
time  to  attend  the  St.  Louis  auction 

(which  was  later  postponed  until  the 
22nd),  there  was  only  a  short  session  of 
two  hours  held  in  the  morning. 

A  very  miscellaneous  assortment  of 
pelts  were  offered,  comprising  badger, 
bear,     muskox,     dogmats,   Thibet   lamb 
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robes,  moles,  wallaby,  wombats,  kan- 
garoo and  hair  seal. 

Mole  aroused  considerable  competition, 

particularly  among;  Canadian  firms,  Red- 
mond &  Co.,  of  Montreal,  being  among 

the  chief  buyers.  The  skins  ran  about 
30  cents  each.  Cummings  &  Cummings, 
of  Montreal,  displayed  an  interest  in  the 
Australian  furs  and  Gnaedinger  Sons  & 
Co.  were  among  the  bidders  on  dogmats. 
A  Quebec  firm  and  Mr.  Jewett,  of  New 
York,  were  among  the  chief  buyers  of 
bear  skins. 
The  sale  was  declared  closed  at  11 

p.m.,  on  Thursday,  February  4,  and  the 
total  value  of  sales  made  was  announced 
to  be  over  $1,320,000. 

About  350  buyers  attended  the  auction. 

Official  Announcement 

An  announcement  was  issued  by  the 
Sales  Company  at  the  conclusion  of  the 
auction  estimating  the  average  decline  in 
prices  as  compared  with  those  reached 
last  March.  Fur  prices  declined  40  to 
60  per  cent,  according  to  this  statement, 
as  follows: 

Badger  declined  30  per  cent.,  bear  40, 
beaver  50,  dogmat  50,  ermine  40,  fisher 
35,  fitch  65,  Australian  fox  15,  cross  fox 
45,  red  fox  25,  silver  fox  35,  white  fox 
50,  kolinsky  50  lynx  40,  marmot  75,  mar- 

ten 25,  mink  40,  mole  60,  muskox  50, 
muskrat  50,  American  opossum  65,  Aus- 

tralian opossum  50,  ringtail  opossum  65, 
otter  35,  raccoon  20,  Russian  sable  35, 
hair  seal  50,  wolf  50,  skunk  40,  squirrel 
40,  Persian,  krimmer,  shiras  and  Thibet 
lamb  robes,  no  comparison,  as  none  were 
on  sale  last  year. 

But  notwithstanding  this  decline,  it  is 
stated  that  the  prices  obtained  were  from 
10  to  25  per  cent,  higher  than  those  of 
the  New  York  auction  sale,  and  at  least 
10  to  15  per  cent,  higher  than  the  prices 
prevailing  in  the  fur  market  in  the  month 
of  December  last,  when  the  situation 
may  be  said  to  have  approached  a  crisis. 
Not  since  the  year  1878  has  there  been 
so  unsettled  a  time  in  the  history  of  the 
fur  trade,  and  it  is  confidently  expected 
that  conditions  will  improve  materially 
from  now  on. 

The  holding  of  the  Canadian  and  Am- 
erican sales  has  had  the  effect  of  stabil- 

izing the  market  materially,  and  it  may 
safely  be  said  that  the  element  of  specu- 

lation has  at  last  vanished  from  the  in- 
dustry, which  is  once  more  upon  a  sound 

basis. 

The  Spring  Sale 

A  spring  sale  to  be  held  in  April  or 
May  next  is  announced  by  the  Canadian 
Fur  Auction  Sales  Company  at  which 
the  present  season's  catch  will  be  fea- 

tured. It  is  believed  that  all  stocks  rep- 
resenting a  previous  season's  trapping 

have  now  been  disposed  of  at  the  various 
auctions,  and,  as  was  the  case  at  the 
recent  Montreal  sale,  fresh  skins  only 
will  be  available  from  now  on. 

Of  peculiar  interest  at  this  time  is  the 
announcement  of  a  recent  enactment  in- 

troduced and  passed  by  the  Quebec  Leg- 
islature  for   the    preservation   of   furred 

animals  in  that  province.  According  to 

the  Hon.  J.  E.  Perrault,  Minister  of  Col- 
onization, Mines  and  Fisheries,  there  has 

been  a  regular  slaughter  of  beaver, 
muskrat  and  otter  during  the  last  few 

years  and  it  is  in  the  interest  of  trap- 
pers and  hunters,  as  well  as  of  the  fur 

trade  and  public  in  general,  that  there 
should  be  further  restrictions.  At  the 
present  time  the  killing  of  beaver  and 
otter  is  allowed  from  the  first  of  Novem- 

ber to  the  first  of  April,  but  under  the 
new  act,  killing  will  be  from  November 
1  to  December  15  only.  This  will  un- 

doubtedly have  an  appreciable  effect  on 

prices. As  regards  muskrats,  the  bill  provides 
that  it  win  be  legal  to  catch  them  only 
from  March  15  to  May  1,  thus  eliminat- 

ing the  fall  trapping.  During  the  last 
three  years  no  fewer  than  642,000  musk- 
rats  have  been  killed,  of  which  261,000 
have  been  killed  during  the  last  year. 
An  average  of  50,000  beavers  were 

killed  in  the  last  three  years,  and  the 
purpose  of  the  bill  is  to  prevent  the 
complete  destruction  of  this  animal. 

A  clause  of  the  bill  provides  that  no 
rifles  will  be  allowed  in  any  lumber 
camps,  and  owners  of  camps  will  be  held 
responsible  for  the  enforcement  of  this 
regulation.  Those  who  send  pelts  into 
the  province  must  add  to  their  packages 
a  sworn  declaration  of  their  origin. 

Had  this  bill  been  passed  a  week  ear- 
lier it  would  have  had  an  appreciable 

effect  upon  prices  obtained  at  the  fur 
auction. 

In  commenting  upon  the  future  situ- 
ation, a  prominent  dealer  stated  to  Dry 

Goods  Review  that  there  appears  to  be 
no  hope  of  reducing  the  costs  of  manu- 

facture, since  labor,  overhead  charges 

and  furrier's  supplies  are  yet  at  the  top- 
most peak.  When  it  is  remembered  that 

muskrat  is  now  about  $2.20  and  the  cost 
of  sealing  averages  30  cents  a  skin  for 
the  seventy  or  more  pelts  required  in  the 
manufacture  of  an  average  coat,  it  will 
be  seen  that  after  all  the  labor  incidental 

to  piecing,  sewing  and  finishing  the  gar- 
ment is  considered,  a  Hudson  seal  coat 

cannot  be  sold  under  $300.  This  point, 
of  course,  is  not  understood  by  the  public 
and  might  be  used  to  advantage  in  retail 
advertising. 

Summer   Furs 

As  regards  the  outlook  for  summer 
furs,  Dry  Goods  Review  is  informed  that 
a  large  demand  is  anticipated  by  the 
more  exclusive  stores  for  white,  cross, 
and  silver  fox  furs.  A  preference  for 
the  better  grade  marten  neckpieces,  espe- 

cially in  smaller  sizes,  is  also  looked  for, 
but  dealers  are  not  concentrating  upon 
the  manufacture  of  large  reserve  stocks, 

feeling  that  the  wisest  course  will  be  to 
make  up  as  the  demand  comes.  The 
wearing  of  summer  furs,  more  especially 
at  the  seaside  resorts,  where  some  kind 
of  protection  is  needed  against  cool 
breezes,  is  now  an  established  custom 
and  one  which  is  increasing  in  view  of 
the  lowered  cost  of  furs.  Whereas  silver 

fox  was  once  the  pride  of  the  million- 
aire's wife,  it  is  now  easily  within  the 

reach  of  the  more  moderate  income.  In 
fact,  according  to  the  more  exclusive 
furriers,  instead  of  storing  their  expen- 

sive neckpieces  from  April  to  November, 
smart  women  are  now  having  them  in- 

sured and  taking  them  to  the  country  or 
seaside  for  everyday  wear.  Therefore,  it 
is  safe  to  anticipate  a  normal  demand 
for  the  summer  neckpiece  during  the 
next  few  months. 

As  regards  the  leading  pelt  for  next 
winter,  it  is  stated  that  Hudson  seal  will 
again  lead,  especially  for  young  women. 
Persian  lamb  will  be  in  demand  for  ma- 

trons as  the  supply  of  pelts  is  now  in- 
creasing. Designers  are  now  in  Paris 

gathering  ideas  for  next  winter's  fur 
styles. 

In  a  preliminary  bulletin  giving  sta- 
tistics on  the  fur-bearing  industry  in 

Canada,  issued  by  the  Dominion  bureau 
of  statistics,  the  value  of  the  fur-bearing 
industry  in  the  year  1919  is  placed  at 
$3,968,591.  There  were  414  fur  farms  in 

operation,  including  249  in  Prince  Ed- 
ward Island,  48  in  Nova  Scotia,  21  in 

New  Brunswick,  52  in  Quebec,  10  in  On- 
tario, 1  in  Manitoba,  1  in  Saskatchewan, 

11  in  Alberta,  8  in  British  Columbia  and 
13  in  the  Yukon. 

The  number  of  silver  foxes  on  farms 
was  6,433  with  a  total  value  of  $3,013,115. 
Of  the  total  number  of  silver  foxes 
Prince  Edward  Island  possessed  4,704, 
Nova  Scotia  361,  New  Brunswick  472, 
Quebec  318,  Ontario  120,  the  prairie 
provinces  280,  British  Columbia  65  and 
the  Yukon  113. 

BERNARD  BLUNT  COMING  TO  CAN- 
ADA AS  FUR  OFFICIAL 

A  recent  cable  from  London  states 
that  Bernard  Blunt,  managing  director 
of  A.  &  M.  Nesbitt,  is  to  sail  on  the 

Olympic,  on  March  9,  to  become  assist- 
ant president  of  the  Montreal  Fur 

Auction. 

Bidding  on  the  London  Fur  Auction 
has  improved  enormously  since  the  first 
week's  fiasco. 

Mr.  Blunt  says  Hudson  Bay's  high- 
grade  Canadian  offerings  as  the  back- 

bone of  the  sale  proved  the  turning 
point.  Skunk,  opossum,  raccoon  found 
their  true  values  and  will  begin  rising. 
Muskrats  must  come  lower.  Foxes  sold 

poorly,  except  silver  and  white.  The 
Germans  alone  took  the  red.  Feeling 
in  the  market  is  much  better  and  manu- 

facturers consider  that  the  lowest  point 
has  been  passed,  and  are  now  beginning to  buy. 

Mr.  Blunt  intends  working  for  close 
co-operation  between  Montreal  and 
London. 
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FURS 
and 

FUR  COATS 

Largest  assortment  of  Fur  Coats  in  Can- 
ada at  the  very  lowest  prices. 

Smartest  styles,  superior  skins,   exquisite 
trimmings. 

Samples  sent  upon  request. 

Desparois,  Garneau  6c  Co. 
LIMITED 

465  St.  Paul  Street  West 

MONTREAL 

Now  as  Never  Before— 

You  Need  Sound 
Financial     Information 

T HERE  never  was  a  time  when business  merchants  needed  sound, 

sane,  financial  knowledge  of  com- 
mercial happenings  on  which  to  base 

present  and  future  investments  as  they 
do  right  now. 

For  your  business  profits  are  riot  real 
profits  until  you  have  them  safely  in- 

vested in  reliable  securities. 

Why  not  invest  profits  from  your 

shop  and  the  coupons  from  your  Vic- 
tory Bonds  in  genuine  securities,  news 

of  which  you  will  find  every  week  in 

THE  FINANCIAL  POST  Investors' 
Enquiry  Service,  a  feature  for  sub- 

scribers which  will  give  you  the  benefit 
of  investigators  in  all  the  big  financial 
centres?  This  service  is  just  as  if  you 
paid  a  man  $10,000  a  year  to  be  your 
own  personal  investigator  in  Toronto, 
Montreal,  Winnipeg — in  fact,  every 
city  in  the  Dominion. 

But  you  cannot  hire  the  services  of 
this  staff — you  get  them  free  with  a 
subscription  to  THE  FINANCIAL 

POST,  through  this  splendid  Investors' 
Enquiry  Service,  which  is  free  to  all readers. 

But  that  is  not  the  only  thing — this 
commercial  newspaper  gives  you  the 
financial,  industrial,  banking  news  of 
the  country  in  convenient  readable 
form — just  the  data  you  need  for  your 
business — just  the  facts  you  need  for 
your  investments — in  fact,  a  splendid 
partner  of  the  ambitious  merchant. 

When  8,425  merchants,  business 
executives,  bankers,  lawyers  find  in 
THE  FINANCIAL  POST  the  verv 

facts  which  will  help  them  in  their 
business,  will  you  not  find  a  weekly 
reading  of  its  pages  very  beneficial? 

THE    FINANCIAL   POST 
143-153   University  Ave.,  Toronto,  Ont. 

.192 
THE  FINANCIAL  POST, 

143-153  University  Ave.,  Toronto. 
On    the    understanding   that    THE    FINAN- 

CIAL POST  contains  just  the  facts  I  need  for 
safe  investment  of  profit,  you  may  send  me  a 
recent  issue. 

Name  .  . 

Address 
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PERSIAN 
LAMB 
COATS 

JVe  have  them  once  more! 

Cummings  &  Cummings 
St.  Paul  and  St.  Sulpice 

MONTREAL 

PERSIAN 
LAMB 
SKINS 

We  have  a  complete  assortment, 

all  curls,  original  bales,  matched 
bundles  and   single  skins. 

r^ 
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Bathing  Suits  and  Sweaters 
Exclusive  Designs  for  Fashionable  Resort  Wear  Reflect  Modes  That  Will  Prevail  as  the  Season 

Approaches  Holiday  Time — Smart  Tuxedos  Lead — Pullovers  Featured  in  Fancy 
Fabrics — Costumes  Suggest  "Beach"  Suit  Styles. 

WITH  half  the  world  going  South to  meet  Summer  and  the  other 

half  anxiously  awaiting  its  ar- 
rival at  home,  interest  in  the  sweater 

coat,  the  bathing  suit  and  kindred  knit- 
ted lines  is  at  high  ebb,  and  the  mer- 

•  chant  who  is  alive  to  the  situation  will 
do  well  to  consider  the  sales  possibilities 
of  the  moment.  As  has  been  frequently 
emphasized  in  these  pages,  the  sweater 
coat  is  no  longer  to  be  regarded  as  a 
more  or  less  optional  accessory — it  is 
one  of  the  main  essentials  of  the  well- 
equipped  wardrobe,  and  as  such  must 
be  chosen  with  the  same  care  and 
discrimination  as  the  Spring  suit  or  the 
tea  gown,  the  new  chapeau  or  the  short 
vamped  pump.  And  in  this  respect  even 
greater  consideration  should  be  spent 
on  the  sweater,  for  the  fact  that  when 
a  sweater  is  ugly  or  unbecoming  it  is 
very  much  more  so  than  any  other  item 
of  attire.  There  is  as  much  importance 
in  the  line  and  color  of  a  tuxedo  as  there 
is  in  the  grace  of  a  dinner  gown,  and 
realizing  this,  the  merchant  should  see 
that  elegance  marks  the  sweater  dis- 
play. 

All  too  often  the  swea'.er  depai  ,ment 
gives  the  impression  of  a  futurist  ruin- 
bow — coats,  pull-overs  and  tie-backs  are 
piled  one  upon  the  other  in  stacks  on 
open  counters,  and  the  sale  price  boldly 
exhibited.  The  consequence  is  that  the 
shoppers  swoop  down  upon  the  tables, 
maul  the  merchandise  and  transform  the 

futurist  rainbow  into  a  crazy  kaleido- 
scope. The  jumble  of  colors  has  a  very 

unpleasant  effect  upon  the  customer  who 
is  looking  for  something  pretty — a;:d, 
of  course,  sales  fall  off,  for  the  impres- 

sion is  conveyed  to  the  woman  of  ex- 
clusive taste  that  the  store  has  abso- 

lutely  nothing   distinctive. 

Suitable  Display 

Such  an  unfortunate  state  of  affairs 
could  easily  be  remedied.  For  instance, 
the  high-priced  silk  and  wool  or  fabric 
models  could  be  displayed  neatly  in 
closed  or  covered  cases  hung  on  proper 
coat  hangers  over  a  central  rod.  The 
less  expensive  models  could  be  displayed 
on  the  models  provided,  and  on  tables 
arranged  so  that  colors  and  styles  will 
not  clash.     The  sweater  for  the  juvenile 

should  have  an  appealing  setting,  the 
model  for  sports  wear  in  the  South 
should  be  advertised  as  such  even  in 
the  department,  and  the  regular  lines 
should  be  represented  as  such  without 
pretence.  All  this  can  be  easily  accom- 

plished if  the  buyer  in  the  knit  goods 
department  is  allowed  to  have  sufficient- 
equipment,  his  proper  share  of  the  win- 

dow displays,  and,  of  course,  a  first- 
hand knowledge  of  his  store's  needs. 

This  is  the  season  when  the  knit  goods 
department  should  be  getting  particular 
attention — stock  your  department  with 
attractive  models,  for  they  will  be  need- 

ed before  many  weeks  go  by. 

Styles  for  Spring  and  Summer 

The  tuxedo  is  the  model  of  the  hour, 

and  the  "feather"  trimming — effected  by 
a  process  of  looping  the  wool  and 

"crimping"  it  so  that  the  feathered  ef- 
fect is  permanently  retained  in  spite  of 

weather  conditions — is  one  of  the  lead- 
ing novelty  features.  So  great  has  be- 

come the  vogue  of  the  tuxedo  line  in 
these  smart  garments  that  the  whole 
neckwear  industry  has  felt  its  influence, 
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Sweaters 
For  Spring 
Two  charming  new 

Tuxedo  models  being 
shown  for  the  Spring 
trade  by  the  Monarch 
Knitting  Company,  Ltd., 
of  Dunnville.  Note  the 

short  hip  line,  the  set-in 
sleeve  and  belted  effect 
over  the  vestee. 
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and  now  vestees  and  tuxedo  collars  art 
being  designed  especially  to  be  worn 
with  silk  and  wool  models,  in  lace  or- 

gandie and  net.  The  sports  skirt  of 
Canton  crepe,  the  tuxedo  jacket  of  silk, 
and  the  vestee  and  collar  of  point  Venice 
is  one  of  the  prettiest  toute  ensemble 
that  Dame  Fashion  has  provided  in 
many  a  season.  It  is  destined  for  a 
remarkable  run,  and  all  the  more  likely 
is  its  continued  vogue  when  it  is  con- 

sidered that  not  only  a  few,  but  all  of 

the  season's  exquisite  color  range  may 
be  adapted  to  its  use.  A  sweater  may 
be  black  or  it  may  be  henna;  it  may  be 
be  navy  or  it  may  be  jade;  it  may  be 
azure  blue,  champagne  or  sunset  rose — 
every  color  has  its  appeal,  and  every 
color  may  be  worn  at  some  time  or 
other. 

At  the  fashionable  resorts  novelty 
materials  also  are  being  used  for 
sweaters — alpaca  and  Canton  crepe  be- 

ing introduced  and  smartly  girdled  with 
cords  in  place  of  self  girdles  or  con- 

trasting shades  of  wool,  silk  or  fabric. 
The  cord  girdle  is  very  smart  and 
achieves  the  note  that  is  different — and 
therefore  desired.  Tuxedos,  also,  ex- 

ploit consistently  the  long  sleeve,  the 
narrow,  flat  belt  or  the  flat-braided 
girdle. 

In  pull-over  styles  which  are  only 
prominently  featured  in  novelty  fabrics 
now  for  fashionable  sports  wear,  many 
smart  innovations  are  introduced  with 
the  idea  of  appeal  to  the  very  youthful 
devotee.  Cord  girdles  are  shown,  quaint 
embroidered  motifs  are  introduced,  and 
the  most  attractive  outlines  of  neck  and 
front  closing  followed.  High-necked 
puU-overs  are  fashionable  on  the  other 
side  for  the  flapper  age  and  dark  colors 
prevail  in  such  models.  Grey,  navy,  tan 
and  dark  brown  and  black  are  the  lead- 

ing colors  for  this  type  of  garment, 
which  is  decidedly  practical  and  ex- 

tremely chic  when  worn  by  the  very 
young  girl.  Rust  colors  and  copper 
tints,  too,  are  very  pretty  for  some  of 
the  slip-on  models,  while  white,  of  course, 
is  universally  shown  in  silk  and  brushed 
wool  for  the  Summer  resorts    of  Winter. 

New  York  shops  are  featuring  sweat- 
ers in  their  early  Spring  displays. 

In  New  York  Shops 

Several  silk  models,  both  in  the  tux- 
edo and  slip-on  styles,  were  displayed  re- 

cently in  the  windows  of  Bunwit,  Teller 
&  Co.  They  were  shown  in  white,  in 
the  darker  shade  of  rust  that  is  almost 
brown,  and  in  the  bright  tones  of  sal- 

mon. One  tuxedo  number  was  in  orchid. 
All  of  these  models  had  a  slightly 
elaborated  weave  that  is  combined  with 
a  plain  weave  in  the  collars  and  cuffs, 
and  as  an  edging  band;  and  it  was  in- 

teresting to  note  that  the  fringed  tie 
belts  on  the  tuxedo  numbers  were  con- 

siderably wider  than  those  shown  on  the 
slip-ons. 

Two  models  of  similar  shades  of  yel- 
low, but  of  very  different  styles,  were 

shown  in  a  side  window  at  Franklin 

Simon  &  Co.'s,  together  with  some  other 
sports  toggery.  They  were  both  of  silk, 
one   in   slip-on   of  a   close,   plain   weave, 

Fashionable  "Undies' 
Left:  The  new  "Petti-bockers"  of  natural  shantung  with  vivid  green  trimmings. 

Right:  An  underskirt  of  striking  appearance  in  fine  glove  silk  of  peacock  blue,  with 
pleated  flounce  of  the  same  shade  and  black  in  large  check  effect. — Courtesy  John 
B.  Hutchins  Co.,  Ltd.,  Toronto. 

having  a  high,  round  neck  that  is  self- 
bound  and  the  other  was  of  a  more  elab- 

orate weave  in  a  tuxedo  model,  with  the 
collars  and  cuffs  of  brushed  silk  in  a 
tobacco  brown  that  contrasted  most  ef- 

fectively with  the  lemon  yellow  of  the 
sweater. 

The  American  manufacturers  of  bath- 
ing suits  are  also  introducing  many  un- 

usual effects  in  the  models  designed  for 
beach  wear. 

Almost  all  of  the  prevailing  styles 
noted  in  the  frocks  of  to-day  are  repre- 

sented in  the  assortment  of  bathing 
suits  in  silk  and  Venitia  that  are  being 
shown  by  the  Beach  Bathing  Suit  Co. 
These  include  suits  on  the  surplice  order 
which,  crossing  and  frequently  tying  at 
the  side,  are  most  effective,  together 
with  the  straight  line  or  chemise  type, 
and  also  the  models  with  the  long  waist- 

line and  the  full  short  skirt  attached. 
These,  of  course,  are  the  outstanding 

types  with  many  variations  in  the  way 
of  inserts  and  scallops,  side  panels  and 
slashing.  Bright  tones,  when  they  are 
not  used  in  the  development  of  the  suit 
itself,  generally  appear  in  the  trimming. 
Velvet  suits  are  also  noted,  these  usually 
simple  in  line,  either  straight  or  with  a 
long  waist  and  often  shown  with  bright 
tone  piping  or  colored  novelty  belts.  One 

model  of  chiffon  velvet  noted  has  side 

panels  of  satin  with  stripe  of  blue  ap- 
pliqued,  and  the  blue  tone  in  satin  out- 

lining the  square  neck  and  the  armholes. 
The  use  of  taffeta  as  a  trimming  for 

satin  is  remarked,  bands  of  green  edg- 
ing the  skirt  of  one  model  and  also  ap- 

pearing on  the  straight  full  tights  with 
a  narrow  line  of  gold  at  the  edge. 

Called  the  flame  suit,  is  a  brilliant 
satin  model  with  a  straight  waist  and 
a  short,  full  skirt  with  a  band  of  gold 
and  flame  satin  flowers  at  the  waistline 
in  front  and  one  flower  also  appearing 
on  the  left  shoulder. 

The  majority  of  these  models  are 
sleeveless,  although  several  are  shown 
with  a  kimono  effect  extending  slightly 
over  the  shoulder.  Some  have  sleeves 
invariably  slashed  and  faced  in  contrast. 

This  is  the  way  a  brilliant  toned  plaid 
taffeta  is  treated  with  the  collar  and 
cuffs  of  white  taffeta,  and  the  paneled 

front,  which  forms  an  apron  effect,  but- 
toned with  novelty  buttons  and  tying 

in  surplice  style  in  back.  Another  plaid 
model  is  in  surplice  style  outlined  in  the 
brilliant  red  tone  that  appears  in  the 
plaid.  This  ties  in  a  large  bow  at  the 
side  and  a  bow  of  red  appears  at  one 
shoulder. 



82 KNITTED     GOODS Dry  Goods  Review 

Make  Sure  it's 

*4' 

>  ■ *  - Priscilla  Quality 
If  you  are  looking  for  woollen  goods  that  have 
the  quality  which  makes  sales  with  the  best 
customers  and  yet  is  within  the  means  of 
modest  purses,  stock  Priscilla  Quality 

Children's  Woollen  Garments 
Our  factory  facilities  have  been  increased  and 
improved.  The  previous  high  standard  in- 

dicated by  the  name  "Priscilla  Quality"  has 
been  carried  a  step  higher.  Make  sure  you  get 
the  real  Priscilla  Quality. 

HENRY  DAVIS  &  CO.,  Ltd.,  259  Spadina  Ave.,  TORONTO 
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CLIFT  &  GOODRICH,  Inc. 
328-330  BROADWAY 
NEW    YORK    CITY 

Hosiery 

Bathing  Suits 
Knit  Underwear 
Nainsook  Underwear 

Men's  Cotton  Sweaters 

Commission 

Merchants 
to  the 

Jobbing  Trade 
Exclusively 
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Sturdy  Stockings/or  Sturdy  Youngsters 
HERE  are  stockings  that  will 

readily  sell  during  the  winter — 
strong,  durable — stockings  that  will 
stand  the  harshest  treatment. 

Cold  weather  has  no  terrors  for 
Sonny  when  he  wears  Rock  Rib  or 
Hercules  stockings.  Mother  has  no 
qualms  when  she  lets  him  out  to 
play  in  the  snow. 

Rock  Rib  and  Hercules  Stockings 
are  closely  knit  from  extra  long  yarn, 
with  a  double-ply  leg  and  three-ply 
heel  and  toe. 

Their  durable  construction  saves 

much  darning  and  makes  the  mend- 
ing basket  lighter. 

Sizes  5  to  10^.  In  boxes  of  one 
dozen  pairs. 

Princess  stockings  are  excellent  for  the 
girls.  Made  from  two-ply  English  Lisle 
yarn.  These  stockings  are  hard  wearing, 
and  have  a  most  attractive  appearance. 
Sizes  4J4  to  io. 

Your  customers  will  be  interested  in 
these  stockings.  Make  a  point  of  displaying 
them  in  your  windows  and  on  your  counters. 

ROCK  MB  HERCULES 
PRINCESS J3oj?&  and  Girls 

The  Chipman-Holton  Knitting  Company,  Limited,  Hamilton,  Ontario 
Mills  at  Hamilton  and  Welland,  Ont. 
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Real  S uccess  is Built  on  Faith 

We  have  whole-hearted  faith  in  our  merchandise 
and  in  the  success  of  our  customers. 

The  increasing  use  of  the  products  of  our  Plant 

reflects  this  faith  in  all  who'make,  handle  or  wear OXFORD  Underwear. 

Be  Sure  to  See 

Our  Spring  Range ! 

Oxford 
Men's  Underwear 
has  shared  largely  in  the  creation  of  that 
faith. 

Sterling  value — strictly  tailored  form- 
fitting  lines — unusual  comfort  features 
— special  reinforcements  for  longer  wear 
— all  have  been  combined  to  produce 
an  entirely  satisfactory  line. 

As  well  as  the  natural  color,  we  make 

Men's  Underwear  in  pink,  sky  blue  and black. 

SOME  OTHER  OXFORD  LINES 
FOR  WOMEN 

Fancy  Evening  Vests  in  wide  variety  of  dainty  designs, 

among  them  the  "Interchangeable,"  a  Novelty  Vest  with 

unique  features.  Athletic  Underwear,  Bloomers,  Children's 
Combinations,  Jerseys,  Bathing  Suits. 

THE   OXFORD   KNITTING  COMPANY 
LIMITED 

Woodstock      -  -       Ontario 

T.    H.    WARDELL, 
24    Aikins    Block,    Winnipeg. 

Representatives : 
H.    R.    BLADE, 

Carleton    Chambers,    Ottawa. 

F.  W.  McLEAN, 

5    Paddock    St.,    St.    John,    N.B. 
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MO  N  A  R  C  H   -   K  N  I  T 

Monarch  Yarns 
For  Profit  and  Satisfaction 

Book 

No.  6 
Ready 

March 

1st. 

Send 

Your 

Order 

Now. 

MONARCH  YARNS  are  not made  to  sell  "at  a  price." 
They  are  constructed  to  pro- 

duce a  garment  which  will  give  en- 
tire and  lasting  satisfaction.  Like 

all  Monarch-Knit  products,  Monarch 
yarns  are  guaranteed. 

Sell  Monarch  Yarns  and  you  will 
sell  more  yarn.  Our  long  experience 

in  producing  machine-made  goods 
enables  us  to  produce  a  yarn  of  ex- 

actly the  right  weight  and  character 
for  all  varieties  of  hand-knitting. 

Distinct  Advantages 
of 

Monarch  Yarns 

"Art  in  Knitting  Monarch  Yarns," 
No.  6,  will  contain  nearly  60  dif- 

ferent styles,  a  great  many  of  them 
illustrated  in  colors,  with  full  and 
clear  directions  for  making  each  one. 

This  big,  interesting,  suggestive  book 
costs  your  customer  only  25c.  She 
takes  it  home,  selects  styles  at  her 
leisure.  She  shows  it  to  her  friends. 

They  also  are  interested.  Nearly 
every  book  will  make  new  yarn  buy- 

ers. It  is  working  for  yov)-  every 
minute. 

Sell  Monarch  Yarns 

and  Monarch  Style  Books 

It  Pays    You  Best  of  All 

The  Monarch  Knitting  Co. Limited 
Head  Office  :     DUNNVILLE,  ONT. 
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Factories  at  :     Dunnville,  St.  Thomas  and  St.  Catharines,  Ont.,'and  Buffalo,  N.Y. 
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What's  Best  in  Hosiery? 
The  Answer  Is: —  See  the  Range  of 

Monarch-Knit 
For  Fall  1 92 1 

A  SPLENDID  range  of  silk and  mercerized  hosiery,  in 
all  the  popular  colors,  for  men 
and  women. 

Double-soles,  high  spliced 
heels,  shapely  ankles,  fashion- 

able mock  seam  and  fashioning, 

and  elastic  ribbed  tops,  all  com- 
bine to  give  the  fit,  finish  and 

wearing  qualities  demanded  by 
your  particular  customers. 

Place  Your 
Order  Now 

We  have  a  splendid  assortment  of 
goods  in  stock.  On  all  sorting  orders, 

therefore,  we  are  able  to  give  imme- 
diate delivery.  Anticipate  your  re- 

quirements now. 

The  Monarch  Knitting  Co.,  Limited 
Head  Office  :     DUNNVILLE,  ONT. 

Factories  at  :     Dunnville,  St.  Thomas  and  St.  Catharines,  Ont.,  and  Buffalo,  N.Y. 
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M  O  N  ARCH-KNIT 

Monarch  -  Knit 

For|Men,  Women  and  Children 

VfOU  will  find  all  the  newest 

■*  styles  in  the  Monarch-Knit 
range  for  Fall  192 1.  And,  as 
usual,  this  range  will  appeal 

to  you  as  being  the  best  on  the 
market.  In  style,  fit,  finish 

and  value  Monarch-Knit 
maintains  its  lead. 

We  commend  especially  to 

your  attention  our  fine  silk 

knitted  coats  for  women ;  wor- 
sted sweater  coats  for  men, 

women  and  children ;  men's 

and  boys'  jerseys  ;  stylish  bath- 
ing suits  for  men,  women  and 

children.  Be  sure  to  see  the 

Monarch-Knit  range  before 
you  place  your  order. 

The  Monarch  Knitting  Co.,  Limited 
Head  Office  :     DUNNVIIXE,  ONT. 

Factories  at  :     Dunnville,  St.  Thomas  and  St.  Catharines,  Ont.,  and  Buffalo,  N.Y. 
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Individuality 
is  shown  in  every  line  of  this  white 

Burritt  Sweater  Coat 

with  its  novel  "feather"  trimming-  and  knitted 
heading  of  yellow  wool. 

And  it's  only  ONE  of  a  wide  choice  of  clever 
styles  in  the  Spring  showing  of 

Burritt  Sweater  Coats 
now  in  the  hands  of  our  Travellers. 

Good  buyers  will  quickly  appreciate  the 

"quality"  feel  and  weight  of  these  Sweaters 
and  the  distinctiveness  of  the  styles. 

Made  in  all  combinations  of  colors. 

Be  sure  to  see  them! 

A.  Burritt  &  Co. 
Mitchell,  Ont. 
Established    1875 

Manufacturers  of  Sweaters,  Pure  Camel  Hair   Men's 
Seamless  Gloves,  Pullovers,  Toques,  Boys'  and  Men's Ribbed  Worsted  Hosierv. 

HAROLD  F.  WATSON,  FOSTER,  LTD. 
208  Constine  Bldg.,  Montreal 

CANADIAN  AGENTS  for  the  far-famed  and  highly  esteemed 

"MOYER-MAID"  SWISS  RIBBED  VESTS 

for 

Women,  Misses  and  Children 

You  can  start  your  customers  buying  again — when  you  can  offer  them 
quality  merchandise  at  reasonable  prices. 

"Moyer-Maid"  is  vest  value  unduplicated.  Quality  of  fabric,  master  work- 
manship, perfect  fit  and  finish  are  virtues  which  make  "Moyer-Maid"  par- 

ticularly profitable  in  these  days  of  careful  buying. 

Manufactured  by 

Walter  W.Moyer 
Ephrata,  Pa. 

Prompt 

attention  to  all 
orders 
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Whether  she  looks  at  Hosiery 
As  a  thing  of  beauty — 
Or  an   article   of   apparel    that   must   stand 

more  hard  treatment  than  any  other — 

Or  both— 
your    customer    will    place    all    her    faith 

§=  in — 

Jjurritt  s  Oilt  JnLosiery 
The  first  glance  proves  its  desirability 
from  point  of  beauty!  Long  wear  proves 
its  sturdy  qualities  and  perfect-fitting  lines! 

COLORS 

White,     Black,     Navy,     Tan,     Cordovan,     Grey, 
Beaver,    Champagne. 

Also   a  fine  line  of  Burritt   Lisle   Hosiery. 
All   Silk  and  Lisle  Hosiery   attractively   boxed. 

A.  Burritt  &  Co. 
Mitchell,  Ont. 

Established   1875. 

Manufacturers  of  Sweaters,  Pure  Camel  Hair  Men's 
Seamless     Gloves,     Pullovers,     Toques,     Boys'     and 

Men's     Ribbed     Worsted     Hosiery. 

Prized  By  Dealer 
And  Customer  Alike 

TJNDERWEAR— to  fulfil  its  mission *"^  and  bring  satisfaction  to  both 
dealer  and  consumer — should  be  of  last- 

ing satisfaction  to  the  first,  and  pro- 
ductive of  ample  profits  for  the  second. 

Dealers  everywhere  are  learning  that 
Atlantic  Underwear  admirably  fills 
both  these  requirements. 

Sold  in  five  different  weights  and 
qualities.  Each  line  is  guaranteed 
to  be  the  best  value  of  its  class. 

UNSHRINKABLE 

The  Underwear 
ihat Overyears 

ATLANTIC    UNDERWEAR,    Limited 

MONCTON         -         -         N.B. 

L'S 
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What  Counts  These  Days! 

The  "New  Mode" 
As  Illustrated 

A  Special  Harvey  number  with  fea- 
ture; that  are  different. 

The  drop-seat  combination  that 
lias  proven  so  popular.  Suits  any 
style  of  Corset. 

Harrey   "Undies  *    for  Babies 
embrace  a  wide  selection  of  clever 

designs  in  soft,  cosy  garments — 
-bowing  certain  ''baby"  features  that 
mean  greater  comfort,  warmth  ami 
health. 

The  public  in  its  present 
mood  is  willing  to  pay  only 

for  goods  which  it  knows  and 
has  confidence  in. 
Unnamed  or  unknown 

merchandise  has  to  be  thrown 

on  the  bargain  counter  to  be moved. 

This  is  the  time  when 
stores  whose  stocks  consist 

principally  of  standard,  eas- 
ily sold  goods,  congratulate 

themselves  on  their  fore- 

sight, 
Such  is  the  satisfaction  of 

the  merchant  who  has  been 
concentrating  on 

Harvey 

Underwear 

Harvey  Knitting  Company 
Limited 

Woodstock  -  Ontario 

X 
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Is  it  any  wonder  that 
Jersey  Cloth 

is  so  popular  [? 
HAWTHORN  Jersey  Cloth  has  won  its  way 
through  an  exceptional  list  of  points  in  its 
favor. 

First  of  all,  it  presents  a  fine,  soft  fin- 
ish, yet  its  sturdiness  cannot  be  excelled. 

Through  this  finish  it  is  adaptable  to  all 
styles  and  effects.  Further,  it  does  not 
wrinkle,  bulge  or  get  shiny  as  other 
fabrics  do  so  readily. 

Then  in  the  immense  range  of  appealing 
colors — colors  that  are  fast! — and  beau- 

tiful mixtures— HAWTHORN  JERSEY 
CLOTH  supplies  the  needed  variety  to 
suit  all  tastes. 

Jersey  Cloth 
is  a  Staple  ! 

The  steady  and  growing  de- 
mand necessitates  its  place 

side  by  side  with  serge  and 
other  fabrics  on  the  mer- 

chant's shelf. 

The  best  clothing  manufac- 
turers have  attractive  gar- 

ments available  in  this  cloth 

for  your  Ready-to- Wear  Dept. 

HAWTHORN  MILLS  LIMITED 
WOOLLEN  MANUFACTURERS 

CARLETON  PLACE,  ONTARIO 
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A  1921  Style  Hit 
From  the  Ballantyne  Range 

R. 

In  figuring  the  prices  of  Ballantyne  Knit  Goods  for  1921,  we  have  not  only 
worked  on  a  basis  of  prevailing  lower  prices  for  materials,  but  we  have  provided 

for  a  still  further  decrease  in  our  production  costs.  The  result  is — prices  which, 
coupled  with  Ballantyne  Styles  and  Quality,  will  enable  you  to  give  the  best 
of  value  in  your  knit  goods  department. 

Tf  the  Ballantyne  representative  has  not  already  called  on  you,  he  is  on  his  way. 

M.    BALLANTYNE,    LIMITED 
STRATFORD,    CANADA 



^Announcing 
our  new  line  of 

All  Wool  Underwear 
Finer-  softer**  more 
elastic  j 

Especially 
Suited  for 
Union  Suits 

r*    \  ""! 

OTTAWA. VAXLEY 

Is  manufactured  by  Bates  &  Innes.Limited,  Carleton  Place. 
And  sold  only  through  the  Wholesale  Trade. 

Bates  &  Inneslimited-  Carleton  Place,Ont. 
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Look  for this  Trade  Mark 

HANDLING  LINES  THAT  PAY 
Far-seeing  retailers  look  above  and  beyond  the  mere  margin  of  profit  to  be  made  on  merchandise.  Other 

factors   in   selling  are   of  paramount   importance. 

First  and  foremost  among  these  is  confidence  in  the  lines  handled.  A  reputation  for  selling  only  goods  of 
known  high  quality  is  not  built  up  in  a  day.  And  no  merchant  can  acquire  this  kind  of  a  reputation  unless 
he  has  absolute  confidence   in  the  merchandise  he   offers  to  his  customers. 

In  the  long  run  the  line  that  pays  is  the  one  that  eventually  brings  the  customer  back  for  more.  That's 
why  an  increasingly  large  number  of  wise  retailers  are  stocking   and   recommending  our 

JERSEYS  for  Men  and  Boys 
They  always  beget  confidence  in  the  selling.  You  can  offer  our  JERSEYS  with  the  assurance  that  there 

is  nothing  better  on  the  market  to  offer. 

Positively  All  Wool 
Not  one  ounce  of  Cotton  in  our  Factory.  Attractive   color   combinations. 

Fast  colors — snug-fitting — tailored  finish.  Shoulder-fastening   or   Pullovers   for   Boys. 
V  Neck  and  Pullovers  for  Men 

Children's Knitted 
Suits 
Plain 
Colors 

Spring  and  Fall  Ranges  now  with  Travellers 

JERSEY'S  LIMITED 455  King  St.  W.         -        Toronto 

Bathing 

Suits 
For  Men 

and 
Women 

/mtumm 
THE  PURE  WOOL 

The  "CEETEE  SHEEP"  trade  mark  is 
what  your  best  customers  look  for  when 

buying  wool  underclothing — there  is  only 

one  grade  and  that  the  highest.  y  ■  - 

Turnbull's    underwear,    which    competes    with     every    other    manufactured     in  U  N  U  t  K  C  LUTH  I  NQ ida,  sells  on  merit  and  every  garment  is  backed  by  60  years'  experience—  THAT  WILL   NOT     SHRINK it  is  made  in  all  weights — sizes  and  prices  to  suit  every  require- 

ment— and   bears   the   diamond-shaped   label  as   illustrated. 

The  C.  Turnbull  Co.  of  Gait,  Ontario 
Also  Manufacturer*  of  Turnbull's  Ribbed  Underwear  for  Ladies  and 

Children  and  Turnbull's  "  M  "  Bands  for  Infants. 

THIS 
TRADEMARK 

IS  ON  EVERY 
GARMENT 

CEETEE CEETEE 

WOOLLENS 
53  years  in 

service  is  your 

guarantee  of 
satis fac  tion 

ox FO 

again  lead  in  quality  and  origin- 
ality of  designs  and  handsome  col- 

orings. Ask  our  Representative  to 
show  you  our  wide  ranges  in  33 
oz.  HALF  BLOOD  OVERCOAT- 

INGS, highly  napped  and  in  Eng- 
lish Effect— also  our  Spring  1921 

SUITINGS  for  both  Men's  and  Wo- 
men's Wear — smart  and  distinc- 

tive. 

Oxford,  N.S. 

Manufacturing  Co., 
Ltd. 

All  Wool  Blankets 
(SCOTCH  and  ENGLISH) 

at  greatly  reduced  prices 
6-7-8  lbs.,  price  $1  60  to  $1.80  per  lb. 

Can  give  immediate  shipment  from  stock 

All  Wool  Flannels 
White   85c  to  $1.40  per  yard 
Scarlet   93c  to  $1.10  per  yard 
Natural   97c  per  yard 

We  have  revised  prices  on  all 

stock  goods.  If  not  on  our  mail- 
ing  list,   please   write. 

John  E.  Ritchie 
Dry    Goods   Commission    Agent, 

591  St.  Catherine  St.  W.,  MONTREAL. 
Branches : 

543   Granville  St., 

VANCOUVER 

29    Minshull    St., 
MANCHESTER,   Eng 
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"  They  Sell 
the  Best  Hosiery 
in  Town 

This  is  the  reputation  most  deal- 
ers strive  for,  realizing  the  won- 

derful   publicity    value    of    the 
pleased  customer. 

Fastidious  men  and  women  are 

requiring  Circle-Bar  Hosiery  in 
greater  quantity  each  year.   They 
like  the  tapering  toe,  the  extra 
heel  depth  (making  for  perfect  fit 
over  instep),  the  narrowed  ankle, 
and  the  elastic  top. 

Be  the  wise  man  of  your  community- 
CIRCLE-BAR  HOSIERY. 

-sell 

Our  representatives  are  now  on  their  way 
with  Cashmere  Lines  for  Fall,  1921,  and 
Silks  for  delivery  up  to  June  30th  this  year. 
—IT  IS  TO  YOUR  INTEREST  TO  SEE 
THEM. 

The  Circle-Bar  Knitting  Co. 
LIMITED 

Head  Office:  Kincardine,  Ontario 
HOSIERY. 

Mills  at  Kincardine  and  Owen  Sound,   Ontario 
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The  Ways  of  Spring  Lingerie 
Petti-bloomer  in  Attractive  Range  of  Styles    Vies   With  Glove   Silk  Petticoat  for  Spring 

Favors — Accordion  Pleated  Flounces,  Front  Fastenings  and  Excellent  Adjustment 
of   Fullness   Characterize  New  Silk  Lines   in   Underskirts. 

ONE  of  the  outstanding  features  of 

lingerie  buying  at  present,  ac- 
cording to  a  Toronto  manufac- 

turer, is  the  demand  that  has  recently 

arisen  for  the  "Petti-bloomer."  Some 
choose  to  call  it  the  "Petti-bocker"  and 
others  the  "Pantalette,"  as  it,  was  known 
in  the  olden  days. 

Orders  are  being  received  in  notice- 
able quantities  for  this  garment  from 

the  Canadian  trade,  and  if  the  orders 
are  small  in  most  cases — showing  that 
it  is  being  tried  out — the  number  of 
small  orders  proves  the  general  interest 
being  shown.  To  meet  this  demand  many 
novel  effects  are  being  shown  that  make 

the  modern  "Petti-bocker"  quite  a  dif- 
ferent proposition  from  the  old-fash- 

ioned "Pantalette."  Noticeable  are  the 
numbers  in  navy  blue,  which  are  de- 

signed to  be  worn  with  the  ever-popular 
navy  suit,  and  other  dark  shades  to 
match  the  suit.  The  pastel  shades  are 
all  widely  represented  also,  with  dainty 
results.  Glove  silk,  satin,  Jap  silk,  or 

Shantung  silk,  as  illustrated,  are  all  be- 
ing employed  in  these  garments.  Un- 
like the  bloomer,  the  elastic  comes  just 

below  the  knee,  allowing  the  pleated 
flounce  to  hang  from  that  point.  Dis- 

tinctive effects  are  obtained  by  different 
treatments  of  this  flounce,  in  applying 
lace  or  ribbon,  also  by  touches  on  the 
garment  proper  of  lace,  lace  medallions, 
hemstitching,  contrasting  bands  or  tiny 
rose  buds. 

The  fact  that  this  garment  does  away 

with  the  necessity  of  wearing  an  under- 
skirt no  doubt  contributes  largely  to  its 

growing  popularity.  Greater  freedom  of 
movement  and  the  absence  of  the  an- 

noying "bunching"  of  the  underskirt  at 
the  knee  are  in  its  favor. 

Underskirts  Are  Lovely 

Notwithstanding  the  interest  shown  in 

its  opposition,  the  "Petti-bocker,"  there 
is  an  immense  run  reported  on  under- 

skirts at  the  present  time.  Jap  silk  seems 
to  be  the  most  favored  material,  but 
glove  silk,  satin,  Japanese  jersey  silk, 
are  being  shown  in  wide  ranges,  along 
with  a  few  numbers  in  taffeta.  An  ac- 

cordion pleated  8  inch  or  10  inch  flounce 
seems  to  be  the  popular  style  of  the  mo- 

ment, and  these  flounces  are  diversified 
in  many  ways  by  applying  narrow  rib- 

bon in  striking  designs,  or  by  combina- 
tions of  contrasting  shades  in  unique 

designs,  one  of  which  is  illustrated.  An 
underskirt  buyer  for  a  Toronto  house 
on  his  return  recently  from  New  York 
states  that  over  there  the  underskirts  are 
now  beiriK  made  with  a  front  fastening, 
while  his  house  in  Toronto  have  always 

used  this  fastening.  The  underskirt  is 
fastened  afe  the  left  front,  with  a  dome 
fastener,  in  the  same  or  contrasting 
color,  and  there  is  in  addition  a  special 
front  which  lies  perfectly  straight  and 
flat,  with  all  the  fullness  directed  to  the 
back  of  the  garment. 

"Step-ins"  Very   Popular 

After  enjoying  a  strong  run  on  the 

other  side  of  the  border,  the  "Step-in" 
drawer  is  becoming  very  popular  on  the 
Canadian  market.  Spring  and  Summer 
will  in  all  probability  see  an  even  greater 
demand  for  this  garment.  With  elastic 
at  the  waist  line,  and  the  sides  slashed 
up  to  a  high  point  on  the  sides,  this 
garment  resembles  nothing  so  much  as 
two  small  aprons  fastened  together  at 
the  top  of  the  sides,  and  caught  again  at 
the  centre  of  the  lower  edge  for  perhaps 
three  or  four  inches.  These  are  being 
shown  entirely  in  the  pastel  shades  and 
white,  so  far,  and  are  made  in  silks, 
satins,  and  Jap  jersey  silk,  with  ribbon 
and  lace  trimmings  applied  in  many 
dainty  ways. 

Bloomers  Still  Going  Strong 

The  phenomenal  demand  for  bloomers 
continues  and  from  all  appearances  is 
likely  to  continue.  Styles  in  the  pastel 
shades  continue  very  much  as  described 
in  the  January  number  of  Dry  Goods 
Review,  but  one  number  of  a  different 
character  deserves  special  mention  here. 
A  Toronto  house  is  showing  a  line  of 
navy  blue  bloomers,  in  washable  satin, 

with  tiny  pocket  for  milady's  powder 
puff,  the  trimming  of  the  garment  being 
in  contrasting  shades  of  Paddy  green  or 
gold,  or  red,  as  desired — the  contrast 
finding  expression  in  rows  of  hemstitch- 

ing, bands  and  edges.  Then  there  is  the 
camisole  to  match,  with  the  same  color 
scheme,  the  camisole  being  one  of  those 
with  shoulder  straps  and  body  of  gar- 

ment all  in  one,  the  shoulder  straps  tap- 
ering up  to  a  narrow  point  at  the  top. 

A  set  of  this  kind  is  both  attractive  and 

practical,  and  is  meeting  with  favor 
through  these  points. 

Camisoles  and  Envelopes 
Camisoles  for  the  greater  part  are 

following  somewhat  the  same  lines  as 
described  in  January  Dry  Goods  Review, 
with  diversity  of  design  creating  the 
only  real  distinction  of  the  new  Spring 

numbers.  Contrasting  shades  as  trim- 
ming are  very  noticeable,  in  hemstitch- 

ing, wide  and  narrow  bands,  and  touches 
of  ribbon  or  rosebuds.  One  camisole  had 
two  rows  of  hemstitching  about  three 
inches  apart  at  the  top,  with  square 
filet  medallions  at  intervals  all  the  way 

around.  At  the  front  tiny  flowers  be- 
tween the  medallions  added  a  dainty 

touch. 
Envelopes  are  still  good,  although,  of 

course,  the  present  season  is  not  the 
strongest  selling  season  for  that  par- 

ticular garment.  With  Spring  and  Sum- 
mer the  growing  devotion  of  Canadian 

women  to  this  type  of  undergarment  will 
again  be  expressed  emphatically,  as  in 
the  past  few  seasons.  One  design  noticed 
recently  had  a  simple,  yet  very  effective, 
touch  in  several  rows  of  hemstitching  at 
the  front  centre,  just  about  four  inches 
in  length,  with  tiny  rosebuds  at  either 
end.  This  hemstitching  also  served  to 
gather  in  the  garment  at  this  point,  and 
create  an  Empire  effect  that  was  clever 
and  pretty. 

The  athletic  type  of  garment  enjoys 

the  same  strong  popularity,  and  indica- 
tions all  point  to  the  fact  that  it  is  here 

to  stay.  It  might  be  safe  to  say  that 
"undies"  may  come  and  "undies"  may 
go,  but  "athletics"  go  on  forever.  While 
strictly  tailored  primarily,  this  type  of 
garment  is  now  being  made  up  in  such 
delightful  materials,  and  finished  in  such 
a  dainty  way  that  it  is  winning  favor 
with  the  fastidious  dresser  as  well  as 
she  whose  tastes  run  to  the  plainer effects. 

Fire  Destroys 

Big  Halifax  Store 
Christmas  Eve  Blaze  Does  $600,000.  Dam- 

ages in  Business  Block — Wood 
Bros.'  Complete  Loss 

The  largest  dry  goods  store  in  Halifax 
was  totally  destroyed  by  fire  on  Christ- 

mas Eve,  when  in  less  than  two  hours 
a  number  of  firms  within  the  block  of 
Granville  and  Hollis  streets  were  dam- 

aged to  a  total  extent  of  $600,000.  The 
Wood  Brothers  were  the  heaviest  losers, 
though  according  to  the  statement  of  E. 
A.  Wood,  president  of  the  company,  the 
building  and  stocks  were  pretty  well 
covered  by  insurance. 
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Planning  the  Corset  Display 
Buyers  For  Corset  and  Brassiere  Departments  Should  Feature  the  Necessity  of  Choosing  the 

Corset  Before  the  Costume— Make  Department  Worthy  Setting  for  High  Quality 
Lines  Sold — Spring  Business  Good. 

A  CORRECTLY  fitted
  corset  is  the 

foundation  upon  which  the  fash- 
ionably dressed  woman  must  rely 

for  that  appearance  of  being  well  gowned 

that  every  woman  covets,  and  but  few 
attain. 

The  value  of  this  fact  as  a  selling 

argument  is  all  too  frequently  over- 
looked by  the  man  or  woman  responsible 

for  the  success  of  the  store's  corset  de- 

partment and  as  a  result  valuable  busi- 
ness is  lost.  How  many  women  arrange 

for  a  corset  fitting  as  the  essential  step 

in  the  selection  of  their  Spring  ward- 

robes? An  astonishingly  small  percen- 

tage, if  the  truth  were  known,  even 

among  the  women  who  profess  to  desire 

the  most  fashionable  silhouette. 

Yet  they  are  ignoring  the  most  deter- 
mining factor  in  achieving  this  smart 

appearance  by  attaching  only  second- 

ary importance  to  the  choosing  and  fit- 
ting of  the  corset  and  brassiere,  over 

which  not  one,  but  all  gowns  and  cos- 
tumes must  be  worn. 

Emphasize  Necessity 

For  this  reason  it  behooves  the  head 

of  the  corset  department  to  make  his 
case  clear  to  the  firm,  and  see  that  his 
department  is  one  of  the  first,  if  not  the 
very  first,  to  receive  the  benefit  of  a 
special  Spring  opening.  Stocks  should 
be  carefully  and  attractively  selected. 
There  should  be  a  corset  in  the  depart- 

ment for  every  type  of  figure  that  pa- 
tronizes the  store,  and  there  should  be 

the  utmost  care  and  delicacy  practised 
in  the.  display  and  sale  of  the  models. 
All  attention  should  be  focussed  on  the 
service  rendered  the  customer,  and  the 
most  reliable  lines  only  should  be  carried 
— for  disappoint  a  women  once  in  the 
matter  of  a  corset  and  her  custom  is  lost 
for  all  time. 

Faultless  Equipment 

Of  equal  importance  is  the  impres- 
sion created  by  the  appearance  of  the 

department  itself,  and  also  the  deport- 
ment of  the  sales  staff.  For  instance, 

the  store  that  is  willing  to  devote  suffi- 
cient floor  space  to  the  corset  and  bras- 
siere department  to  permit  of  private 

fitting  rooms  will  enjoy  a  better  class 
trade  and  therefore  carry  a  larger  as- 

sortment of  higher  priced  lines.  It  is 
equally  true  that  the  individual  service 
given  the  customer  who  is  encouraged  to 
have  her  corset  and  brassiere  fitted  will 
inspire  confidence  and  also  educate  the 
customer  to  the  importance  of  this  fit- 

ting. There  are  few  women  indeed  who 
when  the  facts  are  pointed  out  to  them 
will    deny    the    folly    of    attempting    to 

achieve  a  well-groomed  appearance  at 
the  same  time  underestimating  the  part 
played  by  the  corset  as  a  foundation. 

Advertising  Plan 

All  these  matters  should  be  discussed 

in  detail  and  worked  out  to  the  depart- 
ment's advantage,  and  advertising  plans 

formed  accordingly.  The  corset  buyer 

should  put  in  his  request  for  window  dis- 
plays in  conjunction  with  the  advance 

showing  of  the  Spring  modes  in  cos- 
tumes, wraps  and  frocks,  so  that  the 

significance  of  the  corset  will  be  empha- 
sized to  the  woman  who  is  viewing  the 

merchandise  shown  with  the  idea  of 

purchasing.  Newspaper  advertising  may 
be  directed  along  this  line,  and  may  be 

used  to  point  out  the  wisdom  of  early  fit- 
tings— before  the  Spring  suit  is  pur- 

chased. 

In  following  this  policy  the  corset  de- 
partment will  in  time  get  the  business  it 

is  entitled  to,  and  will  be  regarded  in 
its  proper  importance.  Costumes  will 
no  longer  be  spoiled  by  the  fact  that 

they  have  been  fitted  over  an  old-fash- 
ioned or  last  season  corset,  and  a  gen- 

eral satisfaction  will  result  to  the  de- 
partment and  the  store  at  large. 

If  the  department  in  your  store  has 

been  permitted  to  "carry  on"  under  the 
handicap  of  unattractive  merchandise, 

poor  equipment  and  inconvenient  accom- 
modation, correct  these  features  without 

delay  and  let  a  prettily  arranged  display, 
a  few  additional  private  fitting  rooms 
and  an  expert  corsetiere,  with  the  as- 

sistance of  an  able  staff,  do  the  trick. 
As  shopping  goes  at  the  present  time 

corsets  and  brassieres  are  left  to  the 

last — the  suit,  the  hat,  the  shoes,  and 
even  gloves,  are  purchased  first,  and  if 
there  is  the  wherewithal  left  the  corset 
and  brassiere  are  then  considered.  Why 
not  reverse  the  situation  and  effect 
greater  satisfaction  to  all  concerned?  A 

careful  survey  of  the  department's  par- 
ticular   requirements,    as    based    on    the 

store's  particular  following,  will  bring 
the  sales  in  this  department  up  to  what 

they  should  be  and  will  encourage  great- 
er interest  in  this  very  essential  aid  to 

fashion. 
As  regards  the  prospect  of  Spring 

business  in  these  lines,  report*  from 
various  centres  show  that  the  demand 
for  well-made  corsets  is  excellent.  The 

cheaper  corset — the  low  quality  corset — 
has  but  few  supporters,  for  women  are 
coming  to  realize  that  while  they  are 
seeking  lower  prices  they  are  equally 
anxious  for  quality  and  are  showing  that 
they  are  willing  to  pay  for  it.  The 
corset  in  its  1921  form  is  a  delightful 
work  of  art.  It  is  comfortable,  pliable 
and  durable.  Better  fabrics  are  going 
into  its  manufacture,  and  although  the 
corsetless  effect  is  sought  after,  the  cor- 

set is  not  discarded,  and  new  low  topless 

models  are  being  introduced  with  con- 
siderable success.  The  sports  corset 

the  negligee  corset  and  the  evening  cor- 
set are  all  represented,  while  brassieres 

and  bandeaux  in  a  wide  and  interesting 
assortment  are  selling  briskly. 

NEW  YORK  BUYER  TO  N.B. 

Mrs.  F.  M.  Norwood  has  been  appoint- 
ed buyer  and  manager  of  the  coat  and 

suit  department  in  the  F.  W.  Daniel  & 
Co.,  Ltd.,  St.  John,  N.B. 

Mrs.  Norwood  is  a  woman  of  wide  ex- 
perience in  this  department  and  was  for- 

merly associated  with  such  well-known 
firms  as  L.  P.  Hollander  &  Co.,  New 
York,  Hickson,  of  Boston,  and  Franklin 
Simon,  New  York. 

A  Smart  Catalogue 

One  of  the  finest  examples  of  modern 

art  as  applied  to  •merchandising  is  the 
newly-issued  Spring  catalogue  of  the 
Daly  &  Morin  Co.  of  Lachine  and  Mont- 

real, Que.,  which  is  a  triumph  of  the 
engraver's  art  as  well  as  one  of  the 
finest  compendiums  of  Canadian-made 
housefurnishings  yet  produced. 

The  cover  design  is  cleverly  carried 
out  in  five  colors  and  represents  a  win- 

dow, through  which  can  be  seen  a  typi- 
cally Canadian  landscape,  framed  by  the 

latest  products  of  this  well-known  con- 
cern. The  catalogue  is  profusely  illus- 
trated throughout  its  121  pages  and  the 

additional  improvement  of  full-color  re- 
productions enhances  the  value  of  the 

book  greatly.  The  range  of  subjects 
covered  includes  curtains,  draperies, 
hardware,  hammocks,  shades  and  carpet 
sweepers,  etc. 
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Buy  Corsets  and  Brassieres 
for  Spring 

We  Do  Not  Give  Advice,  But  We  Give 
Our  Best  Judgment. 

The  time  for  waiting  is  past. 

If  orders  are  not  placed  soon,  delivery  in  time  for  Spring  business 
will  be  impossible. 

We  believe  prices  are  settled. 

The  latest  price  lists  of  Warner  products  are  dated  January  1,  1921. 
These  price  lists  show  the  fourth  reduction  since  July,  1920.  They 
are  based  on  the  present  market. 

The  cost  of  corsets  depends  on  cotton  and  labor.  We  all  know 
fifteen-cent  cotton  cannot  last.  No  one  wishes  for  a  radical  reduction 
in  the  price  of  labor — prosperous  working  people  are  profitable  cus- 
tomers. 

Any  delay  in  buying  now  will  imperil  your  Spring  business.  This 
is  the  time  to  buy. 

This  is  what  we  had  to  say  in  the  United  States.  It  applies  equally  well 
to  Canada. 

Warner's  Canadian-made  line  was  first  shown  in  January.  Two  Mon- 
treal accounts  bought  immediately — one  re-ordered  within  five  days, 

the  other  twice  within  ten  days. 

In  Ottawa  the  line  was  seen  on  a  Monday.  An  immediate  order  was 

placed  and  Warner's  Corsets  were  on  the  shelves  by  Friday  morning. 
In  Belleville  the  samples  brought  forth  an  order  for  complete  stock  at 
once — to  be  featured  exclusively  for  popular-priced  trade. 

A  store  in  Peterboro'  opened  a  corset  department  on  the  strength  of 
the  Warner  line. 

All  this  in  our  first  week's  business.  Back  Lace  and  Front  Lace,  from 
$12.00  to  $33.00  per  dozen.  Warner's  Rust-proof  Corsets,  Made-in- Canada. 

First  in  the  United  States.    Worn  throughout  the  world. 

THE  WARNER  BROTHERS  COMPANY,  INC. 
OF   BRIDGEPORT,   CONN. 

Canadian  Factory :    St.  Ambroise  and  Turgeon  Streets,  Montreal 
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GOSSARD     the    word    universally     used     by 
women  to  denote  FRONT  LACING   CORSETS 

For  many  years  Gossard  advertising  has 
appeared  regularly  in  the  foremost 

women's  publications  throughout  the 
world.  This  has  resulted  in  a  world- 

wide acceptance  of  the  front  lacing 
principle  and  a  universal  demand  for 
Gossards,  the  original  front  lacing 
corsets. 

Are  you  arranging  to  stock  your  shelves 

full  of  Gossard  Corsets — a  superior  pro- 
duct, widely  advertised  and  therefore 

the  best  known  make  on  the  market— 
or  will  you  stock  up  with  inferior 

merchandise,  little  known  and  unsatis- 
factory to  sell? 

Money  is  made  on  Turn-Overs  and  lost 
on  Left-Overs. 

Merchants  today  are  finding  it  much 
easier  than  ever  before  to  sell  nationally 
advertised  goods.  Customers  now  do 
not  accept  anything  the  merchant  may 
see  fit  to  offer  them.  They  know  per- 

fectly- well  what  they  want  and  will 
insist  upon  having  it;  they  cannot  be 
influenced  to  take  a  substitute. 

The  selling  of  Gossard  Corsets  enables 

you  to  make  a  margin  of  profit  in  keep- 
ing with  the  times.  It  also  enables  you 

to  offer  every  woman  a  continuous  and 
lasting  satisfaction  that  is  sure  to 
bring  to  y/our  store  an  ever  growing 
clientele  ot  permanent  corset  customers. 

The  Canadian  H.  W .  Gossard  Co.,  Limited 
)66-)78  West  Adelaide  St.,  Toronto,  Can. 
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Back  and   Front  L.acers  and    Novelty  Corsets 

Woolno-Corsets  are  the  outgrowth  of  15  years' 
successful  Custom-Corseting  of  Canadian 

Ladies.     All  our  models  are  "Proved.'' 

Popular  Prices 
From  $12.50  to   $60.00    Doz. 

Write  For  Samples  To-day 
(Carriage  paid) 

Say  the  prices  and  styles  interested  in.  Examine 

the  make  and  values  at  your  leisure.  Woolno- 
Corsets  and  values  can  stand  the  cold,  critical, 

impersonal  look-over. 

Better  Discount  For  Mail  Orders. 

W®®Ilnn®Giig|lln    C®rg©ftS(girg 

The  Counter  Costume  Co.,  Limited 
Designers  and  Makers  of 

Misses'  and  Juniors' 
Dresses 

New  Address:   131-139  Spadina  Ave. Spadina  Bldg. 

Western  Canada: 

J.  HOWARD 

TORONTO 

REPRESENTATIVES: 

City:  Maritime  Provinces: 
R.  O.  MARGRAVE        W.  A.  TALLMIRE 

Western  Ontario:     R.  KENNEDY 

Eastern  and  Northern  Ontario 
A.  B.  COLWELL 



I)  |{  V    GOODS    REV]  E  W 
101 

jhH
 

1 

I 

I 
3 

1-1  1  (  I  1  ■  I  ■  J  I  I  • 

w 

<5jymng 
A  renouncement 

wm 
u 

^We  stand  on  our  reputation  as  the 

leading  Novelty  House  or  Canada 

Veils 
veilings 

Dress   Trimmings 
Laces 
Embroideries 
Beads 
JyL  a  lines 

Princess   Pat  "Human 

A/t/  Lady  "Silk*'  Hair  Nets 

The  Thompson  Lace   &?  V eilmg  Co. 
Limited 

Corner   \Vellington  and  York  Streets,  Toronto 
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You  are  not  Spending  when  you  are  Investing ! 
The  best  investment  in  your  business  of  merchandising-  lies  in  the  displaying  of  your  goods 
to  the  very  best  advantage.  Make  your  displays  an  inspiration  to  buying!  Display  your  goods 
well  and  they  are  half  sold. 

What  better  investment  than  some  snappy,  high-class  CLATWORTHY  Forms  and  Fixtures  to 
s'c//  your  goods  for  you?  A  few  of  our  many  lines  are  -listed  below.  Send  for  catalogue 
showing  complete   range. 

Ready-to-Wear 
Our  ''Dur  Enam"  Forms  will  meet  your  every  re- 

quirement in  the  better  display  of  Ready-to-wear 
garments  of  all  kinds.  They  are  absolutely  perfect 
in  every  detail.  Their  high  quality  ensures  long 
wear. 

Millinery CLATWORTHY  Fixtures  include  many  artistic 
and  unique  effects  in  Display  Fixtures  of  a  highly 
superior  character.  Different  shades  and  effects  in 
Enamel,  Mahogany,  Walnut  and  other  finishes  to 
harmonize  with  any  color  scheme. 

Show  Window 
Decorations 

Store 
Furnishings 

Everything  for  the  Window  —  including  Valences, 
Forms  and  Fixtures  of  all  kinds,  pedestals,  metal 
fixtures,  mirrors,  and  right  on  down  to  the  smallest 
accessories  for  successful  window  displays. 

Every  Fixture  conceivable  for  furnishing  the  store 
is  included  in  the  CLATWORTHY  range.  Mir- 

rors, Triple  Mirrors,  Floor  Lamps,  Pedestals,  are 
but  a  few  of  our  many  furnishings. 

Representatives: 
Vancouver,  B.C. 
Montreal,    Que. 

M.  E.  Hatt  &  Co.,   Mercantile  Bids. 
-     -     S.    J.    Barley,    210    Park    Ave. 

Halifax,    N.S. 

Quebec       -     - 

----DA.    Gorrie,    Box    273 

Nap.    Debigare,   205    Rue   Des    Fosses 

CLATWORTHY   &  SON,  LIMITED 
Established  1896  TORONTO  Incorporated  1908 

±r-rETTi-ri-x-i-i-rxj3C!rEr! 
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The  Decorative  Plateau 

i,n  some'new,    distinctive  effects. 
Finished  in  Old   Ivory,  Old  Gold,  Verdi- 

Antique  and  Duo-Tone  Finishes. 

No.  713B— SPECIFICATIONS: 
Top  12  x  22  and 

16  x  30 

Heights — 6,  12  and  18  inches 
Removable  glass  top. 

No.  713C— SPECIFICATIONS: 
Top   12  x  22  and 

16  x  30 

Heights — 6.  12  and  18  inches. 
Removable  glass  top. 

No.  713A— SPECIFICATIONS: 
Top   12  x  22  and 

16  x  30 

Heights — 6,  12  and  18  inches. 
Solid  wood  top. 

ARTISTIC      APPEALING      ADAPTABLE 

A  splendid  investment ! 
Our  Mr.  S.  J.  Barley,  a  direct  Representative  of  the  House,  is 
now  on  a  trip  through  Manitoba,  Saskatchewan,  and  Alberta, 
with  samples  of  our  new  lines  and  will  call  upon  all  the  leading 
Merchants. 

CLATWORTHY    &    SON,    LIMITED^ 
161  KING  ST.  W.,  TORONTO 
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LIVING  MODEL  PHOTOGRAPHY 
For  Fashion  and  Advertising,  Compositions  of  All  Kinds 

The  above  is  a  reproduction  from  "Kassab  Lingerie"  by 

PHOTO-KRAFT  STUDIOS,  LIMITED 
Formerly  UNDERWOOD  &  UNDERWOOD,  LIMITED 

60  St.  Matthew  St.,  Telephone  Uptown  7861,    MONTREAL 
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New  Veils 

for Spring 
as  Illustrated 
No.  17456 

Colors  : 
Black 

Brown Navy 

Taupe 

also 

Black  with  Henna  Chenille  Border. 

Black  with  Copenhagen  Chenille  Border 
Black  with  Cherry  Chenille  Border. 
Navy  wdth  Grey  Chenille  Border. 

We  have  never  shown  as  big  a  range 
The  very  latest  snappy  designs 

FANCY  VEILS 
VEILINGS 

"MONA  LISA"  VEILS 

"PEERLESS"  "VODENE" 
REAL  HUMAN  HAIR  NETS 

These  goods  are  real    money-makers  ! 

RADIUM  LACE 
Black,    Brown,    Navy 

For  Dresses  and  Millinery 

"DYNAMO  MALINE" 
All  Shades 

METALLINE  CLOTH 

Colors:  Folly,  Pheasant,  Algonquin,  Wedgewood, 
Jade,     Peacock,     Gold,     Steel,     Antique,     Silver. 

FANCY  VOILES  and  ORGANDIES 

A  pleasure  to  show  our  goods 

Canada  Veiling  Co.,  Limited 
84-86  Wellington  Street  West  :  :         Toronto 
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Petticoats  Manufactured  by  Underwear 

JoJm  P.  lutcfjmsi  Co.  Etmiteb 
868  Collrgr  Street,  (Toronto 

The  Peak  of  Perfection 
in 

Smart 

Lingerie— THAT'S  what  we  started  out  to  reach 
— that's  what  we  have  been  striving for — and  our  products  indicate  that 
we  have  arrived! 

Wherever  you  see  the  PANSY  MAID 
Trade  Mark  you  are  assured  of  all  the 
desirable  points  that  give  distinctive 
character  to  smart  lingerie. 

U  n  d  erskirts — Pantalettes 
Jap  Silks,  Glove  Silks,  Satins,  Taffe- 

tas— with  wide  range  of  fancy  and 
plain  flounce  effects.  Materials  and 
workmanship  the  finest — styles  the 
smartest.  PANSY  MAID  Underskirts 
will  bring  a  rapid  increase  in  sales. 

Camisoles 
Bloomers 

Step-ins Envelopes 
Night  Gowns 

Silks,  Satins,  Crepe  de  Chines,  Japanese  Jersey  Silks — 
Lace,  Ribbon  and  contrasting  trimmings. 

"POLLY  ANNA" 
ATHLETIC  UNDERWEAR 

POLLY-ANNA UNDERWEAR 

We  hold  the  Canadian  rights  for  producing  this  widely-adve 
tised  three-piece-in-one  Athletic  garment.  The  Polly  Anna  has 
several  commendable  features  of  merit  that  mark  it  apart  from 
the  ordinary  type  of  Athletic  garment.  Added  to  these,  the 
variety  of  dainty  materials,  and  the  nicety  of  finish,  lend  a 
snappy  smartness  that  is  quite  marked.  Fine  Mulle,  Jap  Silks  and 
Jersey  Silks,  Satins,  Crepe  de  Chine — in  white  and  pastel  shades. 

A  tailored  garment  with  a  delightfully  dainty  finish! 
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|ILK  HOSIERY  of  the  highest  character 
— sheer,  lustrous,  fast'dyed,  and 
beautifully  boxed. 

Butterfly  Silk  Hosiery  sets  a  very 
welcome  new  standard  for  value 

and  long  wear.  It  is  moderately 
priced,  and  every  piece  passes  seven 
inspections. 

In  fifteen  of  the  most  desirable 
colors. 

Now  made  -in  Canada  by 

THE  BUTTERFLY  HOSIERY 

CO.  LIMITED 

DROMMONt  VILLE 

QUEBEC 
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A 
Triumph 
in 

Silk  Hosiery 

BUTTERFLY 
(REGISTERED  TRADE-MARK) 

A  triumph  in  silk'knitting !  A  triumph 
in  perfect,  fit  in  all  siz,es  from  8K  up ! 

A  triumph  in  really  sheer  hosiery  that 

will  stand  the  wear!  A  triumph  in 

beautiful  tones— fifteen,  including  four 

greys!  And  then  a  triumph  in  hand' 
some  boxing! 

All  available  to  you  and  your  custom' 

ers  at  remarkably  moderate  prices ! 

Three  grades  Japan  Silk,  Art  silk  and 
a  mixture  of  the  two. 

TOUR  JOBBER  CAJi  SUPPLY  TOU 

Made  in  Canada  by  The  Butterfly  Hosiery  Co.  Limited     -     Drummondvillc,  Quebec 

Sole  Selling  Agents:  E.  H.  WALSH  &  Company  LIMITED 
rOEOSTO  MONTREAL  WINNIPEG  VANCOUVER 

■■   ,.':...'  ,. 
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10'.) "JULIAN  SALE"  Lines  Are  the  Last 
Word  in  Quality,  Novelty  and  Value 

Keep  in  Close  Touch  with  the  House  Through  Our  Travellers 
Our  Catalogue    or  by  Letter    Phone  or  Wire 

SILK  BAGS 

There'll  be  a  big  run  on  Silk  Bags  this 
season  and  we  have  anticipated  it. 
Moire  Silks  will  be  highly  favored 
in  pleated  effects  as  illustrated  here 
and  in  the  plain  styles — a  great  line. 

SWAGGER  BAGS 

SHOWING 
TO-DAY 

One  of  the  largest  and  most 
varied     lines     of     Leather 
Goods  and  Novelties  that 
ever    carried    the    name 
"Julian  Sale"  —  unique 
in    design    and    effect. 
Splendid     in    variety. 
Just  such   merchan- 

dise    as     will     en- 
hance   attractive- 

ness to  any  man's stock  and  with- 
al    the     most 

practical and  useful. 

In  illustrating  the  four  spec- 
ially new  things  printed  here, 

we  are  not  underestimating 
the  many,  many  lines  of  new 
beautiful  goods  in  all  other 
regular  lines—the  greatest  we 

have  ever  sampled. 

LEATHER  BAGS 

Never  out  of  Season— al- 
ways in  demand  —  The 

Swagger  Bag  is  one  of 
the  newest  and  is  shown 
in  a  great  range  of  leath- 

ers and  colors.  Ostrich 
Grain  is  a  feature  of  the 
line. 

BEAUTY  CASES 

Not  a  more  popular  line  or 
better  seller  in  the  sam- 

ples than  the  Beauty 
Cases — sell  at  sight — make 
an  effective  display  in 

your  "Silent  Salesman" — get   the   assortment. 

SUEDE  BAGS 

This  will  be  a  very  popu- 
lar bag  this  season.  Our 

line  is  big  enough  to  give 
you  excellent  assortment 
and  you'll  not  need  to 
overstock  to  get  variety. 

BEAUTY  CASES 

The  Julian  Sale  Leather  Goods  Company, Limited 
Wholesale  —  Factory  —  Sample  Rooms  and   Offices:     600   King  Street  West,  Toronto 
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Gloves  and  Collars  Reveal  the  Mode 
The  Easter  Parade  Will  Call  For  Grey,  Tan  or  White  Silk  Gloves  in  16-Button  Lengtb- 

The  Mousquetaire  and  the  Strapped-in  Wrist  Will  Also  Lead — Neckwear  Will 

Employ  the  I'se  of  Real  Lace,  Organdie  and  Colors  Will  Have Their  Place  in  Novel tv  Lines. 

A  Lace   Fan. Beribboned    Gloves A   Bead   Corsage. 

ORDERS  for  silk  gloves  are  being 
placed  somewhat  more  freely, 

particularly  on  the  lengths  suit- 
able for  half-length  and  three-quarter 

length  sleeves.  Business  is  still  very 
conservative  in  the  better  class  kid  glove 
lines,  but  even  so  manufacturers  are 

having  difficulty  furnishing  the  fashion- 
able numbers  in  grey  and  tan  glace 

mousquetaires. 
The  demand  for  the  chamois-suede 

.  effects  is  excellent  this  Spring,  and  these 
lines  with  the  various  silk  novelties  are 
expected  to  sell  freely.  The  fact  is  that 
the  managers  of  the  various  glove  de- 

partments are  looking  for  further  price 
reductions,  and  until  they  know  what  is 
to  take  place  in  this  connection  they  are 
Koing  most  warily  into  the  market,  and 
buying  only  what  they  know  will  sell 
to  the  popular  trade  without  difficulty. 
Twelve  and  sixteen-button  length 

gloves  in  silk  are  being  shown  for  wear 
with  many  of  the  smart  Spring  cos- 

tumes. The  early  approach  of  Easter 
this  year  will  have  a  most  stimulating 
effect  upon  the  glove  trade,  the  displays 
should  therefore  be  changed  frequently 
and  arranged  so  as  to  keep  interest  at 
a  high  level. 

Neutral  Tints  and  White 

The  color  movement  for  Spring  is  de- 
cidedly in  favor  of  the  "dust  and  ashes" 

shades,  soft  unobtrusive  grey  and  tan 
tints  and  the  ever  modish  pure  white 
model.  All  shades  are  represented  in 
the  sixteen-button  length,  the  mousque- 

taire and  the  shorter  strapped  wrist 
gloves,  all  of  which  have  their  place 

rding  to  the  progress  of  the  season. 
As    Summer   approaches   it   is    predicted 

that  the  all-white  glove  will  enjoy  a 
tremendous  and  almost  exclusive  vogue. 
In  the  meantime  all  the  soft  neutral 
tints  will  be  entitled  to  a  place  in  the 
fashion   scheme. 

In  the  sketch  above  the  strapped-in 
wrist  effect  is  achieved  in  a  pair  of  fine 
white  silk  gloves  laced  with  black  moire. 
Such  effects  are  very  smart  when  worn 
with  frocks  in  which  gossamer  fabric 
is  used  for  the  sleeves. 

Neckwear  Newnesses 

Broderie  Anglaise,  Point  Venise,  real 
filet,  organdie  and  net  are  the  prime 
favorites  when  it  comes  to  the  choice 

of  milady's  Easter  neck  fixings.  Tuxedo 

collars,  dainty  modestie  vestees,  "gilets" 
and  cascade  jabot  effects  posed  on  finely 
made  guimps  are  among  the  smartest 
novelties,  and  unusual  necklines  are  the 

order  of  the  day  when  it  comes  to  nov- 
elty effects.  Of  course  the  simple 

"Quaker"  round  neck  line,  the  smart 
"V,"  the  clear-cut  delta  and  the  swag- 

ger Tuxedo  are  the  accepted  lines  for 
every-day  costume  requirements,  and  in 
all  these  outlines  may  be  found  the 
smartest  confections  in  laces,  nets  and 

organdies.  All  white  and  all  cream  ef- 
'<  '  i  j,  as  stated  last  month,  will  be  seen 
in  the  main,  while  unusual  color  effects 
will,  of  course,  continue  in  the  exclusive 
lines  which  are  always  featured  by  the 
smart  specialty  shops  and  in  such  stores 

as  Stitt's,  of  Toronto,  where  the  lower 
window  is  at  present  a  dream  made  up 
of  delicious  conceits  fashioned  from  pale- 
tinted  organdies  and  soft-hued  ribbons, 
with  delicately  perfumed  accessories  to 
enhance  the  effect.  Beautiful  real  laces 
in   guinure,   Anglaise   and   filet  are   very 

effective  in  the  new  neckwear  models, 

and  considering  the  quality  and  perfec- 
tion of  design  are  remarkably  reason- 

able. 

The  Gay   Boutonnaire 

Matters  of  Easter  importance  in  the 

accessory  department  cannot  be  referred 
to  without  a  word  or  two  about  the  ex- 

quisite corsages  designed  to  add  that 
touch  of  finality  to  the  toilette  of  the 
well-groomed  woman.  These  beautiful 
little  posies  are  fashioned  of  silks,  tis- 

sues, organdie  and  even  of  beads.  In 
New  York  the  craze  for  the  moment 
centres  on  the  latter  two  and  prices 
range  for  these  realistic  floral  bouquets 
from  75  cents  to  $15.  The  workmanship 

is  excellent  and  the  leaves  are  remark- 
ably natural,  even  the  stems  being  fash- 

ioned to  resemble  the  living  blosspm  as 

nearly  as  possible. 
Fans  for  the  ensuing  season  will  fol- 

low the  French  fashions  and  tarn  for 

the  most  part  to  the  gossamer  conceit1 
of  painted  chiffon,  spangled  net  and 
metallically  threaded  lace.  Medium  and 
small  sizes  will  be  chosen  in  place  of 

large  models — a  decided  contrast  from 
the  sweeping  feather  beauties  of  yester- 

year. 
DOUBLE  FLOOR  SPACE 

The  Ritz  Fashion  Shops,  Jackson 

Building,  Bank  Street,  Ottawa,  have 

quickly  come  to  the  front  as  first-class 
retailers  of  the  most  exclusive  clothes 

for  women  at  reasonable  prices.  '  Owing to  the  success  secured  after  only  a  few 

weeks'  effort,  the  management  already 
finds  it  necessary  to  double  the  floor 

space. 
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Dress  Nets,  Laces  and  Veilings 
Dotted  Nets  Worn  Over  Metal  Tissue  Cloths  Are  Decidedly  Smart— Radium  Laces  Arrive 

"_New  Veilings  Striking  in  Design— Chenille  Dots  Strong  in  Colors— February Sales  Ahead  of  Last  Year. 

FANCY  spotted  silk  dress 
 nets,  36 

ia.  in  width,  are  very  popular  at 
present.  In  most  cases  the  spot 

is  about  the  size  of  the  usual  coin  spot, 
and  some  numbers  show  small  fancy 
motifs  within  the  spot  itself.  These 
nets  are  being  shown  in  shades  of  blue, 
navy,  nigger,  silver  grey,  turquoise, 

gold,  white,  peach,  sky  or  cerise.  One 
of  these  lines  in  black  is  shown  in  the 

accompanying  illustration.  Very  dis- 
tinctive they  are  when  worn  over  light 

shades,  or  the  gold  and  kindred  tissue 
cloths  being  used   so  extensively. 

Hand-in-hand  with  the  popularity  of 
the  silk  dress  nets  goes  that  of  these 
tissue  cloths,  or  more  properly  called 

"metalline  cloths,"  which  are  so  often 
the  accompaniment  of  the  former.  These 
metalline  cloths  display  the  newest  in 

the  Spring's  shades  to  better  advantage 
perhaps  than  any  other  fabric  on  the 
market.  The  metallic  foundation  of  the 
material  supplies  a  setting  for  these 
beautiful  colorings  that  reveals  them  in 
all  their  glory,  with  changing  lights  that 
really  make  it  impossible  to  relate  them 
to  any  one  of  the  staple  shades  from 
which  new  colors  are  derived.  Folly, 
Algonquin  and  Pheasant  are  among  the 
smart  new  shades  in  metalline  cloth, 
as  well  as  the  better  known  peacock, 
jade  and  Wedgwood  shades.  Besides 
forming  foundations  or  trimmings  for 
smart  frocks,  this  cloth  is  beinsc  used 
extensively  for  millinery,  with  delight- 

fully  striking   results. 
Malines  are  very  strong  at  present — 

indicated  by  extensive  orders  being  re- 
ceived. In  most  cases  these  are  used 

for  millinery. 

Radium  Laces  in  Demand 

Large  stocks  of  radium  laces  are  be- 
ing received  by  Canadian  importers. 

One  Toronto  importer  reports  that  be- 
fore these  goods  had  arrived  quite  a 

marked  demand  had  arisen  for  them. 
With  the  goods  now  on  hand,  no  doubt 
this  popularity  will  greatly  increase. 
These  laces  receive  their  name  from 
their  obvious  metallic  sheen.  Flounc- 
ings  in  many  beautiful  patterns,  one  of 
which  is  illustrated  in  black,  are  being 
shown  in  5  in.,  6  in.,  18  in.  and  27  in. 
widths,  and  a  wide  variety  of  rich  all- 
over  patterns  in  36  in.  widths.  The  colors 
for  the  most  part  are  confined  to  staples 
such  as  black,  navy,  and  brown.  They 
will  be  used  for  over-draperies  on  cos- 

tumes, or  for  whole  costumes,  and  for 
millinery. 

Veilings 

In  veilings  indications  point  to  a 
greater  popularity  for  the  separate 
fancy  veil  than  for  veiling  by  the 
yard.       Perhaps     the     stunning     effects 

A  black  radium  lace  flouncing  showing 
one  of  the  beautiful  patterns  on  display  for 
Spring. 

Inset,  a  black  fancy  spotted  silk  dress 
net. — Shown  by  Canada  Veiling  Co.,  Ltd. 

found  in  the  new  fancy  veils  for  Spring 
are  largely  accountable,  for  certain  it 
is  that  the  new  veils  are  very  striking. 
Many  of  the  veils  are  cut  square,  while 
others  follow  the  longer  cut  as  in  the 
yard  goods,  but  so  far  no  particular 
preference  has  developed  in  either  case. 
There  is  a  very  outstanding  tendency, 
in  the  very  newest  numbers  being  re- 

ceived, towards  chenille  dots  for  borders. 

for  corner  motifs  and  smaller  patterns. 
Black  veils  show  chenille  spots  of  Copen- 

hagen, henna  or  cherry  shades.  Navy 
veils  show  grey  spots.  Then,  again, 
veils  and  spots  of  the  same  shade  come 
in   black,   brown,   navy   and   taupe. 

All-over  patterns,  spotted  designs,  and 
Shetland  finished  veils  are  enjoying 

strong  selling  in  each  case. 

Deliveries  in  veilings  are  now  much 
improved,  especially  from  France.  In 
England  goods  are  none  too  plentiful 
and  prices  are  very  little  lower.  As 
production  has  not  yet  reached  its  peak, 
one  Toronto  importer  prophesies  a  mark- 

ed scarcity  of  goods  in  these  lines  when 

Spring  arrives. 
Laces  and  Organdies 

Val.  laces  are  decidedly  the  leaders  in 

popularity  at  present,  but  orders  are 
coming  in  very  freely  for  all  lines  of 
laces   for    Spring. 

Among  the  new  arrivals  are  fancy 
Swiss  transparent  organdies  in  all  the 
leading  shades.  The  designs  come  in 
colored  checks  of  different  sizes  and  ef- 

fects on  white  grounds,  45  in.  wide.  The 
outstanding  feature  of  this  material  lies 
in  the  fact  that  it  requires  no  starch 
in  laundering,  and  after  washing  retains 
its  original  fresh  crispness.  This  will 
no  doubt  be  a  strong  favorite  for  sum- 

mer dresses,  and  is  already  being  made 
into  sport  hats  as  well. 

In  all  the  above  lines  reports  indicate 
a  very  strong  selling  season  ahead. 
Compared  with  last  year,  sales  this 
February  are  far  in   advance. 

The  Cretonne 

Fudge  Apron 

Both  ready-to-wear  and  drapery  sec- 
tions in  leading  Montreal  stores  report 

an  exceptional  demand  for  the  new  cre- 
tonne fudge  apron,  which  has  just  re- 
cently been  introduced.  Shown  on  wax 

figures,  developed  in  a  gay  rose  pat- 
terned design,  in  a  combination  of  colors, 

and  made  in  full  skirted,  pocketed  style 
with  large  bib-like  front,  the  new  apron 
attracts  numberless  purchasers.  An 
enormous  butterfly  bow  of  the  cretonne 
ties  in  the  back,  and  when  the  apron  is 
slipped  over  an  ordinary  dress  the  effect 
is  that  of  a  charming  summer  gown.  The 

idea  is  proving  an  excellent  sales-stimu- 
lant for  cretonnes  as  well  as  for  the 

ready-made  article. 
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Dainty    Colored    Novelties 
In    New    York    Windows 

Early  Whitewear  Sales  Characterized  by  Offerings  in  Grey  and 
Lavender — Trousseaux  Will  Feature  Yellow. 

IN  connection  with  the  recent  January 
Sales  of  White  in  New  York  stores. 

the  window  displays  were  particu- 
larly conspicuous  for  their  use  of  col- 

ored novelties.  As  one  woman  remarked, 

standing  in  front  of  one  of  the  most 

noticeable  displays,  "The  underwear  de- 
partments seem  to  be  trying  to  inject 

some  life  into  the  annual  White  Sale  by 

introducing  new  colors." 

Attracting  perhaps  the  greatest  atten- 
tion of  any  of  the  displays  was  that  of 

Franklin  Simon  &  Co.,  introducing  as  a 
new  mode  in  feminine  underthings  pearl 
grey  with  ribbon  trimming  in  an  orchid 
shade.  Two  general  types  of  sets  were 
shown,  the  most  novel  being  one  whose 
sole  trimming  was  a  sort  of  interlacing 
latice-work  of  the  same  material,  caught 
together  with  stitches  in  orchid  colored 
thread. 

Grey  and  orchid  underthings  were  also 

displayed  in  a  window  in  Altman's 
during  the  following  week,  and,  with 
the  vogue  for  grey  outer  garments  which 
is  predicted  for  Spring  it  may  be  that 
there  may  be  a  limited  demand  for  gar- 

ments of  these  shades. 

Paris  Favors  Orchid 

Orchid  has  been  emphasized  for  some 
time  in  the  Paris  despatches  as  the  com- 

ing color  for  lingerie,  but  there  has 
been  no  noticeably  large  demand  for  this 
shade  in  this  country,  other  than  for 
display  purposes. 

New   York   Likes   Yellow 

A  professional  shopper  arid  chaperon 
reports  that  many  of  the  trousseaux  now 
being  ordered  by  Easter  brides  call  for 
lingerie  and  negligees  in  yellow.  Par- 

ticular mention  is  made  of  orders  for 

glove  silk  garments  in  this  shade,  rib- 
boned in  black  velvet.  Light  blue  is  an- 
other color  reported  popular  for  trous- 
seaux, many  of  which  are  being  ordered 

now  in  order  to  allow  time  enough  for 
the   embroidering   of  monograms. 

Of  window  displays  noted  during  the 
January  sales,  it  was  noted  that  the  ma- 

jority were  wholly  or  in  part  at  least 
composed  of  French  imports.  Domestic 
silk  garments  were  shown  in  a  few  win- 

dows, but  domestic  muslins  were  con- 
spicuous by  their  absence. 

It  is  difficult  to  effect  an  accurate 

comparison  of  this  year's  prices  and 
those  of  a  year  ago,  as  from  the  quality 
point  of  view  any  such  comparison  is  in 
reality  unjust.  Loosely  speaking,  how- 

ever, it  would  appear  that  sales  values 
this  year  are  probably  between  20  and 
30  per  cent,  lower  than  those  of  last 
January,    and    in    some    few    instances, 

more.     Such  a   comparison   indicates,  in 
a  general  way,  the  trend  of  prices. 

It  was  noticed,  however,  that  while 
some  garments  in  crepen  de  Chine  were 
offered  at  lower  prices  than  have  been 
obtainable  for  some  time,  many  of  these 
were  of  poor  quality,  skimpy  and  poorly 
made.  From  the  standpoint  of  quality, 
many  of  the  medium  priced  garments 

were  better  "bargains"  than  the  less  ex- 
pensive ones.  With  silk  undergarments 

in  the  retail  stores,  a  dollar  or  two  in 
prices  makes  a  marked  difference  in 

quality. 
Domestic  muslin  stocks  at  the  majority 

of  the  stores  consisted  largely  of  the 
cotton  crepes,  plain  or  printed,  and  pink 
batistes.  In  a  number  of  stores,  the  do- 

mestic garments  were  much  shop-worn, 
soiled  and  mussed.  The  rest  of  the 
stock  looked  fresh  and  new. 

Accessories 
To  Adorn 

A  Cinderella 

INTERESTING  dress  accessories  are
 

being  made  this  season  of  ostrich 
feathers,  curled  or  uncurled,  and  in 

any  color  preferred.  All  of  these  dainty 
conceits  are  for  evening  wear,  and  are 

being  shown  in  anticipation  of  a  pro- 
longed post-Lenten  season  following  af- 

ter Easter. 

A  wristlet  of  long,  slightly  curled  os- 
trich flues,  caught  to  the  upper  arm  and 

to  the  wrist  by  narrow  black  velvet 
ribbon,  was  one  fetching  bit  of  feminine 
attire.  An  arm  decoration  of  ostrich 

fringe  attached  to  black  ribbon  was  sup- 
posed to  be  worn  above  the  elbow  mid- 

way to  the  shoulder,  like  a  bangle. 
Party  bags  were  also  developed  in  ostrich 
fringe,  one  layer  overlapping  another, 
and  dangling  from  long  satin  ribbon 
streamers.  More  elaborate  wristlets 
and  armbands  of  ostrich  in  double  puff 
effect  were  also  shown,  finished  with  a 
dangling  tassel  of  ribbon  tipped  with 
the  ostrich.  These  are  said  to  be  quite 

fascinating  when  worn  on  the  sleeve- 
less types  of  evening  gowns.  Another 

bag  was  made  of  fabric  in  triple  effect, 
composed  of  a  large  centre  section,  and 
two  smaller  outside  purses  for  cards, 
change,  etc.  The  large  section  will  con- 

veniently hold  fancy  work  or  knitting, 
and  would  be  a  delightful  gift  at  any 
time. Bags 

Bead  bags  seem  to  be  holding  their 
own,  too,  and  both  large  and  small  sizes 
are    still    featured.      Among    the    newer 

styles  noticed  was  a  bag  made  of  over- 
lapping strips  of  heavy  faille  ribbon 

embroidered  in  beads,  and  another  made 
of  a  fabric  fashioned  by  knitting  or 
crocheting  soft  ribbons  in  various  colors, 
or  silk  rags  cut  into  very  narrow  strips, 
very  much  as  the  old-fashioned  rag  rug 
was  made.  This  style  was  lined  with 
plain  silk  and  mounted  on  pretty  ivory 
frames. 

Accessories,  whether  the  gown  they 
accompany  is  for  daytime  or  evening, 
literally  make  or  break  the  costume, 
and  should  be  advised  with  due  respect 
to  the  occasion  on  which  they  are  to  be 
employed.  However,  their  cost  is  usually 
so  prohibitive  that  they  are  only  within 
the  reach  of  wealthier  women. 

The  present  fad  in  New  York  at  pres- 
ent is  the  vogue  for  accessories  inspired 

by  the  ornaments  of  South  Sea  Island 
maidens,  and  it  is  said  that  the  bushy 
bobbed  hair,  the  scarlet  lips,  the  bead 

girdles,  the  pearl-wound  arms,  the  flower 
wreathed  heads  and  waists,  and  the 

fruits  and  berries  which  are  so  promi- 
ment  a  feature  of  the  prevailing  fash- 

ions, owe  their  origin  to  the  primitive 
and  exotic  savagery  of  the  tropics. 

Ropes  of  Beads 

New  York  has  forsaken  beaded  em- 
broidery as  an  embellishment  upon  its 

evening  gowns,  and  twines  itself  in  long 
strings  of  beads  of  all  descriptions.  The 
wonderful  shops  of  Fifth  Avenue  are 
literally  ablaze  with  all  sorts  and  de- 

scriptions of  coral  and  seed  pearls,  jade, 
blue  glass,  pink  stones  and  amber,  onyx, 

ivory,  chrysolite,  gold  and  silver,  ame- 
thyst, carved  wood,  jet  and  crystal.  The 

bead  girdles  already  spoken  of,  are 
largely  used  to  define  the  waistline  of 
the  straight,  unfitted  frocks,  which  New 
York  debutantes  are  wearing  just  now. 
The  beads  are  as  large  as  peas  and  are 
usually  strung  together  with  silver  links. 
There  is  also  a  decided  taste  for  wind- 

ing strings  of  pearls  around  the  head, 
fillet  fashion,  and  to  twist  ropes  of  tiny 

pearls  round  and  round  the  arms  from 
shoulder  to  wrist.  All  kinds  of  bizarre 
coiffure  ornaments  are  favored  by  New 
York  as  well,  including  bandeaux  of 
fur,  filigree  silver  and  wreaths  of  gold 
laurel  leaves.  Paris  also  sponsors  hair 
ornaments  of  foliage,  covered  with 
diamond  dust,  which  glitters  dazzlingly 
under  artificial  light.  A  simpler,  but 

quite  effective  hair  bandeau  is  a  nar- 
row scarf  of  vividly  colored  tulle  wound 

about  the  hair  and  allowed  to  hang  down 
at  one  side  almost  as  low  as  the  knees. 

A  soft  shade  of  raspberry  is  delightfully- 
artistic  and  provides  an  original  note 
to  the  all  black  evening  gown. 

Fans  are  more  in  vogue  than  ever, 
but  in  the  most  exotic  varieties,  such 
as  vulture  and  peacock,  pheasant  or 
turkey  feathers,  or  of  delicate  black  or 
metallic  Spanish  lace  mounted  on  amber 
or  tortoise  shell  sticks.  Colored  ostrich 
fans  are  now  on  the  wane  and  the  places 
which  formerly  knew  them,  know  them 
no  more. 
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Handle 
Nothing  but  Ribbons 

—CONCENTRATE  ON  RIBBONS 

Dame  Fashion  says  Ribbons  will  be  partic- 
ularly fashionable  this  Spring. 

Millinery  will  call  for  Ribbons  of  all  widths 
and  different  kinds. 

Sashes  and  Girdles  will  be  most  prom- 
inent on  most  of  the  nice  dresses. 

We  expect  nice  Ribbons  will  be  very  scarce 
when  the  season  really  opens  up. 

See  for  yourself  what  any  good  Fashion  Book 
has  to  show. 

Our  prices  are  all  based  on  to-day's  quota- tions. 

Walter  H.  Barry  &  Company 
The  "Ribbon   House"  of  Canada 

6  St.  Helen  Street         --         MONTREAL,  QUE. 
WINNIPEG  BRANCH:     CANADA  BLDG. 
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MADE  IN  CANADA 

BUY  DIRECT  FROM  THE 
MANUFACTURER 

STRAP    BACK   PURSES 

£7.50  to  $54.00  D02. 

TOP  HANDLE   PURSES 

£12.00  to  $84.00  Doz. 
NEW  STYLE  LUCILLE  COLORED  LEATHER 

LUCILLE  BAGS 

$24.00  to  $66.00  Doz. 

BEAUTY  BOXES 

$33.00  to  $63.00  Doz. 

METALLIC  EMBOSSED  TRIM  ON  STRAP  BACK 

SILK  BAGS 

$24.00  to  $60.00  Doz. 

LADIES'  BELTS 

tfi.qo  to  $12.  •  Doz. 

CHILD'S  BAGS 

$4.00  to  $12.00  Doz. 

BILL  FOLDS 

LETTER  CASES 

MUSIC  ROLLS 

COLLAR  BOXES 

NEW  DESIGN  MOROCCO  ENVELOPE  VANITY 

MANUFACTURED  BY 

CANADIAN  LEATHER  PRODUCTS 
LIMITED 

144  FRONT  STREET  WEST  TORONTO 
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Invariably,  smartly  gowned  women wear  veils. 

[t's  a  cultivated  habil  because  they 

know  the  veil  is  the  finishing  touch 

to  any  costume — they  realize  its  en- 

hancing qualities.  Such  women 

select  their   veils  with   infinite  care. 

All  women  like  to  be  considered 

smartly  dressed  but  many  of  them 

wear  an  occasional  veil  merely  to  be 

stylish. 

These  women  should  be  taught  the 

importance  of  veils  —  they  should 
learn   to   cultivate    the    veil-wearing 
habit !  •• 

Consider  how  much  increased  veil- 

ing business  is  yours  if  all  your 
women   customers  learn   this   habit! 

A  re  you  willing  to  assist  in  promot- 
ing the  veil- wearing  habit? 

Let  u-  help  you. 

VAN  RAALTE  COMPANY, 
16th  St.  at  Fifth  Ave.,  New  York  City 

12  West  St.,  Boston 
105  S.  Dearborn  St.,  Chicago 

Makers  of  VAN  RAALTE  Silk  Gloves 
Silk  Underwear,  Silk  Hosiery    i 

and  Nets 
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Follow  Up  the  Good  Things! 
TRIDENT  HOSIERY 

is  that  good  thing  to  show  your  customers  who  appreciate  in 

DENT'S  GLOVES 
the  honest  value,  perfect  fit  and  reliability,  which  qualities  have  characterized 
our  lines  for  the  two  hundred  years  they  have  been  leaders  in  the  Glove  Market, 
and  the  backbone  of  Glove  Departments. 

You,  Mr.  Retailer,  who  know  the  value  of  a  steady  patronage  of  satisfied  cus- 
tomers, stock  for  your  Easter  trade-pulling,  Dent's  Gloves  and  Trident  Hosiery, 

which  are  backed  by  Dent's  reputation  for  producing  merchandise  of  Quality — 
Style — and   Finish. 

Our  representative  will  call  upon  you  very  soon.  Place  with  him  your  Glove 
and  Hosiery  order.  Goods  will  be  charged  to  you  at  current  prices  ruling  at 
time   of  shipment. 

DENT,  'ALLCROFT  &  CO.  (CANADA) 
LIMITED 

Wilder  Building,  Bleury  Street,  MONTREAL 
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Artificial  Flowers 
For  Millinery,  Coiffure,  Corsage  or  Buttonaire 

Feather  Fans 

Feather  Trimmings 
Marabou  Capes 

These  lines  are  the  sort  of  merchandise  that 
brighten  up  your  stock.  They  have  an  irresistible 
appeal  to  every  woman  for  their  possibilities — to 
transform  an  otherwise  plain  costume — to  supply 
the  necessary  touch  of  individuality — and  so  on. 

The  newest  in  all  these  lines  will  always  be 
found  at  our  Showrooms,  for  all  Seasons.  Our 
Spring  display  includes  many  fascinating  novel- 

ties as  well  as  a  wide  display  of  the  more  staple 
lines.  Our  stock  is  complete,  assuring  you  prompt 
delivery.  Be  sure  to  call  on  us — right  in  the 
centre  of  the  Dry  Goods  District. 

Dominion  Ostrich  Feather  Co. 
LIMITED 

7frWellington  St.  West,  TORONTO 

Representatives:     H.   B.    Taylor.   Mappin   Bldg..    Montreal.      J.   G.   Martin.  Hammond 
Bldg.,  Winnipeg.     Geo.  Strachan.  Welton  Block,  Vancouver 

-«-—.—  in  { 

extern  Heatfjer  #ooosf  Co.,  JXh! 
255-257  Richmond  St.  W. Toronto 

The  Newest  in  Bags 
for  Spring 

Beauty  Bags,  Canteen  Cases,  Vanity 

Bags,  Silk  Bags  and  Avenue  Purses 

— in  great  variety  of  new  Fancy 
Leathers  and  Smartest  Spring  Styles. 

We  also  manufacture  a  wide  range 

of  Staples  in  Ladies'  Hand  Bags,  and 
Belts,  Men's  Pocket  Books,  etc. 

The  fine  quality  of  Leather  ensures 
permanency  of  their  good  looks. 

Finest  workmanship — inside  and 
outside. 

We  invite  your  comparison. 

An    inspection    of   our  line,   either   in   our  Toronto  Show  Rooms  or  our  Travellers'  Sample  Rooms, will  be  of  great  interest  to  Dealers  in  Fancy  Leather  Goods. 
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We  direct  youi    particular  attention  to — 

Men'*  Unlined  Domestic  Cape  Gloves,  from   $13.50  doz. 

Men's  Unlined  Domestic  Mocha  Gloves,  from   •  •    12.00  doz. 

Ladies'   Gloves,  from     13.50  doz. 

Men's    Work   Sh  irts,   from       S-0G  doz- 

Men's  Fine  Shirts,  from     1W.50  doz. 
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Exquisite  Fabrics 

for 
Spring  and  Summer  Frocks 

— not  forgetting  all  the  dainty  lines  neces- 
sary for  smart  Lingerie,  for  Millinery,  for  • 

Linings  and  numerous  other  uses. 

Spring  atmosphere  and  Spring  styles! 
You  will  find  them  fairly  radiating  from 
our  extensive  showing.  An  inspection  will 
be  profitable. 

Visit  us  on  your  next  trip  to  Toronto. 

Included  in  our  range: 

Crepes    de   Chine 
Georgettes 
Chiffons 
Ninons 

Satins,  Charmeuses 
Printed   Silks 
Silk  Shirtings 
Artificial  Silks 

Look           W 

pP g£L              On for  this         P)  m W*         [Yellow 
Trade              j&j mj              Boards 
Mark               1 

*****  «^k  a[MiTlift° 

Les  Successeurs  de 

W                Only 

ALBERT  GODDE,BEDIN&CIE 
.      PARIS TARARE LYONS 

LONDON NEW  YORK 

EMPIRE  BUILDING:  64  WELLINGTON  STREET  WEST 

Telephone:  Adelaide  3062 
TORONTO 

E.  Desnoux,  Rep. 

Western  Canada  Agent:  Edwin  J.  Kirkbright,  205  Bower  Bldg. 
Vancouver,  B.C. 

5a.   K>m 

Easter  Goods  For 
Immediate  Delivery 
VEILS  AND  VEILINGS 

Late  Novelties  in  self  colors  and  two-tone  effects 
LACES 

EMBROIDERIES 
HANDKERCHIEFS 

You  will  find  our  extensive  array  for 
the  Easter  Season  abounding  in  mer- 

chandise that  will  appeal  strongly  to 
your  buying  sense  of  good  value,  and 

good  style. 

EASTER  BUYERS! 

You  are  cordially  invited  to  visit  our 
conveniently  located  Show  Rooms. 
If  you  cannot  come  in  person,  your 
Mail  Order  will  receive  the  same  in- 

dividual consideration  as  a  personal 

call. 

WESTLAKE  BROTHERS 
LIMITED 

24  Wellington  St.  West 
TORONTO 

■a  —1—  xx 
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Novelty   Neckwear 
The  last  word  ia 

Dove   Orey 

Organdy  Vestees 
Organdy  Sets 

The  number  illustrated  a  hit. 

Other   lines  in  our  ran&e : 

1  Ochre  Shade  Nets 

in Vestees 

Sets 

1  Lace  Tuxedos 

QUICK  DELIVERIES 

Phoenix   Novelry   Company 
^  1 1 1  I.I.I  1 1 1 1 1 II I  lilillllHIHIII'lllllll.l.l  1 1 1  III  II  III  I  i  I.I  III  1 1 1 !.!.!.!  Ill  1 1 1 1 II 1 1 1 1 1 1  l:i:iil!lllli:ill!llllllllllllllllllllllllllllllllllllllllllllllillllll 

No.  3560 

154  Pearl  Street 
TORONTO 

(Fi 

King  Fancy  Waist  Company 
The  new—the  smart— the  dainty—the  dependable  in 

SPRING    WAISTS 
will  be  found  in  our  wide  range  now  being  shown.  We  offer  you  exceptional 

values  in  all  the  Season's  popular  lines — values  that  shrewd  buyers  will  appre- 
ciate from  many  standpoints. 

GEORGETTES  CREPE  DE  CHINES  SATINS 

HI  KING  ST.  WEST L.  &  R.  BROWN TORONTO 

"Just  Suppose" 
you  have  one  line  of  Buttons  that  so  pleases  a  certain  smartly  dressed  customer  that  she  will 
immediately  decide  to  confine  all  the  trimming  of  her  new  costume  to  BUTTONS,  using  that 
particular  style  throughout. 

With  her  standing  as  a  smart  dresser,  other  women  will  copy  her  style  as  authentic — 
and  MORE  BUTTONS  will  be  in  demand  from  other  sources. 

The  moral  is  plain — keep  an  attractive,  appealing  stock  on  hand  to  suggest  to  your  cus- 
tomers the  trimming  possibilities  of  BUTTONS. 

Smart  new  Spring  numbers  now  being  shown.     Write  us  or  see  the  Button  Man. 

Ontario  Button  Company,  Limited 
Kitchener,  Ontario 
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ADVICE  TO  MILLINERY  BUYERS 
It  will  prove  profitable  to  pay  our  show  rooms  a  visit  when 
in  this  market. 

We  are  showing  a  novelty  line  of  trimmed  millinery  ranging 
from  three  dollars  and  upwards. 

GREENBERG  LIMITED,  227  Notre  Dame  W.,  Montreal 

Buy  Your  Trimmings  From  a  Reliable  Source 

Cords,  Fringes,  Girdles,  Drop 
Ornaments,  Tassels,  Fancy 
Braids  and  Yard  Trimmings, 

in  Silk,  Wool  and  Tinsel 
effects.  Lamp-shade  Fringes 
and  Gimps. 

THE  MOULTON  MANUFACTURING  CO.,  LIMITED 
4  INSPECTOR  STREET MONTREAL 

TORONTO:  J  Rutherford.  23  Scott  Street. 
ONTARIO  and  QUEBEC:  A.  W.  Woodhouse. 

REPRESENT  A  T1VES: 

MARITIME  PROVINCES:  F.  L.  Wright. 
WINNIPEG:  Cleat  &  Co.,  708  Builders  Exchange. 

MONTREAL:  M.  S.  Adcock 
VANCOUVER:  Cleat  &  Co..  Williams  Block 

HIGHEST  QUALITY 
MADE  IN  CANADA 

NO  DUTY  OR  EXCHANGE 

EACH  BAT  UNROLLS 

TO  COMFORT  SIZE 

72  x  90 

ASK 
YOUR 

WHOLESALER 

FOR  ^^" 
COMFORTER  COTTON  BATTING 

  MADE  BY   

DOMINION  WADDING  CO.,  LIMITED  -   MONTREAL,  QUE. 
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Belts  and  Bags  For  Easter 
New  Leather  Models  Larger  in  Size — Lucille,  Kodak,  Lantern  Bag  and  Beauty  Box  All  im 

the  Running — Smart  Leather  Belts  Designed  to  Match  Purses  Carried — Novel Effects  Encouraged. 

THE  outstanding 
 feature  of  the 

newest  "strap  back"—  or  "finger" 

purses,  and  those  of  the  "top 
handle"  variety  this  Spring  is  the  de- 

cided tendency  to  larger  sizes.  While 

there  is  an  extensive  showing  of  the 

sizes  which  have  been  in  vogue  all  along, 

the  larger  sized  numbers  lay  claim  to 
the  distinction  of  the  smartest  of  the 

season  in  their  class.  Plain  leathers  in 

black,  subdued  and  bright  shades,  are 

being  shown  in  many  new  and  novel 

numbers  for  Spring.  One  black  morocco 

"strap  back"  purse  noticed  recently  by 
Dry  Goods  Review  boasted  an  embossed 

leather  trimming  in  metallic  effect  which 

lent  an  unmistakable  air  of  distinction 

and  good  taste.  Perhaps  the  most  in- 
teresting and  outstanding  designs  of  the 

season  in  this  class  of  purse  are  those 

in  two-tone  color  effects,  such  as  com- 
binations of  blue  and  grey,  blue  and  old 

gold,  brown  and  green,  etc.  One  of 
these  numbers  noticed  had  a  striking 

Chinese  dragon  design  in  embossed 

leather.  Other  designs  include  antique 

effects,  Paisley  patterns,  and  metallic 

effects.  Linings  in  these  purses  run 

mostly  to  plain  silk  moire  or  Japanese 

patterns  in  silk. 

Lucille   and    Kodak    Bags   Strong   Again 

The  Lucille  and  the  Kodak  bags  are 

having  a  large  run  in  all  centres.  New 
effects  and  new  touches  mark  the  Spring 
numbers  now  being  offered.  One  new 
style  noticed  by  Dry  Goods  Review  has 
an  additional  opening  in  the  front,  which 
is  really  another  section  opening  down, 
with  no  end  supports  of  any  description, 
and  fastening  at  the  top  with  a  dome 
fastener.  A  mirror  almost  the  full  size 
of  the  bag  is  contained  in  this  section, 
and  facing  it,  in  a  narrow  frame  of  the 
leather,  a  memo,  tablet.  This  frame 
could  also  serve  for  holding  a  photo- 

graph if  the  wearer  wished  to  carry 
"anybody's"   photo    along  at   all   times. 

Beauty  Boxes  Continue 

The  popularity  of  the  beauty  box  of 
last  season  is  still  quite  pronounced.  One 
Toronto  manufacturer  reports  that  mer- 

chants are  placing  splendid  orders.  The 
curves  of  the  new  numbers  in  this  class 
for  Spring  are  a  little  different  in  some 
cases.  One  noticed  of  Tokio  leather  was 
in  half-moon  shape,  the  leather  being 
a  green  and  brown  two-tone  effect,  in 

fancy  design  as  described  in  the  "strap 
back"  range.  Top  curves  in  some  cases 
follow  the  arch  of  the  rainbow,  and  in 
other  cases  curve  upward  as  in  the 
crescent,  with  corresponding  outward 
and  inward  curving  lines  respectively  at 
the  sides.  A  very  popular  style  of 
beauty  box  has  all  the  appearances  of  a 

Popular  belts  for  Spring,  showing  inter- 
laced, contrasting  effects;  also  new  num- 

bers in  plain  and  fancy  leathers,  all  in  the 
new  widths  of  the  season. — Courtesy  Cana- 

dian Leather  Products,  Toronto. 

miniature  suit  case.  It  is  made  in  what 
is  known  as  gazelle  leather,  a  sort  of 
diagonal  cross-grain  effect.  Another 
new  leather  noticed  is  known  as  "Pluck- 

ed Ostrich"  leather.  This  has  a  glossy 
spot  in  the  grain  here  and  there  which 
gives  the  impression  at  first  glance  that 

these  spots  mark  the  "pluckings"  of  the 
feathers.  The  leather  shows  a  dull, 
finely  grained  finish  between  these  spots. 
A  raised  effect  sometimes  used  for  trim- 

ming at  the  edges  shows  the  same  glossy 
finish  as  the  spots. 

New  Silk  Bags 

Silks  bags  are  popular  and  in  great 
demand.  A  particularly  smart  and  novel 

line  is  being  offered  in  the  "Chinese  Lan- 
tern" bag,  with  pannier  handle.  The 

bag  hangs  straight  from  the  round 
handle  in  lantern  effect,  as  its  name  in- 

dicates. Lined  with  silk  moire,  with 
small  change  purse  of  the  same  material 
attached  with  a  chain  to  the  frame,  this 
article  has  a  large  mirror  inset  in  the 
top,  and  is  really  the  last  word  in  smart 
silk  bags.  Tops  come  in  bronze,  gold, 
oxidized,  and  enamel  effects,  the  latter 
in    different   color   combinations. 

Next  to  the  "Chinese  Lantern"  in  im- 
portance of  newness,  comes  its  little  sis- 

ter, the  small  pouch  silk  bag,  which  is 
really  a  smaller  edition  of  the  former. 
The  same  metal  top  is  used,  but  with 
only  six  inches  of  pouch,  gathered  in  at 
the  base  at  the  tassel,  the  straight  lines 
of  the  "lantern"  effect  are  lost.  Those 
who  do  not  require  the  larger  bag  will 
be  delighted  with  this  small,  neat  edition 
which  serves  the  same  purpose  on  a 
smaller  scale. 
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Right:  One  of  the  new  embossed  "top handle"  purses  in  blue  and  old  gold  effect. 
— Courtesy  Canadian  Leather  Products. 

Left:  The  "Chinese  Lantern"  bag  in  black 
moire  silk  with  pannier  top. — Courtesy 
Canadian  Leather  Products. 
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Belts  in  Demand 
The  Toronto  manufacturer  referred  to 

above  reports  a  very  pronounced  run  for 
belts.  The  smart  belts  of  this  season 
are  slightly  wider  than  those  of  the 
shoe-string  variety  of  last  year.  The 
favored  widths   are    %    in.   and    1    in. 

Unique  effects  are  being  shown  in 
patent  leather  belts  laced  with  gold 
braid,  or  with  silver  braid,  and  again 
with  red  braid.  White  patent  belts  are 
laced  with  black  braid  in  the  same  fash- 

ion, as  shown  in  the  accompanying  illus- 
tration. 

There  is  a  marked  demand  for  white 
kid  and  white  patent  leather  belts. 
Doubtless  these  will  be  used  extensively 
en  the  Spring  and  Summer  costumes, 
and  Summer  suits.  One  costume  noticed 
in  the  window  of  a  Toronto  retail  house 
which  prides  itself  on  its  exclusive 
styles,  showed  a  narrow  white  kid  belt 
on  a  smart  frock  of  navy  taffeta.  One 
white  patent  belt  noticed  in  the  Spring 
range  of  a  manufacturer  had  a  punched- 
out  pattern,  with  just  the  ordinary  small 
circle  perforation  in  a  single  row  along 
the  centre  of  the  belt.  Half  of  the  circle 
was  made  to  stand  out  from  the  belt, 
the  effect  making  a  nice  departure  from 
the  plain  belt. 

Belts  and  Purses  to  Match 

Perhaps  the  most  interesting  feature 
of  the  season  in  Beltdom  is  the  fact  that 
smart  belts  are  being  made  to  match 

milady's  purse,  in  the  same  leather,  and 
the  same  finish  identically.  In  other 
words,  the  smartest  touch  imaginable  to 
the  street  costume  will  be  a  belt  and 

purse  to  match'.  One  Canadian  manu- 
facturer is  showing  quite  an  extensive 

range  of  these  sets,  and  predicts  a  very 
strong  popularity  for  them,  from  present 
indications. 

The  Batik  Negligee 

While  in  New  York  and  certain  other 

large  cities  the  Batik  negligee  has  be- 
come an  indispensable  article  to  the  well- 

equipped  negligee  department,  the  sell- 
ing of  these  unusual  garments  seems  to 

have  met  with  disfavor  in  some  parts  of 
the  country,  largely  because  the  sales 
force  did  not  have  an  intelligent  appre- 

ciation of  their  beauty  and  artistic  value. 

A  thorough  knowledge  of  the  making 
of  these  garments  and  an  understanding 
of  their  workmanship  is,  or  should  be, 

a  part  of  the  sales  clerk's  equipment. 
The  interested  saleswoman  can  interest 
others. 

Batik  negligees  are  made  of  all  kinds 
of  fabrics,  although  chiffons,  meteors 
and  velvets  are  the  most  favored.  The 
making  of  this  fabric,  which  consists  of 
successive  dyeing,  blends  the  colors  into 
each  other;  and  this  blending,  which 
cannot  be   imitated,   is    one   of  the   tre- 

A  Novelty  in  Net 
Decidedly  out  of  the  ordinary  are  the 

quaint  net  table  scarfs,  cushion  tops  and 
table  centres  being  shown  exclusively  in 
Toronto  by  Alexander  Jamieson  &  Com- 

pany. Pretty  cut-out  cretonne  designs  are 
appliqued  on  black  or  royal  blue  nets.  Vari- 

ous sizes  are  stocked. 

mendous  advantages  of  Batik.  The  un- 
limited variety  of  design  and  colors 

makes  it  possible  to  give  to  each  negli- 
gee a  personality  and  individuality  all 

its  own. 

Lately  it  has  become  quite  the  vogue 
to  have  a  Batik  negligee  designed  in  the 

spirit  of  period  surroundings.  The  mo- 
tives of  the  design  on  the  textile  and 

the  color  of  the  same  harmonizing  with 
the  general  atmosphere  completes  the 
decorative  scheme  of  the  home. 

It  is  impossible  to  get  the  same  touch 
of  individuality  by  machine-made  goods. 
Hand  dyeing  gives  hues  which  reflect 
the  individuality  of  the  artist  and  the 
wearer. 

Batik  negligees  are  no  longer  to  be 
considered  a  novelty  for  display  pur- 

poses only. 

How  Cretonnes 
And  Linens 

Are  Printed 
Cretonne  is  the  name  given  by  the 

drapery  trade  to  a  printed  cotton  textile 
for  furnishing  purposes.  The  word  is 
of  comparatively  modern  usage,  and  is 

probably  derived  from  the  first  maker's 
name,  Creton.  Machine-printed  cretonne 
is  usually  31  inches  in  width  and  de- 

livered to  the  trade  in  pieces  of  100 
yards  in  length.  There  is,  however,  a 
variety  of  50  inches  in  width,  which  is 
supplied  in  pieces  60  yards  in  length. 
The  pattern  is  of  more  decorative  im- 

portance compared  with  printed  cotton 
for  dress  fabrics,  although  a  descrip- 

tion of  the  manufacture  of  cretonne  is 
almost  identical  in  process  to  all 
printed    textiles    for   any   purpose. 

The  machine  process  of  printing  is 
one  of  the  greatest  achievements  of 
modern  times,  and  the  more  laborious, 
but  beautiful  craft  of  printing  by  hand 

is  of  quite  minor,  importance  in  com- 
parison. The  rotary  machine  now  in 

use  is  an  evolution  of  the  flat  plate 
printing  press  similar  to  the  press  still 
used  for  copperplate  engravings,  and 
extensively  in  use  by  the  cotton  printer 
at  the  latter   end   of  the   18th  century. 

Engraved  copper  rollers  set  up  round 
a  big  central  drum  are  carefully  ad- 

justed to  reproduce  all  the  various 

colors  in  their  exact  position.-  The 
cloth  enters  the  machine  at  the  top, 
descending  over  the  great  central  drum, 
receiving  the  impression  from  each 
separate  roller,  and  ascending  again 
with  the  impression,  facing  the  atten- 

dant printer.  The  cloth  is  next  steamed 
in  order  to  bring  out  the  full  tones  of 
the  color  and  fix  them  to  the  fibre  of 

the  cotton.  Then  after  thoroughly  wash- 

ing, the  cloth  is  dried  and  folded,  ready 
for  the  finisher. 

The  cloths  used  in  the  making  of  the 
cretonne  are  of  many  and  various  quali- 

ties and  textures,  but  all  are  of  cotton. 
Jute  and  linen  cloths  are  printed  in  the 
same  machine,  but  are  properly  desig- 

nated as  taffeta  and  printed  linen  re- 
spectively. Chintz  is  printed  upon  such 

a  smooth  quality  of  cloth  as  will  take 
an   even,   glossy   finish   with   advantage. 

Block  printing  is  a  process  of  im- 
pressing cloth  with  color  or  dye  by 

repeated  applications  of  a  flat  hand- 
carried  block,  on  the  face  of  which  is 
carved  in  relief  the  parts  to  be  printed. 
When  the  block  is  placed  by  the  printer 
in  its  correct  position  on  the  cloth  a 
few  sharp  raps  from  a  heavy  mallet 
serve  to  discharge  all  the  color  carried. 
This  operation  repeated  some  hundreds 
of  times  from  a  block  of  a  convenient 
size  to  handle  constitutes  the  whole 
process   of  hand  printing. 
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Belies  es  Prospects 
Excellent  For  19^1 

Head    of    Prominent     Hosiery     Mills    De- 
clare- Canadian  Goods  Offer  Many 

Advantages 

Mr.  Mitchell,  of  the  Circle-Bar  Knit- 
ting Co.,  believes  any  merchant  who  has 

any  enthusiasm  can  sell  more  goods  this 
year  than  last  year.  Hosiery,  in  par- 

ticular, has  made  the  descent  from  the 
peak  to  present  prices  very  quickly. 
Some  lines  are  now  little  more  than  half 

the  price  they  were  early  in  1920.  When 
merchants  can  offer  customers  reliable 
merchandise  at  substantial  reductions  no 
doubt  they  will  find  ready  buyers.  Mr. 
Mitchell  points  out  that  some  lines  of 
Canadian-made  hosiery  offer  many  ad- 

vantages such  as  ladies'  stockings  with 
elasticity  at  top,  narrowed  ankles,  deep 

heels  and  a  tapered  toe.  Men's  and 
children's  lines,  also,  offer  many  ad- 
vantages. 

THE    EASTER    BONNET 

Continued  from   page   71 

plant.  The  foliage  accompanying  all 
these  exquisite  accessories  is  usually 
touched  with  a  silvery  sheen  resembling 
the  bloom  on  unpicked  fruit  and  is  in- 

describably lovely.  Under  the  soft 

lights  which  are  reflected  by  looking- 
glasses,  this  showing  of  Spring  millin- 

ery flowers  is  indeed  a  delight  to  the  eye 
as  well  as  an  irresistible  appeal  to  the 
pocket  book,  and  should  call  forth  many 
expressions  of  appreciation. 

The  Bride 

Another  departure  lately  inaugurated 

by  this  progressive  firm  is  the  featur- 
ing of  the  latest  bridal  accessories,  espe- 

cially the  tulle  veil  and  its  ever-present 
orange  blossoms.  The  latter  are  made 
of  the  purest  white  wax  and  so  closely 
resemble  the  natural  flowers  as  to  be 
practically  indistinguishable  from  them. 
The  blossoms  are  featured  in  several 

styles  of  wreaths,  varying  from  narrow 
to  fairly  wide  tiara  effects  and  are  wired 
to  retain  their  shape  about  the  head  of 
the  wearer.  The  bridal  veil  and  such 

accessories  should  naturally  be  found  in 
the  up-to-date  millinery  salon  and  with 
the  month  of  June  in  the  offing,  special 
displays  of  headwear  for  bridesmaids, 
travelling,  etc.,  are  likely  to  be  featured 
from  this  month  on. 

The  showing  at  Goodwin's,  Limited,  is 
also  particularly  noteworthy  and  fea- 

tures a  charming  variety  of  gray  mod- 
els as  well  as  those  of  gayer  tones. 

Many  smart  shapes  of  Canton  crepe 
were  noticed,  which  will  be  much  in  de- 

mand to  accompany  the  Easter  frock 
of  this  material,  so  definitely  decreed 
by  fashion.  The  hanging  loops  or  ends 
of  fabric  or  ribbon  are  prominent  just 
now  and  are  being  rapidly  adopted  by 
smart  women  of  Montreal.     The  favorite 

model  for  older  women  was  the  small, 

close-fitting  toque  or  turban  of  dull-toned 
cellophane  or  woven  novelty  braid,  re- 

lieved by  a  touch  of  bright  foliage  and 
lightly  veiled  with  a  lace  or  net.  The 
liking  for  large  squares  of  lace  in  bor- 

dered veil  effect,  yet  without  any  cen- 
tre, is  growing,  and  these  odd  lace 

frames  about  the  face  will  be  a  feature 

of  the  Easter  parade.  All  kinds  of  heav- 
ily embroidered  flowing  veils  are  shown 

on  the  models  exhibited  as  well. 

The  Spell  of  a  Gray  Hat 

Quite  the  loveliest  of  the  Goodwin  col- 
lection was  a  demure  little  hat  of  pearl 

gray  Canton  crepe,  with  an  upturned 
brim  scalloped  at  the  edge  and  bound 
with  narrow  gray  gros-grain  ribbon.  A 
light  scarf  of  the  crepe  was  caught  from 
one  side  to  the  other  and  allowed  to 
hang  down  over  the  right  side.  The 
crown  was  crossed  by  the  ribbon  which 
was  also  used  to  make  motifs  in  star 
effect  between  the  intersections. 

Another  lovely  new  creation  was  of 
navy  blue  Batavia  cloth  with  a  small 
rolling  brim,  overlaid  with  Delft  blue 
ribbon  about  9  inches  in  width,  arranged 
to  hang  in  three  loops  over  the  edge. 
A  wreath  of  Delft  blue  foliage  encircled 
the  soft  crown. 

A  stunning  drooping  picture  hat  was 
also  noticed,  half  faced  with  tomato  col- 

ored crepe  and  simply  trimmed  with 
bunches  of  small  berries  and  long  looped 
ends  of  narrow  picot  edged  ribbon  in 
black. 

At  Montreal  Wholesalers 

A  chat  with  several  of  the  leading- 
wholesale  millinery  houses  revealed  the 
fact  that  business  is  decidedly  better 
than  this  time  last  year  and  prospects 
are  for  a  record  season.  The  element 
of  speculation  which  has  retarded  the 
progress  of  many  other  industries  is  for- 

tunately impossible  in  the  millinery 
trade,  and  the  present  season  sees  the 
makers  starting  afresh  with  new  stocks 
bought  at  lower  prices.  No  over  produc- 

tion of  millinery  is  feared  as  the  de- 
mand on  the  wholesale  houses  far  out- 

strips the  supply,  although  workrooms 
are  busy  every  minute  of  the  week. 

Among  the  many  exquisite  models  on 
view  in  the  wholesale  salons  was  one  Rat 
of  navy  tulle  arranged  in  several  layers 
to  form  a  soft  crown.  The  brim  was 
composed    of    six    small    curved    wings, 

overlapping  all  round  and  posed  against 
the  tulle  as  though  for  flight.  This 
model  was  decidedly  the  most  original 

of  the  collection.  A  bridesmaid's  hat  in 
pervenche  blue  georgette  was  made  in 

poke  shape  and  had  a  tulle  crown  lib- 
erally encircled  with  quantities  of  nar- 

row rose  and  blue  picot  ribbons,  which 

fell  almost  to  the  wearer's  knees  in 
graceful  loops,  caught  midway  by  an 
adorable  nosegay  of  French  flowers.  A 
feature  of  the  hat  was  an  inside  ban- 

deau covered  with  the  same  tiny  flowers 
and  veiled  by  the  sheerest  blue  tulle. 

A  shell-pink  georgette  model  on  direc- 
toire  lines  was  wreathed  in  blue  forget- 
menots  and  caught  with  blue  streamers 
in  the  same  manner  as  the  former. 

An  all-ribbon  hat  of  pheasant  colored 
corded  ribbon  was  caught  with  an  arrow 
head  of  white  ivory  at  one  side.  These 
all  ribbon  models  are  almost  universally 
becoming  on  account  of  the  unstiffened 
nature  of  the  brim. 
Batavia  cloth  in  combination  with 

coral  foliage  is  a  very  strong  feature 
of  the  wholesale  showings,  as  well  as 

large  tulle  shapes  in  black  in  combina- 
tion with  drooping  clusters  of  cherries 

or  berry  effects.  Grapes  are  smarter  if 
possible  than  other  fruits,  and  are  repro- 

duced this  season  with  their  tendrils 
marvellously  realistic  in  appearance. 
Another  Montreal  house  is  featuring 

long  silk  tassels  in  variegated  color  ef- 
fects, in  round,  square  and  oval  designs. 

They  are  also  using  quantities  of  beads 
in  all  sizes,  mostly  wooden,  painted  in 
bright  splashy  colors.  The  beads  are 
used  in  whole  strings  twisted  about  a 
hat  or  sewn  on  singly. 

According  to  most  milliners  inter- 
viewed, the  coming  Spring  season  may 

be  described  as  a  "safe"  one,  as  the  new 
designs  are  almost  universally  becoming 
and  there  is  no  featuring  of  styles  which 
have  become  hackneyed  by  over-use  in 
the  past.  A  delightful  freshness  and 
novelty  is  apparent  in  every  showing 
without  a  trace  of  repetition  of  ideas. 
One  milliner  explained  that  she  had 
made  it  a  rule  never  to  show  a  line  of 
hats  in  any  one  style  more  than  two 
seasons.  The  third  was  always  a  failure 
as  has  been  seen  in  the  case  of  the  too 

popular  duvetyn  craze.  It  stands  to  rea- 
son that  women  who  want  exclusive 

models  will  only  wear  a  certain  style 
one  season,  after  which  they  must  have 
something  different.  This  point  of  view 
is  worth  the  consideration  of  milliners 
before  deciding  upon  stock  for  a  coming 
season. 

TEXTILES  QUIET 

The  linen  and  yarn  markets  remain 
quiet,  with  some  inquiry  in  the  former 
and  sorting-up  activities  only  in  the  lat- 

ter, says  an  advice  from  Ireland.  Busi- 
ness in  cotton  shows  no  improvement, 

and  a  like  remark  applies  to  grey  cotton. 
Fancy  goods  lines  are  very  slow,  with 
no  prospect  of  change  until  well  into  the 
new  vear. 
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WHERE    DO    PARCELS    GO? 
Continued  from  page  51 

The  plan  followed  by  a  Montreal  store 

in   its   delivery   department   is   of    great 

value  in  this  respect.    A  book  of  address 

labels  is   kept  on  hand  in    the    delivery 

section    ready    for    emergencies   of   this 

sort,  and   should   any  error  be    detected 

prior  to   the  sending  out  of  the   parcel, 
either  from   a   badly  written  or  blurred 

address,  or  one  which  is  not  sufficient  to 

direct    the   driver,  a   special   clerk   is   on 

hand  to  open  the  parcel  and  examine  the 
sales-slip.        Should    there     be    no     slip 

wrapped  up  with  the   merchandise,   this 
clerk   then   goes  to  the   department   and 

identifies   the   parcel   from    the   triplicate 

slip  with  the  clerk.    The  parcel  is  there- 
upon   re-wrapped    and    labelled    with   an 

address  slip  from  the    book     mentioned 
above.     The  head  of  the  delivery  section 

makes  it  his  business  to  countersign  this 

re-wrap  label  and  retains  the  faulty  one 
to  refer  back  to  the  clerk  who  made  the 
error.      This    expedient,    it    is    said,    has 
saved  the  store  many  unnecessary  delays. 

Of  course,  when  a  mistake  of  this  kind 
does  occur,  it  does  not  make  the  customer 
feel  any  more  relieved  to  make  promises 
of    investigation    and    then    let    matters 
drag  on  another  week.     The  store  which 
wins  the  most  custom  is  the  one  which 
cheerfully  accepts  the  responsibility  for 
the  error  and  makes  prompt  restitution 
of  the   straying   parcel,   if    such   can   be 
possibly  done.     Otherwise,  the  customer 
will  avoid  making  large  purchases  in  the 
store  in  future,  having  lost  confidence  in 
its    capability    to    deliver    goods     safely. 
Naturally  the  store  will  retain  a  set  of 
records    for    reference,    in    the    event    of 
having  to   make    an   adjustment   on   the 
purchase  later  on. 

Checking  Up  Mistakes 

A  simple  method  of  dealing  with  the 
incorrectly,  addressed    parcel    is   to   keep 
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A  Modish  Baa 
This  smart  design  from  the  Spring  lines 

of  Julian  Sales,  Ltd.,  aptly  illustrates  the 

vogue  for  buffed  alligator  grained  leather 
models.  The  bags  are  handsomely  fitted 
and  are  roomy  and   large  inside. 

a  record  of  such  mishaps  in  a  book  de- 
voted to  this  purpose  and  also  to  supply 

complaint  blanks  to  the  entry  clerk  so 
that  a  duplicate  file  may  be  kept  by  the 

manager  as  a  means  of  providing  cus- 
tomers with  information  regarding  the 

missing  article.  After  a  parcel  has  been 

returned  to  the  store  marked  "wrong  ad- 
dress," the  entry  clerk  should  endeavor 

to  ascertain  the  correct  one  from  the  di- 
rectory or  telephone  book,  and  if  neither 

of  theie  prove  of  any  avail,  then  careful 

Merry  Maid  Frocks 

questioning  of  the  sales  clerk  may  reveal 
a  clue.  If  the  customer  charged  the  pur- 

chase, the  missing  address  may  be  traced 
correctly  in  the  credit  department.  If 
the  correct  address  is  at  last  discovered 

and  affixed  to  the  parcel,  it  should  be  also 
entered  in  the  record  book  for  returned 
goods  and  the  complaint  blank  filled  out 
as  described  above  for  the  use  of  the 
manager.  But  if  the  correct  address 
fails  to  come  to  light,  the  slip  only  should 

be  sent  to  the  manager's  office  to  await 
the  complaint  from  the  customer,  and  the 
parcel  held  in  the  delivery  department 
pending  claim  from  its  owner.  When 
the  proper  notification  comes  from  the 
customer,  the  parcel  should  be  sent  out 
immediately. 

E.  A.  Stephens  Is 
Elected  President 

The  Ottawa  Retail  Merchants'  Asso- 
ciation held  its  annual  election  of  of- 

ficers on  February  9,  which  resulted  in 
E.  A.  Stephens  becoming  the  new  presi- 

dent; R.  McGiffin,  first  vice-president; 
J.  A.  Larocque,  second  vice-president; 
D.  E.  Johnson,  treasurer,  and  E.  G.  Crab- 
tree,  secretary.  It  was  suggested  that 
monthly  dinners  and  an  annual  smoker 
would  add  to  the  interest  taken  in  the 
association  and  the  members  falling  in 

with  this  idea  appointed  Stewart  Mc- 
Clenaghan,  J.  E.  Serre  and  A.  J.  Ste- 

phens a  committee  to  arrange  for  the 
first  dinner. 

Jess  Abelson  brought  forward  a  mo- 
tion to  ask  the  Dominion  executive  to 

urge  the  raising  of  the  transient  trader's 
fee  from  $250  to  $1,000  and  those  pres- 

ent agreed  with  this  proposal. 

Trade 

BUTTONS 
Our  travelers  are  now  out  with  our  f ul ' 

line  at  considerably  reduced  prices;  it  will 
pay    you    to    wait    before   placing   your   orders 

A.  WEYERSTALL  &  COMPANY 
Head  Office:    TORONTO 

"Canada's  Exclusive  Button  House" 

These  dainty  white  models  for  juvenile  devotees  are  from  the  lines  of  H.  P. 
Ritchie  Company  and  reveal  the  trend  in  children's  fashions.  They  are  of  fine 
voiles  trimmed  with  filet  lace,  hemstitching  and  wash  ribbons. 

Travellers  Are  Out  Now  With 

Complete  Lines 
French  Ivory 
Greeting  Cards  and  Post  Cards  for  all 

occasions 
Purses  and  Wallets 
Pennants,  Cushions  and  Textile  Novelties 

Supplies  for  Celebrations,  Old  Boys'  Re- 
unions, etc. Souvenir  Novelties  (a  tremendous  variety) 

Christmas  Stockings 
Conservo  Lunch  Sets,  Splashers,  Table 

Sets,  Infants'  Bibs  and  Sets 

The  product  of  ficc  factories  we  own  or  control 

PUGH  SPECIALTY  CO.,  Ltd. 
38  to  42  Clifford  St.,  Toronto,  Canada 



TAINU1     liUUl^.     AU11UJN&    AiND    TU  I S Dry  {roods  Kevieis 

Let  This  Big  Factory  Make  Money  For  You 
THE  De  Long  factory  is  making  money 

for  thousands  of  retail  merchants — be- 
cause it  greatly  increases  their  stock  turnover. 

Why  not  let  it  do  this  for  you  ?  It  can  start 
putting  profits  into  your  pocket  the  day  you 

start  carrying  the  De  Long  line — De  Long 
Snaps,  De  Long  Hooks  and  Eyes,  De  Long 
Hook  and  Eye  Tape,  De  Long  Safety  Pins, 
De  Long  Toilet  Pins,  and  De  Long  Hair  Pins 
— the  notions  women  know. 

Advertising  in  the  Ladies'  Home  Journal, 
Rutterick  Quarterlies,  Elite  Styles,  Needle- 
craft,  etc.,  is  constantly  reminding  women  of 
De  Long  notions. 

In  addition,  great  numbers  of  women  who 
are  already  satisfied  users  of  De  Long  pro- 

ducts couldn't  be  switched  from  them  under 
any  circumstances. 

Of  these  two  great  groups  of  buyers  and 
prospective  buyers  there  are  bound  to  be 
enough  right  in  your  neighborhood  to  bring 

you  considerable  trade — if  you  put  De  Long 
products  on  display. 

Begin  now.  Order  from  your  jobber  or 
send  direct.  When  ordering,  ask  for  our 

latest  price  list,  which  describes  and  illus- 
trates everything  we  make. 

DeLong 
OF  CANADA,  LIMITED 

Hook &Eye Company 
ST.  MARYS,  ONTARIO 
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EASTER 
NOVELTIES 

are  becoming  more  popular 
each  season. 

Our  new  line  contains  a  great 
variety  of  attractive  specialties 
for  the  confectionery  and 
novelty  trade. 

Cotton  Chickens, 
Roosters  and  Rabbits 

Papier  Mache  Rabbits 
Candy  Boxes 
Easter  Eggs 

Fancy  Baskets 
Artificial  Flowers 

Write  for  illustrated  circular. 

NERLICH  &  CO. 
146  FRONT  ST.  WEST 

TORONTO 

• 
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potce  roared  out,  hoarse,  profane; --the  Mate's 
oice:  'Thought  you'd  try  it  again,  did  you, 

you  dashed  beach-comber.  I'll  teach  you,  and  when  I  find 
the  dog  that  left  that  rope  for  you  I'll  give  him  a  leaf  out  of 
the  same  book.    You  bloody  waster!    I'll  teach  you!  I'll 

j '" 

This  is  an  extract  from  Frank  Packard's 
"Pawned,"  which  commences  in  the  Feb- 

ruary 15th  issue  of  MACLEAN'S  MAG- AZINE. 

At  the  period  in  the  story  that  this  is 
written     the     leading     character     is     a 

beach-comber  in  the  South  Sea  Islands. 

Three  months  later,  John  Bruce  is 
stretched  at  full  length  on  a  luxurious 
divan  in  the  most  sumptuous  apartment 

of  the  Bayne-Miloy,  New  York's  newest 
and  most  pretentious  hostelry. 

How  had  this  wonderful  metamorphosis  been  made  ?  It  is  a 
mystifying,  enthralling,  intriguing  story,  the  secret  of  which 
you  can  only  get  by  reading  every  instalment  of  Frank 

Packard's  wonderful  yarn. 

OTHER  UNUSUAL   FEATURES 

"Are  We  Ashamed  of  Our  Snow? 
By  Charles  Christopher  Jenkins. 

No!" 

This  tells  the  story  of  the  conquering  of  the 

snow-drift  problems  by  the  railways  of 
Canada. 

"The  Drama  of  Our  Great  Forests" 
By  Arthur  Heming. 

"Meeting  of  the  Wild  Men,"  filled  to  the  brim 
and    overflowing   with    forest-lore. 

"Solons  of  the  80's" 
By  Col.  Geo.  H.  Ham. 

Some  episodes  of  the  80's  and  90's  when  he 
and  his  confreres  were  recording  Canada's 
political  history. 

"Soldiers'  Settlements  Making  Good" 
By  Agnes  C.  Laut. 
The    wonderful    success    which    has    met   the 

work  of  the  Soldiers'  Settlement  Board  in  the 
West. 

"The  Cross  in  the  Sky" 
By  R.  T.  M.  Scott. 
A  psychic  story;  simply,  forcefully  told,  and 
tinged  with  war  atmosphere. 

"The  Queer  Toff  in  Number  13" 
By  Leslie  Gordon  Barnard. 
A  human  story  of  a  brilliant  man  who  almost 
"pegged  out"  until  a  wonderful  love  drew  him back. 

"The  City  of  Peril" 
By  Arthur  Stringer. 
The  concluding  instalment  of  this  melodra- 

matic serial  by  one  of  Canada's  favorite 
authors. 

REVIEW  OF  REVIEWS 
A  selection  from  all  the  most  interesting  and  instructive  periodicals  garnered 
from  all  quarters  of  the  globe — autobiographical,  scientific,  descriptive  and  liter- 

ary.   The  best  from  more  than  100  magazines  and  newspapers— to  save  your  time. 

Macleans 
1         1  "CANADA'S  NATIONAL  MAGAZINE  " 

FEBRUARY  15th  ISSUE For  Sale  on 
All  News-stands 20c 



HAMBLYand  WILSON 
LIMITED 

11  Wellington  St.  W. 
TORONTO 

We  are  showing  a  very  large  range 

of 

Children's    Stamped    Dresses   and 
Rompers  in  Pique,  Repp, 

Chantung,  Holland 
Sizes  one  to  four  years 

Stamped  Pillow  Cases,  Linens, 
Gowns,  Towels,  Etc. 

Knitting  Wools  in  All  Colors 

Knitting  Pins,   Instruction  Books 

Flossell  Royal  Artificial  Silk 
All  Colors 

The  mark  of  an  informed  man 
In  the  clubs  of  any  town,  the  Boards  of  Trade,  or 
any  gathering  of  business  men — ask  "Who  reads  The 
Financial   Post  ?" 
A  majority  read  this  commercial  newspaper  for  the 
sane,  unbiased  and  exact  news  of  business  conditions. 
You,  too,  want  to  be  informed  on  everything  that 
may  have  a  bearing  on  your  business — markets,  build- 

ing programmes,  tariff  legislation,  manufacturing 
statistics. 

Stop  at  your  news  stand  or  send  us  a  card  and  we'll 
send  you  a  copy  of  THE  FINANCIAL  POST,  that  you 
may    judge   for   yourself. 

Or  have  it  mailed  to   your  home — $5.00   for   52   issues. 

The  Financial  Post 
143-153  University  Avenue Toronto,  Canada 

WM.  E.  WRIGHT  SAYS 
"We  buy  our  gray  goods  in  the  open  market.  We 
get  just  the  quality  and  construction  we  want  and 
we  have  it  bleached,  dyed  and  finished  exactly  the 
right  way  for  making 

lS  fold  tape 
"Of  course  it  costs,  more  to  make  tape  this  way. 
Because  we  start  right  in  the  first  place  we  come 
out  right  in  the  end. 

W.   F.   WRIGHT     F.   W.    WRIGHT     H.    L.    WRIGHT 

Vice-Pres. 
Sec'y  and  Treas. Sales    Mgr. 

J.  T.   WRIGHT 

Factory    Sup't 

C.   A.   WRIGHT 

Ass't    Factory    Sup't 

"Each  one  of  my  five  sons  has  his  special  part  in 
keeping  up  the  standard  of  quality  in  Wright's Tape  and  the  standard  of  service  in  the  company. 
I  want  our  friends  in  the  trade  to  know  their 
faces  as  well  as  they  know  mine. 

"The  home  sewing  season  is  approaching  rapidly. 
See  that  your  stocks  of  Wright's  Bias  Tape  and 
Wright's  E-Z  Trim  are  in  shape  for  the  big 

demand  of  the  year." 

Wm.E.Wright  &  Sons  Co.,m»s. 
315-317  Church  Street New  York 

Stocks  carried  at  ail  our  Agencies 

CHICAGO  ST.  LOUIS 
R.  C.  TAFT  GEO.  F.  ANDERSONS  SON 

223  W.  Jackson  Boulevard  613  North  Broadway 

PHILADELPHIA 
JAMES  F.  McCARRIAR 

1011  Chestnut  Street 

WRIGHT'S 

BIAS  FOLD  TAPE 
k  It  lurns  itselj  A 

In  U.S.  Pat.  Off. 
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Utilize  the  Show  Window  Ceiling 
Don't  Get  the  Idea  That  the  Floor  Space  is  All  That  Matters  in  Your  Store — The  Walls  anc 

the  Ceilings  Can  Make  Money  for  You  if  You  Don't  Ignore  Their  Possibilities- 
Compel  Passers-by  to  Stop  and  Look  at  Novel  Stunts  Which  Start 

at  the  Ceiling. 

An  Unusual  Display 
Striking  window  display  of  small  wares  shown  by  the  John  Murphy  Company,  of  Montreal.  The  central  butterfly  is  orange 

with  black  spots  and  the  two  stars  are  of  bright  yellow.  Skeins  and  balls  of  knitting  wools  in  pretty  colors  lend  a  gay  tone 
to  the  prosaic  theme  of  buttons  and  tapes. 

IF  a  certain  portion  of  the  rental  of 

a  store  is  charged  against  the  store's 
show  windows,  then  a  certain  part 

of  this  portion  must  be  charged  against 

the  various  parts  of  the  window — so 
much  rental  for  the  floors,  so  much  rental 
for  the  window  glasses  themselves,  so 
much  for  the  walls,  so  much  for  the 
background  and  so  much  for  the  ceiling. 

Of  course  it  would  be  a  pretty  hard 

proposition  to  figure  out  the  exact  per- 
centage of  the  entire  rental  for  the  win- 

dows which  should  be  borne  by  these  par- 
ticular parts  of  the  windows,  but  cer- 

tainly if  the  charges  were  to  be  made 
according  to  amount  of  sales  value  which 
each  part  of  the  ordinary  display  window 
has,  a  very  small  fraction  of  the  entire 
amount  would  be  taken  on  to  the  ceilings. 

Show  window  ceilings,  as  a  general 
thing,  do  little  toward  helping  to  sell 
the  goods  on  display  or  to  attract  atten- 

tion to  the  displays.  Ceilings  are,  with 
the  average  window,  simply  an  inevitable 
part  of  the  window  and  they  are  made 
as  unobtrusive  as  possible  and  are  al- 

most entirely  ignored  by  the  average 
display  man  in  framing  displays.  Once 
in  a  while  the  display  man  will  hang  a 
cord  from  the  ceiling  with  a  placard  of 
some  sort  at  the  end  of  the  cord  or  once 
in  a  while  some  daring  display  man  will 

it  a  frarment  in  this  way,  but  any 

real  use  of  the  window  ceilings  by  dis- 
play men  is  very  hard  to  find. 

And  yet,  why  not  get  the  utmost  pos- 
sible out  of  the  ceilings?.  They  are  al- 
ways there — they  are  a  definite  and  fixed 

part  of  the  window,  so  why  not  make 
them  pay  their  part  of  the  freight  no 
matter  how  little  that  part  may  be  ?  Why 
not  make  them  do  something  worth  while 
every  now  and  then  in  helping  to  sell  the 
goods  of  which  samples  are  placed  on 
display? 

It  surely  wouldn't  be  such  a  very  diffi- 
cult task  to  get  more  out  of  the  ceilings 

and  to  give  an  added  snap  and  interest 
to  the  windows  by  using  this  usually  un- 

used  part  of  the  windows. 

Using  Curtains 

For  example,  why  couldn't  the  store 
place  a  number  of  window  curtain  rollers 
on  the  ceiling,  one  in  front  of  another 
starting  at  the  rear  of  the  window,  and 

why  couldn't  the  store  place  curtains  on 
these  rollers  and  then  letter  various  sales 

messages  on  these  curtains? 
For  instance,  the  curtain  nearest  the 

front  of  the  window  might  bear  this 
message: 

"Watch  for  announcements  of  special 
bargains.  These  announcements  will  be 
seen  here  in  a  few  minutes.  Watch  this 

curtain  go  up." Then  the   curtain  just   to   the  rear  of 

this  might  bear  this  sort  of  an  announce- 
ment: 

"Special  offerings  of  waists  at  one- 
third  off  for  today  only.  Watch  for  an- 

nouncement of  special  bargain  counter 
at> which  these  waists  are  offered  for  sale. 
This  announcement  will  be  made  in  a  few 

minutes.     Watch  this  curtain  go  up." 
The  curtain  just  to  the  rear  of  this 

one  might  bear  this  message: 

"Watch  for  the  sample  showings  of 
waists  which  are  being  sold  for  one- 
third  off  today  only.  These  samples  are 

displayed  just  behind  this  curtain.  Watch 

this  curtain  go  up." 
If  all  the  curtains  were  pulled  down 

by  cords  attached  to  them  and  leading 
through  holes  in  the  floor  to  the  rear  of 
the  window  and  if  the  first  curtain  was 
raised  and  then  the  second  one  was 
raised  a  few  minutes  later  and  so  on,  the 
message  would  be  gotten  across  to  all 
those  people  who  were  looking  in  at  the 
window.  And  after  the  final  curtain  had 
been  raised  the  waists  might  be  seen 
tastefully  arranged  on  the  background  of 
the  window. 

Such  a  stunt  would  give  a  decidedly 
novel  appearance  to  the  window  and 
would  in  no  way  interfere  with  any  regu- 

lar display  which  the  store  might  care 
to  make. 

Again  the  store  might  attach  ribbons 
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to  hangers  placed  all  over  the  ceiling  of 

the  window  and  might  arrange  things  so 

that  these  rihbons  would  hang  to  within 

a  couple  of  feet  or  so  of  the  floor.  These 

ribbons  might  be  kept  in  motion  by  an 

electric  motor  strategically  placed.  If 

the  ribbons  were  of  a  sufficient  variety 

of  color  and  if  they  were  kept  constantly 

in  motion  they  would  give  a  most  unusual 

and  striking  appearance  to  the  window. 

Then  on  the  floor  of  the  window  the  store 

might  place  a  large  number  of  bolts  of 

ribbon  and  might  announce  a  special  sale 

on  ribbons.  Undoubtedly  such  a  stunt 

would  attract  much  attention  from  pass- 

ersby  and  would  be  widely  commented 

i  by  them  with  the  result  that  the 
store  would  secure  a  large  amount  of 

valuable  word-of-mouth  advertising. 

Suspend  an  Aeroplane 

Or,  again,  the  store  might  rig  a  little 

runway  on  the  ceiling  and  from  this  sus- 
pend an  imitation  airship  or  dirigible 

balloon.  The  store  might  so  arrange 

matters  that  the  airship  or  balloon  would 

be  about  a  fourth  of  the  distance  from 

the  ceiling.  Then  the  stunt  might  be 

inged  so  that  the  airship  or  balloon 

would  pass  from  one  side  of  the  window- 
to  the  other.  And  the  store  might  at- 

tach a  card  reading  about  like  this  to  the 
craft: 

'•NOT  HIGH  PRICED  BUT  HIGH  IN 
QUALITY! 

"That's  the  slogan  of  this  store. 
"Our  goods  are  sky  high  in  quality  but 

they  are  earthbound  in  the  prices  we  ask 
for  them. 

"Naturally  uncfer  these  circumstances 
they  are  moving  fast,  as  fast  as  an  aero- 

plane scooting  across  the  sky  in  front  of 
a  storm.  So  we  urge  you  to  come  in  at 
once  and  secure  the  things  you  want 
from  our  High  Quality  Sale  which  is 
now  on. 

"Don't  miss  your  trip  on  our  High- 
Quality-But-Low-Price-Airship. 

"Come  in  NOW.  We'll  be  glad  to  see 
you  whether  you  purchase  anything  from 

us  or  not." 
Such  a  stunt  would  be  quite  sure  to 

attract  a  lot  of  attention  from  shoppers 
and  to  impress  upon  them  the  merits 
and  prices  of  the  goods  offered  by  the 
store.  And  if  the  store  hooked  up  its 
other  advertising  and  publicity  with  this 
stunt  in  an  effective  manner  through  the 
use  of  about  the  same  sort  of  copy  in 
the  newspaper  ads  and  other  window 
cards,  the  result  would  probably  be  that 
a  large  majority  of  all  the  people  in  the 
city  would  know  about  the  sale  and  talk 
about  it. 

Clear  from  the  Ceiling 

Another  way  in  which  the  store  might 
get  greater  sales  value  out  of  the  ceiling 
in  its  show  window  would  be  as  follows: 

At  one  of  the  far  corners  of  the  ceiling 
the  store  might  attach  a  cord  or  thin 
rope.  It  might  then  attach  the  other 
end  of  the  cord  to  one  of  the  lower  front 
corners  of  the  window.  This  cord  might 
be  drawn  taut.     Then  from  a  small  hole 

in  the  ceiling  at  the  top  of  the  cord,  small 

cards  might  be  placed  on  the  cord  and  al- 
lowed to  drop  down  the  cord  to  the  lower 

end  of  the  window  where  they  would  drop 
out  of  sight  through  a  hole  in  the  floor 
of  the  window.  There  cards  might  beai 
this  inscription: 

"OUR  PRICES  ARE  GOING  DOWN!'' 
Then   a   large   placard   in   the   window 

might  give  further  point  to  the  stunt  by 
an   inscription  reading  about  like  this: 

"NEW  LOW  PRICE  LEVELS  HAVE 
BEEN  REACHED. 

"Look  at  the  goods  on  display  in  this 
window.  See  the  low  prices  at  which 
they  are  marked.  Then  come  in  at  once 
and  buy  such  articles  as  you  want  before 
the  rush  for  these  goods  makes  them 
disappear  like  one  of  the  cards  through 

the  hole  in  the  floor.     Come  in  NOW!" 
These  stunts  would  take  more  time 

and  thought,  perhaps,  than  ordinary  dis- 
play stunts.  But  they  would  be  found 

to  be  worth  all  the  time  and  trouble  in- 
volved because  they  would  give  such  a 

novel  air  to  the  windows  as  to  make 

many  more  people  stop  and  look  than 
would  stop  and  look  at  the  ordinary 
display. 

Try  them  and  see! 

lend  visiting  England  this  Summer,  to 
meet  with  their  fellow  dry  goods  mer- 

chants of  Great  Britain  and  the  United 

States.  They  will  receive  information  re- 
garding the  trade  and  general  European 

conditions  in  a  manner  which  they  could 

nut  otherwise  do." 

Dry  Goods  Men 
of  the  Dominion 

Asked  Abroad 
Through  the  medium  of  the  Retail 

Merchants'  Association  of  Canada,  the 
British  Drapers'  Chamber  of  Trade  has 
extended  an  invitation  to  the  dry  goods 
men  of  the  Dominion  to  attend  a  gather- 

ing of  British  and  American  drapers  in 
London,  England,  this  Spring.  Follow- 

ing a  general  conference  in  the  British 
capital  there  is  to  be  a  six  weeks  tour  of 
points  of  considerable  interest  in  Eng- 

land, Wales,  Scotland  and  Ireland.  Ar- 
rangements have  been  made  for  the  Can- 

adian and  American  delegates  to  sail 
from  New  York  on  April  20,  on  the  S.S. 
Olympic.  Special  reduced  rates  have 
been  promised  by  the  steamship  com- 

pany and  special  rates  are  being  ar- 
ranged for  on  the  railways  in  England 

and  the  other  countries  to  be  visited. 
Those  dry  goods  merchants  who  wish 

to  take  in  the  trip  should  notify  the 
secretaries  of  the  various  provincial 
boards  as  early  as  possible. 

The  tour  of  the  British  Isles  will  take 
in  many  of  the  historic  places  of  interest, 
such  as  the  textile  industrial  plants,  and 
will  give  opportunities  for  conferences 
with  dry  goods  men,  manufacturers  and 
merchants. 

The  Canadian  delegates  will  be  fur- 
nished with  credentials  and  letters  of  in- 

troduction from  the  association! 
Discussing  this  forthcoming  event,  Mi\ 

E.  M.  Trowern,  secretary  of  the  Retail 
Merchants'  Association  of  Canada,  said: 

"I  consider  this  an  excellent  oppor- 
tunity for  any  of  our  members,  who  in- 

Newly  Decorated 
Sample  Rooms 

Kent-McCIain,    Ltd.,   of    Toronto,    Carry 
Out  Effective  Scheme  at  Carlaw 

Avenue  Factory 

Kent-McCIain,  Ltd.,  of  Toronto,  have 
introduced  a  decidedly  unusual  effect  in 
the  decorative  treatment  of  their  sample 
rooms,  which  are  located  in  the  factory 
building    on    Carlaw   Avenue. 

The  floor  is  of  light  quarter-cut  oak. 
The  walls  to  a  height  of  about  nine  feet 
are  tinted  to  a  neutral  tone — a  grey- 
brown  color  scheme.  Above  this  an 
artistic  plate  rail  encircles  the  room. 
The  treatment  of  the  remaining  space, 
of  about  three  feet,  from  the  raiF  to  the 
ceiling,  is  unique.  It  is  the  result  of 

the  company's  management  seeking  the 
co-operation  of  a  prominent  Toronto 
artist  who  carried  out  the  work.  Broad 
vistas  of  rolling  prairie,  dense  forests, 
lakes  and  rivers  are  to  be  found  on  the 
different  panels.  All  these  varying 
scenes  are  effected  by  the  use  of  only 
three  colors — brown,  blue  and  white — 
so  there  is  nothing  glaring  or  out  of 
keeping  in  the  decoration. 

To  be  Known  as 

.     Photo  Krafts  Studios 

Canadian  Branch  of  Underwood  and  Un- 
derwood, of  New  York,  Renamed — 

Under  Same  Management 

Photo  Krafts  Studios,  Limited,  is  the 
name  of  a  new  company  organized  to 
take  over  the  Canadian  Brancb  of  Un- 

derwood and  Underwood,  commercial 

photographers,  etc.,  New  York  city. 
The  business  will  be  conducted  as 

heretofore,  there  being  no  change  ex- 
cept in  the  name,  the  Canadian  company 

being  under  the  management  of  F.  E. 
Ritchie  and  supervision  of  Miss  J.  M. 
Hinman,  who  has  been  in  charge  of  the 
business  for  Underwood  and  Underwood 
in  Montreal  since  its  inception.  It  is 
intended,  if  possible,  to  give  a  still  bet- 

ter service  in  all  branches  of  the  busi- 

ness, supplying  art  subjects  to  manufac- 
turers, retailers,  etc.,  special  attention 

being  paid  to  the  development  of  high- 
class  illustrations  of  furs,  ready-to- wear,  etc. 

GIVE  AWAY  HOSE 

The  Gainsboro  Shoppe,  204  Sparks 

Street,  Ottawa,  during  its  "Thrift  Sale" 
offered  splendid  bargains  in  ladie;'  wear. 
One  pair  of  hose  for  every  two  pairs 
purchased   was  a  recent   inducement. 
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Four  Cardinal  Points  of  Advertising 
Select  Copy  as  You  Select  Your  Clothes — Advertising  Expresses  Personality  —  Use  of  White 

S'\ice  Attracts  Favorable  Attention — Always  Have  an  Idea  in  Mind. 
•    By  ERIC  W.  GIBBERD 

NEWSPAPER  adver
tisements  ex- 

press personality — by  their  word- 
ing, type  faces  and  general  treat- 

ment. Perhaps  quite  as  important  as  what 

you  say  is  the  way  you  say  it — the  sug- 
gestion your  advertisement  gives  to  the 

casual  reader— the  taste,  as  it  were,  that 

it  leaves  in  the  reader's  mouth.  Don't 
overlook  for  one  moment  the  fact  that 

there  are  hundreds  of  these  casual  read- 
ers. 

The  functions  of  the  advertisement 
can  be  divided  into  several  distinct 

phases: — Its  appearance  must  attract 
attention. — Its  copy  and  "story"  must 
get  and  maintain  the  reader's  interest. 
— Its  argument  must  create  desire  of 
ownership. — And  either  its  price  or 
timeliness    must    stimulate    action. 

Headings — Complete   Thoughts 

Concentrating  much  in  a  few  words, 

crystallizing  the  message  of  your  adver- 
tisement into  a  few  well  chosen,  atten- 

tion-compelling words,  is  the  secret  of 
successful  headings.  You  cannot  come 
to  the  point  too  soon  in  the  average 
advertisement.  Cultivate  directness. 
Avoid  verbiage. 

Often  has  it  been  said  that  the  copy 
should  be  selected  as  you  would  select 
your  own  clothes.  Glance  through  any 

of  the  big  metropolitan  newspapers — 
page  after  page  of  advertising,  all  dif- 

ferent, from  all  sorts  and  types  of  busi- 
ness endeavors,  each  in  its  way  expres- 
sing the  character  of  the  men  behind 

the  guns.  This  veritable  exhibition  of 
advertising  ranges  from  the  heavy,  loud, 
black  face  advertisement  of  the  bargain 

store  to  the  light  face,  artistic  announce- 
ments of  the  more  exclusive  establish- 

ments. 

Right  here  it  might  be  well  to  remark 
that  the  leading  authorities  on  adver- 

tising are  relying  more  and  more  upon 
white  space  to  attract  favorable  atten- 

tion to  their  message.  It  is  most  em- 
phatically to  be  preferred  to  the  over  use 

of  heavy,  black  rules  to  give  emphasis 
and  to  catch  the  moving  eye. 

Have  Idea  in  Mind 

Each  merchant  writing  his  own  copy 
clearly  pictures  in  his  own  mind  the 
type  of  advertising  he  desires  for  his 
own  particular  business.  It  is  a  far  more 
difficult  matter  to  get  these  ideas  to  the 

printer  and  through  him  to  your  pros- 
pective customers,  the  buying  public. 

The  following  hints  may  be  useful  in 
the  preparation  of  an  advertisement. 

After  having  decided  upon  the  space 
you  are  using,  rule   off   that   exact   size 
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upon  a  large  sheet  of  paper.  (The  local 

newspaper  will  gladly  supply  you  with 

this.)  Next  block  off  the  space  you 

intend  to  give  to  the  various  lines  of 

merchandise,  pasting  upon  your  layout 

or  dummy,  as  the  large  sheet  is  called, 

pictures  of  the  cuts  you  intend  using. 

If  you  have  no  prints  of  the  cuts,  mark 
off  their  size  and  indicate  their  position 

by  writing  in  the  space  "Men's  O'Coat 
Cut"  or  whatever  the  case  may  be.     Let- 

ter in  your  main  heading  and  some  of 

the  principal  display  lines  but  do  not 
attempt  to  write  all  copy  matter  upon 

the  layout.  This  should  be  written  upon 

small  separate  sheets  and  keyed  to  the 

layout  by  figures  as  shown  in  Fig.  1. 
Leaving  a  good  margin  on  the  left  of 
these  small  copy  sheets  will  greatly 
facilitate  the  setting  of  the  type,  the 

printer  having  to  "mark  up"  his  instruc- tions  on   each   sheet. 
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Where  Does  the  Publisher  Get  Off? 
His  Rights  Are  Seldom  Respected  in  the  Matter  of  Contracts-    Expected  to  Reduce  His 

Rates  and  Give  Better  Service  at  the  Same  Time-    Time  That  the  Space-buyer 
Plaved  Fair  With  the  Press — Mutual  Benefits  Will  Follow. 

i.;.; 

LAST  May  there  was  a
  director's 

meeting  called  by  one  of  the  lead- 
ing farm  paper  publishers.  The 

rd  of  business  booked  was  submit- 
ted. It  showed  a  splendid  volume  of 

advertising  lined  up  for  1921,  in  fact, 
it    was  one   hundred   and   two    per   cent. 

ter  than  ever  before. 
The  president  addressed  the  meeting 

as  follows: 

"Boys,  now  that  they  are  coming  our 
way,  we  should  do  the  things  that  are 
necessary  to  put  this  paper  so  thor- 

oughly 'over  the  top,'  that  its  suprem- 
acj   can  never  be  disputed. 

"Let  us  invest  this  splendid  income  in 
making  improvements  that  will  give  the 
advertiser  the  best  proposition  there  is 
for  the  money  in  our  field.  Let  us  make 
it  sc  good  that  there  never  can  be  any 

question  about  his  coming  back." 
Accordingly,  plans  were  perfected  for 

a  20  per  cent,  increase  in  circulation. 
When  this  circulation  was  assured  it 

was  decided  a  new  press  would  be  re- 
quired and  it  was  ordered.  To  give 

the  additional  room  and  other  proper 
facilities  for  good  press  work  the  floor 
space  had  to  be  greatly  increased,  hence 
the  purchase  of  a  building. 

It  also  seemed,  not  only  advisable, 
but  just  the  right  thing,  to  make  a  con- 

tract for  a  better  grade  of  paper,  and 
the  extra  amount  necessary  for  this  20 
per  cent,  increase  added  about  $85,000 
to  the  paper  bill. 

The  next  stop  was  to  increase  the 
editorial  service  by  the  employing  of 
two  college  professors.  These  men  were 
engaged  under  contract  to  fill  a  larger 
paper. 

Finally,  a  Research  and  Dealer  Help 
Department  was  installed  at  a  very  con- 

siderable expense. 

These  directors  planned  to  do  the 
things  that  are  most  wanted  by  the 
advertiser,  the  advertising  agent,  the 
representative  and  even  the  reader  of 
the  paper,  and  those  plans  were  made 
as  a  result  of  business  actually  booked. 

All  this  in  the  month  of  May.  Presto! 
Change!  The  tide  turned.  "From  them 
that  hath  not  shall  be  taken  even  that 
which  they  have."  Instead  of  getting the  expected  and  usual  amount  of  fall 
orders,  added  to  the  surplus  on  hand,  in 
comes  a  string  of  cancellations. 

Biff!  Bang!  Smash!  Who  cares  for 
the  publisher?  "Truly  we  gave  him  a contract,  but  what  of  that?  Cancel  it 
— we  don't  think  we  can  use  the  space 
to  advantage."  Not  one  in  a  hundred 
even  grant  the  courtesy  of  an  explana- 

tion. It  is  just  a  case  of  cold-blooded 
indifference  to  the  publishers'  rights  or 

the  value  of  an  advertising  agent's 
order. 
What  can  the  publisher  do?  He  is 

under  contract  for  his  extra  circulation. 
He  is  under  contract  for  his  extra  hous- 

ing facilities — his  extra  printing  equip- 
ment and  his  extra  paper.  He  cannot 

discharge  his  editorial  force,  neither 
can  he  discontinue  his  Research  and 

Service  Department.  These  improve- 
ments, made  very  largely  in  the  interest 

of  a  better  product  for  the  advertiser, 
must  be  carried  on. 

January  first  appears  on  the  horizon. 
Mr.  Manufacturer  and  Mr.  Agent  take 
stock  of  the  1921  prospects  and  then 
they  jointly  decide  that  Mr.  Publisher 
must  reduce  his  rates  to  a  pre-war  basis 
or  get  no  business.  Yes,  the  decree  has 
gone  forth  from  a  very  considerable 
number,  and  it  goes  forth  without  the 
slightest  assurance  of  what  the  support 
would  be  were  a  reduction  made.  Simply 

a  question  of  "We  insist  upon  lower 

rates." 
There  is  no  recognition  of  an  improved 

service  on  the  part  of  the  publisher. 
There  is  no  recognition  of  the  fact  that 
the  farm  paper  publisher  was  the  last  of 
all  commercial  industries  to  raise  prices, 
and  then  never  raised  them  in  propor- 

tion to  the  increase  in  cost  of  produc- 
tion. 

There  is  no  recognition  of  the  fact 
that  the  publisher  cannot  reduce  his 
overhead  as  can  be  done  in  other  lines 
of  business.  There  is  no  recognition  of 
the  fact  that  the  publisher  is  probably 
the  most  decided  loser  by  this  epidemic 

of  "cancellitis."  Still  he  must  go  on — 
his  issue  must  come  out — he  is  under 
contract  to  his  readers  to  supply  a  spe- 

cific article,  of  a  standard  quality,  and 
there  can  be  no  let-up,  no  matter  what 
the  advertising  patronage  may  be. 

There  is  no  consideration  of  the  fact 
that  for  years  and  years  the  press  of 
this  country  has  struggled  and  strug- 

gled through  all  kinds  of  hardships, 
until  it  put  the  very  foundation  under 
commercial  America. 

Let  the  space  buyer  play  fair — be  rea- 
sonable with  the  publisher.  If  you  want 

to  suck  the  blood  out  of  business,  starve 
the  press.  If  you  want  to  put  out  the 
fires  under  the  boiler  of  your  own  indus- 

try, stop  your  advertising.  If  you  want 
to  cripple  the  express,  the  postal,  the 
freight  and  the  railroad  service  of  the 
United  States,  stop  your  advertising.  If 
you  want  to  dull  the  intellect,  cease  to 
educate  the  buying  population  of  the 
United  States  and  spread  pessimism, 
then  withhold  your  patronage  from  the 

press. 

On  the  other  hand,  if  you  want  to  see 

the  glorious  sunshine  of  business  pros- 
perity throughout  the  length  and 

breadth  of  this  land,  jump  to  the  front 
with  the  determination  to  do  your  part 
in  its  promotion.  The  surest  way  you 
can  do  that  is  by  giving  the  publisher 
what  is  necessary  in  advertising  patron- 

age, and  at  a  profitable  rate,  thus  en- 
abling him  to  put  forth  an  optimistic, 

confidence-in-spring  and  trade-building 
enthusiasm  that  will  compel  business  de- 

velopment.— Reprint  from  Printers'  Ink, 
issue  of  January  27,  1921. 

Fees  Based  on 
Business  Volume 

Secretary  J.  C.  Campbell  Suggests  New 
Basis  for  Membership  in  R.M.A. 

The  suggestion  that  the  annual  fees 
covering  membership  to  the  Retail  Mer- 

chants' Association  of  Canada  be  gov- 

erned according  to  the  volume  of  busi- 
ness done  was  contained  in  the  report  of 

the  secretary,  J.  C.  Campbell,  of  Ot- 
tawa, presented  at  the  convention  of  the 

Eastern  Ontario  and  Ottawa  District 
held  in  Brockville  in  January.  The  sug- 

gestion is  embodied  in  the  following 

paragraphs  taken  from  the  secretary's 
report: 

"And  now  I  come  to  a  matter  of  great 
importance  to  the  welfare  and  future  of 
this  Association.  As  most  of  you  are 
aware,  our  membership  fees  have  been 
increased.  Up  to  November  last  we 
were  operating  on  a  minimum  fee  of 
ten  dollars  per  year  and  on  that  we  were 
barely  able  to  scrape  along,  making  no 
provision  for  emergencies  or  for  the 
future.  New  demands  from  the  Domin- 

ion Board  call  for  an  annual  per  capita 

payment  of  two  dollars,  while  the  On- 
tario Provincial  Board  takes  one  dollar 

per  member  from  us.  Under  the  former 
fee  of  ten  dollars  this  would  have  been 
impossible,  as  we  would  have  had  but 
seven  dollars  per  member  from  which 

to  pay  the  expenses  of  our  rapidly  ex- 
panding business;  consequently  it  has 

been  found  necessary  to  increase  our 
minimum  fee  to  twelve  dollars,  and  even 

with  this,  after  paying  fees  to  the  Do- 
minion and  Provincial  Boards,  we  will 

have  but  nine  dollars  per  member  for 
ourselves — certainly  not  enough  in  view 
of  the  work  to  be  done. 

"In  addition  to  raising  the  minimum 
fee,  it  is  to  my  mind  absolutely  neces- 

sary, if  we  are  to  provide  funds  for  the 
Continued  on  page  159 
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A  NEW  WAY  STORE 

Beautiful,  efficient,  serviceable,  reducing  expense,  increasing 

sales,  all  accomplished  by  ffHE  NEW  WAY  SYSTEM, 

patented  in  Canada,  manufactured  and  sold  only  by 

JONES  BROS.  &  CO.,  Limited 
29-31  Adelaide  St.  West  -  -  TORONTO 

Full  explanation  by  mail  or  by  personal  interview 
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Anticipate    Your  Requirements,   and  Show    Your   Merchandise  to 

Best  Advantage  by  Using  TAYLOR-MADE  FIXTURES 

ELEGANT  NEW  FIXTURES 
FINISHED    IN  SATIN 

GOLD  AND 
BLACK  TRIM. 

No.  505  (Five  Sizes) 
A  perfect  gown  and  waist  stand  for 
quality  garments.  Made  in  various 
heights  to  display  gowns  and  dresses, 
waists,  children's  dresses,  camisoles, etc. 

18  inch         $2.50 
24  inch         2.75 
30  inch         3.00 
36  inch         3.50 
56  inch         4.75 

No.  522  (Three  Sizes) 

Pedestals,  for  building  up  window 
displays,  carrying  waists  displayed  on 
forms,  and  for  a  multitude  of  other 

purposes. 18   inch         $4.00 
24   inch           4.50 
30   inch           5.00 

No.  69 — Good  Form  Waist  and  Dress 
Hanger. 

Because  every  hanger  is  perfectly 
smooth,  ladies'  wear  buyers  from  coast  to 
coast  prefer  the  No.  69.  It  is  steam  bent, 
not  sawed  out.  No  rough  edges  to  in- 

jure garments  of  delicate  texture. 

No.  69   Per  hundred  $7.50 

No.  508  (Five  Sizes) 
Artistic  Millinery  Stand. 

18  inch    $2.25 
24  inch    2.50 
30  inch    2.75 
36  inch    3.25 
56  inch    4.50 

No.  280 — Combination  Suit  Hanger 
A  coat  form  hanger,  strong  and  well  made. 
Lock  joint  head,  waxed  and  buff  finish.  Swivel 
hook. 

Per  hundred   $11.00 

A  Guarantee  of  Complete  Satisfaction  Accompanies  All  Taylor  Made  Products. 

IMMEDIATE  DELIVERY. MAIL  YOUR  ORDER  NOW 

Taylor-Brasco  Limited  -  Hamilton,  Ontario 
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Truck 
Not  only  does  the  Ford  mean 

more  goods  handled  per  day — it 
provides  dependable  service  at 
lowest  initial  investment  and  low- 

est maintenance  cost. 

Repairs  and   genuine  Ford  parts 
everywhere  at  fixed  prices. 

Sold  as  chassis  only; 
Price  $750  F.O.B.   Ford, 
Ontario.  Starter  and  elec- 

tric lighting  $100  extra. 

Your  dealer  can  advise  you 
the  best  type  of  body  to  suit  your needs. 

FORD  MOTOR  COMPANY 
OF    CANADA    LIMITED 

FORD  ....  ONTARIO 
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The  history  of  the  day's   business 
Every  time  a  sale  is  recorded  on  an  up-to-date  National 
Cash  Register,  a  complete  record  of  the  sale  is  printed 
on  a  strip  of  paper  inside  of  the  register. 

This  strip  of  paper  is  called  the  detail-strip. 

It  shows  how  much  business  is  done  during  certain  hours, 

or  during  the  merchant's  absence. 

It  cannot  be  removed  or  changed  without  the  merchant's knowledge. 

It  prevents  the  cash  drawer  being  opened  without  a  per- 
manent record  being  made. 

At  the  end  of  the  day,  the^  merchant  takes  the  detail- 
strip  out  of  the  register  and  files  it  away. 

It  gives  him  a  permanent,  unchangeable  history  of  each 

day's  business. 

The  detail-strip  is  only  one  of  the  many  features  which 
make  up-to-date  National  Cash  Registers  a  business 
necessity. 
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RB*-5.75 
RD  *-0.47 

RA*-1.25 

0001 

0002 

0003 

-0004 

-0005 
-0006 

►0007 

0008 
0009 

0010 

0011 
-0012 
-0013 
-0014 
-0015 
-0016 
-0017 
-0018 -0019 
-0020 
-0021 

•0022 

This  is  a  section  of  the 

detail-strip.  For  each 
transaction  it  shows  (1) 
whether  a  receipt  or  slip 

was  issued,  (2)  the  initial 
of  the  clerk,  (3)  the  kind 
of  transaction,  (4)  the 

amount,  and  (5)  the 
number. 

Let  our  representative 
•how  you  how  it  will  help 
you  make  more  money. 

We  make  cash  re^istefrs  for  every  line  of  business 

NATIONAL, 
CASH    REGISTER    CO. 

OF    CANADA   LIMITED 



138 EQ  l    I  r  M  E  NT     AND     DISPLAY Dry  (roods  Renew 

EASTER 
DISPLAYS 

should  be  planned  now,  and 
the  most  attractive  displays 
can  be  obtained  by  using 

DELFOSSE 
FORMS  AND  FIXTURES 

<  >ur  high-class  wax  figures  will  in- 
terest every  ready-to-wear  mer- chant. 

Besides  our  own  exquisite  models, 
we  carry  a  most  exclusive  line  of 

samples  of  Parisian  Wax  Manne- 
quins of  Pierre  Imans,  Paris,  for 

which  we  are  the  sole  Canadian 

agents. See  our  New  Line  of  artistic  Wood  Fixtures 
for  all  class  of  Trade. 

Delfosse  &  Company 
247-249  Craig  St.  W.(  Montreal 

mi 

THE  WALKER  BIN  &  STORE  FIXTURE  CO.,  LTD. 
KITCHENER,  ONTARIO 

Sections  for  Dry  Goods,  Gloves,  Hose,  Skirts,  etc. 

Walker  Medium-priced  Fixtures 
Show  Cases,  Counters,  Tables,  Shelving  and 

Wall  Gases  to  Order  for  All  Purposes 

Send  Floor  Plan  with  measurements  and  your  ideas— 
we  will  work  out  plan  and  quote  you 
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EQUIPMENT     AND     DISPLAY 
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Can  Any  One  Beat  This  Record  ? 
1  A  ̂ ^ft    Sales  in  a  twenty-four  hour  day  from  floor  space  57x44  feet  are  the  figures, 
J-TTjOOO    Kinsel's    Drug    Store,    Detroit,    is    the    store    where    they   were    made. 

Except  for  the  cigar  counter,  all  these  sales  were  han- 
dled by  Lamson  Improved  Service.  Eight  stations  are 

serving  about  fifty  sales  clerks  working  in  shifts,  with 
a  maximum  of  three  cashiers  required  during  the  rush 
hours  and  on  Saturdays  to  handle  the  money  and  sales 
slips.  The  service  given  is  best  described  in  Mr.  E.  C. 
Kinsel's  own  words — "The  foundation  of  our  success  is 
good  merchandise,  prompt  service  and  courteous  treat- 

ment to  our  customers.  Our  clerks  can  give  prompt 
service  and  courteous  attention  largely  through  the  use 
of  our  Lamson  Improved  Cable  Service. 

"The  system  is  so  quick  that  change  is  returned  to  the most  distant  station  in  an  average  of  twenty-six  sec- 
onds. As  soon  as  the  merchandise  is  slipped  into  an 

envelope  or  wrapped,  the  change  is  ready  to  return  to the  customer. 

"Another  thing  we  like  about  Lamson  Service  is  that 
clerks  do  not  have  to  wait  in  line  at  a  service  point  on 
a  busy  Saturday  afternoon  or  when  the  store  is  crowd- 

ed with  customers.  Almost  any  number  of  clerks  can 
use  one  station  for  as  soon  as  one  sale  is  dispatched 
the  station  is  ready  for  the  next  sale. 

"For  handling  successfully  large  volumes  of  sales  with 
the  speed  and  courtesy  we  demand,  Lamson  Improved 

Service  is  the  ideal  method." 

The  Kinsel  Store  uses  Lamson  Improved  Cable  Carriers. 
Any  merchant,  in  any  line  of  business,  can  get  the  same 
good  service  through  Lamson  Pneumatic  Cable,  or  Wire 
Line  Carriers. 

Average  results  in  stores  using  Lamson  Improved  Service  are 

40  second  cash  service,  50  second  charge  service 
Total  cash  receipts  balance  within  a  dollar 
Credit  errors  and  adjustments  cut  in  half 
Up  to  40rp  less  supervising  and  operating  expense 

The  Lamson  Company 
lOO   BOYLSTON.   BOSTON,    MASS. 

  100    Boylston    SI. 
.New    York      9-n    East    37tl)    Si 
Philadelphia    ■  ...210    North   Broad    Si 
Pittsburgh      319    Third    Ave 
Baltimore       Equitable    Building 
R.Klie/.ier      194   East    Main    si 

Nev    Orleans,    227    Bourborn    si 

Branches  and  Service  Stations 
Detroil       525    Woodward   Ave. 
Cleveland      2063    East   4th  St. 
Cincinnati      119   East  5th   St. 
Indianapolis,   Cor  Washington   and  Illinois 
Los   Angeles   221    San   Fernando    lildg. 

Additional  Service  Stations 

Chi  ago     6  North  Michigan  Ave. 
Omaha      41S  McCague   Bklg. 
Minneapolis   320    Tribune    Annex 
San    Francisco   317    Mission    St. 
St.  Louis     709  Tine  St. 

Alban: 
So.    Pearl    St. Buffalo.    191    Main    St. 

Tc   ito      136    Simcoe    St. 
Vancouver.    B.C   603  Hastings  St. 

Dallas      905%  Elm"   St. Seattle      215   Stewart    si 
Washington,   D.C....426   Colorado   Bldg. 
Atlanta      30   Moore   Bldg. 

Kansas   City.    210   New   Ridge    Bldg. 

  —    ■"— — ^— — — — — "  '    ._._......       |  |      t    —in   i  ii       ii   i   i  ii      mi 

Lamson  iMraovfb  service ■  i--— Flexibility        Economy 
     ... 

'■           »._i     '    'i——— 
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.4  Society  Queen  of  strikingly  natural  beauty  and  poise. 
This  figure  is  mounted  on  full  length  body,  beautifully 
finished  in  flesh  enamel. 

YOUR 

Easter  Displays 
will   be  many  times  enhanced  by  the 
use  of  artistic,  appealing — 

DALE  WAX  FORMS 
and  FIGURES 

They  are  an  investment — an  addition 
to  your  selling  force — a  very  promi- 

nent touch  of  beauty  and  reality  to 
your  displays — a  most  important 
part  of  your  store  fixtures — all  in 
one! 
There  is  a  Dale  Form  or  Fixture  to 
display   every   kind   of  merchandise. 

Send  for  Catalogue. 
Call     at     our     Showrooms     when     in 
Toronto. 

AGENTS : 

MONTREAL 
P.  R.  Munro 

259  Bleury  St. 

\> 

WINNIPEG 

O'Brien,  Allen  &  Company 
Phoenix  Block 

VANCOUVER 
E.  R.  Bollart  &  Son 

501   Mercantile  Bldg. 

No.    3001 

HAT 
STAND 

DALE  WAX  FIGURE  CO. 
LIMITED 

86  York  Street,  Toronto 

Victor  H.  Canham  Co. 
Guelph,    Ont. 

for  HANGERS  for  every  use 
For  Retail-    For  Stock  Use — For  Advertising 

Your  Name  and  Address  printed  on  each 

Hanger,  if  desired,  in  lots  of  100  and  over, 
FREE  OF  CHARGE. 

Canham 

Felt-Padded  Hanger 
FOR  SKIRTS  OR  TROUSERS 

6  inches  wide 

Canham 
Star  Skirt  or  Trouser  No.  i 

Hanger  No.  7.   Same  as  No.  1,  only  orange  color 
and  7  inches  wide. 

Canham  Wood 

No.  9 Combination  Hanger 

(In  two  sizes,   17'  ■_.  inches  and   15  inches) 

Canham Felt  Grip 

Combination 
Hanger 

No.  11 

Canham 
Wishbone 

Hanger 

Guelph    Factory   in   Operation   17  Years 

Buffalo    Factory    in   Operation    12  Years 
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Now   as  Never  Before 
You  Need 

Markets         Methods 
Ideas 

Right  now,  when  lower  prices  are  a 
daily  feature  and  a  hesitating  public 
waiting  for  still  lower  levels,  you  want 
to  be  exactly  informed  on  the  latest 
prices  and  the  most  up-to-date  fabric 
information. 

There's  a  mine  of  information  on  every 
page — merchandising  ideas,  fabric 
news,  methods  for  cutting  costs, 
speeding  up  sales,  increasing  the 
monthly  turnover. 
Over  two  thousand  leading  merchants 

find  it  not  only  pays  to  read  Men's Wear  Review,  but  they  set  aside  a 
specific  part  of  arrival  date  to  study 
the  news  for  their  business. 

The  more  you  read  Men's  Wear  Re- 
view the  more  you  will  profit. 

Men's  Wear  Review 
143-153  University  Avenue,  Toronto,  Canada 

A  PERSONALITY  IN  WAX 
Of  StrikingBeauty  and  Life  Likeness 

No.  509 -Head  136 

Write  for  photos  and  prices  about  this  and  our  other  Wax  Beauties 

J.  R.  PALMENBERG'S  SONS,  Inc. 
63-65  WEST  36th  ST.,  NEW  YORK 

BOSTON  CHICAGO  BALTIMORE 
26  Kingston  St.  204  W.  Jackson  BWd.  108  W.  Baltimore  St. 

Gipe- Hazard 
Store  Service 

Co.,  Ltd. 
113    Sumach    Stree 

Toronto     -     Ont. 

Every  Merchant  is  concerned  in  a  greater  or  less  degree  as  to 
the  best  method  of  recording  Sales  and  conveying  money  be- 

tween Salesmen  and  the  place  where  it  is  to  be  deposited.  We 
have  a  circular  which  explains  some  of  the  advantages  of  our 
Carrier  System.  Would  you  care  to  profit  by  reading?  If  so, 
a  Post  Card  to  us  will  bring  it  to  you. 

When  Mistakes  Occur 
In  the  handling  of  thousands  of  subscriptions  there  must  be  a  few  mistakes.  We  try  to  eliminate  all  chance  for 
errors — we  have  spent  thousands  of  dollars  on  systems  that  seem  to  us  as  near  error-proof  as  human  ingenuity  can 
make  them. 

But  sometimes  they  do  occur.  They  are  not  intentional.  We  are  very  sorry  to  bill  a  man  a  second  time  when  he  has 
already  paid,  but  it  sometimes  happens,  but  if  you  will  tell  us  frankly  about  it  you  may  rest  assured  this  will  be 
rectified  immediately.  But  if  for  any  reason  you  think  we  are  not  right,  please  drop  us  a  note.  Your  clerks  make 
mistakes,  too,  and  you  know  how  much  it  pleases  you  when  a  customer  tells  you  frankly  of  his  complaint — you  look  on 
him  as  a  friend  of  the  store. 

We  feel  just  the  same  way  and  will  venture  this — that  you  have  never  in  all  your  experience  had  a  complaint  with  us, 
and  you  told  us  about  it  that  it  has  not  been  made  good  at  once. 

Two  weeks  ago  a  storekeeper  in  a  small  village  explained  to  us  she  had  been  receiving  Farmers'  Magazine,  whereas 
she  ordered  one  of  our  trade  papers.  Her  subscription  was  advanced  one  year  from  the  date  the  complaint  was 
reported  to  us.     This  was  just  a  clerical  error  that  was  made  good  at  once. 

If  you  have  a  complaint  or  think  you  have  one,  please  communicate  at  once  with  the  circulation  manager. 
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Floor  Coverings  are  Selling 
Splendid   Demand   Noticed  Since  Beginning  of  Year — Department  Heads  Tell  How  to  Link 

Up  Wallpaper,  Floor  Covering  and  Furnishing  Departments  to  Give  Best  Service 
and  Produce  More  Sales. 

ACCORDING  to  one  of  t
he  leading 

Montreal  houses  dealing  in  floor 

coverings  of  all  kinds  English 
goods  are  regarded  as  a  good  proposition 

by  Canadian  wholesalers.  Business  gen- 
erally is  expected  to  be  very  brisk  by 

March  in  all  lines  of  floor  coverings. 

Linoleums  are  in  high  demand,  parti- 
cularly in  the  hardwood  parquetry  ef- 

fects, which  blend  so  well  with  most 
types  of  furnishings  and  make  a  good 
ground  for  showing  up  small  Oriental  or 
Wilton  rugs.  The  retailer  in  Canada  is 
now  in  a  position  to  handle  the  new 
linoleum  rugs  very  profitably,  since  it  is 
possible  to  show  the  customer  the  sample 
range,  take  the  order  and  have  the  rug 
in  question  sent  direct  to  the  customer 
from  the  manufacturer,  all  sealed  in  a 
tubular  wrapping,  protected  from  any 
possible  damage.  The  advantages  of  this 
arrangement  are  manifold,  not  the  least 
being  the  fact  that  no  large  and  un- 

wieldy  range   of   stock    is   necessary. 

In  discussing  the  same  questions  with 
the  manager  of  a  progressive  floor  cov- 

ering department  in  one  of  the  large 
stores,  Dry  Goods  Review  was  informed 
that  the  woman  who  is  shopping  for  a 

new  carpet  or  rug  is  about  the  most  dif- 
ficult customer  to  satisfy  that  the  store 

has.  She  not  only  wants  something  dif- 
ferent from  the  ordinary  in  the  way  of  a 

pattern,  but  wants  it  reasonably,  and  yet 
when  she  sees  a  number  of  samples 
spread  out  before  her,  she  does  not  know 
what  she  wants  at  all.  This  store  has 
found  that  it  is  better  to  stack  carpets 
or  rugs  in  piles  of  one  pattern  in  all  the 
different  colors,  so  that  a  customer  may 
judge  just  how  her  favorite  design  will 
look  when  developed  in  half  a  dozen  dif- 

ferent shades.  Also,  this  department 
stocks  as  many  as  29  different  sizes  in 

one  rug,  varying  from  the  small  door- 
mat to  the  largest  possible  in  size. 

There  is  no  excuse,  therefore,  for  a 
woman  saying  that  she  does  not  see  the 
size  she  wants,  as  it  can  be  brought  out 

at  a  moment's  notice. 
The  most  demand  is  noticed  for  dark 

colorings,  stated  this  buyer,  and  in  the 
case  of  Wilton  rugs,  the  fringed  edge  is 
preferred.  Three  years  ago, Tie  continued, 
he.  found  that  much  business  was  lost  by 

not  having  a  wall-paper  section  close  at 
hand  to  the  carpet  department,  and  so 
one  was  started  on  a  small  scale.  He 
found  that  there  was  a  close  relation- 

ship between  the  floor  and  the  walls  of 
any  room,  in  the  minds  of  his  customers, 
and  therefore,  in  order  to  assist  them  in 
their  choice  of  a  rug,  he  always  brings 
up  the  question  of  color  schemes.  If 
the  customer  seems  inclined  to  consider 

the  idea  of  repapering  the  room  in  ques- 

Lace  Trimmed  Shades 

New  designs  in  oil  color  window  shades,  showing  novelty  lace  treatment  with 
braided  motifs. — Shown  by  courtesy  of  the  Daly  &  Morin  Company,  Ltd.,  Lachine, 
Quebec. 

tion,  it  is  an  irresistible  selling  argument 
to  have  a  good  supply  of  new  papers,  or 
at  least  a  number  of  sample  books  at 
hand  from  which  to  match  the  colors  of 
the  rug  with  the  walls. 

In  another  Montreal  store,  the  house- 
furnishing  department  sends  out  its  con- 

tract man  in  company  with  the  salesman 
who  took  the  order.  The  latter  is  always 
trained  to  understand  fully  the  artistic 
values  of  draperies,  paper,  etc.,  and  is,  in 

addition,  alive  to  the  business  possibili- 
ties latent  in  the  least  order  received  by 

the  store.  He  will  advise  the  proper 
treatment  of  walls,  ceiling,  floor  and 
windows  in  their  respective  order  of 

importance,  and  even  advise  as  to  furni- 
ture and  decorations  if  desired.  This 

form  of  store  service  is  more  profitable 
than  is  the  often  seen  sample  display  of 
furnished  rooms  or  model  windows  fea- 

tured in  the  majority  of  stores. 

As  a  general  rule,  stated  one  manager, 
do  not  show  your  customer  the  exact 
thing  she  wants  right  away.  Show  her 
several  things  first,  and  when  she  seems 
about  to  go  elsewhere  play  your  trump 
card,  which  answers  her  needs  as  nearly 
as  you  could  gauge  them,  and  the  sale 
will  be  made.  The  same  rule  applies  to 
carpets,  curtains,  etc.,  which  are  too 
often  shown  in  profusion  in  such  a  way 

that  the  customer  becomes  utterly  con- 
fused and  decides  that  she  does  not  see 

what  she  wants.  Take  her  aside  and  show 

her  one  of  the  better  grade  lines  in  an- 
other light,  against  a  different  back- 

ground, away  from  all  the  others,  and 
nine  times  out  of  ten  you  will  clinch  the sale. 

In  the  case  of  draperies,  another  little 
point  should  not  be  forgotten  by  sales 
clerks,  namely,  if  the  pattern  is  large  and 
must  be  matched  carefully,  entailing 
wastage  in  cutting,  advise  the  customer 
first,  if  this  will  materially  add  to  the 
cost  of  the  material,  or  else  endeavor  to 
utilize  the  wastage  for  cushions,  etc.,  in 

the"  store.  Many  customers  are  much 
pleased  by  this  method  of  treatment  by 
the   store. 

New  designs  in  floor  lamps  have  just 

been  shown  for  the  Spi'ing  sales,  anc1 
many  lovely  new  finishes  are  provided 
with  shades  of  every  possible  fabric  and 
design.  Tea  carts  and  small  bookcases 
are  also  having  a  phenomenally  good 
sale  at  present. 

"Keep  the  housefurnishing  department 

bright  and  attractive,"  said  the  man- 
ager, "and  let  customers  handle  goods 

as  much  as  they  want.  Make  it  nome- 
like and  full  of  inspiration  and  sugges- 

tion even  to  the  casual  shopper." 
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How  to  Care  for  Lace  Curtains 

A  VISIT  was  paid  by  a  representa- 
tive of  Dry  Goods  Review  to  the 

work  rooms  of  a  large  Montreal 

curtain  manufacturer  this  month,  and,  in 

the  course  of  conversation  with  the  man- 

ager, many  interesting  facts  relative  to 
the  trade  were  elicited.  Prices,  it  was 

stated,  have  dropped  materially  and  one 

average  line  which  heretofore  has  been 

quoted  at  $5.50  wholesale  is  now  down 

to  $3.30.  Although  cottons  are  down  in 

price,  yet  the  same  reduction  has  not 
been  felt  in  the  case  of  curtain  laces, 

the  use  of  which  is  so  strong  a  feature 

of  the  prevailing  style  to-day.  Last 
Fall  the  sales  of  novelty  curtains  were 

comparatively  small  owing  to  the  almost 

prohibitive  prices  asked,  but  under  the 

new  conditions,  it  is  stated  on  good  auth- 
ority, there  is  no  better  time  than  the 

present  for  buying.  As  in  the  case  of 

other  house  furnishings,  cretonnes, 

shades,  etc.,  the  manufacturers  have  cut 

prices  down  to  the  bone  and  are  of  the 

opinion  that  no  further  drop  can  now 

occur,  particularly  in  view  of  the  fact 
that  the  leading  textile  companies  have 
recently  recalled  their  lists  and  a  rise 
in  price  is  expected  in  cotton  goods. 

Spring  Lines 

New  designs  and  better  qualities  are 
the  significant  selling  points  regarding 
Spring  curtains,  and  in  the  opinion  of 
the  wholesalers  the  average  merchant 
would  do  well  to  stress  his  displays  more 
carefully  this  season.  He  should  not 
strive  to  hold  on  to  his  stock  at  the 

original  price  but  freshen  it  up  at  once 
with  the  new  patterns,  and  mark  it  down 
with  replacement  values  in  mind.  There 
is  scarcely  a  home  in  Canada  that  is  not 
in  need  of  new  curtain  draperies  and  the 
retailer  who  has  an  assortment  of  the 
newest  lace  trimmed  curtains,  filet  nets, 
sectional  panellings  or  fancy  embroid- 

ered novelty  curtains  will  be  the  one  to 
lead  off  when  Spring  housecleaning  and 
May  moving  is  under  way. 

While  all  classes  of  curtain  materials 
are  in  demand,  an  exceptional  call  has 
been  felt  for  the  sectional  panellings 
since  last  year.  This  style  will  undoubt- 

edly become  stronger  during  the  next 
twelve  months  as  well.  One  peculiarity 
of  the  trade  noticed  by  the  manufacturer 
was  the  fact  that  the  large  mail  order 
houses  handle  practically  nothing  but 
white  curtain  fabrics,  while  the  retailer 
prefers  the  ecru  shades.  No  apparent 
reason  can  be  given  for  this  distinction. 

Ayrshire  and  Nottingham  Curtains 
Double  and  single  bordered  net  panels  are  being  shown  this  Spring-  On  the  left  is 

a  dotted  ground  with  filet  insets  of  a  very  dainty  pattern.  A  single  border  in  ecru  nel 
with  quaint  corner  motif  is  shown  on  the  right.  Courtesy  Alexander  Jamieson  &  Co.. 
Toronto. 

Brass  goods  and  fixtures  are  decided- 
ly lower  in  price  and  are  now  available 

in  every  possible  variety.  Flat  and 
curved  extension  rods,  etc.,  should  now 
be  included  in  the  Spring  showing  of 

house  furnishings,  as  nothing  is  so  es- 
sential to  the  appearance  of  the  well- 

appointed  room  as  the  proper  type  of 
curtain  fixtures. 

A  Novel  Exhibit 

One  very  striking  curtain  display  fea- 
tured this  month  was  shown  by  Good- 
win's, Limited,  during  their  recent  Feb- 
ruary home  furnishings  sale,  when  an 

entire  window  was  devoted  to  the  dis- 

play of-  some  half  dozen  beautiful  lace 
curtains  shown  over  unrolled  sections  of 
bright  orange  wallpaper.  The  display 

was  brilliantly  lighted  and  the  effect  of 
the  snowy  curtains  over  the  vividly 
toned  paper,  together  with  a  background 
of  tangerine  colored  drapery,  was  so 
startling  as  to  attract  the  attention  of 
almost  every  passerby  on  St.  Catherine 
Street.  Another  beautiful  display 

worthy  of  mention  was  that  of  a  sit- 
ting room  fitted  up  with  sea  grass  and 

wicker  furniture,  upholstered  in  bright 
tinted  cretonne,  showing  rose,  mauve 

and  black,  and  featuring  the  newest  ob- 
long linen  cushions  in  dull  rose  or  purple. 

Jet  black  velvet  rugs  were  laid  over  a 

large  dove  gray  carpet,  and  the  back- 
ground was  of  rose  and  black  curtains. 

A  tea  set  of  mauve  china  was  set  invit- 
ingly upon  the  round  wicker  tea-table 

and  a  large  mauve  china  cat  was  proudly 
ensconced  upon  a  black  rug.  The  new 

"chaise  longue"  was  included  among  the 
furniture  of  this  setting  and  proved  al- 

most as  attractive  as  the  huge  cretonne 
covered  chesterfield  which  centred  the 

display.  An  oblong  mirror,  heavily 
framed  in  black,  completed  this  artistic 
window. 

How   to  Stretch  Curtains 

Retailers  should  advise  their  custom- 
ers strongly  against  the  use  of  curtain 

stretchers  when  they  are  purchasing  new 
curtains,  for  nothing  is  more  injurious 
to  fine  nets,  lace  trimmed  or  even  scrim 
curtains  as  the  sharp  steel  pins  of  the 
average  stretcher.  Furthermore,  the 

stretcher  is  apt  to  make  curtains  hang- 
badly  if  perfect  adjustment  is  not  pos- 

sible. The  manufacturer's  method  of 
pressing  curtains  is  the  only  correct  one 
and  should  be  recommended  by  the  sales 

clerk  as  follows:  "If  a  large  padded 
table  is  not  available,  lay  a  sheet  or 
clean  flannel  blanket  on  the  floor  and 

stretch  the  curtain  over  it  carefully,  pin- 
ning the  four  corners  first  exactly  at 

right  angles  one  to  the  other,  with  at 
least  six  pins  at  each  corner.  If  the 
curtain  is  still  damp,  press  it  firmly  on 
both  sides  with  a  hot  iron,  doing  both 
under  and  upper  edges  at  one  operation. 
If  the  curtain  has  dried  out,  lay  a  long 
strip  of  wet  cheesecloth  over  the  outer 
edge  and  press  firmly  until  perfectly  dry 
and  smooth.  If  the  pinning  has  been 
done  accurately,  the  curtain  should  hang 
as  straight  as  when  it  was  new.  In 
future,  all  curtains  made  by  one  Mont- 

real manufacturer  will  be  accompanied 

by  printed  instructions  regarding  the 
correct  methods  of  laundering  and  press- 

ing each  style,  and  it  is  hoped  that  all 
complaints  regarding  these  goods  will 
thereby  be  done  away  with.  The  same 
maker  advises  retailers  to  urge  their 
customers  not  to  cut  any  extra  material 
off  when  they  find  their  curtains  too 
long.  Let  this  be  doubled  under,  or 
made  into  a  valance,  etc.,  until  after  the 
curtains  have  had  their  first  trip  to  the 
laundry.  This  simple  matter  is  the 
source  of  a  large  number  of  complaints 
regarding  shrinkage  in  window  drapery 

fabi  ics." 
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New  Patterns  Plentiful— Prices  Down 
Montreal    Drapery    House    Reports    Excellent    Variety  in  Spring  Lines  —  Charming  Large 

Patterns    Featured — New  Nets  and  Window  Shades  Will  Also  Enhance  Drapery 
Department. 

k» D RAPERY  prices  are  a'  good proposition  now,"  declared  the 
head  of  a  leading  Montreal 

curtain  and  drapery  firm  to  Dry  Goods 

Review  this  month.  "New  patterns  are 
plentiful  and  prices  on  the  average  are 
down  one-third,  at  least,  upon  all  lines. 
English  goods  of  this  description  are  on 
a  par  with  prices  quoted  in  November, 
1919.  The  drapery  situation  taken  all 
round  with  reference  to  domestic  and 

American  markets  shows  a  decided  re- 
duction as  well.  The  only  class  of  goods 

which  do  not  as  yet  reflect  a  satisfac- 
tory deflation  are  the  Swiss  nets,  but 

for  that  matter  neither  French  nor  Swiss 

goods  are  a  worth-while  proposition  for 

the  retailer  yet." 
Touching  on  the  various  kinds  of  dra- 

pery and  upholstering  fabrics  at  present 
in  most  demand,  this  manufacturer  ex- 

hibited many  exceedingly  beautiful  ex- 
amples of  domestic  cretonnes  as  well  as 

exclusive  novelties  from  the  looms  of  the 

best  English  makers.  Many  large  pat- 
terned cretonnes  were  in  evidence  dis- 

playing a  departure  from  traditional 
ideas,  and  designed  with  artistic  effect 
of  a  high  order,  hitherto  confined  to  the 
most  expensive  qualities.  One  such  cre- 

tonne featured  a  design  depicting  a 

quaint  cottage  window  almost  life-size 
in  proportions  with  a  bowl  of  colorful 
blossoms  set  in  the  opening  against  the 

light.  The  design  was  realistic  and  de- 
cidedly novel,  besides  being  unusually 

artistic.  The  background  was  shown  in 
several  unobtrusive  tints,  including  a 

dull  blue,  purple,  etc.  Another  cretonne 
featured  large  ovals  in  a  sharp  contrast 
to  the  background,  which  would  be  par- 

ticularly effective  in  the  Summer  cot- 
tage or  the  bedroom. 

Designers  of  drapery  fabrics  have  not 
overlooked  the  nursery  this  season  and 
many  fanciful  and  original  conceptions 
are  on  the  market,  destined  for  decorat- 

ing nursery  or  bedroom  as  required. 
One  line,  which  includes  three  color 
schemes  among  its  backgrounds,  features 
a  complete  circus  including  clowns  and 
performing  animals,  depicted  in  a  way 
to   fascinate   any  child. 

There  were  also  shown  many  new  pat- 
terns in  English  block  prints  in  the 

usual  31 -inch  widths,  which  featured  the 
new  tawny  browns  and  tans,  so  effective 
for  library,  dining  room  or  den.  But 
the  most  surprising  improvement  in  the 
manufacture  of  household  fabrics  was 
that  shown  in  the  exhibit  of  Canadian 
made  cotton  tapestries  for  upholstering, 
etc  These  are  made  of  fine  mercerized 

yarns,  all  50  inches  wide,  and  are  a  tre- 

mendous   improvement   upon   last   year's 

Cretonnes  From  England 
Quaint  and  reminiscent  of  olden  times 

are  many  of  the  lovely  floral  printed  cre- 
tonnes being  shown.  Above  is  a  Japanese 

tea  house  design;  below  a  rich  floral  ground 
of  English  origin. — Courtesy  Alexander 
Jamieson  &   Company. 

designs  and  qualities.  The  manufac- 
turer of  this  line  of  tapestries  stated 

that  he  did  not  fear  any  competition  on 
this  line  as  already  he  is  assured  that 
90  per  cent,  of  business  in  furniture 
goods  will  be  done  in  cotton  tapestries 

during  the  coming  months.  The  exam- 
ples shown  feature  a  subdued  blending 

of  rose  and  green  on  black,  in  a  conven- 
tional, neat  design.  Until  the  present 

the  manufacturer  could  not  afford  to 
take  the  previous  patterns  off  his  looms, 
so  great  was  the  demand  for  this  class 
of  goods,  but  with  the  introduction  of 
this  marvellous  improvement,  he  is  an- 

ticipating a  tremendous  run  of  business. 

Filet  Nets 

Among  the  other  lines  of  drapery 
goods  for  which  a  large  demand  is  now 
being  experienced  are  the  16-point  filet 
nets.  The  increasing  demand  for  furni- 

ture in  period  designs  is  being  reflected 
in  draperies  as  well,  and  the  up-to-c|ate 
retailer  must  be  prepared  to  feature 
nets  and  panellings  in  the  proper  de- 

signs   common    to    the    Queen    Anne    or 

Empire  periods,  etc.  These  patterns 

usually  run  to  the  lai'ge  sizes,  but  there 
is  a  strong  demand  for  the  small 
"clover"  patterns  and  other  small  fig- 

ures, which  are  still  exceedingly  difficult 
to  secure.  Most  mills  still  prefer  to 
make  up  the  smaller  patterns  as  they 
are  naturally  the  easiest  to  turn  out. 

Colored  Borders 
Colored  border  scrims  which  have 

been  off  the  market  for  some  time  are 

now  quite  plentiful  and  are  very  mode- 
rately priced.  And  many  plain  colored 

marquisettes  are  shown  which  have  in- 
finite possibilities  for  the  drapery  de- 

partment. Prices  on  curtain  scrims, 
which  formerly  ranged  from  32%  cents 
upwards,  now  begin  at  12% cents,  and 
are  practically  guaranteed  to  stand 

throughout  the  next  six  months.  Cre- 
tonnes which  formerly  were  quoted  at 

47%  cents  are  now  32  cents,  and  Terry 
cloth  draperies  in  lovely  new  colorings 
have  dropped  from  $2.70  down  to  $1.10. 

Fringes,  tapestry  gimps  and  galloons 
are  also  approximately  one-third  cheaper 
than  in  1920,  and  ball  fringes  in  differ- 

ent sizes  and  colors  also  show  a  marked 
decline.  Rope  portieres,  which  have  a 
decided  vogue  in  smaller  towns  and  have 
been  practically  out  of  sight  in  price, 
are  now  obtainable,  almost  at  former 

i-ates,  in  a  large  assortment  of  colors. 
With  Summer  only  a  short  way  off,  it 

is  not  too  early  to  consider  the  purchase 
of  verandah  blinds  or  slat  shades. 
These  come  in  many  different  colorings 
and  are  well  finished  in  every  particular. 
For  the  Summer  cottage  or  city  balcony 
these  cool  and  decorative  blinds  should 
have  a  wide  appeal. 

The  average  retailer  is  perhaps  un- 
aware of  the  fact  that  in  spite  of  the 

widespread  impression  that  almost  every 
Canadian  manufacturer  has  either  closed 

down  or  has  materially  reduced  his  pro- 
duction, there  are  a  number  of  the  lat- 

ter who  have  kept  running  in  the  face 
of  prevailing  adverse  conditions,  and 
who  have  built  up  a  large  reserve  stock 
of  goods,  which  they  are  now  prepared 
to  offer  to  the  trade  at  prices  varying 
from  25  to  40  per  cent,  lower  than  those 
quoted  last  year.  Drastic  cuts  have  gone 
into  force  since  December  last,  and  in 

most  cases  the  new  rates  are  to  be  up- 
held until  Midsummer.  The  recent  cuts 

are  not  likely  to  disturb  the  trade  in  any 
way  and  no  further  drop  is  anticipated, 
as  the  manufacturer  has  abided  by  the 

policy  of  taking  his  loss  at  once. 
Window   Shades 

In  discussing  the*  present  situation  in 
the  window  shade  trade,  Dry  Goods  Re- 
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An  U prto-date  Department 

A  splendid  view  of  the  Hamilton  Company's   housefurnishing    department.     Montreal,     showing    the     effective 
display  of  floor  coverings,  including  a  complete  range  of  rugs  in   all  sizes. 

view  is  informed  that  this  class  of  goods 
has  also  undergone  the  same  deflation 
as  regards  prices.  One  Montreal  manu- 

facturer stated  that  he  considered  that 
the  average  retailer  did  not  understand 
the  possibilities  latent  in  a  stock  of 
window  shades  and  he  instanced  the  fact 

that  the  trimmed  shade  is  far  more  pro- 
fitable to  the  retailer,  more  decorative 

as  a  display  feature,  and  more  suitable 
for  use  with  the  prevailing  style  of  fur- 

nishings in  vogue  in  better  class  homes. 
It  is  up  to  the  retailer  to  push  trimmed 
blinds,  he  said,  and  to  make  an  effort 
to  match  the  blinds  with  curtains  or 

draperies,  thereby  making  a  double  sale. 
To  retail  window  shades  successfully,  a 
display  of  at  least  ten  or  a  dozen  sam- 

ples should  be  prominently  featured  on 
racks  which  will  permit  the  shades  to  be 
pulled  up  or  down  as  required.  The 
common  custom  of  keeping  the  shades 
hidden  away  down  underneath  the  coun- 

ter or  in  a  store  room  is  absolutely  fatal 
to  the  establishment  of  a  successful 
trade.  Even  the  small  store  can  feature 
a  single  display  of  a  mock  window,  fitted 
with  shade,  net  or  lace  curtains  ana  suit- 

able over-drapery  and  this  idea  if  car- 
ried out  with  care  and  an  eye  to  details 

should  sell  the  goods  better  than  any 
amount      of      salesmanship.        Retailers, 

moreover,  seem  to  be  afraid  of  attempt- 
ing to  handle  any  special  orders  for  their 

customers,  which,  after  all,  is  a  simple 
matter  nowadays.  If  the  goods  ordered 

are  by  any  chance  carried  in  the  regular 
stock  of  the  manufacturer,  they  will  be 
shipped  the  same  day  that  the  order  is 
received,  and,  in  the  case  of  something 
special,  care  is  taken  to  ensure  shipment 
with  the  least  possible  delay.  The  cul- 

tivation of  special  orders  would  be  pro- 
fitable for  most  retailers  who  handle  win- 

dow shades  as  well  as  the  stocking  of 
more  varieties  in  both  water  colors  and 

oil  colors.  With  a  range  of  at  least  five 

grades  and  numberless  colorings  to  se- 
lect from,  there  is  no  reason  why  the 

coming  Spring  season  should  find  the 
retailer  unprepared  for  the  army  of 
householders  who  desire  new  shades. 

With  regard  to  window  shade  pulls 
and  tassels,  it  should  be  borne  in  mind 
that  the  manufacturers  carry  a  range  of 
at  least  twenty  different  styles  and 
prices  on  these  lines  varying  from  the 

cheapest  metal  rings  to  the  finest  cover- 
ed ring-tassels,  costing  about  $1.50  a 

dozen.  Care »  should  also  be  exercised 
by  the  retailer  to  see  that  his  customer 
secures  the  proper  pull  for  the  shades 
selected,    and    these    should    be    attached 

by  the  retailer  and  not  sent  separately, 
as    often    happens. 

Western  Canada,  according  to  this 
maker,  prefers  the  plainer  shades, 
while  the  East  shows  a  liking  for  trim- 

med styles.  Heavy  lace  edges  seem  to 
go  best  in  Quebec  and  Ontario,  while 
insertions  of  conservative  design  are; 
favored  by  the  Maritime  Provinces.  The 
frequent  assertion  made  by  travellers 
from  these  different  sections  that  their 

customers  will  not  look  at  anything  dif- 
ferent is  considered  a  mistake,  and  re- 
tailers are  urged  to  adopt  a  different 

attitude  and  try  to  awaken  an  interest 
in  something  out  of  the  stereotyped  line 

of  goods. 

RUG    SALE   AT   ALTMAN'S 
B.  Altman  &  Co.  opened  the  new  year 

with  a  gigantic  Oriental  rug  sale,  prep- 
arations for  which  have  been  "in  the 

making"  for  many  months.  In  this  sale, 
which  lasted  throughout  January,  prac- 

tically every  Oriental  rug  in  their  stock, 
which  is  probably  the  largest  in  the 
United  States,  was  included.  The  price 

reductions  figure  up 'to  50  per  cent,  on 
the  values  at  which  the  goods  have  been 
held  in  stock. 
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Increase  Your  Sales 

Your  Shade  Department  sales  can  be  increased  by  carrying 

one  or  two  attractive  patterns  of  Lace  Trimmed  Shades.  This 

illustrated  shade  can  be  made  up  with  the  insertion  alone  or  with 

the  lace  alone  and  stock  sufficient  for  all  purposes  need  not  be 

very  large.  A  few  dozen  37"  and  an  assortment  of  other  widths 
is  sufficient,  made  in  white,  cream  or  green.  The  windows  of  a 

house  are  the  most  attractive  parts  from  the  Street,  and  a  well- 
trimmed  window  shade  is  an  ornament  as  well  as  being  useful. 

We  also  make  Tapestry  Covering,  "Sleepwell"  Comforters 
and  Pillows,  Drapery  Brass  Goods,  Novelty  Curtains  and  all 

classes  of  Drapery  Fabrics. 

GEO.  H.  HEES,  SON  &  CO.  Limited 
TORONTO  and  MONTREAL 
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Handkerchiefs 
A  wealth  of  variety  in  new- 

effects,  and  the  matchless  values 

we  are  offering,  assure  us  unusu- 
ally good  business  in  this  Dept. 

SPECIAL  ASSORTMENTS  AT 
SPECIAL  PRICES 

These  special  assortments  are 
well  adapted  for  Merchants  who 
hox  their  own  Handkerchiefs.  We 

supply  attractive  boxes  at  mini- 
mum cost.  Box  your  own  Hand- 

kerchiefs, and  reap  the  reward  in 

BETTER  BUSINESS  AND 
BETTER  PROFITS 

CURTAINS  AND  DRAPERY 
MATERIALS 

Now  showing  for  present  deliv- 
ery, very  complete  assortments  of 

Curtain  Nets,  Cretonnes,  Scrims, 
Lace  Curtains,  Swiss  Curtains, 
Point  Arabian  Curtains,  and 
Windsor  Scrim  and  Marquisette 
Curtains. 

To-day's  new  'prices  are  moving 
goods  rapidly — many  lines  are 
priced  considerably  below  replace- 

ment values. 

t 

Prime  &  Rankin,  Limited 
22  Warser  Gate 

Nottingham,  England 

74  York  St. 
Toronto 

0 
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PRODUCTS 

Manufacturers  of 
Window  Shades  and  Shade  Cloth 

Novelty  Curtains  and  Piece  Goods 
Cretonnes  and  Tapestries 

Drapery  Materials  and  Portieres 
Table  and  Couch  Covers 

Importers  and  Wholesale  Suppliers  of: 
Nottingham  Curtain  Nets  and  Lace  Curtains 
Upholstery  Fabrics,  Velours,  Casement 

Cloths,  etc. 
Upholstery  Hardware  and  Brass 
Goods 

Carpet  Sweepers,  Hammocks,  etc. 

DALY  &  MORIN,  limited 
HEAD  OFFICE  AND  FACTORIES  :        LACHINE,     P.Q. 

PERMANENT    SALESROOMS  in  Vancouver,  Winnipeg,  Montreal,  Quebec  and  Halifax 
Also  Travelling  Representatives  in  all  Provinces 
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A  BILTMORE  CREATION 

Biltmore   Curtains 
Mean 

More  Sales 
The  practical  woman  demands  quality  which 
make-  the  Biltmore  Curtains  stand  out  more 
prominently  than  ever.  If  (here  is  one  thing 
i hat  stands  out  more  prominently  than  their 

quality,  it  is  their  excellent  values. 

We  invite  all  Curtain  Buyers*  inspection  of  our 
line  and  sincerely  believe  they  also  will  be  con- 

vinced that 

BILTMORE  CURTAINS  ARE  THE  ONES 
TO  BUY  THIS  SPRING 

If  this  sounds  a  trifle  exaggerated  to  you,  look- 
over  our  line  and  see  for  yourself  whether  or 
not  we  are  delivering  the  goods. 

Tt  won't  take  you  long  to  make  up  your  mind 
that  ours  is  the  best  line. 

BILTMORE  CURTAIN  CO. 
LIMITED 

332  Craig  St.  West        -        MONTREAL 
Western  Representative  : 

I.  M.  OSLER,  606  Builders  Exchange    Winnipeg,  Man. 

Pattern  410     24  in.  and  36  in.  in  Stock 

COTT-A-LAP  RUG  BORDERS,  SURROUNDS  and  FLOOR  COVERINGS 

Latest  patterns  in  stock,  24-in.,  36-in.,  and  72-in.  wide,  for  Immediate  Delivery. 

Our  Salesmen   are  showing    samples    of    Cott-a-lap    products    which    are    growing  in   popularity- 
Lies  flat  and   requires   no  tacks. 

Inquiries  solicited  and  samples  cheerfully  submitted. 

SOLE  CANADIAN  AGENTS 

GREENSHIELDS    LIMITED 
Wholesale  Distributors  of  Carpets  and  Draperies 

MONTREAL 
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Brighten  Up  Your 
Drapery  Department! 

Choose  from  our— 

Nottingham  Curtains 
Shadow  Cloths 
Aurora  Casement  Cloths 

Mercerized  Poplins 
White  and  Ecru  Madras 

Novelty  Curtains 
Muslins 

Bungalow  Nets 
Self  Color  Madras 
Mixed  Color  Madras 

and  Tapestries 

N, 
ew 

Spring 
JVIercha  n  dise 

The  retailer's  best  salesman  is  an 
adequate    display   of    Merchandise. 

Business  will  be  as  good  as  you 
make  it,  as  your  Customers  will  buy 
if  they  see  what  they  want.  Hold 
the  Drapery  business  "in  town"  this 
season,  and  you  will  hold  lots  of 
other  sales  also. 

Let  us  supply  the  lines  which  will 
compel  attention.  Our  range  is  so 
wide  and  varied  we  can  assist  you  to 
meet  every  requirement.  Our  prices 
are  right. 

John    King    &    Sons    Scotch    Hollands 

White.    Cream    and    Ivy.     All    widths,    30"    to    60". 
In    stock. 

Agents  for:  Wm.  Strang  &  Son,  Glasgow,  Scotland; 

Hood,  Morton  &  Co..  Newmilns,  Scotland;  Stirling. 
Auld    &    Co.,    Darvel,    Scotland. 

Representatives:  R.  F.  Hick,  J.  G.  Donald.  Wm. 

Sneddon    (W.   G.   McJannett.  Manager). 

J.  B.  Henderson  &  Company LIMITED 

KST\KLISHED  }0  YEARS 

80  Bay  Street Toronto 

"1921  will  Reward  the  Fighters" 

British  Made 
Goods 

Plorrockses,  Crewdson  &  Co.,  Limited. 
Cotton  Manufacturers,  Manchester, 
England. 

Jaffe  Bros.,  Limited,  Linen  Manufac- 
turers, Belfast,  Ireland. 

Miller  &  Porteous,  Limited,  "Skeldon" 
Blanket  Manufacturers,  Ayr,  Scot- land. 

Newman,  Smith  &  Newman,  Limited, 
Draperies,  Comforters,  etc.,  London, 
England. 

WE  CAN  GIVE  IMMEDIATE  DELIVERY 
FROM  STOCK  OF 

BRITISH  PRINTED  VOILES 

in    attractive   colours   and    designs,   40" wide  at  90c  and  $1.25  per  yard. 

HORROCKSES  DIAPHELENE 
(The  Cotton  that  looks  like  Silk) 

Colours — Cream,  Pink,  Flesh,  Sky, 
I 'ale  Blue,  Maize,  Light  Heliotrope  and 
White,  42"  wide,  at  65c  per  yard. 

FOR  DELIVERY  IN  MARCH 

REVISED  PRICES  THROUGHOUT 
ON  ALL  MERCHANDISE 

Cottons, 
Sheetings, 

Flannelettes, 

Down    Quilts, 
Cretonnes, 

Comforters. 

Fine   Nets, 

Casement  Cloths. Blankets, 

Rugs, 

Fancy    Linens, 

Apron    Cloths, 

Handkerchiefs, 
Table  Cloths, 
Table    Napkins, 
Bath  Towels, 

Linen  Huck, Towels, 

etc.,  etc. 

Prices  quoted  for  import  or  F.O.B.  Montreal 

If   not  on   mailing  list,   please   write 

CANADIAN  REPRESENTATIVE 

JOHN  E.  RITCHIE 
Dry   Goods  Commission   Agent 

591    St.   Catharine   St.   W. 
Montreal,   Que. 

64   Wellington   St.   W. 
Toronto. 

BRANCHES: 
815   Pender  St.    W. 

Vancouver.  B.C. 

29    Minshull    St..    Manchester.    Eng. 
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Between  Seasons  in  Paris 
Dark  Frocks  Are  Donned  in  Paris,  Vivid  Hues  and  White  Serge  Accompany  Milady  to  Cannes. 

and  the  Riviera,  While  Furs  and  Sports  Toggery  Are  Fashioned  For  Those  Who 
Turn  North  to  the  Alps  Rather  Than  South  to  Nice. 

Trcoislated  from  Femina 

JUST  now,  smart  Parisiennes  are  not 

ordering:  much  in  the  way  of 
clothes,  both  because  of  economy 

and  because  it  is  the  ebb  of  the  season. 

Evening  gowns  are  worth  a  small  for- 

tune nowadays,  and  so  "les  Parisiennes 
elegantes"  are  exhuming  from  their 
wardrobes  and  attics  garments  which 

have  slept  undisturbed  for  years  per- 
haps, and  from  the  embroideries,  laces 

or  furs  taken  therefrom,  are  evolving 

mid-season  creations  of  exceptional 
charm. 

For  dinners  or  private  receptions  it  is 
considered  correct  to  dress  as  elaborately 
as  of  yore,  but  it  must  be  confessed  that 
Parisiennes  are  dressing  far  less 
gorgeously  for  the  theatre  than  they 
used  to,  and  often  a  simple  chemise 
blouse  of  one  of  the  lovely  embroidered 
fabrics,  without  sleeves  and  designed 
with  a  low  cut  neck  line  is  noted.  Or 
la  Parisienne  may  wear  one  of  those 
draped  velvet  or  satin  frocks  which  are 
unadorned  except  for  the  jewelled  band- 

ing or  beaded  festoon  which  all  the 
world  affects  just  now.  Voila,  what  the 
smart  woman   of  Paris   is  wearing. 

Furthermore,  it  is  nowadays  the  fash- 
ion for  madame  to  keep  her  fur  wrap 

about  her,  whether  she  is  seated  in  a 
box  or  in  the  orchestra  stalls,  and  this 
little  device  permits  her  to  wear,  under- 

neath, that  little  frock  which  she  is  so 
tired  of  appearing  in  for  the  nth  time  in 
public.  With  the  cost  of  living  where 
it  is  at  present,  all  Paris  is  economizing, 
but  one  must  use  one's  imagination  in 
order  to  achieve  a  little  variety  in  the 
daily  toilette. 

It  is  not  eon->i;ored  a  faux  pas  to 
transform  one's  cast  off  clothing  into 
something  more  up-to-date  and  "trans- 

formation robes,"  as  they  are  known, 
are  quite  accepted  in  the  smart  ward- 

robe. Just  now  it  is  the  month  when 
everyone  is  thinking  of  locking  her 
trunks  and  setting  forth  for  Cannes, 
Nice  or  Monte  Carlo,  in  search  of  the 
sunshine  which  has  fled  from  Paris.  Nat- 

urally, the  frocks  which  are  being  packed 
for  this  delightful  journey  are  not  the 
long  and  clinging  garments  which  have 
been  so  greatly  worn  this  winter,  but 
rather  jaunty  tailor-mades  of  white 
serge,  gray  velours,  or  checked  woollens, 
made  with  rather  short  straight  skirts. 
But  outside  of  the  tailored  costumes, 
skirts  are  showing  more  length  and  some 
are  widening  as  well.  Little  by  little 
our  eyes  are  becoming  accustomed  to 
this  new  silhouette  and  we  can  find  it  in 
our  hearts  even  to  discard  our  last  year 

A  Lucile  Creation 
Superb  frock  of  peach  colored  taffeta,  ele- 

gantly trimmed  and  embroidered  in  the  true 
Lucile  fashion — flowers  in  pastel  tints  and 
a  lace  pettiskirt  being  characteristic 
touches. 

dresses  which  were  so  absurdly  short 
and  looked  like  sub-deb.  apparel.  Cer- 

tain skirts,  which  are  quite  a  little  ful- 
ler and  longer,  which  were  recently  of- 

fered tentatively  by  the  couturieres  as  a 
fantasy  almost,  have  an  unexpected  suc- 

cess, much  more  than  was  hoped  for, 
and  those  women  who  affect  the  most 
extreme  ideas  in  fashions  have  decided 
that  there  is  nothing  long  enough  for 
them  this  season,  whereas  last  spring 
there  was  nothing  short  enough.  And 
so  it  goes. 

Is  it  as  a  sort  of  compromise  between 
the  devotees  of  short  and  long  skirts 
that  certain  models  show  an  irregular 
length  ?     Who  has  not  noticed  the  sud- 

den popularity  of  a  certain  type  of 
frock,  which  is  rather  short  at  the  sides, 
but  longer  in  front  and  behind  in  such 
a  way  as  to  show  the  lining  of  the 

skirt.  One  such,  of  black  tp.ffeta,  em- 
broidered in  mother  of  pearl,  is  worn 

by  Mile.  Berthe  Bovy  at  the  Theatre 
Francais  and  is  strikingly  new.  Cer- 

tainly this  irregular  effect  which  is  so 
striking  in  the  wider  skirt  models,  seems 
more  natural  when  adapted  to  the  long 
waisted  slips  which  are  all  the  rage 

just  now. 
Irregular  Lines  in  Vogue 

As  a  matter  of  fact,  present  day  styles 
are  all  showing  this  note  of  irregularity,, 
especially  the  curve  of  the  lower  hem,, 
the  drapery  at  the  hips,  the  line  of  the 
tunic  peplum,  the  placing  of  the  belt 
even,  which  is  usually  higher  in  front 
than  behind  or  vice  versa,  besides  the 
sleeves  which  are  often  of  different 

lengths,  one  being  quite  short  while  the 
other  reaches  the  wrist.  This  fantastic 
notion  reminds  one  of  two  distinct  gowns 

pieced  together  to  make  one,  and  how- 
ever amusing  it  may  be,  one  would  nat- 

urally prefer  a  gown  characterized  by 
an  effect  of  unity  and  simplicity.  We 
are  apt  to  abuse,  methinks,  our  use  of 
those  floating  ends  of  material  which 
hang  below  the  skirt  hem  or  are  mounted 
rather  aimlessly  upon  the  waist,  in  a 
manner  reminiscent  of  tatters  and  rags. 

These  points  or  ends  of  material  in  vary- 
ing lengths  have  already  been  noted, 

especially  when  they  are  made  of  a 
large  square  of  fabric,  caught  here  and 
there  to  the  foundation,  the  ends  hang- 

ing down  like  floating  handkerchiefs. 
These  loose  ends  may  also  be  found 
draped  over  the  bodice  and  caught  by 

a  chain  of  beads  about  the  wearer's 
neck.  These  odd  points  are  even  used 
to  create  entire  sleeves,  which,  however, 
only  half  cover  the  arm  but  are  caught 
to  the  wrist  in  a  snug  fitting  bracelet. 
The  slit  sleeve,  either  lengthways,  or 
across  or  slantingwise,  which  allows,  a 

tiny  glimpse  of  the  wearer's  arm  either above  or  below  the  elbow  is  noticed  in 
one  form  or  another  on  almost  every 
dress  this  season. 

The  corsage  also  features  this  unex- 
pected touch  and  often  seem  as  though 

they  had  been  slit  by  a  pair  of  scissors 
in  such  a  way  as  to  afford  a  glimpse  of 
a  throat  or  the  back,  as  though  the 
dressmaker  found  the  model  with  its 

high  choker  collar  reaching  to  the  ears 
and  sleeves  reaching  to  the  fingers  a 
little  austere  in  effect.  And  presto!  she 
cuts  a  slash  here  or  there  and  binds  it 
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with  a  narrow  bias  banding  or  a  picot 
edge,  and  behold,  a  frock  of  the  most 
original  charm,  which  may  afford  a 

glimpse  of  satiny  skin  or  merely  a  lin- 
ing of  another  color. 

For  Mountain  Peaks 

But  besides  the  season  in  the  south, 
there  is  also  our  winter  sports  season 
when  the  silvery  slopes  of  the  Pyrenees 
and  the  Alps  lure  countless  devotees  of 
the  ski  and  the  bobsleigh  to  revel  in 
their  delights.  And  so  for  them  the 
shops  are  showing  wonderful  scarves  of 
Kashavella,  huge  shawls  of  Gaurisankar, 
a  woollen  fabric  as  soft  as  silk  and  warm 

as  fur  which  are  to  be  worn  especially 
with  frocks  of  Buracotta  or  wraps  of 
Velursine.  Among  the  novelties  of  the 
season  in  this  type  of  accessory  should 
be  mentioned  the  new  fabrics  resembling 
Oriental  carpet,  which  I  personally  do 
not  much  care  for  nor  consider  to  be 
suitable  to  the  feminine  toilette.  Be- 

sides, there  are  several  new  materials 
adapted  from  the  fabrics  of  North 
African  tribes,  which  make  original 
trimming  if  nothing  else. 

Grey 

For  miladi  who  travels  to  the  Midi, 
the  new  soft,  fur  finished  fabrics  will 
take  the  place  of  heavier  furs,  and  one 
of  the  smartest  of  the  season's  models 
is  a  large  cape  of  heavy  satin  lined 
throughout  with  this  heavy  Agnella  as 
it  is  called,  which  comes  in  gray,  af- 

fording a  striking  contrast  to  a  black 
outer  material.  The  all  gray  outfit  is, 
however,  the  smartest  and  is  particu- 

larly lovely,  especially  when  costume, 
toque,  stockings,  shoes  and  handbag  are 
all  of  one  tone  of  soft  gray.  Even  in 
the  evening  this  fad  for  neutral  color 
is  carried  out  in  velvet  or  crepe  Marie- 
Louise,  trimmed  with  beading  or  steel 
cabochons,  the  latter  being  especially 
well  liked. 

Among  other  colors  which  are  enjoy- 
ing the  preference  of  the  moment  should 

be  mentioned  all  the  red*  shades,  espe- cially Etruscan  red,  which  has  a  golden 
tone,  and  the  brick  shades  which  are  so 
cleverly  combined  with  black  in  one 
atelier  in  the  Place  Vendome  as  well  as 
with  chestnut  in  a  certain  other  show- 

room in  the  Champs  Elysees.  There  are 
certain  garnet  reds  which  we  should 
have  declared  to  be  hideous  a  year  ago, 
and  other  rose  reds  like  reflections  of 
a  sunrise,  which  are  lovely  beyond 
words.  But  such  colors  as  these  should 
be  used  with  moderation.  Black  and 
white  still  remain  the  most  popular 
tones,  for  all  that  we  may  chatter  of 

reds  and  jades'. 
The  Vogue  of  the  Shawl 

Are  we  to  witness  a  revival  of  the 
shawls  of  our  grandmothers?  The 
manufacturers  of  fabrics  talk  of  noth- 

ing else,  it  seems,  and  are  offering  us 
plain  colored  cashmeres  in  warm  tones 
for  wear  in  the  sunny  climes  of  the 
Riviera.     The  shawl,  at  any  rate,  seems 

A  Grey  Top  Coat 
A  smart  long  coat  wrap  for  Spring  designed 
on  the  approved  slender  lines  and  grace- 

fully belted,  pocketed  and  collared — De- 
signed   for   Dry   Goods    Review. 

to  have  inspired  some  of  the  capes  of 
the  season,  for  at  the  theatre,  both  on 
the  stage  and  in  the  audience,  one  often 
sees  large,  voluminous  cape  wraps 
smoothly  draped  about  the  shoulders 
and  body  and  simply  trimmed  with  a 

banding  of  triple  ribbon  border  outlin- 
ing the  lower  edge.  These  capes  are 

generally  a  little  shorter  than  the  frocks 
over  which  they  are  worn.  In  any  case, 
the  wrap  which  is  decidedly  shorter  than 
its  frock  is  by  no  means  rare  nowadays. 
When  both  wrap  and  gown  are  the  same 
length  the  effect  decidedly  enhances  the 
silhouette,  but  when  they  are  of  differ- 

ent lengths,  the  thought  is  apt  to  enter 
one's  mind  that  the  skirt  has  been 

lengthened  according  to  fashion's  decree 
while  the  wrap  (being  of  last  year's 
vintage)  permits  a  good  deal  of  it  to 
be  visible. 

Embroidery  has  been  somewhat  neg- 
lected of  late  upon  heavy  Winter  coats 

on  account  of  the  popularity  of  wide  fur 
bandings,    but    now    it    reappears    upon 

Spring  models,  more  particularly  upon 
the  coat-frocks  and  redingotes  which  are 
distinctly  the  mode  in  the  Midi  at  pres- 

ent. Supple,  medium  weight  cloths  are 
preferred  for  semi-tailored  costumes, 
embroidery  and  braidings  being  the 
most  favored  trimming.  It  is  really  a 
miracle  that  embroidery  has  continued 
to  be  popular  for  so  long,  but  it  is 
probably  due  to  the  fact  that  it  comes 
out  in  a  new  guise  every  season  and 
captivates  feminine  hearts  anew.  Just 
now  the  super  heavy,  vividly  colored  em- 

broidery is  out  of  favor,  but  those  geo- 
metrically designed  motifs  inspired  by 

Roumanian  craft  work,  and  designs 
which  imitate  braidings  or  ribbon  work, 
or  the  flower  or  animal  motif  applica- 

tions beloved  of  the  Russian  peasant, 
are  frequently  seen  and  promise  a  wide 
vogue. 

On  certain  crepes  and  silk  cashmeres, 
large  round  or  square  motifs  are  being 
used,  worked  at  intervals  all  over  the 
fabric  and  also  bandings  made  of  coarse 
stitchery  or  enormous  chain-stitching 
done  very  closely,  giving  the  effect  of 
wide  satin  ribbon  trimming. 

Dark  Shades  in  Paris 

In  Paris,  all  smart  women  continue  to 
wear  dark  gowns.  Never  have  so  many 
tailored  frocks  and  dark  colored  wraps 
been  seen  before.  Some  of  the  latter 
are  lightened  by  the  use  of  gray  fur.  or 
a  vivid  embroidery  but  the  greater  num- 

ber remain  absolutely  untrimmed.  Un- 

der the  sunny  skies  of  the  Cote  d'Azur 
such  sombre  garments  have  a  decidedly 
dreary  appearance,  and  so,  when  we 
leave  for  Cannes,  we  must  not  forget 
to  include  a  coat  and  skirt  of  white 
serge,  some  frocks  of  cashmere  fabric 
in  a  warm  color  and  plenty  of  warm 
sweaters  in  the  brightest  tones  possible. 

In  the  Midi,  one's  fur  wrap  is  useless, 
being  too  heavy  and  cumbersome,  and 
for  slipping  over  the  afternoon  frock 
one  must  have  one  of  those  amusing 
little  cape  wraps  like  shawls,  mentioned 
above,  made  of  satin  lined  with  woollen 
material,  to  be  in  the  forefront  of 
fashion.  Black  may  be  used  for  the 
outer  part,  but  the  lining  must  be  a 
decided   contrast. 

Eric  W.  Gibberd,  advertising 
manager  of  R.  H.  &  J.  Dowler, 
Ltd.,  with  stores  in  London,  St. 
Thomas,  Windsor  and  Sarnia,  in 
his  second  article,  written  es- 

pecially for  Dry  Goods  Review 
on  advertising  points  to  four  car- 

dinal points  always  to  be  borne  in 
mind  by  the  writer  of  advertise- 
ments.    They  are:  — 

1.  Its  appearance  must  attract 
attention. 

2.  Its  copy  and  "story"  must  get 
and  maintain  the  reader's  interest. 

3.  Its  argument  must  create  de- 
sire of  ownership. 

U-  And  either  its  price  or  time- 
liness must  stimulate  action. 
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Navy  for  Street— Tweed  for  Sports 
Coats  Are  Known  by  Their  Sleeves     Closely   Fitted  Lines  Strictly  Observed  and  Various 

Lengths  Are  Permitted — Shoulder  and  Armhole  Perfectly  Kitted — Much  Leniency 
Permitted  in  Choice  of  Suit  Styles — Cape  Effects  Very  Smart. 

SUIT-MAKERS  have  had  their  trou- 
bles ever  since  the  one-piece  dress 

arrived  and  entrenched  itself,  and 
these  troubles  have  been  the  cause  of 

heroic  efforts  on  the  part  of  the  manufac- 
turers to  stimulate  renewed  interest  by 

the  attractive  novelties  featured.  For 

the  coming  Spring  the  line-up  of  models 
is  by  far  the  most  attractive  seen  in 
years  and  reflects  that  minute  attention 
to  fine  workmanship  which  is  so  marked 
a  feature  of  the  dress  industry. 

Fine  navy  blue  tricotine  is  still  ahead 
of  other  fabrics  in  popularity  for  the 

dressy  and  semi-dressy  street  suit,  while 
rough  Canadian  homespun  or  Irish  tweed 
makes  up  best  in  the  strictly  tailored, 
mannish  styles.  A  marked  demand  for 
reindeer,  beaver  or  sand  shades  is  also 

recorded  by  the  makers  just  now,  as  be- 
ing more  appropriate  for  the  warmer 

months,  but  navy  is  by  all  odds  the 

"best  seller."  The  majority  of  the  better 
class  suits  do  not  show  any  over-elab- 

oration, but  are  modelled  upon  the  most 
conservative  and  simple  lines.  The  box 
coat  in  short  hip  length  fastening  with 
one  or  perhaps  two  large  bone  buttons 
in  front,  and  with  a  neat  Peter  Pan  collar 
finished  with  a  silk  cord  or  very  narrow 
ties  of  the  tricotine  is  the  leader  for 
misses.  The  coat  may  be  slashed  up  on 
each  under-arm  seam  and  laced  up  with 
cord  or  bound  with  black  silk  braid.  It 

may  be  lightly  embroidered  in  fine  de- 
signs or  beaded  in  combination  with  a 

touch  of  metallic  thread,  but  generally 
in  the  more  expensive  lines,  the  un- 
trimmed  effects  are  most  called  for. 

Sleeves  are  an  important  feature  of 
the  Spring  suit,  and  may  be  long  and 
very  close  fitting  for  the  tailored  model 
or  three-quarter  length  and  flaring  in 
more  elaborate  designs.  The  shoulder 
and  armhole  must  be  perfectly  smooth 
and  fitted  snugly  to  the  figure  without  a 
trace  of  fullness.  Fancy  cuffs  are  used 
on  the  shorter  sleeves,  especially  those 
which  are  designed  in  strap  effect  ex- 

tending several  inches,  or  turned  up  on 
the  outside  of  the  sleeve  to  form  a  con- 

trasting facing. 
The  skirts  of  the  new  suits  are  still 

cut  on  conservative  lines,  and  are  very 
little  wider  at  the  hem.  The  vogue  for 
belts  of  self  material  continues,  and 
small  slanting  slit  pockets  are  the  only 
feature  in  the  way  of  elaboration. 
Touches  of  braiding  may  of  course  be 

to  strengthen  the  relationship  be- 
tween coat  and  skirt,  but  the  preference 

with  smart  women  is  to  have  the  blouse 

express  the  note  of  color,  embroidery  or 
other  elaboration,  which  is  really  out  of 

in    heavier  material. 

Swagger  Check  Suit 
The  short  boxy  coats  are  particularly  smart 
when  materials  are  fancy.  This  jaunty 
trotteur  for  morning  wear  illustrates  a 
number  of  very  modish  features  in  its  neat 
high  collared  jacket  and  straight  short 
skirt. 

The  new  coats  show  a  leaning  toward? 
vests  of  one  kind  or  another  or  a  modi- 

fication of  the  tuxedo  collar,  widened  to 
resemble  a  vest  front. 

All   Styles   Are   Welcome 

Just  to  show  that  variety  is  the  spice 
of  life  in  style  development  as  well  as 
in  things  generally,  coat  designers  are 
showing  a  line-up  that  includes  the  loose 
and  flowing  cape,  the  semi-fitted  sports 
coat  in  short  length,  and  decidedly  dressy 
coats  which  follow  the  lines  of  the  figure 
quite  closely  and  are  often  elaborately 
trimmed.  The  designs  do  not  show  any 
startling   or  extreme   style   features,  al- 

though the  lines  being  brought  out  are 
sufficiently  different  from  those  in  vogue 
bst  Winter  to  make  them  decidedly  in- 

teresting. Full  length  coats  are  not  seen 
very  often  in  the  new  lines,  yet  at  the 
same  time  it  cannot  be  said  that  the 

Spring  garments  are  short.  The  popular 
length  shows  about  five  inches  of  the 
;  kirt  hem,  but  just  how  long  a  coat 
should  be  must  be  decided  by  the  height 
of  the  individual  by  whom  it  is  to  be 
worn.  To  describe  a  coat  length  as  48, 
50  or  52  inches  would  not  be  doing  justice 

to  the  subject.  A  few  inches  of  skirt 
should  be  visible — that  is  the  one  point 
that  seems  quite  definite. 

Vivid  Hues  Will   Flourish 

As  to  materials,  a  good  many  rather 
high  colors  will  be  featured  in  the  newest 
wraps,  but  navy  and  the  soft  sands  and 
grays  that  seem  to  belong  to  Spring  will 

be  as  popular  as  ever.  Bold,  striking- 
plaids  play  an  important  part  in  coats 
for  travel  and  motor  wear,  the  English 
mixtures  being  extremely  smart.  Dressy 
wraps  are  made  of  such  materials  as 
taffeta  and  other  heavy  silks,  and  one 
charming  model  made  of  faille  had  a 
rather  full  skirt  formed  of  panels  of  the 
silk  held  in  harem  style  at  the  hem.  The 
coat  was  lined  throughout  with  pale 

gray  crepe  de  Chine.  The  circular  ten- 
dency has  extended  somewhat  to  wraps 

as  well  as  to  other  lines  of  outer  apparel, 
a  good  many  circular  capes  being  seen. 
One  novelty  three-quarter  length  coat  re- 

cently displayed  had  plain  straight  front 
sections,  the  back  and  sides  below  the 
waist  line  consisting  of  two  deep  circular 
flounces  set  ofte  above  the  other.  The 
sleeves  were  finished  with  circular  cuffs 

and  the  coat  was  made  entirely  of  Amer- 
ican beauty  colored  velour.  Capes  have 

really  never  been  out  of  fashion  at  any 
time  since  they  were  introduced  many 
seasons  ago,  but  during  some  seasons 
their  vogue  is  more  noticeable  than  in 
others,  but  for  sports  wear  it  has  never 
been  excelled.  A  heavy  wool  jersey  cloth 
jacket  of  the  sleeveless  type  with  a  long 

circular  cape  of  the  same  fabric  was  no- 
ticed lately.  The  jacket  and  cape  were 

detachable  and  were  therefore  doubly 
useful  to  their  owner.  This  was  worn 
with  a  skirt  of  vividly  striped  wool  in  a 

harmonizing  color,  and  made  an  unusu- 

ally chic  outfit. 

Novelty  Wraps  Showing 

Some  of  the  novelty  wraps  brought  out 
feature  Balkan  lines,  that  is,  a  scant 
blouse  with  a  deep,  wide  belt,  the  back 
of  the  coat  being  a  circular  cape,  coming 
two  or  three  inches  below  the  waist  line 
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and  being  attached  to  the  sleeve  in  a  sort 
of  wing  fashion.  An  unusually  clever 
combination  dressy  and  practical  coat- 
wrap  introduced  by  a  Montreal  maker  is 

of  supple  navv  broadcloth,  designed  with 

a  very  loose  box-back  in  three-quarter 
length,  the  neck  finished  with  a  long 
scarf  with  heavily  tasselled  ends  of  the 

same  fabric,  which  could  be  twisted  round 

the  wearer's  throat  and  flung  over  the 
shoulder  or  allowed  to  hang  down  either 

side  in  stole  fashion.  Full-length  box 
plaits  pressed  flat  are  a  feature  of  the 

newest  polo  coats  of  sand  or  Pekin  blue, 

belted  and  pocketed  sensibly.  Beaver 

broadcloth  is  elaborately  embroidered  in 

heavy  black  designs  and  set  off  with  long- 
gold  bugle  beads.  These  will  be  worn 
over   Summer  dance   frocks   later  on. 

TO   VISIT   TORONTO 

Alfred  J.  Burrows,  Canadian  repre- 
sentative of  Dobsons  and  M.  Browne  & 

Co.,  Ltd.,  lace  curtain  manufacturers  of 

Nottingham,  England,  has  sailed  for 

Canada  and  importers  who  wish  to  get 

into  touch  with  him  may  send  their 

inquiries  to  Queen's  Hotel,  Toronto. 

Spring    Encourages    Novelty 
Dainty  Blouses  Show  Unusual  Treatment  of  Fabric  and  Trimming 

Satins,   (Georgettes   and  Organdies   Seen   in   Many 
Lovely  Colors — Skirts,  Too,  Are  Unusually 

Attractive     Big  Plaids  Are  Seen. 

THIS  season  sees  the  fashion  for elaborate  blouses  well  established, 
and  the  endeavor  at  present  is  to 

create  blouses  which  will  combine  satis- 
factorily with  the  quiet  tones  of  the  new 

suits,  yet  convey  that  subtle  air  of  indi- 
viduality and  unusual  style  which  is  ev- 

ery woman's  secret  ambition  to  possess. 
There  are  many  things  to  be  considered 
in  selecting  a  blouse  besides  novelty  and 
price — there  is  the  figure,  complexion  and 
occupation  of  the  wearer  to  take  into 
consideration  and  by  such  points  as  these 
is  the  success  or  failure  of  a  blouse 

purchase  reckoned. 
The  greatest  possible  latitude  is  per- 

missible in  the  designing  and  develop- 
ment of  blouses,  which  long  ago  ceased 

to  be  classed  as  "waists"  or  "shirt- 

waists." 
The  general  rule  for  Spring  is  hip 

length  or  thereabouts  as  to  length 
proper,  and  a  trifle  below  the  elbow  as 
regards  the  sleeves.  Even  in  the  more 
elaborate    blouses,    however,    some      full 

For  The 
Small  Hat 

A  new  Spring  veil, 
with  chenille  dot 
corner  designs  in 
black.  Shown  by 
Canada  Veiling  Co., Ltd. 

length  sleeves  appear.  Ultra  short 
sleeves  seem  tabooed  by  smart  women. 
The  neck  may  be  oval  or  V-shaped,  as 
well  as  high  in  the  tailored  models,  but 
the  low-cut  necks  are  usually  collarless. 

Many  of  the  new  blouses  have  elon- 
gated front  sections,  with  waist  length 

back.  One  blouse  of  this  type  recently 
seen  was  of  pale  gray  crepe  de  Chine, 
embroidered  in  dull  blue,  the  narrow  sash 
be't  attached  at  either  side  and  tied  at 
the  back  in  a  large  butterfly  bow  (the 
waist  finish  par  excellence  this  season). 

'  A  little  round  collar  of  gray  was  faced with  the  blue  to  show  a  piping. 

The  different  crepe  weaves  of  silk  are 
being  prominently  featured  lately  in 
smart  semi-tailored  lines,  with  the  new 
"shirt-bosom"  front,  often  fagoted  by 
hand  to  the  blouse  proper.  Such  colorful 
combinations  as  tomato  crepe  with  pearl 
gray,  or  henna  and  tangerine  are  becom- 

ing frequent  in  the  pre-Easter  displays of  smart  Montreal  shops. 

The  vogue  for  those  shades  varying 
from  palest  cream  down  through  cham- 

pagne, apricot,  cafe  au  lait,  ecru,  sand, 
beaver  and  the  pheasant  shades,  is  con- 

sidered smarter  than  the  ultra-vivid 
tones  and  many  wonderful  collections  of 
hand-made  importations  are  now  being 
got  ready  for  the  Spring  openings.  Love- 

ly filet  laces  are  profusely  used  to  edge 
the  flowing  tuxedo  collars  or  jabot 
fronts  of  the  more  tailored  types,  as  well 
as  to  lend  a  note  of  transparency  to  the 
heavier  crepes.  Drawn  work  was  never 
more  lovely  than  in  combination  with 
these  laces  and  seems  destined  to  pro- 

long its  popularity  throughout  the Summer. 

Many  delightful  new  tie  over  blouses 
aref  shown  in  pastel  shades,  trimmed 
with  bits  of  the  new  galloon  braid  or  em- 

broidery which  Paris  has  taken  up.  One 
such  model  of  peach  crepe  de  Chine  had 
a  flat  oblong  collar  of  this  unique  braid 
.embroidery,  together  with  a  wide  belt 
effect  of  the  same  and  touches  at  the 
cuffs.  A  pale  gray  georgette  model 
showed  another  variety  of  this  trim- 

ming, and  attracted  much  comment. 

In   White,  Vividly  Trimmed 

A  wonderful  creation  of  soft  white 
satin,  elaborately  trimmed  with  bead  and 
silk  embroidery  carried  out  in  vivid  red, 
was  seen  this  month.  It  was  one  of  the 

long  slip-over  models,  girdled  with  red 
beads,  and  had  long  tailored  sleeves  set 
into  a  dropped  armhole.  A  deep  yoke  of 
the  embroidery  finished  the  front  of  the 
blouse,  which  was  intended  for  wear  with 

Continued  on  page  157 
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Canadian  Makers  Offer  Splendid  Lines 
Spring  Offerings  of  Ready-to-Wear  Manufacturers  Show  Gratifying  Improvement  in  Many 

Wavs — Workmanship  of  the  Best  and  Styles  Appealing  in  Their  Suggestion  of 
Quaint  Directoire  Modes — Circular  Effects  Gain  Favor. 

LET  enthusiasts  rave  as  they
  will 

over  the  model  garments  imported 
from  abroad  or  even  from  New 

York,  the  fact  remains  that  the  Canadian 

er  has  surpassed  himself  this  sea- 
son and  at  least  one  house  may  lay 

claim  to  the  distinction  of  selling  its 

frocks,  manufactured  in  Montreal,  in  the 

United  States,  in  the  very  face  of  the 

competition  which  we  thought  well-nigh 

insuperable.  This  particular  collection 

which  is  just  ready  for  inspection  inter- 
prets the  prevailing  tendency  to  get. 

away  from  the  banal  and  commonplace 

and  "to  present  instead  those  demure  and 
stately  fashions  which  are  inspired  by 
the  historic  Directoire  period  from 

France  or  the  bouffant  fullness  of  1830. 

The  up-to-date  Canadian  designer  who 
caters  to  an  exclusive  trade,  is  as  fully 

sensible  of  the  requirements  of  the  Can- 
adian woman  as  is  the  buyer  who  selects 

the  models  on  their  behalf.  He  is  aware 

that  the  Canadian  woman  wants  the  ut- 
most in  smart  apparel,  yet  modified  in 

a  certain  indefinable  manner  to  conciliate 

the  opposing  exigencies  of  climate,  vari- 

ety of  occupation  and  inherent  conser- 
vatism which  are  unconsciously  ex- 

pressed by  the  women  of  Canada.  The 

designer  has  a  tremendous  responsibility 

upon  his  shoulders  and  the  success  of 
many  a  house  rests  upon  his  power  of 
creating  this  subtle  combination  essential 

to  the  smart  appearance  of  the  future 
wearers. 

The  collections  of  Spring  vintage 

shown  by  Canadian  houses  are  charac- 
terized by  one  common  bond — they  are 

one  and  all  made  up  from  the  finest 
fabrics  procurable,  whether  of  cloth  or 
silk,  and  are  incomparable  with  respect 
to  workmanship.  Gone  are  the  cheaply 
made  and  shoddy  products  of  war  time, 
made  to  satisfy  the  demand  for  anything 
at  any  price.  Shrewd  buying  and  the 
establishment  of  higher  ideals  in  the 
matter  of  production  have  resulted  in  a 
surprising  improvement  all  round,  both 
in  the  quality  of  the  fabrics  employed 
and  the  workmanship.  Never  before,  per- 

haps, has  a  manufacturer  been  able  to 
point  with  pride  to  the  models  in  his 
work  rooms  upon  which  may  be  found 
woven  in  the  selvage  of  the  material  the 
name  of  a  famous  silk  maker  with  his 
guarantee  or  the  hitherto  rare  all  silk 
bodice  lining  carefully  finished  as  though 
by  hand.  Yet  such  is  the  case  today  in 
the  line-up  of  models  for  Easter,  1921. 

Style  the  Vital  Point 

In  Canada,  as  in  the  United  States,  the 
comparative  quietude  existing  in  the 
ready-to-wear  trade  has  had  the  effect 
of  inducing  manufacturers  to  concentrate 

Graceful  Gown 
A  soft  pale  grey  crepe  de  chine  model  ex- 

ploiting the  side  surplice  effect  in  silver 
lace,  veiled  with   grey  chiffon. 

more  carefully  than  ever  upon  the  im- 
portant question  of  style  in  the  garments 

they  produced,  and  to  this  end  the  great 
Paris  dressmakers  have  evolved  a  per- 

ceptible yet  not  radical  change  in  their 
Spring  offerings  which,  it  is  anticipated, 
will  be  the  deciding  factor  in  influencing 
retailers  to  buy  goods.  Price,  of  course, 

is  uppermost  in  everyone's  mind,  but 
style  is  a  still  more  vital  consideration, 
especially  now  that  women  are  aware 
that  Paris  has  decreed  the  wide  revers 
and  cut-away  coats  with  long  tails  of  the 
Directoire  period,  or  the  quaint  puffed 
sleeves  and  oval  neck  line  of  the  Empire 

styles.  Millinery  designers  have  already 
seized  upon  the  characteristics  of  these 
periods  in  creating  the  Spring  hats,  and 
women  of  discriminating  tastes  will  nat- 

urally   endeavor    to    harmonize    costume 

and  hat  at  least,  and  may  even  go  so  far 
as  to  ask  for  the  accessories  such  as  were 
worn  by  Parisiennes  of  the  eighteenth 
century.  It  remains  to  be  seen  whether 
the  face  curls  and  the  Psyche  knot  style 
of  hair  dressing  will  follow  in  the  wake 
of  this  development  of  fashion. 

It  is  interesting  to  note  that  the  new 
lines  modelled  after  these  historic  periods 
have  a  common  inspiration  with  the  true 
Directoire  type  of  dress  in  that  the  latter 
were  introduced  as  a  measure  of  pre- 

caution during  the  French  Revolution, 

during  which  anyone  found  wearing  ex- 
travagant apparel  was  in  danger  of 

death.  Following  the  riotous  extrava- 
gance of  the  time  of  Louis  XVI,  natur- 

ally a  reaction  towards  simplicity  set  in, 

and  it  is  perhaps  due  to  an  over-indul- 
gence along  the  same  lines  in  the  past, 

which  has  led  modern  designers  to  shun 

anything  suggestive  of  ostentatious  dis- 
play and  to  adapt  the  Spring  styles  to 

the  spirit  of  the  times. 

Eighty  Per  Cent,  of  His  Orders 

But  to  return  to  the  question  of  Cana- 
dian made  clothes.  In  so  far  as  conditions 

in  the  garment  industry  in  Montreal  are 

concerned,  Dry  Goods  Review  was  in- 
formed by  a  leading  cloak  and  suit 

maker  that  fully  80  per  cent,  of  his 
Spring  orders  have  been  received  and  he 
is  working  full  time.  He  laid  stress  on 
the  importance  of  getting  all  orders  in 
early  this  season,  for  the  reason  that  the 
workers  will  not  work  overtime  later  on, 
and  therefore  the  manufacturer  would 
sooner  not  accept  delayed  orders  than 
promise  delivery  after  a  certain  date. 
Repeat  orders  are  even  now  beginning  to 
arrive,  and  taken  altogether,  it  is  already 
apparent  that  the  Spring  season  is  doing 
its  utmost  to  dissipate  the  feeling  of 
gloom  which  threatened  to  envelope  the 
ready-to-wear  world. 

The  general  tendency  to  improve  the 

standards  of  workmanship  in  women's 
garments  is  a  step  in  the  right  direction, 
and  marks  an  important  step  in  advance. 
French  clothes  have  excelled  for  so  many 

years  fully  as  much  by  reason  of  the 
artistic  designing  as  because  of  the  beau- 

tiful workmanship  that  goes  into  them. 
The  desire  to  rush  things  through  and 

get  the  job  done  quickly  must  be  throt- 
tled by  the  maker  who  wishes  to  make 

garments  that  are  not  only  good-looking 
at  a  distance  but  that  will  bear  close-up 
inspection,  and  that  will  look  as  well  at 
the  end  of  the  season  as  they  did  at  the 

beginning. 
The  Coat  Frock 

Getting  down  to  definite  details  re- 
garding   the    new    models    being    shown 
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this  month,  it  is  observed  that  dresses  of 

the  coat  type  are  among  the  smartest  of 
the  street  or  tailored  models  for  Spring, 

■employing  serge,  tricotine  or  taffeta. 
The  coat  dress  range  includes  garments 

having  long  coats  of  the  redingote  type, 
bolero  and  Eton  jacket  effects  and  basque 
frocks.  There  is  usually  a  vest  or 
vestee  in  contrasting  color,  emphasizing 
the  fact  that  the  dress  is  of  the  coat  type. 
Navy  blue,  black  or  the  new  beaver 
■brown  shades  are  being  offered  in  these 
street  models,  relieved  with  clever 
touches  of  vivid  color,  either  in  the  way 
of  a  narrow  embroidered  galloon  band- 

ing, embroidery  or  a  facing  of  some  dis- 
tinctly contrasting  tone.  The  color  note 

is  often  brought  out  by  the  sash  or  girdle 
alone,  and  as  the  prevailing  fad  is  to 
feature  a  wide  draped  girdle  placed  be- 

low the  normal  waistline,  infinite  possi- 
bilities are  available  in  the  way  of  color 

contrast.  The  combination  of  tangerine 
or  tomato  with  navy  blue  is  very  smart, 
and  to  be  really  up  to  date  this  Spring, 
either  of  these  insistent  shades  must 

"be  included  in  the  Easter  costume. 

Circular   Line  Noted 

The  circular  tendency  heralded  as  the 
striking  new  style  note  is  expressed  in 
various  ways.  There  is  the  conventional 
circular  skirt,  fitted  about  the  hips  and 
flaring  widely  at  the  hem,  but  this  is 
only  one  of  the  many  interpretations 
■of  the  mode.  Just  now,  the  fancy  is  for 
frilled  effects,  especially  in  taffetas,  and 
-quantities  of  narrow  ruffles  are  applied 
to  the  skirts  of  the  dressier  models, 
either  round  and  round,  slanting-wise,  or 
■anywhere  that  the  designer  sees  fit.  The 
quaintest  frock  of  this  style  noted  in 
the  workrooms  of  one  Montreal  maker 

•was  named  the  "Martha  Washington" 
and  boasted  nearly  a  dozen  narrow  rows 
of  frilled  taffeta  upon  its  full  skirt.  The 

"hem  of  this  model  was  finished  after 
the  fashion  in  France,  namely,  short 
at  the  sides  and  longer  at  the  back 
than  the  front,  permitting  a  glimpse  of 
the  under-facing  of  American  Beauty 
which  lined  the  lower  edge  for  consider- 

able depth.  Other  seductive  models  were 
also  seen  which  featured  this  idea,  not- 

ably those  in  Canton  crepe,  which  will 
undoubtedly  take  precedence  over  all 
other  fabrics  for  dressy  gowns.  Beaver 
brown  Canton  with  touches  of  tangerine 
was  indescribably  lovely  and  the  pre- 

vailing demand  for  the  all-grey  gown 
was  reflected  in  another  model,  embroid- 

ered heavily  in  self-colored  chenille. 

•Grey  was  also  combined  with  orange 
and  other  shades,  leaving  no  doubt  what- 

ever in  the  mind  of  the  investigator  as 
to  the  choice  of  colors  favored  by  Dame 
Fashion  this  season.  The  vogue  for 
taffeta  will  unquestionably  increase  to- 

wards Summer,  as  it  is  the  one  material 
which  requires  flare  for  best  effect.  The 
present  models  developed  of  this  fabric 
are  almost  universally  trimmed  with 
large  eyelet  embroidery,  used  in  pro- 

fusion all  over  the  tunic,  or  else  as  a 
banding  about  the  edges  of  sleeves,  neck, 
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hem,  etc.  An  all  black  model  was 
heavily  embroidered  in  this  cut  work, 
and  the  lower  edge  was  deeply  scal- 

loped to  show  the  merest  glimpse  of  a 

frothy  petticoat  of  white  net,  much  be- ribboned. 

Still  another  exquisite  frock  was  of 
black  taffeta,  with  a  full  overskirt,  hav- 

ing a  scalloped  edge  with  a  delicate 
oval  insert  of  fine  lace  in  each  scallop 
and  a  basque  waist  terminating  in  frilled 
scallops  with  lace  at  the  sleeves  and 
neck.  A  tight  underskirt  peeped  from 
beneath  the  tunic,  while  a  tiny  nosegay 
of  French  flowers  formed  the  offsetting 
note  of  color. 

Choice    Determines    Styles. 

In  cloth  dresses  the  three-quarter 
sleeve  is  preferred  in  very  smart  models, 
while  in  formal  silk  frocks  the  extreme- 

ly short  or  e^bow  length  is  much  liked. 
There  is  no  hard  and  fast  rule  about 
anything,  however,  and  what  one  type 
of  frock  requires  is  taboo  in  another. 
The  hall-marks  of  the  latest  models, 
however,  are  definitely  stamped  in  three 
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respects  at  least,  the  vogue  for  grey, 
the  cult  of  the  three-yard  wide  circular 
skirt  and  the  decree  that  Canton  crepe 
or  any  crepe  finished  silk  is  by  all  odds 
the  smartest  for  feminine  attire. 

Ruffled  Silk  Frock 
Quaintly  beruffled  spring  frock  of  navy 
blue  taffeta,  embroidered  with  steel  gray 
and  laced  with  gray  ribbons.  The  new  ir- 

regular hem  with  short  sides,  showing  a 
glimpse  of  contrasting  color,  is  a  novel  fea- 
ture. 
Shown  by  courtesy  of  the  S.  &  D.  Dress 
Company,    Montreal. 

SPRING  ENCOURAGES  NOVELTY 
Continued  From  Page   155. 

one  of  the  new  satin  skirts  in  combina- 
tion with  hosiery,  slippers  and  hat  of 

bright  red. 
Another  interesting  novelty  was  a  com- 

bination of  georgette  and  white  organdy. 
The  latter  was  used  to  make  the  tiny 
crisp  ruffles  which  formed  the  yoke  and 
edged  the  sleeves  and  round  neck. 

The  circular  skirt  is  the  most  pro- 
nounced new  style  note  for  Spring  so  far. 

It  appears  more  frequently  in  separate 
skirt  groups  than  in  skirts  designed  as 
parts  of  suits  or  in  dresses.  When  the 
circular  skirt  is  made  part  of  a  suit, 
more  frequently  than  not  it  is  made  of  a 
different  fabric  than  the  coat,  as  for 
instance  in  the  case  of  a  sports  suit  seen 
recently.  It  combined  a  plaid  skirt  cut 
on  widely  circular  lines  with  a  plain 
fabric  coat  and  was  delightfully  new. 
The  circular  tendency  is  especially  ef- 

fective in  plaid  or  striped  fabrics.  The 
material  must  be  of  a  very  firm  weave, 
however,  or  no  amount  of  clever  cutting 

will  avail  to  make  the  skirt  hang- 
straight.  It  is  said  that  washable  skirts 
will  not  show  this  circular  tendency  un- 

less possibly  they  can  be  cut  in  such  a 
way  as  to  avoid  bias,  but  the  simple 
straight  or  pleated  models  are  still  very 
much  called  for,  and  will  no  doubt  con- 

tinue to  rival  the  new  fad  in  popularity. 
An  adorable  costume  for  Summer  wear 

featured  a  circular  skirt  of  pale  gray 
wool  jersey  cloth  and  a  slip-over  smock 
or  blouse  of  henna-colored  silk  jersey. 
The  skirt  was  faced  with  the  henna  in 
such  a  way  that  a  mere  cord  of  henna 
appeared  as  a  finish  at  the  edge  of  the 
skirt. 

Large  plaids  are  re-appearing  in  regu- 
lation separate  skirts  for  business  or 

sports  wear,  particularly  in  the  black  and 
white  combinations,  stitched  and  pressec- 
down  to  conceal  every  trace  of  the  white 
except  when  the  wearer  walks.  The  use 
of  colored  silk  for  stitching  these  models 
is  growing.  Dull  blues,  greens  anr 
browns  are  also  seen  in  combination  with 
black.  The  deep  fringed  hem  is  still  good 
for  country  wear  and  seems  eminently 
suitable  in  combination  with  the  new 
wool  sweaters  in  white  or  harmonizing 
colors. 

The  separate  skirt,  strictly  speaking, 
takes  second  place  this  season  to  the 
three  piece  costume  as  a  positive  style 
feature.  Parisiennes  have  declared  that 
dresses  shall  have  coats  to  transform 
them  into  suits,  and  suits  must  have 
blouses  to  transform  them  into  dresses, 
and  so  on.  It  is  therefore  likely  that  as 
the  season  advances  there  will  be  a  de- 

mand for  other  garments  to  accompany 
the  separate  skirt  and  thus  achieve  the 
costume  effect  so  universally  worn  on  the 
other  side. 
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Prime  Essentials   of    Modern  Display 
Judgment,  Cood  Taste  and  Knowledge  of  Color  Harmony  Are   Reflected  in  Successfully 

Trimmed  Store  Window — Attractiveness  Must  Characterize  Exhibits. 

I  MUST  admit  frankly  in  the  begin- 
ning that  I  am  not  a  window  dis- 
play expert,  but  simply  one  who 

tries  to  help  in  getting  other  people  to 
make  the  most  of  their  wares,  by  giving 

the  public  an  opportunity  through  win- 
low  displays  to  see  and  to  appreciate 
not  only  the  best  in  the  fine  arts,  but 
the  more  modern  achievements  in  the 

applied  arts  for  which  America  is  gain- 
ing recognition  the  world  over.  Beauti- 

fully designed  products  will  at  once 
secure  an  increased  sale  over  the  in- 

artistic product,  for  the  disci'iminating 
individual,  as  well  as  he  who  cares  only 
for  utility,  will  buy. 

One  of  my  objects  in  life  is  to  co- 
operate in  the  stimulation  of  love  for  art 

in  people's  minds  and  souls,  that  the 
public  may  have  a  greater  appreciation 
of  things  artistic  and  thus  encourage  the 
development  of  the  best  in  the  applied 
as  well  as  the  fine  arts. 

In  this  connection  I  was  much  im- 

pressed with  a  remark  made  by  Mr.  Ed- 
win Rowland  Blashfield  in  one  of  our 

Fifth  Avenue  week  conferences  when  he 

said:  "We  have  too  many  so-called 
works  of  art  and  too  few  works  of  crafts- 

manship." 

In  Days  of  Old  Bagdad 

There  is  no  record  of  just  when  the 
show  window  was  first  used  as  an  ad- 

junct to  advertising.  In  old  Bagdad 
arose  the  custom  of  exhibiting  and  sell- 

ing goods  in  open  booths.  Even  now 

Bagdad's  famous  bazaars,  despite  her 
evolution  in  other  ways,  are  conducted 
as  they  were  a  thousand  years  ago.  A 
writer  in  the  National  Geographic  Maga- 

zine of  December,  1914,  describing  the 
bazaars  of  Bagdad,  says: 

"Here  is  such  a  mob  as  Christ  drove 
from  the  temple.  If  Herodotus  came 
back  he  could  see  no  change  since  his 
day.  The  shopping  streets  seem  like  tun- 

nels; they  are  arched  overhead  with  brick 
to  keep  out  the  heat,  thus  they  run  like 
subways  up  and  down  the  bazaar  quar- 

ter. On  each  side  are  stalls  no  larger 

than  telephone  booths.  Cross-legged  in 
each  booth,  his  wares  piled  high  about 
him,  sits  the  Arab  or  Jew  trader.  Brown 
women,  their  faces  hid  by  yashmaks,  up- 

set the  ordered  piles  of  goods  and  haggle 

shrilly." 
This  picture  presents  a  vivid  contrast 

to  the  modern  business  thoroughfares  of 
American  cities  with  their  wonderfully 
attractive  show  windows,  but  it  is  from 
these  primitive  methods  of  merchandis- 

ing  that   the    profession    of   the    expert 

decorator  or  display  manager  has   been 
developed. 

Nor  need  we  go  outside  of  New  York 
to  find  these  ancient  methods  still  in 

practice  in  all  their  picturesque  sim- 
plicity. Here  we  find  the  peddler,  who, 

like  the  packman  in  days  of  old,  carries 
his  goods  on  his  back,  going  from  house 
to  house,  and  who  has  first  to  show  his 
goods  before  he  can  interest  prospective 
buyers.  The  dingy  store  in  the  crowded 
foreign  settlements  of  the  city  is  a  re- 

minder of  the  bazaars  of  Bagdad  or  the 
old  shops  in  Cheapside,  London,  where 
goods  are  displayed  on  a  hanger  outside 
the  shop  for  want  of  a  better  method. 

The  history  of  the  development  of  the 
show  window,  which  is  really  the  history 

This  article  is  presented  as  a  spe- 
cial contribution  to  the  readers  of 

Dry  Goods  Review  by  Robt.  Grier 

Cooke,  President  of  the  Fifth  Ave- 
nue Association  of  New  York  City. 

The  points  brought  out  are  based  on 
a  paper  read  by  Mr.  Cooke  before 
the  American  Federation  of  Arts. 
While  in  Toronto  last  week  he  stat- 

ed to  the  editor  that  the  power  of 
the  well-thought-out  window  display 
is  appreciated  today  more,  perhaps, 
than  ever  before. 

of  merchandising,  has  yet  to  be  written 
in  its  interesting  detail,  but  in  any  big 
city  the  student  may  study  it  in  all  its 
stages  and  even  find  it  embodied  in  the 
progress  of  some  successful  merchant 
who  started  as  a  peddler  with  his  pack 
on  his  back. 

Creating  a   Favorable  Impression 

Such  a  book  would  not  be  complete 
without  a  chapter  on  the  old  Bowery, 
which  is  still  full  of  interesting  mem- 

ories for  many  New  Yorkers,  who  will 
find  something  of  its  atmosphere  on 
Broadway  in  the  Great  White  Light  dis- 

trict, where  the  freak  museum  and  other 
characteristics  of  the  Bowery  are  begin- 

ning to  make  their  appearance. 

Advertising  and  selling  goods  would 
appear  to  be  but  very  distantly  related 
to  art,  but  actual  demonstration  proves 
the  contrary.  The  secret  is  in  the 
artistic  character  of  the  goods  and  their 
display.     To    attract   you    must    please; 

a  favorable  impression  must  precede  a sale. 

Window  display  to-day  is  an  art  that 
requires  judgment,  good  taste,  a  know- 

ledge of  color  harmony  and  of  what  con- 
stitutes an  attractive  display.  For  the 

member  of  this  profession  there  is  no 
groove  or  rut  that  he  may  follow  to  suc- 

cess. His  success  depends  chiefly  on 

his  power  of  observation,  his  individu- 
ality, personality  and  convincing  meth- 

ods. 

A  writer  in  System  three  years  ago, 
discussing  the  importance  of  color  as  a 
silent  salesman,  says: 

"In  fifteen  blocks  of  the  fashionable 
Fifth  Avenue  shopping  district  in  .New 
York,  as  viewed  in  one  afternoon,  less 
than  six  window  displays  were  found  in 
which  the  exhibition  of  merchandise  did 
not  suffer  because  of  unwise  color  com- 

binations and  contrasts. 

"The  color  qualities  of  goods  are  af- 
fected by  juxtaposition,  by  day  light,  by 

artificial  light  and  by  colored  light.  Yet 
these  very  qualities,  and  their  appeal  or 
lack  of  appeal  to  human  interest,  are  but 

little  understood." 
The  Best  Window  Display 

The  best  window  display  is  that  which 
most  attractively  exhibits  the  merchan- 

dise on  which  a  store's  reputation  is 
based,  for  it  is  this  window  which  will 
sell  the  most  goods.  All  people  may 
not  be  critics,  but  the  natural  harmony 
between  the  artistic  and  practical  is  sure 
to  appeal  to  the  general  public. 
A  window  display  should  be  planned 

with  the  same  common  sense  and  artistic 

arrangement  as  would  be  used  in  de- 
signing a  gown  or  painting  a  picture  or 

in  the  decoration  of  a  mantelpiece  or 
the  arrangement  of  a  room.  It  must  be 
above  all  well  balanced.  For  this  reason 
the  window  display  that  exhibits  a  single 
idea  is  the  most  effective.  The  spectator 
gets  a  single  impression  that  is  a  last- 

ing one  and  that  is  the  result  that  you 
seek  to  achieve. 

Buying  enthusiasm  can  be  created 
through  the  medium  of  good  windows, 
which  fully  justifies  every  effort  toward 
making  the  display  most  presentable. 

It  is  only  in  comparatively  recent 
years  that  window  displays  have  received 
the  attention  that  their  importance  in  re- 

lation to  merchandising  should  command. 
It  is  generally  conceded  that  in  this  re- 

spect the  West  has  made  greater  pro- 
gress than  the  East,  but  in  no  city  in 

the  world  is  the  incentive  for  artistic 
window  displays  so  great  as  in  New 

York. 
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Here  the  merchant  has  a  world-wide 
audience  attracted  from  every  point  of 
the  compass  and  this  is  particularly,  true 
of  Fifth  Avenue.  In  no  other  thorough- 

fare is  there  so  great  a  variety  of  shops 
covering  the  whole  range  of  merchandise 
and  art  and  exercising  so  great  an  influ- 

ence on  the  public  taste.  Here,  indeed, 

the  show  windows  are  the  people's  pic- 
ture galleries,  and  have  a  distinct  educa- 

tional influence. 

Art  Through  Window  Trlsnw 

I  received  from  Dr.  John  H.  Finley, 
president  of  New  York  State  University, 
just  prior  to  Fifth  Avenue  week,  a  very 
interesting  contribution  from  an  asso- 

ciate, on  the  subject  of  Fifth  Avenue's 
potentiality  as  a  factor  in  popularizing 
art  through  window  displays.  There  is  so 
much  of  interest  and  value  in  what  he 
says  that  I  take  this  occasion  to  make  it 
public.    He  says: 

"Fifth  Avenue,  through  the  concerted 
efforts  of  her  merchants,  can  well  i>e 
made  to  emphasize  the  fact  that  art 
value  is  in  no  way  affected  by  rarity, 

period,  age  or  source.  Art  value  is  de- 
termined aesthetically  and  in  the  eyes 

of  aesthetics  the  art  of  ancient  Greece, 
mediaeval  France  and  modern  America 
are  as  one.  Fifth  Avenue  is  the  ren- 

dezvous of  merchants  who  distribute 

both  foreign  and  domestic  wares.  De- 
mocracy in  art  provides  a  place  for  both. 

Imported  goods  have  heretofore  been 
given  the  preference.  Products  are  now 

•judged  on  their  merits  alone.  We  are 
at  last  to  be  free  from  the  shackles  of 

tradition  in  art.  Let  Fifth  Avenue  pro- 
claim this  to  the  people,  to  their  de- 

signers, to  their  manufacturers  and  their 
merchants,  and  a  democratic  industrial 
art  will  be  born  in  America. 

"Fifth  Avenue  is  not  the  rich  man's 
street  exclusively.  Expensive  art  beyond 
the  means  of  the  majority  is  easily  pro- 

duced and  easily  sold  because  there  is 
money  for  its  manufacture  and  for  its 

purchase.  Such  art  needs  little  adver- 
tising. It  is  diligently  sought  by  the 

millionaire.  The  standard  of  democratic 
art  must  be  raised  that  the  man  of  mod- 

erate income  may  find  pleasure  and  sat- 
isfaction in  form  and  color  as  employed 

in  the  product  of  reasonable  price." 
The  educational  value  of  a  concerted 

effort  can  be  accurately  estimated  only 
when  one  knows  in  advance  the  manner 

in  which  ideas  are  to  be  presented  to  the 
public.  A  maximum  of  educational  value 
might  be  realized  no  doubt  when  a  thor- 

oughly comprehensive  scheme,  both  logi- 
cal and  psychological  is  worked  out.  Such 

a  scheme,  if  it  is  to  be  of  real  force, 
should  indicate  rather  specifically  the 
basis  for  discrimination  and  choice  in 
the  various  industrial  or  commercial 
lines. 

Educational  demonstrations  of  this 

kind  should  present  possibilities  hereto- 
fore undreamed  of  by  Americans  of 

moderate  means.  They  will,  therefore, 
effect  commerce  directly.  Industry  will 
be  affected  indirectly  as  it  is  gradually 

reconstructed  to  meet  the  artistic  re- 
quirements which  sooner  or  later  will 

come  to  be  accepted  as  equally  desirable 
commercial  ideals. 

Art  quality  will  never  sell  a  product 
if  the  consumer  is  ignorant  of  what  con- 

stitutes the  art  quality.  The  salesman 

ignorant  of  the  art  quality  will  have  dif- 
ficulty in  recommending  the  artistically 

superior  article,  while  the  manufacturer 
to  be  successful  must  cater  to  the  public 
taste.  Are  we  then  to  let  public  taste 
be  a  mere  matter  of  whim? 

Whatever  the  nature  of  the  display, 

one  fact  seems  to  be  apparent — the  pub- 
lic must  be  informed  in  advance  and 

kept  informed.  The  educational  pur- 
poses underlying  such  a  demonstration 

should  be  clearly  defined  and  published. 

Thorough  co-operation  should  be  estab- 
lished. One  window  display  should  rein- 

force the  display  next  door  and  the  one 

across  the  street.  Principles  of  construc- 
tive design  should  be  exemplified  and 

emphasized  everywhere,  and  the  reitera- 
tion of  these  principles  should  echo  and 

re-echo  as  one  passes  down  the  street. 
Repetition  of  fundamental  art  truths 
should  be  the  rule. 

Profession  of  Great  Promise 

A  few  lines  of  inscription  should  ac- 
company and  l'einforce  each  display. 

Numerous  problems  should  be  created, 
the  solution  of  which  will  demand  of 
each  observer  the  exercise  of  his  best 

judgment.  Attention  must  be  arrested 
and  held,.  Art  must  be  featured  as 

something  which  is  to  unite  rather  than 
divide  mankind. 

In  conclusion,  I  want  to  call  attention 

to  the  field  of  opportunity  that  shop  win- 
dow display  offers  for  men  and  women 

as  a  remunerative  occupation.      This    is 

a  recognized  profession  of  great  promise 
and  one  that  the  artistically  inclined 
public  should  encourage. 

WHERE   DOES  THE  PUBLISHER 
GET  OFF? 

Continued  from  page   133 

future  and  place  this  district  upon  a 

sound  working  basis,  to  change  the  clas 
sification  of  business  volume  upon  which 

our  fees  are  based.  I  have,  therefore, 

prepared  the  following  schedule,  which 

has  already  been  approved  by  our  ex- 
ecutive and  which,  I  believe,  will  come 

nearest    to    meeting    the    requirements." 
The  secretary  here  outlined  his  scheme 

as  described  above. 

"When  I  think  of  the  benefits  accruing 

to  the  members  of  the  Retail  Merchants' 
Association  of  Canada  and  the  fees  they 

pay  to  secure  these;  when  I  compare 
Benefits  and  fees  with  those  of  similar 

organizations,  I  cannot  but  conclude 

that  our  members  are  escaping  very 

cheaply.  Fees  higher  than  ours  are 

charged  by  practically  every  other  busi- 
ness or  industrial  association.  Labor 

union  members  pay  not  only  a  fee  but 

also  a  percentage  of  their  earnings 

which,  in  the  case  of  some  of  the  strong- 
est and  most  powerful  unions,  totals  in 

excess  of  one  per  cent,  per  week.  You 

can  easily  figure  out  for  yourselves 
what  the  members  of  our  Association 

would  pay  if  our  fees  were  similarly 

based." 

Provincial    Board    Will 

Seek    New    Legislation 
The  Provincial  Board  of  the  R.M.A.  will  seek  new  legislation  at  the 

forthcoming  session  of  the  Legislature,  asking  for  an  amendment  to  the 
Division  Court  Act.  A  resolution  endorsing  the  proposed  action  of  the 
Provincial  Board  was  passed  at  the  Eastern  Ontario  and  Ottawa  District 
convention  in  Brockville. 

The  Provincial  Board  aims  at  a  cheaper  and  fairer  way  of  collecting 
small  debts  than  is  at  present  possible  under  the  Division  Court  Act.  The 
legislation  which  is  to  be  sought  will  apply  to  the  case  of  a  man  who  may 
have  contracted  a  number  of  small  debts  and  who  is  unable  to  pay  them 
all  at  once  either  through  sickness,  unemployment,  or  some  other  unavoid- 

able cause.  What  is  desired  is  that  the  creditors  place  all  their  accounts 
together  and  agree  to  accept  a  pro  rata  amount  weekly  or  monthly  until 
these  small  debts  are  discharged. 

Delegates  who  spoke  to  the  resolution  pointed  out  that  it  was  undersir- 
able  from  the  standpoint  of  the  debtor  or  his  employer  that  garnishee  be  pro- 

ceeded with  in  many  cases.  Once  a  debtor  gave  evidence  that  he  wanted  to 
pay  his  debts,  but  was  prevented  through  just  cause  from  doing  so  all  at 
once,  he  should  not  be  persecuted,  neither  should  his  employer  be  given  the 
unfavorable  impression  of  the  man  that  usually  accompanies  a  garnishee. 
There  were  cases  where  merchants  had  told  a  man  that  they  would  carry 
him  till  he  go!  work  again,  or  till  reasons  which  made  it  impossible  for  him 
to  pay  his  bill  immediately  were  removed.  Such  a  man  should  be  given  a 
decent  chance  before  being  brought  into  court. 
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Australian    Wool    Scheme 

Adopted    in Great    Britain 

Antipodes'  Share  of  Wool  Surplus  Being  Handed  Over  to  Associa- tion Organized  in  Melbourne  as  Part  of  Imperial 

Bradford. — The  principal  event  in  the 

opening  weeks  of  the  New  Year  has 

been  the  adoption  of  the  new  Australian 

wool  scheme.  An  announcement  was 

made  the  other  day  that  the  British  Gov- 

ernment has  approved  of  the  scheme.  It 

will  take  some  little  time  to  hand  over 

the  assets,  but  broadly  the  proposal  is 

that  a  British-Australian  Wool  Realiz- 

ation Association  shall  be  formed  in 

Melbourne,  consisting  of  the  Australian 

growers.  To  this  association  shall  be 

handed  over  the  Australian  half  of  the 

wool  surplus  and  assets  as  a  final  settle- 
ment of  the  Imperial  purchase  scheme. 

Six  of  the  directors  represent  Australian 

interests,  five  of  them  British  interests. 

The  latter  include  Sir  Arthur  Goldfinch, 

the  director  of  raw  materials;  Sir  John 

Ferguson,  joint  general  manager,  Lloyd's 
Bank;  Mr.  J.  A.  Cooper,  director  of  raw 

materials  finance;  Mr.'  Frances  Willey, 
of  Messrs  F.  Willey  &  Co.,  Ltd.,  Brad- 

ford, and  Mr.  H.  E.  Davidson,  of  Messrs. 

Dalgetty  &  Co.,  Ltd.  To  this  association 

will  be  handed  over,  for  sale  on  agency 

terms,  the  British  Government's  half  of 
the  wool  surplus,  but  the  agency  con- 

tract may  be  at  any  time  revoked  if 

the  conduct  of  the  association's  business 
gives  ground  for  dissatisfaction. 

Raw   Material  Improves 

The  knowledge  that  this  scheme  was 

going  through,  together  with  the  can- 
cellation of  the  Australian  sales  during 

January  has  rather  improved  the  tone 
for  raw  material  during  the  past  two 
or  three  weeks.  Stocks  in  the  hands  of 

topmakers  and  spinners  have  become 

light,  and  there  has  been  a  small  amount 

of  covering  to  meet  machinery  require- 

ments. It  has  not  been  a  very  import- 
ant movement,  but  it  has  been  sufficient 

to  bring  topmakers  face  to  face  with  the 
hard  fact  that  their  quotations  were 

relatively  below  raw  material,  and  that 

they  might  be  unable  to  cover  at  profit- 

able prices.     Hence  fine  tops  have  hard- 

ened, as  is  shown  in  the  following  price 
list: 

Jan.  13,  Dec.  30,  Dec.  2 
1921     1920     1920 

70s   merino      63         57         69 
60s    super      50         45         53 
58s  crossbred      39         37         46 
56s  crossbred      34         32         40 
50s  crossbred      28         28         34% 
46s    carded      20         20         22 
40s    prepared      16y2     16y2     19 

Crossbreds  £,tner:tlly  do  not  show 

mud.  olange,  but  they  aie  steadi-r,  anJ 

lave  at  any  rate  cr.own  no  further  de- 
cline in  the  New  Y».-ar. 

London   -Sales   V'  ere  Fiasco 

It  was  generally  expected  that  the 
Government  would  lower  their  reserve 

prices  on  wool  to  a  reasonable  figure 

;a  the  new  year,  hut  when  the  London 

sales  opened  recently  it  was  found  that 

they  were  still  too  high  for  buyers. 

An  indignant  protest  was  made  by  Sir 

William  Raynor,  Cha.rmar.  of  the  Colon- 

ial Wool  Buyers'  Association,  and  only 
about  one-fifth  of  the  Government  wool 

was  taken  up.  On  the  other  hand,  at 

the  sale  of  "free"  or  privately-owned 
wool  holders  met  the  market, 

with  the  result  that  practically  all  the 
Australian  wool  was  cleared  at  about 

10  per  cent,  below  Government  reserves 

and  10  per  cent,  below  the  last  "free" 
wool  sale  in  December.  Something 

like  a  basis  appears  to  have  been 
reached  for  raw  material  for  the  time 

being,  and  users  are  certainly  operating 
with  more  confidence  when  x^rices  are 
reasonable. 

No  Real  Basis  of  Values 

Yarns  have  shown  a  slight  improve- 

ment. There  is  more  inquiry  and  spin- 
ners have  received  more  particulars  on 

old  contracts,  which  enables  them  to 

deliver.  Prices  are  barely  steady,  how- 

ever, and  a  buyer  would  have  no  dif- 
ficulty in  purchasing  at  prices  lower  than 

were  accepted  a  fortnight  ago.  Piece 

goods  continue  to  be  most  disappointing. 

Firms  who  took  stock  at  the  end  of  the 

year  have  had  to  write  prices  down  fur- 
ther. There  is,  indeed,  no  real  basis 

at  the  present  time.  Merchants  cannot 

move  their  stocks  even  by  wholesale  re- 
ductions. Manufacturers  have  no  hope 

of  getting  fresh  orders  until  retail  buy- 

ing moves  merchants'  stocks.  The 
prices  manufacturers  are  quoting  al- 

ready make  no  allowance  for  profits  in 

excess  of  1914  profits.  Wool  has  come 

down  tremendously,  but  other  costs  re- 
main very  high.  Wages  are  expected  to 

show  some  slight  reduction  under  the 
sliding  scale  as  the  cost  of  living  goes 
down,  but  it  is  probable  that  some  more 
drastic  reduction  in  wages  will  be  moot- 

ed. Cost  of  production  in  this  country 
is  higher  than  on  the  Continent,  and 
orders  would  be  lost  on  this  account,  but, 
of  course,  the  problem  at  present  is  not 
to  get  new  business,  but  to  clear  old 
stocks. 

An  important  woollen  exports  cor- 
poration is  being  formed  for  the  purpose 

of  trying  to  sell  these  goods  to  countries 
in  Central  Europe.  The  constituent 

parties  are  six  manufacturers'  associ- ations and  the  Federation  of  Woollen 
Merchants  and  Shippers  and  Sir  Charles 

Sykes,  late  director  of  wool  textile  pro- 
duction, is  at  the  head  of  the  scheme. 

The  idea  is  to  obtain  options  on  the 
stocks  for  short  periods  when  a  sale 
is  in  prospect,  the  price  to  be  fixed  by 
a  committee  at  about  replacement  value. 
There  is  no  obligation  on  the  manufac- 

turer or  merchant  to  sell  if  he  can  ob- 
tain better  prices  elsewhere.  Agents 

are  also  to  be  appointed  and  sales  by 
barter  arranged. 

Vancouver  Honors 
Gault  Bros. Buyer 

Native   of   Hamilton   Spends  Quarter   of 

Century  in  Dry  Goods  Field  on 
the  Coast 

Mr.  T.  S.  Dixon,  the  buyer  for  Gault 

Bros.,  Ltd.,  Vancouver,  has  been  pro- 
minent in  Vancouver  dry  goods  circles 

for  many  years.  Born  in  Hamilton, 
Ont.,  Mr.  Dixon  has  spent  his  entire 
business  life  in  Vancouver,  having  been 
associated  with  wholesale  trade  for  25 

years,  the  last  21  with  Gault  Bros.,  Ltd. 
His  activity  in  local  wholesale  affairs 
was  recently  recognized  by  his  election 

to  the  position  of  chairman  of  the  whole- 
sale bureau  of  the  Vancouver  Board  of 

Trade. 
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FOR  BETTER  DRESSES 
See  the  Carmen  Sylva  Line 
Now  being  Shown  by  our  Representatives  in: 

TRICOTINE  SILKS 
TAFFETAS  SATINS 
CHARMEUSE  SERGES 

THESE  WILL  BRING  YOU  GOOD  PROFITS 

LASSNER  LIMITED, 
WILDER  BUILDING 
321  BLEURY  STREET MONTREAL 

J.W.JOHNS 
Manufacturer    and    Exporter    of 
IRISH  PATTERN  CROCHET 

LACE  WORK 

Doylies  of  all  sizes.  Duchess  Sets,  Table 
Centres,  Table  Runners,  Tray  Cloths, 
Tea  Cosey  Covers,  Collars  of  Different 

Patterns,  Camisole  Tops,  Yokes,  Dress- 
ing Saques,  Jackets,  Night  Gown  Yokes, 

Hand  Dags, Babies'  Bonnets, Medallions, 
etc.,  etc. 

Liberal  Discounts 

Write  for  Samples  and  Prices 

J.  W.  JOHNS,  P.O.  BOX  836 

Rangoon,  Burma 

Complete  Lines  at  Keen  Values  in 

Underwear 
Shirts 
Ties 
Gloves 
Hosiery 

Miller  Men's  Wear  Limited 
Miller  Bldg. 

44-48  York  St.,      -       TORONTO 

"Everything  in  Men'*  Furnithings" 

The  S.&D.  Dress  Co. 
142  PEEL  STREET 

(A  few  doors  above  Windsor  Hotel) 

MONTREAL 

URGES   BAN  ON   IMPORTS 

Ottawa. — Addressing  the  members 
of  the  Canadian  Senate,  Senator 

Lome  E.  Webster,  of  Montreal,  ad- 
vised the  Government  to  do  away  with 

the  business  profits  war  tax,  which, 

he  said,  has  tended  to  discourage  in- 
dustries and  thrift  and  which  he 

called  unfair  in  its  application.  He 

also  urged  closer  relations  with  vari- 
ous parts  of  the  Empire,  and,  point- 
ing to  the  discount  on  the  Canadian 

dollar  in  New  York,  said  that  the 
only  remedy  was  to  restrict  imports 
from  the  United  States. 

JAPANESE  MISSION  TO  ITALY 

The  Japanese  Government  recently 
decided  to  send  a  group  of  technical 
experts  to  Italy,  according  to  a  report 
from  abroad,  in  order  to  observe  the 
silk  industry  there  and  to  report  the 
results  of  their  researches  to  the  Gov- 

ernment. They  are  also  said  to  be 
empowered  to  enter  into  negotiations 
for  the  benefit  of  Japanese  silk 
culture. 

FALL  17  PER  CENT. 

London. — The  Board  of  Trade's  in- 
dex number  for  January  shows  that 

wholesale  prices  in  the  United  King- 
dom fell  17  per  cent,  compared  with 

January^  1920,  and  6.4  per  cent,  since 
December,  1920. 

Cotton  prices  declined  59.5  per  cent, 
and  other  textiles  44  per  cent.,  com- 

pared with  January  of  last  year,  and 
6.6  and  5.3  per  cent,  respectively, 
compared  with  December,  1920. 

BOYS'  and  GIRLS 

SPRING  COATS 
in  all  colors  and  styles,  ages 

3  to  io  years,  in 
TRICOTINES,     GABAR- 

DINES, CHEVIOTS,  ETC. 

Special  line  Navy  Blue  Cheviot 
Reefers  with  Naval  Trim- mings. 

IDEAL    DRESS    CO. 
1488c  St.  Lawrence  Boulevard,  Montreal 

Washable     Clothing 
AND    SPECIALTIES 

WHITE  DUCK  COATS  in  All  Styles 
SUMMER  CLOTHING       LUSTRE  COATS 

WAREHOUSE   and   AUTO   DUSTERS 
DUCK    AND    FLANNEL    PANTS MEN'S    APRONS 

OFFICIAL  BOY  SCOUT  UNIFORMS  AND 
COMPLETE   OUTFITS 

MILITIA    AND    CADET    UNIFORMS 
BREECHES    AND    MILITARY    SUPPLIES 

The  Miller  Mfg. 
14-46   York   Street, Co.,  Limited 

TORONTO 

The  Oldest  and   Largest   Specialty 
Clothing  House  in  Canada. 

Buenos  Aires.  —  Retail  prices 
generally  in  Buenos  Aires  have 
broken,  following  the  recent  open- 

ing of  a  clearance  sale  at  Harrods' store  here. 

Eleven  stores  selling  women's 
and  children's  apparel  announce 
price  cutting  sales  in  papers  to- 
day. 
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Trying To    Push    Bri 
Goods 

tish 
in    Canadian    Market 

THE  Montreal  branch  of  the 
 Cana- 

dian Association  of  British  Manu- 
facturers recently  held  their  annual 

meeting.  Following  the  luncheon  the 
business  was  opened  by  the  address 
of  the  retiring  president,  H.  W.  Weller, 
who  outlined  the  work  accomplished  dur- 

;e  past  twelve  months,  emphasizing 
the  better  progress  that  had  been  made 

result  of  the  closer  co-operation  of 
the  two  branches,  and  the  added  interest 
that  had  developed  in  all  activities  of  the 

ation.  Through  the  personal  effort' 
of  G.  T.  Milne,  H.  M.  Trade  Commission- 

er during  the  early  part  of  1919,  and  the 
enthusiasm  of  the  officers  and  members 

since  that  time,  much  has  already  been 

achieved  bv  the  organization  for  the  fur- 
therance of  British  trade  in  the  Dominion 

of  Canada.  Considerations  have  been 
obtained  from  the  Government  at  Ottawa 

regarding  the  customs  valuation  of  in- 
voices that  has  simplified  the  work  of 

importers  and  exporters.  Recognition 
has  also  been  given  to  the  request  for 
tariff  modifications  and  steamship  con- 

cessions— conditions  that  have  assisted 
materially  in  promoting  British  trade.  It 
was  stated  that  negotiations  were  under 
way  with  kindred  associations  in  other 
British  Dominions  for  a  permanent  rep- 

resentative in  London,  with  an  office  for 
the  use  of  the  members  of  the  different 
associations. 

Brief  addresses  were  given  by  G.  A. 
Marshall,  Capt.  John  Harris  and  W.  E. 
Bunny,  president,  vice-president  and 
secretary,  respectively,  of  the  Toronto 
branch  of  the  association.  Emphasis 
was  laid  upon  the  necessity  of  every 
member  working  in  accord  with  each 
other,  and  also  co-operation  with  the 
branch  officers,  so  that  the  work  of  thf 
entire  organization  would  be  co-ordinated 
and  maximum  efficiency  and  benefn 
attained. 
Owing  to  the  fact  that,  henceforth, 

the  government  of  the  association  shall 
be  vested  in  the  Supreme  Council,  the 
constitution  has  been  revised.,  and  the 
proposed  draft  was  read  to  the  members 
for  their  criticism  and  approval.  With- 

out a  dissenting  voice  the  draft,  as  pre- 

pared by  the  committee  in  charge,  me1 
with  the  unanimous  approval  of  those 
present,  and  its  adoption  was  decided  on 
pending  the  favorable  consideration  of 
the  members  of  the  Toronto  branch. 

The  Montreal  branch,  at  present,  has 
two  well  organized  trade  sections,  that 
of  textile  and  steel,  and  it  is  expected 
that  other  sections  will  shortly  be 
formed    to     accelerate     the    interest    in 

JOHN  E.   RITCHIE 

of  Montreal,  second  vice-president  of  the 
Montreal  branch  of  the  Canadian  Associa- 

tion  of  British   Manufacturers. 

o'her    branches     of    trade     development. 
The  local  council  for  the  ensuing  year 

was   elected   at   this   meeting,  and   is   as 
follows: 

First  vice-president — F.  I.  Spielman. 

Second  vice-president — J.  E.  Ritchie. 
Executive  Council — Allan  S.  Bain,  St. 

Clair  Tilley,  Harold  Brooke,  W.  T.  Evans, 
H.  W.  Smythe,  D.  W.  Clarke. 

Hoover  Company 
Convene    At 
Ambitious  Citv 

THE  Hoover  Suction  Sweeper  Co
m- pany of  Canada,  Limited,  held 

their  second  annual  dealers'  con- 
ference in  Hamilton,  Ontario,  on  Feb- 

ruary 9  and  10,  headquarters  being  es- 
tablished at  the  Royal  Connaught  Hotel, 

where  the  conferences  were  conducted. 
Some  fifty  Canadian  salesmen  attended 

the  first  morning's  session,  which  was 
devoted  to  the  discussion  of  advertising 
and  merchandising  methods  practised  by 

this  company,  which  has  its  main  plant 
in  North  Canton,  Ohio.  This  conference 
was  of  an  informal  nature  and  was  fol- 

lowed by  a  complete  tour  of  inspection 
cf  the  Hoover  plant  in  Hamilton  in  the 
afternoon,  attended  by  all  the  delegates, 
and  a  number  of  dealers,  who  subse- 

quently addressed  the  evening  sessions 
on  Wednesday  and  Thursday.  Mr.  H.  W. 
Hoover,  of  North  Canton,  founder  and 
reneral  manager  of  the  firm,  attended 
the  conferences,  also  Mr.  H.  Earl  Hoover 

of  Chicago,  one  of  the  leading  advertis- 
ing experts  of  the  company,  and  Mr.  F. 

G.  Hoover,  associate  general  manager  of 
the  North  Canton  plant. 

Satisfaction  was  expressed  in  the 
splendid  business  resulting  from  less 

than  one  year's  establishment  in  Can- 
ada, and  great  tribute  was  paid  the  city 

of  Hamilton  at  the  Wednesday  dinner, 
when  the  Mayor  of  Hamilton  and  other 
city  officials  were  present  to  welcome  the 
conference,  and  it  was  on  this  occasion 
lhat  Mr.  Hoover  expresed  his  pleasure 
that  Hamilton  had  been  chosen  as  the 
site  of  the  first  Canadian  Hoover  plant. 

The  Hoover  Suction  Sweeper  Company 
has  one  of  the  most  unique  advertising 
policies  of  any  manufacturing  concern 
on  the  continent.  They  are  famous  as 
national  advertisers — placing  all  their 
advertising  with  trade  papers,  periodi- 

cals and  magazines  which  go  into  the 
homes  of  possible  purchasers.  The  daily 
newspaper  advertising  is  left  entirely  to 
the  dealers  who  carry  the  Hoover,  and 
that,  according  to  Thomas  F.  Kelly,  sales 

manager  for  the  Canadian  Hoover,  ac- 
counts for  the  fact  that  this  sweeper  re- 
ceives more  daily  newspaper  advertising 

than  all  the  other  suction  sweepers  put 

together. 
Eleven  to   One! 

Speaking  of  their  national  advertising 

policy,  Mr.  Kelly  stated  to  Dry  Goods 
Review  that  the  company  would  carry 
e'even  pages  of  advertising  to  every 
prospective  home  for  1921.  This  means 
that  every  home  in  which  the  company 
hopes  to  place  a  Hoover  will  be  read 
eleven  different  full-page  ads.  describ 
ing  the  merits  of  this  sweeper  aside  alto- 

gether from  the  ads.  placed  in  the  daily 

press  by  the  stores  distributing  the 
sweeper. 

T  EARN  TO  MAKE  SHOW  CARDS  AT  HOME—A  SALESMAN  WHO 
can  make  Show  Cards  can  earn  more  money  and  is  always  sure 

of  his  position.  Professional  Show  Card  Writer  will  teach  speedy 
system  by  mail  to  limited  numb-r.  For  particulars  write  to  Albert 
Edgar.     IS    EdKar    Building,    Windsor.    Ont. 
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207  St.  Catherine  St.  West,  Montreal 
"GARMENTS  OF  THE  BETTER  KIND" 

HAVE  YOU  SEEN  OUR  SPRING  LINES  YET? 

SPRING    ORDERS       have  been  placed  with  us  for  early  delivery  by  particular 

'  '      buyers,    beyond    our    expectations,    BECAUSE    of   our 
attractive  prices  and  exceptionally  clever  creations  this  season. 

"LOOK  'EM  OVER" 

at   our    show-rooms    when    in    Montreal    or    with    our    salesmen    now    on    the    road. 

TheMcElroyMfg.Co.,Ltd. 

^Garments 

FAMOUS  FOR  THEIR 

Fit,  Cut,  Style, 
Hang  and  Finish 
HEAD  OFFICE: 

47  Simcoe  St.       -       Toronto 

Our  Spring  Line  of 

SMART  COATS 
and  WRAPS 

for 

Women  and  Misses 

is  to  your  interest  to  see 

Nathan  Lande  Co.,  Ltd. 
338  St.  Urbain  St. 

Montreal 

MONAKER  DRESS 
Manufacturing  Company 

Makers  of  Evening, 

Wedding,  Afternoon  and 
Street  Dresses.  Silk,  Satin 
and  Georgette.    Taffetas. 

Priced  f^om  $12.50  to 

$30.00. 
A  visit  to  our:  i ;  show- 

rooms will  convince  you. 
Room  204 

591  St.  Catherine  Street  West 
MONTREAL 

Genuine  Leather 
Novelty  Coats 
IN  LADIES'  and  MEN'S 

Write  for  Samples 

437  St.  Paul  St.West,  Montreal 

JUVENILE 
DRESSES  and  SKIRTS 

Our  travellers  will  be  out 
March  1st. 

Do  not  order  until  you  have  seen 
their  samples. 

MERIT  SKIRT  CO. 
436  St.  Catherine  St.  W. 

MONTREAL 

OUR  MEN  ARE  OUT 

LOOK  FOR 
THEM 

La  Mode  Dress  Co. 
Room    200,    591    St.    Catharine   W. 

MONTREAL 

RETTIE  &  SMITH,  LIMITED 
MANUFACTURERS 

LEADERS  ONLY 

WAISTS 
CANADA'S  MOST  POPULAR  WAIST  HOUSE 

POPULAR  PRICES  ONLY 

WAISTS 
SAMPLES  SENT  ON  REQUEST 

SPECIALISTS  IN  NEWEST  VOILE  AND  WASH  WAISTS 

233-239  BLEURY  STREET,  MONTREAL 
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Bland's    Beautiful    Blouses 
and  Smart  Sport  Skirts 

will  bring  it  within  your  reach. 

uimiiiiiiiniiiiimi 

The   superlative    smartness    which    has    won    for 

garments 

the  respect  and  admiration  of  discerning  women 

expresses  .  itself  pronouncedly  in  the  stunning 

effects  we  are  offering  for  your   Spring   selling. 
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W.  C  Bland,  Limited 
10  Cathcart  Street 

Phillips  Square,  Montreal,  Que. 
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Authentic  New  Modes 
for  Spring 

in 

SUITS  AND  COATS 
Our  line  is  most  interestingly  varied  and 
up-to-the-minute  in  Styles,  Colors  and 
Materials. 

Lazare  &  Novek  Garments  are  a  source  of 
genuine  satisfaction  to  buyer  because  they 

are  quality  at  a  price  that  is  fair;-  to  the seller  because  they  make  chance  customers 
regular  patrons  and   render  a  fair  profit. 

What  you  need  you  wjll  find  here — in  full 
assortment.  You  will  never  be  at  loss  for 
fashion  or  value  leaders  if  you  maintain 
touch    with 

Corner  St.  Catherine  W.  and  Mountain  Sts' 
MONTREAL 

When  they're  just  growing  "clothes-conscious 
— That's  an  important  time  for  the  merchant 
who  sees  the  wisdom  of  pleasing  young  but 
important  customers  who  will  in  a  very  short 
time  be  more  important  customers. 

Mothers  also  appreciate  the  merchant  who  can 
offer  them  a  line  of  Children's  Dresses  that  will 
embody     all     the     features — ornamental     and 

i^lM^/y^  practical — that  they  could  possibly  wish  for  if 

they  were  making  the  dresses  themselves — 
and  all  at  economical  prices. 

» * 

"-d 

We  have  concentrated  on  the  production  of  an 

ideal  line  of  Children's  Dresses.  The  designs, 
the  materials  and  the  fascinating  touches  that 

eliminate  that  "ready-to-wear"  look,  all  be- 
speak a  careful  consideration  of  the  require- 

ments peculiar  to  Children's  Dresses. 

G.  F.  REID  &  COMPANY 

Specialists  in  Children's  Dresses 
BRAMPTON,  ONT. 
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Have  You  Seen  Them  Yet? 
Seen  Whom  ? 
Why,  our  salesmen!  They  are  coming  your  way 
and  they  are  loaded  down  with  a  full  line  of 

samples  of  our  Spring- 

DRESSES   SKIRTS  WAISTS 
the  newest,  most  original  and  delightful  creations  you  have  ever  set  eyes  on. 
You  will  find  it  a  treat  to  look  over  our  extensive  assortment  in  all  the  newest  and  most  favored 
tones  and  materials,  including: 

SERGES  MESSALINES 
TRICOTINES  TRICOLETTES 
GEORGETTES  CHARMEUSES 

and  SATINS 

If  our  representative  does  not  call  soon,  let  us  know  and  we  will  see  that  you  are  given  an  oppor- 
tunity to  make  your  selection.  • 

Columbia  Waist  &  Dress  Co. 
Manufacturers  of  Ladies'  Ready-to-Wear 

50  St.  Lawrence  Blvd.,  Montreal 
Phone  Bell.  Tel.  Plateau  8Si 



K  E  A  HY-TO-WEAR 
Dry  Goods  Review 

SEVEN  SISTERS APRON  DRESSES 

44U.1  4400  4402  4404  4405  4401  4406 
We  are  offering  the  above  line,  as  Special  Spring   Leaders.       Write   for  prices   and  samples.       They  are  in  enormous  demand. 

THE  HERCULES  GARMENT  COMPANY,  LIMITED 
HEAD  OFFICE:  MONTREAL  FACTORIES:  MONTREAL  and  LOUISEVILLE,  P.Q. 

All  dressed  up—and  must 
be  "careful"! 

■It's  a  most  miserable 
youthful  standpoint. 

The  Haugh  Brand  kiddies'  gar- ment illustrated  will  make  your 
smallest   customers   happy — and sma 
rea 

nt  illustrated  will  maKe 
allest  customers  happy 
il  friends  of  your  store. 

FOR  BOYS  AND  GIRLS 
2  to  7  Years 

combination  from  a 

This  Haugh  garment  has  been 
perfected  to  meet  the  normal, 
natural  needs  of  healthy,  happy 

children — a  garment  that  en- 
ables them  to  play  hard  with 

that  air  of  happy,  childish  aban- 
don that  has  no  place  for  worry 

about  clothing. 

Sturdiest  materials  and  work- 
manship make  the  Haugh  Brand 

garment  the  most  sensible,  eco- 
nomical and  desirable  children's 

erarment  on  the  market.  And 
besides,  parents  are  unanimous 
that  it  is  the  "cutest"  thing  im- 

aginable in  appearance. 

"*■ 

:W 

The  J.  A.  Haugh  Mfg.  Co.,  Limited 
TORONTO 

Manufacturers  of 

THE  FAMOUS  "ARM  AND  HAMMER  BRAND" 
Shirts,  Overalls  and  Trousers 
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Art  Garments  Satisfy! 
Our  extraordinary  collection  of 

DRESSES 
Interpret  The   New 

Spring  Fashion  Ideas 

These  lines  Comprise 

Serges  Canton  Crape  Georgette 
Tricotines  Crepe  de  Chine       Charmeuse 

Satins  Taffeta 

See  the  samples  our  travellers  are  showing. 
Prices  attractively  low.     Immediate 

delivery  guaranteed. 

Art  Cloak  &  Suit  Co. 
LIMITED 

Wilder  Bldg.,  321  Bleury  St.,  MONTREAL 
Representatives: 

Toronto  Showroom 
710  Kent  Bldg 
H.  M.  NASH 

Western  Provinces 
302  Hammond  Bldg.,  Winnipeg 

W.  J   COLLETT 

Eastern  and  Western  Ontario 
M.  SCHWARTZ 

Montreal 
C.  ROSE 

Quebec  Showroom 
Brunet  Bldg.,  Quebec 

R.  DIONNE 

Maritime  Provinces 

B.  R.  ETTENBERG,  JR 
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MYERSON  BROS. 
Importers  of 

SILKS,   SATINS 
AND 

LININGS 
Of  All  Descriptions 

650  ST.  LAWRENCE  BOULEVARD 
MONTREAL 

BRANCH:  122  WELLINGTON  ST.  W..  TORONTO 

J.  DUDGEON  &  CO. 
Manufacturers'  Agents  and Commission  Merchants 

809  UNITY  BLDC,  MONTREAL 

Canadian  Agents  for  British  Manu- 
facturers of  the  following  to  the  Whole- 

sale and   Manufacturing   trade: 

Men's  Tweeds  and 
Serges 

Men's  Overcoat- 
ings 

Linings 
Linen  Canvas 
Dress     Goods 
Mantle    Cloths 

Children's     Wash 
Dresses 

Boys'    Wash    Suits 
Lace    Curtains 

Bungalow    Nets 
Stripping    Nets 
Vitrage     Nets 
Madras    Muslins 
Casement  Curtains 
Linen  Bed  Spreads 
Fancy  Embroidered 

Linens 

Laces  of  all  kinds 

Pleased  to  submit  samples 

Leading  Woollen  Blanket 
and  Rug  firm  doing  business 

for  many  years  with  all  im- 
portant houses  in  Canada  in- 

vite applications  from  first- 
class  Agents  to  represent 

them  in  Winnipeg  and  North- 
west Canada.  Applicants 

must  know  the  respective 

buyers  and  be  well  ac- 
quainted with  the  Trade. 

State  fullest  particulars,  age, 
conditions  and  reference,  to 

"Enterprise,"  care  Dry 
Goods  Review,  153  University 
Ave.,    Toronto. 

BRAND 
(REG.) 

"DRESS   FABRICS" 

F.  A.  RODDEN  &  CO. 
Dry  Goods 

Commissioners  and  Importers 

52  Victoria  Square  MONTREAL 

London. — British  flax  circles  are  in- 
tensely interested  in  the  offering  by 

the  National  Metal  &  Chemical  Bank 

of  Latvian  flax  at  £150,  with  £15  dif- 
ference for  higher  marks  and  £10  for 

lower  marks.  The  price  previously 
had  been  £400,  which  dropped  to  £350 
and. then  to  £300. 

There  are  no  buyers  yet,  but  a 

further  drop  is  anticipated  and  buy- 
ing is  expected  to  begin  at  about 

£115. 

Reliable  authorities  believe  that 

the  bank's  holdings  are  between  five 
and  six  thousand  tons.  The  bank  is 

acting  as  the  agent  for  the  Latvian 

Government,  thus  practically  control- 
ling the  importation  into  Britain  of 

flax  from  that  country. 

London.  —  Austen  Chamberlain, 
chancellor  of  the  exchequer,  received 

a  deputation  recently  from  the  Fed- 
eration of  British  Industries,  who 

waited  on  him  for  the  purpose  of  dis- 
cussing the  industrial  position  of 

Great  Britain  and  impressing  on  the 

chancellor  the  necessity  of  alleviat- 
ing the  burden  of  taxation. 

Sir  Peter  Rylands,  president  of  the 

federation,  declared  that  British  in- 
dustry is  fighting  for  its  very  life 

and  that  he  and  many  others  in  re- 
sponsible positions  were  daily  grow- 

ing more  anxious  as  to  the  outlook. 
When  railway  control  was  removed, 

he  pointed  out,  the  roads  would  be 
faced  with  a  choice  between  running 
at  a  loss  and  raising  their  rates, 
which  would  tend  to  strangle  the 
trade  of  Great   Britain. 

Mr.  Chamberlain  replied  that  a  re- 
duction in  the  income  tax  was  at 

present  impossible,  with  a  budget  of 

£950,000,000  for  the  forthcoming  fi- 
nancial year,  and  said  that  the  income 

tax  may  be  assessed  on  a  three  years' average. 

Half  Ball Full  Ball No.  14 

You  can  make  these  buttons  while 
your  customer  waits.  Their  own  or 

your  material.  Sixty  years'experience  behind  our  service. 
SCORES  OF  ATTRACTIVE 
COVERED  BUTTONS 

Made  easily,  economically 

and  profitably  with 

Menkin    Equipments 
Send  for  particulars 

S.  MENKIN,  INC. 
143  W.  28th  St.,  New  York 

Popular  Priced 

Clothes 
for  MEN,    YOUNG  MEN 

and  BOYS 

THE  FREEDMAN  CO. 
37  to  41  Mayor  St.  Montreal 

STU  YVES  ANT  3619 

Art  Button  &  Novelty 
Mfg.  Company 

Manufacturers  of 

JET  AND  FANCY 

GLASS  BUTTONS 
FOR    JOBBING    TRADE    ONLY 

Decorators  on  Buttons  of  Every  Description 

814  BROADWAY  NEW  YORK 

Canadian  Linoleums  &  Oilcloths 
LIMITED 

respectfully  announce 
now  being  able  to  supply 

Floor  Oilcloth 

for  immediate  and  for- 
ward shipment. 

128  Bleury  St.      -     Montreal 
Works  at  Cornwall,  Ontario 

Universal 
Hair  Goods  Company, 

Limited 

Converters,   Manufacturers 
and    Importers   of    Human 

f  Hair  Goods  and  Hair  Nets. 

DOLLS'    WIGS 
We  are  the   ORIGINAL  Manufacturers 

of  Real  Human  Hair   and  Mohair  Dolls' 
Wigs  in  the  Dominion 
Write  for  Quotations 

Fraser  Bldg.,  43   St.   Sacrament   Street, 
MONTREAL 
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[STERN  BUYERS'  MARKET  GUIDE 
CLEAT  &  CO. 

Representing  J.  O.  Bourcier 
SILKS,    LININGS  AND    VELVETS 

The  European  Novelty  Co. 
BUTTONS 

Byard  Manufacturing  Co. 
VEILINGS— HAIR    NETS 

708  Builders'  Exchange 
WINNIPEG 

CANADIAN  BRAID  AND 
TRIMMING  CO.,  LTD. 

Manufacturers  of 

Girdles       jfj %    Ornaments 

Braids Buttons 

Fringes 

Cords         1 

Tassels      i 

" 
1      Fur  and 

Dress 

*  Trimmings 

39  DOWD  ST.,  MONTREAL 
TORONTO     64  Wellington  St.  W.       WINNIPEG     16 
Sylvester  Wilson  Bids..  Representative     J,  R.  Galbraith 

GF.O,C.<SMlTH Star  Shirts 

Fownes  Gloves 

Delpark 
Productions 

Liberty  Blouses 

Clinton  Hosiery 

Kaynee  Wash Togs 

Boys'  Shirts 
and   Blouses 

Bradford  Wools 

Wood,  Taylor  &.  Co.,  Toronto. 
Lehman  n  Sales  Co  ,  Inc.,  New  York,  U.S.A. 

GEO.    G.    SMITH 
403   Canada    Bldg.,   Winnipeg. 

Regina  Vancouver  Calgary       N.  Manitoba 
L.  M.  Day.     H.  S.  Elliott.       J.  Bartle.       J.  A.  Milne 

S.  Manitoba,  B.  Irwin 

r  ->r  mi>  wow*  &  c  rrn  jirln 

Handkerchiefs,  Cam- 
i  s  o  1  e  s,  Neckwear, 
Boudoir  Caps,  Baby 
Yokes,  Spats,  Accor- 
deon  Pleating,  Fancy 
Dry  Goods  and 
Smallwares,  Veil- 

ings, Quick-on- Veils,  Cap  Shape 
Nets,  Knitted  Scarfs,  Baby  Bon- 

nets, Coats,  Ribbons,  Necklaces, 
Laces  and  Nets,  Embroideries, 
Buttons,  Beads,  Braids  and  Tas- 

sels, Marabou  Trimming,  etc., 
etc. 

We  can  give  immediate  delivery 

WESTERN  VEILING  COMPANY 
222  McDermot  Ave.  WINNIPEG 

CARGO   OF    SILK    ARRIVES 

Vancouver,  B.C.— More  than  4,000 
bales  of  silk  have  arrived  on  the 
Canadian  Pacific  steamer  Empress  of 
Japan,  most  of  it  for  New  York. 
Much  of  the  material  was  shipped  on 
order  to  various  financial  institutions 
at  New  York,  but  there  was  also  a 

large  quantity  sent  direct  to  well- 
known  silk  dealers. 

The  distribution  of  the  cargo  was 
as  follows:  Victoria,  B.C.,  one  case 
of  silk  goods;  Montreal,  17  cases  of 
silk  goods,  including  seven  cases  for 
Mullen  Company  and  six  cases  for 
D.  Aillard;  two  cases  of  linen. 

Winnipeg,  Man.,  took  eight  cases 
of  silk  goods;  Toronto  took  51  cases, 
30  cases  for  Silks,  Ltd.,  three  cases 
for  Fisher,  eight  cases  for  the  A.  S. 
King  Silk  Co.,  six  cases  for  J.  R. 

Gregg  and  the  balance  for  small  deal- 
ers. One  case  was  billed  for  Port  au 

Spain. 
New  York  took  3,323  bales  of  raw 

silk,  241  cases  of  silk  goods,  15  cases 
of  cotton  and  12  cases  of  linen.  The 
consignment  included  479  bales  of 
raw  silk,  30  cases  of  silk  goods  and 
12  cases  of  linen  for  Goldman  Sachs, 
351  cases  for  Mitzui,  235  cases  of 
raw  silk  for  F.  A.  Strauss,  80  cases 
of  silk  pongee  and  27  bales  of  raw 
silk  for  Lazard  Freres,  120  bales  of 
raw  silk  for  the  South  African,  Ltd., 
52  bales  of  raw  and  one  of  silk  goods 
for  Jardine  Matheson,  20  bales  of  raw 
silk  for  Gerli,  336  bales  raw  for  J.  H. 

&  C.  H.  Eagle,  95  bales  for  Hone- 
kashi,  14  bales  raw  silk  for  Huber  & 
Co.,  54  bales  of  silk  goods  for  A.  S. 
Rosenthal. 

There  was  also  110  bales  of  raw 
silk  for  Boston  and  292  bales  for 
Scranton,  Pa. 

London. — Tariff  changes  creating 
a  sliding  scale  to  balance  exchange 
rates  and  prevent  the  dumping  of 

cheap  foreign  goods  on  the  home  mar- 

ket are  provided  in  the  "Safeguard- 
ing of  Industries  Bill,"  now  under 

consideration  by  the  cabinet. 

Measures  to  protect  key  industries 
from  the  depredations  caused  by  the 
influx  of  goods  selling  more  cheaply 
here  than  in  the  land  of  origin  have 
been  under  consideration  for  a  num- 

ber of  months.  Stern  opposition  to 

the  proposed  bill  is  expected,  how- 
ever,   from    importers    of    raw    mate- 

W.  J.  COLLETT 
Manufacturers'  Agent 

302  Hammond  Bldg.,     63  Albert  St. 

WINNIPEG 

SPECIALS  FOR  SPRING 
Ladies'    Suits    ranging    $22.50    to    $40.00 

Ladies'    Coats    ranging    $16.50    to    $30.00 

Ladies'    Silk    and    Serge    Dresses,    $12.50 
to    $25.00. 

Ladies'     Georgette     and     Crepe     WaisU. 
$4.50  to   $6.50. 

Ladies'    French    Voile    Waists,    $2.25    to !C>.00. 

rials  and  manufactured  articles  who 

are  said  to  profit  by  the  premium  in 
various  exchanges  on  pound  sterling. 
A  sliding  scale,  varying  with  the 

exchange  rates,  is  the  contemplated 
means  for  balancing  the  exchange 

and  protecting  industry  in  the  pro- 

posed bill. If  the  measure  becomes  law  a  com- 
mittee independent  of  the  Board  of 

Trade  will  be  appointed  to  investi- 
gate the  importation  of  foreign  goods 

which  are  sold  more  cheaply  in  the 

British  market  than  in  the  market 
of  manufacture.  A  report  will  then 

be  made  to  the  Board  of  Trade,  which 

will   take   appropriate   action. 

The  purpose  of  balancing  the  ex- 

changes is  considered  the  most  im- 
portant part  of  the  bill,  and  it  is 

understood  that  this  clause  permits 
of  no  exceptions. 

PARIS-LONDON    AIR  FARE   £6 

London.— La  Compagnie  des  Grands 

Expresses  Aeriens  announces  that, 

through  a  subsidy  from  the  French 
Government,  it  has  reduced  the  fare 

by  airplane  from  London  to  Paris 

50  per  cent.,  effective  March  1,  mak- 
ing the  single  one-way  fare  £6.  A 

slight  reduction  in  freight  rates  is 
also  announced. 

STRAIGHT  LINE,  BUYERS  THINK 

Paris. — Expressing  great  satisfac- 
tion with  the  openings  they  have  just 

been  seeing,  the  American  buyers  now 
remaining  in  Paris,  most  of  whom  are 
to  return  on  the  Kroonland,  the  Roch- 
ambeau  and  the  Imperator,  say  that 
they  can  trace  very  little  radical 

change  at  this  time;  that  the  silhou- 
ette remains  straight  and  only  slight- 

"y,  if  at  all,  longer. 
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A  Plain  Talk  to  Merchants 
Manufacturer  Says  Retailer  Should  Be  Content  With  Fair  Profit — Prices  Were  Marked  Up 

in  Accordance  With  Cost  of  Replacement  on  Rising  Market — Same  System  Should 
Be  Followed  as  Prices  Fall. 

SOME  human  beings
  are 

"easy."  And  some 
business  houses  are 

the  same  way.  Most  of 
the  grief  in  business  conies 

to  or  is  caused  by  the  peo- 

ple   who    are    "easy." 
We  have  been  through 

an  easy  period,  so  far  as 
regards  doing  business. 
Selling  has  been  easy. 

Money  has  been  easy — 
most  of  the  time.  Col- 

lections — credits  —  adver- 
tising— the  whole  business 

structure — they  have  all 
been  easy.  But  this  is  not  a 
permanent    condition. 
Now  things  are  chang- 

ing. Before  we  get  under 
full  steam  in  the  midst  of 
new  conditions,  why  not 

stop  long  enough  to  tight- 
en up  our  belts? 

With  regard  to  prices,  for  example: 
why  is  it  so  hard  for  business  men  to 
give  up  the  long  individual  profit,  and  so 
easy  to  sacrifice  the  profit  on  volume 
of  sales  ?  In  my  business  I  want  lo 
cut  prices  just  as  often  as  I  can,  while 
retaining  a  profit.  Why?  Because  we 
are  philanthropists?  Most  certainly 
not.  But  we  can  see  on  the  cost  sheets 

that  when  our  volume  in  production  in- 
creases, say  by  50  dozen  pairs  of  gloves 

a  week,  our  overhead  per  dozen  goes 
down  correspondingly,  20  cents,  30  cents, 
in  one  case  41  cents. 

But  very  commonly  I  find  a  different 
attitude,  evidence  of  which  came  to  me 

the  other  day  in  a  letter  from  a  cus- 
tomer in  the  Middle  West.  He  returned 

a  pair  of  women's  gloves  that  we  had 
recently  sold  him.  They  were  torn  and 
he  said  in  his  letter: 

"It  seems  to  us  that  a  woman  who  pays 
$4  for  a  pair  of  gloves  ought  to  be  able 

to  get  more  than  three  week's  wear  out 
of  them.  We  believe  she  is  entitled  to 
have  her  money  back.  Furthermore,  we 
can  not  see  that  it  is  any  fault  of  ours, 
but  it  is  clearly  a  defect  in  the  gloves 
themselves,  and  we  want  a  new  pair 

to  replace  these." 
I  wrote  to  them  about  as  follows: 

"We  agree  absolutely  with  everything 
you  say  in  your  letter.  A  woman  who 

pays  $4  for  a  pair  of  gloves  is  certainly 

entitled  to  her  money  back  if  they  don't 
wear  longer  than  three  weeks.  But  we 
want  to  ask  you  plainly,  who  charged 
her   $4    for   the   gloves.     Not   ourselves! 

There  is  no  use  in  denying  that  all  the  way 
through  business  in  the  past  few  years  extrava- 

gances, weaknesses  and  abuses  have  crept  in ; 
most  concerns  are  paying  for  them  today  in  one 
way  or  another.  In  his  position  as  a  manufac- 

turer and  wholesaler,  selling  the  retailer,  the 
author  of  this  straight-from-the-shoulder  talk 
has  been  in  close  touch  with  retail  activities 
from  a  number  of  angles.  A  big  chance  lies 
ahead  for  retailers,  he  feels,  to  trim  their  sails 

to  to-day's  business  winds.  He  points  out  some 
particularly  untimely  practices  which  retailers 
can  well  improve  on.  and  tells  some  retail  op- 

portunities as  they  appear  to  the  manufacturer. 
This   article  appeared  in  February  System,  the  Magazine 

of  Business. 

We  sold  this  glove  to  you  at  $16  a  dozen, 

or  $1.35  a  pair." 
I  call  this  sort  of  thing  by  a .  plain 

name — cheating.  I  don't  believe  it  is 
even  remotely  to  be  considered  as  good 

business.  I  don't  think  it  is  ordinary 
horse  sense.  Ourselves,  we  sell  on  close 
terms.  We  never  allow  an  element  of 

inflation  in  any  of  our  price  quotations. 
Our  terms  are  net  ten  days. 

Furthermore,  we  make  it  a  rule  in 
our  institution  that  we  have  but  one 

price.  When  a  customer  is  given  a  line 
of  credit,  the  limit  of  the  credit  does 
not  in  any  way  influence  the  price.  A 
little  store  in  Columbus,  Ohio,  can  buy 
our  finest  quality  gloves  just  as  cheaply 
as  any  of  the  larger  stores  in  the  United 
States  of  America. 
We  make  it  a  rule  to  sell  honest 

goods  and  conduct  an  honest  business 
and  we  guarantee  our  product  against 

manufacturers'  imperfections,  and  we 
replace  with  a  new  pair  any  imperfect 
glove  that  has  not  been  worn,  soiled  or 
out  of  our  possession  longer  than  six 
months.  We  do  not  give  discounts  of 
any  nature,  character  or  description  to 
any  customer  regardless  of  the  size  of 
his  account,  the  length  of  time  he  has 
been  buying  from  us,  or  any  other  con- 
sideration. 

When    is    Retail    Price    to   be    Based    on 
Replacement  Value? 

During  the  past  four  or  five  years 
the  general  rule  was:  establish  your  re- 

tail  price  on   replacement   value.       The 

replacement  value  of  an 
item  was  never  upon  the 
lowest  quotation  of  the 
market  at  the  date  the 
merchant  marked  his  retail 

price.  If  a  merchant  re- ceived a  back  order  for 

gloves  upon  which  the 

basis  was  figured  at  $24 

per  dozen,  and  at  the  time 
of  delivery  these-  goods  had 
advanced  to  $30,  or  some 

irresponsible  party  quot- 
ed $32.50  he  took  his  $24 

goods,  figured  that  they 
would  cost  $32.50  to  re- 

place, and  then  marked 
his  50  per  cent,  on  thel 
cost  as  his  selling  price. 
In  other  words  he  marked 

$32.50  goods  at  $48.75  per 
dozen;  and  when  it  did  not 
figure  out  quite  even  at 
$48.75,  he  never  said  to 

himself:  "I  will  make  them  $4  and  give 
the  customer  the  benefit  of  it."  No,  what 
he  did  say  was:  "I  will  make  them  $4.50 
and  get  all  I  can  while  the  getting  is 

good." 

Now  that  there  has  been  considerable 
circulation  given  to  the  possibility  as 
well  as  the  probability  of  declines  in 
prices,  that  same  merchant  does  not  feel 
that  the  rule  works  both  ways,  that  the 
merchandise  that  he  has  on  his  shelves 
shall  be  priced  at  replacement  value,  so 
that  the  customer  may  receive  some  of 

the  advantages  of  the  decline  in  whole- 
sale prices.  That  would  not  fit  his  pol- 

icy of  "get  while  the  getting  is  good." 
He  is  not  willing  to  take  the  medicine 
which  he  subscribed  for  his  customers. 

I  could  give  you  very  specific  instances 
where  the  retail  merchant,  whether  he 

be  located  in  Detroit  or  Dallas,  Nor- 
folk or  Cheyenne,  Wyoming,  Portland, 

Maine,  or  Los  Angeles,  California,  has 
always  figured  that  he  is  going  to  take 
advantage  of  the  situation,  no  matter 
what  the  effect  may  have  been.  A  good 
many  firms  have  the  feeling  that  the 

public  is  long-suffering  and  kind  and 
so  should  bear  the  burden  and  relieve 
them  of  the  strain. 

Even  aside  from  the  evident  unfair- 
ness of  this  theory,  it  is  wrong.  The 

public  is  long  suffering  and  kind  but 
there  is  a  limit  even  to  the  public 

patience.  Sooner  or  later  it  will  rebel 
as  has  been  so  vividly  shown  in  the  past 
few  months.  There  has  been  no  time 

when  there  were  not  wants  to  be  sup- 
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plied,  nor  when  people  lacked  money, 
yet  sales  have  fallen  lower  than  at  any 
time  for  a  number  of  years.  The  limit 
of  public  patience  was  reached.  Supply 
and  demand  explanations  of  higher 
prices  no  longer  satisfied.  The  public 

stopped  buying  until  reductions  should 
be  made.  Demand  disappeared  and 
merchants  were  forced  to  bear  some  of 

the  burden  which  many  had  tried  to 
shift.  The  long  suffering  public  was 
no  longer  kind. 

The  replacement  question  applies  to 
the  insurance  companies.  We  were  com- 

pelled to  insure  full  value,  basing  our 
amount  of  insurance  on  replacements. 

If  any  of  us  to-day  were  to  have  a  fire 
it  is  questionable  as  to  the  amount  we 

would  collect.  If  100  per  cent,  of  the 
retail  merchants  insured  on  replacement 

values  of  a  year  ago  and  the  policies 
continue  in  force  under  the  three  years 
working  contract,  and  we  have  a  fire 

now,  we  would  never  be  able  to  get  the 
insurance  paid. 

About  terms:  in  our  business,  as  I 

have  said,  terms  are  10  days  net.  We 
figure  that  we  are  in  business  for  the 

sake  of  selling  merchandise,  not  to  do 
a  banking  business,  or  to  conduct  an 
eleemosynary  institution.  Take  the 
man  who  buys  on  60  days.  If  he  turns 
his  merchandise  four  times  a  year,  then 
he  does  business  for  240  days  of  the 
year  on  money  belonging  to  somebody 

else.  I  don't  think  that  can  be  called 
business. 

I  met  a  buyer  the  other  day,  and 
stated  our  terms. 

"Why,"  he  exclaimed,  "I  wouldn't  buy 
from  anybody,  I  don't  care  who  it  is, 
on  10  days  net.  Don't  you  know  that 
often  a  majority  of  our  departments 

don't  make  any  profit — that  the  office 
may  be  the  only  department  making  a 

profit,  through  its  discounts?" 

"Then  why,"  said  I,  "don't  you  do 
away  with  the  other  departments  and 

just  keep  the  office?" 

These  are  a  couple  of  the  ways  in 
which  it  seems  to  me  that  business  men 

are  "easy."  Why  be  so  lax  about 
prices?  The  excessive  mark-up  drives 
away  profits  in  the  long  run,  instead 
of  attracting  them.  Why  fuss  about 

giving  or  getting  long-time  datings  ? 

Most  all  of  us  would  do  better  if  we 

would  take  a  training  in  paying  spot 
cash.  Then  we  would  have  to  think 

about  our  rates  of  turnover,  and  real 

self-supporting  merchandising,  not  mer- 
chandising dependent  on  the  other  fel- 

low's good  nature  and  easy-going  habits. 
That  is  the  kind  of  merchandising;  that 

Short  Course  For  Merchants  Has 

Varied  and  Instructive  Program 
Fourth  Annual  Training  School  Arranged  by 
University  of  Manitoba  Next  Week  Promises 

to  Attract  a  Large  Number  of  Retailers. 

WINNIPEG,  Feb.  22.— The 
 fourth 

annual  training  school  for  mer- 
chants, from  February  28  until 

March  4,  as  arranged  by  the  University 

of  Manitoba,  promises  to  attract  a  large 

number  of  retailers.  The  lectures,  con- 
ferences and  class  work  are  planned  to 

meet  the  needs  of  merchants  and  their 

assistants  who  wish  to  study  the  latest 

and  best  methods  in  merchandising. 

Among  the  lecturers  will  be  Paul  Find- lay. 

The  programme  for  the  four  days  is 
as  follows: 

Monday,  February  28 

3.00  to  5.00  p.m.— Registration. 

^^^^^    _     Tuesday,  March   1 
9.30  a.m.— "The  Retailer  and  the  Cus- 

tomer."    R.  C.  Line. 

10.30  a.m. — "National  Advertising  and 
Dealers'  Helps."    F.  Pratt  Kuhn. 

11.30  a.m. — "Plans  for  Increasing  Your 
Sales."     A.  J.  Webb  and  J.  Drewe. 

2.30  p.m.  —  "Bookkeeping  for  Retail 
Stores."     F.  C.  Gilbert,  C.A. 

3.30    p.m. — -Conferences: 
Hardware  Dealers — W.  J.  Illsey. 
General  Stores — R.  C.  Line. 

3.30    to    5.30    p.m.— Show    Card    Writing. 
T.  Baxter,  R.  H.  VanKirk,  A.  H.  Galle. 

6.30  p.m. — Merchants  and  clerks  enter- 
tained at  dinner  at  the  St.  Charles  Hotel  by 

the  Salesmanagers'  Association,  represent- 
ing the  Wholesalers  and  manufacturers  of Winnipeg. 

Wednesday,  March  2 

9.30  a.m. — "Chain  Store  Competition." R.    C.    Line. 

10.30  a.m. — Advertising  Copy  for  Retail 
Stores.     C.  M.  Thomas. 

11.30  a.m. — "The  Store  as  a  Community 
Builder."  Judge  Frank  T.  Wilson. 

2.30  p.m. — "Modern  Methods  in  Store 
Service."  Paul  Findlay,  (Henry  Johnson, 

Jr.) 

3.30  p.m. —  Conferences: 

"Textiles,  Cotton  and  Linen."    Miss M.    H.    Haliday. 

"Income  Tax  Returns." 
F.  C.  Gilbert,  C.A. 

3.30    to    5.30    p.m.— Show     Card     Writing. 
T.  Baxter,  R.  H.  VanKirk,  A.  H.   Galle. 

8.00  p.m. — University  Dramatic  Society. 

8.30    p.m. — "The    Fine    Art    of    Salesman- 
ship."    R.  C.  Line.  ' 

A  Sales  Demonstration  staged  by  the  Re- 
tail  Salesmen's  Association. 

Thursday,  March  3 

9.30      a.m. — "Mail      Order      Competition." R.   C.  Line. 

10.30     a.m. — "Modern     Arrangement     and 

Display  of  Merchandise."     T.  L.  Arnett. 
11.30    a.m. — "Co-operative    Marketing    of 

Farm  Products."— Judge  Frank  T.  Wilson. 

2.30    p.m. — "Efficiency    in    Retail    Stores." Paul  Findlay. 

3.30  p.m. — Conferences: 
"Textiles,   Wool   and   Silk." Miss  M.  H.  Haliday. 

"Grocers  and  Meat  Dealers." Paul    Findlay. 

3.30  to  5.30  p.m.— Show  Card  Writing. 
T.  Baxter,  R.  H.  VanKirk,  A.  H.   Galle. 

8.00   p.m. — University   Dramatic    Society. 

8.30  p.m. — "The  Big  Factor  in  Modern  Re- 
tailing."    Paul  Findlay. 

Friday,  March  4 

9.30  a.m. — "Financing  Your  Business." R.   C.  Line. 

10.30    a.m. — "The   Art    of   Window    Dress- 
ing."    R.  H.  VanKirk. 

11.30  a.m.— "The  Ethics  of  Business." Professor  R.   C.  Lodge. 

2.30   p.m. — "Store    Service    That   Is    Satis- 
factory."    Paul   Findlay. 

3.30  p.m. — Group  Conferences  to  be  ar- ranged. 

3.30    to    5.30    p.m.— Show    Card    Writing. 
T.  Baxter,  R.  H.  VanKirk,  A.  H.  Galle. 

will  stand  the  test  in  a  time  of  business 

depression. 

With  it  all,  we  ourselves  are  not  in- 
clined to  worry  very  much  about  these 

things.  We  attend  to  our  own  business 
according  to  our  own  ideas.  We  simply 
take  care  of  our  work  each  day.  We 

are  hoping  that  some  day  we  shall  be 
able  to  get  caught  up  with  the  orders 
now  on  file  and  that  we  shall  see  a  bit 

of  daylight  ahead.  We  have  this  satis- 
faction, that  our  business  conduct  dur- 

ing  the   past  has   brought  us   a  reward 

that  is  indeed  most  gratifying.  We  are 
making  constant  gains  and  our  policy  of 

dealing  fairly  with  the  customer  evi- 
dently wins  out. 

We  do  not  in  any  way  attempt  to  dic- 
tate what  our  customers  shall  or  shall 

not  do  nor  do  we  allow  them  to  dictate 

to  us  what  we  shall  do.  We  simply  fol- 
low their  instructions  as  nearly  as  we 

can  and -when  we  do  sell  we  sell  strictly 
on  our  terms,  and  we  never  under  any 
circumstances  let  any  customer  write 
the  terms  for  us.     That  is  our  job. 
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The  Thompson  Lace  &  Veiling  Co.,  Limited 

i.  Veiling!,  Geor- 

gette*, Ninons,  "My 
Lady"  Silk  Hair  Net*. 
Princess  Pat  Human 
Hair  Nets,  Sport 
Veil*. 

Cor.     Wellington     and 
York    Sts.. 

Toronto.    Canada 

Real    HARRIS,     LEWIS    and 
SHETLAND  HOMESPUNS 

Direct   from    the   makers.     Special    llzht- 

weighu    for    Ladies'    wear — all    shade*). 
Patterns   and   Prices  on   Application 

S.  A.  NEW  ALL  &  SONS,  Stomoway,  Scotland 
Slett  timJt  iotrti  mnJ  aktthv  ft  Uilu  w  C*nW 

Infants',  Children's,  Girls' 
and  Misses'  Dresses 
H  e  are  Specialists  in  these  Itnes 

H.  L.   WATTS,  LIMITED 
400  Richmond  St.W.,  Toronto 

T.  H.  Birmingham  &  Co* 
LIMITED 

ina  Are.,  TORONTO 
akeriof 

Women's  High  Grade 
Neckwear 

"  The  Exclusive  Neckwear  House" 

tK  LIMI 
<4D      ,J  ta  "  Spadiu 

*W         Women'*  I 

"EVERYTHING  IN  SILKS" 

M.  Ascher  Silk  Corp. 
Distributors — Iroquois  Silk  Mills 

102    Madison    Avenue,    New    York 

Sho-cards  will  CI ear 
Your  left-over  stock 

Send  order  to 

G.  L.  Wooding 
r\0.  Box  62 Salmon  Arm,  B.C 

SILKS 
present  in  this  country  some  of  the 

reliable  Manufacturers  of  High- 
S1LKS.     in    plain,     fancy    weaves. 

Quality    and    Novelty    is    my    motto. 

J.  H.  GAGNON 
108  Dandurand  Bldg.        Montreal 

GERSTENZANG    BROS. 

Popular  Priced 
Flowers  and  Feathers 
670-674   Broadway,  NEW  YORK  CITY 

STANDARD   ABROAD 

New  York. — How  color  standard- 

ization is  progressing  in  this  country 

and  abroad  was  brought  out  by  Fred- 

crick  Bode,  president  of  the  Textile 

Color  Card  Association,  in  his  ad- 
dress at  the  annual  meeting  of  the 

organization.  American  color  cards, 

he  said,  now  have  a  distribution  over 

every  state  in  the  Union,  in  Canada, 

South  America  and  seventeen  foreign 

countries.  During  the  past  year,  he 

brought  out,  the  sweater  and  knitted 

textile  industries,  the  shoe  and 

leather,  waist  and  other  industries 

have  adopted  the  American  cards  and 
standards. 

While  only  six  years  ago,  he  said, 

America  was  dependent  on  Europe 

for  her  color  information,  she  now 

has  a  color  institution  of  her  own, 

which  is  serving  all  branches  of  in- 

dustry interested  in  color.  He  also 

touched  on  the  interest  being  evinced 

in  the  color  cards  by  leading  educa- 
tional institutions  and  their  use  in 

the  teaching  of  textiles,  applied  chem- 

istry and  domestic  science. 

The  past  year,  he  said,  has  been 

the  banner  year  of  the  association  in 

increase  of  membership,  both  in 

America    and    Europe. 

The  report  cited  the  addition  of  the 

Converters'  Association  of  New  York, 
the  National  Association  of  Finishers 

of  Cotton  Fabrics,  the  Sweater  and 

Knitted  Textile  Manufacturers'  As- 
sociation and  the  shoe  and  leather 

industries  to  the  list  of  those  adopt- 

ing the  service  of  the  association. 

The  Webbing  Manufacturers'  Ex- 
change has  appointed  a  committee  to 

standardize  a  range  of  colors  adapt- 
able to  that  industry,  Mr.  Bode  said, 

while  the  United  Waist  League  has 

selected  ten  colors  from  the  Amer- 

ican color  cards  for  the  Spring  and 

Summer  season  and  the  Eastern  Mil- 

linery Association  has  appointed  a 

sub-committee  for  conference  with 

the  Color  Card  Association. 

In  the  retail  field,  1,500  retail  mil- 

linery    buyers    • have     been     reached 

VEILINGS  and 
SILK  NETS 

HODGES  &  LETTAU 
232  McGill  St.  Montreal 

FOR    HONEST   VALUE   AND 
SATISFACTION 

CROWN  PANTS 
Will    increase    your   sales.     Our   production 
has   increased  60%   over  former  years. 

CROWN  PANTS 
322    Notre    Dame    West,  MONTREAL 

Bartell  Patent  Pockets 
Used  and  Endorsed  by  59 

Canadian  Clothing  Manu- 
facturers. This  List  can  be 

had  from 

BARTELL  PATENT  POCKET  CO. 
117  East  34th  St..  N.Y.C. 

Canada's 

Largest  Makers  of Cotton  Flags 

Writ*  for  Prictt 

THE  COPP,  CLARK  CO. 
517  Wellington  St.  West      Toronto 

"HOOSIER" 
The  beat  36-inch  brown 
domestic  in  America 

Buy  it  by  the  bale; 
sell  it  by  the  bolt 

Indiana   Cotton    Mill* 
Cannelton,  1  nd.,U.S.A, 

LARGEST  MANUFACTURERS 
Artificial  Flowers,  Plants  and  Vines, 
Window  Decorations,  Japanese  and 
Chinese  Decorations,  Papier  Mache 

Novelties,  Electric  Lighted  Flower 

Bushes.  Write  for  our  Catalogue.  It'a free   for  the  asking. 

The  Botanical  Decorating  Company 
(Incorporated) 

208  W.  Adams  St.,  Chicago,  III. 

Save  time  -  Buy  right 
Use  1921 

Fraser's  Textile  Products  Directory 

A  complete  key  to  the  Canadian  Market. 
Wrife  or  call  for  approval  copy. 

c  D   LI-  L-        r       222  Craig  W.,  Montreal 
Fraser  Publishing  Co.    122  Wellington  W,  Toronto 

KENT-McCLAIN  AGAIN 
"Inter-place-able  Units"  for  Messrs.  Poole  &. 
Thompson,  Montague,  P.E.I. 

Messrs.  Poole  &  Thompson  have  recently  com- 
plete I  the  Installation  of  new  show  cases  and 

Unit  Fixture.  These  "Units"  are  now  tak- 
ing care  of  the  men's  furnishing  departments. 

Also  Included  In  1  lie  outfit  are  K-M  Double- 
Ink  Revolving  Wardrobes  for  the  display  of 
clothing.  All  these  fittings  in  rich  quarter 
i-ut  Ojik.  fumed,  were  designed  and  built  h: 
Kent-McClaln,  Limited,  (Toronto  Show  Case Jompany). 
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I  Specialize  in  Boot  Laces 
for    the    wholesale    trade    in    the    better 

grades. 
Handed    in   pairs,    in   gross   boxes 
1  ancy    Cabinets,    100    pairs,    banded    in 
pairs.      These   are   more   profitable    than 
bulk   make-up.      Also 

LEATHER    LACES,    all    kind*. 

E.  W.  McMARTIN,  MONTREAL 

BALLOONS 
Printed  with  >«ur  ad- 

vertisement at  small 
cost.  Brings      the 
mothers  and  children. 

L.    G.    BEBBE 

28     Wellington    "St. E..    Toronto 

Agencies  wanted  for  Great  Britain 
L.  A.  NELSON 

Hosiery  &  Knitted  Goods 

Agent,   Wholesale   and   Export. 

Headquarters,    London.   England, 
59,   Gresham  St..   E.C.   2. 

Open    to    represent    manufacturers,    all 
classes    except   Summer    Ribbed    Under- 
wear. 

RIBBONS    OP    DISTINCTION 

J-C"  Ribbons  have  peculiar 
charm.  Widely  advertised  to 
the  consumer  under  their 
trade-mark  names  for  the 
protection  of  the  dealer. 

••SATI.N     Kb     li  .. &" 

itA.  J*//  -TROrs!»K.\r- \r5^v^^taR/  "T>ADY    FAIR" 
^€<iRVSy/     "SAXKANAf"    "VIOLET" "f>EMOCRACT" 

JOHNSON,    COWiDIN   *  CO..     40  E.   SOth  St. 
New   York.    N.Y.  Made   In    U.S.A. 

Cotton  Comforters 

Down  Comforters 

Deliveries  Guaranteed 

The  Toronto  Feather  &  Down  Co., Ltd. 

2154-56-58  Dundas  St.  W.,  Toronto 

B  LAN  K  E  T  S 
PRIESTLEY  BROTHERS 

Blanket  Manufacturers 

GROVE  MILLS  HALIFAX 

Telegrams  and  Cables,  "Blankets"  Halifax 

Codes,  A.B.C.  5th,  and  Bentley's 

JUTE  GOODS 
why  not  buy  direct  from  the 

manufacturers: 
James  Brodie  Representing 

COXBROTHERSUD 
IZ  BANK  OF  OTTAWA  BUG.,  MONTREAL 

WILL  P.  WHITE,  LIMITED 
Montreal 

137  McGill  Street 

Head  Office  : 
Toronto 

65  Simcoe  St. 

Manufacturers'    Agents    and    Distributors 

Textile   and   Smallwares  Specialities. 

Wholesale  and  Manufacturers  Only  Supplied. 

through  the  Retail  Millinery  Associa- 

tion of  America,  the  report  states. 

All  officers  and  directors  were  re- 

elected. They  are  as  follows:  Presi- 

dent, Frederick  Bode,  of  Gage  Bros. 

&  Co.;  first  vice-president,  William 
Hand,  of  John  Hand  &  Sons;  second 

vice-president,  A.  L.  Gifford,  of  the 

Worumbo  Co.;  director,  Carl  Forsch, 

of  Pelgram  &  Meyer;  treasurer,  Adolf 

Muller,  of  the  National  Ribbon  Co.; 

secretary,  Ramsay  Peugnet,  of  the 

Silk  Association  of  America;  manag- 

ing director,  Margaret  Hayden  Rorke. 

Paris.  —  Lyons  manufacturers  of 

ready  to  wear  are  questioning  the 

sincerity  of  the  cuts  recently  an- 

nounced by  retail  houses.  The  man- 

ager of  one  of  the  leading  ready  to 

wear  factories  expressed  himself  on 

the  subject  to  a  representative  of  La 

Journee   Industrielle   as  follows: 

"Referring  to  the  reduction  of  30 

and  even  50  per  cent.,  I  do  not  be- 
lieve that  up  to  now  these  reductions 

have  been  genuine,"  he  said.  "They 
seem  rather  to  have  been  a  way  of 

getting  rid  of  inferior  stock  and  non- 
salable  stuff  generally,  what  we  call 

'les  rossignols'  (the  nightingales). 
Still,  I  would  not  be  too  hasty  in 

throwing  stones  at  the  retailers.  It 

is  true  that  while  they  have  not  been 

very  eager  to  respond  to  the  need  for 

a  reduction  they  have  always  priced 

their  goods  below  what  it  would  cost 

them  to  replace  them.  The  whole 

present  crisis  is  entirely  due  to  the 

diminished  purchasing  power  of  the 

public." 

Further  investigation  drew  forth  a 

number  of  comments  from  the  ready 

to  wear  retailers  to  the  effect  that 

the  above  is  not  the  case  at  all.  They 

declare  that  the  reductions  are  gen- 

uine, and  that  there  has  been  no  at- 

tempt to  foist  left-overs  on  the 

public. 
The  report  that  price  tickets  had 

been  "doctored"  was  rejected  with  in- 

KENT-McCLAIN  AGAIN 
Messrs  <..  \v  Gibson  &  Company,  o*  Wood 
stock.  N. it.,  arc  now  completing  the  Installs 
don  of  new  window  fittings.  All  the  wood* 
work  ami  panelling  is  in  beautifully  figured 
mahogany  and  adds  much  to  the  appearance 
of   the   store.      To    attract    those    who    would 

otherwise    lie    merely    "passers   h\"    and    to    ere ate  a  favorable  rtrst  Impression,  there  Is 

nothing  more  effective  than  a  window  de- 
signed with  taste  and  refinement  These  win 

(tow  fittings  were  designed  and  supplied  bj 
Keni  M  Claln,  Limited  (Toronl  i  Show  Case 
Company] . 

H.  Levy  &  Sons.  Limited 
198  McGill  Street  -  MONTREAL 

Phone  MAIN   1457 

Woollens,  Linings,  Trimmings,  etc. 
For    Clothing    and    Cloak    Trade* 

CHILDREN'S 

GARMENT 
DRYING  FORMS 
NON-RUSTING 

PATENTED 
Write  for  Circular No.  31 

}.  B.   T1MBERLAKE 

A  SONS,  Mir. 
Jackson  Michifan 

D  RFisk&Co. 
Chicago 

New  York  Salesroom : 

Open   Throughout  the  Year 
411  Fifth  Avenue 

ADVERT  I SEMENT  WRITERS  and 
SHOW  CARD  WRITERS  WANTED 

Big  demand  for  both  men  and  women. 
We  prepare  you  in  few  months  at  home 
— under  experts.  Our  graduates  in 
demand.  They  earn  good  money.  Get 
Particulars.      Write 

SHAW  CORRESPONDENCE  SCHOOL 
Toronto,  Canada  (Dep.  DR.) 

•Smallwares 
  AND   

Hosiery 
The  Robert  Hyslop  Co  u**™> 

HAMILTON.  ONTARIO 

Manufacturer* 

329-331  Fourth  Ave.,  N.  Y. 

SUPERBA  BINDING 

BRAIDS,  CORDS.   DRESS  TRIMMINGS 

Fred  Jones  &  Company 
Manufacturers  and  Importers 

Babies*  Hand  Crochet  Goods  Notion* 
Babies'  Hand  Knit  Goods  Novelties 

Art  Needlework  Materials 

Room   712,  Empire   Building 

64  WELLINGTON  ST.  WEST,   TORONTO 
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Choir  Gowns 
The  Best  in  Design 
The  Best  Made 
The  Most  Reasonable    in    Price 

HARCOURT  &  SON,   LIMITED 
103  King  Street  W.,  Toronto 

CLIMAX  PAPER 
BALERS 

ALL  STEEL-FIREPROOF 
"Turn*    Watt* 

into  Profit" 12  SIZES 
Send  for  Catalog 

CLIMAX  BALER  CO 
Hamilton,  Ont. 

STERLING  DRESS  CO. 

Popular-Priced  Ladies'  and  Misses' DRESSES  and  SKIRTS 
220  KING  ST.  WEST  -  TORONTO 

ADELAIDE  3857 

JOSEPH  G.  HAWA  &  CO. 
367  St.  Catherine  St.  W.,  Montreal 

COTTON   PANTINGS  AND  SUITINGS 

for  Manufacturers  only 

GANSEMAN  &  DeMYTTENAERE 
MOUSERON  BELGIUM 

MAKERS  OF   LEADING  LINES 

G.  C.  EGAN  CO.,  LIMITED 
18  St.  Helen  St.,  -  MONTREAL 

Sole  Canadian  Representatives. 

PENNANTS  PILLOW-TOPS 
and 

CHAIR-PADS 
MADE  BY 

Canadian   Manufacturing  of  Novelty 
49-51  Boucher  St. MONTREAL 

J.    CHANANIE 
Wholesale  Dry  Good*  Importer 

has  removed  to  larger  and  more  central  premises    at 

323  NOTRE  DAME  ST.  WEST 
MONTREAL 

where  he   will  render  still  more  efficient  service  than 
in  the  past 

MESH  BAGS  in  Silver  and   Gun  Metal 

Finish.     METAL   FRAMES   for   LadieV 

Hand    Bags. 

Made  in  Canada  for  the  Canadian  Trade 

WHITING   &  DAVIS   CO. 
SHERBROOKE.  QUE. 

dignation  and  the  returning  public 

was  cited  as  an  evidence  of  good 

faith.  January,  usually  a  dead 

month,  has  been  very  active. 

REGARDING  LINEN  GOODS 

There  was  an  agreement  regarding 

the  prices  of  linen  yarns,  so  it  is  un- 
derstood, which,  if  observed,  would 

have  had  the  tendency  to  keep  the 

price  of  linen  fabrics  firm,  says  the 

Maritime  Merchant,  but  we  under- 

stand that  some  parties  to  the  agree- 
ment broke  away  from  it,  with  the 

result  that  there  has  been  a  slight 
break  in  yarns.  The  wholesale  trade 

have  not  had  any  advice  of  declines 

in  linen  fabrics,  however,  notwith- 

standing that  a  break  in  yarns  might 

be  expected  to  be  followed  by  such 

a  result.  It  must  be  remembered, 

however,  that  very  little  pure  linen 
cloth  has  been  handled  by  the  trade 
for  some  time  because  of  the  scarcity 
and  high  price  of  yarns;  the  linens 
that  have  sold  in  most  consuming 
markets  have  been  unions  and  often- 

times entirely  cotton  fabrics.  Such 
fabrics  would  not  be  influenced  much 
by  a  decline  in  linen  yarns,  but  the 
present  state  of  the  cotton  market 
ought  soon  to  be  felt  in  this  trade. 

Manufacturers  and  wholesalers 

when  comparing  this  season's  busi- 
ness with  a  year  ago  continue  to  as- 
sert, says  a  New  York  advice,  that 

comparisons  hardly  mean  what  they 
do  in  ordinary  seasons.  The  contrast 
of  general  business  with  that  of  a 

year  ago  is  great,  they  point  out. 

Buying  was  then  conducted  under  ap- 
prehension that  prices  were  going  up- 

ward and  anticipation  of  needs  was 
imperative.  Within  the  year  prices 
have  dropped  from  10  to  40  per  cent., 
the  manufacturers  assert,  and  while 

many  more  garments  may  be  sold 

over  last  year  the  totals  in  dollars 

and  cents  may  still  be  much  lower. 

TAPES 
ALL  WIDTHS  AND  QUALITIES 

CARRIED  IN  STOCK 

Walter  Williams  &  Co. 
508  READ  BLDG.,  MONTREAL 

20  WELLINGTON  ST.  W.t  TORONTO 

Red  Seal  Zephqr  Ginghams 
EvereH  Classics 

Eden  Clorh  -  Blue  Bell  Cheviofs 
Standard  Woven  Cotto.i  Fabrics 

SMITH. HOGG  &COMPANY 
115-117  WORTH   STREET- NEW   YORK 

Boston- 1 44  Essex  St.    Chicago-226  West  Adams    S 

SIGN  WRITING 
Do  your  own  card  writing 

Write  for  our  catalogue  which  will  tell  you 

what  you  need.  Best  goods  at  closest  prices 

ARTISTS'  SUPPLY  CO. 
77  York  St..  Toronto 

VERY  LITTLE  BUSINESS  IN 
UNDERWEAR 

Underwear  is  being  shown  for  next 

Fall,  but  very  little  business  is  being 
done  at  present  prices.  Some  people 
feel  that  the  prices  being  quoted  now 

are  not  as  low  as  they  will  be,  but 
the  manufacturers  on  the  other  hand 

claim  that  present  prices  are  as  low 

as  they  can  possibly  accept  in  view 

of  the  present  cost  of  labor.  If  hold- 
ing off  in  the  placing  of  orders  should 

continue  much  longer,  however,  it  will 

have  the  effect  of  curtailing  produc- 
tion in  this  class  of  goods,  as  in  the 

past  it  has  been  necessary  for  mills 

to  run  pretty  well  full  up  in  order  to 

supply  the  demand.  It  is  felt  that 
there  will  have  to  be  a  certain  amount 

of  reduction  in  the  wages  paid  the 

operatives  in  this  class  of  goods.  On 

the  other  hand,  manufacturers  advise 
that  they  are  getting  better  output 

from  their  hands  than  during  the 

years  of  war.  The  feeling  among 

these  people  probably  is  that  if  it 
is  necessary  to  lay  off  some  of  the 

help  it  will  be  those  that  are  least 
efficient  who  will  be  dropped. 
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Good  Times  Just  Ahead 

PROSPERITY  is  within  our  reach  in  Canada. 

All  we  need  to  have  and  to  hold  it  is  a  sane,  sure 

grasp  on  its  simple  elements. 

They  are  Industry,  Integrity,  and  Faith. 

These  are  the  cardinal  virtues  of  human  relations.  They  are  the  under- 

pinnings of  healthy,  natural  business  life  and  the  foundation  of  a  whole- 
some social  system. 

They  are  the  fountainhead  from  which  Progress  springs.  A  well-known 

business  economist  has  called  them  the  "Fundamentals  of  Prosperity." 
Your  purchases  are  an  expression  of  Faith.  They  are  evidence  of  your 

Industry.  Make  them  confidently  from  business  institutions  of  In- 
tegrity. 

Buying  is  the  backbone  of  prosperity.  An  active  market  means  more 
employment,  steadier  earnings;  benefits  are  passed  around. 

Wise  spending  gives  stability  to  earning  and  for  that  reason  is  far- 
sighted  thrift  and  sound  economy. 

The  call  of  to-day  is  for  cheerful  thinking,  willing  working  and  con- 
structive action  by  you — everybody — NOW. 

To-morrow's  change  for  the  better  will  come  about  through  the  com- 
bined efforts  of  each  and  every  one  of  us. 

By  sheer  force  of  numbers  and  co-o  deration,  by  the  high  power  of  heart 
and  mind,  we  can  put  Business  on  a  firm,  stable  basis. 

We  can  do  this  because  all  of  the  material  factors  making  for  better 
business  are  right. 

Let  us  link  our  faith  with  industry,  our  vision  with  courage,  and  forge 
ahead. 

Let's  make  an  uncommon  effort  toward  a  common  end — Good  Times. 

A  message  from  the 
Associated  Advertising  Clubs 
of  the  World. 
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I0MINION 

The  Three  Best  Selling  Months 
in  the  Whole  Year 

for  "Dominion  Ravnsters"  are 
right  ahead  of  you.  February, 
March  and  April  usually  bring  a 

lot  of  rain.  "Dominion  Ravn- 

sters" mean  complete  protection 
against  steady  downpours  and 
sudden  showers,  because  they  are 
absolutely  waterproof. 

Many  men  and  women  are  buy- 

ing "Dominion  Ravnsters"  in 
preference  to  all  other  spring 
coats  because  they  have  the  style 
and  appearance  of  the  smartly 

tailored  top  coats,  with  the  addi- 
tional advantage  of  being  water- 

proof. 

"Dominion  Ravnsters"  come  in 
a  variety  of  styles  and  patterns 
for  men,  women  and  children. 

They  are  unconditionally  guar- 
anteed -  carry  the  guarantee 

'label  of  Canada's  greatest  rubber 
organization — and  are  well  ad- 
vertised. 

Write  our   nearest   service 

branch  for  styles  and  prices. 

DOMINION  RUBBER  SYSTEM 

SERVICE  BRANCHES 

are  located  at  :  Halifax,  St.  John, 
Quebec,  Montreal,  Ottawa,  Toronto, 
Hamilton,  Brantford,  Kitchener, 
London,  North  Bay,  Fort  William, 
Winnipeg,  Brandon,  Regina,  Saska- 

toon, Calgary,  Edmonton,  Lethbridge, 
\  ancouver  and  Victoria. 

Dominion    Raynsters 
"Made-in-Canada"  Raincoats 
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Flannelettes 

SPERO 
SELVEDGt    OUR    GUARANTEE 

critic  /  iwi  J  make 
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Super- standardised   quality 

COTTON    GOODS 

"best   in   the   world    ■ ^lanl^ets 

Grey      Sheetings 

WILLS  ON  MANCHESTER  SHIP  CANAL THE  MODEL  FACTORIES  OF  LANCASHIRE, 
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(Illustrated  at  left) 

In  aristocratic  covert  or  Eng- 
lish tweeds  comes  this  plain  golf 

suit  with  the  elastic  extension 
in  the  shoulder  to  give  freedom 
and    double-tier    pouch    pockets. 

(Illustrated  at  right) 

"Clydesdale"  overplaids  come 
in  pastel  rose  and  green  shades 

and  are  really  quite  "Englishy." You  may  choose  the  entire  suit 
with   or    without    the   golf   skirt. 

Golf  and  Sports 
Clothes  Appear 
in  Great  Variety 

Soon  your  customers  will  be  asking  for  golfing  costumes — not  just  some  suit 
to  which  you  attach  the  name  "golf"  but  a  costume  made  on  purpose.  A 
costume  that  considers  not  only  the  sportsmanlike  appearance,  but  also  the 
freedom  to  really  play  in. 

And  Kenyon  has  considered  every  degree  of  your  customers'  wants.  That 
is.  we  can  furnish  you  with  a  combination  of  knickers  and  coat,  alone  or 
with  a  golf  skirt;  with  knickers  and  cape,  or  with  just  a  modest  little  covert 
suit  with  real  golf  shoulders. 

Every  jacket  has  the  elastic  extension  for  freedom;  all  are  furnished  with 
good  generous  pockets,  and  the  skirt  has  a  real  flare  at  the  bottom. 

Resides  these  golf  suits  we  have  such  other  interesting  snorts  wear  as  Bright 
Flannel  Tuxedos,  Black  Velveteen  Jackets,  White  Flannel  Suits,  Ken- 
weave  Jersey  Suits  and  Ken-tweed  Suits. 

C.  Kenyon  Company,  Inc. 
200  Fifth  Avenue 

New   York    City 
223  Jackson  Blvd. 

Chicago,    Illinois 
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Values 
Tell 

Now  and  Always 

Values  work  wonders  for  institutions. 

They  put  and  keep  stores  on  the  map. 

You  know  that  the  bulk  of  your  trade  is  considering 
price  and  value  as  never  before.  You  should  bear  this  in 
mind  in  merchandising  for  your  store. 

As  for  ourselves,  we  carry  in  stock  all  wanted  items 
in  the  Drv  Goods  line,  so  as  to  enable  retailers  to  buy  as 
they  go. 

To  buy  for  their  current  needs  as  they  appear. 

To  buy  for  a  maximum  of  turnovers,  and  to  buy  so  as 
to  minimize  leftovers. 

Our  seventeen  departments  are  well  stocked  with  new 

Spring  and  Summer  merchandise,  offering  every  advant- 
age the  market  affords. 

Greenshields  Limited 
"Everything  in  Dry  Goods" 

17  Victoria  Square       -       Montreal 

c*3S9£ 
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Spring  ana  <jummer 

truly  Seasons  that  revel  in 

Silks 
jVLilaay  of  smart  style  proves  it  —  she  chooses  silks 
for   everything  —  front  her  dainty   undergarments 

to  her  smartest  frocks 

JAPAN ana 

CHINA*  SILKS 
CHARMEUSE 

DUCHESS  SATINS 
TAFFETAS 

GEORGETTES 
CREPE  DE   CHINES 
FANCY  STRIPES 

PLAIDS 
FANCY  TRIMMING 

SILKS 

PYJAMA  SILKS 
SILK  SHIRTINGS 

ana 

WASH  SATINS 

for  afternoon  or evening. 

Get  ready  to  meet  the 
demand   by  selecting 

NOW.  ' 

New  numbers  of  rare 

beauty  and  radi- 
ance with  patterns 

and  colorings  that 

suggest  unlimited 
uses  for  summer 
months,  are  here  for 

your     inspection. 

Visit  us^orjsendjffor 

samples. 

8.  &.  Iting  g>ilfe  Company 
iimtteb 

59-61  Wellington  St.   West,  Toronto 
Foreign  Offices  : 

Zurich.  Switzerland  Lyons,   France 

Yolohama,  J 'a£an  Chefoo.    China 
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"IRON  DUKE' 
Overalls  ana  Smocks 

for  Men 

Made  of  the  strongest 

cloth,  on  the  largest  cut, 

for  the  hardest  wear. 

John  M.  Garland,  Son 
&  Co.,  Ltd. 

Ottawa  -  Canada 

Wholesale  Dry  Goods 
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RITCHIE'S    /i (cm-Maul    DRESSES 
for   Children 

Showing  an  unusual  line  of  styles  expressing, 
the  very  spirit  of  Spring,  and  Summer. 

Write  for  samples  of  the  new  March  styles. 

Embroidered  Organdies  and   V  ones 

Flouncings  and  Banding  to  Match 

Novelty  Eyelet  effects  from  abroad  in  the 
following  fashionable  shades:  Dove  g,rey, 

Kind's  blue,  Morning,  Glory,  shell  pink,  peach, 
rose,  henna,  and  navy. 

Our  Salesmen  are  m  your  vicinity  with 

a  complete  Spring   ana  Summer  range. 

H.  P.  RITCHIE  &  COMPANY 
38-42  CLIFFORD  STREET TORONTO 

Jyfanufacturers    J^letallic    Laces,     Silk    Lingerie, 

Emhroiderits,  Handkerchiefs,    Children's   Dresses. 

*m$& -a — a- 

® 
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HOUSE  FURNISHINGS 

SCRIM  CURTAINS 

BUNGALOW 
CURTAIN  NETS 

SHADOW  CLOTH 

WASHABLE 

CRETONNES      - 

At  Reduced  Prices 

At  Reduced  Prices 

At  Reduced  Prices 

At  Reduced  Prices 

TAPESTRY  FURNITURE 
COVERINGS      -      -      -      At  Reduced  Prices 

REPPS  AND 
CASEMENT  CLOTHS        At  Reduced  Prices 

NOTTINGHAM 
LACE  CURTAINS At  Reduced  Prices 

JOHN  MACDONALD  &  CO.,  LIMITED 
TORONTO 
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Fashions  Favorite  Wash  Goods 

for 
Summer  Frocks 

"VOILES" 
Printed,  Embroidered 
Rice  Crepe 

Sheenore,  Silk  Stripe 

Novelty  Organdies 
Printed  Foulards 

Ginghams  and  Chambrays 

Al 
so 

"GRAFTONS" 
40-inch  English  Voiles 
32-inch  Japonelles 

1  1  Departments 
A.C.— Cotton  Staples 
D. — Dress  Goods  and  Silks 

F. — Toys,  Sporting  Goods,  etc. 
H. —  Hosiery 
L. — Linens,  Handkerchiefs 

M. — Laces,  Ribbons,  House  Furnishings 
R. — Ready-to- Wear 
S. — Smallwares 
U. — Underwear 
W.— Woollens 

HODGSON,  SUMNER  &  CO.,  LIMITED 
83-91  St.  Paul  St.  W. 21  St.  Sulpice  St. 

MONTREAL 
84-92  LeRoyer  St. 

SAMPLE  ROOMS: 

7  Charest  St.,  QUEBEC  Windsor  Hotel,  OTTAWA 

Carlaw  Bldg.,  28-30  Wellington  St.  W.,  TORONTO 
Can.  Bank  of  Commerce  Bldg.,  THREE  RIVERS  Metropole  Building,  SHERBROOKE 

503  Mercantile  Bldg.,  VANCOUVER  50  Bon  Accord  St.,  MONCTON,  N.B. 

Tt^jpJ^ 
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Our  Co-operation  Doubled  Their 
Sales— It  Will  Increase  Yours 

Among  the  oldest  and  most  steadily  successful 
Hoover  dealers  in  the  Dominion  are  the  Popular 

Priced  Electricians, atHamilton,Ont.  Longbe- 
foreThe  Hoover  was  completely  manufactured 
in  Canada  they  sold  this  efficient  cleaner,  always 
insubstantial  numbers  by  progressive  methods. 
When  we  proposed  that  they  use 
the  Hoover  plan  of  closer  selling 

co-operation,  it  was  a  matter  of 
some  rightful  doubt  on  their  part 
as  to  whether  we  could  do  any 
better  than  they  already  were 
doing  alone. 

Open  to  conviction,  however, 
they  accepted  our  sales  proposal, 
effective  the  first  of  last  October. 

They  co-operated  most  heartily. 

The  nine  months  preceding,  Jan- 
uary to  September  inclusive,  they 

had  averaged  14  Hoover  sales  a 
month,  two-thirds  of  which  were 

the  small  "Baby"  model. 

In  October,  November  and  De- 
cember, with  our  co-operation, 

their  sales  immediately  grew  to 
double  that  number.  And,  of  the 
28  Hoovers  they  averaged  each 

month,  24  were  "Specials." 
Such  a  showing  as  this,  in  the  face 
of  the  fact  that  three  other  large 

and  progressive  dealers  in  Hamil- 
ton are  also  operating  under  the 

same  plan,  has  converted  even  this 
veteran  Hooverdealertothe  value 

of  our  full  selling  co-operation. 

Certainly  such  evidence  is  con- 
clusive proof.  And  there  are 

many  other  instances,  in  every 
province,  which  support  our 
statement  that  the  Hoover  plan 

operates  profitably  whenever  a 
dealer  will  but  properly  co-operate. 

The  Hoover  Suction  Sweeper  Company  of  Canada,  Limited 

Factory  and  Executive  Offices:  Hamilton,  Ontario 

<dhe  HOOVER It  Beats. as  it  Sweeps        as  it  Cleans 

MADE   IN   CANADA  —  BY   CANADIANS  —  FOR   CANADIANS 
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Racine's  Value-Giving Merchandise 

the    shortest   and    quickest    route  to  a   successful 
business  built  upon  the  satisfaction  you  are  able  to  give your  customers  and  their  confidence  in  your  establishment. 

We  have  FOURTEEN  WELL-STOCKED  DEPARTMENTS 
at  your  service  always.   Here  you  will  find  the  stimulus  you  require. 

A — Cotton  Staples 
AX — Flannelettes 

B— Wash  Goods 

C — Woollens 
D — Linens 

E— Dress  Goods  and  Silks 

F — Men's  Underwear  and 
Sweaters 

G — Home  Furnishings 

H — Ladies'  Hosiery  and  Under- wear 

I — Men's  Fancy  Furnishings 
J — Ladies'  Ready-to- Wear 
K — Smallwares   and  Notions 
L— Men's  Fine  Shirts 

M — Workingmen's   Wearables 

N.B.A  New  Sample  Room  has  been  opened  at 
85  Germain  Street,  St.  John,  N.B. 

Manufacturers  and  Wholesale  Distributors  of  Dry  Goods 

60-98  ST.  PAUL  STREET  WEST,  MONTREAL 
FACTORIES:  Beaubien  St.,  Montreal;  St.  Denis,  Que.;  St.  Hyacinthe,  Que. 

SAMPLE  ROOMS: 

HA'LEYBURY  SYDNEY,  N.S.  OTTAWA  QUEBEC  TORONTO  SHERBROOKE 
Matabanick  Hotel         269  Charlotte  Street         111  Sparks  Street         Merger  Building  123  Bay  Street         4  London  Street 

SUDBURY  RIVIERE  DU  LOUP  THREE  RIVERS  CHARLOTTLTOWN,  P.E.I. 
Nickle  Range  Hotel  Hotel  Anctil  Main  Street  Queen  and  Sydney  Sts. 

-<H. 
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» » 

they  are  all  INTER-PL  ACE- ABLE" 

UNIT  FIXTURES 
INTER-PLACE-ABLE 

APPEARANCE 

Our  UNIT  FIXTURES  fulfill  the  two-fold 
purpose  of  adding  a  further  attractiveness, 
not  only  to  the  goods  displayed  therein,  but 
to  your  whole   store. 

Write  for  Catalogue 

(Toronto  ShowCasf  Co)    LfflHted 
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What  About  Your  Perfume  Supply? 
How  many  of  these  popular  sellers  for  which  the  demand  is 
increasing  do  you  carry  in  stock? 

ARYS — Fox  Trot,  Un  Jour  Viendra,  Ambre,  etc. 
L.  T.  PIVERT— Pompeia,  Safranor,  Floramye,  etc. 

COTY  PERFUME— L'Origan,  La  Rose  Jacqueminot,  L'Or,  etc. 
L'HENTHERIC — Dame  en  Noir,  La  Passante,  Jardin  de  Paris, etc. 

GUERLAIN— L'Heure  Bleu,  Fol  Arome,  Jicky,  etc. 
CHS  FAY— Oeillet  de  Paris,  Violette  Aimee,  etc. 

ROGER  GALET— Fleur  d'Amour,  Bois  de  Santal,  etc. 
KERKOFF— Djer  Kiss,  etc. 
BERTIN— Gloire  de  Ninette,  Trefle,  Rose,  etc. 
HOUBIGANT— Quelques  Fleurs,  Coeur  de  Jeannette,  Ideal,  etc. 
VIOLET — Rameau  Fleuri,  Ambre  Royal,  etc. 
PLASSARD — Une  Femme  Passa,  La  Reve  qui  Passe,  etc. 
NESTLY — Mousse  Parfumee,  Les  Roses,  etc. 
HUAU — La  Patrie,  Mon  Desir,  Victoire,  etc. 
COLGATE— Eclat,  La  France  Rose,  Violet,  etc. 
MARCEAU — Kysmy,  Coeur  de  Jeanne,  Son  Ame,  etc. 

We  stock  all  these  lines  in  LOTION,  TOILET  WATER,  EAU  DE 
COLOGNE,  CREME  DE  BEAUTE,  FACE  POWDER,  SOAP, 
TALC  POWDERS  and  DENTIFRICES. 

If  your  Easter  assortment  is  not  complete,  write  or  wire  us  at 
once.    Your  order  will  receive  prompt  and  careful  attention. 

P.  P.  MARTIN  &  CO.,  LIMITED 
50  ST.  PAUL  STREET  WEST,  MONTREAL 

Quebec:  9  and  II  Kue  Charest,  Tel.  Bell  2545 

Sherbrooke:  103  Wellington  St.,  Tel.  Bell  34 

St.  Hyacinthe:  234  Cascade  St.,  Tel.  Bell  541 

Ottawa:  25  Sparks  Street,  Tel.  Queen  3874 

Three  Rivers:  82  Royal  Street,  Tel.  Bell  362 

Toronto:    152    Bay    Street,   Tel.    Adelaide   6349 
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W^JV^^^^^^^^^^V^^^^V^^^^V^^^^^^^^^^^ & 

True  Irish  Linen  Has  Personality 
Linen  as  linen  is  a  staple.    There  is  a  universal,  sure  and  con- 

sistent demand  for  all  forms  of  linen  merchandise. 

r.T^TT.TTTT^^o^T^oTT^^^^olo^ToTvT^T^^^?^^^ 
£ 
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The  buyer's  aim  in  addition  to  careful  buying  and  profitable 
selling  is  to  seek  out  means  of  lifting  staple  merchandise  out 
of  the  ordinary  and  giving  it  added  merchandising  value. 

While  linen  is  a  staple,  True  Irish  linen  is  a  staple  with  a  per- 
sonality. 

Generations  of  high  reputation  have  thrown  a  lustre  around 
the  name. 

For  beauty — for  durability — for  sheer  luxury — for  economy 
in  wear  there  is  no  real  substitute  for  True  Irish  linen. 

A  new  and  powerful  merchandising  and  advertising  campaign 
will  soon  be  instituted  by  the  Irish  Linen  Society  for  the  benefit 
of  the  linen  trade  in  general  and  distributors  in  particular. 

We  feel  that  marketing  conditions  are  rapidly  reaching  the 
point  where  this  campaign  will  be  profitable  to  you  and  to  us. 

In  the  meantime,  Irish  Linen  stocks  should  be  maintained  for 
the  steady  stream  of  replacement  orders  which  has  started. 

^  IRISH  LINEN  SOCIETY 
tHiin I'ar^frff^Th *  E L F A s T    -RELAND    <^ZLJs 

AMERICAN    OFFICE    AND    INFORMATION    BUREAU 

739  West  39th  Street,    New  York 

^o^T,T,'lb^b3^ 

FOR 
BEAUTT 
cjhere  is  no 

substitutejor 
CJrue  Irish 
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"Are  you  positive  these  are 
Converters'    Underskirts?" 

"Yes,  Madame." 

"Well    then,    I    will    keep 

both." 

l^^amdian^MoeM%:. *i7ltnU/i,ca£ 
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'MADF//V  CANADA  - 

made  of  the  finest  Skinner's  Satin,  in  White  and  Flesh. 
Boyshform  Camisole  Brassieres  introduce  an  entirely  new  principle  in  Brassiere 

making,  which  makes  for  the  season's  biggest  success. 
The  identical  Garments  are  on  sale  in  New  York  by  all  leading  stores,  retail- 

ing at  $3.00  each. 

We  are  offering  the  Canadian  buyers  absolutely  the  same  garment  manufac- 
tured in  Canada  at  $24.00  per  dozen. 

Feature  it  while  it  is  new,  as  it  is  bound  to  become  a  popular  staple  seller. 
Already  many  Montreal,  Toronto,  Ottawa  and  Hamilton  leading  departmental 
stores  are  showing  this  attractive  make  of  Brassiere,  and  find  it  sells  readily. 

Send  for  one  dozen  assorted  sizes,  ranging  from  36  to  46,  in  white  and  flesh. 

Manufactured  by 

B.  Smith  &  Company 
338  St.  Urban  Street  -  -  Montreal 
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"Bleached  by  the  Sun 
>> 

—"Old  Bleach"  pure  Irish  linens 
and  linen  damasks  positively  glow 

with  beauty,  white  lustre  and artistic  charm, 

The  method  of  pricing  "Old 
Bleach"  merchandise  on  lowest 
cosl  prices  of  selected  fine  flax 
yarn  assures  distributors  of  sound 
dollar  for  dollar  value.  And  the 

fame  of  "Old  Bleach"'  quality  is 
assurance  of  a  steady  market  and 
fair  profits. 

The 

"Old  Bleach  Linen  Co.,  Ltd. 
Reg.  Trade  Mark 

23-25  East  26th  Street,  New  York 

Canadian  Representative  :  W.  H.  STELEY 
22  West  Wellington  Street.  Toronto.  Ont. 

■'■'-" 

oHE 
Iff 
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°7/te  G/ovW  and  Hosioty  7/oucyc    /  (Panada 

Ail-Round    Excellence 
THE  excellence  of  London  Knit 

Hose,  women's,  children's,  men's,  is 
not  built  on  one  single  point,  but  on  all- 
round  goodness,  good  yarns,  well  knit- 

ted, perfectly  dyed,  and  —  what  we  all 
appreciate,  manufacturer,  retailer  and 
consumer  alike — reasonable  prices. 

Hose rONDONIAD     fOMDONMAN 

caiU:     LONDON  HOSIERY  MILLS  u»ited    L0°™°S 

T^W>--*«i-V--/^V-1 

This  Name  and    This   Mark 
IDENTIFY  all  that  is  best  and  newest  in  Suede 

Fabric  Gloves.  Women  who  buy  them  once, 
buy  them  again  when  they  find  how  beautifully 
they  wash,  on  top  of  all  their  other  good  points. 

The   supply    is    usually    several    steps    behind    the 
demand. 

>-    VtwW n/eS 
Limited 

TORONTO  ONTARIO 
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Canadian   Handkerchiefs,   Limited 
MONTREAL 

Canada's  Largest  Handkerchief  Manufacturers 

Announce  to  the  Trade 

THEY  HAVE  PLACED  THEIR 

SAMPLES  OF  "MADE  IN  CAN- 
ADA" HANDKERCHIEFS  IN  THE 

HANDS  OF  THE  FOLLOWING 

AGENCIES,  WHO  IN  FUTURE 
WILL  REPRESENT  THEM  IN 
THE    DISTRICTS    SHOWN  : 

Ontario 

EDWARD  BURNS  &  CO.,  LIMITED 
Toronto,  Ont. 

Quebec  Province 
W.  F.  MACOUN 

518  St.  Catherine  Street  W. 
Montreal,  Que. 

Manitoba,  Alberta 
Saskatchewan,  British  Columbia 

BRYCE  &  CO.,  LIMITED 

Winnipeg,  Man. 

New  Brunswick 
and  Nova  Scotia 

JONES-CAIRNS  LIMITED 
85^  Prince  William  Street 

St.  John,  N.B. 

"MADE  IN  CANADA"  HANDKERCHIEFS 
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No  Complaints ! 
You  will  never  hear  complaints 
from  customers  when  you  sell 
them 

A.  B.C. 
Hosiery 

for  Men,  IVomen  and 
Children 

This  cashmere  hosiery  gives  satisfac- 
tion to  everybody.  It  fits  well,  wears 

well  and  is  economical — that  pleases 
the  customer.  It  sells  well — and  that 
pleases  the  dealer. 

Every  pair  seamless,  ivith 
reinforced  heels  and  toes. 

Children's  Hosiery—  1  and  1  rib,  sizes  4  to  10 

Women's  Hosiery— Flat  stitch,  perfect  fit 
Men's  Half-Hose— All  sizes,  elastic  cuff 

Allen  Bros.  Co-,  Ltd. 
883  Dundas  St.  East 

Toronto 

Selling  Agents  for  Canada 

WILLIAM   G.   EVIS  &  COMPANY 

28  Wellington  St.  West,  Toronto 

"CANADIAN    GOODS    ARE    BETTER" 
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Spring  Hosiery 
Fashion  Demands 

Heather  Styles 
Heather  effect  in  silk  and  mer- 

cerized— that  is  what  women 
will  ask  for  in  hosiery  this 
season. 

Winsome  Maid  new  line 
—  Stock  Number   400  — 

meets  this  demand.  It  comes 
in  five  different  combinations 
of  fashionable  colors,  in  silk 
and  mercerized. 

Smart  Style  Perfect  Fit 

Great  Durability 

Woven  with  back  seam 

Other  Styles 
In  pure  silk,  Winsome  Maid 
Pure  Thread  Silk  Hosiery  i£ 
unexcelled.  The  perfect  weave 
and  fit,  with  neat  and  elastic 
ankle,  satisfy  discriminating 
customers.    Sizes  8V2  to  10. 

All  colors. 

Men's  Hosiery 
We  also  make  men's  half  hose 
in  pure  silk  and  in  the  fashion- 

able heather  effect  (silk  and 
mercerized). 

ALLEN   SILK  MILLS  LIMITED 
43  Davies  Avenue,  Toronto 

Selling  Agents : 
Wm.  G.  Evis  &  Co.,  28  Wellington  St.  W.,  Toronto — Western  and   Northern   Ontario,  Quebec,  Mari- 

time Provinces  and  Manitoba.     Stanley  McLeod,  543  Granville  St.,  Vancouver,  B.C. — British  Columbia, 
Alberta  and  Saskatchewan.    H.  C.  Switzer,  193  Sparks    St.,    Ottawa — Eastern    Ontario    and    Montreal. 

"CANADIAN  GOODS  ARE  BETTER" 
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Your  Store 
is  it  all  that  you  would 
like  it  to  be? 

Are  the  windows  as 

good-looking,  as  care- 
fully planned  as  those 

of  some  other  places 

you  have  admired? 

You  can  obtain  the 

most  artistic — the  best 
business  producing  and 
most  economical  win- 

dows by  letting  us  in- 
stall for  you  our 

Special  Glass 
for  Lighting  Dark  Store 

Interiors 

and 

ZOURI 
Safety  Set 

Metal  Store  Front  Construction 

Write  us  for  free  particulars 
and  Catalogue. 

CONSOLIDATED 
PLATE  GLASS  CO 

OF     CANADA     LIMITED 

WINNIPEG  TORONTO  MONTREAL 

Make  Money  by  Increasing 
Your  Business  in 

WHITE  DUCK  CLOTHING 

Handh 
d*Wue^ 

Garments 

And  Watch  Your  Sales  Creep  Up 

They  sell  themselves  once  your  cus- 
tomers become  acquainted  with  the 

high-grade  workmanship  and  superior 
wearing  quality  of  our  goods. 

We  offer  unduplicated  values  in — 
Hospital  Clothing 
Operating  Gowns 
Outing  Hats 
Dentists'  Coats 
Barbers'  Coats 

Butchers'  Coats  and 

Aprons Restaurant  Clothing 
Abattoir  Clothing 
Factory  Uniforms 

Write    for    Quotations. 

REMEMBER  "  QUALITY  "  TELLS. 

Headquarters  for  "Made-in-Canada" Athletic    Clothing. 

A.  W.  Moyer  &  Company 
Manufacturers  (To  the  Trade  Only) 

124  King  St.  W.  Toronto 

Immediate  Delivery 

from  Stock  of 

%tciie  /  HORROCKSES f v  W.       /  DIAPHALENE 
(The  cotton   that  looks   like   silk) 

42"    wide — 65c    per    yard. 

Shades — Cream,    Pink.    Flesh,    Sky,    Pale 
Blue,    Maize,    Light    Heliotrope, 

Black,    White. 
Order    at    once    to    ensure    prompt delivery. 

JOHN  E.  RITCHIE      t 
Dry  Goods  Commission  Agent 

591  St.  Catherine  St.  W.,  Montreal ,Que. 

Branches:  64  Wellington  St.  W.,  Toronto:  29  Minshull  St.,  Manchester, 
England,  615  Pender  St.  W.,  Vancouver.  B.C. 

ESTABLISHED   1849 

BRADSTREET'S Offices    Throughout    the    Civilized    World 

OFFICES    IN    CANADA: 

Calgary,  Alta.  Ottawa,    Ont.  Montreal,    Que. 
Edmonton.  Alta.  St.  John  N.B.  Quebec,   Que. 
Halifax,    N.S.  Vancouver,    B.C.  Toronto,    Ont. 
London,  Ont.  Victoria,  B.C.  Winnipeg,   Man. 

Sydney,  N.S.  Hamilton,  Ont..  and  St.  John's,  Nfld. 
Reputation   gained   by   long   years   of   vigorous, 

conscientious   and   successful    work. 

JOHN  A.  THOMPSON,  General  Manager,  Western  Canada 

TORONTO,  ONTARIO 
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FAST 

COLORS 

New  Window 
Cut-Out  FREE 

Size:  28"  x  40" 
Many  beauti- 

ful colors.  If 
you  have  not 
already  re- 

ceived one, 
write.  Sent 
free. 

iBuild    a    Real    Dye    Tradei 

with  Sunset — the  real  Dye 
Permanent  Profits  grow  only  where  the  product 
makes  good  permanently.    Sunset  is  the  one  home 

dye  that  always  gives  satisfaction — dyes  all  fabrics 
perfectly  in  one  dye  bath — no  chance  of  mistakes 

or  ruined  garments.    Thai's  why  the  Sunset  trade 
grows  steadily  and  sticks — also  the  Sunset  profits. 
Stock  up  on  Sunset  for  the  big  Spring  business. 
Cash  in  the  good  profits  on  our  strong  national 
advertising  by  displaying  Sunset. 

The  handsomely  lithographed  Sunset  Cut-Out,  the  Display 
Case  and  Color  Card,  actually  cut  your  selling  expense,  when 
displayed  in  your  store. 
Plenty  of  Sunset — all  colors — available  at  all  times.  Order 
to-day  from  your  jobber.  If  you  have  trouble  or  delay  in 
getting  Sunset,  write  at  once  to 

HAROLD  F.  RITCHIE  &  CO.,  LTD. 
Sales  Represcntatiocs  for  Canada  and  US. 

Toronto,  Canada  171  Madison  Ave.,  New  York 

NORTH  AMERICAN  DYE  CORPORATION,  LTD. 
Manufacturers 

Toronto,  Canada  Mount  Vernon,  N.Y. 

Sunset  SoapDyes 
The   Real  Dye 

Counter 
Display    Case 
Your  jobber can  supply 

Sunset  packed 

1  gross  as- 
sorted in  this 

attractive  dis- 
play case.  Ask him. 

GOOD   TAILORING  IS  LABOUR  LOST 
IF    THE    CLOTH    IS    ILL    SHRUNK «*4|fW* 

MAKE  SURE  IT  IS  SHRUNK     ::     AND  WELL  SHRUNK     ::     AND  KNOW  BY  WHOM 

THERE'S  LITTLE  SATISFACTION  IN  SUCH  A  STAMP  AS  "SHRUNK,"  "WELL 
SHRUNK,"  "LONDON  SHRUNK,"  OR  "SHRUNK  BY  LONDON  PROCESS." 
INSIST  ON  A  SHRINKER'S  GUARANTEE— ON  THE  STAMP  OF  A  FIRST 
CLASS  FIRM  OF  LONDON   SHRINKERS— BEST  OF  ALL  ON  THE   STAMP   OF 

JENNENS,      WELCH         Co.,      Ltd., 
Cloth  Workers    and   Shrinkers,  and    Proprietors  of  the  Famous  "JENNWEL"  Waterproof  Finish 

LONDON,   HUDDERSFIELDand   BRADFORD,  ENGLAND. 
WHEN  ORDERING  ENGLISH  CLOTHS.  SAY  "TO  BE  SHRUNK  BY  JENNENS.  WELCH  &  CO..  Ltd." 

•"Vb*-* 
»^Hr*"<« 

Buy  Direct  from   the  Manufacturer 
and  Save  Money 

CANADIAN  PERFECT 
GARMENT  CO. 

Manufacturers 

DRESSES    AND    HOUSE    DRESSES 
APRON     DRESSES    AND     APRONS 

CHILDREN'S   DRESSES 
ROMPERS   AND    CREEPERS,    ETC. 

fSF    A  Better  Made  Garment  for  Less  Money  ITS 

513-515  College  St.    TORONTO      Phone  Coll.  8928 

^rti,itriitiriri  1 1 1 1 1  iii  iiitiiii  i  ij  ti  1 1 1 1 1 1>  iiiimi  1 1  ri  1 1 1 1  m  imimi  )i  i  ii  1 1 1  iijtiiiii  mi  11  ill  iiiiiiui  ■  1 1 1 1 1  n  i  ijiiiir  i  n  i  ii  i  ii  ii  hum!  ii  in  i  ii !  rirtinrii  ii  ̂£ 

I    ABERDEEN    GLOVE    I 
COMPANY,   LTD. 

70  CHAPEL  STREET,  ABERDEEN 
I  A.B.C.  CODE,  5th  EDITION         | 

|  Makers  of  the  § 
FAMED  ABERDEEN  GLOVE 

|  Specialties  :  § 
MEN'S.  LADIES'  AND  CHILDREN'S 

1  KNITTED  WOOLLEN  GLOVES.  GAUNTLETS,  etc.  1 

JAMES  CROIL  &  SONS 
ST.  NICHOLAS  BLDCS. 

MONTREAL 

Agents : ARCHIBALD  WRIGHT  &  CO. 
•      32  SILVESTER  WILLSON  BLDG. 

WINNIPEG 

-~  M  M 1 1 M  M   1 1 : 1  Ml  I  ( I  ill  Ml  1 1 1  Ml  M 1 1   1 1 1 1 1 1 !  1 1 M ! !  1 1 M I    Mill    1 1 II I II 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 II II !  1 1 1   Mil!   Illlllr 
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r  l^HE  Bradford  Dyers'  Association  are  continuing 
-*•  and  developing  their  extensive  research  work, 

which,  co-ordinating  the  most  scientific  methods  of 
dyeing  and  finishing,  with  the  latest  textile  construc- 

tions, will  enable  British  productions  to  maintain  their 
supremacy. 

M)  "Voilena 

" 

(|^)  "Lumen
a" 

— an  exceptional  finish  for  Cotton  Voile. 

®)  "Wulmella" 
— a  rich,  mellow  finish  for  woolen  goods. 

M)  "Voisayda" 
— a  beautiful  silky  Cotton  Voile  fabric. 

-the  most  successful  finish  for  artificial  silk. 
"Sunbrite 

Marquise  de  Luxe" — a  silky  finish  for  Cotton  Venetian  Linings. 

"Supasayda' 
-a  most  beautiful  and  silky  Cotton  fabric. 

THE 

Bradford  Dyers'  Association:!!-? 
MANCHESTER 

6  OXFORD  ST ST  PETERS  5Q 

BRADFORD 
Dept.  43 39    WELL  5: 

LONDON 
128  V  129 

G1EAPSIDE..t:C2 

(rofYRicnT) 
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This  is  the  famous 

Uorothy  Voile 
A  Voile  is  a  Voile  all  the  world  over.     But  this  is  the  "  Dorothy." 
It  is  made  of  specially  twisted  cotton  yarn  and  consequently  it  washes  andjwears 

extra  well,  even  for  a  cotton  voile. 

It  is  produced  in  a  number  of  artistic  designs,  all  of  which  are  exclusive  and  to  be  had 

only  in  "Dorothy"  Voile. 
Furthermore,  each  design  is  issued  in  six  or  seven  different  colourings  :  so  that  factually 

the  attractive  styles  available  are  many. 

It  may  therefore  be  said  that  whoever  stocks  "Dorothy"  Voile,  stocks  what  is  most worthwhile  in  this  line. 

Write  for  full  information. 
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The  Motherland's Finest  Fabrics 

CP.  A.  Fabrics,  by  reason  of  their  high- 
•  grade  quality,  their  exclusive  and  dis- 

tinctive designs,  have  attained  a  position  of 

pre-eminence,  and  every  care  is  taken  that 
nothing  shall  compromise  this  reputation. 

THE  Canadian  Representative  for  The  Calico  Printers'  Asso- ciation, Ltd.,  is  Mr.  Edward  Foster.  He  carries  samples  of 
all  the  C.P.A.  Fabrics  and  will  be  pleased  to  exhibit  these  to, 

and  receive  enquiries  from,  traders  interested  in  high-class 
voiles,  prints,  sateens,  drills,  printed  handkerchiefs  and  fur- 

nishing fabrics,  and  the  well-known  specialties:  Grafton  Voile, 

Potters'  Prints,  Cepea  Serge,  Sheenore,  Gemarkord,  Cylkcel, etc. 

Prices  Have  Come  Down 
Our  Fabrics  Are  More  Desirable  Than  Ever 

Samples  Submitted  on  Request 

Address  your  communications  to:- 
MR.  EDWARD  FOSTER, 

426,  Coristine  Bldgs., 
20,  St.  Nicholas  Street, 

MONTREAL, 
and 

710,  Empire  Buildings, 
64,  Wellington  Street,  West, 

TORONTO. 

The  Calico  Printers  Association 
Limited 

Manchester  England 
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The  Fine  Scotch  Underwear 
with  the  Fine   Scotch  Finish 

It  is  nothing  to  know  that  "Pesco"  is  pro- 
duced in  the]  largest  Hosiery  factories  in 

Scotland.  It  is  much  to  the  point  that  the 

"Pesco"  factories  themselves  are  spacious, 
lofty,  clean,  well -ventilated  and  provide 
the  ideal  conditions  for  the  production  of 
quality  goods. 
Situated  in  Hawick  in  the  South  of  Scotland  as 

these  factories  are  Pesco  has  moreover  many  natural 
advantages.  Workers  are  skilled  in  their  craft  and 

jealous  of  the  reputation  of  their  productions,  techni- 
cal instruction  is  free  to  all  and  taken  advantage 

of  by  many,  chemical  research  is  proceeding  apace, 
the  water  supply  is  pure  and  plentiful,  and  even 
the  atmosphere  is  fresh  and  favourable.  And  amongst 
a  hundred  other  contributory  causes  must  surely 
be  mentioned  the  romance  of  the  surrounding  Scott 
country  and  a  sturdy  local  patriotism  which  visibly 
influences  character  and,  through  character,  work. 

Proud  of  "Pesco?"  Certainly!  It  is  the  life's work  of  some  hundreds  of  us. 

Sole  Makers: 

Peter  Scott  &  Co.,  Limited 
Hawick         -  Scotland 

London:  Carey  House,  Carey  Lane,  E.C.  2. 

Canadian  Agents: 

Toronto:  Messrs.  C.  &  A.  G.  Clark,  35,  Wellington  Street  West. 
Montreal:  Mr.  R.  C.  Poyser,  516,  Drummond  Building. 
Winnipeg:  Messrs.  Hanley  &  Mackay  Co.,  Hammond  Building. 

Showcards,  Window  Tickets  and  Literature 

supplied.      Enquiries  invited. 

We  are  exhibiting  in  the  Clothing,  Outfitting  and  Woollen  Trades  Exhibition.  8th 

to  1 8th  March,  1921 ,  and  in  the  Drapery,  Textile  and  Women's  Wear  Exhibition. 
4lh  to^!5th  April,   1921,   in  the  Roi/al  Agricultural  Hall.    London.  England. 

ii-.i't-ji ~  I.fB  I  J,  B1 
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The  Pesco  Range 
Obtainable  in  Pure  Woo!   and  Silk  and  Wool 

textures — 

For  Ladies  .Combinations.  Vests.    Spencers. 
Bodices.  Drawers,  Knickers.    Nightdresses, 
Rib  Vests,  etc..  etc. 

For    Children— Combinations.    Nightdresses. 
Sleeping  Suits.  Shirts.  Trousers.  Knickers, 

etc..  etc. 
For    Infants  —  Binders.      Wraps.      Kiltlets. 
Gowns,  etc. 

For  Gentlemen — Shirts.   Trousers,    Combina- 
tions, etc..  etc. 

Also 
Pesco  Hose  and  Half  Hose  in  Black. Colours and  Mixtures  and 

Pesco'Sports   Coats.    Jumpers.     Undervests, 
Sweater  Coats,  Scarfs  and  Caps  in  the  latest 

styles  and  colour  effects. 

Guaranteed   Unshrinkable 

>•*■ 
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manufacturers  of  HABERDASHERY  &SMALLWARES 
Owning  ten  of  the  best  equipped  modern  factories  in  Great  Britain 
producing  many  specialities  known  throughout  the  world,  such    as : 

HURCULACES— the  British  Laces 
for  Boots  and  Shoes — made  under 
the  most  approved  methods  of 

manufacture,  the  secret  of  their  durability 
being  the  great  strength  of  the  threads 
which  tenaciously  cling  together  and 
resist  wear.  STRENGTH  ^DURABILITY. 

MENDING  WOOLS  &  SEWING 

COTTONS.  The  St.  George's 
and  Crusoe  All- Wool  Mendings 

are  noted  for  their  softness  and  Strength 
in  wear,  their  Smoothness  in  working, 
and  their  high  quality  and  finish.  Crusoe 
Cottons    are    an    equally    famous    line. 

SPHERE  HOSE  SUPPORTERS  for 
Ladies  Wear,  enjoy  the  widest  popu- 

larity because  their  quality  throughout 
is  the  finest  possible.  Made  and  finished 
with  thoughtful  attention  to  detail.  Each 

pair  fitted  with  the  famous  "  Grip  that 
grips  and  never  slips."  SPHERE  Suspen- 

ders, Garters  and  Arm  Bands  for  Mens 

Weararesupplied  inmany  neat  and  attrac- 
tive designs  ;  also  Sphere  Brownies, 

the  Hose  Supporters  for  Little  Folks. 

ELASTICS :  The  St.  George's  Brand Elastics,  including  the  well-known 
"  Violet"  Quality,  Braids,  Cords, 

Garter  and  Loom  Elastics. 

NAME    LABELS,    HANGERS    and 
LOOPS  for  Coats,  Shirts,  Mantles, 
etc.     This   is  a  notable  speciality 

of  ours. 

c OTTON   WEBBINGS   and  BIND- INGS :   Skirt  Bindings  (single  and 
duplex),    Glace    Bindings,    Tapes, 

Galloons,  Stay  Bindings,  Hat  Bindings, etc. 

Here  you  have  the  fast  selling,  lines,  the  lines  for  YOU. 

TO   WHOLESALERS.— Get  in  touch  with  us  AT  ONCE  for  fuller  particulars  of 

ALL     OUR     LINES.—    We   'will     do     our     part     with     prompt    service. 

iiiiiiMMMiiiini  mi  ii:i!  mil  nun  mil  mi 

WHOLESALE  ONLY  : 

FAIRE  BROs  &  Co.,  Ltd.,  LEICESTER, 
I  aire  Bros   &  Co.,  Ltd.,  19  Fore  Street.  B.C.  2. 

I   AFRICA:  Davies.  Gnodde  &  Smith.  1   Strand  Street. 
■   Elizabeth. 

MELBOURNE:  Alfred  F.  Smith.  2  Fmk'«  Buildings.  Eli  .  I  -l ''-Ihourne. 

SYDNEY:  .Alfred    F.    Smith,    39    Queen    Victoria     Bu 
George  Street. 

ENGLAND. 

CHRISTCHURCH :  Robert  Malcolm.  Ltd.,  7"  Lichfield  Street. Also  Auckland.  Wellington,  Dunedin. 

BOMBAY  i  F.  A.  F.lmer  &  Co    Gaierv  Buildings,  Hornb\  Road. 

NORWAY:   Hermod  Riis,  Grev  Wedels  Pl.iss  4.  i  hristiai 

SWEDEN:    Anulo-Amerikanska    Import    A.B.    Skeppsbron    3, 
Gothenburg. 

DENMARK  :  Adolf  Berendt,  St.  Kongensgade  36/8,  Copenhagen 
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SHEETS 
and  SHEETINGS 

— the  standard  product  of  the  British  Market — 
Steadily  maintain  that  irreproachable  quality  which 

has  made  them  famous  and  appreciated  throughout 

the  world. 

9  9 

The  reputation  of  the  makers  is  a  guarantee  of  the 

worth  of  Rigg's  Sheets. 

Made  only  of  specially  selected  pare  cotton.     Contain 

no  filling  matter  whatever. 

RIGG'S  SHEETS  give  most  wear  with  the  highest 
degree  of  comfort.    They  neither  shrink  nor  roughen. 

Look  for  the  name  "Rigg's  Sheets"  on   the  selvedge.     Accept  no  substitutes. 

Rigg's  Motto:  Quality  at  a  Consistent  Price. 

Canadian  Agents: 

From   Vancouver   to   Winnipeg :   E.    W.    Dean    &   Son,    32    Sey- 
mour Street,    Vancouver,    B.C. 

East    of    Winnipeg:     Mcintosh,     Banneld     &     McClelland,     25 
Toronto  Street,    Toronto. 

Sole  Manufacturers: 

Rigg  Brothers,  Limited 
Cotton  Spinners  and  Manufacturers 

since    1836. 

6   Mosley    St.,    Manchester,    Eng. 

Cables:   Rigg  Brothers,    Manchester The  Origina    "Two  Boys"  Sheets. 
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REGISTERED  TRADE  MARK  Canadian  No.  116.     Folio  27150.  T 

1         * 

Important  to  Buyers  of 
HIGH  CLASS  COTTON   FABRICS 

Please  Note 

THE 

"FERSTRONG"  BRAND 
is  a  guarantee  of  the  Highest  Quality,  also  of  an 
absolute  uniformity  of  quality  in  all  repeat  business,  as 
all  the  FERSTRONG  Materials  are  made  out  of 
the  Finest  and  Purest  Cotton  the  World  can  Produce 

White  and  Dyed  Cambrics 
Also  the 

CREPE-DE-FERSTRQNG 
the    BEST  Substitute  for  Crepe-de-Chine 

These  materials  are  unrivalled  for  making  up  Ladies'  and 
Children's  underwear,  also  Blouses,  Jumpers,  Camisoles 
and  all  kinds  of  Ladies'  and  Children's  Dainty  Garments. 

Also     High- Class    Range    of    Longcloths. 
Write  to  FERSTRONG  Dept.  (or  the  names  of   our  Wliolesa'e 
Agents;   ;ilso     Fr.  e    Pallirn'!    and    full   information   on    writing   to 

t> 

"FERSTRONG  DEPARTMENT 
52   FAULKNER   STREET,    MANCHESTER,    ENGLAND 
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VVlLD&CO.,L7>> %"^%  •  Manufacturers  -^^^M 

*-  Dyed   Flannele'ttes  • 
Wholesale  and  Export  Only 

Quality,  Finish  and  Reliability  Unsurpassed 

i 

Dominion  Agents  : 
|     CANADA:.  Geo.  H.  Napier,  417,  Coristine  Bldgs.,  Montreal. 

AUSTRALIA:     C.  E.  Wain,  Commerce  House,  Flinders  Lane,  Melbourne. 
NEW  ZEALAND:     F.  C.  Brookbanks,  23,  Strand  Arcade,  Auckland. 
SOUTH  AFRICA:     E.  0.  Robotham,  Strathearn  House,  Rissick  and  Fox  Streets,  Johannes- 

burg. 

68,  MAJOR  ST.,  MANCHESTER,  ENGLAND 
Code: 

ABC  (5th  edition) 
Cables  : 

"VAALETTE,  MANCHESTER" 
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WE  SPECIALIZE 
in  CLOTH  for 
LADIES'    WEAR 

s& 

SAND  SERGES 

TWEEDS 

BLANKET  CLOTHS 

WORSTED    COATINGS 

5S 

JOSEPH  FOSTER  &  Co. 
CALDER  MILLS 

ELLAND,  YORKSHIRE 
ENGLAND 

Established  1853 London  Warehouse 
1  LANGHAM  PLACE 

REGENT STREET  W 
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From  the  Home  of  the  PURE  SCOTCH  TWEEDS 

WE  SPECIALIZE  IN 

Highest  Class  Pure  Scotch  Tweeds,  Worsteds,  Etc. 
FOR 

LADIES'  and  GENTS'  WEAR 
A  Hearty  Invitation  is  Extended  to  All  CANADIAN  Buyers  to  Visit  Our  Mill. 

PETER  ANDERSON,  -  Manufacturer BRIDGE  MILL GALASHIELS SCOTLAND. 

KIDMAR  HOSIERY  CO. 
53  McPHAIL  ST.,  BRIDGETON,  GLASGOW 

Makers  of 

Ladies'  Sports  Coats 
Made  from  best  Scotch  Fingering  Yarns 

in  all  Shades.    Guaranteed  All  Wool. 

Children's  Jerseys 
Made  of  Wool  with  cotton  back.  In  all 

sizes  and  shades.  Styles  with  button 
shoulders  and  also  polo  collars. 

All-Wool  Shawls 
For  Infant  Wear.  Made  from  finest  Cross- 

bred and  Merino  wools.  In  large  range  of 
designs  and  any  sizes  required.  Also  in 
Black  and  Colours. 

Agents  : 

WRIGHT  &  MORGAN 
MONTREAL  and  TORONTO 

J.  C.  McGregor  &  Co. 
53  McPhail  St.       Bridgeton,  Glasgow 

Makers  of 

Furnishing  Muslins 
Madras  Muslins  in  cream,  white  and  col- 

oured,   in    all-over    and    border    designs, 
Harness,  Spots,  Sprigs,  Lappets,  Brise-bise 

and  Waterfall  Curtains 

Dress  and  Millinery 
Muslins 

Book  Muslins,  Robe  Muslins,  Lawns,  Nain- 
sooks, Madapollams,  etc. 

Agents 

WRIGHT  &  MORGAN 
MONTREAL  and  TORONTO 
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WHOLESALE 
WOOLLEN  MERCHANTS 

eiSiSo 

Our  large    and    varied 

Range  comprises:— 
COSTUME  CLOTHS 

in  Tweeds 

DONEGAL  AND 
HARRIS  EFFECTS 

DYED  CHEVIOTS 
and  FRIEZES 

DYED 
BLANKET  CLOTHS 

VELOURS 

In  colours  and 
fancy  checks 

JACKET  CLOTHS 

MANTLE  CLOTHS 

LADIES'  SCARVES 
TRAVELLING 

RUGS 

We  cater  entirely  for  the 

Ladies'  Trade  in 
PIECE   GOODS 

All  orders  and  enquiries  re- 
ceive our  most  careful  and 

immediate  attention. 

r* 

I 
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T/(e  larger  sample  is  a  combination  of  black,  green 
and  white  that  is  striking  and  smart.  The  smaller 
sample  is  a  very  pleasing  light  blue  and  fawn 
diagonal  weave,  with  vertical  blue  stripe. 

"SCOBRO"  materials  impart  to  the  wearer  that  import- 
tant  sense  of  satisfaction  and  confidence  that  comes  with 

the  knowledge  that  the  materials  always  correct,  always 

smart,  and  always  dependable — for  "SCOBRO"  invariably 
means— "THE  BEST." 

Scott  Bros.  &  Co. 
(Proprietor     -     Wrm.  Scott) 

WILTON  MILLS, 
HAWICK, 

SCOTLAND 

mi 

| 

| 

i 

I 

mi 

Cables: 
Scobro  Hawick 

LONDON  WAREHOUSE:  14  WATLING  ST.,  E.C.  4 

Codes:  Marconi 

A  B  C,  6th  Edition 
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The  Hall- Mark  of 

Maximum  Comfort  and 
Durability  at  Minimum  Cost. 
FIRST  IN  THE   FIELD  AND  STILL  LEADING. 

Manufactured  on  THE  GRADUATED 

PRINCIPLE,  and  Commencing  with  TWO 
THREADS  in  the  TOP,  it  mcreases  in 
WEAR-RESISTING  PROPERTIES  as  it 
descends. 

Thus  THE  LEG  HAS  THREE  THREADS, 
THE    INSTEP   AND    FOOT   FOUR, 

and    the    HEEL   and  TOE    FIVE, 
making  it  essentially 

A  HALF  HOSE 
FOR   HARD  WEAR. 

ABSOLUTELY  SEAMLESS 
PERFECT  IN  FIT 

GUARANTEED  UNSHRINKABLE 

i^*T£NjEi°°™g% 
"o  be  had  from  any  of  the  Leading  Wholesale  Dry  Coods  House 

*ITIHTTITTIITTTIIITTTITrillllHMHITTTTIHtM1IIIHTF!TIITIlTMITTS 

Robert  Morton  &  Sons 
Muslin  ̂ Man  ufaclurers 

34  Albion  St.,  Glasgow 

—  SPECIALTIES  — 

Buckrams  -  Sparteries  -  Marlys 
MILLINERY  MUSLINS  in  BLACK, 

WHITE  and  COLORS 

Also 

PALE  BOOKS,  NAINSOOKS, 
L  A  W  N  S,  INDIA  LINONS, 
PERSIAN  LAWNS,  CHECK 
CRINOLINES.  MADRAS  and 
HARNESS  MUSLINS,  Etc.,  Etc. 

Cablet:     Morton,  Glaagow Code:     Marconi 

Canadian  Representative 

STRACHANS,  LTD. 
Empire  Building,  64  Wellington  St.  West 

TORONTO 

TV/IT  LLINERY  AND  HABERDASHERY  WIRE  , 
^**-  Chenilles,  Hat  Braids,  Dress  and  Mantle, 

Cords  and  Girdles,  Artificial  Silk,  Braids  and  Rib- 
bons, Russia  Braids,  Embroidery  Silks,  Tassels, 

Pom,  etc.  Upholstery  Cords  and  Trimmings,  Scroll, 

Argyle,  Saddle  Bag  and  Flat  Gimps,  DRESS 
FRINGES,  Tassels,  etc. 

MADE  IN  SILK,  COTTON,  WOOL,  ETC. 

ARTIFICIAL    SILK   STRAW  BRAIDS 

for  MILLINERY  HAT  MANUFACTURING 

SUPPLIERS    TO    WHOLESALERS    AND    SHIPPING  HOUSES 

Shipping  and    Slrictly   Wholesale    Trade    Especially    Catered  For 

tf*"°"«>*. 

P.  DAVENPORT 
Bridge  St.  Mills,  -  Macclesfield,  England       o^H0*"^ 

Telegrams:  Davenport,  Macclesfield  *  y^C^viv    ' 

<"r.. 

MANCHESTER  OFFICE :  39  PICCADILLY 

Canadian   Agent:    R.  C.  PARSONS,  213  CLOSE 
AVENUE,  TORONTO 

•*■-..-- ̂  

TEXTILE  SMALLWARES 

JAMES  CARR  &  SONS,  LIMITED 
CLARENCE  MILLS 

CLARENCE  STREET.  CHESTER  ROAD 

MANCHESTER 

Manufacturers  of  all  classes  of  Webs, 

Cords  and  Bindings,  in  cotton,  wor- 

sted and  linen;  Curtain  Webs,  Edg- 
ings, Layon  Borders,  Blind  Cords, 

Carpet  Binding,  Cotton  Banding,  etc. 

Original  Patentees  of 

CARR'S  WOVEN  LADDER  TAPE. 

WHOLESALE  ONLY. 

Agenl  for  Canada: 
Mr.  D.  F.  Moore 

Manchester  Building,  Melinda  Street 
TORONTO 
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Cables  -Brun,Nottingham.Eng 
Direct  Representative:  Mr.  A.  J.  BURROWS 

The  Mark  of  Fine  Merchandise 

".Viyella" 

(Rt 

"A  z  a  " (.Reg'd) 

(Reg'd) 

iClydella 
55 

(Reg'd) 

Unshrinkable  Flannels 

-are^in  constant  demand  by  reason 
of  |[their  established  quality.  In 
addition,  our  consumer  advertising 
is  continuously  stimulating  this 
demand.  This  means  a  steady  turn- 

over for  the  merchant  who  handles 

our  fabrics.  Have  you  a  represen- 
tative stock? 

WM.  HOLLINS  &  CO.,  LTD. 
(of  England) 

62  Front  Street  W.,  Toronto 

45|E.  17th  Street,  New  York. 
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Whitewear 

For  Summer  Sellini 
The  mills  at  Manchester  are  ready  to  supply  you 
with  Horrockses'  incomparable  White  Goods — fine 
India  Long  Cloths,  Nainsooks,  Cambrics,  Diapha- 
lenes,  Madapolams  and  Cottons  for  every  use. 

Remember,  Horrockses'  prices  are  now  fixed  on 
the  day  your  order  is  received  at  the  mills  in 
England — and  if  prices  are  further  reduced  be- 

tween date  of  receipt  of  order  and  date  of  ship- 
ment, you  get  the  full   benefit  of  the  reduction. 

Prompt  deliveries  are  now  assured. 

JOHN  E.  RITCHIE,  Canadian  Agent, 
591  St.  Catherine  St.  West,  MONTREAL 

Branches:  Toronto  and  Vancouver 

UNITED  STATES  AGENTS: 
Wright  and  Graham  Company 
110  Franklin  St.,  New  York  City 

HORROCKSES,  CREWDSON  &  CO.,  LIMITED 

Cotton  Spinner*  and  Manufacturers 
Manchester,   England 

TELEGRAMS: 
WAKEFUL 
GLASGOW 

CODE: 

A.B.C. 5TH  EDITION 

WILSON   &    CO. 
48  ALBION  STREET 

GLASGOW 

MANUFACTURERS 

Ecru  and   Colored   Madras   Muslins, 

Coin  Spots  and  Figured  Harness 

Book  Muslins  Robe  Muslins 

Voiles 

Anglo-Swiss  and  Broche  Muslins, 

"Wilsco"  Lawns,  "Zelette" 
LACE  CURTAINS 

LACE  NETS 
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LION  BRAND 
CARPETS  and  HOUSE 

FURNISHINGS 

The  largest  range  in  the  Dominion  to  select  from. 

Now  is  the  time  to  buy  your  require- 
ments for  spring  trade. 

Sole  Selling  Agents  for  Eastern  Canada 
of  the 

CELEBRATED  NEPONSET 
FLOOR  COVERING  and  RUG  BORDER 

Wearing  Quality  Guaranteed 

WHOLESALE  DRY  GOODS 

MONTREAL 
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and  numerous  other  dainty  designs  in  Silk,  Kid  and  other  leathers. 
WOOLLY-WEAR— Bonnets,  Matinee  Jackets,  Pullovers,  Bootees,  Infantees, 
Jumper  Suits,  etc.  Made  from  high-grade  wools  and  best  quality  trim- 

mings.    Gaiters  in  Felt  and  Plush. 

Special  attention  to  import  orders.     Samples  submitted. 

Travellers  starting  out  Now. 

INFANTS  FOOTWEAR  LIMITED,  London,  E.C.I,  England 
GREENE-SWIFT  BUILDING,  LONDON,  CANADA 

KING'S  CELEBRATED 
SCOTCH  WINDOW  HOLLANDS 

have  been  made  for  one 

are  recognized  throughout 

most  saleable  shading.  They 

are  unshrinkable,  fast  colors 

and  widths.  To  insure  get 
ers  are  advised  to  Examine 

Also  inside  Holland  Tab  on 

that    each    bears    name    of 

hundred  and  forty  years  and 
the  world  as  the  best  and 

are  unequalled  for  quality, 

and  made  in  all  colorings 

ting  genuine  goods,  custom- 
Tickets  and  Paper  Bands. 

end  of  each  piece  and  see 

"John  King  &  Son." 

SOLD  BY  ALL  LEADING  WINDOW  SHADE  JOBBERS Made   by 

JOHN  KING  &  SON 
GLASGOW,  SCOTLAND 

Established  1775 

Canadian  Representatives  :  CAMPBELL,  SMIBERT  &  CO.,  MONTREAL  and  TORONTO 
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WHITE    GOODS 
All  White  Goods  are  selling  now  very  much  below  prices 

prevailing-  two  months  ago.     Note  the  following: 
WHITE  REPPS 

CM67 — 32-in.  Fine  Cord 
CM75 — 36-in.  Fine  Cord 

.  .  Per  yard  35c 
Per  yard  37y2c 

WHITE  POPLIN 

2605 — 26-in.  Super  Mercerized,  Per  yd.  65c 
This  is  a  particularly  fine   quality.     A 

stock  lot  worth  one-third  more. 

WHITE  PIQUES 

CM51—  32-in.  Fine  Wale  .  . 
CM52— 28-in.  Med.  Wale 
CM54 — 36-in.  Fine  Wale   . 
MW35— 36-in.  Fine  Wale  . 
MW39— 36-in.  Wide  Wale 
1666— 36-in.  Med.  Wale  .  . 
MW47— 36-in.  Fine  Wale 
MW45— 36-in.  Fine  Wale 
MW46— 36-in.  Med.  Wale 

Per  yard  32V8c 
.  Per  yard  45c 
.   Per  yard  36c 
Per  yard  37V2c 

.  .  Per  yard  45c 

.  .  Per  yard  50c 
.  Per  yard  60c 
.  Per  yard  60c 

.  .  Per  yard  75c 

WHITE  INDIAN  HEADS 

MH32— 36-in.  English  . 
MH33— 36-in.  English  . 
BL490 — 36-in.  American 

Per  yard  40c 
Per  yard  45c 
Per  yard  45c 

WHITE  GABARDINE 

325— 36-in.  Med.  Wale  . 
KM26— 36-in.  Fine  Wale. 
KM28— 36-in.  Med.  Wale 

Per  yard  75c 
Per  yard  85c 
Per  yard  85c 

FANCY  SKIRTING  GABARDINE 

KM29 — 36-in.  Med.  Wale  .  .  Per  yard  85c 
Fine  Mercerized  line  with  Fancy  Woven 

Stripe — All  white. 

WHITE  LINEN  FINISH  SUITINGS 

R_34_in.  "Glasgow"  Cloth  .  Per  yard  35c 
Lion — 36-in.  Extra  Super  .  .  Per  yard  45c 
UCM — 28-in.  "Basco"  Finish .  Per  yd.  45c 
UCM — 36-in.  "Basco"  Finish  .  Per  yd.  65c 
UCM — 38-in.  "Basco"  Finish  .  Per  yd.  70c 
UCM — 42-in.  "Basco"  Finish  .  Per  yd.  85c 
UCM— 54-in.  "Basco"  Finish  .  Per  yd  $1.15 

PLAIN  WHITE  ORGANDIES 

MW20 — 40-in   Per  yard  30c 
NY42— 40-in   Per  yard  37y2c 
EM53 — 40-in   Per  yard  40c 
NY77 — 40-in   Per  yard  45c 
EM54 — 40-in   Per  yard  50c 
EM55 — 40-in   Per  yard  70c 
EM56 — 40-in.   Per  yard  75c 
EM51 — 40-in   Per  yard  75c 
EM57 — 40-in   Per  yard  80c 
EM58 — 45-in   Per  yard  $1.00 

PLAIN  WHITE  VOILES 

NY75 — 40-in   Per  yard  32y2c 
NY76 — 40-in      Per  yard  35c 
NY41— 40-in   Per  yard  37Vzc 
NY78 — 40-in     Per  yard  45c 
DM8 — 45-in      Per  yard  50c 
DM9 — 45-in   Per  yard  52y2c 
DM10 — 45-in      Per  yard  55c 
EM17 — 40-in   Per  yard  50c 
EM60 — 40-in      Per  yard  50c 
EM18 — 40-in      Per  yard   55c 
EM19 — 40-in   Per  yard  60c 
LB1 — 40-in.  English         Per  yard  75c 
LB2 — 40-in   Per  yard  85c 

FP100 — 40-in.  '   Per  vard  85c 

WAREHOUSE: 

BAY  AND  WELLINGTON  STS.,  TORONTO 
MAIL  ORDER  DEPARTMENT  ALWAYS  AT  YOUR  SERVICE 
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Tailleur  Frock 

of  Navy  Tricot-- Ribbon  Trimmed 

Charmingly  and  suit- 
ably attired  for  early 

Spring  days  will  be  the 
devotee  who  chooses 

this  effective  little  frock 
with  its  long-waisted 
bodice,  its  flaring  cuffs 

and  its  apron  tunic  all 
frilled  in  narrow  black 
satin  ribbon. 



DRY    GOODS    R  E  V  I  E  W 
43 

Brj>  #oobg  Eetneto 
ESTABLISHED  1887 

Issued  the  15th  of  each  month 

Published  by 

THE   MACLEAN  PUBLISHING   CO.,   LTD. 

143- 153  University  Avenue   Toronto,  Canada 

Branch  Offices: 

MONTREAL— 128  Bleury  St. 
WINNIPEG— 1103  Union  Trust  Building. 
VANCOUVER— 314  Carter-Cotton  Building. 

LONDON,  England— 88  Fleet  St.,  E.C. 
NEW  YORK— 1606  St.  James  Bldg.,  1133  Broadway. 
CHICAGO— 405-6   Transportation   Bldg.;    608   Dearborn    St. 
BOSTON— 734  Old  South  Building. 

Subscription  Rates: 

In   Canada,  per  year         $2 .  00 
Outside  Canada,  per  year           $3 .  00 

Single  Copies,  25  cents. 

Vol.  XLIII TORONTO,  MARCH,  1921 No.  3 

SERVICE 

REALIZING  its  responsibility  as  a  trade  paper.  Dry 

Goods  Review  feels  it  incumbent  upon  itself  to  reit- 
erate that  normality  in  trade  cannot  be  restored  without 

the  sympathetic  co-operation  of  all  branches  of  the  trade. 
Individual  responsibility  to  secure  this  co-operation  rests 
upon  manufacturer,  wholesaler,  jobber,  retailer  alike. 

It  is  not  enough  to  supply  the  demand  of  the  present 

market  that  prices  be  right.  Quality  must  also  be 

right.  Shoddy  no  longer  passes  where  wool  is  required. 

There  are  no  "just  as  goods"  in  demand  to-day.  Shoddy 
must  be  sold  as  shoddy  for  the  purposes  for  which 
nothing  but  shoddy  is  used.  Seconds  in  whatever  line 
can  only  be  used  to  supply  the  demand  for  seconds  in 

that  line.  The  "war  tolerance"  of  the  consumer  is  gone, 
value  for  value  is  demanded  by  the  public.  A  manu- 

facturer anxious  for  orders  can  be  frustrated  by  an 

unscrupulous  wholesaler  and  a  designing  manufacturer 
can  frustrate  an  honestly  intentioned  distributor.  These 

two  must  co-operate  to  maintain  a  high  standard  of 
excellence.  For  from  them  both  the  retailer  expects  such 
service  as  will  enable  him  to  provide  satisfaction  to  the 
consumer. 

These  propositions  are  forcefully  illustrated  in  the  data 

contained  in  an  article  in  this  issue  based  upon  informa- 
tion on  what  may  be  called  field  conditions  in  the  trade 

furnished  by  representative  retailers  located  over  the 
Dominion. 

recognize  all  the  conditions  thai  are  governing  the 

market,  and  it  can  mm  be  appreciated  to  wha-1  extenl 

we  have  travelled  along  the  road  towards  recovery. 

Reports  from  all  over  Ontario  sound  a  note  of  optimism 

this  month.  Where  business  is  bad,  peculiar  local  condi- 
tions are  invariably  responsible,  but  business  is  seldom 

bad  according  to  the  retailer-  themselves.  Trade  condi- 
tions cannot  be  judged  from  a  partial  survey  of  these 

conditions.  They  musl  be  considered  from  many  angles. 

In  this  issue  Dry  (roods  Review  presents  the  verdict 

from  I  lie  retail  trade.  In  the  smaller  towns  -ale-  have 

been  brisk  and  business  turnover  is  either  up  to  or 

ahead  of  previous  years.  In  many  ca-e-  the  actual  cash 
turnover  shows  a  considerable  increase.  This  means 

that  more  goods  are  being  turned  over  by  the  merchants. 

The  manufacturers'  opportunity  is  at  hand.  If  the 

retailer  i-  getting  rid  of  his  stocks  in  such  excellent  order 

he  will  need  new  goods  to  replace  them  and  the  manu- 
facturers and  the  wholesalers  who  have  been  complaining 

of  an  unresponsive  market  for  many  months  will  be  in 

line  for  steady  and  consistent  orders. 

CONFIDENCE 

BUSINESS  is  gathering  impetus.     There  is  a  better 
feeling  in  the  trade,  and  confidence  is  being  restored 

in   new   centres  every   day.      People   are  beginning   to 

PREPARATION 

THE  briskness  of  the  pre-Easter  trade  should  prove 

an  inspiration  to  the  dry  goods  dealer  and  encourage 

him  to  set  a  new  goal  tor  himself  with  regard  to  summer 

merchandising.  It  is  just  possible  that  there  will  be 

a'  period  of  quiet  just  after  the  Lenten  season.  This  is 

the  time  to  strike — have  your  stocks  in  perfect  order, 

have  them  effectively  and  conveniently  displayed,  and 

assure  the  public  of  the  good  service  they  will  receive  in 

your  store  through  every  available  advertising  medium. 

Study  your  windows  more  carefully  than  ever,  see 

that  they  make  their  appeal.  Provide  your  store  with 

the  most  up-to-date  equipment  that  you  can  secure. 

Improve  your  store  methods — brush  away  the  cobwebs 

and  make  your  policy  one  that  will  reflect  enterprise, 

quality  and  efficiency.  Utilize  the  weeks  immediately 

following  Easter  to  build  up  a  business  that  will  stand 

the  test  of  a  critical  public.  Make  your  store  stand  for 
reliable  service. 

EASTER 

THE  Easter  season  was  a  credit  to  the  retail  trade —
 

every  merchant  entered  upon  the  unusually  early 

buying  season  with  excellent  spirit.  The  shop  windows 

reflected  the  push-ahead  policy  of  the  -tore  management  : 

nothing  was  too  much  trouble,  careful  planning  for  the 

trade  anticipated  was  in  evidence  everywhere.  The 

merchandise  displays  were  unusually  excellent,  Display 

managers  did  themselves  proud,  and  some  of  the  most 

beautiful  window  displays  ever  attempted  were  executed 

during  the  Spring  opening  weeks  shortly  before  Easter. 
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Windows  That  Will  Lead  To  Sales 
Don't  Let  Your  Displays  Point  to  the  Wrong    Entrance — Link  Up   the  Windows   and  the 

Store  Counter  and  Don't  Ignore  the  Art  of  Simplicity  and  Common  Sense — Place 
Articles  in  Proper  Relationship  With  Setting. 

Si) ME  time  ago  a  committee  of  window 
display  experts  were  called  upon  to 
pick  out  the  best  window  display  in 

an  Eastern  city.  The  merchants  of  the 
city  had  prepared  for  the  event,  and  a 
good  many  of  them  had  spent  good  sums 
and  much  effort  to  make  their  displays 
as  attractive  to  the  eye  as  they  possibly 
could  do. 

Much  to  their  surprise,  however,  the 
awards  were  granted  to  a  few  window 
dressers  who  had  created  very  simple 
and  comparatively  inexpensive  displays, 
while  the  more  attractive  and  more  ex- 

pensive displays  were  almost  entirely 
overlooked  by  the  committee. 

The  writer  had  chanced  to  see  a  num- 
ber of  the  windows  before  the  granting 

of  the  award,  and  what  impressed  him 
most  was  that  the  few  windows  that  won 
out  had  attracted  less  attention  from 
the  rank  and  file  of  the  passersby  than 
the  more  elaborate  windows.  They  made 
up  for  this  deficiency,  however,  by  at- 

tracting purchasers  for  the  goods  that 
they  displayed,  and  they  were  aranged 
with  such  simplicity  and  nicety  of  sug- 

gestion that  the  discriminating  purchaser 
was  attracted  within  the  store  to  look 

over  the  goods  more  thoroughly. 

Art  and  Common  Sense 

The  unsuccessful  window  had  special- 
ized in  a  great  deal  of  sensationalism 

that  served  no  purpose,  as  far  as  the 
sales  possibilities  were  concerned.  The 
appeal  was  too  general.  It  was  not  di- 

rected to  a  specific  class  of  buyers.  As 
a  prominent  window  dresser  recently  re- 

marked: "A  good  window  is  the  result 
of  art  and  common  sense,  with  predom- 

inance in  favor  of  common  sense.  It  is 
the  appeal  to  the  common  sense  of  the 
people  who  now  pass  your  store  that  will 
impel  them  to  enter  and  become  cus- 
tomers." 

If  sensationalism  is  to  be  indulged  in 
care  should  be  taken  to  apply  it  with 
moderation,  and  not  in  such  quantities 
as  to  obliterate  entirely  the  fine  points  of 
the  goods  displayed — and  the  existence 
of  the  sales  counter  behind  the  store. 
A  window  that  is  overdecorated  and 
placarded  with  all  sorts  of  wordy  signs 
blends  into  a  lithograph — and  there  are 
plenty  of  lithographs  hanging  loose 
around  town. 

Make  Appeal  Direct 
Rather  the  window  dresser  should 

take  care  to  shape  the  appeal  as  directly 
as  possible  to  make  the  desired  appeal 

on  the  customer's  mind  without  beating 
around  the  bush.  The  writer  recently 
passed  the  windows  of  a  large  store  in 
an  Eastern  city.  He  was  impresed  with 

implicity  of  the  design  and  arrange- 

ment, and  the  effect  it  had  on  the  pass- 
ersby. He  entered  the  store  and  asked 

the  window  dresser  to  explain  how  he 
accomplished  his  arrangements. 

The  window  dresser,  a  modest  young- 
fellow,  was  found  behind  a  counter,  for 

he  spent  only  part  of  his  time  trim- 
ming the  store's  windows.  Perhaps  the 

store's  remarkable  displays  were  due  to 
his  modesty  and  sense  of  moderation.  At 
least  he  gave  that  impression. 

The  window  dresser  fished  a  little  book 
from  somewhere,  and  displayed  it  to  the 
writer. 

"I  learned  a  little  lesson  from  this 

book,"  he  remarked.  "It  contains  an 
interesting  account  of  how  students  in  a 
military  college  are  being  taught  the 

art  of  window  dressing.  You  wouldn't 
think  that  future  warriors  needed  to 
know  anything  about  window  dressing. 
Yet  the  officers  of  the  institution  have 
realized  the  strategic  value  gained  from 
a  study  of  window  dressing.  That  is 
one  reason  why  I  take  my  window  dress- 

ing job  so  seriously. 

"Now,  did  you  notice  that  as  you  en- 
tered the  store  you  came  face  to  face 

with  a  display  of  merchandise  that  you 
saw  displayed  in  one  of  the  windows? 
That  is  what  I  call  tying  up  the  window 
with  the  store.  In  the  average  store  it 
is  different.  You  see  something  in  the 
window  that  sort  of  half  interests  you. 
You  enter  the  store,  and  I  bet  that  by 
the  time  you  are  half  through  you  have 
forgotten  what  you  had  seen  in  the 
window. Strategy 

"There  is  another  subtle  point  that  I 
take  advantage  of,  and  that '  is  natural- 

ness of  position.  As  you  noticed,  we 
have  four  windows.  When  someone  no- 

tices an  effective  display  of  merchandise 
in  the  right  hand  window  he  instinctly 
turns  to  that  side  of  the  store  as  he 
enters.  If  we  have  a  special  display  of 
a  certain  brand  of  merchandise  in  the 
left  window  we  carry  that  line  on  the 
counters  in  that  side  of  the  store.  It 

is  simply  human  nature  on  the  part  of 
the  customer,  and  like  the  efficient  sales- 

man the  window  dresser  must  cater  to 
that  human  quality. 

"And  suppose  you  want  to  push  a 
certain  line  of  merchandise.  You  create 
your  window  display.  The  next  thing  to 
do  is  to  create  a  display  of  the  same 
merchandise  in  the  store,  so  that  the 
customer  will  not  have  to  look  very  far 
when  he  enters  the  store. 

•  "And  if  you  feature  a  certain  line  of 
accessories,  or  small  articles,  it  is  best 
to  build  a  sort  of  pyramid  on  the  nearest 
counter  in  the  store. 

The    Mass    Effect 

"When  you  have  a  big  stock  of  one 
line  of  merchandise  it  is  best  to  create  a 

special  display  of  that  merchandise  in 
one  of  the  windows,  and  to  group  the 
articles  in  mass-effect  fashion.  Usually 
that  kind  of  display  is  held  in  connection 

with  a  manufacturer's  campaign.  This 
thing  I  have  found  to  hold  true:  Never 
hold  a  mass-effect-display  too  long. 
Never  hold  it  more  than  two  weeks.  Two 
weeks  is  sufficient  to  gain  effect  and  to 
hold  interest.  To  hold  it  longer  than 
that  period  is  sufficient  to  kill  interest. 

"Whenever  you  have  such  a  special 
display  it  is  best  to  get  up  one  or  two 
neat  little  signs  containing  no  more  than 
half  a  dozen  words  each,  describing  the 
nature  of  the  special  brand  on  sale.  It 
does  not  pay  to  have  more  signs  and 
wordy  signs  will  only  disturb  the  mass 
effect. 

"And  when  you  group  a  lot  of  articles 
it  is  always  best  to  introduce  here  and 
there  some  little  article  outside  the 

logical  grouping  in  order  to  disturb  the monotony. 

Rules    Worth    Noting 

"In  shaping  my  displays  I  follow  three 
rules: 

1.  "Never  overcrowd  the  window. 

2.  "Do  not  place  an  item  atop  another 
whenever  these  two  items  ai*e  alike.  The 
effect  of  each  article  is  thus  lost.  This 
does  not  hold  true  where  the  same  item 
is  shown  in  different  sizes. 

3.  "Take  pains  to  match  the  colors  of 
articles.  See  that  the  odd  colors  har- 

monize. Yellow  shows  well  with  ma- 
roon. Black  shows  well  with  yellow.  Red 

can  be  used  with  black.  Blue,  however, 
is  not  a  good  color  to  use,  except  under 
exceptional  conditions. 

"In  planning  the  window's  background 
color  should  be  the  primary  considera- 

tion. The  color  of  the  background  should 
contrast  with  the  colors  of  the  articles 

on  display  in  the  window.  Simple  col- 
ors are  best  to  use.  I  do  not  believe  in 

fancy  colors  and  flowery  designs,  such 
as  used  by  many  dealers.  The  gaudy 
colors  might  attract  attention,  but  the 
effect  oftentimes  is  sickening  and  irri- 

tating to  the  eye. 

The  Background 

"For  the  window's  background  I  use 
felt.  If  that  material  should  prove  too 
expensive,  you  can  use  ordinary  damask, 
paper,  or  even  inexpensive  dress  goods. 

"I  use  a  removable  background  screen, 
which  is  made  up  of  three  parts,  which 

can  be  made  for  the  dealer  by  a  carpen- 
ter. It  is  made  of  three  pieces  of  wood, 

like  a  three-part  screen. 
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Paris  Takes  Heed  of  the  Springtime 
While  Flowers  Are  Not  Yet  in  Bloom  on  the  Sun-fiooded  Boulevards  Brides  Are  Being  Led 

to  the  Altar  in  Advance  of  Lent,  and  For  Their  Wedding  Gowns  They  Have  Chosen 

Velvet — Velvet  Reigns  Supreme  in  the  Paris  of  the  Moment — Quaint 
Styles  Are  Favored  and  the  Waistline  is  Again  Introduced. 

By  JEANNE  GSELL 

PARIS. — The  Spring  couturier's  col- lections are  undoubtedly  a  much 
more  fascinaiing  sight  than  the 

Winter's,  for  it  reflects  the  bright  season 
that  is  in  view. 

When  it  is  still  cold  ant^  dull,  all  those 
fluffy  light  dresses  make  one  feel  happy 
in  advance  by  the  thought  of  warm  and 
sunny  days.  When,  on  the  contrary,  and 
for  the  great  delight  of  couturiers,  the 
sky  blue,  and  the  sun  shines  on  the 
silks  and  muslins,  then  it  requires  little 
imagination  to  believe  oneself  in  the 
middle  of  April. 

It  is  just  the  time  we  enjoyed  th?s 
month  when  examining  the  latest  novel- 

ties displayed  at  all  the  large  couturiers' 
houses  of  the  rue  de  la  Paix,  Place  Ven- 
dome,  etc. 

Let  me  tell  you,  first  of  all,  and  this 
is  a  very  important  item  for  the  coming 
fashion,  that  corsets  are  again  worn. 
You  know  that  for  the  last  two  or  three 
years  they  had  been  reduced  to  nothing, 
hardly  ever  even  replaced  by  a  belt  and 
a  brassiere,  which,  in  fact,  were  unne- 

cessary when  dresses  were  as  loose  as 
could  be. 

Now,  however,  ladies  are  tired  of  that 
fashion  (perhaps,  too,  of  being  too  com- 

fortable), and  one  of  the  leading  fea- 
tures of  the  season  is  that  of  the  corset, 

which  has  been  brought  forward  afresh. 
Of  course,  they  are  still  very  supple, 
and  have  no  resemblance  to  the  "car- 

cans"  of  olden  days.  Still,  here  they  are again,  and  we  must  bewart  of  then- 
progress. 

The  long  waist,  with  fitted  bodice, 
which  had  already  been  shown  last  sea- 

son, seems  to  be  winning  ground,  for, 

except  in  very  fluffy  and  loose  dresses' there  is  hardly  anything  but  flat  bodices. 
From  what  I  can  guess,  the  middle  age 
fashion  would  prevail,  but,  as  we  are  so 
well  accustomed  to  short  skirts,  low 
necks,  kimono  sleeves,  it  is  doubtful 
whether  we  shall  adopt  those  long,  wide 
skirts,  high  collars,  long  sleeves  and fitted  bodices. 

Of  course,  every  model  shown  by  a 
couturier  is,  just  like  a  theatrical  per- 

formance, subject  to  the  approval  of  the 
public,  and  one  has  to  wait  and  see  what 
will  come  out  of  the  various  styles  pro- posed. 
From  what  I  have  seen,  I  would  say 

that    there    is    a    kind    of   unity    in    the 
models,   which   would    indicate    that   the 
fashion  will  be  as  follows: 

Evening    Dresses 

All  are  more  or  less  made  of  voile, 
tulle   or   lace,  over    fourreaux    or    slips 

PRINTEMPS  a  PARIS! 

The  corseted  figure  arrives. 
Frocks  are  fashioned  to  suit  the 
newly  molded  lines  decreed. 
Formal  gowns  feature  long  full 

gossamer  skirts  of  lace  or  voile 
poised  over  lame  or  charmeuse 
slips  of  abbreviated  and  scanty 
slimness. 

This  "double"  silhouette  is  most 
captivating. 

Evening  bodices  are  not  quite 
so  decollete  and  the  quaint  puffy 
sleeve  cap  characterizes  certain 
quaint  puffy  taffeta  dance  frocks. 
Draperies  add  grace  to  Egyptian 
lmes- 

Tailleurs  sh«w  smart  sports  ef- 
fects and  fitted  lines  with  godets, 

three-quarter  and  long  sleeves  and 
vestees.  The  skirts  are  frequently 
slim  but  pleats  and  panels  are  in- 

troduced to  add  width.  Jackets  are 
fitted  or  quite  loose. 
Few  blouses  are  seen — sleeves 

are  long. 

Afternoon  gowns  are  dark  hued 
and  not  quite  so  long  as  evening- 
gowns  but  longer  than  suit  cos- 

tumes.    Sashes  are  very  smart. 
Capes  are  very  smart  for  even- 

ing and  day  wear  and  waistcoats 
in  gay  colors  are  introduced. 

made  of  lame  or  charmeuse.  This  four- 
reau  is  narrow,  comes  right  up  to  the 
underarm,  and  is  fairly  long:-  the  short- 

est I  have  seen  was  12  inches  above  the 
ground.  Over  it  is  a  very  wide  skirt 
made  of  net,  lace  or  silk  voile — very 
fluffy,  flounced,  circular  or  with  flying 
panels  longer  than  the  skirt,  and  as  a 
rule  this  skirt  is  much  longer  than  the 
fourreau,  for  it  reaches  the  ankle. 

The  bodice  consists  of  a  lace,  voile, 
or  net  draping  covering  the  shoulders 
and  part  of  the  arms.  There  are  few 
really  low  necks,  and  the  lower  ones  I 
saw  were  U-shaped,  and  went  down 
about  the  middle  of  the  back.  Plenty  of 
black  lace  is  seen  over  light  fourreaux, 
and,  on  the  whole,  evening  dresses  are 
of  a  sober  hue.  I  heard  some  American 
buyers  say  that  the  collection  was  too 
Parisian.  It  is  not  very  showy,  at  any 
rate. 

There  are  few  trimmings,  except  pail- 
lettes, jet  beads,  or  colored  wooden 

beads.  Not  much  embroidery  either, 
probably  on  account  of  the  price  which 
would  make  the  garments  unsaleable. 
Ribbons  are  often  used  as  sashes,  that 
are  tied  on  the  left  side. 

Evening    Cloaks 

The  cut  of  the  new  wraps  is  practi- 
cally the  same  as  last  season,  that  is 

to  say,  we  see  almost  only  capes,  or 
mantles.  Capes  have  even  taken  the 
place  of  the  latter.  They  are,  as  usual, 

very  loose,  often  cut  slanting,  which  al- 
lows a  very  graceful  movement  when 

madame  drapes  herself  in  it.  The  ma- 
terials used  are  charmeuse,  trimmed  with 

a  fringe  of  monkey  fur  dyed  black. 
Sometimes  taffetas,  black  or  Scotch 
plaid,  which  is  rather  elaborate  looking, 
is  used.  For  mid-Summer  to  wear  at 
the  races,  a  cape  of  black  lace,  as  seen 
at  several  houses,  will  surely  be  wanted 

by  devotees.  This  fashion  already  pre- 
vailed last  season,  but  the  shape  was  a 

mante.  straight  and  gathered  into  a 
ruche  around  the  neck,  while  this  year 
it  is  a  real  flat  cape  with  no  collar. 

Tailored  Costumes 

There  are  a  good  many  tailleurs,  with 
the  skirt  narrow,  wider,  though,  than 
last  year.  The  back  is  still  very  flat, 
but  as  a  rule  there  are  some  fairly  deep 
pleats  in  front,  or  some  panels,  flat  or 
accordeon  pleated,  on  the  sides,  which 
give  some  fullness. 

The  jacket  is  either  fitted  or  quite 
loose.  When  fitting,  it  buttons  by  one 
button  at  the  waist,  and  the  basque  is 
fairly  wide,  and  the  jacket  middle  length. 
There  is  no  collar,  as  a  rule,  or  a  small 
square  one;  when  there  are  any  reveres 
they  are  narrow,  and  cut  so  as  to  join 
at  the  waist  in  a  U  shape,  which  opens 

to  show  a  waistcoat,  or  "chemisier" blouse.  The  sleeves  are  rather  wide  at 
the  bottom,  slightly  pagoda  shape.  They 
have  no  revers,  but  sometimes,  to  give 
a  dressy  appearance  to  the  costume, 
reveal  a   little  embro;dery. 

There  are  not  many  blouses,  these  be- 

ing replaced  by  one-piece  gowns.  How- 
ever, the  few  I  have  seen  are  some  kinds 

of  draping,  like  a  fichu  Marie  Antoinette 
with  sleeves.  Of  course,  it  is  low- 
necked,  but  all  sleeves  are  full  length, 
and  very  wide  at  the  bottom,  which  is 
dainty,  but  highly  uncomfortable!  They 
are  made  of  crepe  de  Chine,  ninon,  or- 

gandie, and  are  generally  white.  In  sev- 
eral instances,  I  have  seen  these  blouses 

worn  over  high  fourreaux  of  silk  that 
came  up  to  the  underarm.  It  was  rather 
unusual,  but  effective  at  the  same  time. 

Afternoon   Gowns. 

As  mentioned  above,  one-piece  gowns 
are  very  fashionable.     They  are  very  of- 

ten   made    of    taffetas,    one-toned,    with 
(Continued  on  page  49) 
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Overstocks  Have  Been  Cleared 
Month  to  Month  Purchases  of  New  Stock  Will  Now  Feature  Retail  Buying — Consumer  is 

Demanding  Quality — Illuminating  Data  Supplied  by  Prominent  Canadian 
Merchants. 

QUESTIONNAIRES  returned  to  Dry  Goods  Review  from 

all  over  Canada  by  retail  dry  goods  merchants  show 

surprisingly  and  conclusively  that  the  retail  trade  is 

regaining  normality,  with  safe,  sure  steps  that  will  shortly  lead 

to  a  very  pronounced  manufacturing  revival. 

Outstanding  in  the  information  received  is  the  important 

fact  that  retail  merchants  are  positively  getting  down  to  re- 
placement values;  that  varying  sacrifices  are  being  made  by 

them  to  maintain  trade  equilibrium;  that  war  overstocks  have 

been  almost  entirely  sold  from  the  shelves  and  cellars,  gar- 
rets and  stockrooms,  in  many  cases  stocks  carried  during  the 

month  of  February,  1921,  being  from  50  to  80  per  cent,  lower 

than  February.  1920,  and  that  February  sales  this  year  have 
increased  over  February  of  last  year  by  huge  percentages  both 

as  to  quantities  of  goods  disposed  of  and  as  to  business  turn- 
over in  dollars  and  cents. 

It  is.  of  course,  trite  to  say  that  during  war  and  pre-war 
years  retailers  in  ordering  goods  anticipated  their  seasonal  and 

staple  requirements  by  from  five  to  eight  months,  and  in  some 
cases  a  year.  But  this  clearing  of  accumulated  overstocks 

has  meant  a  temporary  cessation  of  buying,  but  has  necessi- 
tated extra  selling  effort.  Now  overstocks  are  near  depletion: 

buying   must  be  resumed. 

For    Immediate    Requirements 

But  buying  will  not  be  resumed  in  the  manner  of  former 

years.  Overstocks  in  general  or  with  respect  to  particular 

lines  will  be  carefully  avoided;  seasonal  and  staple  require- 
ments of  merchants  will  not  for  some  time  be  anticipated  by 

any  great  length  of  time;  immediate  requirements  will  be 

bought  carefully,  but  in  strictly  adequate  and  no  greater 
amounts;  but  they  will  be  bought. 

What  will  happen  is  that  whereas  goods  were  bought  for- 
merly from  five  months  to  a  year  in  advance  they  will  now  be 

bought  for  periods  of  no  longer  than  one  month  in  advance. 

The  unloading  period  which  has  comprised  the  last  half-year- 

has  meant  "bad  business"  for  the  manufacturer,  although  the 
retail  trade  has  been  active.  From  now  on  the  activity  of  the 

'retail  trade  must  be  more  closely  allied  with  manufacturing 
activity.  From  now  on  goods  will  travel  by  more  direct  routes 
from  manufacturer  to  consumer,  distribution  will  be  more 

expeditious.  In  other  words,  the  retailer  will  buy  strictly  in 
accordance  with  the  public  demand  of  the  moment.  But  he 
will  buy. 

Public  is  Critical 
— Must  Have  Value 

These  circumstances,  all  of  w-hich  are  clearly  apparent  from 
the  almost  unanimous  information  rendered  Dry  Goods  Review 

by  representative  merchants  all  over  Canada  in  response  to 
our  questionnaires,  indicate  that  present  conditions  and  those 

of  the  immediate  future,  as  here  indicated,  are  conditions  per- 

taining to  transition  from  the  dull  period  now  passing  to  a 

period  of  normalcy.  The  new  condition  of  buying  for  imme- 
diate requirements  will  not  replace  former  methods.  In  itself 

this  condition  is  not  healthy,  but  under  present  conditions  it 

has  a  healthy  significance   for  the  future.     It   is   the  stepping 

stone  between  manufacturing  inactivity  and  the  general  re- 
sumption of  permanent  activity  in  the  world  of  dry  goods 

manufacturing. 

Replacement    Values 

Replies  indicate  the  very  important  circumstance  that  mer- 
chants all  over  the  country  are  simultaneously  marking  their 

goods  on  a  basis  of  present  replacement  value.  This  is  highly 

gratifying  to  Dry  Goods  Review,  indicating,  as  it  does,  that 

advice  in  prior  issues  for  some  months  to  restore  public  confi- 
dence has  been  beneficially  followed.  Public  confidence  has 

been  restored.  The  public  are  satisfied  that  in  matters  of 

price  they  are  getting  a  square  deal.  The  public  is  no  longer 
waiting  and  watching.    The  public  is  buying. 

The  rigorous  inspection  given  by  the  public  to  merchandising 
conditions  in  months  past  has  made  them  critical  of  the  proper 

relation  that  must  exist  between  price  and  quality.  War 

conditions  made  the  public  acquiescent  to  the  necessary  prac- 
tise of  supplying  the  market  frequently  with  goods  of  inferior 

or  mediocre  quality.  The  public  paid  without  question,  know- 
ing what  they  were  getting.  War  conditions  have  vanished. 

The  public's  acquiescent  tolerance  has  also  vanished.  Fair 
value  for  a  fair  price  is  now  demanded.  Merchandising  com- 

petition must  be  on  a  basis  of  service.  Best  values  will  deter- 
mine who  gets  the  business.  As  already  pointed  out,  prices 

have  been  universally  cut  to  correspond  with  replacement 

values.  This,  then,  necessarily  makes  competition  rest  upon 

value  given  by  the  producer  to  the  consumer,  quality  now  being 

the  fundamental  requirement  in  obtaining  popular  patronage. 

Figures    Indicate Resumed    Buying 

The  extent  to  which  resumption  of  buying  by  the  retail 

trade  may  be  expected  by  manufacturers  is  indicated  by  the 
fact  that  in  answering  the  questions  put  by  Dry  Goods  Review 

a  prominent  Peterborough  merchant  advises  that  his  sales  for 

February,  1921,  exceeded  those  of  February,  1920,  by  19\'z 
per  cent.,  and  that  sales  in  the  former  year  exceeded  February, 

1919,  sales  by  no  less  than  58  per  cent.  He  reports,  in  addition, 
that  his  stock  this  year  compared  with  last  year  is  greatly 
reduced.  This  indicates  the  reductions  of  overstocks  that 

have  taken  place.  Similarly,  an  Ingersoll  merchant  reports 

increased  February  sales  this  year  to  the  extent  of  25  per  cent., 

while  his  stock  also  is  considerably  lower.  One  of  the  leading- 

dry  goods  firms  in  the  city  of  Hamilton  says:  "In  February, 
1921,  we  have  put  on  a  10  per  cent,  increase  in  sales  over 

February,  1920,  our  stock  being  one-third  lower."  From  St. 
John,  N.B.,  comes  a  report  that  sales  for  last  month  as  com- 

pared to  those  of  the  same  month  a  year  ago  increased  by 

23  per  cent.,  while  stock  reductions  of  5  per  cent,  have  taken 

place.  A  reply  from  a  leading  Prince  Edward  Island  merchant 
indicates  thriving  conditions  there,  because  his  sales  have 

increased  February  this  year  over  February  last  by  a  full  50 

per  cent.,  while  his  stock  of  goods  on  hand  remains  about 
the  same. 

Stock    Reductions 
In  nineteen  instances  stock  reductions  varying  from  5  to  50 

per  cent,  have  been  reported,  while  on  the  whole  the  average 
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reduction  of  stocks  since  February,  1920,  is  found  to  be  about 

21  per  cent.  Individual  merchants  from  the  following  centres 

report  reductions  of  stock  as  follows:  London,  Ont.,  50  per 

cent.;  Hamilton,  Ont.,  33  1-3  per  cent.;  Amherst,  Nova  Scotia, 

10  per  cent.;  Paris,  Ont.,  12 %  per  cent.;  Apohaqui,  N.B.,  25 
per  cent.;  St.  John,  N.B.,  5  per  cent.;  Carberry,  Man.,  20  per 

cent.  A  Napanee  merchant  reports  a  stock  reduction  of  $10,000. 
A  Gravenhurst,  Ont.,  dealer  advises  a  reduction  in  value  of 

over  $1,000,  while  a  Portage  la  Prairie  retailer  writes:  "Our 
stock  was  the  same  as  last  year  at  February  28,  but  will  show 

rapid  decrease  in  the  next  two  months  as  compared  with  1920." 
A  Charlottetown,  P.E.I.,  merchant  says:  "Our  stock  is  very 
much  lower,"  and  a  prominent  Barrie,  Ont.,  dealer  reports 
stock  reduction  about  $1,000.  In  only  six  instances  are  stocks 

reported  this  year  as  being  the  same  as  in  February  last  year. 

Unresponsive  Centres 

Peculiar  local  conditions  have  caused  sales  during  the  begin- 
ning of  this  year  to  decrease  in  fourteen  places,  according  to 

information  in  questionnaires  returned.  These  towns  are  found 
to  be  those  like  Cobalt,  Sudbury  and  North  Bay,  where  a  local 

industry  determines  trade  activity.  A  Sudbury  merchant,  for 

instance,  writes  in  explanation  of  decreased  sales:  "Local 
conditions  are  very  bad.  We  depend  entirely  on  the  mining 

industry  and  the  mines  are  practically  shut  down.  Indications 

are  that  this  is  only  temporary." 
Here  is  a  tip  to  manufacturers  relative  to  their  current 

advertising.  Reports  coming  to  hand  on  being  analyzed 

indicate  that  for  some  reason  communities  serving  in  a  com- 
mercial way  extensive  agricultural  areas  are  not  enjoying  the 

benefits  of  such  extensive  sales  as  reported  from  elsewhere. 

Picked  at  random,  Mitchell,  Ontario,  forwards  a  report  showing 

that  sales  in  February,  this  year,  are  20  per  cent,  less  than 

in  the  year  preceding,  while  the  stock  shows  no  decrease. 

Exactly   the    same    condition — the    figures    being    identical — is 

reported  from  Portage  la  Prairie,  while  a  Charlottetown,  P.E.I. , 

dealer  in  reporting  lower  stocks  says  that  his  sales  also  have 
fallen  off  20  per  cent,  in  the  comparison.  In  Amherstburg, 

Ont.;  Carberry,  Man.;  Port  Elgin,  Ont.,  and  Shawville,  Que., 

merchants  similarly  report  a  falling-off  in  sales  averaging  10 
to  12  per  cent. 

Foster  Rural  Trade 

This  seems  to  indicate  that  it  will  be  wise  on  the  part  of 

manufacturers  to  make  special  appeal  in  their  current  an- 
nouncements to  the  rural  trade.  Agricultural  communities 

are  not  so  readily  responsive  to  fluctuating  economic  condi- 
tions. They  are  the  last  to  be  affected  by  a  slump,  but  once 

affected  are  tardier  in  contributing  to  trade  revivals.  Volume 

of  sales  could,  therefore,  be  increased  by  special  effort  designed 

to  stimulate  buying  on  the  part  of  the  rural  consumer.  The 
cultivation  of  this  field  should  be  profitable  and  an  enterprising 

campaigner  would  be  surprised  at  results  attained.  By  a 

judicious  appeal  in  their  trade  paper  advertising  manufac- 
turers can  best  produce  returns  from  this  source. 

Outlook   for   Manufacturers 

This  collation  of  vital  information  indicates  amazing  possi- 
bilities for  the  manufacturer.  There  are  many  wholesalers 

and  manufacturers  who  are  not  booking  orders  and  who  think 

that  the  retailer  is  not  selling  goods.  The  information  fur- 

nished and  as  summarized  here  disputes  this  idea  very  posi- 

tively. Manufacturers  in  some  lines — silk  and  cotton  dress 
goods  notably — are  already  in  receipt  of  surprisingly  generous 
orders.  The  depletion  of  retail  stocks  throughout  the  country 

means  that  orders  will  be  forthcoming  in  all  dry  goods  lines 

immediately.  It  behooves  manufacturers  to  be  prepared  to 

supply  this  inevitable  demand  with  lines  that  will  bear  the 
scrutiny  of  an  exacting  purchaser.  In  other  words,  the  retailer 

must  be  supplied  by  manufacturers  with  goods  that  he  can 

sell,  or  the  benefits  of  this  revival  will  be  partially  lost. 

The  background  of  this  entire  window  is  carried  out  in  a  smart  French  latticed  design.  The  millinery  display  com- 
bines dainty  shades  of  straw  and  peacock  green;  the  window  at  the  left  introduces  a  blending  of  orchid  and  the  green, 

while  the  centre  display  combines  old  rose  and  green. — Designed  by  Gregory,  McGuiness,  Steacy's  Limited,   Kingston. 
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Prices  Generally  Are  Firm 
Slow  But  Unmistakable  Recovery  Noted  in  Whole  Dry  Goods  Field — Future  of  Prices  Large- 

ly in  the  Hands  of  Labor — Certain  Lines    Now  Showing  Upward  Tendency — Silks 
and  Cottons  Having  Brisk  Season — Woolens  Very  Quiet. 

GENERALLY  speaking  business  from  the  source 
of  supply  down  to  the  retailer  is  working  its  way 
back  to  normal.  It  is  doing  it  slowly;  it  will,  in 

all  probability,  be  attended  by  further  fluctuations.  Dur- 
ing the  lasl  month,  some  lines  have  been  active  to  a  point 

where  shortage  has  resulted;  other  lines  continue  slow. 
but  the  law  of  averages  is  working  for  a  condition  of 

buoyancy  in  all  lines  of  women's  wear.  Prices  are  firm, 
with  one  or  two  minor  exceptions.  There  has  been,  here 
and  there,  an  upward  or  a  downward  tendency  in  prices 
due  io  circumstances  that  are  temporary,  but  on  the 
whole  prices  remain  the  same.  As  we  said  before,  the 
future  of  price-  is  largely  in  the  hands  of  labor;  and  even 
if  lower  wages  are  taken  the  further  reductions  are  not 

likely  to  equal  those  that  have  taken  place  during  recent 
months  when  a  combination  of  circumstances — distress 

saity  for  business,  lower  cost  of  raw  materials 

—resulted  in  prices  coming  down  the  banister  that  had 
gone  up  the  ladder.  One  may  safely  assume  that  the  day 
of  radical  fluctuations  in  prices  is  now  over. 

Indications  point  to  a  good  retail  trade  in  progress. 
It  i-  known  that  some  of  the  large  mail  order  houses  are 
doing  an  excellent  business  and  are  placing  heavy  orders 

futures.  Manufacturers  are  getting  busier.  From 

the  country  a  steady  stream  of  orders  is  coming  in,  not 
large,  but  indicating  that  consumer  demand  is  beginning 

to  make  substantial  holes  in  the  retailer's  stocks.  The 

'"hand  to  mouth"  policy  is  still  being  rigidly  pursued  in 
most  lines,  and  what  the  retailer  is  doing  the  wholesaler 
arid  manufacturer  are  also  doing.  The  consumer  is  set- 
tins  the  pace  and.  all  down  the  line,  others  are  keeping 
step.  The  general  feeling  is  that  it  is  by  far  the  safest 

course  to  adopt  and  will  bring  back  normal  times  on  a 
surer  and  more  permanent  basis. 

COTTON  DRESS  GOODS 

Trade  in  cotton  wash  goods  during  the  last  month 
has  been  exceedingly  brisk.  Wholesalers  have  been 
obliged  to  burn  the  midnight  oil  to  fill  the  orders  that 

have  reached  them  from  all  parts  of  the  country.     "It 
oeen  the  biggest  fancy  wash  goods  season  we  have 

ever  had.  particularly  in  voiles  and  organdies,  both  plain 

and  fancy."  said  one  department  manager  to  Dry  Goods 
Review,  and  others  say  about  the  same  thing.  There  has 

also  been  a  lively  demand  for  foulards,  serpentine  crepes 
and  ratines.  Not  only  did  the  retailer  have  a  big  season 

ear,  but  he  seems  to  have  cleaned  up  hi-  -lock,  for 
be  is  buying  heavily  for  the  season  that  is  just  ahead. 

In  staple  print-,  ginghams  and  galateas,  in  quilting 
and  drapery  chintz,  there  have  also  been  heavy  demands 
from  the  trade  and  wholesalers  have  found  it  difficult 

to  keep  stock-  on  their  -helves.     As  a  matter  of  fact,  some 

houses  have  already  withdrawn  these  lines  from  sale  be- 
cause  their  present  allotment  from  the  Canadian  mills 
is  now  sold  tip  entirely. 

In  staple  cottons,  there  has  been  the  same  activity 
during  the  last  month  and  department  managers  state 
that  the  business  has  been  better  than  they  expected 
and.  to  some  of  them,  bigger  than  they  were  prepared for. 

In  all  cotton  lines,  prices  during  the  last  month 
have  been  firm.  No  further  reductions  have  been 
recorded. 

LINENS 

There  is  some  speculation  among  linen  men  with 

regard  to  the  Anglo-Russian  agreement  that  has  just 
been  concluded.  Russia,  having  been  the  source  of  the 

world's  largest  supply  of  flax,  may  again  figure  in  the 
limelight  in  flax  production.  Rumor  had  it  that  the 

peasants  of  Russia  have  ceased  growing  flax  because  it 
no  longer  paid  them  inasmuch  as  their  export  trade  was 
cut  off.  With  trade  resumed  with  England,  however, 

the  situation  may  change  and  there  may  be  a  brighter 
future  for  linens. 

There  have  been  some  further  drops  in  linen  prices 
in  the  Old  Country  during  the  last  month,  but  buyers 

here  say  that  the  latest  quotations  are  still  higher  than 
those  quoted  here  on  stocks  that  have  been  held  for 
some  months.  The  necessity  for  business  is  the  cause 
of  these  reductions  and  prices  do  not  represent  the  cost 

of  production. 

CARPETS,   RUGS   AND   LINOLEUMS 

Business  during  the  last  month  in  these  lines  has 
undergone  a  slight  improvement,  though  there  is  not 
yet  a  great  deal  of  buying.  The  trade  is  buying  only 

what  it  wants  and  the  manufacturers'  outnut  and  work- 
ing hours  are  being  governed  accordingly.  British 

houses  are  guaranteeing  the  price  on  carpets  and  rugs 

up  to  the  end  of  the  year;  while  on  linoleums  they  are 

fixed,  at  least,  till  the  end  of  July.  Table  oils  have  not 
changed  since  the  first  of  February ;  deliveries  are  none 

too  good,  so  say  the  wholesalers. 

DRAPERIES  AND  CURTAINS 

The  feature  of  the  drapery  trade  during  the  last 

month  has  been  the  unusually  large  sale  of  cretonnes. 

Wicker  furniture  is  the  reason.  The  necessary  cover- 
ings and  accompanying  hangings  are  creating  a  large 

business  and  wholesalers  and  manufacturers  are  sur- 
prised at  the  bold  colorings  and  designs  that  are  being 

[licked  up  by  the  trade.  Apparently  the  consumer  is 
surrounding  himself  with  bright  colors.  One  house 

stated  that  they  had  had  the  best  selling  season  for  ere- 
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tonnes  during  the  lasl   few  months  that  they  had  had 
in  their  history. 

Prices  have  remained  about  the  same.  Some  lines 

of  velours  have  been  slightly  increased  because  they 
were  cut  too  low  at  stock-taking  when  wholesalers  guessed 

at  replacement  value.  There  are  still  no  French  velours 
to  be  had. 

SILKS 

In  the  local  market,  there  is  an  absolute  shortage  of 

Japanese  merchandise.  A  navy  habutai  is  almost  im- 
possible to  get;  so  are  pongees.  Deliveries  on  these  lines 

from  the  home  market  have  been  moved  back  to  May. 

I 'rices  on  some  lines  have  advanced,  georgettes,  for  in- 
stance, have  advanced  about  one-third  since  last  month. 

In  ci m firming  an  order  on  pongees,  the  buyer  in  a  large 
wholesale  house  was  recently  advised  that  the  price  had 

advanced  25  per  cent.  There  is  a  tendency  upwards  on 

crepe  de  Chine  prices;  while  habutai  prices  are  fluctu- 
ating. 

Wholesalers  state  that  orders  from  the  country  are 

good  and  show  a  steady  increase.  Manufacturers  are 

placing  good  orders  for  future,  indicating  that  their  out- 
look is  good. 

LACES  AND  EMBROIDERIES 

There  has  been  a  ten  per  cent,  reduction  since  a 

month  ago  on  Cluny  laces;  otherwise  laces  and  embroid- 
eries remain  about  the  same.  Rumor  had  it  that  there 

were  to  be  further  reductions  in  laces,  but  no  confirma- 
tion of  this  has  reached  local  importers.  Business  shows 

some  improvement  from  week  to  week;  orders  are  fre- 
quent, though  small;  and  indications  point  to  a  good 

retail  trade.  Some  good  business  is  coming  in  from  the 
west. 

NOTIONS 

"Merchants  arc  buying  carefully  but  they  are  buy- 

ing," said  the  head  of  a  notion  bouse  bo  Dry  Goods  Re- 
view, and  he  added  thai  retailers  were  buying  better 

than  they  had  thought  they  would.  Narrow  hell-  are 
having  a  particularly  good  run  at  the  present  time, 
while  metal  hag  frames  are  also  in  good  demand.  There 

are  indications  that  cotton  and  celluloid  prices  in  notions 

are  on  the  up-grade.  An  Knglish  house  i-  now  quoting 
celluloid  prices  from  10  to  15  per  cent,  in  advance  of 
a  few  months  ago.  For  the  first  tirrie  since  the  war. 

the  supply  of  needles  is  coming  in  well  to  the  wholesale houses. 

WOOLLEN  DRESS  GOODS 

In  the  woollen  dress  goods  field,  the  recently  con- 
cluded agreement  between  England  and  Russia  may 

have  a  considerable  bearing.  The  opinion  of  buyers 
on  this  side  of  the  water  is  that  it  will  stiffen  prices  and 

will,  at  least,  get  them  back  to  a  productive  basis.  Gen- 
erally speaking,  English  prices  have  been  firm,  and 

the  feeling  here  has  been  that  English  houses  were  wait- 

ing for  a  resumption  of  trade  with  Russia.  If  the  mil- 
lions of  Russia  have  to  be  clothed  from  England,  it  will 

certainly  mean  not  only  a  stiffening  of,  but  probably 

an  increase  in,  woollen  goods  prices. 

For  the  present,  however,  there  is  little  activity  in 

woollen  dress  goods,  and  wholesalers  state  that  the  retail 
trade  is  more  concerned  with  prices  than  with  quality. 
Considerable  distress  goods  have  been  thrown  on  the 

market  which  has  had  the  tendency  to  demoralize  prices 

on  good  quality  merchandise.  There  is  some  slight  im- 
provement since  a  month  ago.  but  retailers  are  buying 

very  cautiously. 

PARIS   TAKES    HEED   OF   THE 
SPRINGTIME 

(Continued  from  page  45) 

pompadour  printed  designs,  fairly  bright 
in  color,  over  a  light  ground,  and  in 
quite  a  good  many  instances  striped  and 
Scotch  plaid  taffetas  are  to  be  seen. 
I  notice  that,  often,  black  is  mingled  with 
red  or  green,  etc.,  to  subdue  the  shades 
of  plaid. 

These  dresses  are  fairly  long,  longer 
than  the  skirts  of  costumes,  but  shorter 
than  evening  dresses  (so  that  we  may 
get  accustomed  gradually  to  longer 
skirts!).  They  are  wide,  and  the  bodice, 
quite  flat,  is  very  long  waisted.  The 
neckline  is  round,  or  in  V  shape,  and  the 
sleeves  are  uniformly  long  and  pagoda- 
like. 

In  a  few  instances,  we  have  the 
straight  peplum  dress,  long  and  wide, 
which  is  always  tied  round  the  waist  by 
a  girdle,  that  is  often  made  of  a  baya- 

dei-e  ribbon  of  showy  shades. 
Traveling  Cloaks 

These  are  almost  always  big  capes, 
made    of    thick,    but    light    woolen    stuff 

such  as  shown  in  the  samples  which  ac- 
companied a  previous  letter.  They  have 

no  collars  or  when  they  have  they  are 
square  pieces  of  material  that  cover  part 
of  the  head  like  a  hood. 

As  capes  do  not  stand  well  on  shoul- 
ders, and  compel  the  wearer  to  use  both 

hands  to  keep  them  in  place,  the  cou- 
turiers have,  this  season,  provided  all 

their  capes  with  a  waistcoat  that  fits 
close  to  the  body,  and  on  which  the  cape 
is  sewn;  therefore,  the  garment  is  made 
warmer,  which  is  necessary  for  motor- 

ing purposes,  is  kept  in  place  without 
troubling  the  wearer,  and  that  waistcoat 
may  be  the  object  of  fanciful  trimmings 

to  enliven  and  change'  the  appearance  of the  same  coat. 

OPEN  MILLINERY   SALON 

The  Dolly  Imbrey  Blouse  Shops,  Bank 
and  Queen  streets,  Ottawa,  announce  the 
opening  of  a  millinery  department,  with 
a  very  fine  showing  of  new  model  hats 
specially  priced  at  $7.50.  The  manage- 

ment promise  the  patrons  of  the  store 
an  up-to-the-minute  service  at  attrac- 

tive prices. 

ANNIVERSARY  SALE 

The  A.  A.  Fournier,  Ltd.,  Bank  street, 
Ottawa,  held  their  second  anniversary 
sale  when  the  efforts  of  the  staff  were 
taxed  to  the  limit  from  morning  till 
night.  Extraordinary  bargains  were 
given  specially  in  the  linen  section. 

SPECIAL  OFFERINGS 

Murphy-Gamble,  Limited,  Sparks 
street,  Ottawa,  offered  new  season  silks 
at  attractive  prices  in  an  introductory 
sale  on  March  5th.  Pussy  willow  silks 
for  lining  or  other  uses  specially  priced 
at  $4.50;  washable  satins  at  $2,  and 
crepe  de  Chine  silk  quality  in  shades  of 
rose,  maize,  helio,  navy,  ivory,  and  pink, 
at  $2. 

Introducing  new  English  coats  for 
Springtime  wear,  attention  is  drawn  i/) 
the  fact  that  these  are  the  best  goods 

to  keep  out  the  London  fog  and  damp- 
ness, so  are  particularly  suited  to  the 

early  days  of  Spring  and  the  breaking- 
up  period.  Prices  ranged  from  $27  to 

$145. 
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Dry  Goods  Revieio 

A  Plain  Talk  to  Merchants 
Manufacturer  Says  Retailer  Should  Be  Content  With  Fair  Profit — Prices  Were  Marked  Up 

in  Accordance  With  Cost  of  Replacement  on  Rising  Market — Same  System 
Should  Be  Followed  as  Prices  Fall. 

SOME  human  bei
ngs  are 

"easy.'*  And  some 
business  houses  are 

the  same  way.  Most  of 
the  grief  in  businets  comes 

to  or  is  caused  by  the  peo- 

ple who  are  "easy." 
We  have  been  through 

an  easy  period,  so  far  as 
regards  doing  business. 
Selling  has  been  easy. 
Money  has  been  easy  — 
most  of  the  time.  Col- 

lections —  credits  —  adver- 
tising— the  whole  business 

structure  —  they  have  all 
been  easy.  But  this  is  not 
a  permanent  condition. 
Now  things  are  chang- 

ing. Before  we  get  under 
full  steam  in  the  midst  of 
new  conditions,  why  not 

stop  long  enough  to  tight- 
en up  our  belts? 

With  regard  to  prices,  for  example: 
why  is  it  so  hard  for  business  men  to 
give  up  the  long  individual  profit,  and  so 
easy  to  sacrifice  the  profit  on  volume 
of  sales?  In  my  business  I  want  to 
cut  prices  just  as  often  as  I  can,  while 
retaining  a  profit.  Why?  Because  we 
are  philanthropists?  Most  certainly 
not.  But  we  can  see  on  the  cost  sheets 

that  when  our  volume  in  production  in- 
creases, say  by  50  dozen  pairs  of  gloves 

a  week,  our  overhead  per  dozen  goes 
down  correspondingly,  20  cents,  30  cents, 
in  one  case  41  cents. 

But  very  commonly  I  find  a  different 
attitude,  evidence  of  which  came  to  me 
the  other  day  in  a  letter  from  a  cus- 

tomer in  the  Middle  West.  He  returned 

a  pair  of  women's  gloves  that  we  had 
recently  sold  him.  They  were  torn  and 
he  said  in  his  letter: 

"It  seems  to  us  that  a  woman  who  pays 
$4  for  a  pair  of  gloves  ought  to  be  able 

to  get  more  than  three  weeks'  wear  out 
of  them.  We  believe  she  is  entitled  to 
have  her  money  back.  Furthermore,  we 
cannot  see  that  it  is  any  fault  of  ours, 
but  it  is  clearly  a  defect  in  the  gloves 
themselves,  and  we  want  a  new  pair 

to  replace  these." 
I  wrote  to  them  about  as  follows: 

"We  agree  absolutely  with  everything 
you  say  in  your  letter.  A  woman  who 
pays  $4  for  a  pair  of  gloves  is  certainly 

entitled  to  her  money  back  if  they  don't 
wear  longer  than  three  weeks.  But  we 
want  to  ask  you  plainly,  who  charged 
her  $4   for  the   gloves.      Not   ourselves! 

There  is  no  us.e  in  denying  that  all  the  way 

through  business  in  the  past  few  years  extrava- 
gances, weaknesses  and  abuses  have  crept  in; 

most  concerns  are  paying  for  them  today  in  one 

way  or  another.  In  his  position  as  a  manufac- 
turer and  wholesaler,  selling  the  retailer,  the 

author  of  this  straight-from-the-shoulder  talk 
has  been  in  close  touch  with  reta:1  activities 
from  a  number  of  angles.  A  big  chance  lies 
ahead  for  retailers,  he  feels,  to  trim  their  sails 

to  today's  business  winds.  He  points  out  some 
particularly  untimely  practices  which  retailers 

can  well  improve  on,  and  tells  some  retail  op- 
portunities as  they  appear  to  the  manufacturer. 

This  article  appeared  in  February  System,  the  Magazine 
of  Business. 

We  sold  this  glove  to  you  at  $16  a  dozen, 

or  $1.35  a  pair." 
I  call  this  sort  of  thing  by  a  plain 

name — cheating.  I  don't  believe  it  is 
even  remotely  to  be  considered  as  good 

business.  I  don't  think  it  is  ordinary 
horse  sense.  Ourselves,  we  sell  on  close 
terms.  We  never  allow  an  element  of 
inflation  in  any  of  our  price  quotations. 
Our  terms  are  net  ten  days. 

Furthermore,  we  make  it  a  rule  in 
our  institution  that  we  have  but  one 
price.  When  a  customer  is  given  a  line 
of  credit,  the  limit  of  the  credit  does 
not  in  any  way  influence  the  price.  A 
little  store  in  Columbus,  Ohio,  can  buy 
our  finest  quality  gloves  just  as  cheaply 
as  any  of  the  larger  stores  in  the  United 
States  of  America. 

We  make  it  a  rule  to  sell  honest 
goods  and  conduct  an  honest  business 
and  we  guarantee  our  product  against 

manufacturers'  imperfections,  and  we 
replace  with  a  new  pair  any  imperfect 
glove  that  has  not  been  worn,  soiled  or 
out  of  our  possession  longer  than  six 
months.  We  do  not  give  discounts  of 
any  nature,  character  or  description  to 
any  customer  regardless  of  the  size  of 
his  account,  the  length  of  time  he  has 
been  buying  from  us,  or  any  other  con- 
sideration. 

When    is    Retail    Price    to    be    Based    on 

Replacement  Value? 

During  the  past  four  or  five  years 
the  general  rule  was:  establish  your  re- 

tail   price    on    replacement    value.      The 

replacement  value  of  an 
item  was  never  upon  the 
lowest  quotation  of  the 
market  at  the  date  the 
merchant  marked  his  retail 

price.  If  a  merchant  re- 
ceived a  back  order  for 

gloves  upon  which  the 
basis  was  figured  at  $24 

per  dozen,  and  at  the  time 
of  delivery  these  goods  had 
advanced  to  $30,  or  some 

irresponsible  party  quot- 
ed $32.50,  he  took  his  $24 

goods,  figured  that  they 

would  cost  $32.50'  to  re- place, and  then  marked 
his  50  per  cent,  on  the 
cost  as  his  selling  price. 
In  other  words  he  marked 
$32.50  goods  at  $48.75  per 
dozen;  and  when  it  did  not 
figure  out  quite  even  at 
$48.75,  he  never  said  to 

himself:  "I  will  make  them  $4  and  give 
the  customer  the  benefit  of  it."  No.  what 
he  did  say  was:  "I  will  make  them  $4.50 
and  get  all  I  can  while  the  getting  is 

good." 

Now  that  there  has  been  considerable 
circulation  given  to  the  possibility  as 
well  as  the  probability  of  declines  in 
prices,  that  same  merchant  does  not  feel 
that  the  rule  works  both  ways,  that  the 
merchandise  that  he  has  on  his  shelves 
shall  be  priced  at  replacement  value,  so 
that  the  customer  may  receive  some  of 

the  advantages  of  the  decline  in  whole- 
sale prices.  That  would  not  fit  his  pol- 

icy of  "get  while  the  getting  is  good." 
He  is  not  willing  to  take  the  medicine 
which  he  subscribed  for  his  customers. 

I  could  give  you  very  specific  instances 
where  the  retail  merchant,  whether  he 
be  located  in  Detroit  or  Dallas,  Nor- 

folk or  Cheyenne,  Wyoming,  Portland, 
Maine,  or  Los  Angeles,  California,  has 
always  figured  that  he  is  going  to  take 
advantage  of  the  situation,  no  matter 
what  the  effect  may  have  been.  A  good 
many  firms  have  the  feeling  that  the 

public  is  long-suffering  and  kind  and 
so  should  bear  the  burden  and  relieve 
them  of  the  strain. 

Even  aside  from  the  evident  unfair- 
ness of  this  theory,  it  is  wrong.  The 

public  is  long-suffering  and  kind  but 
there  is  a  limit  even  to  the  public 
patience.  Sooner  or  later  it  will  rebel 
as  has  been  so  vividly  shown  in  the  past 
few  months.  There  has  been  no  time 

when  there  were  not  wants  to  be  sup- 
'  (Continued  on  page  42) 
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Extra  Business  Eliminated  Losses 
Steacy's  Ltd.,  of  Kingston,  conducted  Sales  During  the  Peak-price  Periods,  Cleared  Stocks 

and  Placed  Orders  for  Spring — Spendid  Merchandising  Policy  Permits  of  Addi- 
tional Improvements  and  Enlargement  of  Store  Space — Unique 

Series  of  Sales. 

STEACY'S,  LIMITED,  of  Kingston, Ontario,  is  marking  another  step 
in  advance  this  month  with  the 

opening  of  a  smart  French  salon,  to 
which  the  women  of  the  city  will  be  in- 

vited on  the  occasion  of  the  Spring  open- 
ing to  celebrate  its  inauguration.  Its 

location  is  ideally  suited  for  the  lovely 
millinery  creations  which  are  destined 

to  decorate  its  tables,  for  the  manage- 
ment has  wisely  selected  the  very  front 

of  the  second  floor,  just  overlooking  the 
street,  where  many  large  windows  ad- 

mit the  flood  of  sunshine.  A  dainty 
white  trellis-work  of  enamelled  wood 
will  divide  the  new  room  from  the  main 

ready-to-wear  section,  and  inside  will 
be  found  the  usual  glass  cases  and 
tables,  all  finished  in  cool  gray.  Flowers 
or  plants  will  add  the  requisite  touch  of 
natural  charm,  scattered  about  the  floor 

among  the  many  exquisite  chapeaux  im- 
ported for  the  opening. 

Visits  Fashion  Centres 

The  policy  of  the  management  is  to 
feature  nothing  but  the  highest  class  of 
merchandise  in  stock,  and  the  firm  is 
already  well  known  throughout  many 
surrounding  towns  for  the  exclusive 
quality  of  the  gowns,  wraps  and  cos- 

tumes which  it  includes  in  its  salon  of 
fashion.  The  head  of  the  firm  is  con- 

stantly visiting  the  largest  centres  of 
Canada  and  the  United  States  and 
scarcely  a  week  passes  that  a  quantity 
of  the  newest  in  wearing  apparel  does 
not  make  its  appearance  in  the  show- 

room of  this  store.  By  following  the 
trend  of  fashion  day  by  day  as  portrayed 
in  the  best  fashion  papers  and  reviews, 
Mr.  Steacy  keeps  in  touch  with  the  lat- 

est ideas  in  blouses,  frocks,  etc.,  as  well 
as  in  fabrics  and  accessories.  He  has 
been  entirely  successful  in  making  the 
name  of  Steacy's,  Limited,  known  by 
means  of  his  aggressive  merchandising 
methods  and  is  a  constant  believer  in 
the  prosperity  of  his  own  city. 

"From  present  prospects  the  coming months  will  bring  us  more  and  more 
business,"  stated  the  head  of  the  firm  to 
Dry  Goods  Review  recently,  "and  we  ex- 

pect to  exceed  our  half-million  dollar 
turnover  this  year  in  spite  of  conditions. 
We  placed  orders  for  new  stock  very 
early,  and  80  per  cent,  of  it  was  in  a 
month  ago  and  on  our  shelves,  priced 
in  accordance  with  replacement  costs." 

The  present  age  demands  swift  work 
in  the  merchandising  game,  according  to 
Mr.  Steacy,  and  like  any  other  game,  is 
only  won  by  the  man  who  is  most  alert 

and  wide-awake.     Conservatism  and  dig- 

nity are  splendid  things  in  themselves, 
but  are  fatal  to  successful  work  now- 

adays, when  the  race  is  only  to  the 
swift. 

Steacy's  Limited  are  constantly  push- 
ing ahead,  breaking  new  ground  and  go- 
ing after  more  customers.  If  a  sale 

brings  in  one  hundred  people  one  day, 
the  store  is  not  satisfied  until  it  has 
doubled  that  number  the  next.  It  adver- 

tises real  values  persistently  and  prom- 
inently and  endeavors  to  keep  its  fellow- 

citizens  guessing  what  it  will  do  next. 
By  running  sales  steadily  all  through 
the  peak-price  period,  the  store  moved 

every  dollar's  worth  of  goods  on  hand 
and  by  getting  an  extra  volume  of  busi- 

ness was  enabled  to  eliminate  all  unne- 
cessary costs. 

Steacy's  Limited  has  a  large  mail  or- 
der trade  at  the  present  time,  and  car- 

ries its  campaign  for  customers  all 
through  the  neighboring  townships  and 
counties  by  means  of  personal  letters, 
posters  and  leaflets.    At  the  present  time 

a  personal  letter  campaign  is  under  way 
by  means  of  which  at  least  5,000  persons 
will  be  reached.  The  firm  believes  that 

there  is  no  time  like  the  present  for  pur- 
chasing, and  that  prices  cannot  be  more 

favorable  taken  all  round  than  they  are 

at  present. 
Five   for  Four 

In  speaking  of  the  types  of  sales 
which  have  been  most  successful,  Mr. 

Steacy  remarked  that  the  "Five  for 
Four"  sale  had  achieved  magnificent  re- 

sults by  the  simple  means  of  advertis- 
ing five  articles  for  the  cost  of  four  all 

through  the  store,  including  five  yards  of 
any  fabric,  on  the  same  principle.  The 
idea  seemed  to  catch  on  like  wildfire,  and 
cleaned  out  every  class  of  stock  included, 
in  the  sale  within  one  day.  Another 
equally  successful  sale  was  one  which 
was  widely  advertised  by  the  unusual 
method  of  omitting  all  prices  and  print- 

ing instead  merely  a  question  mark.  "It 
is  the  old  story  of  a  woman's  curosity," 

Dupuis  Freres  at  Night 
This  well-known  Montreal  firm   recently  celebrated  their  fifty-third  anniversary 

by  holding  special  sales.     The  photo  shows  the  illuminated  sign  in  the  form  of  a 

monster  "Fifty-three." 
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laughed  Mr.  Steacy.  "and  I  cannot  re- 
member when  we  had  such  a  record- 

breaking  sale.  They  were  lined  up  out- 
side before  the  doors  were  opened.  The 

regular  prices  of  the  merchandise  offered 
were,  of  course,  given,  followed  in  each 
case  by  the  words: 

"To-morrow's  Price     ?" 

Even  without  an  inkling  of  the  amount 
of  reductions  offered,  women  besieged 
the  store  and  everything  vanished  by  the 

forenoon  almost." 

Engage  Expert  Display  Man 

Mr.  Steacy  is  now  planning  ways  and 
means  of  enlarging  the  store  and  is  con- 

templating the  erection  of  a  large  addi- 
tion to  the  rear  of  the  present  building 

in  the  near  future.  The  latest  addition 
to  the  present  efficient  staff  is  a  new 
display  manager,  who  comes  to  the  firm 
after  considerable  experience  in  large 
American  cities,  especially  Chicago, 
where  he  was  connected  for  a  time  with 
Marshall  Field  &  Co.  Mr.  McGinnis  has 

caught  the  infectious  spirit  of  progress 
which  dominates  the  store  and  his  win- 

dows are  triumphs  of  artistic  grouping 
and  workmanship,  varied  as  often  as 
twice  a  day  in  order  to  keep  interest 
aroused  constantly. 

One  of  the  series  of  pre-Easter  show- 
ings noted  recently  was  especially 

worthy  of  mention.  The  backgrounds  of 
each  of  the  large  windows  were  of  soft 
pastel  shaded  silks,  in  front  of  which 
latticed  screens  in  white  enamel  were 
placed.  Quantities  of  spring  flowers 
were  entwined  in  the  lattice  and  provided 
the  seasonal  note  with  exceptional 
charm.  On  one  side  several  imported 
costumes  were  shown  upon  wax  figures, 
w-hile  on  the  other  was  a  display  of  silk lingerie  hung  upon  mauve  satin  stands. 
The  exquisite  daintiness  of  the  two  win- 

dows was  remarkable  and  further  an- 
hanced  by  the  centre  "island"  window, 
containing  a  triple  drape  of  rich  Pais- 

ley silk  in  henna  and  blue  t$nes,  in  front 
of  which  were  placed  three  or  four  smart 
hats  on  stands,  each  hat  carefully  repro- 

ducing the  exact  color  notes  of  the  silk 
behind.  These  three  windows  combined 
a  simplicity  of  arrangement  with  a  due 
regard  for  compelling  sales  effect,  which 
could  scarcely  have  been  improved  upon 
even  in  one  of  the  centres  of  fashion. 

BIG  SLASHES  MADE 

The  R.  J.  Devlin  Company,  Limited, 
Sparks  street,  Ottawa,  featured  a  chil- 

dren's sale  recently  when  children's 
coats  were  offered  worth  up  to  $50  at 
$10;  scarves  from  $12.50  to  $5;  muffs 
from  $10.50  to  $5;  caps  less  than  half 
price,  and  hats  at  95c  that  sold  previ- 

ously up  to  $5.  The  object  of  these 
drastic  cuts  was  a  clearance  before 

ktaking. 

Merchants  Endorse 

Suggestion  For 
Ice  Carnival 

The  Eastern  Ontario  division  of  the 

Retail  Merchants'  Association  and  the" 
Ottawa  Retail  Merchants'  section  held  a 
meeting  to  consider  the  idea  of  holding 
a  grand  ice  carnival  in  the  city  of  Ot- 

tawa next  Winter. 

J.  C.  Campbell,  district  secretary,  out- 
lined a  rough  plan  of  the  suggestions 

already  put  forward  that  included  a  two 

weeks'  period  of  sports  of  all  kinds, 
skating  championships,  curling  bon- 
spiels,  hockey  championships,  toboggan- 

ing, snowshoe  contests,  and  like  sports 
with  full  dress  parades  from  many 

sporting  clubs,  societies  and  added  at- 
tractions  as  thought  out  later. 

While  this  could  be  made  a  great 
sport  feature,  the  merchants  would  cash 
in  owing  to  the  number  of  visitors 

brought  into  the  city  by  a  well-organized 
publicity  campaign  and  would  be  able  to 
offer  merchandise  at  attractive  prices  to 
those  who  would  come  in  to  see  the 

unique  event.  It  was  expected  that  the 
best  efforts  of  the  leading  citizens  would 
be  bent  in  making  the  idea  successful 

and  a  large  number  of  American  visit- 
ors would  be  sure  to  take  in  the  trip 

if  sufficient  pep  were  put  into  the  matter 
to  make  it  a  really  big  thing. 

The  Retail  Merchants'  Association  is 
prepared  to  set  the  work  going  and  will 
shortly  call  a  meeting  to  thoroughly  dis- 

cuss the  matter  from  every  angle.  As 
all  classes  of  the  community  would  de- 

rive some  benefit  from  such  an  event 
there  is  no  doubt  whatever  that  all 
would  work  with  a  will  to  make  a  record. 

A  PLAIN  TALK 

(Continued  from  page  50) 

plied,  nor  when  people  lacked  money, 
yet  sales  have  fallen  lower  than  at  any 
time  for  a  number  of  years.  The  limit 
of  public  patience  was  reached.  Supply 
and  demand  explanations  of  higher 
prices  no  longer  satisfied.  The  public 
stopped  buying  until  reductions  should 
be  made.  Demand  disappeared  and 
merchants  were  forced  to  bear  some  of 
the  burden  which  many  had  tried  to 
shift.  The  long-suffering  public  was  no 
longer  kind. 

The  replacement  question  applies  to 
the  insurance  companies.  We  were  com- 

pelled to  insure  full  value,  basing  our 
amount  of  insurance  on  replacements. 
If  any  of  us  to-day  were  to  have  a  fire 
it  is  questionable  as  to  the  amount  we 
would  collect.  If  100  per  cent,  of  the 
retail  merchants  insured  on  replacement 
values  of  a  year  ago  and  the  policies 
continue  in  force  under  the  three  years 
working  contract,  and  we  have  a  fire 
now,  we  would  never  be  able  to  get  the 
insurance  paid. 

About  terms:  in  our  business,  as  I 
have  said,  terms  are  10  days  net.  We 
figure  that  we  are  in  business  for  the 
sake  of  selling  merchandise,  not  to  do 
a  banking  business,  or  to  conduct  an 
eleemosynary  institution.  Take  the 
man  who  buys  on  60  days.  If  he  turns 
his  merchandise  four  times  a  year,  then 
he  does  business  for  240  days  of  the 
year  on  money  belonging  to  somebody 
else.  I  don't  think  that  can  be  called 
business. 

I  met  a  buyer  the  other  day,  and 
stated  our  terms. 

"Why,"  he  exclaimed,  "I  wouldn't  buy 

from  anybody,  I  don't  care  who  it  is, 
on  10  days  net.  Don't  you  know  that 
often  a  majority  of  our  departments 

don't  make  any  profit — that  the  office 
may  be  the  only  department  making  a 

profit,   through   its   discounts?" 
"Then  why,"  said  I,  "don't  you  do 

away  with  the  other  departments  and 

just  keep  the  office?" These  are  a  couple  of  the  ways  in 
which  it  seems  to  me  that  business  men 

are  "easy."  Why  be  so  lax  about 
prices  ?  The  excessive  mark-up  drives 
away  profits  in  the  long  run,  instead 
of  attracting  them.  Why  fuss  about 

giving  or  getting  long-time  datings  ? 
Most  all  of  us  would  do  better  if  we 

would  take  a  training  in  paying  spot 
cash.  Then  we  would  have  to  think 
about  our  rates  of  turnover,  and  real 

self-supporting  merchandising,  not  mer- 
chandising dependent  on  the  other  fel- 

low's good  nature  and  easy-going  habits. 
That  is  the  kind  of  merchandising  that 
will  stand  the  test  in  a  time  of  business 

depression. 
With  it  all,  we  ourselves  are  not  in- 

clined to  worry  very  much  about  these 
things.  We  attend  to  our  own  business 
according  to  our  own  ideas.  We  simply 
take  care  of  our  work  each  day.  We 
are  hoping  that  some  day  we  shall  be 
able  to  get  caught  up  with  the  orders 
now  on  file  and  that  we  shall  see  a  bit 
of  daylight  ahead.  We  have  this  satis- 

faction, that  our  business  conduct  dur- 
ing the  past  has  brought  us  a  reward 

that  is  indeed  most  gratifying.  We  are 
making  constant  gains  and  our  policy  of 
dealing  fairly  with  the  customer  evi- 

dently wins  out. 

We  do  not  in  any  way  attempt  to  dic- 
tate what  our  customers  shall  or  shall 

not  do  nor  do  we  allow  them  to  dictate 
to  us  what  we  shall  do.  We  simply  fol- 

low their  instructions  as  nearly  as  we 
can  and  when  we  do  sell  we  sell  strictly 
on  our  terms,  and  we  never  under  any 
circumstances  let  any  customer  write 
the  terms  for  us.     That  is  our  job. 

BATES   &    INNES,    LIMITED 

In  printing  this  firm's  advertisement 
on  page  93  of  our  February  issue  the 
wrong  plate  was  used,  making  it  appear 
that  the  advertising  line  was  Velvorib 
underwear  when  the  correct  name  of  the 
line  is  Velvoknit  underwear. 
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Extending  a  Welcome  to  the  Eagles'  Lodge; 
Some  Novel  Boy  Scout  Window  Displays 

Novelty  in  Advertising  and  Window  Displays — How  Peters  of  Syracuse  Made  the  "Eagles" 
Feel  at  Home — Besse-Sprague  and  Peck,  Vinney  &  Co.  of  Syracuse  Give  Sections 

of  Their  Windows  to  the  Boy  Scouts 

N ,:,:; OVELTY  i  n 
a  d  vertising 
and  window 

display  work  is  a 
feature  of  merchan- 

dising in  some  of 
the  American  cities. 
Rather  than  fill 
their  advertising 
space  with  long  lists 
of  specials  whfcb 
they  are  offering, 
they  have  a  layout 
that,  in  itself,  at- 

tracts the  attention 
of  the  casual  reader 

of  the  daily  news- 
paper. A  good  deal 

of  white  space  is 
being  used  in  the 
more  conservative 
advertisements  o  f 

men's  wear  stores. 
For  instance  in  a 

window  recently  ex- 
hibited by  the  Na- 

tional Clothing  Co., 
of  Rochester,  was  a 
poster  representing 
an  orchard  of  straw 
hats.  Advertisers 
realize  that  such  a 

display  has  appeal. 
They  look  upon  the 
reader  of  the  daily 
press  as  a  man  who 
wants  to  get  at  the 
heart  of  a  message 
in  as  short  a  time  as 
possible.  They  know, 
for  instance,  that  he 
will  not  pore  over 
columns  and  columns 

of  newsprint  report- 
ing the  speech  of 

some      senator      o  r 
member  of  the  House  of  Representatives. 
Similarly,  they  feel  that  he  will  not  pore 
over  an  advertisement  that  is  crammed 

full  of  newsprint,  outlining  special  bar- 
gains to  be  offered.  They  convey  their 

message  in  as  few  words  as  possible; 
they  use  a  good  deal  of  white  space  as 
surrounding  to  give  the  advertisement 
an  artistic  touch. 

In  window  display  work  they  take  ad- 
vantage of  state  or  local  events  to  at- 

tract attention  to  their  windows.  If 

some  event  is  transpiring  in  their  par- 
ticular section  of  the  city  or  in  the  city 

throughout,  they  are  not  slow  to  grasp 
the  opportunity  to  put  something  in  their 
windows  that  is  out  of  the  ordinary  and 
will  catch  the  eye  of  the  passerby.  Ad- 

vertising and  window  display  are  the 
avenues  of  approach  to  their  stores  and 
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they    make    the    very   most   of   them    on 
every    occasion    that    presents    itself. 

Peters  of  Syracuse 

Nicholas  M.  Peters,  of  Syracuse,  is 
one  of  the  live  wires  in  business  in  that 
city.  He  is  in  a  section  of  the  city  that 

has  been,  by  a  strange  geographical  ac- 
cident, cut  off  from  the  main  business 

section  of  Syracuse.  It  is  called  the  sec- 
tion "over  the  bridge,"  and  although  this 

bridge  is,  within  a  year  or  so,  to  be  re- 
moved and  the  whole  main  street  made 

one,  it  has  been  both  a  barrier  and  an 
incentive  to  the  men  in  that  section  for 
some  years  past.  They  have  had  to 
make  extra  efforts  to  get  business  and  to 
retain  it  and,  further  details  of  methods 
adopted  are  discussed  herewith. 

The  reproduction 
of  an  advertisement 
on  this  same  page 

is  a  bit  of  charac- 
teristic advertising 

done  by  Mr.  Peters, 

of  Syracuse.  Some 
three  hundred  mem- 

bers of  the  "Eagles" 
lodge  met  in  con- vention in  that  city 

recently.  1 1  pre- 
sented the  occasion 

for  a  bit  of  live  ad- 
vertising and  Mr. 

Peters  took  advan- 
tage of  it.  He  had 

a  photographer  take 
four  different  pic- 

tures of  this  section 
of  the  city,  which  is 
the  section  in  which 
his  own  place  of 
business  is.  After 
he  had  these  four 

photographs  he  cut 
them  up  and  pasted 

them  together  in  the 
shape  in  which  they 
are  shown  above 
and  then,  of  course, 
had  the  fifth  picture 
taken,  from  which 
this  is  reproduced. 
The  originality  of 
the  idea  speaks  for 
itself  and  it  only 

remains  to  be  point- 
ed out  that  the  idea 

could  be  followed  in 
scores  of  Canadian 
towns  and  cities 
where  similar  events 
are  held  during  the 

year.  Mr.  Peters,  in 
addition  to  using 

this  cut  in  his  own  advertising,  had  some 
three  hundred  prints  run  off  on  a  stiff 
cardboard  and  sent  one  to  every  dele- 

gate of  the  convention.  He  also  let  it  be 
known  that  copies  of  it  could  be  had  by 

applying  at  his  store  for  one.  Needless 
to  say,  it  popularized  his  store  during 
the  Eagles'  convention  in  Syracuse  and 
he  received  some  splendid  advertising 
out  of  the  idea. 

Working  With  the  Auto  Men 

In  the  near  future,  the  automobile  men 
of  Syracuse,  that  is,  the  dealers,  will 
make  a  public  showing  of  their  new  mod- 

els for  the  present  year.  The  clothing 
men  of  the  city  are  to  take  advantage  of 
the  occasion  to  present  their  own  Spring 
models  to  the  people  of  Syracuse.  Their 

(Continued  on  page  69) 
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SCHMERIKON 

TRANSPARENT  ORGANDIES 
Batistes 

Fine  Muslins 

Nainsooks 
Voiles 

Jaconas Crepes 

Fancies 

Dotted  Swisses 

"IT  IS  STOFFEL'S" 
— the  finest  praise  that  can  be  bestowed  upon  an 

organdy. 

STOCK  CARRIED  IN  TORONTO  WHOLESALE  ONLY 

IMMEDIATE  DELIVERY 

HERON  &  TAYLOR 
Sole  Agents  for  Canada 

77   York  Street  Toronto 

DC 
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Long,  smooth  threads,  fine-spun  or 
heavy,  closely  and  evenly  woven  by  Cana- 

dians in  Canadian  mills,  go  to  make 

"  Prue  "  sheetings  and  pillow  cottons  the 
most  serviceable,  the  most  comfortable 
and  the  least  expensive. 

Show  your  customers  the  mark  of  quality 
on  the  end  of  the  piece. 

DOMINION  TEXTILE  COMPANY 
LIMITED 

MONTREAL 
TORONTO WINNIPEG 
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Wash  Goods  Whirled  Off  Counters 
Retailers    Revel   in    Big  Business — Wholesalers  Report  Absolute  Shortage  of  Ginghams   

Voiles  With  Raised  Designs  Having  Sensational  Run — Ratines  Smart  in  Stripes 
and  Plaids — Organdies  Lovely,  and  Much  More  Reasonable. 

T 

Ratines  Are  Very  Smart 
Five  of  the  smart  new  ratine  suitings  which  will  claim  favor  this  Summer:  1.  A  novelty  lavender  and  grey  stripe; 

1.  A  charming  blue  and  grey  plaid  barred  with  bright  yellcw;  3.  A  handsome,  heavy  quality  ratine  in  deep  tones;  4.  A 
pretty  roman  stripe  effect  on  light  beige  ground;  5.  A  dainty  striped  combination  of  light  blue,  cream  and  white. 

BUYERS  in  the  stores  and  wholesal- 
ers are  unanimous  in  their  verdict 

on  Spi'ing  business.  Even  the 
most  cautious  are  willing  to  to  admit 

that  business  is  "good,"  while  certain 
representative  houses  in  both  Toronto 
and  Montreal  declare  that  the  demand 

for  cotton  goods  has  been  exceptionally 
encouraging. 

"The  wash  goods  orders  have  been 
keeping  us  run  off  our  feet,"  was  the  way 
one  prominent  wholesaler  expressed  it 

this  month.  "As  a  matter  of  fact,  this 
is  the  best  season  we  have  ever  done  in 

ginghams,  voiles  and  ratines."  There  is 
unusual  interest  in  voiles,  for  they  are 
the  materials  introducing  the  most  radi- 

cal changes  in  design  and  the  result  is 
greatly  stimulated  interest  in  these  nov- 

elty stamped  designs.  The  run  on  Cana- 
dian pinghams  ha.s  been  very  strong, 

while  English  and  Scotch  ginghams  are 
also  selling  fast,  though  the  higher  price 
naturally  places  them  in  a  less  popular 
category. 

"It  must  be  remembered,  however, 
that  these  British  ginghams  are  in  dou- 

ble width  (38  inches),  while  the  Cana- 
dian fabrics  are  not  as  wide,  and  the 

English  and  Scotch  lines  are,  of  course, 

a  little  finer  in  quality,"  explained  one 
wholesaler. 

The  retail  buyers  are  equally  impress- 
ed with  the  response  of  the  public  to 

date.  In  one  case,  wash  goods  selling 
has  been  going  on  with  increasing 
volume  since  November  last,  and  all 
kinds  of  voiles,  ginghams  and  percales 
are  being  snapped  up  at  the  new  prices 
in  a  manner  to  keep  the  alert  buyer  con- 

stantly on  the  jump.  "The  shopping 
public  is  eager  for  reasonably  priced 

wash  goods,"  stated  several  buyers,  "and 
there  is  a  decided  scarcity  of  popular- 
priced  ginghams  on  account  of  this  de- 

mand. Prices  on  some  lines  are  now 

practically  identical  with  pre-war  figures 
and  ginghams  at  twenty-five  cents  a 
yard  are  seen  nowadays  in  department 

stores." For    the    Summer    Trade 

Those  who  know,  say  it  is  going  to  be 
an  organdy  and  voile  Summer,  but  that 
plain  dark  grounds  will  predominate, 
namely,  such  tones  as  greys,  browns, 
hennas  and  blues  in  plain  materials,  and 
the  same  dark  shades  in  small  object  or 
geometrical  designs  will  find  favor 
rather  than  the  floral  patterns  of  last 
year.  Silk  stripe  voiles  overlaid  with 
pretty  contrasting  patterns  or  just  plain 
colors  are  also  predicted  as  leaders.  For 
heavier  coats  and   skirts,   Irish  linen   in 

Palm  Beach  shade  is  said  to  be  strong 
in  New  York,  as  well  as  the  mercerized 
cotton  pongees  in  the  same  useful  shade. 
There  seems  to  be  not  a  shadow  of  doubt 
that  wash  suitings  will  be  in  greater 
demand  this  summer  than  for  the  past 
few  years  and  it  is  probable  that  the 
question  of  price  has  much  to  do  with 
it.  For  those  women  whose  fancy  runs 
to  more  conspicuous  colorings  or  designs, 
the  new  sports  ratines  in  large  overlaid 
checks  and  multi-colored  stripes  will 
prove  unusually  interesting.  All  white 
ratines  are  not  so  popular  as  formerly 
and  take  second  place  to  the  poplin  and 
corded  suitings.  In  the  former  range,. 

the  newest  ideas  are  developed  in  an  ex- 
ceedingly lustrous  silky  finish,  the  ma- 

terial resembling  a  silk  jersey  rather 
than  a  cotton  fabric.  Prospects  are  for 
a  "white"  Summer,  according  to  several 
buyers,  and  consequently  stocks  of  all 
white  goods  are  exceptionally  heavy. 

Sheer  Fabrics  Lovely 

In  sheer  materials  the  interest  is  noted,, 

particularly  in  view  of  the  recently  re- 
duced prices  in  all  the  department  stores. 

The  sale  of  fine  plain  organdies  has  al- 
ready assumed  large  proportions,  as  be- 

fore stated,  but  there  is  a  decided  ten- 
dency towards  spotted  organdies,  either 
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in  embroidered  circle  designs  or  all  sizes 
of  plain  dots.  Swiss  muslins  are  conse- 

quently enjoying  the  same  popularity 
and  are  particularly  effective  this  year 
in  a  number  of  pastel  and  darker  shades 

overlaid  with  contrasting-  dots  in  sizes 
ranging  from  minute  pin  spots  to  the 
largest  coin  sizes.  The  colors  which  are 
selling  best  in  sheer  goods  just  now  are 

Nile,  henna,  coral,  flesh  and  "Harding" l)lue. 

This  season  it  is  often  a  difficult  mat- 
ter to  tell  a  voile  from  an  organdy,  the 

finish  is  so  similar,  especially  in  the 
grade  of  goods  known  as  Swiss  or  Nor- 

mandy voiles,  which  are  characterized 

"by  a  crisp  sheer  finish,  which  is  ideal  for Summer  frocks.  Both  the  English  and 
domestic  varieties  are  selling  well  just 
now  and  repeat  orders  are  now  being- 
placed  by  most  stores.  Large  floral  de- 

signs seem  to  be  taking  second  place, 

while  bordered  materials,  which  buyers' claim  are  never  a  good  proposition,  are 
quite  passe.  Geometrically-spaced  group 
designs  of  dots  in  a  flocked  or  raised 
finish  resembling  beading  are  the  most 
popular  sellers  in  high-grade  goods,  and 
both  wholesalers  and  retailers  state  they cannot  obtain  enough  of  these  new  voiles 
The  average  price  on  best  quality  goods 
asked  is  $1.25  per  yard,  while  on  medium 
grade  goods  the  prices  range  from  fifty 
cents  upwards.  The  total  yardage  that 
goes  into  consumption  for  collars,  trim- 

mings, etc.,  is  quite  remarkable  when  the 
many  short  lengths  sold  are  considered 
especially  as  regards  plain  goods.  Cross' bar  voiles  and  knot  voiles  are  also  ex- 

traordinarily popular,  especially  in  pas- tel or  lighter  shades.  Another  new  voile 
is  developing  in  a  shadow  or  lacy  finish 
which  is  expected  to  be  particularly 
strong  for  graduation  frocks,  etc. 

Neat  Designs  in  Ginghams 

In  heavier  wash  goods  the  report  is that  ginghams  are  having  an  unrestrict- 
ed demand  and  a  positive  shortage  exists in  Canadian  made  lines.  The  demand 

seems  to  increase  every  week's  selling and  one  large  store  reports  that  thev have  already  sold  nearly  half  of  the  al- 
lotment for  this  season,  based  upon  last 

year  s  high  average.  The  total  amount 
sold  in  1920  was  about  30,000  yards,  but trom  present  indications  this  year's  sales 
will  easily  surpass  that  figure.  Scotch 
ginghams  are  plentiful,  though  higher priced,  and  some  in  the  popular  large plaids  and  checks. 

It  is  also  expected  that  the  demand 
will  be  strong  for  neat  small  checked 
ginghams  in  bright  reds,  mauves,  greens and  blues,  and  even  in  black^and  white 
Along  with  the  demand  for  ginghams  is 
growing  a  decided  preference  for  neat 
patterned  percales  and  prints,  with  the 
same  demand  for  dotted  effects,  while 
English  zephyrs,  checked  in  orchid  and 
black,  and  intermingled  with  pastel 
shades,  are  being  sold  in  enormous  quan- 

tities for  children's  wash  frocks  and  rom- 
pers. Yellow  is  still  another  color  which 

is  coming  out  strong  in  wash  goods  this 

season*  and  yellow  checks  and  dots  will 
undoubtedly  go  better  in  Canada  than 
the  less  cool  looking  reds. 

For    Boudoir    Requirements 

Many  varieties  of  wash  crepes  are 
back  on  the  market  this  season  in  both 

white  and  colors,  figured  and  plain.  The 
wide  ribbed  seersucker  comes  in  five  or 

six  pretty  shades  and  is  retailing  for  45 

cents  a  yard  at  pi-esent.  Japanese  crepe 
in  a  fine,  crinkly  weave,  especially  suited 
for  kimonas,  rompers,  etc.,  is  even  more 

reasonably  priced,  and  the  patterned  lin- 
gerie crepes  featuring  dainty  butterfly 

designs  in  pastel  shades  cannot  be  ob- 
tained fast  enough.  Silk  finished  mulls 

and  silk  batistes  in  flesh  color  are  now 
on  the  market  in  a  new  lacy  finish, 

rather  like  a  shadow  stripe,  which  is  de- 
lightful for  underwear.  One  buyer  re- 
marked to  Dry  Goods  Review  that  he 

was  making  a  feature  of  orchid  and  but- 
tercup yellow  mull  for  underwear,  as  he 

had  found  that  all  white  was  not  nearly 
so  popular.  Undoubtedly  the  coming 
Summer  will  see  a  strong  reaction  in 
favor  of  the  home  dressmaker  as  oppos- 

ed to  the  attractions  of  the  ready-made 
underwear  department,  owing  to  the  de- 

clines in  prices  of  all  kinds  of  cottons 
and  the  new  patterns  obtainable  in  yard- 

age  goods. 
Among  the  imported  and  consequent- 

ly high-priced  novelties  shown  in  the 

more  exclusive  shops  are  the  new  "flo- 
conna"  crepes,  which  have  a  very  open 
weave  and  are  shown  with  and  without 
an  embroidered  motif  or  printed  design. 
Linetta  is  another  innovation  suggested 
for  Summer  lingerie,  which  is  composed 

of  batiste,  half  linen,  half  cotton,  show- 
ing a  border — either  wide  or  narrow — 

composed  of  three  colored  stripes  divided 
from  each  other  by  hemstitching  and 
edged  with  a  narrow  black  line.  The 
colors  are  either  apricot  yellow  and  rose 
with  a  black  edge,  or  two  shades  of 
china  blue  and  a  mauve  with  a  black 
edge. 

The  ratines  are  particularly  lovely,  and 

favor  soft  pastel  tints  with  inconspicu- 
ous check  or  plaid  designs,  as  well  as 

smart  stripe  effects.  Soft  blues  with 
broken  checks  in  light  and  dark  grey 

are  seen,  adso  combinations  of  lavender 
and  two  or  three  tones  of  grey.  The  de- 

mand for  these  splendidly  wearing  cot- 
ton goods  has  been  excellent  and  one  of 

the  biggest  factors  is,  of  course,  the 
reduction  in  prices  as  compared  with 
those  asked  last  year.  These  ratines  are 
now  being  offered  by  the  wholesalers  in 
the  neighborhood  of  a  dollar  a  yard  and 
are  of  excellent  wearing  quality  suitable 
for  smart  little  morning  frocks,  shopping 

costumes,  sports  togs  and  for  mid-Sum- 
mer tailleurs. 

New  Gingham  Designs 
Large  plaids  are  again  to  the  fore  in  the  higher  class  Scotch  ginghams.  This 

group  reveals  four  of  the  smartest  new  styles  for  1921.  1.  A  medium  plaid  featuring 
two  tones  of  lavender  combined  with  beige  and  a  black  line.  2.  A  dainty  pink 
ground  barred  with  white,  grey  and  dull  green  (very  narrow).  3.  A  neat  design  in 
blue  and  saffron.  4.  A  light  blue  ground  plaided  with  bars  of  black,  brown  and  white. 
—Courtesy  of  W.  R.  Brock  &  Co.,  Toronto. 



5S DRESS     FABRICS 

F.  H.  Bisset  Visits  Canada 
In    Interest   of   Scottish   Tweeds 

Secretary  of  Scottish  Woolen  Trade  Mark  Association   Limited, 
Representing    Forty    Prominent    Tweed    Manufacturers, 

Explains  Principles  of  Organization — The  Stamp 
of  Truth 

..^^  EVENTY  per  cent,  of  the  output 
^S  of  real  Scotch  tweeds  goes 
^-^  abroad,  and  only  30  per  cent,  is 

absorbed  by  Great  Britain, *  was  the 
statement  made  recently  to  Dry  Goods 
Review  by  F.  H.  Bisset,  secretary  of  the 
Scottish  Woollen  Trade  Mark  Associa- 

tion, Ltd.,  who  was  a  visitor  to  Mont- 
real en  route  across  the  continent  in  the 

interests  of  forty  of  the  largest  tweed 
manufacturers  in  Scotland. 

The  scope  and  nature  of  this  gigantic 
organization,  which  represents  an  out- 

put of  80  per  cent,  of  the  entire  supply 
from  Scotland,  was  explained  by  Mr. 
Bisset,  who  is  now  visiting  in  turn  every 
important  city  upon  the  continent,  in- 

cluding all  points  in  the  United  States 
and  Canada,  a  tour  which  will  occupy 
fully  the  next  two  months. 

"Scettish  tweed  manufacturers  cater 
only  to  a  quality  trade,"  stated  Mr. 
Bisset,  "and  the  idea  underlying  their incorporation  under  the  present  title  was 
originated  for  self-protection.  They 
found  trade  in  general  was  becoming 
badly  prejudiced  against  Scotch  woollens 
on  account  of  the  large  quantity  of  poor 
imitations  and  inferior  stuff  which  was 
threatening  to  flood  the  market  and  dam- 

age the  reputation  of  reliable  old  firms. 
A  number  of  leading  houses  engaged  in 
the  manufacture  of  woollens  therefore 
applied  to  the  British  Board  of  Trade  for 
a  charter  and  obtained  a  collective  na- 

tional mark  to  be  administered  by  them 
under  most  stringent  regulations.  The 
mark  was  to  be  the  guarantee  of  two 
things:  First,  it  stands  for  cloth  manu- 

factured in  Scotland,  and  second,  it  shows 
that  the  cloth  upon  which  it  is  stamped 
is  of  pure  virgin  wool.  The  association 
itself  exists  for  the  purpose  of  control- 

ling and  administering  the  trade  mark, 
together  with  the  development  of  the 
Scottish  woollen  industry  all  over  the world. 

"In  the  past  two  years,"  continued 
Mr.  Bisset,  "the  association  has  spent  a quarter  of  a  million  dollars  in  advertis- 

ing the  trade  mark  at  home,  simply  be- 
cause they  have  found  that  the  market 

ia  glutted  with  so-called  Scotch  tweeds, 
which  are  damaging  the  reputation  of 
members  of  the  association.  The  asso- 

ciation is  in  no  way  a  combine  or  trust 
which  controls  prices  or  affects  produc- 

tion, each  maker  sells  his  own  goods  at 
his  own  price  and  is  entirely  free  of 
obligation  in  any  shape  or  form.  As  a 
matter  of  fact,  under  the  Board  of 
Trade  regulations,  any  Scottish  manu- 

facturer who  is  prepared  to  guarantee 
his    product    is    entitled    to    demand    his 

■admission  to  the  association  as  a  matter 
of  right. 

To  Ascertain  Requirements 

"It  must  not  be  assumed  that  we  be- 
lieve that  shoddy  has  no  uses  whatever," 

Mr.  Bisset  explained,  "we  are  only  con- 
cerned that  it  shall  be  sold  as  such,  and 

not  as  pure  wool,  which  point,  I  think 
every  one  will  agree,  is  a  most  important 
step  in  advance.  My  present  visit  to 
Canada  and  the  United  States  is  for  the 
purpose  of  studying  market  conditions 
in  each  large  city,  and  to  develop,  if 
possible,   the    demand    for   trade-marked 

Normandy  Voiles 
The  new  voiles  are  distinguished  by  the 

neatness  and  geometrical  nature  of  their 
designs.  Although  floral  designs  are  still 
seen,  conventional  designs  such  as  illus- 

trated, represent  the  newer  tendency.  The 
designs  here  shown  are  printed:  1.  Black 
dotted  motifs  on  dove  grey  voile;  2.  White 
inch  squares  dotted  on  navy  ground;  3.  A 
smart  new  polka  dot  in  white  on  blue;  4.  A 
floral  design  treated  in  a  conventional  man- 

ner.—Courtesy  W.  R.  Brock  Co.,  Ltd.,  Tor- onto. 
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Scottish  goods  in  both  countries.  As 

you  know,  British  manufacturers  are  be- 
coming aware  of  the  necessity  of  con- 

sidering the  needs  of  buyers  in  the  Do- 
minions and  elsewhere,  and  are  conse- 
quently endeavoring  to  find  out  exactly 

what  the  requirements  of  each  locality 
may  be  in  respect  of  climatic  conditions, 
etc.  The  entire  range  of  woollens  is 

covered  by  the  members  of  the  associa- 
tion and  includes  cheviots,  saxonies, 

serges,  worsteds,  overcoatings  and  cos- 
tume cloths  in  patterns  and  colorings 

ranging  from  the  most  sporting  of  home- 
spuns to  the  finest  of  dress  fabrics.  In. 

tweeds,  the  Scotch  specialty  is  the  fancy 

weave,  which  comes  in  endless  varieties." 
Reduction  Must   Come 

Mr.    Bisset    is    also    secretary    of    the 

Scottish    Employers'   Association   and   is- 
therefore  in  an  unusually  good  position 

to    state    how    present    industrial    condi- 
tions in  the  Old   Country  compare  with 

our  own.     In  response  to  an  inquiry  as 

to  wage  cuts  in  Scotland,  Mr.  Bisset  re- 
plied,    "Various     unions     of     employees 

have  asked  that  wages  be  stabilized  at 
present  rates   for  the  next  six  months,, 
but    the    employers    have    responded    by 
putting    forward    another    demand    that 

wages  be  reduced  and  fixed  at  a  lower- 
basis,  not  yet  determined.     Negotiations 
are  at  present  proceeding  and  no  result, 

has  yet  been  made  public  as  to  the  prob- 
able   settlement,    but    the    view    of    the 

manufacturers  is  that  a  reduction  must 
occur  in  the  interests  of  the  industry,  as 
no  resumption  of  former  prosperity  can 
ensue  until  such  a  reduction  takes  place. 
At    present    the    wage    scale    of    British 
designers    in    the    woollen    industry    is 
higher   than    in    any    other    part    of   the 
world  and  can  perhaps  stand  a  little  re- 

duction    better     than      other     workers. 

Things  are  still  at  rock  bottom  in  Eng- 
land but  as  soon  as  the  British  retailer 

learns    the    wisdom    of    taking    his    loss 

promptly  and  of  trying  for  a  quick  turn- 
over, the  sooner  matters  will  right  them- 

selves.   Unfortunately,  the  average  shop- 
keeper did  not  take  his  loss  soon  enough, 

and,    consequently,    the    situation    which 
was  faced  on   this  side   of  the  Atlantic 
before  Christmas  was  not  reached  until 

later    on    in    England.      After    the    New 

Year    holidays    the    London    shops    and 

others      held      enormous      sales,      which. 

brought  quick  sales  and  good  turnovers, 

so  that  surplus  stocks  are  now  lowered."' 
Summing  up  the  purpose  of  the  Scot- 

tish   trade    mark,    Mr.    Bisset    remarked 

that    it    was    better    interpreted    by    the- 

phrase  "the  stamp  of  truth,"  rather  than- 
to  be  merely  considered  as  a  commercial 

badge  of  identification.    "We  intend  that 
you  on  this  side  shall  know  what  gen- 

uine and  true  Scotch  woollens  are,  and 

we  shall  see  to  it  that  you  are  protected" 
when  you  do  pui-chase  from  us,"  he  con- 
cluded. 
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Crepes  and  Taffetas  Divide  the  Honors 
Faster  Parade  Will  See  the  Advent  of  the  Crepe  Canton  Vogue,  but  With  its  Arrival  Taf- 

feta is  Still  Promised  its  Supremacy— Color  Range  of  Silks  is  Beautiful. 

WITHAL  that  Dame
  Fashion  has 

created  such  a  furore  for  the 

newly  sponsored  crepe  silks, 

popular  favor  has  again  awarded  taf- 

feta the  palm  and  there  is  little  ques- 
tion that  this  ever-effective  silk  will 

stand  the  fashionably  and  the  prac- 

tically inclined  equally  in  good  stead. 

The  taffeta  of  the  present  season,  how- 

ever, varies  from  the  taffeta  of  former 

seasons  in  this  respect— it  is  less  perky 

and  more  drapable  than  the  weaves  seen 

up  to  date,  and  there  is  also  a  willing- 
ness to  forego  some  of  its  former  swish 

and  rustle  in  the  interests  of  the  mode 

which  demands  a  very  supple  fabric. 

It  is  being  offered  in  qualities  ideally 

suited  to  the  pleated  ruffles,  ruches  and 
flounces  which  are  part  of  the  quaint 
silk  frocks   of   1921. 

"Ninety  per  cent,  of  our  Spring  de- 
signs for  misses  are  being  made  up  in 

navy  blue  taffetas,"  declared  one  maker 
of  costumes  for  the  "flapper  age."  This 
gives  some  idea  of  the  taffetas  vogue  as 
represented  in  smart  silk  one-piece 
frocks  for  the  "sub-deb"  and  her  sisters. 

The  idea  that  this  was  to  be  a  silk 
season  originated  in  Paris,  of  course. 
The  news  has  spread  to  every  part  of 
the  fashion-loving  world,  and  while  Can- 

ton crepe  is  revealed  in  stunning  crea- 
tions for  the  exclusive  trade,  taffeta 

usurps  the  field  of  popular  demand,  and 
is  utilized  in  charming  frocks  for  many 
occasions.  Navy  blue  and  black  are 
most  frequently  in  demand  and  there  has 
been  such  a  run  on  navies  that  the  whole- 

salers again  report  a   decided   shortage. 

"We  are  still  having  difficulty  in  get- 
ting all  the  navy  taffetas  that  we  re- 

quire. The  demand  has  been  what  you 

might  say  'outrageous'  and  it  looks  as 
though  the  vogue  is  by  no  means  spent," 
declared  a  ready-to-wear  manufacturer 
this  month. 

Taffetas  are  shown  in  the  very  most 

attractive  range  of  new  Spring  and  Sum- 
mer shades  —  dove  gray,  all  tones  of 

henna,  light  tones  of  blue  and  the  pop- 
ular tan  range  being  obtainable.  Em- 

broidery is  being  lavishly  used  on  silk 
and  the  garment  manufacturers  are  en- 

dorsing the  vogue  for  eyelet  embroid- 
ered taffeta  by  using  it  quite  gener- 
ously in  developing  their  smart  Spring 

and  Summer  numbers.  Two  shades  of 
taffetas  are  frequently  employed  in  the 
new  models,  and  with  this  excellent  sell- 

ing idea  before  them,  merchants  will  be 
able  to  introduce  some  lovely  color  effects 
in  their  window  displays  of  yardage 
goods.  Many  of  the  stores  have  seen  fit 
to  devote  a  goodly  portion  of  the  win- 

dow space  to  such  trims  during  the 
Spring  opening  weeks,  one  of  the  most 
beautiful  noted  in  Toronto  being  an  ar- 

The  Vogue  for  Eyelet  Designs 
Two  handsomely  embroidered  patterns  applied  to  navy  taffeta  are  effectively 

shown  here;  also  a  most  effective  pink  voile  flouncing  with  a  combination  of  the 
eyelet  and  applied  embroidery.  Below  is  shown  a  handsome  panel  treatment  of 
Harding  blue  voile  embroidered  in  maroon,  gold  and  blue. — Courtesy  of  H.  P.  Ritchie 
&  Co.,  Toronto. 

rangement  of  gray  and  orchid  tinted 
silks  against  a  pastel  background,  the 
foreground  showing  a  border  of  Spring 
flowers  of  harmonizing  tints  —  orchid, 
pink  and  white  —  growing  in  prettily 
decorated  boxes.  The  importance  of  silk 
at  this  season  cannot  be  overlooked  and 

certainly  there  should  be  no  difficulty  in 
selling  the  lines  that  are  now  on  the 
market. 

Canton  crepe  is  accorded  a  "place  in 
the  sun"  as  far  as  Dame  Fashion  is  con- 

cerned, and  there  is  little  doubt  but  that 
her  devotees  will  gladly  obey  her  decree 

concerning  this  beautiful  and  most  prac- 
tical material.  It  is  rich  to  look  at,  is 

offered  in  a  complete  range  of  superb 
colors  and  is  as  durable  as  it  is  elegant. 
It  lends  itself  to  beaded  and  embroidered 

designs  and  is  equally  effective  when 
used  in  sports  togs,  simple  outing  cos- 

tumes or  formal  gowns.  All  the  crepe 
weaves  are  particularly  favored  and  are 
expected  to  gain  even  greater  favor  as 
mid-Summer  approaches. 

Foulards  are  once  more  coming  into 
prominence  and  are  appearing  in  the 

gowns   of  many  flounces   which   are   re- 

placing   the    so    long    popular    straight 
silhouette. 

Satins  Are  Legion 
Satins  in  a  multitude  of  weaves  are 

appearing  like  so  many  Spring  blossoms 
and  are  almost  too  numerous  to  describe. 
Some  of  the  names  indicate  the  texture 
and  charm  which  characterize  them,  as 
follows:  Here-N-There,  Kameo,  Whip- 
poorwill,  Moon-Glo-Crepe,  Baronet, 
Harm-O-Nee,  Satin  Meteor,  Kitten's 

Ear,  Pussywillow,  Sweet  '  Briar  and 
Snow-Frostkrepe,  etc.  Among  these  are, 
of  course,  the  sports  silks,  which  also 
include  this  season  a  number  of  crepy 
weaves  such  as  Cordelay,  with  its  wide 
stripes,  and  Kumsi-Kumsa  in  awning 
stripes  of  vivid  colors.  Baronets,  by  the 
way,  are  exceedingly  scarce  in  New 
York,  since  prices  are  now  about  a  third 
less  than  last  year  and  the  demand  is 
larger  than  ever.  For  sports  wear,  how- 

ever, the  crepy  finished  silks  are  per- 
haps more  in  demand,  especially  in  the 

bright  colors,  such  as  rust,  Fez,  tomato, 
tangerine,  jade,  Harding  blue,  apricot 
and  zinc,  platinum  and  pewter  in  the 
quieter  grays. 
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Greenberg  Limited 
manufacturers  of  the 

"WONDERHAT" 
We  have  the  pleasure  of  advising  our  many  friends  and  customers  that 
our  complete  range  of 

Midsummer  Sport  Hats 
is  now  ready  for  immediate  delivery. 

We  are  positive  that  you  w7ill  find  our  line  satisfactory  in  every  detail," 
as  they  combine  every  style  and  feature  of  the  more  expensive  imported 
hats. 

Prices  ranging  from  $24  to  $12  per  dozen. 

227  Notre  Dame  St.  West 

ANDERSON  &  THOMSON 
103  UNION  ST.        -    -        ABERDEEN 

Cables:    "Woollens  Aberdeen" 

WHOLESALE  WOOLLEN  MERCHANTS 
Specialize  in 

SCOTCH,  ENGLISH  AND  IRISH  SUITINGS  IN  CHEVIOT,  SAXONY  AND  WORSTED, 

HOMESPUNS,  SERGES,  COATINGS  AND  LADIES'  COSTUME  CLOTHS 

London  Office:     59  Gresham  Street,  E.C.  2.  Established  1773 
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The  Best  in  Ladies'  Furs  for  Spring, Summer  and  Fall 
Our  samples,  representing  the  most  graceful  styles  in  Choker,  Scarf 
and  Cape  effects,  are  now  ready  for  inspection,  and  are  priced  at  values 
calculated  upon  smallest  margin  compatible  with  our  usual  high  stan- 

dard of  Quality  and  Workmanship. 

Inquiries  by  Mail  Will  Receive  Prompt  Attention 

THE   SANDHAM   COMPANY 
59-61  Wellington  St.  West         —         Toronto 
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UNIVERSAL  HATS 
At  Very  Interesting  Prices  Only  Latest  Colors  and  Best  Materials  Used 

K165~ Made  in  medium  bright  finished Braid  with  good  quality  Taffeta 

Ribbon  on  brim  around  crown  and  drape  at 
back  trimmed  with  floral  effect,  good  selling 
model.  Colors:  Black,  Brown,  Navy,  d?C  Cfk 

Sand.      Price      Each  *3'3U 

If  ]47 — Corded  Ribbon,  knife  pleated around  crown  with  Visca  Braid  tip 
and  brim,  trimmed  with  silk  ribbon,  cherries 
and  foliage;  this  is  a  handsome  model.  Col- 

ors in  combination  only:  Peacock  and  Sand, 
Brown  and  Sand,  Wine  and  Navy.  <C/1  QC 

Price       Each  ?*'« 

K164 — Handsome  Poke  Model,  made  of bright  finished  Braid  and  Silk 

Georgette  Crown,  top  and  under  brim  trim- 
med with  Silk  Ribbon  and  good  quality 

Cherries.  Colors:  Navy,  Brown,  <£A  QC 

Black.     Sand.       Price   Each  "P^"*70 

K.161- Net  and  Visca  Braid  Transparent Model,  trimmed  with  flowers  and 

silk  faille  ribbon,  silk  taffeta  lined  band 
Colors:  Navy,  Black,  Brown,  Copen,  <£/%  QC 
Cherry.      Excellent    value.    ...     Each   •P^-I'O 

K159 — HanuSome  Transparent  Model,  mo- hair  petals  on  brim,  bright  Celo- 
phane  Braid  edge  and  band,  silk  ribbon  with 
black  jet  drape,  best  taffeta  silk  &A  QC 

lined   band.      Black  only.   Price  each  «P"«»'«' 

K168-Mameof brim    of 
Visca  Braid,  soft  crown 
same  braid  with  Taffeta 

lined  over  brim,  trimmed  with  Cherries  and 
Foliage,  very  effective  model.  Colors:  Taupe. 
Copen,  Sand,  Brown,  Navy,  <te  7C 

Cherry.      Price      Each  "P0-  *  ° 

K167- Made  of  Silk  Faille  R'Obon  and wide  French  Celophane  Braid  in 

very  shiny  finish,  also  bright  finished  pin; 
this  is  a  copy  of  a  very  expensive  model 
Colors:  Peacock,  Dove,  Copen.  <be  en 
Extra   value.      Price          Each  *P&-W 

J£lC,d — Handsome      Bell 
effect    in    net    and 

Visca     Braid    with     large     net 
bow    at    back,    very    effective. 

Peacock,       Sand,        Navy,        Brown.  <D/1    Efw 

Price          Each  »*au 

Crown,  sailor 
medium  bright 

braid  trimmed 
Colors:    Black, 

K156 — A  Transparent  Model,  net  and 
bright  Celophane  Braid,  trimmed 

with  best  quality  Silk  Ribbon,  very  attractive 

model  in  Black  only,  best  taffeta  tfje  Qe 

silk    lined    band.      Price   Each  '?**•&*> 

KIOOO-*    Specia'    Li"?    of    ̂ raw    Brim     Hats    in     Lisere,    etc.      All    different shapes    with    Visca,    Taffeta.    Georgette,    etc.,    crowns,    trim-  djo  nn 

med    Flowers.      This   is   a   Special    Offer   at      Each   "P"5-"" 

Many  Other  Models  in  Stock  ready  for  shipment  Terms  6%  10  days,  5%  30  days 

S.  F.  McKinnon  &  Co.  Limited 
Montreal 

Wellington  and  York  Streets,  Toronto,  Canada 
Winnipeg  London  Paris 

New  York 
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Shops  Are  Gay  With  Lovely  Headgear 
Montreal  Revels  in  Swagger,  Colorful  Chapeaux  Chosen  From  the  Smart  Collections  at  the 

Paris  Openings  or  Fashioned  in  the  Domestic  Workrooms — Demand  is  Excellent, 
Prices  a  Little  Easier  and  the  Hats  Themselves  of  More  Than  Passing 

Interest. 

IT  may  be  true,  as  has  been
  asserted 

by  more  than  one  modiste,  that 
"there  is  nothing  new  in  hats  under 

the  sun."  But  nobody  expects  that  a 
new  shape  could  be  evolved  such  as  never 
wa?  seen  before,  made  of  a  fabric  never 
even  heard  of.  Such  a  thing  would  be 

impossible,  yet  a  glance  at  the  chapeaux 

displayed  this  month  shows  very  plainly 

that  they  are  very  different  affairs  from 
the  hats  of  a  short  generation  ago,  when 
shallow  saucer-like  shapes  were  posed 

on  the  top  of  massive  pompadours  and 

pinned  securely  in  position  by  several 
long  hatpins.  The  latter  accessory  is  by 
no  means  extinct,  but  is  enjoying  a 

period  of  popularity  as  an  ornament,  its 

usefulness  having  long  ago  been  rele- 
gated  to   oblivion. 

Crepe  de  Chine 

As  to  materials,  the  fabric  par  excel- 
lence of  the  Spring  mode  in  millinery 

is  crepe  de  Chine.  Every  modiste  is 
using  quantities  of  this  soft  material 
and  everything  indicates  that  this  will 
be  a  crepe  de  Chine  hat  season  as  last 
year  was  a  crepe  de  Chine  dress  season. 
All  the  imported  hats  shown  at  the  open- 

ings show  soft  crowns  of  the  crepe,  or 
combinations  with  straw,  of  swathings 
ending  in  falling  encis  or  as  facings  with 
other  fabrics. 

Of  straw,  there  seems  to  be  but  little, 
although  what  there  is  seems  finer  and 
more  supple  than  in  other  years,  and 
despite  its  high  price  most  straw  models 
are  being  eagerly  snapped  up.  Picot 
straw  is  the  newest  and  smartest,  while 
Milan  hemp  and  some  very  rough  weaves 
are  used  to  some  extent.  There  is  a 

novelty  in  the  form  of  a  sort  of  fabric- 
straw  woven  of  fine  straw  threads  in  a 
linen  weave,  and  sometimes  a  thread  of 
gold  or  silver  runs  through  it,  making  a 
stripe  or  check. 
Among  the  fabrics  other  than  crepe 

de  Chine  which  go  to  the  making  of  the 
new  hats  is  satin,  of  which  a  great  deal 
is  used,  sometimes  in  supple  weaves, 
sometimes  in  the  heaviest  double-faced 
qualities.  A  certain  amount  of  moire  is 
to  be  seen,  particularly  in  ribbon,  and 
taffeta  is  combined  with  picot  straw  in 
hats  with  small  crowns  of  the  straw  and 

brims  which  are  of  straw,  faced  with 
taffeta  or  all  of  taffeta. 

Black  lace  will  certainly  retain  the 
favor  of  the  mode,  and  women  are  not 
likely  to  become  tired  of  the  drapery  of 
lace  which  shades  the  eyes  becomingly. 
Countless  arrangements  of  the  lace  veil 
are  to  be  seen,  the  most  popular  of 
which  is  the  mask  effect  over  the  eyes 

which  flatters  an  older  face  and  beau- 
tifies a  younger  one.  Colored  laces  and 

even  silver  taces  are  noticed  on  some  of 
the  imported  models. 

Trimmings  de  Luxe 

Most  hats  seem  to  feature  flowers  or 
fruits  as  trimming  this  Spring.  But 
glycerined  ostrich  has  lost  none  of  its 
charm  or  shaggy  effect.  A  new  note  is 
found  in  the  use  of  large  oval  cabochons 
of  jet,  gilt  or  silver  which  are  attached 
to  the  falling  ends  of  feathers  or  ribbon 
to  give  them  weight.  One  particularly 
smart  model  noticed  at  Goodwins  was 
a  lisere  turban  dented  in  at  three  points 
and  caught  with  cire  ribbon  sunflowers 
with  jet  centres.  A  trail  of  glycerined 
ostrich  fell  over  the  side,  tipped  with 

jet  ends. Straw  flowers  constitute  another  novel 
trimming  and  are  featured  in  delicate 
colors  and  are  made  of  straw  braids  or 
raffia  combined  with  gold  and  silver. 
They  are  frequently  used  to  tip  the  long 
ribbons  which  appear  on  so  many  of  the 
Spring  hats,  or  are  sometimes  set  on 
wide  satin  ribbons  which  cross  shapes 
of  black  satin. 

Colors  for  Spring 

As  to  colors,  definite  lines  cannot  be 
laid  down  this  season,  for  every  locality 

has  apparently  its  own  distinct  prefer- 
ence. Black  is  still  very  popular,  and 

grays,  greens  and  pheasant  shades  are 
very  numerous.  Navy  blues  and  nigger 
browns  seem  accepted  among  the  staples, 
but  the  smartest  shade  for  Spring,  ac- 

cording to  the  exclusive  milliners,  is 
"wood"  brown  in  both  fabric  and  straw 
hats.  The  demand  for  this  shade,  it  ap- 

pears, is  so  pronounced  that  it  is  impos- 
sible to  keep  any  hats  of  that  particular 

color  in  stock  longer  than  a  few  hours 
at  a  time,  and  it  seems  probable  that 
it  is  the  leading  color  with  Montreal 
women. 

The  Openings 

Departing  from  the  usual  habit  of 
holding  a  general  opening  in  all  depart- 

ments on  the  same  day,  Goodwins, 
Limited,  decided  to  feature  millinery  ex- 

clusively during  the  week  of  March  7 
and  deferred  the  ready-to-wear  exposi- 

tion until  a  week  later.  Their  Spr 
"premiere"  was  consequently  given  the 
undivided  attention  of  smart  women  who 
thronged  the  French  salon  throughout 
the  entire  week.  Among  the  most  ex- 

quisite of  the  French  and  American 
models  was  a  small  shape  turban  with 
a  brim  pointed  on  one  side  and  com- 

pletely covered  with  blue  daisies  with 
capucine  centres.  The  crown  was  of 
tagel  with  a  taupe  lace  veil  draped  just 
below  the  eyes  down  over  the  right 
shoulder  to  below  the  waist.  A  quadri- 
corne  turban  entirely  made  of  black  cel- 

lophane beads  boasted  a  very  large  wing 
of  flaming  flamingo  red  as  its  sole  trim- 

ming. The  First  Empire  was  very  ap- 
parent in  a  hat  of  hand-sewn  cellophane 

with  a  crown  of  henna  crepe.  The  brim 
was  fringed  with  ostrich  which  trailed 
off  in  a  long  switch  over  the  right  side. 
An  equally  interesting  display  of  im- 

ported millinery  was  that  shown  by  the 
Holt,  Renfrew  Company,  of  Montreal, 
during  the  same  week.  Much  interest 

was  evinced  by  visitors  in  the  "Aphro- 
dite" hat,  which  though  of  small  pro- 

portions was  the  quintessence  of  smart- 
ness. Made  of  black  cellophane  bristling 

with  many  rows  of  black  plaited  mohair 
it  reminded  one  of  the  head  dresses  be- 

loved by  Gaby  Deslys.  Another  charm- 
ing model  was  a  high  crowned  poke  of 

geranium  faille  with  a  bandeau  of 
crushed  French  grapes  of  the  same  shade 
encircling  the  crown  and  falling  over 
one  shoulder.  A  charming  sports  model 
in  shell  pink  chrysanthemum  straw  was 

unique  in  that  it  could  be  worn  by  any- 
type  of  face.  Its  only  trimming  was  a 
scarf  of  pink  georgette  simply  twisted 
about  the  crown  and  then  pulled  through 
to  fall  to  the  left  side.  Another  beau- 

tiful model  suggesting  a  grande  toilette 
but  of  perfect  simplicity  was  entirely 
hand-made  of  apricot  faille  silk  and 
trimmed  with  a  smart  eyebrow  veil  of 
black  Chantilly  lace  cunningly  draped 
from  the  brim  and  caught  with  a  large 
bow  knot  of  narrow  blue  and  gold  tw 
sided  ribbon.  Velvet  poppies  in  soft 
shades  of  brown  and  tangerine  were 
lace-veiled  as  they  lay  close  against  the 
crown  of  a  soft  close-fitting  model  of 
brown  straw.  Another  sports  shape  was 
of  henna  alfalfa  straw  of  very  generous 
dimensions,  trimmed  with  cross  sections 
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of  vegetables  and  fruits  laid  flat  against 
its  brim  in  harmonizing  shades. 

Imported  Beauties 

One  of  the  finest  collections  of  import- 
ed models  seen  this  season  was  noticed 

at  the  John  Murphey  Company's  show- 
ing which  included  exquisite  creations 

from  Vasselin  Villetard,  Leonie  and  Mar- 
guerite, etc.  One  such  model  was  of  no 

more  startling  shape  than  a  plain  crush- 
able  crown  sailor,  with  a  fairly  broad 
brim,  but  the  brim  was  of  fine  Milan 
straw  and  the  whole  crown  of  silk 
crushed  rose  petals  in  delicately  blended 
shades  of  rose  and  apricot.  From  under 
the  crown  hung  a  long  streamer  of  black 
ribbon  velvet  with  a  large  silk  rose  half 
way  down.  One  of  the  Villetard  shapes 
was  a  sand-colored  turban  of  draped 
georgette  with  a  wreath  of  grapes  in 
brown  and  green  tones.  Over  the  crown 
a  veil  of  sand  tone,  embroidered  in  silk, 
was  thrown  in  such  a  way  that  it  could 
be  brought  over  the  face  and  allowed  to 
hang  over  the  shoulder,  ending  in  a 
heavy  tassel.  Another  French  model 
was  a  modified  beehive  shape  in  Hard- 

ing blue  Milan  straw,  the  only  decora- 
tion being  a  long  hackle  of  coque  feath- 

ers falling  from  the  top  of  the  crown  to 
the  shoulder.  Other  smart  hats  in  the 

Murphey  collection  featured  pineapple, 
porcupine,  Milan  hemp,  barnyard  and 
sipper  straws  with  Swiss  yedda  braid 
for  sports  hats. 

Smart  Motor  Hats 

Dupuis  Freres  showed  a  series  of 
model  motor  hats  from  France  which 
were  well  worth  while  noticing  for  their 
original  draping  and  exquisite  coloring. 
There  seems  to  be  a  distinct  tendency, 
suggested  in  all  probability  by  the 
draped  veils,  to  return  to  the  long  flow- 

ing motor  scarf  and  the  days  when  one 

went  motoring  with  one's  hat  firmly  tied 
up  in  a  dust-proof  scarf.  One  of  the 
prettiest  new  motor  hats  was  of  a  won- 

derful charmeuse  or  canary  crepe  de 
Chine  with  a  sailor  brim.  Draped  back 
over  the  crown  and  falling  far  over  the 
shoulder  was  a  flowing  veil  or  scarf  of 
the  crepe  caught  around  the  crown  by 
a  banding  of  peacock  blue  gros  grain 
ribbon  ending  at  the  back  in  a  bow.  The 
same  flowing  lines  were  found  in  a  hat 
of  jade  crepe  de  Chine  combined  with 
satin  straw,  a  full  long  scarf  of  jade 
crepe  fell  from  the  top  of  the  crown  and' 
was  held  in  place  with  a  wreath  of 
French  flowers  in  pastel  shades.  A  very 
dashing  shape  in  a  dress  model  was  of 
black  lisere  caught  up  at  the  back  by  a 
crushed  emerald  green  ribbon  which 
passed  through  the  brim  to  the  front 
and  ended  in  a  flowing  loop  on  one  side, 
caught  at  the  brim  with  a  cluster  of 
shiny  black  cherries.  Emerald  satin 
ribbon  formed  the  crown  of  another 
large  picture  shape  with  a  black  tulle 
brim.  The  ribbon  was  pulled  through 
in  bridle  fashion  under  the  chin  and 
fastened  in  loops  weighted  with  jet  balls. 
The   prevailing   fondness   for  cellophane 

braiding  was  noticed  on  a  large  after- 
noon model  of  brown  straw  sharply 

turned  up  in  front  and  faced  in  rose 
faille  heavily  braided  in  nigger  cello- 

phane. A  huge  tulle  bow  of  brown  stood 
up  crisply  at  the  back. 
Among  the  distinguished  collection  of 

foreign  importations  which  signalize  the 
Henry  Morgan  opening  was  a  puritan 
gray  motor  hat  from  Riboux,  of  Paris. 
Made  of  fine  Milan  straw  beautifully 
draped  with  soft  rich  taffeta,  it  displayed 
a  yard  square  veil  of  georgette  shading 
from  faint  pearl  to  battleship  gray, 
which  was  thrown  over  the  crown  to  be 
swathed    about   the    neck    or    allowed    to 

fall  around  the  shoulders.  By  contrast 
was  a  hat  showing  the  tendency  to 
flower  effects,  namely,  a  Harding  blue 
chrysanthemum  straw  in  high  bell  shape 
with  an  enormous  bunch  of  flowers  com- 

prising all  the  blossoms  of  the  field  in 
shades  of  violet,  amethyst,  rose,  green 
leaves  and  grapes  hanging  down  from 
the  crown.  The  effect  was  that  of  an 
old-fashioned  nosegay  with  the  stalks 
much  in  evidence.  All  the  models  in  the 

Morgan  collection  were  admirably  en- 
hanced by  backgrounds  of  cleverly 

draped  fabrics  of  shimmering  and  color- 
ful surface.  Each  of  the  large  fixtures 

Continued  on   page  65 

In  the  Easter  Parade 
The  dress  hat  of  generous  dimensions  and  transparent  alluringness  walks  side 

by  side  with  the  saucy  sports  hat  this  season.  Illustrated  is  a  charming  model  of  the 
former  variety  developed  in  dark  brown  mohair  and  malines  and  trimmed  with 
tawny  brown  and  tangerine  roses  laid  between  folds  of  the  malines.  A  rosette  of 
narrow  brown  cire  ribbon  extends  itself  into  half  a  dozen  modest  streamers. 

The  swank  little  sports  model,  one  of  the  newest  English  importations,  is  of  taf- 
feta in  turquoise  blue  braided  with  silver  grey  straw  and  further  enhanced  with 

its  odd  cord  fashioned  of  straw.     The  crush  crown  is  very  smart. 
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New  Hats  are  Old  in  Origin 
Quaint  Modes  of  the  First  Empire  Provide  Inspiration  for  Models  Sponsored  by  Paris,  While 

the  Directoire  Gives  Promise  of  Creating  a  Small  Furore  All  Its  Own — Fabric 
Models  Vie  With  Straws  in  Vivid  Hues — Trade  Reports  Splendid  Pre- 
1  Easter  Business. 

WHOLESALE  and  retail  m
illiners 

alike  have  experienced  a  very 
brisk  season  since  the  first  of 

February.  The  public's  interest  in  the 
new  Spring  models  has  been  productive 
of  renewed  interest  all  along  the  line; 

anci.  as  a  result,  orders  have  been  unusu- 
ally encouraging.  The  last  week  in  Feb- 

ruary saw  the  millinery  salons  in  the 
large  stores  transformed  with  lovely 
Spring  flowers  and  plants,  while  sales 
were  unusually  good  due  no  doubt  in 
large  measure  to  the  earhness  of  Easter 
this  year. 

Toronto  shops  were  particularly  suc- 
cessful with  their  early  pre-Easter  open- 

ings and  sales  staffs  reported  wonderful 
business.  Imported  models  attracted  a 
larger  exclusive  patronage  than  usual 
and  the  reasonable  prices  for  models  of 
distinction  brought  many  purchasers  who 
might  have  postponed  buying  if  prices 
had  not  seemed  fair  or  seemed  sufficient- 

ly extreme  to  hint  of  a  later  reduction. 
As  it  was,  however,  sales  were  quite  as 
brisk  on  the  more  high  priced  models  as 
they  were  on  the  popularly  priced  lines. 

Bright  Shades  Chosen 

Bright  colors  have  captured  the  fancy 
of  the  designers!  When  grey  is  not  used 
the  ateliers,  almost  without  exception, 
have  turned  to  the  other  extreme,  and  in- 

dulged in  combinations  of  exquisitely 
brilliant  hues.  Vivid  hues  are  not  con- 

fined to  trimming  motifs — "solid"  effects 
in  brilliant  tones  are  very  smart  and 
most  effective.  All  the  henna  tints, 
vivid  shades  of  green,  blue  and  purple 
are  seen,  while  metallic  effects  are  still 
very  strong. 

Exquisite  flowers  and  foliage  charac- 
terize models  of  various  types  and  the 

use  of  fruit  on  hats  of  large  and  small 
dimensions  is  widely  practised. 

Grapes   Dull   and   Glazed 

Grapes  in  long,  heavy  clusters  are  used 
wherever  possible — and  sometimes  even 
in  combination  with  flowers  or  plumage. 

Black  grapes  are  extremely  chic  but  fre- 
quently the  sombre  Malaga  grapes  are 

perfectly  reproduced  and  together  with 
those  in  highly  colored  and  glazed  effects 
are  providing  splendid  trimming  effects. 
One  superb  little  French  importation  was 
fashioned  of  grey  crepe  de  Chine  with 

a  tiny  bit  of  poke  brim — a  la  Directoire — 
and  exploited  clusters  of  black  and  silver 
grapes  interspersed  with  silver  and  black 
foliage. 

The  grey  fad  continues  gathering  in 
more  advocates  as  the  season  advances, 
and  manifests  itself  in  many  strikingly 
pretty  models,  in  which  crepe  fabrics  or 

siik  ribbon  comprise  the  chief  material, 
while  plumes  or  flowers  in  matching  tone 
are  chosen  for  trimming.  Drenched  os- 

trich or  smart  ribbon  ornaments  are  fre- 
quently introduced  in  the  all  grey  hat, 

and  at  the  present  time  there  is  a  ten- 
dency to  introduce  a  very  illusive  note  of 

color  in  the  crepe  de  Chine  or  ribbon  and 
straw  models.  The  reason  is  obvious — 
grey  is  a  most  trying  shade  and  if  it  is 
to  be  popularly  accepted  the  milliners  are 
most  anxious  that  the  vogue  will  not  be 
spoiled  by  the  realization  of  this  feature. 
Therefore  with  the  introduction  of  the 
touch  of  brilliant  blue  or  soft  orchid  the 
devotee  of  the  grey  vogue  does  not  have 
to  forego  the  enjoyment  of  adopting  this 
restful  and  newly  sponsored  shade  as  the 
dominant  note  in  her  Spring  wardrobe. 

Napoleon's    Power    Felt 
The  designers  have  given  their 

allegiance  to  the  First  Empire  modes, 

according  to  the  various  groups  of  im- 
portations seen.  Napoleonic  influences 

are  traced  in  a  very  large  percentage  of 

Of  Crepe  and  Hemp 
This  youthful  and  charming  large  hat  is 

of  navy  blue  hemp,  the  brim  smartly  turned 
off  the  face,  covered  with  crepe  de  chine  of 
the  same  shade.  Two  streamers  after  the 
fashion  of  Evelyn  Varron  are  caught  to  the 
under  brim  with  multicolored  flowers. 

models,  and  the  tricorne,  the  bicorne  and 
the  draped  turban  of  1921  all  confess  to 
the  picturesque  inspiration  of  Bona- 

parte's days.  The  Directoire  is  seen  in 
two  types — the  close-fitting  crown  with  a 
brim  wide  in  the  front  and  on  the  sides 

and  non-existent  at  the  back,  and  the 
effective  tricorne  similar  to  the  hats  worn 

by  the  gallants  of  that  eventful  period, 
even  to  the  conical  crown,  and  the  wide 
revers  turned  up  flat  against  the  crown 
forming  sharp  long  points  at  the  sides. 
In  place  of  the  frills  and  plumes  which 
garnished  the  originals,  the  1921  tricorne 
sponsors  a  more  tailored  effect,  and 
chooses  a  smart  ribbon  cockade  or  may- 

hap a  dashing  and  outstanding  bow — the 
whole  most  distractingly  enveloped  in  a 
draped  veil  with  decorative  border  and 

gossamer  mesh. 

Little  Favoritism  Displayed 

At  the  openings  equal  prominence  was 
given  the  large  dress  model  and  the  neat, 
close  fitting  shapes  designed  for  tailored 
street  wear.  Small  brimmed,  high 
crowned  models  were  featured  in  the 
first  showing  of  imported  chapeaux  at 

the  T.  Eaton  Company's  Spring  millinery 
exposition,  while  the  cloche  with  its 
graceful  width  at  the  sides  of  the  brim 
was  also  prominent.  Turbans  showed 
a  partiality  for  flower  brims  veiled  in 
lace  or  mohair,  Milans,  hemps,  barn- 

yard straw,  picot  and  lisere  were  all 
represented  in  tricornes,  bicornes,  pokes, 
conch-shaped  toques  and  wide  graceful 
capeline  shapes.  Flowers  and  fruit  were 
featured  as  trimming. 

At  the  Robert  Simpson  Company's 
showing  drenched  plumes,  grapes  and 
flower  trails  were  exploited  in  charming 
variety  on  models  of  graceful  outline. 
Fabric  models  were  given  prominence. 

The  Murray-Kay  opening  was  colorful, 
exploiting  the  henna  and  jade  vogue  as 
well  as  the  black  and  white  combination, 
while  Fairweathers  Limited  devoted  their 
handsome  grey  salon  to  the  display  of  a 
very  exclusive  collection  in  which  grey 
fabric  models  were  prominently  featured. 
Tailored  effects  also  claimed  unusual  at- 

tention in  Fairweathers'  exhibit  of  im- 
ported and  domestic  creations. 

English  Sports  Hats 

Perhaps  the  outstanding  feature  of  the 
pre-Easter  showings  in  the  retail  stores 
was  the  prominence  given  the  English 
sports  hat.  The  smart  one  toned  sailor, 
absolutely  independent  of  trimming  save 
for  the  mannish  ribbon  bow,  scored  an 

ovation;  and  women  noted  for  their  fas- 
tidiousness in  matters  of  dress  have,  been 
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quick  to  acknowledge  the  superiority  of 
these  smart  tailleur  shapes. 

The  hand-made  sports  models  in  pastel 
shades  were  equally  appealing  and 
showed  a  variety  of  color  combinations 
in  soft  pliable  braids  of  silky  fineness. 
Soft  crowns  and  becoming  roll  brims  in 
grey  and  orchid,  grey  and  navy,  grey  and 
jade,  and  beige  and  brown  were  featured 

in  one  shop  where  these  charming  Eng- 
lish importations  are  being  specially  fea- 

tured this  season. 

When  Roses  Bloom 

In  the  straw  models  designed  for  later 
wear  wide  drooping  brims  are  given 
preference  and  many  liberties  are  taken 
in  the  treatment  of  outline.  Wide  droop- 

ing brims  that  look  as  if  they  should  go 
unhampered  on  their  way  and  caught 
suddenly  by  the  very  edge,  bent  under 
and  caught  firmly  with  a  width  of  lovely 
ribbon  which  frequently  escapes  through 
to  the  top  and  becomes  entangled  in  a 
bewitching  big  bow.  Frequently  it  is  a 
plume,  a  cluster  of  grapes,  or  a  trail  of 
flowers  that  undertakes  the  daring  busi- 

ness of  holding  down  the  brim,  and  no 
matter  what  the  ornament  this  means  of 
achieving  an  irregular  and  whimsical 
outline  is  rendered  equally  alluring  in 
effect. 

Leading  French  Creations 

Evelyn  Vai*on  shows  a  number  of  these 
artistic  dress  models.  One  is  developed 
in  cyclamen  hemp  with  broad  capeline 
brim  flatly  turned  back  in  two-inch  revers 
and  notched  on  the  right  side  where  it  is 
widest.  This  model  is  faced  in  heavy 
crepe  of  the  same  shade.  A  crepe  fan- 
shaped  ornament  and  a  greenish  pond 
lily  with  petals  of  wax  colored  silk  are 
caught  on  the  brim  where  it  is  notched. 

Similar  in  outline  is  a  capeline  of  king 
blue  faille,  draped  in  deep  folds  over  the 
high  bowl  crown.  The  brim  of  lace  Tus- 

can dyed  to  match  the  silk  is  set  over  a 
shaped  halo  foundation  of  faille  and  is 
trimmed  with  a  graceful  wreath  of  roses. 
Long-stemmed  berries  in  a  heavy  cluster 
droop  over  the  right  side,  making  the  sil- 

houette alluringly  piquant. 
Lewis,  too,  makes  a  specialty  of  wide- 

brimmed,  dressy  afternoon  hats,  showing 
them  amid  a  multitude  of  startlingly 
smart  versions  of  Directoire  and  First 

Empire  designs.  Dubarry  rose  silk  Ba- 
tavia  is  draped  over  the  crown  of  a  par- 

ticularly lovely  model  in  which  the  brim 
is  overlaid  with  three  sections  of  picot- 
edged  crepe  in  three  rose  tones.  A  row 
of  rose  petals  finishes  the  edge  of  the 
brim  foundations  (softly  veiled  by  the 
crepe  layers)  and  a  wreath  of  wheat 
shading  from  deepest  rose  to  palest  shell 
pink  encircles  the  crown. 

The  Maison  Lewis  is  still  partial  to 
brilliant  Oriental  and  especially  Persian 
effects,  according  to  the  importations 
brought  out. 

Variations  of  the  tricorne,  first  spon- 
sored by  Lewis,  continue  to  receive  much 

notice.  The  drooping  side  trimming,  the 
long  streamer  of  ribbon  or  crepe,  is  fea- 

tured   prominently    in    the    later    models 

First  Empire  Influences 
The  chapeau  and  the  over-blouse  are  very  much  attached  this  season.  In  this 

particular  case  they  choose  to  harmonize.  The  over-blouse  is  of  printed  Georgette, 
showing  a  design  of  black  with  threads  of  silver  and  vivid  blue.  The  swagger 
Napoleonic  model  is  of  black  lisere  with  outer  edge  of  grey  Georgette  and  a  plume 
combining  the  blue  and  grey. — Sketched  by  the  Dry  Goods  Review  Artist. 

designed  by  Suzanne  Talbot,  who  origi- 
nated the  idea. 

Marie  Guy  is  featuring  successfully  a 
half  and  half  effect  in  straw  and  lace  on 

a  wide  brimmed  hat,  a  type  in  which 
she  excels. 

Vasselin  Villetard  sponsors  smart  little 

toques  made  of  crepe  and  straw.  Mar- 
guerite and  Leone  show  Directoire  shapes 

of  all  kinds.  Variety  is  the  keynote  of 
the  millinery  season. 

Simplicity  of  trimming  frequently 
renders  a  model  startlingly  conspicuous. 
One  navy  cloche  lisere  model  seen  in  a 

very  representative  collection  of  impor- 
tations exploited  a  double  bow  of  vivid 

blue.  Another  large  brimmed  black 
model  had  its  crown  swathed  in  Empire 
green  crepe  ending  in  a  single  streamer 
— that  was  all,  but  it  was  just  enough 
to  have  a  most  arresting  effect  and  to 
declare  itself  totally  French! 

Tulle  Returns  to  Favor 

Tulle  is  again  coming  into  prominence 
and  is  used  in  combination  with  straw, 
the  entire  brim  being  made  of  the  tulle 
and  the  crown  of  the  straw. 

A  new  silk  and  straw  fabric  of  very 

lustrous  finish  has  ben  brought  out.  It 
is  of  soft  supple  quality  excellent  for 
draping.  This  is  a  combination  of  straw 
woven  with  vegetable  silk. 

Lace  also  continues  in  good  demand, 
both  as  a  trimming  and  as  a  covering  for 
shapes.  Shapes  in  the  combination  of 
lace  and  straw  are  prominent  and  have 
been  extensively  sold  for  wear  on  the 
Riviera. 

SHOPS  ARE  GAY 

(Continued  from  page  63) 

featured  a  different  color  note  against 
which  a  few  of  the  loveliest  models  were 
placed.  One  display  of  orchid  and  gray 
models  excited  much  admiration  on  ac- 

count of  the  wonderful  gold  lace  back- 
ground employed  as  a  setting. 

Altogether  the  Montreal  displays 
maintain  their  usual  high  standard,  and 
are  expressive  of  the  best  ideas  of  the 
most  important  fashion  centres,  such  as 
Paris,  London  and  New  York.  Prices, 
taken  on  the  whole,  are  more  moderate 
this  season,  and  the  response  already 
shown  on  the  part  of  the  public  is  said 
to  be  more  than  usually  good. 
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Baker  Hats 
We  have  the  season'.-  newest  fancies 
in  the  chic  Sailor,  in  a  wide  variety 
of  the  smart  straws  and  braids.  New 
effects,  new  finishes,  new  touches  add 
charm  to  the  models  of  this  season. 

You  will  find  our  range  abounding 
in  the  smart  styles  that  mean  brisk 
business.  Everything  from  jaunty 
small  hats,  tailored  or  for  dress  wear, 
to  the  large  picture  hats  to  be  found 
here! 

Visit  us  at  our  showrooms  and  be 

convinced  of  the  advantage  of  buy- 
ing from  the  manufacturer  direct. 

^f 
Style  makes 

the  Hat 
Baker  Hats 
have  Style 

TORONTO  HAT  CO. 
LIMITED 

Manufacturers  Selling  Direct  to  the    Trade 

The  Canadian  House  for  Ready-to- Wears 
76  Wellington  Street  West 

Toronto,   Ontario 

Branch:  Citizen  Building,  Ottawa,  A.  J.  AYEARST 

Branch:  Hammond  Block,  Winnipeg,  J.  G.  MARTIN 

"Dynamo  Brand" Malines 
For  Millinery 
For  Scarves 
DYNAMO— Maline  is  finished  by  an  electri- 

cal process  (hence  name  DY- NAMO). 

DYNAMO — Maline  never  becomes  "sticky," 
as  is  the  case  of  ordinary  and 
chemically  finished  Malines. 

DYNAMO — Maline  is  guaranteed  rain- 
proof, moisture-proof ,  perspira- 

tion-proof and  sun-proof ,  it 
will  not  fade. 

DYNAMO — Maline  has  the  best  color  as- 
sortment, a  high  lustre  and  is 

the  best  looking  Maline  made. 
DYNAMO— Maline  is  the  Maline  of  quality 

and  as  such  is  known  the  world 
over. 

When  buying  Malines  be  sure  they 
bear    the    Mark    of    Satisfaction 

"DYNAMO  BRAND" 

CHAS.  MOUTERDE 
(United  Makers) 

Sel' in e  Agents  for  Gros  Million  &  Co'. 
of  Lyons   (France)   for  the  Dominion  of  Canada 

We  sell  to  the  Wholesalers  only 

MONTREAL 
Room  70S 

Read  Bldg. 

Tel.  Main  6524 

80  Wellington 
St.  West 

TORONTO 

Tel.  Adel.  4184 

DYNAMO  BRAND 
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NIKROHAT 
MILLINERY 

PATTERN 
HATS 

All  Millinery 
Accessories, 
including: 

Hats 

Frames 

Ribbons 

Silks 

Flowers 

Fancy  Feathers 

Cellophane 
Cloths  and 

Novelties 

Mohair 
Braids Malines 

P£MM£3£  3?  V-  3?'  SJC  5.II-2.5  55?'I  Pi  7J?  I'.i  5T!  ̂ M7-?MMM 

J.  M.  ORKIN  &  CO. 
Limited 

WHOLESALE 
MILLINERS 

214  Notre  Dame  Street 
MONTREAL 

i>s\ii?OTr/8\iftMWtir/sviiygtihOTyg<tt?asi^t?8ti^ 

STOCK 

BARBOUR'S  &  KNOX'S SUPERIOR  QUALITY 

LINEN  THREADS 
FOR 

Carpet  -  Tailoring  -  Fur  and 
Retail  Trade 

It  will  pay  you    to  write  our  nearest 
Branch  for  our  latest  THREAD 

prices. Good  Stocks  Carried. 

FRANK  &  BRYCE  Limited 
TORONTO MONTREAL 

QUEBEC 

Having  added  latest  improved  machines 

to  our  plant  and  increased  our  staff  of 

skilled  workers,  we  are  in  position  better 

than  ever  to  supply  the  needs  of  the 

Dress,  Suit  and  Fur  Trades  in  Trim- 
mings, Braids,  Cords,  Chenille,  Fringes, 

Girdles,  Tassels,  etc. 

Our  travellers  are  on  the 

road  from  Coast  to  Coast 

Write   for  them    or  send  in  your  orders  direct. 

The 

Moulton  Manufacturing  Co. Limited 

4  Inspector  Street 
MONTREAL 
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March  Sales  Point  to  Better  Days 
Fur  Sale  at  St.  Louis  Said  to  Have  Important  Significance  to  the  Fur  Trade — New  Lower 

Price  Basis  Established — Winnipeg  Holding  Auction  This  Month — Interest  is  Keen. 

WITH  the  St.  Louis 
 Fur  Auction 

Sale  over,  the  attention  of  fur 

buyers  is  now  turned  back  to 
Canada  and  the  Winnipeg  sale  which 

is  scheduled  to  commence  on  March  14. 

The  upward  trend  of  prices  is  now 

clearly  established  with  the  St.  Louis 

sale,  although  declines,  as  compared  with 

the  sale  last  May,  were  evident.  Total 

sales  were  announced  as  $9,727,500. 

Among  the  various  quotations  of  inter- 
est were  the  following: 

Nutria  dropped  40  per  cent.,  ranging 
from  30  cents  to  $3.80.  One  thousand 
nine  hundred  hair  seals  went  for  $1,600, 
and  54,8000  lambs  brought  $7,890. 

Bear  dropped  10  per  cent.,  1,450  sell- 
ing for  $9,970.  A  50  per  cent,  decline 

was  shown  in  Russian  pony  and  Persian 

lamb  and  shira,  17,150  of  the  former 

bringing  $36,620,  with  a  range  of  from 

40  cents  to  $3,  while  16,690  of  the  latter 
went  for  $24,000.  The  range  was  from 
$1.50  to  $6.10.  A  similar  drop  was 
registered  in  South  American  fox,  13,520 

bringing  $7,890.  It  was  announced  that 

leopard  dropped  25  per  cent,  and  wol- 
verine 20  per  cent. 

Mink,  comprising  the  bulk  of  the  of- 
ferings, averaged  around  25  per  cent, 

under  the  prices  of  last  May,  8,000 
bringing  about  $500,000,  with  the  top 
$21.  According  to  buyers,  however, 
mink  prices  generally  ranged  from  25 
to  30  per  cent,  higher  than  at  the  sales 
last  month  in  Montreal  and  New  York, 

due,  it  is  explained,  to  increased  con- 
fidence in  the  trade  outlook. 

Fishers  made  their  first  appearance, 
and  were  10  per  cent,  lower  than  on  last 

May's  market.  A  lot  of  848  brought 
$26,900,  the  top  price  being  $144,  and 
the  general  average  about  $55. 

Martens  continued  to  move  freely  at 
an  average  of  from  10  to  15  per  cent, 
over  the  May  peak  price.  An  offering 
of  6,000  pelts  sold  for  $240,000,  the  bulk 
bringing  about  $30  each.  The  prices 
ranged  from  $15  to  $71. 

Keen  Interest  for  West 

The  total  advance  over  the  Montreal 

prices  last  February  was  estimated  at 
25  per  cent. 

Winnipeg's  first  attempt  to  get  a  place 
in  the  fur  market  sun  is  being  eagerly 
anticipated  by  Canadian  fur  buyers  who 
have  hitherto  turned  to  Montreal,  New 
York  or  St.  Louis  for  their  pelts.  The 
forthcoming  sale  is  to  be  held  under  the 
auspices  of  the  Winnipeg  Fur  Auction 
Sales  Company,  which  has  recently  been 
organized  over  the  signatures  of  several 
leading  wholesale  houses  of  Western 
Canada,  including  R.  J.  Whitla  &  Co., 
Ltd.,  John  W.  Peck  &  Co.,  Ltd.,  Western 

Grocers,  Ltd.,  Robinson,  Little  &  Co., 
Ltd.,  Grenshields,  Ltd.,  and  Congdon, 
Marsh,  Ltd. 

The  surprising  thing,  according  to  H. 
W.  Lethbridge,  western  executive  of 
John  W.  Peck  &  Co.,  manager  of  the  new 
organization,  is  that  the  idea  was  not 

adopted  years  ago.  Winnipeg,  the  gate- 
way of  the  great  Northwest,  which  pro- 

duces the  bulk  of  fine  furs,  is  the  logical, 

the  only  logical  place,  for  the  great  pri- 
mary market  of  furs,  he  contends. 

"In  the  past,  northern  furs  have  been 
to  a  considerable  extent  shipped  to  the 
fur  auctions  of  St.  Louis  and  New  York, 
there  to  be  mixed  with  lots  of  southern 
furs  in  order  to  raise,  by  their  quality, 

the  standard  of  these  lots,"  he  says. 
"This  practice  has  reacted  against  our 
traders  receiving  the  prices  to  which 
they  were  entitled. 

"We  hope  and  believe  that  the  opera- 
tion of  a  market  here  will  establish  a 

standard  for  the  furs  of  this  country 
just  as  the  Winnipeg  grain  market  has 
established  in  No.  1  hard  a  wheat  stand- 

ard that  commands  a  premium  the  world 

over." 

Although  starting  in  a  small  and  mod- 
est way,  it  is  the  opinion  of  the  men 

in  touch  with  the  fur  trade  that  it  will 

not  take  many  sal^s  to  establish  defi- 
nitely this  market  in  competition  with 

the  sales  of  New  York,  St.  Louis  or 
Montreal,  to  which  furs  worth  millions 
of  dollars  annually  go  from  Western 
Canada. 

A  bonded  warehouse  has  been  estab- 
lished, where  valuation  receipts  can  be 

obtained  by  traders,  which  can  be  used 
for  credit  purposes,  precisely  as  inspec- 

tion certificates  on  wheat  are  used. 

The  following  is  a  list  of  offerings  to 
be  auctioned:  Badger,  550;  bear,  30; 
beaver,  1,250;  fisher,  76;  cross  fox,  30; 
red  fox,  125;  silver  fox,  12;  lynx,  104; 
marten,  660;  mink,  1,525;  muskrats, 
15,000;  otter,  85;  skunk,  200;  weasel, 
10,000;  wolf,  1,480;  wolverine  15. 

Better  Outlook 

The  report  announcing  the  results  of 
the  St.  Louis  sales  and  the  comparative 

figures  with  the  previous  '  sales  com- ments as  follows  on  the  significance  of 
the  upward  trend  in  prices  noted  at  this 
time: 

"This  sale  has  been  one  of  unusual 
significance  to  the  fur  industry  for  sev- 

eral reasons.  In  the  first  place,  it  has 
served  to  re-establish  confidence  in  the 
speedy  return  of  business  to  a  sound  and 
profitable  basis.  In  this  respect,  it  is 
important  also  to  all  other  business,  for 
the  fur  trade  is  simply  pointing  the  way 
that  all  business  is  going — prosperity  in 
the  fur  trade  must  necessarily  be  accom- 

panied by  and  result  from  prosperity  in 
other  lines. 

"In  the  second  place,  it  has  stabilized 
prices  on  the  new  lower  level  prevailing 
this  year.  Like  other  industries,  the  fur 
trade  has  passed  through  troublous 
times  during  the  past  year.  It  has  now 
readjusted  itself  to  the  changed  condi- 

tions, and  it  seems  reasonable  to  expect 
that  the  trade  can  operate  on  the  basis 
of  prices  established  in  this  sale  with 
fair  profits  to  itself  and  with  satisfac- 

tion to  the  public. 

"If  furs  are  now  properly  merchan- 
dised by  manufacturers  and  retailers,  the 

consumer  will  certainly  meet  them  half 
way.  Value  must  be  kept  in  mind  as  the 

key-note  henceforth  —  a  full  money's 
worth  in  quality,  style  and  workmanship 
must  be  furnished. 

"It  is  gratifying  to  note  the  feeling 
of  renewed  confidence  which  pervades 
the  trade  and  which  if  continued  on  a 
sane  and  sound  basis  will  undoubtedly 
make  for  a  greater  fur  industry  in  the 

future." 

The  next  St.  Louis  sale  will  take  place 
in  May  according  to  the  bulletin  issued 
by  Funsten  Bros.  &  Co.,  the  date  to  be 
announced  later. 

FUR  AUCTION  SALES 

The  Canadian  Fur  Auction  Sales  Com- 
pany, Limited,  announces  that  its  next 

sale  in  Montreal  will  commence  on  May 
9th,  and  that  the  Fall  sale  will  commence 

on  September  12th. 

CHAPPELLS   LIMITED 

R.  R.  Chappell,  for  over  twenty  years 
manager  of  the  firm  of  Chappell  Bros. 
&  Company,  of  Sydney,  N.S.,  has  retired 
from  active  business  and  with  his  resig- 

nation the  firm  name  changes  to  Chap- 
pells,  Limited.  N.  R.  Chappell,  the 
former  assistant  manager,  now  assumes 
charge  of  the  store  and  also  holds  the 
office  of  vice-president.  The  retiring 
manager  is  president  of  the  firm  and 
J.  E.  Read  secretary-treasurer. 
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WELCOME  TO  THE  "EAGLES" 
(Continued  from  page  53) 

windows  will  be  dressed  for  the  occasion 
and  their  advertisements  will  supplement 
the  window  display  work.  More  than 
this,  they  will  have  a  contest  in  both 
window  display  work  and  advertising  and 
experts  will  be  engaged  to  judge  these 
contests. 

Window  display  men  in  Syracuse  have 
followed  the  practice  of  giving  a  section 
of  their  windows  to  the  Boy  Scouts  of 
that  city  for  a  special  display  that  will 
he  of  interest  to  them  and  all  those  inter- 

ested in  Boy  Scout  life.  Besse-Sprague 
had  a  very  novel  display  in  one  of  their 

windows.  A  miniature  of  the  ship  "On- 
ondaga" that  is  to  be  used  by  Boy  Scouts 

of  that  city  for  a  cruise  they  are  to  take 
during  the  Summer  was  shown.  A  small 
section  of  a  state  map,  showing  the 
course  of  the  cruise  was  also  exhibited. 

Boy  Scout  flags  and  many  different  ar- 
ticles used  by  the  Scouts  in  the  varied 

degrees  of  scoutcraft  were  also  shown. 
It  might  be  pointed  out  that  these  dis- 

plays are  arranged  by  the  Scouts  them- 
selves and  not  by  the  display  managers 

of  the  stores. 

Peck,  Vinney  &  Co.  also  had  an  attrac- 
tive Boy  Scout  display.  Hanging  on  the 

wall  was  a  frame  with  all  the  different 

Boy  Scout  knots  of  the  tenderfoot  de- 
gree. Scout  flags  were  festooned  in  pro- 

fusion. Then  a  Winter  scene  was  por- 
trayed on  the  floor  of  the  window.  Ever- 

green trees  were  shown,  the  ground  be- 
ing covered  with  a  heavy  fall  of  snow. 

Batting  was  used  for  snow  and  tinted 
flakes  that  gave  the  necessary  sparkle 
were  in  evidence.  A  small  bridge  over 
a  deep  ravine  (the  bridge  of  Boy  Scout 
construction)  was  shown  and  a  Boy  Scout 
just  about  to  cross  the  bridge  with  gath- 

ered chips  and  small  twigs  in  his  hands 
in  the  act  of  adding  fuel  to  a  lighted  fire, 
the  necessary  lustre  of  which  was  given 
by  electrical  effects.  In  the  background 
was  seen  the  little  house  of  the  Boy 
Scout  which  had  been  constructed  out  of 
evergreen  boughs. 

Other  stores  in  the  city  not  devoted  to 

men's  wear  also  gave  space  to  similar 
Boy  Scout   displays. 

IN   CLOTH   MATERIALS 
The  same  rich  quality  is  found  this 

season  in  heavier  dress  goods  whether 
for  sports  or  for  dress  wear.  For  the 
Spring  suit  or  wrap  the  choice  must  be 
made  from  tricotine,  Poiret  twill  (for- 

merly known  as  gabardine),  wool  jersey 
and  velours.  When  it  comes  to  sports 
wear,  the  leading  fabrics  are  velours  in 
vivid  checks  and  stripe  effects,  cheviot, 
and  homespun  in  plaids,  overchecks  and 
block  check  patterns.  For  the  wrap  or 
cloak  the  newest  imported  fabrics  are 
Argentina  and  Burelle,  the  former  hav- 

ing a  silky  velours  finish  in  beautiful 
shades  of  rust,  kingfisher,  beaver  and 
gray,  while  Burelle  is  somewhat  like  a 
novelty  homespun  and  comes  in  vivid 
tones  of  maize,  henna,  jade,  rose  and 
Copenhagen. 

Furs   For   Midsummer 

Fashionable  Peltries  Will  Be  Very  Much  in  Demand  to  Accompany 

the  Smart  Street  Costume — Charming  Designs  Being  Fea- 
tured in  Hudson  Seal,  Mink,  Stone  Marten, 

Mole  and  Fox. 

SPRING  and  Summer  furs  this  season 
will  be  absolutely  indispensable,  ac- 

cording to  the  latest  dictates  of 
Fashion,  to  give  the  final  touch  of. dis- 

tinction to  the  costume.  Never  before 

have  Miladi's  shoulders  and  neck  been 
so  important  as  to  their  adornment.  And 
to  attain  the  perfection  of  smartness  this 
season  Madame  and  Mademoiselle  must 

study  nice  distinctions  in  shades,  depth 
and  richness  of  fur,  the  beauty  of  the 
linings,  their  required  lightness  of 
weight,  and  their  agreement  in  color  and 
quality  with  the  gown  to  be  worn.  Furs 
in  all  the  soft,  light  weight  peltries: 
Russian  sable,  Hudson  Bay  sable,  ermine, 
Summer  ermine,  moleskin,  squirrel  and 
Hudson  seal;  animal  scarves  in  silver 
fox,  black,  cross,  red,  white  and  taupe 
fox,  skunk,  lynx  and  the  silky  Siberian 
wolf,  which  looks  like  fox,  are  some  of 
the  fine  furs  which  are  being  exhibited  at 
the  showrooms  of  the  leading  furriers  at 
present.  Many  of  the  furs  shown  are 
exact  copies  of  designs  which  the  fore- 

most Paris  designers  have  evolved  for 
this  Spring;  there  are  wraps  and  coatees, 
light  as  silk  garments,  convertible  into 
capes.  There  are  long,  wide,  well- 
pocketed  motor  scarves  and  cleverly 
made  chokers.  Perhaps  the  most  fash- 

ionable neckpiece  will  be  the  animal 
skin  of  Russian  or  Hudson  Bay  sable, 
made  up  in  double  strand  effect,  to  be 
thrown  in  a  dozen  different  ways  about 

the  wearer's  neck.  In  the  manufacture 
of  these  seasonable  scarves  care  has  been 
taken  by  the  makers  to  give  plenty  of 
room  in  the  collar  line,  as  Fashion  de- 

crees that  the  furs  must  fit  loosely  about 
the  neck  instead  of  being  fastened  close, 
in  choker  effect.  The  richness  of  the 
skins  exhibited  in  these  articles  shows 

up  to  excellent  advantage  in  the  simple 
style  adopted  in  manufacture. 

A  more   extensive   and   practical   gar- 
ment is  the  caperine  or  bolero,  which  is 
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the  other  model  to  be  emnhacized  this 
season  in  Spring  offerings,  as  being  just 
the  right  weight  to  supplant  the  heavy 

Winter  wrap  before  donning  one's  Spring 
suit.  In  some  cases  these  little  capes 
seem  a  combination  of  wide  stole  and 
deep  sailor  collar,  while  a  high  rolling 
collar,  usually  of  contrasting  fur,  stands 
up  about  the  neck.  Rippled  circular  el- 

bow capes  with  standing  collars  also 
appear  among  these  models  and,  indeed, 
many  other  variations  evolved  along 
original  lines.  The  little  cape  is  designed 
to  wear  with  the  one-piece  frocks  of  serge 
or  tricotine,  which  make  their  appear- 

ance in  the  first  bright  days  that  are  so 
deceptive  as  to  genuine  warmth. 

Dainty  little  sets  of  scarf  and  muff 
in  white  coney  or  white  lamb  are  being 
featured  for  the  children  by  one  maker, 
who  makes  a  specialty  of  furs  for 
juniors.  These  are  generally  smart  re- 

plicas of  the  scarves  and  chokers  worn 

by  grown-ups  and  are  decidedly  at- 
tractive. 

One  well-known  Montreal  fur  specialist 
is  featuring  a  display  of  50  per  cent, 
silver-fox  animal  neck  pieces,  which  show 
about  half  the  silky  fur  tipped  with  a 
silver  sheen,  the  even  proportion  of  the 

light  markings  -making  for  extraordin- 
ary beauty  in  the  whole  garment.  This 

house  is  advertising  a  very  fine  scarf 
made  of  two  Russian  sable  skins,  with 
heads  crossed  and  a  finish  of  a  number 
of  dark  tails.  Blue  fox  and  white  fox 
are  also  being  featured  in  a  number  of 
novel  designs  exclusively  for  Summer 
wear. 

The  firm  of  Fairweathers  Limited  are 
becoming  famous  for  their  fur  service, 
that  is  to  say,  their  staffs  in  both  Mont- 

real and  Toronto  are  now  specializing  in 
advice  to  customers  who  are  in  doubt 
as  to  what  pelt  or  style  to  select.  It  is 
not  generally  known  that  tall  women  re- 

quire a  different  style  and  design  in  furs 
to  that  suitable  for  their  shorter  sisters, 
while  blonde  and  brunette  must  also  care- 

fully differentiate  as  regards  the  coloring 
of  the  pelt  which  they  select.  For  the 
tall  woman  Fairweathers  advise  the  long, 
wrappy  scarves,  which  successfully  break 
long  lines  and  add  so  materially  to  the 
charm  of  a  costume,  and  they  place  much 
emphasis  on  whether  the  neckpiece  is 
fur  lined  or  silk  lined,  as  even  the  mat- 

ter of  lining  is  important  when  the  effect 
of  the  whole  silhouette  is  considered.  For 
the  short  woman,  mole,  kolinsky  and 
Hudson  seal  are  effectively  made  up  into 
smaller  pieces,  which  lend  height  and 
slimness  to  the  appearance.  Such  ser- 

vice as  this  is  well  worth  the  money  to 

the  customer  and  impi-esses  her  most 
favorably  for  future  reference. 
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Cotton  and  Woolen  Trades  Improve 
Depression  Believed  to  Have  Turned  Worst  Point  in   Cotton  Trade  and  More   Business 

Looked  For — Australian  Wool  Scheme  Receives  Further  Consideration  —  Price 

Uncertainty  Hampers  Business  in  W^oolen  Yarns. 

ALTHOUGH  poss
ibly  there  are  few 

concrete  factors  making  for  any 

immediate  improvement  in  the 

outlook,  there  is  undoubtedly  a  some- 

what more  optimistic  feeling  gaining 

ground  in  the  cotton  trade,  according 
 to 

recent  reports  furnished  from  the  offices 

of  the  department  of  overseas  trade. 

An  instance  of  this  more  sanguine  out- 

look is  provided  by  Sir  E.  Stockton, 

president  of  the  Manchester  Chamber 
 of 

Commerce,  who,  speaking  earlier  in  the 

month,  emphatically  stated  that  he  was 

of  opinion  that  the  trade  depression 
 had 

turned  the  worst  corner  and  that  the 

textile  trade  would,  in  the  near  future, 

once  more  be  busy.  While  this  may  be 

a  case  where  optimism  is  at  its  strong- 

est, the  trade  generally  appears  to  share, 

to  a  greater  or  lesser  degree,  in  the  be- 
lief that  the  worst  phase  has  now  passed, 

or  is  passing. 

Against  this  spirit  of  optimism  must 

be  placed  the  fact  that  the  state  of  the 

industry  and  of  trade  continues  far  from 

satisfactory  and  shows  little  evidence  of 

actual  improvement.  On  the  other  hand, 

inquiries  are  inclined  to  increase  and, 

although  resultant  business  is  irregular, 

this  fact  may  betoken  reviving  interest. 

Some  moderately  large  orders  have 

been  executed  for  India,  while  a  fair 

volume  of  small  transactions  with  that 

market  are  also  reported.  Trade  with 

China  has,  however,  continued  on  a  re- stricted scale. 

With  stocks  of  cotton  at  their  present 

level,  there  is  little  reason  for  anticipat- 
ing any  immediate  advance  in  prices. 

Change  of  Office 

Some  important  developments  are  ex- 

pected in  connection  with  the  Amalga- 
mated Cotton  Mills  Trust,  Ltd.  It  is 

stated  that  W.  C.  Gaunt,  well  known  in 
connection  with  the  Bradford  woollen 

trade,  has  been  invited  to  take  an  inter- 
est in  the  trust.  It  is  also  stated  that 

James  White,  A.  R.  Stephenson  and  A. 
L.  Ormond  are  about  to  retire  from  the 
board  of  directors. 
The  Manchester  Committee  of  the 

World's  Cotton  Conference  met  in  Man- 
chester on  14th  January.  A  good  deal 

of  work  has  been  done  in  connection 

with  preparations  for  the  coming  con- 
ference to  be  held  in  Liverpool  and  Man- 
chester from  13th  to  22nd  June  next. 

The  programme  committee  have  ar- 
ranged for  an  excellent  series  of  papers 

which,  when  added  to  those  suggested 
by  America,  will  make  a  remarkably 
comprehensive  programme. 
Arrangements  have  been  made  to 

print  the  whole  of  the  papers  read  at 
the  conference,  with  discussions,  in  an 
official  bulletin.  Further,  this  bulletin 
will   contain   some   statistical   matter  in 

relation  to  cotton  growing  of  a  character 
that  has  never  yet  been  published  in  so 

complete  a  form. 
Wool 

Dealing  at  some  length  with  the  situa- 
tion in  the  woollen  trade  the  report 

sounds  an  optimistic  note  in  announcing 
that  in  certain  sections  prices  are  firmer. 

There  has  certainly  been  some  im- 
provement in  the  general  position  of 

trade  and  the  tone  is  considerably  more 
cheerful,  although  at  the  same  time  the 
position  is  far  from  satisfactory,  states 
the  report.  Nevertheless,  the  improved 
demand  for  wool  and  the  firmer  tend- 

ency in  London  have  not  been  without 
effect,  and  there  is  some  disposition  in 
certain   sections   to   quote   firmer   prices. 

Yarns  continue,  however,  irregular  in 
price,  and  business,  while  quite  brisk  in 
one  or  two  instances,  is  generally  ham- 

pered by  price  uncertainty. 

Australian  Scheme  Considered 

With  regard  to  the  future  handling 
of  wool  stocks,  to  which  reference  was 
made  in  the  preceding  issue  of  Dry 
Goods  Review,  the  Government,  through 
the  Ministry  of  Munitions,  have  made 
the  following  announcement: 

"Since  the  announcement  of  14th  De- 
cember the  proposals  of  the  Australian 

Government  for  the  future  handling  of 
stocks  of  wool  now  held  by  the  British 
Government  have  continued  to  be  very 
carefully  considered.  On  23rd  December 
all  representative  trade  bodies  inter- 

ested in  the  subject  were  publicly  in- 
vited, through  the  Bradford  Chamber  of 

Commerce,  to  submit  to  the  ministry 
their  observations  regarding  those  as- 

pects of  the  Australian  scheme  which 
might  be  held  to  affect  British  trade 
and  manufacturing  interests.  The  ob- 

servations thus  submitted  have  received 
careful  attention,  and  it  is  satisfactory 
to  note  that,  after  sending  a  deputation 

to  the  minister,  the  British  Wool  Fed- 
eration, which  is  very  fully  representa- 

tive of  the  raw  wool  interests,  pledged 
its  hearty  support  to  the  Australian 
scheme. 

"Negotiations  have  been  carried  on 
with  the  Commonwealth  Government  for 

the  purpose  of  bringing  about  a  com- 
plete understanding  as  to  the  spirit  in 

which  the  transferred  stocks  of  wool 
would  be  handled  if  the  proposals  were 
accepted. 

This  exchange  of  views  has  proved 
that  there  has  not  been  any  disregard 
of  the  special  interests  on  which  stress 
has  been  laid  by  the  various  representa- 

tive associations  in  this  country  who 
have  given  their  views  on  the  matter. 
A  full  recognition  exists  of  the  funda- 

mental identity  of  interests  between  the 

Australian    producers    of    wool    and    the 
British  users. 

"The  Commonwealth  Government  have 

undertaken,  on  behalf  of  the  wool  grow- 
ers and  of  the  projected  association,  that 

the  carry-over  wool  shall  be  sold  as 

promptly  as  market  conditions  will  per- 
mit, and  have  declared  that  to  do  so  is 

one  of  the  main  objects  of  their  pro- 
posals. They  have  further  undertaken 

that  the  operations  of  the  association 
shall  be  conducted  with  due  regard  to 
the  legitimate  interests  of  the  British 
consumer  and  to  the  maintenance,  and, 
if  possible,  the  increase  of  existing 
trade  relations  between  Australia  and 
the  United  Kingdom  in  wool  and  wool 

products. "Proposals  accepted. — In  view  of  the 
above  satisfactory  assurances,  H.M.  Gov- 

ernment have  felt  justified  in  accepting 

the  proposals  of  the  Commonwealth 
Government.  Arrangements  are,  there- 

fore, proceeding  to  liquidate,  as  from  1st 
January,  1921,  the  Australian  section  of 
the  wool  purchase  account,  transferring 
to  the  Commonwealth  Government  for 
account  of  their  wool  growers,  in  final 
settlement  of  the  reciprocal  obligations 
under  the  three  wool  purchase  contracts, 
half  of  the  surplus  assets  ascertained  to 
exist  on  the  agreed  settling  day.  The 
assets  thus  handed  over  to  the  Common- 

wealth Government  will  form  the  capital 

of  a  company  to  be  registered  at  Mel- 
bourne under  the  style  of  the  British 

Australian  Wool  Realization  Associa- 
tion, of  which  the  proprietors  will  be 

the  Australian  wool  growers.  An 

agency  contract  will  be  arranged  be- 
tween H.M.  Government  and  the  asso- 
ciation for  the  sale  at  a  commission  by 

the  latter  of  the  British  half  of  the  exist- 
ing stocks  of  Australian  wool.  It  is 

expected  that  similar  agency  arrange- 
ments will  be  made  in  respect  of  the 

New  Zealand  and  other  wool,  and  the 
sheepskins,  etc.,  now  held  by  the  British 
Government.  It  will  be  a  condition  of 
the  agency  contract  that  it  may  at  any 
time  be  revoked  by  H.M.  Government 

if  the  conduct  of  the  association's  busi- 
ness departs  from  the  agreed  principles 

or  otherwise  gives  ground  for  dissatis- 
faction. 

"Directorates. — The  association  will  be 
governed  by  a  directorate  of  which  Sir 
John  Michael  Higgins,  K.C.M.G.,  will  be 
chairman.  Sir  Arthur  Goldfinch,  K.B.E. 
(Director-General  of  Raw  Materials),  is 
to  be  chairman  and  governing  director 
of  the  London  board,  and  Sir  John 
Michael  Higgins,  K.C.M.G.,  will  fill  a 
similar  position  on  the  Melbourne  board. 

"There  will  be  a  consultative  commit- 
tee in  Australia,  and  also  an  Australian 

advisory  council  of  eighteen  members 
from  all  Australian  states,  representing 
the  Australian  wool  industry. 
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Trade  Must  Be  Safeguarded 
High  Bidding  in  North  Country  Points  to  Danger  of  Monopoly- 

Imperative  That  Means  be  Taken  to  Protect  Fur  Industry 
— Huge  Decreases  Reported. 

SIDE  by  side  with  the  report  from 

New  York  that  makers  of  women's 
fur  coats  and  scarves  are  protesting 

against  the  mounting  of  prices  on  raw 
skins  comes  a  report  of  parallel  condi- 

tions in  the  Canadian  industry  as  well. 
From  the  Canadian  north  come  rumors 
that  an  old-time  fur  trade  war  is  once 
more  being  waged  in  the  Far  North  of 
Saskatchewan  and  Manitoba.  Bids  of 
fine  pelts  are  ranging  much  higher  in 
price,  and  in  nearly  every  case  are  being 
made  by  one  concern,  which  is  thereby 

able  to  control  practically  the  entire  sea- 

son's catch.  An  instance  is  quoted  of  the 
bidding  on  a  cross-fox  at  Reindeer  Lake, 
which  began  at  $35  but  was  promptly 
secured  by  the  aforementioned  concern 
for  $120.  Naturally,  such  prices  as  these 

will  have  a  material  effect  upon  the  trap- 
pers, and  unless  the  other  bidders  are 

prepared  to  meet  these  sharp  increases  it 
is  very  probable  that  the  raw  skin  mar- 

ket will  be  monopolized  by  one  company 
alone.  Higher  prices  are  being  paid  in 
Northern  Manitoba  than  can  be  secured 

in  any  other  market  in  the  world.  The 
catch  in  Northern  Saskatchewan  has  been 

poor  this  season  from  all  accounts,  the 
average  catch,  it  is  estimated,  not  being 
worth  more  than  $100.  Many  of  the 
trappers  had  so  few  furs  that  they  did 
not  consider  it  worth  while  to  bring  them 
to  the  traders.  In  the  Lac  La  Ronge 

district  the  following  fur  prices  are  pre- 
vailing: Rat  skins,  75  cents;  ermine,  75 

cents;  mink,  $7;  red  fox,  $15;  cross  fox, 

$20  to  $80;  beaver,  $15;  otter,  $20;  sil- 
ver fox,  $250  to  $350.  Owing  to  the 

comparatively  mild  Winter,  the  muskegs 
are  nearly  all  open  and  consequently  the 
trappers  have  brought  in  few  beaver  or 
lynx.  Payments  are  being  made  in  mer- 

chandise, tobacco,  cloth,  etc.,  instead  of 
cash  this  Winter. 

To  Protect  Industry 

Decrease  in  the  supply,  coupled  with 
vastly  increased  demand,  has  caused  the 
Government  to  consider  the  establish- 

ment of  large  game  sanctuaries  as  a 
means  of  preserving  fur-bearing  animals. 
Already  over  practically  a  very  large 
portion  of  their  former  habitat  the 
beaver  and  martin  are  extinct,  and  even 
in  far-away  Alaska  it  has  become  neces- 

sary to  establish  a  close  season.  Other 

fur-bearing  animals,  such  as  the  fox, 
skunk,  muskrat  and  mink  are  believed  to 
have  decreased  fully  50  per  cent,  within 
the  past  ten  years. 

A  story  related  by  a  prominent  fur 
dealer  illustrates  how  fur  prices  may  be 
inflated  by  demand.  A  certain  man 
bought  a  mink-lined  coat  in  1913  for 
$500.  After  wearing  the  coat  for  two 
years  he  sold  the  lining  for  $1,000  and 

replaced  it  with  nutria  at  a  cost  of  $150. 
In  1917  he  sold  the  nutria  lining  for  $250 
and  put  in  a  muskrat  lining  at  a  cost 
of  $55.  In  1919  he  sold  the  muskrat  lin- 

ing for  $300,  and  still  has  the  shell  of  the 
coat  and  a  clear  profit  of  $800. 

Excessive  trapping  is  not  the  only 
cause  of  the  growing  scarcity  of  the  fur- 
bearing  animals.  The  clearing  of  for- 

ests and  the  draining  of  marshes  are 
important  contributing  factors.  The 
present  price  of  furs,  and  the  certainty 
that  in  the  years  to  come  they  must  go 
higher  are  reasons  both  for  buying  now 
and  for  investigating  fur-raising  as  a 
good  business  venture. 

Canadian  manufacturers  report  that 
retail  buyers  from  various  sections  of 
the  country  are  purchasing  conservative 

sample  lines  of  advance  fashions  for 
Summer  display  purposes.  Orders  arc 
being  placed  for  fox  chokers  in  light 
shades  and  in  lightweight  furs.  Some 

of  the  larger  pelt  dealers  view  with  con- 
cern the  mounting  of  prices  and  point 

out  that  mark-ups  in  lightweight  pelts 
by  smaller  merchants  will  retard  sales. 
One  dealer  said  that  several  of  his  small- 

er competitors  were  asking  at  least  15 
per  cent,  more  for  stone  marten  skins 
than  they  should,  especially  at  this  time. 

"It  is  not  a  question  of  advancing 

prices  on  any  one  skin,"  said  a  well- 
known  pelt  dealer.  "A  man  is  at  liberty 
to  do  as  he  chooses  with  his  own  proper- 

ty, but  ethics  of  a  business  ought  to  be 
considered.  We  have  just  recovered 
from  one  blow,  due  to  inflation  of  prices, 
and  if  certain  dealers  have  short-lived 
memories  as  to  promises  made  I  believe 
it  is  an  opportune  time  to  give  them  a 
gentle  reminder  that  they  are  liable  to 
hurt  the  trade,  this  time  in  a  more 
serious  manner  than  it  was  previously 

damaged." 

The  Summer  Scarf 
The  decrees  of  fashion  say  that  no  really  modish  toilette  is  quite 

complete  without  a  smart  fur  neckpiece.  Summer  furs  are  now 
taken  for  granted.  This  becoming  scarf  is  a  three-skin  sable  model 
designed  for  the  warm  weather  wardrobe. 



FUR    DEPARTMENT Dry  Goods  Review 

""""   ii'i'i'Mi'iiiiiiHHiiiii   "iMiunn,   ,-.,.   uiin  mi   iiiiniMiiiiiimiHiM.il i  in iimi   inn   niiiiiiiniiiiiiiii   iiiiiiiiimiiiiihihii   11   i   iiiminiiiiiniinin   inininiiinni   inn 

u 
White  Fox 

Stonemarten 

Russian  Sable 

For 

Spring  and  Summer 
Smart  Chokers,  Scarfs,  animal 

effects  in  high-class  Furs,  such 

as  those  shown,  and  Silver 

Fox,  Mink,  Mole,  Cross  Fox, 

Squirrel,  Kolinsky. 

Cummings  &  Cummings 
MONTREAL 

^Milium   inininiiiiniiiiiinniiiniiiiii   iiiiiiiiiiiiiiiiiiiniii   iiiiiiMilliiiiiiiiiiiiiiiiiiiiiiiiniiilii   iiiiiiiiiininiiiiiiinMiinnininiiiiiiinillllMiiiiiiiiiiiiiilliiiiiiiiiiiiiiiiiiiiMiMiiiiiiiiiiiiiiiiiilliiliiliiMiiiiiiiiiiiiiiiiiiiiliiiiliMiiiiniiiiiiiiiiiniiii? 



Dry  Goods  Review KNITTED    GOODS 73 

The  Big  Novelty 
For  1921 

It's 
Good! 

THE  BALLANTYNE  MONKEY  BLOUSE 
HERE  is  the  novelty  you  need  to  put  your  fancy  knit  goods  stock  on  Main 

Street.  It's  new  and  it's  different.  It  gets  right  away  from  the  style  ideas 
you  have  been  showing  for  the  last  few  years — gives  you  something  to 

talk  about  and  display  in  your  windows.  It  will  excite  interest  in  your  knit  goods 

department  to  an  extent  not  possible  with  even  the  best  of  staple  styles. 

And  speaking  of  your  display  windows — we  have  prepared  a  new  series  of  dis- 

play cards  for  you.  The  Monkey  Blouse  card  is  particularly  attractive  —  if 

you  have  not  got  it,  send  for  one  and  show  it  along  with  your  display  of  Bal- 
lantyne  Monkey  Blouses. 

R.   M.    BALLANTYNE,   LIMITED,   STRATFORD,   CANADA 
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Knit  Goods  Novelties  For  Summer 
Splendid  Profits  in  New  Silk  Tuxedos — Graceful  New  Woolen  Capes  Are  Promised  Promi- 

nence— Vivid  Hues  in  Sports  Garments — Practicability  in  Bathing  Togs,  and 
Picturesqueness  in  Accessories. 

PERHAPS  no  other  item 
 of  smart 

apparel  has  advanced  in  Fashion's favor  in  such  sensational  manner 

as  the  knitted  garment  of  wool  or  silk 
— be  it  wrap,  sweater,  cape  or  costume. 

It  is  very,  very  easy  indeed  for  the  de- 
votee of  the  1921  modes  to  remember 

the  days  when  well  dressed  women  did 
not  wear  sweaters  unless  buried  in  the 

woods  on  a  shooting  or  camping  expedi- 
tion. To-day  the  fashionable  wardrobe 

would  not  recognize  itself  if  it  were  not 
to  a  very  large  extent  comprised  of 

dainty  silk  sweater  coats  of  many  dif- 
ferent hues,  a  swagger  wool  suit  or  one 

of  1he  very  new  long  wool  capes.  The 
knitted  part  of  the  wardrobe  is  by  far 

the  most  interesting  department  and  em- 
braces articles  and  accessories  for  the 

out-door  life,  ranging  all  the  way  from 
heavy  heather  stockings,  worn  on  the 

snowshoe  tramp,  to  the  glove-fitting  An- 

nette Kellerman,  adopted  by  the  twenti- 
eth century  sportswoman. 

Opportunity  For  Showing  Knitted  Lines 

At  this  time  of  year  just  after  the 

openings  have  introduced  all  the  novel- 
ties, it  is  a  good  time  for  the  shops  to 

feature  their  knitted  lines.  Many  people 
are  already  planning  their  holiday  trips 
and  a  few  clever  and  timely  suggestions 
from  the  sweater  and  bathing  suit  buy- 

ers will  do  wonders  towards  increasing 

sales  in  these  departments.  The  novel- 
ties in  tuxedos  and  wool  over-blouses 

have  been  loudly  acclaimed  already  this 
season  and  the  Summer  gives  promise 

of  additional  interest  in  these  smart 
lines.  Silk  is  to  be  very  generally  worn, 

smart  new  combinations  of  stitches  hav- 

ing been  already  featured  in  the  models 
displayed  at  the  openings. 

The  silk  sweater,  a  comparatively  re- 
cent innovation,  is  now  generally  sold  as 

high  priced  as  $50  in  the  department 

stores.  This  is  proof  of  the  favor  ac- 
corded it.  A  few  years  ago  only  the 

most  exclusive  specialty  shops  would 

risk  carrying  such  a  line  of  merchandise. 

To-day,  owing  to  the  enterprising  manu- 
facturers of  these  garments,  every  store 

has  its  well  assorted  stock;  and  during 

the  past  twelve  months  the  knitted  goods 

makers  have  been  especially  busy  inter- 
esting their  customers  of  the  retail  in 

smart  new  designs  hitherto  not  even  con- 
sidered practical. 

It  is  understood  that  the  demand  for 
silk  sweaters  this  year  will  be  very  big, 
while  wool  novelties,  too,  will  be  very 
much  in  evidence. 

The  popularity  of  the  crepe  silks  in 

sports  togs  will  have  much  to  do  with 

tiie  adoption  of  the   silk  tuxedo,  which, 

when  worn  over  a  single  crepe  silk  skirt 
will  effect  a  most  charming  costume. 

Models  made  of  thread  silk  are  claimed 

to  be  more  popular  than  the  fiber  or 
spun  silk  article. 

Last  year  75  per  cent,  of  the  silk 
sweaters   were   of  navy  blue,  and  while 

Wool  Cape 
Chic  to  the  last  degree  is  this  cosy  wrap 

designed  for  wear  with  the  cotton  frock. 
Distinction  is  imparted  hy  the  «-oI'ar  which 
is  deep  and  handsomely  striped.  Beige  and 
tete  de  negre  are  the  shades  combined  in 
wrap  and  hat,  the  latter  being  formed  en- 

tirely of  ribbon  flounces. 

this  color  still  predominates  as  one  of 
the  best  sellers  at  the  beginning  of  the 
season,  black  or  white,  which  are  always 
staple,  will  held  their  own.  Grays  in 
fancy  shades  are  also  popular;  browns 
and  tans  follow  closely.  Henna  con- 

tinues to  be  a  color  in  good  demand,  and 
the  retailers  are  also  calling  for  burnt 
orange,  fern  green,  honey  dew,  Ameri- 

can beauty  and  turquoise.  The  brighter 
shades  have  been,  and  it  is  expected  will 
be,  popular  with  the  younger  set. 

Reports  from  Miami  and  other  south- 
ern resorts  on  this  continent  and  from 

Southern  France,  where  the  early  Sum- 
mer fashions  are  already  being  exhibited, 

indicate  that  very  bright  shades  are  be- 
ing worn  by  the  debutantes  and  young 

matrons.  One  costume  recently  seen  at 
Miami  exploited  a  black  silk  tuxedo  worn 
over  a  skirt  of  tangerine  satin.  A  vivid 
jade  coat  was  adopted  by  one  visitor  at 
Nice  and  was  worn  over  a  soft  orchid 
crepe  one-piece  chemise  costume  with 
ornamental  vestee '  over  which  the  coat 
fastened  with  tiny  buttons  and  loops. 

While  the  very  exclusive  designs  in 
silk  tuxedos  are  naturally  high  priced, 
the  cuts  made  on  this  line  as  in  -many others,  have  brought  very  pretty  models 
within  the  reach  of  the  modest  purse, 
and  the  merchant  will  do  well  to  consider 
this  feature  in  placing  his  orders  for 
Summer  sports  merchandise.  Coats  that 
sold  last  year  for  $50  may  now  be 
retailed  at  $35  and  at  the  same  time 
bring  the  merchant  a  fair  profit.  The 
various  ranges  follow  in  the  same  pro- 

portion. 
Attractive  Prices 

Woollen  tuxedos  are  very  reasonably 
priced  this  year,  and  like  the  tie-backs 
and  pullovers  shown  for  various  sports 
requirements,  exploit  charming  color 
combinations  and  smart  new  features  in 
the  way  of  belts,  collars  and  other  novel- 

ties. The  flat  collar  rolling  back  about 
four  inches  and  extending  uniformly  to 
the  very  edge  of  the  model  is  unusually 
smart  and  frequently  introduces  a  hori- 

zontal stripe,  such  as  in  the  tricolette 
wrap   illustrated. 

Novelties  Featured 

The  novelties  exploited  in  the  various 

wrap  types  of  wool  and  silk  garments 
this  season  are  unusually  interesting. 
Charming  little  jackets  of  tuxedo  length 
introduce  the  most  out  of  the  ordinary 
features  in  sleeve  treatment,  sash  ad- 

justment and  collar  design.  Vivid  hues 
are  again  permitted  great  freedom  in 

Continued  on  page  100 
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/■> Many  Mills  are  Still  Inactive 
Manufacturers  of  Knitted  Under  Garments  Greatly  in  Need  of  Orders — Attractive  Reduc- 

tions Fail  to  Bring  Business — Operatives  Laid  Off  in  Hundreds — Retailers'  Stocks 
Gradually  Being  Reduced — His  Orders  Should  Follow 

CONDITIONS  have  not  improve
d  to 

any  satisfactory  extent  in  the 
knitted  goods  field  in  spite  of  the 

efforts  made  by  the  mill  owners  in  the 
way  of  attractive  and  substantial  cuts. 
Prices  are  considerably  lower  than  those 
quoted  a  year  ago,  but  merchants  are  not 
hurrying  in  placing  orders  for  Fall  lines. 
As  a  general  rule,  knitting  mills  are  run- 

ning full  time  at  this  season  in  order  to 
get  out  their  lines  for  the  Fall  deliveries. 
This  season  many  of  the  big  plants  are 
totally  or  partially  closed  down  and 
manufacturers  of  the  hest  known  lines 

are  going  begging  for  orders.  Yet  the 
whole  business  is  merely  a  matter  of 
postponement. 

Smart  Outing  Togs 
This  stunning  little  sports  wrap  is  fash- 

ioned of  tangerine  tricolette  and  fringed  and 
trimmed  with  black.  The  little  English 
sports  hat  is  of  crepe  in  the  same  combina- 

tion. The  skirt  is  white  canton  crepe, 
accordeon  pleated. — Sketched  by  the  Dry 
Goods  Review  artist. 

Confident  of  Deliveries 

When  the  retailer  is  ready  he  will  place 
his  order,  and  the  fact  that  he  has  not 
been  more  concerned  about  his  new  stocks 
is  due  to  his  impression  that  he  will  be 
able  to  get  anything  he  wants  at  a  mo- 

ment's notice.  There  is  room  for  specu- 
lation here,  and  the  retailer  may  be  found 

to  have  been  a  little  too  confident  when 
the  time  comes.  For  instance:  cuts  of 
from  10  to  50  per  cent,  have  been  gladly 
offered  by  the  mill  owners  in  an  effort 
to  secure  orders.  The  new  prices  have  in 
many  cases  no  relation  whatever  to  an- 

ticipated production  costs;  they  are  prices 
designed  to  move  the  merchandise,  and 
manufacturers  have  accepted  losses  on 
their  stocks  of  material  and  even  on  their 
anticipated  labor  costs  in  order  to  make 
these  prices  possible.  In  spite  of  all  such 
concessions  the  retailer  has  turned  a  deaf 
ear.  He  is  determined  only  to  buy  his 
requirements  when  and  how  he  needs 
them. 

But  it  is  reasonable  to  expeet  that 
when  orders  do  commence  to  flow  in  as 

they  must  eventually  the  mill  owner 
will  have  no  compunction  in  getting  what 
he  can  on  the  lines  offered.  If  demand 

should  come  very  suddenly  in  great  quan- 
tities he  will  have  the  advantage,  and 

the  retailer  who  might  have  had  the 
benefit  of  attractive  offerings  will  have 

lost  his  opportunity.  There  is  this  con- 
solation, however,  that  whatever  the 

price  demanded,  the  quality  will  be  excel- 
lent. Canadian  manufacturers  of  knitted 

underwear  and  hosiery  are  turning  out 
superior  products.  There  is  an  improve- 

ment in  design,  quality  and  value  that  is 
most  apparent. 

There  is  also  further  satisfaction  in 
the  knowledge  that  labor  is  getting  more 
efficient,  war  fatigue  is  passing  and  bet- 

ter work  is  being  contributed  by  opera- 
tives. This  means  that  when  orders  do 

commence  to  flow  the  delay  will  not  be  as 
long  as  might  be  expected.  It  is  believed 
that  production  can  be  increased  on  short 
notice. 
In  the  meantime  manufacturers  of 

cotton,  wool  and  mercerized  underwear 
are  being  forced  to  content  themselves 

with  waiting  for  the  retailers'  move.  "We 
have  begged  for  even  partial  orders  to 
keep  things  going,  but  we  simply  could 

not  get  business,"  they  declare.  The  re- 
tainer on  the  other  hand  can  hardly  be 

blamed  for  wishing  to  unload  his  over- 
stocks. He  may  have  had  two  or  three 

or  even  four  times  as  much  stuff  dumped 
into  his  stock  rooms  as  he  required  or 
anticipated  (due  to  the  wartime  practice 
of  placing  several  orders  in  the  hope  of 
getting  part  deliveries),  and  it  may  have 
been    absolutely   unnecessary   for   him   to 

Of  White  Flannel 
While  Lucile  revels  in  the  most  exquisite 

pastel  effects  in  silks  and  satins  for  even- 
ing wear,  she  is  not  prejudiced  against  more 

practical  modes.  Her  artistry  is  once  more 
evidenced  in  this  perfect  sports  costume  of 
white  flannel  with  hairline  stripe  of  black. 
Its  very  simplicity  is  remarkable. 

order  further  supplies.  If  this  happened 

to  be  the  situation  generally,  as  it  cer- 
tainly was  in  many  cases  which  have 

come  to  notice,  the  responsibility  can 

hardly  be  placed  at  the  merchant's  door. 
Co  -  operation  between  the  various 
branches  of  the  trade  will  undoubtedly 
be  encouraged  as  time  goes  on,  so  that 
when  conditions  such  as  these  have  to 
be  met  a  more  satisfactory  adjustment 
will  be  possible. 

In  the  meantime,  in  the  interest  of  all 
concerned,  it  would  seem  advisable  to 
place  orders  wherever  possible.  In  this 
way  the  mills  will  be  set  going  again, 

men  and  girls  'sadly  in  need  of  work  will 
not  have  to  seek  public  charity  and  the 
merchant  will  be  more  likely  to  receive 
good  value  and  satisfactory  deliveries. 



KNITTED    GOODS Advertising  Section 

Have  you  seen 

the 

•'Ingersoll-Knit' 

)■»  "■■  i  : 

L, -*  —  *"• 

WASH 

CLOTHS? 

MADE    IN CANADA 

:cx   C 

"INGERSOLL-KNIT" 
WASH  CLOTHS  BIBS  TOWELS 

7"ht?y  se//  on  r h«?i'r  good  looks  — 
They  near  through  their  sturdy  quality  -- 
They  satisfy  from  every  angle. 

The  IN'CERSOLL  KNIT  range  commends  itself  to  your  good  buying  judgment  on numerous  features  of  merit. 
First  of  all  they  attract  the  eye  for  the  richness  of  finish,  the  colors  employed  in  the 
different  finishes  are  in  good  taste  and  distinctively  attractive.  Then  with  use  the 
quality  begins  to  show  its  real  worth  in  resistance  to  wear  and  frequent  laundering — 
and  those  colors  valiantly  retain  their  freshness. 

r  constant  use  the  softness  and  pliability  of  the  IXGERSOLL  KNIT  texture  have 
won  such  favor  that  the  user  insists  on  it  the  next  time. 
Give  the  IXGERSOLL  KNIT  range  a  chance  to  show  its  merits! 

See  the  new  Spring  numbers'. 

IXGERSOLL  KNITTING  COMPANY 
In^ersoll,  Ontario 

:  j<  — <-t  c 
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Buster  Brown  Stockings  Pay  a  Double  Profit 

gUSTER  BROWN  Stock- 
ings have  given  the  utmost 

satisfaction  wherever  sold. 
Their  reputation  for  durability 
and  comfort  makes  mothers  of 
growing  boys  steady  customers. 
And  in  addition,  each  pair  sold 

helps  to  build  up  the  reputation 
of  your  store  for  real  values. 

Display  Buster  Brown  Stock- 
ings in  your  windows  and  on 

your  counter — you  will  be  sur- 
prised at  the  rapid  turnover  of 

this  line. 

Buster  Brown's  Sister's  Stockings 
are  equally  suitable  for  girls.  They 
are  knitted  from  a  fine  two-thread 
English  mercerized  lisle,  in  Black, 
Leather-shade  Tan,  Pink,  Blue  and 
White.  Moderate  in  price.  Order 
Buster  Brown  Stockings  and  Buster 

Brown's  Sister's  Stockings  from  your wholesaler. 

REGI>STfcRkDv     ^        V 

The  Chipman-Holton  Knitting  Company,  Limited,  Hamilton,  Ontario 
Mills  at  Hamilton  and  Welland,  Ont. 
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CLIFT  &  GOODRICH,  Inc. 
328-330  BROADWAY 
NEW    YORK    CITY 

Hosiery 

Bathing  Suits 
Knit  Underwear 
Nainsook  Underwear 

Men's  Cotton  Sweaters 

Commission 

Merchants 
to  the 

Jobbing  Trade 
Exclusively 

ail 
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Whats  New 

this  Season? 

Hawthorn 

Jersey  Cloth 

is  always  new — 
because  it  never 

goes  out  of  style  ! 

It  has  passed  from  the  realm  of 

Novelties  to  that  of  Staples.  Jersey 
Cloth  is  here  to  stay.  It  gives  more 

wear  and  satisfaction ;  it  drapes 

smartly  and  stays  stylish ;  its  un- 
crushable,  durable  qualities  have 
made  it  a  favorite  for  all  time  to 
come. 

Vv  hat  s  your  guide  ? 

A  good  price  doesn't  always  mean  good  quality. 
Our  label  does — in  Hawthorn  Jersey  Cloth  you 
get  what  you  pay  for. 

In  buying  Ready-to-wear  garments — ■ 

SPECIFY  HAWTHORN  JERSEY  CLOTH 

In  buying  staples  from  your  wholesaler — 

SPECIFY  HAWTHORN  JERSEY  CLOTH 

Wide  range  of  colors  and  effects. 

HAWTHORN  MILLS  LIMITED 
WOOLLEN  MANUFACTURERS 

CARLETON  PLACE,  ONTARIO 
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VISIBLE  VALUE 
Brings  Big  Business 

VALUES  rise  and  fall;  prices  advance  and 
recede,  but  through  the  uncertainty  of  the 
vears  stands  with  rock-like  stability — 
QUALITY. 

Quality  has  no  substitute,  and  never  before 
has  the  demand  for  quality  been  so  insistent. 

We  are  producing  the  finest  JERSEYS  that 
human  ingenuity  and  skill  can  create.  They 
are  ever  built  up  to  a  standard — never  down 
to  a  price. 

JERSEY'S  LIMITED 455  King  St.  W.         -         Toronto 

All  Wool 
JERSEYS 
FOR  MEN V-Neck  and 

Pullover 

FOR  BOYS 
Shoulder  Fastening 

or  Pullover 

CHILDREN'S KNITTED 
SUITS 

BATHING 

SUITS 
For  Men  and  Women 

■nrr? 

Leadership   Goes  to  "
Moyer-Maid" 

The  constantly  increasin
g  demand  for 

MOYER-MAID 

SWISS  RIBBED  VEST
S 

For  Women,  Misses  and  C
hildren 

bility  and  value  are  the  ru
le. Canadian  Sates  Office:  T-,T^T7T^ 

HAROLD  F.WATSON,  F
OSTER  LIMITED .  ™f  ™ur™nvFR  208  Coristine  Building  v^  f WALTER  W.  MOYEK  MONTREAL 

EPHRATA,  PA. 

'/,  V 
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Harvey  "Undies 
are   different   ana    better 

^ 

Style   No.   12— Vest. 
Style    No.    25 — Drawer. 

Above  is  shown  an  Opera  Vast 
with  tubular  finish,  silk  ribbon 
trim,  and  silk  shoulder  straps, 
close  fitting  under  arm,  dainty 
and    perfect    fitting:. 

The  drawer  has  a  loose  lace- 
trimmed  knee,  and  an  elastic 
waist  band. 

Made  from  Egyptian  cotton 
lisle  or  mercerized  lisle.  Pink 
or  white  in  color.  Perfect  for 
summer   wear. 

There  is  a  HARVEY  undergarment  for 
every  season  and  every  taste. 

The  materials  used  are  the  best  that  money 
and  skilful  buying  can  procure. 

Absolute  comfort  and  a  perfect  fit  are  the 
product  of  painstaking  care  in  designing 
and  finishing. 

No  detail  is  too  small  to  demand  an  abso- 
lutely perfect  finish.  Only  PERFECTION 

passes  inspection  in  the  Harvey  factory. 

BE  SURE  TO  SEE  THE  HARVEY 
LINE  ! 

You  can  buy  ordinary 

knitted  Underwear,  or 

you  can  buy  the  HAR- 
VEY "Undies"  tailored 

to  fit  the  form,  but  there 

is  no  room  for  choice 

once  you  have  seen  the 
HARVEY  line. 

HARVEY 
"UNDIES" 
THE  PERFECT 
UNDERWEAK 
FOR  WOMEN 
&■     CHILDREN 

HOROEyt; 

Harvey  Knitting  Company 
Limited 

Woodstock      -      Ontario 

I 

-g   a- 
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Do  yow  know 
this 

Oxford  line? 

  , — 

Oxford 

Athletic 
Underwear 

0:rforcL 
yfTHLET/C 

■.■I. 

— — — 

The  one-piece  garment  that  has  won 
such  universal  favor  among  women 
who  appreciate  a  strictly  tailored 

garment. 

There  are  many  points  in  favor  of  the 
Athletic  garment,  as  shown  by  the 
great  popularity  it  enjoys.  Oxford 
Athletic  garments  show  smart  tail- 

ored lines,  cut  to  give  the  maximum 
of  comfort,  and  finished  in  a  faultless 
way. 

Now  is  the  time  to  give  these  gar- 
ments your  attention.  Big  selling 

will  be  yours  this  Summer  if  you 
show  OXFORD  Athletic  Undergar- 

ments. Never  before  has  there  been 
such  a  demand! 

The  range  of  materials  is  varied.  See 
samples  in  hands  of  our  Travellers  or 
write  us  direct. 

Other 
Oxford  Lines 

Fancy  Evening  Vests 

"Interchangeable" 

"Kosy  Kut" 
and   many  other  popular  styles   in 

dainty  numbers. 

Bloomers 

White,   Sky,   Pink,   etc. 

Oxford  Bloomers  are  very  different 
from  the  ordinary. 

Children's  Combinations Jerseys 

Bathing  Suits 

An  Oxford  garment  is 
a  dependable  garment 

THE  OXFORD  KNITTING  COMPANY 
LIMITED 

Woodstock  -  Ontario 

T.  H.  WARDELL, 
24  Aikins  Block,  Winnipeg 

Representatives: 
H.  R.  BLADE, 

Carleton  Chambers,  Ottawa 
F.  W.  McLEAN, 

5  Paddock  St.,  St.  Jofcn,  N.B. 
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utter fty  uilk  jlosiery 
Your  customer  first  sees  the  handsome  box 

and  packing  of  Butterfly  Silk  Hosiery  that 
creates  an  excellent  impression. 

The  lustrous  beauty  of  the  sheer  fabric,  and 
the  wonderful  shades  —  fifteen  of  the  most 

popular  colors — confirm  the  impression! 
The  moderate  cost  closes  the  sale! 

Long  wear  and  continued  satisfaction  bring 
repeat  demand! 

Now  made  in  Canada  by 

We  BUTTERFLY  HOSIERY  CO.  LIMITED 

DRUMMONDVILLE 

QUE. 
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Hosiery  That  Really  FITS  ! 

BUTTERFLY 
SILK  HOSIERY 

1  REG  D  TRADE-MARK1" 

HE  better  the  fit,  the  longer  the  hosiery 
will  last.  It  looks  neater;  it  feels  more 
comfortable,  and  consequently,  it  sells 
better ! 

Now  take  an  ordinary  silk  stocking  and 
lay  over  it  a  Butterfly  stocking  of  the 

same  "si^e."  You  will  notice  three  things 
—the  toe  is  more  pointed  than  round; 
the  instep  is  straighter;  the  ankle  is 
narrowest  above  the  joint. 

Which  means : 

Butterfly  Silk  Hosiery  fits  closer  above 
and  below  the  toes,  instead  of  bunching; 

Butterfly  Silk  Hosiery  does  not  wrinkle 
over  the  instep  when  low  shoesare  worn; 

Butterfly  Silk  Hosiery  sits  snug  around 
the  ankle  without  a  strenuous  pull  from 
the  top. 

There  is  nothing  a  woman  will  appreci' 
ate  more  than  the  fad;  that  Butterfly  Silk 
Hosiery  is  Knit  to  Fit ! 

YOUR     JOBBER     CAN     SUPPLY     YOU 

Made  in  Canada  by 

THE  BUTTERFLY  HOSIERY  CO.  LIMITED 

DRUMMONDVILLE,  QUEBEC 

fl 

m 

Sole   Selling  Agents  :     E .   H.    Walsh   6s?  Company  Limited 
TORONTO  MONTREAL  WINNIPEG  VANCOUVER 
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STOCK  REAL  PRISCILLA  QUALITY 
Mothers  are  hard  to  please.  They  examine  closely  into  quality  of  materials 
and  workmanship  when  they  are  buying 

Children's  Woollies 
You  will  never  miss  a  sale  if  you  stock  Priscilla  Quality  goods.  Improved 
factory  facilities  and  access  to  better  raw  materials  have  enabled  us  to  put 
even  better  value  into  these  woollen  garments  than  before.  See  the  line  you 
stock  comes  from  our  factory. 

HENRY  DAVIS  &  CO.,  LIMITED 259  Spadina  Ave.,  Toronto 

Remember — there  is  no  low  grade 

cheap  "CEETEE"— only  the 
very  highest  grade  and  best  quali- 

ty underclothing  bears  the  famous 
"CEETEE  SHEEP"  trademark. 
If    you    are    catering    to    the    best 

trade     in  your  district  you  must  sell  "CEETEE" — 
i^or  ordinary  underwear  you  will  find  TURNBULL'S  brand  at  least  the 
equal  of  any  made  in  Canada. 

CEETEE 
THE  PURE  WOOL 

UNDERCLOTHING 
THAT  WILL  NOT  SHRINK 

MADE    BY 
THE  C.  TURNBULL  CO.  OF  GALT,  ONTARIO 

Also  manufacturers  of  TURNBULL'S  Ribbed  Underwear     or  ladies  and  children,  and  TURNBULL'S  "M"  Bands  for  infanst 

H3HE; 
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MONARCH   -   K  N  I 

SORT  UP  YOUR  SPRING  STOCK 
with  Some  of  the  Nifty  New  Styles  in 

MONARCH-KNIT 
SWEATER  COATS 

EVERY  style  is  up-to- minute  in  design,  and 
is  made  with  that  careful 
attention  to  detail  which 
results  in  the  tine  finish 

your  particular  customers 
desire. 

For  women  we  are  showing 
some  extra  choice  styles, 
and  our  range  of  worsted 
goods  for  men,  misses, 
youths  and  children  is  the 

most  complete  and  compre- 
hensive on  the  market.  Let 

us  fill  your  sorting  require- 
ments also  for 

Men's  and  Boys' Jerseys 
a  n  d 

Bathing   Suits 
for 

Men,  Women  and 
Children 

The  Monarch  Knitting  Company,  Limited 
Head  Office:   Dunnville,  Ont. 

Factories:  Dunnville,  St.  Catharines  and  St.  Thomas,  Ont., 
ancFBuffalo,  N.Y. 
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MONARCH-   KNIT 

Place  Your  Order  Now  for 

"ART  IN  KNITTING 
MONARCH  YARNS"  No.  6 

7>h 

TIMS  big,  beautiful  book,  containing nearly   60   different  styles  of   hand- 
knitted  garments  and   novelties,   re- 
tails for  only  25c. 

Each  style  is  illustrated  from  photographs, 
and  many  of  the  illustrations  are  printed 
in   lour  colors. 

Complete,  easy-to-understand  instructions 
are  given  for  the  knitting  of  each  article, 
so  that  even  a  beginner  with  the  knitting 
needles  can  make  it. 

This  Book  Does  Sell 
More  Yarns 

All  former  editions  of  "Art  in  Knitting 
Monarch  Yarns"  have  been  completely 
successful,  because  they  ̂ vere  just  what  the 
women  warded. 

The  hooks  are  taken  home  by  your  cus- 
tomers, and  the  models  to  be  knitted  are 

selecte'd  and  discussed  at  leisure  in  the 
family  circle.  Thus  the  interest  in  hand- 
knitting  is  extended  and  maintained— 
with  gratifying  results  at  the  yarn  counter 
of  every  dealer  who  sells  Monarch  Yarns. 

Boost  This  Book  and  the  Book  Will  Boost 
Your  Yarn  Sales 

There's  a  liberal  profit  for  you  on  each  copy  you  sell,  but,  more  important,  there's  the 
certainty  that  every  copy  you  sell  means  business  for  your  yarn  counters.  Make  sure 
of  a  supply — fill  in  and  mail  us  the  coupon  to  send  your  order  as  soon  as  Book  6  is  off 
the  press. 

THE   MONARCH   KNITTING   CO.,  LTD. 
Dept.   D.G.,   Dunnville,  Ont. 

Please  enter  our  order  for   copies  ci 
Book   No.   6   at  17c  per  copy. 

Name       

Address       
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Prized  By  Dealer 
And  Customer  Alike 

T  JNDERWEAR— to  fulfil  its  mission 
^  and  bring  satisfaction  to  both 
dealer  and  consumer — should  be  of  last- 

ing satisfaction  to  the  first,  and  pro- 
ductive of  ample  profits  for  the  second. 

Dealers  everywhere  are  learning  that 
Atlantic  Underwear  admirably  fills 
both  these  requirements. 

Sold  in  five  different  weights  and 
qualities.  Each  line  is  guaranteed 
to  be  the  best  value  of  its  class. 

UNSHRINKABLE 

The  Underwear 
ihat  Overyears 

ATLANTIC    UNDERWEAR,    Limited 
MONCTON         -         -         N.B. 

OV.  BRAND 
OTTAWA    VALLEY  '"""^JS™"" 

Puce UIoq£ Ikulecwecu; 

"VELVOKNIT" 
Pure  Wool   Underwear 

Takes  the  Guesswork 
Out  of  Underwear  Buying 

Superfine  Quality  at  a  Moderate  Price  is  the 
selling  combination  offered  vou  in  VELVO- 

KNIT UNDERWEAR. 

VELVOKNIT  superiority  has  built  up  a  solid 
following  among  men  who  are  not  content  with 
haphazard  methods  of  underwear  buying.  That 
is  why  progressive  dealers  everywhere  are 
finding  VELVOKNIT  the  surest  means  of  se- 

curing the  very  best  underwear  trade  of  their community. 

VELVOKNIT  is  made  in  all  sizes  of  Combina- 
tion and  Two-Piece  Suits — every  garment  guar- anteed. 

Your  Wholesaler  Can   Supply  You. 

"T&K&Xhiti'   is  the  superfine 
grade  of  O.V.  Brand  Underwear 

Manufactured  by 

BATES  &  INNES,  LIMITED 
E.S.BATES  &Ca 

3SSt.Nicholas  St. 
MONTRCAL,Qu(. b-lOWelim,Hn  Si  E. 

TORONTO, Ont. 

Carleton  Place,  Oni. 
Distributed  Through 

The  fVho/esa/e  Trade  On/y 

C.E. WINKS 44Aikin  Block 
WINNIPEG MAN. 

WOOLLENS 
5  3  years  in 
service  is  your 

guarantee  of 
sa  t  i  s  fac  t  ion 

°Xf°Rd 

Oxford,  N.S. 

again  lead  in  quality  and  origin- 
ality of  designs  and  handsome  col- 

orings. Ask  our  Representative  to 
show  you  our  wide  ranges  in  33 
oz.  HALF  BLOOD  OVERCOAT- 

INGS, highly  napped  and  in  Eng- 
lish Effect— also  our  Spring,  1921, 

SUITINGS  for  both  Men's  and  Wo- 
men's Wear — smart  and  distinc- tive. 

Manufacturing  Co., 

Ltd. 

Comfort  and  Economy  in 
Working  Gloves 

The  working  man  looks  for  these  two  points 
first  in  choosing  gloves.  The  answer  is 

TAPATCO  Working  Gloves 
Always  the  best  oalue 

in  the  long  run ! 

The  American  Pad  and  Textile  Co. 
Chatham,  Ontario 
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This  Early  Spring 

Sweaters 
For 

Ladies 
Misses 

Children 

—Sweaters  will  be  worn 
more  than  ever.  They  will 

be  indispensable  to  Mi- 
lady. We  have  a  number 

of  exceptionally  attractive 
novelties  you  should  have 
in  your  displays.  Tell  us 
your  requirements  and  we 

will  look  after  you  imme- diately. 

ACME  GLOVE  WORKS 
LIMITED 

MONTREAL 

J 
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Make  your  veiling  counter  an  irresistible 
lure  of  beauty. 

Van  Raalte  Veilings  have  everything 
that  women  seek  in  style,  loveliness,  and 
quality. 

They  flatter  the  features,  they  complete 
the  costume,  they  add  that  touch  of 
glamor  and  mystery  which  all  women 
seek. 

And  back  of  their  appeal  to  the  eye  is 
the  force  of  national  advertising  that 
urges  women  to  know  and  ask  for  Van 
Raalte  Veilings  by  name. 

Not  a  fad  or  fashion  in  veilings  that 

Van  Raalte  doesn't  anticipate  or  create. 
Your  demand  may  be  for  veilings  by  the 
piece  or  the  yard,  for  hat  veils,  face  veils, 

square  or  round  veils 

— it  doesn't  matter,  Van  Raalte  supplies 
the  exact  thing  in  veilings  that  satisfies 

your  particular  trade. 

VAN  RAALTE  COMPANY 
16th  St.  at  Fifth  Ave.,  New  York  City 

1 2  West  St.,  Boston      105  S.  Dearborn  St.,  Chicago 

Makers  of  VAN  RAALTE  Silk  Gloves, 
Silk  Underwear,  Silk  Hosiery 

and  Nets 
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VEILS  FOR  SPRING? 
HERE  THEY  ARE! NEW  VEILS  WITH  GLASS 

No.  17457 

A  straight  veil  with  diamond  pattern 
in  dots  for  the  border,  a  winner 

for  $9.00  doz. 
Colors:  Black,  Brown,  Navy,  Taupe. 

Black  with  Cherry  dots 
Black  with  Henna  dots 
Black  with  Copen  dots 
Navy  with  Grey  dots 
Brown  with  Sand  dots 

"MONA  LISA"  VEILS 

No.  17448 

A  classy  square  Veil,  heavy  braided 
patterns  on  edges,  $36.00  doz. 

Colors:   Black,    Brown,   Navy,   Taupe,  Grey. 

Black  with  Copen  border 
Black  with  Henna  border 

Navy  with  Grey  border 
Brown  with  Sand  border 

No.  17452  at  $24.00  doz. 
Same  patterns,  same  colors, 

not  quite  as  heavy 

VEILINGS 

"Peeress"  "Vodene" 
EXTRA  QUALITY  REAL  HUMAN  HAIR  NETS 

The  price  would  surprise  you. 
RADIUM  LACE 

Black,  Brown,  Navy.     For  Dresses  and  Millinery. 

DYNAMO   MALINE 
All  Shades. 

METALLINE  CLOTH 

Colors:  Folly,  Pheasant,  Algonquin,  Wedgewood,  Jade,  Peacock,  Dk.  Copper,  Orchid, 
Regatta,  Tangerine,  Gold,  Silver,  Steel,  Antique. 

FANCY  VOILES  and  ORGANDIES 

It  will  pay  you  to  see  these  goods  or  get  samples. 

CANADA   VEILING   CO.,   LIMITED 
84-86  Wellington  Street   West,  Toronto 

ii.iiii.iiui  nun  inn  in  n   in  in  in  1 1  mii   nil   tin  nil  inn  n  in. 
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The  Swagger  Bag  Arrives  For  Spring 
Takes  Its  Place  With  Strongest  Sellers — Single  and  Double  Strap  Effects  Shown  in  Two-toned 

Leather  Combinations— Greens,  Blues,  and  Greys  Featured — Embossed  Designs 
Unusually  Smart  in  Small  Numbers. 

THK  newest  arrival  in  leath
er  bags, 

and  already  the  strongest  seller 

of  all.  is  the  "Swagger"  bag!     As 
its  name  implies,  it  has  a  swagger  ap- 

pearance all  its  own.  finding  expression 
in  many  adaptations  of  handsome  leath- 

ers and  distinctive  lines. 

Two    Distinct    Styles 
There  are  two  distinct  styles  of  Swag- 

ger bags.  One  style  has  a  sturdy,  single 
strap  handle  swung  from  the  ends  of 
the  steel  frame,  and  a  leather  flap  over 

top  serves  to  hold  the  sides  of  this  bag- 
securely  together.  The  accompanying- 
illustration  shows  one  in  this  style. 

The  other  style  has  double  handles  at- 
tached to  the  outside  of  the  bag  on  either- 

side,  this  arrangement  holding  all  com- 
partments together  when  carried,  with- 

out the  necessity  of  the  over  flap  in  the 
other  style  mentioned  above. 

Three  Compartments 

The  Swagger  bag  is  a  three-compart- 
ment bag  in  practically  every  case. 

Some  have  an  outside  pocket  right  in 

the  cover.  Some  have  a  neat  "safety" 
pocket  for  bills  inside  the  purse  frame, 
made  of  the  lining,  and  finished  with 
flap  and  strong  dome  fastener. 

There  is  no  specific  size  for  the  Swag- 
ger bag,  all  sizes  and  shapes  being  of- 

fered. Some  numbers  are  slight  en- 
largements of  the  top-handle  purse,  in 

size,  others  resemble  the  Lucille  or  Ko- 
dak bag  in  line,  while  quite  a  few  of 

the  large  designs  boast  lines  that  are  in 
no  way  related  to  either  of  these.  New 
curves  and  new  corner  effects  are  notice- 

able, in  fact  wherever  possible  to  add 
unique  touches,  inside  or  out,  this  has 
been  done.  So  far  no  attempt  has  been 
made  to  extend  the  larger  numbers  to 
the  huge  sizes  of  the  bags  of  a  few  years 
back.  While  not  as  large  the  present- 
flay  bags  are  so  compact  that  it  is  really 
surprising  how  much  can  be  stored  away 
within  their  efficient  compartments.  In 
the  olden  days  the  bag  was  more  useful 

than  ornamental,  but  to-day  the  smart 
bag  is  an  exponent  of  both  to  the  nth 
degree,  and  is  the  product  of  careful 
study  and  skilful  designing  in  anticipa- 

tion of  .Milady's  every  need,  in  such 
a   bag. 

Leathers 

Two-tone  leathers  are  prominent  in 
the  array  of  Swagger  bags,  in  such  de- 

lightful combinations  as  Harding  blue 
and  battleship  gray,  Royal  blue  and 
navy,  wood  green  and  a  softer  tone  of 
green.  Embossed  leathers  are  used  only 
in  the  smaller  numbers,  as  the  elabo- 

rateness of  their  finish  prohibits  an 
lo-i"  as  would  be  the  case  in  a 

large  bag   made  of  this   leather. 
fr,    the    larger    numbers    brown    glazed 

An  Easter  Innovation 
The  smart  new  Swagger  bag  which  has 

just  "arrived."  Described  in  the  accom- 
panying article  and  shown  through  the 

courtesy  of  Canadian  Leather  Products, 
Limited. 

crocodile  leather  is  used  in  the  very  new- 
est designs,  just  fresh  from  the  design- 
ers' hands,  as  also  reed  grained  leathers 

in  brown  and  gray.  In  blacks,  grained 
patent  leather,  seal,  morocco,  crepe  and 

fine  linen  gains  are  all  having  a  strong- 
run.  It  is  expected  that  towards  Sum- 

mer a  marked  increase  in  demand  will 
arise  for  the  patent  numbers.  During 
the  cold  months  there  is  a  certain  risk 

of  cracking,  and  with  this  objection 
eliminated,  patent  will  again  hold  its 
own. 

Unique  fasteners  add  distinctive 
touches  to  these  bags.  One  fastener 
noticed  took  the  form  of  a  Chinese 
Buddha    figure    in    old   ivory,    another   a 

lady's  head  in  cameo  style,  while  the 
usual,  oval,  round  or  square  fasteners 
come  in  many  good-looking  effects  that 
are  just  a  little  different. 

Other    Lines   Strong 
As  stated  last  month,  the  general  run 

of  leather  purses  and  bags  are  all  enjoy- 
ing strong  popularity  in  all  centres.  New 

designs  are  forthcoming  in  all  the  lines 
mentioned  at  that  time,  predicting  a  con- 

tinuance of  the  very  strong  vogue  for 
leather  bags.  One  new  adaptation  of  the 
Lucille  or  Kodak  bag,  illustrated,  is  a 
two-story  contraption  with  beauty  box 
paraphernalia  on  the  ground  floor,  so  to 
speak,  and  compartments  for  change 
and  bills  next  floor  up.  A  compartment 

behind,  the  full  depth  of  the  bag,  re- 
minds us  of  an  imaginary  elevator  shaft 

at  the  rear  of  the  "building."  When 
completely  closed  up  the  lower  compart- 

ment is  invisible,  so  that  to  all  appear- 
ances Milady  just  carries  a  purse,  with  no 

hint  or  suggestion  of  accessories  which 
she  deems  necessary  for  her  complexion. 

Silk  Bags 

Silk  bags  are,  of  course,  receiving  their 
attention,  and  the  preference  of  many 
women  for  them  is  plainly  indicated  in 

heavy  sales.  New  designs,  with  striking- 
combinations  of  color  inside  and  outside, 
some  of  which  are  decidedly  French  in 
origin,  are  forthcoming  right  along. 
With  Spring  and  Summer  weather,  when 
afternoon  costumes  are  worn,  no  doubt 
the  silk  bag  will  be  quite  the  thing,  in 
colors  to  match  the  gown.  The  new 
shapes  are  quite  appealing  and  the  color 
range  most  attractive.  Round  metal 
tops  are  selling  well,  to  be  made  into 

the  "Chinese  Lantern"  style  of  bag  de- 
scribed last  month. 

Van  Raalte  Company 
Moves  to  New  Home 

A  New  Feature 
Herewith  is  the  Lucille  bag  with  an 

additional  compartment — a  concealed  beauty 
l>o\  which  should  have  a  wide  appeal. — 
Courtesy  of  Canadian  Leather  Products, 
Limited. 

Manufacturers   of   Well   Known   Lines  of 
Veilings,   Nets   and    Silk   Knitted 

Goods  Move  to  New  Quarters 
The  Van  Raalte  Company,  of  New 

York,  makers  of  Van  Raalte  veilings, 
nettings,  silk  gloves,  silk  hosiery  and  silk 
underwear,  now  located  at  Fifth  Avenue 

and  Sixteenth  Street,  contemplate  mov- 
ing about  May  1  to  their  new  home  in 

the  Textile  Building,  30th  to  31st  on 
Fifth  Ave. 

The  company  will  occupy  a  floor  space 

of  32,000  square  feet — the  entire  first 
floor — at  their  newly  acquired  show 
rooms,  with  a  frontage  on  Fifth  Avenue 
of  200  feet.  The  premises  will  have  up- 
to-date  equipment  and  it  is  expected  that 
the  new  location  will  prove  most  con- 

venient to  visitors. 
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Gilets  and  Bordered  Veils 
Smart  Neckwear  Novelties  Include  Dainty  Tuxedos   and  Vestees  of  Cream   Net,   Colored 

Handkerchief   Linen   and   Checked  Gingham -- Veils  Are  Draped   and  Braided 
Designs  Vie  With  Chenille  Dotted  Meshes. 

ALTHOUGH  there  is  a  very  strong 
tendency  towards  an  exclusive 
vogue  for  all  white  in  the  more 

high-priced  regular  lines  in  neckwear, 
this  does  not  mean  that  the  colored 

novelty  has  lost  any  of  its  appeal.  In 
fact  the  predominance  of  the  gray  vogue 
has  made  the  introduction  of  the  color 
note  in  neckwear  quite  a  necessity.  In 
many  instances  an  otherwise  drab  effect 
would  be  the  result,  were  it  not  for  a 
smart  dash  of  jade,  cyclamen  or  Hard- 

ing blue  injected  by  way  of  the  collar 
and  cuffs  in  crisp  organdie  or  handker- 

chief linen,  Canton   crepe  or  net. 
The  all  gray  costume  or  the  all  navy 

costume  lend  themselves  admirably  to 
the  use  of  colored  neck-fixings.  Cos- 

tumes in  the  brighter  hues  naturally  are 
more  effective  when  toned  down  with 
cream  or  white.  But  the  navy  or  gray 
outfit  in  ninety-nine  cases  out  of  a  hun- 

dred requires  what  is  popularly  known 

as  "relief."  Few  women  can  experiment 
with  an  unadorned  neckline  but  many 
find  that  they  can  render  the  dark  ser- 

viceable shades  of  blue  or  the  lighter 
trying  tones  of  gray  quite  becoming  by 
the  successful  choice  of  a  collar  and 

vestee,  a  pretty  gilet  or  a  sport  ruching. 
The  popular  demand  for  colored  neck- 

wear is  therefore  quite  rational  and  will 
last  until  brighter  tones  are  universally 
adopted  for  Summer.  It  is  reasonable 
to  expect  for  the  next  few  weeks  that 
the  demand  for  these  novelties  in  colors 

will  be  strong — the  Easter  trade  has  al- 
ready given  proof. 

Organdies 

Of  course,  different  fabrics  require 
different  color  ranges  in  order  to  display 
their  full  charm,  such  for  instance  as 
the  new  organdies.  The  Swiss  varieties 
show  richer  colorings  than  usual  this 
season  and  include  various  shades  of 

rose,  maize,  coral,  Harding  blue,  pewter 
gray  and  orchid,  which  are  exquisitely 
made  up  with  fine  plaitings,  frills  or  em- 

broidery in  white  or  contrasting  colors. 
The  whole  category  of  new  colors  rang- 

ing from  soft  gray  down  to  the  most 
daring  of  tangerines  or  tomato  is  being 
readily  accepted,  to  judge  by  the  pur- 

chases made  during  the  past  month. 
Athough  new  collar  ideas  are  plenti- 

ful, more  emphasis  seems  to  be  placed 
upon  the  vestee,  or  gilet.  The  sleeve- 

less guimpe  is  also  noted  as  a  leader, 
and  closely  resembles  the  vestee,  being 
more  elaborate  and  usually  forming  an 
entire  bodice,  gathered  in  on  elastic  at 
the  waist.  Canton  crepe  and  crepe  de 
Chine  in  fashionable  colors  are  much  fea- 

tured in  the  afore-mentioned  lines.     One 

A  Bewitching  Design 
A  charm  is  imparted  by  the  graceful  arrangement  of  the  fancy  veil 

over  the  small  tailored  hat.  This  mesh  is  very  fine  with  delicate  trac- 
eries in   fine  braiding   and  was   worn  at  one  of  the   Spring  openings. 

very  new  idea  is  to  combine  a  wide  soft 
sash  with  the  gilet  front,  which  can  be 
tied  loosely  about  the  waist  line,  though 
attached  to  the  fronts  on  either  side. 

Gingham  and  Linen 

Among  the  guimpe  or  overblouse 
novelties  is  the  slip-over  style,  which  is 
both  practical  and  lovely,  particularly 
when  designed  in  the  youthful  Peter  Pan 
collar  effect,  or  in  the  more  elaborate 
peplum  styles.  Gilets  are  also  developed 
in  duvetyn,  heavy  linen,  gingham,  suede, 
pique  and  cretonne  as  well  as  the  crepe 
weaves.  One  charming  gilet  noted  in  a 
pre-Easter  display  was  of  rose-colored 
linen  with  a  turn-down  collar,  edged  with 
white  organdy  flutings.  A  wide  jabot 
ruffle  of  the  organdy,  edged  with  rose, 
finished  the  side  front,  further  embel- 

lished by  a  row  of  tiny  buttons.  In 
nearly  every  case  this  season,  cuffs  are 
provided  with  all  types  of  neckwear  to 
complete  the  set  effect  so  much  pre- 

ferred by  women  nowadays. 
The  gingham  gilets  are  remarkably 

effective  and  are  especially  designed  to 
liven  the  aspect  of  the  low  waisted,  one- 
piece  chemise  frock  which  can  be  smart- 

ly belted  and  adjusted  with  a  dainty 
gingham  conceit  in  pink  and  white,  blue 
and  white,  orchid  and  white  or  tan  and 
white. 

Of  equal  appeal  are  the  new  tucked 
handkerchief  linen  gilets  in  a  range  of 

vivid  shades  designed  in.  the  special  in- 
terests of  the  smart  little  cloth  street 

costumes  of  the  boxey  jacket  variety. 

These  gilets  have  smart  Peter  Pan  col- 
lars smartly  bowed  with  narrow  black 

ribbons.  Their  chief  point  of  vantage 
over  the  more  fragile  organdy  creations 
from  the  selling  point  of  view  is  the 
fact  that  they  will  stand  more  wear 
without  becoming  crushed  or  losing  their 
freshness.  The  colors  include  Copen, 
delft,  beige,  maize,  coral,  pink,  dove 

gray,  jade  and  orchid. 
This  handkerchief  linen  is  being  ac- 

cepted in  New  York  as  a  leading  fabric 

not  only  for  neckwear  but  for  innumer- 
able lingerie  uses. 

Ecru   Net   Models 

Net  is  another  material  which  is  pro- 
minently featured  for  smart  neckwear 

just  now,  especially  in  ecru  shades  daint- 
ily embroidered  in  colors.  Tuxedo 

shapes  are  provided  in  large  variety 

for  wearing  with  sweaters  and  tailor- 
made  suits,  while  the  round  Buster 
Brown  styles  can  be  worn  either  with 
sweaters  or  suits  and  are  expected  to 
revive  an  interest  in  ties  of  the  Windsor 

variety.  Sweater  neckwear  has  be- 
come quite  an  accepted  vogue  and  de- 

cidedly outsells  the  accessories  for  suits 
only.  As  was  pointed  out  by  one  re- 

tailer, the  average  sweater  of  the  pull- 
Continued  on  page  100 
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Glove  Prices  Ease  Off  for  Easter 
Silk  Models  Selling  25' «  Lower  Than  Last  Fall — Kids  a  Little  More  Plentiful  —  Novelty  in 

Early  Spring  Designs — Tan  Shades,  Grey  and  White  Featured — Popular  Demand 
for  Chamoisette — Long  Gloves  Increasing  in  Favor. 

NEW  gloves  and  Easter  seem  to 
be  synonymous  terms  nowadays, 

particularly  since  prices  have  de- 
clined somewhat.  No  longer  need  the 

smart  woman  yearn  in  vain  for  one  of 

the  dainty  French  gauntlets  to  complete 

her  Spring  costume,  for  the  makers  are 

now  offering  her  unlimited  quantities  of 

novelties  in  a  bewildering  variety  of  col- 
ors and  styles. 

In  discussing  the  situation  with  one 
of  the  leading  Canadian  importers  of 
French  gloves,  Dry  Goods  Review 
learned  that  raw  skins  are  now  much 
more  plentiful  although  the  prices  for 
number  one  quality  are  very  high  still. 
However,  the  makers  feel  that  the  glove 
trade  needs  to  be  stimulated  and  in  view 
of  the  fact  that  prices  of  late  have  been 
higher  than  for  many  years,  they  are 
offering  substantial  reductions  as  a 
means  of  reawakening  interest  in  these 
most  necessary  accessories.  One  well- 
known  brand  of  washable  leather  gaunt- 

lets which  are  in  high  favor  are  now 
quoted  at  $6  as  compared  with  $9  last 
season  and  similar  cuts  are  offered  in 
most  other  lines  in  proportion. 

Stocks  of  gloves  in  the  hands  of  re- 
tailers up  to  the  present  have  been  ex- 

hausted and  from  the  orders  received 
from  all  over  Canada  it  seems  that  re- 

tailers are  ready  to  stock  up  in  all  sizes 
and  styles,  even  to  those  least  called  for. 
They  are  beginning  to  buy  heavily,  ac- 

cording to  the  makers,  and  are  placing 
orders,  not  sorting,  as  has  been  the  case 
so  long.  All  this  is  a  very  healthy 
sign,  and  manufacturers  are  prepared 
to  meet  all  demands  as  far  as  is  pos- 

sible. Very  fine  French  kid  is  rather 
scarce  still  and  so  makers  are  preparing 
to  meet  the  call  for  gauntlet  gloves  in  a 
fine  cape  for  tailored  wear  and  a  soft 
washable  mocha  with  hand  stitching  for 
dressier  wear.  Real  kid,  however,  is 
readily  obtainable  in  a  few  charming  de- 

signs featuring  the  combination  of  col- 
ored skins  which  is  so  well  liked  by 

smart  women.  One  line  shows  a  clever 
modification  of  the  gauntlet  idea  in  a 
dome  fastening,  the  cuff  of  the  glove 
being  faced  on  the  under  side  with  a 
vividly  contrasting  colored  kid,  such  as 
emerald  purple,  rose  or  gray,  upon  white. 
This  facing  is  turned  over  to  the  depth 
of  three  or  four  inches  and  adds  a  clever 
note  of  distinction  to  the  Spring  cos- 

tume. Exquisitely  fine  hand  embroidery 
is  another  important  feature  of  the  new- 

est gloves  and  is  usually  done  in  colors 
which  harmonize  happily  with  the  shade 
of  th<-  glove-  proper. 

The  New   Designs 
The  manufacturers  estimate  that 

about  30  per  cent,  of  the  business  in 
gloves  will  be  done  in  gauntlet  styles, 
the  remainder  being  divided  between  or- 

dinary dome  fastenings  and  long  lengths. 
Among  the  more  extreme  novelties  in 
gauntlets  are  white  gloves  trimmed  with 
wide  flaring  cuffs  of  Scotch  plaids  and 
also  elastic  wrist  styles  with  a  tiny 
pocket  stitched  to  the  back  in  which 

to  carry  one's  handkerchief.  The  effect 
of  a  dainty  rose-colored  kerchief  upon 
a  snowy  white  glove  is  coquettishly 
effective. 

Gloves  with  cuffs  trimmed  with  in- 
serts of  colored  kid  or  of  fabric  are  also 

conspicuous  and  are  much  in  demand  in 
Montreal,  especially  for  Easter  wear. 
Elsewhere  is  shown  an  illustration  of 
some  of  the  newest  trimmings  of  this 
sort. 

Sleeve  Lengths  in  Frocks 

The  fashions  in  ready  to  wear  are  in- 
fluencing gloves  to  a  more  marked  ex- 

tent than  usual  this  season,  especially 
as  regards  length  and  colors.  The  smart 
frock  features  the  three-quarter  or  el- 

bow sleeve  and  consequently  calls  for 
12,  16  and  even  20-button  lengths.  The 
fact  that  dresses  are  still  preferred  to 
suits  by  a  large  number  of  women  will 
have  an  important  bearing  upon  glove 
sales  this  Spring,  because  a  good  per- 

centage of  dresses  will  require  long 
gloves  to  complete  their  appearance. 
Intermediate  lengths  will  have  the 
largest  sales  because  they  can  be  worn 
with  either  the  long  or  the  three-quarter 
sleeve.  The  element  of  service  in  glove 
selling  is  almost  entirely  eclipsed  by  the 
fashion  standpoint  just  now,  and  this, 
of  course,  creates  innumerable  oppor- 

tunities for  expansion  of  glove  selling. 
According  to  the  manufacturers,  women 
are  developing  a  new  fastidiousness 
about  their  handwear  which  will  influ- 

ence them  to  consider  the  price  element 
a  secondary  feature,  thereby  keeping  the 
demand  concentrated  on  quality  glove 
merchandise,  upon  which  the  greater 
margins  of  profit  are  made. 

Montreal  department  store  buyers 
predict  that  60  to  65  per  cent,  of  Spring 
glove  selling  will  be  done  in  long  silk 
gloves  which  are  now  about  25  per  cent, 

lower  than  last  year's  price  and  so  de- 
lightfully cool  and  serviceable,  particu- 

larly in  the  new  brown  shades. 

In  leather  gloves,  they  report  that  the 
greatest  demand  is  felt  for  a  $2.50  kid 
glove  or  at  most  $3,  and  the  bulk  of 
business  in  kid  styles  is  done  around  this 
price.  White  chamoisette  gloves  with 
yellow  linings  with  a  strap  wrist  and 
the  same  in  mastic  shades  are  said  to 
be  the  most  popular  for  early  Spring 
wear,  while  gray  tones  are  preferred  in 
undressed  kids.  All  the  brown  shades 
lead  in  kids,  but  white  is  expected  to 
become  stronger  after  Easter.  Combinr 
tion  colors  such  as  gray  and  beaver  or 
tan  and  brown  are  much  favored  in  heavy 
cape  gauntlets,  the  strap  and  gussets 
being  composed  of  the  darker  contrast. 

The  all  gray  costume  naturally  calls 
for  gloves  to  match  in  all  kinds  and 
types  of  styles.  The  preference  for 
matching  colors  in  gloves  rather  thar 

adopting  a  contrast  appears  to  be  grow- 
ing stronger. 

The  newest  motoring  gauntlets  no 
longer  have  wide  stiffened  cuffs  but  are 
all  in  one  piece,  unstiffened  and  strapped 
across  the  back  for  greater  comfort  and 
safety  in  driving  car  or  horse.  Deep 

gussets  provide  perfect  comfort  and  free- 
dom. Soft  pure  woollen  linings  will  be 

shown  for  cold  weather  later  on. 

Manufacturers  are  advising  early  plac- 
ing of  orders  as  the  unexpectedly  large 

calls  for  goods  this  Spring  are  quickly 
clearing  out  reserves.  Optimism  as  to 

the  Spring  and  Fall  outlook  is  manifest- 
ed by  both  maker  and  retailer  and  if  the 

consumer  demand  continues  on  the  pres- 
ent basis  an  unusually  satisfactory  sea- 

son's selling  should  be  the  result. 

A    BLOUSE  WITH   A   SUIT 

Ottawa,  Ont.— The  Perfect  Fit  Tailors, 
104  Bank  street,  are  opening  their  high- 
class  ready-to-wear  department  Satur- 

day, March  5th,  when  special  prices  will 
be  given  to  mark  the  event.  The  fol- 

lowing Monday  and  Tuesday  will  con- 
tinue the  opening  sale  and  as  an  add«*l 

attraction  a  pretty  blouse  will  be  given 
with  every  suit  sold  and  a  camisole  with 
every  dress  bought.  The  opening  of  the 
ladies'  made-to-order  department  will 
also  take  place  at  the  same  time,  when 
a  blouse  will  be  given  to  each  customer 
for  a  suit.  The  manager,  H.  Lazarus, 
is  well  known  to  Ottawans  and  feels 
sure  of  a  ready  response  to  his  offers 
advertised. 
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If  It's ibbons 
for  Millinery, 
Sashes,  Girdles,  or 
Other  Dress  Accessories 

Better  See 

CARRY'S 

Here   You  Will  Find  the  Newest 
At  the    lime   it  is   Most  Needed 

We  keep  Ribbons  only  and  do  all 
we    can   to    give   real    satisfaction 
to  our  customers. 

Excellent  Values. Best  Prices. 

Walter  H.  Barry  &:  Company 
The  "RIBBON  HOUSE"  of  Canada 

6  St.  Helen  Street       --       MONTREAL,  QUE. 
WINNIPEG  BRANCH:    CANADA  BLDG. 
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Handkerchief  Linen 

Neckwear 
W  ondertul  Colors  W onderiul  Styles 

Aosolutely  new  ! 

Done  in  the  following  colors: 

Orchid 
Maize 
Copen 
Delft Beige 
Grey 

Coral Pink 

Vestees  Particularly  Strong 

Peter  Pan  style 
as  illustrated 
No.  3642 

Phoenix 
Novelry 

Company 

154     Paarl    Street 
TORONTO 

A  GOOD  SELLER! 
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»= 
-rn  — .— »> 

Call  tke  Roll- 
Embroideries 

Flouncings 

Embroided  Swiss 

Neckwear 

Collar  Points 

Middy  Collars 
Laces 

Veils 
Veilings 

Handkerchiefs 

Sort  up  and  see  what  staple 
lines  need  replenishing. 

Then  lay  your  plans  for  a 
brisk  selling  Season.  Be&in 

by  a  request  for  new 

Westlake  samples !  West- 
lake  Service  offers  anendless 

store  of  new  ideas — at  values 
that  ARE  values  ! 

The  newest — the  finest ! 

WESTLAKE  BROTHERS 
LIMITED 

24  Wellington  St.  West  TORONTO 
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Don 't  Delay,  Mr.  Merchant 
Write — or  better  wire — your  order  at  once. 

The  season  is  late — time  is  short — action  is  needed. 

You  can  get  action — stimulate  your  business — by  these  smartest 
of  the  smart  Columbia  garments — 

WAISTS 
SKIRTS 

DRESSES- 
approved  by  an  overwhelming  vote  of  preference  in  our  sales- 

men's calls  on  live  merchants  in  all  sections. 

You  can  order  direct  from  this  advertisement,  secure  in  the  know- 
ledge that  the  Columbia  Reputation,  built  on  Beautiful  Quality, 

Assured  Style  and  Right  Price,  will  move  this  merchandise 
quickly  and  profitably. 

You  will  get  prompt  attention  from 

COLUMBIA  WAIST  &  DRESS  CO. 
50  St.  Lawrence  Blvd. 

MONTREAL 
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OUK  TRAVELLERS 
ARE  SHOWING  A 

GREAT  LINE  O  F 

"J  ULIAX  SALE" 
LEATHER  GOODS. 

CANADIAN 
BEAUTY  BAGS 

OUR  CATALOGUE 

ILLUSTRATES  ALL 

PRINCIPAL  LINES  — 
ORDER  BY  LETTER, 
PHONE  OR  WIRE. 

THIS  WILL  BE  A  POPULAR  NOVELTY 

The  Canadian  Beauty  Bag 

is  an  attractive,  useful  and 

novel  line — made  in  two 

sizes.  Roomy  gusset  pock- 

ets and  large  centre 

space — all  Leather. 

OSTRICH  GRAIN  in  grey, 

brown,  blue,  purple  and 

black.  TAPER  GRAIN  in 

grey,  black  and  brown. 
CALF,  in  brown  and  grey. 

Real  Seal  and  Morocco, 

and  Patent  Leather  in 
black. 

$42  to  $  1 62 
A  DOZEN 

The  Julian  Sale  Leather  Goods  Company,  Limited 
Wholesale  -  Factory  -  Salesrooms  -  Offices:     600  King  Street  W.,  Toronto 

For  the  June  Bride 

Bloomers 
Underskirts 

Night  Gowns 
Silk 

Crepe  de  Chine  and  Mull 

Envelopes 

Corset  Covers 

Pyjamas 

Lady  Josephine  Undergarments,  fashioned  from  finest  silk,  represent 

the  last  word  in  dainty  and  comfortable  underwear.  Their  beautiful 

lustre  and  fine  soft  texture  make  an  irresistible  appeal  to  the  fastidious 

person  who  demands  the  best  in  all  she  buys.  The  June  Bride  will 

find  our  lines  particularly  suitable  to  her  requirements.  Will  you  be 
in  a  position  to  show  her  Lady  Josephine? 

JOSEPH  Q  HA  WA  &  CO. 
367  St.  Catherine  Street  West Montreal 
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More  Corset 
Houses  Invade 

Foreign  Field 
Two  prominent  American  corset  manu- 

facturing: concerns  are  planning  exten- 
sion in  the  European  field,  according  to 

recent  reports  from  New  York. 
In  one  instance,  that  of  Warner  Bros. 

Co..  of  Bridgeport,  the  announcement 
carried  the  information  that  negotiations 
had  been  completed  for  the  manufacture 
of  its  product  in  its  own  factory  in  Bel- 

gium, while  from  Chicago  H.  W.  Gossard 
Co.  announced  the  opening  of  a  selling 
office  in  London. 

In  both  instances  officials  of  the  com- 
pany stated  that  the  present  rate  of  ex- 

change is  such  that  it  is  very  advan- 
tageous for  a  concern  to  manufacture  in 

a  country  where  the  rate  of  exchange  is 
decidedly  unfavorable  to  American  ex- 

ports. In  addition  the  opinion  was  also 
held  that  the  European  markets  were 
ready  for  business. 

Brussels  has  been  selected  for  the  War- 
ner Bros.  Co.  branch  factory  and  Euro- 

pean selling  offices.  There  a  modern 
three-story  building  has  been  purchased, 
and  as  soon  as  arrangements  have  been 
completed  immediate  operations  will  be 
started.  With  the  addition  of  the  new 
foreign  plant  the  company  plans  to  in- 

crease its  total  production  to  720,000  cor- 
sets a  week. 

H.  W.  Gossard  Co.  have  just  opened 
the  British  Gossard  Co.  in  London.  There 
the  company  will  have  selling  offices, 
carrying  a  full  line  of  stock.,  the  latter 
manufactured  in  their  Canadian  plant 
and  shipped  across. 

KMT   GOODS   NOVELTIES 

Continued  from  page  74 

these  models  and  fancy  stitches  are  en- 
couraged. 

Sports  hats  in  straw  or  crepe  in  har- 
monizing color  are  designed  for  wear 

with  the  wraps,  and  the  models  are  worn 
for  the  most  part  over  smart  white  silk 
or  flannel  shirts  cut  on  straight  tailored 
liner,.  Sometimes  an  entire  suit,  such 
as  the  handsome  little  tailleur  illus- 

trated, is  worn,  over  which  is  thrown 
the  knitted  wrap  or  cape. 

The  Wool   Cape 

The  long  wool  cape  is  the  "piece  de 
resistance"  of  these  knitted  lines.  There 
is  something  distinctive  about  a  model 
such  as  the  soft  beige  wrap  illustrated 
that  has  not  been  imparted  in  any  other 
type  of  garment.  Good  taste,  dignity 
and  practicability  are  combined;  while 
the  fact  that  the  wrap  may  be  worn  at 
any  time  of  the  day  makes  it  an  asset 
to  the  more  modest  wardrobe  as  well  as 
an  item  of  interest  to  the  woman  of  ex- 

clusive  taste. 

There  are  tremendous  sales  possibili- 
ties in  these  woollen  and  silk  novelties. 

The  large  departmental  store  as  well 
as  the  specialty  shops  are  finding  them  a 
good  investment.  The  demand  this  year 
will  be  big — with  an  especial  emphasis 
on  the  tuxedo. 

The  merchant  who  wants  to  carry  an 
up-to-date  stock  should  not  overlook  his 
knit   goods  department. 

The  vogtfe  of  the  practical  silk  and 
wool  or  merceiized  swimming  suit  pro- 

vides another  splendid  selling  line  and 
should  be  given  consideration  without 

delay.  The  kindred  lines  such  as  rubber- 
ized novelty  accessories  which  now  form 

part  of  the  fashionable  bathing  kit  will 
also  be  in  demand  in  a  few  short  weeks. 

ranging  from  $4  to  $7.50.  The  more 
elaborate  and  better  made  meshes  range 
as  high  as  $15  and  $20. 

"Boyshform"  Brassieres 
To  Be  Made  in  Canada 

GILETS  AND  BORDERED  VEILS 

Continued  from  page  93 

over  type  is  worn  nowadays  without  a 
blouse  underneath  and  has  frequently 
an  unbecoming  neckline,  necessitating 
the  addition  of  a  contrasting  collar. 

Very  smart  but  less  frequently  seen 
are  the  high  collars  in  net  with  flat, 
tucked  gilets  and  cascades  of  frills. 
These  are  very  fashionable  in  Paris, 
London  and  New  York  at  present  and 
will  undoubtedly  appeal  to  the  exclusive 
trade  in  Canadian  centres,  though  of 
course  the  high  necked  lines  will  in  all 
probability  never  be  generallly  adopted. 
The  advantages  of  comfort  and  becom- 
ingness  have  won  the  low-necked  models 
leading  honors. 
Yardage  goods  in  vestings,  flouncings 

and  lace  bandings  are  reported  to  be 
exceedingly  good  at  present,  and  the 
demand  is  particularly  strong  in  those 
lines  which  can  be  adapted  as  vest, 
tuxedo  collar  and  cuffs  by  nimble  fingers. 
Cream  shades  are  a  trifle  stronger  than 
formerly  and  are  generally  combined 
with  narrow  black  ribbons  when  made 
up. 

Veils 

The  Spring  hat  whether  flower  decked 
or  ribbon  trimmed  in  tailored  fashion 
must  needs  flaunt  a  pretty  veil. 

This  accessory,  which  may  be  at  once 
practical  and  alluring,  has  grown  to 
recognize  its  own  importance,  and  in  the 
knowledge  has  taken  to  itself  additional 
beauty  as  each  season  has  passed  by 
until  it  has  actually  become  a  work  of 
art.  Veils  are  selling  in  the  metropol- 

itan centres  for  as  high  as  $35.  Little 
wonder,  when  their  workmanship  is 
studied  in  detail.  Insets  and  borders  of 
real  lace  are  frequently  introduced  and 
the  elaborateness  of  design  is  amazing. 
Metal  threads  and  intricate  braided  de- 

signs, cut  feather  borders  and  rich 
chenille  applications,  cut  out  leather 
edges  and  combined  meshes  of  intricate 
design  are  features  of  the  new  veils 
which  may  be  draped  and  adjusted  in  a 
score  of  bewitching  fashions.  There  are, 
of  course,  many  smart  veils  moderately 

priced  complying  with  fashion's  dictates 
and  very  pretty  meshes  with  contrasting 
braided  designs  or  colored  chenille  bor- 

ders   are    made    up    to    retail    at    prices 

B.    Smith    and    Company    Granted    Sole 
Canadian   Rights   to   Manufacture 

Famous!  Line 

Another  well-known  American  line  of 
brassieres  is  to  be  manufactured  in  the 
Dominion  owing  to  the  tremendous 
popularity  of  the  make  with  Canadian 
consumers. 
With  the  recent  announcement  that 

B.  Smith  and  Company,  formerly  Smith 
and  Safier,  have  been  granted  the  sole 

Canadian  rights  to  manufacture  the  fam- 
ous Boyshform  brassieres,  Canadian  wo- 
men who  have  adopted  this  line  will  be 

assured  of  their  requirements,  and  re- 
tailers will  be  greatly  convenienced  by 

the  opening  of  a  Canadian  plant,  where 
the  lines  will  be  absolutely  duplicated 
in  every  detail.  These  brassieres  are 
distinctive  in  that  they  are  made  en- 

tirely of  heavy  satin  in  such  a  way  as  to 
imoart  the  slim,  straight  silhouette 
which  has  been  in  vogue  since  Paris  first 

introduced  the  "uncorseted"  figure. 
The  same  brand  of  guaranteed  satin 

which  is  employed  in  the  American  pro- 
duct will  be  used. 

ON  MIAMI'S  SHORES 

Miami,  Fla. — The  fashionably 
garbed  here  favor  millinery  to 
match  the  costume  in  tint,  rather 
than  a  contrasting  color.  For  in- 

stance, one  hat  worn  with  a  pink 
costume,  is  of  fine  pink  straw 
trimmed  with  pink  sweet  peas. 
Another  mauve  straw  hat,  worn 
with  a  mauve  costume,  is  trim- 

med with  lilacs.  A  blue  and  white 
check  taffeta  costume,  with  plain 
blue  taffeta  side  panels,  boasts  as 
its  companion  a  large  blue  straw 
hat  trimmed  with  white  lily-of-the- 
valley.  A  light  grey  costume, 
trimmed  with  jade  green,  is  worn 
with  hat  in  the  same  two  colors. 
The  popular  colors  are  the  bright- 

est hues  imaginable,  but  never 
seem  out  of  place  among  the  palms, 
multi-colored  flowers  and  foliage 
that  make  up  the  beauties  of  the 
scenery  here.  Very  few  Leghorn 
hats  are  in  evidence  here  this  sea- son. 

Skirts  are  "noticeably"  very  short, 
for  young  and  old.  As  one  young 
person  was  overheard  to  remark, 

they  are  "terribly"  short. 
Black-and-white  oxfords  seem  to 

be  the  most  popular  style  of  foot- 
wear in  evidence. 

The  woollen  cloak,  sometimes  all 
white  and  again  black-and-white, 
is  worn  a  great  deal  in  the  even- 

ings, over  the  light  dresses  which 
even  the  cool  evenings  allow  in 
this  climate. 
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Paris  Again  Votes  For  the  Corset 
French  Designers  Declare  That  Even  the  Straight  Silhouette  is  Improved  With  Slight  Figure 

Support — New  Interest  Manifested  by  Retail  Buyers — Noticeable  Improvement  in 
Sales  and  Lines  Now  on  the  Market — Girdles  Greatly  in  Demand. 

THE  annual  question  of
  the  corset 

has  come  up  again  with  the  Spring 

openings!  Paris  declared  that  the 

chemise  frock  was  a  necessary  war- 

time adoption  owing  to  the  strenuous 

activities  in  which  the  French  woman 

was  engaged.  The  denned  waist  line 

and  fitted  modes  for  very  practical  rea- 
sons had  to  temporarily,  disappear,  and 

with  it  the  necessity  of  a  figure  mould- 
ing support.  The  chemise  frock  is  by 

no  means  ready  to  take  its  leave,  even 
after  its  practical  and  original  use  is 

gone,  but  those  responsible  for  its  crea- 
tion have  another  very  logical  theory 

which  they  are  advancing.  It  is  this: 
That  the  straight  silhouette  owes  much 
of  its  grace  to  artistic  corseting.  The 
corsetiers  themselves  are  very  active 
and  are  explaining  that  while 
the  corsetless  figure  was  quite  the 
rage  during  the  past  few  years,  this 
was  a  matter  of  necessity — with  the 
Parisienne  at  least — for  the  fact  of  the 
matter  was,  materials  required  for  the 
manufacture  of  good  corsets  were  not 
obtainable  in  France,  and  the  vogue  was 

therefore  self-imposed  through  neces- 
sity. Now,  however,  there  is  a  decided 

tendency  to  re-establish  the  corset,  and 
models  of  new  and  interesting  designs 

are  occupying  the  attention  of  French 

couturiers,  who  declare  that  their  crea- 
tions are  infinitely  enhanced  by  a  pro- 
perly fitting  corset,  no  matter  how 

lightly  it  may  be  constructed,  and  in 
spite  of  the  fact  that  boning  is  conspicu- 

ous by  its  absence. 
Naturally,  this  new  interest  on  the 

part  of  the  authorities  of  fashion  at  the 
very  centre  of  the  fashion  world  has 

had  a  most  inspiring  effect  on  the  Cana- 
dian and  American  corset  trade.  The 

revival  abroad  has  encouraged  business 
on  this  side  in  a  field  that  has  been  re- 

markably quiet. 
The  corsetless  vogue  was  pretty  gen- 

erally adopted  among  the  younger  gen- 
ei-ation,  who  rather  scorned  the  idea  of 
submitting  to  any  modes  of  dress  that 
would  restrict  athletic  pursuits.  There- 

fore the  heavily  boned  corset  can  safely 
be  numbered  among  the  old-fashioned 
styles  that  will  not  return;  and,  in  its 
place  new  and  attractive  designs  which 
will  lend  support,  but  not  restrict  free- 

dom of  movement,  will  claim  favor. 

Better   Value 

There  has  been  a  remarkable  im- 
provement in  the  corset  market  during 

the  past  few  weeks.  Delightful  little 
girdles  and  very  slenderly  boned  models 
fashioned  of  first-class  light-weight 
fabrics    are    being    featured    among    the 

NEW  GARMENT 
COMBINE  CORSET 
AND  BRASSIERE 

Sans  corsets,  sans  brassieres, 
there  have  come  new  hybrid  gar- 

ments designed  to  take  the  place  of 
both.  There  are  some  half-dozen 
numbers  made  of  treco,  coutil,  ba- 

tiste and  combination  materials  for 
the  slight  and  medium  stout  figure. 

The  garments  are  suitable  for 
sports  wear,  evening  wear  and  for 
bathing,  besides  taking  the  place 
of  the  regulation  corset  for  the  wo- 

man who  does  not  want  to  wear  a 
corset  and  yet  desires  to  appear 
corseted. 

One  especially  promising  num- 
ber is  an  evening  model  made  of 

crepe  de  Chine  and  brocade  in  a 
shell  pink  shade.  The  bandeau  or 
the  upper  part  of  the  garment  is  of 
crepe  de  Chine,  cut  very  low  with 
elastic  at  the  top.  The  brocade 
forms  a  panel  front  which  extends 
well  down  over  the  abdomen.  Back 
portions,  which  fasten  at  the  elas- 

tic belted  waistline,  are  of  the  bro- cade. 

The  garment  leaves  the  hip  move- 
ment entirely  free,  and  is  without 

boning.  It  can  be  worn  either  with 
or  without  its  shoulder  straps. 

new  lines  for  Summer  wear,  and  interest 
is  lent  by  a  number  of  smart  novelties, 
which  are  meeting  with  favor. 

According  to  a  leading  American  cor- 
set journal  the  market  has  been  crowded 

with  buyers  since  late  in  January.  And 
they  are  all  buying — not  heavily,  but 
nevertheless  with  a  uniformity  that  re- 

flects the  general  depletion  of  retail 
stocks.  Optimism  and  encouragement 
are  now  the  watchwords  of  the  trade, 
supplemented  by  a  high  degree  of  earn- 

estness and  energy. 

Manufacturer  are  endeavoring  to  put 
good  value  into  more  reasonably  priced 
models  and  the  renewed  interest  in  the 
retail  trade  would  indicate  that  their  ef- 

forts are  meeting  with  success. 

Canadian    Lines    Improve 

Canadian  corset  makers  are  certainly 
offering  attractive  lines  at  very  much 
lower  prices  than  they  were  obliged  to 
quote  last  year.  Excellent  materials  are 
going  into  the  corset,  and  the  styles  are 
such  that  they  will  contribute  to  com- 

fort and  neatness.  The  all-elastic 
girdle  has  been  found  far  from  what 
is  actually  required  in  this  type  of  gar- 

ment, and  in  its  place  are  smart  little 
numbers  combining  light  elastic  webbing 
with  light,  but  durable,  fabrics. 

The  low  bust  and  fairly  long  hip  is 
featured  with  the  skirt  portion  free 
from  boning  for  quite  a  considerable 
distance. 

Fancy  imported  novelties  are  numer- 
ous and  fashioned  from  satin  brocades 

and  other  exquisite  materials  trimmed 
with  lace  and  ribbon  flowers. 

Brassieres   Selling 

The  sale  of  brassieres  so  closely  allied 
with  corsets  is  also  very  active  at  the 
present  time  and  the  retail  stores  are 
reporting  a  rushing  business.  Bandeau 
styles  in  pink  are  leading  for  the 
slender  type  of  figure,  while  strong  re- 

inforced lace  trimmed  front  fastening 
models  for  heavier  figures  are  reported 
to  be  in  excellent  demand.  The  prac- 

tice of  having  corset  and  brassier  fitted 
is  becoming  more  universally  adopted, 
and  buyers  declare  that  this  attitude  on 
the  part  of  customers  is  greatly  facili- 

tating matters  by  enabling  them  to 
gauge  the  requirements  of  the  consumer 
and  consequently  render  a  very  much 
more  efficient  service. 

GAITER  FELTS 

In  the  advertisement  of  Rowland  Raw- 

linson,  Manchester,  England,  in  our  Jan- 

uary number,  the  words  "Gaiter  Felt" 
were,  through  a  printer's  error,  made  to 
read  "Garter  Felt."  There  is  a  market 
in  Canada  for  gaiter  felts  and  Rowland 
Rawlinson  claim  to  be  able  to  meet  all 

requirements. 
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Dry  Gutui*  Rerini' 

Are  You  Looking  for 
Corset  Values? 
Here  are  certain  features  foorwi  in-  every 

Warner's  Rust  Proof  Corset,  irrespective  of 
price — All  metal  parts  guaranteed  Rust  Proof; 
Double  boning  wires;  Double  interlining*; 
Rubber  button  hose  supporters;  AH  pink  cor- 

sets are  pink  throughout  (no  white  hose  sup- 
porters, elastic  or  stripping). 

JfjCUTi
 

Varners 
s-\     Tfcust -Proof 

Corse  is— 
Made  in  Montreal 

show  the  same  values  that  have  made  them 
famous  in  the  United  States  for  over  forty 

years. 
Do  you  want  something  to  feature  for 

Spring  ?  Try  two  or  three  of  the  styles  listed 
and  learn  how  satisfactory  Warner  Corsets 
are: 

Rubber  Top  Models 
fo    Slender  and  Average  Figures 

$12.00  per  dozen.  Style  84.  Strong  white  batiste, 

2"  rubber  top.  A  small  model  lightly  boned  for  girl- ish figures.     Sizes  19  to  26. 

$15.00  per  dozen.  Style  42.  Pink  coutil.  Frill 
pink  elastic  top.  Lightly  boned  for  slender  figures. 
Sizes  19  to  28. 

$18.00  per  dozen.  Style  17.  Pink  coutil.  Fancy 
frill  pink  elastic  top.  For  average  figures.  Sizes 
19  to  30. 

$24.00  per  dozen.  Style  984.  Pink  mercerized 
brocade.  Fancy  frill  pink  elastic  top.  An  unusually 
attractive   and  satisfactory  model.     Sizes  19  to  30. 

Double  Skirt  Corsets 
for  Heavier  Figures 

$18.00  per  dozen.  Style  82.  White  batiste  with 
"double  skirt,"  well  boned  for  average  and  medium 
full  figures.    2y2-inch  bust.     Sizes  19  to  32. 

$27.00  per  dozen.  Style  34.  White  coutil,  with 
double  skirt,  strongly  boned  for  full  figures,  with 
taper  or  graduated  clasp.  2V2-inch  bust.  Sizes  22 to  36. 

$33.00  per  dozen.  Style  197.  Pink  coutil,  with 
pink  frill  rubber  top  and  double  skirt  for  full  figures. 
Heavily  boned,  graduated  clasp.     Sizes  24  to  36. 

3%  -  10  days,     2]/2%  -  30  days,  net  -  60  days.    F.O.B.  Montreal. 

These  are  merely  suggested  back  lace  styles — they  will  give  you  something  to 
feature  for  Spring. 

The  complete  Canadian-made  Warner  line  shows  splendid  values,  combining 
style  and  comfort  for  all  types  of  figures,  back  lace  and  front  lace,  from  $33.00 
per  dozen  down  to  $12.00. 

THE  WARNER  BROTHERS  COMPANY 
ST.  AMBROISE  AND  TURGEON  STREETS,  MONTREAL,  P.Q. 
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You  will  never  realize  the 
excellence  of 

SUPER  SHRUNK  INDIA  TAPE 
Does  not  shrink 

[SPEEDWELL! 

Will  not  stretch 

until  you  have  used  it. 

"Super  India"  is  the  eco- 
nomical Tape  to  use.  You 

can  purchase  its  fine  qual- 
ity and  long  wear  for  the 

same  price  as  less  satis- 
factory brands. 

Prove    this    for    yourself. 

Manufactured  by 

GEORGE  H. 
WHEATCROFT 

&CO. 

Wirksworth,  Eng. 

THE   STAC. 

Sole  Agents  for  Canada: 

Walter  Williams  &  Co.,  Ltd. 
MONTREAL       TORONTO       QUEBEC 

308  Read  Building  -  20  Wellington  St.  W.  -  533  St.  Valier  St. 

VANCOUVER.  217  Crown  Building 

Marabou 
and 

Ostrich 
are  Spring 
Favorites 
The  newest  and  the 
finest  to  be  found 
in  our  Showrooms. 

One  of  our  popular 
lines  illustrated: 

No.  1 02.  Size  36"  x  10" 

Marabou 
Cape 

Black  or  Brown 

$90.00  doz. 
White,  Taupe  or 

Grey,  10%  more. 

Immediate  Delivery 

Dominion  Ostrich  Feather  Co. 
LIMITED 

78  Wellington  St.  West,  TORONTO 

Representatives : 
H.  B.  TAYLOR.  Mappin  Building.  Montreal ;   J.  G.  MARTIN.  Hammond 
Building.  Winnipeg  :    GEO.  STRACHAN.  Welton  Block.  Vancouver.  B.C. 
T.  W.  LEWIS.  Eastern  and  Northern  Ontario:  E.  R  BRIGGS.  Western  Ontario 

WM.  E.  WRIGHT  SAYS 
"Materials  most  in  demand 

can  now  be  supplied  in 

WRIGHT'S  BIAS  FOLD  IaP 
"Women  never  used  much  bias  tape 
until  we  were  able  to  offer  it  to 
them  in  a  considerable  variety  of 
materials. 

"The  substantial  cambric  that  was 
just  the  thing  for  ordinary  work 
would  not  do  at  all  for  fine  lingerie 
or  dainty  clothes.  Most  women 
wanted  colors  as  well  as  white.  One 
of  the  chief  uses  for  bias  tape  was 
for  trimming.  Stripes  and  colors 
were  so  pretty  for  this  purpose  that 
they  became  very  popular  and  our 
Fast  Color  Percales  have  become 

one  of  our  largest  selling  lines. 

"Our  present  range  of  material  has 
been  built  up  by  addition  and 
elimination  through  years  of  care- 

ful observation. 

"We  can  supply  merchants  with  the 
materials  most  in  demand  in  bias 

tapes  without  any  danger  of  load- 

ing them  with  dead  stock." 

Wm.  E.   Wright   &   Sons 
Company,  Mfrs. 

315-317  Church  Street,  New  York 
1  WRIGHT'S BIASPOLDTAPE 

Agencies: 
CHICAGO 
R.  C.  Taft 

223  W.  Jackson  Bird. 

ST.  LOUIS 

Geo.    F.    Anderson's   Son 613  North  Broadway 

PHILADEPHIA  ' 
James  F.  McCarriar 
1011   Chestnut  Street In  U.  S.  Pat.  Off. 
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Toy  Craft  and  Basketry 
Easter  Time  Sees  Shops  Resplendent   With  Bunnies  and  Eggs,  While  St.  Patrick's  Day  Brings 

the  Candied  Green  Snake  and  the  Harp — Lovely  Displays  of  Baskets  Take  Prom- 
inence in  the  "Between"  Season. 

IT  is  a  matter  for  gratificati
on  to 

Canadian  toy  buyers  that  British 

firms  specializing  in  toy  manufac- 
ture should  send  over  comprehensive  ex- 

hibits of  their  products  to  this  side  of 

the  Atlantic.  Such  toy  exhibits  are  ex- 

iingly  educative  as  well  as  profitable 

to  buyers  in  this  country,  who  have  been 
forced  to  take  anything  and  everything 

in  the  past  in  order  to  meet  the  increas- 

ing call  for  good  toys.  As  far  as  price 

is  concerned,  it  cannot  be  said  that  Brit- 
ish firms  offer  better  inducements  than 

the  United  States  makers,  but  the  merest 

glance  over  the  samples  submitted  by  the 

former  provides  ample  evidence  that 

quality  and  perfection  of  workmanship 
are  characteristics  of  the  toys  made  in 

Great  Britain,  just  as  they  are  of  all 

other  goods  made  in  the  motherland. 

A  representative  of  Dry  Goods  Review 
recently  visited  a  remarkable  display  of 
such  toys  at  the  office  of  the  British 
Trade  Commissioner  in  Montreal  and 

was  impressed  by  the  wide  range  of  ar- 
ticles shown,  all  made  by  one  firm.  The 

animal  kingdom  was  represented  from 
the  largest  and  most  voluble  Teddy  bear 
down  to  the  most  minute  bird  perched  on 
a  rattle.  The  bears,  by  the  way,  came  in 
four  different  colors,  white,  brown,  grey 
and  yellow  and  were  exceptionally  well 
made,  provided  with  a  realistic  growl 
when  squeezed  in  the  proper  spot,  and 

with  most  expressive  faces.  The  all- 
white  animal  in  flossy  wool  is  apparently 
a  strong  feature  of  English  nurseries, 
as  numberless  representatives  of  the  rab- 

bit, cat,  dog,  and  bear  families  were 
among  those  present.  Yellow  velvet  was 
also  effectively  used  to  make  ducks  and 
geese  and  other  birds,  all  of  which  were 
firmly  stuffed  and  stitched  together.  The 
designing  of  these  animals  is  worth  con- 

siderable study,  and  all  the  toys  were 
characterized  by  an  imaginative  and  or- 

iginal fantasy,  strikingly  different  from 
the  general  run  of  such  lines  in  this 
country.  One  amusing  duck  made  of  the 
yellow  velvet  was  armed  with  a  black 
umbrella  under  his  wing  and  a  battered 
black  felt  hat  was  cocked  at  the  back  of 
his  head.  A  neatly  tied  cravat  encircled 
his  neck,  the  whole  effect  being  gro- 

tesquely funny. 

Dolls   Wear   Wrist   Watches 

The  stuffed  dolls  were  also  cleverly 
made  with  life-like  expressions  and  the 
smartest  of  clothing.  Both  girl  and  boy 
dolls  were  equipped  with  watch  bracelets 
on  their  wrists  and  nearly  all  had  luxuri- 

ant flaxen  curls  clustering  over  their 
stuffed  faces.  Separate  outfits  of  frocks, 
jerseys  and  caps  were  featured  in  the 
display   and   were   almost  exact   replicas 

of  the  dresses  worn  by  little  girls.  One 
outfit  was  of  dull  blue  jersey  silk  with 
bloomers  to  match  and  a  silk  sweater  for 

"best  wear." 
Games  and  leather  goods  were  still 

other  features  of  this  display,  as  well  as 
all  kinds  of  stationery  supplies,  picture 
frames  and  quaint  boxes.  One  novelty 
which  promises  to  be  popular  in  Canada 
was  a  water-proof  pencil  case  for  the 
school  student  fitted  up  with  pens,  pen- 

cils and  erasers,  and  lined  with  a  time- 
table on  which  the  hours  of  the  school 

curriculum  could  be  written. 

The  Easter  Display 

The  toy  business  has  been  exception- 
ally quiet  in  the  retail  stores  since  Feb- 

ruary, and  few  novelties  have  been 
shown.  Easter  goods,  both  toys  and 
decorative  effects  are  occupying  the  place 
of  honor  at  present,  so  that  bunnies, 
chickens,  eggs,  etc.,  are  temporarily 
usurping  the  place  of  dolls  and  toys.  The 
day  of  marbles  and  skipping  ropes  is 
not  far  off,  however. 

The  confectionery  exhibits  are  particu- 
larly fascinating,  crowding  as  they  are, 

hard  on  St.  Patrick's  Day,  and  the  store 
exhibits  are  a  blaze  of  color  in  the  most 

tempting  sugar  forms.  Things  good  to 
eat  are  mixed  to  the  proper  hue  and 
fashioned  into  the  most  cunning  bunnies, 
gorgeous  icing  trimmed  chocolate  eggs 
and  delicious  harps  and  shamrocks.  Even 
snakes  have  been  made  safe  and  are 

created  in  a  perfectly  harmless  and  di- 

gestible toffee  of  a  "poisonous"  shade! 
Many  of  the  stores  are  using  this 

period   of  "between   seasons"  to   feature 

a  display  of  baskets  and  kindred  lines 
of  wicker  work,  reed,  etc.  This  kind  of 
display  seems  peculiarly  suitable  for 
Spring  and  may  well  be  pushed  before 
the  time  for  out-door  goods  comes  to 
hand.  It  is  several  years  since  the  dis- 

play of  these  lines  has  been  of  such  a 
varied  and  comprehensive  nature,  and 
incidentally  designs  and  weaves  are  more 
attractive  than  ever. 

The  most  novel  feature  of  one  excel- 
lent display  was  the  woven  reed  sewing 

baskets  in  "Martha  Washington"  or  two- 
deck  style,  closely  resembling  the  orig- 

inals made  of  riiahogany.  One  style  in 
square  corner  effect  was  stained  brown 
in  a  wood  shade  and  was  lined  in  the  top 
and  lower  sections  with  dull  blue  bro- 

cade. The  legs  curved  outwards  and- 
were  strongly  reinforced  with  natural 
wood,  as  was  also  the  cover.  Another 
equally  effective  stand  was  of  natural 
reed  woven  in  a  rounded  effect,  also  lined 
with  blue  brocade.  These  sewing  stands 
will  brave  the  roughest  usage  and  are 
decidedly  ornamental  additions  to  any 

room.  They  are  made  by  returned  sol- 
diers who  are  turning  out  such  excellent 

work  as  a  result  of  their  basketry 
courses. 
Among  the  numberless  varieties  of 

baskets  being  displayed  are  many  novel- 
ties in  waste  paper  receptacles,  woven 

in  reed,  curved  into  pretty  shapes  like 
Grecian  vases  or  straight  and  conven- 

tional with  handles.  Bamboo  in  the 
effective  brown  shades  is  still  in  good 
demand,  both  for  household  and  office 
use. 

The     sometimes     prosaic    laundry     or 

Novelty  Children  s  Sets 
Quaint  bib  and  table  mat  in  pretty  blue  and  white  design,  known  as  the  "Dutch 

Kid." — Shown  by  courtesy  of  Pugh  Specialty  Co.,  Toronto. 
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soiled  clothes  basket  appears  in  a  new 
guise.  Made  in  at  least  four  different 
shapes,  oval,  square,  three-cornered  or 
oblong,  and  in  many  different  heights, 

they  are  further  elaboi-ated  by  artistic 
coloring,  which  may  be  done  in  order  to 

match  a  customer's  room,  or  in  a  bizarre 
futurist  effect  in  black  and  bright  colors 
to  fit  in  anywhere.  Flat  laundry  baskets 
in  split  ash  are  for  the  most  part  the 
product  of  the  French-Canadian  or  Habi- 

tant farmer  in  Quebec  and  are  well  made, 
serviceable  and  good  looking. 

Prices  Show  Decline 

Wicker  baskets,  formerly  almost  ex- 
clusively made  by  Belgian  makers,  are 

now  being  made  by  the  Indians  and 
French  in  Canada  at  a  much  lower  cost 
and  in  more  durable  and  convenient 

shapes  and  sizes.  The  increasing  com- 
petition from  our  own  country  is  having 

the  effect  of  lowering  the  prices  of  the 
imported  varieties  quite  materially. 
Willow  baskets  are  said  to  be  down  at 

least  30  per  cent,  below  last  year's  prices 
while  wicker  styles  show  even  more  in 
some  lines.  The  scarcity  in  most  lines 
is  now  over,  even  the  Japanese  fancy 
lines  show  a  tendency  to  decrease  in 
price  and  increase  in  quantity. 

Charming  bassinettes  for  infants  are 
developed  in  Belgian  wicker  work  which 
may  be  enamelled  to  order.  Picnic  ham- 

pers and  market  baskets  are  also  shown, 
with  strong  covers  or  without,  in  every 
size  from  tiny  affairs  for  school  lunches 
to  huge  motor  or  carriage  sizes. 

Fancy  styles,  including  work  baskets, 
fruit  and  sandwich  trays,  tea-trays  with 
glass  bottoms,  or  invalid  trays  with  par- 

titions for  dishes,  flower-baskets  and 
holders  fitted  with  metal  containers, 
candy  baskets,  souvenirs  of  sweet  hay 
of  all  descriptions,  etc.,  are  only  a  few 
of  the  many  lines  featured. 

Many  of  the  trays  reveal  handsome 
fabric  designs  stretched  under  the  glass 
tops  and  these  may  be  most  effective 
when  the  designs  repeat  the  patterns  of 
the  drapery  fabrics  employed. 

The  making  of  baskets  has  become  an 
art,  and  the  examples  of  the  craft  fea- 

tured this  Spring  present  an  amazing 
array  of  useful  and  decorative  recep- 

tacles whose  uses  are  legion.  In  fact, 
according  to  one  buyer  inteiwiewed, 
there  is  a  basket  for  every  purpose  in  a 
size  or  shape  which  will  suit  every  pos- 

sible purchaser,  the  thing  is  to  get  them 
at  a  price  low  enough  to  attract  trade. 

GAVE    PATTERNS    AWAY 

Ottawa,  Ont.  —  A  "Home  Sewing 
Week"  was  an  event  of  great  import- 

ance to  many  ladies  who  desired  to  make 
their  own  dresses  or  suits,  and  Bryson- 
Graham,  Limited,  Sparks  street,  found 
sales  satisfactory.  An  appreciated  gift 
was  a  Designer  pattern  to  each  pur- 

chaser of  a  dress  suit  length. 

Cornwall    Store 

Describes    Specials 
In  Small  Ads. 

THAT  women  appreciate  ho
nest, 

straightforward  explanations  when 
it  is  a  matter  of  price  reductions, 

and  are  more  apt  to  purchase  when  they 

know  the  "why  and  wherefore"  of  the 
particular  bargains  offered  by  any  store, 
is  the  conviction  of  the  head  of  the  firm 

of  Mclntyre  and  Campbell,  of  Pitt  Street, 
Cornwall,  Ontario. 

This  firm  is  one  of  the  oldest  stores  in 
Cornwall  and  looks  back  after  some  40 

odd  years  of  business  to  the  time  when 
prices  were  only  a  fraction  of  what  they 
are  at  present.  It  specializes  in  dry 
goods  and  ready  to  wear  and  has  as 

its  slogan  the  time-proved  words,  "Only 
reliable  goods  sold."  Cornwall  women 
are  shrewd  shoppers,  according  to  Mr. 
Campbell,  and  as  the  town  is  one  of  the 
most  thriving  industrial  centres  in  East- 

ern Canada,  there  is  plenty  of  money  to 
spend,  both  by  the  wives  of  the  many 
employees  in  the  factories,  and  by 
the  hundreds  of  women  operatives  as 
well.  There  is  little  inclination  to  in- 

dulge in  the  ci-edit  system  of  buying,  as 
is  so  often  the  case  in  most  factory  towns 
where  wages  are  not  large,  on  the  con- 

trary, acording  to  Mr.  Campbell,  the 
feminine  element  buys  carefully,  avoid- 

ing extravagance  and  with  an  eye  to 
value.  For  this  reason,  the  firm  has 
found  that  in  addition  to  its  large  space 
in  the  newspaper,  several  small  adver- 

tisements scattered  elsewhere  are  a  good 
idea.  These  smaller  notices  always  re- 

fer to  various  items  of  dry  goods,  silks, 
cottons,  etc.,  and  prices  are  always  given 

side  by  side  with  last  year's  price.  This 
method  has  been  found  very  successful 
with  the  thrifty  feminine  element  of 
Cornwall,  who  respond  very  well  to  these 
frank  and  uncolored  statements. 

Such  items  as  the  following  are  quoted 
from  one  such  advertisement,  which  was 
especially  successful: 

SPECIAL  READJUSTMENT  PRICES 

New  Spring  Goods  at  big  reduc- 
tions. 

New  Prints,  was  34c  and  37  V^c, 
for  25c. 

Flannelette,  was  37 '/2c,  for  22'/2c. 
Flannelette,  was  50c  and  60c, 

for  35c. 
Steel  Clad  Galatea,  was  50c  and 

60c,  for  35c. 
Table  Oilcloth,  6-4,  was  $1.00, 

for  75c. 

Table  Oilcloth,  5-4,  was  90c,  for 
65c. 

These  are  some  of  the  new  prices 
that  are  from  33  '/2  to  75  per  cent, 
less  than  last  season. 

McINTYRE  &  CAMPBELL. 

Another  very  popular  feature  of  the 
store  is  the  special  order  section  of  the 

ready-to-wear  department,  which  will 
undertake  special  orders  for  any  gar- 

ment desired  inside  of  ten  days.  This 
renders  it  unnecessary  for  the  store  to 
carry  many  outsizes  or  unusual  colors  in 
its  regular  stock,  besides  being  more 
satisfactory  as  regards  fittings. 

The  store  is  a  favorite  resort  of  Amer- 
ican shoppers,  who  frequently  cross  the 

border  to  reap  the  benefit  of  the  exchange 
on  their  money  and  who  find  the  range 
of  Canadian-made  garments  entirely 
satisfactory.  Although  the  store  adver- 

tises prices  largely  in  the  papers,  yet 
the  practice  is  not  made  of  labeling 
everything  in  the  window  displays  with 
price  tags.  The  policy  of  the  store  is 
to  avoid  resembling  cheap  or  sensational 
methods,  and  to  emphasize  value  and 
service  at  all  times. 

NOVELTIES  IN  TABLE  DRAPERY 
When  it  concerns  the  more  minute 

details  of  household  decoration,  such  as 
table  coverings  and  appointments,  it 
seems  incredible  that  so  much  originality 
can  be  evolved  from  year  to  year.  Tables 
bereft  of  covers  are  most  popular,  ac- 

cording to  those  in  charge  of  both  art  and 
household  linen  departments.  However, 
for  small  tables  fine  lace  cloths  have 
much  to  recommend  them,  especially  for 
daytime  use,  when  polished  surfaces  do 
not  show  up  so  well.  Dyed  filet  lace  run- 

ners in  jade,  lemon  or  blue  are  immensely 
effective.  Table  mats  are  made  in  all 
shades,  and  serviettes  of  hemstitched 
casement  cloth  are  used  to  match  the 
mats.  Sets  of  aluminum  tissue  bordered 
with  lace  of  the  same  shade  mounted 
upon  mauve  chiffon  are  among  the  won- 

derful novelties  for  table  napery.  Shaded 
colored  glass  in  blues,  pinks  and  yellows 
are  now  being  featured  as  part  of  the 
correct  equipment  for  the  up-to-date  din- 

ing room  service.  Vases  or  bowls  for 
flowers  correspond  with  the  tumblers  and 
tea  services,  so  that  no  lack  of  harmony 
shall  result. 

Will  Distribute 
Pentland  Fabrics 

Head  of  Dress  Goods  Dept.  in  Nisbet  & 
Auld's.  Toronto.  Establishes  Business: 

Alex.  Macdonald  Associated 

David  W.  Ross,  for  twenty-two  years 
connected  with  the  firm  of  Nisbet  & 

Auld,  Ltd.,  of  Toronto,  has  withdrawn 
from  this  prominent  wholesale  house 
and  is  establishing  a  business  of  his 
own.  Mr.  Ross  will  deal  in  the  whole- 

sale distribution  of  textile  fabrics  espe- 

cially adapted  to  ladies'  wear.  Mr.  Alex. 
Macdonald,  formerly  associated  with 
Nisbet  &  Auld,  will  be  a  member  of  the 
new  house,  which  will  be  known  to  the 

trade  as  distributors  of  "Pentland  Fab- 
rics." The  warehouse  is  situated  at  78 

Bay  Street,  Toronto. 
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Some  Inside  Toy  Trade  Facts 
What  Some  Representative  Retail   Booksellers  and   Stationers 

Say  About  This  Business — The  German  Toy  Question 

ALL  the  evidence  goes  t
o  show  that 

the  toy  business  is  a  growing  one 
in  the  book  and  stationery  stores 

of  Canada  and  it  is  a  fact  that  the  total 

volume  of  toys  sold  in  these  stores  is 

greater  than  in  any  other  class  of  retail 
res  including  those  classed  as  toy  and 

novelty  stores. 

Not  only  that,  but  the  evidence  of  the 

toy  manufacturers  goes  to  show  that 

with  regard  to  toys  and  games  of  the 

popular  selling  type  far  more  repeat  or- 

ders, proportionately,  come  from  book- 
sellers and  stationers  than  from  any 

other  retail  stores  handling  toys  and 
games. 

Another  significant  circumstance  and 

one  that  accounts  in  considerable  meas- 
ure for  the  increasing  volume  of  toy 

business  done  in  these  stores  every  year 

is  the  tendency  to  feature  toys  through- 
out the  whole  year.  One  live  bookstore 

having  a  year-round  toy  department  is 
that  of  J.  Edgar  Rutledge,  of  Fort  Wil- 

liam. In  this  store  about  ten  per  cent, 
of  the  store  space  is  devoted  to  the 
stocking  and  displaying  of  toys  and 
games. 

Jessop's  Bookstore  has  just  recently 
begun  year-round  featuring  of  toys  and 
games,  devoting  very  little  space  to  this 
department. 

J.  D.  Hutton,  of  Edmonton,  sells  toys 
the  year  round,  carrying  a  good  general 
assortment. 

Hunt  Bros,  and  Kennedy,  of  Trail, 
B.C.,  find  year-round  trade  profitable  in 
the  toy  department  of  their  -store.  They 
feature  mostly  small  toys  and  dolls,  but 
sell  also  Kiddie  Kars,  doll  carriages,  etc. 
In  spite  of  the  fact  that  many  customers 
would  buy  German  toys  this  firm  will  not 
stock  them.  They  believe  in  British 
goods  but  state  that  it  is  up  to  Canadian 
doll  makers  to  take  more  pride  in  what 
they  turn  out  in  future  or  they  will  lose 
their  trade.  One  woman  is  quoted  as 

having  said,  upon  being  shown  a  Can- 
adian-made doll:  "No,  thank  you,  there 

are  cripples  enough  in  real  life  since  the 
war  without  the  doll  makers  turning 

them  out." 
The  further  criticism  was  offered  that 

Canadian  toy  makers  are  prone  to  spoil- 
ing toys  by  frequently  using  rough  knot- 

holed  material.  "We  retailers  will  not 
continue  to  stand  for  being  'sold'  in  this 
manner.  There  must  be  more  attention 

to  quality." 
J.  G.  Little,  Ridgetown,  Ont.,  features 

constructional  toys  and  sells  these  and 
other  toys  and  games  all  the  year  round. 
Quite  a  liberal  amount  of  space  is  de- 

voted to  this  department.  Mr.  Little  ex- 
pressed himself  in  favor  of  the  presenta- 

tion in  future  issues  of  Bookseller  and 
Stationer  of  ideas    and    methods    which 

other   dealers   have   found     valuable     in 

building  up  year-round  toy  business. 

As  to  German  Toys 

In  some  confidential  interviews  with 

retailers  on  the  subject  of  selling  Ger- 
man toys  some  said  they  would  sell  Ger- 
man toys  if  the  value  offered  was  better 

than  obtainable  elsewhere.  Their  reason 
for  this  was  that  their  customers  adopted 
exactly  that  attitude  and  consequently 
were  they  to  refuse  to  handle  German 
toys  they  would  be  cutting  their  own 
throats  because  they  took  it  for  granted 
that  their  competitors  would  not  sacrifice 
business  by  refusing  to  handle  German 
goods.  There  were  dealers,  however, 
who  stated  most  unequivocally  that  they 
would  not  under  any  circumstances  put 
German  goods  into  stock.  One  of  the 
latter  said  that  he  would  maintain  this 

stand  in  spite  of  the  willingness  of  cus- 
tomers to  buy  German  toys.  As  evidence 

of  this  attitude  on  their  part  he  told  of 
frequent  cases  in  his  store  when  returned 
men  demanded  mouth  organs  of  German 

manufacture,  absolutely  declining  to  ac- 
cept those  of  Japanese  or  United  States 

manufacture. 

The  general  impression  of  the  retailers 
was  that  it  was  chiefly  in  the  matter  of 
lower  prices  that  German  goods  were 
liable  to  get  a  foothold  in  Canadian  trade 
and  that,  with  just  a  few  exceptions, 
British  toys  were  much  superior  in  qual- 

ity to  German  products. 
McRae  Bros.,  of  Prince  Rupert,  B.C., 

are  live  booksellers  and  stationers  who 

appreciate  the  wisdom  of  strongly  fea- 
turing toys  and  games  in  their  business 

and  they  do  not  restrict  this  to  the  late 
fall  and  Christmas  season.  They  sell 
these  lines  all  the  year  round  and  carry 
representative  assortments  covering 
practically  all  varieties  of  toys  and 

games. 
GERMAN  GOODS 

In  the  danger  of  German  competition 
with  Canadian  manufacturers  as  regards 
goods  sold  in  book  and  stationery  stores, 
the  toy  industry  is  probably  most  open 
to  attack,  but  there  are  many  other  Ger- 

man goods  which  used  to  be  sold  in  these 
stores  before  the  war.  The  menace  to 

Canadian  industry  from  Germany  ap- 
pears to  be  not  only  real,  but  immediate, 

according  to  the  Canadian  Reconstruc- 
tion Association,  and  while  Germany  is 

making  a  moan  about  her  ruined  indus- 
tries, she  is  at  the  same  time  trying  by 

every  means  in  her  power  to  regain  the 

position  in  the  world's  trade  she  occupied 
before  she  plunged  the  world  into  war. 

In  a  recent  statement,  a  British  Gov- 

ernment official  said  that  "Germany  is 
still    a   perfect   industrial   machine,   run- 

ning at  lower  speed,  it  is  true,  but  undam- 
aged as  yet  in  its  vital  parts,  and  would 

respond  readily  to  any  stimulus."  The 
Guaranty  Trust  Company  of  New  York, 
which  has  just  issued  an  analysis  of 

'German  plans  to  extend  foreign  trade,' 
written  by  the  assistant  manager  of  its 
international  trade  department,  quotes 
this  statement: 

"German  exports  for  the  first  five 
months  of  1920  were  valued  at  23,688,000 
marks,  as  compared  with  10,057,000 
marks  for  the  entire  year  of  1919.  For 
the  eleven  months  ending  November, 
1920,  the  United  States  imported  from 
Germany  imports  valued  at  $34,000,000, 

as  compared  with  $10,608,141  of  the  en- 

tire year  of  1919." German  imports  into  Canada  for  the 

eight  months'  period  ended  November  30, 
1920,  were  valued  at  $725,322,  as  com- 

pared with  a  value  of  $11,862  for  the 
corresponding  period  of  1919. 

German  salesmen  in  great  numbers  are 

at  work  in  all  parts  of  the  world  offer- 
ing low  prices  and  long  credits,  with 

quicker  deliveries  than  their  rivals.  Be- 
fore the  end  of  last  year  English  ware- 

houses were  filled  with  German  toys, 
which,  with  the  exception  of  dolls,  were 
generally  at  about  the  same  price  as  toys 
of  British  manufacture. 

DANGERS   OF   CELLULOID 
Celluloid  is  being  used  to  a  greater 

extent  than  formerly  for  the  manufac- 
ture of  toilet  articles,  including  combs 

and  backs  of  hair  brushes,  and  for  chil- 

dren's toys.  The  very  inflammable  na- 
ture of  this  material  represents  a  seri- 

ous .fire  hazard,  and  one  which  has  re- 
ceived much  attention  from  insurance 

and  fire  protection  associations.  Strin- 
gent regulations  are  laid  down  for  safety 

of  employees  and  property  during  pro- 
cesses of  manufacture,  while  very  little 

attention  is  paid  to  the  dangerous  nature 
of  celluloid  in  the  hands  of  the  public. 

The  Professional  Fire  Brigades  Asso- 
ciation of  England  at  a  meeting  recently 

dealt  with  this  subject.  It  was  sug- 
gested that  legislation  should  be  passed 

prohibiting  the  use  of  celluloid  for  chil- 
dren's toys,  owing  to  its  inflammability. 

The  National  Fire  Protection  Associa- 
tion in  its  quarterly  bulletin  refers  to 

the  ignition  of  a  celluloid  comb  through 
friction  while  combing  hair. 
Owing  to  processes  of  manufacture 

many  products  are  placed  on  sale  which 
are  imitations  of  non-hazardous  mate- 

rials, such  as  tortoise  shell,  ivory,  etc. 
These  should  be  distinctly  marked,  to 
prevent  accidents.  It  is  of  the  utmost 
importance  that  care  be  exercised  in  the 
use  of  celluloid  or  similar  inflammable 
substances  under  a  variety  of  names. 
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Heads  are  "Bobbed"  'Mid  Laughter 
Big  Stores  Make  the  Terrors  of  Hair  Cutting    Day  Fade,  While  Innovations  such  as  Pranc- 

ing Steeds  in  Place  of  the  "Barber's  Chair"  Strike  Confidence   Into  the  Hearts  of the  Youthful  Victims  of  the  Shears. 

EVERY  well-appointed  d
epartment 

or  dry  goods  store  nowadays 

knows  the  value  of  a  comprehen- 

sive children's  section  as  a  part  of  its 

make-up,  and  many  managers  have  gone 

still  further  in  their  endeavor  to  win 

over  youthful  customers  by  the  installa- 
tion of  a  hair  cutting  shop  where  the 

lalest  "bob"  may  be  acquired  without 

the  usual  disagreeable  features  attend- 

ant upon  a  visit  to  the  barber's.  Moth- 
ers are  enthusiastic  over  this  idea  when- 

ever the  question  comes  up  as  to  the  ad- 

vantage of  having  children's  hair  at- 
tended to  in  a  store.  They  point  out 

that  it  is  far  easier  for  them  to  enter 

such  a  section  than  to  brave  the  terrors 

of  the  average  barber  shop,  where  a 

prolonged  wait  is  often  necessary,  and 

where  the  chairs  and  implements  have 

a  terrifying  appearance  to  the  average 
child.  Half  the  trouble  of  this  sort  is 

obviated  when  the  hair  cutting  can  be 

done  in  an  atmosphere  resembling  the 

child's  own  nursery,  by  attendants  who 
handle  this  kind  of  work  exclusively. 

Furthermore,  when  there  is  a  girl  at- 
tendant who  will  amuse  the  kiddies  while 

mother  hurries  off  to  do  the  shopping 

which  is  so  important,  the  store  is  ren- 
dering service  to  her  which  cannot  be 

estimated  in  words. 

How  delightful  a  function  hair  cutting 
becomes  when  carried  on  under  such 

good  auspices  as  those  featured  in  up- 
to-date  stores  to-day.  Gleaming  white 
walls  and  woodwork,  of  course,  pre- 

dominate everywhere,  and  scrupulous 
cleanliness  goes  without  saying.  The 
rooms  are  never  large  but  have  a  cosy, 
informal  atmosphere  not  at  all  like  a 

hospital,  but  more  like  a  child's  own 
bedroom.  Gay-colored  animals  and 
scenes  from  well-known  fairy  tales 
adorn  the  walls  of  one  room,  while  in 
another  a  little  ante-room  is  provided 
fitted  up  with  toys  of  every  description 
where  a  child  may  pass  entrancing  mo- 

ments devoid  of  any  restless  tedium. 
From  still  another  room  the  child  can 
look  out  through  the  glass  partition  to 

•a  fascinating  toy  department  where 
bears  and  dolls  and  aeroplanes  and 
horses  are  ranged  in  tempting  rows 
waiting  to  be  looked  at  more  closely 
later  on.  Little  girls  thoroughly  enjoy 
having  their  locks  trimmed  when  just 
outside  they  can  see  dozens  and  dozens 
of  wonderful  dolls  of  all  sorts  peeping  in 
at  them.     The  moral  of  the  tale  is  de- 

Readv  For  The  Kiddies 
A  glimpse  of  the  modern  barber  shop  patronized  by  the  "youngest  set"  of  Montreal. 
— Courtesy  Goodwin's  Ltd. 

cidedly  apparent  when  it  is  stated  that 

the  managers  of  the  children's  section 
are  entirely  satisfied  with  the  plan  of 
having  the  hair  cutting  room  just  off 
the  regular  section,  both  from  a  selling 
viewpoint  and  also  from  the  closer  in- 

timacy which  it  involves  between  chil- 
dren and  the  sales  staff  generally. 

Galloping   Steeds   at  Goodwin's 
The  most  recent  and  unusual  innova- 

tion in  this  connection  is  the  new  idea 

carried  out  by  the  firm  of  Goodwin's, 
Ltd.,  Montreal,  in  their  children's  hair 
cutting  room  on  the  first  balcony.  All 
the  usual  spotless  white  fittings  are  in 
evidence  together  with  four  capable  male 
attendants  and  two  young  girls  who  at- 

tend to  the  preliminaries  of  unbuttoning 
coats  and  removing  mittens.  But  here 
the  similarity  with  other  hair  cutting 
shops  ceases  for  instead  of  the  usual 
chairs  patterned  after  the  conventional 

barber's  chair  are  to  be  found  four  fiery 
steeds  saddled  and  bridled  ready  to  gal- 

lop away  anywhere.  Memories  of  cir- 
cus merry-go-rounds  are  recalled,  and 

youngsters  are  only  too  ready  to  clamber" 
up  into  the  saddle  and  grasp  the  reins, 
with  stirrups  set  well  under  the  feet. 
And  once  in  the  saddle  an  enveloping 
apron  of  cotton  gaily  patterned  with 
story-book  people  is  tucked  about  one, 
to  catch  the  hairs  as  they  fall.  After 
the  hair  has  been  cut  and  everything  is 
done,  then  a  certain  spring  is  touched 
and  off  goes  the  youthful  rider  for  a  fast 
gallop  which  sets  him  shrieking  with 
happy  laughter  and  fills  the  waiting 
youngsters  with  impatient  envy  for  their 

turn.  It  was  no  wonder  that  one  small 
boy  remarked  to  his  mother  as  he  was 

being  taken  reluctantly  home,  "I  wish 
my  hair  would  grow  faster,  mummy." 

The  horses  themselves  are  painted  in 
bright  colors  and  are  equipped  with 
smart  harness,  with  bit,  bridle,  etc.  Un- 

doubtedly hair  cutting  will  be  the  pop- 
ular fad  this  year  with  little  boys  who 

have  a  fondness  for  horses,  for  already 
in  the  two  weeks  in  which  the  new  ar- 

rangement has  been  installed  custom  has 
increased   remarkably. 

BELDING-CORTICELLI   LIMITED 

Owing  to  an  error  on  the  part  of  Dry 
Goods  Review  advertising  department 
the  name  of  the  advertiser  was  incor- 

rectly printed  in  the  back  cover  adver- 
tisement in  the  February  issue.  The 

correct  name  of  the  advertiser  is  Belding- 
Corticelli  Limited. 

Travellers  Are  Out  Now  With 
Complete  Lines 

French  Ivory 

Greeting  Cards  and  Post  Cards  for  all 
occasions 

Purses  and  Wallets 
Pennants,  Cushions  and  Textile  Novelties 

Supplies  for  Celebrations,  Old  Boys'  Re- 
unions, etc. 

Souvenir  Novelties  (a  tremendous  variety) 
Christmas  Stockings 
Conservo  Lunch  Sets,  Splashers,  Table 

Sets,  Infants'  Bibs  and  Sets 

The  product  of  five  factories  we  own  or  control 

PUGH  SPECIALTY  CO.,  Ltd. 
38  to  42  Clifford  St.,  Toronto,  Canada 
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De  Long  Notions  Will  Boost  Your  Notion  Business 
THIS  is  the  factory  behind  De  Long  Qual- 

ity Notions — the  Snaps,  Hooks  and  Eyes, 
Hook  and  Eye  Tape,  Safety  Pins,  Toilet  Pins 
and  Hair  Pins  that  are  building  bigger  notion 
business  for  dealers  everywhere. 

Thirty  years  of  pre-eminence  in  the  notion 
held  have  established  the  De  Long  line  as  the 
choice  of  women  who  want  the  best — and  who 
are  willing  to  pay  for  it.  Supplementing  this 
natural  demand,  which  has  been  built  up 
through  the  years,  is  a  national  advertising 

campaign   reaching  10,000,000  women  even- 

month.  The  Ladies'  Home  Journal,  Elite 
Styles,  Needlecrajt,  Butterick  Quarterly  and 

Farmers'  Wije  are  .some  of  the  national  pub- 
lications that  keep  the  De  Long  message  con- 

stantly before  the  buying  public. 

The  women  in  your  locality  want  De  Long 

Notions.  Stock  De  Long's  —  display  De 

Long's 

and  you'll  sell  De  Long's. 

Order  from  your  jobber  —  and  ask  him  for 
the  handsome  material  which  he  will  gladly 
send  you  jree. 

DeLong  Si;i  Company 
OF  CANADA,  LIMITED ST.  MARYS.  ONTARIO 
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Veils,  Veilings,  Beads,  Tassels  and  Novelties 

"Canadian  Beauty"  Human  Hair  Nets 

THE  H.  G.  TOD  COMPANY,  78  Bay  Street 
TORONTO 

GOOD  IRISH  LINEN 
AGENCY  OPEN 

A  large  Irish  Linen  manufacturing  con- 
cern wishes  to  establish  an  agency  in  Canada 

— preferably  in  Toronto— and  might  go  so 
Far  as  to  carry  a  stock  of  their  merchandise 
in  the  Dominion.  As  Dominion  agent  they 
would  prefer  somebody  with  either  a  connec- 

tion in  the  linen  trade  or  already  established 
in  the  fabric  business  and  in  touch  with  fabric 
and  linen  buyers.  This  concern  has  never 
had  an  agency  in  Canada  but  they  are  a  very 
progressive  institution,  actual  manufacturers, 
spinners  and  weavers.  Their  merchandise  is 
of  medium  price,  not  the  highest  range  nor 
the  cheapest — good  quality  at  a  fair  price. 
They  have  specialties  which  only  need  a  little 
pushing  to  sell.  If  interested,  write,  giving 
full  information  about  your  facilities  for 
handling  this  Dominion  agency,  to  Box  501, 

DRY  GOODS  REVIEW 
153  University  Ave. 
TORONTO,    ONT. 

Hambly  &  Wilson 
11  Wellington  St.  West,  Toronto 

ART  NEEDLE  WORK 

INSTRUCTION  BOOKS 

STAMPED  DRESSES  AND  ROMPERS 

FANCY  YARNS 

SHETLAND  FLOSS 

FINGERING  WOOLS 
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Introduce  your  Store  to  your  Customer 
St a-e  a  "Know  Our  Store  Week"  and  Let  Your  Patrons  See  Behind  the  Scenes— Make  a Friendly  Announcement  and  Then  Prepare  for  the   Invasion— This   "Personal" 

Stunt  Will  Bring  Your  Store  Into  the  Limelight. 

NO  matter  how  familiar  the  patrons 

of  a  women's  wear  store  -or  dry 
goods  store  are  with  the  insti- 
tution there  are  always  some  things 

about  the  store  which  they  know  little 
about.  They  may  know  nothing  about 
the  bookkeping  methods,  they  may  have 
misrhty  little  knowledge  as  to  the  mail 
order  business  done  by  the  store,  they 
may  have  only  the  faintest  conception 
of  the  way  in  which  goods  arrive  and 
are  unpacked  and  they  may  be  entirely 

unfamiliar  with  the  long  terms  of  ser- 
vice in  the  institution  of  some  of  the 

salespeople. 

With  all  this  being  the  case  it  is  evi- 
dent that  the  store  could  very  easily 

stage  a  "Know  Our  Store  Week,"  in 
which  the  institution  would  play  up  some 
little  known  features  of  the  store  and 
its  management  and  in  which  it  would 
also  emphasize  the  personal  features  of 
the  store.  And  in  doing  this  it  would 
be  hammering  on  a  rather  unusual  slant 
in  store  promotion  work  and  for  this 
reason  would  be  pretty  sure  to  create 
a  lot  of  interest  among  the  townspeople 
and  to  secure  a  considerable  amount  of 
additional  trade  as  the  result  of  this 
extra  interest. 

.Make   the   Announcement 

Here's  the  way  in  which  the  store 
could  go  about  staging  a  "Know  Our 
Store  Week"  in  such  a  way  as  to  arouse 
a  lot  of  interest,  create  a  lot  of  com- 

ment and   build   business   for  the   store: 
In  the  first  place  the  store  should 

make  an  announcement  of  the  event  in 
its  regular  newspaper  advertising.  This 
announcement  might  read  about  as  fol- 
lows: 

"Announcing  a  Unique  'Know  Our  Store 

Week' "Next  week  this  store  is  going  to  in- 
troduce an  unusual  and  interesting 

event.  The  store  is  going  to  show  the 
people  of  this  city  and  shopping  district 
all  the  inner  workings  of  this  establish- 

ment— all  the  things  which  go  to  make 
the  store  function  easily  and  properly. 
We  are  going  to  tell  about  things  in 
store  management  with  which  the  most 
constant  of  our  patrons  are  not  familiar. 
"One  of  the  interesting  features  of 

this  'Know  Our  Store  Week'  will  be  a 
photo  gallery  in  which  will  be  shown 
pictures  of  all  our  employees.  Every 
employee  of  the  institution,  from  the  of- 

fice boy  to  the  general  manager  will  be 
depicted  in  this  gallery  and  under  each 
photo  will  be  found  a  brief  typed  de- 

scription of  the  employee's  duties,  length 
of  service  with  this  store,  etc.  This 
photo  gallery  will  be  found  on  our  main 

floor  near  the  entrance.  You  will  find 
this  collection  of  photos  interesting,  for, 
undoubtedly,  it  will  contain  the  pictures 
of  many  employees  with  whom  you  are 
familiar  and  you  will  find  it  interesting 
and  surprising  to  see  just  what  duties 
these  employees  have. 

Behind  the  Scenes 

"Also  you  will  be  interested  in  a  dis- 
play made  by  our  complaint  department, 

which  will  be  found  in  the  cloak  and 
suit  section.  This  display  consists  of  a 
large  sheet  of  carboard,  upon  which 
have  been  pasted  a  number  of  reports 
on  complaints  made  by  customers  re- 

garding our  store  and  the  action  taken 
to  settle  these  complaints.  This  is 
surely  taking  you  behind  the  scenes,  for, 
ordinarily,  most  stores  keep  this  sort  of 
thing  in  the  background,  but  we  are 
making  this  particular  exhibition  for  the 
purpose  of  showing  you  how  carefully 
your  interests  are  looked  after  in  this 
establishment. 

"Another  novel  exhibition  will  be  that 

of  our  mail  order  department.  You  didn't 
know  that  we  have  a  mail  order  depart- 

ment? Well,  we  have.  Every  day  or 
so  we  receive  letters  from  customers  in 
other  localities  asking  us  to  send  them 
certain  articles  from  our  stock.  We  do 
not  go  into  the  mail  order  business  as 
a  general  thing — but,  of  course,  we  like 
to  satisfy  those  who  have  been  kind 
enough  to  write  in  for  service.  So  our 
store  shopper  secures  the  articles  asked 
for  and  sends  them  out.  You  will  be 
interested  in  seeing  some  of  the  letters 
sent  to  us  and  the  notations  made  by 
our  store  shopper  as  to  the  dispostion 
made  of  these  letters.  You  will  find  this 
exhibition  on  the  second  floor  at  the 
front. 

"All  through  the  store  you  will  find 
other  interesting  displays — other  things 
which  will  make  you  know  this  store 

better. 

"Come  to  our  store  during  'Know 
Our  Store  Week'  and  learn  to  know  this 
store  better.  We  will  be  glad  to  see  you 
whether  you  purchase   anything  or  not, 

but    notice    the    extraordinary    bargains 

which  we  are  offering  this  week." 
Decoration  and  Display 

The  next  thing  to  do  in  putting  over 
a  stunt  of  this  kind  would  be  to  frame 

up  the  proper  sort  of  store  decorations 
and  window  displays  for  the  event. 
The  window  displays  would,  perhaps, 

be  more  important  than  the  store  decora- 
tions, because  the  window  displays 

would  be  largely  instrumental  in  getting 
people  into  the  store.  In  the  window 
displays  it  would  be  very  appropriate 
to  tell  something  about  the  history  of 
the  store,  as  this  would  enable  people 
to  know  the  store  better.  Some  of  the 

things  which  might  be  shown  in  the 
windows  with  much  success  might  in- 

clude photos  of  the  early  days  of  the 
store  and  of  the  city  during  the  early 
days  of  the  institution,  photos  of  the 
store  executives  as  they  looked  when 
the  store  was  first  organized  and  when 
the  store  was  in  its  early  days,  pictures 

of  the  city's  population,  city  government, 
main  business  houses,  etc.,  when  the 
store  was  young,  and  so  on. 

Then  in  connection  with  such  a  dis- 
play as  this  the  store  might  tell  about 

the  different  ways  in  which  it  handles 
its  work  now  compared  with  the  old 
times.  It  might  show  how  goods  were 
bought  in  the  old  days  without  such  a 
reference  to  style  as  is  now  the  case. 
It  might  tell  about  the  manner  in  which 
the  department  heads  now  keep  abreast 
of  the  times  in  the  matter  of  style,  and 
so  on. 

Then,  too,  it  would  be  quite  appro- 
priate for  the  store  in  such  a  display 

to  vise  some  charts  showing  the  way  in 
which  the  store  has  grown  since  the  old 
days.  People  are  always  interested  in 
charts,  when  the  charts  have  to  do  with 
local  things  with  which  they  are  more 
or  less,  familiar,  and  so  they  would  be 
much  interested  in  a  thing  of  this  sort. 
The  charts  need  not  tell  the  exact  amount 
of  the  business  done  by  the  store,  but  by 
a  comparative  line  running  upward  could 
show  how  the  business  of  the  store  had 
shown  a  constant  increase  from  month 

to  month  and  year  to  year,  except,  per- 
haps, during  the  period  of  the  war. 

Further  than  this  the  store  might  dis- 
play an  outline  map  of  the  city  in  its 

show  window  and  upon  this  map  might 

indicate  by  means  of  a  red  line  the  ex- 
tent of  the  city  in  the  early  days  of  the 

institution.  Then  by  means  of  blue  lines 
it  might  show  the  way  in  which  the  city 

is  districted  for  the  store's  delivery  sys- 
tem. People  are  just  as  much  interested 

in  local  maps  as  they  are  in  local  charts 
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and  they  would  be  much  interested  in  a 
display  of  this  character. 

The    Employees'    Part 
Then  when  all  this  had  been  done  the 

store  might  give  a  festive  air  to  the 
event  by  store  decorations  of  some  lively 
nature  and  by  also  putting  badges  on  all 
the  employees,  which  would  give  their 
names  and  the  nature  of  their  duties.  For 
instance,  each  saleswoman  might  wear 
a  badge  giving  her  name  and  stating 
she  was  a  salesperson  and  so  on  through 
the  store.  Then  the  store  might  line  up 

all  the  employees  at  some  set  time  dur- 
ing the  week  and  have  them  act  as  a 

reception  committee  for  the  customers 
coming  to  the  store. 

A  little  extra,  unusual  promotion  work 
is  nearly  always  a  good  thing  for  a 
store.  It  keeps  the  store  alive  and  makes 
the  general  public  take  a  greater  in- 

terest in  the  institution.  Consequently 
such  a  stunt  as  this  would  be  pretty 
sure  to  get  over  big. 

Stage  a  "Know  Our  Store  Week." 
Make  the  public  know  and  appreciate 
your  store.  It  will  be  found  to  help  busi- 

ness  quite   materially. 

Do  it  now! 

British  Manufacturers 
Face  Many  Difficulties 

British  Anti-Dumping  Bill  Getting  Much 
Support  For  Obvious  Reasons 

German  fabric  gloves  are  being  sold 
at  sixteen  shillings  a  dozen  wholesale  in 
London,  although  the  same  article  cannot 
be  made  in  England  for  less  than  eight- 

een shillings  a  dozen.  It  is  something 
like  a  generation  ago  that  the  British 
hosiery  industry  was  temporarily 
knocked  out  by  the  McKinley  tariff. 
Years  were  required  to  build  up  new 
markets,  but  the  present  crisis  does  not 
admit  of  such  a  solution.  Cheap  Japan- 

ese hosiery,  the  rate  of  exchange  in  Ger- 
many, and  the  improved  organization  of 

the  American  trade  are  factors  against 
which  it  is  impossible  for  Midland  manu- 

facturers to  maintain  their  recent  su- 

premacy if  the  products  of  low-paid  for- 
eign and  even  Asiatic  labor  are  to  have 

the  free  run  of  the  country.  As  a  conse- 
quence there  is  a  demand  for  protection 

on  the  part  of  operatives  as  well  as  man- 
ufacturers. The  British  Anti-Dumping 

Bill  is  as  a  consequence  of  present  condi- 
tions getting  much  support. 

OPENS    NEW    LACE    DEPT. 

A.  J.  Freiman,  Rideau  street,  Ottawa, 
has  opened  a  new  lace  department  just 
when  laces  of  all  kinds  are  found  to  be 
more  popular  than  ever.  Special  bar- 
gan  prices  we-e  arranged  for  the  open- 

ing sale. 

A    Shop    Where    Economy 
Is    Recognized    by    Fashion 

The  Steel  Lingerie,  Waist  and  Hat  Shop  of  Montreal  Features  Smart 
Modes  of  Quality  Amid  Dainty  Surroundings  at 

Prices  That  Do  Not  Exceed  Ten  Dollars. 

THE  Canadian  public  may  be  con- servative and  slow  to  adapt  itself 
to  innovations  when  the  latter 

seem  to  be  out  of  the  accepted  general 

run,  but  such  is  not  the  opinion  of  the 

enterprising  manager  of  the  newest  wo- 

man's shop  to  make  its  appearance  upon 
St.  Catherine  St.,  Montreal.  This  par- 

ticular shop  is  unusual  because  it  is  an 
integral  part  of  a  large  department 
store,  yet  it  has  quite  a  separate  identity 
and  is  run  on  lines  generally  associated 
with  high  class  specialty  concerns.  Its 
name  is  the  Steel  Lingerie,  Waist  and 
Hat  Shop,  which  describes  its  function 
in  the  merchandising  world,  as  well  as 

proclaiming  it  to  be  part  of  that  import- 
ant chain  of  stores  reaching  across  the 

Dominion,  in  which  nothing  costs  over 

$10. It  would  seem  at  first  to  be  quite  im- 
possible nowadays  to  carry  on  a  profit- 

able business  within  the  limitations  of 
such  price  restrictions  as  this,  but, 
strange  to  say,  this  is  the  one  feature 
which  has  ensured  the  success  of  the 

new  venture — the  fact  that  one  can  pur- 
chase a  new  hat,  a  blouse  or  something 

in  dainty  underwear,  and  be  confident 
that  the  total  cost  will  not  be  unduly 

ext'ravagant.  At  the  same  time  the 
quality  and  individuality  of  the  merchan- 

dise is  of  the  first  water. 

An   Attractive   Interior 

Entering  the  new  shop,  which  is  situ- 
ated to  the  left  of  the  huge  store,  one  is 

impressed  by  the  charm  and  fine  ap- 
pearance of  the  fittings  and  decorations. 

Against  snowy  walls  are  ranged  the  solid 
mahogany  show  cases  alternating  with 
huge  mirrors  the  length  of  the  shop.  At 
the  entrance  on  either  side  is  displayed 

the  lingerie,  hosiery  and  all  the  numer- 
ous dainty  accessories  of  a  smart  wo- 

man's wardrobe.  A  little  further  on  are 
the   blouses,   which   are   displayed   under 

glass  is  "the  cases  and  fixtures,  and  effec- 
tiveljOjghted  to  show  qp  jjolors  and  em- 

broideries to  the  best  advantage.  All 
down  the  centre  of  the  ftoor  are  placed 
at  intervals  pots  o$  handsome  ferns, 
fresh  tulips  or  other  spruMS  blossoms  and 
overhead,  swinging  among  the  shallow 
bowls  which  shade  the  electric  light  into 
less  glaring  strength  are  dozens  of  cages, 

each  one  with  its  canary  singing  enthusi- 
astically all  day  long.  No  wonder  wo- 

men find  it  interesting  to  shop  in  such 
surroundings  as  these,  where  summer 
seems  to  reign  all  the  year  round. 

The  Millinery   Salon 

In  the  rear  of  the  store  is  the  millin- 
ery section,  which  is  arranged  to  resem- 
ble a  French  room  of  rich  design  and 

appearance.  A  rich  gray  velvet  carpet 
covers  the  floor,  and  the  windows  over- 

head, planned  in  casement  style,  are  cur- 
tained in  rich  fabric  to  correspond.  Tall 

floor  lamps  shaded  in  warm  rose  tones 
are  set  here  and  there  about  the  shop 
to  further  enhance  the  illumination  and 

are  reflected  at  every  corner  by  the  mir- 
rors which  cover  the  walls  and  line  the 

fixtures.  Mahogany  tables  are  profusely 
scattered  with  smart  chapeaux  of  every 
sort  and  description,  varying  from  small 
flower  toques  to  large  picture  shapes  of 
transparent  mohair  or  tulle,  each  one 
displayed  most  effectively  upon  tall 
stands  or  under  glass.  Here,  also,  lux- 

uriant ferns  and  potted  plants  lend  frag- 
rance and  color  to  the  surroundings,  and 

canaries  trill  constantly. 

Among  the  many  exquisite  novelties 
displayed  one  of  the  most  interesting 
was  an  imported  set  of  all  black  Georg- 

ette underwear  daintily  trimmed  with 

gay  hand-made  fruits  in  vivid  colors. 
The  chemise,  nightgown  and  camisole 
were  each  hemstitched  in  addition  to  the 

trimming  and  were  decidedly  novel  in 

inspiration.  Elsewhere  were  noted  ex- 
quisite hand-made  pull-over  blouses  of 

Georgette  crepe  in  the  new  colorings  of 
rust,  tomato  and  grey,  which  were  also 
trimmed  with  diverse  effects. 

That  such  values  are  obtainable  for  a 
reasonable  price  and  are  so  temptingly 
set  forth  is  sufficient  reason  to  account 
for  the  wferm  reception  which  the  Steel 
shop  has  met  with  since  its  opening  a 

month  ago.  Economy  is  ever  the  watch- 
word with  women  nowadays,  but  shop- 

ping in  the  Steel  store  is  robbed  of  half 
the  terrors  which  ordinarily  accompany 
the  effort  to  keep  within  a  reasonable 
amount,  and  so  the  venture  so  well  be- 

gun must  necessarily  continue  its  suc- 
cessful  way. 
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Effective  Canadian  Window  Displays 
Canadian  Stores  in  the  Larger  Centres  Are  Making  an  Enviable  Reputation  for  Themselves  by 

Attaching  Proper  Significance  to  the  Store  Windows — Every  Merchant  May  Benefit 
by  Following  Their  Example — Study  Your  Window  Possibilities  and 

Make  the  Best  of  Your  Store  Front. 

D ISTINGUISHED  Visitors  from Paris."  Such  was  the  attractive 
lettering  on  a  neat  panel  in  one 

of  the  window  displays  arranged  by 
Goodwins,  Limited,  Montreal.  Four  wax 

figures  were  employed  to  "show-off"  as 
many  Paris  models  of  evening  dresses. 
One  figure  sat  on  a  pillared  bench  in  the 
foreground,  wearing  a  black  silk  and 
lace  dress  of  an  exclusive  design.  An- 

other model  occupied  a  novel-shaped 
chair,  attired  in  a  black  silk  dress.  One 
of  the  standing  figures  wore  a  black 
and  blue  silk  frock,  while  the  fourth 
figure  appeared  to  excellent  advantage  in 

a  delicate  blue  dress.  A  "stepped"  ap- 
proach toward  the  back  led  the  way  to 

the  draped  background.  Huge  urns  of 
mediaeval  patterning  were  placed  at  the 
extreme  sides  of  the  window.  A  huge 

vase  halfway  up  on  the  background  par- 
tition held  a  generous  bouquet  of  season- 
able flowers.  To  further  enhance  the 

effectiveness  of  the  setting,  blue  silk 
portieres  were  used  in  the  background. 

Fireplace  as  Background 

A  brownstone  fireplace  effect  was  the 
centrepiece  of  an  effective  display  at 

James  A.  Ogilvy's,  Montreal.  The  "at- 
mosphere" was  helped  along  by  a  coal 

basket  filled  with  coal,  while  the  mantel- 
piece above  the  fireplace  was  occupied 

by  a  number  of  old  bronze  ornaments. 
In  the  middle  came  a  seated  wax  female 

figure,  becomingly  clad  in  a  mauve  shot 
silk  evening  dress,  covered  with  black 
chiffon.  The  excellent  display  was  com- 

pleted by  artistic  drapes  of  gold  cloth 
dress  lengths  at  either  side,  with  gold 
brocaded  slippers  on  the  floor  below. 

Keeping  Up  With  Evening  Apparel 
Fashions 

Another  recent  evening  apparel  dis- 

play by  Ogilvy's,  Montreal,  presented  an 
even  more  striking  appearance.  This 
was  a  corner  window  display,  with  two 

full-length  feminine  figures  as  the  cen- 
tral features.  The  lattice  and  beam 

background  gave  full  scope  to  the  win- 
dow trimmer's  creative  ability.  A  vine 

was  employed  on  either  side  of  the  back 
archway,  with  blue  flowers  predominat- 

ing. A  card,  "The  Latest  in  Evening 
Wearing  Apparel,"  gave  a  key  to  the 
display.  The  first  centre  figure,  garbed 
in  a  black  lace  evening  gown,  was  in  a 

sitting  posture,  while  her  standing  com- 
panion wore  a  delicately  fashioned  pink 

silk  gown.  Pedestals  of  varying  height 
were  placed  at  convenient  intervals,  the 
lovely  lace  patterned  dress  goods  which 

LET  US  SEE  YOUR  WINDOW 

With  this  issue  seven  more  Can- 
adian window  displays  of  merit  are 

described.  Mr.  Ernest  A.  Dench, 
who  recently  made  an  extensive 
tour  of  leading  Canadian  cities  for 
the  purpose  of  studying  the  store 
windows  of  the  Dominion,  has  al- 

ready furnished  the  readers  of  Dry 
Goods  Review  with  descriptions  of 
a  large  number  of  excellent  exhi- 

bits, detailing  the  features  of  the 
displays  which  have  made  them 
remarkable.  In  these  descriptions 
Mr.  Dench  has  offered  many  sug- 

gestions that  should  be  of  value 
to  the  window  trimmer. 

Dry  Goods  Review  will  be  pleased 
to  reproduce  either  photographs  or 
descriptions  of  windows  furnished 

by  display  managei-s.  If  your 
store  makes  a  bit  through  effective 
window  trims,  give  the  display 
man  credit,  and  let  the  trade  hear 
how  it  is  done.  The  importance  of 
the  store  window  cannot  be  over- 
estimated. 

were  draped  over  the  pedestals  being 
much  admired  by  all.  Some  patterns 
were  of  various  dainty  lace  effects,  while 
others  were  of  mother-of-pearl  design 
and  appearance.  Gold  and  silver  bro- 

cades were  effectively  exhibited  over 

pedestals  here  and  there.  In  the  fore- 
ground gold  and  silver  brocaded  slippers 

were  displayed  on  low  stands  and  on  the 
floor,  which  was  covered  with  grey  car- 

peting. 
A  Drive  on  Tinsel  Georgettes 

In  an  attractive  window  display  of  tin- 
sel georgettes  by  the  Eaton  Co.,  Ltd., 

Toronto,  wax  figures  were  employed  to 
excellent  advantage.  At  the  rear  was  a 
mahogany  table,  set  in  the  middle  of 
which  was  a  pedestal.  A  sample  of  the 
tinsel  georgette  material  was  draped 
from  this  pedestal.  At  each  side  a  panel 
of  the  material  was  formed  by  goods 
draped  from  the  crosspiece  of  a  high 
fixture.  In  this  manner  an  admirable 
background  setting  was  formed  for  the 
tinsel  georgette  display.  Down  in  front 
was  another  fixture,  with  goods  draped 
from  it. 

An  Offering  of  Exclusive  Evening  Gowns 

The  Hudson  Bay  Company,  Vancou- 
ver, featured  exclusive  evening  gowns  in 

one  of  their  show  windows.  In  the  mid- 
dle was  a  life-like  model  wearing  one 

of  the  exclusive  models.    At  her  feet  was 

a  small  glass  stand,  on  which  were  two 
bottles  of  perfume  of  a  rare  odor,  a 
pink  ostrich  feather  fan  that  matched 
the  dress,  a  pair  of  long  white  gloves,  a 
pair  of  black  slippers  and  a  string  of 
black  beads.  Nearby  was  another  figure 

in  a  back  evening  dress.  An  arch-effect, 
with  ornamented  pillars,  made  an  impos- 

ing background.  Steps  led  up  to  the 
arch,  and  on  the  top  step  between  the 
arch  pillars  was  an  upholstered  Oriental 
bench,  shaped  like  a  gondola.  This  seat 
was  draped  with  purple  figured  silk, 
placed  over  which  were  such  articles  as 
a  green  ostrich  feather  fan,  a  set  of  furs 
and  a  pair  of  gloves.  More  evening  wear 
accessories  were  laid  here  and  there  on 
the  archway  steps.  In  front  of  the 
steps,  in  a  standing  posture,  was  a  figure 
in    a    blue    silk   evening    dress. 

A  Sunset  Effect 

Mr.  C.  D.  Hulsizer,  display,  manager 
for  J.  F.  Cairns,  Ltd.,  Saskatoon,  Sask.,, 
obtained  the  necessary  inspiration  for 
an  unusual  evening  dress  display  from 
the  Canadian  Prairie  sunset.  The  rear 

paneling  was  executed  in  dull  evening 
sky  blue,  enhanced  by  a  sunset  effect  at 
the  base.  The  sunset  effect  was  produced 
by  gauze  in  the  sunset  colors  stretched 
lengthwise  across  the  window.  Large 
oriental  jars  at  each  side  of  the  canopy 
in  this  corner  display  were  filled  with 
seasonable  flowers  and  foliage.  The  cor- 

ner canopy  was  of  mulberry  velour,  lined 
with  cerise  silk.  Sitting  on  a  chair  under 
the  canopy  was  a  feminine  figure  in  an 
American  Beauty  satin  evening  gown. 
As  if  engaged  in  conversation  with  her 
was  a  second  figure,  standing  to  one  side of  the  canopy. 

The  Accessories  That  Go  With  Gown 

"Evening  Wear  —  Its  All  Important 
Adjuncts."  This  was  the  message  that 
a  card  gave  in  a  display  observed  at 
Goodwins,  Ltd.,  Montreal.  Pink,  deep 
blue  and  salmon  shade  ostrich  feather 

fans  were  shown  over  a  grey  back- 
ground. Two  odd-shaped  stands,  evi- 

dently specially  constructed,  were  cov- 
ered with  chiffon  in  gold,  silver,  mauve 

and  orange  tints.  Beaded  cloth  of  vary- 
ing shades  of  grey,  pink  and  delicate 

green,  with  suitable  ribbon  contrasts 
placed  over  them,  were  draped  over 
stands  in  other  parts  of  the  display.  At 
the  middle  came  a  wax  figure  in  a  black 
lace  gown.  On  a  large  plush  cushion  at 
her  feet  were  hair  ornaments,  buttons, 
elaborate  hand  bags,  feather  boas,  with 
a  group  of  ostrich  feather  fans  at  each 
side  of  the  cushion. 
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A  Shop  For  Modest  Purses 
This  is  a  view  of  the  Steele   lingerie  waist   and   hat  shop,  recently  opened  in  Montreal,  where  charming  models   are   obtain- 

able at  moderate  prices. 

"Economy  Feast" 
Marks  Anniversary 

Of  Dupuis  Freres 
One  of  the  most  successful  anniver- 

sary sales  held  in  Montreal  of  late  was 

the  fifty-third  anniversary  "Economy 
Feast"  featured  by  the  firm  of  Dupuis 
Freres  to  celebrate  the  founding  of  the 
business.  In  1868  a  modest  little  store 

opened  its  doors  to  the  public,  for  Mont- 
real was  at  that  time  but  a  little  town 

compared  with  the  metropolis  of  to-day 

and  Dupuis  Freres'  little  sh'op  was  sit- 
uated on  the  northern  outskirts. 

A  young  man,  Joseph  Nazaire  Dupuis, 
having  become  the  sole  support  of  his 
family  owing  to  the  premature  death 
of  the  father,  came  to  Montreal  from  an 
adjoining  village  and  opened  up  a  small 
store.  This  business  has  grown  to  be 

Montreal's     popular     shopping     centre, 

known  all  over  the  province  as  the  Peo- 
ple's Store. 

A  fact  worthy  of  note  is  that  through 
its  fifty-three  long  years  the  ownership 
of  Dupuis  Freres  has  remained  in  the 
Dupuis  family.  The  actual  president  of 
the  firm,  J.  Narcisse  Dupuis,  is  the 
brother  of  the  founder.  The  employees 

are  justly  proud  of  Mr.  Dupuis  and  look 
up  to  him  as  the  father  of  their  big 
happy  family. 

The  reasons  for  the  phenomenal  suc- 
cess of  Dupuis  Freres  are  many.  The 

chief  one  is  their  extensive  advertising. 

"Keep  yourself  in  the  public  eye,"  has 
been  their  watchword.  The  daily  news- 

papers have  been  a  most  efficacious 
means  of  so  doing,  and  the  firm  has 

strictly  adhered  to  the  policy  of  "truth 
in  advertising"  in  every  line  printed. 
According  to  Mr.  Dupuis,  the  firm  owes 
no  small  measure  of  its  success  to  its 
honest  dealings  with   its  customers. 

The     sale    began    upon    the    14th    of 

March  and  before  the  doors  were  opened 

long  queues  of  shoppers  had  formed  out- 
side. So  great  were  the  crowds  that 

the  sales  staff  had  to  be  identified  by 
wearing  colored  ribbons  to  mark  them 
out.  A  further  feature  of  the  event  was 
the  offer  made  by  the  store  to  encourage 
out-of-town  customers.  Refunds  of  rail- 

way fares  going  both  ways  were  made 
as   follows: 

On  purchases  of  $70,  refunds  for  a 
radius  of  100  miles. 

On  purchases  of  $55,  refunds  for  a 
radius  of  75  miles. 

On  purchases  of  $35.  refunds  for  a 
radius  of  50  miles. 

On  purchases  of  $20,  refunds  for  a 
radius  of  25  miles. 

All  departments  of  the  store  partici- 
pated in  offering  exceptional  bargains 

and  the  sale  was  undoubtedly  the  most 
successful  ever  carried  out  by  this  well- 
known  firm. 

I/MITTING   >    WINDERS  &c. 
  MayBwe  write  you  and  sendfphotos  ? 

CREELMANJ 
Manufacturers  ESTABLISHED  1872 

Box  1737A, 

Rib-Tops,  Leggers,  Sleevers,  Sweater,  Toque,  Mitt  and  Special  Machines.  GEORGETOWN,   ONT.,   CANADA 

Gipe  -  Hazard 
Store  Service 

Co.,  Ltd. 

113    Sumach 
Toronto 

Street 
Ont 

A  leading  merchant  in  a  Western  Ontario  town,  among  other  things, 
.said   to  one  of  our   representatives   a    few   days  ago : 

"We  found  that  the  carriers,  recently  installed  by  you.  enabled  us  to  do 
with  two  salesmen  less  than  we  would  have  had  to  employ  during  the  busy 

Christmas    season,    had    we   been    without   them." 
Did  you  ever  consider  that  the  same  applies  in  a  greater  or  less  degree  in 

every  retail  establishment?  Drop  a  card  for  one  of  our  circulars  which 
explains   at  greater   length. 
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TRUCK 

Price  $750 
F.O.B.  Ford, 

Ontario 
Starter  and 

Electric  Lighting 
$100  Extra 

T  is  more  economical  for  a 

^  concern  to  make  two  or  three 

trips  to  handle  an  occasionally 

large  order,  when  most  of  its  de- 
liveries can  be  done  with  a  Ford 

Truck,  than  to  use  a  large  truck 
when  most  of  its  trips  are  small 
loads. 

The  Ford  Truck  is  sold  as 

chassis  only.  Ford  Dealers  can 

supply  any  style  body  desired. 

Ford  Motor  Company  of  Canada,  Limited 
Ford,  Ontario 
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CLATWORTHY  &  SON,  LIMITED 

Metal  Fixtures  —  of  all  Kinds 
Through   many  years  of  experience  in   manufacturing  Dis- 

play  Fixtures,  we  are  in  a  position   to  offer  you  the  sort  of 
Fixtures  thai  display  your  goods  most  artistically,  efficiently 

M,  \  — and    neatly.      We    can    supply    a    Fixture    for    every    use. 
Fines  illustrated  all  very  popular:  many  other  effects  in  each 
line. 

Have   you   seen    our 
well-known 

DUR-ENAM 
Display  Forms  ? 

They  are  perfect   in 
every  detail,      and 
have  proven     their 
value  for        many 

years. Send  NOW  for  com- 
plete Catalogue! 

No.    468 — Counter     Mirror No.    W-10— Veiling    Rack 

No.    264— Skirt    Rack 
Filled  with  50  skirts 

No.    52— Double   Scroll 
Drapery  Stand 

No.    66-A — Triplicate     Mirror 

CLATWORTHY  &  SON,  LIMITED 
Established  1896 TORONTO Incorporated  1908 

Representatives : 
Vancouver,  B.C.— M.  E.  Hatt  &  Co.,  Mercantile  Bldg.         Halifax,  N.S.— D.  A.   Gorrie,  Box  273. 
Montreal,  Que. — S.  J.  Barley,  210  Park  Ave.  Quebec — Nap.    Debigare,    205    Rue    des   Fosses 

*fSN 
^ m 

m? 

!=3?to= 

m 
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The  record  of  each  clerk 

An  up-to-date  National  Cash  Register  shows  you  exactly 
what  each  one  of  your  clerks  does  every  day.  Adding 

counters  on  the  register  tell: 

©  How  many  customers  each  clerk  waited  on. 

©  The  total  amount  of  each  clerk's  sales. 

These  daily  records  show  you  which  clerks  are  most 

indubtrious,  which  clerks  sell  the  most  goods,  which 
clerks  are  most  accurate. 

They  enable  you   to  fix    wages    on    actual  selling    ability. 

They  give  you  the  figures  needed  for  a  bonus  or  profit- 
sharing  system. 

These  clerks'  records,  together  with  the  many  other 
printed  and  added  records  made  by  an  up-to-date  National 
Cash   Register,  enable  you  to  control  your  business. 

This  adding  counter,  at  the  left  side  of 

the  register,  shows  that  Clerk  A  took 
in  $39.84  during  the  day.  Similar 
counters  show  what  the  other  clerks 
took  in. 

These  adding  counters,  at  the  front 

of  the  register  just  above  the  cash 
drawers,  show  how  many  customers 
each  clerk  waited  on,  and  the  total 
number  of  customers. 

We  make  cash  re^istets  for  every  line  of  business 

NATIONAL 
CASH    REGISTER    CO. 

OF    CANADA    LIMITED 
TORONTO.  ONT. 
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Cashiering  is  easy 
the    Lamson    Way 

"We  can  wait  on  more  customers 

and  take  better  care  of  our  cash" 
EIGHT  months  ago  the  store  of  which  we 

show  photograph,  improved  their  store 

service  by  installing  a  complete  system 

of  Lamson  Improved  Cable  Carriers.    The  ser- 
vice they  have  received  has   convinced  them 

that  they  have  the  best  system  for  their  store. 

A  store  executive  says :  "We  could  give 
many  reasons  why  we  prefer  the  Lamson  cable 

system,  but  these  two  advantages  alone  would 

prompt  us  to  recommend  it  to  any  store  want- 
ing the  best  possible  service.  First,  it  enables 

our  sales  force  to  wait  on  more  customers,  a 

great  advantage  during  busy  sales  and  holiday 

rush  periods — second,   it   enables   us   to   take 

better  care  of  our  cash  by  sending  it  direct  to 

the  cashier." 
Some  of  the  other  advantages  they  could 

have  mentioned  are  the  more  accurate  handling 

of  charges  by  the  Lamson  system,  its  greater 
flexibility  and  economy,  and  the  lessening  of 
operating  expenses  and  supervision  necessary 
where  the  system  is  used. 

Are  you  fully  satisfied  with  your  store  ser- 
vice system?  Is  it  as  up  to  date  as  the  other 

features  of  your  store?  If  you  feel  that  you 
need  a  better,  safer  store  service  system  let  us 

study  your  requirements — let  us  plan  a  sys- 
tem of  pneumatic  cable  or  wire  line  carriers 

for  your  store  that  will  give  you  quicker  and 
better  service,  with  lower  operating  expenses. 

The  Lamson  Company 
Toronto,  136  Simcoe  St. Vancouver,   104  Empire   Bldg. 

Lamson Speed  Protection 

Flexibility        Economy 
Service 
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To  the  High-Class  Trade 
An  unusual  degree  of  character  and  attractiveness  pre- vails in 

Delfosse   Figures   and   Fixtures 
for  early  Easter. 

Better  than  ever  before,  they  are  the  choice  of  all  the 
best  and  largest  Canadian  Establishments. 

Beautiful    Wax 
M  a  n  n  e  q  uins 
made  in  our 
factory. 

New  Louis  the 

XYI  Original 

I  >esign  Metal 
Fixtures  of 

every  descrip- 
tion and  for  all 

classes  of  trade. 
«g> 

We  are  in  pos- session of 
samples  o  £ 
Parisian  Wax 
Mannequins  of Pierre  Imans, 

Paris,  of  which 
we  are  the  ex- 

clusive Can- 
adian represen- tatives. 

A  visit 
will  convince  you. 

DELFOSSE    &   COMPANY 
247-249  Craig  St.  West,  Montreal 

Factory  1-19  Hermine  St. 
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Model  Display  Forms 
Win  Customers 

1            o 
They  are  perfectly  built 

to  fit  present-day  fash- 
ions. Exceptionally  fine 

numbers  are  shown    in 

the  following: — 

Dress  Forms  No. 
66F/G/D 

HatT   '                1 

Waist  Forms*  No. 75D/G/D 

Sweater  Forms  No. 
76N/G/D 

Extension     Dress     Fig- 
ures No.  67W/P/G/D 

Write   for    particulars. 

I     Bj 
Ask    for    the     modern 
Metal      Finish,      Satin ."\  iclcel. 

66F/G/D 

J.  R.  PALMENBERG'S  SONS,  Inc. 
63-65  WEST  36th  ST.,  NEW  YORK 

BOSTON                                 CHICAGO                           BALTIMORE 

i  Kingston  St.                      204  W.  Jackson  Blvd.             108  W.  Baltimore  St. 

Selling  Lace 
One  of  the  problems  in  every  dry  goods  store. 
The  New-Way  System  provides  for  condensing 
of  stock,  keeping  same  in  perfect  condition  and 
yet  displaying  every  piece  for  immediate  sale. 

Let  us  explain. 

Jones  Bros.  &  Co.,  Limited 
29-31  Adelaide  St.  W. 

Toronto 

YOUR 

Spring  Displays 
will  be  many  times  enhanced  by  the 

use   of  artistic,   appealing — 

DALE  WAX  FORMS 
and  FIGURES 

They  are  an  investment — an  addition 
to  your  selling  force — a  very  promi- 

nent touch  of  beauty  and  reality  to 

your  displays  —  a  most  important 
part  of  your  store  fixtures  —  all  in 
one! 

There  is  a  Dale  Form  or  Fixture  to 

display  every  kind   of  merchandise. 
Send   for   Catalogue. 

Call     at     our     Showrooms     when     in 
Toronto. 

AGENTS: 
MONTREAL 

P.   R.   Munro 
259  Bleury  St. 

WINNIPEG 
O'Brien,  Allen  &  Company 

Phoenix  Block 

VANCOUVER 
E.  R.  Bollert  &  Son 
501  Mercantile  Bldg. 

No.  3001 

HAT 
STAND 

DALE  WAX  FIGURE  CO. 
LIMITED 

86  York  Street,  Toronto 
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Effective  Display  Helps  Drapery  Sales 
The  "Model  Window"  is  the  Most  Important  Device  Required  in  the  Showing  of  Cretonnes, 

\\  indow  Shades,  Curtains  and  Fixtures — The    Unsightly    Pillar    May  be  Utilized. 

Trio  of  Lovely  Madras  Designs 
Trellis  and  panel  design  in  old   rose  on   black  ground;   sturning    Chinese    bird    design    on    black    ground;     dainty    woven 

pattern  of  Egyptian  origin   in  soft  tones  on   light  ground. — Courtesy  Alexander  Jamieson  Co.,  Toronto. 

THE  proper  display  of  drapery  ma- terials is  worth  a  good  deal  of 

thought  by  every  one  who  is  en- 
deavoring to  increase  sales  in  this  de- 

partment. The  store  that  has  all  the 
curtains  and  drapes  tucked  away  in 
boxes,  etc.,  is  losing  many  sales  by  not 

employing  the  power  of  suggestion  af- 
forded by  the  showing  of  drapery  fabrics 

in  good  lengths,  as  they  would  be  seen 

in  a  customer's  own  home.  Foremost 
as  a  display  device  is  the  model  window 
which  is  simply  a  window  sash  fastened 
against  the  wall  or  placed  on  a  stand. 
There  may  be  shown  a  window  shade, 

rod,  lace  or  scrim  curtains  and  an  over- 
drape  all  in  their  proper  relation  to  the 
window.  Many  a  customer  who  had  no 
thought  of  over-drapes  will  be  induced 
by  this  suggestion  to  fix  up  her  own 
windows  in  a  similar  fashion. 

The  unsightly  pillar  which  is  made  of 
wood  or  steel  may  be  transformed  into 
a  silent  salesman  with  very  little  trouble. 
All  that  is  necessary  is  a  square  wooden 
frame  built  around  the  pillar  about  six 
or  seven  feet  from  the  floor,  each  side 

being  about  twenty-four  inches  wide,  and 
a  duplicate  of  this  frame  at  the  bottom, 
just  above  the  floor.  On  this  form  can 
be  displayed  four  different  patterns 
which  cannot  fail  to  attract  attention. 
There  need  be  no  waste  in  material  as 

a  full  piece  of  goods  may  be  used,  allow- 
ing: the  piece  to  rest  on  the  bottom  rack 

or  curtain  lengths  may  be  cut  off  and 
there  will  be  no  trouble  in  disposing  of 
them  after  they  have  served  their 
purpose. 

If  possible  do  not  confine  the  display 
of    drapery    fabrics    to    one    department. 

A  customer  who  is  interested  in  furni- 
ture and  carpets  is  generally  open  for 

suggestions  as  to  drapery  materials.  A 

few  pieces  of  goods  shown  with  the  fur- 
niture will  add  greatly  to  the  appearance 

of  this  department  besides  drawing  at- 
tention to  the  stock  of  drapery  materials 

carried. 

A  store  in  which  the  materials  dis- 

played are  changed  frequently  will  al- 
ways have  a  great  interest  for  pros- 

pective customers  who  are  continually 
on  the  lookout  for  something  new. 

Lovely  English 
Madras  Designs 

For  Draperies 

AMONG  the  imported  novelties
 which  will  undoubtedly  have  a 

-  very  strong  vogue  this  Spring 
are  the  lovely  English  Madrases.  Dry 
Goods  Review  recently  viewed  a  collec- 

tion of  these  handsome  drapery  fabrics 
which  had  just  been  received  in  Toronto, 

and  the  delicacy  of  pattern  and  refine- 
ment of  treatment  were  recognized  as 

something  entirely  new  and  gave  promise 
of  being  quite  a  vogue  owing  to  the  rich 
deep  colorings  employed. 

The  designs  showed  two  distinctive 
treatments — self-toned  designs  in  deep 
colorings  such  as  old  blue,  maroon  and 
reseda  green,  and  lively  figured  designs 
similar  to  the  illustrated  patterns. 

The  one-toned  designs  were  very  rich 
and  showed  a  transparency  that  reminded 

one  most  of  the  brocaded  designs  on  chif- 
fon. The  lightness,  yet  firm  quality  of 

the  material  makes  it  an  ideal  drapery 

for  rooms  requiring  high  class  treatment of  drapery. 

Quaint  Designs 

The  figured  designs  lend  themselves 
more  generally  and  are  more  reasonably 
priced.  One  very  attractive  number  was 
in  woven  trellis  design  on  a  black  ground 
and  may  be  had  in  combinations  of  old 
rose,  Chinese  blue,  old  gold,  olive  green 
and  black.  Another  superb  design  ad- 

mirably suited  to  window  draping  or 

panel  purposes  is  obtainable  in  the  same 
colorings  as  above  on  a  black  ground, 
the  design  representing  a  quaint  Chinese 
study  in  birds  and  conventional  floral 
motifs. 

In  the  same  collection  was  a  woven 
Madras  worked  in  Egyptian  cotton  in  a 
most  effective  conventional  climbing  rose 
and  trellis  design.  This  design  comes  in 
rose  on  grey,  yellow  on  Nile  green  and 
brown  on  cream  as  well  as  in  other  effec- 

tive treatments  in  more  vivid  shades. 
Plans  for  Spring 

Next  month  every  housewife  will  be 
planning  for  the  redecoration  of  one  room 
or  another  and  the  drapery  department 
must  prepare  for  a  busy  period  around 
the  first  of  May  when  Soring  cleanings 
and  refurnishing  will  be  the  order  of  the 

day.  These  beautiful  new  English  Mad- 
ras designs  along  with  quaint  hand 

blocked  cretonnes  and  all  the  numerous 

drapery  fabrics  which  have  been  dis- 
cussed in  these  columns  during  the  past 

few  months  will  present  an  excellent 
range  from  which  to  choose. 
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Period  Novelties  for  the  Modern  Home 
English  Blocked  Printed  Linens  and  Cretonnes,  Smart  Japanese  Grass  Wall  Papers,  Exquisite 

Lamp  Shades,  Handsome  Rugs  and  Graceful  Furniture,  Featured  in  the  Shops  to 

Suggest  New  Ways  of  Creating  the  "Home  Beautiful." 

APRIL  and  May  are,  above  all 
other  months,  the  ones  dedicated 
to  household  renovation  and  re- 

decoration)  and  it  seems  altogether 

probable  that  the  campaign  will  be  car- 
ried on  this  year  with  greater  energy 

and  interest  than  usual,  owing  to  the 
perceptible  decline  in  prices  asked  in 
draperies  and  other  furnishings.  Fur- 

thermore, in  Montreal  especially,  never 

■were  more  delightful  novelties  displayed 
in  every  department  specializing  in 
goods  to  make  the  house  beautiful.  The 
visitor  to  the  various  model  houses  fea- 

tured by  the  large  department  stores  and 
others  is  struck  by  the  extraordinary  im- 

provement in  taste  and  design  typified 
in  the  decorations. 

In  hangings  the  choice  this  Spring  is 
almost  unlimited,  derived  as  it  is  from 

the  world's  best  markets.  For  instance, 
the  English  hand-blocked  printed  linens 
and  cretonnes  for  furniture  coverings 
are  patterned  after  the  work  of  old 
masters  and  are  named  to  indicate  their 

origin.  The  "Cliveden  Medallion"  pat- 
tern introduces  French  medallion  and 

floral  designs  found  in  Cliveden  House, 
in  England.  The  medallion  and  surround- 

ing traceries  were  originally  conceived 
by  a  designer  of  Flemish  tapestries  in 
the  16th  century.  The  Gainsborough 
pattern  introduces  the  Blue  Boy  and 
Mrs.  Siddons  and  other  works  of  the 
great  master.  Less  conventional  designs 
also  abound,  the  work  of  contemporary 
English  designers. 

Another  fabric  in  high  favor  for  the 
covering  of  Chesterfields  and  the  large 
family  of  easy  chairs  is  a  heavy  quality 
of  English  wool  tapestry.  This  is  par- 

ticularly successful  for  the  covering  of 
library,  living-room  or  den  furniture,  as 
its  rich  colorings  and  its  enduring  quali- 

ties closely  rival  leather,  while  it  offers 
more  attractions  in  matter  of  comfort 
than  does  the  slippery  surface  of  leather. 

Velours  and  taffeta  are  also  wonder- 
fully lovely  this  season  for  hangings, 

especially  in  the  Jaspe  stripe,  which  is 
like  a  fine  grain  in  differing  tones  of  the 
original  shade  or  in  Roman  stripes.  A 
distinct  novelty  in  glass  curtains  is  silk 
gauze,  which  seems  to  have  the  trans- 
lucency  and  in  some  of  the  lighter  shades 
the  radiancy  of  Tiffany  glass.  In  a  shot 
effect,  showing  a  combination  of  mauve 
and  gold,  it  shades  against  the  light  in 
such  a  way  as  to  suggest  the  various 
opal  lights. 

Country  houses  have  not  been  forgot- 
ten either  in  the  matter  of  hangings,  and 

the  new  Japanese  crepes  are  especially 
good  in  this  connection.  The  crepe  has 
the  gay  daring  colors  artistically  blended 

and  the  bold  designs  which  are  famil- 
iarly characteristic  of  Japanese  decora- 

tion. 
A  fine  example  of  modern  household 

decoration  is  on  exhibition  in  one  of  the 
model  rooms  of  a  prominent  Montreal 
store.  The  walls  are  covered  with  a  thick 
paper  in  a  soft  creamy  putty  shade,  and 
the  ceiling  in  oyster  stucco  paper  is  also 
soft  and  creamy  in  effect.  The  hangings 
and  carpet  are  a  beautiful  mulberry 
velour,  of  an  exquisite  warmth  of  tone, 
and  the  blinds  repeat  the  shade  of  the 
walls.  They  are  made  of  a  seersucker 

with  a  broad  bi-ocaded  stripe  effect  and 
finished  with  wide  shallow  scallops  edged 
with  heavy  bullion  fringe  with  tassels. 
The  lighting  is  an  important  feature  and 
will  be  carried  out  with  shades  of  apri- 
cot. 

In  the  1921  scheme  of  household  dec- 
oration the  two-tone  idea  will  predomin- 

ate. Even  where  tapestry  is  used  two 
predominating  colors  will  be  found.  If 
tapestry  is  used  for  the  furniture  the 
wall  paper  will  be  plain  and  the  hanging 
velours  of  one  tone.  As  a  general  rule 
walls  will  be  plain,  the  predominating 
shades  being  sand,  fawn,  putty,  stone 
grey,  moose  and  all  neutral  shades,  with 
a  strong  feeling  against  green.  The  tex- 

ture of  the  new  papers  is  rough,  reflect- 
ing the  tendency  to  crepe  surfaces  so 

prominent  in  dress  materials.  Japanese 

grass  cloth,  which  was  introduced  a  sea- 
son ago,  is  again  much  in  vogue.     It  is 

like  a  homespun  in  effect  and  is  found 
in  soft  pastel  shades,  the  majority  being 
fawns  and  grey,  and  these  will  be  the 
staple  for  living-rooms  or  dining-rooms. 

Speaking  of  imported  papers,  one  re- 
tailer exhibited  a  unique  line  in  a  floral 

design  for  use  in  a  large  hall,  called  the 

"El  Dorado,"  which  is  made  in  Al- 
sace, by  means  of  hand-made  blocks. 

In  this  particular  design  1,540  blocks 
were  used  and  there  is  a  wealth  of  color 
in  the  picture  of  a  formal  landscape 

garden. 
Fashionable    Colors 

The  new  colors  that  are  so  prevalent 

in  milady's  dresses  and  hats  will  also 
be  found  in  her  home,  and  hangings, 
lamp  shades  and  cushions  are  to  be  found 
now  in  rust,  henna  and  rich  blues,  as 
well  as  in  the  neutral  tones.  A  new 
shape  of  lamp  shade  has  been  introduced 
which  recalls  more  than  anything  else 
the  old-fashioned  bee-hive,  the  shade 
reaching  almost  one-third  of  the  Way 
down  the  standard.  This  makes  a  soft, 

subdued  light,  and  is  carried  out  in  beau- 
tiful tints  usually  finished  with  bullion 

braid  and  tassels.  A  new  silk  for  such 
household  purposes  is  called  radium  and 
features  shot  effects  in  blue  and  sand, 
rose  and  gold  and  silvery  greys. 

Furniture  is  not  a  very  changeable 
thing,  but  there  is  a  strong  tendency, 
say  retailers,  to  ignore  Sheraton,  its 
place  being  taken  by  Queen  Anne  for 
dining-rooms,  and  Adam  for  bedrooms, 
while  halls  and  living  rooms  show  a  re- 

vival of  interest  in  Charles  First  and 
Jacobean  styles.  Chippendale,  too,  is 
very   strong   this   year. 

Handsome  Floor  Coverings 

A  new  idea  in  floor  coverings  is  the 
broad  loom  Axminster  carpets  or  rugs 
in  plain  colors  which  are  woven  twelve 
feet  in  width,  and  for  use  as  rugs  may 
be  cut  to  any  length  desired.  Made  rugs 
of  the  same  material  are  in  beautiful 
shades  of  Chinese  blue,  mulberry  and 
wood  tones. 

The  collections  of  hand-made  Oriental 
rugs  are  especially  noteworthy  this  sea- 

son. Wonderful  examples  of  the  craft 
of  Kashan.  Kirman  and  Sarouk,  the 
world  famous  varieties,  are  this  season 
shown  in  richer  colorings  than  ever. 
Some  of  them  carry  as  many  as  500 
knots  to  the  square  inch,  and  being  only 
produced  by  diligence  and  patience  on 
the  average  of  a  square  inch  in  a  month, 
it  can  be  readily  understood  how  long  it 
requires  to  complete  an  entire  rug. 

In  lighting  fixtures  this  season  the 
tendency  is  to  return  to  the  romantic 

Continued  on  page  123 
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Display  Men  Promote  Their  Profession 
by  Forming  Active  Associations 

Have  Convinced  Their  Firms  That  Window  Display  Work  Is  a  Valuable  Asset  in  the  Mer- 

chandising of  Goods — Co-operate  in  Local  or  National  Events  —  Might 
Be  Followed  Here 

ISPLAY  men  in  the  cities  of  Buf- 
falo and  Rochester  believe  that  in 

union  there  is  strength;  therefore, 

they  have  organized  a  Display  Men's  As- 
sociation. Perhaps  the  original  idea  be- 

hind these  organizations  was  that  win- 
dow display  work,  after  all,  was  and  is 

a  reputable  profession,  that  it  has  its 
proper  place  in  the  merchandising  of 
goods,  and  that,  in  too  many  instances, 
firms  do  not  realize  the  value  of  the 

window  display  in  conducting  their  busi- 
ness. Time  was  when  the  window  was 

thought  to  be  the  safe  repository  for 
goods  that  a  merchant  had  no  other 
place  for;  so  he  put  them  in  the  window 
to  get  them  out  of  the  way.  But  this 
time  is  no  more.  Many  display  men 
with  whom  Dry  Goods  Review  talked 
in  Buffalo,  Rochester  and  Syracuse  re- 

ferred to  the  difficulties  they  had  had 

— some  were  still  having — in  convincing 
their  firms  that  the  windows  were 
worthy  of  more  attention  and  expense 
than  they  were  getting.  Those  of  them 
who  had  safely  crossed  the  danger  mark, 
however,  and  had  convinced  their  firms 
that  window  display  work  justified  it- 

self a  hundred-fold  in  sales,  stated  that 
their  firms,  having  been  convinced,  were 
no  more  niggardly  about  their  yearly 
appropriations  for  the  display  work  in 
their  windows.  Kleinhans  of  Buffalo, 
for  instance,  are  so  convinced  of  it  in 
the  use  of  their  360  feet  of  window  space 

that  they  O.K'd  without  a  murmur  a 
bill  for  over  $3,500  in  six  weeks  which 
their  display  manager  presented  to  them. 
This  is  characteristic  of  the  attitude  of 
many  of  the  stores  in  these  three  cities. 

How  It  Is  Working  Out 

It  is  not  difficult  to  see  how  the  ef- 
forts of  the  association  are  working  out. 

Relatively  speaking,  the  Canadian  mer- 
chant pays  more  attention  to  his  adver- 

tising, that  is,  his  newspaper  advertis- 
ing, than  his  window  display.  He  pays 

several  hundreds  or  several  thousands 
of  dollars  a  year  more  for  his  newspaper 
advertising  than  on  his  windows.  Such 
is  not  the  case  in  Buffalo  and  Rochester; 
at  least,  the  difference  between  the  two 
is  not  so  great.  Display  men  have  shown 
their  respective  firms  that  originality 
and  art  in  window  display  work  has  a 
vast  commercial  value,  and  their  firms 
have  bowed  to  the  ruling  of  the  dis- 

play men.  Let  it  not  be  understood  that 
the  dealers  in  these  cities  overlook  their 
newspaper  advertising.  They  do  not. 
But  they  give  a  better  corresponding 
value   to   window  display  work   than  we 

One  of  the  chief  objects  of  the  Display  Men's  Associations  that  are  or- 
ganized in  cities  throughout  the  United  States  is  to  promote,  through  their 

window  displays,  any  local  event  that  creates  a  widespread  interest.  Such  an 
association  has  been  formed  in  Rochester,  and  the  above  reproduction  of  a 
window  which  vjas  arranged  by  E.  K.  Scott,  of  Meng  &  Schofield,  president 
of  the  association,  shows  how  he  furthered  the  interests  of  the  horse  show 
held  in  that  city,  and,  at  the  same  time,  arranged  a  window  that  created  a 
good  deal  of  favorable  comment. 

It  is  an  idea  that  could  be  carried  out  in  a  number  of  Canadian  cities  that 
have  horse  shows  during  the  year.  It  certainly  is  a  splendid  effort  both  from 
the  standpoint  of  originality  and  execution. 

do  in  Canada.  When  an  appropriation 
is  asked  for  window  display  that  runs 
up  into  the  hundreds  or  the  thousands 
they  do  not  regard  it  with  suspicion. 
Their  display  men  have  shown  them  that 

so  many  thousands  of  people  pass  these 

windows  daily,  that  sales  have  been  in- 
creased so  much  by  them  and  that  they 

have  an  advertising  value  quite  distinc- 
tive  and   separate   from   that  which   can 
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be  clone  by  the  newspaper  advertisement. 
The  associations  in  Buffalo  and  Roch- 

ester have  promoted  this  idea  with  their 
firms  to  a  marked  degree  of  success.  The 
best  of  feeling  obtains  amongst  the  mem- 

bers of  the  association,  and  the  very  fact 
that  their  organization  is  in  existence  is 
an  indication  to  heads  of  firms  that  the 

profession  of  window  dressing  is  a  dig- 
nified profession  demanding  and  getting 

the  best  attention  of  some  of  the  bright 
young  men  of  the  country. 

How  They  Work  Together 

J.  H.  Streiber,  of  the  J.  L.  Hudson  Co., 
of  Buffalo,  in  explaining  the  objects  of 
the  association  to  Dry  Goods  Review 
stated,  in  the  first  place,  that  it  was 
formed  to  promote  the  profession  of  win- 

dow display  work.  Many  firms,  he" said, 
had  come  to  realize  in  the  last  few  years 
just  how  valuable  good  window  display 
work  was  to  the  successful  merchandis- 

ing of  goods.  At  first,  it  was  hard  to 
convince  the  firms  that  window  display 
had  a  definite  value  in  a  store  policy. 
They  would  OK  a  thousand  dollars  for 
newspaper  advertising  without  question, 
but  when  a  similar  or  even  smaller  ap- 

propriation was  asked  for  window  dis- 
play work  they  would  not  entertain  the 

idea. 
In  the  case  of  a  national  or  local  event 

of  importance,  the  members  of  these  as- 
sociations, Mr.  Streiber  explained,  got 

together  and  promoted  the  idea  through 
their  windows.  For  instance,  a  Boost 
Buffalo  week  was  held  in  that  city.  The 
members  of  the  association  got  together, 
studied  the  history  of  Buffalo  and  its 
development;  and  decided  that  the  differ- 

ent periods  of  development  should  be  re- 
viewed through  the  window  display  work. 

This  gave  plenty  of  scope  for  originality 
on  the  part  of  the  display  men,  and  even 
if  two  of  them  selected  the  same  period 

of  Buffalo's  development,  they  would  not 
picture  it  the  same  way  in  their  window 
display.  This  united  effort  not  only 
helped  Buffalo  but  it  helped  each  store 
whose  window  display  man  joined  in  the 
united  effort  because  of  the  wide-spread 
interest  taken  in  these  window  displays. 

During  the  war  these  display  men 
worked  together  in  many  ways.  If  there 
chanced  to  be  a  Red  Cross  appeal,  they 
lent  their  efforts  to  promoting  it  through 
their  window  displays.  When  the  Lib- 

erty Loan  was  on,  they  did  the  same 
thing  and  the  liveliest  interest  was 
created  by  their  efforts.  During  the 
celebration  commemorating  the  landing 
of  the  Pilgrim  Fathers,  they  not  only 

"helped  through  their  window  displays, but  they  took  charge  of  the  floats  and 
costumes  for  the  parades  that  were  held. 

Should  Commend  Itself  Here 

This  idea  might  well  commend  itself 
to  window  display  men  in  cities  and 
towns.  There  are  many  occasions  when 
the  display  men  could  work  together  for 
the  common  good  of  their  town  or  city. 
If  a  buy-at-home  campaign  is  being  held, 
or  a  horse  show,  or  an  automobile  show, 

Decorative  Cretonnes 
Two  handsome  new  designs  being  offered  by  Daly  &  Morin,  Ltd.,  of  Montreal. 

Large,  loose  floral  patterns  are  treated  in  rather  a  conventional  style  in  colors  rich and  deep. 

these  display  men  might  well  help  it 
along  in  their  respective  cities  or  towns. 
In  Syracuse,  an  automobile  show  was 
being  held  during  a  recent  week.  Every 

men's  wear  store,  practically,  had  some 
part  of  an  auto  in  their  windows  show- 

ing that  they  were  helping  it  along,  real- 
izing that  what  helped  Syracuse  also 

helped  their  individual  stores.  Such  an 
association  is  bound  to  encourage  a  lively 
spirit  of  competition  amongst  its  mem- 

bers, as  it  does  in  the  cities  referred  to; 
and  in  this  there  is  much  of  good.  There 
is  nothing  that  spurs  to  better  effort  like 
competition  and  honest  rivalry. 

PERIOD  NOVELTIES 

Continued  from  page  121 

and  beautiful  effects  produced  by  the 
chandelier  and  candle  wall  brackets  of 
Georgian  times,  candles  being  cleverly 
simulated  in  the  fixtures.  The  hall  or 
vestibule  lantern  carried  out  in  ham- 

mered brass  with  amber  glass  is  also  of 
the  Georgian  period.  Wall  brackets  are 
much  used  to  the  exclusion  of  the  centre 

fixture,  this  method  allowing  for  an  in- 
teresting play  of  light  and  shadow. 

New  Lamps  for  Old 

In  the  matter  of  floor  lamps  a  decided 

change  is  apparent  with  the  new  sea- 
son. The  tall  piano  lamp  has  had  to 

step  from  the  favor  it  enjoyed  to  give 
place  to  the  Chesterfield  or  chair  lamp, 
a  much  shorter  and  altogether  less  un- 

wieldy variation  of  the  piano  lamp.  Of 
sufficient  height  to  pour  the  light  down 
on  the  book  of  the  reader,  the  lamp  does 
not  obtrude  itself  unduly  among  the 

other  furnishings.  The  "bridge"  lamp 
is  a  novelty  which  is  fast  proving  that 
it  has  come  to  fill  a  long  felt  want.  The 
pedestal  of  wood  or  metal  decorated  in 

polychrome  shades  to  combine  with  the 
room's  color  scheme  is  about  four  and 
a  half  feet  in  height,  a  bracket  extends 
from  the  top  and  a  shaded  drop  light 
is  suspended  directly  above  the  bridge 
table. 

The  prominent  feature  of  table  lamps 
is  the  use  of  the  Japanese  vase  as  a 
base,  with  shades  manufactured  in  a 
wide  range  of  colorings  and  materials 
appropriate  to  the  color  scheme  of  the 
china  or  porcelain.  Many  quaint  lamps 
have  Japanese  maidens  in  groups  or 
singly  as  their  base.  Parchment  shades 
are  coming  once  more  into  great  prom- 

inence, due  perhaps  to  a  new  process 
of  manufacture,  which  renders  the 
parchment  more  translucent  and  in  some 
cases  almost  transparent.  These  shades 

are  alluringly  hand-painted. 

Marked  Improvement 
In  Last  Four  Weeks 

The  head  of  one  of  the  largest  Cana- 
dian oilcloth  and  linoleum  manufacturers 

declares  that  business  in  these  lines  has 
improved  considerably  during  the  past 
four  weeks.  While  individual  orders,  it 
was  explained,  are  not  being  placed  in 
any  large  amount,  the  volume  of  smaller 
orders  forms  quite  a  substantial  total. 
Regarding  any  possible  fluctuation  in 
prices,  it  was  stated  that  no  changes 
were  expected  to  occur  for  several 
months,  and  there  was  no  justification 
for  expecting  lower  prices  on  any  of 
these  lines,  as  all  reductions  were  made 
on  a  large  scale  earlier  in  the  season 
to  anticipate  any  possibility  of  a  further 
drop.  No  change  in  patterns  will  be 
made  this  Spring  as  most  of  the  designs 
now  shown  are  altogether  new  to  the trade. 
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rime  &  Rankin  Limited 
Now  Showing 

The  1921  Range 

McLintock's  [Unrivalled  Ventilated 
Down  Quilts 

These  Goods  stand  without  a  peer,  for  de- 
signs, coloring,  value,  and  all-round  satis- 

faction. 

Prices  are  back  to  Reason — as  low  as  good 
Quilts  can  be  produced.  Now  booking 
orders  for  Fall  Delivery — See  these. 

IIMIIMIMIIIIIIIIIIIIIIIMIIMIIIIIIIIIIIMIM 

WINDSOR  BRAND  SCRIM|AND 
MARQUISETTE  CURTAINS 

Right  in  the  lead  of  the  procession,  and 
showing  the  same  dependable  qualities,  in 
New  Styles  and  Effects. 

Our  Curtains,  Please  and  Satisfy 

Fall  Range  now  being  shown — Are  your 
requirements  provided  for?    Values  Right. 

Prime  &  Rankin,  Limited 
22  Warser  Gate 

Nottingham,  England 
74  York  St. 

Toronto,  Canada 
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The  Jamieson  Line  of  Canada 

No.  L-8.— Single  Border 
Lace  Curtain  (as  illus- 

trated), 2%  yds.  by  40", 
White  or  Cream — $2.15  per 
pair. 

SEE  OUR  WORLD 

FAMOUS  LINES— 
ESPECIALLY  OUR 
SCOTCH  MADRAS 

No.  L-45. — Single  Border 
Filet  Weave  (as  illus- 

trated), 2%  yds.  by  40", 
Ivory  only — $2.55  per  pair. 

What  Is  It? 
The  JAMIESON  LINE  OF  CAN- 

ADA represents  the  production  of 
our  own  mills  at  Darvel,  Ayrshire, 
Scotland,  consisting  of  Lace  Cur- 

tains, Cream  and  Colored  Madras, 
Nets  by  the  yard,  Sectional  Panels, 
Vitrage,  Brisebise,  Lace  Bed 

Spreads. ALSO 

Our  London  (England)  produc- 
tion of  Fast  Dyed  Casement  Cloths, 

Poplins,  Repps,  Fancy  Velours,  Da- 
masks, Cretonnes,  Hand  Blocked 

Printed  Linens,  Striped  Taffetas, 
Woven  Striped  Silks. 

ALL  CONTROLLED 
EXCLUSIVELY  BY  US  FOR 

CANADA 

Our  Stocks  have  just  arrived  in 
Toronto  fresh  from  the  Looms,  in 
all  the   latest  novelty  designs  and 

colorings  and  PRICED  on  the  low-  VTn 

No.    L-8    est  Dases  of  Cotton,  recently  pre-  ■L>'(-''    ■*-' vailing  in  Great  Britain. 

SCOTCH  MANUFACTURE 

ALEXJAMCO  TORONTO 
ret-£PMOf*£    NUMB£t* 

A0ELAI0E     6610 

|Il£XaNDERJaMrcSON£@ 

55  Ba  y  Street Toronto. 

L-45 
SO  WONDERFUL  IS  OUR  LINE 

that  all  Merchants  who  have  seen  it 

are  simply  amazed.  They  had  no 
idea  that  these  Black  Warp  Ma- 

drases were  so  beautiful.  They  re- 
semble rich  old  Tapestries  and 

when  hung  at  the  windows  reflect 

gorgeous  color  effect. 

Our  Colorings  are  guaranteed  on 
all  our  goods,  as  they  are  woven 
with  Fast  Dyed  yarns  before  weav- ing. 

They  are  a  first-class  proposition 
for  any  Housefurnishing  Buyer  to 
purchase  for  Stock. 

No  need  to  visit  New  York  or 

Chicago.  We  have  the  goods  here 
(with  quality).  Visit  our  Elegant 
Showrooms.  They  are  the  finest 
in  Canada. 

No.  L-27 

No.  L-13  —  Single  Border 
Lace  Curtain  (as  illus- 

trated), 2%  yds.  by  40", White  or  Cream— $2.60  per 

pair. 

They  drape  so  well 

hang  so  well 
look  so  well 

wear  so  well 

No.  L-27.— Single  Border 
Filet  Weave  (as  illus- 

trated), 2V2  yds.  by  40", 
Ivory  only — $3.40  per  pair. 

W    m     ijil     ̂     '«*<">y^i    lEiyi^ilp^ 

■  -  ~-  ~     ----      -->  ■    -  —  ' 
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Kitchen  Flo 

Sales  Helps  for  Your  Store 
We  have  a  number  of  most  attractive  sales  helps  that  are  proving 

of  great  value  to  many  stores  throughout  Canada. 
The  illustration  above  shows  a  counter  card.  It  is  in  full  color  and 

life-like.  Sure  to  help  you  sell  more  Linoleum.  Write  us  for  one — or 
more  if  you  can  use  them  to  advantage.  Size  11  x  14,  with  suitable  cord 
for  hanging. 

We  shall  also  be  glad  to  send  sets  of  Linoleum  and  Floor  Oilcloth 
or  Rug  Samples,  printed  in  color,  that  are  particularly  useful  for  mailing 

to  your  customers.  There  are  15  different  patterns  measuring  3V2  x  41/* 
inches.  Remember  that  the  merchant  who  plans  NOW  to  develop  trade 
for  his  floor  covering  department  will  get  big  business  this  Spring. 
Write  us  for  full  range  of  sales  helps — they  will  help  you  sell  more 
Linoleum,  Floor  Oilcloth  and  Feltol. 

{And  Order  Well  Ahead  From   Your  Jobber) 

Dominion  Oilcloth  &  Linoleum  Company,  Limited 
MONTREAL  CANADA 



Dry  Goods  Review HOUSE    FURNISHINGS 

!•_' 

Dress  Up  your  Windows  and  Make  this  Spring 
a  Record  Breaker  for  Sales  of  Linoleum, 

Floor  Oilcloth  and  Feltol 

Records  will  be  established  this  year  in  the  sale  of  LINOLEUM, 
FLOOR  OILCLOTH  and  FELTOL.  Many  will  make  more  money  as  a 
result  of  this  increase  than  they  have  ever  made  on  these  products  be- 

cause they  will  plan  their  selling  campaign  early — right  now. 
Our  extensive  Advertising  Campaign,  now  running  throughout  Canada  in 

the  leading  newspapers  and  magazines,  is  helping  to  increase  the  sale  of  these 
easily-cleaned   floor  coverings. 

Have  you  an  extensive  range  of  patterns  of  our  LINOLEUM,  FLOOR  OIL- 
CLOTH and  FELTOL?  Women  are  being  educated  to  ask  for  our  Made-in- 

Canada  floor  coverings.  Will  you  be  ready  to  meet  their  demands?  Business 
will  develop  early  this  year.  What  about  a  wider  range  of  Linoleum  and  Floor 
Oilcloth  Rugs?     They  are  meeting  with  increased  favor. 

Suggested  Window  Display:  Dimensions,  8  feet  wide,  7  feet  high,  4  feet 
deep.  Number  of  rolls  of  piece  goods,  nine.  Paper  patterns  used  extensively. 
Plan  suitable  for  any  size  window.     Write  for  a  supply  for  your  window. 

Order  From   Your  Jobber  To-day 

Dominion  Oilcloth  &  Linoleum  Company,  Limited 
MONTREAL  CANADA 
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"BILTMORE" 
REIGNS  SUPREME  IN  THE  CURTAIN  REALM, 

Unusual  charm  and  original  design  are  epithets  which  mean  what 
they  say  when  applied  to  the  new  Biltmore  Range. 

This  showing  comprises  the  best  and  latest  ideas  in  the  art  of  taste- 
ful decoration.  A  selection  from  our  line  of  MARQUISETTES, 

SCRIMS,  PANELS,  etc.,  will  transform  your  Curtain  Depart- 
ment into  a  veritable  fairyland  as  if  by  magic. 

But  with  all  their  novelty,  Quality  and  Value  are  the  real  secret  of 

the  continued  success  of  Biltmore  Curtains.  You'll  understand 
when  you  see  our  samples. 

The  Biltmore  Curtain  Company,  Limited 

84  Without  Border  406  Oak  Plank— 24"  and  36" 

Pattern  410—24  in.  and  36  in.  in  Stock 

COTT-A-LAP  RUG  BORDERS,  SURROUNDS  and  FLOOR  COVERINGS 
Latest  patterns  in  stock  for  Immediate  Delivery,  in  24-in.,  36-in.,  72-in.  widths. 
If  you  are  not  familiar  with  this  line,  ask  our  travellers  to  show  you  samples,  or  send  direct  to  us. 
There  is  a  ready  demand  for  this  merchandise.  Why  not  get  YOUR  share?  Inquiries  solicited  and 
samples  cheerfully  submitted. 

Cott-a-lap  lies  flat  and  requires  no  tacks. 

SOLE  CANADIAN  AGENTS 

GREENSHIELDS   LIMITED 
Wholesale  Distributors  of  Carpets  and  Draperies 

MONTREAL 
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A  WINDOW 
Curtained    with    '^Dahpor 
Marquisette,  Voile  or  Scrim 
Curtains    reflects    beauty, 
sterling  value  and  durability. 

A  MERCHANT 
Selling  these  curtains 
enjoys  good  profits, 
quick  turnover  and 
satisfied,  loyal  cus- 
tomers. 

How  is  Your  Stock  of  Shades? 

Are  you  ready  for  the  rush 
of  Spring  trade? 

We  are  ready  to  co-operate 
with  you. 

Order  Now  ! 

"l)allt}Or   Brand  Shades 
are  the  best. 

Daly  &  Morin,  Limited 
Lachine     -      Montreal 
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Hundreds  of 

New  Patterns 
in 

DRAPERIES 
from  which 

to  choose 

The  really  successful 
Drapery  Department  of 
to-day  is  one  that  creates 
and  maintains  a  nicety 
of  balance  in  its  stocks 
by  featuring  the  newest 
lines  when  they  are  new 
— in  a  variety  to  suit  all 
tastes.  Let  us  show  you 
our  splendid  Spring 
range  of  brisk  sellers. 

Wm.  Strang  &  Son 
Glasgow,  Scotland 

AGENTS 

Stirling-Auld  &  Co. 
Darvel,  Scotland 

J.  B.  Henderson  &  Company 
LIMITED 

80   BAY  STREET     -     TORONTO 

VISIT  US— 
In  the  Heart  of  the 
Dry   Goods  District 
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An  Excellent  Range  of  New 
Patterns  in 

FLOOR  OILCLOTH 

Ready  for   Spring  Delivery 

MONTREAL  OFFICE: 

^  !28BleurySt. 

FACTORY: 
Cornwall,    Ont. 

The  Counter  Costume  Co., 
Limited 

Designers  and  Makers  of 

Misses'  and  Juniors' 
Dresses 

New  Address:  131-139  Spadina  Ave. 
Spadina  Bldg. 

TORONTO 

REPRESENTATIVES: 

Western  Canada:  City:  Maritime  Provinces: 
].\ HOWARD  R.  O.  HARGRAVE  W.  A.  TALLMIRE 

Eastern  and  Northern  Ontario 

A.  B.  COLWELL 

Western  Ontario: 
R.  KENNEDY 

IMPORTERS  and  MANUFACTURERS 

Art  Needlework  and  Fancy  Goods 
"Peri-Lusta"  "Crystal" Mercerized  Cottons  Artificial  Silk 

Embrojidery  Materials 

Fancy  Linens  and  Piece  Goods 
MADEIRA    HAND   EMBROIDERED 
LINENS  and  HANDKERCHIEFS 

Campbell,  Metzger  &  Jacobson 
932-938  Broadway  New  York  Cor.   22nd   St. 

Canadian  Showroom   and  Factory-: 

Bay  and  Wellington  Sts.,        -        Toronto,  Canada 

An  Orchard  Full  of  Straw  Hats 
Men's  Wear  Review  sent  a  special  man  to  American  cities 
and  towns  in  search  of  new  and  easily  workable  ideas  for 
Spring  window  trims.  He  found  several  that  were  interest- 

ing, practical  and  usable — and  one  that  was  so  simple  and 
yet  so  effective  that  it  merits  your  very  closest  attention.  It 
is  a  direct  spring  message  for  you. 
Are  you  faced  with  a  local  advertising  problem  ?  Eric  W. 
Gibbard,  advertising  manager  of  the  R.  H.  and  J.  Dowler 
stores  is  giving  another  talk  on  the  subject  in  the  March 
issue.  His  experience  is  wide  and  thorough.  He  has  written 
a    REAL   article   for   you. 

Men's   Wear   Review, 
143   University   Ave.,   Toronto. 

I'm   interested  in   Men's  Wear  Review.     Send  me  a  sample 
copy — March   if   possible.      In   case   I   decide   not  to  take   it    I 
will   write  you   within   5   days — otherwise  you   will  bill  me  for 
$2.00  and  I  will  receive  your  magazine  for  one  year. 
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Youth  Triumphs  at  the  Spring  Openings 
Suits  Are  Jaunty,  Some  Gowns  Are  Stately,  But  All  Are  Characterized  by  a  Simplicity  of 

Treatment  That  Lends  Charm  to  the   Wearer  Whatever  Age  She  Be — Many 

Beautiful  Importations  Incorporate  the  Best  Features  of  the  Designers' 
Original  Creations. 

THE  trying  weeks  of  Spring, 
usually  so  unbearably  long,  will  be 
pleasantly  interrupted  by  an  early 

Easter  this  year,  for  which  fact  design- 
ers of  smart  frocks  and  other  feminine 

vanities  are  fervently  grateful.  Due  to 
this  cause  Spring  openings  in  the  larger 
cities  have  all  been  held  earlier  than 
usual,  some  beginning  as  early  as  March 
first.  The  Spring  openings  have  come 
to  occupy  the  position  of  brilliant  artistic 

events  and  ai-e  well  worthy  of  the  desig- 
nation "exposition"  in  point  of  descrip- tion. 

The  initial  opening  held  in  Montreal 
was  that  of  Dupuis  Freres,  who,  on 
three  successive  days,  held  a  much  at- 

tended fashion  revue,  in  which  twelve 
living  models  took  part.  The  many  beau- 

tiful garments  shown  were  effectively 
enhanced  by  the  setting  of  the  stage, 
which  was  decorated  to  represent  a 
stately  drawing-room  with  the  usual 
furnishings  and  rugs,  with  tall  lamps 
shedding  a  rosy  glow.  A  grand  piano 
centred  the  stage,  about  which  a  large 
orchestra  were  seated  and  to  the  strains 
of  the  latest  music  the  models  sauntered 
up  and  down  to  the  evident  delight  of 
the  large  audience.  The  feature  of  the 
display  was  the  bridal  party,  which  illus- 

trated the  complete  outfit  required  by 
both  bride  and  guests  in  every  particu- 

lar. A  tiny  tot  of  four  acted  as  flower 
girl  arrayed  in  white  organdy  with  a 
fluffy  chou  of  white  tulle  tied  about  her 
flaxen  curls  and  was  a  noteworthy  mem- 

ber of  the  cortege.  Among  the  many 
lovely  models  shown  should  be  mentioned 
a  clever  black  taffeta  gown,  flounced  to 
the  waist  and  laced  from  waist  to  throat 
with  scarlet  velvet  ribbon.  White  or- 
prandy  collar  and  cuffs  outlined  the  low 
neck  and  elbow  sleeves.  A  nigger  brown 
Canton  crepe  frock  was  filled  the  entire 
depth  of  the  skirt  with  the  minutest  of 
ruffles,  and  its  quaint  basque-like  blouse 
was  buttoned  primly  to  the  base  of  the 
square  neck  outline.  A  clever  imported 
wrap  in  loose  cape-like  lines  was  evolved 
of  navy  blue  cloth  lined  with  American 
Beauty  satin  and  heavily  beaded  with 
steel  beads.  Two  black  taffeta  flounces 
broke  the  severity  of  the  sides  and  ended 
underneath  a  wide  panel  back.  A  de- 

mure box  coat  with  tiny  vestee  of  rust 
color  featured  myriads  of  tiny  buttons 
all  down  the  fronts.  A  circular  skirt 
completed  the  costume. 

Jaunty  Models  Lead 

Suits  in  general  are  built  on  very 
jaunty  and  youthful  lines  this  season, 
according  to   the   trend   observed   at   the 

Taffeta  Afternoon 
Navy  taffeta  frotk  with  vestee  and  under 

panels  of  cafe  au  lait  georgette.  Tiny  rib- 
bon bows  of  the  same  shade  hold  the  panels 

together. — Shown  at  Almy's  Spring  opening. 

openings,  and  the  majority  feature  short 
box  coats,  round  collars,  open  fronts, 
with  or  without  vestees  or  facings  and 
a  decided  absence  of  severity.  Another 
finger  post  of  fashion  as  evidenced  at 
Dupuis  Freres  was  the  dolman  wrap 
trimmed  with  cut-out  duvetyn  in  chess- 

board effect  to  show  the  material  be- 
neath. Thus,  on  a  sand  velours  coat  the 

hem,  cuffs,  collar  and  scarf  ends  showed 
this  chess-board  effect  in  the  sand  with 
a  cut-out  overlay  of  the  navy  duvetyn. 
Cut   duvetyn    was   also   used    in    circular 

rust  colored  motifs  on  a  wrap  of  navy 
velour  cloth,  made  with  a  shawl  collar 
and  flaring  sleeve.  Dupuis  Freres  also 
displayed  an  exquisite  reception  gown, 
fit  for  any  bride,  made  of  Puritan  gray 
Canton  crepe  combined  with  smoke  bjue 
and  amethyst.  The  bodice  was  very 

simple,  somewhat  long-waisted,  with 
short  plain  sleeves.  From  the  low  waist 
over  the  hips  hung  a  straight,  broad 
girdle,  with  shaded  embroidery  in  tones 
of  blue  and  violet  and  from  the  front 
of  the  girdle  hung  a  broad  apron  panel 
also  embroidered,  while  from  the  neck 
at  the  back  a  loose  panel  fell,  which  was 
looped  slightly  and  caught  at  the  bottom 
of  the  girdle.  The  effect  was  marvel- 

lously lovely. 

The   Debutante's   Easter   Day 
According  to  its  custom  the  firm  of 

Almy's,  Limited,  held  their  fashion  revue 
during  the  entire  week  of  March  8th 
from  2.30  to  4  every  afternoon,  and  it 

may  be  truthfully  said  that  many  thous- 
ands of  interested  spectators  witnessed 

the  wonderful  event.  The  setting  as 
usual  was  elaborate  and  beautiful,  con- 

veying the  atmosphere  of  Spring  in 
every  detail.  The  long  double  run-way 
was  embowered  in  green  foliage  and  at 
close  intervals  cherry  trees  in  full  bloom 
lent  pink  and  white  fragrance  to  the 

picture.  In  the  centre  a  Summer-house 
of  lattice  work  sheltered  the  large  or- 

chestra and  it  also  was  the  background 
for  climbing  flowers,  so  that  the  whole 
effect  was  that  of  a  wonderful  garden. 
The  revue  as  usual  followed  a  definite 

pi-ogramme  and  was  entitled  "The 
Debutante's  Easter  Day."  Commencing 
with  early  morning,  Miss  Debutante 

was  shown  setting  forth  for  her  cross- 
country ride,  arrayed  in  the  smartest  of 

riding  habits  stunningly  tailored  of 

shepherd's  plaids,  tweeds  or  worsteds,  as 
her  fancy  chose.  Next,  she  set  forth  for 

a  game  of  tennis  in  the  latest  of  cos- 
tumes, namely,  a  facsimile  of  the  one 

worn  by  the  winner  of  the  ladies'  inter- national tennis  tournament,  consisting  of 
white  linen  breeches,  white  sport  hose 
and  a  white  silk  shirt  open  at  the  neck. 
This  costume  is  unique  in  Canada  and 

will  probably  revolutionize  tennis  play- 
ing from  the  perfect  freedom  it  pro- 

vides. After  the  game  of  tennis,  Miss 
Debutante  quickly  changed  into  a 
heather  mixture  jersey  costume  of 
bloomers  and  jacket,  with  heavy  hose 
to  correspond  and  slung  her  golf  clubs 
across  her  shoulder. 

Resuming  ordinary  skirts  in  defer- 
ence to  formality,  she  next  appeared  m 
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a  stunning  sports  costume  in  the  new 
contrasting  effect  of  striped  skirt  in 
blue  and  grey  with  coat  of  plain  blue, 
or  in  a  smart  white  accordeon  plaited 
skirt  topped  with  a  tomato  colored  jacket 
piped  in  white  and  hat  to  match. 

Preparing  for  luncheon  she  donned  a 
youthful  suit  of  navy  tricotine,  made 
with  a  loose  box  coat  and  full  skirt.  The 
coat  was  scalloped  round  the  bottom  and 
in  each  scallop  was  a  medallion  embroid- 

ered in  rust  floss  and  jet.  The  same  de- 
sign was  repeated  on  the  loose  panel 

back  of  the  skirt  and  edged  with  small 
collar  and  the  cuffs.  For  afternoon  tea 
she  wore  a  pearl  gray  Canton  crepe 
frock  very  simply  designed,  with  a 
quaint  Bertha  frill  about  the  shoulders 
and  bloused  a  little  at  the  waist.  A  wide 
sash  of  black  cire  ribbon  was  swathed 
about  her  slim  hips  and  hung  down  to 
the  hem.  Grey  silk  stockings  and  the 
new  strapped  slippers  completed  this 
charming  toilette.  For  dinner  she  slip- 

ped into  an  adorable  little  turquoise  blue 
taffeta  coatee  tied  over  a  full  skirt  of 
Chantilly  lace  caught  here  and  there  with 
stiff  bunches  of  French  flowers.  Finally, 
she  appeared  in  an  imported  evening 
gown  of  black  lace,  with  the  new  square 
neck  line,  cut  high  in  the  back,  sashed 
smartly  in  emerald  tulle  at  the  back,  re- 

lieved only  by  a  string  of  creamy  pearls 
about  her  throat. 

Of  course,  wraps  and  millinery  went 
with  each  delightful  costume,  as  well  as 
the  latest  ideas  in  gloves,  parasols, 
handbags,  etc.  The  revue  was  indeed 
educative  as  well  as  entertaining,  for 
the  rest  of  Miss  Debutante's  family  was 
not  forgotten,  and  everyone  from  the 
tiniest  tot  of  three  summers  in  crisp 
little  gingham  rompers  to  the  matron 
of  ampler  proportions  demonstrated  the 
wide  variety  prevailing  in  fashionable 
attire  for  every  hour  of  the  day. 

At  Holt,  Renfrew,  Ltd. 

Simultaneously  with  the  other  open-  ' 
ings  was  held  the  Holt,  Renfrew  Spring 
style  exhibit,  which  was  also  remark- 

able for  its  large  showing  of  costumes 
and  furs  for  miladi's  Summer  ward- 

robe. It  is  rather  pertinent  this  season 
to  note  the  shade  of  difference  between 
the  words  suit  and  costume,  for  accord- 

ing to  the  interpretation  exemplified  by 
this  firm,  severe  tailored  suits  are  few 
in  number  as  compared  with  the  delight- 

fully elaborate  affairs  which  are  worthy 
of  the  name  of  "costume."  One  such 
costume  known  as  the  New  York  bell- 

boy's suit  for  a  youthful  wearer  has  a short  Eton  jacket  with  round  collar  clos- 
ing at  the  neck  and  the  coat  edges  em- 

broidered all  the  way  round  with  floss 
of  a  French  blue.  A  deep  girdle  of  two 
mesh  point  d'esprit  with  a  front  panel  of widths  of  black  watered  ribbon  twice  en- 

circles the  waist,  ties  at  the  left  side  and 
falls  with  long  ends,  its  blue  silk  fringe 
almost  reaching  the  bottom  of  the  skirt. 

The  much  talked  of  coat  dresses  are 
another  delightful  feature  of  the  Holt, 
Renfrew    collection.      One    smart    semi- 

An  Raster  Suggestion 
The  winsome  miss  who  possesses  a  coat 

such  as  this  is  doubly  interested  in  the 
Easter  holidays.  It  is  fashioned  on  long- 
waisted  lines  and  made  of  fine  navy  gabar- 

dine. The  detachable  collar  and  cuffs  are 
of  white  flannel  embroidered  in  Bulgarian 
blue. 

fitted  style  was  of  dull  black  Canton 
crepe  embroidered  in  checker-board  style 
with  gilt  thread,  its  coat  being  separate 
from  its  dress.  A  quilted  black  taffeta 

coat  dress  was  girdled  with  a  heavy  oxi- 
dized silver  belt  and  the  quilting  was 

carried  out  all  down  the  two  fronts  and 

on  the  skirt  in  a  manner  exactly  re- 
sembling the  trimming  so  beloved  of  our 

grandmothers.  A  frock  of  navy  poiret 
twill  in  the  new  long-waisted  effect  was 
heavily  beaded  in  geranium  red  beads  in 
large  plaid  effect  all  over  the  entire  sur- 

face. Crystal  beads  were  also  inter- 
mingled with  the  red  and  lent  an  air  of 

unusual  elaboration  to  so  heavy  a  fabric. 
A  lace  frock,  reminiscent  of  dinner 
dances,  was  of  a  light  cream,  heavy- 
embroidered  net,  the  whole  made  over 
shell  pink  accordeon  plaited  chiffon  with 
tiny  blue  and  pink  rosebuds  outlining 
the  chiffon  underskh't  ruffles,  also  of 
lace.  A  wide  girdle  and  ends  of  shell 
pink  faille  complete  the  dress.  A  more 
mature  wearer  will  delight  in  a  dress 
of  black  Canton  crepe  embroidered  in  an 
elaborate  Oriental  design  with  silver 
bugle  beads.  The  tunic  has  a  draped 
effect  blousing  over  slightly,  and  caught 
at  the  left  into  a  chou  of  the  Canton 
crepe,  while  the  large  embroidery  motif 
of  the  lower  tunic  is  made  the  more  ef- 

fective by    me  plain  and  unadorned  up- 

per portion. 

Imported  Models  at  Fairweather's 

The  Spring  exhibit  at  Fairweather's, Limited,  is  yet  another  feature  of  the 
season  in  Montreal,  where  a  large  and 
varied  collection  of  exquisite  imported 

creations  were  exhibited.  Besides  be- 

ing specialists  in  furs,  this  firm  is  mak- 
ing a  feature  of  its  ready-to-wear  de- 

partment, especially  as  regards  its  cos 
tumes  and  gowns.  A  French  model  suit 
of  black  tricotine  was  heavily  embroid- 

ered all  over  with  French  knots  of  silk 
braid  combined  with  embroidery  in  solid 
effect.  The  skirt  was  in  triple  flounce 
effect  and  accordeon  plaited  from  waist 
to  hem.  The  edge  of  each  flounce  was 

sharply  Vandyked  into  deep  points.  An- 
other "Bobbie"  suit  was  of  navy  twill 

beautifully  elaborated  with  black  floss 

chainstitching  and  trimmed  with  count- 
less tiny  cut-steel  buttons. 

A  marvelous  wrap  of  black  charmeuse 
featured  the  butterfly  sleeve  and  was 
lined  throughout  with  white  brocaded 

satin  showing  a  huge  scarlet  floral  pat- 
tern. A  soft  puffy  collar  finished  the 

neck. 
An  ultra  smart  suit  in  three-piece  ef- 

fect was  made  of  navy  twill  with  the 

short  box  coat  and  plain  circular  ski\'t. 
The,  latter  was  attached  to  a  simple 
kimona  sleeve  bodice  of  navy  charmeuse 
polka-dotted  with  white,  and  simply 
trimmed  by  a  narrow  band  of  the  twill 

about  the  low,  round  neck.  This  three- 
piece  style  is  pi-oving  to  be  very  popular 
in  both  Paris  and  New  York  and  should 
attract  much  attention  among  smart 
Canadian  women  as  well. 

Among  the  imported  frocks  was  one 
of  fire  red  Georgette  crepe  cross-barred 
with  black  mounted  over  a  slender  slip 
of  navy  taffeta  and  heavily  sashed  with 
the  taffeta  with  bouffant  knot  at  the 
back.  Sheer  organdy  collar  and  cuffs 
finished  the  square  neck  and  elbow 
sleeves.  Much  cut  work  in  eyelet  ef- 

fect was  noticed  on  several  gray  crepe 
and  taffeta  gowns  combined  with  either 
Harding  blue  or  rust  color  trimmings. 

Navy  and  black  taffeta  were  also  notice- 
ably conspicuous  in  delightful  flounced 

effects,  usually  sashed  in  narrow  corded 
ribbons  and  caught  with  a  vivid  corsage 
bouquet  of  heavy  wollen  flowers.  ihe 
effect  of  a  scarlet  woollen  rose  with  its 
green  foliage  is  unusually  smart  against 
the  sombre  navy  or  black. 

Elaborate   Spectacle   at   Morgan's 
The  student  of  fashionable  attire 

could  devote  several  days  to  the  wonder- 
ful exposition  of  Spring  modes  as  in- 

terpreted at  the  Henry  Morgan  store 
without  exhausting  its  many  delights. 
Inspired  by  the  glorious  epochs  of  the 
past,  including  Assyrian,  Grecian,  Span- 

ish, Roman  and  French  influences,  a 
veritable  panorama  of  exclusive  and 
colorful  models  passes  before  the  eyes 
of  the  beholder.  Distinction  between  the 

myriads  of  styles  is  well  nigh  impos- 
sible, but  some  of  the  Paris  importations 
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deserve  particular  comment.  One  Ber- 
nard model  suit  is  worthy  of  note  for  its 

style  and  finish.  It  is  of  Bahama  twill 
cord  with  a  short  coat  cut  on  very  crisp 
lir.es,  showing  a  stand-up  collar  that  is 
faintly  reminiscent  of  the  military  col- 

lar. Down  the  front  and  around  the  bot- 

tom of  the  coat  is  an  inset  line  of  deep 
navy  blue  about  half  an  inch  wide  ami 
this  banding:  is  repeated  on  the  cuff. 
The  effect  is  very  clean  cut  and  tailored. 
Another  characteristic  suit  has  the  new 
box-coat  in  navy  picot  velour,  fastened 
only  at  the  neck  with  broad  revers  of 
Rodier  stripe  in  lighter  blue  and  jade. 
The  cuff  is  a  narrow  band  and  the  collar 
is  continued  in  two  scarf  ends,  fringed, 
which  may  be  flung  over  one  shoulder. 
The  plain  skirt  is  striped  and  is  of  trim 
short  length. 

A    Sensational    Model 

A  rather  startling  French  coat  is  made 
of  navy  tricotine,  with  a  deep  collar 
and  facings  reaching  to  the  hem  of  a 
brilliant  red.  known  as  Fez.  The  same 
shade  is  repeated  in  the  rich  lining  and 
in  a  large  flat  buckle  on  the  narrow 
belt.  From  Drecoll  of  Paris  comes  a 
circular  cloak  of  navy  piquetine  (a  heavy 
tricotine),  combined  with  puritan  grey 
silk  duvetyn.  The  grey  forms  the  fac- 

ing on  the  collar  and  the  entire  front 
panels,  and  is  magnificently  hand  em- 

broidered with  tarnished  silver  thread. 
The  collar  can  be  left  open,  the  wrap 
then  fastening  with  a  large  button  at 
the  waist,  or  wrapped  round  the  neck  in 
soft  folds.  The  short  sleeves  with  a 
suggestion  of  the  bell  effect,  are  also 
embroidered  and  falling  open,  show  the 
grey  kitten's  ear  crepe  lining. 
A  reminiscence  of  the  petal  skirt  is 

seen  in  a  Premet  model  of  caramel  kit- 
ten's ear  crepe  heavily  brocaded.  The skirt,  which  is  wired  out,  is  in  panels, 

under  which  shows  the  underdress  of 
mandarin  Canton  crepe.  From  Worth 
comes  an  unusually  beautiful  and  elab- 

orate evening  wrap  in  gold  brocaded 
black  chiffon  made  in  a  very  full  cir- 

cular cape  effect  over  cerise  Canton 
crepe.  Broad  bands  of  black  ribbon  run 
around  this  underwrap  from  top  to  bot- 

tom and  the  cape  is  trimmed  with  a 
wealth  of  black  ostrich  feather  banding, 
around  the  bottom,  the  wide  cuffs  and 
the  deep  collar. 
A  model  that  shows  the  more  exag- 

gerated styles  is  of  black  radium  lace 
over  apricot  satin.  The  bodice  with 
strap  shoulders  is  cut  on  plain  long 
lines,  and  into  it  is  gathered  a  skirt 
which  flares  out  suddenly  over  a  crino- 

line wired  mount.  A  loose  girdle  of 
Foimosa  blue  ninon  is  draped  over  the 
hip  and  caught  with  a  long  spray  of 
French  flowers  in  shades  of  rose. 

A    Specialty   Shop 

Mention  must  also  be  made  of  the 
Spring  showing  at  Paquette  &  Grenier's 
shop  on  St.  Catherine  street,  which  is 
becoming  known  as  the  headquarters 
for  exquisite  blouses,  lingerie  and  frocks. 
Their  blouses  are  especially  notable  this 

A  Suit  From  Ahny's Box  coated  suit  of  navy  tricotine  trim- 
med with  novelty  braid  and  many  cut  steel 

buttons.  A  wide  sash  of  Roman  striped  rib- 
bon with  heavily  tasseled  ends  and  a  jaunty 

bow  of  soft  satin  at  the  collar  provide 
youthful  touches. 

season,  among  which  should  be  men- 
tioned the  plain  models  in  Canton,  Georg- 

ette and  supple  satin  in  such  lovely 
shades  as  oyster  grey,  Adriatic  blue, 
browns,  tomato,  honey  dew  and  rust.  A 
smart  model,  with  a  round  David  Cop- 
perfield  collar,  has  a  tiny  niching  of 
Georgette  around  the  edge  and  the  same- 
ruching  is  used  in  vestee  effect  on  the 
front  panel.  Tiny  tucks  run  from  the 
shoulder  and  the  sleeves  may  be  either 
long   or  three-quarters. 

The  sports  skirts  shown  at  this  shop 
feature  navy  tricotine,  introducing  a  tan 
square  and  a   tiny  line  of  red   is  effec- 

tively developed  in  box  pleats,  with  a 
narrow  red  leather  belt  as  a  finish.  A 

second  skirt  with  box  pleats  is  so  ar- 
ranged that  the  face  of  the  pleat  is  of 

solid  navy  blue,  while  Roman  stripes  on 
a  tawny  ground  are  revealed  between 
the  pleats  as  they  fall  apart  on  the 
wearer's  walking.  An  effective  frock  of 
brown  kitten's  ear  satin  has  the  long 
waist  line  emphasized  by  extension  in 
a  succession  of  bias  satin  ribbon  bands 

overlapping  in  frill  effect.  Subtle 
touches  betray  the  French  origin  of  this 
imported  model,  such  as  the  set  of  the 
high  Bernhardt  collar  caught  with  a 
rust-color  poppy  and  the  tiny  inset  of 
rust-colored  crepe  in  the  simulated  open- 

ing running  a  few  inches  below  the  col- lar line. 

A  Quaint  Victorian  Mode 

A  perfect  reproduction  of  an  early 
Victorian  gown  was  noticed  at  the  John 

Murphey  &  Company's  display,  namely, 
a  demure,  close  fitted  bodice  finished 
down  the  front  with  a  row  of  tiny  cream 

bows  and  finished  with  a  square-cut  neck 
outlined  with  a  lace  collar  and  filled  in 
with  a  tucker  of  cream  net.  From  this 

prim  bodice  the  skirt  of  navy  taffeta 
flared  suddenly  in  a  series  of  full  panels 
wired  out  to  give  the  dress  the  popular 
crinoline  silhouette  and  the  panels  were 

caught  together  with  bows  of  ivory  rib- 
bon to  correspond  with  those  of  the 

bodice. 
A  very  much  more  modern  model,  and 

one  that  was  redolent  of  the  spirit  of 
haste  that  pervades  this  century  was  one 
of  henna  Georgette  that  could  be  slipped 
over  the  head,  without  fastenings.  It 
has  the  slashed  cape  collar  that  is  a 
marked  feature  this  season,  long  waist 
and  full  skirt,  with  a  cascade  of  ruffles 
falling  in  panels  down  each  hip.  The 
sleeves  and  neck  are  piped  and  finished 
in  black,  and  broad  black  girdle  is 
draped  over  one  hip. 

Judging  from  these  displays,  each  one 
significant  of  the  trend  of  fashion,  it  is 

apparent  that  prices  are  no  longer  be- 
yond the  reach  of  the  women  with  a 

limited  income,  and  report  has  it  that 
a  far  greater  number  of  those  who  come 
to  look  remain  to  buy,  and  from  the 

standpoint  of  the  shops  the  present  sea- 
son is  likely  to  prove  entirely  satisfac- 
tory financially. 

THE    RETAILER   IS    IMPORTANT 

"Go  into  the  cities,  towns  and  villages 
throughout  Canada  and  you  will  find  the 
retail  merchant  occupies  an  important 
position  in  the  life  of  the  community.  He 
has  a  personality  which  means  more  to 
his  customers  than  catalogues.  The 
mail  order  houses  may  eliminate  the  in- 

efficient dealer,  but  their  live  and  ag- 
gressive selling  methods  only  act  as  a 

spur  to  the  retail  merchant  who  is 
worthy  of  the  name,  and  who  invariably 
secures  his  share  of  the  business  which 

formerly  went  to  the  late  and  unla- 

mented  inefficient  dealer." 



Dry  Goods  Revii  w L35 

Spring  Arrives  on  the  Rue  de  la  Paix 
Evening  Frocks  Are  Very  Full,  Fashioned  of  Lace  and  Poised  Over  Short  Fourreaux — Skirts 

Show  a  Tendency  for  Longer  and  Wider  Lines  and  the  Dropped  Waistline  Encour- 
ages the  Flat  Bodice,  the  Long  Loose  Sleeve  and  the  Sash. 

PARIS. — We  are  in  the  midst  
of  that 

epoch  in  Paris  when  Dame  Fashion 
makes  up  her  mind  about  Spring; 

the  great  dressmakers  have  reduced  and 

sold  off  all  last  season's  models,  and, 
saving  a  few  tea-gowns,  evening  frocks 
and  several  bizarre  affairs  destined  for 

the  stage,  one  sees  scarcely  any  novel- 
ties. One  must  go  south  to  see  the 

gowns  and  the  wraps  which  will  provide 
us  with  a  foretaste  of  the  Spring  mode: 
smart  tailor-mades  and  serge  frocks  for 
day  time  wearing,  creations  of  crepe  de, 

("hine  and  of  tulle  for  evening. 
But  in  Paris — it  is  still  the  triumph 

of  velvet  and  fur;  rich,  dark  toned  vel- 
vet or  light  pastel  tones  are  being  worn 

any  time  of  day,  and,  combined  with 
monkey,  fox  or  marten  peltries,  make 
costumes  of  extreme  elegance.  We  have 
really  returned  to  the  dignified,  classic 
lines  so  admirably  adapted  to  velvety 
fabrics.  Velvet  even  triumphs  as  the 
choice  supreme  for  bridal  processions, 
which  are  numerous  just  now  on  ac- 

count of  the  usual  rush  to  marry  one- 
self before  Lent  sets  in.  In  the  major- 

ity of  smart  weddings  this  month,  velvet 
is  almost  adopted  like  a  uniform,  velvet 

for  the  bride's  mother,  velvet  for  the 
elder  sisters,  velvet  for  the  bridesmaids 
and  even  for  the  wee  pages  bearing  the 
impressive    train.     Velvet    even  for   the 

Translated  from,  "Femina" 
bride  herself,  for  I  have  observed  lately 
much  less  satin  and  transparent  fabrics 
and  much  more  white  velvet  and  silver 

brocades.  Perhaps  also  because  of  ec- 
clesiastical commands,  we  notice  many 

all  white  bridal  gowns  designed  with 
seyerely  high  collars  reaching  even  to 
the  ears  and  with  long  mitten-like 
sleeves  covering  the  hands.  Whether 

they  be  of  velvet  or  brocade,  these  wed- 
ding gowns  have  a  kind  of  mediaeval 

appearance  which  is  infinitely  delight- 
ful. Even  the  veils  follow  the  mode, 

or  rather  the  fashion  of  draping  them 
is  somewhat  modified.  There  are  fewer 
lace  hood  effects  framing  the  face  with 
their  soft  folds,  and  more  tulle  veils 

reminiscent  of  the  coif  of  "les  relig- 
ieuses";  embroidered  veils  and  beaded 
bandeaux  are  becoming  more  popular 
with  brides  and  remind  one  occasionally 
of  a  Turkish  or  Persian  head  dress. 

Exquisite  Linens  and  Silks 

It  is  also  the  epoch  when  the  devotee 
of  fashion  thinks  of  renewing  or  modify- 

ing or  varying  her  trousseau.  Having 
very  little  that  may  be  considered  quite 
new,  dressmakers  are  tempting  us  with 
lingerie  fit  to  make  even  the  least  co- 

quettish of  us  dream  dreams.  To  be 
truthful,  this  lingerie  is  more  often  of 
silk   than   of   linen,   but   we   continue   to 

call  it  lingerie.  The  big  shops  also  are 
displaying  the  usual  delectable  arrays  of 
towels,  sheets,  table  linen,  etc.,  for 
French  women  retain  the  love  of  ex- 

quisite naperies  which  characterized 
their  mothers  before  them,  and  allow 
themselves  to  be  more  or  less  tempted, 

according  to  their  purses  and  their  re- 

quirements. The  first  straw  hats  are  now  a  matter 

of  history;  but  to  be  quite  exact  one 
must  admit  that  one  does  not  really  wear 

straw  any  more  than  last  season  be- 
cause the  fabric  hat  is  so  much  more 

becoming  and  admits  of  more  variations. 
The  hat  is  naturally  the  first  thing  one 
thinks  of  when  freshening  up  the  Win- 

ter wardrobe  and  all  followers  of  Dame 
Fashion  will  be  thankful  that  she  de- 

crees hats  of  every  shape  and  size  this 
Spring — tricornes,  toques,  cloches,  pic- 

ture shapes,  turbans,  sailors  are  all 
being  offered  for  our  approval;  what 
shall  we  choose,  for  it  is  high  time  to 
make  the  momentous  selection? 

The   Influence  of  the  Theatre 
It  is  certain  that  the  theatre  has  a 

real  influence  upon  fashion.  Of  course, 
people  no  longer  quote  this  or  that 
actress  as  the  final  arbiter  of  fashion, 
and  we  no  longer  have  a  certain  fad 

launched  by  Mme.  X.  or  Mile.  Z.  and  fo'l- ( Continued  on  next  page) 

Prominent  in  the  T.  Eaton  Company's  Spring  Exposition  of  Fashions. 
»t  Fat!fn-cS?nI!!l.irigeiln?0rtati0nS  are  rePr^ntative  of  th«  smart  modes  launched  by  the  designers  this  Spring  and  were  sketched 
rnst.fm*  «f  hi»  u  Sp.r,n|:11P:!g.eant-  F"s*  ls  s,hown  a  swagger  coat  wrap  of  terra  cotta  with  embroidered  skirt.  Next  is  an  unusual costume  ot  black  satin  filled  in  to  a  high  neckline  with  tangerine   crepe  heavily  embroidered. 
nl»a\«H  S„PioLi  Cval  ls  a  °-uai.nt  striped  model  in  green  and  vivid  orange.  Next  is  a  novel  black  and  white  silk  sweater  worn  with  a 
w».TthL  i™fJ ?ii«i  Ch.a,rmln^.  indeed,  is  the  neat  little  black  tricotine  trotteur  buttoned  from  collar  to  hem.  Dark  brown  velour 
was  the  smart   little  tailleur  with  its  jacket   profusely   embroidered  in  biege.— Sketched  bv  the  Drv  Goods  Review  artist. 
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Simpson's  Hold Fashion  Revue 
In  Movie  Theatre 

The  Robert  Simpson  Company,  of  To- 
ronto, departed  from  their  customary 

Spring:  opening  programme  this  year  and 
took  their  importations,  their  models,  and 
their  patrons  to  the  Allen  Theatre,  where 
the  regular  evening  of  movies  was  pleas- 

antly interludes  with  a  very  smart  fash- 
ion revue. 

.Most  of  the  skirts  were  short  and  very 
short.  Some  had  the  uneven  hems, 
which  is  one  of  the  smart  notes,  and  a 
few  were  circular  and  full,  some  with 
two  deep  flounces.  Others  displayed 
rows  of  the  narrow  petaled  flounces  and 
again  others  had  their  black  taffeta  bil- 

lows embroidered  in  black. 
Hats  were  both  small  and  large,  with 

long,  narrow  streamers  falling  from  the 
brim  at  the  right  side.  One  was  a  vivid 
orange,  trimmed  with  vivid  green;  an- 

other was  of  coral,  its  turned  back  Na- 
poleon brim  trimmed  with  rows  of  tiny black  lines. 

A  small  child  in  black  taffeta,  the  skirt 
frilling  out  from  a  yoke  far  above  her 
black  knickered  knees,  caused  consider- 

able comment. 
One  overblouse  in  pearl  gray  ended  in 

four  sharp  points,  a  narrow  belt  girding 
it  in  below  the  waistline.  Coats  were 
short  and  built  chiefly  on  box  lines,  many 
being  made  with  open  sleeves  and  nearly 
all  opening  to  show  the  blouse  or  vest, 
while  one  smart  model  was  embroidered 
with  white  in  a  half  circle  just  above  the 
hips. 

Fairweather's  Ltd. 
Feature  Crepes 

And  Dyed  Lace 
Fairweather's  Limited,  of  Toronto,  held 

their  Spring  opening  after  the  large  de- 
partmental stores  had  exhibited  their 

Spring  collections.  In  dresses  they  are 
featuring  Canton  crepe  in  navy,  gray, 
brown,  black.  Colored  lace  is  used,  also  a 
great  deal  of  navy  taffeta  for  youthful 
frocks.  Eyelet  embroidery  is  a  favored 
style  of  decoration  and  is  seen  frequently 
on  all  the  silk  weaves. 

In  the  suit  and  cloak  department,  in- 
terest seems  to  center  in  suits,  and  those 

of  a  rather  plain  and  tailored  character 
are  first  choice.  Visitors  to  the  depart- 

ment express  approval  of  the  wraps,  but 
more  suits  than  cloaks  are  sold,  accord- 

ing to  report,  and  navy  blue  tricotine 
with  silk  braid  trimming  is  first  choice. 

On  the  third  floor  blouses,  lingerie  and 
corsets  are  to  be  found,  the  piece  de  re- 

sistance being  the  blouse.  Here  is  ecru 
lace  with  short  peplum  and  fancy  ribbon 
f-'irdle,  jade  and  peach  colored  georgette 
with  embroidery  and  black  crepe  de 
Chine  with  design  outlined  in  gold  thread, 
and  many  others.  Everything  shown  in 
blouses  is  the  over  the  skirt  style. 

A  Spiral  Tunic 
A  smart  afternoon  frock  of  changeable 

grey  and  orchid  taffetas  very  much  ruf- 
fled and  allying  the  skirt  and  bodice  by 

means  of  a  shaped  girdle  and  square  tucked 
net  vestee.  The  sleeve  treatment  is  very 
dainty. — Sketched  by  the  Dry  Goods  Review artist. 

PARIS  TAKES  HEED  OF  SPRING 
(Continued  from  page  135) 

lowed  slavishly  by  thousands  and  thou- 
sands of  women,  for  the  mode  to-day, 

according  as  one  is  tall  or  short,  young 

or  less  young,  is  modified  by  "every- 
woman"  after  her  own  taste  and  prefer- 

ences. The  play  of  the  moment  in 

Paris,  "L'homme  a  la  rose,"  with  its 
Spanish  costumes,  may,  nevertheless, 
give  a  new  direction  to  the  mode.  Take 
dancing,  for  example,  for  although  we 
dance  with  less  frenzy  than  last  year, 
the  dancing  frock  is  one  of  the  indis- 

pensable items  of  one's  wardrobe,  and 
generally  it  has  a  close-fitting  corsage 
and  a  very  bouffant  skirt,  flattened  be- 

hind and  in  front,  for  nothing  is  less 
attractive  for  dancing  than  a  narrow 
skirt  which  works  up  all  the  time.  The 
fad  for  Chantilly  lace  frocks  is  another 
Spanish  touch  suggested  by  the  play, 
and  some  even  make  wraps  and  flowing 
veils  of  the  lace,  both  charming  and 
effective. 

The  Corset  Returns 

The    tightly    fitted    bodice    versus    the 

loosely  fitted  silhouette  forms  the  basis 
of  much  argument  just  now.  After  all 
it  is  perhaps  more  a  question  of  the 
corset  rather  than  the  outer  garment. 
For  several  seasons,  before  the  persist- 

ence of  the  chemise  frock,  many  young 

and  slender  women  attempted  to  free 
themselves  from  this  restriction,  which 
nowadays  is  really  quite  a  comfortable 
affair.  As  we  are  now  returning  to 
more  fitted  lines,  dressmakers  are  dis- 

covering that  backs  have  become  stooped 
and  waist  lines  have  increased  distress- 

ingly, making  fittings  very  difficult. 
Therefore,  behold  the  entire  world  of 
dressmakers  declaring  war  upon  the  un- 
corseted  woman,  for  it  is  no  longer  a 

question  of  stiff  boning  and  tight  lac- 
ings, but  merely  a  girdle  or  an  unboned 

support  which  will  prevent  the  flesh  from 
spreading  too  indiscreetly  and  hold  in 
place  the  cobwebby  silk  stockings  which 
will  slide  down  under  ribbon  garters, 
which  though  lovely  are  not  hygienic. 

More  and  more  we  find  ourselves  in 
favor  of  the  simplest  lines  in  clothes 
and  this  problem  of  underthings  has  a 
vital  importance,  for  straight  frocks  of 
soft  material  cling  to  the  body  and  the 
least   unnecessary   bulk    spoils   the    line. 

Oriental  Influences 

If  one  would  truly  seek  the  inspira- 
tion of  the  present  mode  it  would  be 

necessary  to  pass  in  review  the  clothes 
of  every  period  and  every  country. 
Whilst  certain  makers  transport  us  to 
Spain,  with  its  voluminous  skirts,  its 
black  velvet,  its  fans  and  combs,  etc., 
still  others  evoke  the  Chinese  influence 
with  its  sumptuous  colors  and  straight 
lines.  Other  garments  recall  the  influ- 

ence of  the  Renaissance  with  their  gorge- 
ous brocades.  Long  and  clinging  in 

style,  they  are  sometimes  held  about  the 
waist  by  large  jewelled  plaques  and  have 
long  wings  in  guise  of  sleeves.  These 
long  sleeves  make  us  think  of  some 
Italian  queen  of  bygone  days.  Even  the 
coiffure  gives  the  illusion  that  we  have 
gone  back  to  some  obscure  period  which 
ignored  all  idea  of  modern  comfort. 

Surely   Not 

It  appears  that  we  are  not  to  wear 
fur  next  Summer.  Such  is  the  startling 
announcement  which  will  assuredly  cause 
us  to  pause  an  instant.  Have  women 
actually  become  reasonable  all  of  a  sud- 

den and  have  they  finally  become  aware 
that  a  fine  fox  pelt,  an  ermine  cape  or 
a  choker  of  mink  adds  nothing  to  a  mid- 
Summer  costume  ?  The  truth  is  that  a 
real  silver  fox  costs  at  least  three  thou- 

sand francs  in  a  small  shop  and  much 
more  in  one  of  the  smart  ones.  Is  this 
the  reason  why  we  see  the  neckpiece  of 
uncurled  ostrich  replacing  the  collar  of 
monkey  fur,  the  persistent  vogue  for 
which  has  probably  killed  its  popularity. 
Quite  often  the  feather  ruff  matches  a 
fringe  of  the  same  upon  the  gown,  but 
more  often  one  observes  that  the  collar 

is  quite  independent  of  the  frock  and  is 
made  to  stand  up  very  high  about  the chin. 
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Must  Face  a  Period  of  Competition 
Efficient  Methods  in  Business  Are  Now  Necessary  to  Win  Through 

- — Reports  Indicate  That  Retail  Turnover  in  Smaller  Centres  Has 
Recently  Been  Ahead  of  Last  Year 

M 

Editor's  Note: — The  following  is  from 
an  address  delivered  before  the  Kiwanis 

Club,  Toronto,  by  Horace  T.  Hunter, 

\  ue-president  of  the  MacLean  Publish- 
ing Company,  dealing  with  business 

problems  and  methods  of  meeting  them. 

Y  business  brings  me  into 
contact  with  several  very  im- 

portant lines  of  merchan- 
dising— hardware,  grocery,  dry  goods, 

drugs,  men's  wear,  stationery,  plumbing 
and  steamfitting — and  in  addition  to 
these  the  bank  manager  who  acts  as  a 

sort  of  "business  father  confessor"  to 
all  of  them.  We  try  to  develop  the 

"from  Missouri"  attitude  and  although 
many  manufacturers  and  wholesalers 
were  convinced  that  the  general  public 

had  instituted  a  "buyers'  strike"  and 
that  business  was  at  a  standstill,  we 
made  direct  inquiries  from  the  retailers 
themselves.  You  may  be  as  surprised 
as  I  was  to  learn  the  result.  Retail 
merchants  outside  the  big  centres  report 
that  their  sales  for  December,  January 
and  February  exceeded  their  sales  for 
the  corresponding  three  months  in  the 
previous  year;  for  the  most  part  Feb- 

ruary business  of  this  year  has  been 
ahead  of  February  of  last  year. 

It  is  important  to  note  and  has  great 
significance,  that  in  the  smaller  centres 
the  retail  merchants  are  keeping  up 
their  volume  of  sales.  The  following 
definite   statements   are   convincing: 

February  Stock 
City  or  Town.  Turnover         Carried 

Collingwood     .  .     .  .         2%  inc.  same 
Paris           6%  dec.     12%%  less 
Peterborough    ..    ..    19y2%  inc.        5%  less 
Napanee           3%  inc.      25%  less 
Tillsonburg    1%  inc.        5%  less 
fngersoll            25%  inc.      10%  less 
Sudbury       same     20%  higher 
Sherbrooke,    P.Q.    .         3%  inc.  same 
Mitchell,  Ont         20%  less      10%  more 
North  Bay           1%  less  same 
Hamilton          10%  inc.      33%  less 
London,   Ont    inc.  less 
Lindsay       1%  inc.        2%  less 
Moose  Jaw,  Sask.   .  same  sanre 
Calgary       same  larger 

The  above  reports  are  from  leading  mer- 
chants in  towns  and  cities  mentioned.  In 

many  cases  they  are  from  the  merchant 
holding  unquestionably  first  place  as  far  as 
volume  of  sales  is  concerned. 

Turnover  Not  Profits 

I  am  speaking  of  turnover,  not  profit. 
Many  lines  are  being  sold  at  reduced 
prices,  but  the  fact  that  goods  are  being 
sold  indicates  that  more  goods  will  have 
to  be  made  to  take  their  place.  Manu- 

facturers and  wholesalers  have,  how- 

evei*,  had  different  experiences  from 
those  of  retailers.  Orders  for  their  goods 
are  being  placed  slowly. 

Retailers  are  ordering  to-day  only  for 
their  immediate  needs.    A  year  ago  they 

were  buying  six  months  or  more  in  ad- 
vance, owing  to  scarcity  of  goods  and 

slowness  of  delivery.  On  a  rising  mar- 
ket it  was  good  policy  to  get  orders 

placed  before  further  advance  in  price 
took  place.  To-day  conditions  are  re- 

versed. It  has  become  again  a  buyers' market. 

Every  week  reductions  in  prices  are 
announced,  therefore  the  merchant  feels 
that  the  longer  he  can  hold  off  buying 
the  better  price  he  is  likely  to  get. 

Fewer   Brands 

Retailers  are  reducing  their  stocks  by 
carrying  fewer  varieties  than  formerly; 
instead  of  carrying  three  or  four  brands 
they  are  concentrating  on  one  brand. 

A  Wise  Policy 

Who  will  say  that  this  is  not  a  wise 

policy  ? 
Even  the  manufacturers  and  jobbers 

who  are  hungry  for  orders  must  realize 
that  it  is  a  matter  of  first  importance 
that  retail  merchants  safeguard  their 
financial  position.  It  is  their  duty  not 
to  overload  the  retailer,  but  to  help  him 
in  every  possible  way  to  speed  up  his 
turnover. 

Basic  Conditions  Sound 

Basic  conditions  throughout  the  Do- 
minion are  sound.  It  was  not  to  be  ex- 
pected that  we  could  get  through  the 

readjustment  without  some  disturbance. 
There  have,  howeevr,  been  comparatively 
few  failures.  We  have  been  very  for- 

tunate that  there  has  been  no  debacle. 
The  readjustment  in  prices  has  been 
graduel.  Textiles,  boots  and  shoes,  furs, 
foodstuffs,  hides,  wool  and  cotton  have 
followed  each  other  in  a  fairly  orderly 
procession  on  the  downward  grade.  Had 
they  all  declined  at  once  and  in  drastic 
manner,  financial  institutions  would 
have  been  embarrassed  and  we  would 
have  had  many  failures. 

Foreign  Influences 

But  it  would  be  a  short-sighted  policy 
and  one  that  would  invite  disaster  to 
examine  only  conditions  in  Canada.  We 
cannot  evade  the  effect  of  foreign  com- 

petition, much  as  we  would  like  to  do  so. 
European  and  Asiatic  countries  are  in  an 
impoverished  condition  and  overwhelmed 
with  debts.  Lloyd  George  has  stated 
the  only  way  a  country  can  improve  its 
position  is  by  selling  goods  to  other 
countries.  They  must  produce  an  ex- 

portable surplus  and  their  exports  must 
exceed  their  imports.  In  most  of  these 
countries  there  is  no  talk  of  an  eight- 
hour  day  or  a  minimum  wage.  It  is  the 
old  primitive  fight  for  existence. 

The  indemnity  levied  on  Germany  ex- 
tends over  a  period  of  forty  years.    By 

many  this  is  interpreted  to  mean  forty 
years  during  which  everyone  engaged  in 
production  in  Germany  must  work 
longer  hours  and  for  less  pay  than  is 
the  custom  in  other  countries  with  which 
they  are  competing. 

Keen  Competition 
What  does  this  mean?  In  my  opinion 

it  means  the  keenest  competition  the 
world  has   ever  known. 

Economists  the  world  over  are  endeav- 
oring to  find  a  method  of  permitting 

Germany  and  other  countries  to  pay 
their  debts  and  re-establish  a  decent  and 
healthy  mode  of  living  without  exposing 
the  creditor  countries  to  this  cut-throat 
competition.  They  have  not  yet  suc- 
ceeded. 

Business  Preparedness 

I  believe  it  behooves  every  business 
man  to  prepare  for  a  prolonged  period 
of  keen  competition.  Now,  I  do  not.  look 
on  this  as  a  gloomy  picture,  provided  we 
are  prepared  for  it.  Mark  Twain  said 
everybody  talked  about  the  weather,  but 
nobody  ever  did  anything.  I  believe 
there  are  a  few  things  each  of  us  can 
do  to  put  our  respective  businesses  in 
shape  to  meet  conditions  that  lie  ahead 
of  us. 

Map  Out  Definite  Policy 

The  first  thing  I  would  suggest  is — 
map  out  a  definite  policy.  Every  firm 
and  every  individual  should  get  down  to 
brass  tacks,  should  map  out  in  writing 
a  definite  policy  and  fix  the  responsibility 
for  carrying  it  out. 

Speed  Up  Turnover 
The  day  of  long  profits  is  past.  I 

doubt  if  any  of  us  will  ever  again  see 
the  day  when  a  merchant  could  make 
more  money  by  holding  goods  than  by 
selling  them.  The  motto  for  the  future 
will  be  not  big  profits,  but  quick  turn 
over.  This,  however,  is  no  hardship  to 
the  efficient  business  man;  5  per  cent, 
net  profit  with  twelve  turnovers  a  year 
is  better  than  20  per  cent,  profit  with 
three  turnovers  in  the  year.  It  is  safer. 
It  tends  to  lower  costs  and  this  in  itself 
stimulates  business. 

Labor   Saving   Devices 

The  installation  of  labor-saving  ma- 
chinery is  another  way  of  reducing  costs. 

This  includes  many  fixtures  or  equip- 
ment, which,  after  providing  for  interest 

on  investment  and  depreciation,  will 
lower  cost  of  doing  business. 

The  Tax  Problem 

The   Excess   Profits   Tax  .  and   Luxury 
Tax,  heavy  income  taxes  were  imposed 
to  satisfy  the  public  clamor.     The  past 
few  years  have. demonstrated  these  taxes 

(Continued  on  page  138) 
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BRITISH    TRADE    NEWS  I 
iihiiiiiiii 

Fall  in  Values 
Causes  Heavy  Losses 

Report       from      Prominent       Manchester 
Warehouse     and     Manufacturing 

Firm    Reveals   Effect    of 
Trade  Conditions 

Some  idea  of  the  losses  incurred  by 
wholesale  and  manufacturing  concerns 
in  Great  Britain  as  a  result  of  the  re- 

cent business  slump  is  conveyed  in  a 
report  issued  by  Rylands  &  Sons,  Ltd., 
of  Manchester,  in  which  they  reveal 
their  losses  for  the  second  half  of  1920. 
Owing  to  the  very  serious  fall  in  values 
this  loss  amounts  to  £109,577. 

It  has  been  a  necessity  of  the  business, 
of  course,  to  carry  large  stocks,  and,  as 
everyone  knows,  the  report  says,  these 
stocks  must  have  depreciated  since  the 

fall  in  prices  set  in,  though  it  was  prob- 
ably not  suspected  that  the  loss  thus 

incurred  would  more  than  swallow  up 

the  trading  profits.  Even  in  these  cir- 
cumstances, however,  it  has  been  found 

possible  to  propose  a  dividend  of  5  per 
cent,  actual,  as  the  directors,  bcmg  iuily 
aware  that  the  depreciation  would  come 
some  day,  took  the  precaution  at  the  end 
of  the  previous  half-year  of  carrying 
a  very  large  balance  forward.  Last 
Summer  8  per  cent,  preference  shares 
to  the  amount  of  £1,500,000  were  issued, 
and  these  now  carry  a  dividend  from  the 
26th  July  to  the  end  of  the  year,  which 
will  absorb  £36,592,  after  deducting 
£15,682  for  income  tax.  The  ordinary 
dividend  requires  £70,000,  after  deduct- 

ing £30,000  for  income  tax. 
The  report  further  shows  that  there 

is  a  clear  profit  of  £144,348  for  the  year 
and  a  total  available  balance  of  £414,085. 

MUST   FACE   PERIOD   OF   COMPETI- 
TION 

(Continued  from  page  137) 
have  had  a  boomerang  effect.  They  have 
increased  greatly  the  price  of  commodi- 

ties and  have  killed  off  new  enterprises 
and  business  extensions  which  would 

have  given  employment  to  many  men 
who  to-day  find  themselves  out  of  work. 

B.  C.  Forbes  tells  of  an  instance 

illustrating  this  point.  Eight  hundred 
sales  agents  and  salesmen  from  all  parts 
of  the  United  States  and  Canada  had 
recently  gathered  in  a  great  convention 
hall.  Several  had  complained  that  their 
territories  were  completely  worked  out 
and  they  needed  new  ones.  Had  this  sort 
of  talk  been  allowed  to  gather  momen- 

tum the  whole  assembly  might  have  been 
headed  towards  gloomy  depression  and 
despondency,  probably  with  incalculably 
harmful  after  effects.  Quick  as  a  flash 
tjie  senior  executive  leaped  to  the  plat- 

form and  shouted,  "I'm  going  to  stop 
this  convention  to  get  a  shoe  shine — 

call  in  a  bootblack." 
The  dropping  of  a  bombshell  could 

not  have  produced  a  greater  sensation. 
It  was  known  that  the  convention  was 

costing  the  company  at  least  $250  per 
minute,  yet  the  whole  proceedings  were 
halted  in  order  that  one  man  might  get 

his  shoes  polished.  In  came  the  boot- 
black and  while  eight  hundred  men 

watched  he  did  his  work.  It  took  five 
minutes.  The  shoe  shine,  therefore,  cost 

$1,250. The  man  whose  shoes  had  been  shined 

then  said,  in  effect:  "Both  of  the  two 
bootblacks  who  preceded  this  fellow 
failed  to  earn  even  the  $4  a  day  guar- 

anteed by  the  company.  The  company 
every  week  had  to  make  up  the  deficit. 
Then  came  this  bootblack.  He  had  no 

more  prospects  than  the  others,  no 
larger  territory,  no  better  conditions  of 
any  kind;  yet  this  bootblack  earns  from 
eleven  to  seventeen  dollars  per  day. 

Gentlemen,"  he  shouted,  "it  is  not  ter- 
ritory that  counts — it  is  the  man." 

This  is  the  spirit  we  need  to-day  and 
if  it  goes  hand  in  hand  with  other  effici- 

ent methods  of  production  we  need  not 
fear  the  keen  competition  that  lies  ahead. 

Advertising    Doubly    Beneficial 

It  is  a  peculiar  fact  that  advertising 
is  curtailed  during  any  period  of  depres- 

sion. I  believe  the  reason  for  this  is 
that  business  men  expect  either  too 
much  or  too  little  from  their  advertising. 
Advertising  is  particularly  valuable  at 
this  time  because  it  not  only  performs 
the  usual  function  of  increasing  sales 
and  rendering  more  efficient  all  other  de- 

partments of  the  organiaztion,  but  every 
advertisement  calls  aloud  to  the  public 
that  here  is  one  firm  going  on  record 
that  it  actually  expects  to  do  business. 

During  the  so-called  buyers'  strike  many 
wholesale,  retail  and  manufacturing 
firms  called  together  their  sales  staffs 
and  tried  to  inject  pep  into  them  and 
then  flatly  contradicted  themselves  by 
cancelling  their  advertising  and  thus 

saying  plainly  they  really  had  no  ex- 
pectation of  doing  business. 

In  my  opinion  the  firms  which  have 
done  the  most  and  which  are  still  doing 
the  most  to  get  us  through  this  read- 

justment period  are  the  firms  which  have 

calmly  "carried  on"  with  regular  adver- 
tisements in  the  trade  newspapers,  the 

magazines  and  general  newspapers. 
There  may  not  be  as  much  business 
done  in  their  line  this  year  as  last  year, 
but  it  is  a  fairly  safe  bet  they  will  get 
their  quota. 

Optimism  is  Essential 

These  are  some  of  the  tangible  things 

we  need  to-day,  but  they  will  be  of  very 
lhtle  use  unles?  we  have  also  optimism, 
enthusiasm,    courage    and    perseverance. 

AROUND  THE  MARKET 

New  York. — Big  business  on  printed 
satin  linings  at  $1.10  a  yard,  and  on 
up  to  about  $1.25  a  yard,  is  reported 
from  the  jobber,  and  a  similar  report 
comes  from  a  manufacturer  who  is 

finding  a  good  sale  for  printed,  cotton- 
backed  satin  linings  at  about  $1.20  a 
yard,  from  the  popular  priced  houses. 
Manufacturer  and  jobber  are  agreed 
that  in  linings  selling  above  $1.50  a 

yard,  the  demand  is  for  plain  goods. 

"The  finer  a  georgette  the  more  in- 

terest is  there  shown  by  the  trade," 
declares  a  manufacturer  who  de- 

scribes business  in  a  high-class  fabric 

of  this  type  as  "extraordinarily  good." 
Another  manufacturer,  who  has 

been  making  an  inexpensive  grade  of 

georgette,  is  about  to  add  a  higher- 
grade  to  his  line.  He  notes  an  im- 

proved condition  in  the  demand  for 
this  class  of  goods,  particularly  the 
better  weaves,  and  mentions  $1.50  as 
a  figure  that  interests  buyers. 

Paulette  crepe  was  liberally  used  in 
at  least  two  nice  dress  lines  opened 
this  week.  This  follows  the  use  of 
Elizabeth  crepe  in  imports. 

The  price  of  $2  is  spoken  of  as  a 
manufacturer's  figure  likely  to  be 

popular  for  a  "decent"  charmeuse  for 
Fall  business,  in  goods  that  sold  dur- 

ing December  and  January  at  about 

$1.75. 
Divergent  reports  are  made  on  the 

present  condition  of  business  in  this 
fabric.  In  one  center  for  charmeuse, 
things  are  quiet;  in  another,  it  is 
states  that  a  tremendous  business  has 
been  done  for  Fall,  and  that  it  is 

practically  finished  for  new  goods,  al- 
though there  is  still  some  stock  avail- 

able for  immediate  delivery. 
Crepe  de  Chine  appears  to  occupy 

a  strong  position  in  the  silk  market. 
Crepes,  in  general,  are  still  talked  of 
for  Fall,  together  with  satins.  The 
continuance  of  the  vogue  of  Canton 
seems  to  be  a  toss-up. 

It  is  of  interest  that  a  great  many 

of  the  new  French  models  now  ap- 
pearing in  the  high-class  specialty 

shops  are  of  dull  black  crepe,  in  con- 
trast to  the  vogue  for  black  satin 

that  prevailed  a  year  ago. 

Crepe  de  Chine  is  holding  up  well 
in  the  blouse  trade,  despite  the  fact 
that  the  cotton  fabrics  are  crowding 
silk. 
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CARMEN  SYLVA  DRESSES 
for  Individuality — Distinctiveness 

STOCK  ON  HAND  FOR  IMMEDIATE  DELIVERY  IN 

TRICOTINE      CREPES      SILKS 
TAFFETAS  SATINS 
CHARMEUSE  SERGES 

In  all  the  leading  shades.  Write  for  samples. 

LASSNER,  LIMITED 
WILDER  BUILDING 
321  BLEURY  STREET MONTREAL 

RETTIE  &  SMITH,  LIMITED 
MANUFACTURERS 

LEADERS  ONLY 

WAISTS 
CANADA'S  MOST  POPULAR  WAIST  HOUSE 

POPULAR  PRICES  ONLY 

WAISTS 
SAMPLES  SENT  ON  REQUEST 

SPECIALISTS  IN  NEWEST  VOILE  AND  WASH  WAISTS 

233-239  BLEURY  STREET,  MONTREAL 

The  McEIroyMfg.Co.,Ltd. 

^Garments 

FAMOUS  FOR  THEIR 

Fit,  Cut,  Style, 

Hang  and  Finish 
HEAD  OFFICE: 

47  Simcoe  St.       -       Toronto 

"Garments  of  the  Better  Kind. 

COATS,    WRAPS,    SUITS 
and    DRESSES 

See  our  made-up  garments  on  the  racks 
at  clearing  prices. 

207  St.  Catherine  Street  West 
MONTREAL 

Our  line  of  coats  and  suite 

is  more  complete  than 
ever. 

Our  travellers  are  out 

with  a  full  line  of  samples. 

303  Mountain  St.,  Montreal 

MONAKER  DRESS 
Manufacturing  Company 

Makers  of  Evening, 
Wedding,  Afternoon  and 
Street  Dresses.  Silk,  Satin 
and  Georgette.    Taffetas. 

Priced  from  $12.50  to 
$30.00. 
A  visit  to  our  show- 

rooms will  convince  you. 
Room  204 

591  St.  Catherine  Street  West 
MONTREAL 

CONTRACTORS  TO 
H.M.  GOVERNMENT. 

Manufacturers   of:  — 

Colonial  Handwear  "Maid  o'  the 

West." 

Gloves    for    every    occasion     in 
Leather  or  Fabric. 

"Perfection    Suede"    and    Ante- 
lope Leathers. 

Upper  Leathers. 
Also   Exporters  of:  — White    Washable    and    Chamois 

Leathers. 
Foreign     and     Colonial     Wools 

and  Hair. 
Fancy   Leather  Goods. 

Importers  of  General 
Merchandise 

F.  BLAKE  &. Co.,  Yeovil,  Eng., 
Manufacturer!,  Import  and  Exporters 

Cloaks,  Suits,  Waists 

Stock  decays  on  hand  for 
immediate  delivery. 

ATLAS  GARMENT  MFG.  & 
TRADING  CO. 

46  St.  Alexander  Street       MONTREAL 



140 K  E  A  0  Y  -TO-  W  E  A  R Dry  Goods  Review 

OPPORTUNITY  IS  KNOCKING 
AT  YOUR  DOOR!! 

In  order  to  get  down  to  replacement  basis  we  have  decided  to  offer 

our  stock  of  MEN'S  Raincoats  to  the  trade  at  the  following  prices: 

$15 
Dark  Grey 

Light  Brown 
Dark  Brown 

Representing  a  Marvellous  Value.  The  Coats  we 
sold  last  Fall  for  $22.50.  These  Overcoats  are 
Thoroughly  Waterproof.  Half-lined,  and  especially 
adapted  for  the  Western  Trade. 

$1A50 10 
SO  50 

Scotch  Tweed  Mixtures 

Double  Textures 

Brown         Green 

Grey  Blue 

These  Raincoats  sold  last  Fall  for 

$17.50.  They  have  the  general  ap- 
pearance of  a  stylishly  cut,  well-made 

Spring  Coat.  You  can  make  money 
with  them  and  friends. 

8 
We  have  also  a  wide  range  of  Tweed  Raincoats,  the  value  of  which 

will  astonish  you  and  your  customers.  We  can't  describe  them — but 
they  are  literally  being  given  away  at  this  price  which  is  far  below 
cost  of  production. 

Navy  Blue  Rubberized  Cotton  Gabardine  Coats 

$roo 5 
Especially  adapted  for  Summer — so  cheap  you  could  sell  them  as  Auto- 

mobile Dustcoats.  Every  seam  cemented  and  sewn,  reinforced  with  a  silk 
strapping.  Silk  yolk  lining.  A  finished  garment  in  every  respect.  Last 
year  we  sold  this  same  line  at  $14.50. 

Talk  quickly  on  this  lot  as  there  are  only  50  for  disposal. 

Remember — The  Proof  of  the  Pudding  is  the 
Eating — Send  for  Samples 

SAMPLES 
Obviously,  at  these  Prices,  it  is  impossible  for  us  to  submit 
Samples  with  the  risk  of  the  curious  returning  same — the 
Cost  of  Express  added  to  this  Price  Sacrifice  would  be  Busi- 

ness Suicide.  BUT,  we  are  prepared  to  send  a  parcel  of 

samples — not  less  than  Four  Coats — you  choose  your  coats 
from  this  advertisement,  which  we  treat  as  an  order,  and  by  so  doing  you  open  an  account.  If  you  decide  to 

stock — your  samples  will  be  shown  on  invoice  as  part  delivery. 

We  Stake  Our  Reputation  on  This  Offer 
It  is  Unprecedented  and  Without  Parallel 

^  "Buy  Carefully,  But  Buy" 
Address  .* 

VICTORIA  RUBBER  COMPANY 
437  ST.  PAUL  ST.  WEST  MONTREAL,  P.Q. 
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ART  DRESSES 
have  acquired  a  dominat- 

ing leadership  for  Style, 

Quality  and  Individuality- 
The  same  qualities  which 

make  them  pre-eminent  in 
the  wholesale  market, 

"carry  on"  to  your  custom- 
ers with  profit  for  you  and 

satisfaction  for  them. 

Our  Spring  models  are 
wonderfully  attractive  and 
comprise 

Serges  Crepe  de  Chine 
Tricotines  Georgette 
Canton  Crepe  Charmeuse 
Satins  Taffeta 

See  the  samples  our  travellers  are  showing. 
Priced  to  meet  competition. 

Immediate  delivery. 

Art  Cloak  &  Suit 
Co.,  Limited 

Wilder  Building.,  321  Bleury  Street 
MONTREAL 

Representatives: 
Toronto  Showroom  Western  Provinces 

710  Kent  BIdg.  302  Hammond  BIdg.,  Winnipeg 
H.  M.  NASH  W.  J.  COLLETT 

Quebec  Showroom,  Brunet  BIdg.,  Quebec 
R.  DIONNE 

Eastern  and  Western  Ontario  Montreal 
M.  SCHWARTZ  G  ROSE 

Maritime  Provinces:  B   R   ETTENBERG,  JR. 

T1IIMMHM1HM1»MI miiimiiiiiimiiiiinp 

Are  you  giving  the  little 

girls  of  your  town  enough 
consideration  ? 

They  present  great  sales  possibilities 
if  you  have  a  line  of  Dresses 

that  will  appeal. 

REID'S 
LITTLE  GIRLS'  DRESSES SPELL 

CHILDISH  CHARM 

In  choice  of  fabrics 
In  delightful  designs 
In    dainty   trimmings 

Our  Specialty 

WHITE  EMBROIDERY 
Many  styles 

Empire  and  French  effects 

also VOILES 

Plain  and  Fancy — and  many 
other  suitable  materials. 

G.  F.  REID  &  CO. 
Specialists  in 

Children's  Dresses 

BRAMPTON,  ONT. 
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Public's  Attitude 
Will  Determine 

Trade  Improvement 
"The  average  waist-making  firm  has 

been  running  about  half  time,  at  the 
best,  in  Montreal  throughout  the  Winter, 
ami  does  not  offer  any  great  prospect  of 
early  improvement.  Yet  the  public  are 
spending  large  sums  of  money  on  waists 

made  on  the  other  side  of  the  border," 
stated  one  of  the  leading  waist  manu- 

facturers to  Dry  Goods  Review. 
It  appears  that  a  series  of  posters 

have  just  been  received  from  the  United 
States  bearing  such  inscriptions  as 

"Your  purchase  keeps  America  em- 
ployed; buy  what  you  need  now,"  "Full 

speed  ahead,"  "Clear  the  track  for  pros- 
perity; buy  what  you  need  now."  And 

so  on,  in  a  manner  which  suggests  that 
Canada  might  very  well  adopt  this  line 

of  propaganda  as  well.  "What  is 
needed,"  explained  this  maker,  "is  a 
campaign  of  education  to  show  the  public 
and  the  retail  trade  that  they  were  keep- 

ing a  Canadian  worker  out  of  a  job 
every  time  they  bought  an  imported 

waist." He  further  explained  that  the  idea  put 

forth  by  T.  A.  Crei'ar  recently  before 
the  Canadian  Club  of  having  trade 
agents  in  the  United  States  and  else- 

where do  the  same  work  for  Canada  as 
the  hundred  American  consuls  were  do- 

ing here  for  the  States  was  an  excellent 
one,  and  would  go  far  toward  protecting 
Canadian  firms  against  the  unfair  com- 

petition to  which  they  were  sometimes 
exposed,  as  well  as  to  help  greatly  in 
carrying  Canadian  trade  into  the  foreign 
market. 

As  regards  labor  conditions  in  Mont- 
real at  the  present  time  it  has  just  been 

announced  from  the  office  of  the  Cloth- 

ing Manufacturers'  Association  that  the 
amount  of  unemployment  is  only  about 
ten  per  cent,  in  that  industry.  It  was 
further  pointed  out  that  little  over  two 
months  ago  nearly  6,000  clothing  work- 

ers were  out  of  work,  and  the  industry 
was  practically  at  a  standstill,  so  that 
this  constitutes  a  remarkable  recovery 
in  a  very  short  time. 

During  this  period  serious  labor  trou- 
bles have  also  been  smoothed  over  by 

arduous  negotiations,  as  a  result  of 
which  both  employers  and  employed  have 
made  sacrifices  in  order  to  arrive  at  a 

"modus  vivendi,"  the  final  result  being 
an  arrangement  with  which  both  sides 
appear  more  or  less  satisfied,  and  work 

^eing  actively  pushed  along. 
The  peneral  feeling  in  the  trade  now 

is   that   the   period  of  greatest  difficulty 

Mr.  J.  N.  Dupuis,  head  of  Dupuis  Freres, 
of  Montreal,  whose  firm  has  recently  cele- 

brated its  53rd  annual  sale.  The  share- 
holders and  directors  of  the  company  ten- 

dered Mr.  Dupuis  a  banquet  at  the  Place 
Viger  in  recognition  of  his  splendid  busi- ness achievements. 

is  past,  and  provided  the  public  gives 
the  manufacturer  a  fair  chance  there  is 

every  hope  that  good  steady  business 
will  follow.  If  present  favorable  indi- 

cations continue  it  is  naturally  expected 
that  the  busier  trade  in  the  next  month 
or  two  will  absorb  the  small  proportion 
of   hands   still   unemployed. 

Co-operative  Store 
Wanted  in  Ottawa 

Trades    and    Labor    Association    Endorse 
Movement — Tax  of  5  Per  Cent. 

Per  Capita  Suggested 

Ottawa,  Ont. — The  proposal  to  start 
a  co-operative  store  in  Ottawa  for  Ot- 

tawa labor  was  unanimously  endorsed 

by  the  Allied  Trades  and  Labor  Associa- 
tion on  February  18,  following  the  read- 

ing of  a  circular  from  the  committee  re- 
cently appointed  to  confer  on  the  matter. 

Mr.  Keene,  who  heads  this  movement 
in  the  Dominion,  will  most  likely  visit 
the  capital  to  explain  the  general  policy 
that  has  proved  successful  elsewhere. 
A  tax  of  5  per  cent,  per  capita  will  prob- 

ably be  levied  upon  the  different  local 
unions  to  enable  the  store  to  get  a  start. 

The  delegate  present  from  local  66 
stated  that  he  was  of  the  opinion  that 
every    member    should    get    behind    the 

movement,  but  if  they  did  not  do  so, 
members  of  his  union  would  immediately 
begin    co-operative   buying. 

Delegate  Cameron  said  there  was 
every  encouragement  to  expect  success 
as  the  movement  had  proved  its  worth 
in  the  United  States  and  in  England. 

At  the  same  meeting,  the  proposal  of 

the  Retail  Merchants'  Association  that 
should  the  eight-hour  day  be  provided 
by  municipal  by-laws,  it  should  not  ap- 

ply to  them,  was  protested  as  savoring 
of  class  legislation. 

Fredericton  Firm's Fortieth  Anniversary 

John  J.  Weddall   Has  Enjoyed   Enviable 
Career   in   Maritime   Dry   Goods 

Field — A  Prominent  Citizen 

The  firm  of  John  J.  Weddall  and  Son, 
of  Fredericton,  celebrated  their  fortieth 
anniversary  on  Tuesday,  March  1.  Com- 

menting upon  the  creditable  business 
record  of  this  widely  known  old  maritime 
firm  and  its  head,  the  Fredericton  Glean- 

er says: 

"Mr.  John  J.  Weddall  is  one  of  Fred- 
ericton's  most  public-spirited  citizens;  he 
has  taken  his  part  in  the  various  under- 

takings in  the  life  of  Fredericton  during 
his  many  years  in  business,  he  has  iden- 

tified himself  with  progressive  move- 
ments, he  has  given  freely  of  his  time 

for  the  public  weal  as  a  member  of  the 
city  council  and  as  a  member  of  the 
board  of  school  trustees,  and  his  activi- 

ties as  an  officer  of  the  Methodist  Church 
have  been  marked  bv  the  same  energy 
that  he  has  shown  in  his  business  affairs. 
John  J.  Weddall  &  Son  have  indeed  an 

enviable  business  record." 

NEW  READY-TO-WEAR  DEPT. 

The  R.  J.  Devlin  Company,  Limited, 
Sparks  street,  Ottawa,  have  opened  a 
new  ready-to-wear  department  for  ladies, 
following  the  very  successful  develop- 

ment in  the  coats  and  wraps  section. 
Under  efficient  management  it  is  be- 

lieved the  new  departure  will  prove 

speedily  the  right  place  for  choice  cloth- 
ing at  reasonable  prices. 

NEW  AGENT  APPOINTED 

Carroll  G.  C.  Daly  has  taken  over  the 
sales  agency  for  the  cotton  products 
made  by  the  J.  R.  Montgomery  Co.  at 
Windsor  Locks,  Conn.  The  new  sales 

organization's  temporary  executive  of- 
fices are  located  in  Boston. 
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WESTERN    TRADE    NEWS 

BON   MARCHE   FOR  VANCOUVER 

Vancouver  shoppers  were  recently  in- 
troduced to  an  attractive  new  shop  when 

J.  Stevens  opened  the  "Bon  Marche"  on 
Main  Street  at  Eleventh.  Everything  so 

far  augurs  well  for  this  new  shop's  suc- 
cess— a  good  location,  smart  up-to-date 

premises  and  a  manager  who  has  a  fine 
business  record  behind  him. 

Mr.  Stevens  came  several  years  ago 
from  the  Channel  Islands  where  he  was 
employed  as  floor  walker  by  the  firm 
of  Noel  &  Porter,  St.  Helier.  He  was 
also  manager  of  the  co-operative  store 
at  St.  Helier.  For  the  last  five  years  he 

has  been  manager  of  the  People's  Dry 
Goods  Store  in  Mount  Pleasant,  Van- 

couver, where  he  built  up  a  very  fine 
business.  Mr.  Stevens  can  be  assured 

of  the  trade's  good  wishes. 

Montreal  Veteran 
Succumbs  to  Illness 

THE  1921   CENSUS 

For  a  number  of  years  the  Retail  Mer- 
chants' Association  has  been  asking  the 

Government  to  make  provisions  in  the 
census  form  for  ascertaining  the  num- 

ber of  Retail  Merchants  engaged  in  busi- 
ness in  Canada. 

E.  M.  Trowern,  Dominion  secretary, 
announces  that  this  will  be  done  on  the 
forms  to  be  used  in  connection  with  the 
1921  census.  Retailers  should  therefore 
take  care  to  have  their  names  recorded 
in  the  portion  devoted  to  their  trade,  as 
this  is  one  of  the  means  the  association 

will  have  to  find  out  its  possible  strength. 

The  obtaining  of  this  confession  is 
but  another  evidence  of  the  advantage 
to  be  gained  by  and  through  organiza- 
tion. 

"DOLLAR  DAY"  SUCCEEDS 

Dollar  Day  in  St.  John  and  in  Frederic- 
ton  during  February  proved  the  usual 
success.  Indeed  despite  the  unpromising 
weather  of  the  17th  many  St.  John  mer- 

chants reported  one  of  the  most  success- 
ful days  ever  held  and  the  offering  of 

bargains  the  day  following  brought  ad- 
ditional sales  at  reduced  prices.  Fred- 

ericton's  Dollar  Day  was  held  on  the  3rd 
and  the  interest  displayed  by  buyers  was 
such  as  to  convert  the  most  skeptical  to 
the  value  of  Dollar  Day.  So  far  as  these 
cities  are  concerned  the  event  promises 
to  become  a  permanent  fixture. 

John     Loughead    Passes    Away    in    79th 
Year — Formerly    with    S.    Carsley 

Co.,  Montreal 

John  Loughead,  who  was  for  many 
years  in  the  employ  of  the  S.  Carsley 
Company,  died  recently  at  his  home,  346 
Northcliffe  Avenue,  Notre  Dame  de 
Grace.  Mr.  Loughead  was  born  ,in  the 
south  of  Ireland  over  78  years  ago,  and 
came  to  Canada  at  an  early  age.  Lat- 

terly he  was  connected  with  Evans 
Brothers  until  advancing  age  caused  his 
retirement.  Mr.  Loughead  was  a  staunch 
Presbyterian,  having  .been  for  many 
years  an  elder  of  St.  Gabriel  and  the 
First  Presbyterian  Church.  He  was  an 
intimate  friend  of  the  late  Rev.  Dr. 
Robert  Campbell.  He  is  survived  by 
two  daughters,  Mrs.  Macnaughton,  wife 
of  Dr.  George  K.  Macnaughton,  of  Cum- 

berland, B.C.,  and  Mrs.  Jack  Young,  of 
Montreal. 

Woodward,  Ltd. 
Remodel  Store 

Vancouver    Firm    Acquiring    Additional 
Frontage  and  Improving  Premises 

With  the  acquisition  recently  of  an- 
other thirty  feet  adjoining  their  store 

on  Hastings  Street,  Woodward's,  Ltd., 
will  have  a  frontage  of  230  feet  on  Hast- 

ings Street,  162  feet  on  Abbott  Street, 
as  well  as  60  feet  on  Cordova  Street. 
Continued  remodelling  has  been  going 
on  for  several  months  as  new  adjoining 
property  has  been  purchased. 

Will  Carry  Range  of 
Veilings  And  Hair  Nets 

FOR   MARITIME  TRADE 

Alphonse  Racine,  Limited,  Montreal, 
have  opened  a  new  sample  room  at  85 
Germain  St.,  St.  John,  N.B. 

H.    G.    Tod,    Formerly    with    Thompson 
Lace  and  Veiling  Co.,  Ltd.,  Opens 

Business  at  78  Bay  Street 

Mr.  H.  G.  Tod,  who  was  one  of  the 
incorporators  of  the  firm  of  Thompson 
Lace  and  Veiling  Co.,  Ltd.,  has  now  com- 

menced business  under  the  name  of  the 
H.  G.  Tod  Co.  at  78  Bay  Street,  Toronto, 
and  will  carry  a  full  line  of  veils,  veil- 

ings, beads  and  novelties.  He  intends 
specializing  in  veilings  and  human  hair 
nets  and  will  be  glad  to  see  all  his  old 
friends  in  the  trade  at  the  above  address. 

SURELY  NOT! 

The  Vancouver  "World"  comments  on 
a  dealer's  window  sign: 

We    notice    this    advertisement    of    a 
ladies'  tailor  on  Granville  Street: 

"Suits    made    to    order,    with    or 

without   material." .     Has  it  really  come  to  that? 

SON  BECOMES  PARTNER 

Mr.  J.  Lumley  Frank  has  become  a 
partner  in  the  firm  of  Leopold  Frank, 
located  at  80  Wood  Street,  London,  E.C. 
In  taking  his  eldest  son  into  the  business, 
Mr.  Fiank  will  not  change  the  name  by 
which  the  firm  has  been  known  since 
1885. 

MILLINERY  DISPLAYS 

The  beautiful  millinery  salon  of  the 
James  Ogilvy  Company,  Montreal,  was  a 
centre  of  attraction  for  the  devotee  of 
Spring  fashions.  Very  summery  and 

dainty  was  a  baby  blue  mohair  "floppy" 
shape  simply  trimmed  with  a  large 
rosette  of  multicolored  picot  baby  rib- 

bons with  a  metallic  thread  which  hung 

down  very  low  at  one  side.  Pastel  shad- 
ed rose  buds  interspersed  with  the  new 

papery  glazed  material  shredded  into 
straw-like  filaments  formed  the  unique 

wreath  below  the  crown.  A  jade  taf- 
feta shape  of  closely  fitting  proportions 

was  simply  trimmed  with  cellophane 
foliage  and  drops  in  bottle  green.  An 
embroidered  veil  was  draped  softly  over 
the  crown.  A  remarkably  smart  tarn 
of  Milan  hemp  was  simply  trimmed  with 
a  chou  of  drenched  ostrich  at  one  side. 

This  particular  model,  while  most  unas- 
suming in  appearance,  commanded  a 

price  well  over  the  $50  mark. 

A  display  at  Fairweather's  was  also 
remarkable  for  originality  and  fine  work- 

manship. A  tarn  shape  altogether  com- 
posed of  fawn-colored  foliage  which 

drooped  downwards  was  relieved  by 
quantities  of  large  black  cherries  which 
were  sewn  all  over  the  surface.  An- 

other foliage  toque  of  Harding  blue  fea- 
tured a  long  cluster  of  enamelled  cur- 
rants and  a  black  Chantilly  veil  caught 

upon  the  crown.  Another  charming 
flower-covered  toque  was  of  cornflowers 
in  their  natural  shade,  the  sole  trimming 

of  which  was  a  veil  edged  with  the  corn- 
flowers which  reached  just  to  the  shoul- 
ders. A  delightful  hat  for  garden 

parties  later  on  was  of  navy  blue  ninon 
shirred  to  a  drooping  picture  frame  and 
edged  all  round  the  brim  with  a  triple 
cording  of  cerise,  purple  and  jade.  A 
flowing  scarf  of  ninon  was  tasse)"d  in 
chenille  of  many  colors. 
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MYERSON  BROS. 
Importers  of 

SILKS,   SATINS 
AND 

LININGS 
Of  All  Descriptions 

650  ST.  LAWRENCE  BOULEVARD 
MONTREAL 

BRANCH:  122  WELLINGTON  ST.  W..  TORONTO 

J.  DUDGEON  &  CO. 
Manufacturers'  Agents 

409  Unity  Building      -     Montreal 

Representing  British  Manufactur- 
ers to  the  Wholesale  and  Manu- 

facturing Trade  for — 
Madras  Muslins,  Curtains,  Curtain 

Men's  Suitings,  Serges,  Overcoat- 
ings, Linings,  Dress  Goods,  Laces, 

Nets  Cottons,  Linens  of  all  kinds, 
and  Handkerchiefs. 

Half  Ball Full  Ball Acorn 

You  can  make  these  buttons 

while  your  customer  waits. 
Their  own  or    your    material. 

SCORES  OF  ATTRACTIVE 
COVERED  BUTTONS 

Made  easily,  economically 
and  profitably  with 

Menkin    Equipments 
Send  for  particulars 

Sixty  years' experience  behind  our service. 

S.  MENKIN,  INC. 
143  W.  28th  St.,  New  York 

BRAND 
(REG.) 

"DRESS   FABRICS" 
F.  A.  RODDEN  &  CO. 

Dry  Goods 

Commissioners  and  Importers 

52  Victoria  Square  MONTREAL 

OUR  MEN  ARE  OUT 

LOOK  FOR 
THEM 

La  Mode  Dress  Co. 
Room    200,    591    St.    Catharine   W. 

MONTREAL 

JUVENILE 
DRESSES  and  SKIRTS 

Our  travellers  will  be  out 
March  1st. 

Do  not  order  until  you  have  seen 
their  samples. 

MERIT  SKIRT  CO. 
436  St.  Catherine  St.  W. 

MONTREAL 

CANADIAN  BRAID  AND 
TRIMMING  CO.,  LTD. 

Manufacturers  of 

Girdles 

Braids 

Fringes 

Cords 

Tassels 

, 

vj 

Ornaments 

Buttons 

Fur  and 

Dress 
Trimmings 

39  DOWD  ST.,  MONTREAL 

TORONTO     64  Wellinirton  St.  W.       WINNIPEG-16 
SyWester  Wilson  Bldg.,  Representative     J.  R.  Galbraith 

CLO,C.5MlTri Star  Shirts 
Fownes  Gloves 

Delpark Productions 

Liberty  Blouses 
Clinton  Hosiery 

Kaynee  Wash 
Togs 

Boys'  Shirts and   Blouses 

Bradford  Wools 

Wood,  Taylor  &.  Co.,  Toronto. 
Lehmann  Sales  Co.,  Inc.,  New  York,  U.S.A. 

GEO.    G.    SMITH 
403    Canada    Bldg.,    Winnipeg. 

Regina  Vancouver  Calgary      N.  Manitoba 
L.  M.  Day.     H.  S.  Elliott.       J.  Bartle.       J.  A.  Milne 

S.  Manitoba,  B.  Irwin 

(OK  MI.N  WOMllN  &  C  IH1  JHiKN 

Complete  Lines  at  Keen  Values  in 

Underwear 
Shirts 
Ties 

Gloves Hosiery 

Miller  Men's  Wear  Limited Miller  Bldg. 

44-48  York  St.,      -        TORONTO 

"Everything  in  Men'*  Furnishing*" 

Washable    Clothing 
AND    SPECIALTIES 

WHITE  DUCK  COATS  in  All  Styles 
SUMMER  CLOTHING       LUSTRE  COATS 

WAREHOUSE   and   AUTO   DUSTERS 
DUCK   AND    FLANNEL   PANTS 

MEN'S    APRONS 

OFFICIAL  BOY  SCOUT  UNIFORMS  AND 
COMPLETE   OUTFITS 

MILITIA    AND    CADET    UNIFORMS 
BREECHES   AND    MILITARY   SUPPLIES 

The  Miller  Mfg.  Co.,  Limited 
44-46   York   Street,  -  TORONTO 

The   Oldest  and   Largest   Specialty 
Clothing  House  in  Canada. 

Handkerchiefs,  Cam- 
i  s  o  1  e  s,  Neckwear, 
Boudoir  Caps,  Baby 

Yokes,  Spats,  Accor- deon  Pleating,  Fancy 

Dry  Goods  and ^-^  Smallwares,  Veil- 

ings, Quick-on-Veils,  Cap  Shape 
Nets,  Knitted  Scarfs,  Baby  Bon- 

nets, Coats,  Ribbons,  Necklaces, 
Laces  and  Nets,  Embroideries, 
Buttons,  Beads,  Braids  and  Tas- 

sels, Marabou  Trimming,  etc., etc. 

We  can  give  immediate  delivery 

WESTERN  VEILING  COMPANY 
222  McDermot  Are. 

WINNIPEG 

Brantford   Felt 
Novelty  Co. 

Brantford, 
Canada 

Manufacturers  of 

H:gh    Grade    Pennants,    Cushion    Tops, 
Felt  Emblems,  Paper  Hats,  Advertising 

Novelties. 

SPECIALISTS  IN 

NOVELTIES  for  CARNIVALS 

DANCES,  ETC. 
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The  Thompson  Lace  &  Veiling  Co.,  Limited 

Laces.  Veilings,  Geor- 
gettes, Ninons.  "My 

Lady"  Silk  Hair  Nets, 
Princess  Pat  Human 
Hair  Nets,  Sport 
Veils. 
Cor.    Wellington    and 

York    Sts.. 
Toronto.    Canada. 

Real    HARRIS,     LEWIS    and 
SHETLAND  HOMESPUNS 

Direct    from    the   makers.     Special    light- 

weights   for    Ladies'    wear — all    shades. 
Patterns   and   Prices  on   Application. 

S.  A.  NEWALL  &  SONS,  Stomoway,  Scotland 

Statt  shade  desired  and  whether  Jot  Ladies'  or  Cents' 

Infants',  Children's,   Girls' 
and  Misses'  Dresses 
We  are  Specialists  in  these  tines 

H.  L.   WATTS,  LIMITED 
400  Richmond  St.  W.,  Toronto 

T.  H.  Birmingham  &  Co. 
LIMITED 

Spadina  Ave.,  TORONTO 
Makeri  of 

Women's  High  Grade 
Neckwear 

"  The   Exclusive  Neckwear  House" 

fK  
1 

<jLn      93  to  99  Spi 

*TP  Womcr 

"EVERYTHING  IN  SILKS" 

M.  Ascher  Silk  Corp. 
Distributors— Iroquois  Silk  Mills 

102    Madison    Avenue,    New    York 

MAKE     THE    BEST    OF    THE 
SPRING  SELLING  SEASON 

by  using 

Wooding' s  Sho-Cards and  Price   Tickets 
G.L.  WOODING.  P.O.  BOX  62,  SALMON  ARM,  B.C. 

SILKS 
I  represent  ip  (his  country  some  of  the 
most  reliable  Manufacturers  of  High- 
Oracle    SILKS,    in    plain,     fancy     weaves. 

Quality    arUl    Novelty    is    my    motto. 

J.  H.  GAGNON 
108  Dandurand  Bldg.        Montreal 

GERSTENZANG    BROS. 

Popular  Priced 
Flowers  and  Feathers 

WEATHER    IS   GREAT   CONTRAST 
TO   SPRING  OF   1920 

Last  year  just  before  Easter  snow 

and  rain  cut  short  a  Spring  season 

which  opened  with  a  lot  of  promise. 

This  year  fine  weather  has  been  do- 

ing1 its  full  share  to  add  a  closing 
spurt  to  a  season  which  at  the  be- 

ginning did  not  promise  much. 
The  weather  has  caused  an  unusu- 

ally early  consumer  demand. 
The  warm  temperatures  have  set 

women  thinking  about  their  Spring 
attire. 

Retailers  have  experienced  a  good 

early  business. 

This  has  been  reflected  in  the  ready- 

to-wear  market  by  many  re-orders  and 
many  return  trips  of  buyers  to  secure 
new  merchandise. 

COMMENTS  OF  BUYERS  IN  PARIS 

Paris. — The  prejudice  against  the 
sweater  dress  has  been  eliminated  in 

the  States,  according  to  one  or  two 

buyers  who  were  over  here  for  the 

openings.  These  bought  a  number  of 

silk  sweater  dresses  over  here,  claim- 
ing that  both  from  style  and  price 

point  of  view  they  would  be  in  demand 

for  Spring.  In  Paris,  interest  in  the 
sweater  dress  continues,  although 

from  an  exclusive  point  of  view  their 

popularity  has  waned,  but  houses  spe- 
cializing in  this  type  are  still  kept 

busy  with  demands,  and  couturiers  re- 
port they  are  more  wanted  by  the 

English  than  ever. 

LARGEST  MANUFACTURERS 
Artificial  Flowers,  Plants  and  Vines. 
Window  Decorations,  Japanese  and 
Chinese  Decorations,  Papier  Mache 
Novelties,  Electric  Lighted  Flower 

Bushes.  Write  for  our  Catalogue.  It's free   for  the  asking. 

The  Botanical  Decorating  Company 
f  Incorporated  i 

208  W.  Adams  St.,  Chicago,  III. 

Save  time  -  Buy  right 
Use  1921 

Fraser's  Textile  Products  Directory 
A  complete  key  to  the  Canadian  Market. 

Wrif  e  or  call  for  approval  copy. 

670-674   Broadway,  NEW  YORK  CITY  Fraser  Publishing  Co.  Jfl  We'llfn"™  w^i, 

VEILINGS  and 
SILK  NETS 

HODGES  &   LETTAU 
232  McGill  St. 

Montreal 

FOR    HONEST    VALUE    AND 
SATISFACTION 

CROWN  PANTS 
Will    increase    your    sales.      Our    production 
has   increased  50%   over  former  years. 

CROWN  PANTS 
322    Notre    Dame    West,  MONTREAL 

Bartell  Patent  Pockets 
Used  and  Endorsed  by  59 

Canadian  Clothing  Manu- facturers. This  List  can  be 
had  from 

BARTELL  PATENT  POCKET  CO. 
117  East  34th  St.,  N.Y.C. 

Canada's 

Largest  Makers  of Cotton  Flags 
Write  for  Price* 

THE  COPP,  CLARK  CO. 
517  Wellington  St.  West      Toronto 

"HOOSIER" 
The  be»t  36-inch  brown 
domestic  in  America 

Buy  it  by  the  bale; 
sell  it  by  the  bolt 

Indiana   Cotton    Mills 
Cannel ton,  I nd.,U.S. A. 

MILLINERS! 
GIVE   US  A   CALL! 

We  specialize  in 

MILLINERY   ACCESSORIES, 

HATS,  NOVELTIES, 
FANCY  FEATHERS 

and  ARTIFICIAL  FLOWERS. 

Compare  our  values  with  others 
and  mark  the  contract.  A  high 
standard  of  excellence,  both  in 
quality  and  workmanship,  has 
ever  distinguished  our  products. 
It  pavs  to  sell  the  BEST,  that 

is  LEONE'S. Samples  submitted  on  request. 
Prompt,   efficient   service. 

JOS.  LEONE  &  CO. 
Wholesale  Milliners 

17  ST.  HELEN  ST.  -   MONTREAL 
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I  Specialize  in  Boot  Laces 
for    the    wholesale    trade    in    the    better 

grade*. 
Banded    in   pain,    in    gross   boxes 
Fancy    Cabinets.    100    pairs,    banded     in 
pairs.      These   are    more   profitable    than 
bulk    make-up.      Also 

LEATHER    LACES,    all    kind*. 

E.  W.  McMARTIN,  MONTREAL 

BALLOONS 
Printed  with  >our  ad- 

vertisement at  small 
cost.  Brings      the 
mothers  and  children. 

L.    G.    BEEBE 

18     Wellington    "St. E..    Toronto 

Agencies  wanted  for  Great  Britain 
L.  A.  NELSON 

Hosiery  &  KnittedjGoods 

Agent,    Wholesale   and   Export. 

Headquarters.    London,    England, 
59,   Gresham  St..   E.C.  2. 

Open    to    represent    manufacturers,    all 
classes    except    Summer    Ribbed    Under- 
wear. 

RIBBONS    OF    DISTINCTION 
"J-C"   Ribbons   have  peculiar 
charm.      Widely  advertised   to 
the     consumer     under     their 
trade-mark     names     for     the 
protection  of  the  dealer. 

"SATIN     D1C     LUXE" 
'TROU8SEAD" 
,rLADT    FAIR" 

"8AXKANAC"    "VIOLTBT" 
"DEMOCRACY" 

JOHNSON.    COWIDLN    *   OO..     40   K.    80th    8t, 
New    York.    N.Y.  Made  In    U.S.A. 

Cotton  Comforters 
Down  Comforters 

Deliveries  Guaranteed 

The  Toronto  Feather  &  Down  Co.,Ltd. 
2154-56-58  Dundas  St.  W.,  Toronto 

B  LAN  K  E  T  S 
PRIESTLEY  BROTHERS 

Blanket  Manufacturers 
GROVE  MILLS  HALIFAX 

Telegrams  and  Cables.  "Blankets"  Halifax 

Codes,  A.B.C.  Sth,  and  Bender's 

TAPES 
ALL  WIDTHS  AND  QUALITIES 

CARRIED  IN  STOCK 

Walter  Williams  &  Co. 
SOS  READ  BLDG.,  MONTREAL 

20  WELLINGTON  ST.  W..  TORONTO 

Red  Seal  Zephur  Ginghams 
Evererr   Classics 

Eden  Clorh -Blue Bell  Cheviors 
Standard  Woven  Cotr&.i  Fabrics 

SMITH. HOGG  &COMPANY 
II5II7  WORTH   Street- NEW   YORK 

Boston-144  Essex  St.     Chicago-226  West  Adams  Si 

UNEMPLOYMENT 

London. — The  Labor  Gazette  states 
that  1,218,000  workpeople  registered 

as  unemployed  during  February,  802,- 

000  being-  men,  310,000  women,  and 
the  remainder  boys  ami  girls.  This 
compares  with  the  January  record  of 

a  total  of  1,065,000  unemployed,  685,- 
000  of  them  men,  and  278,000  women. 
The  increase  in  unemployment  last 

month  was  steady,  most  of  the  prin- 

cipal industries  being-  seriously  de- 

pressed. 
Among  members  of  trade  unions  the 

percentage  of  unemployed  rose  from 
6.9  at  the  end  of  January  to  8.5  at  the 
end  of  February.  The  percentage  of 
unemployed  among  the  12,000,000 

workers  insured  under  the  unemploy- 
ment insurance  act  rose  from  8.2  to 

9.5  in  the  same  period. 

Excluding  March,  1912,  when  the 
national  coal  strike  was  in  progress, 

the  per  centage  of  unemployment  is 
the  highest  since  the  Winter  of  1908. 
The  report  shows  320,000  males  and 
423,000  females  working  part  time,  as 

compared  with  254,000  and  383,000  re- 
spectively, in  January,  1921. 

Trade  disputes  in  February  totalled 

112,  involving  28,000  workers,  com- 
pared with  23,000  in  January,  1921, 

and  110,000  in  February,  1920. 

Changes  of  rates  of  wages  in  Feb- 
ruary affected  1,625,000  people;  70,000 

received  increases  amounting  to  £8,700 

weekly.  Decreases  amounting  to 
£450,000  weekly,  affected  more  than 
1,550,000  persons,  including  1,200,000 
coal  miners,  and  200,000  woolen  and 
worsted  mill  operatives. 

The  average  level  of  retail  prices 
March  1  was  141  per  cent,  above  the 

level  of  1914,  but  decreased  10  per 
cent,  as  compared  with  February  1, 

1921,  the  drop  being  principally  due 
to  price  reductions  in  the  chief  articles 
of  food  and  clothing. 

LONDON  STORES  DISPENSE 
WITH  SPRING  CATALOGUES 

London. — Several  of  the  large  Lon- 
don stores  are  not  issuing  catalogues 

this  Spring.  Hitherto  it  has  been  the 

custom  for  shops  to  send  out  illus- 
trated announcements  featuring  the 

new  notes  of  Spring  merchandise,  but 

the  uncertainty  of  conditions  at  this 
time  has  caused  the  elimination  of 
this  custom.  Selfridge  &  Co.,  Ltd., 

and  Goochs  are  among  those  who  have 
done  away  with   Spring  catalogues. 

SIGN  WRITING 
Do  your  own  card  writing 

Write  for  our  catalogue  which  will  tell  you 
what  you  need.    Best  goods  at  closest  prices 

ARTISTS'  SUPPLY  CO. 
77  York  St.,  Toronto 

Mention  this  paper  when  writing. 

WILL  P.  WHITE,  LIMITED 
Head  Office  : 

Toronto 
65  Simcoe  St. 

Montreal 

137  Mc'Gill  Street 

Manufacturers'    Agents    and    Distributors 

Textile   and    Smallwares   Specialities. 

Wholesale  and  Manufacturers  Only  Supplied. 

CHILDREN'S 

GARMENT 
DRYING  FORMS 
non-rusting 

patented 
Write  for  Circular No.  31 

J.  B.    T1MBERLAKE 
*  SONS,  Mlrs. 

Jackson  Michigan 

D  B\  Fisk&Co. 
dr^r^  Chicago 
MERCHANDISE  ° New  York  Salesroom : 
Open   Throughout  the  Year 

411  Fifth  Avenue 
ADVERTISEMENT  WRITERS  and 
SHOW  CARD  WRITERS  WANTED 

Big  demand  for  both  men  and  women. 
We  prepare  you  in  few  months  at  home 

— under  experts.  Our  graduates  in 
demand.  They  earn  good  money.  Get 
particulars.      Write 

SHAW  CORRESPONDENCE  SCHOOL 
Toronto,  Canada  (Dap.  D.R.) 

•Smallwhres 
  AND   

Hosiery 
The  Robert  Hyslop  C°  u*^p 
   HAMILTON. ONTARIO 

Manufacturer! 

329-331  Fourth  Ave.,  N.  Y. 

SUPERBA  BINDING 

BRAIDS,  CORDS,  DRESS  TRIMMINGS 

Fred  Jones  &  company 
Manufacturer)  anJ  Imforlai 

Babies'  Hand  Crochet  Goodi  Notions 

Babiei'  Hand  Knit  Goodi  Noveitiei 
Art  Needlework  Materials 

Room   712,  Empire   Building 

64  WELLINGTON  ST.  WEST,   TORONTO 
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Choir  Gowns 
The  Best  in  Design 
The  Best  Made 
The  Most  Reasonable    in    Price 

HARCOURT  &  SON,   LIMITED 
103  King  Street  W.,  Toronto 

CLIMAX  PAPER 
BALERS 

ALL  STEEL-FIREPROOF 
"Turn*    Watt* 

into  Profit" 12  SIZES 
Send  tor  Catalog 

CLIMAX  BALER  CO. 
Hamilton,  Ont. 

STERLING  DRESS  CO. 

Popular-Priced  Ladies'  and  Misses' DRESSES  and  SKIRTS 

220  KING  ST.  WEST  -  TORONTO 
ADELAIDE  38S7 

PLAN  INTERNATIONAL 
TAXATION   CONFERENCE 

Paiis. — With  regard  to  the  taxa- 
tion of  French  firms  in  Italy,  the 

Italian  Government  is  reported  to  be 

contemplating  bringing  up  the  sub- 
ject at  an  international  conference. 

As  it  is,  great  unfairness  and  incon- 
venience results  from  the  quite  com- 

mon practice  of  taxing  such  houses 
twice  over,  it  is  declared. 

MESH  BAGS  in  Surer  and  Gun  Metal 

Finish.  METAL  FRAMES  (or  LaoW 
Hand   Bags. 

Made  in  Canada  for  the  Canadian  Trade 

WHITING  &  DAVIS  CO. 
SHERBROOKE.  QUE. 

The  Dressmakers'  Supply  Co. 
Dressmakers'   Supplies 

Better  Quality  Beltings 
Buttons  for  Cloaks,  Suits  and  Dresses 

77  YORK  STREET  -  TORONTO 
Telephone  Adelaide  3292 

COTTON   PANTINGS  AND  SUITINGS 
for  Manufacturers  only 

GANSEMAN  &  DeMYTTENAERE 
MOUSERON  BELGIUM 

MAKERS   OF   LEADING   LINES 

G.  C.  EGAN  CO.,  LIMITED 
18  St.  Helen  St.,  -  MONTREAL 

Sole  Canadian    Representatives. 

PENNANTS  PILLOW-TOPS 

and CHAIR-PADS 
MADE  BY 

Canadian   Manufacturing  of  Novelty 
49-51  Boucher  St.  MONTREAL 

J.    CHANANIE 
Wholesale  Dry  Good*  Importer 

has  removed  to  larger  and  more  central  premises   at 

323  NOTRE  DAME  ST.  WEST 
MONTREAL 

where  he   will  render  still  more  efficient   service  than 
in  the  past 

The  Man  Out  For  Business 
The  tide  of  business  has  turned.  Prices  have  dropped  from 
their  prohibitive  pinnacle,  and  the  progressive  merchant 
really  out  to  get  business,  can  make  things  come  his  way,  if 
he  selects  the  right  merchandise. 

We  have  no  hesitation  in  saying  that,  as  manufacturers  of 

Circle-Bar  Hosiery  for  men,  women  and  children,  we  can 
help  you  to  get  bigger  and  better  business  in  your  hosiery 
department. 

Circle-Bar  Hosiery  is  a  Canadian-made  Hosiery  that  gives  unexcelled  value. 
Discriminating  people  appreciate  its  superior  quality,   its   tapered  toe   deep 
heel  preventing  wrinkling  over  instep — elastic  top  and  narrowed  ankle. 

It  will  he  to  your  interest 
to  see  our  representatives 
who  are  now  on  their  way 
with  silks  for  delivery  up 

to  August  31st,  and  cash- 
mere  lines   for   Fall,    1921. 

All  styles  for  men  in  silk,  cashmere  and   cotton, 
plain,  heather  or  speckled  effect. 

The  Circle-Bar  Knitting  Co.,  Limited 
Head  Office— Kincardine,  Ont. Head  Office— Kincardine,  Ont. 

Mills  at  Kincardine  and  Owen  Sound 
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CONDENSED    ADVERTISEMENTS 

Five   cent*   per   word   per   insertion.      Ten   cents   extra   for   box   number. 

(    ORRESPONDENCE    INVITED     RY    GENTLEMAN     RESIDING    ON 
W    agency,  ei    in      elling    ;m<l    nianufarturini: 

'         Confidential.     Please   replj 
Review,    143-168    University   Ave  ,    Toronto,    Canada. 

T  EARN  TO  MAKE  SHOW  CARDS  AT  HOME— A  SALESMAN  WHO 
can  make  Show  Cards  can  earn  more  money  and  is  always  sure 

of  his  position.  Professional  Show  Card  Writer  will  teach  speedy 
system  by  mail  to  limited  number.  For  particulars  write  to  Albert 
Edgar.    14    Edgar    Building,    Windsor,    Ont. 

Ty/fANUFACTUBEBS'     AGENT    IN     VANCOUVER.     B.C.,     DESIRES. Bgency   propositions  on   Dry  Goods  specialties  Of  proven   merit.   Apply 
Box    620,   Dry   Goods  Review,   Toronto,   Canada. 
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Dominion   Raynsters 
"Made- in- Canada"  Raincoats 

Are  You  Ready  for 

Spring  Showers? 
Dominion  Raynsters  will  be  in 
daily  demand  because  men  and 
women  have  found  Dominion 

Raynsters  the  most  effective,  as 
well  as  the  most  economical, 
raincoats  to  be  had. 

Dominion  Raynsters  have  the 
appearance  of  smartly  tailored 
overcoats,  and  are  absolutely 
waterproof  as  well. 

They  are  sunny-day  and  rainy- 

day' coats —  every-day  coats  - 
double  service  coats  —  and  our 

prices  enable  you  to  sell  them 

at  popular  prices  and  make  a 

good  profit  on  every  sale. 

Every  coat  carries  the  Dominion 

Raynster  label  —  an  assurance 
of  faultless  workmanship,  de- 

pendable materials,  service  and 
satisfaction. 

Write  the  nearest  Dominion 

Rubber  System  Sen-ice  Branch 
and  keep  in  touch  with  the  novel- 

ties as  the}'  are  brought  out. 

DOMINION  RUBBER  SYSTEM 
SERVICE  BRANCHES 

Located  at 

Halifax.  St.  John.  Quebec.  Montreal.  Ottawa 
Toronto.  Brantford.  Hamilton.  London.  Kitchener. 

North  Bay,  F'ort  William.  Winnipeg.  Brandon, 
Regina.  Saskatoon.  Calgary,  Edmonton.  Leth- 

bridge,     Vancouver    and     Victoria. 
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A  Spool  o  Silk? 
for  every  Color  of  the 

Rainbow 
Fashionable  fabrics  for  Spring  and  Summer 
are  as  varied  and  beautiful  as  the  colors  of 

the  rainbow.  Your  customers  will  expect 

you  to  match  these  fabrics  with  Spools  o' 

pure  silk. 

There  is  a  BELDING'S  Spool  o'  Silk  for 
every  color  of  fashion,  every  color  of  the 

rainbow.  Pure  silk — strong,  elastic,  un- 

shrinking. The  big  Canadian  Spool  o'  Silk 
known  everywhere  in  Canada  for  its  lasting, 

exquisite  colors. 

i^crtlcelll ® Adding^ 
MONTREAL 
TORONTO 

WINNIPEG 

VANCOUVER 

HI 
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The  return  of 
Black  Stockings 
to  fashionable 
wear  bids  fair  to 
have  a  long  innings,  for  there  is  no 

Hosiery  more  refined  in  effecl  and  com- 
fortable in  use,  than  Black  Cotton  or 

Thread  Stockings  or  Socks  dyed  with 

Hawleys 
Hygienic 
Black: 

British  Dye 
FOR  COTTON  AND  THREAD 
STOCKINGS      AND      SOCKS 

You  can  assure  your  customers  that  in  wash  and 

wear  there  is  no  fear  of  Hawley-dyed  Stockings  or 
Socks  becoming  blue  black,  green  black,  brown  black, 

or  anything  else  but  Black  Black. 

Hawley-dyed  Stockings  and  Socks  can  lie  obtained 
through  the  usual  wholesalers,  in  a  variety  of  make- 
anil  finishes  for  all  classes,  all  seasons,  and  every  wear. 
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WORKS 

CARLISLE  Engldnd 
DAWEL    Scotland 

Etc .  Etc . 

Production* 

GENERAL  FURNISHING  FABRICS Including 

SUNDOUR  TAPESTRIES 
SUNDOUR  CHENILLES 
SUNDOUR  REPS 
SUNDOUR  MADRAS 
SUNDOUR  CASEMENTS 
SUNDOUR  RUGS 

'immnfeecf  absolutely  fast  town  andwdsh 

The  Colour  element  in  these  World-Known  fabrics 
is  indestructible,  and  the  finished  product -from 
coal  tar  anthracene  to  colour  and  from  raw  material 

to  finished  fabric  -  is  our  own  throughout . 

i 

I 

• 

3*s 
ft 
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A 
MERCHANDISE  RESERVOIR 

What  the  Reservoir  is  to  the  Water  Supply, 
Such  is  the  Jobher  to  the  Merchandise  Supply. 

Would  you  entertain  a  proposition  to 
eliminate  your  city  reservoir? 

To  eliminate  it,  mark  you,  with  the 
idea  of  saving  money  by  having  each 
house  put  in  its  own  reservoir! 

Then  just  consider  that  that  is  ex- 
actly what  the  proposition  to  elimin- 

ate the  jobber  does  to  the  merchan- 

dise— 
Ties  up  millions  of  capital  in  private 
reservoirs  of  Reserve  Stock  Rooms. 

Just  remember  that  it's  stock  dis- 
played on  your  counter,  not  in  a  re- 

serve stock  room,  that  makes  people buy. 

Moreover  this  is  a  mighty  good  time 

to  have  your  working  capital  work- ing! 

Our  SEVENTEEN  departments  are 

overflowing  with  seasonable  mer- 
chandise offering  every  advantage  the 

market  affords. 

GREENSHIELDS  LIMITED 
Everything  in  Dry  Goods 

17  VICTORIA  SQUARE,  MONTREAL 
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CHINA  SILKS 
CHARMEUSE 

DUCHESS  SATINS 
TAFFETAS 

GEORGETTES 
CREPE  DE   CHINES 
FANCY  STRIPES 

PLAIDS 
FA  NC  Y  TRIMMING 

SILKS 
PYJAMA  SILKS 
SILK  SHIRTINGS 

ana 

WASH  SATINS 

.  Etng  ̂ >tlfe  Company 
Itmtteb 

"GEije  £>tlfe  Jlouae  of  Canaba" 

The  bride  of  to-day 
chooses  Silks  for  almost  every  item  of  her 

wardrobe — Silks  for  the  dainty  Lingerie 

and  Negligees,  Silks  for  smart  "under- 
things.  Silks  for  dresses  for  all  occasions, 
and  most  important  of  all,  for  the  wedding 
dress  itself. 

For  June  Brides 
Have  you  made  sufficient  preparation  to 
meet  the  needs  of  June  Brides?  Choose 

appealing  Silks,  display  them  well,  and 
right  now  your  sales  to  prospective  Brides 

will  be  greatly  increased. 

Summer  Silks  now  being  shown  in  wide 

range  of  irresistible  designs  and  shades. 

\Ve  have  the  most  extensive  stock  of 
Silks  in  Canada,  and  are  thus  in  a  position 

to  offer  you  the  finest  and  most  attractive 
lines  available,  in  great  variety. 

NOVELTY  SILKS  IN  PROFUSION 

Immediate  Delivery 

&.£&>.  Mtg;  &i\k  Company 
limtteb 

Zurich,  Switzerland 
Yoioharra,  J aj>an 

59-61    Wellington  St.    West,  Toronto 
Foreign  Officei  : 

Lyons.  France 
Chefoo,  China 
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HOUSE 
FURNISHINGS 

Your  stock  of   House   Furnishings   should  be 
at  its  best  now. 

This  is  the  season  of  biggest  sales. 

Let  us  fill  in  the  gaps  at  once,  with  lines  from 
our  own  large  stock. 

BB 
BB 
BB 
BB 

OIL  CLOTHS 
LINOLEUMS 
CONGOLEUMS 
CARPET  SQUARES 
CURTAINS 
CURTAIN  NETS 
AND 

MUSLINS 

PILLOW  CASES 
SHEETS 

WHITE  QUILTS 
COLORED  QUILTS 
FLANNELETTE 

BLANKETS 

TABLE  OILCLOTH 
WINDOW  SHADES 

BB 

BB 
BB 

BB 

II 
□  L 
BB 

BB 

BQ 

BB 

BB 
BB 
BB 

We  are  quoting  particularly  Close  Prices 
on  Hammocks  and  Mosquito  Netting.  See 
our  36  Self  Striped  Curtain  Scrim  in  White, 
Cream  or  Ecru  at  l8Y2c  per  yard. 

John  1VL  Garland,  Son 
&  Co.,  Ltd. 

Ottawa         -  Canada 

Wholesale  Dry  Goods 
BB 
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Embroidered  Organdies  and  Voiles  for  Summer  wear 
showing  an  immense  range  of  novelty  eyelet  effects 
so  popular  this  season. 

Beaver,  a  new  Canadian-made  Handkerchief  of  a  fine 
mercerized  texture  and  soft  silk-like  finish. 

Beaver  Handkerchiefs  excel  all  others. 

H.  P.  RITCHIE  &  COMPANY 
38-42  CLIFFORD  STREET TORONTO 

^Manufacturers     JVletalhc    Laces,     Silk     Lingerie, 

Embroideries,  Handkerchiefs,    Children  s   Dresses. 



To  the  Trade 
April,  1921 

MEN'S FURNISHING
S 

Neckwear 
— in — 

a  variety   of 

Qualities 
and  Patterns 

f??l 

SuSpenderS   In  Light,  Medium,  Heavy. 

Half-HoSe   Silk,  Cashmere,  Cotton, 
Mercerized  Lisle. 

Underwear   Balbriggan,    Merino    in   Two 
Piece  and  Union  Suits. 

Far^ 

Fine  Shirts 
Large  Range 

Working  Shirts 
Chambray,  Drill,  Duck 

Handkerchiefs 
Lawn— plain  white 
White  with   fancy 

border 

Linen  —  various 

qualities 

JOHN    MACDONALD    &    CO.,  LIMITED TORONTO 
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FOR  SUMMER  WEAR 
Newest  Styles 

» 

PULLOVERS 
Silk  and  Wool 
In  All  Popular  Shades 

COAT  SWEATERS 
SUMMER  WEIGHT 

in 

Strawberry,  Jade, 

Mist,    Turquoise, 
Black 

1  1    Departments 
A.C. — Cotton  Staples 
D. — Dress  Goods  and  Silks 

F. — Toys,  Sporting  Goods,  etc. 
H. — Hosiery 

L. — Linens,  Handkerchiefs 

M. — Laces,  Ribbons,  HouseJTurnishings 

R.  — Ready-to-Wear 
S. — Smallvvares 

U. — Underwear 
\Y. — Woollens 

HODGSON,  SUMNER  &  CO.,  LIMITED 
83-91  St.  Paul  St.  W. 21  St.  Sulpice  St. 

MONTREAL 
84-92  LeRoyer  St. 

._ 

SAMPLE  ROOMS: 

7  Charest  St.,  QUEBEC  Windsor  Hotel,  OTTAWA 

Carlaw  Bldg.,  28-30  Wellington  St.  W.,  TORONTO 
Can.  Bank  of  Commerce  Bldg.,  THREE  RIVERS  Metropole  Building,  SHERBROOKE 

503  Mercantile  Bldg.,  VANCOUVER  50  Bon  Accord  St.,  MONCTON,  N.B. 

cX3^£££g£9^^^ 
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Windsor  Department  Store,  on 
the  Resale  Plan,  Sold  Hoovers 
Worth  $31,819.50  Last  Year! 

A 

C.  H.  Smith  Company,  Ltd.,  a 
flourishing  department  store  at 
Windsor,  Ontario,  population  about 
37,000,  in  1920  disposed  of  148  Baby 
Hoovers  and  302  Hoover  Specials. 
This  is  but  another  illustration  of 

how  profitable  it  is  for  dealers  to 
operate  on  the  Hoover  Resale  Plan. 

The  value  of  these  machines  at  retail 

was  $3  l,819.50,anaverageof  $2,651.60 
a  month.  As  the  turnover  is  unusu- 

ally rapid  in  the  case  of  The  Hoover, 
the  merchandise  investment  was 
only  a  small  fraction  of  the  total 
sales.  Consequently  this  volume 
netted  the  Smith  store  a  handsome 

profit,  on  small  floor  space. 

There  is  nothing  occult  in  the  attain 
ment  of  such  a  volume  of  Hoover 

business.  The  merchandising  factors 
that  enter  into  the  Hoover  Resale 

Plan  have  been  soundly  and  widely 
tested  and  are  open  to  all. 

Rightly  applied,  as  the  Hoover 

organization  through  its  broad  expe- 
rience knows  how  to  apply  them, 

these  same  factors  co-ordinated  on 
behalf  of  your  store,  with  equally 

sincere  co-operation  on  your  part, 
will  similarly  succeed. 

You  need  not  be  in  a  city  the  size 
of  Windsor.  Localities  everywhere 

are  absorbing  Hoovers  as  success- 
fully, in  proportion  to  their  electric- 

lighted  population,  as  Windsor.  The 
same  tactics  can  be  made  to  win  in 

your  town. 
The  Hoover  Suction  Sweeper  Company  of  Canada,  Limited 

Factory  and  General  Offices:  Hamilton,  Ontario 

Qfe  HOOVER 
It    Beats as   it   Sweeps as    it    Cleans 

MADK   IN   CANADA  —  BY   CANADIANS  —  FOR   CANADIANS 
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Dept.  B  —  Wash  Goods  —  Dept.  B 

RACINE'S  have  taken  another  step  forward  in  extending  their  Department 
"B"  to  accommodate  an  abundant  supply  of  exquisite  novelty,  and  plain, 
staple  cotton  goods,  including: 

Printed   and   Plain  Colored   Voile 

Fancy  Striped  Voile — White  with  color. 
Printed  and  Plain  Colored  Organdy 

Plain  Colored  Corded  Suitings 
Cotton   Dress  Goods,   Plaids, 
English  Printed  Foulards 

Plain  and  Figured  Silk  and  Cotton  Marquisette 
Fancy  Checked  Muslin  in  White 

27-in.  Anderson's  Ginghams 

Fancy  Checked  Crepes 
Brocaded  Satinette 
Serpentine  Crepes 

Challies 
Cotton  Linings 
Cotton  Cashmeres 

Prints,  Percales, 

Poplins 
Beach  Cloth 

A   good    stock  of   remnants   always   on   hand. 

A  visit  to  this  department  would  solve  your  problem  of  providing  a  power- 
ful  incentive  to   Home   Buying. 

N.B. — A  new  Sample  room  has  been  opened  at 
85  Germain  Street,  St.  John,  N.B. 

Alphonse  Racine  Limited 
60-98   ST.  PAUL   STREET   WEST,   MONTREAL 

Manufacturers  and   Wholesale  Distributors  of  Dry  Goods 

OTTAWA 

111   Sparks  Street 
QUEBEC 

Merger  Building 

SUDBURY 

Nickel  Range  Hotel 

FACTORIES  : 

PERMANENT   SALES  OFFICES  : 
TORONTO  HAILEYBURY 

123  Bay  Street  Matabanick  Hotel 

SHERBROOK.E  THREE  RIVERS 
4  London  Street  Main  Street 

Beaubien  St.,    Montreal;      St.  Denis,   Que. 

SYDNEY,  N.S. 
269  Charlotte  Street 

RIVIERE  DU  LOUP 

Hotel  Anctil 
CHARLOTTETOWN,  P.E.I. 

Queen  and  Sydney  Sts. 
St.  Hyacinthe,  Que. 
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they  are  all  "INTER-PLACE-ABLE" 

UNIT  FIXTURES 
"INTER-PL  ACE- ABLE" 

ORDERL Y 

Your  customers  appreciate  well-kept  stock, 
thoughtfully  displayed. 

NO     SHOP-WORN     GOODS 

Write  for  Illustrated  Catalogue 

(7bjzo//roS/?owG\sFCo)    LtSS^d 
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DEPARTMENT  "D"  ̂ Includes: 

Laces  of  all  kinds 

Embroidery 

Buttons 

Braid 

DEPARTMENT  "H" 
English  Cretonne,  $0.95- 1.10-1 .60-3.00 

Embroidery  Swiss  Net 
1 8  ins 

24  ins 

30 

36 

45 

54 

  $  -75 

  85 

ns      1. 00 

ns      1.75 

ns     2.70 

ns     3.00 

72  ins     4.00 

$1.00 

1.25 
1-45 

2.20 

2-95 

340 

4.25 

$1.10 

1-35 

1.55 
$1.15 

1.70 

1-95 

P.  P.  MARTIN  &  CO.,  LIMITED 
50    ST.  PAUL  STREET  WEST,  MONTREAL 

Quebec:  9  and  II  Rue  Charest.  Tel.  Bell  2545 

Sherbrooke:  103  Wellington  St..  Tel.  Bell  34 

St.  Hyacinthe:    234  Cascade   St..    Tel.  Bell  541 

Ottawa  :  25  Sparks  Street,  Tel.  Queen  3874 

Three  Rivers :  82  Royal  Street.  Tel.  Bell  362 

Toronto:      152   Bay   Street.    Tel.    Adelaide   6349 

I 
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STOFFEL  &  CO. 
77*e  Largest  Manufacturers 

of  Cotton  Fabrics  in 

SWITZERLAND 

LICHTENSTEIG 

ST.    GALL 

SCHMERIKON 

TRANSPARENT   ORGANDIES 
Batistes 

Fine  Muslins 

Nainsooks 

Voiles 

Jaconas Crepes 

Fancies 

Dotted  Swisses 

"IT  IS  STOFFEL'S" 
— the  finest  praise  that  can  he  bestowed  upon  an  organdy 

STOCK  CARRIED  IN  TORONTO  IMMEDIATE  DELIVERY 

To  the  Wholesale  and  Manufacturing  Trade  only. 

HERON  &  TAYLOR 
77    York   Street 

Toronto 

Sole  Agents  for  Canada 

11 
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Your  Best  Advertisement 

The  desire  to  own  a  well-stocked  linen  closet — full  of 

real  linen — is  a  potent  force  at  the  disposal  of  linen 
buyers. 

Fine  linen  is  sometimes  falsely  accused  of  being  a  lux- 

ury, when  we  know  very  well  that  the  amount  of  wear 

real  linen  will  give  far  outweighs  the  comparative  cost 

between  Irish  linen  and  its  so-called  substitutes. 

Your  appeal  to  your  customers  is  not  only  in  the  beauty 

and  charm  of  Irish  linen  but  in  its  economy  too. 

Many  causes— including  thrift  campaigns — have  con- 
tributed towards  diverting  Consumer  Buying  Power 

along  the  lines  of  necessities. 

\ 
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is  a  Fine  Window  Display 

Irish  linen  is  just  as  much  of  a  necessity  in  the  household 

and  wardrobe  as  any  article  that  is  purchased  for  home 

use  or  personal  wear. 

You  are  not  urged  to  place  large  orders  of  Irish  linen 

for  stock  because  supplies  are  not  available. 

But- 

— you  should  make  every  effort  to  keep  your  current- 
stock  well  assorted,  especially  in  view  of  the  resumption 
of  retail  buying  of  household  necessities. 

<me  IRISH  LINEN  SOCIETY V\    V<>^  ^         nrtu^zT      IRELAND      ^^C\ 
rfflll|IMli*.ilftll 

American  Office  and  Information  Bureau 
239  West  39th  Street,  New  York 
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Finest 

Skinner 's 
Satin 

IV kite  and 
Flesh 

Sizes 

from 

34  to  44 

Made  to 
Satisfy 

It's  because  the  Boyshform  Camisole-Brassiere  meets  a  long-felt  want  for  a  garment  that  is  at  the  same 
time  comfortable,  dainty  and  serviceable.  Those  shops  which  are  already  handling  our  new  product 

report  a  real  "open  arms"  welcome  for  them  by  their  customers.  If  YOU  aren't  in  on  this  new  line, 
you're  missing  something  really  worth  while  from  the  standpoints  of  profit,  prestige  and  sales  promoting. 
Send  for  one  dozen  assorted  sizes  in  white  and  flesh. 

No.  500     Guaranteed  Skinner  Satin. 

Xo.    300— Coutil    at    $9.00    a    dozen.      Absolutely    the 
same  as   illustrated. 

No.  400 — Made  of  Skinner  Satin,  lined  with  net,  and 
trimmed  with  Cluny  lace.  A  very  beautiful  gar- 

ment. $36  a  dozen.  A  real  Boyshform  Camisole- 
Brassiere. 

MANUFACTURED  BY 

B.  SMITH  &  COMPANY 
338  St.  Urbain  Street MONTREAL 

AFTEE    MAY    1ST.    :',<;<>    I  XI VKKSIT  V   ST..   COR.   ST.   CATHARINE. 
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JFe  are  Always 
There  With  the 
Best  Sellers 

NAVY  VEILS 

_NAVY  SPOT  VEILINGS 
COLORED  SPOT  VEILINGS 

Headquarters  for 

"MONA  LISA"  VEILS 

"PEERESS"     "VODENE" 
Extra  quality  Real  Human  Hair  Nets. 

The  price  will  surprise  you. 

RADIUM  SILK  LACE 
6"  -  -  18"  -  -  27" 

Black  Brown  Navy 
for   Dresses  and   Millinery. I 

SPECIAL    VALUE 
PLAIN    AND    FANCY   VOILES 

Permanent  Finish 

SWISS  ORGANDY 
Plain    and    Fancy 

//  service  counts  we  will  serve  you. 
We  would  like  to  try  anyway. 

Canada  Veiling  Co.,  Limited 
84-86  Wellington  Street  West       :        :      Toronto 



Pure  Irish  Linen  at  its  Best 
The  damask  end  of  the  Irish  Linen 
business  is  always  good  because  this 
beautiful  merchandise  is  always  in 
demand. 

Our  American  stock  of  "Old  Bleach" 
pure  Irish  Linens  and  Linen  Damasks 
is  now  fully  prepared  for  the  late 
spring  and  early  summer  Linen 
Season. 

Price  lists  covering  this  famous  and 
attractive  merchandise  are  encouraging 
to  our  customers. 

Let  "Old  Bleach"  be  your  department 
leader  in  bringing  your  linen  business 
back  to  where  it  should  be — one  of  the 
best  quality  departments  in  your  store. 

The 

"OLD  BLEACH"  LINEN  CO.,  Ltd. 
Reg.  Trade  Ma  k 

23  25  East  26th  Street  -:-  New  York 

Canadian  Representative:    W.  H.  STELEY 
22   West   Wellington    Street   Toronto.   Or.t 

\aU^/ 

5?2Si 
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Do  You  Show 
lueerO^ 

Glove  Silk  Lingerie 

MANY  women  ask  for  Queen  Quality, 

many  other  women  buying  some- 
thing else  will  be  captivated  by  the  dainty 

luxuriance  of  Queen  Quality  garments  if 
they  are  shown  where  they  will  catch  their 
eye.  It  will  pay  you  to  keep  Queen  Quality 
Glove  Silk  Lingerie  always  in  sight. 

St.  Catharines  Silk  Mills 
Limited 

ST.  CATHARINES,  ONTARIO 

What  is  Thread  Silk? 

Venus  is  Thread  Silk 

THREAD  silk  is  the  term  applied  to  the  genuine  silk  of 
the  silkworm  as  compared  to  the  chemically  produced 

fibre  or  vegetable  silk.  In  Venus,  only  thread  silk — and 
that  of  the  finest  quality — is  used.  Only  thread  silk  can 

give  that  perfect  lustre  and  the  "liveliness"  that  means service. 

Venus  Silk  Hosiery  Mills 
Limited 

Toronto Onta no 

Sole  Selling 

Richard  L.Baker 
84  Wellington 

Toront 
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[ONDON|(NlT 

Hose 
IS  A  QUALITY 

IT  identifies  every  pair  of  hose  for  man,  woman  and 

A  child  produced  by  London  Hosiery  Mills.  For 
everything  in 

Cotton  Lisle  or  Silk  Lisle  Hosiery 

The  London  Knit  trade  mark  is  a  reputation  builder 
for  the  retailer. 

  -IQNDONKNIT   

HOSE NDONFADY     TONDONTASS     IONDONTAD     TON  DON  MAN 

Mcaatt     LONDON  HOSIERY  MILLS  umited   Lo°™0,S 

r-jdj*ff--^^^-j^ 

FEATURE    THEIR   WASHABILITY 

ONE  of  the  outstanding  characteristics  of  Griffin 
ChamoSuede  is  their  washability.  When  a 

woman  wants  a  light  shade  to  match  her  costume  (and 
she  will  find  the  shade  she  wants  in  Griffin),  she  can 
buy  it  knowing  that  the  spots  of  a  day  or  two  of  wear 
will  wash  out  and  the  glove  be  fresh  as  when  new. 

_  Vt^ 
r44V 

Limited 

TORONTO  MONTREAL 

Selling  Agents 
dL.Baket^Co.W 
ilmgtori  SLWest Toronto 
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a  great  game 

Supply  your  local  Athletic  Teams  with 

Snappy  "Made-in-Canada"  Uniforms 
Mr.  Merchant,  has  your  town  an  athletic  association?  By 

supplying  their  Athletic  Clothing  requirements  you  can  make  Big 
Money.  Find  out  their  requirements,  then  write  us  for  samples 
and  quotations. 

RIGHT  NOW  is  the  time  to  get  after  BASEBALL  and 

FOOTBALL  business.  Save  50  per  cent,  by  buying  our  "Made- 
in-Canada"  Baseball  Uniforms — distinctive  patterns,  cut  on 
"Big  League"  model  lines  and  thoroughly  made  with  double- 
stitched  seams  throughout.    Samples  and  prices  sent  on  request. 

We  offer  unduplicated  values  and  workmanship  in  Boy 
Scout  Uniforms,  Rugby  Suits,  Soccer,  Hockey  and  Gym  Pants. 

Headquarters  for  "Made-in-Canada"  Athletic  Clothing 
We  also  manufacture  White  Duck  Clothing 

Hospital  Clothing  Dentists'   Coats 
Operating  Gowns  Barbers'  Coats 
Outing  Hats 

Restaurant  Clothing 
Abattoir  Clothing 

Butchers'  Coats  and  Aprons      Factory  Uniforms 

A.  W.  MOYER  &  COMPANY 
Manufacturers  (to  the  Trade  Only) 

124  King  Street  West  -  -  Toronto 

ATHLETIC GOODS 

"1. 
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A.  B.  G.  Hosiery 
is  what  practical  women  want  for  the  family 

A.  B.  C.  Cashmere  combines  quality, 
durability  and  economy.  Your  customers 
will  appreciate  its  splendid  value.  Espe- 

cially eood  to  withstand  rough  wear  given 
by  children. 

Comes  in  all  sizes  for  men,  women  and 
children.  Seamless,  with  reinforced  heels 
and  toes. 

Children's  Hosiery — 1  and  1  rib,  sizes  4  to  10. 
Women's   Hosiery — Flat  Stitch,   perfect   fit.     In  heather  effect. 
Men's  Half-Hose — All  sizes,  elastic  cuff.     In  heather  effect. 

Allen  Bros.  Co.,  Ltd. 
883  Dundas  Street  East 

1CFCNTO 

Selling  Agents  for  Canada 

Wm.  G.   Evis  &  Co. 
28  Wellington  Street  West 

TORONTO 
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SELLING  AGENTS 

Wm.  G.  Evis  &   Company,  28  Wellington  St.  West,  Toronto. 
Western  &  Northern  Ontario,  Quebec,  Maritime  Provinces  and Manitoba. 

Stanley    McLeod,    543    Granville    St.,    Vancouver,    B.C.,    British 
Columbia,  Alberta  and  Saskatchewan. 
H.    Switzer,     193     Sparks     St.,    Ottawa,    Eastern     Ontario    and 
Montreal. 

Good  Lines 
for  Summer 

Sales  — Increase  your  Summer 
sales  of  hosiery  by  meet- 

ing fashion's  demands with  the  following  lines 
of  Winsome  Maid : 

For  Women 

<  -j 

No.  400— Two-Tone  heather 
effect  in  silk  and  mercerized. 
Five  different  combinations  of 
colors.  Woven  with  back  seam. 

Very  popular. 
No.  135 — 12  thread  pure  silk ; 
18  to  19  inches  silk  boot,  with 
hem  top.  ;  ;  j 

No.  140 — 12  thread  pure  silk; 
18  to  19  inches  silk  boot,  with 
elastic  rib  top. 

•No.  250 — 15  thread  pure  silk: 

21  to  22' inches  silk  boot,  with 
hem  top.     Very  superior  stock. 

For  Men 

No.  444 — Two-tone  heather  ef- 
fect in  silk  and  mercerized  half- 

hose.    Excellent  style. 

No.  1000—12  thread  pure  silk 
half-hose,  beautiful  quality. 

All  reinforced  feet.  Wide  range 
of  colors. 

Mail  orders  given  prompt  and 
careful  attention. 

ALLEN   SILK  MILLS  LIMITED 
43  Davies  Ave.,  Toronto 

'  *    Canadian    Goods    Are    Better    '  ' 
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GLASS 
For 

Every  Building 
Purpose 

PLATE  GLASS 
for 

SHOW  CASES 

SHELVES 
DISPLAY  COUNTERS 

Also 

MIRRORS 
SHEET  and  FANCY 

ART  GLASS 

Write  us  for  our  latest  catalogue. 

ZOURI 
Safety  Set 

Metal 

Store  Front  Construction 

CONSOLIDATED 
PLATE  GLASS  CO 

OF     CANADA     LIMITED 
WINNIPEG  TORONTO  MONTREAL 

a 

T.K. 

(He's  the  BOSS)- 

Doesn't  believe- 

That  I  can  interest- 

YOU   With  this  kind— 

Of  ADVERTISING. 

I  say— 
"I  CAN"  — 

Moving  merchandise — 

In  large  quantities  - 

At  retail  prices   

Satisfactorily — 

Has  been  our  business  — 

It 

1 

w  i 

'i 

I 
1 

1 

$ 

For  a  quarter  century 

I'll  tell  YOU— 

All  about  this — 

Service  and  prove — 

It's  worth- 

When  you  send  me— 

The  COUPON   

Below. 

Today — — 
Is  soon  enough. 

I 
I 
I 
m 

—  & 
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Edward    Burns    Co.,    Limited 
Toronto,  Ont. 

QUEBEC  PROVINCE 
W.  F.  Macoun 

518  St.  Catherine  St.  W. 
Montreal,  Que. 

Canadian  Handkerchiefs  Limited 
MONTREAL 

Manufacturers  of 

Fine  Cambric  Handkerchiefs 

QUALITY FINISH VALUE 
are  found  in  the  MADE-IN-CANADA  HAND- 

KERCHIEFS shown  by  us. 

A  full  line  of  samples  are  carried  by  our  Agents 
in  the  districts  shown. 

Particular  attention  is  called  to  our 

ANCHORCHIEF  DISPLAY  CABINET 
Each  handkerchief  is  sealed  in  an   individual 
Glassine  Bag. 

SEALED SAFE SANITARY 

Direct  from  Laundry  to  User.     No  Handling. 
Packed  in  attractive  display  cartons  of  5  dozen 
Handkerchiefs. 

Look  for  the  "ANCHORCHIEF"  Brand 

Canadian  Handkerchiefs  Limited 
Canada's  Largest  Handkerchief  Manufacturers 

MONTREAL  QUE. 

MANITOBA,  ALBERTA, 
SASKATCHEWAN,  BRITISH  COLUMBIA 

Bryce  &  Co.,  Limited 
Winnipeg,  Man. 

NEW  BRUNSWICK  AND  NOVA  SCOTIA 

Jones-Cairns  Limited 
8514  Prince  William  St. 

St.  John,  N.B. 

MADE-IN-CANADA  HANDKERCHIEFS 
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-SUNSET  SALES  MAKE 

Clean,  Profitable  Business 
and  add  to  the  permanent  Good  Will  of  your  store; 
because  Sunset  makes  an  enthusiastic,  boosting  friend 
of  every  woman  who  tries  it.  This  personal  adver- 

tising can  only  be  bought  with  Quality;  and  Quality 
— far  above  any  competition — is  the  real  reason  for 
the  tremendous  success  Sunset  has  attained. 

While  other  dye  manufacturers  are  spending  money 
trying  to  discredit  one  another,  build  your  dye  business  on 
Sunset,  the  real  dye,  and  make  more  profit — gain  more 
satisfied  customers — than  on  all  the  others  put  together. 

Keep  a  full  line  of  colors  always  in  stock.  If  you  have 
any  trouble  in  getting  Sunset,  write  us  at  once. 

New  Window 

Cut  Out  FREE 

Size  28"x40" Many  beautiful 
colors.  If  you 
have  not  al- 

ready received 
one,  write. 
Sent  free. 

FAST 
COLORS jjUnsetSoapByeS The  Real  Dye 

HAROLD  F.  RITCHIE  &  CO.,  Ltd. 
Sales  Rtpresentallcts  for  Canada and  U.  S. 

Toronto,  Can.  171  Madison  Ave..  N.Y. 

NORTH  AMERICAN  DYE  CORPORATION,  Ltd. 
Manufacturers 

Toronto,  Canada  Mount  Vernon,  N.Y. 

Counter 

Display  Case 
Your  jobber can  supply 

Sunset  packed 

1  gross  assort- 
ed in  this  at- 

tractive d  i  s  - 

play  case.  Ask 
him. 

LINENS 
Immediate  delivery  from  stock 

at  revised  prices 

Damask  Cloths  and  Napkins 
Plain  and  Figured  Towels 
White  and  Natural  Embroidery  Linens 
Aeroplane  Linens 
Irish  Embroidery  Linens 
Cluny,  Madeira  and  Florentine  Linens 

If  not  on  mailing  list  please  write 

JOHN  E.  RITCHIE  oJ&SrSU. 
591  St.  Catherine  St.  W.,  Montreal,  Que. 

Branches:  64  Wellington  St.  W..  Toronto:  29  Minshull  St..  Manchester. 
England;  615  Pender  St.  W..  Vancouver.  B.C. 

Buy  Direct  from   the   Manufacturer 
and  Save  Money 

CANADIAN   PERFECT 
GARMENT  CO. 

Manufacturers 

DRESSES    AND    HOUSE    DRESSES 
APRON     DRESSES    AND     APRONS 

CHILDREN'S   DRESSES 
ROMPERS  AND    CREEPERS,   ETC. 

C3     A  Better  Made  Garment  for  Less  Money  °%^h 

513-515  College  St.    TORONTO      Phone  Coll.  8928 

TAPATCO  Working  Gloves 

Their  strongest  recommen- 
dation is  their  great  popu- 
larity. Working  men  have 

learned  their  value  and  no 

others  will  "do!" 
The  American  Pad  and  Textile  Co. 

Chatham,  Ontario 

*JLM2'JtX22 

ESTABLISHED   1849 

BRADSTREET'S Offices    Throughout    the    Civilized    World 

OFFICES    IN    CANADA: 

Calgary,  Alta. 
Edmonton,   Alta. 
Halifax,    N.S. 
London,  Ont. 

Sydney,  N.S. 

Ottawa,    Ont.  Montreal,    Que. 
St.   John   N.B.  Quebec,   Que. 

Vancouver,    B.C.  Toronto,    Ont. 
Victoria,  B.C.  Winnipeg,   Man. 

Hamilton,  Ont.,  and  St.  John's,  Nfld. 

Reputation   gained   by    long   years   of  vigorous, 
conscientious   and   successful    work. 

JOHN  A.  THOMPSON,  General  Manager,  Western  Canada 

TORONTO,   ONTARIO 
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A  Notable Creation 

a 

SUPASAYDA 
The  Fabric  that  has  Inspired 

the  Fashions 

"Supasayda"  is  a  Cotton  transformed  by  the  genius 
of  the  Bradford  Dyers'  Association  into  a  fabric  of 
surpassing  liveliness.  This  textile  creation  has  a 

firmness  of  texture,  weight  of  body  and  permanent 

silk-like  brilliancy  that  appeals  to  the  woman  of 
taste. 

The  compelling  beauty  of  the  BDA  Fabric  gives  to  Dresses, 
Blouses,  Lingerie  and  other  articles  of  dress  an  individuality 
that  makes  them  irresistible. 

"Supasayda"  is  a  builder  of  quality  and  quantity  business. 

^f THE 

-7/ 

Bradford  Dyers'  Association,  IP* 
MANCHESTER  BRAJ£?RD  LONDON 

6  OXFORD  5T ST  PETERS  5Q 

128  V  129 
G1EAPSIDE.E:C2 

(copyright) 
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The  Motherland's 
Finest  Fabrics 

/^  P.  A.  Fabrics,  by  reason  of  their  high- 

^^*  grade  quality,  their  exclusive  and  dis- 
tinctive designs,  have  attained  a  position  of 

pre-eminence,  and  every  care  is  taken  that 
nothing  shall  compromise  this  reputation. 

THE  Canadian  Representative  for  The  Calico  Printers'  Asso- 
ciation, Ltd.,  is  Mr.  Edward  Foster.  He  carries  samples  of 

all  the  C.P.A.  Fabrics  and  will  be  pleased  to  exhibit  these  to, 
and  receive  enquiries  from,  traders  interested  in  high-class 
voiles,  prints,  sateens,  drills,  printed  handkerchiefs  and  fur- 

nishing fabrics,  and  the  well-known  specialties:  Grafton  Voile, 

Potters'  Prints,  Cepea  Serge,  Sheenore,  Gemarkord,  Cylkcel, 
etc. 

Address  your  communications  to: — 

MR.  EDWARD  FOSTER, 
426,  Coristine  Bldgs., 

20,  St.  Nicholas  Street, 
MONTREAL, 

and 
710,  Empire  Buildings, 

64,  Wellington  Street,  West, 
TORONTO. 

The  Calico  Printers  Association 
Limited 

Manchester  England 
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Combinations        Vests        Spencers       Bodices 



26 DRY    GOODS    REVIEW 

mmmmj^mrnxm^mmmmmmmm 

Wi orra 
Fdst  Dyes 
O'CKifforvRmsK 
for   

Velveteens 

The    Velveteens   that 
give  real  pleasure  and  complete  satis- 

faction in  wear  are  those  dyed  by 
J.  &  J.  M.  Worrall,  Ltd.,  the  Premier 
Velveteen  Dyers  of  the  World.  What- 

ever the  make — or  the  colour — you 
-liould  always  ask  for  a  guarantee  that 

the   cloths   are   in    \V  on-all'"  s    Fasl    Dyes. 

J.  &  J.  M.  Worrall,  Ltd. 
MANCHESTER 

are  not  merchants.  All  enquiries  for 
velvetepns  in  their  dyes  should  be  sent 

through    the    usual    wholesale    channels. 

V—r-r-cvQ^- 
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The  Fine  Scotch  Underwear 
with  the  Fine  Scotch  Finish 

THE  LADY  who  desires  in  her  inti- 
mate garments  a  touch  like  velvet 

together  with  the  charm  that  purity 
imparts  will  appreciate  the  judgment  of 
the  store  that  stocks,  and  places  before 

her,  "Pesco" ! 

"Pesco"  makes  a  direct  and  instant  ap- 
peal to  those  of  critical  tastes.  Its  tex- 

tures, appearance,  and  perfect  manufac- 
ture proclaim  its  all-round  excellence 

and  convince  the  buyer  of  its  comfort 
and  desirability  and  of  its  sterling  worth. 

As  a  brand  of  character  "Pesco"  stands 
supreme.  No  Underwear  has  a  better 
reputation  in  the  stores  and  homes  of 
Britain,  or  is  doing  more  to  exalt  the 
name  of  the  Motherland  throughout  the 
Empire! 

Sole  Makers: 

1  PETER1SGOTT  &  CO.,  LTD., 
Hawick,  Scotland 

London  (England):  Carey  House,  Carey  Lane,  E.C.2. 

Agents  in  Canada: 
Messrs.  C.  &  A.  G.  Clark,  3 5|Wellington  Street  West,  Toronto. 
Mr.  R.  C.  Poyser,  516  Drummand  Building,  ,Vl entreat. 
Messrs.  Hanley  &  McKay  Ca.,  62  Albert  Street,  Winnipeg. 

S 

The  Pesco  Range 
obtainable  in  Pure  Wool  and  Silk 

and    Wool    textures — For  Ladies  —  Combinations,  Vests. 
Spencers,  Bodices,  Drawers.  Knick- 

ers. Nightdresses,  Rib  Vests,  etc.. 

etc. For  Children  —  Combinations,  Night- 
dresses, Sleeping  Suits,  Shirts, 

Trousers.   Knickers,    etc.,    etc. 

For  Infants  —  Binders,  Wraps.  Kilt- 
lets,  Gowns,  etc. 

For     Gentlemen  —  Shirts.     Trousers, 
Combinations,  etc.,  etc. Also 

Pesco  Hose  and  Half  Hose  In  Black, 
Colors  and  Mixtures,  and 

Pesco   Sports   Coats.    Jumpers,   Under- vests.   Sweater  Coats.   Scarfs  and  Caps 
in  the   latest  styles   and  color  effects. 

Guaranteed    Unshrinkable 

Showcards,  Window  Tickets  and  Literature  Supplied. 

Enquiries  invited. 
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manufacturers  of  HABERDASHERY  &SMALLWARES 
Owning  ten  of  the  best  equipped  modern  factories  in  Great  Britain 
producing  many  specialities  known  throughout  the  world,  such    as : 

HURCU  LACES— the  British  Laces 
for  Boots  and  Shoes — made  under 
the  most  approved  methods  of 

manufacture,  the  secret  of  their  durability 
being  the  great  strength  of  the  threads 
which  tenaciously  cling  together  and 
resist  wear.  STRENGTH  &  DURABILITY. 

MENDING  WOOLS  6k  SEWING 

COTTONS.  The  St.  George's 
and  Crusoe  All-Wool  Mendings 

are  noted  for  their  softness  and  Strength 
in  wear,  their  Smoothness  in  working, 
and  their  high  quality  and  finish.  Crusoe 
Cottons    are    an    equally    famous    line. 

NAME    LABELS,    HANGERS    and 
LOOPS  for  Coats,  Shirts,  Mantles, 
etc.     This   is  a  notable  speciality 

of  ours. 

SPHERE  HOSE  SUPPORTERS  for 
Ladies  Wear,  enjoy  the  widest  popu- 

larity because  their  quality  throughout 
is  the  finest  possible.  Made  and  finished 
with  thoughtful  attention  to  detail.  Each 

pair  fitted  with  the  famous  "  Grip  that 
grips  and  never  slips."  SPHERE  Suspen- 

ders, Garters  and  Arm  Bands  for  Mens 

Wear  are  supplied  in  many  neat  and  attrac- 
tive designs  ;  also  Sphere  Brownies, 

the  Hose  Supporters  for  Little  Folks. 

ELASTICS :  The  St.  George's  Brand Elastics,  including  the  well-known 
"  Violet"  Quality,  Braids,  Cords, 

Garter  and  Loom  Elastics. 

COTTON   WEBBINGS   and  BIND- INGS :  Skirt  Bindings  (single  and 
duplex),    Glace    Bindings,   Tapes, 

Galloons,  Stay  Bindings,  Hat  Bindings, etc. 

Here  you  have  the  fast  selling  lines,  the  lines  for  YOU. 

TO   WHOLESALERS— Get  in  touch  with  us  AT  ONCE  for  fuller  particulars  of 
ALL     OUR     LINES.   We     will     do     our     part     with     prompt    service. 

r  1 1 1 1 1 1 1 1  <  1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1  ■  ti  i  •  1 1 1 1 1 1  ii  1 1 1 1  til 
WHOLESALE  ONLY: 

FAIRE  BROs  &  Co.,  Ltd.,  LEICESTER, 
LONDON  :  Faire  Bros.  &  Co.,  Ltd.,   19  Fore  Street,  E.C.  2. 
SOUTH  AFRICA:  Davies.  Gnodde  &  Smith.  1  Strand  Street. 

Port  Elizabeth. 

MELBOURNE:  Alfred  F.  Smith.  2  Fink'«  Buildings.  F.liraheth Streer.  Melbourne. 

SYDNEY:    Alfred    F.    Smith.    39    Queen    Victoria    Building*, 
George  Street. 

ENGLAND. 

CHR1STCHURCH  :  Robert  Malcolm.  Ltd.,  79  Lichfield  Streer 
Also  Auckland.  Wellington,  Dunedin 

BOMBAY  :  F.  A.  Filnu-r  &  Co..Gaiem  Buildings,  HornbvR'" d 
NORWAY  :  Hermod  Riis,  Grev  Wedels  Plass  4,  Christians 

SWEDEN:    Anglo-Amerikanska    Import    A.B.    Skeppsbron    '. Gothenburg. 

DENMARK  :  Adolf  Berendt,  St.-Kongensgade  36/8,  Copenha^ 
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SHEETS 
and  SHEETINGS 

♦  * 
the  standard  product  of  the  British 

Market- 
9  f 

Steadily  maintain  that  irreproachable  quality  which 
has  made  them  famous  and  appreciated  throughout 
the  world. 

The  reputation  of  the  makers  is  a  guarantee  of  the 

worth  of  Rigg's  Sheets. 

Made  only  of  specially  selected  pure  cotton.  Contain 
no  filling  matter  whatever. 

RIGG'S  SHEETS  give  most  wear  with  the  highest 
degree  of  comfort.    They  neither  shrink  nor  roughen. 

Look  for  the  name  "Rigg's  Sheets"  on  the  selvedge.     Accept  no  substitutes. 

Rigg's  Motto:  Quality  at  a  Consistent  Price, 

Canadian  Agents : 

From   Vancouver  to  Winnipeg :  E.   W.   Dean   &   Son,   32   Sey- 
mour   Street,    Vancouver,    B.C. 

East    of    Winnipeg :     Mcintosh,    Banfield    &    McClelland,    25 
Toronto   Street,   Toronto. 

Sole  Manufacturers: 

Rigg  Brothers,  Limited 
Cotton  Spinners  and  Manufacturers1  f^S^'*- 

since  1836. tHM. .  .  7*3*  5£  ":', 

6   Mosley   St.,    Manchester,    Eng. 

Cables:  Rigg  Brothers,'Manehester 
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REGISTERED  TRADE  MARK  Canadian  No   116.      Folio  27150. 

Important  to  Buyers  of 

HIGH-CLASS  COTTON   FABRICS 
Please  Note 

THE 

"FERSTRONG"  BRAND 
is  a  guarantee  of  the  Highest  Quality,  also  of  an 
absolute  uniformity  of  quality  in  all  repeat  business,  as 
all  the  FERSTRONG  Materials  are  made  out  of 
the  Finest  and  Purest  Cotton  the  World  can  Produce 

White  and  Dyed  Cambrics 
Also  the 

CREPE  -  DE  ■  FERSTRONG 

the    BEST  Substitute  for  Crepe-de-Chine 

These  materials  are  unrivalled  for  making  up  Ladies'  and 
Children's  underwear,  also  BLOUSES,  JUMPERS,  CAMISOLES 
and  all  kinds  of  Ladies'  and  Children's  Dainty  Garments. 

Also     High -Class    Range    of    Longcloths. 
Wrile  to  FERSTRONG  Depl    for  ihe  names  of  our  Wholesale 
Agents  ;  also    Free   Patterns   and    full  information  on   writing  to 

"FERSTRONG  DEPARTMENT" 
52   FAULKNER   STREET,   MANCHESTER,   ENGLAND 
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SPINKER50F 
WORSTED 
yarHs 

FOR manufacture 
of  hosiers 
underwear, 
OSiJQin  CfiODS. 

m  ■  ■  ■  ■  ■  ■■  •■•■  ■■■■-»- 

WORSTED 

(^H^>\' 

fe u 

Head  Office: 

STAMFORD  5T. 
LEICESTER. 

Telegram*  :'35\KKS  Leicester 

Telephone  2^0-1  Leicester 

American.  Aaent5 :- 

J.&W  BASTARD 
(BOSTON)  Co. 
184  SUMMER  ST 

BOSTO)^  U.S.A. 
Bradford  Office :- 

195/6  SWAN  ARCADE, 
BRADFORD. 

"Swv 

*«"r 

xiJ 

:-  y   ■    r*' 

J.&WMSTARD SPINNERS 
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WE  SPECIALIZE 
in  CLOTH  for 

LADIES'    WEAR 

58 

SAND  SERGES 

TWEEDS 

BLANKET  CLOTHS 

WORSTED    COATINGS 

5S 

JOSEPH  FOSTER  &  Co. 
CALDER  MILLS 

ELLAND,  YORKSHIRE 
ENGLAND 

ktrabHshed  1861 London  Warehouse 
1  LANGHAM  PLACE 
REGENT  STREET  W 

-i'i*i  Hfwiiiiiiiiiiiiiinini1 
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WHOLESALE 
WOOLLEN  MERCHANTS 

silllSllilH 

Our   large   and   varied 

Range  comprises: — 
COSTUME  CLOTHS 

in  Tweeds 

DONEGAL  AND 
HARRIS  EFFECTS 

DYED  CHEVIOTS 
and  FRIEZES 

DYED 
BLANKET  CLOTHS 

VELOURS 

In  colours  and 
fancy  checks 

JACKET  CLOTHS 

MANTLE  CLOTHS 

LADIES'  SCARVES 
TRAVELLING 

RUGS 

We  cater  entirely  for  the 

Ladies'  Trade  in 
PIECE   GOODS 

All  orders  and  enquiries  re- 
ceive our  most  careful  and 

immediate  attention. 

,\  "m  y  i  i r*  ' 

I     x  ■■■*  j  "A       v 

The  larger  sample  is  a  combination  of  black,  green 
and  white  that  is  striking  and  smart.  The  smaller 
sample  is  a  very  pleasing  light  blue  and  fawn 
diagonal  weave,  with  vertical  blue  stripe. 

"SCOBRO"  materials'impart  to  the  wearer  that  impor- 
tant sensejof  satisfaction  and  confidence  that  comes  with 

the  knowledge  that  the  material  is  always  correct,  always 

smart,  and  always  dependable — for  "SCOBRO"  invariably 
means— "THE  BEST." 

Scott  Bros.  &  Co. 
(Proprietor     -     Wm.  Scott) 

WILTON  MILLS, HAWICK, 

SCOTLAND 

111 

II! 

Ill 

| 

| 

| 

1 

Cables: 
Scobro  Hawick 

Codesu  Marconi 
ABC,  6th  Edition 

i 
LONDON  WAREHOUSE:  14  WATLING  ST.,  E.C.  4 

Himsisiisi [^BHlft^ailHI^llllit^HHlili^UlIlll^HilHtt^ftlftliA 
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HOSIERY 
WHOLESALE 

AND 

SHIPPING  ONLY 

?ROT£ 

^G/STE^ 

GLOVES 
The  WORLD-FAMED  "Aberdeen"  and 
Scotch  knit  milled  woollen  gloves  (men's, 
ladies'  and  children's),  ladies'  and  maids' 
woollen  gauntlets,  woollen  jumpers,  sports 

coats,  caps,  and  scarves,  men's  union  cash- 
mere shirts  and  pants  (unshrinkable), 

men's  worsted  and  all-wool  shirts  and  pants, 
fingering  and  wheeling  half 

hose,  miners'  hose,  men's 
knicker,  top  hose,  ladies'  finger- 

ing and  cashmere  hose,  chil- 
dren's fingering  and  wheeling combinations. 

Motor  Driving  Glove 
(WOOLLEN) 

HARROTT  &  CO.,  Ltd.  (' 
Established  \ 

1900    J 

ABERDEEN,    SCOTLAND 
CODES:  A.B.C.  6th  Edition-BENTLEYS— LIEBERS,  CABLES:  HARROTT,  ABERDEEN. 

Agents:    E.  H.  WALSH  &  CO.,  LTD.    -    66  BAY  STREET,  TORONTO 
AND   AT  MONTREAL,   VANCOUVER,   WINNIPEG 

FLEECY 

LINED 

LEATHER 
BOUND 
LEATHER 
PALMS 

KIDMAR  HOSIERY  CO. 
53  McPHAIL  ST.,  BRIDGETON,  GLASGOW 

Makers  of 

Ladies'  Sports  Coats 
Made  from  best  Scotch  Fingering  Yarns 

in  all  Shades.    Guaranteed  All  Wool. 

Children's  Jerseys 
Made  of  Wool  with  cotton  back.  In  all 

sizes  and  shades.  Styles  with  button 
shoulders  and  also  polo  collars. 

All-Wool  Shawls 
For  Infant  Wear.  Made  from  finest  Cross- 

bred and  Merino  wools.  In  large  range  of 
designs  and  any  sizes  required.  Also  in 
Black  and  Colours. 

Agents  : 

WRIGHT  &  MORGAN 
MONTREAL  and  TORONTO 

J.  C.  McGregor  &  Co. 
53  McPhail  St.       Bridgeton,  Glasgow 

Makers  of 

Furnishing  Muslins 
Madras  Muslins  in  cream,  white  and  col- 

oured,   in    all-over    and    border    designs, 
Harness,  Spots,  Sprigs,  Lappets,  Brise-bise 

and  Waterfall  Curtains 

Dress  and  Millinery 
Muslins 

Book  Muslins,  Robe  Muslins,  Lawns,  Nain- 
sooks, Madapollams,  etc. 

Agents 

WRIGHT  &  MORGAN 
MONTREAL  and  TORONTO 
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RICHARD    HAWORTH    AND    COMPANY    LIMITED,    ENGLAND 

r05^L  TATToN 

SPERO    MODEL    FACTORIES,    LANCASHIRE 

SPERO 
ON    SELVEDGE    OUR    GUARANTEE 

BRITISH MAKE 

SUPER-STANDARDISED     QUALITY 

COTTON    GOODS 
"THE   best   IN   THE   WORLD" 

Sheetings 

Canton  Flannel 

Voiles 

Flannelettes 
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When  a  customer  asks  you  to 
change  a  Five  Dollar  bill,  you  take 
her  money  and  give  her  the  change. 
Values  are  not  discussed.  Her 
money  —  your  money  —  silver  or 
paper,  the  value's  there  and  both 
of  you  know  it.  Conversation  is 
unnecessary. 
There  is  the  same  simplicity  in  sell- 

ing Horrockses'  Nainsooks,  Mada- 
polams,  Cambrics  and  Longcloths. 
You  do  not  have  to  concern  yourself 
with  the  value;  nor  does  your  cus- 

tomer. Both  of  you  know  it's  there 
— has  been  for  a  century  and  a 
quarter. 
PRICES  SUBJECT  TO  ANY  RE- 

DUCTION  ON   SHIPPING   DATE. 

JOHN  E.  RITCHIE,  Canadian  Agent 
591  St.  Catherine  Street  West,  MONTREAL 

Branches :   Toronto  and  Vancouver. 
UNITED   STATES  AGENTS: 
Wright   and    Graham    Company 

110   Franklin   St.,   New  York   City. 

HORROCKSES,  CREWDSON  &  CO.,   LIMITED 
Cotton    Spinners   and    Manufacturers 

Manchester,    England. 

Hazel  Travel  Kit 
IN  LEATHER,  CANVAS  AND  LEATHER  CLOTH 

SUIT  CASES;  ATTACHE  CASES; 
BLOUSE  CASES;  HAT  BOXES;  KIT, 
BRIEF  AND  GLADSTONE  BAGS; 
FITTED  DRESSING  CASES;  TRUNKS; 
CRICKET  AND  GOLF  BAGS. 

ftilttbA  faatfibi  Qtifcb  afe 

Mr.  D.  Hazel,  Managing  Director  of  the 
Company,  will  be  in  Canada  in  May  and 
June  in  order  to  further  develop  their 
Canadian  trade,  and  may  be  addressed, 
Care  of  The  Bank  of  Montreal,  Montreal. 

LEATHER    GOODS  MANUFACTURERS 

16.NILE  STREET,  CITY  ROAD,  LONDON, N.I. 
ENGLAND 

^mMIHIIMIIIIIIIIIIIIIMIIIIIIIIIMIIIIIMIIIMIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIII   IIIIIIIIMMIIIIIIIIIIMIMIMIIIIIIMIIIIIIMtlllinitllMli 

I    ABERDEEN    GLOVE    1 
COMPANY,   LTD. 

70   CHAPEL  STREET,  ABERDEEN 
I  A.B.C.  CODE,  Sth  EDITION        | 

Makers  of  the 
FAMED  ABERDEEN  GLOVE 

I  Specialties  : 

MEN'S,  LADIES'  AND  CHILDREN'S 
KNITTED  WOOLLEN  GLOVES,  GAUNTLETS,  etc. 

JAMES  CROIL  &  SONS 
ST.  NICHOLAS  BLDGS. 

MONTREAL 
Agents  : ARCHIBALD  WRIGHT  &  CO 

32  SILVESTER  W1LLS0N  BLDG. 
WINNIPEG 

-.limn  iii  mi   nn  mimminiiiiii!  mum   i   minim   iiimmiiMiiimiuinnmiimiiimimmmmiiimiiiinniiium^ 

Robert  Morton  &  Sons 
Muslin  Manufacturers 

34  Albion  St.,  Glasgow 

—  SPECIALTIES  — 

Buckrams  -  Sparteries  -  Marlys 
MILLINERY  MUSLINS  in  BLACK, 

WHITE  and  COLORS 
Also 

PALE  BOOKS,  NAINSOOKS, 
LAWNS,  INDIA  LINONS, 
PERSIAN  LAWNS,  CHECK 
CRINOLINES,  MADRAS  and 
HARNESS  MUSLINS,  Etc.,  Etc. 

Cablet:     Morton,  Glasgow 

Code:     Marc»n' 

Canadian  Representative 

STRACHANS,  LTD. 
Empire  Building,  64  Wellington  St.  West 

TORONTO 



DRY    GOODS    REVIEW 
:',<> 

Codes:-A.BC.  5^  Marconi  Bentleys 

Decorations  by 
DOBSONS  and 

MBR0WNE&6I™ 
(The  Amalgamated  firms) 

Wholesalers  and 

Importers  onhc 
■  Factories;-- 

Meadows  MiliNoitiitfliam 
Antflo-Scoiian  Mills 

The 

Maclean  Slipova 

Doisoos  established  1855 
Brownes  established  1870 

Cables  :-Brun,Nottingham.Eng 
Direct  Representative:  MR.  A.  J.  BURROWS 

TAILORED  in  SCOTLAND  from 
ALL  WOOL  SCOTCH  TWEEDS, 

HARRIS,  SHETLAND,  HOME- 
SPUNS  and    FLEECY    TWEEDS 

Prices  from  #18.        Sample  Half  Dozen  Post  Paid. 

W.  G.  MACLEAN 
68  Murraygate,  DUNDEE,  SCOTLAND 
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i  INFOOT  BRAND 
Invariably  stands  for  QUALITY  that 
is  indisputable— quality  that  is  at  once 
apparent,  creating  the  desire  to  buy- 

quality  that  stands  the  test  'of  wear and  tear. 

Three  designs  illustrated— many  other 
dainty  designs  in  silk,  kid  and  [other 
leathers. 

Gaiters — in  Felt 
and  Plush 

in  I 

Woolly- 
Wear: 

Bonnets 

Pullovers 

Bootees 

Infantees 

Matinee  Jackets 

Jumper  Suits 
etc. 

Made  from 

high-grade 
wools  and 
best  quality 
trimmings 

WS  518 

Samples  submitted 

Special  attention  to  import  orders 

Travellers  now  out 

INFANTS'  FOOTWEAR 
LIMITED 

London,  E.C.  1,  England 

GREENE -SWIFT   BUILDING, 
LONDON, CANADA 

Ai^^^erui 

Good  Tailoring  is  Labor 
Lost,  when  you  use  poor 
trimmings. 

Wheatcroft's "Speedwell"  Tapes 

are  British  made  and  un- 
equalled for  strength  and durability. 

"SUPER  SHRUNK  INDIA  TAPE" Manufactured  by 

George  H.  Wheatcroft  &  Co. 
Wirksworth,  Eng. 

THE   STAC. 

Does  Not  Shrink 
r\N 

»^V 

While  we  feature  and 

recommend  our  "Super 
India  Shrunk"  quality, 
we  also  stock  other 

qualities  in  all  widths  at 
prices  to  suit  every 
purpose.  v 

Write     or     'phone     for 
samples  and  latest  quo- 

wm  Not  Stretch  tations. 

Walter  Williams  &  Co.,  Ltd. 
MONTREAL  TORONTO  QUEBEC 

508  Read  Building      20  Wellington  St.  W.    533  St.  Valier  St. 
VANCOUVER,  217  Crown  Building 

[SPEEDWELL] 

TEXTILE  SMALL  WARES 

JAMES  CARR  &  SONS,  LIMITED     " CLARENCE  MILLS 
CLARENCE  STREET,  CHESTER  ROAD 

MANCHESTER 

Manufacturers  of  all  classes  of  Webs, 

Cords  and  Bindings,  in  cotton,  wor- 
sted and  linen;  Curtain  Webs,  Edg- 
ings, Layon  Borders,  Blind  Cords, 

Carpet  Binding,  Cotton  Banding,  etc. 

Original  Patentees  of 
CARR'S  WOVEN  LADDER  TAPE. 

WHOLESALE  ONLY. 

Agent  for  Canada: 
Mr.  D.  F.  Moore 

Manchester  Building,         Melinda  Street 
TORONTO 
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ANDERSON  &  THOMSON 
103  UNION  ST.        -    -        ABERDEEN 

Ca  bles :    * '  Woollens  A  berdeen ' ' 

WHOLESALE  WOOLLEN  MERCHANTS 
Specialize  in 

SCOTCH,  ENGLISH  AND  IRISH  SUITINGS  IN  CHEVIOT,  SAXONY  AND  WORSTED, 

HOMESPUNS,  SERGES,  COATINGS  AND  LADIES'  COSTUME  CLOTHS 

London  Office:     59  Gresham  Street,  E.C.  2.  Established  1773 

GOOD  TAILORING  IS  LABOUR  LOST 
IF    THE    CLOTH    IS    ILL    SHRUNK MtVtyW* 

t 
MAKE  SURE  IT  IS  SHRUNK     ::     AND  WELL  SHRUNK     ::     AND  KNOW  BY  WHOM 

THERE'S  LITTLE  SATISFACTION  IN  SUCH  A  STAMP  AS  "SHRUNK,"  "WELL 
SHRUNK,"  "LONDON  SHRUNK,"  OR  "SHRUNK  BY  LONDON  PROCESS." 
INSIST  ON  A  SHRINKER'S  GUARANTEE— ON  THE  STAMP  OF  A  FIRST 
CLASS  FIRM  OF  LONDON   SHRINKERS— BEST  OF  ALL  ON  THE   STAMP   OF 

JENNENS,      WELCH         Co.,      Ltd., 
Cloth  Workers   and   Shrinkers,  and   Proprietors  of  the  Famous  "JENNWEL"  Waterproof  Finish 
LONDON,   HUDDERSFIELD  and  BRADFORD,  ENGLAND. 

WHEN  ORDERING  ENGLISH  CLOTHS.  SAY  "TO  BE  SHRUNK  BY  JENNENS.  WELCH  &  CO..  Ltd." 

Cables: 
TOWELLINGS,  MANCHESTER 

A.B.C.  5th  EDITION 

THOS.  POTTER  &  SON 
LATE  ELI  LEES  &  CO.,  LTD. 

Manufacturers  of 

WHITE,  GREY,  FANCY  TURKISH  AND 
.    HONEYCOMB 

TOWELS 
BATH  BLANKETS,  TERRY  CLOTHS, 

ROLLERINGS,  DUSTERS 
BLEACHED  TWILL  AND  PLAIN 

SHEETS  and  SHEETINGS 
31,  MAJOR  STREET,  MANCHESTER 

AGENTS: 

H.  WARD,  DIBB  &  CO. 
Carlaw  Buildings 

30,  Wellington  Street,  West  -  TORONTO 

Telegrams: 

'Wardibb,  Toronto" 

Telephone: 

"Adelaide  5686" 

ATI  L  L  I N  E  R  Y  AND  HABERDASHERY  WIRE, 
"*-  Chenilles,  Hat  Braids,  Dress  and  Mantle] 

Cords  and  Girdles,  Artificial  Silk,  Braids  and  Rib- 
bons, Russia  Braids,  Embroidery  Silks,  Tassels, 

Pom,  etc.  Upholstery  Cords  and  Trimmings,  Scroll! 
Argyle,  Saddle  Bag  and  Flat  Gimps,  DRESS 
FRINGES,  Tassels,  etc. 

MADE  IN  SILK,  COTTON,  WOOL,  ETC. 

ARTIFICIAL    SILK   STRAW  BRAIDS 
for  MILLINERY  HAT  MANUFACTURING 

SUPPLIERS    TO    WHOLESALERS    AND    SHIPPING  HOUSES 
Shipping  and    Strictly  Wholesale    Trade    Especially    Catered  For 

^(vnO«o 

'?.  DAVENPORT 
Bridge  St.  Mills,  -  Macclesfield,  England     ,  &>*°»o^ 

Telegrams:  Davenport,  Macclesfield 

MANCHESTER  OFFICE:  39  PICCADILLY 

Canadian   Agent:    R.  C.  PARSONS,  213  CLOSE 
AVENUE,  TORONTO 
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The  Hall-Mark  of 

Maximum  Comfort  and 
Durability  at  Minimum  Cost. 
FIRST  IN  THE  FIELD  AND  STILL  LEADING. 

Manufactured  on  THE  GRADUATED 

PRINCIPLE,  and  Commencing  with  TWO 
THREADS  in  the  TOP,  it  mcreases  in 
WEAR-RESISTING  PROPERTIES  as  it 
descends. 

Thus  THE  LEG  HAS  THREE  THREADS, 
THE    INSTEP   AND    FOOT   FOUR, 

and    the    HEEL   and  TOE    FIVE, 
making  it  essentially 

A  HALF  HOSE 
FOR    HARD  WEAR. 

ABSOLUTELY  SEAMLESS 
PERFECT  IN  FIT 

GUARANTEED  UNSHRINKABLE 

"o  be  had  from  any  of  the  Leading  Wholesale  Dry  Coods  House 

x'lM  UTI  mill  t  T  t  f  TTTMTM  I  [  I  I  M  I  IT  1  I  TMTMTMMMTTTTTmTTMTIMM 

CODE: A.B.C. 

5TH  EDITION 

WILSON   &    CO. 
48  ALBION  STREET 

GLASGOW 

MANUFACTURERS 

Ecru  and  Colored  Madras  Muslins, 

Coin  Spots  and  Figured  Harness 

Book  Muslins  Robe  Muslins 
Voiles 

Anglo-Swiss  and  Broche  Muslins, 

"Wilsco"  Lawns,  "Zelette" 
LACE  CURTAINS 

LACE  NETS 
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PRUE 
PRUE 
PRUE 
PRUE 
PRUE 

White  and  Grey  Cotton 
Sheetings 

Pillow  Cottons 

Prints 

Delaine 

Dress    Ducks    in    light   Navy 
Aniline  and  Dakotan 
Nun's  Stripe 

Steelclad  Galateas 
Towelling 

Huck  Towels,  fringed 

Quilts  and  Counterpanes 

We  are  now\keeping  a  full  range  of 
all  the  PRUE  COTTONS  in  stock 

THE  W.  R.  BROCK  COMPANY 
(LIMITED) 

MONTREAL 

46 
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From  the  Home  of  the  PURE  SCOTCH  TWEEDS 

WE  SPECIALIZE  IN 

Highest  Class  Pure  Scotch  Tweeds,  Worsteds,  Etc. 
FOR 

LADIES'  and  GENTS'  WEAR 
A  Hearty  Invitation  is  Extended  to  All  CANADIAN  Buyers  to  Visit  Our  Mill. 

PETER  ANDERSON,  -  Manufacturer BRIDGE  MILL GALASHIELS SCOTLAND. 

KING'S  CELEBRATED 
SCOTCH  WINDOW  HOLLANDS 

have  been  made  for  one 

are  recognized  throughout 

most  saleable  shading.  They 

are  unshrinkable,  fast  colors 

and  widths.  To  insure  get 
ers  are  advised  to  Examine 

Also  inside  Holland  Tab  on 

that    each    bears    name    of 

hundred  and  forty  years  and 
the  world  as  the  best  and 

are  unequalled  for  quality, 

and  made  in  all  colorings 

ting  genuine  goods,  custom- 
Tickets  and  Paper  Bands. 

end  of  each  piece  and  see 

"John  King  &  Son." 

SOLD  BY  ALL  LEADING  WINDOW  SHADE  JOBBERS Made  by 

JOHN  KING  &  SON 
GLASGOW,  SCOTLAND 

Established  1775 

Canadian  Representatives  :  CAMPBELL,  SMIBERT  &  CO.,  MONTREAL  and  TORONTO 
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TORONTO 

House  Furnishings  Department 
\^TE  are  exceptionally  well  prepared  to  meet  the  Spring  demands  of  the 

Trade  and  have  now  in  stock  for  immediate  delivery  the  following  at- 
tractive lines.  We  are  also  featuring  some  of  the  latest  exclusive  im- 

ported designs  in  Wilton  and  Axminster  Rugs,  which  will  make  very  de- 
sirable additions  for  sorting  up  your  stock. 

PRICES  THE  VERY   BEST 

—ORDER  NOW— 

We  have  in  stock 

TAPESTRY  SQUARES 
Range  1 — One  Seam. 

Sizes   2H  x  3     2i/>  x  3     3x3     3  x  31/7 
Each      $14.00     $14.75     $16.85     $19.65 

Sizes        3x4 
Each        $22.50 

Range  2 — One  Seam. 
Sizes  214  x  3     2V2  x  3  3x3     3  x  3i/> 
Each     $14.75     $15.85  $18.95     $22.50 

Sizes      3x4  3i/>  x  4 
Each      $25.00  $33.50 

Range  3 — Seamless. 
Sizes  214  x  3  21/9  x  3}4     3x3    3  x  3i/> 

Each  $16.50      $2~0.50      $20.50      $23.95" Sizes      3x4 
Each   $27.00 

Range  4. — Seamless. 
Sizes  214x3      2V2  x  3 
Each     $16.85     $18.75 

Sizes      3x4 
Each   $29.95 

Range  5 — Seamless. 
Sizes  21/2  x  3       3x3       3  x  3i/2 
Each  $24.50       $29.50      $34.25 

3x3      3x31/, 
$23.50     $26.50 

3i/>  x  4 

$36.00 

3x4 

$38.95 

Kelim   Brussels. 
Sizes  4.6x7.6    6.9x9    6.9  xlO.fr    9x9 
Each    $12.25      $22.00      $25.75      $28.50 

Sizes   9  x  10.6  9  x  12 
Each   ....  •  .   $33.25  $38.00 

Senna  Wilton. 
Sizes  4.6x7.6    6.9x9    6.9x10.6    9x9 
Each    $20.25      $36.25      $42.25      $47.00 

Sizes   9  x  10.6  9  x  12 
Each      $54.75  $62.50 

Derbend  Wilton. 
Sizes  4.6x7.6    6.9x9    6.9x10.6    9x9 
Each  $23.50      $42.50      $49.50      $55.25 

Sizes   9  x  10.6  9  x  12 
Ea,ch         $64.50  $73.50 

WOODSTOCK  AXMINSTER 
SQUARES 

Sizes  4.6  x  7.6    6.9  x  9    6.9  x  10.6      9x9 
Each    $16.25       $28.25        $34.25       $37.50 

Sizes   9  x  10.6  9  x  12 
Each          $43.75  $50.00 

WAREHOUSE: 

BAY  AND  WELLINGTON  STS.,  TORONTO 
MAIL  ORDER  DEPARTMENT  ALWAYS  AT  YOUR  SERVICE 
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Organdie  Frock  for 
the  June  Bridesmaid 

This  little  organdie  frock 
would  make  a  delightful 

bridesmaid's  dress,  and 
harmonize  with  the  lus- 

trous white  satin  of  the 
bridal  goivn. 
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Single  Copies,  25  cents. 

if  she  is  approached  in  the  proper  way.  It  will  l>c  appre- 
ciated and  it  will  bring  results.  Now  is  the  time  to 

burrow  for  the  business  that  accompanies  the  ringing  of 

wedding  bells  in  the  month  of  June. 

Vol.  XLIII TORONTO,  APRIL,  1921 No.  4 

THE  JUNE  BRIDE 

BLUSH1NGLY,  the  June  bride  lingers  in  the  wings 
of  the  ineatre  of  events,  awaiting  the  raising  of  the 

curtain  when  she  shall  step  upon  the  stage  to  be  claimed 
by  an  admiring  host  of  friends  and  by  the  hero  of  the 
plaj\  Wedding  bells  will  soon  herald  her  embarkation 

upon  the  uncertain  sea  of  matrimonial  bliss.  From  now 

■on,  she  is  the  object  of  curious  eyes ;  everyone  is  wonder- 
ing how  the  bride  will  look,  where  she  is  to  live,  and 

what  the  little  "love  nest"  will  be  like  when  it  swings 
its  doors  open  to  the  bridal  march. 

This  blushing  young  maiden  is  not  without  consider- 
able interest  to  the  man  who  stands  behind  the  counter. 

There  is  the  trousseau  to  be  provided,  of  rich  silk  or  satin  ; 
there  are  a  thousand  and  one  accessories  to  go  with  it. 

There  is  a  house  to  be  furnished  from  cellar  to  garret 

with  things  necessary  and  things  luxurious.  Carpets, 

rugs,  curtains,  linoleums,  cushions,  furniture — the  list  is 

almost  endless,  as  both  merchant  and  bride  (not  forget- 
ting the  bridegroom)  know.  To  enumerate  the  unending 

list  of  things  that  accompany  the  June  bride  is  only  to 
place  a  question  mark  in  the  mind  of  the  live  merchant 

as  to  how  he  can  get  after  this  trade. 

In  house  furnishings  of  all  kinds,  in  furniture,  etc.. 

experienced  merchants  or  managers  of  departments  be- 
lieve that  the  only  way  to  get  this  business  is  by  the 

"follow-up"  system.  Either  the  social  columns  of  the 
local  newspaper  or  Dame  Rumor  afford  the  opportunity 

to  address  the  forthcoming  bride  by  a  well-couched  letter 
in  which  attention  may  be  directed  to  the  requirements 
to  be  found  in  your  store  for  such  a  felicitous  event. 

And  then,  the  "follow-up,"  either  by  telephone  or  a 
second  letter  or  even  a  personal  call  when  the  bride-to-be 

is  invited  to  your  store  to  inspect  articles  necessary  to  the 
trousseau  or  to  the  furnishing  of  the  house. 

Your  interest  in  ibis  voung  bride  will  not  be  resented 

STAYING  SOLD 

RKDUCING  overhead  is  one  of  the  outstanding  neces- 

sities of  the  present  period.  Operating  as  many  mer- 

chants are,  on  a  narrower  margin  of  profit,  exerting  every 

effort  to  increase  turnover  with  too  much  additional  over- 

load In  the  way  of  a  sales  staff,  it  is  advisable  to  look  into 

every  arm  of  the  organization's  activity  to  see  if  improve- 
iin  nts  may  not  be  made. 

The  exchange  of  goods  has  become  the  common  prac- 

tice of  up-to-date  >t<>r^.  It  might  be  possible,  however, 

to  reduce  this  considerably  by  a  co-ordination  of  the  buy- 

ing and  the  selling  forces  of  the  store.  The  wise  selection 

of  quality  goods  is  bound  to  give  satisfaction  to  the  pur- 
chaser and,  therefore,  to  make  exchanges  unnecessary. 

Buyers  should  be  advised  to  make  careful  selection  of  the 

stocks  for  each  department,  having  in  view  the  clientele 

of  the  particular  department  over  which  he  has  charge. 
And  members  of  the  sales  staff  should  be  as  careful  in 

selling  to  the  customer  to  see  that  satisfaction  goes  with 

the  sale  and  that  an  exchange  will  not  likely  be  necessary. 

Not  only  does  the  exchange  customer  take  up  double 

lime  of  the  sales  person,  but  also  double  time  of  the 

delivery  service,  double  bookkeeping  and  double  many 

other  things.  "Staying  sold"  is  a  good  policy  to  follow these  days. 

THE  TAXATION  CONFERENCE 

ONE  of  the  best  features  of  the  Toronto  conference 

at  which  representatives  of  the  retailers,  manufac- 
turers, wholesalers  and  credit  men  were  present  was  that 

it  was  ever  held  at  all.  It  marks  the  beginning  of  a 

better  feeling  amongst  the  men  who  occupy  their  respec- 
tive places  in  gradations  of  business.  There  are  few  vexed 

questions  that  cannot  be  solved  by  round-table  confer- 
ences of  this  nature.  It  is  surprising  that  such  a  gather- 

ing has  never  before  been  held  in  the  history  of  business 
in  this  country;  hut  now  that  the  first  one  has  been 

called  into  being,  it  is  to  be  hoped  that  others  will  follow, 

when  questions  affecting  the  whole  business  interests  of 

the  country  are  demanding  the  attention  of  serious-mind- 
ed men. 

It  was  only  logical  that  the  whole  matter  of  taxation 
should  be  discussed  by  the  business  interests  of  Canada. 
It  is  these  interests  that  must  bear  the  burden  of  taxation 

and  assist  with  its  collection.  They  are  better  qualified 

to  announce  a  principle  acceptable  to  all  business  in- 
terests than  the  government  itself  is,  and  if  the  govern- 

ment can  enlist  the  co-operation  of  the  business  interests 
rather  than  antagonize  them,  as  they  did  with  the  luxury 

tax,  it  will  mean  a  good  deal  toward  the  success  of  what- 
ever form  of  taxation  is  decided  upon.  It  is  not  without 

significance  that  the  luxury  tax,  which  everybody  op- 
posed, was  a  failure;  while  the  present  sales  tax.  which 

no  one  objects  to.  has  been  a  pronounced  success. 
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Exterior  View  of  R.  T.  Holman's,  Ltd.,  Summerside,  P.E.I. 

A  $2,000,000  Turnover  in  Town  of 
3,000  Population 

R.  T.  Holman,  Ltd.,  of  Summerside,  P.E.I.,  Make  Fine  Record — Engaging  Special  Train  for 

Customers — Conducting  Boys'  Contest — The  "Fellowship  Club" 

ALTHOUGH  it  is  located  in  a  town 
of  only  3,000  population,  and  the 
diverging  railway  lines  and  coun- 

try roads  punctuated  every  few  miles 
by  a  country  village  with  its  ubiquitous 
general  emporium,  the  store  of  R.  T. 
Holman,  Limited,  of  Summerside,  Prince 
Edward  Island,  last  year  had  a  turnover 
of  nearly  $2,000,000,  a  feat  which  would 
tax  the  buying  and  selling  forces  of  a 
metropolitan  establishment. 

It  has  been  said  that  every  successful 
institution  is  but  the  lengthened  shadow 
of  a  single  directing  mind,  so  assuredly 
this  Island  store,  with  its  big  turnover, 
its  mammoth  display  and  storage  spaces, 
its  payroll  of  more  than  150  men  and 
women,  is  a  long,  long  shadow  of  the 
small  general  store  started  more  than 
sixty  years  ago  by  Robert  T.  Holman, 
since  deceased. 

The  business  was  founded  during  a 
period  of  commercial  depression,  when 
going  concerns  were  retrenching  more 
than  anything  else,  or  making  very  cau- 

tious advances  for  new  trade.  But  Rob- 
ert Holman  had  the  right  idea,  years 

ahead  of  his  time,  which  held  the  cus- 
tomer to  be  right  always,  and  that  one 

sale  to  a  pleased  customer  was  better 
than  twenty  to  so  many  dissatisfied ones. 

Using  this  principle,  the  business  has 
ncreased  yearly,  until  from  a  very  mod- 

est beginning  it  has  grown  to  be  known 
as  the  largest  business  of  its  kind  in 
the  world,  in  proportion  to  local  popula- 

tion. The  business  now  comprises  a 
mammoth  retail  store  of  three  floors, 
with  a  length  of  2,605  feet,  extending 
back  128  feet  and  supplied  by  fifteen 
warehouses,  which  in  turn  are  fed  by 
manufacturers  through  a  modern  wharf 
property  and  three  railway  sidings. 

The  Different  Departments 

The  ready-to-wear  department  occupies 
a  new  display  area  opened  last  spring, 
which  is  fitted  with  the  latest  improved 
display  wall  cases,  silent  salesmen,  dis- 

play counters  and  fit-form  display  racks. 
Here  are  shown  coats,  suits,  dresses, 
blouses,  corsets  and  children's  gar- ments. 

The  dry  goods  department  comprises 
the  cotton,  linen  and  staple  sections, 
hosiery  section,  ladies'  furnishing  sec- 

tion, silk  and  dress  goods  sections.  The 
millinery  salon  is  a  very  important  and 
popular  adjunct  to  the  ready-to-wear 
branch.  Combined,  these  departments 
have  an  annual  turnover  approximating 
$350,000,  a  wonderful  showing  in  a  town 
the    size   of   Summerside. 

Although  the  turnover  is  large,  it  is 
secured  with  a  comparatively  small  sales 
staff.  It  is  the  constant  endeavor  of 
the  director  of  this  department  of  the 

business,  who  was  trained  by  the  foun- 
der, to  so  simplify  selling  that  the  cus- 

tomer can  find  what  she  wants  without 

any  delay  or  trouble.  The  goods  are  well 
displayed  and  the  prices  are  consistently 
low.  It  is  an  axiom  of  the  department 

head  that  "goods  well  bought  are  half 
sold,"  and  with  full  belief  in  this  adage, 
full  advantage  is  taken  of  every  dis- 

count and  concession  that  large  buying 
can  make  possible.  The  buyers  of  these 
departments  are  always  ready  to  see 
and  hear  the  best  offers  of  salesmen  in 
any  line  handled  in  their  departments, 
and  as  the  store  does  a  local  and  mail 

order  retail  business,  the  individual  or- 
ders placed  frequently  amount  to  several 

thousand  dollars. 

Special  Trains  for  Customers 

Sales  plans,  embracing  all  depart- 

ments of  Holman's  big  store,  are  much 
out  of  the  ordinary.  Summerside  is 
about  48  miles  from  the  only  city  in  the 
province,  and  the  only  other  place  of 
1,000  poulation  is  some  nine  miles  from 
Summerside.  With  a  high  passenger 
rate  on  the  Island  railway,  and  a  mar- 

ket so  widely  scattered,  a  very  popular 

plan  originated  by  Holman's  was  to  re- 
fund all  transportation  charges  to  every 

customer  who  bought  goods  valued  at 
more  than  $20.  Some  of  the  custom- 

ers who  took  advantage  of  this  offer 
came  from  Nova  Scotia,  New  Brunswick, 
and  from  the  opposite  ends  of  P.  E. 
Island. 

Later,  this  plan  was  developed  so  that 
complete  trains  were  hired  from  the 
C.  N.  R.  board,  and  with  a  representative 
of  the  store  on  the  train,  trips  were 
made  covering  a  radius  of  48  miles  from 

Summerside,  collecting  the  store's  cus- 
tomers. At  times  standard  passenger- 

cars  would  be  crowded,  with  standing 
room  in  great  demand. 

Appealing  to  the  "something  for  noth- 
ing" fad  and  the  sporting  spirit  of  the- 

average  citizen,  Holman's  secured  the 
co-operation  of  the  leading  stores  in  the 
town  in  staging  a  bean-guessing  contest, 
prizes  to  the  value  of  $550  being  award- 

ed those  who  most  successfully  guessed 
the  number  of  beans  in  a  large  glass  jar. 

Every  person  spending  one  dollar  at  any 
of  the  co-operating  stores  was  entitled, 
to  a  vote. 

Boys'  Contest 
Quite  recently  the  store  conducted  a. 

schoolboy  popularity  contest,  some  22 
suitable  prizes  being  awarded  the  boys 
adjudged  the  most  popular  in  the  town. 
More  than  one  hundred  entered,  and  the 

winner  polled  a  vote  in  excess  of  175,- 

000,  every  vote  representing  a  cent's 
purchase  at  the  store  which  had  been  in- 

fluenced by  him.  During  the  contest  the 
boys  held  weekly  meetings  at  the  store,, 
wore  distinctive  badges,  and  at  the  close 

were  the  guests  of  the  store  manage- 

ment at  a  hanquet  and  theatre  enter- 
tainment. 

The  store  of  R.  T.  Holman,  Ltd.,  with 

an  annual  turnover  approaching  $2,000,- 
000  a  year  and  covering  acres  of  floor 
space,  is  considered  the  largest  store  in 

the  world  in  proportion  to  local  popula- 
(Continued  on  page  55) 
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When  is  Your  Store's  Birthday? 
Dont  Let  the  Date  Slip  By — It  Will  Afford  You  a  Splendid  Opportunity  of  Boosting  Your 

Business — Hold  a  Great  Big  Birthday  Celebration  With  a    Cake,   Music,    Flowers 
And  All  the  Frills — The  Interest  Created  Will  Surprise  You. 

IT  is  generally  a  good  thing  for  the 
dry  goods  store  to  stage  an  extra 
promotion  stunt  every  now  and  then 

for  the  purpose  of  attracting  attention 
to  the  store  and  for  the  purpose  of  boost- 

ing the  store's  sales  of  goods.  Extra 
added  promotion  stunts,  if  they  are  well 
thought  out  and  well  put  over,  have  the 
effect  of  making  the  buying  public  feel 
that  the  store  is  a  live  wire  proposition, 
and,  of  course,  when  the  public  feels  that 
way  about  a  store  it  most  often  has  the 
effect  of  making  the  public  patronize 
the  store  in  a  manner  that  is  most  sat- 

isfactory to  the  management  of  the  in- 
stitution. 

Of  course,  there  must  be  some  sort  of 
an  excuse  for  staging  any  big  store  pro- 

motion stunt  and  one  of  the  best  possible 
excuses  for  doing  a  thing  of  this  sort  is 
a  store  birthday. 

When  a  dry  goods  store  has  a  birth- 
day the  buying  public  naturally  expects 

to  have  the  store  do  something  extra  in 
marking  the  passing  of  another  mile- 

stone in  its  career,  and,  in  fact,  the 
public  is  rather  inclined  to  feel  that  the 
store  which  does  not  do  anything  especial 
on  an  occasion  of  this  sort  is  rather  lack- 

ing in  pep — which,  of  course,  is  a  bad 
reputation  for  any  retail  establishment 
to  acquire. 

But,  supposing  that  the  store  does  de- 
termine to  do  something  special  for  its 

birthday,  just  what  shall  be  done?  What 
can  the  store  do  in  the  way  of  staging 
an  extra  added  promotion  stunt  which 
will  catch  and  hold  the  attention  of  the 
folks,  make  them  feel  that  the  store  is 
a  live  wire  institution  and  which  stunt 
will  yet  not  be  so  expensive  as  to  be  an 
extravagant  thing  for  the  store  to  put 

over'? Suggestions  For  Stunts 

It  is  for  the  purpose  of  suggesting 
some  answers  to  these  questions  that 
this  article  has  been  prepared.  And  it 
is  hoped  that  from  this  article  various 
dry  goods  merchants  may  secure  ideas 
which  will  be  of  value  to  them  in  putting 
over  special  birthday  stunts  which  will 
prove  to  be  well  worth  while. 

In  the  first  place  a  birthday  celebra- 
tion in  a  dry  goods  store  naturally  calls 

for  a  sale.  A  sale  as  a  feature  of  any 
retail  birthday  celebration  is  what  the 
buying  public  has  come  to  expect,  and  it 
is,  therefore,  one  of  the  things  that  the 
merchant  should  definitely  plan  upon 
giving  the  public. 

One  of  the  most  successful  plans  for 
such  a  sale  is  to  have  a  lot  of  articles 
priced  at  figures  indicating  the  number 
of  years  the  store  has  been  in  existence, 
or  instance,  if  the  store  has  been  run- 

ning  14   years,  then  a   14c   sale  for  the 

week  of  the  birthday  would  be  very 
much  in  order,  the  articles  sold  being 
for  fourteen  cents,  or  $1.14,  $2.14,  and 
so- on. 

Feature   the   Figure 

Of  course,  too,  the  figures  represent- 

ing the  number  of  the  store's  birthday 
should  be  used  very  extensively  in  the 
store  decorations,  in  the  window  displays 
and  in  any  advertising  that  the  store 
might  do  for  the  event.  One  special  way 
in  which  these  figures  might  be  used 

would  be  to  place  an  electric  "1,"  or 
whatever  the  number  of  the  birthday 
was,  in  the  main  show  window  and  to 
change  the  color  of  lights  in  this  sign 
from  evening  to  evening  during  the 
week.  By  doing  this  the  store  would 
be  impressing  its  birthday  sale  upon  all 
beholders  and  would  also  be  giving  a 
constant  freshness  to  its  promotion  work 
for  the  sale. 

The  store,  to  give  its  birthday  cele- 
bration the  appearance  of  a  real  event 

in  local  retail  circles,  should  have  a  lot 
of  flowers.  If  these  flowers  were  sent  to 
to  the  store  by  well  wishers,  so  much 

the  better,  but  a  birthday  calls  for  flow- 
ers whether  any  are  sent  to  the  store 

by  friends  or  not,  and  the  store  should 
see  to  it  that  its  birthday  is  marked  by 
a  plentiful  supply  of  posies. 

Of  course,  too,  the  store  ought  to  have 
some  music  for  the  affair.  If  it  is  out 
of  the  question  to  engage  any  special 
music  for  the  week  or  for  the  exact  day 
of  the  birthday,  then  the  store  should, 
at  least,  have  a,  phonograph  for  the  week 
and  keep  this  going,  busily  grinding  out 
jazz  music  and  high-brow  stuff.  In  fact, 
if  the  store  has  a  number  of  floors  and 

a  number  of  widely  separated  depart- 
ments, a  phonograph  might  be  used  on 

each  floor  or  in  each  department  with 

much  success.  There's  nothing  like 
music  to  make  folks  feel  full  of  pep  and 
like  buying  goods. 

Sentiment 

Then,  too,  in  connection  with  a  birth- 
day there  is  always  more  or  less  his- 

torical allusion.  There  is  a  reference  to 
conditions  as  they  were  in  the  old  days 
when  the  store  was  younger  and  all  that 
sort  of  thing  and  while  folks,  as  a  rule, 
dislike  historical  allusions  to  an  appreci- 

able extent,  they  always  welcome  them 
in  connection  with  an  affair  of  this  sort. 

So  the  store  should  make  a  special  win- 
dow display  of  some  of  its  early  adver- 

tisements, samples  of  some  of  the  goods 
carried  in  early  days  and  so  on  and  com- 

pare these  advertisements  with  modern 
ads.  and  the  old-time  garments  with 
modern  goods.  Then,  too,  if  the  store 
could    obtain   any  photos  of  local   build- 

ings, streets,  etc.,  taken  at  the  time  the 
store  was  started  or  during  the  early 
days  of  the  store,  and  if  it  would  place 
these  in  the  show  windows,  with  typed 
descriptions  under  each  picture  telling 
just  what  it  was,  this  would  add  greatly 
to  the  interest  in  the  affair  and  would 
be  calculated  to  interest  all  the  folks  in 
the  city,  whether  they  were  newcomers 
or   old-timers. 

In  connection  with  the  historical  fea- 
ture of ; the  birthday  celebration  it  would 

be  possible  for  the  store  to  stage  a  spe- 
cial event  which  would  stir  up  a  lot  of 

interest  and,  undoubtedly,  make  business 

for  the  store.    Here's  the  idea: 
The  Personal  Touch 

Advertise  that  the  birthday  celebra- 
tion will  not  only  be  for  the  purpose  of 

marking  an  anniversary  in  the  store's history,  but  will  also  be  for  the  purpose 

of  having  a  week  in  which  all  the  folks 
in  the  city  who  are  interested  in  the 
city's  history  and  its  future  progress  can 

get  together  and  talk  about'  old  times and  future  duties  and  possibilities.  State 
that  cards  will  be  provided  for  all  the 
old-timers  to  register  on  and  that  prizes 
will  be  awarded  to  the  oldest  man  and 
oldest  woman  registering,  to  the  man 
or  woman  who  has  been  in  the  city  for 
the  longest  time  without  going  out  of 

the  city  or  county,  and  to  the  old-timers 
who  give  the  best  suggestion  for  making 
the  city  push  ahead  in  the  years  to  come. 
Prizes  could  also  be  awarded  to  the  new- 

comers— those  who  had  become  residents 

of  the  city  within  the  past  ten  years — 
who  would  give  the  best  slogan  for  the 
city.  There  is  always  a  lot  of  interest 
in  slogans  and  not  very  many  cities  have 
slogans,  so  that  an  affair  of  this  kind 
would  attract  a  lot  of  attention. 

A  Good  Business  Getter 

Such  a  stunt  would  be  a  valuable 

thing  for  any  store  that  was  desirous  of 
increasing  its  business,  as  it  would  be 
sure  to  bring  to  the  store  a  number  of 
old  customers  who  had  drifted  away  for 
one  reason  or  another,  and  undoubtedly, 

many  of  these  former  customers  would 
make  purchases,  and,  perhaps,  come  back 
to  the  store  permanently.  Also  it  would 
add  another  point,  of  interest  to  the 
birthday  celebration  and  tend  to  make 
the  present  patrons  of  the  store  feel 
that  they  were  dealing  with  a  store  that 
was  a  real  institution  in  the  city. 

The  store,  too,  might  have  a  gigantic 

birthday  cake  in  the  main  lobby — this 
cake  being  made  out  of  ribbons  and  with 
electric  lights  on  sticks  to  represent  the 
age  of  the  store.  Then  on  the  final  day 

Continued  on  page  51 



DRY     GOODS    REVIEW 

In  November  of  1919  J.  C.  Ward  and  W.  A.  Dew  land,  formerly  of  Brandon  and  Portage  la  Prairie 
respectively,  assumed  the  proprietorship  of  a  store  in  Oshawa  that  had  been  run  by  H.  A.  Porter. 
Dissatisfied  with  the  appearance  of  the  store,  yet  unable,  at  the  time  to  get  better  quarters,  they  fixed  it 
up  as  best  they  could  until  the  opportunity  presented  itself  to  move  into  a  more  commodious  store.  In- 

creasing business  made  it  essential  to  vacate  the  old  premises  and  on  February  1st  of  this  year  they 
occupied  a  favorable  position  in  the  new  Bradley  Block  on  the  corner  of  Athol  and  Simcoe  Streets. 

Their  new  store  is  forty  by  ninety-eight  feet  and  the  arrangement  and  lighting  are  designed  to  im- 
prove the  service  to  the  customer.  Running  along  the  entire  length  of  the  store  and  on  the  south  side 

is  plate  glass  window,  affording  the  best  possible  light.  They  have  65  feet  of  window  space.  The  back- 
ground is  finished  in  mahogany  and  the  floor  in  oak,  with  the  first  three  boards  inlaid  with  walnut  and 

birch.  B.  Clark,  formerly  with  Murray-Kay's,  of  Toronto,  is  the  window  display  manager;  and  the 
heads  of  the  firm  state  that  it  was  due  to  his  work  that  much  of  their  success  at  opening  xvas  attained. 

Ward  &  Dewland  have  collected  a  staff  cf  sixteen  salespeople.  They  are  devoting  a  good  deal  of 
time  to  building  up  the  ready-to-wear  department  and  under  the  direction  of  Miss  K.  Kynaston  they 
state  that  it  is  progressing  rapidly. 

A  feature  of  the  basement  arrangement  that  contributes  to  the  internal  appearance  of  the  store  is 
that  all  window  display  fixtures  are  kept  in  one  separate  section  in.  this  basement;  while  all  stock  is  care- 

fully kept  in  another  section. 
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Capitalize  Employees'  Suggestions James  McCreery  and  Company  of  New  York  Provide  Suggestion  Blanks  for  Their  Staff  and 
Encourage  This  Individual  Interest  by  Treating    Information    Confidentially    and 

Paying  for  Accepted  Ideas 

MERCHANTS  everywher
e  have 

come  to  realize  the  value  of 

suggestions  of  their  employees. 
There  are  instances  where  dealers  have 

actually  saved  thousands  of  dollars  and 
have  materially  increased  their  sales  hy 
adopting  an  idea  advanced  by  some  ob- 

scure salesperson  or  other  employee  of 
the  organization. 

The  problem,  however,  is  to  get  the 
salespeople  to  come  along  with  their  sug- 

gestions, and  to  make  them  feel  that 
their  ideas  are  fully  looked  into  and  given 
a  fair  hearing.  Furthermore,  in  a  good 
many  stores  salespeople  are  actually 
afraid  to  hand  in  suggestions,  fearing 
that  some  superior  officer  may  take  of- 

fence. And,  in  a  great  many  instances, 
timidity  dictates  to  the  thinking  em- 

ployee. Rather  than  see  his  suggestion 
ridiculed  by  some  other  employee,  he  lets 
the  whole  matter  die  in  his  mind,  and 
the  employer  thus  loses  a  valuable  idea. 

This  problem  is  solved  in  a  very  in- 
teresting manner  by  James  McCreery  & 

Co.,  a  prominent  New  York  retailer. 
Some  time  ago  the  store  organized  a  sug- 

gestion committee,  consisting  of  officers 
and  employees.  This  committee  meets  at 
regular  intervals  for  the  consideration  of 
suggestions  offered  by  salespeople.  The 
committee  pays  for  every  good  sugges- 

tion, no  matter  whether  the  suggestion 
has  been  adopted  or  not. 

There  is  no  limit  to  the  price  paid  for 
a  suggestion.  Usually  it  is  from  $1  to 
$5  for  a  single  idea.  The  reason  for 
paying  for  an  idea  which  is  not  used  is  to 
encourage  the  employee  to  hand  in  other 
suggestions  that  may  prove  more  prac- 

ticable. And  then,  a  suggestion  that  can 
not  be  used  now  may  be  used  with  ad- 

vantage at  some  future  time. 

But  this  is  not  the  most  interesting 

phase  of  the  store's  plan.  The  store 
realizes  that  timidity  prevents  a  good 
many  employees  from  offering  worth- 

while suggestions.  Some  figure  that 
their  ideas  hold  little  chance  of  accept- 

ance— then  why  bother?  Others  are 
afraid  to  let  the  other  salespeople  know 
that  they  handed  in  what  may  subse- 

quently prove  impracticable.  Others 
still  are  afraid  to  arouse  the  ire  of  a  de- 

partment head  who  may  object  to  an 
idea  which  may  upset  his  routine. 

Identity  Withheld 

The  store  therefore  adopted  the  printed 
suggestion  blank.  It  is  a  blank  13  by 
18%  inches  and  copies  are  placed  in  vari- 

ous parts  of  the  store,  for  ready  access 
by  the  employees.  The  most  convenient 
place  for  this  purpose  is  a  rack  placed 

By  JOHN  D.  NELSON 

near  the  time  clock.  On  each  blank  the 
employee  fills  in  the  date  and  the  nature 
of  the  suggestion. 

The  interesting  feature  of  this  blank 
is  that  by  using  a  number  on  the  sheet  of 
paper  on  which  the  suggestion  is  written 
and  having  a  duplicate  number  on  a 
smaller  section  of  the  paper,  resembling 
a  stub  on  an  election  ballot,  which  may 
be  torn  off.  the  timid  may  preserve  their 
anonymity  if  they  wish.  The  employee 
keeps  this  stub.  The  rest  of  the  blank 
finally  finds  it  way  to  the  suggestion 
committee,  which  notes  thereon  whether 
it  recommends  the  idea,  the  nature  of  the 
award  for  the  idea,  and  to  whom  the 
idea  has  been  referred. 
When  posting  announcements  of 

awards,  the  committee  refers  to  the 
numbers  of  the  respective  suggestion 
blanks,  and  these  awards  are  claimed  by 
those  holding  stubs  with  the  correspond- 

ing numbers.  If  an  idea  has  not  been  ac- 
cepted the  contestant  need  not  feel  the 

least  embarrassed,  for  nobody  is  aware 
that  he  ever  handed  in  the  idea.  On  the 

other  hand,  if  an  idea  is  accepted  and 
the  contestant  does  not  desire  to  reveal 

his  or  her  identity  to  the  rank  and  file 
of  the  store,  the  wish  is  automatically 
carried  out. 

Another  advantage  of  this  system  is 

that  partiality  in  granting  awards  to  cer- 
tain employees  is  eliminated,  in  view  of 

the  fact  that  no  names  are  signed  to 
the  suggestion  blanks. 

To   Supplement   Ideas 

Another  feature  of  the  McCreery  store 
system  is  to  encourage  employees  to 
come  together  for  the  discussion  of  ideas 
and  suggestions.  The  following  is  a 
notice  brought  to  the  attention  of  the 
store's  employees: 

"There  is  one  feature  of  the  commit- 
tee's programme  which  ought  to  be  em- 

phasized, and  that  is  its  interest  in  meet- 
ing personally  the  writers  of  suggestions. 

It  frequently  happens  that  the  members 
of  the  committee  wish  to  receive  further 
information  concerning  a  suggestion  and 
ask  the  writer  to  meet  them  on  Saturday 
morning.  Their  idea  in  making  such  a 
request  is  prompted  by  pure  friendliness, 
with  no  thought  of  criticism  or  censure. 
They  believe  that  if  persons  interested, 
whether  specifically  invited  to  appear  or 
not,  were  to  meet  them  on  Saturday 
morning  and  present  their  point  of  view 
or  learn  what  the  committee  has  done 

concerning  previous  suggestion,  consid- 
erable profit  might  be  gained  by  all  in- 

volved. You  are  hereby  cordially  in- 
vited, therefore,  to  call  on  the  committee 

at  your  pleasure  and  convenience  on  any 

Saturday  morning  at  9.30  in  the  recrea- 

tion room." Suggestions  Received 

As  an  indication  of  the  effectiveness  of 

the  plan,  McCreery's  received  no  less 
than  111  suggestions  from  employees 
during  a  period  of  four  weeks. 

The  committee  published  the  results  of 
its  awards  in  the  store  paper.  Some  of 
the  suggestions  recommended  by  the 
committee  are  noted  as  follows: 

"The  committee  believe  in  signs  as 
well  as  many  other  people.  They  hav3 
approved  suggestion  to  place  a  sign  over 
the  hospital  door,  at  the  transfer  desk, 

post  office  and  cashier's  cage,  and  "No 
Smoking"  signs  for  the  basement. 

"Several  suggestions  have  been  re- 
ceived regarding  the  condition  of  trucks. 

The  superintendent's  office  informs  us 
that  trucks  are  being  overhauled,  new 

tires  ordered,  and  their  general  appear- 
ance improved. 

"A  few  weeks  ago  a  notice  was  pub- 
lished that  a  clock  for  the  main  floor  had 

been  ordered.  Definite  assurance  has 
been  given  that  the  clock  is  in  process  of 
construction.  As  it  is  to  be  something 

really  unique  and  beautiful,  it  should  be 
worth  waiting  for. 

"We  have  continued  to  receive  sug- 
gestions about  the  distribution  of  daily 

advertisements  to  salespeople  and  eleva- 
tor operators.  It  is  one  of  the  duties  of 

the  section  managers  to  see  that  these 
advertisements  are  read  by  employees, 

under  their  jurisdiction,  and  as  the  'ads' are  sent  to  every  department  each  day, 
there  should  be  no  reason  for  their  not 

being  thoroughly  circulated." 

WHEN    IS    YOUR     STORE'S     BIRTH- DAY? 

(Continued  from  page  49.) 

of  the  celebration  there  might  be  a 

grab-bag  for  the  youngsters,  in  which  a 
lot  of  youngsters  would  be  given  ribbons 
to  pull  and  which,  when  pulled,  would 
bring  some  inexpensive  gifts  from  the 
cake.  Then  those  youngsters  who  were 
present  and  not  given  ribbons  might  be 
presented  with  similar  gifts.  If  the 
store  wanted  to  do  so  it  would  limit 

the  grab-bag  to  babies  under  two  or 
three  years  and  thus  cut  down  the  num- 

ber participating  and  also  have  a  good 

talking  point  for  boosting  the  infants'" wear  section  of  the  store. 

Stage  some  sort  of  a  special  cele- 

bration on  the  occasion  of  the  store's 
birthday.     You'll   find   it  will   pay — big! 
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Cutting  Down  Overhead  by  Proper 
Precaution  Against  Preventable  Fires 

Fire  Losses  in  the  Province  Caused  by  Carelessness — Simple  Measures  May  Save  the  Labor 
and  Thrift  of  Years— Better  a  Good  Risk  at  a  Low  Rate  Than  a  Poor  Risk  at  a 

High  Rate 

CUTTING  down  overhead  is  a  popu- 
lar phrase  heard  in  business  cir- 

cles to-day.  It  is  no  more  popular 
than  it  deserves.  The  competitive  period 
through  which  we  are  passing  and  are 
likely  to  experience  for  a  number  of 
years  demands  that  efficiency  govern 
every  arm  of  the  organization.  Useless 
expense  must  be  cut  out.  The  little 
things  must  be  looked  after  with  scrupu- 

lous care.  Every  precaution  must  be 
taken  to  prevent  waste  or  loss  from  pre- 

ventable causes. 

Losses  by  Fire 

Fire  is  one  of  the  most  preventable 
and,  at  the  same  time,  one  of  the  most 
destructive  factors  in  business  to-day. 
The  insurance  rates  you  are  paying  to- 

day may  be  due  to  carelessness  on  your 
part  or  on  the  part  of  the  merchant 
who  is  next  door  to  you.  Having  bundles 
of  waste  paper  around,  instead  of  using 
a  baling  machine,  allowing  bits  of  excel- 

sior or  straw  to  blow  from  the  rear  of 
your  store  all  over  the  street  or  ex- 

posing them  to  the  lighted  match  or  the 
butt  of  a  cigar  or  cigarette  carelessly 
thrown  on  the  street,  failing  to  have  fire 
extinguishers  or  pails  of  water  in  con- 

venient places  in  case  of  fire — these  are 
contributing  causes  to  high  insurance 
rates  and,  too  frequently,  the  immediate 
cause  of  a  destructive  and  irreparable 
fire.  No  amount  of  money  paid  to  you 
by  an  insurance  company  will  repay  the 
toil  of  years  represented  in  the  bricks 
and  mortar  of  your  store  or  in  the 
merchandise  that  loads  your  shelves. 
Moreover,  that  merchandise  that  is  de- 

stroyed by  fire,  those  bricks  and  mortar 
that  go  down  before  the  devastating 
flames,  are  a  direct  and  irrecoverable 
loss    on    the    community. 

The  Record  of  1920 

Practically  64  per  cent.,  or  two  out 
of  every  three  fires  in  Ontario  last  year 
were  in  dwellings,  but  the  great  losses 
incurred  by  fire  occur  in  mercantile  and 
industrial  establishments.  In  other 
words,  approximately  5  per  cent,  of  the 
number  of  fires  in  mercantile  and  indus- 

trial establishments  account  for  nearly 
one-half  of  the  annual  loss  which,  last 
year,  was  $11,771,718.  In  mercantile 
stores  and  warehouses  last  year  nearly 
S2,000,000  worth  of  loss  was  caused  by 
1,003  fires,  and  of  this  loss  nearly  one- 
half  million  was  not  covered  by  insur- 

ance. So  it  will  be  seen  that,  in  addi- 
tion to  the  industrial  loss  caused  by  the 
ference  to  business,  that  is,  the  in- 

terruption of  continuity  in  connection 
with  the  purchasing  public  by  the  loss 
of  a  store  building  which  probably  took 
a  lifetime  of  saving  and  planning  to 
build,  the  merchants  of  this  Province 
sustained  an  actual  loss  last  year  of 
about  $440,000,  representing  a  loss  not 
covered  by  insurance. 

Revenue  From  Waste  Paper 

In  every  dry  goods  store  there  is 
bound  to  be  a  vast  accumulation  of 
waste  paper,  excelsior,  etc.,  coming  with 
shipments  of  goods.  In  too  many  cases 
this  debris  is  burned  when,  by  a  small 
investment,  it  might  be  turned  into  a 
revenue.  To  purchase  a  machine  to  bale 

this  waste  paper  is  not  a  heavy  invest- 
ment; and  by  such  an  investment,  dan- 

ger of  destructive  fire  and  a  little  rev- 
enue from  the  sale  of  this  waste  paper 

can  be  obtained.  There  is  always  the 
grave  danger  that  someone  may  drop  a 
match  or  throw  a  cigarette  butt  in  the 
corner  where  this  waste  paper  is  kept, 
and  then  it  does  not  take  long  for  the 

labor  of  years  to  be  wiped  out  complete- 
ly. The  great  majority  of  fires  in  the 

Province  are  directly  due  to  careless- 
ness; your  place  of  business  may  not  be 

exempt   from    the    careless    person. 

Modes  of  Prevention 

While  it  is  true  that  certain  condi- 
tions may  not  be  absolutely  required 

as  a  result  of  the  inspections  of  in- 
surance companies,  it  is  advisable  in 

the  interests  of  every  merchant  that  he 
take  what  simple  precautions  he  can  to 

insure  his  own  place  against  a  destructive 
fire.  The  insurance  company  does  not 

say  that  fire-fighting  appliances  such  as 
chemical  fire  extinguishers,  or  pails  of 

water  containing  from  one-half  to  three- 
quarters  of  a  pound  of  bicarbonate  of 
soda  to  the  gallon,  be  used.  At  the 
same  time,  they  are  advisable  where 
quantities  of  inflammable  merchandise 
are  collected  as  in  dry  goods  stores. 

Rates  of  Insurance 
The  result  of  carelessness  and  neglect 

in  failing  to  take  the  proper  precautions 
is  that  insurance  rates  are  higher  than 
they  should  be.  The  insurance  company 
is  bound  to  protect  itself  on  account  of 
the  increased  hazard  of  risks,  though 
this  does  not  protect  them  from  loss 
or  from  the  danger  of  fire.  The  in- 

surance company,  moreover,  would 
rather  carry  a  good  risk  at  a  low  rate 
than  a  poor  risk  at  a  high  rate.  It  is 
altogether  in  your  interests,  therefore, 
to  see  that  every  precaution  is  taken  to 
prevent  a  fire  on  your  premises.  More 

than  that,  by  co-operation  or  by  insist- 
ence, other  places  in  the  mercantile  sec- 

tion of  every  town  and  city  should  be 
compelled  to  observe  the  elementary 

principles  of  prevention. 
The  Ontario  Fire  Prevention  League 

has  done  and  is  doing  a  most  useful  work 
in  educating  the  public,  from  the  schools 
up,  to  take  whatever  steps  are  necessary 
to  prevent  the  disastrous  fires  that  occur 
from  year  to  year  and  which  wipe  out 
much  of  the  natural  or  created  wealth 
of  the  Province. 
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Direct  Mail  Advertising  Should  Be 
Attention-Compelling,  Interest-Maintaining 

Advantages  of  Direct  Mail  Advertising — Expenditure  Can  Be  Controlled — Appeal  Not  Dis- 
closed to  Competitor — Appeal  Can  Be  Made  Personal — Postage  Cheap 

in  Third-class  Matter. 

By  ERIC  G.  GIBBERD,  Advertising  Manager  R.  H.  &  J.  Dowler,     Ltd. 

THIRTY-EIGHT  per  cent,  of  all  the 
advertising  done  in  America  last 
year  was  direct-mail  advertising. 

That  being  so,  it  is  only  wise  that  the 
retailer  should  give  consideration  to  the 
possibilities  of  this  class  of  advertising 

in  his  business.  It  has,  with  good  mail- 
ing lists,  a  directness  and  person  appeal 

unequalled  by  any  other  medium.  It 
cannot,  like  newspaper  advertising,  gain 

the  reader's  eye  as  it  peruses  current 
news  items;  it  must  contain  its  own  at- 

tention-compelling, interest-maintaining 
features;  but,  on  the  other  hand,  it 
does  not  have  to  compete  with  a  multi- 

tude of  appeals  for  the  reader's  atten- 
tion. If  it  is  attractive  enough  for  the 

prospect  to  open,  it  has  then  a  unique 
opportunity  to  place  your  message  be- 

fore him. 

Several  outstanding  reasons  are  bring- 

ing direct  mail  advertising  to '  the  fore. 
(1)  Expenditure  can  be  limited  or  in- 

creased by  controlling  the  size  of  the 
mailing  list.  (2)  It  offers  an  opportun- 

ity of  addressing  your  prospective  cus- 
tomer without  disclosing  your  appeal 

immediately  to  your  competitor.  (3)  You 
are  able  to  address  small  definite  groups 
in  a  personal  manner  as  in  no  other  way. 
(4)  And  by  no  means  the  least,  at  the 
present  time,  is  the  fact  that  the  post- 

age on  all  third-class  matter  is  the  same 
as  in  pre-war  days.  Few  indeed  are  the 
opportunities  to  promote  trade  on  price 
schedules  of  six  years  ago. 

The  personal  appeal,  valuable  as  it  is, 
makes  the  problem  of  producing  direct 

mail 'advertising  one  of  considerable  dif- 
ficulty. The  prospects  must  not  be  con- 

sidered wholly  as  "the  public"  but  must 
be  classified,  mentally  at  least,  for  in- 

stance, as  business  and  professional 
men,  mechanics  and  shopmen,  farmers, 
young  men,  clerks,  students,  etc.;  to 
some  it  is  a  price  appeal,  to  others  one 
of  timely  merchandise,  of  style  leader- 

ship and  so  on.  The  necessity  of  getting 
the  right  appeal  can  not  be  too  strongly 
emphasized — upon  it  depends  the  success 
of  the  campaign. 

The  opportunity  for  originality  in  di- 
rect mail  advertising  is  practically  un- 

limited, a  bright  idea  or  snappy  slogan 
may  decide  the  point  as  to  whether  your 
folder  or  bill  goes  to  the  man's  mind 
or  direct  to  the  fire  or  waste-paper  basket 
as  the  case  may  be. 

The  typewritten  letter,  addressing  it- 
self to  business  and  professional  men, 

depends  upon  its  dignity,  directness  and 
brevity  for  its  good  reception.     In  pre- 

Points  About 
Direct  Mail 

Advertising 
1.  Expenditure  can  be  limited  or 

increased  by  controlling  the  size 
of  the  mailing  list. 

2.  It  offers  an  opportunity  of  ad- 
dressing your  prospective  cus- 

tomer without  disclosing  your 

appeal  immediately  to  your  com- 

petitor. 3.  You  are  able  to  address  small 
definite  groups  in  a  personal 
manner  as  in  no  other  way. 

4.  The  postage  of  all  third-class 
matter  is  the  same  as  in  pre- war days. 

paring  such  a  letter  the  man  to  whom 
you  are  writing  must  be  kept  in  mind, 
endeavor  to  visualize  his  attitude  to- 

wards you  and  your  merchandise.  Con- 
centration upon  one  worth-while  message 

is  to  be  greatly  preferred  to  mentioning 
several  lines.  To  give  the  message  an 
attractive  setting  the  ordinary  letter- 

head can  often  be  embellished  by  an  il- 
lustration to  good  advantage — many  of 

the  large  lithographing  firms  are  produc- 
ing very  attractive  letter  blanks,  some 

being  most  artistically  produced  in  sev- 
eral colors. 

Large  "broadsides"  or  "flyers,"  as 
they  are  termed  in  the  vernacular  of  the 
advertising  office,  are  most  suitable  in 
carrying  a  sales  message  to  certain 
groups.  Their  size  makes  it  possible  to 
include  many  items,  making  them  spe- 

cially interesting  to  those  who  appre- 
ciate a  price  appeal.  Country  districts 

where  reading  matter  is  not  over- 
abundant, are  a  productive  field  for  di- 

rect advertising  of  this  nature. 

Many  and  varied  are  the  styles  and 
sizes  of  folders,  brochures,  cards  and 
other  devices  between  the  8  x  11  inch 
letter  and  the  full  page  broadside.  For 
Christmas  advertising  the  holiday  spirit 
is  well  expressed  by  printing  in  two 
colors — the  appeal  is  usually  that  of 
gifts — service  and  quality. 
Red  and  green  are  one  of  the  best 

color  combinations  for  this  and  can  be 

used  to  advantage  on  a  three-fold  cir- 
cular about  20  x  8  inches  before  it  is 

folded.         Spring     naturally     calls     for 

lighter  color  treatment.  The  power  of 

suggestion  there  is  in  color  is  only  be- 
ginning to  be  realized;  its  study  is  full 

of  interest  to  the  student  of  successful 
advertising. 

Remarks  on  direct  mail  advertising 

would  be  indeed  far  from  complete  with- 
out reference  to  mailing  lists.  That 

they  be  up  to  date  and  "live"  is  of  para- 
mount importance.  Bad  advertising  sent 

to  a  live  list  is  no  doubt  partly  wasted 
but  good  advertising  sent  to  a  bad  list 
is  yet  more  futile. 

Probably  the  best  list  that  can  be 

secured  is  your  own  good  customers — 
record  of  each  sale  made  gives  an  easy 
method  of  compiling  this  list.  Lodge 
and  club  lists,  city  and  county  directories 
all  furnish  sources  of  supply.  It  is  well 

to  keep  various  classifications  separate — ■ 
card  indexes  offer  most  convenient  means 
of  doing  this,  different  color  cards  being 
used  for  the  various  groups. 

Perhaps  there  is  no  phase  of  adver- 
tising that  will  bring  quicker  immediate 

results  than  direct  mail  advertising;  it 

offers  to  many  a  small  merchant  an  op- 
portunity for  profitable  publicity  that 

the  larger  expenditures  .  required  for 
other  mediums  make  impossible. 

SOLICITING     MERCHANTS     FOR 
PRIZES  BECOMES  NUISANCE 

One.  of  the  reasons  for  keeping  up  the 

retail  price  of  goods  in  Ottawa  and 
elsewhere  has  been  brought  to  light  in 
a  statement  issued  by  J.  C.  Campbell, 

district  secretary  of  the  Retail  Mer- 
chants' Association  of  Canada.  This  is 

the  solicitation  of  prizes  for  various 

events  held  under  the  auspices  of  clubs 
and  associations,  which  has  attained  such 

proportions  that  many  merchants  are 
obliged    to   count    it   as    a    problem. 

Mr.  Campbell  states  that  this  custom 

is  rapidly  becoming  a  nuisance,  and 
cites  one  merchant  in  the  city  having 
been  called  on  to  contribute  to  seven 
canvassers  in  one  day.  He  also  states 
that  during  the  war  retail  merchants 
contributed  thousands  of  dollars  to  war 

causes,  and  then  it  was  necessary  to  se- 
cure a  permit  from  a  Government  offi- 
cial before  a  solicitor  could  canvass. 

There  is  no  such  provision  now,  and  the 
solicitors  are  increasing  instead  of  di- minishing. 
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Retailers,  Manufacturers  and  Wholesalers 
Approve  Principle  of  the  Turnover  Tax 

At  Two  Days'  Conference  in  Toronto  Recommend  the  Application  of  This  Tax  With  Neces- 
sary Adjustment  to  Meet  Requirements  of  Finance  Minister — Administration    of 

Tax  Left  in  Hands  of  Government — Important  Definitions 

"That  the  business  war  tax  shall  not  be  re-enacted, 
"That  the  income  war  tax  as  regards  corporations  shall    be  repealed, 
"That  the  present  excise  manufacturing  tax  on  confectionery  be  abolished, 
"That  the  present  sales  tax  shall  be  adjusted  so  as  to    provide  the   additional  revenue   needed   by   the   Dominion 

Government." 

Manufacturers — Persons,    firms    or    corporations    who 
terials  in  salable  articles  or  materials.    This,  it  was  point 
from  the  merchant  tailors,  milliners  and  similar  business 

Wholesalers — For  the  purpose  of  the  act,  a  wholesaler 
who  assembles  in  his  warehouse  a  full  line  of  goods  car 
to  the  trade,  but  who  has  no  retail  counter  and  does  not 

Jobbers — Persons,  firms  or  corporations  who  sell  for 
do  not  sell  to  the  consumer. 

Retailers — Persons,  firms  or  corporations  who  sell  to 
ter;  this  classification  to  include,  in  addition  to  their  class 
or  agencies  of  such  manufacturers  or  wholesalers  who  ha 
made  to  the  user  or  consumer. 

produce,  manufacture,  process  or  assemble  articles  or  ma- 
ed  out,  would  not  interfere  with  an  appeal  for  exemption 
men. 

shall  be  construed  as  being  a  person,  firm  or  corporation 
ried  in  his  special  branch  of  business,  and  distributes  them 
sell  to  the  consumer, 

the  purpose  of  resale  and  who  have  no  retail  counter,  and 

the  user  or  consumer,  or  who  have  a  retail  store  or  coun- 
ification  as  manufacturer  or  wholesaler,  the  departments 
ve  such  departments  or  agencies  through  which  sales  are 

ABOVE  is  the  synoptical  
result  of 

the  two  days'  conference  at  the 
Prince  George,  Toronto,  at  which 

representatives  of  the  Retail  Merchants' 
Association  of  Canada,  the  Credit  Men's 
Trust  Association,  the  Canadian  Manu- 

facturers Association  and  the  Whole- 

sale Grocers'  Association  were  present. 
The  conference  was  suggested  by  the 
Federal  Finance  Minister,  Sir  Henry 
Drayton;  and  its  object  was  to  frame 
some  form  of  taxation  that  would  be 

acceptable  to  the  business  interests  of 
the  country.  The  conference,  itself,  was 
unique  in  the  history  of  Canada,  for  it 
was  the  first  time  that  manufacturers, 
wholesalers  and  retailers  had  ever  sat 

down  together  to  work  out  a  problem 

the  solution  of  which  would  be  accept- 
able to  all  parties  concerned.  So  far  as 

the  vexed  question  of  taxation  is  con- 
cerned, the  conference  agreed  on  two 

main  points:  First,  that  the  business 
war  tax  and  the  income  war  tax  should 

be  abolished;  and,  second,  that  the 
present  sales  tax  should  remain  in 
principle,  at  all  events.  But  how  it  shall 
be  applied  and  collected,  or  as  the 

resolution  reads,  "adjusted"  is  a  matter 
for  the  Government  to  determine. 

Was   Conference   a   Success? 

Whether  or  not  the  conference  was  a 
success  so  far  as  the  object  it  had  in 
view  is  concerned  is  difficult  to  state 
definitely.  The  various  interests  came 
to  the  conference  with  their  cases  well 

in  hand  and,  perhaps,  their  minds  fully 
made  up.  There  was  little  disagreement 
with  regard  to  the  nature  of  the  tax 
that  would  be  acceptable  to  all  interests; 

it  was  unanimous  that  the  present  sales 
tax,  in  principle,  was  acceptable.  But  as 
to  how  it  shall  be  applied — that  was  the 
outstanding  difference.  At  first,  the 
manufacturers  argued  that  it  should  be 
a  per  cent,  tax  on  successive  gradations 
of  trade,  that  is,  a  one  per  cent,  tax  on 
manufacturers,  one  per  cent,  on  whole- 

salers, and  one  per  cent,  on  retailers. 
The  retailers  argued  for  a  tax  that 
should  be  collected  at  the  source  of 

manufacture  or  import — perhaps,  a  five 
per  cent.  tax.  The  wholesalers  were 
disposed  to  favor  the  retail  view-point. 
But  as  the  conference  proceeded,  and  as 
the  resolution  shows,  opinion  drifted  and 

finally  crystalized  in  the  view  that  per- 
centages and  application  and  collection 

were  matters  for  the  Government  to 

decide,  not  for  the  conference.  The 
object  of  the  conference  was  to  determine 
an  acceptable  principle,  and  in  deciding 
in  favor  of  some  adjustment  of  the 
sales  tax  to  meet  the  requirements  of 
the  Minister  of  Finance,  the  conference 
felt  that  it  had  done  its  full  duty. 

If,  as  is  rumored,  the  various  interests 

again  present  their  case  to  the  Govern- 
ment before  the  budget  is  finally  brought 

down,  then  it  looks  as  if  the  conference 
had  been  more  or  less  of  a  waste  of 
time.  On  the  other  hand,  if  the  case 
of  the  interests  concerned  is  now  closed, 
then  it  has  been  a  success. 

The  Retailer's  Case 
The  case  of  the  retailers  was  first 

presented  by  Horace  Chevrier  of  Win- 
nipeg, and  many  of  his  arguments,  with 

some  additions,  were  reiterated  by  sub- 
sequent speakers  who  upheld   the  view- 

point of  the  retailer.  It  was  pointed 
out  that  what  was  beneficial  to  the 
retailer  was  bound  to  be  beneficial  to 
the  wholesaler  and  the  retailer.  If  the 
onus  of  collecting  this  tax  were  placed 
upon  the  retailer,  if  he  had  to  sell  the 
tax  as  he  had  to  sel  the  luxury  tax,  then 
his  enthusiasm  would  be  dampened  and 
distribution  would  be  harrassed.  A  sales 

tax  placed  on  the  retailers'  turnover 
would  be  just  as  bad  as  the  luxury  tax 
had  been,  and  if  the  breaks  were  put 
on  sales,  it  would  result  in  stagnation, 
unemployment  and  further  unrest 
throughout  the  c  ountry.  Great  stress 
was  laid  upon  the  cost  of  collection  of 
a  tax  that  would  be  placed  upon  the 
retailer.  It  would  mean  collecting  from 
150,000  to  200,000  merchants,  many  of 
whom  did  not  keep  books,  many  of  whom 
could  but  barely  write  their  own  names. 

Stewart  McClenighan  of  Ottawa,  also 
presented  a  strong  case  for  the  retailers 
in  rebuttal  to  some  of  the  arguments 

that  had  been  adduced  by  the  manufac- 
turers. He,  too,  emphasized  the  cost  of 

collection  from  200,000  merchants.  In 
contrast,  he  referred  to  some  $3,000,000 
collected  from  one  or  two  match  firms 
in  this  country  by  two  revenue  officers. 

Looking  at  the  question  from  the  view- 
point of  the  Government,  he  believed 

they  would  rather  take  their  chances 
with  a  handful  of  manufacturers  and 

importers  than  with  200,000  merchants 
stretched  from  the  Atlantic  to  the 

Pacific,  and  he  would  also  venture  the 

opinion  that  the  Government  would  favor 

the  system  of  collection  that  would  be 
the  easiest  and  the  least  expensive. 



DRY     GOODS    REVIEW 

The   Manufacturers'    Case 
G.  H.  Douglas  of  Thornton  &  Douglas, 

Hamilton,  and  William  H.  Lamont  of 
H.  S.  Howland,  Sons,  Ltd.,  Toronto,  ably 
presented  the  case  of  the  manufacturers. 
The  contention  of  the  manufacturers  was 

that  every  article  from  the  primary  mar- 
ket forward  should  bear  a  one  per  cent. 

tax  by  the  seller.  In  submitting  figures 
on  which  to  base  their  argument,  Mr. 
Lamont  cited  that  the  internal  turnover 
of  the  country  throughout  the  different 
gradations  of  business  would  be  about 
$18,000,000,000.  A  one  per  cent,  tax  on 
that  amount  would  yield  the  Government 
$180,000,000.  The  argument  of  the 
manufacturers  was  that  the  tax  pro- 

posed, or  the  application  of  the  tax 
proposed  by  the  retailer  would  pyramid 
until  it  would  add  anywhere  from  five 
to  ten  per  cent,  to  consumer  cost.  It 

was  argued  that  the  retailers'  proposal 
would  result  in  tying  up  a  good  deal  of 
capital  in  goods  because  the  tax  would 
be  paid  before  the  goods  were  disposed 
of.  A  tax,  they  believed,  should  be 
placed  Oil  consumption. 

The  Wholesalers'  Case 

Hugh  Blain  and  A.  C.  Pyke  handled  the 
case  of  the  wholesale  grocers  which  sub- 

stantially agreed  with  the  retailers.  Mr. 
Pyke,  in  presenting  his  resolution, 
stated  that  it  spoke  for  98  per  cent,  of 
the  wholesale  grocers  of  Canada.  Mr. 
Blain  questioned  the  statement  of  manu- 

facturers that  their  plan  would  mean 
pyramiding  to  the  extent  that  they  held 
it  would.  Suppose,  for  instance,  5  per 
cent,  were  placed  on  the  manufacturer. 
The  wholesaler  would  add,  say,  12  per 
cent,  which  would  mean  5.60  cents.  To 
this,  the  retailer  would  add  another  25 
per  cent.,  equalling  1.40  cents  or  a  total 
of  about  7  cents.  It  was  pointed  out, 
too,  that,  admitting  for  purposes  of 
argument  that  the  collection  of  the  taxes 
as  proposed  by  the  retailer  would  result 
in  pyramiding,  it  would  not,  in  the  end, 
be  any  more  than  the  one  per  cent,  tax 
placed  on  the  three  gradations  of  busi- 

ness plus  the  increased  cost  of  collection 
if  the  tax  were  applied  to  200,000 
retailers. 

In  brief,  these  were  the  cases  presented 
by  the  different  interests.  T.  W.  Learie, 
speaking  for  the  Credit  Men's  Trust 
Association,  took  sides  with  the  manufac- 

turers. The  whole  matter  was  disciissed 
for  many  hours  during  Wednesday  and 
Thursday,  March  30th  and  31st,  and 
after  all  arguments  had  been  heard,  the 
matter  was  placed  in  the  hands  of  a 
resolution  committee  which  brought  in 
the  report  printed  above. 

J.  A.  Banfield,  Winnipeg,  President  of 
the  R.M.A.  of  Canada,  presided  through- out. 

Nault  &  Lacroix  of  Sherbrooke 
Keep  Pace  With  City  Growth 

Have  Turnover  of  Over  $150,000 — Short,  Snappy  Advertising  and 

Plenty  of  It — Successfully  Meet  Competition  of 
Mail  Order  Houses 

J.  Kastner,  chief  designer  of  Holt, 
Renfrew  &  Co.,  has  returned  from  his 
annual    trip    to   Paris   and    London. 

THE  many  changes  in  the  in
dus- trial activities  of  the  busy  little 

city  of  Sherbrooke  have  been 
coupled  with  the  same  enterprise  among 
the  merchants  of  the  city  as  well.  The 
visitor  is  agreeably  impressed  by  the 

signs  of  growth  and  improvement  notice- 
able on  every  side,  and  he  is  by  no 

means  surprised  by  the  information 

given  with  justifiable  pride  by  Sher- 
brooke citizens  to  the  effect  that  their 

town  ranks  third  in  the  Dominion  of 

Canada  as  regards  expansion  and  actu- 
ally exceeds  Montreal  and  Toronto  in 

point  of  building  operations,  and  this 
not  in  proportion  to  size,  but  by  total 
amount  of  building   permits  issued. 

Sherbrooke  is  naturally  proud  of  its 
progressive  townsmen  who  are  bravely 
risking  the  perils  of  this  unpropitious 
period  in  the  world  of  trade  for  the  pur- 

pose of  extending  their  businesses  and 
looking  after  the  increased  volume  of 
sales,  which  as  yet  have  not  suffered 
through  a  tendency  to  postpone  buying. 
Among  those  who  are  making  efforts 

to  keep  up  with  the  times  is  the  firm 
of  Nault  and  Lacroix,  dry  goods  mer- 

chants, of  King  street,  whose  own  store, 
together  with  the  entire  block,  which 
belongs  to  them,  is  in  process  of  com- 

plete,  transformation. 

While  one  does  not  get  this  impres- 
sion from  the  outside,  a  survey  of  the 

store  shows  that  a  very  large  addition 
has  been  made  at  the  back  of  the  build- 

ing, which  now  measures  150  feet  in 
length  by  27  feet  in  width.  This  addi- 

tional space  was  previously  only  a  store 
shed  and  the  utilizing  of  this  large  area 
is  an  invaluable  asset  to  the  store,  for 
it  has  thus  been  transformed  into  a 
modern  and  spacious  building,  giving  op- 

portunity for  a  better  display  of  mer- 
chandise and  greater  convenience  to  the 

staff. 
The  interior  is  painted  white,  with 

woodwork  of  natural  oak  and  comprises 
two  floors,  of  which  one  is  of  the  mez- 

zanine gallery  style,  running  round  two 
sides  of  the  building.  A  staff  of  15 
handles  the  six  departments,  which  are 
managed  by  Mr.  Lacroix  as  head. 

During  the  past  ten  years  the  firm 
has  expanded  in  a  way  remarkable  for 
so  small  a  city  and  at  the  present  time 
expects  to  exceed  a  turnover  of  $150,000 
annually.  Daily  advertising  is  one  of 
the  factors  to  which  the  store's  success 
may  be  attributed,  and  short,  snappy 
merchandising  copy  is  a  feature  which 
attracts  many  customers  to  the  store.  By 
adhering    to    a    strictly   cash    basis     and 

turning  all  stocks  over  as  soon  as  pos- 
sible the  firm  is  able  to  step  into  the 

market  whenever  an  advantageous  offer 

is  made.  A  few  months  ago,  when  cot- 
tons were  first  declining  from  their 

former  peak  price,  Messrs.  Nault  &  La- 
croix were  prompt  to  seize  the  occasion. 

Anticipating  a  further  decline  they 
marked  everything  down  to  cost  prices 
and  cleared  their  shelves  in  a  day  or  so. 

They  also  specialize  in  men's  and 
boys'  clothing,  which  is  found  in  a  spe- 

cial section  upstairs  on  the  mezzanine 

gallery,  where  more  room  and  privacy 
are  available.  Much  attention  is  given 
to  this  department  and  great  care  is 
taken  in  the  fitting  and  alteiing  of  all 

clothing,  so  that  perfect  satisfaction 
shall  be  given  each  customer.  A  feature 
of  the  department  also  is  the  fact  that 
it  has  been  successful  in  combating 
mail  order  competition  by  the  simple 
means  of  selling  standard  clothing  at 
very  reasonable  prices,  which  in  all  cases 
are  lower  than  usual  catalogue  prices. 
Mothers  frequently  mention  this  fact  to 
the  sales  clerk  when  a  suit  is  being  fit- 

ted and  sales  are  invariably  made  on 

this  comparison   of  values. 

Ladies'  ready-to-wear  clothing  is  also 
featured  and  a  splendidly  stocked  fur 
section  is  located  on  the  ground  floor. 

An  extensive  boot  and  shoe  trade  is  car- 
ried on  in  addition  and  this  part  of  the 

store  is  always  busy  from  opening  until 
closing  time. 

The  knit  goods  section,  comprising 
underwear,  sweaters,  etc.,  occupies  the 
central  part  of  the  ground  floor  and  the 

general  dry  goods  are  found  on  either side. 

The  new  front  has  four  plate  glass 
windows,  20  feet  x  12,  at  the  entrance, 
and  a  tiled  flooring,  with  the  name  of 
the  firm  inlaid,  will  be  added.  A  pan- 

elled hardwood  background  will  be  used 
in  each  display  window,  which  will  also 
be  well  lighted  and  curtained. 

A   $2,000,000  TURNOVER. 
(Continued  from  page  48.) 

tion.  Recently,  under  the  direction  of 
the  management,  the  male  clerks  and 

salesmen  formed  a  "fellowship  club" 
for  social  and  commercial  improvement, 
and  at  the  opening  banquet  more  than 
one-tenth  the  voting  population  of  the 
town,  all  employees  of  the  store,  were 
present,  and  the  mayor  of  the  town  pre- sided. 
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The  Markets  at  a  Glance 
The  Necessity  for  Future  Placing— Big  Season  in  Cotton  Wash  Goods  —  Silk  Gloves  and 

Hosiery  Active  -  -  Woolens  Uncertain — Silk  Business  in  Healthv  Condition. 

Till",  lull  that  usually  follows  the  Easter  trade  in  a 
Dumber  of  lines  has  passed  off  and  trade  in  gen- 

eral is  resuming  a  more  normal  aspect.  Practically 
all  of  the  business,  however,  with  but  few  exceptions,  is 
confined  to  immediate;  merchants  are  hesitant  even  at 
this  time  to  place  for  Summer  requirements.  A  note 
of  urgency,  in  which  Dry  Goods  Review  partially  con- 

curs, is  being  heard  in  wholesale  circles,  having  in  view 
the  placing  of  orders  for  futures  in  a  number  of  lines. 
Serious  inconvenience  is  already  being  experienced  by 
wholesalers  and  manufacturers  because  they  can  get  no 
basis  on  which  to  proceed  with  their  manufacturing  or 
buying,  due  to  the  fact  that  the  retailer  is  showing  no 
disposition  to  place  future  business.  It  is  absolutely 
certain  that  prices  cannot  recede  on  a  number  of  the 
dry  goods  lines  for  some  months  to  come,  not  until  labor 

-  -  drop,  and  there  seems  no  immediate  prospect  of 
that.  Tn  that  case,  there  appears  to  be  no  very  good  rea- 

son why  retailers  should  not  indicate  their  requirements 
for  some  months  ahead,  at  all  events,  so  that  the  whole- 

saler may  place  his  orders  with  the  manufacturer.     Un- 

-  this  is  done,  there  is  bound  to  be  a  shortage  of  goods 
which  will  result  in  unfortunate  and — to  the  merchant, 
perhaps — expensive  delays  in  deliveries.  Cotton  mater- 

ials, for  instance,  might  be  cited  as  an  example;  it  is 
conceded  that  they  have  reached  the  bottom  so  far  as 
prices  are  concerned  for  some  time  to  come.  Silks  are 
about  in  the  same  class. 

Looking  for  Price 

Wholesalers  with  whom  Dry  Goods  Review  has  talked 
state  that  the  trade  is  looking  for  the  right  prices  on  all 

lines.  The  "right  price.-"'  cm  many  lines  are  already 
'established,  with  the  probable  reservation  that  they  may start  again  on  the  upward  grade.  And  quality  should 
not  lie  forgotten.  Wholesalers  state  that  their  customers 
are  pretty  well  divided  into  two  classes — those  looking 
for  the  right  price  and  those  in  search  of  quality  goods 
at  a  good  price.  And  the  former  seem  to  be  in  the  ma- 

jority at  the  time. 

Cotton  Wash  Goods 

Tt  has  been  a  good  season  in  wash  goods  for  the 
wholesalers  and  they  are  agreed  that  it  has  been  the  best 

season  in  their  history.  "Up  to  the  present  time,"  said 
one  department  manager,  "we  have  had  a  better  wash 
goods  season  than  ever  before,  nol  only  in  yardage  but  in 
actual  dollars  and  cents  returns  in  spite  of  the  fact  that 
goods  this  year  are  about  one-third  cheaper  than  they 
were  a  year  ago."  The  manager  of  another  wash  goods 
department  stated  that  their  year  was  better  than  a  year 
ago.  Trade  has  not  stopped  yet,  either.  Wholesalers  are 
looking  forward  to  three  months  of  good  sorting  business, 
and  if  the  manner  in  which  the  trade  has  bought  is  any 
indication  of  the  business  they  expect  to  do,  the  whole- 

saler will  not  be  disappointed.  Colored  voile-,  ginghams 
and  prints  are  -till  having  a  good  run. 

In  some  finer  lines.  ] i k r-  transparent  oigandies  and 
other  cotton  fabrics  there  has  been  and  still  is  a  lively 
business  in  progress.  Some  of  the  Swiss  lines  have  -old 
exceedingly  well   in   all  shades  from  the  staple  to   the 

highly  colored.  In  neckwear  and  millinery,  as  well  as 
the  dress  trade,  these  organdies  are  in  good  demand  as 
flimsy  materials  are  coming  into  strong  favor  for  Sum- 

mer wear. 

Staple  Cottons 

Whether  it  has  been  the  Made-in-Canada  propagan- 
da, or  the  desire  of  the  merchant  to  run  special  cotton 

offerings,  or  the  farsightedness  of  the  merchant  in  buy- 
ing for  future  because  he  believes  the  next  turn  of  the 

cotton  market  will  be  upwards,  is  hard  to  say;  but  the 
fact  remains  that  business  in  staple  cottons  has  been  and 

is  very  good.  Since  the  last  and  final  price  list  of  Janu- . 
ary,  business  in  staples  has  not  let  up  for  a  single  week. 
Wholesalers  state  that  their  trade  in  March  was  better 

than  a  year  ago  in  volume  and  very  little  short  of  a  year 
ago  in  actual  cash  returns,  which  is  saying  a  good  deal 
in  consideration  of  the  drop  in  price  since  a  year  ago. 

In  the  raw  market,  cotton  has  grown  steadily  firmer 
and  the  whole  tone  of  the  market  shows  a  decidedly  more 
optimistic  tone.  Gray  goods  have  also  been  firmer,, 

especially  in  the  print-cloth  division. 
Hosiery,  Gloves,  and  Underwear 

While  there  is  still  an  unsettled  condition  in  the 

cotton  and  lisle  hosiery  situation,  with  especial  reference 
to  the  mercerized  cotton  lines,  there  had  been  a  lively 

demand  for  silk  hosiery.  Manufacturers'  agents  state 
that  business  is  very  good  in  this  line.  There  is  doubt- 

less some  connection  between  the  shorter  skirt  and  the 

greater  use  of  the  silk  hosiery.  There  is  also  consider- 

able placing  being  done  on  lines  of  women's  underwear 
for  Fall ;  this  is  one  of  the  few  lines  of  women's  wear  on 
which  there  seems  to  be  considerable  placing  in  progress. 
Of  course,  the  prices  have  been  made  more  tempting  and 
merchants  seem  disposed  to  believe  that  prices  will  not  be 
any  more  favorable  than  those  quoted  at  the  present 
time.  The  sale  of  chamoisette  and  silk  gloves  is  also  very 
good  and  we  know  of  some  mills  manufacturing  the 

former  that  have  a  very  large  pi'oportion  of  their  Fall 
output  sold  up.  Some  special  lines  of  silk  underwear 

have  had  a  good  run;  a  manufacturer's  agent  told  Dry 
Goods  Review  that  he  could  not  handle  any  more  for  his 
factory  at  the  present  time.  The  same  agent  stated  that 
they  could  not  handle  any  more  silk  gloves  until  after 
the  first  of  July. 

Laces  and  Embroideries 

There  is  little  change  in  these  since  a  month  ago. 
Some  of  the  English  prices  are  a  little  easier  than  a 
months  ago,  but  the  drop  is  slight.  Laces,  nets  and  em- 

broideries are  firm  in  price.  Manufacturers'  agents 
state  that  their  business  is  not  as  large  as  a  year  ago  and 
that  it  is  all  in  the  nature  of  a  hand  to  mouth  buying. 
It  is  stated  that  stocks  are  very  plentiful  and  that  de- 

liveries can  be  made  very  promptly.  The  month  of 
February  seems  to  have  been  a  very  good  month,  but 
March  does  not  appear  to  be  as  good  as  a  year  ago. 

Carpets  and  Oilcloths 
Wholesale  stocks  of  carpets  and  oilcloths  and  rugs  are 

heavy;  prices  have  not  changed  during  the  past  month. 
Perhaps  a  new  tone  to  the  price  tendency  will  have  been 
given  even  before  these  words  are  read  by  our  readers  on 
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accounl  of  the  carpet  and  rug  sale  in  New  York.  There 
is  a  feeling  here,  however,  that  prices  may  even  lie  a  little 
easier  in  both  the  British  and  the  Canadian  fields  within 
a  few  months.  The  Carpet  Association  of  England  meets 
in  the  month  of  July  when  some  price  announcement  is 
looked  foe  (.11  this  side  of  the  water.  Deliveries  are  again 

threatened  b>  the  strike  in  England,  and  it  is  interesting 
io  nolo  that  some  of  the  wholesale  houses — one  in  par- 
lieuhr — a;e  receiving  orders  of  goods  placed  two  years 
ago.  Wholesaler.?  state  that  the  trade  is  not  disposed  to 
buy  any  novelties  but  are  sticking,  to  staple  lines  alto- 
gether. 

Smallwares  and  Notions 

Trade  in  these  lines  reveals  the  usual  seasonal  activity 
with  the  exception  of  placing  orders  for  fall;  there  is 
little  of  this  yet  as  there  ordinarily  is  at  this  time  of  the 
year.  Wholesalers  and  manufacturers  state,  however, 

that  business  is  steadily  improving  and  that  there  is  a 
better  tone  in  the  trade  noticeable  each  week.  Orders 

for  immediate  delivery  are  very  good,  though  not  large 
Wholes  ders  have  experienced  some  pretty  sharp  compe- 

tition from  across  the  line  in  some  of  their  small  ware 

lines,  but  they  seem  to  be  satisfied  with  the  way  in  which 
they  are  meeting  it. 

Woolens 

In  woolens,  there  is  still  a  good  deal  of  uncertainty 
with  regard  to  the  whole  situation.  Representatives  of 
British  houses  do  not  seem  to  be  able  to  offer  prices  that 
are  stable  at  all  and  wholesalers  are  not  buying  unless 
they  have  to  to  brighten  up  their  stocks.  There  is  some 
complaint  that  the  goods  are  not  up  to  sample  in  all 
cases,  due  to  the  fact,  perhaps,  that  there  have  been  so 
many  cancellations  of  shipped  goods  that  they  begin  to 
show  the  effects  of  handling.  Though  there  has  been 
little  buying  on  fall  lines,  it  was  stated  to  Dry  Goods 
Review  by  one  department  manager  that  certain  lines 
could  be  bought  one  hundred  per  cent,  cheaper  than  a 
year  ago.  It  was  also  stated  to  us  that  there  is  little 
stability  in  the  English  market.  Trade  with  Russia  has 
not  yet  opened  up,  and  other  countries  in  dire  need  of 
woolens  for  clothing  are  unable  to  buy  on  account  of  the 
fearful  rate  of  exchange  against  them.  The  future  is  un- 

certain. There  has  been  some  good  sorting  up  from  the 
retail  trade,  but  it  fluctuates  from  week  to  week.  One 
department  manager  stated  that  he  had  had  one  of  the 
best  weeks  in  month  a  short  time  ago  but  that  it  was 
followed  by  a  very  slow  one. 

There  is  little  or  no  buying  yet  for  Fall  either  on 
the  part  of  the  retailer  or  the  wholesaler.     There  are 

exceptions  to  this,  but  such  exceptions  are  few.  Whole- 
salers are  convinced  that  retail  stocks  are  not_  heavy  and 

that  when  conditions  are  more  settled  they  will  get  good 
business  from  the  retail  trade. 

Silks 

Judged  from  the  orders  that  are  still  coining  with 

satisfying  frequency  into  wholesale  houses,  the  silk  situ- 
ation in  retail  circles  is  in  a  very  healthy  condition. 

These  orders  are  frequent,  though  not  large;  and  they 

show  that  the  trade  is  handling  a  wide  assortment  of 
colors  and  fabrics.  There  is  no  tendency  on  the  pail 

of  the  trade  to  speculate  to  the  extent  of  a  dollar's  worth and  the  wholesale  trade  is  satisfied  that  this  is  the  case. 

In  the  Japanese  market,  raw  silk  is  much  stronger 

than  it  has  been  for  some  time  and  there  is  every  reason 

to  hope  that  the  damaging  speculations  of  some  months 

ago  are  now  over.  The  Japanese  government  has  re- 
cently authorized  the  loan  of  some  $15,000,000  to  the 

Silk  Syndicate  and  it  is  expected  that  this  syndicate  will 

take  what  action  may  be  necessary  when  the  time  arrives 

against  undue  inflation  or  undue  depression.  The  action 

of  the  government  shows  that  they  are  anxious  to  stabi- 

lize a  key  industry  and  the  effect  of  this  will  be  world- 
wide. Canton.  Shanghai  and  Italian  markets  are  also strong. 

The  Swiss  situation  is  also  improving.  Importers  here 

state  that  stocks  have  been  largely  if  not  altogether  sold 

out  there.  During  the  last  few  months  there  was  a  tre- 
mendous American  demand  for  silks  and  the  Swiss 

houses  met  that  demand  because  the  American  factories 

were  not  in  a  position  to  do  so.  The  result,  as  has  been 

stated,  is  that  stocks  are  sold  out  and  manufacturers  are 

aeain  looking  for  business.  They  have  decided  that  they 
will  not  manufacture  below  cost  and  if  they  cannot  get 

business  at  a  reasonable  price  they  will  not  manufacture. 

It  seems  to  be  a  foregone  conclusion  that  there  will  be  the 

usual  demand  for  the  Swiss  fabrics  and  with  a  growing- 
demand,  the  market  will  become  firmer  week  by  week. 

Spot  business  is  very  good  but  there  is  little  placing  for 
Fall  and  wholesalers  are  urging  that  the  trade  place 

reasonable  requirements  so  that  they  can  make  deliv- 
eries when  they  are  wanted.  Otherwise,  they  say,  this 

will  be  impossible  and  many  merchants  will  be  unable 
to  have  their  stocks  when  the  season  is  at  its  height. 

Wholesalers,  themselves,  are  buying  very  conservatively 

because  there  is  little  demand  for  futures  fromthe  trade. 

In  spot  business,  sport  colors  are  meeting  with  a.  pro- nounced success. 

CHANGE    IN    OWNERSHIP 

The  Royal  Dress  Company  of  Mont- 
real has  recently  taken  over  the  premises 

of  their  predecessors,  the  Royal  Silk 
Dress  and  Waist  Co.,  and  has  completely 
re-organized  the  scope  of  the  business. 
The  firm  will  carry  on  under  practically 
the  same  staff  as  formerly  were  con- 

nected with  the  Royal  Silk  Dress  &  Waist 
Co.,  but  will  specialize  in  a  different  type 
of  merchandise;  such  lines  as  organdies, 
imported  dotted  Swisses  and  voiles,  as 
well  as  light  silks.  The  ambition  of  the 
firm  is  to  feature  the  finer  lines  of  ready- 
to-wear,  and  they  have  already  estab- 

lished a  substantial  following  in  the  few 
weeks  that  they  have  been  in  operation. 

PROMOTED    TO     SALES     MANAGER. 
Announcement  has  recently  been 

made  of  the  promotion  of  D.  R.  Camp- 
bell, of  the  firm  of  Alphonse  Racine, 

Limited,  of  Montreal,  to  be  general  sales 
manager  of  this  well-known  house.  Mr. 
Campbell  has  been  the  popular  manager 

and  buyer  for  the  hosiery  and  under- 
wear departments  for  the  past  six  years, 

as  well  as  being  a  director  in  the  firm 
since  the  year  1918.  His  new  position 
is  a  tribute  to  his  unique  personal  suc- 

cess in  his  past  business  career,  and 
the  trade  in  general  will  join  with  his 

many  friends  in  tendering  hearty  con- 
gratulations. To  succeed  Mr.  Campbell, 

L.    C.     Robitaille    and    J.    A.    Robertson 

have  been  appointed  managers  of  the 

ladies'  hosiery  and  underwear  depart- 
ments. The  long  task  of  transforming 

the  ground  floor  of  the  main  building  of 
the  firm  is  now  complete,  and  it  now 

ranks  among  the  most  handsomely  ap- 
pointed   offices   in    Canada. 

INTO  NEW  QUARTERS 

The  American  Waist  and  Dress  Com- 

pany, of  Montreal,  are  moving  into  their 

new  quarters  in  the  new  Dubrule  Build- 
ing on  Dominion  Square  this  month, 

where  they  will  be  in  a  position  to  take 
better  care  of  their  rapidly  expanding 
business. 
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Specialists 
THIS  is  the  age  of  specialization.  The  old 

family  physician  is  giving  way  to  the 

medical  or  surgical  specialist.  In  merchandis- 
ing, the  general  dry  goods  house  is  giving  way 

to  the  specialty  house,  dealing  direct  with  the 
retailer.  Three  Specialty  Houses,  each  with 

its  own  personnel  of  specialists  in  their  par- 
ticular line,  offer  the  assistance  of  their  know- 

ledge to  you. 

SILKS 
European  silks  are  in  charge  of  one  Specialist, 
Japanese  in  charge  of  another.  Every  fabric  is 
purchased  with  the  particular  requirements  of  Can- 

adian retailers  in  mind. 

RIBBONS 
European  and  American  markets  are  always  kept 
in  close  touch  with,  and  the  newest  creations  for 
every  conceivable  purpose  imported  ahead  of  the 
actual  demand. 

DRESS  FABRICS 
Tn  all  wool  and  cotton  weaves  that  Fashion  will 
decree  desirable  are  ready  always  for  your  call,  as 
well  as  staple  lines. 

SILKS  LIMITED        RIBBONS  LIMITED 
DRESS  FABRICS  LIMITED 

100  Wellington  Street  West,  TORONTO 

MONTREAL  WINNIPEG 

^ 
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Fashion's  Silks  for  Summer  Wear 
The  Newest  Paris  Fabrics  Described— Many  Models  Are  Designed  in  Foulards— The  Black 

And  White  Stripes  —  Taffetas  and  Sa.tin  For  Showy  Shades — Many Patterns  Outlined. 

Paris,    March   21st,    1921. 

I  WILL  tell  you  this  month  about 
those  light  Summer  silks  which  it 
warms  one  up  to  think  of. 

This  season,  as  usual,  we  have  the 
staple  voile,  silk  creton,  all  kinds  of 
crepe  de  Chine,  plain  or  broche,  or 
printed,  etc.,  f:!so  toile  de  soie. 

Crepe  de  Chine  is  always  pretty  much 
the  same,  light  or  heavy,  according  to 
the  quality,  and  yet,  the  enclosed  sample, 
No.  19,  ought  to  be  adopted  by  people 
who  want  a  material  that  looks  thick, 
while  it  is  yet  very  light  in  weight.  It 
would  make  some  pretty  blouses  of  a 
supple  shape,  draped  for  instance,  or 
some  tennis  or  seaside  gowns.  The  trim- 

mings could  be  very  simple:  wooden 
beads  of  a  showy  shade,  or  embroidery, 
say   saxe   blue,  would  be  very   effective. 

Xo.  18  is  a  pattern  of  silk  crepon  to  be 
used  at  all  times:  in  sand,  blue,  pink,  as 
patterns,  for  young  girls,  deeper  blue 
for  ladies,  and  purple  for  older  ones,  it 
will  make  those  kinds  of  one-piece 
dresses,  quite  plain,  that  require  no  trim- 

mings, whatever,  and  are  so  convenient 

for  Summer  wear,  with  just  a  waist- 
coat of  white  organdie  with  tucks,  pleats, 

etc..  as  is  fashionable  now  and  a  sash 
to   complete. 

Xo.  17 — toile  de  soie,  with  broche  mo- 
tifs of  the  same  shade,  reminds  one  of 

the  fashion  of  20  years  ago,  with  long 
and  full  skirts,  deeply  flounced  and 
draped,  bodices  quite  flat  and  balloon 
short  sleeves.  We  are  gradually  return- 

ing to  these  shapes,  and  may  be  we  shall 
be  pleased  to  find  such  materials  as  this. 

Now,  we  have  all  kinds  of  foulard 
patterns.  You  know  that  every  year  this 
material  is  more  or  less  in  demand. 
Lately,  it  was  rather  neglected  when 
the  fashion  was  for  quite  plain  dresses, 
but  now  that  drapings,  flounces,  etc.,  are 
getting  more  fashionable  with  broader 
skirts,  a  good  many  models  have  been 
devised  in  foulard,  generally  plain  with 
printed   designs. 
Navy  foulard  with  white  stripes  or 

dots  is  almost  classical;  patterns  No.  16 
and  15  are  only  sent  as  a  reminder  of 
this   material. 

In  similar  designs,  but  on  pongee,  in- 
stead of  foulard  we  have  patterns  No. 

.14,   13,   12. 

No.  14 — will  suit  people  who  don't  like 
round  dots,  and  who  prefer  small  de- 
signs. 

Xo.  13 — a  mixture  of  dots  and  stripes. 
Both  would  suit  young  ladies  and  girls, 
whether  in  whole  frocks  or  as  comple- 

ment of  serge  dresses. 
No.  12 — of  a  more  eNbora+e  d*nm.  i* 

intended  for  stoat  ladies  who  will  have 
some  pretty  dresses  thus  devised:  a  flat 
draped  bodice,  with  a  skirt  composed  of 
a  flat  fourreau,  around  which  comes    a 

loose  panel  cut  on  the  cross  that  is  left 
flying  on  one  side,  or  on  each  side,  which 
makes  it  look  lighter. 

Black,  as  I  think  I  wrote  you  before, 
is  exceedingly  fashionable  this  season. 
Therefore  black  ground  foulard  ought  to 
be  in  demand. 

Black  and  white  stripes  will  always 
find  some  adepts,  especially  in  the  bay- 

adere pattern  No.  11,  which  allows  many 
ways  of  displaying  those  stripes,  espe- 

cially in  drapings. 
No.  10 — where  black  is  not  the  main 

shade  is  also  nice  for  young  ladies'  Sum- 
mer dresses  in  blue;  for  ladies,  in  purple. 

As  the  sash  to  match  ought  to  be  black 
taffetas  I  would  rather  not  use  it  for 

young  girls:  black  is  too  serious  for 
them;  I  would  prefer  using  patterns  No. 
9,  which  are  much  brighter  in  shade, 
and  on  which  black  would  not  be  too  dull. 

On  pink,  especially,  it  is  even  pretty.  ' 
For  half  mourning  purposes,  pattern 

No.   8   would   be    effective    and    original. 
The  same  pattern  in  salmon  pink  will 

make  pretty  dresses  and  capeline  hats 
to  match  to  suit  young  girls  to  perfec- 
tion. 

In  toile  de  soie  we  have  some  similar 
patterns  which  could  make  the  same  kind 
of  supple  dresses  with  frills,  etc.,  as 
foulard. 

No.  7 — show  you  various  patterns  of 
white  dots  on  black  to  be  used  in  the 
same  manner  as  the  foulard  samples, 
and  for  Summer  mourning. 

No.  6 — is  a  neat  and  pretty  specimen 
of  fancy  dots  on  a  black  ground,  in  red 
and  blue,  to  make  dresses  or  light 
blouses,  or  to  come  as  trimmings  on  a 
plain  black  ground.  A  sash  in  black  or 
red,  or  even  in  the  same  material  will 
nicely  complete  a  dress.  These  would 
also  make  pretty  hats  with  flowers  or 
fruit  trimmings  (grapes  or  currants  for 
instance,  which  are  often  used). 

No.  5 — is  a  specimen  of  printed  crepe 
de  Chine,  to  be  used  as  the  previous 
ones,  and  more  often  still  as  waistcoats 
or  blouse  fronts,  such  as  those  seen 
everywhere,  and  composed  of  two  panels 

buttoned  like  gentlemen's  waistcoats: 
they  open  in  V,  have  a  revers  or  not;  in 
the  former  case  they  are  continued  into 
a  wide  Mary  Stuart  collar,  held  straight 

by  means  of  a  wire,  and  in  the  other  in- 
stance the  waistcoat  is  buttoned  up  to 

the  neck,  which  a  high  turned  up  collar 
closely  covers. 

According  to  the  shade  of  the  tailored 
costume,  the  blue  or  black,  or  purple 
ground  can  be  adopted. 

If  one  wants  to  have  a  real  blouse 
with  these  waistcoats  one  can  have  it 
made  in  a  similar  manner,  with  a  plain 
bodice  in  the  same  shade  as  the  ground 
and  with  cuffs  as  the  trimmings,  unless 
a   real   shirt  waist   is   preferred   in    this 

material    only.      Now,    let    me    tell    you about    taffetas. 

Just  like  foulard,  it  is  proposed  every 
year  with  more  or  less  success.  Nowa- 

days, that  taffeta  is  almost  as  supple 
as  crepe,  it  is  more  and  more  in  demand 
for  Summer  wear. 

Whole  dresses  are  made  of  it,  and  at 
the  races  we  shall  be  sure  to  see  as 
many  ladies  clad  in  striped  taffetas  as 
in  lace  (a  material  about  which  I  shall 
tell  you  in  a  subsequent  letter). 

Plain  taffetas,  unless  it  is  chameleon, 
is  not  much  in  favor.  Only  the  striped 
and  printed  patterns  are  in  vogue. 

No.  4  is  a  neat  sample  of  green  taf- 
fetas with  satin  stripes  of  bluish  green, 

white,  orange  and  a  slight  tinge  of 
black  (there  is  some  black  in  every  ma- 

terial). It  will  make  some  nice  dresses, 
with  a  flat  bodice,  draped  low  down  the 
waist,  short  sleeves,  fairly  wide  opening 
at  the  neck,  generally  oval,  partly 
showing  the  shoulders,  and  a  full  skirt, 
rather  long. 

No.  3  —  is  a  similar  material,  b-it 
more  like  satin,  which  I  would  use  mostly 
for  capes  or  mantes,  as  will  be  wanted 
this  Summer,  that  is  straight  full  wrap- 

pings, deeply  flounced  around  the  neck 
into  a  big  ruche  or  bouillonne;  a  large 
bow  in  one  of  the  shades  of  this  pat- 

tern will  complete  it. 
However,  it  would  not  look  bad  either 

in  a  dress  as  described  above. 

No.  2  —  taffetas  and  satin,  black 
ground  with  bayadere  stripes,  will  be 
favored  by  everybody  who  likes  showy 
shades.  While  it  may  appear  a  little 
gaudy  in  whole  dresses  or  capes,  one 
must  remember  that  such  garments  have 
to  be  worn  in  full  sunshine  and  at  the 
seaside,  where  the  most  bright  shades 
look  almost  dull  on  the  beach. 

You  will  agree  that  it  will  make  beau- 
tiful big  sashes  enveloping  the  hips  in 

a  Turkish  manner.  A  white  lace  or 

organdie  frock  will  look  exceedingly  ef- 
fective with  such  a  sash,  and  if  moder- 

ately used  on  a  black  taffetas  gown  it 
will  not  look  bad  either. 

As  to  No.  1,  which  is  the  same  pat- 
tern on  a  chameleon  purple  and  black 

ground,  it  will  be  used  in  similar  cases 
and  I  know  many  elegant  ladies  here 
who  will  wear  dresses  made  of  that  ma- 
terial. 

Later  on,  when  the  season  comes  for 
fur  coats  to  be  thought  of,  such  ma- 

terials should  be  remembered  for  lining 
purposes,  as,  on  the  one  hand,  taffetas 
are  nice  and  stripes  always  very  effective 
as  lining.  In  my  next  letter  I  will  tell 
you  about  the  latest  rage  for  cushions 
and  lampshades. 

Yours  very  truly, 

JEAN  GSELL 
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Samples  of  silk  referred  to  in  the  accompanying  articl    e  from  our  Paris,  France,  correspondent.     Will  the  reader 

please  observe  that  the  first  reference  is  to  No.  19  and  so   on  back  to  No.  1,  instead  of  from  No.  1  to  No.  19. 

Fifth  Swiss  Trade  Exhibition 
Being  Held  in  Basle  in  April 

Will  Aid  Resumption  of  Switzerland's  International  Economic 
Relations — Strictly  National  in  Character — Where 

Information  May  be  Obtained. 

The  Swiss  Consulate,  Winnipeg— Mac* 
Intyre  Block,  416  Main  Street. 
The  Swiss  Consulate,  Vancouver — 122 

Hastings  St.  West. 
The  visitors  are  also  requested  to  fur- 

nish proof  that  they  intend  to  visit  the 
Basle  Exhibition. 

BASLE  has  been  famous  for  its  fairs 
ever  since  the  fifteenth  century 
and  the  Annual  Swiss  Trade  Ex- 

hibition is  only  carrying  on  ancient  tra- 
ditions. Basle  holds  a  privileged  position 

In  being  one  of  the  centres  of  Europe 
of  the  principal  international  railway 
lines.  It  is  the  only  town  in  Switzerland 
which  has  a  commercial  harbor  on  the 
Rhine,  and  thus  possesses  a  direct  outlet 
to  the  North  Sea  and  a  close  link  with 
the  British  Isles. 

The  coming  Fifth  Swiss  Trade  Exhibi- 
tion will  be  held  in  Basle  (Switzerland) 

from  the  16th  to  the  26th  of  April,  1921. 
The  object  of  the  Exhibition  is  to  pro- 

mote the  sale  of  Swiss  products  on  the 
home  and  foreign  markets.  The  pro- 

moters further  desire  to  pave  the  way 

for  the  resumption  of  Switzerland's  in- 
ternational economic  relations. 

The  foreign  importer  will  find  this  an 
excellent  opportunity  for  becoming  ac- 

quainted with  genuine  Swiss  goods.  For- 
eign buyers  visiting  the  Exhibition  will 

find  that  they  can  replenish  their  stocks 
there  to  the  fullest  possible  extent. 

The  Exhibition  is  strictly  national  in 
Its  character.  Both  in  the  case  of  the 
present  organization  and  throughout  the 
whole  of  its  development  the  Exhibition 
has  always  maintained  its  Swiss  charac- 

ter. This  Exhibition  is  an  excellent  op- 
portunity of  obtaining  information  as  to 

the  nature  and  extent  of  Swiss  industrial 
production.  Buyers  can  thus  be  assured 
that  at  the  Swiss  Trade  Exhibition  they 

will  really  be  able  to  get  to  know  Swit- 
zerland's industrial  production,  and  they 

will  find  there  every  facility  for  conduct- 
ing their  business  undisturbed. 

There  will  be  a  very  large  number  of 
visitors  to  this  Exhibition,  which  will 
certainly  give  conclusive  proof  of  tht 
vitality  of  the  Swiss  national  industries. 
The  fact  that  buyers  will  assemble  from 
all  lands  at  the  Basle  Exhibition  will 

mean  that  there  will  be  excellent  oppor- 
tunities for  establishing  and  promoting 

personal  and  business  relations  among 
business  men  of  all  nations. 

Visitors  are  recommended  to  obtain 
their  passports  and  the  necessary  vises 
in  good  time.  For  this  purpose  as  well 
as  for  all  other  information  they  should 
apply  to  the  nearest  Swiss  consulate. 
The  addresses  of  the  Swiss  consulates  in 
Canada  are: 

The  Swiss  Consulate  General,  Montreal 
— 509  Drummond  Building,  St.  Catherine 
Street  West. 

The  Swiss  Consulate,  Toronto— 716 
!  Empire  Bldg.,  64  Wellington  St.  West. 

FRENCH    IMPORTS    FROM    U.S.    DE- CLINE 

Paris.  —  Official  figures  of  French 
imports  for  1920,  just  made  public,  are 
35,401,951,000  francs,  showing  a  decrease 
of  350,000,000  francs  from  the  preceding 
year,  but  an  increase  in  tonnage  of 
12,500,000  is  shown,  due  principally  to 
increased  importations  of  raw  materials. 

The  heaviest  shrinkage  of  imports  is 
from  the  United  States,  the  total  this 
year  being  7,061,721,000  francs,  com- 

pared with  9,248,000  francs  in  1919. 
Exports  last  year  totalled  22,437,757,- 

000  francs,  an  increase  of  10,555,157,000 
francs  over  the  preceding  yeai\  Goods 
sent  to  the  United  States  were  valued 
at  1,770,892,000  francs,  against  892,801,- 
000   francs  last  year. 

SECOND  ANNIVERSARY 

The  Gainsboro  Shoppe,  Limited,  204 
Sparks  street,  Ottawa,  celebrated  its 
second  anniversary  on  March  8th.  Al- 

ways noted  for  quality  merchandise  this 
well  appointed  store  has  become  increas- 

ingly popular  with  the  shoppers  of  Ot- 
tawa. Whether  it  be  lingerie,  hats, 

hosiery,  corsets,  or  any  other  accessory 

of  milady's  wardrobe,  expert  salespeople 
are  ever  ready  and  eager  to  show  what 
the  Gainsboro  Shoppe  has  to  offer,  while 
prices  are  frequently  tempting  by  rea- 

son of  their  extreme  reasonableness. 
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Price  Reductions  Afford  Opportunity 
For  Linen  Sales  To  The  Bride-Elect 

Retailer  Can  Make  Very  Tempting  Offers  This  Year — Every  Line  Required  in  Furnishing 
Green-Box  and  the  House  is  Easier — Many  Prices  Are  Quoted. 

DURING  the  coming  weeks  of 
 April 

and  May  the  bride-to-be  will  be 
busily  engaged  in  putting  the 

nnisning  touches  to  her  trousseau, 
or  if  she  has  delayed  the  purchase  of 
her  household  requirements  in  linens  and 
napery,  she  will  lose  no  time  in  filling 

the  hope-chest  to  overflowing  now.  Else- 
where will  be  found  a  complete  list  of 

the  requisite  linens  and  bed-room  fur- 
nishings which  should  be  included  in 

every  up-to-date  trousseau  and  which 
may  be  obtained  in  larger  or  smaller 

quantities  as  the  bride's  circumstances 
permit.  The  list  given  is  for  a  bride  in 
well-to-do  circumstances  who  intends 

furnishing  two   or  three  bed-rooms. 

Opportunities  for  purchasing  linens, 
etc.,  were  never  better  than  now,  accord- 

ing to  a  Montreal  wholesaler  this  month. 

Practicayy  ever  line  shows  a  material 
drop  in  price,  which  if  passed  on  to  the 
consumer  should  mean  a  rapid  lowering 

*of  stocks  on  hand  at  present.  A  pure 
linen  table  cloth  in  a  two  and  one-half 
yard  size  was  pointed  out  as  being  won- 

derful value  at  $8.50,  following  a  drop  of 
40  per  cent,  since  last  year,  the  pre-war 
price  on  this  cloth,  however,  was  $2.25. 
Similar  examples  were  quoted  by  this 
wholesaler,  such  as  roller  toweling  which 
has  dropped  to  25  cents  from  40  cents 
last  year  but  before  the  war  cost  only 
8  cents  a  yard  wholesale. 

Big  Drop  In  Prices 
Another  Montreal  wholesale  house 

stated  to  Dry  Goods  Review  that  prices 
on  all  kinds  of  pure  linens  had  dropped 
about  33  1-3  per  cent,  since  January  last. 
It  was  explained  that  all  cuts  which  have 
been  made  this  year  have  been  quoted 
only  by  the  wholesale  houses,  not  by  tha 
makers,  and  the  majority  of  jobbers  are 
selling  goods  at  a  loss  at  present.  Linens 
cannot  be  replaced  at  present  prices  in 
the  future,  since  the  demand  in  the 
United  States  is  now  slowly  but  surely 
commencing  to  increase,  so  that  available 
supplies  will  not  last  long.  As  is  well 
known,  it  is  the  habit  of  purchasing  for 
a  reserve  which  creates  volume  in  busi- 

ness, and  the  consumer  who  buys  several 
articles  instead  of  singly  is  the  factor 
in  the  situation  that  controls  future 

prosperity.  At  present  the  average  per- 
son has  very  little  reserve  in  clothing, 

household  furnishings,  etc.  If  prices 
continue  to  fall  reasonably  as  they  have 
begun,  the  consumer  will  commence  to 
accumulate  his  reserve  once  more  and 

quantity  will  again  prevail  in  selling 
merchandise. 

Table   Napery 

The  demand  in  table  napery,  it  is 
stated,  runs  to  round,  square  and  oblong 

shaped  cloths,  and  several  sizes  of  nap- 

kins. Hemstitched  styles  are  not  so 
popular  now,  but  the  plain  damask  with 
its  pattern  in  border  and  centre  effect 
is  a  leading  line.  Fine  Madeira  sets  are 
especially  good  this  month  as  gifts  for 
brides,  but  lace  edged  and  natural  linen 
sets  are  also  strong.  French  Cluny 
promises  to  become  a  big  seller  this  year, 
and  comes  in  all  sizes  from  the  tiny 

d'oyley  up  to  the  large  lunch  cloth. 
Natural  linen  runners  and  table  covers 
embroidered  in  pretty  designs  are  still 
popular,  while  the  new  Irish  lace  sets 
promise  to  revolutionize  business  in 
luncheon  sets.  These  sets  come  in  com- 

plete sets  and  also  include  carvers'  cloths, 
tea-cosy  covers  and  a  large  variety  of 
fancy  accessories,  like  pin-cushion  cov- 

ers, pillows,  bags,  etc.  This  product,  by 
the  way,  is  of  Indian  manufacture  and  is 
extraordinarily  cheap,  although  of  the 
finest  quality  and  hand  workmanship. 

Bed  Linen  Prices 

Bed  linen  and  towels  are  also  affected 
by  the  general  downward  trend  of  prices 
to   the   same  extent  as  table   linens.     A 

Requirements 
For  The  Bride 

BEDROOM  LINEN 
12  Sheets 
24  Pillow  Cases 
3  Bedspreads 
4  Pair  Blankets 

Mattress  Covers 
2  Embroidered  Sheets 
6  Embroidered  Pillow  Cases 
2  Three-piece  Sets  for  Bureaus 

18  Linen  Face  Towels 
4  Wash  Cloths 
6  Bath  Towels,  White 
2  Bath  Towels,  Colored 
2  Bath  Mats 
6  Guest  Towels 

DINING-ROOM  LINEN 
3  Breakfast  Cloths 
2  Lunch  Cloths 
3  Dinner  Cloths 
3  Doz.  Napkins 
4  Tray  Cloths 
2  Sideboard    Covers 

2  Carver's  Cloths 
1   25-piece  Lunch  Set 

Asbestos  for  Table 
6  Odd  Doylies 

KITCHEN   LINEN 
1  Doz.  Dish  Towels 
1   Doz.  Glass  Towels 

Vi  Doz.  Dish  Cloths 
Vi  Doz.  Floor  Cloths 
3  Roller  Towels 
2  Table  Cloths 

Yz   Doz.  Napkins 
Yz  Doz.  Dusters 

Montreal  wholesaler  quoted  finest  cotton 
sheeting  in  two-yard  width  at  37%  cents 
this  month,  which  was  formerly  60  cents 
in  1920.  A  fine  line,  which  was  formerly 
$1.10,  is  now  58  cents,  and  so  on.  English 
sheetings  have  dropped  from  $1.25  to 
about  90  cents,  and  finest  Canadian 
sheetings  are  quoted  at  80  cents,  which 
were  formerly  $1.45  a  yard.  Deliveries 
on  all  sheetings  are  still  very  uncertain, 
it  is  said,  so  that  there  is  little  surplus 
stock  in  the  hands  of  the  wholesalers. 
Pillow  cases  in  44-inch  widths  are  now 
quoted  at  $4.20  per  dozen,  formerly  $6.75. 
A  cheaper  grade,  formerly  $4,  is  now 
$2.40.  Circular  casing  by  the  yard  is 
being  featured  in  42-inch  width  at  36  % 
cents,  which  formerly  was  priced  at  65 
cents.  Another  well  known  brand  has 

dropped  from  75  to  42  cents.  Towels  in 
huck  and  Turkish  varieties  are  affected 
to  an  even  greater  extent  than  are  most 
other  lines  which  show  a  marked  cut  on 

previous  prices.  Certain  well-known 
staple  lines,  which  formerly  cost  $2.25 
wholesale,  are  now  marked  $1.20.  An- 

other line  in  a  72x90  size  is  now  selling 
at  $2.10,  reduced  from  $3.90.  English 
Marcel  quilts  are  down  from  25  to  35 
per  cent,  in  price.  There  is  no  scarcity 
in  these  goods,  and  the  varieties  are  bet- 

ter than  for  many  years.  All  colors  are 
shown,  besides  all  white,  and  several  new 
patterns  are  included  in  the  collections. 

The  new  nursery  quilt  for  the  baby's 
crib  is  a  delightful  novelty,  and  is  car- 

ried in  rose,  blue  or  white,  with  em- 
bossed patterns  in  white,  showing  amus- 

ing pictures  and  little  rhymes  from 
"Mother  Goose,"  etc.,  which  are  sure  to 
delight  childish  hearts  and  rob  bed-time 
of  its  terrors. 

Blanket  Situation 

English  and  Scotch  blankets  show  a 
decline  of  25  per  cent,  this  Spring,  while 
domestic  brands  are  marked  half  price  at 
the  wholesale  houses.  Dry  Goods  Review 
is  informed  that  orders  are  being  booked 
for  Fall  on  an  average  basis  of  $1.25 
per  pound  as  compared  with  $2.50  last 
year.  A  very  fine  line  of  bridal  blankets 
satin  bound  is  quoted  at  $15.  Another 
house  quoted  union  blankets  this  month 
at  $3.65  each,  formerly  $6,  and  stated 
that  pure  woollen  blankets  in  double  size 
should  be  able  to  sell  for  $10.50  next 
Fall  as  compared  with  $18.50  last  year. 
The  standard  price  on  mixed  wool  and 
cotton  will  range  from  80  cents  to  $1.40 
and  in  pure  wool  from  $1.05  up  to  $1.75 

per  pound. Comforters,  down-filled,  have  declined 
about  37%  per  cent,  this  season.  This 
does  not  represent  replacement  value  to> 

Continued  on  page  64 
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Paris  Prices 
Are  Easier 

In  Fabrics 
Labor    and   Dyes   Still    High — Piquelaine 

the  Favorite — Featuring  Chinese 
Effects 

From  the  foremost  fashion  authority 
in  France,  Madame  Farmant,  comes  the 
following  word  regarding  the  trend  of 
events  in  the  domain  of  fabrics  for  the 
coming  season: 

First  of  all,  and  certainly  quite  the 
most  important  fact  about  the  fabric 
situation  is  that  prices  are  assuredly 
lower.  Of  course,  labor  is  still  just  as 
high  as  ever,  and  dye  stuffs  seem  to 
have  reached  fantastically  expensive 
prices  so  that  we  cannot  expect  to  see 
real  pre-war  prices,  at  any  rate  for  some 
time  to  come,  but  the  drop  is  quite  ap- 

preciable and  we  should  be  very  thank- 
ful for  that.  The  famous  dressmakers 

do  not  anticipate  much  more  decline  and 
on  that  account  are  ordering  what  they 
will  need  for  some  time  to  come.  In 
woollens  there  is  a  marked  tendency  to 
the  closely  woven,  smooth  finished  cloths, 
and  for  tailor  mades  we  expect  to  see 
some  novel  varieties  of  fine  diagonal 

serges  or  the  newer  fabrics  called  "Cote- 
lisse"  or  "Lisselaine,"  which  are  both 
fine  materials  recalling  the  lovely  cash- 

meres of  yore.  The  greatest  success  of 

the  present  season  has  been  "Piquelaine," 
which  as  its  name  suggests  is  a  sort 
of  ribbed  woollen.  This  cloth  prevails 
for  regulation  tailor-made  costumes  this 
Spring. 

By  the  way,  this  return  to  conven- 
tional tailored  lines  and  fitted  effects  is 

bringing  back  the  true  feminine  silhou- 
ette, which  was  almost  lost  of  late,  and 

all  the  dressmakers  are  taking  up  the 
theme  with  enthusiasm,  as  might  be  ex- 
pected. 

"Popla"  is  another  popular  fabric  for 
suits  this  season,  and  it  is  said  that 
black  and  white  checkerboard  effects  will 

be  particularly  good  all  through  till  next 
Winter.  These  latter  fabrics  will  be  fur- 

ther improved  by  the  addition  of  an  ad- 
ditional wide  stripe  in  vivid  colors  over- 

laid upon  the  check.  All  woollens,  espe- 
cially in  the  more  novel  types,  will  fea- 

ture Chinese  effects  in  raised,  contrast- 
ing patterns  most  delightfully  new. 

"Griline"  is  the  latest  comer  to  the  range 
of  coatings,  while  "Kasha"  retains  its 
popularity  for  frocks.  The  latter  seems 

to  be  preferred  in  reddish  tones,  'one  of 
which,  "Fuschia,"  is  all  the  rage.  "Lis- 
sine"  and  "Crepella"  are  still  other  va- 

riations of  wool  cloth,  and  when  these 
are  patterned  in  large  motifs  imitating 
embroidery  no  better  effect  can  be  imag- 

ined. The  dressmakers  have  provided 
names  for  these  unusual  fabrics  recall- 

ing oriental  or  mythical  sources. 

Among  silks,  crepe  still  predominates, 
either  plain  or  in  patterned  effects. 

"Crepe  Marie-Louise"  and  "Crepe  Made- 
leine" are  the  names  given  to  a  firm 

heavy  crepe  de  Chine  and  a  fine  trans- 
parent quality  of  the  same,  respectively. 

Taffeta,  of  course,  is  much  worn,  espe- 

cially in  the  qualities  known  as  "Fleur 
de  France"  and  "Java,"  which  seem 
perennial.  In  the  satin  category  must 
be  included  several  wonderful  varieties 

called  "Somptus,"  "Frimaire"  and 
"Cresus."  Foulards,  twilled  silks  and 
radium  are  now  displaying  distinctive 
new  patterns  and  will  be  decidedly  smart 
later  on.  Even  velvets,  which  are  to  be 
much  used  for  wraps  this  Summer,  re- 

tain their  favor,  especially  "Circe"  and 
"Panecla,"  while  duvetines  make  ideal 
sports  clothes,  and  are  fascinating  in 
striped  designs,  since  they  plait  so 
effectively  and  permit  the  free  use  of 
elusive  color  effects  when  properly 
designed. 

Migel  Silks 
Handled  by  a 

Canadian  Firm 

Company  have  become  agents  for  Migel 
silks.  The  J.  A.  Migel  Company  is  one 
of  the  best  known  manufacturers  of 

fancy  and  novelty  silks  in  the  United 
States.  Heretofore  Canadian  merchants 

have  found  it  difficult  to  buy  these  silks 
because  they  could  be  purchased  only  in 

piece-lengths.  Through  the  new  connec- 
tion, however,  retail  dealers  may  obtain 

Migel  silks  in  shorter  ends,  and  even  in 
dress  or  skirt  lengths  where  desired. 

The  new  silks  are  known  under  various 

names,  such  as  Moon-glo  (rich,  lustrous, 
all-silk  materials),  Tally-ho  (block  and 
striped  effects),  Hindu  (washable,  check 
and  striped  novelties),  and  Fan-ta-si 
(plain  and  fancy  silks).  There  are,  be- 

sides these,  silk  voiles  called  Pierrette 

voile  and  opalescent  voile,  which  are  pro- 
duced in  a  wonderful  range  of  shades 

with  two-tone  effects. 

The  Migel  silks  come  in  several  ma- 
terials, satin,  crepe  (Canton,  meteor  and 

satin),  and  voiles  being  the  principal 
ones  shown  this  season.  The  colors  on 
hand  in  the  Toronto  branch  of  the  Beld- 
ing-Corticelli  Company  are  henna,  flame, Harding. 

Belding-Corticelli     Become     Agents     for 
Well-Known  Silks 

The  trade  in  Canada  have  just  receiv- 
ed the  news  that  the  Belding-Corticelli 

J.  A.  C.  Poole,  general  manager  of 

the  Jas.  A.  Ogilvy's,  Limited,  is  sail- 
ing for  Europe  on  Wednesday  by  the 

SS.  Adriatic  from  New  York.  He  will 

join  C.  Byrens,  who  preceded  him,  and 
together  they  will  visit  the  recognized 
markets   of  England  and  the   Continent. 

1.  Moonglo  crepe — rose  check  on  a  camel  ground.      Shown    in    various    light    and    dark shades. 
2.  Tally-ho  crepe — woven  stripe  in  black  and  white  as  well  as  colors. 
3.  Fantasi — washable  silk,  finished  in  plain  and  fancy  assortments,  in  black  and  white 

checks  and  in  colors. 
4.  Tally-ho — tangerine  and  grey — in  all  colors  of  stripes  and  Scotch  plaids. 
5.  Hindu — silk  with  satin  block  or  wide  stripe — a  heavy,  washable  fabric. 
6.  Moon-glo — in  fancy  checks  and  stripes  and  in  a  variety  of  colors. 

Shown  by  Belding-Corticelli  Co.,  Ltd.,  Toronto. 
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Superb  Textures,  Rich  Coloring  in 
Fall  Woolens 

Large  Showing  of  Soft  Neutral  Shades — Broadcloths  in  Firmer  Finish 
ious  Wraps — Sports  Materials 

-Bolivias  for  Luxur- 

Lively  Business  in  Progress. 

SUPERB  texture  and  rich,  deep  col
- 

orings characterize  the  newest  im- 
portations of  fabrics  for  Fall,  1921, 

as  evidenced  by  the  advanced  showings 
of  samples  seen  recently  by  Dry  Goods 
Review.  One  prominent  Montreal  agent 

is  featuring  a  magnificent  range  of  coat- 
ings and  suitings  in  14,  16  and  20  ounce 

weights,  chiefly  in  a  very  fine  quality  of 
velours  with  an  exceptionally  fine,  soft 
pile  finish.  In  the  coatings,  the  color 
range  is  strong  on  soft,  neutral  shades, 
and  many  lovely  blues  verging  on  the 
darker  blendings  of  green  or  grey  are 
renamed  this  season  with  unusual  apt- 

ness from  a  descriptive  point  of  view. 
The  leading  colors  are  given  as  follows: 
Plover,  deer,  marine,  sapin,  bark,  date, 
ensign,  falcon,  sanglier,  mole,  partridge, 
loutre,  chippendale,  seal,  navy,  spruce, 
corsair,  colonial.  The  first  eight  named 
on  the  list  are  said  to  be  the  leaders,  and 

have  been  selected  by  the  most  impoi'tant 
cloak  and  suit  manufacturers  for  their 

Fall  garments. 

Broadcloths  and  Boxcloths 

Broadcloths  and  boxcloths  are  predict- 
ed to  be  immensely  strong  in  most  of 

the  above  colorings  and  are  being  shown 
in  a  somewhat  firmer  finish  than  in 

former  years.  Bolivias  or  pile  fabrics 
will  be  the  choice  par  excellence  for  the 
more   luxurious   wraps   next   season,   de- 

veloped in  an  almost  inexhaustible  va- 
riety of  tones.  The  names  of  the  leaders 

will  indicate  somewhat  the  charm  and 

velvety  texture  of  the  materials,  such  as 
Rivolai,  Velinette,  Normandy,  Delysia, 
etc.  These  are  undoubtedly  the  leading 
fashionable  cloakings  for  1921-22,  and 
it  is  predicted  that  blue  will  be  even 
more  popular  than  the  neutral  shades 
have  been  in  the  past.  The  tone  of  blue 

named  "sapin"  is  already  having  a  phe- 
nomenal run  in  the  United  States. 

Sports  Materials 

New  sports  materials  also  are  reap- 
pearing in  the  ever  popular  overchecks 

and  stripes  in  an  unlimited  variety  of 
effects.  Tweed  effects,  it  is  expected, 
will  be  very  popular  for  sports  skirts, 
as  well  as  broadcloths  in  wide  stripes  in 

startling  color  contrasts.  One  combina- 
tion noticed  by  Dry  Goods  Review  was 

a  clever  combination  of  purple,  brown, 
green  and  fawn  in  stripes  of  varying 
widths,  imposed  upon  a  black  ground, 
which  will  undoubtedly  be  developed  for 
the  box-plaited  skirts  still  so  beloved  by 
sports  women  and  others. 

A  few  very  fine  British  tricotines  are 
also  being  shown,  although  the  range  of 
these  lines  is  not  nearly  so  large  as 
might  be  shown.  It  appears  to  be  a 

commonly  accepted  idea  among  the  Brit- 
ish manufacturers  that  one  or  two  sam- 

ples is  quite  sufficient  in  Canada,  to  indi- 
cate the  entire  range,  and  consequently 

much  trade  is  lost  on  this  account. 
American  makers,  however,  have  sent 

out  enormous  ranges  showing  the  new- 
est ideas  in  practically  every  type  of 

woollen  cloth,  except  Polo  coatings, 
which  are  not  so  good  this  season. 

In  fabrics  for  men's  wear,  many  inter- 
esting new  lines  are  being  shown,  in- 
cluding the  "Jazz  stripe,"  which  is  really 

only  a  faint  double  pin  stripe  or  hair 
line  carried  out  on  either  blue,  black 
or  brown   grounds   in  contrasting   ecect. 

Business  Good 

Business  in  wool  suitings  for  the  Fall 
season,  it  was  pointed  out,  is  in  full 
swing  at  present,  the  past  six  or  eight 
weeks  having  brought  about  a  complete 
reversal  of  affairs  in  this  line.  The 
American  Woollen  Co.,  it  is  stated,  is 
practically  sold  up  for  Fall,  and  many 
orders  for  repeats  are  likely  to  remain 
unfilled  although  all  mills  are  going  full 
time.  This  rapid  improvement  is,  of 

course,  due  to  the  cut  in  prices  which 
quicky  brought  in  the  business  so  badly 
needed  and  restored  matters  to  their  ac- 

customed normal  state.  No  further 

changes  are  anticipated  before  the  end 

of  August,  when  work  for  the  new  sea- 
son will  be  commenced. 

PRICE  REDUCTIONS 

(Continued  from  page  62) 

any  extent,  but  was  made  by  the  whole- 
sale firms  in  order  to  promote  business. 

This  general  cut  on  all  lines  of  furnish- 
ings is  having  a  very  salutary  effect,  as 

was  anticipated.  Down-filled  comforters 
are  obtainable  from  $9  upwards,  and 
those  in  French  panel  effects  are  still 
foremost  in  favor  with  the  public.  Rose 
and  blue  combinations  are  strong  just 
now,  and  the  art  coverings  are  especially 
attractive  this  Spring.  Imported  and  do- 

mestic steamer  rugs  and  Indian  blankets 
are  particularly  strong  in  demand  this 
Spring,  and  can  be  had  wholesale  from 
$6  upwards.  Turkey  chintz  comforters 
seem  to  be  more  popular  than  ever  with 
the  medium  class  trade,  and  are  still  an- 

other line  to  show  a  decline  on  former 

prices. 

Taking  the  situation  all  round,  it  may 
be  said  that  never  before  since  1914  has 

the  retailer  had  such  an  opportunity  of 
replenishing  stocks  at  such  advantageous 
prices,  nor  of  securing  such  plentiful 
supplies  and  attractive  patterns  and 
qualities. 

Conditions  In 
Cotton  And  Wool 

Industries 

Condition   Shows  More  Production  Than 
Demand  in  Cotton,  With  Likelihood 
of  Restricted  Acreage  Next  Year 

Textile  Trades 

Cotton. — The  general  position  in  the 
industry  has  undergone  very  little 
change  during  the  past  month.  A  fair 
number,  of  tentative  orders  have  been 
coming  to  hand  from  India,  and  although 
these  are  generally  at  figures  which 
holders  cannot  consider,  and  resulting 
business  is  usually  small  and  unimpor- 

tant, the  tendency  towards  increased  en- 
quiries has  not  been  without  its  effect 

upon  the  trade,  and  the  optimistic  feel- 
ing is  still  in  evidence. 

The  chief  difficulty  with  regard  to  the 
Eastern  markets  is,  however,  the  fall 
in  the  price  of  silver  and  the  consequent 
decline  in  the  value  of  the  rupee  and 
other    silver     currency,    which,    coupled 

with  the  quantities  of  goods  bought  at 
high  prices  and  still  unsold,  has  had  the 
effect  of  inducing  probable  buyers  still 
to  maintain  their  attitude  of  aloofness. 

On  the  whole,  it  is  somewhat  difficult 
to  perceive  any  strong  grounds  for  an- 

ticipating an  early  revival  in  trade,  and 
optimists  have  suffered  something  of  a 
disappointment  during  the  month,  the 
most  promising  and  hopeful  potential 
factors  having  quite  failed  to  develop 
materially.  Spinners  of  yarns  of  all  de- 

scriptions are  facing  a  period  giving 
little  promise  of  any  relief,  and  the  re- 

duced output  of  the  spinning  mills  is 
proving  fully  equal  to,  if  not  more  than 
sufficient  for,  the  present  scale  of  re- 

quirements. In  these  circumstances  it  is 
not  surprising  that  in  neither  the  Ameri- 

can nor  Egyptian  sections  has  there  been 
any  departure  from  the  policy  of  organ- 

ized short  time  working,  the  former  be- 
ing still  on  the  three-day  and  the  latter 

on  the  four-day  week. 
Throughout  the  various  sections  of  the 

entire  industry,  in  fact,  production,  al- 
though so  heavily  curtailed,  is  still  in 
Continued  on  next   page 
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Sport  Craze  Gives  Riot 
of  Color  to  Silks 

Nature's  Colors  Rivalled  by  Newest  Creations — Silver  Grey  and 

Honey-dew  Are  Popular — Canton  and  Meteor  Crepes 
Have  Had  Good  Run  and  Shortage  Threatened. 

THIS  season  of  the  ye
ar  usually 

finds  silk  prices  low,  or  at  least 

stationary.  Buyers  are  waiting 

for  the  June  crop  to  declare  itself  be- 

fore placing  any  large  orders.  The 

Spring  of  1921,  however,  found  a  differ- 
ent situation  facing  the  wholesale  mer- 

chants. Buying  was  done  on  such  a 

small  scale  during  the  Fall  and  Winter 

months  that,  with  the  present  demand 

for  all  and  every  kind  of  silk  goods 

that  can  be  purchased,  buyers  are  forced 

to  pay  the  prices  asked.  Though  Japan 

reports  a  fair  crop  for  next  June,  silk 
is  still  high  because  it  is  being  bought 

as  fast  as  it  is  placed  on  the  market. 

Shantungs  and  georgettes  in  particular 
have  risen  in  price  during  the  last 
month. 

Colors  in  Silk  Goods 

The  new  shades  in  silks  this  spring- 
are  cinder  grey  and  honey-dew.  The 
latter  is  a  beautiful  color  midway  be- 

tween a  yellow  and  an  apricot.  Navy, 
Jap  blue,  jade  and  Nile  green,  henna, 
and  the  sand  shades,  are  very  good  and 
will  increase  as  time  goes  on.  One 
Canadian  house  prophesies  that  henna 
will  have  an  even  larger  demand  next 
Fall  than  it  did  last  year.  Havana  brown 
is  a  color  which  is  particularly  suited 
to  taffetas  and  which  is  greatly  favored 
for  travelling  frocks  for  brides  and 
summer  tourists. 

Crepe   Goods 
A  note  of  warning  has  been  sounded 

to  the  trade  by  more  than  one  Cana- 
dian wholesale  house  in  regard  to  Can- 

ton and  meteor  crepes.  So  great  has 
been  the  demand  for  these  goods  that  a 
shortage  is  predicted  in  less  than  a 
month.  Retailers  are  asked  to  place 
their  orders  within  the  next  few  weeks. 

The  meteor  crepe  was  tried  as  an  ex- 
periment when  the  scarcity  of  Canton 

crepe  was  first  felt,  and  so  well  has 
this  gone  with  the  trade  because  of  the 
excellent  colors  which  it  takes  and  be- 

cause it  is  considerably  cheaper  than 
the  Canton,  that  many  of  the  smartest 
dresses  now  shown  are  made  of  that  ma- 

terial. Though  grey  has  carried  the  ban- 
ner all  spring,  it  is  expected  that  some 

shades  of  blue  and  jade  green  crepe  will 
be  worn  at  the  Spring  races  and  June 
garden  parties. 

Taffetas 

Manufacturers  report  a  lull  in  this 
class  of  goods  after  the  unexpected  rush 
at  Easter.  Just  at  present  the  craze  for 
crepe  is  also  having  its  effect  on  taffetas, 
but  large  orders  are  again  being  placed 

for  Summer  selling.  Nothing  seems  to 

take  the  place  of  them  for  the  hot  wea- 
ther, because  of  the  crisp  freshness  of 

their  appearance.  Black  promises  to 
have  its  usual  place  in  the  Summer  sun. 
More  orders  for  delivery  in  June  and 

Juy  have  been  placed  than  ever  before. 
The  women  who  consider  that  there  is 
a  distinction  in  wearing  black  taffeta 

have  evidently  not  decreased  in  num- bers. 

Pongees  are  another  line  which  should 
be  covered  now  for  summer  trade.  Fac- 

tories have  been  running  so  close  to 
the  actual  demand  that  there  is  no  over- 
supply.  The  natural  shades  are  selling 
better  than   colors   in  raw   silks. 

Tricolettes  are  selling  faster  as  the 
season  advances,  in  all  colors,  plain  and 

fancy.  Copper,  henna,  turquoise  and- 
peacock  are  best. 

Strange  to  say  that  with  the  present 
cry  for  crepes  and  georgettes,  many  of 
this  season's  brides  are  appearing  in 
old-fashioned  duchess.  A  beautiful  grade 
of  this  satin  now  on  the  market  is  per- 

haps responsible  for  the  appeal  which 
it  is  making  this  year.  Charmeuse  is 
said  to  be  the  one  favorite  for  the  early 

Fall,  however. 

The  Sport  Craze  Affects  Silks 
The  counters  of  the  big  houses  these 

clays  are  a  riot  of  color  as  a  result  of 
the  craze  for  sports  costumes,  which 

have  appealed  to  Canadians  as  never  be- 
fore. The  colors  vie  with  the  hues  which 

Nature  thinks  no  one  can  imitate.  There 

is  the  butterfly  shade  (a  soft,  sulphur- 
ous thing  with  geranium  colored  stripes) 

and  the  yamma  or  jade  with  Havana 
brown  stripes.  The  aurora,  the  matrix 
and  the  Orient  are  three  of  the  very 
newest  silk  taffetas  which,  with  their 
Roman    stripes,   are   most   effective. 

CONDITIONS  IN   COTTON. 

(Continued  from  last  page.) 

excess  of  requirements.  The  general  de- 
termination to  refrain  from  buying  ap- 

pears to  be  practically  unshaken,  and 
consequently  an  output  at  present  rate, 
which  is  barely  50  per  cent,  of  normal 
production,  is  still  sufficient  to  cause 
some  accumulation  of  stocks.  In  view  of 
this  position  there  has  recently  been 
some  suggestion,  in  one  or  two  quarters, 
that  the  most  effective  and,  in  the  end, 
best  method  of  bringing  about  a  revival 
in  trade  would  be  to  cease  production 
altogether  for  a  period.  This  is  a  drastic 

suggestion,  but  the  position  is  such  that 
it  is  not  lacking  supporters. 

Growing  centres  are  also  feeling  the 
severity  of  the  position,  and  American 
growers  have  determined  materially  to 
reduce  next  season's  acreage  under  cot- 

ton, while  Egyptian  planters  are  also 
considering  the  advisability  of  reducing 
acreage  or  of  holding  up  some  portion of  the  crop. 

It  may  be  remembered  that  some  time 
ago,  in  connection  with  the  British  Em- 

pire Cotton  Growing  Committee,  it  was 
decided  to  suggest  to  all  firms  in  this 
country  engaged  in  the  trade  that  they 
should  pay  a  levy  of  6d.  per  bale  of  500 
lb.  for  the  purpose  of  increasing  the 
funds  to  be  devoted  to  the  extension  of 
cotton  growing  within  the  Empire.  The 
Liverpool  and  Manchester  Cotton  Asso- 

ciations agreed  to  place  this  proposal  be- 
fore their  member  firms  and  recom- 

mended that,  should  it  be  accepted  by 
the  owners  of  90  per  cent,  of  the  cotton 
spinning  spindles,  their  rules  should  be 
adapted  to  allow  them  to  collect  this 
amount.  Favorable  replies  have  already 
been  received  from  owners  of  75  per 
cent,  of  the  spindles,  and,  in  view  of  the 
threatened  heavy  decrease  in  American 
acreage,  strenuous  efforts  are  now  being 
made  to  secure  the  support  of  the  neces- 

sary remaining  15  per  cent. 
Wool. — Conditions  remain  with  little 

change  from  the  previous  report  and  the 
anticipated  improvement  has,  so  far, 
shown  little  sign  of  materializing.  The 
London  auction  sales  have  been  without 
any  very  special  feature  of  interest,  de- 

mand being  very  moderate  and  prices 
moving  much  as  anticipated. 

It  is  understood  that  the  report  of  the 
sub-committee  appointed  by  the  Central 
Profiteering  Committee  to  investigate 
the  wool  trade  will  shortly  be  issued. 
The  report  has  been  very  considerably 
delayed  owing  to  the  attitude  adopted 
by  the  British  Wool  Federation  in  ob- 

jecting to  supply  some  of  the  informa- 
tion required,  showing  the  total  output 

of  firms  and  the  actual  profits  on  capital 
and  turnover.  Eventually,  however,  a 
compromise  was  reached  and  the  demand 
for  figures  of  the  actual  turnover  and 
profits  as  distinct  from  the  percentage 
rate  of  profit  on  capital  and  turnover 
was  waived. 

The  sub-committee's  findings  will,  it 
is  stated,  include  the  following: — 

That  the  business  of  the  topmaker  is 

highly  speculative  and  subject  to  ex- 
ceptional profits  and  exceptional  losses 

during  periods  of  rapidly  fluctuating 
prices,  and  regard  should  be  had  to  the 
average  profit  over  a  period  of  years. 

That  while  the  charges  for  combing 

wool  into  tops  by  the  wool  combers  in 

1919  were  about  three  times  pre-war 
charges,  the  profits  per  lb.  had  risen 
rather  less  than  twice  the  pre-war  fig- 

ures. 
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Baker  Hats 

Serviceable  hats 

Snappy  styles 
Reasonable  prices 

All  of  which  mean  business  for  you 

A  large  assortment  of  Summer  Hats 
on  the  floor  for  immediate  delivery, 
including  Patent  and  Italian  Milans 
along  with  Ribbon  and  Sport  Models 
in  Banded  effects. 

TORONTO  HAT  CO.  LIMITED 
Manufacturers  Selling  Direct  to  the   Trade 

The  Canadian  House  for  Ready-to- Wears 
76  Wellington  Street  West 

Toronto,   Ontario 

Branch: 

Citizen  Buildinfe,  Ottawa,  A.  J.  AYEARST 

Branch; 

Hammond  Block,  Winnipeg,  J.  G.  MARTIN 

"Dynamo  Brand"  Malines    For  Millinery For  Scarves 

■^e^s"^* 

DYNAMO — Maline  is  finished  by  an  electri- 

cal process  (hence  name  DY- NAMO). 

DYNAMO — Maline  never  becomes  "sticky," as  is  the  case  of  ordinary  and 
chemically  finished  Malines. 

DYNAMO — Maline  is  guaranteed  rain- 
proof, moisture-proof ,  perspira- 

tion-proof and  sun-proof ,  it 
will  not  fade. 

DYNAMO— Maline  has  the  best  color  as- 
sortment, a  high  lustre  and  is 

the  best  looking  Maline  made. 
DYNAMO — Maline  is  the  Maline  of  quality 

and  as  such  is  known  the  world 
over. 

When  buying  Malines  be  sure  they 
bear    the     Mark     of    Satisfaction 

"DYNAMO  BRAND" 

CHAS.  MOUTERDE 

{United  Makers) 

Selling  Agents  for  Gros  Million  &  Co. 
of  Lyons   (France)   for  the  Dominion  of  Canada 

We  sell  to  the  Wholesalers  only 

MONTREAL 
Room  705 
Read  Bldg. 

Tel.  Main  6524 

80  Wellington 

St.  West 
TORONTO 

Tel.  Adel.  4184 

DYNAMO  BRAND 
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This  is  a  Trimmed  Hat  Season 

Universal  Hats 
Sold  Successfully  throughout  Canada 

*  The  Newest  Craze  for  All-Summer  Selling 

All  Black  Hats 
Airy  creations  of  Cellophane  annd  Proxaline  hair  braids,  or  of 
Maline,  hats  that  can  be  worn  successfully  with  any  color — and 
add  a  touch  of  French  chic  to  every  costume. 

Dashingly  trimmed  with  shiny  black  lacquered  cherries,  flowers, 
and  leaves,  big  Maline  bows,  smart  jet  ornaments,  cire  ribbon,  etc. 
A  style  for  almost  every  taste. 

Also 

A  lovely  assortment  of  braid  hats  —  combined  with  Georgette, 
Maline,  Silks,  etc.,  trimmed  with  latest  flowers,  in  stock. 

Prices  $4.50  to  $5.95 

Let  us  know  without  delay  how  many  we  shall  send  you.  The  first 
dozen  will  be  sold  a  day  or  two  after  you  put  them  on  display. 

Regular  Millinery  Terms 

S.  F.  McKinnon  &  Co.,  Limited 
Wellington  and  York  Streets 

Toronto,  Canada 
Montreal  Winnipeg  London  Paris  New  York 
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Paris  Millinery  Moves  Toward  Larger 
Shapes 

"Femina"  Outlines  Season's  Creations — Extensive  Use  of  Lace — Fantastic  Variety  of  Flowers 
— Individuality  Featuring  Largely  in  All   Millinery  —  The  Trimmings. 

IT  this  winter,  which  has  been  so  ex- 
ceptionally mild,  is  going  to  behave 

as  though  it  regretted  its  good  be- 
havior, just  as  it  enters  the  threshold  of 

Spring,  we  shall  have  to  delay  just  a 
little  longer  wearing  the  tantalizing 
novelties  which  la  mode  is  offering  at 

the  present  time  as  tribute  to  our  van- 
ity. We  compensate  ourselves,  there- 
fore, with  hats,  and  we  eagerly  seek 

thpm  out  to  lend  a  bit  of  gaiety  to  our 
sombre  toilettes  and  peltries.  For  it  is 

a  fact  that  at  night,  as  in  daytime,  the- 
majority  of  women  are  arrayed  in  black 
under  their  wraps.  Whether  it  be  for 

dancing,  teas,  theatre,  or  for  informal 
family  dinner  parties  (which  are  so 
popular  just  now),  nothing  but  black 
velvet  is  to  be  observed,  or  else  black 

charmeuse  or  "Tailleurs"  of  black  serge. 
In  contrast,  however,  every  possible  fan- 

tasy is  permitted  the  chapeaux,  which 
lend  variety  to  the  toilette.  From  trim 
little  morning  turbans  to  the  drooping 
elegance  of  evening  headwear,  the 
woman  of  fashion  must  possess  at  least 
a  dozen  of  these  charming  hats,  which 
are,  after  ail,  but  pretexts  to  vary  to 

an  unlimited  degree  one's  expression  or 
appearance,  according  to  the  needs  of 
time  or  place.  Nevertheless,  even  in 
hats,  black  prevails,  trimmed,  it  is  true, 
with  ribbons,  fruits,  flowers,  etc.,  in  vivid 
shades.  And  if  among  the  new  collec- 

tions, not  a  little  red  and  a  good  deal 
of  green  is  apparent,  I  am  pretty  sure 
that  many  Parisiennes  will  not  altogether 
approve  of  these  startling  tones!  But 

"la  mode"  will  scarcely  aspire  to  being 
rational  on  the  threshold  of  the  "sunny 
season,"  for  the  hat  with  spreading  brim 
which  lends  a  seductive  shadowy  charm 

to  the  wearer,  is  a  close  rival  in  popular- 
ity with  the  small  toque.  The  picture 

hat  known  as  the  "Capeline,"  of  moder- 
ate proportions,  and  the  universally  be- 

coming cloche  shape,  dominate  the 

showing  at  most  modistes'.  There  is, 
therefore,  good  ground  for  the  belief 
that  one  or  other  of  these  two  shapes 

will  be  the  favorite  of  the  season,  and 
the  prevailing  note  at  every  fashionable 

gathering.  Such  shapes  as  these  are 
generally  short  behind  and  moderately 

broad  in  front;  they  spread  into  wings 

at  the  sides,  and  the  trimming  accentu- 
ates this  theme  even  more,  so  that  these 

hats  appear  really  large.  But  be  re- 
assured! There  is  no  danger  of  our 

having  to  wear  uncomfortable  headgear 

which  won't  go  in  the  taxi  door!  But 
there    is    a    decided    movement    towards 

larger  shapes  this  season,  just  as  there 
was  last  year  towards  the  tricorne  and 
the  turban. 

Our  hats  will  remain  flat;  in  the  ma- 
jority of  cases  the  crown  is  of  moderate 

height,  and  with  but  a  few  exceptions, 
the  trimming  droops  over  the  brim,  falls 
over  one  ear  on  to  the  shoulder,  some- 

times even  to  the  waist.  This  cascade 

effect  in  trimming  is  perhape  a  fringe  of 

feathers,  which  curls  about  one's  neck 
and  recalls  memories  of  the  feather  neck- 

piece and  ostrich  boa  of  yore,  so  exten- 
sively worn.  Or  else,  perchance,  there 

are  one,  two  or  three  loops  of  ribbon 

which  evoke  the  "follow-me-young-man" 
idea  of  some  years  back." 

All  trimming  must  fall  downwards, 
and  often  brims  are  cleft  to  permit  the 
loops  to  hang  through.  On  other  hats, 
quantities  of  enormous  grapes  without 
any  foliage  whatever,  made  of  materials 
and  in  colors  almost  exactly  reproducing 

nature  itself,  are  used  as  the  sole  trim- 
ming, attached  in  the  same  way  that  one 

would  expect  to  see  them  hung  up  in  a 
fi-uit  store! 

There  is  a  little  more  straw  to  be 
seen  than  there  was  last  season,  but 
such  as  there  is  seems  finer  and  more 

shiny,  as  the  lisere,  Italian  picot  staw 
and  Manilla  braid.  There  is  an  abun- 

dant amount  of  mohair  or  transpar- 
ent braid  used,  and  on  many  of 

the  large  drooping  shapes  the  modistes 
are  using  much  embroidery  of  fine  straw 
braid  resembling  soutache.  Many  hats, 
of  course,  are  not  entirely  of  straw;  on 
one  will  be  noticed  a  facing  of  lisere  un- 

derneath a  brim  of  crepe,  whilst  upon 
another  the  contrary  will  prevail,  per- 

haps a  facing  of  taffetas  or  of  moire  silk 
with  the  brim  of  supple  straw. 

Fewer  tricornes  are  to  be  seen,  but 
the  fashion  for  wearing  veils,  both  short 
and  long,  of  lace  or  embroidered  nets 
remains.  Such  veils,  which  float  over 

the  wearer's  face,  should  fall  back  on 
the  sides  rather  than  towards  the  back 

of  the  head.  The  present  mode  is  dis- 
tinctly tending  to  frame  the  face  rather 

than  hide  it.  Certain  chapeaux  are  even 
to  be  seen  which  are  copied  boldly  from 
the  headgear  of  the  Sphinx,  with  two 
straight  hanging  pieces  at  the  sides  often 
made  of  lace.  However,  this  straight 
effect  is  in  reality  quite  charming,  for 
the  transparency  of  the  lace  detracts 
from  any  air  of  stiffness.  Lace  is  used 
on  everything  from  tailored  hats  of 
black  straw  to  the  most  exotic  of  eve- 

ning creations  of  brilliant  silver  or  bro- 
caded gauze  which  require  the  softness 

of  filmy  lace  to  dim  their  too  pronounced 
effect.  The  toques  which  properly  ac- 

company walking  costumes  are  usually 
shown  in  shapes  which  tend  towards  an 
elongated  form  in  front.  They  are 
smartest  when  simply  trimmed  with 
narrow  ribbon  which  may  be  fluted,  plait- 

ed or  woven  as  the  fancy  pleases,  or 
else  trimmed  with  cockades  or  aigrettes 
of  feathers,  stiff  loops  of  ribbons  or 
straw  novelties.  Flowered  toques  are 
very  numerous,  but  the  flowers,  like  the 
fruits  of  which  mention  has  already 
been  made,  are  of  the  more  fantastic 
variety.  Flowers  are  also  found  on  the 
drooping  summer  shapes,  generally  made 
of  cire  ribbon,  leather  effects  or  ostrich 
fantasies.  Ostrich,  by  the  way,  contin- 

ues to  undergo  almost  every  sort  of 
treatment  from  drenching  to  tinting  and 

singeing;  nevertheless  it  really  is  prefer- 
red in  its  natural  condition,  appearing  al- 

most new,  thanks  to  its  adaptable  nature 
in  the  matter  of  handling. 

It  may  therefore  be  said  without  ex- 
aggeration, in  summing  up,  that  with 

the  sole  exception  of  one  or  two  popular 

types,  the  mode  in  millinery  this  season 
is  distinctly  subject  to  the  desire  and 
taste  of  every  individual  woman.  Tall 

and  "slender  debutantes,  as  well  as  those 
who  are  no  longer  young,  will  find  in 

the  drooping  picture  shape  the  where- 
withal to  revive  all  their  latent  piquancy 

and  grace,  or  to  veil  in  merciful  shade 
cheeks  which  have  lost  their  first  round- 

ness. Pretty  little  Parisiennes  will  dis- 
cover in  the  small  cloche  or  odd  shaped 

toque  the  fitting  frame  for  their  lovely 
profiles — there  is  something  to  bring 
contentment  as  well  as  beautify  faces 
of  all  ages,  at  all  times,  and  every  long- 

ing, however  difficult  it  may  seem  of 
realization.  Such  the  face,  such  the  hat, 
a  veritable  harbinger  of  happiness! Trimmings 

As  for  trimming,  the  newest  hats  favor 
equally  ribbons,  feathers  and  flowers, 
but  fruits,  and  even  vegetables,  are  by 
no  means  despised.  There  are  also  de- 

lightfully realistic  sheaves  of  wheat,  rye 
or  maize,  and  also  extraordinary  looking 
ears  of  corn  made  in  such  colors  as 

black,  red,  or  purple!  And  the  ribbons! 
They  are  often  made  of  plush,  similar  to 

the  fabric  of  which  men's  silk  hats  are 
made,  or  in  gauze,  with  a  slender  metal 
thread  to  support  them,  or  even  in  organ- 

dy. Some  ribbons  seem  to  be  made  of 
paper,  others  to  be  of  leather,  but  I 
assure  you  that  they  are  of  real  woven 
material.    With  such  ribbons  as  these  are 

(Continued  on  next  page) 
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WHETHER  June  brides  
are  to  be  so 

many  this  year  that  they  will  set 
the  fashion  for  the  whqle  femi- 

nine world,  or  whether  it  is  just  that 

"everyone  loves  a  bride,"  at  any  rate 
the  bride's  colors  and  her  styles  are 
to  be  worn  by  every  smart  woman  this 
year.  One  Toronto  wholesale  house  is 
of  the  opinion  that  Canada  will  revel 

in  garden  parties  and  lawn  teas  this 
summer,  so  great  is  the  demand  for  light 
and  airy  millinery.  The  call  has  come 

so  early  for  these  that  his  stock  of  Mid- 
summer  hats    is    almost    depleted. 

As  the  season  grows,  hats  of  tremen- 
dous proportions  are  predicted.  Floppy 

shapes  faced  with  georgette  and,  in  the 
very  high  class  hats,  with  French  crepe, 
will  be  seen  piled  high  with  attractive 
flowers  and  grasses.  This  coming  of  the 
large  hat  is  directly  due  to  the  longer 
skirts  which  modistes  claim  is  an  estab- 

lished fact.  Paris  says,  "A  Longer  Skirt 
and  a  Larger  Hat." 

The  Organdy  Hat 

The  queen  of  the  millinery  kingdom 
this  summer  will  be  the  organdy  hat. 
New  York  took  it  under  her  special  pat- 

ronage last  year,  but  it  was  not  until 
this  Spring  that  the  trade  in  Canada 
gave  it  favor.  All  the  lovely  Summer 
colors  are  shown  in  this  material — pink, 
lavender,  blue,  and  white.  With  this 
hat,  hand-made  organdy  flowers  are 
worn.  There  is,  in  fact,  a  bigger  trade 
in  flowers  than  ever  before,  and  of  these 
the  natural  ones  have  the  best  sale. 

Spring  and  Summer  make  a  demand  for 
their  own  flowers  of  field  and  garden. 
Wisteria,  water  lilies,  lilacs,  roses  and 
pansies  are  rivals  for  first  place  on  Mi- 

lady's hat. 
Ribbons  are  used  very  effectively  with 

organdy.  They  are  for  the  most  part 
narrow,  but  always  bright  colored.  Some 
are  picot-edged,  and  others  are  laced 
with  metallic  threads.  One  design  is  in 
a  light  pastel  shade  of  organdy  over 
white,  giving  the  effect  of  a  changeable 
silk.  Soft  lfttle  side  cuffs  of  the  fabric 
are  trimmed  with  cockades  of  narrow 
ribbon  of  the   same  shade. 

The  vogue  for  sport  costumes  has  had 
a  pronounced  effect  on  the  millinery 
trade.  The  suit  which  attempts  to  rival 
the  rainbow  in  giddiness  and  variety  of 
color  must  be  worn  with  a  hat  which 
will  make  it  most  effective  without  los- 

ing any  of  its  own  individuality.  Black 
and  white  have  been  chosen  as  the  colors 
best  suited  for  this  purpose,  and  the 
sailor  is  the  popular  shape.  Discussing 
the  black  and  white  craze  with  Dry 
Goods  Review,  one  Toronto  wholesale 
firm  expressed  the  opinion  that  the  most 

The  woodwork  and  velour  hangings  used  in  the  above  reproduction,  which 
is  of  the  Spring  windows  of  the  Cressman  Co.,  Ltd.,  of  Peterborough,  Ontario, 
are  a  very  light  grey.  The  fancy  mouldings  are  lightly  tinted  with  lavender, 
which  was  done  successfully  with  an  air  brush.  The  floral  wreaths  in  front  of 

the  panels  are  lavender  and  make  a  pleasing  contrast.  The  wax  figures  are 
attired  in  grey  to  match  the  general  effect. 

difficult  combination  of  colors  was  that 
of  black  and  white.  They  do  not  mix 
as  readily  as  others.  For  this  reason 
the  combination  will  be  shown  only  in 

high-priced  hats,  hats  which  have  taken 
time  and  good  material  to  produce.  In 
the  matter  of  sailors,  no  woman  can 
make  the  plea  this  year,  that  she  cannot 
find  a  becoming  shape.  They  are  to  be 
found  with  straight  brims  and  roll  brims, 
high  crowns  and  low,  round  and  flat. 
Some  are  very  tiny,  and  others  large 
enough  to  serve  as  excellent  sunshades. 
Besides  the  black  sailor  and  the  white 

one,  there  is  the  black-white  and  the 
navy-white.  Italian  Milan  is  used  in 
most  of  these  sailors. 

Trimmings 

After  flowers,  the  best  trimming  for 
the  smart  hat  is  the  glycerined  ostrich. 
White  ostrich  which  has  been  glycerined 
is  a  decided  novelty,  finding  ready  sale 
for  the  reason  that  it  is  such  a  graceful 
ornament  and  produces  such  a  pleasing 
contrast  when  used  in  black  hats.  Pins 
are  still  good  and  are  often  the  very 
best  choice  for  the  strictly  tailored  hat. 
One  white  sailor  attracted  particular  at- 

tention because  of  individuality  which, 
when  analyzed,  was  nothing  more  than 
a  well-shaped  Milan  with  a  geranium- 
colored   brim   and    a   pin   to   match. 

The  style  of  the  Far  East  seems  suit- 
ed to  childish  faces  even  more  than  to 

grown-ups,  and  millinery  designers  have 
originated  some  very  fetching  models 
along  the  lines  of  the  Turkish  fez  and 
the  pagoda  shapes  for  little  ladies.  Some 
are  lovely  little  draped  affairs  inspired 
by  Hindoo  turbans  which  are  very  dressy 
on  a  ten-year-old. 

The  poke,  of  course,  is  the  favorite 
for  party  wear.     One  of  these  is  made 

of  white  tulle  shirred  over  cable  cord. 
It  has  ties  of  wide  ribbon  in  salmon 

pink  shade,  and  the  brim  edge  is  bor- 
dered with  little  clusters  of  forget-me- nots. 

Tarns  are  shown  again  where  service 
as  well  as  style  is  asked.  Many  are 
embroidered  in  wool  and  silk,  in  the 
brilliant  sport  shades.  A  particularly 

good  model  was  of  pale  grey-blue  felt, 
the  brim  of  which  was  buttonholed  with 
black  chenille. 

Helleur  &  Co. 
In  Montreal 

Will '  Specialize    in    Persian    Lamb    and 
Hudson  Seal 

An  announcement  of  interest  to  the 

fur  trade  has  recently  been  made  in 
Montreal  relative  to  the  opening  of  the 
firm  of  Helleur  &  Company,  fur  manu- 

facturers, at  366  St.  Paul  St.  West,  near 
St.  Peter  street.  Walter  G.  Helleur, 
president  and  managing  director,  has 
been  connected  with  the  fur  trade  for 
24  years,  and  prior  to  the  organizing  the 
Helleur  Fur  Company  was  manager  of 
the  fur  department  of  Boulter  Waugh 
&  Co.,  Ltd.  Mr.  Helleur  states  that  his 
company  will  manufacture  a  complete 
line  of  fur  garments,  specializing  in 
ladies'  Hudson  seal  and  Persian  lamb 
coats.  Mr.  Helleur  is  of  the  opinion  that 
after  a  year  of  constant  declines  fur 
prices  have  reached  the  lowest  level  pos- 

sible, and  that  judging  from  the  recov- 
ery in  the  raw  fur  market  the  prices  of 

manufactured  products  would  soon  have 
to  be  marked  up. 
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Notes  From  the  Busy  Capital; 
Easter  Trade  Exceedingly  Good 

EASTER  has  come  and  gone
,  leav- 

ing behind  it  a  record  not  reached 

for  several  years  as  far  as  busi- 
in  ladies'  wear  is  concerned.  The 

wonderful  Spring-like  weather  had  a 

great  deal  to  do  with  the  people's  desire 
to  buy.  but  pretty  colors,  lower  prices 

and  beautiful  styles  all  made  the  best 

impressions  upon  the  ladies  who  found 
the  combination  one  that  could  not  be 

resisted,  with  the  result  that  all  the 
stores  in  Ottawa  have  had  a  splendid 

Easter  trade  and  look  for  a  continuance 

of  better  selling. 

While  "Buy  Canadian-made  Goods"  is 
a  mighty  good  slogan,  yet  the  adver- 

tised fact  that  goods  were  imported  di- 
rect from  New  York  and  other  style 

centres  made  sales  brisk  cannot  be  dis- 

puted, the  fact  being  that  the  ladies  are 

not  so  much  concerned  about  the  ex- 
change situation  as  about  getting  a 

change  either  in  a  new  hat,  suit  or 
other  looked  for  articles.  Watching  the 
Easter  Sunday  church  parade  one  might 
easily  imagine  that  Paris,  New  York, 
London  and  the  Orient  had  all  joined  in 

the  procession,  so  marked  were  the 

modes  by  the  styles  these  places  repre- 
sent. 

"Dollar  Day,"  April  5,  was  a  red  let- 
ter day  for  A.  A.  Fournier  Co.,  Ltd., 

Bank  Street  and  Laurier  Avenue  West, 
when  hundreds  found  it  next  to  impos- 

sible to  get  into  the  store.  Such  an  ar- 
ray of  bargains  had  been  advertised  as 

on  sale  that  a  crowd  was  on  hand  first 
thing  in  the  morning  and  this  became 
strongly  reinforced  as  the  day  wore  on 
until  thousands  had  struggled  to  secure 

what  they  could  of  the  good  things  of- 
fered. Many  additions  to  the  sales  staff 

were  none  the  less  unable  to  give  as 
rapid  a  service  as  was  required,  and  the 
store  is  without  many  a  dollar  that  was 
carried  into  it  and  out  again  owing  to 

this  fact.  The  firm's  slogan,  "Always 
a  little  more  for  less  or  less  for  a  little 

more,"  is  getting  there,  while  the  bar- 
gains secured  mean  a  second  trip  from 

a  new  customer. 
The  Dolly  Imbrey  Blouse  Shops, 

Loew's  Theatre  Building,  Bank  Street, 
has  already  outgrown  its  floor  space  and 
the  management  announces  the  altera- 

tion of  premises  with  the  addition  of 
considerably  more  room.  Attractive 
prices  are  to  be  secured  upon  present 
stocks  to  clear  at  once  for  alterations. 
Hats  were  offered  at  as  much  as  50  per 
cent,  discount;  $5  blouses  at  $1.98;  plaid 
skirts,  $22  at  $11;  underskirts,  $6.50  at 
$3.98;  dresses,  $49.50  at  $19.95;  and 
other  lines  in  comparison. 

Fleetwood  Wilson  &  Co.,  Bank  and 
Somerset  Streets,  Ottawa,  were  sur- 

prised to  receive  a  visit  from  an  auto- 
mobile recently  which  ran  against  an 

electric  pole,  snapped  it  and  unceremoni- 

ously threw  it  through  the  window, 
smashing  the  plate  glass  to  atoms.  A 

Mr.  Sweet,  of  Toronto,  who  was  a  pas- 
senger, narrowly  escaped  injury  owing 

to  fallen  glass,  but  no  one  was  hurt,  al- 
though the  auto  needed  considerable 

attention. 

Chas.  Rotbart,  furrier,  Ottawa,  has 
left  for  Paris  to  secure  the  latest  ideas 

in  the  fur  styles  for  next  season.  Ac- 
cording to  present  arrangements,  he  ex- 

pects to  reach  home  towards  the  end  of 

April. 
Fleetwood  Wilson,  of  Fleetwood  Wil- 

son &  Co.,  well-known  dry  goods  mer- 
chants of  Bank  Street,  has  purchased 

from  Stewart  McClenaghan,  president 

of  the  Two  Macs,  Bank  Street,  the  prop- 
erty occupied  by  the  first  named  firm  for 

a  sum  said  to  be  $135,000  or  $2,450  per 
foot  frontage  on  Bank  Street,  a  price 
that  makes  a  record  for  this  section  of 

the  city.  The  property  extends  112  feet 
on  Somerset  Street  and  includes  Somer- 

set House  and  Somerset  Apartments. 
The  firm  of  A.  J.  Alexandor,  Ltd., 

Sparks  Street,  Ottawa,  have  secured  a 
letter  from  Fire  Chief  Graham  stating 
their  premises  are  safe  for  storage  and 
are  using  it  as  an  advertisement  with 

good  effect. 

The  Claridge  Shop,  Ottawa's  smartest 
new  hat  shop,  128  M:  Sparks  Street, 
opened  for  business  on  Thursday,  March 
,24,  at  9  a.m.  The  introductory  sale 
offered  charming  hats  at  $10  while  the 
actual  values  were  stated  to  be  $25.  In 
announcements  of  the  opening  event,  the 

management  assures  the  ladies  of  Ot- 
tawa that  the  spirit  of  service  will  guide 

the  policy  of  the  store  and  distinguish 
it  from  others  where  a  desire  to  really 
serve  does  not  exist. 

AFTERNOON  TEA 

Almy's,  of  Montreal,  Stage  Social  Event 
in  French   Room 

Inviting  the  public  to  come  and  have 
afternoon  tea  and  meet  three  charming 
young  movie  actresses  was  the  clever 
idea  carried  out  by  the  Montreal  firm  of 

Almy's  Limited  this  month  in  the  French 
room  of  their  store.  The  invitation  was 

given  through  the  store's  regular  adver- 
tising, and  was  arranged  in  honor  of  the 

visit  to  Montreal  of  three  well-known 
stars  of  filmdom,  namely,  the  Misses 
Martha  Mansfield,  Kathleen  Perry  and 

Audrey  Maple,  each  of  whom  was  famil- 
iar through  the  screen  to  Montrealers. 

The  response  to  the  invitation  was 
larger  than  anyone  expected,  the  spa- 

cious salons  of  the  second  floor  being 

literally  thronged  with  thousands  of  in- 
terested women  long  before  the  hour  for 

tea    arrived.     A    guard    from    the     male 

Only  a  young  and  smiling  face  looks 
just  right  under  the  coquettish  brim  of this  tiny  poke. 

staff  of  the  store  was  required  to  hold 
back  the  crowd  which  might  have,  other- 

wise, overcrowded  the  tea-room,  which 
being  glassed  in  permitted  a  clear  view 
of  its  charming  interior. 
Most  elaborate  refreshments  under 

the  personal  supervision  of  Montreal's 
most  prominent  caterers  were  effectively 
arranged  on  beautifully  decorated  tables. 
The  color  scheme  for  the  occasion  was 

carried  out  in  rose-pink  with  a  back- 
ground of  ivory.  Quantities  of  roses, 

daffodils  and  other  Spring  flowers  were 
placed  about  the  tea-room  in  silver  vases 
and  bowls,  and  wonderful  baskets  of 
spun  sugar  centred  the  main  table.  The 
whole  atmosphere  was  that  of  a  hand- 

somely appointed  reception,  as  the 
guests  of  honor  were  introduced  by  the 
reception  committee  composed  of  Mrs. 
Eva  Barr,  Mrs.  Brittain  and  Miss  Marian 
Farrell  of  the  staff,  who  later  poured  tea. 

Ater  tea,  an  impromptu  stage  was  ar- 
ranged at  the  entrance  of  the  reception 

room,  where  in  turn  each  of  the  charm- 
ing young  actresses  was  introduced  to 

the  crowd  outside  by  the  manager  of  one 
of  the  local  theatres.  Much  enthusiastic 

applause  was  given  in  their  honor  and 
the  throngs  of  visitors  expressed  them- 

selves as  entirely  delighted  with  the  en- 
tertainment provided  by  the  firm. 

Many    tweed    and    homespun    suits    in 
really  bright  colors  are  being  worn,  the 
preference    being    for    the    greens    and 

gray    greens.      Bright    tangerine    shades 
are  also  seen. *     *     * 

Black  satin  or  black  Milan  hats  of 
small  and  medium  shape  trimmed  in 

black  glycerine  ostrich  or  vulture  feath- 
ers falling  off  the  side  are  becoming  very 

popular  about  the  hotels  and  restaurants. 
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Solid  Colors  are  Preferred 
Above  Combination  of  Shades 

Sport  Hat  of  Last  Year  Not  For  Teas  and  Regattas- 

White  a  Favorite — Revival  of  Poke  Shape- 
Telescope  Crown. 

-Black  and 

BUYERS  for  the  Canadian  millinery 
houses  who  have  made  very  re- 

cent visits  to  New  York  report 
that  solid  colors  are  much  more  in  favor 
than  combinations.  If  the  designer 

chooses  the  new  hyacinth  shade,  hya- 
cinth the  hat  must  be,  without  any  re- 

lieving colors.  The  same  holds  true  for 
the  blue  tones,  of  which  azure,  azalea  and 
Harding  are  the  leaders.  When  black, 
however,  is  chosen,  white  nearly  always 
goes  along,  or  when  white  is  the  basis, 
black  finds  an  honored  place  on  the 
best  hats.  Red  is  growing  in  popularity 
as  Summer  advances  while  coral  and  all 
shades  of  pink  are  worn  with  white  and 
natural  shades  of  sports  costumes. 

Sporting  Hats 

Speaking  of  sporting  outfits,  those 
who  know  claim  that  the  real  sport  hat 
of  last  year  will  not  be  worn  at  tennis 
teas  and  regattas.  The  effect  will  be 
carried  out  rather  in  the  dress  or  suit 
than  in  millinery.  The  one  real  sport 
hat  is  the  black-white  one.  Otherwise 
the  one-color  organdy  or  crepe  hat  will 
be  correct  on  these  occasions. 

Some  Attractive  Models 

A  clever  hat  which  has  just  come  over 
from  New  York  is  a  large  one  of  crepe 
de  Chine  in  hyacinth  color.  The  wide 
brim  is  completely  covered  with  narrow 
accordion-pleated  ribbon  which  is  placed 
on  it  in  an  overlapping  fan-shaped  effect. 
Because  this  hat  is  well  made  it  should 
sell   to   Canadian   women,   who,   Toronto 

firms  state,  are  more  conservative  in 
their  tastes  and  more  particular  about 
the  making  than  our  friends  across  the 
border. 

The  poke  shape  is  revived.  Its  be- 
comingness  to  most  faces  is  probably 
the  reason  for  this.  One  of  these  is  a 

coral  colored  organdy  creation  with  an 
irregular-shaped  back  and  an  octagon 
crown.  It  is  covered  with  cellophane 
beading  in  the  same  color. 

Probably  one  of  the  prettiest  of  the 
very  dressy  hats  is  a  design  made  of 
yellow  Georgette  with  a  brim  broadened 
at  the  sides.  White  mohair  covers  the 

hat,  coming  over  the  edge  of  the  brim 
in  a  scalloped  effect.  Another  with  the 
same  body  has  a  running  design  of  silk 
couched  with  French  knots. 

The  Telescope  Crown 

The  crown  this  season  which  is  at- 
tracting most  attention  is  the  telescope. 

This,  as  the  name  implies,  has  the  neces- 
sary height  without  the  straight  line 

which  usually  goes  with  it.  This  is 
guarded  against  by  draping  it  with  the 
material  in  soft  folds  and  fuller  at  the 
sides.  Many  of  the  latest  models  are 
embroidered  in  a  new  design  known  as 

the  "Raisin"  pattern.  This  work  takes 
the  form  of  either  single  raisins  or  clus- 

ters which  stand  out  very  effectively 
against  a  background  of  crepe  or 
Georgette.  One  striking  model  was  a 
navy,  embroidered  in  silk  of  the  same 
color.  This  hat  was  shown  with  a  yel- 

low and  white  tricolette  suit. 

Felt  Hats 

Some  buyers  are  of  the  opinion  that 
felt  hats  will  form  an  important  part  of 
the  Summer  display  in  the  best  millinery 
houses.  Paris  has  ordained  that  no  mat- 

ter how  many  other  hats  the  French- 
woman wears,  she  must  have  one  of  felt. 

New  York  has  a  large  shipment  already 
and  there  is  every  reason  to  expect  that 
the  Canadian  market  will  demand  them, 
too.  The  color  which  is  most  in  favor 
so  far  is  green  of  so  dark  a  shade  that 
it  will  not  clash  with  other  colors.  So 

far  the  shapes  are  turbans  and  the  trim- 
mings are  wings. 

PARIS    MILLINERY 
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devised    those    clever    knots     and    loops 

A   severely   tailored   tricorne   of   black   which  droop  to  one's  shoulder,  and  the 
has   a  becoming  facing  of  white  straw,  ruchings   which   look   somewhat   like   co- 

In  shades  of  iris  and  blue  is  this  Gidding 
chapeau  of  taffeta  and  flowers 

tillion  favors.  They  also  make  smart 
cockades  for  adorning  the  trim  little 
morning  hats  which  turn  up  sharply  at 
the  front  or  side.  Such  cockades,  either 
of  feathers  or  ribbons,  may  adorn 
toques,  turbans  or  cloches  as  the  fancy 
desires.  Feathers  are  by  no  means  neg- 

lected, and  wings,  drooping  ostrich  and 
other  fantasies  appear  in  endless  vari- 

ety. Lace,  especially  black  Chantilly, 
must  not  be  omitted  either,  since  quite 
wonderful  effects  can  be  achieved  with 

it,  both  as  drapery  and  in  wired  up- 
standing extensions. 

Embroideries  of  straw,  leather,  beads 
and  even  feathers,  have  not  ceased  to 
intrigue  us,  and  will  be  used  on  sum- 

mer hats  in  profusion.  Much  applique 
work  in  colored  felts  will  be  used  on 

the  larger  shapes,  just  as  has  been  done 
upon  frocks  last  winter.  Tufts  of  fea- 

thers which  are  attached  by  invisible 

tulle  upon  the  brims  of  large  hats,  nar- 
row bands  of  marabout  or  braiding  done 

in  fine  straw  braid,  are  still  other  varia- 
tions of  the  trimming  of  the  moment. 

Some  of  the  fruits  used  seem  to  be 
made  of  china,  wax,  metal,  anything,  in 
fact,  but  what  they  might  reasonably 
originate  from. 

SEALER  RETURNS  TO  ST.  JOHN'S 
WITH    7,000    PELTS    ABOARD 

The  sealing  steamer  Diana,  the  first 
of  the  fleet  to  return  from  the  annual 
hunt  off  the  northeast  coast  of  New- 

foundland, arrived  with  seven  thousand 
pelts  aboard.  Her  bows  were  damaged 
by  contact  with  ice  floes  which  held  the 
whole  fleet  prisoners  for  several  days. 
The  steamer  Eagle  followed  with  about 
the  same  catch.  The  remainder  of  the 
fleet  is  continuing  the  hunt. 
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Buyers'  Market  in  Furs  Has  Tendency  to 
Give  Optimistic  Outlook  to  the  Situation 

Raw  Pelt  Importers  Xo  Longer  Control  Situation — Labor  Conditions — Heavy  Demand   for 
Sprint  Goods  in  March  and  April — Russian  Sable  and  Persian    Lamb    Popular — 

Winnipeg  Auction 

MONTREAL  fur  manufactur
ers 

are  decidedly  optimistic  this 
month,  and  say  that  while  the 

element  of  uncertainty  is  still  an  im- 
portant factor  to  be  reckoned  with,  yet 

they  are  hopeful  that  next  month  will  see 
the  trade  once  more  upon  a  sane  and 
stable  footing.  The  importers  of  raw 
pelts,  they  claim,  are  no  longer  masters 
of  the  situation,  since  it  has  become  a 

buyers'  market,  and  consequently  the 
manufacturers  are  of  the  opinion  that 
as  long  as  they  can  keep  the  skin  dealer 

guessing  trade  will  be  in  a  healthy  con- 
dition of  uncertainty.  The  market  must 

be  played  down  as  low  as  it  possibly 
can  in  order  that  the  former  evils  of 
artificial  inflation  of  prices  may  not  be 
resumed,  and  so  spoil  the  chances  of  a 

healthy  restoration  of  the  trade  in  gen- 
eral. "The  constant  cry  of  a  fur  short- 

age is  more  or  less  of  a  ruse,"  claimed 
■one  man  interviewed  this  month,  "be- 

cause it  is  well  known  that  there  never 
has  been  a  real  fur  shortage,  although 

many  a  one  has  been  predicted  on  good 
authority.  It  is  only  propaganda  of  a 
sort.  This  year,  of  course,  the  trappers 
have  not  felt  it  worth  while  to  do  much 

trapping,  fearing  that  the  pelts  would 
not  fetch  enough  money,  only  25  per 

cent.  of  former  years'  trapping 
having  resulted,  whereas  in  the 

past  few  seasons  the  catch  has  been  ab- 
normally large,  just  because  the  prices 

were  exorbitantly  high,  yet  could  be  ob- 
tained." This  manufacturer  further 

went  on  to  explain  that  much  evil  had 
been  done  by  speculators  by  the  habit  of 

buying  furs  with  the  hope  of  realizing 

large  profits.  Now,  however,  every  ef- 
fort is  being  made  to  eliminate  every 

unnecessary  element  of  expense  in  order 

to  stabilize  matters  as  speedily  as  pos- 
sible. 

The    Labor    Situation 

As  far  as  labor  is  concerned  in  the 
Montreal  fur  trade  matters  have  come 
to  a  head  during  the  early  part  of  April. 

A  general  meeting  of  the  local  branches 

of  the  International  Fur  Workers' 
Union  was  held  recently,  when  it  was 

decided  to  approach  the  Fur  Manufac- 
turers' Association  for  the  purpose  of 

restoring  the  collective  agreement  for- 
merly in  vogue.  It  is  understood  that  no 

reduction  has  yet  been  made  in  wages 
rf  the  fur  workers,  but  a  new  contract 
has  not  been  made,  as  is  usually  the 
case  in  December  each  year,  owing  to 

the  exceptionally  unsettled  conditions  ex- 
isting in  the  trade.  It  seems  improbable 

that  labor  can  hope  to  maintain  its  pres- 

One  of  the   newest   niiiilc   wraps. — Cumminys  &  Cummings,  Montreal. 

ent  wage   scale,  for  the   time  being    at 
least. 

Another  prominent  manufacturer  in- 
terviewed stated  that  the  trade  was 

looking  to  the  New  York  sale  during  the 
week  of  April  11th  as  the  final  and  de- 

ciding factor  in  the  situation.  Prices 
brought  at  this  sale,  he  believed,  would 
represent  something  approximately  like 
the  true  value  of  the  skins  sold,  and 
would  reveal  to  what  extent  credit  was 

good  or  exhausted  entirely.  Prices  at 
present  are  undoubtedly  at  their  lowest 
level,  and  those  marked  by  the  makers 

on  goods  at  present  in  stock  are  abso- 

lutely right.  It  seems  probable,  how- 
ever, that  a  slight  increase  will  be  asked 

on  samples  for  the  1921-22  season. 

Playing   Up   Style   Element 

The  retail  stores  are  taking  on  an 

appearance  of  their  old-time  dignity  and 
attraction.  No  longer  are  startling  bar- 

gain prices  featured  on  show  cards  right 
in   the  middle  of  the  display. 

Instead,  the  style  element  is  played  up 
in  every  possible  way,  particularly  in 
respect  to  early  Spring  and  Midsummer 
peltries.  All  through  the  pre-Easter 
season  many  tempting  offers  were  made 
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by  furriers  who  were  too  heavily  over- 
stocked to  risk  carrying  much  over,  even 

in  the  face  of  a  probable  rise  in  prices, 
yet  the  number  of  women  who  purchased 
coats  with  an  eye  to  saving  money  later 
on  was  relatively  small.  Money  seemed 
to  be  scarce  still  as  regards  consumer 
buying.  However,  March  and  April  to  date 
have  been  exceptionally  good  months  as 
regards  the  demand  for  Spring  goods, 
and  the  vogue  for  Summer  furs  appears 
to  be  more  active  than  ever.  Russian 
sable  is  very  popular  in  Montreal  with 
fashionable  women  and  is  being  shown 
in  a  remarkably  wide  range  of  styles, 

from  the  single  skin  choker  to  the  larg- 
est wide  scarf  or  coatee.  Stone  marten 

runs  it  a  close  second,  while  mole  and 

squirrel  seem  now  to  be  accepted  as  per- 
ennial favorites  by  everyone.  Mole  is 

undoubtedly  the  choice  of  the  average 
woman  who  desires  a  scarf  which  will  be 

both  smart,  serviceable,  yet  not  too  ex- 
pensive. It  looks  particularly  well  with 

either  navy  blue  or  brown  costumes,  and 
is  as  light  as  a  feather  in  weight. 

One  unusually  lovely  scarf  which  is  to 
be  featured  among  the  samples  for  next 
season  was  of  Scotch  mole,  designed  in 
the  wide  cape  effect  draped  softly  in 
front  into  shaped  ends  containing 
pockets.  The  pockets,  by  the  way,  were 
heavily  embroidered  in  henna  colored 
chenille,  outlined  with  gilt,  and  were  de- 

cidedly novel  and  effective. 

Persian  Lamb   Models 

Some  particularly  striking  model  coats 
for  next  Winter  were  noticed  at  another 
prominent  house  in  Montreal,  developed 
in  the  finest  grade  of  Persian  lamb,  with 
a  wonderfully  broad  and  glossy  curl,  al- 

most resembling  a  broad-tail  in  appear- 
ance. A  wide  border,  collar,  cuffs  and 

belt  of  Hudson  seal  were  used  to  relieve 
the  lamb  and  the  whole  effect  was  un- 

usually effective.  Persian  lamb  will  rival 
Hudson  seal  closely  in  the  line-up  of 
smarter  fur  wraps  next  season,  and  will 
be  shown  in  entirely  new  designs  and  in 
combination  with  different  furs,  so  that 
much  variety  and  smartness  will  be 
achieved.  Linings  in  these  wraps  will 
be  of  the  most  colorful  and  sumptuous 
type  and  all  the  little  refinements  which 
go  so  far  towards  influencing  the  choice 
of  the  average  woman  will  be  more  care- 

fully carried  out  than  ever.  Pockets  are 
shown  beautifully  shirred  and  trimmed 
with  the  daintiest  of  quillings.  Inner 

cuffs  in  puff  effect  encircle  the  wearer's 
wrist  and  protect  it  from  chilly  winds, 
while  an  inside  girdle  of  satin  is  pro- 

vided to  permit  the  wearer  to  take  the 
strain  off  her  shoulders  and  support  the 
full  folds  of  the  back  from  the  waist 
line. 

Kolinsky,  mink,  mole  and  oppossum 
are  still  others  to  come  forward  in  the 
limelight  of  popularity  for  next  season, 
the  first  three  named  being  particularly 
effective  when  made  up  in  the  newest 
wrappy  styles,  featuring  the  enormous 
cape  collars,  which  roll  so  softly  about 

the  wearer's  throat.     It  is  probable  that 

the  all  Hudson  seal  coat  will  not  be  so 

popular  with  the  woman  who  can  afford 
something  a  little  more  unusual,  for  so 
many  of  the  former  variety  are  now  seen 
that  the  woman  of  exclusive  tastes  na- 

turally will  prefer  to  select  something 
out  of  the  ordinary. 

Designers  of  the  most  exclusive  lines 
of  furs  have  recently  returned  from 
Paris  and  now  hard  at  work  creating 

and  adapting  for  the  Canadian  trade  the 
wonderful  conceptions  of  the  Rue  de  la 

Paix,  or  the  Place  Vendome.  No  def- 
inite announcements  regarding  these 

lines  can  be  expected  before  May  or 
June,  as  the  question  of  prices  cannot 
be  determined  for  several  weeks  yet. 
It  is  not  expected  that  any  really  radical 
novelties  will  be  introduced,  as  the  pres- 

ent situation  in  Paris  is  extremely  un- 
certain, owing  to  the  low  rate  of  French 

exchange,  the  unusual  mildness  of  the 
Winter  and  the  reluctance  of  buyers  to 
purchase  at  the  prevailing   high   prices. 

Consumer's  Price  Limit 

Most  retailers  agree  that  the  experi- 
ence of  the  past  Winter  has  taught  them 

exactly  how  much  the  consumer  is  will- 
ing to  pay  for  every  type  of  fur  garment 

or  accessory.  No  matter  how  high  coon 

skins  went,  it  was  found  that  the  aver- 
age man  would  not  pay  one  cent  over 

$200  for  a  coat,  and  seemed  inclined  to 
stick  at  $150.  The  same  held  good  in 

'muskrats  with  women,  and  it  is  there- 
fore good  news  to  hear  that  several 

prominent  firms  are  sending  out  samples 
of  really  smart  and  serviceable  muskrat 
coats  at  a  moderate  price,  which  will 

appeal  strongly  to  the  woman  of  mod- 
erate means  who  has  previously  denied 

herself  the  pleasure  of  a  much  needed 
fur  garment.  It  should  be  borne  in  mind 
that  southern  muskrat,  although  not  so 

prettily  marked  as  the  commoner  north- 
ern variety,  is  so  silky  and  lustrous  in 

appearance  and  so  light  in  weight  that 
it  cannot  fail  to  appeal  to  every  woman 
and  girl.  It  will  undoubtedly  be  a  popu- 

lar choice  with  the  retail  fur  department 
section  in  stores  throughout  Canada 
later  on. 

Manufacturers  in  general  admit  that 
there  will  probably  never  occur  again  so 
advantageous  an  opportunity  to  stock  up 
in  furs  of  all  sorts  at  low  prices  as  is 
now  the  case.  It  is  therefore  not  sur- 

prising that  orders  have  already  begun 
to  come  in  from  outside  places,  although 
few,  if  any,  travelers  have  been  sent  out 
on  the  road  yet.  Everything  depends 
upon  the  results  of  the  New  York  sale, 
and  until  that  is  a  thing  of  the  past  no- 

body can  say  whether  prices  are  to  be 
higher  or  lower. 

Second   Auction   Scheduled    in    Winnipeg 

The  initial  offerings  of  the  Winnipeg 
Fur  Auction  Sales  Co.,  which  took  place 
in  Winnipeg  on  March  14,  brought  more 
than  $50,000,  under  the  hammer.  The 
entire  collection  consisted  ef  162  lots. 
Local  fur  men  were  satisfied  with  the  re- 

sults of  the  first  auction  and  have  sched- 

uled the  second  sale  about  one  month 
later.  Larger  quantities  of  furs  will  be 
offered  at  that  time.  H.  Yewdall,  man- 

ager of  the  auctions,  presided  as  auc- tioneer. 

Muskrat,  for  which  there  was  keen 
competition,  brought  from  85  to  90  cents 
for  Fall  and  Winter  skins.  Spring  rats 
ranged  from  $1.18  to  $1.60.  Other  prices 
were:  mink,  $3.50-$10;  lynx,  $14-$23; 
beaver,  $15-$18.50;  dressed  beaver, 
$28.50;  wolf,  $8-$9;  timber  wolf,  top 
price,  $15.50;  fisher,  $25-$95;  marten, 
$28-$32.50;  otter,  $21.50-$25;  bear,  $3- 
$10;  weasel,  23  cents  to  60  cents;  badger, 
50  cents  to  60  cents;  skunk,  $2.50-$3; 
silver  foxes,  $50-$150;  black  fox,  $105; 

cross  fox,  $30;   red  fox,  $9-$15.50. 

ADVANCE  IN  FUR  PRICES  IN  NEW 

YORK  AUCTION 

The  latest  advice  from  the  fur  auction 
in  New  York  is  as  follows:  — 

Prices  obtained  for  Russia"*!  sable,- 
Canadian  marten,  baum  marten,  and 
other  furs  for  Summer  and  early  Fall 
use,  featured  the  opening  sessions  of  the 
sixth  annual  Spring  fur  sale  in  the  Ma- 

sonic Hall.  Despite  the  comparative 
lateness  of  the  wholesale  season  for  the 

furs  mentioned,  they  brought  advances 
ranging  from  15  to  35  per  cent,  over 
those  paid  for  similar  pelts  at  the  Winter 
sale  here  in  January.  An  interesting 
thing  about  the  offering  of  Canadian 
marten  was  that  it  was  larger  than  any 
of  the  collections  of  this  fur  to  be  put 
up  at  the  forthcoming  London  sales. 

Excepting  for  wild  cat  and  otter,  both 
of  which  declined,  all  of  the  skins  sold 

brought  higher  prices  than  those  ob- 
tained for  similar  furs  at  the  January 

sale  of  the  New  York  Fur  Auctien  Sales 

Corporation.  The  actual  percentages  of 
increases  were:  wolverine,.  25;  fisher, 
15;  Russian  sable,  15;  Canadian  marten, 
20;  baum  marten,  35;  stone  marten,  15; 
Alaska  seal,  dressed  and  dyed,  10. 

Northern  wild  cat  dropped  25  per  cent, 
and  Southern  wild  cat  declined  50  per 
cent.  The  drop  in  otter  amounted  to  TV2 
per  cent,  in  northern  skins  and  10  per 
cent,   in   southern. 

Total  sales  for  first  day  exceeded 

$500,000. 

NO  TIME  FOR  CEREMONY 

Beth's  Hat  Shop,  first  floor,  Jackson 
Building,  Ottawa,  announces  that  no 

millinery  opening  will  be  held  this  sea- 
son owing  to  the  very  remarkable  fact 

that  there  is  no  time  for  one.  The  pat- 
ronage extended  to  the  store  has  been 

most  encouraging,  the  millinery  offering 

having  apparently  created  a  sensation  in 

the  city.  Wonderful  new  models  are 
now  on  view  the  shades  being  unique 

and  trimmings,  every  one    distinctive. 
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MOLE 
favored 
for  next  season 

Spring 
Styles 
Write  for 
our  latest 
booklet. 

Our  new  samples  are 
well  worth  waiting  for. 

Cummings  &  Cummings 
MONTREAL 
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Fancy  Oxford  V ests 

For 

Evening,  Wear 

*'        yt     -r 

For 
Summer  Wear 

Some  of  the  StitcKes 

The  Oxford  wide  selection  ot 
stitches  includes  the  Richelieu, 

Fancy  stitch,  Lace  Cloth  (mercer- 
ized yarn,  very  rich  in  appear- 
ance), Porous,  Velvet  Knit  (a  very 

fine  soft,  smooth  finish) — One- 
and  One  Stitch — and  many  others. 

This  will  &ive  you  an  idea  of  the 
ran&e  you  can  offer  your  custom- 

ers in  Oxford  Underwear. 

The  Oxford  range 

meets  every  demand 

An    Oxford  garment  is  a 

dependable  garment 

Some  of  tKe  Finishes 

Vests  with  straps  of  washable 
Lingerie  Ribbon,  daintily  finished. 
Vests  finished  with  Torchon  Lace 

in  square  neck,  "V"  neck  or round  neck.  Very  rich  looking 
and  durable  finish. 
Vests  finished  with  an  attractive 

lace  closely  resembling  a  hand- 
crocheted  lace. 

Others  equally  as  attractive. 

THE  OXFORD  KNITTING  COMPANY 

T.  H.  WARDELL, 
24  Aikins  Block,  Winnipeg 

LIMITED 

AA'oodstock  -  -  Ontario 

Represen  tatives : 
*  H.  R.  BLADE 

Carleton  Chambers,  Ottawa 
F.  W.  McLEAN 

5  Paddock  St.,  St.  John,  N  B. 
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Big  Consumer  Demand  For  The 
Knitted  Cape 

The  Sweater  Still  Very  Popular — Novelties  In  Bathing  Costumes — Tuxedo  in  Great  Favor 
— Knitted  Cape  Having  Unusual  Run  —  Publicity    for    Knitted    Goods 

KNITTED  wool  novelties  in  outer 
garments  are  a  distinctive  feature 
of  the  spring  season  in  Montreal 

shops.  Those  who  pessimistically  pre- 
dicted the  downfall  of  the  sweater  from 

its  time-honored  place  are  forced  to  ad- 
mit that  they  were  utterly  mistaken,  for 

an  unexpected  impetus  has  been  notice- 
able in  this  branch  of  the  ready-to-wear 

line  in  knit  goods  for  the  past  few  weeks. 
No  matter  whether  it  be  of  art  silk, 
fine  or  heavy  wool,  Jersey  cloth  or  some 

indescribably  novel  fabric"  as  yet  un- 
named, the  sweater  has  blossomed  forth 

undaunted  by  its  critics,  and  is  indeed  a 
thing  of  beauty  and  a  joy — well,  if  not 
forever,  for  a   season  at  least! 

After  a  season  of  pronounced  quiet- 
ude in  these  lines,  the  makers  have  ap- 

parently come  to  the  conclusion  that 
drastic  measures  were  necessary  to 
awaken  the  public  out  of  its  apathy,  and 
foreseeing  that  the  public  would  demand 

something  "different"  or  else  would  be 
tempted  to  adapt  cottons  or  silks  to 
some  novel  purpose  made  feasible  by 
lowered  prices,  they  have  eclipsed  all  for- 

mer efforts  and  brought  forth  a  type  of 
garment  entirely  devoid  of  dowdiness, 
and  as  far  removed  from  the  old-time 

"fascinator"  or  crudely  fashioned  spen- 
cer as  can  possibly  be  imagined. 

Knitted  wear  nowadays  is  designed  to 
meet  the  approval  of  the  most  discrimi- 

nating class  of  customers,  those  who  can 
afford  to  buy  the  best  and  have  plenty 
of  leisure  time  in  which  to  think  about 
clotnes  and  amusements.  The  epithet 

"sports"  as  applied  to  clothes  is  now 
permanently  established  and  stands  as  a 
kind  of  hall-mark  of  better  clothing  for 
informal  wear.  The  knitted  wear  mak- 

ers have,  therefore,  taken  a  step  in  the 
right  direction  in  recognizing  the  possi- 

bilities of  knitted  sports  clothes,  and 
this  season  they  have  decidedly  revolu- 

tionized this   particular  realm  of  attire. 
The  June  bride,  be  it  noted  in  passing, 

is  already  on  the  lookout  for  knitted 
wear  of  every  sort  and  description,  since 
the  foremost  fashion  magazines  have 
talked  of  nothing  else  for  some  months 
past,  and  have  featured  any  number  of 
charming  pictures  portraying  the  smart 
set  of  Palm  Beach,  etc.,  thus  arrayed. 
There  appears  to  be  a  place  for  knitted 

wear  in  one's  wardrobe  for  every  hour 
of  the  day,  and,  although  the  title  of 

"sport  clothes"  is  nowadays  a  vague 
term,  yet  this  season  it  will  undoubtedly 
signify  the  knitted   garment. 

Leaving  aside  the  question  of  wear- 
ing  apparel    proper,    there   is   an   enor- 

mous range  of  fashions  in  new  bathing- 
costumes  entirely  of  knitted  fabrics  and 
weaves,  some  of  which  are  incredibly 

lovely  and  far  removed  from  the  ex- 
tremely simple  mannish  style  known  as 

the    one-piece   suit.      Made     in     Princess 

Miladi's  newest  sports  wrap  combines 
smartness  and  utility.  Stunning  import- 

ed knitted  cape  of  American  Beauty 
shaded  yarn,  with  long  enveloping  scarf 
in  place  of  a  collar.  The  deep  fringe  is 
of  rose  and  grey  silk.  The  new  yo  e 
effect  is  an  important  feature  of  tae 
shoulder  line. 

Shown  by  courtesy  of  Holt,  Renfrew  & 
Co.,  Montreal. 

style  with  jaunty  short  skirt,  sometimes 
fashioned  in  tunic  effect  with  braiding 
or  plaiting,  and  contrasting  inset  bands, 

or  else  flounced  crisply 'in  taffeta  to  the 
waist,  these  bathing  suits  are  scarcely 
recognizable  as  such.  Retailers  predict 
a  large  vogue  for  these  novel  costumes, 
and  it  is  quite  certain  that  a  display  of 
several  of  the  more  unusual  styles  will 

interest  every  customer  who  contem- 
plates the  purchase  of  a  bathing  suit. 

Besides  swimming  suits,  there  are  the 

golf  and  tennis  costumes  of  knitted  ma- 
terial, in  plain  and  contrasting  colors, 

designed  in  bloomer  or  skirt  effects,  and 
worn  with  tuxedo  coats  or  the  new  knit- 

ted middies  in  regulation  effect.  Hea- 
ther mixtures  seem  to  be  most  favored 

for  these  garments,  and  smartness  vies 

with  practicability  in  the  "tout  ensem- 

ble." 

The  Tuxedo  Sweater 

Never  were  prettier  knitted  sweaters 
offered  to  a  jaded  and  blase  world  of 
femininity  as  have  been  sent  out  by  the 

makers  this  spring.  It  would  be  impos- 
sible to  enumerate  all  the  varieties  ob- 

served at  the  various  stores  or  at  the 

manufacturers',  yet  it  may  be  noted  in 
passing  that  the  tuxedo  style  leads  all 
others,  both  in  silk  and  wool  or  jersey, 
and  is  expected  to  continue  upon  its 
triumphant  career  right  through  the 
year.  The  vestee  is  passee,  however, 
when  made  of  wool,  as  the  vogue  for 

dainty  lace  or  other  embroidery  has  be- 
come an  important  feature  of  the  sea- 
son. One  retailer  stated  to  Dry  Goods 

Review  that  nine-tenths  of  his  saies  in 
the   sweater  section  were   in  tuxedos. 

Every  possible  sort  of  variation  is  be- 
ing tried  out  in  these  sweaters,  such  as 

drop  stitching  on  the  silk  styles,  drawn 
work  in  wide  stripes,  vivid  raffia  em- 

broidery, and  plaited  designs  in  bright 
colors  woven  all  over  the  fabric.  A  very 
simple  but  effective  trimming  noticed 
on  one  plain  jersey  tuxedo  of  turquoise 
shade  was  a  coarse  buttonholed  edging 
of  white  angora  yarn  and  fluffy  tassels 

of  the  same  tipping  the  sash  ends.  An- 
other very  clever  jersey  coat  was  all 

white  and  had  its  lower  edge  turned 
up  all  round  and  buttoned  over  on  the 
right  side  with  pearl  buttons,  like  a 
middy  blouse.  Sleeveless  knitted  coats 
are  also  featured  in  the  smartest  shops 
in  Montreal,  some  of  which  in  dove  grey 
are  collared  and  pocketed  in  baby  blue 
angora,  and  are  buttoned  up  under  the 
arms  as  well  as  down  the  front.  Tie- 
back    styles   in   both   surplice   and   pull- 
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over  effects  are  largely  featured  in  all 
sorts  of  yarns  and  knitted  fabrics.  The 
sashes  are  quite  bouffant  so  that  they 
may  be  tied  in  perky  bows  behind  or  at 
the  side.  Plainer  styles  are  simply  trim- 

med withgbands  of  shaggy  angora  or  mo- 
hair   in    "soft    harmonizing    tones. 

Pull-Over  Reappears 

The  pull-over  sweater  has  reappeared 
this  season  in  the  simplest,  most  boyish 
effects,  quite  devoid  of  the  inartistic  flare 

and  fullness  of  last  year's  models.  The 
best  styles  this  spring  are  of  light  weight 
yarns,  developed  in  either  plain  or  rib- 

bed effects  (both  vertical  and  horizontal) 
and  either  belted  with  a  narrow  sash  or 
by  a  ribbon  girdle  threaded  through  open 
slots.  The  length  is  ordinarily  to  just 
below  the  hips,  but  quite  short  effects 
are  popular  with  young  girls  as  well. 
Little  pockets  are  sometimes  noticed  on 
the  left  side  of  the  sweater,  either  above 
or  below  the  belt.  The  necklines  are 
always  devoid  of  collars,  and  rounded 
to  permit  the  popular  Peter  Pan  collar 
to  appear  over  the  edge.  The  smartest 
sweaters  have  long  sleeves,  although  a 
few  are  noticed  in  pastel  shades  in  very 
fine  yarns  which  feature  elbow  lengths 
and  are  destined  for  wearing  with  light 
skirts  of  sheer  fabrics. 

HigK  Neck  Model 

The  woman  who  prefers  the  high  neck 
upon  all  occasions  may  indulge  her  taste 
in  sweaters  this  season,  as  several  cle- 

ver models  are  featured  with  a  high 
choker  collar  buttoned  severely  to  the 
chin  with  round  ball  buttons  of  white 
ivory.  The  elderly  lady,  too,  will  find 
the  graceful  folds  of  the  latest  silk 
throw-over  delightfully  becoming,  and 
the  new  drawn  work  effect  featured  on 
these  models  lends  a  lacy  touch  which 
is  quite  unique. 

The  Knitted  Cape 

But  sweaters  are  taking  second  place, 
despite  their  charm,  in  comparison  with 
the  newest  arrival  in  the  realm  of  knit- 

wear, namely,  the  knitted  cape.  One 
wonders  why  knitted  capes  were  never 
brought  out  before,  and  already  the  re- 

sponse on  the  part  of  the  public  is  as- 
tonishingly large.  Capes  in  plain  and 

striped  effects,  with  the  stripes  running 
either  up  and  down  or  round  and  round, 
or  in  sblid  colors  with  wide  ribbing 
only  as  the  trimmings,  are  being  offered 
in  the  stores  at  surprisingly  low  prices. 
The  feature  about  these  garments  which 
is  most  played  up  by  the  retailer  at 
present  is  the  fact  that  they  are  appro- 

priate for  every  hour  of  the  day  for  sum- 
mer wear,  and  are  quite  as  suitable  for 

wear  over  the  bathing  suit  as  they  are 
for  tea  at  the  golf  club  or  over  one's 
thin  frock  to  the  informal  dance.  For 
this  reason,  therefore,  if  for  no  other, 
the  knitted  cape  is  going  to  have  a  tre- 

mendous vogue.  Whether  the  cape  is 
collared  in  shaggy  angora  or  smartly 
scarfed  in  contrasting  jersey  with  long 

ends  to  throw  back  about  the  shoulders, 
is  immaterial,  so  long  as  the  body  of  the 
wrap  is  of  ordinary  knitted  wool  in  any 
color  from  white  to  black  and  including 

an  enormous  amount  of  plain  grey  in  ac- 
cordance   with   the    vogue. 

Scarves  of  almost  innumerable  varie- 
ties are  greatly  in  demand  in  Montreal 

just  now,  and  are  being  featured  in  knit- 
ted silks,  wool  and  cashmere  effects  in 

striped  color  combinations.  Rainbow 
combinations  are  leading  in  favor,  and 
it  appears  that  the  colors  cannot  be  too 
bright.  It  might  be  noted  in  passing 
also  that  knitted  fruits  and  flowers  are 

tremendously  popular  as  corsage  and 
millinery  trimmings,  in  such  tones  as 
cherry,  purple,  green,  and  orange,  and 
really  charming  little  conceits  are  being 
featured  of  these  vivid  yarns  to  accom- 

pany the  grey  gown  or  hat. 
One  Montreal  retailer  is  making  a 

specialty  of  jersey  suits  which  are  eager- 
ly being  snapped  up  by  smart  women, 

and  from  present  indications  it  would 
seem  as  though  every  woman  will  own 
one  by  the  time  summer  is  here.  Dark 
greys  are  sold  out  almost  immediately, 
and  seem  to  be  the  preferred  choice. 
Knitted  coats  and  skirts  of  all  white 

wool,  striped  in  bright  colors  and  heav- 
ily fringed,  are  much  liked  by  exclusive 

women  who  are  not  deterred  by  fears  of 
frequent   visits    to    the   cleaner. 

Publicity    for   Knitted   Goods 

From  present  indications  the  manu- 
facturers intend  to  commence  a  really 

definite  campaign  in  the  near  future  to 
impress  the  public  with  the  advantages 
derived  from  wearing  knitted  apparel. 
And  in  view  of  the  fact  that  most  gar- 

ments are  really  decidedly  inexpensive, 
besides  being  extremely  durable,  it  will 
readily  be  understood  that  knitted  outer- 

wear is  more  of  an  every  day  commodity 
for  general  use  than  a  luxury  or  a  fad 
for  the  time  being. 

The  makers  state  that  retailers  will 
make  no  mistake  in  buying  frequently 
but  not  necessarily  in  large  quantities, 
keeping  in  mind  the  wisdom  of  select- 

ing a  wide  range  of  samples  which  will 
not  be  duplicated  too  often  in  each  lo- 

cality. In  knitted  goods,  especially,  is 
it  important  that  the  styles  shown  be 
right    up    to    the    minute. 

It  should  not  be  assumed,  either,  that 
the  greater  demand  for  these  goods  will 
come  from  the  leisure  class  exclusively. 
Knitted  wear  will  be  called  for  during 
the  summer  months  by  every  woman  and 
child  who  goes  to  the  country  or  lives  in 
the  suburbs — in  fact,  everybody  who 
ocmes  to  be  correctly  attired  on  all  occa- 
sions. 

Better  Demand 
For  Hosiery 

Of  Quality 
Heather     Hose     Showing    Up     in    Light 

Weight — Orders    for    Red 
Hosiery 

In  probably  no  line  of  women's  wear- 
ing apparel  has  the  pressure  of  the  last 

few  months  been  so  keenly  felt  as  in 
hosiery.  Not  that  there  has  been  a  der 
crease  in  the  sale  of  hose,  but  the  stock 
which  has  been  disposed  of  has  been  of 
a  distress  nature  and  the  profit  has  been 

comparatively  small.  A  Toronto  manu- 
facturer, however,  informs  Dry  Goods 

Review  that  a  decided  change  has  been 
noticed  in  the  last  few  weeks.  The  de- 

mand now  is  for  a  better  grade  of  hose. 
Even  where  economy  is  a  necessity, 
women  have  at  last  discovered  that  cheap 

stockings  are  worse  than  useless.  The 
opportunity  is  now  afforded  retailers  of 
stocking  better  lines.  Hosiery  reflects 
credit  or  discredit  on  the  merchant  very 

quickly  after  the  sale  is  made.  In  the 

supposedly  good  lines  being  shown  to- 
day there  are  many  which  will  not  stand 

up  under  very  ordinary  wear.  They  sell 
the  first  time  because  the  flaws  and  weak 

spots  are  not  discernible,  but  repeat 
orders  are  considerably  less  than  the 

original  ones. 
Take,  for  example,  the  drop-stitch 

hose:  many  of  these  are  made  too  short. 
Customers  are  complaining  everywhere 
that  they  cannot  purchase  stockings 
which  are  of  a  comfortable  length.  These 

should  be  at  least  twenty-seven  inches 
from  sole  to  top,  and  if  possible  twenty- 
eight  inches. 

The  heather  hose  in  wool  had  such  a 

splendid  run  during  last  Fall  and  Winter 
that  the  manufacturers  have  tried  the 
same  line  out  in  silk.  They  come  in  the 
same  shades  as  the  wool  hose — copper, 

green,  grey  and  blue  mixtures.  Con- 
trary to  the  prophecy  that  these  could 

not  be  turned  out  in  as  light  a  weight 
as  the  ordinary  silk  hose,  the  heather 
silk  stockings  are  surprisingly  light  and 
sheer  in  effect.  The  best  of  these  are 
selling  at  $10  a  dozen  to  the  trade,  but 
there  is  already  on  the  market  a  line 
at  $7.50.  In  Paris,  all  colors  of  hose  are 
being  worn  with  black  shoes,  but  New 
York  still  favors  the  same  color  for 

shoes  and  stockings.  The  red-heeled  and 
red-strapped  pump  has  already  had  its 
influence  on  hosiery  in  Toronto.  Several 

firms  have  placed  orders  for  red  stock- ings. 

REDUCTIONS  IN  royalties  have  been 

approved  by  the  Ontario  Fish  and  Game 

Committee  amounting  to  between  $10,- 
000  and  $15,000.  The  only  increase  in 

royalties    was    in    regard    to   white    fox, 

the  royalty  now  being  $1.50  per  skin  as 
compared  with  50  cents  heretofore.  The 
reductions  were:  on  fisher,  from  $2  to 
$1.50;  red  fox,  from  $1  to  75c;  cross 
fox,  from  $2  to  $1.50,  and  muskrat, 
from  8c  to  5c. 
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Write  for  New  Catalog 
of 

Monarch -Knit  Hosiery 

. 

THIS  catalog  lists  and illustrates  our  com- 
plete line  of  Hosiery  for 

Men  and  Women. 

It  also  exemplifies  the  con- 
structional points  which 

make  Monarch-Knit  Hos- 

iery superior  in  style,  com- 
fort, fit  and  wearing  qual- 

ities. 

It  will  prove  a  great  con- 
venience to  you  in  placing 

orders,  as  it  will  enable 

you  to  select  just  the  lines 
that  your  trade  requires 
and  also  to  keep  your  stock 
well  assorted  at  all  times. 

Write   for    Your    Copy  To-day. 
Prompt  delivery  of  all  your  orders  is  assured. 

The   Monarch   Knitting   Co.,   Limited 
Head  Offices:    Dunnville,   Ont. 

Factories  at  :    Dunnville,  St.  Catharines  and  St.  Thomas,  Ont. 
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April  4  is  the  Day 
The  most  powerful  and  dominating  Hosiery  Ad- 

vertising Campaign  ever  attempted  in  Canada 
commences. 

Watch  for  the  forceful,  appealing,  large  space 

advertisements  of  "Little  Darling"  and  "Little 

Daisy"  hosiery  in  leading  newspapers  and  farm 
publications. 

Tie  up  to  this  campaign.  Get  behind  the 

tremendous  pulling  power  of  these  striking  ad- 
vertisements. A  strong,  profitable  demand  is 

assured. 

Get  your  stock  in  AT  ONCE — there  is  no 
time  to  lose. 

LITTLE  DARLING' 
'•LITTLEDAISY', /RE/Gl/STtRfeQ 

The  Chipman-Holton  Knitting  Co.,  Limited,  Hamilton,  Ontario 
Mills  at  Hamilton  and  Welland,  Ontario 
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MADE  IN  CANADA 

"INGERSOLL-KNIT" 
WASH  CLOTHS 

TOWELS 
BIBS 

"Ingersoll  Knit"  invariably  means 
sturdy  texture,  but  delightfully  soft  to 
the  touch  and  absorbent. 
Distinctive  border  effects  in  attractive 

colorings — that  stay  attractive — make 
this  a  bright,  appealing  line  to  display. 

Increase  your  sales  with  an  "Ingersoll- 
Knit"  display  of  Towels,  Bibs  and 
Wash  Cloths. 

Satisfy  your  customers  with  these  de- 
pendable lines. 

JUNE  BRIDES  will  want  them.  Pre- 
pare to  meet  their  needs  now.  Stock 

up  early! 
May   we  send  you  samples? 

INGERSOLL  KNITTING  COMPANY 
Ingersoll,  Ontario 

?Til 
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CL1FT  &  GOODRICH,  Inc. 
328-330  BROADWAY 
NEW    YORK    CITY 

Hosiery 

Bathing  Suits 
Knit  Underwear 
Nainsook  Underwear 

Men's  Cotton  Sweaters 

Commission 

Me  r  chants 
:      :      to  the      :      : 

Jobbing  Trade 
Exclusively 
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W hat's  in  a  Name? 
Unless  the  goods  bearing  that  name  have  been 

tried  out  by  the  public  for  a  number  of  years — 
unless  they  have  given  every  satisfaction  in 
every  respect  and  in  every  case,  —  a  name  is 
worse  than  useless. 

But  there  is  a  distinct  selling  power  behind 

such  a  name  as  "Penmans."  For  years  the 
public  has  been  familiarized  with  the  never- 
failing  comfort,  durability,  style  and  genuine 
worth  of  hosiery  bearing  the  name. 

rf&nmaaj  Hosiery 
"THE  STANDARD  OF  EXCELLENCE" 

=4* 
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Hawthorn  Fabrics  are  the 

vogue  for  sports  clothes.  Mer- 
chants who  desire  to  cash  in  on 

the  big  demand  for  smart  out- 
door apparel  can  obtain  Haw- 

thorn Fabrics  either  by  the 
yard  from  their  wholesaler  or 

in  wonderfully  smart,  ready- 
to-wear  garments  from  leading 
Canadian  manufacturers. Canadian  Product 

A  national  advertising  cam- 
paign for  Hawthorn  Fabrics, 

including  beautiful  color  pages 

in  the  magazines  and  full-page 
ads  in  the  newspapers,  starts 
this  month. 

Stock  up  now  and  take  advan- 
tage of  the  demand  that  will 

be  created. 

HAWTHORN  MILLS,  Limited,  Woollen  Manufacturers,  Carleton  Place,  Ont. 
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NOW  MADE   IN    CANADA    BY 

THE  BUTTERFLY  HOSIERY 
CO.  LIMITED 

DRUMMONDVILLE.    QUEBEC 

utterfly  Silk  Hosiery  is  a  ready  seller, 

not  only  because  it  is  attractive  in  itself  to 
the  highest  degree  and  is  handsomely 
boxed,  but  it  has  other  REAL  selling 

points. 
It  fits  without  wrinkles  at  toe,  instep 

or  ankle. 

Q  It  has  a  ravel  stop  and  sensible  garter 

tops. 

Q  There  is  a  choice  of  fifteen  shades  in 

three  grades  of  silk. 

Q  Long  wear  is  assured,  and  the  price 
is  moderate. 
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THE  BETTER  QUALITY 
AT  REGULAR  PRICES 

lor  the  woman  who  is  particular  that  her  silk 
hosiery  should  be  absolutely  in  harmony  with 
the  color  of  her  gown,  Butterfly  Silk  Hosiery 
has  a  special  appeal.  A  sale  can  always  be  made 
from  the  range  of  fifteen  correct,  tones. 
For  the  woman  who  is  keen  on  Perfect  fit, 

the  improved  shaping  in  the  knitting  of  Butter' 
fly  Silk  Hosiery  is  a  deciding  fadtor. 

For  the  woman  with  practical  views  regarding 
long  wear  and  moderate  cost,  Butterfly  Silk 
Hosiery  is  in  a  class  by  itself.  In  fad:,  it  would 
be  difficult  to  define  a  class  of  women  that 

would  not  prefer  Butterfly  Silk  Hosiery. 

Doesn't  this  solve  a  problem  for  you? 
YOUR   JOBBER  CAN   SUPPLY  YOU 

Made  in  Canada  by 

THE  BUTTERFLY  HOSIERY  CO. 
LIMITED 

DRUMMONDVILLE,  QUEBEC 

Sole   Selling   Agents:    E.    H.   Walsh    6?    Company,    Limited 
ONTO  MONTREAL  WINNIPEG  VANCOUVER 

SI^SI^ISM^HSffiSS^HiSMilfflfflBH rij 
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Fast  Movers  in  Underwear 
N.S.  and  EUREKA  BRANDS 

/or   MEN 
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Quality  Goods  Are  Dependable 
Our  Jerseys  are  not  only  of  to-day,  the}-  have  a  lasting  quality 
that  builds  trade  for  the  future.  Please  the  boys  of  to-day  and 
you  have  the  men  of  to-morrow. 

The  quality  of  our  Jerseys  is  of  such  a  high  standard  the}'  are 
bound  to  last  longer,  and  look  better  on  your  customers, — 
men  and  bo  vs. 

THEY  SELL THEY  SATISFY! 

Summer  sports  will  call  for  Jerseys.  Give  your  cus- 
tomers the  quality  that  they  will  be  proud  of. 

JERSEYS — every  thread  pure  wool — for  Men,  in 
V-Neek,  Pullover  and  Athletic — for  boys  in  Pullover, 
Shoulder-fastening  or  V-Neck  styles. 

JERSEY'S  LIMITED 455  King  Street  W.,  Toronto 
«*»«    «»*" 

OY.  BRAND 
OTTAWA    VALLEY 

Piue WJao£ Ihulecweeu: 

In  Underwear  as  in  a  Suit  of  Clothes 

it's  the  QUALITY  that  Counts 
You'll  never  find  the  O.  V.  VELVO- 
KNIT  Trade  Mark  on  any  but  the 
highest  grade  and  best  quality 
underwear. 

Finer,  softer  and  more  elastic  than 
the  average,  VELVOKNIT  has 
many  special  features  that  commend 
it  to  the  discriminating.  The  Flat 
Locked  Seams  that  never  chafe, 
the  Superfine  Soft  Collarette  and 
the  Inset  Military  Shoulder  are  just 
the  kind  of  selling  points  that  will 
appeal  to  the  best  trade  in  your 
locality. 

"TSteSXhitT   is  the  superfine 
grade  of  O.V.  Brand  Underwear 

Manufactured  by 

BATES  &  INNES,  LIMITED 
'5BA7.E.5*ca        Carleton  Place,  Oni. 3S  Vt  N.<holai  St. 
HOMTRIAl^Qvl. 

ft-lOW»ff,n«tanStL 
,       TORONTO.Owt. 

V 

C.E. WINKS 
44Aikin  Block 
WINNIPEG 

MAN. 



Dry  Goods  Review KNITTED     GOODS 

87 

Dexter 
COTTON 

Good 

Merchandise 
Well 

Advertised 
TIG.B.  Doxtor 

Foundcrl620 

Every  national  art  embroidery  publication,  without  ex- 
ception, is  carrying  Dexter  sales-making  messages  to 

millions  of  women   who  knit,  crochet  and  embroider. 

Dexter  advertising  is  creating  new  customers  for  you. 
Dexter    quality    is    holding    them. 

Complete  assortments  are  always  carried  at  our 
conveniently   located  sales  offices. 

Cal. 
881    Broadway.    New    York    City. 
50  Sansome    Street,    San    Francisco 
67    Chauncy   Street,    Boston,    Mass. 

323.  W.     Jackson     Boulevard,     Chicago,     III. 
220  Decatur  Street,    New  Orleans,    La. 
308  Jacobson    Building,    Denver,    Colo. 
505  New   Birks   Bldg.,    Montreal,    Canada. 
201   North    Liberty    Street.    Baltimore,    Md. 

Write  to-day   for  our   new   illustrated   catalog  and  price   list. 

Dexter  YaTti  Co. 
£pawluc/ce£,  i£Z  l££A. &  X: 

UNSHRINKABLE 

The  Underwear 

ihatOVertiears   34 ATLANTIC  UNDERWEAR 
LIMITED 

MONCTON        -         -         RB. 
E.  H.  Walsh  &  Company 

Montreal  &  Toronto 

Selling  Agent*  for  Quebec,  Ontario  and  Western  Provinces 
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BALLANTYNE 
BATHING  SUITS 

A  Short  Season — But  A  Profitable  One 
The  season  for  selling  Bathing  Suits  is  a  short  one — make  it  snappy  by 
selling  Ballantyne  Bathing  Suits  for  men,  women  and  children.  They 
are  Ballantyne  Quality,  an  essential  feature  of  Bathing  Suits,  and  they 

have  also  the  style  the  192 1  Summer  girl — and  man — demands. 

This  year  no  possible  avenue  of  profit  should  be  passed  by;  and  Bal- 
lantyne Bathing  Suits  lead  to  increased  sales  for  the  progressive  dealer 

as  the  warm  weather  approaches. 

For  Men,  Women  and  Children. 

j-10 

R.  M.  BALLANTYNE,  LIMITED,  STRATFORD,  CANADA 
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Burritts  Silk  Hosiery 

89 

COLORS 

White,        Black,        Navy,       Tan,       Cordovan 
Grey,     Beaver,     Champagne. 

Also  a  fine  line  of  Burritt  Lisle  Hosiery, 
All  Silk  and  Lisle  Hosiery  attractively 

boxed. 

Special  Burritt  Points 
that  will  bring  sales 

Anti-run  top 

Elastic  garter  top 

Special  reinforcements 

Exceptionally  close  weave 
Best  grade  of  SILK 

Approved  by  buyers  of  keen, 

critical  judgment — who know  value. 

A.  Burritt  &  Co. 
Mitchell,  Ont. 

Established  1875 

Manufacturers  of    Sweaters,  Pure  Camel  Hair  Men's  Seamless 

Gloves,  Pullovers,  Toques.  Boys'  and  Men's  Ribbed Worsted  Hosiery 

What  Makes 

Circle-Bar  Hosiery 
Sell  Better  than  Most  Brands? 

The  Tapering  Toe — 
The  Deeper  Heel  (providing  perfect  fit  over  instep) — 
The  Narrowed  Ankle — 
The  Elastic  Top  (giving  greater  comfort) 

Circle-Bar  Hosiery  also  has  uniform  standard  of  superior  quality  and  perfect 
weave.  Reinforced  feet  give  durability.  All  sizes  for  men,  women  and 
children. 

New  and  Standard  Styles  in  silk,  wool,  mercerized,  lisle  and  cotton. 

See  our  travellers  or  write  direct  to  Mill  for  your  requirements. 

The  Circle-Bar  Knitting  Co.  Ltd. 
Head  Office:  Kincardine,  Ont. 
Mills  at  Kincardine  and  Owen  Sound 

HOSIERY. 
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It  should  interest  you  to  know 
the  reason  why 

"MOYER-MAID" Swiss  Ribbed  Vests 

for  Women,  Misses  and  Children  are 
such  a  powerful  factor  in  building 
up  a  successful  retail  business. 

This  is  it:  "Moyer  Maid"  possess  that  Superior  Quality,  Fine  Fit  and Finish  and  Durability  that  people  want,  at  a  price  they  are  willing  to pay.    Compare  our  samples.    You  will  be  convinced. 

WALTER  W.  MOYER 
EPHRATA,  PA. 

Canadian  Sales  Office: 
HAROLD  F.  WATSON,  FOSTER,  LIMITED 

208  Coristine  Building 
MONTREAL 

THE  PURE  WOOL  ^^^ 

UNDERCLOTHING  ^^ THAT  WILL  NOT  SHRINK 
There  is  no  manufacturer  in  Canada  except  ourselves  making  full-fashioned  under- 

clothing— such  as  Turnbull's  "CEETEE,"  which  requires  special  machinery.  Our  only  com- 
petition is  from  imported  articles. 

But  remember — there  is  no  low  grade  "CEETEE"  made — only  the  very  finest  quality  and 
highest  grade  underclothing  bears  the  famous  "CEETEE  SHEEP"  trademark. 

The  C.  Turnbull  Co.  of  Gait,  Ontario 
Also  Manufacturers  of  Turnbull's  Ribbed  Underwear  for  Ladies  and  Children  and  Turnbull's 

"M"   Bands   for   Infants. 

WOOLLENS 
S  3  y  e  a  r  s  in 
service  is  your 

guarantee  o  f 

sat  i  s  f  a  c'tion 

Ox For 

again  lead  in  quality  and  origin- 
ality of  designs  and  handsome  col- 

orings. Ask  our  Representative  to 
show  you  our  wide  ranges  in  33 
oz.  HALF  BLOOD  OVERCOAT- 

INGS, highly  napped  and  in  Eng- 
lish Effect— also  our  Spring,  1921, 

SUITINGS  for  both  Men's  and  Wo- 
men's Wear  —  smart  and  distinc- 

tive. 

D 
Oxford,  N.S. 

Manufacturing  Co., 

Ltd. 

Their  address 

may   be   in    the    Buyers' Market  Guide.    Why  not 

look  it  up  and  see? 
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"UNDIES" 

■mmtm&in,ss8GM 

THE   PERFECT  UNDER- 
WEAR FOR  WOMEN 

AND  CHILDREN 

— Set  a  standard  that  brings  them 
back  season  after  season 

for  HARVEY'S 

■mi 

The   quality   which   has   made   Harvey  "Undies     celebrated  is  not  "subject  to 

change  without  notice  '  like  a  railway  time  table.    That  quality  has  been  first 
thought  for  so  long  in  our  plant,  it  has  become  second  nature  for  all  time. 

Harvey  Knitting  Company 
Limited 

Woodstock      -      Ontario 

Bathin 
Goods. 

—j/ote  fye.  valve    J£^ 

IF  you  handle  Bathing  Goods,  it  is  more  than  likely  that  the  very  people  who 
come  to  you  for  caps  and  costumes,  also  require  a  Swimming  Device.     It  follows 
that  Dean's  Rag  "Swimeesy  Buoys"  should  have  a  place  in  your  stock. 

"Swimeesy  Buoys"  have  a  world-wide  reputation  for  reliability  and  are  guaranteed 
of  pre-war  quality  throughout. 
You  can  safely  recommend  them  to  learners  or  indifferent  swimmers,  who,  without 
their  aid,  would  miss  the  real  benefits  and  delights  of  bathing. 
There  are  no  irksome  sizes  or  styles  to  swell  your  stock — No  changes  of  fashion 
to  call  for  clearing  out  at  the  end  of  a  season. 

"Swimeesy  Buoys"  occupy  very  little  storage  space,  and  stock  does  not  deteriorate. 
British  Made — in  two  styles — Plain  Tints  (assorted  Sky,  Nil  Green,  Helio.  and 
White),  and  Butterfly-Wing,  in  full  colours. 

PRICES  REDUCED 
Send  to-day  for  literature  and  quotations  to 

BARTON  and  IMRIE,  Room  19,  34  Victoria  St.,  Toronto- 
Canadian  Selling  Agents  for  the  Manufacturers 

DEAN'S  RAG  BOOK  CO.,  LTD.,  Elephant  and  Castle,  LONDON,  S.E.  1,  ENG. 
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Lingerie  Offerings  for  Bridal  Trousseau 
Surpass  Those  of  Previous  Seasons 

Varied  Colors  Are  Still  in  Big  Demand  and   Favor  —  Simplicity  the  Watchword  —  Rose- 
colored  Pyjamas  —  Imported  Novelties- — The  Negligees. 

ALREADY  New  York  department 
stores  and  others  are  advertising 
extensively  in  the  interests  of  the 

June  bride  who  must  now  concern  herself 
with  the  arduous  duties  connected  with 
the  acquiring  of  an  adequate  trousseau. 
In  Canada  the  manufacturers  of  fine 
garments  especially  adapted  for  the 
bridal  collection  have  been  at  work  for 
several  months  past  and  their  offerings 
are  decidedly  more  lovely  than  those 
noticed  in  many  seasons. 

Lingerie  today  is  as  important  in  the 
estimation  of  the  bride-to-be  as  is  the 
wedding  gown  itself,  and  in  point  of 
design,  workmanship  and  finish  Canadian 
made  models  are  second  to  none.  Since 
the  sheer  and  clinging  materials  of  outer 
garments  this  season  have  made  the  cut 
and  line  and  ornamentation  of  under- 

garments of  so  much  importance  in  the 
final  effect  of  every  costume,  lingerie  in 
a  sense  presents  a  mode  of  its  own  with 
every  changing  season.  The  bride  of 
today,  however,  no  longer  includes  in  her 
trousseau  lingerie  enough  to  last  her 
half  a  lifetime,  but  the  ample  amount 
which  she  selects  makes  up  in  beauty 
what  it  lacks  in  quantity,  and  the  sums 
which  she  expends  upon  it  would  stagger 
the   wealthiest   of  her  grandmothers. 

Sheer  Undergarments 

The  1921  undergarments  are  charac- 
terized by  sheer,  dainty  fabrics,  the  fin- 

est of  laces  and  the  daintiest  colors  and 
embroideries.  Over-elaboration,  which 

has  somewhat  marred  the  sh'owings  of 
previous  seasons  is  absent;  there  are 
fewer  rose-buds  and  very  little  of  the 
showy  embroidery  and  inferior  lace  onc# 
so  common.  Ribbons  are  less  lavishly 
used,  but  appear  in  marvellously  lovely 
colors  and  qualities,  usually  of  the  two- 
toned  varieties,  which  are  more  durable 
than  the  so-called  wash  ribbons. 

In  general  there  is  a  tendency  to  use 
fine  lace  rather  than  embroidery  in  the 
elaboration  of  the  new  lingerie,  yet 
where  embroidery  is  used  it  has  most  un- 

obtrusive loveliness  and  is  most  delicate- 
ly worked.  In  the  finest  lines  of  under- 

garments hand-made  laces  are  exclu- 
sively employed,  often  dyed  a  deep  cream 

color.  Such  laces  as  Valenciennes,  filet, 
Irish  crochet  and  some  of  the  finer  Bel- 

gian and  Italian  laces  are  very  mucn 
used.  When  it  is  a  question  of  imita- 

tions, some  very  fine  rose-point  and 
Spanish  patterns  are  employed,  scarcely 
distinguishable   from   their  originals. 

As  to  the  embroidery,  there  is  little  of 

the  familiar  eyelet  work,  of  padder' 
stitchery  or  of  buttonholed  handwork. 
The  designs  are  light,  delicate  and  beau- 

tifully wrought.  One  very  lovely  finish 
shown  resembles  the  finest  of  headings, 

almost  a  hemstitching-  in  effect,  but 
which  can  be  carried  out  in  curves  and 

arabesques  of  marvellous  design.  Drawn- 
work  and  hemstitching,  of  course,  are 
much  used,  the  latter  usually  double,  and 
fagoting  is  becoming  quite  popular  for 
silken   undergarments. 
Among  the  novel  trimming  touches 

applied  to  silk  undergarments  of  the 
tailored  type  may  be  mentioned  straps  or 
bands  of  self  fabric  in  self  or  contrasting 
color  interwoven  basket  fashion  to  form 

yokes,  etc.  Long  streamer  ends  are  al- 
lowed to  reach  to  the  hem  of  the  chemise 

where  thev  are  caught  with  little  bows 

or  floral  motifs.  On  combinations,  how- 
ever, the  ribbon  ends  or  bands  of  the 

self  fabric  are  stitched  firmly  to  the 
garment.  Sometimes  these  bandings 
are  closely  interwoven  or  again  rather 
narrow  strips  of  fabric  or  ribbons  are 
used,  interlaced  basket  or  lattice  fashion, 
in  openwork  effect. 

Ribbon  or  self  fabric  bandings,  puffs 
of  self  fabric  and  picot  edged  ruffles  are 
among  the  trimmings  used  on  tailored 
silk  garments  which  share  honors  about 
equally  with  the  lace  trimmed  ones. 

Tailored    Styles    Popular 

A  prominent  Montreal  manufacturer 
of  fine  lingerie  stated  recently  to  Dry 
Goods  Review  that  he  found  the  greatest 
demand  was  for  the  finest  tailored  styles 
or  those  trimmed  with  real  laces.  In 
colorings,  he  explained,  the  vogue  for 
flesh  tints  continues,  although  a  rumor 
comes  from  New  York  to  the  effect  that 
flesh  has  been  superseded  by  a  new  tone 

happily  named  "wild  rose."  White  also 
is  once  more  in  demand  with  smart 
women  in  the  United  States,  but  there 
seems  little  likelihood  that  the  all-black 
undergarment  will  have  any  hold  on 
popular  favor.  This  maker,  however, 
states  that  the  larger  mail-order  houses 
and  department  stores  are  placing  orders 
for  lingerie  in  a  large  variety  of  shades, 
including  yellow,  skv,  orchid,  Nile  and 
gray,  so  that  so  far  as  Canada  is  con- 

cerned, there  is  little  likelihood  that  the 
all-white  style  of  lingerie  will  become 
prominent  this  season.  . 

Domestic   and    Imported   Materials 

In  materials  employed,  there  is  a  wide 
latitude  permitted.  Crepe  de  Chine, 

georgette  and  satin  still  lead  in  Cana- 
dian made  goods,  but  some  exquisite  im- 

ported models  noted  in  the  smarter  shops 
feature  novel  materials  of  a  different 

texture.  "Chiffon  cloth"  is  spoken  of  as 
being  finely  woven,  clinging  and  opaque, 

with  considerable  strength,  which  can  be 
laundered  successfully.  Sheer  handker- 

chief linen  is  also  used  in  the  dainty 
tailored  styles. 

Exquisite  simplicity  is  the  watchword 
in  1921  bridal  undergarments,  which  to 
be  really  perfect  in  every  detail  must 
express  luxurious  simplicity.  These 
characteristics  may  be  gathered  by  a 
brief  description  of  some  of  the  leading 

lines  noticed  at  the  makers'  this  month, 
which  have  been  especially  designed  with 
a  view  to  the  requirements  of  the  bride of  today. 

Pyjamas  and  Bed  Jackets 

Pyjamas  of  pales,t  rose  colored  satin 
are  offered,  in  two-piece  style,  the  coatee 
of  which  is  in  Chinese  sack  effect,  which 
can  be  opened  out  flat  in  laundering. 
The  sole  trimming  is  a  fine  embroidery 
of  wild  roses  in  the  natural  shades  done 
as  motifs  here  and  there.  A  camisole  of 
sheerest  flesh  crepe  de  Chine  featured 
shoulder  straps  of  double  faced  satin 
ribbon  in  blue  and  rose,  with  an  inset 

triangle  of  tucked  georgette  in  the  cen- 
tre front.  Envelopes  of  all  white  crepe 

de  Chine  were  beautifully  trimmed  with 
rows  of  real  Valenciennes  lace  and  were 

slightly  shirred  at  the  waist,  caught  with 

a  loop  of  the  same  lovely  ribbon.  Geor- 
gette petticoats  showed  frothy  flounces 

edged  flufnly  with  wide  creamy  lace,, 
while  inset  medallions  of  real  Irish  cro- 

chet provided  an  odd  touch  as  well.  A 

chemise  of  sky  blue  georgette  was  de- 
void of  any  trimming  saving  a  large 

appliqued  bow  of  self  material  outlined 
by  hemstitching,  and  placed  at  one  knee. 
Bloomers  of  all  kinds  of  sheer  fabrics 
were  noted,  featuring  heavy  flounces  of 
lace  at  the  knees  as  well  as  hemstitched 
frills. 

A  new  bloomer  recently  displayed,  to 
be  had  in  flesh,  white  or  colored  silk  as 
well  as  silk  jersey  cloth,  has  a  wide  knee 
with  a  separate  inside  section 
equipped  with  elastic  which  fits 
the  leg  snugly.  The  outer  or  wide  knee 
section  entirely  conceals  the  fitted  sec- 

tion, and  the  garment  is  really  given  a 

little  extra  width  by  reason  of  this  fea- 
ture. Another  bloomer  novelty  is  one 

having  a  rather  deep  fitted  yoke  in  front, 
with  fullness  run  on  elastic  at  the  back 

only.  This  eliminates  the  front  fullness 
which  often  makes  an  ungraceful  wrinkle 
beneath  a  sheer  frock. 

Bed  jackets  or  matinees  were  especial- 
ly delightful  in  simple  straight  lines 

caught  up  to  form  cascades  over  the 
arms  and  edged  with  lace  or  hemstitch- 

ing and  tied  with  ribbon  bows.  Apricot 
and  black  was   a  pretty   combination   in 
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the  latter  style.  Little  coats  of  taffeta 

or  satin  are  simply  embellished  by  flut- 
ings  or  ruffles  or  self  material  and  made 
in  Mandarin  style  with  a  narrow  girdle. 
Pastel  shades,  of  course,  prevail  for 
these  garments,  and  the  lower  edges 
arc  scalloped  very  often,  providing  a 
variety  from  the  monotony  of  a  regular 
line. 

Imported  Novelties 

Among  the  imported  novelties  in  un- 
dergarments noticed  in  Montreal  shops 

which  are  destined  for  the  brides  of 
June  was  an  apricot  tinted  satin  night 
gown  made  in  straight  sheath-like  effect, 
with  merely  two  points  meeting  over 
each  shoulder.  All  the  edges  of  the  gar- 

ment were  bound  with  pale  blue  ribbon 
and  long  loops  of  heavy  picot  edged 
baby  ribbon  in  the  same  shade  hung 
from  the  shoulders.  A  ciel  blue  geor- 

gette night  gown  was  scalloped  and 
edged  with  satin  at  its  lower  hem  and 
trimmed  with  bows  of  the  two-toned 
ribbon.  Very  alluring  sets  of  cream  nets 
were  featured  at  the  Holt,  Renfrew  shop, 
which  came  from  Paris  and  were  entirely 
hand-made.  Camisole,  envelope  and 
bloomers  were  all  hand  made  of  the  net, 
plainly  developed  by  hemstitching  and 
tiny  embroidered  motifs.  Another  orig- 

inal trimming  noted  at  the  same  shop 
were  woolly  balls  of  yarn  strung  on  blue 
cord  and  hung  from  the  shoulders  of  the 
coatee,  in  a  flesh  satin  pyjama  set. 

Boudoir  cap,  garters  and  slippers  are 
prominently  featured  for  trousseaux  at 
the  various  Montreal  shops,  and  in  some 
departments  it  is  stated  that  every  negli- 

gee can  be  correctly  completed  with 
these  accessories  in  numberless  varieties. 
Fine  nets,  combined  with  baby  ribbons  or 
real  laces,  lavishly  trimmed  with  lustrous 
ribbons  and  wonderful  flowers,  form  the 
caps  in  question  while  the  mules  or 
slippers  are  usually  of  soft  kid,  satin  or 
felt   trimmed   with    pompons,   bows,   etc 

The  negligees  this  season  are  veritable 
tea-gowns  in  appearance,  and  are  most 
frequently  developed  in  accordeon  plaited 
georgette  in  the  daintiest  of  pastels. 
Much  rich  lace  is  used,  and  wide  ribbons 
find  a  place  as  girdles  about  these  filmy 
and    feminine   accessories. 

The  decided  drop  in  silk  prices  has  had 
the  effect  of  stimulating  an  increased  in- 

terest in  undergarments  of  silk  and  in 
some  stores  the  call  for  lingerie  of  cotton 
fabrics  has  so  decreased  that  little  or 
none  of  it  is  on  view.  One  Montreal 
maker  stated  this  month  that  he  could 
put  out  the  best  class  of  hand-made  silk 
lingerie,  embellished  with  the  finest  lace 
or  embroidery  for  as  low  a  price  as  $6 
a  garment,  which  is  fully  50  per  cent, 
lower  than  in  1920. 

Newest  examples  of  the  glovers'  art  as  shown  by  the  P.  K.  Company  of 
Montreal  for  Spring  and  Fall,  1921.  Models  shown  feature  fine  white  glace 

kid  with  applique  and  cut-out  trimmings  in  colored  kids.  The  famous  "Mont- 
martre"  gauntlet  with  turn  back  ivrist  and  hand  embroidered  backs  is  also 
shown.  The  favored  color  contrasts  are  emerald,  orchid,  American  Beauty, 
reindeer,  black  and  Harding  blue. 

26th  in  St.  Patrick's  Hall,  this  taking 
the  form  of  a  smoker  with  boxing  bouts, 

moving  pictures  and  vocal  and  instru- 
mental entertainment.  Among  the  mem- 

bers of  the  men's  wear  retailers  acting 

on  the  committee  are  A.  J.  Freiman,  J. 
A.  Larocque,  H.  McGiffin,  W.  P.  Grant, 
Stewart  McClenaghan,  A.  A.  Fournier, 
G.  Poulin,  Fleetwood  Wilson,  and  C. Ogilvy. 

The  Ottawa  Retail  Merchants'  Asso- 
ciation is  to  hold  a  series  of  social  func- 

tions during  the  coming  summer,  the 
first  of  these  being  arranged  for  April 

TRANSPARENT  SWISS  ORGANDY 

The  upper  is  white  with  sky,  mauve  or  black  stripe, 
the  centre  is  white  with  pink,  sky,  mauve  or  black- 
stripe  and  the  lower  is  white  with  mauve,  pink,  sky, 
navy  or  black  stripe.  Shown  by  the  Canada  Veiling 
Co.,  Ltd.,  Toronto. 



04 DRESS     ACCESSORIES 
Dry  Goods. Review 

The  Newest  in  Swagger  Bags 
A  Number  of  the  Latest  Models  Described — Patent  Leather  Again  to  the  Fore — The  "Spider 

Web"  -Retailers  Are  Calling  For  Quick  Deliveries— New  Belts. 

THE  diversities  of  the  ne
w  Swagger 

.  described  last  month,  are 

many.  Almost  over  night,  new 

_ns  spring  up,  finding  expression  in 

new  leathers,  new  corners,  or  again  in 

new  arrangement  of  compartments  with- 

in and  without.  So  great  has  been  the 

demand  for  this  type  of  bag  and  so  gen- 

that  manufacturers  are  now  pro- 
ducing more  popular  lines,  which  can  be 

had  to  retail  as  low  as  $3.00,  while  for- 

merly only  the  very  best  trade  was  be- 
ing catered  to  with  only  the  finest  class 

of  goods. 
One  new  Swagger  bag,  with  arched 

strap  handle  on  either  side,  is  absolutely 

square  in  shape.  The  very  inside  com- 
partment shows  a  small  pocket  for  bills 

secreted  on  one  side.  The  bottom  of  the 

inside  compartment,  for  change,  is  per- 
fectly fiat,  and  the  depth  and  width  of 

the  purse  provide  an  exceptionally  roomy 

inside  purse.  On  the  outside,  shallow 

pockets  provide  room  for  a  memoranda 
pad  and  car  tickets. 

Patent   Leather   Again  on  the   Way 

Another  smart  Swagger  bag  is  of  real 

patent  leather,  embossed  with  vertical 
stripes  about  one-half  inch  apart.  This 
type  is  also  shown  in  vachette,  or  grain- 

ed patent  leather.  A  strong  demand  for 
these  lines  is  anticipated  for  the  coming 
season. 

"Spider  Web"   Leather 

One  of  the  newest  leathers  being 

shown  is  called  "spider  web,"  and  its 
name  implies  the  grain  follows  the  web 
of  the  spider,  giving  a  very  attractive 
effect.  This  leather  is  being  shown  in 
soft  tones  of  grey,  brown  and  blue.  A 
new  Swagger  bag  in  this  leather  has  as 
its  outstanding  feature  in  design,  dia- 

gonally cut  lower  corners,  giving  the  bag 
an  original  and  unique  appearance.  This 
bag  has  mirror  fastened  on  the  flap  in- 

A  new  Swagger  bag  in  alligator  leather, 
lhat  is  neat  and  smart.  Cour- 

tesy <>;  Canadian  heather  Products,  Ltd. 

side,  and  inside  pockets  for  tickets  and 

memoranda  pad,  also  a  very  roomy  com- 
partment within  for  change. 

Another  line  of  Swagger  bag  gaining 

in  popular  favor  is  made  of  the  well- 
known  alligator  leather.  Many  of  these 

bags  are  being  made  with  outside  pock- 
ets, without  flaps,  this  pocket  offering 

a  place  for  Milady's  fancy  'kerchief.  In 
a  great  many  cases  the  "safety"  pocket 
spoken  of  before  is  shown,  and  is  sup- 

posed to  be  used  for  bills. 

"Avenue"  Bags  That  Are  Unique 

The  "Avenue"  bag  is  a  new  adaptation 
that  shows  its  most  distinctive  feature 
when  open.  When  the  flap  is  lifted  the 
next  layer  of  leather  is  found  to  be  cut 
down  in  a  square  in  the  centre,  ostensibly 
to  show  the  pleated  change  purse  within, 
made  of  a  contrasting  shade  of  silk  lin- 

ing. Contrasting  shades  of  linings  are 
used,  such  as  rose  with  grey  leather, 
and  the  effect  is  very  pleasing.  Here 

again  the  new  "spider  web"  leather  is 
shown  to  advantage. 

The  steady  demand  for  silk  bags  has 

noticeably  increased,  and  without  ques- 
tion will  do  so  even  more  with  the  ad- 

vent of  warmer  weather.  New  metal 

tops  are  forthcoming  for  this  type  of 

bag,  mostly  shown  in  oxidized  and  green- 
gold  finishes.  One  new  top  is  called  the 

"Roman  helmet,"  the  name  giving  some 
idea  of  the  shape,  although  not  quite 
as  fitting  a  name  as  the  manufacturers 
would  like.  Unlike  the  usual  flat  top, 
it  rounds  out  on  either  side  so  that  when 
the  silk  is  attached  the  sides  of  the  bag 

fall  almost  as  curtains,  providing  great- 
er width  within  the  bag.  Other  tops 

are  being  shown  with  this  same  ten- 
dency to  spread  outward  at  the  base, 

although  the  top  edge  follows  closely 
the  usual  flat  top  handle.  The  inside 
linings  in  these  bags  are  finished  with 
a  heading  where  the  silk  joins  the  frame. 

The  small  pouch  bag,  with  circular- 
oxidized  top,  containing  mirror,  is  prov- 

ing a  big  seller.  So  far  these  have  only 
been  made  up   in  moire  silk. 

This  season  the  general  cry  seems  to 

be  "immediate  delivery,"  for  from  all  ap- 
pearances retailers  have  allowed  their 

stocks  to  become  low  before  placing. 
They  are  ordering  in  smaller  quantities, 
but  oftener,  and  demanding  rush  de- livery. 

Two   New    Belts 

The  %-inch  belt  has  been  found  to  be 
the  correct  width,  and  so  manufacturers 
are  concentrating  on  this  width  to  a 
great  extent.  The  1-inch  width  and  the 
^-inch  width  of  last  season  have  given 
place  to  the  %-inch  width,  and  this  has 
been  decided  by  popular  demand. 

The  small  Pouch  bag  of  silk  moire,  with 
oxydized  circular  top.  Courtesy  of  Can- 

adian Leather  Products,  Ltd. 

One  white  kid  belt  of  a  new  design 
shows  a  blue  and  gold  embossed  band 
on  top,  in  sharp  contrast  to  the  white 
kid  edges.  Another  patent  leather  num- 

ber in  black  shows  narrow  Paisley  edges 
stitched  on  either  side.  These  are  just 
two  of  the  latest  designs  in  the  narrow 
belt. 

A  Silver  Bracelet  Novelty 

A  novelty  that  is  proving  very  popu- 

lar is  called  the  "Peggy"  bracelet.  It  is 
a  48-inch  chain  of  small  silver  beads, 
and  when  wound  around  and  around  the 

wrist  takes  the  place  of  the  silver  ban- 
gles so  much  worn.  This  bracelet  can 

also  be  worn  as  a  necklet,  and  retails 
at  fifty  or  seventy-five  cents. 

LITTLE  THINGS. 

He    rang    in    a    little    sooner 
Than    the    fellows    in    his    shop; 

And    he    stayed    a    little    longer 

When   the  whistle  ordered  "Stop." He    worked    a    little    harder 
And    he    talked    a    little    less; 
He    seemed    but    little    hurried 

And    he    showed    but    little    stress, 
For    every    little    movement 

His    efficiency    expressed. 
Thus    his    envelope    grew    just 

A   little   thicker   than   the   rest. 

He    saved    a    little   money 
In    a    hundred    little    ways; 

He    banked    a    little    extra 
When   he   got   a   little   raise. 

A    little    "working   model" 
Took  his   little   "leisure"  time; 

He    wrought    each    little    part    of    it 
With    patience    most    sublime. 

Now    it's    very    little    wonder 
That    he    murmurs    with    a    smile, 

As    he   clips   his   little    coupons: 

"Are   the  little  things   worth   while?" 
— Spokes   of   the   Rotary   Club. 
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It's  Logic  to  Buy 

RIBBONS 
from 

The  "Ribbon  House"  of  Canada 

We  have  never  shown  a 

larger  or  more  handsome 
assortment  of  Ribbons  than 

during  the  present  season. 

We  have  them  for  every  pur- 
pose and  for  every  occasion 

— fo  r  Millinery,  Sashes, 
Girdles  or  other  Dress  Ac- 
cessories. 

The  June  Bride 

will  require  Ribbons  that 
Barrys  are  well  prepared  to 
supply. 

What  are  your  plans,  Mr. 
Merchant? 

Our  Prices 

are  all  based  on 

to-day's 
quotations. 

Walter  H.  Barry  &  Company 
The  Ribbon  House  of  Canada 

6  St.  Helen  Street        --        MONTREAL,  QUE. 
WINNIPEG  BRANCH  :  CANADA  BLDG. 
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JERSEY  SILK  UNDERSKIRTS      ? 

Petticoats 

Bloomers 

Step-ins 

Camisoles 

Vests 

Envelopes 

Gowns 

Jersey  Silks 
Habutais 

Satins 

Crepe  de  Chine 
Taffetas 
Pongee 

Sateens 
Taffetines 

Nainsooks 

Mull 
Batiste 

FancyfSilk 
and  Cotton 

Attractive  new  designs  in  fine  quality  silk  Jersey  with  accordion  pleated  flounce  of  self 
material,  Jap  silk  or  shot  taffeta  with  fancy  ribbon  effects  of  contrasting  color,  shirring, 
tucking  and  fringe  edge,  in  all  the  newest  shades,  including  Black,  Navy,  Paddy, 
Henna,  Jade,  Harding  Blue,  Purple,  Rose,  Grey,  also  Pink  and  White. 

Priced  from  $45.00  per  doz.  up. 

Special  prices  for  5  doz.  lots  or  more. 

No.  1- 

No.  2- 

EXTRA  SPECIAL 

6  assorted  styles,  in  5  doz.  lots,  at  $45.00  per  doz. 
8  assorted  styles,  in  5  doz.  lots,  at  $50.00  per  doz. 

See  our  traveller  or  write  for  particulars 

MADE  IN  CANADA 
BY 

JOHN  B.  HUTCHINS  CO.,  Limited, 868  College  St.,  Toronto 

B 
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SWAGGER  BAGS 

MADE 

IN 

CANADA 

SWAGGER  BAGS 

$21.00  to  $75.00  Doz. 

LUCILLE  BAGS 
$16.00  to  $66.00 

SILK  BAGS 

$24.00  to  $63.00 

BEAUTY  BOXES 

$30.00  to  $63.00  Doz. 

WHEN  WRITING 

FOR  SAMPLE 

SHIPMENT  OF 

BAGS    PLEASE 

STATE  STYLES, 
PRICES  AND 

NUMBER  OF 

PATTERNS  YOU 

WISH  SENT 

THE  NEW   SWAGGER    BAG. 

NONE 

BETTER 

MADE 

ANYWHERE 

TOP  HANDLE 
PURSES 

$12.00  to  $io8.oo"Doz. 

STRAP  BACK 
PURSES 

$7.50  to  $54.00  Doz. 

CHILDREN'S  BAGS 

$4.00  to  $12.00  Doz. 

LADIES'  BELTS 

$1.50  to  $15.00  Doz. 

A  LETTER 

ORDER  FOR  ONE 
SAMPLE  DOZEN 

OF  OUR  BEST 

SELLING  BELTS 
WILL  HAVE 
PROMPT 

ATTENTION 

MANUFACTURED  BY 

CANADIAN  LEATHER  PRODUCTS 
44  FRONT  STREET  WEST       LIMITED  TORONTO 
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REMOVAL  NOTICE 

VAN  RAALTE  CO. 
Now  Located  at  Fifth  Avenue  and  16th  Street 

ON  Or  about  May  1st,  1921,  will  be  pleased to  welcome  buyers  of  Veils,  Nets,  Silk  Gloves,  Silk 

Hosiery  and  Silk  Underwear,  to  their  new,  bigger  and 

most  conveniently  located  showrooms  which  occupy 

the  entire  first  floor  (32,000  square  feet)  in  the 

NEW  TEXTILE   BUILDING 
Fif  th  A  ve.,  30th  to  3 1st  Sts.,  N.  Y.C. 

(Please  see  that  your  buyers  are  advised  accordingly) 

Veils,  Nets,  Silk  Gloves,  Silk  Hosiery,  Silk  Underwear 
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BOYS'  SUMMER  WEAR 
In  Stock  for 

Immediate  Delivery 

JERSEYS 
made  of  finest  Jersey 

yarn  with  roll  collar 
or  buttoned  shoulder. 

Combination  colors, 

Blue,  Black,  Maroon, 

Cardinal,  Oxford. 

Sizes  22-34. 

BLOUSES 
An  exceptionally  nice 
line  in  White,  Blue, 

Drab,  and  White  with 

Blue  Stripes.  Beauti- 
fully finished.  Very 

smart  looking. 

Sizes  6-14. 

Priced  Right 
Samples  on  Request 

Acme  Glove  Works 
LIMITED 

MONTREAL 

QMF 

f 

h£ 
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H, ere  comes the  bride! 
Very  soon  the  demand  for  Bridal 
accessories  will  be  noticeably 
increased. 

Are  you  making  adequate  prepara- 
tion for  demands — not  only  in- 

creased demands — but  on  a  large 
scale  ?  Stop  to  consider  the  many 
items  that  go  to  make  the  Trousseau 
of  the  Bride  of  today,  and  you  can 
see  the  sales  possibilities  involved. 

NOW  is  the  time  to  stock  up  on 

Laces 
Veils 
Veilings 
Handkerchiefs 
Embroideries 
Flouncings 
Embroidered  Swiss 

Neckwear 
Collar  Points 

Special  attention  to  letter  orders 

Immediate  "Delivery 

WESTLAKE  BROTHERS 
LIMITED 

24  Wellington  St.  West,  Toronto 

Here  is 
a  Real 
Leader 
This  Smart 
Marabou   Stole 
$7.50  each. 

The  best  value 
ever  offered  in 
Marabou.  Other 
luxurious  values 
from  $4  to  $15 

each.  Novel  ef- 
fects in  ostrich 

comb  i  n  a  t  ions. 
Colors:  —  Black, Natural,  Taupe, 

Grey  or  White. 
There  is  a  reason 

why  these  num- bers have  given 
us  the  greatest 
business  in  our history. 

Write      to-day      for 
illustrated    folder. 

Immediate 
Deliveries. 

No.    102 — A   charming   full   down   Mara- 
bou   and    Ostrich    combination    finished 

with    silk    cords    and    pom-poms.      Silk- 
lined.       Special     price,     $7.50    each. 

Dominion  Ostrich  Feather  Co., Limited 
78  Wellington  St.  West,  TORONTO 

Representatives: 
H.  B.  TAYLOR.  Mappin  Building.  Montreal;  J.  G.  MARTIN.  Hammond 
Building.  Winnipeg;  GEO.  STRACHAN.  Welton  Block.  Vancouver.  B.C. 
T.W.  LEWIS.  Eastern  and  Northern  Ontario;  E.  R.  BRIGGS.  Western  Ontario 

Women  whose  clothes  are  a  guide  to  the  trend 
of  Fashion  find  in 

FINNIE'S  NECKWEAR 
a  wide  range  of  New  Shades  in  Colored 
Organdies  made  in  Vest  effects  and  Collar 
and  Cuff  Sets,  etc. 

The  most  popular  colors  are  Jade  Green, 
Dull  Grey  and  Orchid. 

A.  B.  Finnie  &  Co. 
Montreal 
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Before  Our  Annual 
Stocktaking: 

We  are  reducing  several  qualities  in  our  stock  in: 

Crepes  Georgette  Ninons, 
Crepes  de  Chine,  Chiffons  and   Printed 

Liberty  Satins,  Novelties    on    Georg- 
ette and  Ninons. 

We  are  selling  these  lines  at  very  attractive  prices  and  are 
sure  that  you  will  find  some  of  your  requirements  among 
our  offerings. 

NOTE:  This  offer  lasts  until  June  15th  only. 

Les  Successeurs  de 

ALBERT  GODDE,  BEDIN  &  CIE 
PARIS  TARARE  LYONS 
LONDON  NEW  YORK 

EMPIRE  BUILDING:  64  WELLINGTON  STREET  WEST 

Telephone  :  Adelaide  3062 
TORONTO 

E.  Desnoux,  Rep. 

Western  Canada  Agent:  Edwin  J.  Kirkbright,  205  Bower  Bldg. 
Vancouver,  B.C. 

Look  for 
this 

Trade  Mark 

**•«*»,  IMfK* 

NOVELTY  NECKWEAR 
The  Newest  The  Smartest 

The   Daintiest 

GUIMPES 
With    Fancy    and    Cascade    fronts 

in   Net,  Organdy,   Handkerchief   Linen 

Phoenix  Novelry  Company 

Prompt 

Delivery 

154   Pearl   Street 

TORONTO 

TTT 
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"Buy  Often  for  Immediate 
Selling,"  Says  Manufacturer 

Popular  Priced  Corsets  in  Demand — Flesh  Colored  Having  Almost 
Exclusive  Run — Model  for  Stout  Women — New 

Double  Skirt  Effect. 

ACCORDING  to  a  Montreal  corset 

manufacturer,  Spring  corset  busi- 
ness is  improving  all  the  time,  and 

conditions  are  rapidly  becoming  normal 
in  so  far  as  production  is  .concerned.  The 
unsettled  state  of  the  market,  however, 
tends  to  keep  manufacturers  guessing 
as  to  conditions  next  Fall.  Prices  have 
fluctuated  constantly  since  last  year,  and 
it  is  said  that  still  more  revisions  may 
come,  although  much  depends  upon  the 
announcement  made  by  the  textile  com- 

panies in  the  near  future. 
To  a  query  as  to  how  the  demand  from 

the  trade  was  this  month,  the  same  mak- 

er replied  emphatically:  "My  advice  is 
not  to  hold  big  stocks  at  the  present 
time.  Buy  often  for  immediate  selling 
just  what  you  need,  but  no  more.  Let 
the  manufacturer  carry  your  stock  for 
you  until  matters  are  normal  once  again. 
I  cannot  emphasize  this  fact  too  strong- 

ly-" The  biggest  demand  is  undoubtedly  for 
popular  priced  corsets,  not  for  the  more 
elaborate  affairs  of  satin  and  brocade. 

However,  even  the  latter  type  show  a  de- 
cline which  brings  them  more  within  the 

reach  of  those  women  who  could  not  in- 
dulge in  such  luxuries  heretofore.  The 

demand  for  the  elastic-topped  corset  is 
becoming  stronger  this  season,  and  re- 

ports are  that  supplies  will  be  readily 
available  next  month  on  this  type,  which 
have  been  somewhat  scanty  in  the  past. 
Flesh  color  is  now  called  for  exclusively, 
stated  the  manufacturer,  and  even  the 
June  bride  will  have  to  forego  the  cus- 

tomary all  white  corset,  unless  she  wants 
something  imported  and  costly,  in  bro- 

cade or  satin.  Front  lace  styles  share 
honours  about  equally  with  back  lace, 
a-id  as  the  former  must  be  worn  advised- 
iy  on  account  of  their  tendency  to  enlarge 
the  abdominal  muscles,  it  is  not  expected 
that  they  will  ever  supplant  the  regular- 
back-lacing  in  feminine  favor.  The 
very  heavy  corset  for  stout  women  is 
no  longer  advocated,  but  rather  a  well- 
fitted  and  skilfully  designed  model,  more 
lightly  boned,  but  unusually  strong  in  its 
reinforcements,  and  developed  in  the 
lightest  of  fabrics,  is  recommended. 

The  new  double  skirt  effect  is  another 
excellent  feature  for  the  stout  woman  to 
adopt,  as  it  provided  the  maximum  of 
strength  without  any  added  bulkiness 
and  whether  a  single  or  double  boning  is 
used  the  effect  is  the  same. 

The  many  novelties  in  sports  corsets 
are  attracting  many  devotees  just  now 
in  anticipation  of  Midsummer  sports  and 
amusements.  Some  of  the  novelties  are 
both  practical  and  attractive,  but  must 
be   selected  on   the   advice     of    the   cor- 

set [ere,  as  their  continued  use  would  be 
most  harmful.  They  are  meant  to  be 
worn  only  for  certain  hours  of  the  day, 
either  for  sports,  dancing  or  other  stren- 

uous exercise  where  freedom  is  essential. 
To  adopt  them  permanently  in  place  of 
the  regular  corset  would  undoubtedly 
prove  disastrous  to  the  figure  as  well  as 
to  the  health  in  general. 

Webbing  plays  an  important  role  in 
Spring  corsets,  and  some  models  are  en- 

tirely made  of  it,  devoid  of  any  boning 
whatever.  These  are  especially  suitable 

as  "step-in"  models  which  are  so  popu 
lar  with  the  younger  element. 

Brocaded  corsets  will  be  more  plentiful 
from  now  on,  as  this  fabric  is  now  ob- 

tainable in  large  quantities.  The  finer 
imported  corsets  are  showing  unusually 
lovely  decorative  effects  in  ribbon  work 
and  tiny  flowers  as  trimming  for  the 
tops. 

A  recent  sale  of  Spring  corsets  fea- 

tured by  the  Montreal  firm  of  Almy's 
Limited  was  especially  noteworthy  on 
account  of  the  window  display  arranged 
in  honor  of  the  event.  The  large  corner 
window  at  the  east  end  of  the  store  was 
entirely  filled  with  pretty  brocaded  and 
broche  models  in  blues,  pinks  and  mauves 
imported  from  France.  Included  among 
the  display  were  both  front  and  back 
lacing  varieties,  and  the  price  asked  for 
all  models  was  only  $2.98.  In  the  centre 
of  the  window,  standing  underneath  a 
canopy  formed  of  baby  ribbon  streamers 
fluttering  to  the  floor,  was  a  daintily  ar- 

rayed wax  figure,  apparently  in  the  act 
of  inspecting  her  charming  self  in  the 
mirror  of  her  dressing-table.  All  the 
usual  appointments  of  the  boudoir  were 
present,  and  the  effect  was  entirely 
novel  and  compelling  from  every  view- 

point. 

Mr.  A.  J.  Freiman,  Ottawa,  presided  at 
a  meeting  of  the  board  of  directors  of  the 
Central  Canada  Exhibition  Association 

on  April  14th,  when  plans  were  discuss- 
ed for  the  coming  exhibition.  The  desire 

to  get  everybody  interested  was  express- 
ed, and  it  was  decided  to  ask  the  mem- 

bers of  the  Eastern  Ontario  and  Ottawa 

District  Retail  Merchants'  Association  to 
go  to  it  and  push  the  event  for  their 

own  good  as  well  a*s  the  exhibition.  De- 
corated stores,  parades,  shopping  week 

specials,  and  a  great  automobile  parade 
through  the  Ottawa  Valley  towns  are 
some  of  the  things  suggested  as  interest 
raisers  to  draw  attention  to  the  merits 
of  the  Fair  that  gets  better  every  year. 

Passing  of 
C.  W  .Wilding 

Spent  Over   Forty   Years   in   Dry   Goods 
Trade 

After  an  illness  of  several  months 
Charles  W.  Wilding,  senior,  67  years  of 

age,  died  on  February  28th  in  the  Mont- 
real General  Hospital.  Mr.  Wilding  was 

born  in  Wigan,  England,  and  came  to 
Canada  in  1883  and  in  this  country  was 
very  widely  known  in  the  dry  goods 
trade,  in  which  he  spent  the  whole  of 
his  business  career.  Ill-health  caused 
his  resignation  about  eight  years  ago 
from  the  position  of  buyer  and  manager 
with  H.  Morgan  &  Sons,  Ltd.,  with  whom 
he  was  connected  for  thirty  years.  In 

recent  years,  up  to  the  time  of  his  ill- 
ness, he  was  with  W.  R.  Brock  Co.,  Ltd., 

and  completed  almost  40  years  in  the 
dry  goods  trade  in  Montreal.  He  was 
known  to  practically  all  the  representa- 

tives of  European  houses  doing  business 
in  Canada. 

He  is  survived  by  his  wife,  Mrs.  Bessie 
Blanche  Wilding;  two  sons,  Charles  W., 

Jr.,  of  Montreal,  and  Harold  E.,  of  To- 
ronto; and  two  daughters,  Mrs.  Marion 

Cooke  and  Mrs.  F.  W.  Orchard,  both  of 
Montreal. 

"Travel  Kit" 
Representative Is  Coming 

Managing    Director    of    Hazel  &  Co.  on 
Way  to  Canada 

An  energetic  campaign  is  being  con- 
ducted by  large  houses  of  the  Old  Land 

to  get  in  closer  touch  with  the  Canadian 
field.  D.  Hazel,  managing  director  of 
Hazel  &  Co.,  Ltd.,  of  16  Nile  St.,  London, 
England,  set  sail  toward  the  end  of  the 
month  for  Canada,  where  he  may  be 
reached  in  care  of  the  Bank  of  Montreal 
at  Montreal.  Hazel  &  Co.,  Ltd.,  are 
manufacturers  of  leather  travelling 
goods,  including  suit,  blouse,  cricket  and 
golf  bags  and  all  articles  included  in  the 
term  "Travel  Kit."  The  object  of  the 
visit  of  the  managing  director  is  to  open 
new  branches  throughout  Canada,  and  he 
will  get  in  touch  with  the  leading  cities 
of  the   Dominion  from  coast  to  coast. 

Mr.  Hazel  has  been  active  in  public 
and  commercial  life  in  England.  For 

many  years  he  has  been  a  member  of  the 
London  County  Council;  he  has  been 
active  in  the  Chamber  of  Commerce,  and 
is  a  member  of  the  executive  committee 

of  the  National  Leather  Goods  Manu- 
facturers' Association,  and  of  the  execu- 

tive committee  of  the  London  Wholesale 

Clothiers'  Association. 
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Points  on  Fitting  Corsets; 
Should  Fit  the  Figure 

Women  Who  Demand  Smaller  Waist  Lines  Than  They  Should 

Wear  Are  Becoming  Fewer  in  Number — Demonstration 
By  Good  Saleswoman. 

103 Salespeople  should  bear  in  mind  that 
a  good  fitting  means  a  good  friend  and 
that  a  customer  who  buys  a  badly-fitting 
pair  of  corsets  rarely  returns.  A  clerk 
who  is  really  interested  can  very  often 
influence  a  customer  to  go  half  way  the 
first  time  she  buys,  and  after  that  it  is 
not  difficult  to  sell  the  correct  size  to 
her. 

THERE  is  a  philosopher  in
  the  re- 

tail trade  who  declares  that,  after 
years  of  study  on  the  subject,  he 

is  willing  to  place  himself  on  record  as 

believing  that  women  have  not  assimilat- 
ed to  the  same  degree  as  men  their  right 

to  freedom  and  happiness.  He  claims 
that  practical  experience  in  selling  has 

taught  him  this,  and  gives  as  an  out- 
standing example  of  the  difference  be- 

tween the  two  sexes  the  methods  each 

applies  to  the  purchasing  of  shoes. 
Women  still  think  that  happiness,  so  far 
as  shoes  are  concerned,  lies  in  deceiving 
the  public  into  supposing  that  they  wear 
smaller  shoes  than  they  actually  do, 
while  men  derive  happiness  from  the 
freedom  that  comes  from  wearing  com- 

fortable footwear. 

This  disregard  for  freedom  on  the  part 
of  women,  he  goes  on  to  say,  is  even 
more  clearly  shown  in  the  purchase  of 
corsets,  though  he  admits  that  in  the 
last  ten  years  women  who  demand  small- 

er waist  sizes  than  they  should  wear  are 
becoming  gradually  less  in  numbers. 
Very  often  a  demonstration  by  a  good 
saleswoman  of  the  intelligent  use  of  a 
properly-fitted  corset  will  do  a  great 
deal  to  bring  a  customer  to  the  right 
state  of  mind.  Very  many  women  for- 

get that  the  purpose  of  corsets  is  to  fit 
the  figure  and  not  to  make  the  figure  fit 
them. 

MR.  D.  HAZEL, 

Managing  Director  of  Hazel  &  Co.,  Ltd., 
of  London,  England,  who  is  about  to  visit 
the  important  centres  of  Canada  with  a 
view  to  opening  new  branches  for  his 
firm. 

A  very  good  general  rule  for  fitting 

is:  Measure  your  customer's  waist-line 
very  tight  over  all  the  clothing,  take  off 
two  and  a  half  to  three  inches  for  the 
correct  size  in  back-laced  corsets  and  one 
and  one-half  to  two  inches  for  front- 
laced  ones.  For  example,  if  a  patron 
measures  thirty  inches  over  the  clothing, 
select  a  twenty-seven  inch  back-laced 
corset  or  a  twenty-eight  inch  front-laced 
one,  keeping  in  mind,  of  course,  the  type 
and  model  best  suited  to  improve  the 

figure.  A  cori-ect  corset  is  never  larger 
than  the  model.  The  right  one  will  give 
a  trim,  well-dressed  appearance,  for  the 
lines  of  the  figure  will  be  controlled  and 
will  conform  easily  to  the  lines  of  the 
corset.  It  will  last  longer  because  pres- 

sure will  be  exerted  at  those  points 
where  the  corset  is  made  to  stand  the 
strain. 

TRADE   DEPRESSION    REDUCES 
PROFITS 

The  shareholders  of  Holt  Renfrew  & 

Co.,  Ltd.,  held  their  annual  meeting  late 
in  March.  Operating  profits,  which  in 

the  preceding  year's  exhibit  had  been 
given  at  $403,592,  declined  sharply  in 
the    1920-21    showing    to    $171,592. 

After  all  charges  and  deductions,  the 
surplus  amounted  to  but  $9,161  against 
$173,973  a  year  ago,  making  a  total 
surplus   of   $183,135. 

Outstanding  charges  in  the  balance 
sheet  of  the  two  years  include  a  re- 

duction of  $128,368  in  inventories  of 
skins,  manufactured  furs,  etc.,  shown, 

according  to  the  statement,  "at  cost 
after  deduction  of  reserves  approved  by 

the  managing  director."  These  stocks 
are  carried  at  $1,440,591  m  the  1920-21 
accounts. 

Important  Points  in  Income  Tax    Law 
THE  following  enumeration  of  points  to  be  remembered  in  connection 

with  the  amended  Income  Tax  Law  in  Canada  will  help  merchants  to  a 
proper  understanding  of  their  responsibility.  At  the  present  time  when 

there  are  so  many  complications  in  various  forms  of  taxation  it  is  advisable 
to  have  the  main  points  condensed  and  available  for  reference,  as  has  been 
done  by  the  Royal  Trust  Company,  who  enumerate  the  points  as  follows: — 

Tax  payable  along  with  return.  April  30 — 
at  least  a  fourth.  Better  pay  half,  to 
allow  margin  for  errors,  which  are 
heavily   penalized. 

Form  for  return  must  be  asked  for,  not 
waited   for. 

Companies  and  Employers'  lists  and  Fidu- 
ciaries' Returns  to  be  in  by  March  31. 

Deferred  Instalments  due  June  30,  Aug.  31. 
Oct.   31. 

Tax  reckoned  on  income  of  calendar  year, 

Jan.  1  to  Dec.  31 ;  or  on  a  Company's year  ended   during  that  calendar  year. 

Confiscation    of   all    unreported    income,    if 
understatement  exceeds   20  per   cent. ;  or 

half,  if  from   10  to  20  per  cent. 

Tax  increased  25  per  cent,  if  return  is  late. 

Six  months  in  jail  and  $10,000  fine  for 
false  statement. 

Normal  Tax,  4  per  cent,  on  net  taxable 
income  up  to  $6,000,  and  8  per  cent,  be- 

yond that. 

Exempt  from  Normal  Tax  only : — 
$2,000  if  married  or  with  dependents,  of 

certain    categories ; 

$1,000   if  unmarried,   no   dependents  ; 
$200   each   for  children  under   18. 

Surtax  on  incomes  beyond  $5,000 — rising 
from  1  per  cent,  on  first  $1,000  to  65  per 
cent,    on    all    beyond   a   million. 

Five  per  cent,  of  both  taxes  added  if  tax- 
able   income    is    $5,000   or  more. 

Exempt   from  both   Normal   and   Surtax — 
War    Disability    Pensions ; 
Tax-free   Bond  Interest ; 
Gifts   and   Bequests  ; 

Life    Insurance    Proceeds ; 

Certain    incidental    gains    from    turnover 

of  capital  assets  outside  the  Taxpayer's 
regular  business. 

Expenditure  to  be  deducted  when  calculat- 

ing Taxable  Income — General    Business    Expenses ; 
Interest    on    Business    Borrowing ; 

Taxes,  Insurance,  Repairs,  Depreciation, 
Mortgage  Interest — own  residence  ex- cepted ; 

Payments    for    own    Superannuation  ; 

Carrying  Charges  on  Securities,  not  ex- 
ceeding   income   therefrom. 

Deductions    from   Tax — 
Income   Tax   paid   to  United    Kingdom   or 

other   British    Dominion,   or   to   Foreign 
Countries  if  they   reciprocate ; 

Certain   payments  under   Business   Profits 
War  Tax  Act  and  Special  War  Revenue 
Act. 

Partners    pay — not    Partnerships. 

Companies  pay  Normal  Tax,  not  Surtax. 

Executors,  Guardians  and  Trustees  pay  for 
Beneficiaries  unable  to  manage  their  own affairs. 

Accrued  and  Undivided  Profits  are  Taxable. 

Married  Women  with  Separate  Incomes 
make   Separate  Returns. 

Farmers  make  Returns  on  Special  Form. 
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In  a  Town  of  10,000  Population 
A  Store  Sells  $12,500  Corsets  Per  Year 

That  store  is  in  the  United  States.  It  has  the  usual 

number  of  competitors.  But  it  features  Warner's  Rust- 
Proof  Corsets,  and  calls  on  us  for  every  service  that  we 
offer. 

Jfjorher's 
s~\     7£ust-r*roof 

Made  in  Montreal 

are  backed  by  the  same  service  that  has  made  them  the 

leading  corsets  of  the  United  States  —  a  service  that 
means  loyal  customers  and  handsome  profits  for  the 
merchant. 

It  does  not  mean  a  large  investment.  It  means  a 
smaller  one,  perhaps,  than  you  are  used  to. 

Before  you  place  your  corset  orders  for  another  season 
consider  the  Warner  line.  Store  after  store  is  concen- 

trating on  these  famous  corsets. 

EVERY    PAIR    GUARANTEED 

NOT  TO  RUST,  BREAK  OR  TEAR. 

THE  WARNER  BROTHERS  COMPANY 
St.  Ambroise  and  Turgeon  Streets,  Montreal 
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The  Huge,  Modern  Gossard  Factory  at  Drummondville,  Quebec. 

Two  Good  Reasons  Why  You  Should 
Push  Canadian  -  Made  Goods 

If  your  store  sells  corsets,  there  are  at  least  two  good  reasons  why  you  should  push 
Canadian-made  goods,  and  particularly 

Front Lac  in  g 

1 — Chambers  of  Commerce,  Boards  of  Trade  and  all  other  helpful  and  influential  organizations  through- 

out the  Dominion  are  strongly  urging  the  people  to  help  "keep  Canada  busy"  by  buying  Canadian- 
made  goods.  The  countless  number  of  women  in  Canada  who  wear  Gossard  Corsets  and  Brassieres  are 
wearing  a  product  made  in  Canada  by  Canadian  workers  exclusively. 

Every  day  more  and  more  Canadian  women  are  demanding  Gossard  merchandise,  for  they  have  been 
told  through  the  magazines  and  newspapers  that  Gossards  are  made  in  Canada,  and  that  means  they  can 
save  at  least  thirty  to  forty  cents  on  the  dollar,  as  home  goods  are  free  from  excessive  duties  and 
high  exchange  rates. 

2- — A  proof  that  Gossard  Corsets  and  Brassieres  are  made  in  Canada  is  the  huge  modern  plant  at 
Drummondville,  Que.,  shown  above.  Not  only  are  the  needs  of  the  women  of  Canada  taken  care  of  by 
this  factory,  but  also  the  women  of  England,  Australia,  New  Zealand,  Tasmania,  South  America  and 
other  countries. 

Keep  your  shelves  stocked  with  Gossards,  a  superior  product  extensively  advertised,  and  therefore  easy 

to  sell;  and  at  the  same  time  help  to  "keep  Canada  busy"  by  pushing  Canadian-made  goods  made 
by  Canadian  workers  for  Canadian  women. 

The  Canadian  H.  W.  Gossard  Co.,  Limited 
366-378   West    Adelaide    Street,    Toronto,    Canada 
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France  Makes  Merry  in  Fancy  Costume 
Easter  Holidays  Start  Craze  for  Masquerading — Students  and  Artists  Revel  in  Elaborate 

Plans  for  Their  Parties,  and  Many  Lovely   Designs   Are    Coming   to    the    Fore — 
American  Invasion  of  Jazz  Partly   Responsible — Children  Ardent 

Devotees  of  the  Mask 

Paris,  France,  April,  1921. 

EDITOR,  Dry  Goods  Review. I  musl  tell  you  this  time  about 
the    latest    rage    prevailing    over 

this    country:      I     mean    to     say    fancy 
dresses  for  balls  and  masquerading. 

Here,  as  everywhere,  a  wind  of  lux- 
ury has  been  blowing  ever  since  the  war 

ended;  all  kinds  of  amusements,  theatres, 
concerts,  and  especially  dancing,  have 
been  sought  for  by  all  classes  of  people. 
All  the  American  dances,  Jazz  bands, 
have  been  the  rage,  and  the  youngest  of 
our  generation  know  what  a  one-step, 
for  trot,  etc.,  is. 

At  this  time  of  year,  which,  in  France, 
means  for  young  people  and  students 
the  period  of  pleasure,  all  have  exerted 
their  brains  to  create  fancy  dresses 
which  they  wear  on  every  possible  occa- 

sion. At  Nice  some  time  ago  the  famous 
carnival  saw  a  display  of  beautiful  cos- 

tumes, whose  prettiness  was  enhanced 
by  the  bright  sunshine  and  flowers 
which  it  is  customary  to  battle  with  at 
such  festivals. 

Quaint    Costumes    of    France 

Of  course,  all  kinds  of  costumes  were 
seen,  from  the  ancient  ones  up  to  the 
futurist  and  most  modern  designs.  Our 
provinces  were  also  represented,  which 
does  not  mean  that  the  people  who  wore 
such  costumes  were  grotesque,  for  the 
beautiful  bonnets  of  Touraine,  or  Brit- 

tany, for  instance,  are  by  no  means  a 
ridiculous  headdress. 

I   mention   these   because,   while   they 

are  almost  common  in  France,  they 
might  be  found  a  novelty  in  other  coun- 

tries where  they  are  never  seen;  and 
many  a  rich  and  elegant  lady  could  dis- 

play her  wealth  and  show  up  her  beauty 
in  one  of  these  costumes.  For  instance, 
the  real  Breton  dress,  with  the  deep 
flounced  skirt,  trimmed  with  velvet,  the 
fine  embroidered  apron,  the  shawl,  and 
the  finely  starched  lace  bonnet,  would 
have  a  rich  effect  in  a  ball  room.  The 
same  applies  to  the  costumes  of  the 

"Sablaise,"  with  her  short  frock,  or  the 
"Boulonnaise,"  with  her  quaint  cape  all 
tucked.  In  fact,  all  our  provinces,  if 
the  costumes  were  exactly  reproduced, 
would  produce  a  pretty  ball  room  scene. 
What  about  the  Alsatian  costume,  with 
its  bright  colors,  and  elegant  head  bow, 
or  the  pretty  bonnet  of  the  Lorraine  ? 

Ancient  Days  Recalled 

Men's  costumes,  as  shown  in  Hansi's 
designs,  ought  not  to  be  despised  either, 
for  they  are  very  effective,  and  there 
is  no  doubt  that  all  children  would  exult 
at  the  thought  of  being  dressed  up  like 
Alsatian  children.     They  do  here. 

As  a  matter  of  fact  it  would  be  quite 
reasonable  to  be  dressed  in  French  cos- 

tumes in  the  new  world,  since  here  it  is 
quite  customary  to  dress  oneself  up  like 
an  Indian,  such  as  those  of  Fenimore 

Cooper's  books,  which  are  the  delight  of 
our  youth! 

However,  here  the  fashion  at  present 
is  for  costumes  of  ancient  days,  or  for 
foreign  dresses.     The   enclosed   sketches 

will  give  you  a  few  ideas  of  the  fancy 
dresses  seen  in  Paris  and  at  the  fashion- 

able resorts  during  the  past  few  weeks 
of  gaiety.  No.  1  shows  a  Turkish  girl, 
a  rather  effective  costume,  with  the 
beautiful  material,  the  showy  jewels,,  and 
the  veil  that  covers  the  face,  which  many 
ladies,  who  love  mystery,  will  enjoy 
wearing.  Besides,  in  these  days  of  Ori- 

ental influences  it  seems  quite  natural 

to  think  of  the  "Desenchantees"  described 
by  Pierre  Loti. 

Elaborate    Materials    Used 

In  many  cases  we  choose  our  fancy 
dresses  according  to  the  books  we  have 
read. 

No.  2 — A  Folly.  There,  again,  we 
have  a  wide  field  for  display  of  fancy; 
the  colors,  the  materials,  the  bells  that 
ring  out  of  cur  thoughts  the  present 
dark  problems  of  the  time:  in  fact,  a 
Folly  is  just  the  picture  of  the  present, 
and  could  be  adopted  by  somebody  with 

a  philosophical  turn  of  mind!   ' 
No.  3 — Isabeau  de  Baviere:  a  queen 

of  France,  of  the  Middle  Ages,  as  you 

can  see  by  the  "hennin,"  a  rather  pretty 
bonnet,  with  long  veils  that  prove  so 
becoming.  The  flat  bodice,  with  long 
sleeves,  and  immense  skirt  of  fine  bro- 

cade, bordered  with  ermine,  as  well  as 
the  collar,  would  not  look  out  of  place 

in  to-day's  drawing  rooms,  in  some 
places  amongst  ancient  furniture,  and 
in  others  amongst  the  ultra  modern 

style,   with    cubists',   futurists'   pictures, 

1 

Figures  described  in  the  accompanying  article  from,  our  Paris  correspondent. 
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Figures  described  in  the  accompanying  article  from  our  Paris  correspondent. 

cushions,  and  electric  lamp  shades  of  all 
shapes  and  colors. 

Kings   and   Gladiators 

No.  4 — is  one  of  the  most  favored  cos- 
tumes for  the  gentleman  masquerader, 

Henry  the  IV.  It  is  the  good  king  of 
France,  who  wanted  all  his  subjects  to 
be  happy,  and  earn  enough  to  be  able 

to  have  a  "poule  au  pot"  every  Sunday. 
Besides,  this  costume  is  very  elegant 

and  ought  to  appeal  to  the  young  cava- 
lier. There  is  the  white  fraise,  velvet 

poui'point  with  silk  creves,  fitting  haut 
de  chausses  and  the  cap  with  an  ostrich 
feather,  which  allows  graceful  move- 

ments when  saluting — all  these  items 

will  win  a  dandy's  fancy. 
No.  5 — a  Roman — just  what  a  student, 

deep  in  the  study  of  the  Roman  history, 
will  think  of.  It  is  curious,  and  nice, 
too. 

To  match  the  costume  of  Henry  the 
IV.  we  must  have  a  lady  dressed  up  in 
costume  No.  7:  same  sleeves,  a  flat 
bodice,  with  a  very  long  waist  (just 

what  is  coming  in  again),  beautiful  bro- 
cade or  lame,  with  gorgeous  embroid- 

ery, and  a  collar  of  white  lace.  All  this 
will  surely  please  a  young  lady,  who 
has  visited  the  Museum,  and  admired 
the  paintings  of  that  time. 

Perhaps  she  will  prefer  the  daintiness 
of  Madame  Pompadour,  in  which  case 
she  will  choose  costume  No.  8,  with  low 
neck,  short  sleeves  with  a  frill,  and  huge 
panniers  skirt  of  lame  or  taffetas. 

For  those  who  have  read  and  enjoyed 
the  Fables  de  La  Fontaine  I  would  sug- 

gest the  costume  worn  by  Pierrette, 
sketch  No.  6,  when  she  goes  to  town  to 
sell  her  milk,  which  she  drops  when 
dreaming  of  how  she  will  employ  the 
money  thus  earned.  She  would  look 
pretty  in  her  light  dress  of  cotton  yarn, 
with  a  red  corselet,  fancy  fichu,  and 
apron,  her  neat,  though  simple  bonnet 
and  her  pot  on  her  head. 

For  Youthful  Revellers 

For  our  little  ones,  whose  pleasure  in 
being  dressed  up  will  be  greater  than  ours 

(for  they  can  laugh  without  thinking  of 
anything  but  the  present  moment)  we 
have  quite  a  lot  of  costumes: 

No.  9 — a  page  of  the  time  of  Henry 
IV.,  similar  costume,  with  a  velvet  cape 
besides. 

No.  10 — Red  Riding  Hood,  all  in  red, 
except  her  apron,  will  be  a  pretty  little 
maid  carrying  her  basket  and  cake  to 

her  grand'ma.  This  dress  is  rather  easy 
to  make  and  need  not  cost  very  much, 
since  it  can  be  made  of  plain  cloth  cot- 

ton or  wool. 

No.  11 — a  Roumanian  girl.  This  cos- 
tume is  more  expensive  and  difficult  to 

obtain  exactly  as  it  is:  the  pleated  skirt 
with  ribbons  and  apron  is  easily  copied, 
but  the  embroidered  vest  and  bonnet 
must  be  perfect,  and  the  boots,  too,  for 
they  are  a  very  important  item  of  the 
costume.  Still,  it  is  very  effective  and 
nice. 

No.  12 — a  pretty  little  chap  is  de- 
cidedly   lovely,     dressed     up     as    Cupid, 

Yours   truly, 

Figures   described  in   the   accompanying 
article  from  our  Paris  correspondent. 

armed  with  his  bow  and  arrows.  His 
dress  is  very  simple,  being  but  a  draping 
over  close  fitting  fleshings.  Some  san- 

dals and  bare  feet  complete  the  en- 
semble. 

As  to  poor  Harlequin,  the  number 
No.  13  to  which  he  answers  must  have 
brought  him  bad  luck,  for  he  is  lying 
on  the  floor  asking  for  help  that  will 
not  come  from  the  merry  farandole  that 
goes  by.  Still  he  looks  nice  in  his  checked 
costume  of  green  and  yellow,  for  in- 

stance, with  a  green  hat  to  match.  This 

dress  is  seen  frequently  at  children's balls. 

<e 

Quilted  satin  coats  increase  in  number 
as  fur  coats  are  discarded. 

White  glace  and  gray  suede    mousque- 
taire  gloves  rival  gauntlets  these  days. 

*     %     * 

Gray  lace  and  chiffon  gowns  are 
repeated  at  hotel  dining  rooms  these 
nights. 

Off-the-face  hats  trimmed  with  flowers 
or  leaves  flattened  against  the  brim  are 

almost  as  popular  as  off-the-brim  trim- mings. 

Travellers  Are  Out  Now  With 

Complete  Lines 
French  Ivory 
Greeting  Cards  and  Post  Cards  for  all 

occasions 
Purses  and  Wallets 
Pennants,  Cushions  and  Textile  Novelties 

Supplies  for  Celebrations,  Old  Boys*  Re- unions, etc. 
Souvenir  Novelties  (a  tremendous  variety) 
Christmas  Stockings 
Conservo  Lunch  Sets,  Splashers,  Table 

Sets,  Infants'  Bibs  and  Sets 
The  product  of  five  factories  ue  own  or  control 

PUGH  SPECIALTY  CO.,  Ltd. 
38  to  42  Clifford  St.,  Toronto,  Canada 
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SPRING  and  SUMMER 
CATALOGUE 
NOW  READY 

Baseball  Supplies 
Flags 

Tennis  Goods Hammocks 

Lawn  Croquet Baby  Vehicles 
Footballs Lanterns 

Bathing  Caps Balloons 

Carnival  Noisemakers 
and  Novelties 

Spring  Toys 
Souvenirs 

Specialties  for 
Wedding  Gifts 

COPY  MAILED  TO  DEALERS  ON  REQUEST 

OUR  annual  advance  display  of  Fancy  Goods,  Toys, 
Dolls,  China  and  Glassware  for  Christmas  Trade  is 

now  being  shown  at  our  Show  Rooms  in  Toronto, 
Montreal,  Quebec  and  Winnipeg.  We  have  the  largest 
assortment  that  has  been  possible  for  a  number  of  years. 
In  Imported  Goods  we  offer  exceptional  values. 

NERLICH  &  CO. 
146-148    FRONT    STREET    WEST,    TORONTO 
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Chinese  Baskets 
One  of  the  most  Popular  Premiums  ami 

Fastest-Selling  Gift  Specialties  that  you  can 
offer  to  your  customers. 

Five  to  a  nest.  Handsomely  decorated 
with  Mandarin  Silk  tassels,  bracelets,  beads 
and  old  Chinese  coins.  Beautiful  materials 
and  workmanship,  highly  shellacked  in  nut 
brown. 

We  carry  big  stock.  Guaranteed  Quick 
Service. 

Special  Prices  to  Jobbers 
Something  Absolutely  New. 

Most  Ideal  Item  for  Holiday  Trades. 
Place  Your  Orders  Now. 

Give  Entire  Satisfaction. 

Lee  Dye  &  Co. 
Direct  Importers  in  Silks,  Ivory  Beads, 

Baskets,  Ginger 

715  View  St.  817  Government  St. 
VICTORIA,  B.C. 

First  in  Fashion's  Favor! 
THE  MOULTON 

MANUFACTURING 

COMPANY,  LTD. 
Braids 

and 

Trimmings 

4   Inspector  St. 

MONTREAL 

IMPORTERS  and  MANUFACTURERS 

Art  Needlework  and  Fancy  Goods 
"Peri-Lusta"  "Crystal" Mercerized  Cottons  Artificial  Silk 

Embroidery  Materials 

Fancy  Linens  and  Piece  Goods 
MADEIRA    HAND   EMBROIDERED 
LINENS  and  HANDKERCHIEFS 

Campbell,  Metzger  &  Jacobson 
932938  Broadway  New   York  Cor.   22nd   St. 

Canadian  Showroom   and  Factory  : 

Bay  and  Wellington  Sts.,         -        Toronto,  Canada 

WM.  E.  WRIGHT  SAYS 
'The  word  'fast'  has  two 
meanings  when  used  in  de- 

scribing colors  of  tapes. 

"The  manufacturer  who  called  his  colors  fast 
because  they  were  such  quick  runners  was 
really  not  much  worse  than  plenty  of  other 
manufacturers  who  are  always  trying  to 
apologize  for  colors  that  are  nearly  fast  but 
not  quite. 

"We  have  spent  a  lot  of  time  and  money  in 
getting  a  line  of  colors  that  will  not  run  if 
washed  in  warm  water  with  pure  soap  and 
will  stand  any  reasonable  exposure  to  the  sun. 

("Of  course,  if  strong  alkaline  washing  pow- 
der is  used  on  colors  they  will' lose  their  bright- 

ness.    This  isn't  washing,  this  is  bleaching.) 

"Women  know  that  it  is  perfectly  safe  to  use 
Wright's  colored  tapes  on  fine  garments  as  the 
colors  will  not  run  into  the  material  and  spoil 
it.  Our  fast  colored  percales  are  the  prettiest 

and  cheapest  trimmings  for  women's  and  chil- 
dren's wash  clothes;  aprons,  negligees  and 

other  cotton  garments.  We  know  American 
women  agree  with  us  by  the  large  quantity  of 
our  Fast  Colored  Percales  they  buy  each 

season." Send  for  Color  Card  of 

no  mm  0 
showing  our  full  line  of  fast  colored  percales, 

also  Wright's  E-Z  Trim.  You  will  find  this 
card  to  be  a  great  convenience  in  making  up 
your  orders.  It  shows  our  12  plain  and  6 

striped  colors  of  Tape  and  6  colors  of  E-Z Trim. 

Wm.  E.5Wright_&  Sons 

Co.,^Mfrs. 
[315-317[Church!Street,rNew]York 

Agencies: 
CHICAGO  ST.  LOUIS 

R.  C.  Tail  Geo.  F.  Anderson's  Sons 
223  W.  Jackson  Boulevard  613  North  Broadway 

PHILADELPHIA 
James  F.  McCarriar 
1011  Chestnut  Street 

WRIGHT'S 

BIAS  FOLD  TAPE 

\  It  turns  itself   ' 

ii»      ■" 

In  U.  S.  Pat.  Off. 
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The 

Exclusive  Smallware 

Specialty  House 
WE  wish  to  announce  that  on  and  after 

May  1st,  1921,  we  will  remove  to  120 
Wellington  St.  West,  Corner  York  and 

Wellington  Streets,  Toronto,  where  we  will 
have  increased  facilities  and  be  in  a  position 
to  give  prompt  and  detailed  attention  to  the 
requirements  of  all  our  customers. 

We  thank  you  for    your    past    patronage    and 
respectfully  solicit  your  further  inquiries. 

wrinch,  McLaren,  limited 
120  WELLINGTON  ST.   WEST TORONTO 

Greenberg's  Midsummer  Sport  Hats 
The  hats  with  the  Dominion-wide  reputation  for  smartness  and  distinction. 
We  invite  you  to  inspect  this  new  range,  which  includes  a  host  of  wonderful  Hat 
Values  that  will  make  your  Millinery  Department  hum. 

Every  style  and  feature  of  the  more  expensive  imported  Hats  have  been  combined 
in  these  models,  which  are  now  ready,  for  delivery. 

Priced  from  $24  to  $72. 

GREENBERG  LIMITED 
227  NOTRE  DAME  STREET  WEST,  MONTREAL 

w l/MITTING^^*   winders.  &c 
May  we  write  you  and  send  photos? 

CREELMAN  BROS. 
Manufacturers  •        ESTABLISHED  1872 

Box  1737A, 

Rib-Tops,  Leggers,  Sleevers,  Sweater,  Toque,  Mitt  and  Special  Machines.  GEORGETOWN,   ONT.,  CANADA 

Gipe-  Hazard 
Store  Service 

Co.,  Ltd. 

113    Sumach    St. 

Toronto     -    Ont. 

A   leading  merchant  in   a   Western  Ontario  Town,  among  other  things,  said 
to  one  of  our  representatives  a  few  days  ago : 

"We  found  that  the  carriers,  recently  installed  by  you,  enabled  us  to  do  with 
two  salesmen  less  than  we  would  have  had  to  employ  during  the  busy  Christmas 

season,  had   we  been    without  them." 

Did  you  ever  consider  that  the  same  applies  in   a  greater  or  less  degree  In  every   retail 
establishment?       Drop  a  card  for  one  of  our  circulars  which  explains  at  greater  length. 
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This  is  the  indication.  "Ca" 
shows  it  was  a  cash  sale.  "B" 
is  the  clerk's  initial.  "1.00" is  the  price. 

Charge  sales  are  indicated  by 
"Ch,"  received  on  account  by 
"Re,"  and  paid  out  trans- 

actions by  "Pd." The  same  indication  shows  on 
both  front  and  back  of  the 

register. 

Clerk  B  has  made  a  cash  sale  for  $1.00 

The  indication  at  the  top  of  an  up-to-date  National 
Cash  Register  gives  publicity  to  every  transaction. 
The  merchant,  the  clerk,  and  the  customer  see  this 
record. 

This  prevents  mistakes  in  price  and  in  making 
change.      It  removes  temptation. 

The  record  shown  in  the  indication  is  printed  on  a 
strip  of  paper  which  is  locked  up  inside  the  register. 
This  record  also  is  printed  on  a  receipt  for  the 
customer. 

The  amounts  indicated  and  printed  are  added  into 
totals  which  show,  at  a  glance,  (1)  the  total  business 
handled  by  each  clerk,  and  (2)  the  total  of  each  kind 
of  transaction. 

This  assures  the  merchant  that  every  sale  is  handled 
accurately.  It  also  assures  him  of  accurate  records 
which  give  him  control  of  his  business. 

We  make  cash  re^istefrs  for  every  line  of  business 

NATIONAL 
CASH    REGISTER    CO. 

OF    CANADA    LIMITED 
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Give  The  Display  Manager  Half  A  Chance 

and  He  Will  Certainly  Make  Good" 
Display  Men  Have  Had  Difficulty  in  Convincing  Their  Firms  That  Window  Display  Work 

Had  a  Definite  Drawing  Power — Difficulty  in  Getting  Appropriations— Once  Con- 
vinced, However,  the  Firm  Gives  a  Free  Rein' 

MR.  MERCHANT,  what  is  you
r 

attitude  toward  the  window  dis- 
play man  ?  Or,  if  you  are  your 

own  window  display  man,  what  is  your 
attitude  toward  your  own  window  or 
windows  ?  Do  you  look  upon  this  end  of 
the  business  as  of  real  advertising  value 
and,  if  so,  are  you  giving  it  the  proper 
appropriation  in  financing  your  business 
from  one  end  of  the  year  to  the  other? 

If  your  advertising  man  and  your  win- 
dow display  man  stand  before  you  asking 

what  appropriations  you  are  prepared  to 
make  for  the  coming  year,  do  you  pro- 

perly size  up  their  relative  importance 
as  drawing  power  to  your  store?  Have 
you  broken  away  from  the  old  idea  that 
the  window  is  a  place  where  any  old 
thing  can  be  put  to  get  it  out  of  the 
way?  Or  do  you  realize  that  the  window 
is  the  front  door  to  your  store  and  that 
the  passerby  gets  his  first  impression  of 
your  stock  and  your  methods  of  doing 
business  by  the  first  impression  he  gets 
from  your  windows  ?  If  your  window  dis- 

play man  has  come  to  you  and  said, 

"Boss,  give  me  a  chance;  I've  got  a  great 
idea,  let  me  put  it  across,"  have  you 
looked  upon  him  coldly  and  said,  "No, 
it  costs  too  much  money  and  ruins  too 

many  goods";  or  have  you  given  him  the 
chance  and  been  convinced  that  window 

display  is  good  business  for  the  store? 
These  are  questions  which  you,  Mr.  Mer- 

chant, might  well  ask  yourself  at  the 
threshold  of  a  new  season  when  the  win- 

dow display  man  is  to  tell  many  of  your 
customers  what  the  new  Spring  styles 
are  like,  how  they  will  look  when  worn, 
and  what  value  there  is  in  the  merchan- 

dise which  you  have  to  offer  for  tn» 
Spring  of  1921.  The  window  display 
man  wants  to  do  his  share  toward  mak- 

ing the  Spring  season  a  good  one  from 
your  point  of  view.  Are  you  going  to 
give  him  the  chance  he  is  looking  for? 

Display  Men's  Difficulties 
A  recent  trip  to  three  American  cities 

does  not  convince  the  writer  that  display 
men  across  the  line  are  more  skilled  than 

they  are  in  this  country.  They  cannot 
take  merchandise  and  drape  it  more  ef- 

fectively, they  have  not  a  better  sense  of 
harmony  in  colors,  nor  is  the  whole  set- 

ting of  their  displays  better  than  they 
are  here.  But  they  appear  to  have  the 
co-operation  of  their  firms  to  a  greater 
extent  than  in  this  country.  They  have 
not  reached  their  present  understanding 
with  the  heads  of  the  firm  without  certain 
struggles  with  these  men.  These  heads 
thought  nothing  of  spending  hundreds  or 
thousands  of  dollars  on  their  newspaper 

advertising,  but  when  the  window  display 
man  asked  them  for  a  relatively  smali 
appropriation,  it  was  a  different  matter. 
Then,  again,  the  heads  of  departments 
wanted  to  have  their  say  in  the  matter  of 
window  display  and  would  dole  out  what 
they  wanted  in  the  window,  not  what  the 
display  man  wanted  at  all. 

Said  the  window  display  manager  of 
one  large  store  to  Dry  Goods  Review: 
"I  first  had  to  convince  the  head  of  the 
firm  that  the  window  display  work  was 

not  in  harmony  with  the  i*est  of  the  store, 
that  it  did  not  represent  the  high-class 
merchandising  that  was  going  on  on  the 
inside  of  the  store.  Then  when  I  went  to 
the  display  room  it  was  in  an  awful  mess. 
It  was  enough  to  take  the  ambition  out 
of  a  man.  The  first  window  I  had  to 
trim,  I  had  to  clean  all  the  fixtures  and 
see  that  the  windows  were  properly 
washed  and  cleaned.  The  work  before 
had  been  done  by  a  man  who  had  been 
with  the  firm  for  many  years.  I  told  the 
head  of  the  firm  that  I  must  have  a  good 
room  to  work  in  and  that  the  place  must 
all  be  cleaned  up.  It  took  me  a  week  to 
have  that  place  cleaned.  Then  I  had 
lights  put  in,  and  the  whole  place  was 
ready  for  work. 

"The  next  difficulty  was  with  the  buy- 
ers. They  did  not  want  the  merchandise 

used  because  they  thought  it  would  ruin 
it.  They  did  not  want  collars  put  on 
shirts  or  ties  put  on  collars.  They  would 
hand  me  dirty  gloves  to  put  in  the  win- 

dow and  the  hat  man  would  want  every 
kind  of  hat  he  had  in  stock  shoved  in  the 
window  for  display. 

"But  all  this  was  changed  after  the 
head  of  the  firm  was  convinced  that  win- 

dow display  work  paid  in  actual  cash 
returns.  He  then  instructed  the  buyers 
and  the  department  managers  that  they 
must  co-operate  with  me  in  this  work 
and  that  I  was  to  have  what  I  wanted." 

Give  Them  Half  a  Chance 

In  conversation  with  another  display 
man  in  another  city,  a  man  who  has  won 
innumerable  prizes  in  window  display 
work,  he  also  enumerated  similar  difficul- 

ties that  he  had  had  in  his  experience  as 

a  window  dresser.  He  told  of  the  diffi- 
culty he  had  had  in  convincing  the  head 

of  this  firm  or  that  one  that  window  dis- 

play work  was  an  essential  part  of  mer- 
chandising goods  and  that,  without  it, 

profits  would  not  be  as  great.  His  asso- 
ciation with  window  display  men  led  him 

to  the  conclusion,  he  said,  that  if  the  dis- 
play man  were  given  half  a  chance  he 

would  make  good  and  would  convince  the 
management  that  the  money  they  spent 
on  their  window  display  work  was  well 

and  profitably  invested.  "Give  the  aver- 
age display  man  half  a  chance,"  he  said, 

"and  he  will  make  good."  He  thought 
that  originality  ought  to  be  encouraged 
by  the  heads  of  firms  and  he  went  on  to 
point  out  that  ideas  that  were  money- 
producers  could  not  be  worked  out  with- 

out some  expense.  If  the  head  of  the 
firm  was  willing  to  spend  a  thousand  dol- 

lars on  an  advertisement  that  was  only  of 

half  an  hour's  life  (he  figured  that  the 
average  person  was  through  with  his 
paper  in  half  an  hour,  he  ought  to  be 
willing  to  spend  something  near  that 
amount  for  fixtures  or  backgrounds  that 
could  be  used  for  weeks  or  months. 

The  result  of  the  encouragement  that 
firms  give  to  their  window  display  men 
in  these  cities  is  seen  in  the  windows 
themselves.  Magnificent  backgrounds  are 
used  where  they  can  be  used  effectively 

to  show  up  merchandise,  the  most  ex- 
pensive fixtures  are  bought  for  the  win- 

dow, rich  velours  are  bought  to  give  a 
luxurious  touch  to  the  window.  Display 
men  are  constantly  developing  new  ideas 

because  they  are  spurred  on  by  the  com- 
petition of  other  display  men  who,  like 

themselves,  have  their  firms  behind  them 
for  all  the  expense  that  is  required  to 
make  the  window  a  real  drawing  power 
to  the  store.  The  different  associations 

they  have  organized  have  promoted  win- 
dow dressing  into  the  professional  class 

of  pursuits  until  every  store  of  any  size 
whatever  has  its  display  manager  whose 
work  is  entirely  devoted  to  the  windows. 
It  is  regarded  over  there  as  a  big  job 
because  they  have  fixed  a  new  value  to 
the  work  that  is  done  in  that  section  of 
the  store.  In  some  of  the  stores,  the 
management  of  the  window  is  down  to  a 
real  science  and  each  department  is  made 

to  pay  for  the  amount  of  space  it  uses 
in  the  windows  week  after  week.  The 

window  display  man  is  a  high-salaried 
man  whose  business  it  is  to  help  turn 
over  the  merchandise  in  each  department 
throughout  the  store.  That  being  the 

case,  the  firm  figures  that  each  depart- 
ment should  help  pay  his  salary.  Hence, 

they  are  charged  with  window  space. 
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DAYS 

'  REVIEW,  . 
Thurulajf 

Saturday 

MARCH 

10,  II,  12  i 

16uv^  be  charmed  by  . 

Jke  novelty  e»  lovdinoes       G) 
""of  our  Spn^g  Fashions        J Recent  business  read — 
juslments  male  possible 
new  low  price  levels 
which  are  additional 

cause  for  gratification 

Suits  •  frocks  ■  Wraps 
Hats-Blouses-Lingene 

\our  ins^pectfoa  is  most 
corchaUv  invited 

if] 

MIIMCJ 
Thursday,  Friday,  Saturday,  March  10,  11,  12,  Inclusive 

Authentic  Fashions  for  Spring  v    ,-,J 
Are    No*    Libenlly    DispUyed    m    the    Various    Depart™ 

Devtted  to  the  Correct  Outfitting  of  Women,  Mi.wei 
tod  the  Younger  Set. 

,r.  Oitorit  »"<l  Pi* 

You  Are  Cordially  Irmted  to  Attend  This  Premier  Showing  c 

Spring  Styles,  to  Be  Worn  bya  Correctly  Dressed 
Woman  During  Spring  uid  Summer  of  1921 

Robinson,  MacBean   Limited 

0   a  li   *  <   ■'  i   ■  ■  ftmfOI  of  i     "  'I I    .  |l    ...,  ■    M 

II.tc.  in,  you  »,ll  ►*•!.,, I,       ■.,!  »,f«.  Dm ■!,,!, i  vttXtty  *«t  rvuottab1«  priiiS  thai  prwsil 
  i    pis]  b(  ftihtuBible  Foolwnr  wUt  raw*  ifcsi v   b  * 

.For  artistic  arrangement  in  advertising 
these  three  advertisements  of  Robinson, 
MacBean  Limited  of  Moose  Jaw  are  excel- 

lent specimens.  There  is  a  marked  disposi- 
tion on  the  part  of  many  ad.  writers  to  want 

to  cram  too  much  in  their  allotted  space; 

and,  in' doing  so,  they  sacrifice  an  artistic 
layout  that,  of  itself,  is  most  attractive. 
The  first  point  to  be  remembered  in  writing 
an  advertisement  is  to  use  words,  types,  and 
layout  that  immediately  attract  the  eye; 
the  second  is  to  have  such  an  arrangement 
of  all  three  that  it  will  hold  the  attention 
of  the  person  ivhose  eye  has  been  attracted. 
It  is  the  artistic  arrangement  of  an  adver- 

tisement that  holds  the  eye.  There  is  no  use 

in  an  attraction  that  does  not  hold  one's 
attention  for  a  sufficient  period  that  a  mes- 

sage may    be   driven   home. 

The  selection  of  types,  cuts,  and  the  gen- 
eral arrangement  of  these  three  advertise- 

ments are  contributing  factors  to  an  ex- 
cellent advertising  service. 
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Store  Front 
Creates  Sales 

•Value  of  Up-to-Date  Store  Fronts" 
was  the  subject  of  an  address  at  the 
Ontario  convention  by  H.  J.  St.  Clair,  of 
Toronto.  He  began  his  address  by  re- 

ferring to  a  large  departmental  store 
in  New  York  which  followed  the  policy 
of  charging  each  department  with  the 
window  space  they  used.  These  charges 
ranged  all  the  way  from  $5  to  $100  a 
day,  totalling  $500  a  day  from  all  the 
departments,  showing  the  value  that 
was  placed  by  this  firm  upon  window 
space. 

Height  <fi  Display 

Mr.  St.  Clair,  in  referring  to  window 
display  work,  stated  that  the  proper 
height  of  display  was  created  by  the 
sight  line,  which  was  four  feet  six  inches 
from  the  sidewalk  and  the  trim  display 
should  be  above  and  below  this  sight 
line.  The  window  display  man  should 
then  determine  what  article  he  wanted 
to  feature  and  he  should  then  place  it 

in  the  proper  position  to  display  it  pro- 
minently. Other  articles  of  merchandise 

should  be  selected  which  would  harmon- 
ize with  the  feature  article.  The  selec- 

tion of  accessories,  such  as  flowers,  col- 
ors, etc.,  should  be  made  very  carefully 

as  these  wrere  important  in  setting  off 
to  the  best  effect  the  feature  article  of 

4 
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The  background  used  in  this  Spring  window  display  of  Fair  weather's  of 
Montreal  is  of  black  silk,  panelled  in  white,  with  hand-painted  heads  of  court 
beauties  in  powdered  pcrruques  used  as  sole  decoration.  Strings  of  beads 
are  cleverly  used  in  connection  with  these  cut-outs. 

the  whole  display.  The  use  of  artistic 
show-cards  and  the  lighting  effects  were 
means  of  drawing  attention  to  the  win- 

dow, and  the  whole  effect  should  be  to 
create  a  desire  in  the  mind  of  the  passer- 

by that  he  will  want  to  buy  the  articles 
he  sees  in  the  window. 

Mr.  St.  Clair  quoted  statistics  to  prove 
that  window  display  work  was  the 
greatest  factor,  in  some  instances,  in 
selling    merchandise.      A    certain    under- 

Above  are  some  of  the  latest  wax  creations  of  J.  R.  Palmenberg's  Sons,  Inc., 
New  York,  which  are  examples  of  what  artistry  can  do  with  wax.  Under 
present-day  conditions,  every  arm  of  an  organization  must  do  its  best  work  to 
not  only  maintain  but  increase  turnover.  The  display  work  is  one  of  the  most 
important  arms  of  the  organization;  and  such  figures  as  these,  perhaps,  may 
act  as  a  valuable  auxiliary  to  display  work.  To  their  other  lines,  this  firm  has 
recently  added  new  and  distinctive  forms  and  wax  figures  for  girls  and  misses; 

also  a  line  of  women's  stouts.  The  former  is  modeled  with  feature  and  line 
depicting  youth;  the  latter  showing  the  same  proportions  and  correct  lines  as 
in  the  forms  of  slenderer  build. 

wear  firm,  he  said,  had  made  a  canvass 
of  some  eight  hundred  consumers  and  a 

large  number  of  retail  stores  to  ascer- 
tain why  they  had  bought  their  line  of 

underwear.  The  result  of  the  investiga- 
tion showed  that  42  per  cent,  had  bought 

because  of  the  window  display,  21  per 
cent,  through  the  individual  efforts  of 
the  salesmen,  20  per  cent,  because  of 
newspaper  advertising  and  17  per  cent, 
because  of  the  recommendation  of 
friends. 

The  speaker  held  that  the  modern 
store  front  would  create  sales  and  would 

prove  itself  a  good  investment.  The 
design  of  the  front  was  an  essential  to 
sales  and  the  depth  of  the  sales  window 
should  be  determined  by  the  class  of 
merchandising  carried.  Three  feet  six 
inches  to  four  feet  six  inches,  or  an  aver- 

age of  four  feet,  brought  the  best  re- 
sults except  in  a  store  where  merchan- 

dise was  piled  in  the  windows  in  carry- 
ing out  the  policy  of  the  store  to  operate 

on  a  sales  basis.  The  up-to-date  store 
front,  Mr.  St.  Clair  said,  should  pay  for 
itself  in  four  years  and  the  retailer 
should  set  aside  each  year  a  definite  sum 
for  his  window  display  work. 

Kent-McClain  Again 
Mr.  C.  B.  I^ockhart,  who  succeeds  Messrs. 
A.  E.  Caulkin  &  Company,  of  Kentville.  N.S., 
lias  recently  made  extensive  additions  to  his 
store  equipment.  As  well  as  new  show  cases 
for  the  display  of  gent's  furnishings  he  has included  in  the  outfit  a  series  of  K-M  Double 
Deck  Revolving  Wardrobes  for  clothing  dis- 

play. Mr.  I.ockhart  'a  fixtures  are  In  rich 
quartered  <>ak  and  were  supplied  by  Kent- 
Mcl'lain.  Limited  (Toronto  Show  Case  t'oin- 
l'iiii\  I. 

KENT-McCLAIN  AGAIN 
Messrs.  M.  I'liskow  &  Company,  of  Hamilton, 
Ontario,  have  just  completed  the  installation 
of  new  display  fixtures.  One  feature  of  this 
new  equipment  1s  a  specially  designed  wall 
fixture  extending  the  length  of  the  store  for 
fifty  feet  and  providing  unequalled  display 
for  the  exclusive  line  of  leather  goods  which 
this  firm  handles.  Messrs.  Pliskow  &  Com- 

pany's equipment  was  designed  and  built,  h, 
Kent-McClain,  Limited.  (Toronto  Show  Case Company). 
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Thia  original  display,  arranged  by 

Adrian  McBeth,  of  Charles  Heashorn, 
of  Montreal,  shows  how  the  artist  links 

up  current  events  with  his  window 
display  ivork.  A  few  months  ago  he 
conceived  the  idea  of  using  movie 
advertising  to  push  his  own  displays, 

and  the  resulting  window  proved  en- 
tirely successful  as  a  means  of  sell- 

ing evening  clothes.  Inside  a  large 
post  card  representing  a  horse  shoe 

he  printed  the  announcement,  "Tom 

Moore,  Before  and  After  'Hold  Your 
Horses.'  Clothes  Make  the  Man.  Come 

in  and  See  What  Ours  Can  Do."  Two 
other  clever  posters  showed  Tom 

Moore  in  a  hobo's  garb  and  in  correct 
evening  dress,  side  by -side  with  coat 
forms  dressed  to  correspond,  with  a 

pair  of  tattered  trousers  and  a  street 

sweeper's  brush  at  the  left,  and  the 
usual  accessories  of  silk  hat,  cane,  etc.. 

at  the  right  of  the  dinner  jacket. 

The  theatre  which  ran  this  particu- 
lar movie  was  only  too  glad  to  loan 

the  necessary  photographs  and,  later, 

had  the  display  photographed  to  fea- 
ture in  its  lobby — a  result  which  work- 

ed advantageously  to  all  parties  con- 
cerned. 

A  striking  curtain  and  drapery  display  by  Finch  Bros.,  Ltd.,  of  Hamilton,  Ontario. 
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TRUCK 

Price  $750 
(Chassis  only) 

Starter  and 
Electric  lighting 

$100  Extra 
Price  f.o.b.  Ford 

Ontario 

Ford  Motor  Company  of  Canada,  Limited,  Ford,  Ontario 
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These  expert  cashiers  are 

only  a  few  seconds  away 

from  any  department  in  the 

store.  Lamson  cable  car- 
riers provide  the  short  cue 

between   clerks  and  cashiers. 

From  local  cashiers  to  Centralized  Service 
"We  prefer  three  experienced  cashiers 
near  the  office  to  twenty  cashier  in- 

spectors about  the  store." 
This  is  the  way  an  executive  of  the 

store  pictured  above  sums  up  his  rea- 
sons for  installing  Lamson  cable  car- 

riers. Lamson  Improved  Service  sim- 
plifies the  supervision  required  by  put- 

ting the  cashiering  and  authorizing  in 

one  central  place.  Noon  and  sick  re- 
liefs are  no  longer  a  worry,  as  a  Lamson 

system  never  eats  and  is  never  ill. 

Lamson  Improved  Service  provides 
the  most  flexible  system  for  your  store. 

Every  station  is  a  complete  service  point 
which  can  be  used  by  any  clerk  for  any 

sale.  Bank  checks,  large  bills,  part  pay- 
ments and  other  odd  transactions  are 

handled  just  as  easily  as  a  straight  cash 
sale.  And  with  all  these  advantages, 
Lamson  Service  really  protects  your 
interests. 

1 92 1  must  be  a  year  of  lower  operat- 
ing expense.  Let  us  show  you  how  Lam- 
son Improved  Service  turns  hidden 

losses  into  savings,  and  makes  econ- 
omies that  will  appear  at  the  end  of  the 

year  on  the  right  side  of  your  ledger. 

Average  results  in  stores  using  Lamson  Improved  Service  are 
40  second  cash  service,  50  second  charge  service 
Total  cash  receipts  balance  within  a  dollar 
Credit  errors  and  adjustments  cut  in  half 
Up  to  40%  less  supervising  and  operating  expense 

The  Lamson  Company 
Toronto,  Ont.,   136  Simcoe  Street Vancouver,  B.C.,  603  Hastings  Street 

Lamson Speed 
Protection 

Flexibility        Economy Service 
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The  most  up-to-date 
plant  in  Canada  for 
the  manufacture  of 

Garment    Hangers 
Not  only  have  we  originated  and  designed  our 
own  Hangers,  but  we  have  also  invented  and 
built  the  complicated,  delicate  machines  neces- 

sary to  manufacture  Hangers  artistically  as 
well  as  practically. 
Send  for  our  Catalogue  of  HANGERS  for  every 
use. 

For  stock — for  retail — for  advertising. 

Canham 

Felt-Padded  Hanger 
FOR  SKIRTS  OR  TROUSERS 

6  inches  wide 

Canham 
Star  Skirt  or 

Trouser  Hanger 
No.  7  No  1 

Same  as  No.  1,  only  orange  color  and  j7  inches  wide 

Canham  Wood 

Combination  Hanger 

(In  two  sizes,  17'-   inches 
and  15  inches) 

Canham  Felt  Grip 

Combination 
Hanger 

Canham 
Wishbone  Hanger 

No  13 

Canham  Hangers  are  dependable,  attractive 
and  moderately  priced. 
Your  name  and  address  printed  on  each 
Hanger  if  desired,  FREE  OF  CHARGE,  in  lots 
of  100  and  over. 

Victor  H.  Canham  Co. 
Guelph,  Ont. 

-i  ■  rr\rrnmf ■AArcAKMlS^iEMMMMM 

Selling  Lace 
One  of  the  problems  in  every  dry  goods  store. 
The  New- Way  System  provides  for  condensing 
of  stock,  keeping  same  in  perfect  condition  and 
yet  displaying  every  piece  for  immediate  sale. 

Let  us  explain. 

Jones  Bros.  &  Co.,  Limited 

29-31  Adelaide  St.  W. 
Toronto 

Beauty    and    Attractiveness 
resruithof  Cleanliness  and  Order 

Clean  Up! 

Prevent  Fires  by  Removing 
The   Cause 

Your    home,    shop    or    factory    will     be 
safer  and  more  attractive. 

The  shortage  of  houses  makes  their  pro- 
tection imperative. 

Popular  literature,  "Conservation  of  Life  and  Pro- 
perty from  Fire"  and  "Lightning,  its  Origin  and 

Control,"  may  be  had  for  the  asking. 

Ontario   Fire    Prevention    League,    Inc. 
In  Affiliation  with  ONTARIO  FIRE  MARSHAL'S  OFFICE 

153  UNIVERSITY  AVENUE       -        TORONTO 

George  F.  Lewis,  Secretary 
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Ri ra CANADA'S  LEADING  DISPLAY  FIXTURE  HOUSE 
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The  stamp  of  excellence 
marks  every  Fixture  and 
every  Form  —  the  Trade 
Mark  DALE.  Whatever  we 
make  must  be  made  well  to 

maintain  our  high  reputa- 
tion for  high-class  goods. 

We  are  proud  of  our  Fix- 
tures and  you  will  have  pride 

in  them.  They  will  display 
your  goods  to  the  very  best 
advantage  possible. 

■Jf    4flb> 

Art  and  .Utility 
are  ideally  combined  in  the 
DALE  line — artistic  in  every 
line  and  detail,  and  finished 
in  a  way  that  makes  them 
stand  the  test  of  time  and 
wear. 

P.  R.  MUNRO 

259  Bleury  St.,  Montreal 

Agents  : E.  R.  BOLLART  &  SON 
501  Mercantile  Bldg.,  Vancouver 

U: 
DALE  WAX  FIGURE  CO.,  LIMITED 

86  YORK  ST.,  TORONTO 

"J 

NOTICE  THE  NARROW 
SHOULDERS 

BRIGHTEN  YOUR  DISPLAYS 
with 

Delfosse  Model  Forms  and  Fixtures 
They  will  give  your  goods  that  neat  touch  of 

I  distinction  that  strikes  the  passer-by. I 
New  Style  Enamel  Dress  and  Waist  Form,  New 

Wax.  Figures,  New  Artistic  Wood  Stands  for  all 
classes  of  goods. 

No.  2041 
Up  to  the  Minute 

Enamel  Form 

DELFOSSE  &  CO. 
247-249  Craig  St.  W. 

Factory  : 

1-19  Hermine  Street 

MONTREAL 

We    Call    Your    Attention 

We  are  now  showing  samples  of 

the  celebrated  French  Wax  Man- 
nequins of  Pierre  Imans.  On 

account  of  the  low  price  of  the 
French  Franc  you  can  land  these 
beautiful  mannequins  in  your 
store  for  less  than  $150.00,  Duty 
Paid. 
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COLONIAL  DESIGN   FIXTURES^ 
Our  new  Catalogue  of  wood  decorated  Display  Fixtures  will  be  ready  for  distri- 

bution at  an  early  date. 

WRITE  US  AT  ONCE  FOR  YOUR  COPY! 
The  Colonial  design  illustrated  above  is  very  attractive.  The  Stands  can  be 

finished  in  Duo-tone  Enamels,  Antique  Mahogany,  Old  Ivory  or  Antique  Gold. 

Don't  forget  that  we  make  a  complete  line  of  Metal  Display  Fixtures,  Dur-Enam 
Display  Forms,  and  almost  anything  which  comes  under  the  head  of  Store  Display 
Fixtures. 

CLATWORTHY  &  SON,  LIMITED 
Established  1896  TORONTO  Incorporated  1908 

I 
i 

Vancouver,  B.C. 
Montreal,  Que.- 

OCX   >-. 

Representatives : 
-M.  E.  Hatt  &  Co.,  Mercantile  Bldg.  Halifax,  N.S.— D.  A.  Gorrie,  Box  273 
-E.  O.  Barette  &Co.,  301  St.  James  St.  Quebec— Nap.  Debigare,  205  Rue  des  Fosses 

Travelling  Western  Representative — S.  J.  Barley 
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Take  Your  Profits  Early  on 
Linoleum,  Oilcloth  and  Rugs 

So  thoroughly  have  we  covered  Canada  with  advertising  on  the 
merits  of  Linoleum,  Oilcloth  and  Rugs  that  every  floor  covering 

dealer  should  already  be  away  to  a  good  start  on  selling.  That's 
why  we  say — "Take  Your  Profits  Early."  Remember  the  old  saw : 
"A  Bird  in  the  Hand  is  Worth  Two  in  the  Bush." 

pTir^t  Make  early  displays,  and  plan  them  with  care.    De- -Tllol  vo|-e  much  space  to  departmental  display  in  depart- 
ment as  well. 

C^/^/-v*-ii-l     Plan  your  newspaper  advertising  and  keep  it  fresh ^econa  and  neWi 

Thl  rH  ̂ et  out  at  *east  one  strong  sales  letter  to  your  cus- J_  1111  KX  tomers  and  prospects  as  to  their  need  of  linoleum 
or  oilcloth  in  the  home. 

Fourth WRITE  US  TO-DAY  FOR  SUPPLY  OF  SALES' HELPS  AND  STATE  WHAT  YOU  MOST  NEED. 
Then,  when  you  receive  them,  START  THEM 
WORKING  FOR  YOU  AT  ONCE. 

Don't  Forget  to  Stress  on  Greater  Use  of 
Our  Table  Oil  Cloths 

They  should  be  used  more  extensively  in  Canadian  homes.  See  that 
your  samples  are  prominently  displayed. 

Outline  these  advantages  to  your  customers  and 

WATCH  SALES  DEVELOP 

1 — As  wall  protection  behind  sinks;  2 — For  lining  and  covering  boxes; 
3 — For  making  moth-proof  bags;  4 — In  the  sick  room  as  mattress  pro- 

tection; 5 — In  the  camp,  for  protection  from  damp  ground  when  sleep- 
ing out;  6 — As  basket  lining;  7 — As  sign-writing  material;  8 — Making 

fish  or  laundry  hampers;  9 — For  making  bibs,  aprons,  sleeve  protec- 
tors, etc.;  10 — Lining  kitchen  and  pantry  drawers;  11 — For  protection 

to  table  tops  between  silence  cloth  and  table  surface — (enamel  side  up)  ; 
12 — For  covering  school  and  other  books,  parcels,  etc. 

WISE  MERCHANTS  ARE  PLANNING  ALREADY,  ARE  YOU? 
Products  sold  through  wholesale  jobbers. 

i 

Dominion  Oilcloth  and  Linoleum  Co.,  Limited 
MONTREAL,  CANADA 
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Building  up  Floor  Covering  Dept. 
Advertising  Special  Reductions  and  Calling   It  Introductory  Sale — Should  Not  be  Treated 

as  Side  Line — Plenty  of  Space  and  Overhead  Lighting — Remnant  Question. 

OX  a  certain  day  during  the  early 
part  of  this  month,  a  much  anti- 

cipated event  occurred  of  intense 
interest  to  many  Montreal  housewives. 
The  event  in  question  was  the  opening  of 
the  new  house-furnishing  department  in 
the  Mount  Royal  stores,  which  was  cele- 

brated by  the  management  in  the  form 
of  a  sale  of  more  than  usual  interest. 

A  representative  of  Dry  Goods  Re- 
view was  enabled  through  the  courtesy 

of  the  manager,  J.  0.  Gareau,  to  gather 
much  valuable  information  regarding 
the  methods  which  have  proved  so  suc- 

cessful in  this  line. 

"We  have  found,"  explained  Mr.  Gar- 
eau, "that  advertising  a  number  of 

special  reductions  in  floor  coverings,  etc., 
and  calling  it  an  introductory  sale  has 
proved  a  successful  way  of  interesting 
customers  at  this  time  of  year.  We  fea- 

tured rock-bottom  prices  on  all  the  lines 
offered,  especially  in  floor-cloths  of  dif- 

ferent styles.  The  oilcloth  square  is  out- 
selling all  other  lines  which  we  carry  at 

the  present  time,  and  as  fast  as  we  can 
get  them,  they  are  sold  out.  Women 
prefer  the  sizes  approximating  2x3  and 
3  1-2  x  4,  in  oilcloth  rugs,  and  the  pat- 

terns which  resemble  Wilton  designs  go 
very  quickly.  Too  many  people  treat 
oilcloth  and  linoleum  as  a  kind  of  side 

line,'^  continued  Mr.  Gareau;  "of  course, 
the  stock  is  bulky  and  heavy  and  requires 
•a  lot  of  space  to  show  properly,  but  it 
is  surprising  what  good  results  can  be 
got  from  a  well  planned  department.  To 
my  mind  the  ideal  floor  covering  section 
will  provide  plenty  of  space  for  the 
samples,  be  well  lighted  by  large  win- 

dows and  overhead  lighting  and  the  mer- 
chandise will  on  no  account  be  hidden 

away  in  corners,  as  is  too  often  the  case. 
If  you  have  a  large  stock,  show  it,  no 
matter  how  tedious  it  may  be  to  satisfy 
a  customer,  and  how  hard  it  may  seem 
to  have  to  lift  the  rugs,  etc.,  around,  it 
pays  in  the  end  to  take  the  trouble.  The 

customer  says  "to  herself  that  this  store 
has  an  unusually  large  range  and  a 
courteous  staff,  therefore  it  would  be 
wasting  time  to  shop  around  in  the  hope 
of  obtaining  better  values.  We  never 
let  our  customers  feel  that  we  mind  any 

trouble  whatever." 
Mr.  Gareau  further  explained  how  lin- 

oleums and  oilcloths  are  making  mater- 
ial headway  as  staple  floor  coverings 

throughout  the  average  home,  and  have 
penetrated  in  many  cases  to  the  bed- 

rooms and  diningroom,  etc.,  in  addition 
to  kitchen,  halls,  bathroom  and  vesti- 

bules. Women  who  have  once  used  it, 
he  said,  became  ardent  enthusiasts  for 
the  cause  of  spreading  the  use  of  it, 
claiming  that  it  is  far  more  sanitary, 
easily  cleaned,  more  durable  and  cooler 
for  summer  use.  It  makes  an  ideal  foun- 

dation  for  rugs   or   may   be   used   alone 
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Splendid  display  of  floor  coverings  featured  by  the  Mount  Royal  stores, 
Montreal,  in  honor  of  the  opening  of  the  transformed  house  furnishing  sec- 

tion.    Effective  use  is  made  of  rubber  door  mats  in  this  display. 

with  equal  artistic  effect.  Whether  a 
woman  wants  a  hardwood  effect,  or  a 
tiled  finish,  or  something  resembling  a 
carpet  pattern  in  conventional  designs, 
she  can  get  the  exact  article  in  either  oil- 

cloth or  linoleum  to-day.  Another  strong 
argument  in  favor  of  these  goods,  ex- 

plained Mr.  Gareau,  is  that  whereas 
prices  on  carpets  have  shown  little  or  no 
decline  this  year,  yet  oilcloths  and  floor 
coverings  are  priced  most  reasonably,  in 
fact,  at  many  of  the  Spring  sales  good 
qualities  may  be  purchased  at  cost. 

One  of  the  vital  problems  connected 
with  the  selling  of  these  floor  coverings, 
explained  Mr.  Gareau,  is  the  remnant 
question.  Remnants  must  inevitably  oc- 

cur but  the  method  which  some  men  fol- 
low of  allowing  them  to  accumulate  and 

then  holding  a  sale  from  time  to  time 
is  not  approved  in  the  Mount  Royal 
Stores.  On  the  contrary,  they  are 
promptly  measured  and  prieed  at  about 
10  or  15  per  cent,  less  than  regular  rates 
in  proportion  to  their  size,  and  then 
placed  on  the  floor  in  a  prominent  posi- 

tion. A  customer  is  sure  to  happen  along, 

notice  the  piece,  ask  the  price,  and  al- 
most always  she  will  take  a  second  one 

as  well  while  in  the  department.  In  this 
way,  scarcely  any  remnants  accumulate 
and  little  loss  occurs  from  wastage. 

Draperies  and  curtain  remnants  are 
handled  much  in  the  same  way,  except 
that  they  are  displayed  attractively  upon 
special  tables,  marked  plainly  at  the 
price,  which  is  some  15  per  cent,  off  the 
regular  rate.  Should  this  general  meth- 

od prove  unsuccessful  in  moving  the  rem- 
nants quickly  enough,  a  premium  or 

bonus  offered  to  the  sales  clerk  usually 
has  the  desired  result. 

The  department  in  question  is  about 
110  feet  by  fifty  in  area,  and  is  situated 
on  the  second  floor  opening  off  the  foot- 

wear section.  It  is  lighted  by  large  win- 
dows on  three  sides  in  addition  to  the 

many  hanging  globes  of  the  indirect  il- 
lumination overhead.  Curtains  and  drap- 

eries are  displayed  all  along  the  sides 
nearest  the  windiows,  while  across, against 

the  longest  wall  space,  are  ranged  hun- 
dreds of  rolls  of  floor  coverings.  Down 

the  centre  of  the  department  rolls  of 
stair  carpets  are  displayed  and  the  rugs 

are  laid  out  upon  raised  platforms  in  be- 
tween. Brasses,  window  blinds,  etc.,  are 

arranged  at  the  lower  end,  and  a  contract 
department  in  connection  takes  care  of  all 
orders  requiring  expert  assistance  from 
the  store  in  any  branch  of  house  furnish- 

ing. The  walls  are  of  soft  yellow  which 
reflects  the  sunlight  without,  and  makes 
an  ideal  background  for  the  more  sombre 
carpets  and  rugs. 

Mr.  Gareau  has  found  that  "Monday 
Specials"  are  the  most  attractive  and  the 
best  drawing  cards  to  most  housewives, 
if  well-planned  advertising  is  placed  in 

che  local  papers  on  the  Friday  and  Satur- 
day preceding.  Having  more  leisure 

time  over  the  week  end,  the  average  wo- 
man is  apt  to  sit  down  then  and  look  over 

the  papers  in  search  of  coming  bargains. 
"Tempt  her  sufficiently  by  the  offer  of 
good  floor  cloth  at  57  cents  a  yard  and 
she  will  be  on  hand  early  to  get  her 

share,"  said  Mr.  Gareau. 
All  the  departments  in  the  Mount 

Royal  stores  have  been  enlarged  and  im- 
proved since  the  recent  alterations  were 

carried  out,  and  the  present  building  is 

now  one  of  Montreal's  best  equipped  re- 
tail establishments,  covering  an  area  of 

more  than  45,000  square  feet  of  floor 

space.  Elsewhere  will  be  noticed  a  re- 
production of  one  of  the  windows  of  the 

store  arranged  in  honour  of  the  Intro- 
ductory Sale.  This  window  brought  un- 

( Continued  on   page    125.) 
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What  a  Home-Furnisher  Should  Know 
About  Furnishing  the  New  Home 

Examination  Paper  of  English  Firm  Shows  Information  Which  Salesman  Should  Have  at  Hi.s 

Fingers'  Tips — Thoroughness   Helps   Sales. 

THE  thoroughness  of  English  firms 
in  their  methods  of  business  re- 

lating to  carpets  and  linoleums 
is  well  illustrated  in  the  following  list 
of  questions  from  an  examination  paper 
prepared  by  a  firm  of  English  home  fur- 

nishers with  the  object  of  training  men 
returned  from  active  service.  There  are 

many  interesting  points  contained  there- 
in of  interest  to  Canadian  retailers,  al- 

though many  of  the  details  relate  to 
matters  foreign  to  us.  British  thorough- 

ness is  shown  from  the  very  first  ques- 

tion: "What  is  our  telephone  number?" 
down  to  the  41st,  indicating  the  four 
things  to  be  done  after  completion  of 
work.  From  the  attention  devoted  to 
carpets,  it  would  appear  that  a  consid- 

erable proportion  of  carpeting  compared 
to  rugs  is  used  in  England  than  in  this 
country. 

1.  What  is  our  telephone  number? 
2.  What  is  our  telegraphic  address? 
3.  What  discount  do  we  allow?     None. 

4.  When  is  2d  stamp  required  for  a  re- 
ceipt? On  all  accounts  of  £2  and  over. 

5.  What  is  a  lineal  yard?  Three  feet  by 
the  width   of  the  material. 

6.  What  is  a  "Fenderette"?  A  rug  which is  fitted  around  a   fender. 

7.  What  is  the  length  of  a  full  piece  of 
inlaid?     About    75    feet. 

8.  How  long  and  how  wide  is  a  full  sized 
billiard  runner?    12  feet  by  3  feet. 

9.  Give  the  widths  of  Axminster  body  bor- 
ders and  stairs.  3-4,  3-8,  2-4,  5-8,  3-4, 4-4. 

10.  How  many  grades  of  inlaid  are  there? 
Three. 

11.  What  are  the  three  widths  of  our  plain 
felt?      17-in.,    24-in.,    50-in. 

12.  What  is  the  width  of  Norway  paper? 
60-in. 

13.  Describe  the  difference  between  plain 
lino  and  plain  cork  carpet.  Linoleum  is 
a  hard  close-grained  cloth  with  a  smooth 
surface.  Cork  carpet  has  more  cork  and 
less   oil   in   it   with   a  rough   surface. 

14.  What  is  the  difference  between  an  in- 
laid and  a  printed  linoleum?  Inlaid: 

The  pattern  goes  through  the  canvas. 
Printed:  The  pattern  is  on  the  surface 
only   and   wears   off. 

15.  What  quality  is  the  sample  of  linoleum 
herewith?     2   S.   S. 

16.  Is  the  sample  of  carpet  shown  an  oi- 
dinary  Axminster  or  a  Super?  Ordin- 

ary  Axminster. 

17.  Would  you  use  croid  or  cement  for  lay- 
ing lino  on   a   damp   floor?     Cement. 

18.  Give  three  useful  art  carpet  sizes.  10 
ft.  oin.  by  9  ft.;  12  ft.  by  10  ft.  6  in.;  13 
ft.   6   in.   by   12   ft. 

19.  What  is  the  difference  between  a  Brus- 
sels carpet  and  a  Wilton?  Brussels 

carpet  has  a  loop  pile;   Wilton  a  cut  pile. 
20.  Give  two   of  the  firm's  mottoes. 
21.  State  an  advantage  a  central  carpet  has 

over  a  fitted  one.  A  central  carpet  can 
be  turned  around,  is  cleaner  and  cheap- 
er. 

22.  What  size  seamless  Axminster  carpet  or 
bordered   Wilton   would   you   suggest  for 

drawing-room  plan   herewith?     Seamless 
Axminster,  15  ft.  by  12  ft. 

23.  Give  the  size  of  a  suitable  Oriental 

carpet  for  the  dining-room  plan  here- 
with.    10  ft.    6-in.  by  10  ft.    6-in. 

24.  Show  the  lengths  required  for  making 
up  an  Axminster  body  carpet  12  ft  by 
9  ft.,  with  a  pattern  2  ft.  3  1-2-in.  set. 
13  ft.  9  in.,  13  ft.  9  in.,  13  ft.  9  in.,  12  ft. 2  in. 

25.  Show  the  lengths  required  to  cover  the 
dining-room  plan  herewith  with  inlaid 
(pattern  1  ft.  6  in.)  and  bring  it  to 
square  yards. 

ft.        in. 
16    6  equals  22  yards. 
16    6 

33 

66 

26.  Which  side  of  this  dining-room  would 
you  put  your  first  width  of  line?  The 
side   opposite  the  fire-place. 

27.  How  should  Chenille  seamless  Axmin- 
ster carpets  be  laid  ?  Without  a  stret- 

cher. 

28.  How  would  you  treat  a  Brussels  car- 
pet that  is  sprouting?  The  loose  ends 

should  be  clipped  off  with  scissors,  not 

pulled. 29.  Are  damp  tea  leaves  to  be  recommended 
when   brushing  dusty   carpets?     No. 

30.  What  widths  of  stair  carpet  would  be 
required    for: 

1st— 2-10  open?  3-4. 
2nd— 2-8  box?  5-8. 
3rd— 3-0    box?       3-4. 

31.  Give  two  sizes  of  wooden  rods.  26  in., 
30   in. 

32.  Should  the  pattern  of  stair  carpet  run 
up  or  down   the  stairs?       Up. 

33.  How  far  should  stair  eyes  be  fixed  from 

the   carpet?        1-2    in. 
34.  Should  rubber  nosings  be  tacked  before 

the  linoleum  is  laid?     Yes. 

35.  When  two  different  patterns  meet  in  a 
doorway  where  should  the  join  be  made? 
At   the   shut  of   the   door. 

36.  How  would  you  treat  linoleum  bulged 
in  the  width?  Take  up  and  re-roll,  re- 

move sprigs,  trim  off  on  wall  side. 
37.  What  is  the  width  of  a  bordered  Wilton 

carpet   nearest  to   11   ft?     11    ft.   3   in. 

38.  How  would  you  lay  stair  carpet  which 
has  the  pattern  and  the  pile  running 
the  same  way?  The  way  the  pile  runs 
ignoring  the  pattern.  The  pile  to  run 
down   the   stairs   in   all   cases. 

39.  How  do  you  know  when  a  carpet  is  laid 
running  the  right  way?  See  that  the 
pile  runs  to  the  light. 

40.  Before  leaving  the  house,  after  com- 
pletion of  the  work,  what  four  things 

should  be  done?  Clear  cuttings  away,  re- 
place furniture,  see  all  doors  will  close, 

report  to   customer. 
41.  In  case  of  an  accident  to  furniture,  etc., 

what  would  you  do?  Report  to  customer and  then  to  shop. 

42.  What  is  the  best  sized  shin  mat  for  a 
2  ft.  9in.  doorway?     32  in. 

43.  How  often  should  stair  carpets  be 
shifted?  Every  three  months  for  the 
first  year. 

44.  Why  do  we  not  recommend  shaped 
brush    mats      and      well    mats?      Shaped 
mats  are  awkward  to  clean.     Well   mats 
are  generally   stepped   over. 

45.  Who  should  remove  ornaments  and  fra- 
gile furniture,  etc?     The  customer. 

English   cotton  chenille  rug  in  a  blending  of  pastel  colors  in  Dresden  in 
small  and  medium  sizes.     Shown  by  courtesy  of  Greenshields,  Ltd.,  Montreal. 
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Chinese  Rugs  in  Good  Demand 
Period  Furniture  Influences  Prospective  Customers — Canadian-made  Wiltons  to  the  Fore- 

Carpet  Men  Are  Anxious  About  New  Tariff  Regulations. 

A  RECORD  was  recently  established 
in  the  selling  of  fine  Chinese  rugs 
by  the  Henry  Morgan  Company, 

of  Montreal,  this  month,  when  a  special 
lot  of  these  goods,  about  65  altogether, 
and  ranging  in  price  up  to  $1,500,  were 
disposed  of  entirely  within  15  minutes 
after  the  doors  were  thrown  open.  The 
response  to  the  sale  was  unexpectedly 
large,  the  more  so  as  the  prices  were  all 
up  in  the  hundreds  of  dollars  and  the 
rugs  were  of  the  finest  quality.  Custom- 

ers rushed  up  the  stairs  without  waiting 
for  the  elevators  and  in  almost  every 
case  paid  cash  down  and  took  their  rug. 

Chinese  rugs  are  especially  popular 
just  now,  and  are  not  nearly  so  plentiful 
as  are  the  other  Oriental  varieties,  but 
all  kinds  of  fine  rugs  are  in  good  demand 
with  well-to-do  customers.  Some  idea 
of  the  prevailing  reductions  which  obtain 
in  Montreal  this  month  may  be  gathered 
from  the  accompanying  list  which  repre- 

sents the  trend  of  the  market  today: 

Sale     Former 
Price     Price 

Pergam    7.7x5.3      $140     $280 
Sparta  10.8x8        345       625 
Kirmanshah   10.7x9        390       720 
Hamadan    11x8.2        375       625 
Anatolian    12.1x8.3        325       665 
Sparta   12.2x8.2         340       685 
Eshishehr  12.2x9.1       360       740 
Meshed  12x10       395       840 
Laristan   13x9.9        195       325 
Eshishehr    14x10        495       980 

There  are  some  five  distinct  types  of 
Oriental  rugs  on  the  market  now,  includ- 

ing those  derived  from  Turkey,  Persia, 
Caucasus,  Turkestan  and  India.  It  is  an 
interesting  point  to  notice  the  prefer- 

ences manifested  by  different  people  for 
the  Oriental  rug  as  compared  with  the 
demand  for  period  designs  in  English 
rugs.  The  vogue  for  period  furniture 
is  decidedly  influencing  the  choice  of 
many  prospective  customers. 

The  Bolshevik  Menace 

Disturbing  news  is  coming  from  the 
Orient  indicating  that  the  Bolshevik 
menace  is  having  a  serious  effect  upon 
the  weaving  of  rugs.  Reports  to  im- 

porters on  this  side  state  that  stocks  in 
Persia  are  now  almost  nil,  especially  in 
the  finer  grades.  There  are  those  who 
predict  that  there  will  be  a  scarcity  of 
Persian  rugs  next  Fall,  that  prices  have 
struck  bottom  and  are  likely  to  go 
higher.  The  difference  in  the  rate  of  ex- 

change in  favor  of  this  country  has  been 
the  chief  cause  of  what  decline  has  taken 
place  in  prices  of  Persian  rugs.  As  it 
takes  over  a  year  and  a  half  to  produce 
some  of  the  fine  large  carpet  size  rugs, 
conditions  will  naturally  not  become  sta- 

bilized in  the  near  future. 

With  regard  to  the  regular  grades  of 
carpets  and  rugs,  an  English  contem- 

porary devoted  to  the  interests  of  this 
industry  states  the  small  amount  of  car- 

pets made  during  the  war  has  resulted 
in  a  large  and  persistent  demand  for  all 
grades  of  floor  coverings.  Nervous  buy- 

ers have  here  and  there  cancelled  orders, 
fearing  a  fall  in  prices,  but  there  has 
been  no  sign  of  that  owing  to  the  con- 

tinual advance  in  wages. 

During  the  Winter  months  demand  fell 
off  as  was  to  be  anticipated,  but  the 
Spring  season  is  expected  to  be  excep- 

tionally good.  The  demand  in  1920  con- 
siderably exceeded  the  supply. 

Canadian  Made  Wiltons 

Montreal  wholesalers  report  that  there 
is  a  strong  demand  for  Wilton  rugs  at 
present,  with  a  limited  call  for  Axmin- 
sters  in  cheaper  ranges.  Brussels  car- 

pets are  no  longer  in  demand  and  tapes- 
tries also  seem  to  have  gone  out  of  favor. 

Canadian-made  Wiltons  are  becoming 
stronger  in  demand  although  not  so  ar- 

tistic as  those  of  English  make,  but  those 
which  feature  dull  blues  and  combina- 

tions of  blue  seem  to  be  exceptionally 
popular.  About  the  only  call  for  piece 
goods  is  in  stair  carpets,  the  rug  having 
taken  its  place  as  the  leading  floor  cov- 

ering. The  new  oilcloth  rugs  have  com- 
pletely dominated  the  field  of  medium- 

priced  floor  coverings  of  late,  and  most 
wholesalers  predict  that  they  will  gradu- 

ally replace  all  other  kinds  for  general 
use  in   the   coming   Summer.     The   sizes 

approximating  2x3  and  9x12  are  the 
leaders,  particularly  in  the  new  finish, 
which  is  smoother  than  most  oilcloths. 
There  is  said  to  be  a  limited  call  for 
grass  rugs  and  matting,  but  nothing  like 
the  demand  for  the  oilcloth  or  felt  base 
coverings.  Cotton  chenille  rugs  are 
being  shown  this  season  in  many  quite 

new  patterns  and  styles,  which  are  de- 
cidedly superior  to  those  of  other  years. 

One  variety  imported  from  Kiddermin- 
ster is  as  soft  as  velvet  and  is  perfectly 

washable.  Colonial  twisted  rag  rugs 
now  come  in  a  larger  range  of  sizes  in 
ovals  up  to  6x9  and  cost  from  $30  to  $35 

apiece. 
Real  linoleum  is  somewhat  scarce  and 

the  prices  quoted  on  British  and  Scotch 
lines  are  still  as  high  as  ever. 

One  retailer  stated  that  the  tariff  ar- 
rangements were  being  watched  with  a 

great  deal  of  interest  by  carpet  men,  who 
feel  that  if  the  tariff  goes  up  the  Cana- 

dian manufacturers  will  hold  on  to  their 

goods.  Future  prices  will  depend  large- 
ly upon  what  happens  when  the  matter 

is  finally  decided. 

Saskatoon  merchants  believe  in  pub- 
licity. In  the  issue  of  the  Saskatoon 

Daily  Star  of  March  16  there  was  a  full 

page  devoted  to  descriptions  of  the  vari- 
ous Spring  openings  in  the  different  dry 

goods  and  departmental  and  millinery 
stores. 

For  the  Spring  Nursery 

Infant's  crib  quilt  in  pink  and  blue  with  pictures  and  rhymes  embossed  in  white. 
Shown  by  courtesy  of  Greenshields,  Ltd.,  Montreal. 
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Promoting  the  Sale  of  Mattresses 
Model  Room  Arranged  in  Conspicuous  Place  For  Customers'  Inspection — Sales  Staff  Coached 

on  Fine  Points  of  Mattresses — Prices  of  Mattresses  and  Pillows 
Decline  in  Last  Year. 

THE  mattress  is  as  essential  a  p
art 

of  the  furnishings  of  a  home  as  is 
the  bed  on  which  it  is  laid,  yet  too 

few  retailers  appear  to  grasp  the  full 

significance  of  this  fact  and  make  capi- 
tal of  it.  Mattresses  are  awkward  things 

to  display  attractively  and  lack  the  dec- 
orative elements  which  characterize  most 

other  lines  of  house  furnishings,  and  are 
therefore  too  often  ignored  by  the  store 
in  favor  of  the  more  easily  managed 
lines  of  merchandise.  That  this  habit  is 

a  wrong  one  is  easily  demonstrated  t>y 

the  following  example  of  one  store's  ex- 
perience. 

During  the  greater  part  of  the  year 
this  particular  store  stored  its  really  fine 
stock  of  bed  furnishings  in  an  out-of- 
the-way  part  of  the  store  and  felt  that 
by  showing  one  or  two  mattresses  upon 
a  rack  nothing  better  could  be  done. 

Mattresses  the  manager  considered  to 
be  so  essential  and  well-known  to  cus- 

tomers that  little  effort  was  needed  to 

push  sales.  So  they  were  relegated  to 
the  background  as  stated  and  sold  when- 

ever a  customer  bought  a  bed  or  came 
to  the  store  for  the  sole  purpose  of  pur- 

chasing a  mattress  and  nothing  else. 

No  wonder  business  in  this  line  was 

poor.  It  took  a  wide-awake  traveller 
only  a  few  minutes  to  grasp  what  was 
wrong,  and  as  his  line  was  a  first  class 
Canadian-made  product  he  took  the 
matter  in  hand  with  vigor.  First,  the 
stock  was  checked  up  and  fresh  lines 
ordered  to  make  a  complete  showing. 
Next,  a  model  room  was  arranged  right 
in  front  of  the  elevators  on  a  certain 
floor,  so  that  not  a  single  customer  could 
fail  to  see  those  mattresses  and  beds  .as 
she  came  or  went.  Finally,  he  featured 
a  window  display  which  created  much 
comment  and  had  the  desired  result  from 
the  hour  it  was  on  view.  Much  interest 

was  evinced  by  pedestrians  in  this  dis- 
play because  it  showed  every  process  of 

mattress  construction,  including  the  fill- 
ing, the  patent  springs,  the  covers  and 

the  dozen  or  more  new  features  of  the 
modern  sanitary  mattress.  Numberless 
women  were  heard  to  exclaim  as  they 

examined  the  display,  "Why,  I  didn't 
know  that  mattresses  were  so  artistic 
nowadays.  I  must  have  my  old  one  done 

over." 
There  was  one  other  thing  which  the 

traveller  took  care  to  include  in  his  cam- 
paign to  interest  the  public  in  mat- 

tresses. He  provided  plenty  of  interest- 
ing literature  and  instructive  matter  for 

the  sales  staff  to  study  and  pass  on  to 
the  public,  and  he  arranged  for  demon- 

strations showing  how  the  mattresses 
were  built  for  anyone  interested. 

A  representative  of  Dry  Goods  Review 
paid  a  visit  to  the  display  recently  and 
discovered  that  there  were  many  points 
about  this  line  of  furnishings  for  the 
home  that  are  little  known  as  a  rule. 
The  modern  mattress,  for  instance,  is 
now  constructed  with  an  inside  coil 

spring,  which  prevents  the  hair  filling 
from  matting,  and  does  away  with  the 
constant  repairing  so  necessary  every 

few  years  when  an  all-hair  filling  is  used. 
These  springs  are  very  durable  and  mark 
the  greatest  improvement  in  the  con- 

struction of  mattresses  in  their  history. 
Spiral  and  woven  wire  and  upholstered 
box  springs  are  other  varieties  which  are 
in  favor  to-day  as  aids  to  greater  re- 

siliency and  comfort.  As  the  springs 
are  sewn  into  individual  cotton  pockets 
and  thickly  overlaid  with  curled  hair 
there  is  no  danger  of  any  discomfort  to 
the  sleeper.  An  improvement  in  the 
matter  of  ventilation  is  also  another  fea- 

ture of  some  makes,  which  feature  round 
brass  rings  at  intervals  round  the  edges, 
permitting  the  entry  and  outlet  of  air 
with  every  movement.  Still  other  minor 
improvements  noted  are  the  handles  at 
each  corner  to  permit  the  turning  of  the 
mattress  with  a  minimum  of  effort,  and 
the  substitution  of  bows  of  tape  in  place 
of  the  tuft  buttons  so  generally  used  by 
manufacturers  in  the  past.  These  tape 
bows  can  be  untied  when  the  mattress 

is  being  dusted,  and  leave  a  smooth  sur- 
face where  no  dust  can  collect.  The 

edges  of  some  of  the  new  mattresses  are 
scientifically  lined  with  coils  of  springs 
to  prevent  the  unsightly  sagging  which 
mars  the  effect  of  a  bed  after  a  time. 

A  firm,  roll  edge  finish  is  another  point 
about  these  mattresses,  the  outside  edges 
being  stitched  inside  about  two  inches 
top  and  bottom,  so  that  no  matting  can 
occur.  Hair  mattresses  are,  of  course, 
covered  with  strong  ticking  in  plain 
stripes,  as  this  fabric  best  resists  the 
strain  of  wear.  But  felt-lined  mat- 

tresses are  allowed  more  latitude  in  the 

way  of  coverings,  and  artistic  art  tick- 
ing is  usually  employed.  These  art 

goods  are  improving  in  quality  and  de- 
sign constantly,  and  nowadays  most 

manufacturers  have  exclusive  designs  of 
their  own,  which  are  very  beautiful  in- 
deed. 

Nowadays  the  contents  of  both  pillows 
and  mattresses  are  inspected  before  the 
goods  are  passed  finally  in  order  that  a 
guarantee  of  their  perfect  sanitary  con- 

dition may  be  given  to  the  customer. 
Cases  have  been  cited  of  the  discovery 
of  soiled  rags  with  buttons  sewn  on  them 
being  found  in  mattresses  which  have 
been  sent  to  be  recovered,  showing  that 
such  inspection  had  not  been  carried  out. 
The  customer  has  a  right  to  insist  upon 
a  guarantee  of  this  sort. 

Prices  on  fine  grades  of  mattresses 
and  pillows  have  shown  a  decline  of  late, 
dropping  approximately  $9  lower  than 
1920  prices.  Retail  prices  quoted  on 
standard  hair-filled  lines  this  month  are 
as  follows: 

4  ft.  or  4  ft.  6,  $45. 
3  ft.  or  3  ft.  6,  $36. 

Cotton  or  felt  lined  goods  are  quoted 

at: 
4  ft.   or  4  ft.   6,  $37.50. 
3  ft.  or  3  ft.  6,  $32. 

Cheaper  grades,  all  cotton  lined: 
Same  sizes,  $19  and  $15. 

Pillows  are  quoted  at  prices  about 
twenty  per  cent,  lower  than  last  year, 
in  sizes  20x26  and  22x28.  Tubular  pil- 

low slip  material  is  being  especially 
woven  by  the  textile  manufacturers  for 
these  sizes,  which  are  adopted  as  the 
standard. 

Conveniently  sized  samples  will  be 
provided  by  the  makers  for  display  pur- 

poses, so  that  customers  may  understand 
just  what  fillings  are  on  the  market  in 
the  different  lines.  Service,  in  this  way, 
ensures  satisfaction. 

BUILDING    UP   FLOOR   COVERING 
DEPARTMENT 

(Continued  from  page  122) 

usually  good  results  and  was  much 
praised  by  customers.  The  grouping  and 
arrangement  of  the  large  rolls,  usually 
so  difficult  to  manage  successfully,  is notable. 

In  a  recent  inauguration  sale  which  the 

Mount  Royal  Stores  held  "Genuine  Made- 
in-Canada  Linoleums"  were  largely  and 
conspicuously  featured  in  the  very  centre 
of  their  full-page  advertisement.  In 

this  advertisement,  they  ran  a  "Special 
Inauguration  Offer"  of  500  Belmont 
Theatre  tickets  given  away  free  to  the 
first  500  people  (not  children)  who  en- 
terd  their  store  on  the  days  of  the  sale, 
[Friday,  Saturday  or  Monday  mornings 
before  ten  o'clock.  One  free  Belmont 
ticket  was  also  given  away  for  every 
purchase  over  $2.00  during  these  three days. 
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Draperies  Resplendent  With  Birds 
and  Flowers 

"The  Four  Seasons"  Drapery — Clearing  Out  Remnants — Demand  for  Curtain  Materials- 
Casement  Curtains — Prices  Easier  Than  Year  Ago. 

THE  American  idea  of  holding
  a 

"Home-craft  Week"  during  the 
month  of  April  every  year  should 

possess  possibilities  for  the  Canadian 
department  store  and  others  interested 
in  housefurnishings.  Every  store,  of 
course,  features  draperies,  wallpaper, 
furniture,  etc.,  in  its  displays  about  this 
time,  but  no  concerted  action  ever  seems 
to  be  taken  on  this  side  of  the  border. 
However,  both  wholesalers  and  retailers 
are  ready  with  large  stocks  of  fresh 

new  merchandise,  and  with  the  unusu- 
ally large  number  of  people  who  are 

moving  this  year  business  should  be  bet- 
ter than  for  many  seasons  past. 

Whether  it  is  because  we  feel  the  need 

of  cheerful  suiroundings  and  the  appre- 
ciation of  nature  is  growing  upon  us 

one  cannot  say  definitely,  but  it  is  an 
unmistakable  fact  that  four  out  of  every 
five  of  the  new  Spring  wallpapers  and 
draperies,  etc.,  feature  flowers  and  birds 
in  some  way  or  other.  Customers  simply 
cannot  resist  the  charm  of  these  new  de- 

signs, and  the  more  colorful  they  are 
the  better  they  are  liked. 

Prices  Show  Decline 

Speaking  about  prices,  a  prominent 
wholesaler  stated  this  month  that  most 
lines  of  draperies  are  down  fully  50 

per  cent,  from  last  year's  quotations. 
Casement  cloths  from  British  makers 

are  reported  to  be  strong  favorites,  to- 
gether with  colored  madras  in  rich  deep 

tones  for  overdrapes.  The  latter  are 
selling  rapidly,  especially  the  variety 
with  the  sheer  black  ground.  All  kinds 
of  chintzes  and  cretonnes  are  in  demand, 
especially  the  larger,  bolder  patterns. 
Printed  Terry  cloth  promises  to  hold  its 
own  during  the  Summer  as  it  has  done 
throughout  the  Winter.  One  especially 
fine  design  in  an  imported  drapery  fabric 
noticed  this  month  was  named  "The  Four 
Seasons"  and  showed  a  very  realistic 
landscape  of  forest  and  roadway,  de- 

veloped in  the.  colorings  suitable  to  each 
of  the  four  seasons  of  the  year.  Autumn, 
for  example,  was  developed  in  tones  of 
yellow  and  scarlet,  to  reproduce  the 
frost-tipped  foliage  of  the  maples,  while 
Spring  was  in  different  tones  of  green, 
with  rose  tones  here  and  there.  With 
such  a  delightful  fabric  the  housewife 
may  bring  Summer  into  her  Winter 
home  or  keep  in  touch  with  the  passing 
seasons  by  duplicating  the  characteristics 
indoors.  Hand-blocked  English  prints 
still  hold  their  place  in  point  of  popular 
favor  and   are  lovelier  than   ever.     One 

rich  design  developed  in  some  15  colors 
is  priced  as  low  as  $2.75  a  yard. 

Big   Demand   For  Curtain  Materials 

All  sorts  of  curtain  materials  are  sell- 
ing this  season,  to  judge  by  the  reports 

from  retailei-s  and  wholesalers  this 
month.  One  man  stated  to  Dry  Goods 
Review  that  he  was  selling  100  pairs  of 
marquisette  curtains  to  ten  pairs  of  net 
or  lace.  Bordered  nets  do  not  seem  to 

be  so  popular  as  the  all-over  type  in 
white  or  ivory.  In  general,  however, 
there  is  an  even  call  for  scrims,  voiles, 
marquisettes,  nets,  shadow  cloths,  ma- 

drases, etc.,  and  filet  mesh  plain  nets 
cannot  be  got  in  sufficient  quantities  to 
satisfy  the  demand.  English  colored 
border  scrims  are  showing  a  drop  from 
69  cents  to  29  cents  and  are  conse- 

quently a  popular  article.  All  white 
English  madras  is  difficult  to  secure,  it 
was  stated,  but  a  good  supply  of  the 
new  English  net  panellings  are  now  on 
the  market.  The  lace  panellings  come 
in  two-thirds  of  a  yard  widths,  and  the 
Swiss  varieties  come  in  five  sections  to 
a  curtain.  Swiss  dotted  muslins  and 
coin  spots  are  too  high  in  price  to  tempt 
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Samples  of  14  point  filet  net  in  re- 
production of  period  design.  Shown 

by  Daly  &  Morin,  Ltd.,  Lachine. 

the  average  woman  customer  as  yet,  and 
the  old-time  popular  art  muslin  is  also 
scarce  on  this  account.  Finer  Notting- 
hams  are  going  well,  it  is  said,  as  there 
is  always  a  good  demand  for  British 

goods. 
Casement  Curtain 

The  casement  curtain  is  being  used 
more  than  ever  before,  as  many  houses 
are  now  designed  with  the  large  double 
window  and  seat,  for  which  the  casement 
curtain  is  most  generally  used.  For 
Spring  and  Summer  months  a  popular 
casement  curtain  is  one  made  of  voile 

drop-stitch  linen.  Hemstitched  or  fig- 
ured voiles  are  very  beautiful,  as  well 

as  some  of  the  designs  of  birds  or  flow- 
ers, through  which  the  sun  may  stream, 

illuminating  the  different  colors.  Cur- 
tains of  this  material  may  be  used,  ap- 

propriately for  either  living  or  sleeping- 
rooms.  Buyers  are  finding  that  they 
have  difficulty  in  keeping  up  with  the 
demand  for  these  curtains. 

The  up-to-date  drapery  department 
will  not  allow  any  remnants  of  material 
to  accumulate,  but  will  quickly  turn 
them  into  ovei  drapes  if  sufficient  length 
is  available  and  display  them  on  a  stand 
over  a  pretty  net. curtain.  In  one  large 
Montreal  store  this  method  is  carried 
out  with  a  score  of  different  styles  in 

the  drapery  department,  and  the  man- 
ager informed  Dry  Goods  Review  that 

he  never  had  enough  remnants  to  make 
up,  they  sold  so  quickly.  He  believes  in 
fitting  up  dummy  windows  in  different 
corners  of  the  section  to  feature  blinds, 
curtains  and  drapes  at  one  and  the  same 
time.  He  plans  the  draperies  so  that 
they  will  fit  almost  any  window  by  al- 

lowing some  extra  length  and  fullness, 
which  can  be  cut  off  or  turned  under  if 

the  customer's  window  is  shorter  than 
standard  length.  The  work  done  in  the 
contract  department  is  often  the  best 

possible  means  of  building  up  a  house- 
furnishing  business.  Art  trade,  which 
means  the  covering  of  lamp  shades, 
screens,  utility  boxes,  cushions  and 
stools,  as  well  as  draperies,  is  the  most 
profitable  part  of  the  house  decorating 
trade  to-day. 

Aimy's,  Limited,  of  Montreal,  are 
specialists  in  this  line  of  work,  and  their 
drapery  section  is  full  of  interest  to  the 
bride-to-be  at  present.  A  unique  feature 
observed  this  month  was  the  range  of 

utility  boxes  of  all  sorts,  including  min- 
ute little  settees  with  arms,  and  square 

boot-boxes,  etc.,  all  daintily  covered  with 
(Continued   on   page    127.) 
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Increased  Interest  of  British 
Firms  in  Canadian  Field  Shown 

Ontario  Trade  Commissioner,  F.  W.  Field,  Returns  to  Canada- 

Bookings  at  Big  Fair  Satisfactory — Business  Regarded  as 
Permanent  Contracts — Buyers  of  Fifty  Countries 

at  Fair. 

FW.  FIELD,  the  British
  Trade 

Commissioner  for  Ontario,  will 

•  be  returning  to  Toronto  from  the 
United  Kingdom  in  S.S.  Olympic,  leav- 

«  ing  on  the  6th  of  April.  Mr.  Field  left 
Toronto  in  the  middle  of  October  last 

year,  and  during  his  stay  in  the  United 
Kingdom  he  has  interviewed  over  540 
British  manufacturers  interested  in 
trade  with  Canada.  He  has  addressed 

numerous  Chambers  of  Commerce,  Ro- 
tary Clubs,  etc.,  and  visited  over  forty 

factories  and  plants.  The  principal  com- 
mercial and  industrial  centres  in  Eng- 

land, Scotland  and  Wales  were  visited, 

and  Mr.  Field  found  a  widespread  in- 
terest existing  amongst  British  manu- 

facturers regarding  trade  conditions, 
and  prospects  of  doing  business  in  the 
Dominion.  It  is  anticipated  that  many 
United  Kingdom  manufacturers  will  be 
visiting  Canada  this  year  with  a  view 
to   establishing  business  connections. 

During  the  period  of  the  British  In- 
dustries Fair,  Mr.  Field  was  in  attend- 

ance at  the  White  City,  and  met  many 
buyers  from  Canada.  The  attendance 
at  the  :  Fair  was  highly  satisfactory, 
nearly  65,000  visited  the  White  City. 

Overseas  buyers  came  from  fifty  differ- 
ent countries,  from  Chile  and  China, 

from  Sweden  and  Singapore.     While  the 

bulk  of  the  foreign  buyers  came  from 
Europe,  Holland,  Switzerland,  Belgium 
and  Scandinavia  being  specially  well  rep- 

resented, the  attendance  from  the  Do- 
minions was  also  considerable  and  many 

American  visitors  were  seen. 

Considering  the  severe  and  universal 
nature  of  the  present  trade  depression, 
the  bookings  in  most  sections  of  the  Fair 
were  considered  satisfactory.  Many 
firms  did  exceptionally  heavy  business, 

but  throughout  the  Fair  as  a  whole  busi- 
ness was  considerably  below  that  of  last 

year.  When,  however,  the  widely  differ- 
ent conditions  of  trade  are  considered, 

this  fall  in  orders  booked  does  not  mean 

so  great  a  drop  in  the  actual  business 
transacted,  since  last  year  the  buyer  was 

giving  orders  much  in  excess  of  his  re- 
quirements, in  the  hope  of  securing  these 

requirements  from  a  short  stocked  sup- 
ply, whereas  this  year  any  orders  booked 

are  definite  and  final  contracts. 
In  pursuance  of  the  policy  of  keeping 

H.M.  Trade  Commissioners  in  personal 
touch  with  conditions  in  the  Old  Coun- 

try, the  Imperial  Department  of  Over- 
seas Trade  has  invited  L.  B.  Beale,  H.  M. 

Trade  Commissioner  for  the  Prairie  Pro- 
vinces and  British  Columbia,  to  return 

to  England,  and  he  left  Winnipeg  at  the 

end  of  March  for  a  three  months'  visit. 

Above  are  two  popular  samples  of 
Ayrshire  curtain  nets  shown  by  Alexan- 

der Jamieson  &  Co.,  of  Toronto.  One  of 
these  {the  one  to  the  left)  is  an  18  pt. 
filet  of  Egyptian  yarn,  b8  inches  wide; 
the  other  is  Levers  net,  U8  inches  wide, 
resembling  hand-made  lace.  Ayrshire  nets 
are  made  in  the  following  widths:  30  in., 
37VZ  in.,  If3  in.,  US  in.,  50  in.,  and  in  colors 
of  white,  ivory,  cream,  ecru,  beige,  in 
filet,  cable,  Swiss,  Madras,  and  heraldic 
weaves.  Single  and  double  bordered  lace 
curtains  in  small  filet  and  spot  centres 
are  made  in  similar  widths. 

DRAPERIES    RESPLENDENT 
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gay  cretonnes.  Cushions  of  all  sorts 
also  are  found  there  in  profusion,  cov- 

ered in  every  imaginable  fabric,  in 
round,  oblong  or  square  sizes,  as  well 
as  the  uncovered  forms  to  be  covered 
at  home.  Much  business  is  done  by 
stimulating  sales  in  cushions  and  their 
coverings  just  now,  and  both  from  a 
decorative  viewpoint,  as  well  as  from  a 
profitable  one,  the  pillow  or  cushion  is 
an  important  item.  Kapok  filled  cush- 

ions in  different  shapes  are  being  quoted 
at  the  leading  wholesale  houses  from 
$7.50  upwards  per  dozen.  Size  24  x  24 
is  quoted  at  $14  and  other  sizes  in  pro- 

portion. Motor  rugs  and  Indian  blankets  for 
many  purposes  are  high  in  favor  with 
Summer  vacationists  already,  and  the 
newest  designs  shown  by  the  whole- 

salers are  both  striking  and  artistic. 

Ruffled  blouses  and  vestees  are  the 
popular  choice  of  the  woman  who  is 
wearing  tweeds  and  homespuns. 

Canadians  And 
Americans  Pay 

Return  Visit 
Two  representatives  of  Canadian  retail 

merchants  will  join  with  American  col- 
leagues in  a  trip  which  is  to  be  made 

shortly  to  Great  Britain  as  a  return  visit 
for  that  which  was  made  to  the  United 
States  and  Canada  a  year  ago  by  mem- 

bers of  the  Drapers'  Chamber  of  Trade  of 
the  United  Kingdom.  The  latter,  it  will 
be  remembered,  were  on  that  occasion  the 
guests  of  the  National  Retail  Drygoods 
Association,  and  made  an  extensive  tour 
all  over  the  United  States  from  New 
York  to  San  Francisco.  Then  on  their 
way  back  they  were  entertained  in  To- 

ronto and  Montreal.  An  invitation  has 
now  been  extended  to  the  hosts  of  last 
year  to  visit  Great  Britain,  and  as  a 
result,  arrangements  have  been  made  for 

a  party  of  between  fifty  and  sixty  mer- 
chants of  the  United  States,  together 

with  two  from  Canada,  to  go  over  there 
in  the  near  future.  Mr.  Theodore  Morgan, 
of  Henry  Morgan  &  Co.,  Ltd.,  and  Mr.  J. 

D.  Chesney,  of  Almy's  Limited,  both  of 
Montreal,  will  be  the  two  delegates. 

The  Canadians  will  join  the  American 
delegation  in  New  York,  sailing  from 
there  on  April  20th  next  on  the  White 
Star  liner  Olympic.  On  arrival  in  Eng- 

land they  will  be  met  by  the  Drapers' 
Chamber  of  Commerce  of  London,  which 
is  arranging  a  programme  of  business 
and  other  entertainment,  in  which  the 
British  Government  will  take  some  part. 
The  party  will  make  a  very  extensive 
tour  of  Great  Britain,  extending  from 
London  to  Aberdeen,  and  taking  in  the 
principal  provincial  cities  where  a  num- 

ber of  stores  and  factories  will  be  in- 
spected. In  discussing  the  forthcoming 

visit,  Mr.  Chesney  remarked,  "I  have  no 
doubt  that  we  will  see  a  lot  of  very  in- 

teresting things  and  trade  methods  and 
probably  we  will  find  some  points  that  we 
can  profitably  apply  to  our  businesses, 
for  the  improvement  of  the  service  which 
we  render  to  the  public.  The  main  pur- 

pose of  this  visit  is  to  create  and  cement 
closer  relations  between  British,  Amer- 

ican and  Canadian  merchants,  and  in 
general  to  promote  an  exchange  of  ideas 
for  mutual  benefit  between  the  three 
countries.  No  doubt  there  will  be  some 
conferences  with  local  retailers  in  all  the 
cities  visited.  It  is  a  very  important 
thing  for  the  heads  of  large  retail  estab- 

lishments to  visit  European  markets 
from  time  to  time,  whereby  we  can  bring 
to  the  people  of  Canada  the  very  latest 
styles,  quality  and  ideas  in  merchandise 

at  the  lowest  prices." 
Mr.  Chesney  stated  that  the  party  will 

remain  over  there  as  a  party  until  the 
11th  of  June,  but  that  some  of  them  in- 

dividually will  extend  the  trip  by  going 
on  to  the  continent  of  Europe.  This  he 
intends  to  do  himself,  visiting  the  Paris 
and  Swiss   agencies  of  Almy's   Limited. 
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\ve  nave  them  for 
immediate  delivery  ! 

THE  lines  we  sell  are  not  that  hard  finish,  but  the  soft,  drapy  kind — in 
allover  patterns — with  plain  edge  and  with  scalloped  edge.  Also  in  the 

popular  Filet  Nets  from  the  coarser  meshes  to  the  very  fine,  dainty  qualities, 
some  with  dotted  patterns,  others  with  neat  figured  patterns.  For  high-class 
Nets  this  is  the  place.  A  large  variety  of  conventional  designs,  as  well  as 
blocks  and  figures. 

SCRIMS  and  MARQUISETTES 

The  Leno  Bordered  36  in.  Scrims  for  25c.  retail  seller — in  three  patterns, 
ivory,  ecru  or  white. 

Marquisettes  in  the  plain  selvage  edge,   flat  edge,   and  fancy  borders 

at  popular  prices. 

Your  requirements  will  have  our  best  attention. 

SPECIAL 

See  our  Special  leader  for  a  $1.00  Retail  seller 

45  ins.  wid«  —  especially  good  quality  —  goods 
that  sold  last  season  at  $2.00  a  yard.  In  a  nice 
variety  or  patterns. 

CRETONNES  and  SHADOW  CLOTHS 

A  splendid  collection  of  those  classy  patterns,  principally  the  English 
make — all  for  immediate  delivery. 

Trust  us  with  your  open  orders. 

Don't  fail  to  see  our  range  when  our  Traveller  calls. 

n.  LACE  GOODS  CO., 
Limited 

79  Wellington  St.  West  (Fiftk  Floor  Wellington  Building) 

TORONTO 
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THE    JAMIESON    LINE   OF    CANADA 
will  add 

DISTINCTIVENESS  TO  YOUR  STOCK 

of  Draperies 

TO  THE  TRADE: 
Toronto,  April,  1921. 

Our  Cream  Madras,  36"  to  54"  wide,  compels  admiration  from  the  most  critical  buyer.   The 
designs  and  weave  are  the  finest  examples  of  the  Scottish  loom. 

Our  Light  and  Colored  Madras  in  allover  and  bordered  designs,  in  piece  goods  and  cur- 
tains, are  really  wonderful  in  their  color  combinations. 

Our  Black  Warp  Madrases  are  the  finest  Drapery  Fabrics  now  being  shown  on  this  mar- 
ket. They  resemble  rich  priceless  Tapestries,  with  the  addition  of  rare  old  color  reflections 

obtainable  only  in  our  goods.  For  allover  panels,  side  curtains,  lamp  coverings,  and  all  gen- 
eral drapery  purposes  they  are  unexcelled. 

See  our  own  production  of  Lace  Curtains,  Single  and  Double  Borders,  Curtain  Nets,  in 

Filet  and  fancy  weaves,  Vitrage,  Brise-Bise,  Lappets,  Coin  Spots,  Swiss  Muslins,  Anglo-Swiss 
Embroidered  Curtains,  Lace  Sectional  Panels,  Lace  Bedspreads,  direct  from  our  own  Looms 
at  Darvel,  Ayrshire,  Scotland. 

FAST  DYED  CASEMENT  CLOTH 
Just  received  from  our  works  in  England,  the  first  samples  of  our  Fast  Dyed,  Unfad- 

able  Casement  Cloths.  These  are  really  "Sunfast"  and  not  so-called  fadeless  draperies,  and 
come  in  a  good  range  of  Furnishing  Drapery    Shades. 

OUR  GUARANTEE 

We  will  replace  all  yardage  and  making-up  charges  of  any  goods  that  fade.  Having 
secured  the  control  of  the  secret  dyeing  process  for  our  own  production,  we  will  guarantee  all 
colors  against  sun,  daylight,  washing,  or  any  other  test  which  draperies  are  subject  to, 

because  we  know  of  what  we  speak.  Our  Fadeless  Casement  Cloths  are  "Fadeless"  and  will 
give  untold   satisfaction.      Prices   reasonable. 

See  our  own  converted  Cretonne,  controlled  by  us  for  the  world  and  secured  for  Canada 
from  our  London,  England,  stock. 

See  our  Poplins,  50"  wide  close  Repp,  fully  mercerized,  the  best  value  showing  in  the 
Drapery  Trade  to-day.  No  use  for  us  to  make  statements  we  cannot  verify  and  confirm.  We 
passed  the  experimental  stage  many  years  ago — we  have  the  right  goods  to  show  you  at 
the  right  price.     (See  pages  130-31.) 

Are  you  interested  in  Scottish  made  Tapestry  Tablecovers  ?  We  have  them  in  stock  direct 
from  our  mills  in  Scotland  in  sizes  8/4,  8/10,  8/12,  all  colors,  plain  and  fancy  centres  at 
lowest  prices. 

AN  INVITATION 

To  enable  you  to  see  our  productions  satisfactorily,  please  call  at  our  permanent  sample 
rooms,  55  Bay  Street,  Toronto.  We  render  service  on  all  orders,  large  or  small.  It  will  pay 
you  to  visit  us  and  investigate.  We  accept  orders  only  on  the  outstanding  merits  of  our 
goods,  and  variety  of  selection. 

ALEX.  JAMIESON  &  CO.,  55  Bay  Street,  TORONTO 
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L4 

As  illustrated  — 

2%  yds.  by  38"— 
white  or  cream. 
Novelty  design. 
Splendid  value. 
Per  pair,  $1.80. 

AYRSHIRE   LACE 
CURTAINS 

L8 

As  illustrated  — 

2%  yds.  by  40"— 
white  or  cream. 
Dainty  allover 

pattern  with  nov- 
elty corner  ef- fect. Per  pair, 

$2.15. 

L13 

As  illustrated  ■ — 

2V2  yds.  by  40" — 
white  or  cream. 
Spot  effect  on 
ground.  Fancy 
corner.  Per  pair, 

$2.60. 

IMMEDIATE  SHIPMENT 
FROM  STOCK 

L15 

As  illustrated  — 

2V2  yds.  by  40"— 
white  or  cream. 

Fancy  ribbon  ef- 
fect. Novelty  cen- 

tre. S  p  1  e  ndid 
seller.  Per  pair, 

$2.60. 

L45 

As  illustrated  — 

2V2  yds.  by  40"— 
ivory  only.  Stripe 

effect  with  nov- 
elty panel  at 

foot.  Per  pair, 

$2.55. 

AT  TORONTO 
Lr19 

As  illustrated  — ■ 

2%  yds.  by  45"— 
cream  or'  ivory. 
Dainty  small  spot 

effect  with  hand- some border.  Per 

pair,   $3.15. 

6   Wonderful  Values — Single  Bordered  Curtains. 
Buy  these  for  stoc\.       Write 

ALEX.  JAMIESON  &  CO.,  55  Bay  Street,  TORONTO 
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THE  JAMIESON  LINE   OF  CANADA 

As  illustrated  — 

2%  yds.  by  45"-- ivory  and  cream. 
Extra  fine  qual- 

ity. Effective  bor- 
der. Per  pair, 

$3.35. 

REMARKABLE  VALUES 

As  illustrated  — 

2Vz  yds.  by  45"— 
cream  and  ivory. 
Novelty  centre. 
Beautiful  corner 

piece.  Remark- able value.  Per 

pair,  $4.10. 

As  illustrated  — 

2V2  yds.  by  40"— ivory  only.  Filet 
weave.  Very  ef- 

fective border 
and  panel  at  foot. 
Per    pair,    $3.40. 

SINGLE  *  BORDERED 
CURTAINS 

As  illustrated  — 

2Yz  yds.  by  36"— ivory  only. 
Empire  centre. 
Handsome  bor- 
d  e  r.  Splendid 
seller.  Per  pair, 

$4.35. 

6   Wonderful   Values — Single  Border e 
Buy  these  for  stocf^.        Write 

ALEX.  JAMIESON  &  CO.,  55  Bay  Street,  TORONTO 
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The  Gold  Seal, 
Like  the  Golden  Rule, 
Means  a  Square  Deal. 

Here  is  the  Gold  Seal  selling  a  Gold-Seal 
Congoleum  Art-Rug:  "Yes,  madam,"  says 
the  salesman,  "the  Gold  Seal  is  your  abso- 

lute protection.  If  you  should  be 

dissatisfied,  after  a  thorough  trial,  we'll 
refund  your  money  without  question." 
The  customer  is  thus  assured  that  the  Gold 
Seal  means  a  Square  Deal. 

Now,  keeping  the  Gold  Seal  in  mind  as  a 
sales  clincher,  satisfaction  producer  and 
good-will  builder,  consider  these  facts: 

This  year,  over  27,000,000  advertisements 
will  appear  in  the  leading  newspapers 
and  magazines  going  to  the  homes  of 
Canada — we  are  going  to  help  you  sell 
Gold-Seal   Congoleum  Art-Rugs. 

We  are  telling  the  Canadian  housewife  how, 
at  a  surprisingly  low  cost,  she  can  cover 
practically   every  room   in   her  home   with 

beautiful,  durable,  low-priced  jugs.  That 
they  are  eas,y  to  keep  fresh  and  clean  with 

a  damp  mop ;  that  they  don't  fade  or  absorb 
dirt  and  germs ;  that  water  and  muddy  feet 

can't  injure  them;  that  they  lie  flat  without 
fastening — don't  "kick  up"  or  curl — And 
that  they  are  Guaranteed*. 

Gold-Seal  Congoleum  Art-Rugs  are  the  fast- 
est selling  printed  floor-coverings  in  the 

world.  To  you  they  are  trouble-proof  and 
loss-proof — because  of  our  Guarantee.  Your 
turnover  is  fast — your  profits  assured.  You 
have  only  to  make  your  store  the  local  head- 

quarters for  Congoleum  to  get  the  business 
we  are  creating. 

Write  to-day  for  further  particulars. 
If  you  want  to  know  more  about  this  modern 

floor-covering,  write  us.  We'll  gladly  send 
you  further  details  and  samples.  All  in- 

quiries will  have  our  prompt  and  careful 
attention. 

Congoleum  Company 
of  Canada,  Limited 

Factory  and  Offices 
1270  St.  Patrick  St.,  Montreal,  Que. 

Made    in   Canada  by  Canadian    Workmen 
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"*Dafmor"  SHADES 

tdaliQor    stands  for  Shade  Cloths  of 
the  highest  quality  and  workmanship 

Mail  Us  Your  Orders 
We  Have  the  Goods  and  Give  the  Service 

KEEP  KOOL  PORCH  SHADES 

Keep  Kool  Porch  Shades 
are  made  in  three  standard 
colors:  Green,  Brown  and 
Natural.  15  different  sizes  al- 

ways carried  in  stock. 

Screw  eyes,  cleat  and 
screws  supplied  with  each 
Blind  with  instructions  for 
hanging. 

Keep  Kool  Porch  Shades 
sell  profitably  with  mutual 
satisfaction  to  merchant  and 
customer. 

They  are  equipped  with  the 

new  Keep  Kool  Self-Hang- 
ing Pulleys  and  No  Whip 

Cord. 

Easy  to  set  up,  simple  to 

operate. 

CANADIAN  MADE  PRODUCTS 

We  carry  in  stock  a  full  line  of 
DRAPERY,  UPHOLSTERY  and  CABINET  HARDWARE 

DALY  &  MORIN  LIMITED 
LACHINE,  MONTREAL 
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406     OAK  PLANK— 24  in. -36  in. -72  in. 410     PARQUET-24  in.  and  36  in. 

RUG  BORDERS,  SURROUNDS  and  FLOOR  COVERINGS 
A  full  stock  of  latest  patterns  carried,  in  24-in.,  36- in.,  72-in.  widths.  It  is  to  your  interest  to  become 
acquainted  with  this  line,  for  which  there  is  a  growing  demand.  Inquiries  solicited  and  samples  cheer- 

fully submitted. 

Cott-a-lap  lies  flat  and  requires  no  tacks 

Sole  Canadian  Agents 

GREENSHIELDS    LIMITED 
Wholesale  Distributors  of  Carpets  and  Draperies 

MONTREAL 

There's  Always  Something  New 
In  The  "BILTMORE"  Range 
Our  designers  have  eclipsed  all  previous 
records  and  have  turned  out  an  assort- 

ment so  appealing  as  to  convince  their 
customers  it  is  unwise  to  wait  another 
season. 

Quality  and  Value  are  apparent  to  even 
those  who  do  not  profess  to  be  good  judges 
of  curtains,  and  when  you  emphasize  their 
durability  and  renewed  loveliness  with 
washing,  the  transaction  is  made  and  the 
victory  an  easy  one  for  you. 

Let  "Biltmore's"  replenish  up  your  stock, 
bring  quick  turnovers,  generous  profits 
and  satisfied  customers.  One  order  will 
convince  you  of  their  ability  to  accomplish this. 

The  Biltmore  Curtain  Company,  Limited 
332  Craig  Street  W.,  MONTREAL 

Western  Representative : 

I.   M.  0SLER,  606  Builders  Exchange.  Winnipeg,  Man. 
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McLINTOCK'S  UNRIVALLED 
VENTILATED  DOWN  QUILTS 

Many  people  will  have  no  other — they  look  for 
the  label. 

Make  sure  your  order  includes  this  Season's 
beautiful  selection  of  colorings. 

WINDSOR  BRAND  COTTON  QUILTS 
THAT  ARE  DIFFERENT 

We  are  showing  those  dainty  shades  of  blue  and  rose — artis- 
tically made,  that  are  sure  to  make  sales  for  your  Department. 

JOHN  BROWN  &  SON,  LTD. 
MADRAS  MUSLINS 

Prices  are  down  to  a  reasonable  basis.  There  is  no  better 

washing  material  than  Madras,  and  we  have  never  shown 
such  beautiful  colorings  as  in  the  present  range.  Deliveries 
are  good. 

Don't  Delay   Placing  Your  Requirements for  Fall 

"  Yours  For  Service  " 

Prime  &  Rankin,  Limited 
22  Warser  Gate  74  York  Street 

Nottingham,  England  TORONTO 
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New  Styles  for  the  Little  Folks 
Frocks  and  Caps  of  Sheer  Dotted  Swiss  For  the  Infants'  Department— Slip-over  Aprons  in 

Favor— Percales  Being  Largely  Used— Smock  Suits  For  Boys— Filmy  Creations 

For  Girl's  Party  Dresses. 

£^TYLE  changes  in  apparel  for  infants 

^^  are  so  infrequent  and  so  very  micro- 
^-)  scopic  that  the  average  mother  is 

pleased  with  any  new  suggestion  that 
will  enable  her  to  introduce  some  change 

in  Master  Baby's  wardrobe.  Therefore, 
the  new  frocks  and  caps  of  sheerest 

dotted  Swiss  in  all  white  with  yoke  and 

trimming  of  fine  white  organdy  will 

prove  a  boon  to  the  infants'  department 
as  a  means  of  speeding  up  business. 

Dotted  Swiss  is  only  one  of  the  many 

sheer  fabrics  usually  associated  with  the 

frocks  of  older  persons,  which  is  finding 

a  warm  reception  with  mothers.  The 

vogue  for  trimming  such  little  frocks 

with  rosettes  and  bows  of  pastel-tinted 
wash  ribbon  is  also  on  the  increase,  and 

the  sales  of  such  dainty  accessories  are  a 
decided  feature  of  the  season. 

Among  the  warm  weather  headgear 

displayed  in  honor  of  the  Spring  season 
have  been  noted  many  charming  little 

caps  or  bonnets  for  babies,  combining 

very  fine  straw  braid  or  leghorn  with 
chiffon  or  filmy  white  mull.  Bengaline 

and  faille  silk  are  also  featured  in  smart 

baby  caps  suitable  for  present  wear.  For 

the  little  girl  of  two  or  three  years  the 
hat  with  shirred  brim  and  tarn  crown  is 

smart  and  serviceable,  made  of  such  silks 

as  bengaline  or  faille.  Pokes  of  black 

or  navy  taffeta,  with  fruit  or  flower  mo- 
tifs appliqued  on,  are  among  the  smart 

models  brought  out.  Another  clever 
little  hat  reecntly  seen  was  of  navy  silk 
embroidered  in  tan  chenille,  while  an- 

other of  navy  taffeta  had  a  front  brim 
or  "cuff"  made  of  finely  pleated  taffeta 
in  cherry  color. 

Apron  Dresses 

Slip-over  aprons  or  pinafores  seem  to 
be  in  high  favor  with  mothers  just  now, 
for  the  younger  generation,  and  many 
perfectly  delightful  little  garments  are 
being  shown  in  the  stores,  made  out  of 
all  sorts  of  fabrics.  A  decidedly  prac- 

tical little  apron  made  of  a  sturdy  linen 
fabric  was  shaped  to  make  four  corners 
stand  out,  the  edges  all  being  bound  with 
colored  cotton  and  a  wide  sash  belt  en- 

circling the  waist.  A  bib-waist  with 
square  neck  completed  the  garment, 
which  was  simply  trimmed  by  an  ap- 

pliqued chicken  of  contrasting  color  upon 
the  girdle.  So  popular  is  the  apron  idea, 
as  a  matter  of  fact,  that  a  great  many 
apron  dresses  are  being  featured.  One 
recently  noted  was  of  checked  gingham 
with  an  apron  panel  front  finished  with 
a  narrow  ruffle,  strings  of  the  material 
being  caught  at  either  side  of  the  panel 
apron  and  tied  in  the  back.  Another 
checked  gingham  dress  showed  a    white 

organdy  apron  front,  equipped  with  little 
pockets  and  with  organdy  strings  drawn 
back  and  tied  in  a  smart  bow  behind. 
Charming  little  frilled  white  aprons  are 
decidedly  smart  this  season  and  have  a 

quaint  old  world  style  about  them.  Per- 
cale also  is  figuring  to  a  great  extent  in 

the  line-up  of  junior  clothes  and  has  not 
for  a  long  while  enjoyed  so  much  favor. 
This  fabric  washes  splendidly,  certainly 
wears  well  and  comes  in  all  sorts  of 

pretty  colorings  and  patterns.  Many 
delightful  little  models  were  shown  made 

with  a  plain  color  or  all '  white  sheer 
fabric  combined  with  the  percale,  and 
frills  and  sashes  of  crisp  white  organdy 

are  more  than  usually  effective  trim- 
mings. Plaid  ginghams  are  used  for 

cunning  bloomer  suits  for  very  small 
boys  and  girls,  these  garments  being 
made  with  cuff  knees  instead  of  the  well- 
known  elastic  styles.  Pongee  and  ging- 

ham are  cleverly  combined  together  in 
the  development  of  such  romper  suits, 
while  the  former  may  be  developed  for 

party  frocks  of  quite  distinctive  appear- 
ance. Much  gay  woollen  embroidery  is 

used  with  pongee  and  one  particular 
frock  noted  in  the  Henry  Morgan  display 

had  pockets  designed  to  resemble  bas- 
kets, literally  overflowing  with  vivid 

wool  fruits,  a  handle  standing  out  stiffly 
from  the  pocket. 

According  to  present  indications  this 
season  will  see  a  great  many  little  long- 
waisted  wash  frocks  for  girls  of  six  years 
or  so,  the  skirts  of  many  of  these  dresses 
being  mere  ruffles  sewed  on  to  a  dress 

that  is  as  plain  and  straight  as  an  old- 
fashioned  apron.  Sometimes  one  ruffle 
or  skirt  is  used,  again  two  or  three  ap- 

pear, the  effect  being  rather  ballet-like 
if  the  material  is  of  the  crisp  flaring  vari- 

ety like  organdy. 

Boys'  Smock  Suits 

Decidedly  smart  and  picturesque  was  a 
little  smock  suit  for  boys  from  two  to 
five  years  made  of  peach  colored  cotton 
crepe.  Little  V-shaped  motifs  of  smock- 

ing done  in  pink  and  blue  appeared  on 
the  front  of  the  smock  and  the  back  was 
held  in  by  a  plain  belt.  Neck  and  sleeves 
were  embellished  by  a  ruffle  of  crisp 
white  organdy.  Similar  suits  in  black 
velvet  or  navy  flannel  or  serge  are  also 
shown  for  present  wear.  One  or  two 
pairs  of  extra  trousers  always  come  in 
nicely  for  the  small  boy  and  such  smocks 
as  the  one  described  can  be  worn  with 
contrasting  bloomers  or  trousers  with 
good  effect.  Unbleached  muslin  and  light 
weight  ticking  in  small  stripes  are  also 
used  for  good  looking  and  long  wearing 
play  suits  for  small  boys.     The  ticking 

suits  are  untrimmed  or  else  finished  with 
bands  of  plain  color  denim  or  crash,  and 
the  muslin  ones  are  often  piped  with 
bandings  of  colored  chambray  with 
touches  of  colored  wool  embroidery.  This 
wool  embroidery,  by  the  way,  is  finding 

great  favor  with  designers  of  children's 
clothes  because  the  yarn  so  used  is 
treated  in  a  way  which  guarantees  it 

against  fading  or  shrinking.  Conse- 
quently, one  finds  it  employed  with  an 

unsparing  hand  to  all  fabrics  from  net 
and  sheer  georgette  down  to  the  heaviest 
denims  with  good  effect. 

Girls'  Party  Frocks 

For  little  girls'  party  frocks  the  stores 
are  showing  a  wonderful  range  of  be- 
ruffled  and  filmy  creations,  usually  made 
in  the  straight  panel  effect  front  and 
back  and  quantities  of  ruffles  edging  the 
sides.  The  most  elaborate  frocks  feature 
clever  little  straight  satin  slips  over 
which  are  placed  flounces  of  lace  or 
georgette  set  on  below  the  waist  line  to 
give  the  long  effect. 

For  school  frocks  wool  jersey  is  en- 
joying a  tremendous  vogue  and  smocks 

and  pleated  skirts  of  this  fabric  are  de- 
cidedly smart  and  serviceable. 

Sentiment  seems  to  be  divided  as  to 

plain  color  fabrics  and  checks  or  plaids. 
Generally,  the  plain  colors  are  preferred 
by  designers  bringing  out  the  higher 
priced  lines,  but  it  is  said  that  checks 
and  plaids  are  to  be  more  popular  than 
they  were  last  year,  the  preference  being 
for  the  rather  small  checks  as  against 
bold  plaids.  Organdy  frequently  finds 
itself  trimmed  with  checked  gingham  and 
colored  piques  and  extensively  used  on 
checked  cottons.  Orchid  and  reseda 

green,  caramel  and  Harding  blue,  are 
shades  in  high  favor  just  now,  while 

maize  is  especially  charming  for  party 

frocks.  Among  the  imported  models 
seen  recently,  were  several  featuring 

empire  styles  with  tight  little  bodices  and 

full  flaring  skirts,  made  of  pastel  tinted 
taffeta.  These  were  quaintly  trimmed 

with  little  bouquets  of  forget-me-nots. 

Spring  Coats 
Coats  do  not  show  much  change  in  line. 

The  preference  seems  to  be  for  the 

straight  line,  falling  from  the  shoulders 
and  loosely  belted  at  the  normal  waist. 

A  few  extreme  models  designed  after 

the  wraps  for  grown-ups  were  observed, 
but  these  are  only  for  dressy  wear.  The 
scarf  collar  is  a  sensible  feature  of  the 

season  in  children's  coats. 
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The  openirig  window  display  of  Begg  &  Co.,  Hamilton,  Ontario,  ready-to- 
wear  department,  which  ivas  opened  on  March  10th. 

Cutting  Down  Overhead  and  Increasing  Profits 
By  Adding  a  Ready-to- Wear  Department  for  Ladies 

Begg  &  Co.,  of  Hamilton,  Branch  Out — New  Department  Has  Helped  Other  Store  Depart- 

ments and  Shows  Fine  Results  Itself — Reaching  Women  Through  Boys' 
Mailing  List. 

ON  March  10th  of  this  year,  Begg 
&  Co.,  of  Hamilton,  formerly 
clothiers  and  furnishers,  opened  a 

ready-to-wear  department.  Several  rea- 
sons prompted  this  progressive  firm  to 

branch  out  into  the  women's  field.  Some 
months  ago,  Begg  &  Co.  ran  a  very  suc- 

cessful boys'  contest,  during-  which  they 
had  some  500  boys  working  for  Begg  & 
Co.  for  a  period  of  a  couple  of  months. 

The  boys  flocked  to  this  store — and  fre- 
quently brought  with  them  their 

mothers.  A  valuable  mailing  list  of  over 

6,500  names  was  secured;  and  this  mail- 
ing list  is  always  kept  up-to-date  and 

is  always  being  worked.  If,  therefore, 
advertising  matter  from  Begg  &  Co.  was 
to  reach  over  6,000  boys,  why  not  have 
it  reach  the  mothers  of  6,000  boys  ?  It 

seemed  to  point  directly  to  the  advis- 
ability of  opening  a  department  in  which 

the  women  could  be  served. 

But  there  was  another  very  good  rea- 
son, a  reason  prompted  by  a  keen  grasp 

of  the  period  through  which  we  are  now 
passing.  Begg  &  Co.  realized  that  it  was 
the  part  of  good  merchandising  to  in- 

crease turnover  without  increasing  the 
expenses  of  the  business.  They  had  the 
space  for  a  new  department;  they,  there- 

fore, decided  to  invade  the  women's  field. 
How  It  Has  Worked  Out  So  Far 

In  determining  how  this  plan  has 

worked  out,  J.  C.  Begg  took  into  consid- 
eration two  things:  First,  how  the  de- 

partment stands  with  other  departments 
in  the  store;  and,  second,  how  it  has  af- 

fected other  departments,  particularly 

the  boys'  department,  which  was  moved 
to  the  basement  of  the  building  to  make 
way  for  this  new  department. 

The  only  way  it  seems  to  have  af- 
fected the  other  department  in  the  store 

is  to  bring  them  more  business,  for  every 
department  has  shown  a  better  monthly 
statement  than  last  year.  The  firm,  in 
announcing  the  opening  of  the  depart- 

ment to  the  women  of  Hamilton  and  vi- 

cinity, reached  them  through  their  boys' 
mailing  lists  and  through  the  news- 

papers. They  sent  a  letter  to  every  boy 
on  their  mailing  list  (a  copy  of  this  let- 

ter appears  elsewhere  in  this  issue).  "We 
had  the  biggest  day  in  our  boys'  depart- 

ment in  our  whole  history,"  said  Mr. 
Begg  to  Dry  Goods  Review,  in  telling  of 

the  effect  on  that  department.  The  boys' 
department,  though  moved  to  the  base- 

ment, has  not  suffered;  in  fact,  it  is 
likely  to  go  ahead  because  of  the  in- 

creased women's  trade  that  is  coming  to the  store. 

And  the  ladies'  department  itself  has 

made  a  creditable  showing  up  to  the  time 
this  information  was  obtained  from  Mr. 

Begg.  For  the  first  week  it  stood  within 
so  few  dollars  of  the  leading  depart- 

ment— the  men's  department — that  it 
could  be  said  to  have  been  even  with  it. 
In  the  second  week  it  was  third  of  all 
the  departments;  and  during  the  third 
week  it  came  back  again  to  the  second 

place. 
Only  Additional  Expense 

It  is  worthy  of  note  that  the  only  ad- 
ditional expense  in  connection  with  op- 

erating this  department,  a^ide  from  the 
initial  expense,  is  the  sales  force.  The 
space  was  there,  the  lighting,  heating, 
etc.,  had  been  provided  for.  The  entire 
business  of  the  firm  is  being  handled  in 
a  more  compact  way,  turnover  is  being 
increased,  and  no  department  is  suffer- 

ing 'as  a  result  of  it.  At  the  immediate 
entrance  of  the  new  department  is  a 
handsome  show  cas2,  which  is  used  en- 

tirely for  the  showing  of  boys'  toggery, 
so  that  women  coming  into  the  depart- 

ment are  constantly  reminded  of  this  de- 
partment in  the  basement.  This  is  the 

most  logical  place  to  introduce  boys' 
clothing,  because  mothers  are  such 
heavy  buyers  of  it.  The  furnishing  depart- 

ment has  been  moved  to  the  very  centre 
of  the  store,  where  it  has  to  be  passed 

through  to  get  to  the  boys'  department, 
and  where  every  woman  who  comes  in 
the  store  can  see  it  and  have  ready  ac- 

cess to  it.  Every  woman  who  comes  in 

the  store  to  buy  at  one  of  the  men's  or 
boys'  department  counters  is  told  by  the 
salesperson  that  they  now  have  a  ready- 

to-wear  department  for  ladies  and  she  is 
asked  to  visit  it. 

Breaking   the  News 

For  some  six  weeks  prior  to  the  open- 
ing of  the  department  Begg  &  Co.  gave 

veiled  hints  in  their  advertising  that 
something  was  to  happen  in  their  store. 
The  doctor  had  been  called  in,  and,  in 
diagnosing  a  serious  case,  had  pro- 

nounced "growing  pains."  Expansion 
became  necessary;  finally  the  announce- 

ment was  made  that  this  department 

would  be  added  to  the  firm's  activities. 
Overcoming  Difficulties 

There  were  two  or  three  difficulties 
which  Begg  &  Co.  realized  in  opening 
this  department  and  which  the  head  of 
the  firm  states  they  have  overcome  very 
nicely.  It  was  necessary  to  show  men 
and  boys  that  their  interests  were  not 

to  be  neglected.  The  boys'  department 
is  the  only  one  that  has  been  changed 
with  regard  to  location  and  the  result 
to  date  justifies  his  contention  that  this 

difficulty  has  been  overcome.  The  men's 
department  has  not  been  interfered 
with  at  all,  and  the  furnishing  depart- 

ment is  better  situated  than  before.  In 
advertising  the  established  policy  of  the 
firm  has  been  adhered  to  with  regard  to 

men's  and  boys'  lines  and  the  new  de- 
partment has  been  given  every  publicity 

advisable.  The  male  members  of  the 

staff  are  kept  out  of  the  ladies  depart- 
ment altogether,  so  that  the  privacy 

of  this  department  may  not  be  inter- 

rupted at  any  time. 
Altogether  the  venture  seems  to  be 

a  very  successful  one. 
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Enter  The  Bride — Have  Special  Sales-Clerks 
Study  Her  Needs  And  Give  Helpful  Advice 

Wide  Choice  of  Garments  For  the  Bride-to-be — Quilted  Satin  Wraps  Are  Quite  a  Fad — All 

Lace  Wrap  for  Summer  Wear — The  Reception  Gown — The  New  Summer  Frocks. 
"rip HERE  are  two  distinct  classes 

of  feminine  customers  to  be 
catered  to  during  the  coming 

month,"  said  a  ready-to-wear  buyer  to 
Dry  Goods  Review  recently.  "There  are 
the  people  who  are  going  out  of  town 
for  the  summer,  either  to  country  resorts 
or  to  travel,  and  those  who  are  obliged 
to  remain  in  the  city  all  the  year  round. 
In  the  first  class,  the  most  important 
are  the  brides-to-be,  who  are  depending 
more  and  more  upon  the  ready-to-wear 
department  for  advice  in  the  selection 
of  their  trousseaux.  In  the  second  class, 
the  business  woman  is  in  a  similar  posi- 

tion, because  she  lacks  time  to  plan 
her  new  clothes  and  prefers  to  get  them 
ready  made  whenever  possible.  Natural- 

ly, these  two  classes  of  customers  are 
going  to  require  totally  different  styles, 
and  must  be  catered  to  with  the  utmost 

care." 
Taking  up  the  problems  of  the  bride- 

to-be,  first  in  order,  this  buyer  explained 

his  views  as  follows:  "Your  June,  1921, 
bride  is  going  to  want  something  out  of 
the  ordinary  in  everything  pertaining  to 
that  all-important  trousseau.  I  am  of 
the  opinion  that  it  is  well  to  have  one 

,  or  more  sales-clerks  specialize  in  smart 
apparel  suitable  for  the  bride,  so  that 
they  may  be  able  to  give  suitable  advice. 
To  this  end  they  must  be  carefully  train- 

ed in  the  fundamental  principles  em- 
ployed in  producing  the  lines  requisite 

for  different  types  of  figures,  such  as 
slender  effects  for  stout  women,  and 

^broadening  ones  for  those  who  are  slen- 
der. Next  they  must  understand  color 

values  and  be  able  to  determine  the  par- 
ticular color  harmony  adapted  to  vari- 

ous complexions  and  hair.  They  should 
.know  all  about  the  fabrics  which  go  into 
the  costumes  and  decide,  if  necessary, 
what  fabric  should  be  selected  for  a 

definite  purpose.  Last  of  all,  I  insist 
that  they  shall  study  the  personalities  of 
their  customers,  that  they  may  be  able 
to  differentiate  the  athletic,  active  type 
from  the  more  feminine,  picturesque 

type,  and  fit  each  according  to  its  in- 

dividual  requirements." 

"Of  course,  as  you  know,"  he  contin- 
ued, "styles  have  really  changed  very 

little  this  season,  that  is,  in  regard  to 
the  silhouette,  but  there  are  infinitesimal 
variations  without  number  in  trimmings 
cut  and  coloring,  which  combine  to  alter 

the  appearance  of  Spring  clothes  com- 

pletely. Certain  fabrics,  also,  are  'da 
rigeur'  which  were  not  thought  of  last 
season,  and  so  the  June  bride  or  the  up- 
to-date  business  woman  are  each  con- 

fronted   with    problems     as     serious    as 

though    styles    had    really   and    radically 

altered  since  1920." 
The  present  season's  styles  demon- 

strate that  the  predominating  silhouette 

is  straight  and  slender,  minus  any  ten- 
dency to  curves  or  fitted  effects.  The 

lowered  waist  line,  softly  swathed  in 
wide  sash  effect  tied  loosely  about  the 
figure  is  being  eagerly  adopted  by  every 
woman  with  pretensions  to  slimness,  and 
by  a  good  many  who  have  not.  Circular 
skirt  styles  and  fitted  bodices  there  are, 

of  course,  for  those  who  fancy  the  pic- 
turesque note  in  preference  to  the  posi- 

tive comfort  of  the  unfitted  lines.  But 
comfort  undeniably  influences  the  woman 
of  to-day  in  her  choice  of  clothes,  and 
for  this  reason  the  popularity  of  the 
chemise  frock  is  not  to  be  wondered  at. 

The  increasing  number  of  devotees  to 

outdoor  sports  also  explains  the  abnorm- 
ally large  call  for  sports  clothes  this 

season,  to  satisfy  which,  the  manufac- 
turers have  turned  their  attention  from 

the  conventional  "dressy"  suit  to  the 
phenomenally  popular  knitted  kind.  It 
may  be  said  this  season  that  every  type 
of  garment  from  underwear  to  hats  and 
footwear  reflects  this  uniform  demand 
for  simplicity  and  freedom,  and  the 
words  "athletic"  or  "sports"  are  applied 
to  every  garment  which  is  worn  by 
woman  nowadays,  and  designates  it  as 
being  smart,  simple  and  practical,  while 
suitable  for  all  forms  of  strenuous  exer- 
cise. 

Of  course,  all  women  cannot  wear  suc- 
cessfully these  somewhat  mannish  styles, 

but  demand  the  frills,  ruffles  and  bouf- 
fancy  which  suits  their  particular  type. 
For  them,  there  are  plenty  of  delightful 

little  models,  full  of  piquancy  and  quaint- 
ness  and  essentially  feminine.  It  is  in- 

deed a  rare  type  which  can  combine  both 
characteristics,  and  wear  either  sports 
clothes  or  the  picturesque  lines  of  the 

period  styles  with  success.  The  major- 
ity of  women  will  prefer  the  former, 

especially  the  woman  of  real  refinement 
and  good  taste. 

For  the  June  bride  there  is  a  won- 
derfully wide  choice  of  garments  this 

Spring,  sufficiently  different  from  those 
of  last  year  to  arouse  a  fervent  desire 
for  their  possession.  She  must  have  a 

smart  going-away  suit,  of  course,  pre- 
ferably of  navy  tricotine  or  Poiret  twill, 

which  may  be  developed  in  several  ways. 
The  newest  models  from  the  manufac- 

turers feature  conventional  semi-fitted 
coats,  32  to  36  inches  in  length,  strictly 
tailored,  or  in  Eton  or  bolero  effect. 

Then  there  is  the  cape-coat  or  "butter- 
fly" style,  the  hip-length  pony  coat,  the 

high  waist  Directoire  type,  and  the  model 
cut  on  distinctly  flaring  lines  and  traced 
to  the  Mandarin  influence.  The  skirts 

will  be  simple  in  preference  to  the  ela- 
borately plaited  kind,  but  there  is  more 

latitude  in  this  connection.  The  longer 
length  is  preferred  in  suit  coats,  ending 
just  above  the  knees,  in  really  smart 
costumes. 

Next  in  importance  to  the  going-away 
suit  comes  the  wrap,  which  will,  of 
course,  be  a  dolman  type  on  account  of 
its  uniformly  becoming  lines  and  its 
dressy  appearance.  Soft  neutral  tints 
are  preferred  for  these  garments  this 
season,  although  some  lovely  dull  blue 
lines  are  predicted  already  for  Fall  use, 
and  will  no  doubt  be  worth  considering 

even  now.  Embroidery  in  rich  conven- 
tional patterns  of  silk  or  chenille  is 

usually  a  smart  feature  of  these  wraps, 
and  one  or  two  handsome  buttons  com- 

prise the  sole  ornamentation.  Self-col- 
ored linings  seem  to  be  growing  in  favor, 

and  the  contrasting  note  is  not  so  gen- 
eral as  in  seasons  past.  Scarves  or 

loose,  wrappy  collars  usually  complete 
these  wraps,  and  sleeves  are  short  in 
length  or  flaring.  The  new  quilted  satin 
wraps  are  quite  a  fad  with  many  smart 
women,  and  are  undeniably  cooler  for 
Summer  wear  than  the  ve'lour  fabrics, 
but  the  quilted  idea  is  one  which  may 
soon  lose  favor  and  is,  therefore,  not 

being  sponsored  by  most  stores  too  pro- 
minently. This  quilting  may  be  carried 

out  on  black  or  neutral  tinted  satin  and 

is  usually  trimmed  with  the  new  imita- 

tion  fur   cloth   called   "agnella." 
The  all-lace  wrap  is  another  new  and 

very  lovely  conceit  for  Summer  wear, 
which  may  enjoy  an  enormous  vogue 

from  present  indications.  Black  Chan- 
tilly  flouncing  is  draped  over  a  colored 
chiffon  or  silk  lining  in  cape  effect,  and 
provides  all  the  protection  necessary  for 
the  Summer  evening  gown.  One  such 
wrap  imported  by  a  Montreal  store  was 
of  gold  lace  over  a  lining  of  jade  chif- 

fon, the  collar  of  which  was  of  jade 
ostrich  feathers.  This  vogue  for  ostrich, 

by  the  way,  promises  to  be  extraordin- 
arily popular  this  summer,  both  for 

trimmings  and  as  neck  pieces.  Marabout 
also  will  be  revived  for  capes,  scarves, 
etc. 

The  bride  must  also  provide  herself 

with  a  traveling  or  motoring  coat  of  se- 
vere tailored  lines,  preferably  of  Eng- 
lish tweed,  which  will  do  service  for 

rainy  weather  as  well.  She  may  also 
express  a  desire  for  one  of  the  new  knit- 

ted capes  which  have  sprung  into  favor 
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over  night  and  which  are  so  useful  for 
every  purpose  imaginable. 

For  her  reception  gown  she  will  select 
Canton  crepe,  fringe-trimmed  in  any  of 
the  new  shades,  or  else  something  in 

dyed  lace  effectively  draped  over  ac- 
cordeon  pleated  georgette  or  crepe. 
Pearl  grey  Spanish  or  Chantilly  lace  is 
delightfully  cool  and  summery  and  lends 
itself  to  unique  trimmings  of  coral  bead- 

ing or  other  embellishments  in  notes 
of  blue.  Large  mesh  filet-nets  are  par- 

ticularly good,  and  the  all-white  lace 
gown  cannot  be  too  highly  recommend- 

ed. Taffeta  must  not  be  overlooked  for 

the  bride's  street  costumes,  preferably 
in  darker  shades,  and  the  redingote 

style,  which  may  be  adapted  to  incor- 
porate sheer  sleeves  for  added  coolness, 

is   in  general   the   most   becoming  style. 

This  month,  however,  will  witness  the 
premiere  showing  of  the  newest  Summer 
frocks,  which  are  just  completed  by  the 
manufacturers  and  which  will  be  decid- 

edly interesting  to  brides.  One  or  two 
Montreal  makers  have  put  out  a  line 
of  dotted  Swiss  and  organdie  frocks 

which-  are  comparable  to  any  imported 
lines  in  point  of  design,  trimming  and 
workmanship.  Seldom,  if  ever,  have  ma- 

terials and  colors  been  so  carefully 
chosen  to  blend  and  harmonize  with  as 
much  care  as  though  the  fabrics  were  of 
expensive  silk  rather  than  simple  wash 
materials.  No  wardrobe  will  be  com- 

plete this  Summer  without  several  of 
these  delectable  confections,  which  radi- 

ate crispness  and  coolness  in  every  ruffle. 
The  colorings  remind  one  of  wild  flowers 
themselves,  such  as  butterfly  yellow, 
cornflower  blue,  wild  rose,  iris,  apple 
green  or  violet,  etc.,  which  are  all  in- 

cluded. The  important  feature  about 
these  frocks  is  that  they  are  usually 
mounted  upon  a  slip  of  contrasting  color, 
such,  for  instance,  as  a  dull  blue  dotted 
Swiss  over  old  rose  or  vice  versa.  This 
is  really  much  more  effective  than  the 
customary  white  lining,  and  improves 
the  appearance  of  the  original  color. 
Combinations  of  two  fabrics  or  two  col- 

ors is  the  distinctive  feature  of  sheer 
frocks  this  summer.  Orchid  organdy, 
for  example,  is  combined  effectively  with 
buttercup  yellow,  and  white  with  blue 
or  rose  is  another  popular  choice.  Tu- 

nics and  sashes  of  quite  bouffant  full- 
ness characterize  nearly  all  the  models, 

while  round  necks  and  short  or  three- 
quarter  sleeves  predominate  as  well. 
Much  effective  use  is  made  of  white  net 
for  frills  and  ruffles  on  sheer  frocks, 
and  quantities  of  dainty  ribbons  are 
threaded  through  little  slots  to  encircle 
necks  or  waists.  Here  and  there  a  rose 
made  of  organdy  is  posed  on  a  tunic 
as  the  sole  trimming,  or  one  delicate  em- 

broidered motif  is  displayed,  but  for  the 
most  part  very  simple  embellishments 
are  employed,  the  merest  touch  of  nar- 

row ruffling  applied  to  the  edges  being- 
considered  most  attractive. 

Some  of  the  points  accentuated  by  the 
manufacturers    interviewed    this    month 

are  of  interest  to  retailers;  for  example, 
the  fact  that  better  qualities  of  organdy 
and  Swisses  are  being  featured,  which 
are  sheer  and  fresh  without  having  too 

much  starch  or  dressing  in  them.  Dress- 
es therefore  will  not  crush  so  easily  as 

those   made    of   cheaper    weaves. 

Gingham  is  predicted  as  the  "best 
seller"  for  the  coming  season  for  every 
woman.  Gingham  and  organdy  combina- 

tions will  lead,  and  frocks  will  be  more 
elaborate  in  design,  showing  tunics  or 
flounces  and  sashes,  instead  of  the  plain 
lines  formerly  considered  suitable  for 
wash  fabrics.  Checked  ginghams  in 
bright  colors  are  effectively  collared, 
sashed  and  pocketed  in  crisp  organdy, 
while  organdy  frocks  frequently  show  a 
piping  of  checked  gingham  as  trimming 
as  well.  Gingham  and  chambray  frocks 
of  design  suitable  for  business  or  town 
wear  are  cleverly  developed  in  redingote 
style,  with  scalloped  hems,  bound  in 
solid  color,  and  feature  vests  and  collars 
to  match.  One  smart  little  frock  was  of 

brown  and  white  shepherd's  plaid  ging- 
ham trimmed  in  this  manner  with  nigger 

brown  linen.  Small  red  and  white,  green 
and  white,  and  orchid  and  white  checks 
are  very  popular,  as  well  as  are  the 
large  checks  and  plaids  in  variegated 
effects.  Voiles  this  year  are  worthy  of 
much  comment,  so  unusually  lovely  are 
the  colors  and  designs.  According  to 
the  manufacturers,  the  sombre  tones  so 
in  vogue  a  year  ago  are  no  longer  called 
for,  and  light  pastel  shades  in  beaded 

or  geometrical  patterns  will  predomi- 
nate. English  voiles  are  a  feature  of 

one  Montreal  maker's  collection,  sashed 
in  wide  satin  girdles  and  made  up  over 
silk  slips,  so  that  the  erstwhile  simple 
cotton  fabric  becomes  transformed  into 

something  fit  for  formal  wear.  One  un- 
usual frock  of  wood  brown  voile  showed 

"The  Monkey  Middy,"  the  newest  idea 
in  outing  togs  for  the  summer  girl. 
Shown  by  courtesy  of  Cole-Whittaker, 
TAd.,  of  Montreal. 

a  border  effect  of  white  dots  on  the 

tunic  and  was  girdled  with  crimson  silk. 
Another  one-piece  frock  of  blue  voile 
had  an  original  trimming  of  two-inch 
velvet  ribbon  wound  in  double  effect 
about  the  waist  line,  knotted  loosely  on 

one  hip.  Tiny  bows  of  the  ribbon  were 
caught  here  and  there  as  the  sole  trim- 

ming. 

Foulard  must  not  be  overlooked  by  the 

garment  buyer  this  Summer  as  it  is  full 
of  possibilities  for  dress  and  street  wear 
and  is  shown  in  entirely  new  designs  of 
quite  striking  attractiveness. 

A  neat  little  corner  in  the  new  ready-to-wear  department  of  Begg  &  Co., 
of  Hamilton,  Ontario. 
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The  Sheer  Handkerchief  Linen  Blouse 
Hand-made  Models  in  Big  Demand — Band  Effect  For  the  Overblouse  —  Call   For  Plain 

Colors — Net  Blouse  Without  a  Lining — Predicted  That  Lace  Blouse  Will  be 
Leader  For  Fall. 

THE  blouse  is  making  a  plucky 
struggle  to  maintain  its  popularity 

this  season,  rivalled  as  it  is  by  the 

extraordinary  vogue  for  frocks  which 

seems  destined  to  prevail  through  the 

Spring  and  Fall  months.  Business  in  the 

retail  stores,  which  was  decidedly  slow 

in  regard  to  blouses  during  the  Winter, 

has  improved  very  much  since  Easter, 
and  what  with  the  increased  demand  for 

suits  and  separate  sports  skirts,  a  good 

season  seems  assured  for  both  dressy 
and  tailored  models. 

In  the  blouse  category  this  season 
must  be  included  three  distinct  classes. 
There  is  the  ornate  and  elaborate  trans- 

parent georgette  affair,  usually  colorful 
and  made  of  at  least  two  contrasting  fab- 

rics. Second,  there  is  the  hand-made 
blouse  of  all  white  or  pastel  shades, 
either  in  finest  crepe  de  Chine,  lawn, 
voile  or  georgette,  designed  on  tailored 
lines,  and  finally  there  is  the  sports 
blouse  of  any  fabric  under  the  sun  from 
cretonne  to  Jersey,  which  may  be  either 
a  simple  shirt  waist,  middy  or  smock. 

According  to  several  buyers  inter- 
viewed in  Montreal  this  month  upon  the 

blouse  subject,  the  greatest  demand  at 
present  is  for  the  hand-made  model  of 
sheer  handkerchief  linen,  etc.,  showing 
drawn  work  or  real  filet  lace  trimming, 
and  by  far  the  greater  number  of  blouses 
sold  are  all  white  with  the  lace  in  a  deep 
cream  shade.  Older  women,  it  is  said, 
prefer  the  more  elaborate  waists  with 
headings  or  embroideries  to  accompany 
their  smart  suits,  but  the  choice  of  the 
smartest  feminine  element  is  for  the 
utmost  simplicity  regardless  of  expense. 
These  hand-made  blouses,  by  the  way, 
are  by  no  means  cheap,  being  imported 
for  the  most  part  by  a  Montreal  whole- 

saler   from  the  United  States. 

The  overblouse  which  ties  informally 
ibout  the  waist  is  still  much  liked,  but 
a  newer  variation  shows  a  band  effect 
which  fits  well  about  the  hips.  This  may 
be  embroidered,  scalloped,  etc.,  very  ef- 

fectively. Among  the  materials  which 
are  being  used  this  Spring  for  over- 
blouses  of  this  type  are  organdie,  mull, 
batiste,  linen,  crepes  and  charmeuse. 
The  newest  note  in  trimmings  on  these 
fabrics  is  fagoting,  which  is  used  in  end- 

less ways,  both  original  and  distinctive, 
and  is  equally  at  home  on  a  sports  blouse 
or  formal  model.  Flutings  and  pleatings 
are  another  popular  mode,  and  provide 
many  novel  effects,  such  for  instance,  as 
finely  pleated  gingham  frills  upon  a 
white   georgette   blouse,   or   quillings   of 

fine  organdie  upon  gingham  and  cretonne 

sports  models. 
There  is  a  decided  call  for  plain  color 

blouses  just  now,  for  wear  with  the 

rather  vividly  patterned  wool  sports 

skirts  so  popular  with  all  types  of 

women.  Many  of  these  skirts  are  worn 

with  the  coats  of  regular  suits,  and  call 

for  a  simple  but  effective  blouse  to  com- 

plete the  costume  effect.  One  large 
Montreal  store  featured  a  sale  of  blouses 

for  this  very  purpose  recently,  and  met 

with  a  remarkable  response,  many  cus- 
tomers explaining  that  they  never  felt 

sure  just  what  type  of  blouse  should  be 
worn  with  pronounced  plaids  or  stripes. 
Much  business  is  being  done  in  plain 
pongee  waists,  made  in  Peter  Pan  style 
to  accompany  the  tan  and  brown  skirts, 
and  dainty  batistes  and  mulls  in  various 
shades  of  blue  or  gray  are  advised  for 
skirts  of  these  two  shades.  There  are 
many  exquisite  little  flesh,  apple  green 
and  orchid  tinted  sheer  blouses,  also,  de- 

signed as  simply  as  possible,  bound,  per- 
haps, with  a  very  narrow  piping  of  con- 

trasting shade  or  black  and  rendered  less 
severe  in  appearance  by  a  smart  jabot 
side  frill  from  throat  to  waist. 

A  novelty  which  promises  much  vogue 
is  the  heavy  net  blouse,  of  sufficient 
weight  and  body  to  require  no  lining. 
These  blouses  are  quite  stunning  when 
trimmed  with  wool  embroidery  in  crude 
colors  and  girdled  with  a  braided  wool 
sash.  One  such  blouse  admired  recently 
was  of  ivory  silk  net,  embroidered  in  dull 
blue  wool,  and  had  deep  flare  cuffs  of 
blue  georgette  at  the  elbow  sleeves.  This 
wool  embroidery,  by  the  way,  will  be 
much  used  during  the  Summer,  and  pro- 

vides many  an  original  touch  to  other- 
wise ordinary  effects.  Blue  taffeta  was 

used  in  a  particularly  clever  little  over- 
blouse, with  a  Tuxedo  collar  and  cuffs  of 

cream  colored  wool,  crocheted  in  filet 
stitch.  Red  and  blue  wool  was  darned 
along  the  edges  as  a  border,  and  the 
sash  of  the  blouse  was  tipped  with  two 
bunchy  little  tassels  of  the  blue  and  red 
yarn.  Nothing  more  French  and  novel 
could  be  imagined. 

The  blouse  of  this  season  must  be  hip- 
length,  but  no  longer,  if  it  is  an  over- 

blouse, and  many  reach  to  a  point  just 
below  the  normal  waist  line.  One  clever 
little  model  seen  was  as  straight  as  a 
chemise,  just  covered  the  belt  of  the 
skirt  and  was  caught  to  the  figure  rather 
loosely  at  either  side  by  inch-wide  navy 
blue  picot-edged  faille  ribbon.  Another 
over-blouse  of  Peasant  type  was  made  of 

fine  white  voile,  with  an  accordeon 

pleated  frill  about  the  neck  and  down  the 
front.  An  insert  of  blue  and  white 

dotted  Swiss,  cut  zig-zag  shape  and  hem- 
stitched in,  was  what  gave  it  an  out  of 

the  ordinary  appearance.  Blouses  of  this 

type  must  be  hand-made  to  be  really 

good  to  look  at. 
The  short  sleeve,  either  elbow  or  three- 

quarter  length,  is  preferred  in  all  blouses 
except  the  tailored  styles,  which  must  be 

wrist  length  and  finished  with  a  narrow 

turned  up  cuff.  The  cuff  sleeve  is  being 

tried  out  by  some  manufacturers,  but  it 

is  doubtful  yet  what  effect  it  will  have. 
It  is  predicted  that  the  lace  blouse 

will  lead  in  Fall,  following  the  vogue  for 
nets,  and  the  dyed  varieties  of  filet  and 
other  wide  meshed  kinds  will  probably 
be  most  employed.  Canton  crepe  and 
crepe  de  Chine  will,  however,  be  shown 
in  many  charming  new  styles,  and  will 
seriously  rival  the  popularity  of  the 
transparent  blouse. 

In  necklines,  the  Peter  Pan  or  Eton 
collar  idea  has  been  selling  well  since 
its  inception  and  promises  to  be  the  most 
popular  finish  for  blouses  for  next  season 
as  well.  Gingham  tailored  blouses  are 

decidedly  striking  and  out  of  the  ordi- 
nary, coming  in  plain  colors,  such  as 

green,  lavender,  tan  or  blue  and  having 
cuffs  and  collars  of  checked  gingham. 
One  model  shown  was  made  with  a 

double  collar,  the  upper  portion  of  which 
was  of  checked  material.  Appliqued 

strips  of  gingham  are  applied  to  self 
fabric  in  another  color  with  most  original 
effect.  Most  manufacturers  predict  a 
big  season  for  cotton  fabrics  of  all  sorts 
and  indeed  with  such  unusually  attrac- 

tive designs  and  alluring  colorings  it 
would  be  difficult  to  resist  the  temptation 
to  purchase  many  of  these  novelties. 
The  demand  for  regulation  middy 

blouses  is  said  to  be  abnormally  large 
and  with  the  advent  of  the  new  type 
which  is  belted  into  a  wide  waist  band, 
thus  doing  away  with  the  necessity  of 
rolling  up  the  lower  edge,  an  increased 
impetus  has  been  given  to  the  sales  of 

this  universally  popular  model.  Detach- 
able collars  of  Copenhagen,  rose  or  green 

are  now  featured,  usually  in  French  flan- 
nel, and  either  lacing  or  buttons  are 

provided  as  the  finish.  When  worn  with 
simple  washable  skirts  in  either  all  white 
or  solid  color,  or  with  the  popular  gym- 

nasium bloomers,  these  little  middies  in 
Balkan  effect  are  quite  the  smartest  at- 

tire the  growing  girl  can  adopt  for  sea- 
side or  country  wear. 
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British  Manufacturers  are  Making  Study  of 
Canadian  Requirements  at  First  Hand 

Representative  of  British  Firm  Says  Competition  From  Overseas  Firms  Will  be  Keener  Than 

Ever- — Will  Make  Survey  of  Canadian  Styles  and  Preferments,     j 

ONE  of  the  signs  of  the  time
s  in 

which  we  live  is  the  marked  re- 
vival of  interest  on  the  part  of 

British  manufacturers  in  the  Canadian 

market  for  their  products,  and  the  con- 
sequent influx  of  their  representatives 

into  this  country  for  the  purpose  of 

studying  conditions  of  demand  and  sup- 
ply in  the  Dominion.  Montreal  has  been 

visited  by  a  number  of  such  men  in  the 
past  few  months,  and  it  has  been  com- 

mented on  in  these  columns  before,  that 
the  average  British  manufacturer  is  now 
making  a  genuine  endeavor  to  adapt  his 
methods  and  his  wares  to  suit  the  pecu- 

liar needs  existing  over  here,  which  here- 
tofore he  has  been  in  the  habit  of  ignor- 

ing to  more  or  less  extent. 
In  the  desire  to  further  the  efforts  of 

such  enterprising  British  firms,  the  Can- 
adian Association  of  British  Manufac- 
turers recently  gave  publicity  to  the 

question  at  one  of  their  meetings,  when 
W.  B.  Somerset,  of  Montreal,  gave  the 

address,  choosing  the  subject,  "British 
Advertising  in  Canada." 
The  future  development  of  British 

trade  in  Canada,  he  said,  was  largely 
bound  up  in  a  proper  interpretation  to 
British  firms  of  the  advertising  needs 
and  conditions  in  this  country.  Repre- 

sentatives of  British  firms  in  Canada 
should  act  as  interpreters  of  Canadian 
markets  and  Canadian  business  condi- 

tions to  British  firms  desiring  to  enter 
this  field. 

It  was  an  old  complaint  before  the 
war  that  British  firms  were  losing  mar- 

kets and  losing  ground  to  German  firms 
because  of  a  certain  lack  of  adaptability 
on  the  part  of  the  Britisher.  The  quality 
and  value  were  there  but  such  little  mat- 
tesr  as  the  containers,  packing  or  insig- 

nificant style  changes  were  ignored  as 
unimportant  until  his  whole  trade  in  cer- 

tain lines  was  lost. 
Many  British  manufacturers  could  not 

understand  why  Canada  should  be  dif- 
ferent from  all  the  other  sister  nations 

contained  in  the  Empire  family. 
A  great  many  of  them  seemed  to 

think  that  Canadians  constitutionally 
preferred  United  States  goods  and  that 
they  were  so  hopelessly  handicapped  by 
this  and  that  Canada  was  not  worth 
special  effort.  Or  else  they  believed  tha\ 
American  representatives  or  agent? 
should  be  able  to  handle  the  Canadian 
field. 

Mistaken  Ideas 

It  was  hardly  necessary  to  point  out 
how  mistaken  both  these  ideas  were. 
There  was  a  very  real  preference  among 
Canadians  for  British-made  goods.  The 
quality  in  all  lines  was  regarded  as  su- 

perior, and  if  they  could  get  what  they 
wanted  in  the  way  they  wanted  it,  with 
price  and  everything  else  equal,  British 
goods  were  preferred  every  time. 

This  real  and  sentimental  preference 
was  very  strong  indeed.  Nor  was  it  pos- 

sible to  secure  Canadian  trade  through 
United  States  representation. 
Why  was  the  balance  of  Canadian 

trade  so  heavily  with  the  United  States 
rather  than  with  Great  Britain  ?  Because 
the  American  trader  went  after  Canadian 
business  in  the  Canadian  way. 

But  was  this  worth  while  for  the  Brit- 
ish manufacturer?  He  thought  it  was, 

for  Canada  was  the  country  of  the  Last 
West.  The  only  country  of  the  western 
hemisphere  which  contained  vast  tracts 
of  fertile  soil  awaiting  cultivation  and 
settlement.  Canada  could  and  would 
house  and  feed  fifty  millions  of  people 
and  have  ample  room  to  spare  for  export 
and  room  for  further  growth.     It  should 

Combination  of  linen  and  English 
chintz.  The  belt  is  patent  leather.  De- 

signed for  Dry   Goods  Review. 

be   considered   by  British   manufacturers 
their  largest  potential  export  market. 

All  good  Canadians  were  interested  in 
developing  and  furthering  British  trade 
in  Canada  in  bringing  more  industries 
into  the  field. 

The  British  manufacturer  must  be  told 
that  his  British  advertising  methods 
must  be  changed — must  be  handled  in 
this  country  to  produce  best .  results — 
must  be  different  in  different  parts  of 
Canada  to  meet  the  widely  different  con- 

ditions between  the  Maritime  Provinces 
and  French  Quebec,  between  Ontario  and 
the  Western  Provinces. 

Among  the  latest  of  the  representa- 
tives of  such  firms  to  visit  Montreal  was 

W.  Thow  Munro,  proprietor  of  the  Res- 
talrig  factory  in  Edinburgh,  who  is  well 
known  to  leading  dry  goods  and  specialty 
stores  in  the  United  States,  but  who  has 
never  visited  Canada  before.  During  an 
interview  with  a  representative  of  Dry 
Goods  Review,  Mr.  Munro  stated  that  he 
was  chiefly  concerned  with  the  investiga- 

tion of  conditions  in  Canada  as  regards 
all  kinds  of  knitted  goods,  hosiery  and 
Scotch  woollens,  as  his  firm  have  been 
active  in  strengthening  and  developing 
their  overseas  trade  ever  since  the  close 

of  hostilities.  Mr.  Munro  has  only  re- 
cently returned  from  a  voyage  to  Aus- 

tralia and  New  Zealand,  and  has  now  left 
for  the  United  States. 

"To  a  great  extent,"  remarked  Mr. 
Munro,  "manufacturers  in  my  line  have 
taken  their  losses,  though  I  think  I  was 
among  the  first  to  do  so.  Those  firms 
who  have  not  faced  their  losses  are  now 
idle,  but  those  who  did  are  running  full 
time.  Notwithstanding  this,  however,  the 
number  of  unemployed  in  Great  Britain 
is  estimated  to  be  about  one  million  and 
a  half,  a  most  disastrous  matter  for  the 
mercantile  world.  That  is  one  of  the 

main  reasons  for  the  reawakening  of  in- 
terest in  the  overseas  dominions,  for  with 

the  wave  of  cancellations  last  Autumn 
from  this  side  much  of  the  instability  of 
the  trade  may  be  traced  to  that  cause. 
British  manufacturers  are  resorting  to 
every  possible  expedient  to  move  their 
goods,  even  to  renting  retail  stores  and 
selling  direct  to  the  consumer.  It  is  a 
common  sight  to  see  ex-army  officers 
peddling  stuff  about  the  countryside  still, 
and  through  a  scheme  of  advancing  the 

initial  day's  supply  gratis  to  these  agents 
the  makers  are  able  to  dispose  of  con- 

siderable quantities  in  this  manner,  after 
a  time.  However,  this  method  will  do 

more  harm  than  good  in  restoring  sta- 
bility, as  at  present  clothing  and  some 

other  commodities  are  selling  at  33  per 
cent,  less     than  ccst.     All  goods  can  be 
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readily    sold    when    marked    at    correct 
price,  but  if  so  much  as  5  per  cent,  above 
that  is  demanded,  buyers  refuse  to  look 
at  anythin.tr.  The  influx  of  German  made 
goods  is  having  the  effect  of  lowering  the 
prices  of  British  made  goods  also,  but 
owing  to  the  extraordinarily  low  value 
of  foreign  currency,  little  or  no  demand 
is  felt  for  our  goods  on  the  Continent. 
Before  the  war,  Germany  and  Austria 
bought  SO  per  cent,  of  the  entire  output 
of  Scottish  woollens  and  knit  goods,  but 
since  then  are  not  able  to  purchase  on 
account  of  the  high  price  asked  for  our 
goods.  Consequently  we  must  look  to 
our  own  dominions  to  help  us  out  in  dis- 

posing of  British   made  commodities. 

"The  Woollen  Export  Trading  Com- 
mission, with  Sir  Charles  Sykes  as  chair- 

man, is  doing  excellent  work  on  the 

other  side  in  this  connection,"  continued 
Mr.  Munro.  "A  committee  of  five  mem- 

bers is  touring  Europe,  trying  to  arrange 
for  an  interchange  of  commodities,  and 
their  results  during  the  last  six  months 
have  been  decidedly  worth  while.  On  the 

whole,  I  may  say  that  matters  are  im- 
proving in  Great  Britain,  the  cost  of 

living  is  coming  down  appreciably  and 
production  is  on  the  increase.  All  we 
need  to  do  now  is  to  understand  as  fully 
as  possible  just  what  the  overseas  do- 

minions need  from  us,  and  to  this  end 
we  must  come  out  ourselves  and  study 
your  conditions  at  first  hand.  Unfortun- 

ately in  the  past  we  have  thought  that 
anything  would  do  and  our  agents  have 
often  misrepresented  your  needs,  but  I 
can  safely  say  that  from  now  on  compe- 

tition from  Great  Britain  with  other 
countries  will  be  keener  than  it  ever  was, 

and  I  am  sure  that  from  every  aspect  of 
service,  style  and  novelty,  British  goods 
will  be  preferred  by  Canadians  once  this 

is  demonstrated  to  them." 
Speaking  of  his  own  line  of  goods,  Mr, 

Munro  explained  that  there  was  a  great 

difficulty  facing  the  maker  of  high-class 
merchandise  on  the  other  side  owing  to 
the  uncertainty  as  to  whether  Canada  is 
quite  ready  for  such  lines  which  cannot 

be  sold  at  popular  prices.  "When  it  is 
realized  that  a  full  line  of  samples  costs 
about  £1,000,  and  on  these  must  be  paid 
about  £300  customs  duties,  etc.,  and  fin- 

ally after  usage  the  maker  loses  about 
£750  through  soilage,  he  asks  himself  if 
it  is  really  worth  while  to  make  up  new 

samples  for  the  trade  in  Canada  and  at- 
tempt to  build  up  a  new  custom.  This,  of 

course,  applies  more  to  the  most  exclu- 
sive ranges  of  fine  knit  hosiery,  sweaters, 

scarves  and  tweeds  in  smart  sports 

designs." "Canadian  women  as  well  as  their  Am- 
erican sisters  are  entirely  guided  by 

Paris  in  the  choice  of  woollens,"  re- 
marked Mr.  Munro,  "and  they  demand  a 

different  weight  for  both  Summer  and 
Winter.  The  climate  over  here  also  has 
a  great  effect  upon  the  choice  of  colors 
selected  and  prices  seem  to  be  largely 
determined  by  one  large  corporation.  In 
Great  Britain,  on  the  contrary,  the  aver- 

age woman  seldom  varies  the  weight  of 
the  fabric  selected  for  her  costume,  and 
prefers  the  rough  finishes  to  the  smooth 
for  all  round  wear.  Owing  to  the  ab- 

sence of  glaring  sunshine  and  the  preva- 
lence of  a  more  subdued  light,  brighter 

hues,  such  as  purples,  blues  and  greens 
are  more  often  selected  in  place  of  the 
ubiquitous  navy  which  seems  to  be  the 
choice  over  here.  Furthermore,  as  the 
majority  of  British  firms  are  individual 
family  concerns,  the  question  of  prices  is 
naturally  a  matter  for  each  to  determine 
for  itself,  irrespective  of  what  all  the 
rest  may  ask,  and  thus  there  is  no  fixed 

price  for  any  one  class  of  woollens." 
The  recent  pronouncement  by  Sir 

Henry  Drayton  that  "unless  Canada 
swings  the  balance  of  trade  in  her  favor 
by  buying  more  at  home  or  in  Great 
Britain,  she  is  merely  postponing  inevit- 

able ruin,"  is  a  cogent  reason  for  in- 
creased co-operation  on  the  part  of  Can- 

adian retailers  with  British  firms,  who 
are  prenared,  as  never  before,  to  meet  us 
half  way  in  the  matter  of  mutual  satis- 
faction. 

Gilet    blouse    of   silk    tricolette    in    to- 
mato   red,    embroidered   in    black.       De- 

d   for  Dry  Goods   Review. 

The  man  who  can  hold  interest  is  the 

one  who  can  maintain  his  personality  in 

the  face  of  all  adversities;  the  man 

who  is  not  a  built-up,  artificial  agglom- 

eration of  qualities,  but  a  bona  fide  per- 
son; the  man,  in  other  words,  with  in- 

tegrity of  character.  I  am  not  speak- 
ing of  morals,  but  of  being  sincerely 

one's  self.  This  is  the  first  principle 
of  confidence-creating,  so  essential  in 

selling." — J.  George  Frederick  in  Forbes. 

Summer  suit  of  canton  crepe  in  sand 
color,  trimmed  with  embroidery  in 

matching  silk  floss.  Silk  bradd  edg- 
ing. Designed  by  Dry  Goods  Review 

artist. 

THE   CLOTHING    EXHIBITION 

Opened  By  the  Lord  Mayor  of  London 

The  lord  mayor  of  London,-  accom- 
panied by  the  sheriffs,  opened  the  annual 

Clothing,  Outfitting  and  Woollen  Trade.? 
Exhibition  at  the  Royal  Agricultural 

Hall,  London.  The  leading  British  man- 

ufacturers of  every  article  of  men's  wear 
have  displays  in  the  great  building,  while 
the  Gilbey  Hall,  to  be  known  as  the 
British  Cloth  Hall,  is  devoted  to  all  de- 

scriptions of  woollens,  worsteds,  shirt- 
ings and  piece  goods.  The  Clothing  Ex- 

hibition is  open  by  invitation  only,  and 
some  200,000  tickets  have  been  issued 
to  the  trade  and  to  foreign  and  colonial 
buyers.  The  Clothing  Exhibition  remains 
open  until  the  18th  and  will  be  followed 

by  the  thirteenth  annual  Drapery  Exhi- 
bition which  occupies  the  Agricultural 

Hall  from  April  4th  to  15th.  The  two 
shows  constitute  the  greatest  exhibitions 
devoted  entirely  to  textiles  ever  held  in 
the  world  and  are  regarded  as  the  event 
of  the  year  for  their  respective  branches. 
A  large  number  of  overseas  visitors  have 
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RETTIE  &  SMITH,  LIMITED 
MANUFACTURERS 

LEADERS  ONLY 

WAISTS 
CANADA'S  MOST  POPULAR  WAIST  HOUSE 

POPULAR  PRICES  ONLY 

WAISTS 
SAMPLES  SENT  ON  REQUEST 

SPECIALISTS  IN  NEWEST  VOILE  AND  WASH  WAISTS 

233-239  BLEURY  STREET,  MONTREAL 

"Garments  of  the   Better  Kind." 

COATS,    WRAPS,    SUITS 
and    DRESSES 

See  our  made-up  garments  on  the  racks 
at  clearing  prices. 

207  St.  Catherine  Street  West 
MONTREAL 

The  McElroy  Mfg.  Co.,  Ltd. 
MAKING 

•Smuts 

FAMOUS  FOR  THEIR 

Fit,  Cut,  Style, 
Hang  and  Finish 
HEAD  OFFICE: 

47  Simcoe  St.       -       Toronto 

MONAKER  DRESS 
Manufacturing  Company 

Makers  of  Evening, 
Wedding,  Afternoon  and 
Street  Dresses.  Silk,  Satin 
and. Georgette.    Taffetas. 

Priced  from  $12.50  to 
$30.00. 
A  visit  to  our  show- 

rooms will  convince  you. 
Room  204 

591  St.  Catherine  Street  West 
MONTREAL 

Sales  during  the  first  half  of  the 
New  York  auction  of  raw  furs 

passed  the  million  dollar  mark. 
Some  of  the  best  prices  were  paid 
for  Canadian  skins,  particularly 

for  beaver  and  mink.  More  than 
six  thousand  beaver  skins  were  sold 

one  day  at  prices  which  were  20 

per  cent,  above  the  Winter  sale 

figures. 
Buyers  are  of  the  opinion  that 

the  fur  industry  of  Canada,  which 

has  been  growing  rapidly  in  recent 
years,  is  likely  to  occupy  a  very 
important  place  before  long. 

Russia,  formerly  Canada's  great- 
est rival  in  the  bis:  European  mar- 

kets, may  now  be  considered  a 

negligible  quantity.  Canada  oc- 
cupies the  premier  place  among 

the  world's  fur-producing  coun- 
tries. The  value  of  the  annual 

:rop  in  this  country  is  estimated 
at  $20,000,000.  Ten  years  ago  it 
w?s  less  than  $2,000,000. 

Before  the  war,  London,  Eng- 

land, was  the  chief  fur-market  of 

the  world  and  the  bulk  of  Canada's 
output  went  there.  It  shifted  dur- 

ing the  war  to  the  United  States. 
'The  establishment  of  the  Canadian 
Fur  Auction  Sales  Company  in 

Montreal  a  year  ago  was  an  im- 
portant event  in  the  making  of  an 

international  market  in  Canada. 

A.  J.  Dougal.  general  manager 

and  Armand  Dupuis,  secretary- 

treasurer  of  Dupuis  Freres,  Lim- 
ited, will  sail  from  New  York  on 

April  20  on  board  S.S.  Olympic, 
in  connection  with  the  visit  of 
American  and  Canadian  dry  goods 

men  to  England.  They  will  spend 
eight  weeks  in  Europe,  visiting 

England,  France,  Belgium,  Switz- 
erland and  Italy.  In  England  they 

will  be  the  guests  of  the  Drapers' 
Chamber  of  Trade  of  Great 

Britain,  representing  the  French- 
Canadian    merchants    of    Montreal. 

Our  line  of  coats  and  suits 

is  more  complete  than 
ever. 

Our  travellers  are  out 
with  a  full  line  of  samples. 

303  Mountain  St.,  Montreal 

Cloaks,  Suits,  Waists m 

Stock  always  on  hand  for 
immediate  delivery. 

ATLAS  GARMENT  MFG.  & 
TRADING  CO. 

46  St.  Alexander  Street      MONTREAL 

CONTRACTORS  TO 
H.M.  GOVERNMENT. 

Manufacturers  of: — 
Colonial  Handwear  "Maid  o'  the 

West." 

Gloves    for    every    occasion    in 
Leather  or  Fabric. 

"Perfection    Suede"    and    Ante- 

lope Leathers. 
Upper  Leathers. 

Also   Exporters  of:  — White    Washable    and    Chamois 
Leathers. 

Foreign     and     Colonial     Wools 
and  Hair. 

Fancy  Leather  Goods. 
Importers  of  General 

Merchandise 
F.  BLAKE  &. Co.,  Yeovil,  Eng., 

Manufacturers,  Import  and  Exporters 
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Featuring  Blazor  Stripe  Flannel  Skirts 

and   Hawthorne   Wool   Jersey   Skirts. 

The  Bland  Manufacturing  Company,  Limited, 

is  a  new  factory  wherein  are  made  Waists  and 

House    Dresses    only  for  the   wholesale    trade. 
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The  Trade  Mark  of  supreme 
excellence,      embodying    all 

that's  best  in 

Style— Quality— Valu  . 

The  only  way  to  procure  Skirts, 

the  equal  of  Bland's  in  Style, 
Fit  and  Finish  is  to  buy  more 
Bland  Skirts. 

The  only  way  to  give  guaranteed 

satisfaction  to  your  customers  in 
tailored  Waists,  that  will  match 

our  skirts,  is  to  sell  them  Bland's 
Waists. 

Made  Only  By 

W.  C.  Bland,  Limited 
Phillips  Square,  Montreal. 
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"The  House  of  Youth9' 

The  Counter  Costume  Co. 
Limited  \)  \ 

Designers  and  Makers  of 

Misses'  and  Juniors' 
Dresses 

New  Address:   131-139  Spadina  Ave. 
Spadina  Bldg. 

TORONTO 

Eastern  and  Northern  Ontario: 

A.  B.  COLWELL 

REPRESENTATIVES: 

Western  Canada:  City: 

J.  HOWARD        R.  O.  HARGRAVE 

Maritime  Provinces: 

W.  A.  TALLMIRE 
Western  Ontario: 
R.  KENNEDY 

illllllllllllllllll 

Sturdy  little  folks  need 

sturdy  garments ! 
Haugh  Brand  Kiddie  Garments 

is  the  answer 

We  are  creating  a  demand  for  these  garments  by 
national  advertising 

It's  a  quick  seller — -and  a  money-maker! 
Think  of  all  the  little  folks  in  your  town 
who  would  be  delighted  to  have  such  a 

garment — just  like  daddy's!  It  makes 
them  happy  and  it  makes  them  healthy 
— big  selling  features  for  you. 

Profit  by  its  many  advantages.  Send 
for  an  assortment  Now.  For  boys  and 
girls — 2  to  7  years. 

This  Original  Garment 
made  ONLY  by 

The  J.  A.  Haugh  Mfg.  Co.Ltd. 
Toronto,  Canada 

Manufacturers  of  the 
famous 

"Arm  and  Hammer" 

Shirts,  Overalls 
Bloomers 

Trousers  and 

Shopcoats 

nllllllllLIIIIIIIIIIIII 
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OPPORTUNITY  IS  KNOCKING 
AT  YOUR  DOOR!! 

In  order  to  get  down  to  replacement  basis  we  have  decided  to  offer 

our  stock  of  MEN'S  Raincoats  to  the  trade  at  the  following  prices: 

$1050 12 

$050 

Dark  Grey 

Light  Brown 
Dark  Brown 

Representing  a  Marvellous  Value.  The 
Coats  we  sold  last  Fall  for  $22.50.  These 
Overcoats  are  Thoroughly  Waterproof. 

Half-lined,  and  especially  adapted  for  the 
Western  Trade. 

9 
We  have  also  a  wide  range  of  Tweed  Raincoats,  the  value  of 

which  will  astonish  you  and  your  customers.  We  can't  de- 
scribe them — but  they  are  literally  being  given  away  at  this 

price  which  is  far  below  cost  of  production. 

Navy  Blue  Rubberized  Cotton  Gabardine  Coats 

$coo Especially  adapted  for  Summer — so  cheap  you  could  sell 
them  as  Automobile  Dustcoats.  Every  seam  cemented  and 
sewn,  reinforced  with  a  silk  strapping.  Silk  yolk  lining.  A 
finished  garment  in  every  respect.     Last  year  we  sold  this 

same  line  at  $14.50. 

Talk  quickly  on  this  lot  as  there  are  only  50   for  disposal. 

Remember — The  Proof  of  the  Pudding  is  the 
Eating — Send  for  Samples 

SAMPLES 
Obviously,  at  these  Prices,  it  is  impossible  for  us  to  sub- 

mit Samples  with  the  risk  of  the  curious  returning  same 
— the  Cost  of  Express  added  to  this  Price  Sacrifice 
would  be  Business  Suicide.  BUT,  we  are  prepared  to 

send  a  parcel  of  samples — not  less  than  Four  Coats — 
you  choose  your  coats  from  this  advertisement,  which  we  treat  as  an  order,  and  by  so  doing  you  open  an 
account.     If  you  decide  to  stock— your  samples  will  be  shown  on  invoice  as  part  delivery. 

We  Stake  Our  Reputation  on  This  Offer 
It  is  Unprecedented  and  Without  Parallel 

''Buy  Carefully,  But  Buy 

9> 

Address: 

VICTORIA  RUBBER  COMPANY 
437  ST.  PAUL  ST.  WEST MONTREAL,  P.Q. 
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P.    FARMER 

Telephone 

Plateau  J590 

J.  H.  MILFORD 

3wm&i-Mi£f&icL 

J&Mh 
WAISTS 

Manufacturers  of  Popular-Priced  Waists 

in 

Silks,  Cottons, 

Crepes,  Georgettes,  etc. 

227  CRAIG  STREET  WEST  -  -        MONTREAL 

"VOGUE"  THE  "BUY-WORD"  FOR 
DRESSES 

Featuring  dainty  models  in 
COLORED  ORGANDIES 

and 
FIGURED  VOILES 

All  popular  shades  and  smart,  nifty 
styles. 

WAISTS 
A  host  of  new  creations  in 
TRIOOLETTE 
GEORGETTE 
CREPE  DE  CI  I  INK 

fashioned     to    fascinate     the     most 
fastidious. 

•      Quality  Considered  You  Pay  Us  Less 

VOGUE  WAIST  &  DRESS  CO.  m  ̂ ^U^68*-  MONTREAL 

Nottingham  Curtains 
Shadow  Cloths 
Aurora  Casement  Cloth 
Mercerized  Poplins 
White  and  Ecru    Madras 
Novelty  Curtains 
Muslins 
Bungalow  Nets 
Self  Color  Madras 
Mixed  Color  Madras 

Tapestries 
Beautiful 
Colorings 
Artistic 
Designs 

DRAPERIES 
People  are  buying  freely  now. 

They  will  continue  to  buy  the 
merchandise  which  stands  the  test 
of  time. 

The  future  Good  Will  of  your  busi- 
ness will  be  greatly  strengthened  if 

you  sell  our  dependable  lines. 

Wide  variety — finest  quality. 

AGENTS  FOR 

WM.  STRANG  &  SON 

Glasgow,  Scotland 

HOOD,  MORTON  &  CO. 
Newmilns,  Scotland 

f 

STIRLING-AULD  &  CO. 

Darvel,  Scotland 

J.  B.  Henderson  &  Company 
LIMITED 

80  Bay  Street,  TORONTO 
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ROYAL  DRESS  COMPANY 
Successors  to 

The  Royal  Silk  Dress  and  Waist  Co. 
303  Mountain  St.,  Montreal 

A  BRAND  NEW  SHOWING  OE  READIEST  SELLING  AND 

DISTINCTIVE  LINES  THAT  ARE 

"EXQUISITE" 
Our  Summer  Dresses  and  Waists  will  lift 

your  Ready-To- Wear  Department  to  the  pin- 
nacle of  maximum  turnover  and  profits.    Our  one 

aim  is  to  furnish  our  clients  merchandise  that  they  can 
sell  with  confidence,  merchandise  that  will  bring  back  your 

customers  for  more,  more  and  more. 

These  summer  models  are 

the  latest  style-trends  and  conform 
to  the  needs  of  the  hour,  nay  the  very  minute. 

Voiles,  Imp.  Dotted  Swiss,  Organdies,  Canton  Crepes  and  light  Silks  of  the 
newest  shades  and  textures 

Prices  are  right — Values  are  right. 
Visit  our  showrooms! 

Wait  for  our  representatives! 

Or  better  still,  send  for  samples! 

You  will  sell  every  one  that  we  will  send  you. 

Our  Travellers  Are  Now   on  the  Road 

J.  W .  Meyer  in  Ontario  Mr.  Hamer,  Western  Provinces 

ROYAL  D|RESS  COMPANY 
Successors  to 

The  Royal  Silk  Dress  and  Waist  Co. 
303   MOUNTAIN   STREET  --         MONTREAL 
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GH  ES    HKAI.ru    LECTURES 

Mrs.  Margaret  Blair  gave  a  series  of 

lectures  at  G.  W.  Robinson's  store  in 
Hamilton  recently.  She  is  called  the 

"smiling  preacher  of  health,  beauty  and 
harmony,"  and  this  is  the  fifth  year  she 
has  undertaken  a  series  of  lectures  at 
this  store.  Her  course  comprises  some 
very  useful  subjects  and  the  lectures 
were  well  attended. 

NOVEL  APPEAL  BY  SELFRIDGE 
IN    LONDON 

Selfridge  recently  used  a  novel  adver- 
tisement in  which  the  question  of  clothes 

was  put  in  a  refreshing  light.  "There  is 
one  certain  cure  for  a  fit  of  the  blues," 
read  the  advertisement,  "and  that  is  a 
new  hat  or  a  new  frock  or  a  new  some- 

thing to  give  you  that  tonic  feeling  and 
to  set  you  at  peace  again  with  the  world. 
Only   try   it   and    see. 

"A  well-dressed  woman  has  a  sense 
of  equanimity  that  no  religious  feeling 
can  bestow.  I  wonder  how  many  women 
appreciate  the  moral  value  of  clothes? 
...  To  me,  there  are  few  more  joy- 

ous sights  in  the  world  than  that  of  a 
woman  triumphantly  conscious  that  she 
is  looking  her  very  best.  Who  is  the 
centre  of  attraction  at  a  wedding?  The 
bride,  of  course,  because  of  the  beauty 
of  her  dress  she  is  sharply  distinguished 
from  the  others  there." 

Rather  novel   idea.  that. 

ARCADE   OPENS    NEW    SIX-STOREY 
STORE 

After  ten  years  of  successful  business 
in  Hamilton,  the  Arcade  opened  its  new 
six-storey  store  to  the  public  on  March 
17th.  It  represents  an  outlay  of  $600,- 
000,  and  equi's  in  equipment  and  fur- 

bishing an"  store  of  its  size  in  Canada. 
On  the  second  floor  of  the  new  building 
is  to  be  found  the  millinery  department, 
which  i  beautifully  and  elaborately  fur- 

nished. Proceeding  from  the  millinery 
department,  one  has  access  to  the  bet- 

ter grade  of  ladies'  wear,  where  separ- 
ate rooms  for  the  purpose  of  grading 

of  clothes  and  for  fitting  are  a  feature 
which  undoubtedly  will  be  very  poular. 
A  corset  department,  with  six  separate 
fitting  rooms,  and  a  corset  hospital 
(something  entirely  new  for  Hamilton), 
also  an  attractive  children's  and  infants' 
department,  and  finally,  a  large  depart- 

ment devoted  exclusively  to  silk  and 
goo-'s,  where  will  be  shown  the 

finest  offerings  of  the  French,  English, 
Canadian  and  American  markets,  are 
other  features.  The  linen  department- 
alongside    is    entirely  new. 

A    feature    of    the    new    store    is    the 

Rose  Room  on  the  sixth  floor,  which  is 
an  elegantly  fitted  ball  room  that  may 
be   engaged   for   private    dances. 

ANDERSONS,  OF  ST.  THOMAS, 
CELEBRATE 

Anderson's,  Limited,  of  St.  Thomas, 
recently  celebrated  their  twenty-fifth  an- 

niversary. R.  M.  Anderson,  president 
and  manager,  entertained  the  members 
of  the  staff,  numbering  sixty-two,  at 
dinner,  along  with  other  invited  guests. 
In  reviewing  the  history  of  the  com- 

pany's activities,  Mr.  Anderson  paid  a 
glowing  tribute  to  the  members  of  the 
staff,  whose  efforts  and  faithfulness,  he 
said,  were  largely  responsible  for  the 
success  of  the  business  since  its  incep- 

tion twenty-five  years  ago.  Not  only  did 
he  pay  tribute  to  the  work  that  had 
been  accomplished  in  the  past  quarter 
of  a  century  but,  looking  ahead,  he  pre- 

dicted an  even  brighter  future. 

CANADIAN   WOOLLENS,   LTD., 
PASS    COMMON    DIVIDEND 

A  circular  to  shareholders  of  Cana- 
dian Woollens,  Limited,  announces  the 

passing  of  the  quarterly  dividend  at 
the  rate  of  5  per  cent,  per  annum  on 
the  common  stock.  Dividend  on  this 

stock  began  in  September  last,  the  com- 
pany having  been  organized  in  1919.  Ac- 

cording to  the  first  annual  report,  made 
public  in  August  of  last  year,  after  de- 

ducting preferred  dividends,  net  earnings 
were  $300,727,  or  over  17  per  cent,  on 
common  stock.  Outstanding  stock  is 

$1,750,000  .each  of  common  and  prefer- 
red. Mills  are  located  at  Peterboro  and 

Toronto. 

In  the  circular  to  shareholders  it  is 

stated:  "In  view  of  the  marked  period 
of  readjustment  through  which  all  tex- 

tile industries  are  passing,  with  a  con- 
siderable falling  off  in  business  and  drop 

in  values,  it  is  considered  in  the  best 

interests  that  the  company's  reserves 
during  this  period  should  be  carefully 
conserved.  They  have,  therefore,  deem- 

ed it  wise  to  discontinue  payment  of 
the  dividend  on  the  common  stock  for 
the  time  being.  The  company  is  in  an 
excellent  position,  both  financially  and 
physically,  and  with  the  return  to  nor- 

mal trade  the  company  should  be  able  to 

look   forward   to  a  bright  future." 

COODWINS,  MONTREAL,  HAVE 
GOOD  YEAR 

Goodwins,  of  Montreal,  who  closed 
their  financial  year  on  February  2nd,  had 
the  best  financial  year  in  their  history. 

The  gross  profits  at  the  end  of  the  year 
amounted  to  $492,212  against  $444,942 
in  1919,  and  $336,948  in  1918.  After 
charging  off  interest  and  depreciation, 
earnings  available  for  dividends  were 
$301,960  as  against  $274,615  in  1919  and 
$164,894  in  1918.  These  figures  indicate 

the  steady  growth  which  earnings  have' shown  during  the  past  few  years,  the 
improvement  in  the  two  most  recent 

years  being  notable. 

LOOKS  FOR  SHARP  RECOVERY 
IN  BUSINESS 

That  the  considerable  fall  in  prices 
will  be  followed  by  a  sharp  recovery 
was  the  opinion  recently  expressed  by 

M.  Ireland,  of  Ireland  Bros.,  Ltd.,  Bel- 
fast, Ireland.  Mr.  Ireland  pointed  out 

that  linen  prices  within  the  last  year 
had  dropped  fifty  per  cent.,  but  he  states 
that  there  is  still  a  big  demand  for  the 
raw  flax.  It  is  not  the  opinion  of  Mr. 
Ireland  that  the  Canadian  flax  is  very 
suitable  for  linen  manufacturing.  He 

says  it  is  being  grown  mostly  for  lin- 
seed, and  is  not  suitable  for  the  fibre. 

Mr.  Ireland  will  be  in  Canada  about  two 
months. 

The  manager  of  a  Montreal  house- 
furnishing  department  has  compiled  a 
list  of  the  things  that  his  sales  clerks 
must  know  about  the  goods  they  sell. 
Here  it  is: 

"What  goods  are  in  stock.  Sizes, 
quantities,  qualities,  prices. 

"Where  the  goods  are  located.  Stock 
on  sale  and  reserve  supply. 

"What  goods  are  on  order  and  when 
they  are  expected. 

"What  the  selling  points  of  each  line 

are. 
"Price,  and  why  prices  have  varied 

so  considerably  of  late. 
"Uses  of  different  articles. 

"Why  it  fits  the  peculiar  needs  of  the 
customer. 

"Who  made  it.  Their  reputation.  The 

guarantee. 
"Tests  and  demonstrations  of  its 

quality. 
"Why  customers  should  buy  this  in- 

stead of  some  other  line." 
"If  it  seems  hard  to  obtain  this  in- 

formation, ask  the  manager,  he  ought  to 
know,  or  the  travellers.  Read  the  trade 

papers  carefully  and  write  to  the  manu- 
facturers. They  will  be  glad  to  send  you 

good  information  to  help  you  sell  more 
of  these  articles.  Carefully  examine 
and  study  the  goods  themselves.  And 

keep  your  eyes  open — remember  what 

you  see  and  hear." 
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Saskatoon  Has 
A  Successful 

Campaign 
Saskatoon  recently  concluded  a  novel 

campaign  in  the  interests  of  better  busi- 
ness for  the  whole  city.  It  was  the  re- 

sult of  a  splendid  spirit  of  co-operation 
between  the  merchants  of  the  city,  in- 

cluding every  branch,  and  even  taking 
in  theatres,  hotels,  restaurants,  etc.  It 
was  a  city  movement,  and  the  name  of 

the  campaign  was  "More  than  usual 
courtesy  to  out-of-town  customers." 

In  writing  of  this  campaign,  J.  B.  Ma- 
lette,  sales  promotion  manager  of  F.  R. 
MacMillan,  Ltd.,  of  that  city,  is  most 
enthusiastic  regarding  the  results  of  the 
campaign  not  only  to  their  own  store 
but  to  the  entire  city  business. 

"The  campaign  was  a  whirlwind  suc- 
cess," he  writes,  "from  every  angle — 

shopkeeper,  clerk,  theatre  owner,  res- 
taurateur, hotel  proprietor,  etc.  We 

placarded  the  city  with  the  mystic  words, 

'Treat  'em  right.'  We  shot  it  on  slides 
in  the  movies,  ran  it  in  every  adver- 

tiser's copy,  scare-headed  it  across  eight 
columns  in  the  press,  pasted  stickers  on 
all  autos,  cards  in  all  elevators  and  store 

windows,  and  even  sent  personally  sign- 
ed letters  to  every  clerk  in  the  city. 

Then  there  were  addresses  to  the  Rotary 
Club,  the  Kiwanis  Club,  and  the  cam- 

paign ended  in  a  blaze  of  glory  at  the 
Chamber  of  Commerce  Forum  meeting, 
when  the  entire  subject  came  up  for 
debate. 

"We  are  now  about  to  launch  the  sec- 
ond stage  of  this  campaign — 'Bringing 

in  the  out-of-town  guest  once  a  month.' 

We're  going  to  entertain  him,  give  him 
special  railway  rates,  sporting  events, 
good  shows,  and  special  hotel  and  res- 

taurant rates.  We  know  if  we  'treat 

'em  right'  in  ways  like  this  that  local 
retailers   will   reap   the   reward." 

A   Good  Plan 

"Don't  you  think  it  a  good  plan?" 
asks  Mr.  Malette  of  Dry  Goods  Review. 
Assuredly  we  do.  It  is  one  of  those  co- 

operative plans  that  engenders  pride  in 

one's  own  city,  convinces  the  consumer 
that  there  isn't  a  better  or  more  econo- 

mical place  under  the  sun  to  do  one's 
shopping  in  than  in  one's  own  home 
town,  and  in  so  doing,  increases  the 
business  of  every  retail  merchant  in  the 
city.  The  centralization  of  business  in 
large  centres  of  population  is  a  monu- 

ment to  the  lack  of  co-operation  on  the 
part  of  retail  merchants  in  their  respec- 

tive communities.  If  there  were  hun- 
dreds of  campaigns  such  as  the  ones  be- 

ing conducted  in  Saskatoon,  there  would 
be  more  progressive  towns  .  and  cities 
throughout  the  length  and  breadth  of 
the   Dominion. 

Mrs.  J.  B.  Begin,  of  Hanna,  Alta.,  has 
opened    a    new    millinery    shop    in    that 
town. 

*  #      * 

Famous  Cloak  &  Suit  Co.,  of  Van- 
couver, held  a  very  good  month-end  sale 

of  furs  at  the  end  of  March. 

A.  L.  McKelvie,  of  Lethbridge,  has 
purchased  the  interest  of  his  former 
partner,  A.  R.  McGuire,  in  the  business 

of  the  Two  M's.  In  future,  the  business 
will  be  known  as  "Mac's  Better  Clothes 

Shop." 

*  *  & 

Winnipeg  Fur  Auction  Sales  Co.  will 
hold  their  second  fur  sale  on  Wednes- 

day, April  27.  The  first  sale  was  at- 
tended by  over  200  buyers  from  widely 

distributed    centres   of   Canada    and    the 
United  States. 

*  #     * 

George  A.  Bayne,  chief  surveyor  of 

the  Hudson's  Bay  Co.,  died  on  a  street 
car  in  Winnipeg  on  March  28.  He  had 
been  twenty-three  years  in  the  service 
and  was  to  have  been  pensioned  off  with- 

in a  few  weeks  of  his  death, 

*  *     * 

A.  E.  Snell's,  of  Calgary,  featured  a 
novelty  in  connection  with  their  Spring 

millinery  openings.  Each  suit,  as  it  ar- 
rived from  the  maker,  was  cleverly  pro- 
vided with  a  suitable  hat,  so  that  the 

purchaser  might  be  fitted  out  with  every- 
thing in  harmony  and  good  taste  with- 

out having  to  run  about  from  shop  to 
shop  to  get  it. 

CLAIM  SEASONS  TOO  RAPID 

The  Retail  Millinery  Association  of 
America  discussed  at  its  last  meeting 
the  question  of  a  too  rapid  succession 
of  seasons  in  the  millinery  trade.  Manu- 

facturers were  blamed  for  pushing  the 
seasons  too  rapidly  to  permit  retailers 

to  dispose  of  their  purchases.  "Al- 
ready," says  J.  L.  Fisher,  one  of  the 

directors  of  the  association,  "manufac- 
turers are  out  with  Georgette  crepe 

models  while  we  are  trying  to  sell  the 
straws  we  have  just  bought.  Some  of 
the  manufacturers  are  about  a  month 
ahead  of  the  normal  schedule  and  it  is 
forcing  the  retailer  to  clear  his  stock 
at  a  loss.  Many  of  the  jobbers  are  in 
a  similar  position  with  large  stocks  of 
merchandise  that  will  be  rendered  un- 

saleable in  a  short  time  by  the  appear- 

ance of  the  new  styles." 

Bathing  Suits 
Of  Rubber  Are 

Introduced 
The  Dominion  Rubber  System,  Al- 

berta, marketed  recently  a  new  range  of 
rubber  bathing  suits,  capes,  hat;,  scarfs, 

etc.,  in  a  great  variety  of  styles  and 
colors.  These  were  introduced  for  the 

first  time  in  Calgary  by  Miss  Lottie 

Mayer  and  her  diving  beauties,  who  ap- 
peared in  a  novel  program  of  aquatic 

sports  at  the  Pantages  Theatre. 
The  outfits  are  in  black  and  white, 

Persian  green,  a  beautiful  shade  of  blue, 

and  most  every  other  color  and  combina- 
tion of  colors  imaginable,  which  must 

appeal  to  the  most  exacting.  The  capes, 
some  of  them,  are  of  the  dolman  style, 
others  of  the  coatee  effect,  and  still 
others  with  the  hood  attached  make  up 

a  very  picturesque  as  well  as  practical 
beach  costume. 

In  the  bloomers  of  each  suit  are  con- 
cealed the  daintiest  of  waterproof  pock- 

ets in  which  can  be  carried  the  neces- 

sary vanity  case  or  any  other  small  ar- 
ticle which  might  be  needed  on  a  bath- 

ing trip  to  the  beach.  In  addition  to 
the  various  styles  of  picture  hats,  in- 

cluding the  poppy  and  chrysanthemum, 
all  of  rubber,  are  the  jockey  and  other 
novel  bathing  caps. 

PARSONS  &  PARSONS  PURCHASE 
CELLULOID  CO.  OF  NEW  YORK. 

The  Parsons  &  Parsons  Co.,  Cleve- 
land, Ohio,  have  purchased  the  cleanable 

collar  business  of  the  Celluloid  Co.  of 
New  York.  Their  lines  were  known  to 

the  trade  as  Launder-no,  Ultima,  Nat- 
ional, Lithoid,  Interlined,  Paragon,  Vic- 

tor  and   Eclipse. 

The  Celluloid  Co.  was  one  of  the  old- 
est manufacturers  of  cleanable  composi- 

tion collars  in  America.  The  sale  of 
collars  formerly  made  by  the  Celluloid 
Co.  will  be  handled  in  Canada  by  the 
Parsons  &  Parsons  Canadian  Co. 

Some  time  ago  the  Parsons  &  Parsons 
Co.  took  over  the  composition  collar 
business  of  the  Fiberloid  Corporation  in 
the  United  States. 

The  Parsons  &  Parsons  Canadian  Co., 
of  Hamilton,  Canada,  is  closely  allied 
with  the  Parsons  &  Parsons  Co.,  of 
Cleveland,  Ohio,  mentioned  above. 

ROYAL  ONTARIO  MUSEUM  is  con- 
sidering opening  a  section  in  the  library 

for    fashion    books. 
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MYERSON  BROS. 
Importers  of 

SILKS,   SATINS 
AND 

LININGS 
Of  All  Descriptions 

650  ST.  LAWRENCE  BOULEVARD 
MONTREAL 

BRANCH:  122  WELLINGTON  ST.  W..  TORONTO 

J.  DUDGEON  &  CO. 
Manufacturers'  Agents 

S09  Unity  Building      -     Montreal 

Representing  British  Manufactur- 
ers to  the  Wholesale  and  Manu- 

facturing Trade  for — 
Madras  Muslins,  Curtains,  Curtain 

Men's  Suitings,  Serges,  Overcoat- 
ings, Linings,  Dress  Goods,  Laces, 

Nets,  Cottons,  Linens  of  all  kinds, 
and  Handkerchiefs. 

Half  Ball Full  Ball Acorn 

You  can  make  these  buttons 
while  your  customer  waits. 
Their  own  or    your   material. 

SCORES  OF  ATTRACTIVE 
COVERED  BUTTONS 

Made  easily,  economically 
and  profitably  with 

Menkin    Equipments 
Send  for  particulars 

Sixty  years'  experience  behind  our service. 

S.  MENKIN,  INC. 
143  W.  28th  St.,  New  York 

BRAND 
(REG.) 

"DRESS   FABRICS" 
F.  A.  RODDEN  &  CO. 

Dry  Goods 
Commissioners  and  Importers 

52  Victoria  Square  MONTREAL 

DOUBLE 

ERS'  MARKET 
OUR  MEN  ARE  OUT 

LOOK  FOR 
THEM 

La  Mode  Dress  Co. 
Room    200,    591    St.    Catharine   W. 

MONTREAL 

JUVENILE 
DRESSES  and  SKIRTS 

Our  travellers  will  be  out 

March  1st. 

Do  not  order  until  you  have  seen 
their  samples. 

MERIT  SKIRT  CO. 
436  St.  Catherine  St.  W. 

MONTREAL 

CANADIAN  BRAID  AND 
TRIMMING  CO.,  LTD. 

Manufacturers  of 

Girdles 

Braids 

Fringes 

Cords 

Tassels 

Ornaments 

Buttons 

Fur  and 
Dress 

Trimmings 

39  DOWD  ST.,  MONTREAL 
TORONTO     64  Wellington  St.  W.       WINNIPEG     16 

Sylvester  Wilson  Bldg.,  Representative— J,  R.  Galbraith 

Geo,CSmith Star  Shirts 

Fownes  Gloves 

Delpark Productions 

Liberty  Blouses 
Clinton  Hosiery 

Kaynee  Wash 

Togs 

Boys'  Shirts and   Blouses 

Bradford  Wools 

Wood,  Taylor  &.  Co.,  Toronto. 
Lehmann  Sales  Co.,  Inc.,  New  York,  U.S.A. 

GEO.    G.    SMITH 
403   Canada    Bldg.,    Winnipeg. 

Regina  Vancouver  Calgary       N.  Manitoba 
L.  M.  Day.     H.  S.  Elliott       J.  Bartle.       J.  A.  Milne 

S.  Manitoba,  B.  Irwin 

l  ok  mi:n  womkn  &  c  ruumij* 

Complete  Lines  at  Keen  Values  in 

Underwear 
Shirts 
Ties 
Gloves Hosiery 

Miller  Men's  Wear  Limited Miller  Bldg. 

44-48  York  St.,      -       TORONTO 

"Everything  in  Men's  Furnishings" 

Washable    Clothing 
AND    SPECIALTIES 

WHITE  DUCK  COATS  in  All  Styles 
SUMMER  CLOTHING       LUSTRE  COATS 

WAREHOUSE   and   AUTO   DUSTERS 
DUCK    AND    FLANNEL   PANTS MEN'S    APRONS 

OFFICIAL  BOY  SCOUT  UNIFORMS  AND 
COMPLETE   OUTFITS 

MILITIA    AND    CADET    UNIFORMS 
BREECHES   AND    MILITARY   SUPPLIES 

The  Miller  Mfg.  Co.,  Limited 
44-46   York  Street,  -  TORONTO 

The  Oldest  and   Largest   Specialty 
Clothing  House  in  Canada. 

Handkerchiefs,  Cam- 
i  s  o  1  e  s,  Neckwear, 
Boudoir  Caps,  Baby 

Yokes,  Spats,  Accor- deon  Pleating,  Fancy 

yA^_j,  Dry  Goods  and 
^^  Smallwares,  Veil- 
ings, Quick-on- Veils,  Cap  Shape 

Nets,  Knitted  Scarfs,  Baby  Bon- 
nets, Coats,  Ribbons,  Necklaces, 

Laces  and  Nets,  Embroideries, 
Buttons,  Beads,  Braids  and  Tas- 

sels, Marabou  Trimming,  etc., 
etc. 
We  can  give  immediate  delivery 

WESTERN  VEILING  COMPANY 
222  McDermot  Ave. WINNIPEG 

Brantford   Felt 
Novelty  Co. 

Brantford, 
Canada 

Manufacturers  of 

H-'gh    Grade    Pennants,    Cushion    Tops, 
Felt  Emblems,  Paper  Hats,  Advertising 

Novelties. 

SPECIALISTS  IN 

NOVELTIES  for  CARNIVALS 

DANCES,  ETC. 
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The  Thompson  Lace  &  Veiling  Co.,  Limited 

Laces,  Veilings,  Geor- 
gettes, Ninons,  "My 

Lady"  Silk  Hair  Nets, 
Princess  Pat  Human 
Hair  Nets,  Sport 
Veils. 

Cor.    Wellington     and 
York   SU„ 

Toronto.    Canada. 

Real     HARRIS,     LEWIS    and 
SHETLAND  HOMESPUNS 

Direct    from    the   makers.     Special    liaht- 

weighta    for    Ladies'    wear — all    shade*. 
Patterns  and   Prices  on  Application. 

S.  A.  NEWALL  &  SONS,  Stornoway,  Scotland 
State  shade  desired  and  whether  for   Ladies'  or  Cents' 

Infants',  Children's,   Girls' 
and  Misses'  Dresses  • 
We  are  Specialists  in  these  lines 

H.  L.   WATTS,  LIMITED 
400  Richmond  St.  W.,  Toronto 

T.  H.  Birmingham  &  Co* 
LIMITED 

533  College  St.,  TORONTO 
Maker >  of 

Women's  High  Grade 
Neckwear 

"  The  Exclusive  Neckwear  House" 

"EVERYTHING  IN  SILKS" 

M.  Ascher  Silk  Corp. 
Distributors— Iroquois  Silk  Mills 

102    Madison    Avenue,    New    York 

MAKE     THE    BEST    OF    THE 
SPRING  SELLING  SEASON 

by  using 

Wooding' s  Sho- Cards 
and  Price  Tickets 

G.L.  WOODING.  P.O.  BOX  62,  SALMON  ARM,  B.C. 

W.  J.  COLLETT 
Manufacturers'  Agent 

302  Hammond  BIdg.,  63  Albert  St. 
WINNIPEG 

Wraps  and  Suits  for  Assort- ing. 

Canton  Crepe  Dresses. 
Kitten  Ear  Satin  Dresses. 
Taffeta  Dresses. 
Cotton  Voile  Dresses. 
Silk  Waists. 

Here  is  the  copy  of  the  letter  which 

Begg  &  Co.,  Ltd.,  of  Hamilton,  used 
to  reach  the  women  of  that  city  and 

district  to  tell  them  that  he  had 

opened  a  Ready-to-wear  department 
in  his  store.  Immediately  below  the 

letter  is  the  copy  of  the  card  which 

the   boys  were  asked  to   "pass  along." 

Hamilton,    March    15th,    1921. 

HELLO,   BOY, 

Say,  some  boys  naturally  have  to 

draw,  don't  they?  Just  can't  help 
it.  Why  we  heard  of  a  boy  the  other 
day  that  got  a  licking  at  school  for 
"Drawing  a  Picture"  of  his  teacher. 
It  wasn't  you,  was  it? 

Do  you  think  you  could  draw  a  pic- 
ture of  the  kind  of  new  spring  suit 

you  want — guess  it  would  be  some 
suit,  eh  ? 

We've  been  doing  some  drawing 
too — first  it  was  picture  of  a  New 

Boys'  Shop  in  our  basement,  and  now 
we  have  more  than  the  picture,  we've 
the  new  shop  all  ready  for  you  to 

look  at,  and  more,  we've  the  new 
Spring  Clothes — Hats  and  Furnish- 

ings all  ready  arranged  for  you  to 

inspect.  You'll  like  them,  we'll  say so. 

And  now  you're  going  to  do  some- 
thing for  us,  aren't  you?  First  just 

say  to  your  folks  that  as  this  base- 
ment is  almost  "Rent  Free"  to  us, 

our  prices  are  going  to  save  them money. 

Then  we  want  you  to  pass  on  the 
enclosed  card  of  invitation  to  some 

lady  you  like  pretty  well — may  be 
mother,  Sister  or  Auntie — we  leave 
that  to  you.  We  just  want  every 
lady  in  town  to  know  that  we  have 

opened  a  New  Ladies'  Ready  to  Wear 
Department  and  you're  going  to  help 
us    by   doing   this   aren't   you? 

So-long  for  this  time, Yours, 

Begg    &    Co. 

THE  BEGG  &  COMPANY  STORE 

Wishes    to    announce    the 

opening  of  their  new 

Ladies'      Ready-to-Wear      Department 
A    most    suitable    location    has    been arranged 

YOU  ARE  INVITED 

to  inspect  the  splendid  display  of 

CLOAKS,  SUITS,  DRESSES,  SKIRTS, 
WAISTS,  &c. 

Every    Garment    the    Season's    Newest 
Creation 

Special   Attention   Devoted  to 
Misses. 

MISS  M.  JOHNSTON  in  charge. 

VEILINGS  and 
SILK  NETS 

HODGES  &   LETTAU 
232  McGill  St. Montreal 

FOR    HONEST    VALUE    AND 
SATISFACTION 

CROWN  PANTS 
Will    increase    your   sales.      Our   production 
has   increased   60%    over   former   years. 

CROWN  PANTS 
322    Notre    Dame    West,  MONTREAL 

Bartell  Patent  Pockets 
Used  and  Endorsed  by  59 

Canadian  Clothing  Manu- 
facturers. This  List  can  be 

had  from 

BARTELL  PATENT  POCKET  CO. 
117  East  34th  St.,  N.Y.C. 

Canada's 

Largest  Makers  of Cotton  Flags 

Write  for  Prices 

THE  COPP,  CLARK  CO. 
517  Wellington  St.  West       Toronto 

"HOOSIER" 
The  best  36-inch  brown 
domestic  in  America 

Buy  it  by  the  bale; 
sell  it  by  the  bolt 

Indiana    Cotton    Mills 
Cannelton,  1  nd., U.S.A. 

LEONE'S Millinery  Accessories 
Hats,  Novelties, 

Fancy    Feathers 
and  Artificial  Flowers 

for 

Originality,  Good  Taste 
and  Big  Values. 

JOS.  LEONE  &  CO. 
Wholesale  Millinery 

17  ST.  HELEN  ST.    -   MONTREAL 
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I  Specialize  in  Boot  Laces 
for    the    wholesale    trade    in    the    better 
grades. 
Banded    in   pairs,    in    gross    boxes 
Fancy    Cabinets.    100    pairs,    banded     in 
pairs.      These    are    more    profitable    than 
bulk   make-up.      Also 

LEATHER    LACES,    all    kind.. 

E.  W.  McMARTIN,  MONTREAL 

Th< Band. 
SANITARY    NAPKINS 
Conveniently      and      attractively      packed:      half 
nVzen    and    dozen    cartoi:  transparent 
envelopes:    and    compressed    in    Individual    boxes. 

Write    for     Interesting     pi 
mvgikmc      fibre      COMPANY 
200  Broadway      Xew   York   City 

Agencies  wanted  for  Great  Britain 
L.  A.  NELSON 

Hosiery  &  Knitted  Goods 

Agent,   Wholesale   and   Export. 

Headquarters,    London,   England, 
59,   Gresham  St.,  E.C.  2. 

Open    to    represent   manufacturers,    all 
classes    except    Summer    Ribbed    Under- 
wear. 

RIBBONS    OF    DISTINCTION 

"J-C"   Ribbons   bave   peculiar 
charm.     Widely  advertised   to 
the     consumer     under     their 
trade-mark      names     for     tlie 
protection  of  the  dealer. 

"SATIN     DK     LUXE" 
"TROUSSEAU" 
"IjADT    PAIR" 

"SAXKANAC"    "VIOLBT" 
"DEMOCRACY" 

JOHNSON,    COWiDLN    &   CO.,     40   E.    30th    Bt, 
New    York.    N.Y.  Made  In   TJ.fl.A. 

Cotton  Comforters 

Down  Comforters 

Deliveries  Guaranteed 

The  Toronto  Feather  &  Down  Co., Ltd. 
2154-56-58  Dundas  St.  W.,  Toronto 

B  LAN  K  E  T  S 
PRIESTLEY  BROTHERS 

Blanket  Manufacturers 
GROVE  MILLS  HALIFAX 

Telegram<  and  Cables,  "Blankets"  Halifax 

Codes,  A.B.C.  Sth,  and  Bentley's 

TAPES 
ALL  WIDTHS  AND  QUALITIES 

CARRIED  IN  STOCK 

Walter  Williams  &  Co. 
508  READ  BLDC,  MONTREAL 

20  WELLINGTON  ST.  W.,  TORONTO 

Red  Seal  Zephyr  Ginghams 
Everett  Classics 

Eden  Cloth  -  Peggy  Cloth  Cheviots 
Standard  Woven  (otto..  FaLvics 

SMITH,  HOG  6  &  COMPANY 
115-117  WORTH  STREET- NEW  YORK 

Botton-77  Summer  St.     Chicago-226  West  Adams  St. 

SOCIAL    IN    TEA-ROOM    FOR 
EMPLOYEES 

Bryson-Graham,  Ltd.,  Sparks 

street,  Ottawa,  do  not  believe  all 

work  and  no  play  give  the  best  re- 
sults, and  so  they  are  arranging 

social  evenings  from  time  to  time 

amongst  their  employees  to  show 

that  the  social  spirit  is  one  that 

should  be  encouraged  as  likely  to 

be  beneficial  to  the  staff  as  well 

as  to  the  firm.  Some  150  employ- 

ees gathered  in  the  store  tea-room 

recently,  when  R.  G.  Knox  had  the 

pleasant  duties  of  chairman  and 

called  upon  several  of  the  employ- 

ees to  give  an  exhibition  of  their 

skill  in  entertaining  a  critical 

audience.  Henry  Watters,  presi- 
dent of  the  Eastern  Ontario  and 

Ottawa  District  Retail  Merchants' 
Association,  was  present  and  gave 

one  of  his  breezy  speeches,  show- 

ing a  belief  in  every  retailer  and 

salesman  going  ahead  in  a  real 

spirit  of  progressiveness,  convinc- 

ed that  the  calling  was  one  to  be 

proud  of  and  one  that  was  capable 

of  developing  the  best  in  one  if 

will  power  was  placed  in  service. 

Knowledge  should  be  developed  by 

reading,  while  the  intercourse  be- 
tween different  classes  of  business 

other  than  those  engaged  in  by 

ourselves  was  always  a  great  bene- 

fit by  broadening  our  vision  and 

in  many  other  ways  assisting  in 

making  for  greater  efficiency. 

Committees  were  formed  as  fol- 

lows: Cards,  Messrs.  J.  J.  Pedder, 

T.  Marier,  Misses  D.  Watson  and 

M.  Arnott;  orchestra  and  vocal, 

Misses  Service,  E.  Shea,  Steamer, 

and  Mr.  F.  Ashfield;  refreshments, 

Misses  M.  Ade,  M.  Gauthier,  M. 

Gallaher,  J.  Iveson  and  F.  Gold- berg. 

SIGN  WRITING 
Do  your  own  card  writing 

Write  for  our  catalogue  which  will  tell  you 
what  you  need.    Best  goods  at  closest  prices 

ARTISTS'  SUPPLY  CO. 
77  York  St.,  Toronto 

Mention  this  paper  when  writing. 

WILL  P.  WHITE,  LIMITED 
Montreal 

137  McGill  Street 

Head  Office  : 
Toronto 

65  Simcoe  St. 

Manufacturers'    Agents    and    Distributors 

Textile   and   Smallwares   Specialities. 

Wholesale  and  Manufacturers  Only  Supplied. 

CHILDREN'S 
GARMENT 

DRYING  FORMS 
NON-RUSTING 

PATENTED 

Write  for  Circular 
No.  31 

J.  B.   T1MBERLAKE 

a  SONS,  Mir.. 
Jackson  Michigan 

AftD 

HERCH  ANDICE 

D  B\  Fisk&Co. Chicago 

New  York  Salesroom: 

Open   Throughout  the  Year 
411  Fifth  Avenue 

ADVERTISEMENT  WRITERS  and 
SHOW  CARD  WRITERS  WANTED 

Big  demand  for  both  men  and  women. 
We  prepare  you  in  few  months  at  home 

— under  experts.  Our  graduates  In 
demand.  They  earn  good  money.  Get 
particulars.      Write 

SHAW  CORRESPONDENCE  SCHOOL 
Toronto,  Canada  (Dep.  D.l 

•Smallwares 
  AND   

Hosiery 
The  Robert  Hyslop  Co  ums» 

HAMILTON  ONTAPIO 

Manufacturer* 

329-331  Fourth  Ave.,  N.  Y. 

SUPERBA  BINDING 

BRAIDS,  CORDS,  DRESS  TRIMMINGS 

Fred  Jones  &  Company 
Manufacturer!  and  Importers 

Babies'  Hand  Crochet  Goodi  Notions 
Babies'  Hand  Knit  Goodi  Novelties 

Art  Needlework  Materials 

Room   712,  Empire   Building 

64  WELLINGTON  ST.  WEST,  TORONTO 
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Choir  Gowns 
The  Best  in  Design 
The  Best  Made 
The  Most  Reasonable   in    Price 

HARCOURT  &  SON,   LIMITED 
103  King  Street  W.,  Toronto 

CLIMAX  PAPER 
BALERS 

ALL  STEEL-FIREPROOF 
"Turn*    Watte 

into  Profit" 12  SIZES 
Send  for  Catalog 

CLIMAX  BALER  CO. 
Hamilton,  Ont. 

STERLING  DRESS  CO. 

Popular-Priced  Ladies'  and  Misses' 
DRESSES  and  SKIRTS 

220  KING  ST.  WEST  -  TORONTO 
ADELAIDE  3857 

SILKS 
I  represent  in  this  country  some  of  the 
most  reliable  Manufacturers  of  High- 
Grade    SILKS,     in    plain,     fancy    weaves. 

Quality    and    Novelty    is    my    motto. 

J.  H.  GAGNON 
108  Dandurand  BIdg.        Montreal 

GERSTENZANG    BROS. 

Popular  Priced 

Flowers  and  Feathers 

670-674   Broadway,  NEW  YORK  CITY 

LARGEST  MANUFACTURERS 
Artificial  Flowers,  Plants  and  Vines, 
Window  Decorations,  Japanese  and 
Chinese  Decorations,  Papier  Mache 
Novelties,  Electric  Lighted  Flower 

Bushes.  Write  for  our  Catalogue.  It's 
free  for  the  asking. 

The  Botanical  Decorating  Company 
(Incorporated) 

208  W.  Adams  St.,  Chicago,  III.        E9 

When   in  [Montreal] call]  to  see    us 

at  our  New  Address 

Fraser  Publishing  Company 
Rooms  404, 405, 406  Southam  BIdg.,  128  Bleury 

Just  a  few  doors  north  of  our'old  address]     ̂  
Are   you   using   1921    Textile    Products 

Directory  ? 

Despite  the  fact  that  the  re- 
opening of  trade  between  Great 

Britain  and  Russia  was  considered 

to  be  fatal  to  the  flax  industry  in 

Canada,  no  harmful  effect  has  been 
felt  here  so  far.  Reports  by  way 
of  New  York  indicate  that  rumors 

of  large  quantities  of  raw  flax  in 
Russia  were  without  foundation,  as 

production  then  now  is  less  th;.n 

9  per  cent,  of  the  usual  crop.  Last 

year  the  production  in  Russia 
amounted  to  ninety  million  pounds, 

as  compared  with  one  billion  be- 
fore the  war.  The  entire  crop  in 

four  years  of  Bolshevism  has  not 

equalled  one  normal  year's  output. 
The'  Swiss  Consulate  General  for 

Canada,  at  present  in  the  Drum- 
mond  Building,  Montreal,  will  be 

transferred  on  May  1st  to  212 

Drummond  St.,  Montreal. 

At  the  annual  meeting  of  the 

R.  J.  Devlin  Co.,  Limited,  Sparks 

street,  Ottawa,  Mr.  Gordon  C.  Ed- 
wards, lumberman,  was  elected  to 

a  seat  on  the  board  of  directors. 

Mr.  W.  F.  C.  Devlin  was  re-elected 

president,  and  E.  P.  Gardner  sec- 

retary-treasurer, with  Mr.  E.  F. 
Burritt  completing  the  board.  Last 

year's  turnover  was  shown  to  be 
satisfactory  despite  the  troubles 
that  furriers  had  to  contend 

against  and  the  working  of  the 
late  luxury  tax.  Spring  trade  has 

been  wonderfully  good  owing  to 

the  fact  that  lower  price  levels 

have  made  buyers  in  a  better  frame 

of  mind  with  a  greater  desire  to 

buy  than  was  apparent  for  some 
time. 

COTTON  PANTINGS  AND  SUITINGS 
for  Manufacturers  only 

GANSEMAN  &  DeMYTTENAERE 
MOUSERON  BELGIUM 

MAKERS   OF   LEADING   LINES 

G.  C.  EGAN  CO.,  LIMITED 
18  St.  Helen  St.,  -  MONTREAL 

Sole  Canadian   Representatives. 

PENNANTS  PILLOW-TOPS 
and 

CHAIR-PADS 
MADE  BY 

Canadian  Manufacturing  of  Novelty 
49-51  Boucher  St. MONTREAL 

J.    CH  AN  ANIE 
Wholesale  Dry  Goods  Importer 

has  removed  to  larger  and  more  central  premises    at 

323  NOTRE  DAME  ST.  WEST 
MONTREAL 

where  he  will  render  still  more  efficient   service  than in  the  past 

MESH  BAGS  in  Silver  and  Gun  Metal 

Finish.  METAL  FRAMES  for  Ladies' 
Hand   Bags. 

Made  in  Canada  for  the  Canadian  Trade 

WHITING  &  DAVIS  CO. 
SHERBROOKE.  QUE. 

The  Dressmakers'  Supply  Co. 
Dressmakers'    Supplies 

Better  Quality  Beltings 

Buttons  for  Cloaks,  Suits  and  Dresses 

77  YORK  STREET  -  TORONTO 

Telephone  Adelaide  3292 

An   Excellent  Range  of 

New  Patterns  in 

Floor  Oilcloth 
Ready  for  Spring   Delivery 

Canadian  Linoleums 
&  Oilcloths,  Limited 

Montreal  Office:  Factory: 

128  Bleury  St.        Cornwall.  Ont 
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Can.    Handkerchiefs   Limited    ....  23 
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Greenshields  Ltd   1,  134 
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Kidmar   Hosiery    Co    36 
Kelly,   T.    K.,   Sales   System       22 

L 
La   Mode    Dress    Co    154 
Lace   Goods    Co.   of   Can    128 
Lamson    Co    117 
Lazare   &   Novek       143 
Lee,    Dye    &    Company        109 
Leone    &    Co    155 

M 
Maclean,     W.     G    39 
MacDonald,   John    &    Company...  5 
Martin    &    Co.,    P.   P.,   Ltd    10 
Menkin,   Inc.,  S    154 
McElroy   Mfg.   Co    143 
Merit    Shirt    Co    154 
McMartin    &    Co.,   A.    W    156 
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CONDENSED    ADVERTISEMENTS 
Five   cents   per   word   per   insertion.      Ten   cents  extra   for  box   number. 

r  -OKRESPONDENCE    INVITED     BY    GENTLEMAN    RESIDING    ON 
the   Coast  for  agency.     Experienced   in   selling   and   manufacturing 

.  knitted  goods  and  hosiery.     Confidential.      Please  reply  to  Box 
350,   l'  Review,   143-153   University  Ave.,   Toronto,  Canada. 

T  ADIES'  READY-TO-WEAR  DESIRES  TO  CONNECT  WITH  LIVE 
'  firm.  Live  wire  salesman,  would  like  to  make  a  change,  present 

field  not  large  enough.  30  years  old,  single,  12  years'  experience,  at 
present  buyer  and  manager  ladies'  ready-to-wear  garments,  furs  and 
millinery  in  city  of  35,000.  Would  consider  position  as  assistant  buyer- 
manager  in  large  departmental  store.  For  further  particulars  address 
Box   725,  Dry  Goods   Review.  » 
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Dominion  Raynsters 
All  Purpose  Weather  Coats 

for  Early  Spring  Wear 
This  year  you  can  give  your  customers  better  values  in  these 

"Made-in-Canada"  Raincoats  than  in  any  light-weight  Over- 
coats. 

Better  values  in  wear,  because  DOMINION  RAYNSTERS  have 

the  style  and  attractiveness  of  the  more  expensive  tailored  gar- 
ments and  can  be  worn  with 

pleasure  and  comfort  any 

time,  anywhere ;  being  abso- 
lutely waterproof  makes  them 

doubly  serviceable. 

Better  values  for  the  money, 

because  they  can  be  sold  at 

lower  prices  than  the  usual 

Spring  overcoat  of  equal  qual- 
ity and  workmanship. 

Stock  DOMINION  RAYN- 

STERS this  Spring  and  see 

what  good  sellers  they  are. 
Write  for  price  list. 

Dominion  Rubber  System 
Service  Branches 

Located  at:  Halifax,  St.  John. 

Quebec,  Montreal,  Ottawa,  Toron- 
to, Hamilton,  Brantford,  Kitch- 

ener, London,  North  Bay,  Fort 
William,  Winnipeg,  Brandon, 
Regina,  Saskatoon,  Calgary,  Ed- 

monton, Lethbridge,  Vancouver 
and  Victoria. 
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TT  is  no  exaggeration 

■*■  to  state  that  a  Great 

Black  Sale  is  proceed- 

ing all  over  the  world, 

for  all  live  Storekeepers 

are  taking  advantage  of 

the  return  to  fashion 

and  popularity  of  Black 
Cotton  and  Thread 

Stockings  and  Socks. 

The  fashion  of  wearing 

Hawley  Dyed  Hosiery 

has  come  to  stay,  like 

the  Hawley  Dye  itself, 

which  is  hygienically 

and  permanently  black, 

not  leaving  the  mater- 
ial in  wash  or  in  wear. 

Hawley-dyed  Black  Cot- ton and  Thread  Stockings 
and  Socks  can  be  obtained 

through  the  usual  whole- 
salers in  a  variety  of  makes 

and  finishes  for  all  classes, 
all  seasons,  and  Evening 
Wear. 

Hawleys 
Hygienic 
Black: 

British  Dye 
FOR  COTTON  AND  THREAD 
STOCKINGS     AND     SOCKS 

Attractive  Showcards  and 
other  advertising  material 

gladly  supplied  upon  ap- 
plication to  the  Advertis- 

ing Department,  35,  Mar- ket  Street.   Leicester. 

Sole  Dyers  to  the  Trade  only 

A.  E.  Hawley  &'Co.,  Ltd. 
Hosiery  Dyers,   Bleachers 

and  Finishers 

Sketchley  Dye  Works 
Hinckley,  England 
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SUNDOUR 
UN  FADABLE  FABRICS BRITISH  MADE 

Sundour 
Fabrics 

Sundour  Casement.- 
Sundour  Tapestries 
Sundour  Chenilles 

Sundour   Reps 

COLOURS  GUARANTEED   THE  WORLD  OVER 
after   the   Severest   Tests   in   all    Latitudes. 

The  colour  element  in  these  World-known  Fabrics  is  indestructible, 
and  the  finished  Product — from  coal  tar  anthracene  to  colour,  and 
from   raw   material    to   beautiful    Fabric-  is   our   own   throughout. 

Originators  and  Sole  Manufacturers : 

Sundour Fabrics 

Sundour   Madras 

Muslin 
Sundour   Rugs 

MORTON  SUNDOUR  FABRICS  LTD. 
CARLISLE    ::    ENGLAND 

WHOLESALE  &   EXPORT:  89  Newgate  Street,  LONDON,  E.C.  1. 
Canadian  Representative  :  G.  I.   KITCHEN,  Bay  St.,  TORONTO 
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GREENSHIELDS  LIMITED 
DEPARTMENT  "£" 

Specializing  in  Staple  Lines  of 

HOSIERY  and  UNDERWEAR  for 
WOMEN  and  CHILDREN 

Some  of  our  leading  lines: 

WOMEN'S    FINE   MERCERIZED    HOSE   with    ribbed    top    and 
seamed  back,  Black,  White,  Cordovan,  sizes  8^/10. 

WOMEN'S  FINE  SILK  AND  FIBRE  AND  SILK  HOSE  with  line 
mercerized  ribbed  top,  in  regular  and  oversize — 8^/103/2. 

CHILDREN'S  yA  LENGTH  SOCKS  in  many  styles  and  colors, 
Cotton,  Lisle  and  Silk,  sizes  5-10. 

We  have  a  most  complete  stock  at  lowest  prices  of 

CHILDREN'S  RIBBED  HOSIERY  in  fine  mercerized  ribs,  Combed 
Cotton,  Medium  and  Heavy  1/1  and  2/1  Ribs,  to  retail  at 

25c  to  75c  pair. 

Let  us  have  your  sorting  orders  for 

WOMEN'S  SUMMER  VESTS 
AND  BLOOMERS 

We  are  offering,  every  advantage  the 
market  affords. 

OL  R  TRAVELLERS  are  now  on  the  road  showing  a  most  complete 
range  of  IMPORTED  AND  DOMESTIC  HOSIERY  AND 
UNDERWEAR  for  Fall  Delivery. 

ENGLISH  ALL  WOOL  SPORTS  HOSE  IN  PLAIN  AND 
FANCY  RIBS,  HEATHERS  AND  LOVATS. 

CHILDREN'S  CASHMERE  SOCKS  AND  GOLF  HOSE. 

CHILDREN'S  IMPORTED  AND  DOMESTIC-MADE  KNIT 
GOODS— POLKAS— BOOTEES— INFANTEES,  ETC. 

GREENSHIELDS  LIMITED 
VICTORIA  SQUARE,  MONTREAL 
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9.  &♦  l&tig  £?>tlfe  Company 
lumteb 

"QClje  g>ilfe  House  of  Canaba" 

\A  cross  tAe  bridge  of  time 

From  the  days  of  "hoops  — and  long  before  that — right 
down  to  the  present  day,  well-dressed  women  have  been 

at  their  best  when  gowned  in  lustrous  Silks. 

Truly  styles  may  come 
and  styles  may  go 

but  Silks  go  on  forever! 

UNUSUAL  VALUES 

JAPAN 
ana 

CHINA  SILKS 

CHARMEUSE 

DUCHESS  SATINS 

GEORGETTES 

CREPE  DE  CHINES 

FANCY  STRIPES 

PLAIDS 

FANCY  TRIMMING 
SILKS 

PYJAMA   SILKS 
SILK  SHIRTINGS 

ana 
WASH  SATINS 

NOVELTY  SILK  in  profusion 

The  hoop>s  of  grandmoth- 
er s  day  have  given  place 

to  the  bouffant  and  sil- 

houette styles  of  to-day — 
but  Silks  remain  the  uni- 

versal favorite  of  well- 
dressed   women. 

Af>£ea1ing 
SUMMER\SILKS 

in  great  variety 

Our  Stock   is   the  Largest   in    Canada 

IMMEDIATE  DELIVERY 

0.  £».  Hing  &tlfe  Company 
Itmiteb 

59-61    Wellington  St.    West,    Toronto 

Zurich,  Switzerland 

lOKohama,  Jafian 

cpmta-^ 

Foreign   Offices 

\m 
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HOUSE 
FURNISHINGS 

Your  stock  of  House  Furnishings  should  be 
at  its  best  now. 

This  is  the  season  of  biggest  sales. 

Let  us  fill  in  the  gaps  at  once,  with  lines  from 
our  own  large  stock. 

OIL  CLOTHS 
LINOLEUMS 
CONGOLEUMS 
CARPET  SQUARES 
CURTAINS 
CURTAIN  NETS 
AND 
MUSLINS 

PILLOW  CASES 
SHEETS 
WHITE  QUILTS 
COLORED  QUILTS 
FLANNELETTE 

BLANKETS 
TABLE  OILCLOTH 
WINDOW  SHADES 

QD 

aa 

aa 
BB 

BB 
BB 
BB 
BB 

BB 

BB 
BB 
BB 
II 
BB 
BB 
BB 
BB 

BB 
BB 

BB 
BB 

BB 

We  are  quoting  particularly  Close  Prices 
on  Hammocks  and  Mosquito  Netting.  See 
our  36  Self  Striped  Curtain  Scrim  in  White, 
Cream  or  Ecru  at  lSY2c  per  yard. 

John  M.  Garland,  Son 
&  Co.,  Ltd. 

Ottawa Canada 
Wholesale  Dry   Goods 

aa 
BB 

BB 

BB 
11 

BB 
BB 
BB 
BB 

BB 

BB 
BB 

BB 

□  Q  BOO  ID  CD  D  D I 
QQ  fnnn  CJ  CD  ED  ED  C 

]□□  DDC3DDDQI 

1  CD  CD  D  ED  U1Q1 QDOQC 

1QODQEDDID  DO  I 
IDDDDCJDD  DDI 

3DQ  flfflBBUBH 

]QQ  qqqqjq  QIC 
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P.  P.  MARTIN  &  CO.,  LIMITED 
50  ST.  PAUL  STREET  WEST,  MONTREAL 

^MPSM®!^B33^!2iMMMJ  5®25K:'3 

-- 

77ze  Canadian  Centre 
For 

DRY  GOODS  VALUES 

Hints  to  Buyers 

F.H.35 
F.H.36 
F.H.38 

F.754  ■ 
F.755  ■ F.756 
F.1499 
F.300 
F.301 
F.1200 
F.1150 
F.lll 
F.107 
F.57 

F.81 
F.45 
F.84 
F-900 
F-950 
F-378 
F-49 
F-900 
F-766 
F-77 

-Socks,   Black,   English   Cashmere      $10.75 
   11.00 
   12.00 
   10.50 
   11.25 
   12.00 

16       . ;    8.00 —Khaki  Shirts,  size  14  to "  size  14  to 
"  size  14  to 
"  size  14  to 

"       size  14  to 

16%       16.50 
16%       18.00 
16%       15.00 
16%      12.50 

—Khaki  Sport  Pants  .  .  /    27.00 
—  "  "  "         30.00 
—Black  and  White  Shirts    15.00 
—Blue  Shirts      12.00 
—  "         "          12.00 
—  "         "           10.00 
—Boys'  Blue  Pants    12.00 
—Boys'  Tweed  Pants      12.00 
—  "  "  "           13.50 
— Blue  and  White  Overalls  and  Smocks      21.00 
—Plain  Blue  Overalls  and  Smocks    18.00 
—Black  and  White  Overalls  and  Smocks      21.00 
—Khaki  Norfolk  Smocks    24.00 

Sal esrooms: 
Quebec:  9  and  II  Rue  Charest,  Tel.  Bell  2545 
Sherbrooke:  103  Wellington  St.,  Tel.  Bell  34 
St.  Hyacinthe:  234  Cascade  St.,  Tel.  Bell  541 

Ottawa:  25  Sparks  Street  Tel.  Queen  3874 
Three  Rivers:  82  Royal  Street,  Tel.  Bell  362 
Toronto:  152  Bay  Street,  Tel.  Adelaide  6349 

:^:^.ftf.fi?:fi/0[iKG?l£S^^ 
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MONA  LISA 
VEILS 

For  motoring,  boating 
and  travelling. 

They  fit  snug. 

Easily  adjusted. 

Undoubtedly  the  biggest 
hit  ever  made  in  Veils  ! 

Black  and  colors. 

Get  our  new  prices. 

Fancy  Veils    -    New  Spotted  Veilings 

NOW  IS  THE  TIME 
to  sell 

HAIR  NETS 

"Vodene,"  "Peeress,"  in  envelopes. 

"Cumfy" — 6  in  a  box — something  new! 
All  Real  Hair — by  far  the  best  value  in 

Canada. 

STOFFEL'S  Plain  and  Fancv  ORGANDIES. 

SPECIAL  VALUE— Plain  and  Fancv  VOILES. 

See  Samples  with  Travellers. 
Ask  for  assortment  by  Mail. 

Canada  Veiling  Co.,  Limited 
84  -  86  Wellington  Street  West  -  -  Toronto 

8   
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Comparison 
Is  the  Acid  Test  that  Proves! 

Will  You  Try  It? 
Thousands  of  merchants  throughout  this  fair  Dominion  have  done  so. 
and  because  Racine  Service  and  Racine  Value-Giving  merchandise 
came  through  with  flying  colors  they  are  more  than  content  to  avail 
themselves  of  our  wonderful  facilities  and  extensive  resources. 

The  advantages  of  our  fourteen  departments  are  manifold.  Chief 
among  them  are  these: 

You  get  the  goods  your  trade  requires. 
You  get  goods  of  high  quality  and  design. 
You  get  them  at  the  earliest  possible  moment, 
and 

You  get  the  fullest  possible  measure  of  present-market  value. 

A — Cotton  Staples  G — Home  Furnishings 

AX — Flannelettes  H — Ladies'  Hosiery  and  Under - 

B— Wash  Goods  wear 
I — Men's  Fancy  Furnishings 

J — Ladies'   Ready-to- Wear 
K — Smallwares  and  Notions 

Men's  Fine  Shirts 

C— Woollens 
D — Linens 

E — Dress  Goods  and  Silks 

F — Men's  Underwear  and 
Sweaters 

M — Workingmen's  Wearables 

N.B.—A  New  Sample  Room  has  been  opened  at 
85  Germain  Street,  St.  John,  N.B. 

onse 
Manufacturers  and  Wholesale  Distributors  of  Dry\Goods 

60-98  ST.  PAUL  STREET  WEST,  MONTREAL 
FACTORIES:   Beaubien  St.,  Montreal;  St.  Denis,  Que.;  St.  Hyacinthe,  Que. 

SAMPLE  ROOMS: 

HAILEYBURY  SYDNEY,  N.S.  OTTAWA  QUEBEC  TORONTO  SHERBROOKE 
Matabanick  Hotel  269  Charlotte  Street         111  Sparks  Street         Merger  Building         123  Bay  Street         4  London  Street 

SUDBURY  RIVIERE  DU  LOUP  THREE  RIVERS  CHARLOTTETOWN,  P.E.I. 
Nickle  Range  Hotel  Hotel  Anctil  Main  Street  Queen  and  Sydney  Sts. 
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Concentrate  on  The  Hoover 
for  these  Solid  Reasons ! 
/.  The  Hoover  is  the  best  known,  the 

most  widely  advertised,  and  there- 
fore the  easiest  of  all  electric  cleaners 

to  sell. 

2.  The  company  behind  The  Hoover 
is  a  veteran  establishment — the 
largest  in  the  industry. 

3.  Unquestionably  The  Hoover  is  the 
only  thorough  cleaner,  because  only 
The  Hoover  beats....  as  it  sweeps 
as  it  cleans  by  air. 

4.  The  makers  of  The  Hoover  stand 
back  of  it  in  every  way,  including 
their  guarantee  that  The  Hoover 
greatly  prolongs  the  life  of  rugs. 

5.  The  Hoover  is  mechanically  a 
thoroughly  time -tested  product, 
free  of  all  features  that  have  yet 
to  prove  continuously  satisfactory. 

6.  Users  of  The  Hoover  invariably 
are  satisfied  users,  people  who 

The  Hoover  Suction  Sweeper 

recommend  it  to  friends  rather  than 

complain  about  it. 
7.  The  Hoover  is  produced  in  four 

models,  a  model  to  meet  every 
price  demand  and  to  fulfill  properly 
every  need. 

8.  The  new  Hoover  air-cleaning 
attachments  similarly  meet,  with 
efficiency  and  convenience,  all  the 
requirements  of  cleaning  curtains, 
portieres,  upholstery,  etc. 

9.  The  Hoover  field  organization, 
fully  experienced  in  the  retail  sale 
of  electric  cleaners,  is  at  the  elbow 
of  every  Hoover  dealer. 

10.  TheHooveradvertisingdepartment 

supplies  Hoover  dealers  with  a  gen- 
erous array  of  local  publicity  helps. 

//.  The  Hoovers  sold  in  Canada  are 

completely  manufactured,  not  merely 
assembled,  in  Canada.  They  are 

100%  Canadian. 

Company  of  Canada,  Limited 
Factory  and  General  Offices  :  Hamilton,  Ontario 

Qfe  HOOVER 
1 1  Beats .  .  .        a  s  1 1  Sw  e e p  s        a s  /  /  Cleans 

For  operation  on  farm  lighting  or  private  electric  plants  The 
Hoover  is  equipped  wi  th  special  low  vol  tage  motors  at  no  extra  cost 

The  Hoover  lifts  the  rug  from  the 
floor,  like  this — gently  beats  out  it: 
embedded  grit,  and  so  prolongs  its  life 

MADE      IN      CANADA— BY      C  A  N  A  D  I  A  N  S  — F  O  R      CANADIANS 
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Blue  Star  Creations 
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they  are  all  "INTER-PL ACE- ABLE" 

UNIT  FIXTURES 
■•INTER-PLACE-ABLE" 

WORKMANSHIP 

Materials  of  the  very  highest  quality  are  built 
into  our  product  by  skilled  craftsmen,  thus 
ensuring  permanent  satisfaction. 

Send  for  Illustrated  Catalogue 

(jojzossro  ShowCasfCo)     LfflQtira 
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For  the  Workingman 

An  Extensive  Range  of 

Work  Shirts 

Work  Gloves 

MittS  (Unlined) 

Canvas  Gloves 

Wool  Hose 

Tweed  Pants 

Overalls 

Smocks 

Police  Braces,  etc. 

We  give  special  attention  to  Letter  Orders  and  Telephone  Orders. 

HODGSON,  SUMNER  &  CO.,  LIMITED 
83-91  St.  Paul  St.  W. 21  St.  Sulpice  St. 

MONTREAL 
84-92  LeRoyer  St. 

SAMPLE  ROOMS: 

7  Charest  St.,  QUEBEC  Windsor  Hotel,  OTTAWA 

Carlaw  Bldg.,  28-30  Wellington  St.  W.,  TORONTO 
Can.  Bank  of  Commerce  Bldg.,  THREE  RIVERS  Metropole  Building,  SHERBROOKE 

503  Mercantile  Bldg.,  VANCOUVER  50  Bon  Accord  St.,  MONCTON,  N.B. 
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STOFFEL  &  CO. 
The  Largest  Manufacturers 

of  Cotton  Fabrics  in 

SWITZERLAND 

LICHTENSTEIG 

ST.  GALL 

''-*f**jj^^. 
I NEUHAUS 

SCHMERIKON 

TRANSPARENT  ORGANDIES 
Batistes 

Fine  Muslins 

Nainsooks 
Voiles 

Jaconas Crepes 

Fancies 

Dotted  Swisses 

"IT  IS  STOFFEL'S" 

— the  finest  praise  that  can  be  bestowed  upon  an  organdie 

STOCK  CARRIED  IN  TORONTO  IMMEDIATE  DELIVERY 

To  the  Wholesale  and  Manufacturing  Trade  only. 

HERON  &  TAYLOR 
77   York   Street 

Toronto 

Sole  Agents  for  Canada 

11 
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Third  prize  in  the 
Linen  Advertising 

C  o  n  t  e  s  t — a  26- 

piece  chest  of  in- laid silver. 

From  Now  Until  July  30th  Local  Advertising 
Will  Have  Special  Significance 

Not  only  is  personal  ingenuity  in  preparing  powerful  selling 

advertisements  to  be  rewarded — 

—but  such  local  advertising  efforts  promise  the  greatest  results 
for  your  linen  department. 

Wedding  time  is  linen  time. 

Prospective  brides  are  stocking  their  hope  chests  and  preparing 
their  trousseaux.     Much  real  Irish  linen  will  be  needed  for  both. 

Friends  and  relatives  in  deciding  on  the  "wedding  present"  can 
easily  be  persuaded  to  decide  on  real  Irish  linen — a  gift  that 

combines  good  taste  with  a  sense  of  permanence — and  is  in  com- 
plete accord  with  the  wedding  spirit. 
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Details  of  the  Linen  Advertising  Contest 
'I  here  are  no  restrictions— everybody  is  eligible. 
Entries  will  be  made  by  submitting  to  the  advertising  committee  a  copy  of 
the  newspaper  containing  a  linen  advertisement  which  is  to  he  entered. 
The  advertisement  which  is  to  be  entered  in  the  contest  is  to  be  marked  in 
blue  pencil  together  with  the  name  of  the  party  making  the  entry. 

The  period  of  the  contest  will  he  from  April  25th  to  July  30th. 

Any  entries  in  the  mail  before  midnight  July  30th  will  be  included  in  the 
contest. 

The  following  prizes  will  he  awarded: 
Class  A  :     Cities  of  a  population  of  25,000  or  less. 
Class   1>:     Cities  of  a  population  of  between  25,000  to 

100,000. 
Class  C:      Cities  of  a  population  of  100,000  or  over. 

The  prizes  in  each  class  will  be: 
First  Prize:     Solid  gold  watch  of  the  best  American 

make. 

Second  Prize:     Solid  leather  traveling  bag. 
Third  Prize:     Chest  of  inlaid  silver,  26  pieces. 
Fourth  Prize:     Solid  gold  fountain  pen. 

Photographic  reproductions  of  the  prizes  to  he  awarded  will  he  published 
at  a  later  date. 

AH  the  entries  should  he  addressed 

ADVERTISING  CONTEST  COMMITTEE 
The  Irish  Linen  Society 

231  West  39th  Street New  York  Citv 

e  IRISH  LINEN  SOCIETY 
-C^QMlRaft!  BELFAST     IRELAND 

American  Office  and  Information  Bureau 

231  West  39th  Street,  New  York 

One  of  these  chests 
of  inlaid  silver  is  the 
third  prize  in  each 
of  the  three  classes 
of  the  contest. 
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This  Year's 
Business  — 
Some  people  may  be  doing 
without  luxuries,  but  no  one  can 
discard  stockings.  In  fact,  the 

far-sighted  dealer  can  increase 
his  stocking  trade  this  season. 
People  are  demanding  good 
value  for  their  money,  and  they 
get  it  down  to  the  last  penny  in 

a.  b.  c. 
Hosiery 

This  cashmere  hosiery  means  economy  and 
satisfaction  for  customers  and  increasing  sales 
for  dealers. 

Every     pair     seamless,     with 
reinforced     heels    and    toes. 

For  Children — 1  and  1  rib,  sizes  4  to  10. 
For  Women — Flat  stitch,  perfect  fit. 
For  Men — Half  hose  in  all  sizes. 

Made  by 

Allen  Bros.  Co.,  Ltd 
883  Dundas  Street  East 

TORONTO 
Selling  Agents  for  Canada 

Wm.  G.  Evis  &  Co. 
28  Wellington  Street  West 

TORONTO 
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Styles  in  Stockin 
Fashion  has  definite  de- 

crees for  this  Summer's 
hosiery — Heather  mixture 
for  every  day  and  sports 
wear;  grey  for  the  smart 
grey  suede  shoes;  white 
for  Summer  frocks. 

Winsome  Maid 
No.  400 

fills  the  first  named.  It  is 
silk  and  mercerized  heather 
mixture  in  five  different  com- 

binations of  colors.  Very- 
smart  and  durable. 

Winsome  Maid  Pure 
Thread  Silk  Hosiery 

No.  135 
(12  thread  pure  silk) 

No.  140 
(12  thread  pure  silk  elastic  top) 

No.  250 
(15  thread  pure  silk,  21"  silk  boot) 

in  greys,  white,  black  and  a 
host  of  lovely  shades,  answer 
all   other  requirements. 

Beautiful 
fit. quality  — '■  perfect 

We  also  make  men's  half- 
hose  in  pure  silk  and  in  silk 
and  mercerized,  heather 
effect. 

Prompt    Shipment    Assured 

ALLEN    SILK    MILLS    LIMITED 
43  Davies  Ave.,  Toronto 

SELLING  AGENTS 

Wm.  G.  Evis  &  Company,  28  Wellington  St.  West,  Toronto.  Western  &  Northern  Ontario,  Quebec,  Mari- 
time Provinces  and  Manitoba.  Stanley  McLeod,  543  Granville  St.,  Vancouver,  B.C.,  British  Columbia, 

Alberta  and  Saskatchewan.     H.  Switzer,  193  Sparks  St.,   Ottawa,  Eastern   Ontario   and   Montreal. 
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HAMILTON 

LONDON' 
WINNIPEG 
REGINA 

EDMONTON 
CALGARY 

VANCOUVER 

a~ 

Jne  hpecja/fa  JiouSe  op  C ana at 
Featuring  Staple  frNovelrg  Lines  in  all  Departments  for  Seasonable  felling 

DRESS  GOODS  -  SILKS 
COTTON  DRESS  FABRICS  £~  STAPLES 

LINENS -HOSIERY-  GLOVES -UNDERWEAR 
RIBBONS  -  LACES    £~    EMBROIDERIES 

SMALLWARES  -HANDKERCHIEFS,  etc. 
Sole    felling    Agents' - Kirbu  Beard  £  Co.,  Limited   :  High  Grade  £mallwares. 

Niagara  Silk  Co.,  Limited    :    "Niagara  Maid  "Products*. 
TrefouSSe  tr  Co. :  Kid  £~  Suede  Gloves'. 

9\mmmiISnM\WiiuiimUi''''i''"'''}9\hmmSnB9(M!Uini5SiSi  him  in  hid  b  iifTTimi  ■  imiimn  n  tiMiimmii  ■  inmiiiimni  ■  minimum  m  *nninriin  ■  iniinmiiii)  a  tiwmiiiFn  • 
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rONDONKNIT 

Hose 
For  Fall 

TRAVELLERS  are  showing  a  full  range  of  men's 
and  women's  hose  in  assorted  heathers  and  lovatts 

in  cotton,  union  cashmere  and  all-wool  cashmere. 

For  children,  London  Beauty  11  rib  all-wool  cash- 
mere in  blacks,  brown  and  cream,  sizes  4  to  10. 

IQNDONJCNIT 

Hose 
fONDONIADY     TONDONfASS      IONDONTAD      fONDONMAN 

McaaiUna       LONDON    HOSIERY    MILLS   Limited     London 

Order  Venus  Now 
\T O W  that  the  Summer  Season  is 

^  approaching,  when  the  demand 
for  Silk  Hosiery  always  exceeds  the 
supply,  do  not  leave  off  replenishing 
your  stock  until  too  late. 

Standardize  on  Venus  and  keep  your 
stock  well  assorted  at  all  times. 

Venus  Silk  Hosiery  Mills 
Limited 

Toronto,  Ontario 
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9fc  Gtov&s  and  IHosiqo/  Viou&e  <of  Ganoda 
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FOR  LATE  SPRING 
HP  HE  Lighter  shades  of  Griffin  gloves  are  ideal  for 

-■■  late  Spring  wear.  You  can  show  a  range  that  will 
attract  the  attention  of  women  who  appreciate  econ- 

omy, coupled  with  style  and  appearance.  Let  us  have 
your  list  of  requirements. 

_  ̂ri/tlw 
Limited 

TORONTO  ONTARIO 

ineetO, 

Glove  Silk  Underwear 

Special  Sale  Underwear 
SEE  our  range  of  samples  being  shown  at  the 

present  time  of  all  styles  of  glove  silk  under- 
wear before  placing  your  requirements.  In  addi- 
tion to  the  regular  range,  we  are  featuring  a 

special  vest  and  bloomer  for  sale  purposes,  both 
of  which  are  making  a  big  hit. 

Write  us  for  samples  in  the  event  of  our  travel- 
lers not  taking  the  matter  up  in  person. 

St.  Catharines  Silk  Mills 
Limited 

ST.  CATHARINES,  ONTARIO 
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Here  is  Your  Leader 
m  M^™  wil1  J?nd  both  style  and  quality  in  MARJORIE  DAW  OVER- 
tfLUUfeES.  They  are  decidedly  different,  yet  made  to  retail  at  popular prices.     Made  of  fine  Voiles  and  Tub  Silks. 

See  our  travellers  or  drop  a  line  for  samples. 

H.  P.  RITCHIE  &  COMPANY 
38-42  CLIFFORD  STREET TORONTO 

Manufacturers    Metallic    Laces,    Silk    Lingerie, 

Embroideries,  Handkerchiefs,  Children's  Dresses, 
Merri-Maid  Dresses  for   Children 
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-SUNSET  SALES  MAKE 

Clean,  Profitable  Business— 
and  add  to  the  permanent  Good  Will  of  your  store; 
because  Sunset  makes  an  enthusiastic,  boosting  friend 
of  every  woman  who  tries  it.  This  personal  adver- 

tising can  only  be  bought  with  Quality;  and  Quality 
— far  above  any  competition — is  the  real  reason  for 
the  tremendous  success  Sunset  has  attained. 

While  other  dye  manufacturers  are  spending  money 
trying  to  discredit  one  another,  build  your  dye  business  on 
Sunset,  the  real  dye,  and  make  more  profit — gain  more 
satisfied  customers — than  on  all  the  others  put  together. 

Keep  a  full  line  of  colors  always  in  stock.     If  you  have 

New  Window 

Cut  Out  FREE 

Size  28"x40" Many  beautiful 
colors.  If  you 
have  not  al- 

ready received 
one,  write. 
Sent  free. 

FAST 
COLORS 

any  trouble  in  getting  Sunset,  write  us  at  once. 

jjunsetSoapByes 

Counter 

Display  Case 
Your  jobber can  supply 

Sunset  packed 

,1  gross  assort- 
ed in  this  at- 

tractive d  i  s  - 
play  case.  Ask him. 

The  Real  Dye 

HAROLD  F.  RITCHIE  &  CO.,  Ltd. 
Sales  Rtpratnlaltcu  for  Canada and  U.  S. 

Toronto,  Can. 171  Madison  Ace..  N.Y. 

NORTH  AMERICAN  DYE  CORPORATION,  Ltd. 
Manufacturers 

Toronto,  Canada  Mount  Vernon,  N.Y. 

gmilllllllllllllllHIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIMIMIIIIIIIlllMIMIIIIIllllllllllllMIIIIMMIlnllll^ 

I    ABERDEEN    GLOVE  I 
COMPANY,   LTD. 

70  CHAPEL  STREET,  ABERDEEN  | 
A.B.C.  CODE,  5  th  EDITION  | 

Makers  of  the  | 
FAMED  ABERDEEN  GLOVE  1 

Specialties  :  | 

MEN'S,  LADIES'  AND  CHILDREN'S 
KNITTED  WOOLLEN  GLOVES.  GAUNTLETS,  etc.  1 

|                                                     Agents :  f 
JAMES  CROIL  &  SONS        ARCHIBALD  WRIGHT  &  CO.  I 

ST.  NICHOLAS  BLDCS.  32  SILVESTER  WILLSON  BLDG. 
MONTREAL  WINNIPEG 

=siam   iiiiiiiiiiiiiiiiiiiiiiiMiMiiiiiiiiiiiiiiiiiiiNiiiiiiiiiiiiiiiiimuiiiiiimiiiiiiiiiiii   in   iliiilllllillillllluiiiiMMiiifr 

LINENS 
Immediate  delivery  from  stock 

at  revised  prices 

Damask  Cloths  and  Napkins 
Plain  and  Figured  Towels 
White  and  Natural  Embroidery  Linens 
Aeroplane  Linens 
Irish  Embroidery  Linens 
Cluny,  Madeira  and  Florentine  Linens 

If  not  on  mailing  list  please  write 

JOHN  EL  RITCH  IE  c0™™yi.%™dXgent 591  St.  Catherine  St.  W.,  Montreal,  Que. 
Branches:  64  Wellington  St.  W.,  Toronto;  29  Miruhull  St.,  Manchester. 

England;  615  Pender  St.  W..  Vancouver.  B.C. 

twANTS 
Working  Gloves 

For  gardening 

For  "tinkering"  with  motors,  etc. 
For  any  kind  of  job- 

Strong  Gloves  for  strong  hands 
and  long,  hard  wear. 
Is  your  Spring  stock  complete? 

Write  for  assortment 

The  American  Pad  and  Textile  Co. 
Chatham,  Ont. 

ESTABLISHED   1849 

BRADSTREET'S Offices    Throughout    the    Civilized    World 

OFFICES   IN   CANADA: 

Calgary,  Alta.  Ottawa,    Ont.  Montreal,    Que. 
Edmonton,  Alta.  St.  John  N.B.  Quebec,   Que. 
Halifax,    N.S.  Vancouver,    B.C.  Toronto,    Ont. 
London,  Ont.  Victoria,  B.C.  Winnipeg,    Man. 

Sydney,  N.S.  Hamilton,  Ont.,  and  St.  John's,  Nfld. 
Reputation   gained  by   long   years  of  vigorous, 

conscientious   and  successful   work. 

JOHN  A.  THOMPSON,  General  Manager,  Western  Canada 

TORONTO,  ONTARIO 
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There's  nothing — 
YOU  need  more  — 

Or  understand — 

LESS  about — 
Than  KELLY  SERVICE. 

Unless  you've  used  it< 
And  know- 
How  overstocks  — 

And  surplus   goods -- 
ARE  moved — 

By  UNUSUAL- 
ORIGINAL  and— 
Constructive— 

Selling  methods. 

Ran  a  sale — 

Last  month — 
For  a  merchant — 
In  Alabama. 

I'd  like  to  tell— 
YOU  about   it  — 

For  you'll  understand- 
ME  better  then. 

Yes  — 

The   coupon's   enough. 

T.  K.  Kelly  Sales  System 
2548  Nicollet  Ave. 

\'i
 

Altering 

Your  Store? 
Then  write  us  for  our  illustra- 

ted catalogue  showing  our 
complete  lines.  It  contains 

many  helpful  ideas  for  retail- 
ers in  every  kind  of  business. 

GLASS 
for  every  building  purpose 

PLATE  GLASS 
For  Show  Cases 

Shelves 

Display  Counters 
Mi irrors 

Sheet  and  Fancy 

Art  Glass 

ZOURI 
Safety  Set 

Metal  Store  Front  Construction 

This  catalogue  will  be  sent  free 
to  every  reader  of  this  paper. 
Drop  us  a  post  card  today 
asking  for  it. 

CON  SO  L I  DAT  E  D 
PLATE  GLASS  CO 

OF     CANADA     LIMITED 

WINNIPEG  TORONTO  MONTREAL 
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The  Motherland's 
Finest  Fabrics 

/^  P.  A.  Fabrics,  by  reason  of  their  high- 

^-^*  grade  quality,  their  exclusive  and  dis- 
tinctive designs,  have  attained  a  position  of 

pre-eminence,  and  every  care  is  taken  that 
nothing  shall  compromise  this  reputation. 

THE  Canadian  Representative  for  The  Calico  Printers'  Asso- 
ciation, Ltd.,  is  Mr.  Edward  Foster.  He  carries  samples  of 

all  the  C.P.A.  Fabrics  and  will  be  pleased  to  exhibit  these  to, 

and  receive  enquiries  from,  traders  interested  in  high-class 
voiles,  prints,  sateens,  drills,  printed  handkerchiefs  and  fur- 

nishing fabrics,  and  the  well-known  specialties:  Grafton  Voile, 

Potters'  Prints,  Cepea  Serge,  Sheenore,  Gemarkord,  Cylkcel, etc. 

Shadow    Tissues    for    Draperies    and 

Upholstering,  30  and  50  inches  wide. 

Address  your  communications  to: — 

MR.  EDWARD  FOSTER, 
426,  Coristine  Bldgs., 

20,  St.  Nicholas  Street, 
MONTREAL, 

and 

710,  Empire  Buildings, 
64,  Wellington  Street,  West, 

TORONTO. 

The  Calico  Printers  Association 
Limited 

Manchester  England 
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This Mark 

— the  distinguishing  symbol  of  the  Bradford 

Dyers'  Association — lifts  a  product  out  of  the 
purely  competitive  class  and  makes  it  a  stand- 

ardized staple  for 

This  Season — Next  Season — Always 

Fabrics  with  the  best  dye  and  finish — fabrics 
of  greater  beauty,  finer  texture  and  longer  life — 
these  are  some  of  the  business  recommendations 

back  of  the  world-known   symbol  \  .  . 

^f THE 

Bradford  Dyers'  Association,  IP> 
MANCHESTER  BRA£F°RD  LOi^ON 

>  6  OXrORD  ST ST  PETERS  5Q. 

Dept.  43 

39    WELL  5' 
128  &•  129 

CI1LAPSIDE.t:C2 

(copyright) 
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Ladies' 
Leather 
Blouse 

Cases. 

Ladies' 
and 

Gents' 
Suit 

Cases. 
CATALOG  D.G.R.  10  ON   REQUEST 

THE  MOST  PROGRESSIVE  HOUSE IN  THE 
TRADE 

Cowhide 
Kit  Bags 

Suit  Cases 
Brief  Bags 
Dress  Cases 
Masonic 
Attache  Cases 
Music  Cases 

Writing  Cases 

Overland 
or  Cabin 

Trunks 

Ladies' 

Hat  Cases 

ALL  GOODS  ARE 
THE  PRODUCT 
OF  OUR  OWN 
FACTO  R  I  E  S 

Best  British  Material  and  Workmanship 

Canadian  Representative: 

MR.  ALLDER 

1771  Dufferin  St.,  Toronto,  Canada 
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Lingerie 

£J*i «« 
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White  and  Colours 
39,40  ins.,  30/40  yds. 
17Kd.,22Kd.,2/lyd. 

Muslins 
and 

Madapolams 

rockers 
u/Ietin-j 

wWtyffA^ ROBE MUSLIN 

E 

f 

40/48  ins.,  30  yds. 
9<^d.  to  2/11  yd. 

35/36  ins.,  30/40  yds. 
4  /42  ins.,  30/40  yds. 
8Kd.  to  liy2  yd. 

m 
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Wi orra. 
rast-to-KubbingDyes ffChiflbrx  finish 

for   

Velveteens 

The  Velveteens  that 
give  real  pleasure  and  complete  satisfaction  in 
wear  are  those  dyed  by  J.  &  J.  M.  Worrall,  Ltd., 
the  Premier  Velveteen  Dyers  of  the  World. 
Whatever  the  make — or  the  colour — you  should 
always  ask  for  a  guarantee  that  the  cloths  are 
in  WorralFs  Fast-to-Rubbing  Dyes. 

J.  &  J.  M.  Worrall,  Limited 
MANCHESTER, 

are  not  merchants.  All  enquiries  for  velveteens 
in  their  dyes  should  be  sent  through  the  usual 
wholesale  channels. 

^L- 
H0'0'l«t 
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The  Fine  Scotch  Underwear 

with  the  Fine   Scotch  Finish 

THE    reputation    of    Pesco    grows 
apace,  for  its  standard  of  manu- 

facture is  in  full  accord  with  the 
ideas  of  buyers  of  quality  goods. 

The  name  "Pesco,"  for  instance,  does 
not  merely  signify  "Pure  Wool."  "Pure 
Wool"  is  an  indefinite  term.  It  may 
describe  "Cheap  Wool,"  "Dead  Wool," 
even  "re-manufactured  Wool."  The 
Wool  from  which  Pesco  is  made  is 
pure,  new  wool  of  the  highest  grade, 
the  longest  in  staple,  and  the  most 
durable  in  wear. 

Words,  however,  are  unnecessary 
when  one  gets  to  grips  with  Pesco.  It 
is  then  one  realizes  that  the  exquisite 
touch  of  Pesco  declares  its  quality. 
And  it  is  this  fact  that  makes  Pesco  an 
easy  seller,  a  begetter  of  confidence 
and  an  asset  to  any  Store. 

Sole  Makers: 
PETER  SCOTT  &  CO.,  LTD. 

Hawick,  Scotland 
London  (England):  Carey  House,  Carey  Lane,  E.C.2. 

Agents  in  Canada: 
Messrs.  C.   &  A.   G.   Clark,  35  Wellington  Street  West,  Toronto. 
Mr.  R.  C.  Poyser,  516  Drummond  Building,  Montreal 
Messrs.  Hanley  &  Mackay  Co.,  62  Albert  Street,  Winnipeg. 

Showcards,   Window  Tickets  and  Literature  Supplied 
Enquiries  invited. 

The  Pesco  Range 
obtainable    in    Pure    Wool    and    Silk 

and  Wool  textures — For  Ladies  —  Combinations,  Vests 
Spencers,  Bodices,  Drawers,  Knick 
era.    Nightdresses,    Rib    Vests,    etc. 

For    Children  —  Combinations,    Night 
dresses.      Sleeping      Suits,      Shirts 
Trousers,    Knickers,    etc.,    etc. 

For    Infants — Binders,     Wraps,     Kilt 

lets.    Gowns,   etc. 
For     Gentlemen   —   Shirts.     Trousers, 

Combinations,   etc.,  etc. 

Also Pesco  Hose  and  Half  Hose   in   Black, 
oolors  and   Mixtures and 

Pesco   Sports  Coats.    Jumpers.    Under- vests.      Sweater     Coats,      Scarfs      and 
Caps    in    the    latest    styles    and    color effects. 

Guaranteed   Unshrinkable 
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manufacturers  of  HABERDASHERY  &  SMALLW ARES 
Owning  ten  of  the  best  equipped  modern  factories  in  Great  Britain 
producing  many  specialities  known  throughout  the  world,  such    as: 

HURCULACES— the  British  Laces 
for  Boots  and  Shoes — made  under 
the  most  approved  methods  of 

manufacture,  the  secret  of  their  durability 
being  the  great  strength  of  the  threads 
which  tenaciously  cling  together  and 
resist  wear.  STRENGTH  ^DURABILITY. 

MENDING  WOOLS  &  SEWING 

COTTONS.  The  St.  George's 
and  Crusoe  All-Wool  Mendings 

are  noted  for  their  softness  and  Strength 
in  wear,  their  Smoothness  in  working, 
and  their  high  quality  and  finish.  Crusoe 
Cottons    are    an   equally   famous    line. 

SPHERE  HOSE  SUPPORTERS  for 
Ladies  Wear,  enjoy  the  widest  popu- 

larity because  their  quality  throughout 
is  the  finest  possible.  Made  and  finished 
with  thoughtful  attention  to  detail.  Each 

pair  fitted  with  the  famous  "  Grip  that 
grips  and  never  slips."  SPHERE  Suspen- 

ders, Garters  and  Arm  Bands  for  Mens 

Wear  are  supplied  inmanyneat  and  attrac- 
tive designs ;  also  Sphere  Brownies, 

the  Hose  Supporters  for  Little  Folks. 

ELASTICS :  The  St.  George's  Brand 
Elastics,  including  the  well-known 
"  Violet"  Quality,  Braids,  Cords, 

Garter  and  Loom  Elastics. 

NAME    LABELS,    HANGERS    and 
LOOPS  for  Coats,  Shirts,  Mantles, 
etc.     This  is  a  notable  speciality 

of  ours. 

C OTTON   WEBBINGS   and  BIND- INGS :  Skirt  Bindings  (single  and 
duplex),    Glace    Bindings,  Tapes, 

Galloons,  Stay  Bindings,  Hat  Bindings, etc. 

Here  you  have  the  fast  selling  lines,  the  lines  for  YOU. 

TO  WHOLESALERS. 

ALL     OUR     LINES.- 
-Get  in  touch  with  us  AT  ONCE  for  fuller  particulars  of 
  We     will     do     our    part    with     prompt    service. 

IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMII 

- 
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WHOLESALE  ONLY : 

FAIRE  BROs  &  Co.,  Ltd.,  LEICESTER, 
LONDON  :  Faire  Bros.  &.  Co.,  Ltd.,  19  Fore  Street,  EC.  2. 
SOUTH  AFRICA  :  Davies.  Gnodde  6k  Smith.  1  Strand  Street. 

Port  Elizabeth. 
MKLPOURNF:   AKrrd  F.  Smith.  2  FinV«  Ruildings.  Elizabeth 

Street,  Melbourne. 

SYDNEY:    Alfred    F.    Smith.    39    Queen    Victoria    Buildings, 
George  Street. 

ENGLAND. 

CHRISTCHURCH  :  Robert  Malcolm,  Ltd.,  79  Lichfield  StreT. 
Also  Auckland,  Wellington,  Dun»dtn. 

BOMBAY  :  F.  A.  Filmer  ck  Co..  Gaietv  Buildings,  Hornbv  Road. 
NORWAY  :  Hermod  Riis,  Grev  Wedels  Plass  4,  Christiania. 
SWEDEN:    Anglo-Amcrikanska   Import   A.B.   Skeppsbron   3, 

Gothenburg. 
DENMARK  :  Adolf  Ecrendt,  St.  Kongensgade  36/8,  Copenhagen 

?M' 
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SHEETS 
and  SHEETINGS 

" — the  standard  product  of  the  British 

Market—99
 Steadily  maintain  that  irreproachable  quality  which 

has  made  them  famous  and  appreciated  throughout 
the  world. 

The  reputation  of  the  makers  is  a  guarantee  of  the 

worth  of  Rigg's  Sheets. 

Made  only  of  specially  selected  pure  cotton.  Contain 

no  filling  matter  whatever. 

RIGG'S  SHEETS  give  most  wear  with  the  highest 
degree  of  comfort.    They  neither  shrink  nor  roughen. 

Look  for  the  name  "Rigg's  Sheets"  on  the  selvedge.     Accept  no  substitutes. 

Rigg's  Motto:  Quality  at  a  Consistent  Price. 

Canadian  Agents: 

From   Vancouver  to  Winnipeg :   E.   W.   Dean   &   Son,   32   Sey- 
mour  Street,    Vancouver,    B.C. 

East    of    Winnipeg:    Mcintosh,    Banfield    &     McClelland,    25 
Toronto    Street,    Toronto. 

Sole  Manufacturers: 

Rigg  Brothers,  Limited 
Cotton  Spinners  and  Manufacturers 

since  1836. 

6  Mosley   St.,    Manchester,    Eng. 
Cables:  Rigg  Brothers,  Manchester 



30 DRY    GOODS    REVIEW 

v^r 

Important  to  Buyers  of  HIGH-CLASS  COTTON   FABRICS 

Please  note  the 

"FERSTRONG"  brand OF  QUALITY  FABRICS 

is  a  guarantee  of  the 

Highest  Quality,  also 
of  an  absolute  uniform, 

lty  of  quality  in  all 

repeat  business,  as  all 

the  FERSTRONG 

Materials  are  made 

out  of  the  Finest  and 
'Purest  Cotton  the 

World  can  produce. 

REGISTERED   TRADE    MARK    Canadian  No.  1 16,  Folio  27150. 

White  and  Dyed  Cambrics 
Also  the CREPE-DE-FERSTRONG  ££*?££? 

All   the  above  qualities  are   stamped  "Ferstrf  rig,"  aid 
the  quality  on  the  selvidge.      None  genume  without. 

These  materials  are  unrivalled  for  making  up   Ladies'  and  Children's  Underwear,  also 
Blouses,  Jumpers,  Camisoles  and  all  kinds  of  Ladies'  and  Children's   Dainty  Garments 

ALSO   HIGH-CLASS    RANGE   OF  LONGCLOTHS 

Write  to  G.ARMSTRONG   &   Co.,  Manufacturers,  52  and   54  Faulkner  Street,  Manchett   r,  England, 
for   Free   Patterns  and   Shade  Cards,  also  prices  and  full  information. 

Sijz m 
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bradford  office 

195/6  swan  Arcade 

BRADFORD.  '• 
A.B.C    5r"dt6:"£f  WESTERN   UNION  ( 5  LETTER), 

BENTLY,     MARCONI    INTERNATIONAL- 

AMERICAN    ACENTS 

j£W.BASTARD(BOSTON)C< 184   SUMMER   ST 

BOSTON.  U.S.A. 

TELEGRAPHIC  ADDRESS"YARNS"  LEICESTER..  TELEPHONE  2470-1 m 
III 



- DRY    HOODS    REVIEW 

mmmmmmmmmm<mrnmMmwmmm 
jWlfl  I ii  1 1 1 1 1 1 1 : 1 1 1 1 1 1 1  m  1 1 1  nit  wm  in  i  in  1 1 1  ii  ii  1 1  ii  in  hi  nmi  1 1 1  in  1 1 1  in  1 1  n  1 1 1 1  in  1 1 1 1 1   in  1 1 1 1  n  iTiiiiiiiiiiiiimiiiiiniiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiHiiiiiniiiiiiiivg 

WE  SPECIALIZE 
in  CLOTH  for 
LADIES'    WEAR 

3S 

SAND  SERGES 

TWEEDS 

BLANKET  CLOTHS 

WORSTED    COATINGS 

3$ 

JOSEPH  FOSTER  &  Co. 
CALDER  MILLS 

ELLAND,  YORKSHIRE 
ENGLAND 

Established  1863 London  Warehouse 
1  LANGHAM  PLACE 
REGENT STREET  W 

-jTii'i       ;;n:!iiiiinnnHiiim!ntriiii;iiri!t:wiiiiTin:i!iii!iii:iiiiiiii™ 
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WHOLESALE 
WOOLLEN  MERCHANTS 

1.  Brown and    white 
checks. 

2.  B  I  ac  k 
and  white 
with  purple stripe. 

3.  Blue  and 
tan  mixture. 

4.  Blue  and 
tan  mixture 
with  blue stripe. 

5.  Black 

with  nar- row white stripe. 

6.  Brown and  purple 
mixture. 

Our  large  and  varied  Range  comprises :  COSTUME  CLOTHS  in  Tweeds.  DON- 
EGAL AND  HARRIS  EFFECTS,  DYED  CHEVIOTS  and  FRIEZES,  DYED 

BLANKET  CLOTHS,  VELOURS.  In  colours  and  fancy  checks.  JACKET 

CLOTHS,  MANTLE  CLOTHS,  LADIES'  SCARVES  and  TRAVELLING  RUGS. 

We  cater  entirely  for  the 

Ladies'    Trade    in 
PIECE  GOODS 

"SCOBRO"  materials  impart  to  the  wear  that  im- 
portant sense  of  satisfaction  and  confidence  that 

comes  with  the  knowledge  that  the  material  is  al- 
ways correct,  always  smart,  and  always  dependable 

—for  "SCOBRO"'  invariably 

—-the  best."   •  Scott  Bros.  &  Co. (Proprietor     -     Wm.  Scott) 

All  orders  and  enquiries  re- 
ceive our  most  careful  and 

immediate  attention. 

WILTON  MILLS, HAWICK, 

SCOTLAND 

Cables: 
Scobro  Hawick 

Codes:  Marconi 
ABC,  6th  Edition 

LONDON  WAREHOUSE:  14  WATLING  ST.,  E.C.  4 
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HOSIERY 
WHOLESALE 
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AND 

SHIPPING  ONLY 
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GLOVES 
The  WORLD-FAMED  "Aberdeen"  and 
Scotch  knit  milled  woollen  gloves  (men's, 
ladies'  and  children's),  ladies'  and  maids' 
woollen  gauntlets,  woollen  jumpers,  sports 

coats,  caps,  and  scarves,  men's  union  cash- 
mere shirts  and  pants  (unshrinkable), 

men's  worsted  and  all-wool  shirts  and  pants, 
fingering  and  wheeling  half 

hose,  miners'  hose,  men's 
knicker,  top  hose,  ladies'  finger- 

ing and  cashmere  hose,  chil- 
dren's fingering  and  wheeling 

combinations. 

Motor  Driving   Glove 
(WOOLLEN) 

HARROTT  &  CO.,  Ltd.  (Es,Sed) ABERDEEN,    SCOTLAND 
CODES:  A.B.C.  6th  Edition-BENTLEYS-LIEBERS.  CABLES:  HARROTT  ABERDEEN. 

Agents:    E.  H.  WALSH  &  CO.,  LTD.    -    63  BAY  STREET,  TORONTO 
AND   AT   MONTREAL,   VANCOUVER,   WINNIPEG 

FLEECY 

LINED 

LEATHER 
BOUND 
LEATHER 
PALMS 

KIDMAR  HOSIERY  CO. 
53  McPHAIL  ST.,  BRIDGETON,  GLASGOW 

Makers  of 

Ladies*  Sports  Coats 
Made  from  best  Scotch  Fingering  Yarns 

in  all  Shades.    Guaranteed  All  Wool. 

Children's  Jerseys 
Made  of  Wool  with  cotton  back.  In  all 

sizes  and  shades.  Styles  with  button 
shoulders  and  also  polo  collars. 

All-Wool  Shawls 
For  Infant  Wear.  Made  from  finest  Cross- 

bred and  Merino  wools.  In  large  range  of 
designs  and  any  sizes  required.  Also  in 
Black  and  Colours. 

Agents  : 

WRIGHT  &  MORGAN 
MONTREAL  and  TORONTO 

J.  C.  McGregor  &  Co. 
53  McPhail  St.       Bridgeton,  Glasgow 

Makers  of 

Furnishing  Muslins 
Madras  Muslins  in  cream,  white  and  col- 

oured,   in    all-over    and    border    designs, 
Harness,  Spots,  Sprigs,  Lappets,  Brise-bise 

and  Waterfall  Curtains 

Dress  and  Millinery 
Muslins 

Book  Muslins,  Robe  Muslins,  Lawns,  Nain- 
sooks, Madapollams,  etc. 

Agents 

WRIGHT  &  MORGAN 
MONTREAL  and  TORONTO 
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RICHARD    HAWORTH    AND    COMPANY    LIMITED,    ENGLAND 

5ALL.  TATT 
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SPERO    MODEL    FACTORIES,     LANCASHIRE 

SPERO 
ON    SELVEDGE    OUR    GUARANTEE 

BRITISH                     \     [  ^SpTkJ                  MAKE ■ 

SUPER-STANDARDISED     QUALITY 

COTTON    GOODS 
"THE    BEST   IN   THE   WORLD" 

Sheetings Voiles 

Canton  Flannel Flannelettes 
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From  the  Home  of  the  PURE  SCOTCH  TWEEDS 
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WE  SPECIALIZE  IN 

Highest  Class  Pure  Scotch  Tweeds,  Worsteds,  Etc. 
FOR 

LADIES'  and  GENTS'  WEAR 
A  Hearty  Invitation  is  Extended  to  All  CANADIAN  Buyers  to  Visit  Our  Mill. 

PETER  ANDERSON,  -  Manufacturer BRIDGE  MILL GALASHIELS SCOTLAND. 

Why  not  take  advantage  of  our  guar- 
antee and  place  your  order  now  for— 

Cotton  Fabrics 
All   orders  received  are  subject  to   re- 

duction of  prices. 

Order  now  your  LONGCLOTHS, 
NAINSOOKS.  MADAPOLAMS,  CAM- 

BRICS and  CALICOES,  ETC.,  for  de- 
livery at  any  future  date  and  you  will 

be  assured  the  benefit  of  any  reduced 
price.-,  which  may  prevail  at  time  of 
shipment. 
WRITE  FOR  OUR  LATEST  PRICE  LIST 

JOHN  E.  RITCHIE,  Canadian  Agent 
591  St.  Catherine  Street  West,  MONTREAL 

Branches:   Toronto   and  Vancouver. 
UNITED   STATES   AGENTS: 

WrierM.    (Graham    &   Company. 
110   Franklin   St.,   New  York   City. 

HORROCKSES,  CREWDSON  &  CO.,  LIMITED 
Cotton    Spinners    and    Manufacturers 

Manchester,    England. 

Robert  Morton  &  Sons 
Muslin  Manufacturers 

34  Albion  St.,  Glasgow 

—  SPECIALTIES  — 

Buckrams  -  Sparteries  -  Marlys 
MILLINERY  MUSLINS  in  BLACK, 

WHITE  and  COLORS 
Also 

PALE  BOOKS,  NAINSOOKS, 
LAWNS,  INDIA  LINONS, 
PERSIAN  LAWNS,  CHECK 
CRINOLINES,  MADRAS  and 
HARNESS  MUSLINS,  Etc.,  Etc. 

Cables:     Morton,  Glasgow Code:     Marconi 

Canadian  Representative 

STRACHANS,  LTD. 
Empire  Building,  64  Wellington  St.  West 

TORONTO 
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Codes-AB.C.  5T.V Marconi  Bentleys 

TAILORED  in  SCOTLAND  from 
ALL  WOOL  SCOTCH  TWEEDS, 

HARRIS,  SHETLAND,  HOME- 
SPUNS  and    FLEECY    TWEEDS 

Prices  from  #18.        Sample  Half  Dozen  Post  Paid. 

W.  G.  MACLEAN 
68  Murraygate,  DUNDEE,  SCOTLAND 

Decorations  by 
DOBSONS  and 
MBROWNE&gE 

(The  Amalgamated  firing 

Wholesalers  and 
Importers  only 

■  Factories;-* 
Meadows  MilLNattiitfliam 
Antflo-Scoiian  Mills 

■  Beeston  ■ 
VictoriaMillsPraycott, 
BurnRoad  Mills, 

•DaWelNB- 

■HeacL  Offices:- 
Station  Street 
Nottin£ham,Enk 

Cables  :-Brun,Nottingham.Eng. 

Direct  Representative:  MR.  A.  J.  BURROWS 
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KING'S  CELEBRATED 
SCOTCH  WINDOW  HOLLANDS 

have  been  made  for  one 

are  recognized  throughout 

most  saleable  shading.  They 

are  unshrinkable,  fast  colors 

and  widths.  To  insure  get 

ers  are  advised  to  Examine 

Also  inside  Holland  Tab  on 

that    each    bears    name    of 

hundred  and  forty  years  and 
the  world  as  the  best  and 

are  unequalled  for  quality, 

and  made  in  all  colorings 

ting  genuine  goods,  custom- 
Tickets  and  Paper  Bands. 

end  of  each  piece  and  see 

"John  King  &  Son." 

SOLD  BY  ALL  LEADING  WINDOW  SHADE  JOBBERS Made  by 

JOHN  KING  &  SON 
GLASGOW,  SCOTLAND 

Established  1775 

CanadiaiORepresentatives :  CAMPBELL,  SMIBERT  &  CO.,  MONTREAL  and  TORONTO 
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Re9isfered   No  262  005 
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The  Hall-Mark  of 

Maximum  Comfort  and 
Durability  at  Minimum  Cost. 
FIRST  IN  THE  FIELD  AND  STILL  LEADING. 

Manufactured  on  THE  GRADUATED 

PRINCIPLE,  and  Commencing  with  TWO 
THREADS  in  the  TOP,  it  increases  in 
WEAR-RESISTING  PROPERTIES  as  it 
descends. 

Thus  THE  LEG  HAS  THREE  THREADS, 
THE    INSTEP   AND    FOOT   FOUR, 

and    the    HEEL   and  TOE    FIVE, 
making  it  essentially 

A  HALF  HOSE 
FOR    HARD  WEAR. 

ABSOLUTELY  SEAMLESS 
PERFECT  IN  FIT 

GUARANTEED  UN8HRINKABLE 

*o  be  had  from  any  of  the  Leading  Wholesale  Dry  Coods  House    ( 
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TEXTILE  SMALL  WARES 

JAMES  CARR  &  SONS,  LIMITED 
CLARENCE  MILLS 

CLARENCE  STREET,  CHESTER  ROAD 

MANCHESTER 

Manufacturers  of  all  classes  of  Webs, 

Cords  and  Bindings,  in  cotton,  wor- 
sted and  linen;  Curtain  Webs,  Edg- 
ings, Layon  Borders,  Blind  Cords, 

Carpet  Binding,  Cotton  Banding,  etc. 

Original  Patentees  of 
CARR'S  WOVEN  LADDER  TAPE. 

WHOLESALE  ONLY. 

Agent  for  Canada: 

Mr.  D.  F.  Moore 
Manchester  Building,         Melinda  Street 

TORONTO 
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They  say  it  s  a  wonder 
and  so  is  our  ran 

ge  of Infants    Footwear 

The  daintiest,  softest  and  comfiest  of  tiny 

Shoes — in  Kid  and  other  leathers  —and  Silk. 

Woolly-Wear  Bootees. 
Felt  and  Plush  Gaiters. 

High  Grade  Wools  and  Trimmings. 

Wide  Variety  of 

Infants'  Woolly  Wear 
BONNETS  MATINEE  JACKETS 
PULLOVERS  JUMPER  SUITS 

INFANTEES 

Samples  gladly  submitted 

Infoot 

Brand 

Special  attention 
to  import  orders. 

WS  518 

Infants     Footwear   Limited 
London,  E.C.  I,  England 

Greene-Swift  Building  -  -  London,  Canada 

ANDERSON  &  THOMSON 
103  UNION  ST.        -    -        ABERDEEN 

Cables:    "Woollens  Aberdeen" 

WHOLESALE  WOOLLEN  MERCHANTS 
Specialize  in 

SCOTCH,  ENGLISH  AND  IRISH  SUITINGS  IN  CHEVIOT,  SAXONY  AND  WORSTED, 

HOMESPUNS,  SERGES,  COATINGS  AND  LADIES'  COSTUME  CLOTHS 

London  Office:     S9  Gresham  Street,  E.C.  2. 
Established  1773 

GOOD  TAILORING  IS  LABOUR  LOST 
IF    THE    CLOTH    IS    ILL    SHRUNK 

«*/|/W 

MAKE  SURE  IT  IS  SHRUNK AND  WELL  SHRUNK AND  KNOW  BY  WHOM 

THERE'S  LITTLE  SATISFACTION  IN  SUCH  A  STAMP  AS  "SHRUNK,"  "WELL 
SHRUNK,"  "LONDON  SHRUNK,"  OR  "SHRUNK  BY  LONDON  PROCESS." 
INSIST  ON  A  SHRINKER'S  GUARANTEE— ON  THE  STAMP  OF  A  FIRST 
CLASS  FIRM  OF  LONDON   SHRINKERS— BEST  OF  ALL  ON  THE   STAMP   OF 

JENNENS,      WELCH         Co.,      Ltd 
Cloth  Workers    and   Shrinkers,  and    Proprietors  of  the  Famous  "JENNWEL"  Waterproof  Finish 
LONDON,   HUDDERSFIELD  and  BRADFORD,  ENGLAN 

WHEN  ORDERING  ENGLISH  CLOTHS.  SAY  "TO  BE  SHRUNK  BY  JENNENS.  WELCH  &  CO..  Ltd." 

ilsh  / 
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LION  CREST  FABRICS 
CASEMENTS 

We  keep  up  our  large  variety  in  27 ";  30",  36"  and  50 Casements.    Best  value  on  the  market. 

CRETONNES 

Extensive  ranges  in  30"  Domestics  and  Sateens. 

Specialty  in  50"  Reversible  and  50"  Taffeta  Duplex. 
High-class  and  latest  styles. 

Through  Wholesale  and  Shipping  Only. 

Canadian  Representative  : 

GEO.  H.  NAPIER 
417  Coristine  Building Montreal 

Hazel  Travel  Kit 
IN  LEATHER,  CANVAS  AND  LEATHER  CLOTH 

SUIT  CASES;  ATTACHE  CASES; 
BLOUSE  CASES;  HAT  BOXES;  KIT, 
BRIEF  AND  GLADSTONE  BAGS; 
FITTED  DRESSING  CASES;  TRUNKS; 
CRICKET  AND  GOLF  BAGS. 

Mr.  D.  Hazel,  Managing  Director  of  the 
Company,  wilLbe  in  Canada  in  May  and 
June  in  order  to  further  develop  their 
Canadian  trade,  and  may  be  addressed, 
Care  of  The  Bank  of  Montreal,  Montreal. 

LTD. 

LEATHER    GOODS  MANUFACTURERS 

16.NILE  STREET,  CITY  ROAD.  LONDON. N.I, 
ENGLAND 

TELEGRAMS: 
WAKEFUL 
GLASGOW 

CODE: 
A.B.C. 

STH  EDITION 

WILSON   &    CO. 
48  ALBION  STREET 

GLASGOW 

MANUFACTURERS 

Ecru  and   Colored   Madras   Muslins, 

Coin  Spots  and  Figured  Harness 

Book  Muslins  Robe  Muslins 

Voiles 

Anglo-Swiss  and  Broche  Muslins, 

"Wilsco"  Lawns,  "Zelette" 
LACE  CURTAINS 

LACE  NETS 
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I     "Speedwell"  Tapes are 

Wear  Well  Tapes 

That  is  why  they  have 
come  into  their  own  with 
tailors  who  realize  the 
relationship  between  good 
trimmings  and  good  work. 

Speedwell    Tapes    are    of 

THE  STAC. 

British    make    and 
unequalled  for  strength  and  durability. 

SUPER  INDIA  SHRUNK  TAPE 
Manufactured  by 

George  H.  Wheatcroft  &  Co. 
Wirksworth,  Eng. 

MILLINERY  AND  HABERDASHERY  WIRE, 
Chenilles,  Hat  Braids,  Dress  and  Mantle, 

Cords  and  Girdles,  Artificial  Silk,  Braids  and  Rib- 
bons, Russia  Braids,  Embroidery  Silks,  Tassels, 

Pom,  etc.  Upholstery  Cords  and  Trimmings,  Scroll, 
Argyle,  Saddle  Bag  and  Flat  Gimps,  DRESS 
FRINGES,  Tassels,  etc. 

MADE  IN  SILK,  COTTON,  WOOL,  ETC. 

ARTIFICIAL    SILK   STRAW  BRAIDS 
for  MILLINERY  HAT  MANUFACTURING 

SUPPLIERS    TO    WHOLESALERS    AND    SHIPPING  HOUSES 

Shipping  and    Strictly   Wholesale    Trade    Especially    Catered  For 

Does  Not  Stretch 

SPEEDWELII 

'0    yi 

Will  Not  Shrink 

is  the  brand  we  recom- 
mend most  highly,  but 

we  stock  other  qual- 
ities also,  in  all  widths 

at  prices  to  suit  every 

purpose. 

Write  or  'phone  for 
samples  and  latest  quo- 
tations. 

2 
I 
i 
Ocx 

Walter  Williams  &  Co.,  Ltd. 
MONTREAL       TORONTO      QUEBEC 

508  Read  Building       20  Wellington  St.  W.    533  St.  Valier  St. 
VANCOUVER,  217  Crown  Building 

— '—  fl- 

XX 

<*>P.  DAVENPORT 
Bridge  St.  Mills,  -  Macclesfield,  England 

Telegrams:  Davenport,  Macclesfield 
MANCHESTER  OFFICE:  39  PICCADILLY 

Canadian   Agent:    R.  C.  PARSONS,  213  CLOSE 
AVENUE,  TORONTO 

oXM»0*fl  ̂  

Now's  the  time  to  sort  up  ! 
Don't  Miss  Early  Summer  Sales 

mini  mi  in  in  inn  mi Mllllll|i|llllllll:llllllllllllllllllllllllllll:||;iillli 

«KVmaBBW Men's  &  Boys'  Khaki  Trousers  $18.00  to  $27.00 
^  t  fsHZslir Men's  &  Boys' Khaki  Shirts         10.50  to    13.50 
QArmftr Men's  &  Boys'  Ouck  Trousers      18.00  to    23.00 
^mm^ 

Boys'  Khaki  Bloomers                                    13.50 
^r Haugh  Brand  Kiddie  Garments     12.00  to    13.50 

Boys' &  Men's  Chambray  Shirts   10.50  to    13.50 

Only  Best  of  Chambray  Used  — -  All  Garments  Made  in  Canada 

I'liiiiiiiiiiiiiiiiiiiniii IIIIIIIIIIIMIIIIJIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIII 
F 

In  Stock  for  Immediate  Delivery 
Our  Mail  Order  Department  will  ship  at 

once  on    receipt  of   your  order   by    Post. 

J.  A.  Haugh  Mfg.  Company 
King  and  Bathurst  Sts.  ::  ::  TORONTO 

H— Mr    :     B    :     IBfiliii w 
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W.  R.  BROCK  COMPANY 
LIMITED 

GLOVES 
Silk  and  Lisle  —  in  Black,  White,  Grey  and  Navy 

at  Extra  Attractive  Prices 

I 

SILK  HOSIERY 
At  Most  Attractive  Prices 

Black,  White,  Cordovan  and  Navy 
i 

Drop  stitch  —  above  shades  —  to  retail  at  $1.75 —  m 

Cotton  Lisle  —  and  Mercerized  Lisle 
at  Special  Prices  s 

Infants'  Fancy  Top  Mercerized  Socks i 
■ 

I 
m 

i 
■ 
1 
m 

I 

m- 

i 
LADIES'  and  CHILDREN'S  UNDERWEAR 

Combinations 

Vests,  Opera  —  No  Sleeves  —  Short  Sleeves 
DRAWERS  and  BLOOMERS 

All  Now   in  Stock 

MEN'S  CORD  SUSPENDERS  | 
$2.25  —  $3.50  —  $4.00  —  $6.00  —  $7.50 

m 

BOYS'  LINED  KNICKERS  | Heavy  Serge,  Brown  and  Olive  Tweed,  $16.90 
1 

MEN'S  NEGLIGEE  SHIRTS  i 
$15.00  —  $l8.00  —  $21.00  —  $27.00 

BELTS  SOFT  COLLARS  f 
PAJAMAS,  Flette  —  and  Striped  Zephyrs. 

Boys'  and  Men's  Balbriggan  Shirts  and  Drawers. 
Also  Combinations. 

I  I 

CianiiiamniiiBBBBiiiBniiitaBaiiiBmBiiiOBBiiiBBiiiBsnniBRiiiimaiiiBraiii^itsE^s^iiBBiii^iiiBBiiarsBiiii^srgGBgsiiik.^ 
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The  piquant  charm  of 

MALINE 
for 

Millinery  and  Scarves 
is  sponsored  by  Paris  and  all  other  leading 
fashion  centres,  and  the  range  of  Maline 
adaptability  becomes  wider  every  day. 

When  buying  Malines  insist  on 

DYNAMO  MALINE 
THE  MALINE  WITH  A  PEDIGREE. 

DYNAMO  Maline  is  known  the  world  over 
as  the  Maline  of  QUALITY,  and  the  best  look- 

ing Maline   made. 

DYNAMO  Maline  never  becomes  sticky  and 
is  guaranteed  rain-proof,  moisture-proof,  pers- 

piration-proof, sun-proof,  and  will  not  fade.  It 
has  won   its  reputation  thoroughly. 

For  your  protection,  when  buying  Malines 

be  sure  they  bear  the  "DYNAMO  BRAND" Stamp. 

Selling  Agents  for  Gros  Million  &  Co. 

of  Lyons  (France)  for  the  Dominion  of  Canada 

We  sell  to  the  Wholesalers  only 

CHAS.  MOUTERDE 
(United  Makers) 

MONTREAL TORONTO 
Room  705 80  Wellington 
Read  Bldg. St.  West 

Tel.  Main  6524 Tel.  Adel.  4184 

DYNAMO  BRAND 

^'itllMIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIHIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIilllllllllllllNIMIIIIIIIIMIIMIIIIIIIII^ 

Removal  Notice 

Canadian  Waist   Co. 
LIMITED 

Now  Located 

459  Phillips  Square  | 

We  are  moving  to  the  Dubrule 
Building,  where  we  will  have  in- 

creased floor  space  and  facilities 
for  turning  out  a  greater  number  of 
our  popular 

Ladies'  Waists 
and 

House  Dresses. 

|        Children's  White        | Embroidered, 

Gingham  and 
Serge  Dresses 

Conditions  for  the  employees  will  be 
of  the  best  and  we  are  confident  that 
the  spirit  of  appreciation  and  co- 

operation will  be  manifested  in  pains- 
taking workmanship. 

The  good-will  and  loyal  co-operation 
of  our  many  patrons  have  made  it 
necessary  for  us  to  enlarge  our  plant. 

We  hope  and  trust  that  with  the  high 
standard  of  quality  maintained,  and 
with  more  efficient  service  which  our 
new  premises  will  enable  us  to  render, 
we  shall  merit  their  continued  support. 

It  will  prove  interesting  as  well  as 
profitable  for  the  visiting  buyer  to  call 
at  our  convenient  new  salesroom. 

Dubrule  Building,  Montreal 

".lllllllllllllllMIIMIIIIIMMMIMIMIIIIIIIIIIIMIMIMIIIIIIIIIIIIIMIIIIMIMIIIIIIIIIIIIIIIMIMIIIMIIIMIMIIIIIIIIIIIIIIIIIIIIIMilllllllMIMIMII,- 
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PLAIN  COLORED 

ORGANDIES  and  VOILES 

Very  Active  Goods 
Very  Special  Values 

PLAIN  ORGANDIES  in  ranges  of  colors 
^      ̂ ^tt  a  t  T>TiTr\n      38  inch   at37y2c 

3     QUALITIES      39/40  inch   at  65c 45  inch  Swiss   at  90c 

The  Swiss  Organdy  at  90c  is  what    is    known    as    TRANSPARENT 
ORGANDY,  and  has  a  PERMANENT  FINISH. 

COLOR  LIST  for  Organdies— White,  Pink,  Light  Blue,  Alice  Blue,  Old  Rose, 
Copenhagen,  Nile,  Grey,  Mais,  Navy,  Brown,  Black.  (We  endeavor  to  keep 
all  these  shades  constantly  on  hand.) 

PLAIN  VOILES  in  ranges  of  colors 
38  inch   at  37V2c 

4  QUALITIES   y^^^-SS 40  inch  English   at  65c 

The  ENGLISH  VOILE  at  65c  is  a  very  fine  quality,    NINON    FINISH, 
and  selling  at  much  below  replacement  price.  It  was  bought  to  sell  at  a  much 
higher  figure.    We  have  30  shades  in  this  line. 

The  45c  and  65c  lines  are  our  two  best  sellers  and  carried  in  the  larger 
ranges  of  colors. 

THE  W.  R.  BROCK  COMPANY  (limited) 
TORONTO 
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The  "Fore* Smart  sports  shirt  and  thin 
tailored  blouse  in-  Peter  Pan  ef- 

fect. Shown  by  W.  C.  Bland 
Co.,  of  Montreal. 
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B 
THE  BUDGET— AND  AFTER 

USINESS  is  usually  quick  to  scent  an  interference 

with  trade.  And  it  is  equally  quick  to  give  ex- 
pression to  its  opinion  of  such  interference.  One  has  only 

to  recall  the  budget  of  a  year  ago  to  realize  that  a  step 

had  been  taken  by  the  Government  that  placed  a  serious 

restriction  on  business.  Such  is  not  the  case  this  year. 

It  is  simply  a  case  of  "carry  on"  with  the  same  tax,  in 
the  same  way,  with  only  a  small  addition  to  the  rate. 

It  is  a  budget  that  will  pass  into  history,  so  far  as  the 

sales  tax  is  concerned,  within  a  few  days,  and  nothing- 
more  will  be  heard  about  it. 

The  amendments  proposed  to  the  Customs  Act  will. 
in  all  probability,  come  up  for  further  discussion  in  the 

House  of  Commons.  Following  up  all  that  the'  Minis- 
ter of  Finance,  Sir  Henry  Drayton,  has  said  about  pur- 

chasing in  foreign  countries,  it  could  hardly  be  expected 

that  any  other  action  would  be  taken.  If  people  in 

Canada  are  determined  to  have  foreign  merchandise — 
and  Sir  Henry  does  not  seem  to  object  to  them  having 

such  merchandise — then  they  must  be  prepared  to  pay  a 

little  more  for  it.  In  Sir  Henry's  opinion  this  will 
help  increase  revenue  and,  perhaps,  discourage  the  pur- 

chasing of  luxuries  of  foreign  origin.  These  proposed 

amendmends  will  be  followed  with  interest  by  the  retail 
trade  in  Canada. 

INCREASING  SALES  THROUGH  SALESMEN 

CERIOUS  consideration  is  being  given  by  many  re- 
tailers today  to  the  matter  of  maintaining  or  in- 

creasing their  turnover.  In  this  issue  of  Dry  Goods 
there  are  outlined  a  number  of  plans  being  worked  out 
by  various  retailers,  having  in  view  the  desired  turnover 
for  the  current  year.  There  is  no  doubt  that  turnover 
durina  the  year  1921  will  reflect  to  a  marked  decree  on 
the  efficiency  of  the  sales'  staff  of  every  organization. 
Recognizing  this,  progressive  merchants  with  whom 
Dry  Goods  Review  has  talked  have  outlined  various 
plans  that  are  being  tested  in  their  organizations.  There 
is  the  case  of  one  retailer  who  has  set  an  objective  for 

each  department  for  the  month,  comparing  it  with  the 
corresponding  month  of  the  previous  year  and  taking 
into  consideration  local  industrial  conditions.  If  that 

objective  is  reached,  every  member  of  his  staff  in  that 
department  is  given  a  liberal  bonus.  Another  retailer 
stated  that  he  had  increased  the  commission  offered  sales- 

men for  the  sales  they  made.  They  are,  at  all  times, 
given  a  one  per  cent,  commission  on  their  total  sales. 
Now,  the  salesmen  in  his  organization  are  given  the  ob- 

jective for  the  coming  week  in  their  envelope  on  Satur- 
day night.  If  they  exceed  this  objective  they  are  given 

an  additional  two  per  cent,  of  the  increase  over  the  ob- 
jective. This  objective  is  the  record  of  the  correspond- 

ing week  of  last  year. 

Still  another  retailer  stated  that  he  gave  a  "spiff"  of  a 
certain  amount  to  every  salesman  who  sold  a  suit  over 

$45.  His  reason  for  doing  this  was  a  somewhat  long- 
distance one.  He  believes  that  $45  will  be  about  as  high 

a  price  as  men  will  want  to  pay. for  suits  next  Fall,  that 
is,  the  majority  of  men.  Therefore,  he  wants  to  unload 
all  the  merchandise  he  has  over  that  price. 

TRAINING  IN  SALESMANSHIP 

IN  two  instances,  Dry  Goods  Review  has  come  across 
firms  or  organizations  that  realize  the  value  of  train- 

ing in  salesmanship.  The  firm  is  that  of  the  C.  H.  Smith 
Co..  Ltd.,  of  Windsor.  Regular  classes  are  conducted 

by  the  departmental  heads  of  this  firm  in  which  use- 
ful hints  are  given  in  the  art  and  science  of  salesman- 
ship from  many  different  angles.  It  is  the  recognition 

of  the  fact  that  salesmanship  is,  after  all,  not  the  calling 

of  the  inefficient,  untrained  mind,  but  quite  the  re- 
verse. The  salesman  or  saleswoman  who  looks  upon  his 

or  her  work  as  that  which  requires  and  demands  effi- 
cient, courteous  and  painstaking  service  must  realize, 

at  the  same  time,  that  it  is  an  art  which  requires  devel- 
opment through  training.  It  is  this  idea  that  prompts 

the  firm  of  C.  H.  Smith  Co.,  Ltd.  to  institute  classes 
in  salesmanship. 

The  case  of  the  Ottawa  Retail  Clerks'  Association 
holding  classes  in  salesmanship  is  also  worthy  of  com- 

mendation. It  is  the  recognition  of  a  class  conscious- 
ness that  can  lead,  if  wisely  directed,  to  the  utmost  good 

to  the  entire  retail  trade  of  the  country.  Self-improve- 
ment from  within  is  highly  beneficial;  and  the  fact  that 

these  retail  clerks  are  getting  together,  discussing  the 
problems  that  arise  out  of  their  daily  experiences,  augurs 
well  for  their  efficiency  as  salespersons. 

We  would  suggest  that  the  activities  of  such  an  asso- 
ciation might  well  embrace  even  a  wider  field.  It 

might  include  display  men.  The  work  of  the  display 
man  to-day  is  as  much  harder  than  a  year  ago  as  the 
work  of  the  salesman,  and  by  the  exchange  of  ideas  they 
could  all  improve  their  work.  There  was  recently  held 
in  one  of  the  large  cities  of  Ontario  a  special  week  in 
which  the  products  of  that  city  were  supposed  to  be  ad- 

vertised. There  are  several  dozens  of  kinds  of  articles 

manufactured  in  this  city,  yet  only  a  mere  handful  of 

window-display  men  dres-ed  their  windows  with  pro- 
ducts of  their  own  city.  It  seemed  like  an  opportunity 

lost.  If  a  dozen  men  in  that  city  had  got  together  and 

arranged  for  as  many  displays  in  which  home  products 
were  shown,  it  would  have  created  considerably  more 
interest  in  the  week  with  the  result  that  more  people 

would  have  come  out  to  see  the  displays  and  more  mer- 
chandise would  have  been  sold.  It  might  be  worth 

while  considering  this  enlargement  of  the  activities  of 
the  association. 
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The  Making  of  the  Budget 
Retailers,  Wholesalers,  and  Manufacturers  Point  Out  That  It  Will  Cause  Little  Dislocation 

-"*&  of  Business — Importations  Not  to  be  Materially  Affected. 

A  BUDGET  that  raises  the  amount  of  money  required 
by  the  government  to  conduct  the  affairs  of  the  country 
and  in  doing  so  does  not  dislocate  business,  add  to  per- 

plexities or  cause  additional  work  might  be  called  a  satisfac- 
tory budget.  After  many  talks  with  manufacturers,  whole- 

salers and  retailers,  Dry  Goods  Review  is  of  the  opinion  that 
they  believe  the  budget  brought  down  by  the  Minister  of  Fin- 

ance Sir  Henry  Drayton,  on  May  9th,  is  a  good  budget.  If, 
as  Sir  Henry  claims,  the  wiping  off  of  the  Business  Profits 
Tax  and  the  increasing  of  the  Sales  Tax  will  give  him  the  ne- 

cessary revenue,  well,  the  trade  has  nothing  to  say  and  is  sat- 
isfied if  Sir  Henry  is.  And  if,  in  addition  to  this,  no  appre- 

ciable harm  will  be  done  to  any  man's  business,  be  he 
manufacturer,  wholesaler  or  retailer,  then  there  is  just  that 
much  more  satisfaction  felt  by  all. 

Expect  It  Will  Help 

Not  a  few  of  those  with  whom  we  have  talked  believe  that 
their  particular  business  will  benefit  by  the  budget,  but  the 
opinion  of  those  who  would  necessarily  have  to  suffer  if  this 
prediction  were  true  rather  counteracts  this  and  leaves  mat- 

ters as  they  were.  For  instance,  there  are  wholesalers  who 
believe  that  the  higher  tax  on  the  retailer  importing  direct 
will  have  the  tendency  to  induce  such  retailers  to  change  the 
channels  of  their  buying  to  the  wholesale  houses.  But,  on  the 
other  hand,  the  retailer  says  that  the  decline  in  prices,  together 
with  the  established  market  for  certain  foreign  goods,  will 
offset  the  little  difference  caused  by  the  increase  in  the  tax. 
In  the  case  of  such  retailers,  therefore,  they  will  carry  on  as 
before.  But  if  there  is  the  feeling  throughout  the  different 
branches  of  the  trade  that  they  may  derive  benefit  from  the 
budget  because  of  these  readjustments  to  the  Sales  Tax,  that 
speaks  all  the  better  for  the  budget.  It  is  quite  a  change  from 
the  things  that  were  said  and  thought  of  the  budget  of  1920. 

The  Sales  Tax 

Whereas  the  retailer  has  been  paying  a  one  per  cent,  sales 
tax  to  the  wholesaler  in  the  past  and  a  two  per  cent,  tax  to  the 
manufacturer,  he  will  now  pay  1  1-2  per  cent,  and  3  per  cent, 
respectively.  If  he  imports  direct  from  either  a  wholesaler 
or  a  manufacturer  of  a  foreign  country,  he  will  now  pay  a 
straight  four  per  cent.  tax.  It  was  pointed  out  to  Dry  Goods 
Review  by  the  financial  expert  of  one  of  the  large  wholesale 
houses  that  this  was,  perhaps,  the  greatest  increase  in  the  rate 
in  the  whole  budget.  Formerly,  the  importing  retailer  paid 
one  per  cent,  to  the  wholesaler  and  two  per  cent,  to  the  manu- 

facturer or  the  same  tax  as  he  paid  on  domestic  trading.  The 
Minister  of  Finance  has  said  a  good  deal  lately  about  too  much 
buying  in  foreign  countries,  especially  the  United  States.  This 
feature  of  the  budget,  therefore,  is  the  practical  expression  of 
the  sentiments  of  the  Finance  Minister  on  this  point  :  The 
importer  must  either  do  more  buying  in  the  home  market  or 
contribute  more  revenue  to  the  government  for  handling  the 
merchandise  of  a  foreign  country.  The  wholesaler,  who  pre- 

viously paid  a  one  per  cent,  tax  on  foreign  goods,  will  now  pay 
2  1-2  per  cent. 

Effect  on  Importations 

Dry  Goods  Review  talked  with  agents  of  both  British  and 
United  States  houses  with  regard  to  the  effect  of  the  budget 
on  their  importations,  and  to  retailers  who  do  a  large  import 
business  direct.  Summed  up,  their  verdict  is  that  the  budget, 
in  this  respect,  will  make  little  or  no  difference  to  importations. 

"The  retailer  handles  foreign  goods  because  of  one  of  three  rea- 
sons, said  the  buyer  of  a  large  retail  house  importing  large 

quantities  of  merchandise.  "It  is  because  it  is  easier  for  him 
to  sell,  because  he  can  sell  it  quicker,  or  because  he  has  created 

a  market  for  this  class  of  merchandise  and  is  assured  of  the 
sale.  The  fact  that  he  has  to  pay  a  little  higher  tax  rate  will 

not  change  his  buying  policy  one  iota."  This  retailer  went  on 
to  say  that  he  was  buying  more  and  more  British  merchandise 
all  the  time  and  expected  to  continue  to  do  so. 

Manufacturers  and  wholesalers  who  import  woolens,  cot- 
tons and  silks  believe  about  the  same  as  this  retailer  with  re- 
gard to  these  particular  lines.  They  state  that  they  have 

built  up  a  market  for  certain  lines  of  English,  Swiss,  or  Amer- 
ican merchandise  and  that  the  slight  change  in  the  tax,  to- 

gether with  the  forthcoming  regulation  affecting  exchange, 
will  not  make  much  difference  on  their  trade.  "The  woolen 
market  in  England  is  in  a  very  unsettled  state  at  the  present 
time  and  it  is  hard  to  tell  just  what  will  happen;  but  I  believe 

things  will  go  on  as  before,"  said  the  buyer  in  a  wholesale 
house  to  Dry  Goods  Review.  "The  budget  may  affect  the 
Canadian  trade  of  the  American  Woolen  Company  to  some 
extent,  but  woolen  lines  that  are  bought  in  the  United  States  are 
only  bought  there  because  they  cannot  be  had  in  England  and 
so  the  result  will  be  about  the  same. 

"We  buy  a  number  of  silk  lines  in  the  United  States  be- 
cause they  cannot  be  bought  any  place  else,"  declared  the 

buyer  in  a  large  wholesale  silk  house  to  Dry  Goods  Review,  "and 
the  increased  tax,  together  with  the  placing  of  the  duty  on  the 
quoted  price  plus  the  exchange,  will  not  affect  our  importations 

either  from  the  United  States  or  from  Switzerland." 

"I  have  not  examined  the  budget  on  this  point  very  careful- 
ly as  yet,"  said  the  buyer  of  fancy  cotton  materials  to  Dry 

Goods  Review,  "but  I  am  of  the  opinion  that,  with  cotton  mar- 
kets as  they  are  to-day  the  increased  tax  and  exchange  situ- 

ation as  outlined  in  the  budget  will  not  affect  our  purchases  in 
the  United  States.  There  is  this  to  be  kept  in  mind,  however, 
that  prices  have  been  and  still  are  so  high  in  England  on  fancy 
cotton  lines  that  we  buy  certain  lines  in  the  United  States 
which  could  be  bought  in  England  because  they  are  cheaper 
to  us.  The  cotton  market  in  England  is  unsettled  and  looks 
as  if  it  might  come  down  a  bit.  It  may  come  down  to  the  point 
where  it  would  pay  us  to  buy  these  lines  in  England,  in  which 

case  we  probably  would  do  so." 
Summing  up  the  whole  case,  therefore,  for  the  Sales  Tax, 

there  is  general  satisfaction  with  the  increased  percentages. 

Amendments  To  Customs  Act 

The  phase  of  the  budget  dealing  with  proposed  amendments 
to  the  Customs  Act  is  very  interesting.  Undoubtedly,  the  pro- 

posed new  regulations  will  add  to  the  cost  of  foreign  mer- 
chandise, but  with  keener  competition  and  the  prices  that  have 

been  paid  for  some  months  back,  the  cost  to  the  consumer  may 
not  be  materially  higher.  Undoubtedly  these  regulations  are 
aimed  particularly  at  the  United  States  and  Germany  and  it  is 
worth  while  considering  how  the  merchandise  from  these  two 
countries  will  be  affected.  From  information  we  have  gathered 

from  agents  of  both  United  States  and  German  goods,  it  ap- 
pears that  importations  will  not  be  greatly  affected.  It  is  the 

old  law  of  demand  that  has  been  created  and  will  not  be  greafly 
affected  by  price.  Take,  for  example,  a  yard  of  high  grade 
American  silk.  Here  is  how  the  price  will  be  affected  when, 
by  regulation,  it  becomes  necessary  to  apply  the  duty  and  the 
tax  on  the  cost  of  the  yard  of  silk,  plus  the  exchange,  rather 
than  as  it  was  done  before,  that  is,  only  on  the  cost  of  the 

yard  of  silk. Old  Figures. 

Invoice  price      $3.60 

Exchange  at  14  per  cent   50 

Duty     1-08 
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General  Satisfaction  Expressed 
Sales  Tax  Will  Work  No  Hardship  and  Retail  Trade  Can  Carry  on   as   Before — Effect  of 

Amendments  to  Customs  Act — Influence  on  German  Goods — 
Some  Doubtful  Points  Raised. 

Express   05 
Sales  Tax  1  per  cent   03 

5.26 
New  Figures 

Invoice  price      $3.60 
Exchange  at  14  per  cent   50 
Duty  on  invoice  plus  exchange      1.23 
Sales  Tax  2  1-2  per  cent   13 
Express   05 

5.51 
Difference  25  cents. 

The  man  who  supplied  Dry  Goods  Review  with  these  fig- 
ures is  a  large  importer  of  high-grade  American  silks.  "The 

new  budget  will  have  very  little  effect  on  any  United  States 

goods  coming  into  this  country,"  he  added.  "The  drop  in  high- 
priced  goods  has  been  so  great  that  this  little  difference  will 
not  even  be  felt." 

A  manufacturer  pointed  out  that  while  this  feature  of  the 
budget  would  give  a  certain  amount  of  protection  to  Canadian 
manufacturers,  he  did  not  really  require  as  much  protection  as 
he  was  wont  to  claim.  He  was  also  of  the  opinion  that  the  ten- 

dency to  lower  the  exchange  rate  between  Canada  and  the  Unit- 
ed States  would  not  be  successful  for  any  length  of  time  be- 

cause the  Fordney  Bill  would  offset  anything  that  was  con- 
templated in  the  latest  budget. 

In  the  aspect  of  the  budget  dealing  with  the  dumping  of  dis- 
tress goods  on  the  Canadian  market,  a  large  silk  importer  was 

of  the  opinion  that  it  would  have  the  tendency  to  level  prices  and 

stabilize  them.  "The  placing  of  the  tax  on  a  fair  market  value 
instead  of  on  the  price  for  which  American  goods  are  being 
offered  will  have  a  good  effect  on  both  Canadian  and  United 

States  values.      It  will,  I  believe,  certainly  tend  to  level  both." 
Effect  on  German  Goods 

The  proposed  amendment,  referred  to  in  the  budget,  where- 
by the  currency  of  a  foreign  country  must  be  at  least  50  per 

cent,  of  its  gold  value  before  it  is  considered  is,  of  course,  more 
particularly  applicable  to  Germany.  In  dry  goods  lines,  toys 
and  dolls  constitute  the  bulk  of  German  imports.  It  was 
pointed  out  to  Dry  Goods  Review  that  the  effect  of  this  on 

German  goods  would  be  that  they  would  be  enhanced  to  six 
times  their  actual  cost.  The  standard  value  of  the  mark  is 

23.80.  Its  present  value  is  1.75.  Before  it  can  be  considered 

at  all,  it  must  be  11.90.  This  means  that  the  duty  on  German 

goods  will  be  $4.40  instead  of  64  cents.  This  agent  held  that 

German  goods  would  still  continue  to  come  in  even  under  this 
adverse  rate  and  that  the  consumer,  and  not  the  wholesaler 

or  the  retailer,  would  be  the  sufferer.  That  the  effect  of  the 

budget  would  be  to  drive  foreign  goods  to  the  United  States  and 
Japan  was  the  belief  of  this  agent. 

Doubtful  Points 

There  were  one  or  two  points  raised  by  men  with  whom 

Dry  Goods  Review  discussed  this  budget  that  are  worth 

pointing  out.  One  feature  of  the  budget,  it  will  be  remembered, 

is  to  prevent  the  dumping  in  Canada  of  what  might  be  termed 

"distress  goods."  In  other  words,  foreign  wholesalers  or  man- 

ufacturers who  would  get  rid  of  merchandise  at  a  forced-price 

sale  must  subject  their  goods  to  the  inspection  of  the  Minister 
of  Inland  Revenue. 

The  Minister  determines  what  fair  margin  of  profit  should 

be  placed  on  these  goods,  taking  into  consideration  the  cost  of 

production  "at  the  time  of  shipment."  Now,  there  are,  as  is 
well  known,  a  number  of  lines  of  merchandise  of  good  quality 

but  indifferent  pattern,  perhaps,  but  for  which  a  market  can  be 

found  in  certain  sections  of  the  country.  The  manufacturer  or 

wholesaler  holding  this  line  would  not  make  or  buy  it  again, 

but  he  wants  to  get  rid  of  it  and  is  willing  to  sacrifice  it  at  a 

price.  With  this  new  regulation,  he  is  unable  to  dispose  of 

any  of  these  goods  in  Canada  because  a  reasonable  profit  has 

to  be  placed  over  and  above  the  cost  of  production.  It  was 

pointed  out  that  this  might  work  hardship  because  it  would 

create  dead  stock  and  deprive  some  retailers  of  discontinued 

lines  on  which  they  could  make  a  fair  profit. 

Stamping  Goods 
One  other  point  brought  out  was  the  stamping  of  goods. 

The  resolution  brought  down  does  not  state  whether  the  goods 

are  to  be  marked  on  the  piece,  on  the  box  in  which  they  may 

be  shipped  or  on  the  yardage  itself.  Doubtless,  however,  these 

points  will  be  determined  before  the  necessary  effect  is  given 
them  by  the  passing  of  the  law. 

Ottawa,  Ont. — Dry  goods  merchants 
situated  on  Sparks  Street,  are  having 
trouble  over  the  recent  order  of  the  po- 

lice commissioners  against  parking  of 
automobiles  on  Sparks  Street.  Patrons 
do  not  seem  inclined  to  come  into  the 
different  stores  for  casual  purchases 
now  that  they  cannot  have  their  cars 
wait  the  ten  minutes  usually  allowed. 
A  strong  deputation  from  the  Retail 

Merchants'  Association  is  to  wait  upon 
the  powers  that  be  with  the  intention  of 
placing  before  them  the  matter  as  it 
affects  the  retailers.  One  feature  in 
this  matter  is  worthy  of  note.  Retailers 
in  other  parts  of  the  city  are  selling 
the  goods  the  Sparks  Street  merchants 
are  losing  the  sale  of,  yet  the  associa- 

tion is  taking  up  the  matter,  showing 
that  it  works  for  the  good  of  any  sec- 

tion of  its  members  that  when  a  griev- 

ance exists  there  also  exists  a  spirit  of 
bvotherliness  well  worthy  of  mention. 

SAYS   BUDGET  A   GOOD   ONE 
President  R.  F.  Fitzpatrick,  of  the 

Ontario  Clothiers'  Asociation,  believes 
that  the  new  budget  wil  be  satisfactory 
to  men's  wear  dealers  all  over  the  coun- 

try. "We  got  just  about  what  we  want- 
ed," he  stated  to  Dry  Goods  Review, 

"and  there  wil  be  a  dislocation  of  busi- 
ness. We  can  carry  on  now  just  as  we 

have  been  during  the  last  year  with  this 
sales  tax;  it  requires  no  new  action.  The 
tax  is  a  little  heavier,  but  no  one  will 
object  to  that  phase  of  it  at  all.  I  think 
the  best  tribute  we  can  pay  to  it  is  that 

inside  of  a  few  days  we  will  hear  noth- 
ing about  it;  things  will  go  on  just  as 

they  have  been  going.  Personally,  I  am 

thoroughly  satisfied  with  it." 

Ottawa,  Ont.— Nu  Vogue  Limited,  59 
Sparks  Street,  Ottawa,  celebrated  its 
fourth  anniversary  on  April  23rd  and 

following  days  by  offering  splendid  bar- 
gains to  the  ladies  of  the  city.  Mr.  Lip- 

son,  the  manager,  is  being  congratulat- 
ed upon  the  fine  showing  the  store  has 

made    during   its   existence. 

Ottawa,  Ont.— Duane  Shoe  Shop,  207 
Sparks  Street,  opened  a  new  shoe  store 
on  Saturday,  April  23rd,  with  a  full 
selection  of  the  best  in  footwear  for 

men  and  women.  Men's  special  for  the 
opening  event  were  brown  calf  boots  with 
the  latest  vamps;  brown  and  black  calf 
oxfords  with  saddle  ball  straps;  brogue 

oxfords  and  imitation  brogv-3  style  ox- 
fords, all  at,  $ft. 
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Increasing  the  Editorial  Service  of 
Dry  Goods  Review 

Serving  the  TradeThrough  a  Difficult  Period — Additions  to  the  Staff — Gathering  and  Pre- 
plans for  the  Future — At  Your  Service. senting  Reliable   Information 

THE  period  through  which  the  re- 
tail trade  is  now  passing  is  a  dif- 

ficult period.  New  problems  are 
facing  it  daily,  competition  is  keener 
than  ever  it  has  been  and  will,  in  all 
probability,  continue  so  for  an  indefi- 

nite period.  The  more  information  which 
the  retailer  has  at  his  command  with  re- 

gard to  the  trend  of  market  conditions, 
changing  styles  and  methods  of  mer- 

chandising and  advertising  that  have 
been  actually  tried  out  and  have  proven 
successful,  the  better  position  that  re- 

tailer will  be  in  to  solve  the  problems 
that  confront  him  daily. 

It  is  because  Dry  Goods  Review  is 
anxious  to  continually  improve  its  ser- 

vice that  the  editorial  staff  is  being 
gradually  added  to,  having  in  view  the 
serving  of  a  wider  field  with  that  kind 
of  information  that  will  prove  beneficial 
to  the  trade  throughout  Canada.  Changes 
have  recently  been  made  in  the  editorial 
branch  of  the  paper  and  additions  made 
by  which  the  various  departments  are 
now  in  charge  of  the  editor  with  two 
associates,  one  in  Toronto  and  one  in 
Montreal.  Other  than  this,  there  is  a 
regular  Paris  correspondent,  a  repre- 

sentative in  Vancouver,  as  well  as  other 
representatives  who  are  constantly  in 
touch  with  the  retail  trade  all  over  the 
country,  keeping  the  editorial  heads  in 
touch  with  developments  of  interest  to 
the  trade. 

In  Charge  of  Editorial  Staff 

The  new  editor  of  Dry  Goods  Review 
is  E.  DeWitt  Hutt.    He  came  to  the  Mac- 

s'. DE  WITT  HUTT, 
Editor  of  Dry  Goods  Review. 

MADELEINE  de  SOYRES, 
Associated    Editor,    Montreal. 

Lean  Publishing  Company,  Ltd.,  over  a 
year  and  a  half  ago,  having  had  consid- 

erable experience  in  both  the  dry  goods 
and  the  newspaper  fields.  For  six  years 
he  studied  the  dry  goods  business  with 
John  E.  Boles,  of  Ingersoll,  where  he 
acquired  a  good  general  knowledge  of 
the  buying  and  selling  of  the  various  lines 
carried  by  the  Canadian  retailer  and 
where  he  had  an  opportunity  to  study 

the  retailers'  problems.  The  years  fol- 
lowing this  experience  have  been  devoted 

to  journalism,  with  the  exception  of  two 
years  in  the  Canadian  army.  Shortly 
after  joining  the  staff  of  the  MacLean 
Publishing  Co.,  Ltd.,  he  was  made  editor 

of  Men's  Wear  Review,  which  gave  him 
a  still  further  opportunity  to  study  at 
first-hand  the  problems  of  the  Canadian 
retailer  and  to  better  qualify  him  for 
taking  over  the  chief  editorship  of  Dry 
Goods  Review. 

The  Montreal  Associate  Editor  is  Miss 
Madeleine  de  Soyres,  who  came  to  the 
MacLean  Publishing  Co.,  Ltd.,  over  a 
year  ago,  having  had  a  good  deal  of 
journalistic  experience  prior  to  that  time 
in  magazine  and  newspaper  writing.  On 
the  editorial  staff  of  the  MacLean  publi- 

cations, Miss  de  Soyres  has  visited  a 
great  many  retail  stores  and  studied  the 
methods  of  department  stores  and  gen- 

eral stores  in  many  of  the  small  centres 
in  that  section  of  Canada  as  well  as 

keeping  closely  in  touch  with  the  manu- 
facturing and  wholesale  interest  of 

Montreal.     Speaking  French  fluently,  she 

has  been  able  to  follow  French  publica- 
tions to  good  advantage  and  to  interpret 

intelligently  the  style  news  that  comes 
through  French  publications  or  from  the 
buyers  who  visit  France. 

Miss  Mona  E.  Clark,  B.A.,  is  the  Tor- 
onto Associate  Editor.  She  is  a  gradu- 

ate of  the  University  of  Toronto  in  1916. 
Her  newspaper  experience  has  been  in 
the  nature  of  contributions  to  magazines 
and  newspapers  of  Toronto.  Her  work  in 
Toronto  is  to  keep  constantly  in  touch 
with  the  wholesale  and  manufacturing 
trade  so  that  she  may  impart  first-hand 
information  on  conditions  and  styles  and 
new  goods  to  the  readers  of  Dry  Goods 
Review.  Miss  Clark  is  making  a  special 
study  of  this  work  and  the  University 
training  which  she  has  had  will  enable 
her  to  concentrate  on  it  with  good 
results. 

Miss  Jeanne  Gsell  is  also  a  member  of 

the  editorial  staff  of  Dry  Goods  Review. 
Her  articles  from  the  leading  fashion 
centre  of  the  world,  Paris,  written  spe- 

cially for  Dry  Goods  Review,  have  been 
read  with  a  great  deal  of  interest.  This 
first-hand  information  from  the  fashion 
centre  of  Europe  is  an  important  feature 
of  this  publication,  inasmuch  as  it  fore- 

shadows fashions  in  various  lines  of  wo- 
men's wear  that  are  subsequently  the 

vogue  on  this  continent.  The  advantages 
of  having  a  Paris  correspondent  to  the 
Dry  Goods  Review  has  proved  of  inestim- 

able value  to  our  readers  because  of  their 
interest,  reliability  and  guidance  to  the 

(Continued  on  page  55) 

MONA   E.  CLARK, 
Associate  Editor,  Dry  Goods  Review, 

Toronto. 



DRY    GOODS    R  E  A'  I  E  W 

Arranging  a   Merchandising   Program 
Planning  the  Store's  Activities  For  Five  Months  Ahead — On  a  Buyer's  Market  Gives  Oppor- 

tunity to  Pick  Up  Good  Specials  to  be  Offered  at  Tempting  Prices  With  a  Profit- Value  to  Advertising  and  Display 

1 : i  HE  old  idea  of  a  sale  was  to 
clean  out  odd  ends  and  lines  of 
your  stock.  During  such  a  sale 

you  expected  to  lose  a  good  deal  of 
money.  Moreover,  during  this  sale 
people  would  he  constantly  asking  for 

something  you  didn't  have  and  my  idea 
is  that  a  merchant  should  make  every 
effort  to  have  everything  that  the  cus- 

tomer wants. 

"The  new  idea  of  a  sale,  particularly 
on  a  buyer's  market,  is  to  go  out  and 
buy  specials  in  whatever  line  you  may 
want  them  and  run  them,  not  under  the 
name  of  a  sale — that  word  has  been 

worked  to  death — but  as  a  'special,'  or 
an  'event,'  or  whatever  name  you  may 
choose.  In  that  way  you  have  some- 

thing of  real  value  to  offer  the  public, 
and  if  you  keep  your  stock  in  the  proper 
shape  and  follow  from  one  end  of  the 
year  to  the  other  a  wise  buying  policy 
there  are  not  many  fag  ends  to  your 
stock  that  necessitate  a  big  sale  of  rem- 

nants. In  this  kind  of  a  sale,  moreover, 
there  is  a  good  profit  to  be  had,  for  you 
can  buy  real  bargains  to-day  and  offer 
then  to  the  public  at  prices  that  equal 

pre-war  prices." 

Merchandising  Program 

So  spoke  the  head  of  a  progressive 
store  to  Dry  Goods  Review  recently. 
A  close  student  of  the  trend  of  business, 
he  was  among  the  first  to  take  his  losses 
last  Fall  and  get  his  stock  in  good  shape 
for  the  coming  months  that  were  bound 
to  be  fraught  with  a  good  deal  of  un- 

certainty. But  he  did  not  expect  to  lie 
down  and  let  business  drift  into  his  store 
as  it  would.  He  is  not  made  of  that  kind 
of  timber.  If  Mohamet  does  not  go  to 
the  mountain  he  believes  in  taking  the 
mountain  to  Mohamet.  In  other  words, 
he  knew  that  the  day  of  getting  business 
without  any  great  effort  was  past,  so 
he  decided  that  more  aggressive  methods 
of  getting  business  were  necessary.  He 
knew,  as  many  a  retailer  is  finding  out 
today,  that  when  people  were  about  to 
start  out  on  a  shopping  expedition,  they 
were  going  to  "look  around"  to  see  where 
the  best  value  could  be  had,  for  it  is 
good  value  at  a  low  price  that  the  con- 

sumer is  after  to-day.  Slow  deliveries 
and  part  shipments  of  orders  were  no 
longer  a  bogey;  he  could  get  what  he 
wanted  when  he  wanted  it. 

On  the  first  of  February,  therefore,  he 
called  together  the  heads  of  his  depart- 

ments and  arranged  a  merchandising 
program  for  the  coming  five  months.  The 
activities  of  each  department  week  by 
week  were  carefully  outlined,  having  in 
view  that  good  specials  could  be  picked 
up  here  and  there,  offered  to  the  public 

at  a  tempting  pi  ice,  and  with  a  fair  mar- 
gin of  profit.  The  store  referred  to  is  a 

department  store,  but  this  principle  of 
arranging  a  merchandising  program  can 

be  easily  worked  out  in  any  man's  store. 
The  same  conditions  prevail  with  regard 
to  most  lines  of  dry  goods,  there  is  the 
same  opportunity  to  pick  up  specials  and 
make  good  profit  out  of  them  by  offering 
them  to  the  public  at  tempting  prices. 

A  Week  of  "Events" 
For  instance,  the  8th  of  May  was 

Mothers'  Day.  This  store  referred  to 
took  cognizance  of  this  day  and  featured 
throughout  the  store  articles  that  were 
appropriate  to  the  occasion.  From  the 
9th  to  the  14th  of  the  month  special  sell- 

ing events  took  place  in  the  graniteware 
department,  in  ready-to-wear  dresses,  in 
towels,  and  the  week  closed  up  with  a 
one-day  event  in  which  99  cents  was  the 
feature  price.  In  arranging  this  pro- 

gram each  week  had  one  day  set  aside 
for  a  special  price  to  obtain  throughout 
the  whole  store,  like  the  99  cent  day  re- 

ferred to,  though  it  was  not  always  99 
cents. 

The  Value  to  Buyers 

The  arranging  of  such  a  program  has 
proven  of  great  value  to  the  buyers  in 
this  store,  and  for  a  very  obvious  rea- 

son. The  head  of  one  department  in 

looking  over  his  program  knows,  for  in- 
stance, that  during  a  week  in  June  he 

will  be  running  a  special  event  in  a  cer- 
tain line.  He  has  weeks  to  look  around 

for  the  merchandise  for  that  particular 
event,  looking  into  the  question  of  value 
and  price.  By  the  time  the  event  is 
staged  he  has  been  able  to  select  the 
very  best  merchandise  on  the  market  for 
that  one  event,  and  he  knows  he  is  of- 

fering the  best  price  to  the  consumer, 
which  is  one  of  the  big  considerations 
at  the  present  time.  In  talking  over  the 
program  with  Dry  Goods  Review,  the 
head  of  this  firm  said  that  this  feature 
of  it  has  been  most  valuable  during  the 
last  two  months  and  that  it  has  enabled 
him  to  make  a  fair  margin  of  profit  on 
many  of  the  special  events  that  have 
been  put  on  since  the  first  of  February. 
He  showed  the  writer  some  of  these  spe- 

cials and  we  can  vouch  for  their  quality 
and  the  margin  of  profit  made. 

Value   to    Advertising    and    Display 

The  arrangement  of  a  program  so 

long  ahead  is  also  invaluable  to  the  ad- 
vertising manager  and  the  window  dis- 

play man.  The  advertising  man  feels 
that  he  has  a  new  weapon  in  his  hand 

in  being  able  to  talk  of  new  merchan- 
dise at  tempting  prices.  There  is  some- 

thing depressing  to  the  advertising  man 

to  have  to  talk  enthusiastically  over  odds 
and  ends  of  vaiious  lines  of  merchandise. 

But  when  he  has  bright,  new  merchan- 
dise, just  fresh  from  the  shelves  of  the 

wholesaler  or  the  manufacturer,  which 
is  to  be  offered  at  a  price  that  looks  like 
1913,  it  gives  him  new  enthusiasm  with 
which  to  take  on  his  work.  He  can  work 
the  new  idea  with  regard  to  sales  to  the 

very  limit,  pointing  out  that  this  mer- 
chandise is  not  shop- worn,  but  fresh;  he 

can  avoid  the  use  of  comparative  figures 
which  many  advertising  men  believe  to 
be  harmful  to  business  to-day. 

The  plan  is  of  equal  benefit  to  the 
window  display  man.  He  knows  weeks 
ahead  what  the  nature  of  many  of  his 
window  displays  will  be,  and  what  will 
have  to  be  done  in  the  way  of  interior 
display.  Successful  window  displays,  so 
say  men  engaged  in  this  work,  depend 
upon  a  thorough  planning  of  the  work. 
Here  is  the  very  chance  he  is  looking 
for,  and  he  proceeds  to  make  the  most 
out  of  it.  By  the  time  one  of  the  events 
is  to  be  staged,  he  has  every  little  detail 
in  connection  with  window  dressing  and 
interior  display  worked  out. 

Many  Canadian  merchants  will  hear 
with  deep  regret  of  the  death  of  C.  H. 
Britton,  the  well-known  pioneer  manu- 

facturer in  the  Manchester  cotton  indus- 
try, which  occurred  on  the  21st  of  April 

last.  Mr.  Britton  was  widely  known  to 
dry  goods  men  all  over  the  world  and  only 
last  year  celebrated  his  fiftieth  anniver- 

sary in  the  cotton  piece  goods  industry. 

His  passing  removes  one  of  England's 
most  successful  and  widely  respected  mer- 

chants, whose  loss  will  be  deplored  by 
the  trade  in  general. 
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The  Value  of  the  Trade  Mark 
Stands  For  the  Sacredness  and  Reputation  of  a  Name — Is  a  Guarantee  to  the  Merchant  From 

the  Manufacturer — Law  Protects  the  Trade  Mark — The  Law  on  Trade  Marks. 

Who    steals   my   purse   steals   trash. 

Tis  something,  nothing;   'twas  mine,  'tis his, 

Anil  has  been  slave  to  thousands. 

But    he    that    filches    from    me    my    good 
name 

Robs  me  of  that  which  not  enriches  him, 
And  makes  me  poor  indeed. 

— -Shakespeare. 

WHETHER  or  not  it  was  the
  in- 

spiration of  Shakespeare's  poetic 
conception  of  the  sacredness  and 

value  of  a  name  that  prompted  the  first 
man  to  originate  and,  for  his  own  pro- 

tection, register  a  trade  mark  may  be 
hard  to  determine.  The  fact  remains, 

howe  -er,  that  the  trade  mark  repre- 
sents, in  many  cases,  the  labor  and  the 

iinal  achievement  of  years  on  which  a 
manufacturer  or  wholesaler  is  willing 
to  accept  the  verdict  of  a  critical  public. 
The  trade  mark  stands  sponsor  for  a 
name;  a  name  is  a  reputation,  and  if 
the  reputation  be  gone  the  name  is  no 
more  a  thing  on  which  reliance  and  faith 
may  be  placed.  The  trade  mark  is  the 
guarantee  of  the  firm  so  using  it  that 
it  is  prepared  to  stand  behind  that  name 
through  good  and  ill  report,  that  any 
damaging  charge  made  against  that 
name  will  be  defended  in  the  courts  of 
the  land  to  the  fullest  extent.  To  tam- 

per with  the  name  is  to  tamper  with 
something  sacred,  with  something  that 
represents  the  entire  future  of  a  busi- 

ness; for  this  reason  many  interesting 

'.•ases  have  developed  in  the  courts  with 
regard  to  trade  marks. 

The  Merchant  and  the  Trade  Mark 

The  trade  mark  to  the  merchant  is 
his  guarantee  to  the  consumer  that  the 
merchandise  which  he  sells  bears  the 
stamp  of  quality  and  carries  with  it  the 
assurance  of  the  manufacturer  that  it  is 

what  it  is  represented  to  be.  Accord- 
ing to  history,  many  of  the  old-time  mer- 

chants were  noted  for  sharp  dealing. 
Some  of  them  bartered,  cheated,  and 
even  swindled  customers  by  substituting 
something  which  they  claimed  was  just 
as  good,  but  which  in  many  cases  was 
a  very  inferior  article,  until  by  adver- 

tising, the  merchant  and  the  public  be- 
came familiar  with  trade  marks  and  to 

know  the  quality  and  quantity  for  which 
they  stood.  When,  therefore,  a  manu- 

facturer through  advertising  educated 
the  public  to  the  value  of  his  product,  he 
had  built  up  a  name  for  himself  which 
he  transcribed  into  a  trade  mark.  Not 
only  the  holder  of  the  trade  mark,  but 
the  distributor  of  his  goods  reaps  the 
benefit  of  the  trade  mark.  Through 
systematic  advertising,  it  becomes  so 
well  known  that  it  is  impossible  to  de- 

ceive the  ultimate  consumer  if  he  or  she 

is  looking  for  the  trade  mark  on  the 
goods  being  purchased.  The  use  and  the 
advertising  of  the  trade  mark,  there- 

fore, becomes  an  asset  in  the  hands  of 
the  merchant  in  the  sale  of  his  merchan- 

dise, not  alone  because  of  the  guarantee 
accompanying  it  but  also  because  it  is 
now  considered  that  trade  marks  are  the 
standard   for  good  quality. 

Protection  of   Trade   Marks 

The  law  takes  a  very  stern  view  of 
the  encroachment  on  an  established  trade 
mark.  In  cases  where  a  name  has  been 
associated  with  a  well  known  product 
for  a  great  number  of  years  and  the 
merchant  and  public  have  become  accus- 

tomed by  advertising  to  associate  the 
name  with  a  certain  article,  the  court 

will  protect  the  use  of  the  name  and  re- 
strain by  injunction  any  infringement 

of  that  right. 

The  real  question  which  the  court  has 
to  try  in  a  case  of  alleged  infringement 
of  a  trade  mark  is  whether  what  the  de- 

fendant has  done  is  calculated  to  de- 
ceive or  whether  there  is  so  much  imi- 

tation that  goods  bearing  the  one  mark 

may  readily  be  mistaken  for  goods  bear- 
ing the  other  and  whether  a  more  care- 
ful inspection  than  an  ordinary  pur- 

chaser would  be  likely  to  give  is  neces- 
sary to  distinguish  the  mark  and  ap- 

pearance of  the  former  goods  from  those 
of  the  latter. 

When  an  action  is  commenced  having 
for  its  object  the  restraint  of  an  alleged 
unfair  competition  in  trade  carried  on 
by  means  of  an  employment  by  another 
of  a  trade  mark  identical  or  nearly 

identical  with  the  plaintiff's  there  must 
be  established  in  order  for  the  action 
to  be  successful  the  existence  of  the 

trade  mark,  the  plaintiff's  right  to  ex- 
clusive use  therein  and  the  fact  of  an 

imitation  and  the  absence  of  license  or 

acquiescence  on  the  part  of  the  plaintiff. 
Where  it  can  be  shown  that  a  dealer 

has  imitated  an  article  in  his  store  and 
offers  it  for  sale  as  the  genuine  article, 
even  though  he  has  only  made  a  single 

sale,  that  is  sufficient  ground  for  an  in- 
junction and  the  dealer  will  be  restrain- 

ed from  making  any  further  sales. 
If  the  defendant  uses  a  distinct  and 

obvious  trade  mark  on  his  goods  which 
he  is  alleged  to  be  passing  off  as  the 

plaintiff's,  and  if  he  states  plainly  and 
in  clear  type  that  these  goods  are  manu- 

factured by  himself,  there  is  a  very 
strong  indication  that  the  defendant 
has  no  intention  of  deceiving  the  public 
and  it  is  doubtful  in  such  a  case  if  the 
court  would  restrain  him. 

When  the  defendant  has  not  used  the 
registered  trade  mark  but  something  to 
be    considered    similar   to    it,   the    plain- 

tiff has  to  satisfy  the  court  that  the  use 
of  this  is  calculated  to  deceive.  But 
when  the  defendant  has  taken  the  ma- 

terial and  essential  part  of  the  plain- 
tiff's trade  mark,  the  burden  is  upon 

the  defendant  then  to  disprove  the  pro- 
bability of  deception  and  not  upon  the 

plaintiff. 
If  the  plaintiff  cannot  prove  that  the 

public  are  deceived  or  that  there  is  a 
reasonable  probability  of  deception,  he 
has  no  right  to  interfere  with  the  use 
cf  the  name  of  others.  All  the  court 
can  do  is  to  say  that  no  trader  can 
adopt  a  trade  mark  so  resembling  that 
of  a  rival  that  the  ordinary  purchasers 
purchasing  with  ordinary  precaution  will 
be  misled. 

Purchaser  Must  Not  Be   Misled 

If  a  purchaser  looking  at  an  article 
offered  to  him  would  naturally  be  led 
from  the  mark  impressed  on  it  to  sup- 

pose it  to  be  the  production  of  a  rival 
manufacturer  and  would  purchase  it  in 
that  belief,  then  the  court  considers  the 
use  of  such  a  mark  to  be  fraudulent.  In 
fact,  it  has  been  held  that  if  the  goods 
of  a  manufacturer  have  from  the  mark 
or  device  he  has  used  become  known  in 
the  market  by  a  particular  name,  the 
adoption  of  a  rival  trader  of  any  mark 
which  will  cause  his  goods  to  bear  the 
same  name  in  the  market  may  be  as 
much  a  violation  of  the  right  of  that 
rival  as  an  actual  copy  of  the  device 

itself. 

THE  REAL  SALESMAN 

By  Caldwell  Henderson 

One  who  has  a  steady  eye,  a  steady 
nerve,  a  steady  tongue  and  steady 
habits. 

One  who  understands  men  and  who 
can  make  himself  understood  by  man. 

One  who  turns  up  with  a  smile,  and 
still  smiles  if  he  is  turned  down. 

One  who  strives  to  out-think  the  buy- 
er rather  than  out-talk  him. 

One  who  is  silent  when  he  has  nothing 
to  say,  and  also  when  the  buyer  has 
something  to  say. 

One  who  takes  a  firm  interest  in  his 
firm's  interest. 

One  who  keeps  his  word,  his  temper, 
and  his  friends. 

One  who  wins  respect  by  being  re- 
spectable and  respectful. 

One  who  can  be  courteous  in  the  face 
of  discourtesy. 

One  who  has  self-confidence,  but  does 
not  show  it. 

One  who  is  loved  by  his  fellow  men. 
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Hardly  less  interesting  than  the  importance  which  is  attached  by  various  firms  to  their  trade 
marks  is  the  study  of  the  trade  marks  themselves,  which  study  usually  gives  a  glimpse  of  the  his- 

tory of  the  firm  so  using  it.  Above,  we  have  reproduced  about  twenty  different  trade  marks, 
selected  because  of  the  different  styles  represented  by  them. 

For  instance,  there  is  the  trade  mark  showing  the  signature  of  the  original  president  of  the 
firm.  Again,  there  is  the  trade  mark  showing  the  lighthouse  rising,  referring  to  the  ancient 
myth,  and  from  which  the  name  of  the  firm  is  derived.  Then  there  is  the  seal  style  of  trade 
mark,  containing  the  initials  of  the  name  of  the  firm;  or  the  same  seal  style  is  sometimes  used,  as 
will  be  seen  above,  in  connection  with  a  house  slogan.  Trade  marks  are  sometimes  originated  out 
of  an  artistic  arrangement  of  the  initials  of  the  name  of  the  firm  and  set  out  in  fancy  lettering. 
There  are  trade  marks  which  show  the  character  of  the  goods  or  merchandise  carried  by  the  firm.  An 
interesting  trade  mark  is  one  which  sets  out  the  character  of  merchandise  carried  as  well  as  giving  a 
picture  of  the  source  from  which  the  raw  material  entering  into  the  product  is  shown.  Other  trade 
marks  are  artistic  pictures  with  which  is  given  the  name  of  the  firm  in  fancy  lettering.  The  sun 
is  frequently  used  with  words  or  phrases  that  indicate  some  connection  between  the  rays  of  the 
sun  and  the  finished  product  carried  by  the  firm. 

Instructive  and  interesting  history  could  be  written  about  trade  marks  and  their  origin.  To 
the  retailer,  however,  there  is  no  more  important  fact  in  connection  with  them  than  that  they  afford 
a   guarantee   with   the  merchandise   bearing  the    trade  mark. 

Cancellations 
Have  Worked 

Great  Evil 
In  reviewing  the  activities  of  the  dry 

goods  section  of  the  Toronto  Board  of 
trade,  the  matter  of  cancellations  was 
dealt  with  and  the  habit  severely  scored. 
At  the  same  time,  suggestions  were  made 
whereby  the  evil  might  be  overcome. 
This  report  covers  the  year  1920  and  up 
to  the  end  of  April  of  the  present  year. 
Looking  to  the  future,  the  report  does 
not  give  much  encouragement  to  the 
pessimist.     It  says: 

"Since  1919  the  profession  of  the  pro- 
phet has  been  a  somewhat  discredited 

one,  and  he  would  be  bold  indeed  who 
would  assume  that  role  with  regard  to 
the  possibilities  of  the  future.  There 
are,    however,    even    now,    encouraging 

features,  amongst  them  the  fact  that 
for  the  past  three  months  the  volume  of 
business  has  been  almost  equal  to  that 
of  1920,  although,  of  course,  the  value 
of  turnover  has  decreased  enormously. 

'•The  need  of  the  hour  would  seem  to 

be  the  intelligent  painstaking  consider- 
ation of  all  proposed  business  commit- 

ments, and  the  exercise  of  sound  busi- 
ness prudence  in  buying,  selling,  and 

the  granting  of  credits." 
Dealing  with  cancellations,  the  report 

says: 

"The  most  discouraging  feature  of  the 
experience  through  which  we  are  pass- 

ing is  the  readiness  with  which  merch- 
ants all  over  the  country  have  cancelled 

orders  placed,  accepted,  and  provided  for, 
have  returned  goods  without  just  rea- 

son, and  demanded  allowances  to  which 

they  were  not  legally  or  morally  en- 
titled. 

"This  is  a  matter  which  demands  the 
earnest  consideration  of  all  branches  of 

the  trade.  There  would  seem  to  be  no 

better  method  of  accomplishing  the  re- 

moval of  this  grievance  than  by  the  for- 
mation of  a  Dominion-wide  wholesale 

association,  which,  in  co-operation  with 
the  Retail  Merchants  Association  of 
Canada,  could  adopt  such  a  policy  of 
education  in  business  ethics  as  would  re- 

sult in  each  branch  of  the  trade  receiv- 
ing a  square  deal. 

"Members  of  the  section,  acting  with 
the  Retail  Merchants,  Merchant  Tailors, 
Clothiers  and  other  Associations,  made 
representations  to  the  Government  from 
time  to  time  which  resulted  in  a  consid- 

erable amelioration  of  the  requirements 

of  the  Luxury  Tax  and  ultimately  result- 
ed in  the  complete  abolition  of  the  act, 

a  step  which  has  benefited  both  the 
trade  and  the  public. 

"Similar  representations  with  regard 
to  the  basis  of  exchange  for  duty  pur- 

poses were  followed  by  the  inaugura- 
tion and  pursuance  of  a  more  equitable 

policy." 
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The  Markets  at  a  Glance 
Further  Reductions  in  Cotton  Lines  Early  in  May — Linen  Prices  to  be  Higher  in  the  Fall- 

Dress  Silks  Quieter,  But  Good  Sale  of  Organdies  Continues — Brisk  Demand  For 

Veilings — Retailers  Are  Buying  Conservatively. 

SORTING  business,  together  with  what  placing  for 
Fall  is  going  forward,  is  making  business  fairly  good 

in  the  wholesale  circles.  It  is  not  alone  in  the  retail 

circles  that  competition  is  keen;  wholesale  houses  are 
Bending  their  traveller-  out  more  frequently  and  are  con- 

siderably more  aggressive  after  business  than  was  the 
case  a  year  or  eighteen  months  ago.  They  state  that 
orders  are  very  spasmodic  from  the  trade,  and  we  have 
heard  of  one  or  two  instances  that  hear  this  out  remark- 

ably well.  A  certain  traveller  down  in  one  of  the  Eastern 

cities  "worked"  a  city  one  week,  getting  about  $1,000 
worth  of  business.  He  thought  he  would  take  another 
trip  to  this  city  before  returning  to  his  house  and  was  sur- 

prised— and  delighted — to  pick  up  about  $12,000  worth 
of  business  during  this  week.  This  is  characteristic  of 
the  manner  in  which  the  trade  is  buying  which  still 

further  emphasizes  their  '"hand-to-mouth"  policy  of  buy- 
ing, a  policy  which  is  commended  in  many  wholesale 

circle-. 
There  is  very  little  Fall  placing  being  done  as  yet, 

though  many  travellers  have  been  out  on  the  road.  Un- 
certainty i-  still  uppermost  in  the  mind  of  the  retailer 

with  regard  to  developments  of  Fall  business;  and  with 
this  uncertainty  he  associates  the  belief  that  he  can  get 
what  he  wants  when  he  wants  it.  In  some  instances,  so 
say  wholesalers,  he  stand-  likely  to  be  disappointed. 

Cottons 

Since  the  last  issue  of  Dry  Goons  Review  there  have 

been  further  reductions  in  cotton  lines — staple,  colored, 
and  fancy.  These  reductions  were  announced  early  in 
the  month  and  are  effective  through  all  Canadian  mills. 
They  were  made  to  meet  further  reductions  that  had 
been  made  in  the  United  States,  and  wholesale  houses 
have  again  written  off  some  of  their  profits  to  meet  these 
prices.  In  bleached  and  unbleached  sheetings,  the  reduc- 

tions run  from  about  121'-  to  IT1-?  per  cent.,  while  in 
ed  cottons  the  reductions  run  from  15  to  20  per  cent. 

In  print-,  flannelettes,  etc.,  the  reductions  are  about  15 
to  20  per  cent.  These  revisions  have  not  affected  the  sales 
in  staple  cotton  departments  quite  as  much  as  in  the  cot- 

ton dress  goods.  Wholesalers  state  that  these  recurring 
reductions  have  a  still  further  tendency  to  unsettle  buy- 

ers' minds. 
Carpets 

Revised  prices  from  the  Canadian  carpet  mills  were 
expected  early  in  the  month,  but  at  this  time  of  writing 

not  come  forward.    Wholesalers  expect  that  the  new 
ill  -how  a  reduction  in  prices  ranging  from  15  to 

25  per  cent.     As  a  result,  they  are  not  buying  anything 
from  the  mills  at  the  present  time;  moreover,  their  own 
stock-  are  quite  heavy.  New  lists,  probably  containing 
revisions  downward,  are  also  expected  from  the  English 

mills  in  July.     Then-  ia  to  be  a  meeting  of  the  Carpet 
Mills  Association  there  in  July  and  Canadian  wholesal- 

r<   expecting  reductions.     Agents  of  British  houses 
here  are  not  doing  a  great  deal  of  business,  owing  to  the 
uncertainty  of  their  prices  for  the  next  month  or  so. 

There  have  been  no  further  reductions  in  linoleum 

price-,  but  wholesalers  are  looking  for  an  anhouncemenl 

within  a  short  time  that  they  may  be  of  interest  to  the trade. 

Smallwares  and  Hosiery 

Tn  fancy  goods  and  smallwares,  business  is  fairly 
good,  the  bulk  of  it  being  done  in  small  orders.  One 
house  stated  that  they  are  getting  more  letters  than  ever 
1  cfore  containing  small  orders.  While  lines  of  woollens 
have  fallen  off,  the  sales  in  stamped  art  work,  such  as 
rompers  and  dresses,  have  been  exceedingly  good.  There 
lias  also  been  a  brisk  demand  for  centrepieces.  With 
two  or  three  national  holidays  in  the  offing,  there  has 
been  the  usual  demand  for  flags,  bunting  and  other 
such  decorations. 

The  demand  for  silk  hosiery  has  kept  up  very  well, 
with  the  result  that  an  actual  shortage  in  some  lines  is 
reported.  Wholesalers  state  that  a  shortage  of  other  lines 
carried  in  their  small  wares  department  is  threatened  be- 

cause the  mills  making  them  are  not  getting  orders. 
Linens 

The  linen  situation  is  one  of  the  most  interesting  of 
all  dry  goods  lines  at  the  present  time  because  of  the 
extreme  difficulties  that  are  being  met  in  getting  the 
raw  materials.  Russia,  formerly  the  source  of  supply  of 
the  flax,  has  long  since  ceased  to  export  it.  Ireland  is 
now  almost  in  the  same  position.  Up  until  a  short  time 
ago,  the  British  Government  guaranteed  the  price  of  the 
raw  material  to  the  Irish  farmer.  This  guarantee  has 
now  been  withdrawn,  with  the  result  that  the  Irish  farmer 
is  not  going  in  for  flax  growing,  but  is  devoting  his 
energies  to  foodstuffs.  The  situation  there  was  very  well 
outlined  to  F>tcy  Goods  Review  by  the  Canadian  agent 
of  one  of  the  largest  linen  houses  in  the  world.  "There 
are  very  few  mills  producing  on  the  looms,"  he  said. 
"What  the  trade  is  offering  is  what  is  in  stock,  made  up 
of  yarns  bought  previous  to  or  on  the  very  peak  and  the 
result  is  that  they  have  got  to  meet  the  present  slump 
in  business  and  in  order  to  unload  are  taking  severe 

losses.  To-day,  merchandise  is  being  offered  at  prices 
that  will  obtain  only  until  these  last  are  unloaded  at 
prices  away  below  what  fall  prices  will  be  when  the  new 
work  is  put  on  the  looms.  The  man  who  buys  to-day 
will  be  the  fortunate  one,  not  only  in  price,  but  in  the 

goods  themselves." The  latest  information  from  Ireland  on  the  situation 

may  b< summarized  as  follows :- 
Flax — The  Irish  market  still  continues  small  and 

prices  in  the  low  and  medium  have  advanced  but  the 
netter  end  remains  about  the  same  value. 

On  the  continent,  prices  are  firmer  in  all  classes,  espe- 
cially in  low  and  dew-retted. 

German  spinners  are  buying  freely  in  dew-retted 
flaxes  and  there  is  also  more  buying  by  Irish  and  Scotch 

spinners. The  reports  of  the  brairds  in  the  early  districts  are 
good,  but  the  sowing  is  small;  there  has,  however,  been 
more  demand  for  seed  during  the  last  ten  days. 

YARNS — On  the  whole,  a  rather  better  market  dur- 
ing the  past  week.    Manufacturers  are  very  bare  of  stocks 
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and  for  most  orders  that  arc  taken  have  to  make  provision 
for  the  same. 

Owing  to  advance  in  foreign  flax,  prices  of  good 
qualities  are  firm.  Spinners,  especially  those  who  are 
closed  down,  are  not  inclined  to  follow  the  cheap  offers 
which  come  almost  entirely  from  the  dealer. 

WEAVERS — There  was  a  decidedly  healthier  de- 
mand for  goods  this  week  than  has  heen  experienced  in 

the  past.  Orders  have  heen  placed  for  fair  quantities  of 
damask,  napkins,  canvas  and  other  varieties. 

Merchants'  Departments — Market  conditions  remain 
very  quiet.  Some  orders  for  crashes  and  damasks  have 
heen  placed  for  Canada  and  the  United  States  but  total 
buying  is  still  very  restricted.  Until  the  coal  strike  is 
settled,  better  business  cannot  be  expected  from  the  home 
market. 

Silks 

Dress  silks  during  the  last  two  weeks  have  been  mov- 
ing slowly  on  account  of  the  larger  demand  for  organdies 

but  it  is  expected  by  the  silk  men  that  the  demand  for 
foulards  will  pick  up  again  with  the  first  of  June  when 
the  hot  weather  is  in  sight.     The  demand  for  silks  and 

crepe  <le  chine  for  underwear  has  been  verj  good.  Prices 
arc  undergoing  very  little  change  either  here  or  in  the 

Japanese  or  European  markets.  There  are  some  fluctua- 
tions in  the  Japanese  markets  but,  for  this  time  of  the 

year,  they  are  firmer  than  is  usual  with  them. 
Accessories 

With  the  boating  season  coming  on  very  shortly,  the 
sale  of  veilings  during  the  last  few  weeks  has  been  very 

large.  (  dove  men  are  waiting  for  the  ready-to-wear  man- 
ufacturers to  announce  their  Fall  styles  before  they  can 

be  certain  about  the  long  or  the  short  glove  to  go  with 

this  important  line  of  the  lady's  wardrobe.  Handker- chiefs for  Christmas  have  been  very  lively  during  the  last 
few  weeks.  Collars  have  had  a  good  run  recently  on 
account  of  the  craze  for  wearing  a  suit  without  a  blouse. 

Ready-to-Wear 
Ready-to-wear  manufacturers  are  busy  preparing  their 

Fall  models.  A  number  of  them  profess  to  be  rather  in 
doubt  as  to  the  outlook ;  on  the  other  hand,  there  are  not 
a  few  who  believe  that  the  Fall  business  will  be  good  and 

they  are  going  out  to  make  it  such.  A  foreword  on  Fall 
models  will  be  found  elsewhere  in  this  issue. 

INCREASING   EDITORIAL 
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retail  trade.  Readers  of  this  paper  are 
urged  to  send  enquiries  to  us  regarding 
information  that  may  be  obtained  from 
this  source  and  they  will  be  attended  to 
by  Miss  Gsell. 

It  may  be  of  passing  interest  to  the 
readers  of  Dry  Goods  Review  to  catch 
a  glimpse  of  the  effort  that  is  put  into 
this  publication  from  month  to  month. 
To  give  reliable,  advance  information  on 
forthcoming  styles  in  all  lines  of  goods 
pertaining  to  the  dry  goods  trade  is  an 
objective  of  the  editorial  staff.  To  give 
dependable  information  on  the  condition 
and  tendency  of  the  market  is  not  less 
desirable,  for  on  this  information  we 
realize  that  action  may  be  taken  by  some 
of  our  readers  which  involves  a  consid- 

erable amount  of  money. 
To  give  this  service  alone  requires  the 

collection  of  information  from  many 
sources,  retail,  manufacturing  and  whole- 

sale. In  gathering  this  information,  we 
have  always  had  the  hearty  co-operation 
of  retailer,  manufacturers  and  whole- 

salers and  we  are  always  indebted  to 
such  who,  either  by  communication  or 
telephone,  accord  us  this  courtesy. 

Merchandising    Service 

There  is  another  branch  of  editorial 
service,  however,  which  is  not  less  im- 

portant than  that  already  referred  to, 
that  is,  the  merchandising  service.  Mer- 

chants all  over  Canada  are  constantly 
confronted  with  problems  with  regard  to 
bookkeeping  methods  that  simplify  their 
work,  merchandising  methods  that  pro- 

mote the  growth  of  this  or  that  depart- 
ment in  their  store,  advertising  methods 

that  bring  results,  internal  management 
that  encourages  and  develops  efficiency 

on  the  part  of  the  sales'  staff.  It  is  not 
the  policy  of  the  editorial  staff  of  Dry 
Goods  Review  to  theorize  on  these  prob- 

lems.    It  is  the  man  who  has  faced  these 

problems  and  has  settled  them  who  is 
best  able  to  pass  along  to  his  brother- 
merchant  suggestions  gleaned  from  his 
own  experience  which  will  assist  with  the 
every-day  problems  of  retailing.  Dry 
Goods  Review  is  ever  searching  for  that 
man,  finding  out  how  he  has  made  a  suc- 

cess of  this  or  that  or  the  other  phase  of 
retailing.  We  will  go  anywhere  and  at 
any  time  to  get  first-hand  information 
about  a  merchandising  or  advertising 
plan  or  store  system  that  has  worked 
successfully.  Dry  Goods  Review  is 

really  the  "Exchange"  for  progressive 
ideas  that  are  being  worked  out  by  the 
retailer  himself.  From  these  ideas,  col- 

lected from  sources  widely  separated,  we 
are  often  able  to  collate  them  that  a 
better  idea  is  evolved  out  of  the  two.  In 
this  phase  of  trade  journalism,  we  seek 
the  co-operation  of  the  trade  from  the 
Atlantic  to  the  Pacific,  assuring  them  at 
all  times  that  the  strictest  confidence 

is  always  .kept  by  us  where  it  is 
desirable. 

Future  Plans 

The  Western  field  is  proving  more  and 
more  fruitful  as  a  source  of  information 
regarding  aggressive  merchandising 
methods.  As  closely  as  we  are  keeping 
in  touch  with  this  field,  we  expect  to 
keep  more  closely  in  touch  with  it 
through  the  new  representatives  we  are 
sending  to  that  field  all  the  time.  Roy 
Hunter  in  Vancouver  is  now  beginning  to 
strengthen  the  editorial  service  by 
monthly  articles  from  the  far  Western 
province  and,  through  him  and  others 
Dry  Goods  Review  expects  to  give  in- 

creasing prominence  to  the  Western 
field. 

If  there  is  any  information  that  will 
be  of  help  to  you  and  which  it  is  in  the 
power  of  the  editorial  staff  to  impart  to 
you,  we  will  always  be  glad  to  get  your 
inquiries.  On  the  other  hand,  if  you 
have  worked  out  successfully  some  plan 
that  has  made  you  a  better  merchant  or 

brought  you  good  results  in  some  way 
or  other,  we  would  be  glad  to  hear  about 
it  from  you.  These  are  the  things  that 
help  the  trade.  If  you  have  an  idea  and 
someone  else  has  an  idea  and  you  ex- 

change ideas,  you  each  have  two  ideas. 
We  want  to  be  the  medium  of  that  ex- 

change. Don't  forget  to  WRITE  to  us 
if  you  have  worked  such  a  plan. 

HAD    SUCCESSFUL    SALE    BY    PAY- 
ING RAILWAY  FARES 

J.  Sutcliffe  and  Sons,  dry  goods  mer- 
chants of  Lindsay,  Ont.,  carried  out  a 

novel  scheme  for  increasing  sales  this 

Spring.  Anticipating  that  business 
would  be  rather  quiet  because  of  the  bad 
roads  in  the  early  Spring  it  was  thought 
that  a  method  of  sustaining  trade  as 

well  as  stimulating  it  would  be  to  en- 
courage travel  by  rail.  Many  customers 

will  come  to  town  on  a  shopping  expe- 
dition when  it  requires  only  a  trip  by 

motor  or  horse  while  they  will  not  think 
of  coming  by  train. 

The  plan  was  that  the  Sutcliffe  firm 
was  to  pay  the  railway  fares  of  their 
customers.  For  every  dollars'  worth  of 
goods  purchased,  a  mile  of  railway  fare 
was  paid.  This  policy  was  well  adver- 

tised in  the  papers  of  Lindsay  and  sur- 
rounding country. 

Though  unable  to  state  how  many  cus- 
tomers were  induced  to  leave  home  who 

would  not  otherwise  have  come,  the  com- 
pany claim  that  a  great  increase  in  sales 

resulted.  The  total  amount  of  goods 

purchased  by  each  buyer  was  noticeably 
heavier  than  usual.  The  offer  to  refund 
was  made  to  cover  a  period  of  two 
weeks  so  that  all  prospective  purchasers 

were  given  sufficient  time  to  take  ad- 
vantage of  it. 

So  successful  was  the  enterprise,  that 

the  plan  is  now  under  consideration  of 
trying  out  at  another  time  the  scheme 
of  offering  to  pay  customers  for  the 
gasoline  used   in  motoring  to  town. 
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Developing  Trade  Among  Summer  Residents 
Many  of  the  Lines  of  Women's  Wear  Bought  in  the  City  Might  Be  Bought  as  Easily  and 

Cheaply  in  Nearby  Towns  or  Cities — Reaching  Summer  Cottagers  by  Direct  Mail 
and  Letting  Them  Know  You  Are  Ready  to  Supply  Their  Needs. 

ONE  of  the  most  miserable  persons 
in  the  world  is  the  man  who  is 
sent  back  to  the  city  from  his 

Summer  residence,  which  overlooks  the 
cool  waters  of  some  delightful  little 
stream  or  lake,  to  purchase  a  long  list  of 
"wants"  for  the  Summer  cottagers,  and then  has  to  endure  the  terrific  heat  of  a 

Midsummer's  day  in  carrying  heavy  or 
awkward  parcels  through  the  swelter  of 
a  roasting  passenger  coach.  This  is  the 
common  experience — too  common,  many 
of  them  will  say — of  many  men  who 
spend  their  Summers  near  the  water's 
edge.  Either  they  are  sent  to  the  city 
during  the  week  or  they  are  asked  to 
bring  innumerable  things  back  with 
them  when  they  come  to  spend  the  week- 

end. And  how  they  hate  it!  Some  men 
openly  rebel  at  the  performance,  and  the 
big  mail-order  houses  usually  step  into 
the  breach  with  their  promises  of  quick 
and  safe  delivery  to  Summer  homes. 
They  specialize  on  this  kind  of  trade 
during  the  Summer  months  because  the 
opposition  of  smaller  merchants  in  near- 

by towns  and  cities  adjoining  Summer 
residences  has  not  been  keen  enough  to 
make  it  unprofitable  for  them.  Not  only 
does  it  bring  a  good  profit  during  the 
season,  but  it  is  one  of  the  service  arms 
of  the  organization  which  serves  them 
in  good  stead  the  year  round.  People 
do  like  to  be  made  to  feel  that  their 
wants  and  foibles  are  being  looked  after. 

There  are  hundreds  of  such  Summer 
resorts  all  over  Canada  which  lie  near 
little  towns  and  cities  and  to  them  thous- 

ands of  people  go  out  from  the  large 
centres  every  Summer  for  one,  two, 
three,  or  even  four  months. 

Potential   Cutsomers 

You,  Mr.  Merchant,  who  are  conduct- 
ing business  in  one  of  these  towns  near 

a  popular  Summer  resort,  are  you  mak- 
ing the  most  out  of  your  opportunity  to 

build  up  a  profitable  Summer  business 
amongst  these  Summer  residents?  What 
steps  have  you  ever  taken  to  develop  a 

good  Summer's  business  with  these 
"idle  rich"  who  spend  eight  or  twelve 
weeks  within  gun  shot  of  your  store  and 
who  are  good  spenders  ?  Perhaps  the 
biggest  end  of  their  business  during  the 
Summer  months  is  in  the  grocery  line, 
but  there  are  not  a  few  requirements 
that  can  only  be  filled  at  a  dry  goods 
store.  Summer  hosiery,  sports  garments 
of  all  kinds,  lingerie,  handkerchiefs, 
Summer  millinery,  bathing  suits,  and  a 
host  of  other  articles — there  are  things 
that  the  Summer  resident  requires  and 
which,  in  too  many  cases,  he  is  putting 
in  that  long  list  that  goes  to  the  city 
during  the  week  and  which  come  back 
in  that  heavy  parcel  which  a  tired  man 

Pithy  Points  on  Advertising 
Harold  E.  Cooper,  advertising  manager  of  Robinson  MacBean,  Ltd.,  of 

Moose  Jaw,  has  some  very  definite  views  with  regard  to  the  subject  to  which 

he  devotes  his  attention.  "We  believe  in  telling  our  tale  in  the  fewest  words 
possible,  and  in  the  fewest  possible  syllables.  Brevity,  without  missing  the 
point  you  desire  to  tell  your  readers,  will  accomplish  more  than  an  adver- 

tisement, choked  with  high-sounding  phrases. 

"We  don't  believe  in  haranguing  our  readers  about  the  market  falling 
to  pieces,  or  constantly  extolling  our  merchandising  virtues,  or  proclaiming 
our  uncanny  foresight.  If  we  advertise  certain  kinds  of  goods  as  under- 
priced  and  have  a  legitimate  and  believable  reason,  we  tell  'em  so,  but  we're brief. 

"We  pay  careful  attention  to  typography  and  layout  and  believe  it  is  time 
well  spent.  Too  many  advertisers  hurry  through  with  their  layout  and  the 
result  is  a  poor  advertisement.  Also,  I  might  state  here,  too  many  adver- 

tisements advertise  the  advertiser,  rather  than  the  store  and  the  merchan- 
dise. 

"If  you  think  the  public  read  advertisements  for  fine  literature,  forget  it. 
We  believe — in  fact,  we  know — we  are  paying  a  lot  of  money  for  space  and, 
therefore,  try  to  make  the  best  possible  use  of  it." 

curses  at  every  footstep  of  the  way  dur- 
ing the  hot  Summer  day  when  he  is  com- 

pelled to  "lug"  it  along  in  a  hot,  dusty, 
and  dirty  train. 

Reach  Them  by  Direct  Mail 

The  first  step  that  might  be  advisable 
to  take  to  get  in  touch  with  these  resi- 

dents would  be  to  get  their  names  and 

city  addresses.  Usually  the  local  news- 
paper would  be  a  fruitful  source  of  in- 

formation for  these  particulars.  The 
post  office  could  help  with  the  addresses. 
Many  people  go  to  the  same  resort  year 
after  year  where  they  have  their  Sum- 

mer cottage  and  are  fairly  well  known. 
A  nice  letter  written  to  them  a  month 
or  so  before  the  Summer  season  opens, 
telling  them  that  you  have  a  full  stock 
of  Summer  requirements,  that  your 
prices  will  bear  comparison  with  city 
prices,  that  the  trouble  and  expense  of 
shipment  can  be  saved  by  purchasing 
within  walking  distance  of  their  Sum- 

mer home,  that  deliveries  at  all  times 
are  daily,  that  you  would  be  glad  to  get 
anything  for  them  during  the  Summer 
which  you  did  not  happen  to  have  in 
stock  at  the  moment — would  not  a  letter 
of  this  kind  be  a  good  beginning  toward 
working  up  a  good  Summer  trade  with 
Summer  residents.  People  leave  the 
city  during  the  Summer  time  because 
they  are  tired  of  its  heat,  its  crowds  and 
its  dust;  and  they  are  as  glad  perhaps 
to  find  the  occasion  which  will  keep  them 
away  from  it  during  the  Summer 

months.  Moreover,  people  are  very  hu- 
man and  they  like  to  feel  that  a  personal 

interest  is  being  taken  in  their  wants. 
Direct  mail  advertising  with  these  people 
from  the  storps  near  their  Summer  resi- 

dences would,  in  some  localities  we  know 
of,  be  an  entirely  new  venture  and  we 
are  bold  enough  to  predict  that  it  would 

bring  good  results.  One  of  the  unpleas- 
ant things  about  going  to  a  Summer  re- 

sort is  the  amount  of  packing  up  of  sup- 
plies that  has  to  be  done.  A  timely  let- 

ter to  such  people  might  get  rid  of  some 
of  this  unpleasantness;  it  would,  at  least, 

be  a  good  bow  to  them  for  their  Sum- 
mer requirements  as  the  season  pro- 

gresses. The  Week-End  Visitors 
There  are  many  city  folks  who  only 

spend  the  week-end  at  these  Summer 
resorts.  Again,  the  local  newspaper 
usually  makes  mention  of  their  arrival 
in  the  social  column  of  their  issue. 
Among  them  are  many  young  ladies  who 
have  their  own  particular  reasons  for 

looking  their  very  best  over  the  week- end. 

Is  it  not  worth  while  carrying  novelty 
things  for  these  young  ladies  ?  and  would 
it  not  pay  to  reach  them  by  direct  mail 
and  invite  them  to  drop  in  and  have  a 
look  at  some  of  the  latest  Summer  nov- 
elties? 

We  feel  that  some  consistent  direct 

mail  advertising  among  Summer  resi- 
dents— both  before  they  leave  for  their 

Summer  homes  and  after  they  reach 
them,  and  among  many  of  the  young 

women  who  go  to  them  for  the  week-ends 
during  the  entire  Summer — would  bring 
excellent  results.  Direct  mail  advertis- 

ing is  not  an  expensive  method  of  reach- 
ing prospective  custom.  But  it  can  be 

made  to  be  most  effective  and  we  feel 

that  the  opportunity  to  work  up  this 
kind  of  a  trade  is,  in  some  localities,  be- 

ing- lost. 
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The  Chart  as  an  Aid  to  Turnover 
Sets  a  Department  Objective  and  Gives  Bonus  to  Salespersons  if  They  Reach  Objective 

Provides  Cue  For  Advertising  Manager  to  Help  Along  Departments — Improves 
Internal  Service. 

ADVERTISING  and  service  are
  the 

two  strong  arms  of  the  retail  organiza- 
tion. Advertising  is  for  the  purpose  of 

bringing  prospective  customers  to  the  doors 
of  you*  store;  service  is  what  they  get  after 
they  have  entered  the  portals  of  your  store. 
Service  is  what  the  customer  gets  in  the  way 

of  quality  in  merchandise  and  attention 
from  the  salesperson  who  waits  on  him. 

Now,  the  quality  of  the  merchandise  pur- 
chased for  any  store  is  usually  determined 

by  a  tried  principle  to  which  the  proprietor 
or  directors  are  committed  after  some  years 
of  experience.  But  the  type  of  service  given 

by  the  members  of  the  sales'  staff  depends 
more  particularly  on  the  individual  who,  aside 
from  abiding  by  rules  and  regulations  set 
forth  by  the  management,  puts  something  of 
his  own  or  her  own  individuality  into  his  or 
her  work.  The  individual  element  is  some- 

thing that  can  be  developed  and  encouraged 

in  various  ways  by  the  proprietor  or  the 
management  of  a  store,  and  in  times  when 
every  effort  must  be  put  forth  to  maintain  or 

increase  the  turnover  in  the  year's  business, 
it  is  wise,  perhaps,  that  serious  considera- 

tion be  given  to  such  ways. 

The  Two  Ways 

There  are  the  two  ways,  therefore,  to 
maintain  or  increase  the  turnover  of  busi- 

ness during  the  present  year — by  aggressive 
advertising,  and  by  better  service  from  the 
inside  of  the  organization.  We  find  that 
there  are  some  merchants  who  are  cutting 
down  on  their  advertising  appropriations 
for  the  year,  and  we  believe  that  they  are 
making  a  mistake.  If  advertising  has  value 
at  all — and  there  can  be  no  doubt  about  it — 
it  assuredly  has  the  greater  value  when  busi- 

ness is  harder  to  get.  If  you  will  make  a  care- 
ful examination  of  the  livest  firms  of  your 

acquaintance,  you  will  find  out  that  they  are 
increasing  their  advertising  appropriation 
this  year  rather  than  decreasing  it. 

Practically  all  merchants,  however,  are 
convinced  that  better  service  from  the  inside 
of  the  organization  is  an  essential  for  the 
year.  It  is  real  salesmanship  this  year  that 

counts.  Members  of  the  sales'  force  are  no 
longer  order  takers;  they  must  be  salesmen 
and  saleswomen.  But  how  to  encourage  or 
develop  their  qualities  of  salesmanship  may 
be  a  problem  not  yet  solved  in  the  minds  of 
many. 

A  Chart 

On  this  same  page  is  reproduced  a  chart 
that  is  being  used  by  one  of  the  livest  re- 

tailers known  to  the  writer.  For  obvious 
reasons  the  name  is  not  given.  The  letters 
underneath  the  various  columns  are,  of 
course,  for  the  different  departments  in  the 
store.  The  monthly  records  of  each  depart- 

ment for  the  last  two  years  were  carefully 
considered  and  an  objective  fixed  for  the 
month  of  April  for  each  department.  The 
heavy,  centre  line  is  the  objective  line;  the 
percentages  under  that  line  are  the  per- 

centages leading  up  to  the  objective,  and  the 
percentages  over  the  line  are  those  in  excess 
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The  upriqli  fed  Line  denotes  ike  percent  s>f  each Deph April  Satos  (aifesf 

Above  is  a  reproduction  of  the  chart  used  and  described  in  the  accompanying 
article.  How  this  is  working  out  may  be  judged  from  a  study  of  the  chart  itself. 
The  picture  was  taken  about  a  week  before  the  close  of  the  month  and  it  will  be 

seen  thai  eleven  out  of  the  twenty  departments  are  already  "over  the  top." 

of  the  objective.  This  chart  is  placed  in  the 
basement  of  the  department  store,  where 
the  scheme  is  being  worked  out  and  where 

every  member  of  the  sales'  force  can  see  it. 
It  is  worth  mentioning  that  every  member  of 

the  sales'  force  does  see  it,  too.  The  writer 
watched  many  of  the  members  of  the  force 
as  they  examined  it  before  starting  their 
work  in  the  morning,  showing  that  they 
were  taking  an  intense  interest  in  it.  After 

each  day's  business,  the  sales  of  each  depart- 
ment are  marked  up  by  the  red  line  that  can 

be  seen  on  the  chart.  In  the  morning,  there- 
fore, or  any  time  during  the  day,  each  sales- 

person in  every  department  knows  within 
what  percentage  their  particular  department 
of  the  objective  that  has  been  set. 

The  actual  dollars  and  cents  set  in  the 

objective,  or  the  actual  dollars  and  cents  in 
business  done  every  day  are  not  known  to 

the  members  of  the  sales'  staff;  they  are 
known  only  to  the  department  heads.  The 
percentages,  shown  from  day  to  day,  are 
really  all  that  is  required  to  show  how  the 

department  is  progressing  toward  the  objec- 
tive line. 

Value   of   Chart 

The  head  of  this  firm  attaches  consider- 
able importance  to  the  fact  that  this  chart 

is  an  open  book  to  the  members  of  the 

sales'  staff,  showing  how  each  department 
is  doing  every  day  of  the  week.  In  another 
month  when  a  second  chart  is  started  it 
will  be  even  more  valuable  because  it  will 

show,   from   day   to  day,    how   the  depart- 

ment is  getting  along  in  comparison  with 
the  previous  month.  Every  member  of 

the  sales'  staff  can  tell  by  a  glance  at  the 
chart  how  far  they  are  from  the  objective 
and  how  long  they  have  to  reach  it.  We 
have  talked  with  a  number  of  retailers 
who  have  had  something  of  the  same 
idea  in  their  heads  but  have  not  evolved 
the  actual  chart  here  shown  and  which  will 
be  invaluable  to  them. 

Works  With   Advertising 

This  chart  is  also  invaluable  to  the  adver- 
tising manager  in  the  way  of  assistance  to 

departments  not  getting  along  with  their 
objective.  In  this  store  there  is  a  splendid 
store  spirit;  salespersons  in  one  department 

are,  of  course,  anxious  to  see  their  own  de- 
partment reach  the  objective  line  first,  but 

they  are  none  the  less  anxious  to  see  the  other 
departments  reach  theirs.  If  the  chart  shows 
when  the  month  is  about  two-thirds  gone 
that  certain  departments  are  not  likely  to 
reach  their  objective  or  are  falling  behind, 
the  advertising  manager  can  devote  extra 
space  in  the  daily  advertisement  to  those 
departments.  In  comparing  the  advertising 
given  to  such  departments  with  that  given 
them  a  year  ago,  it  may  be  found  that  they 
are  getting  as  much  as  they  got  a  year  ago 

and  that,  therefore,  the  members  of  the  sales' 
force  in  these  particular  departments  need  a 

little  encouragement  in  their  sales'  methods. 
The  Reward 

The  head  of  this  firm  is  convinced  that  the 
Continued  on  page  58 
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Conducts  Training  Classes  in 
Salesmanship 

C.  H.  Smith  Co.,  Ltd.,  of  Windsor,  Infuse  Spirit  of  Specialization — Efficiency  of  Sales  Staff 

a  Big  Factor  of  Success  and  Sen- ice — Improving  Selling  Ability. 

NINETEEN  hundred  and  tw
enty-one 

is  to  be  a  test  of  efficiency  and  ser- 
vice. Salesmanship  is  reaching  up  to 

a  new  standard;  the  days  of  the  order-taker 
are  gone.  The  period  in  which  we  live  is 
one  of  specialization;  everywhere  one  hears 

"He  is  a  specialist  in  this,  he  is  a  specialist 

in  that,  or  the  other  thing."  It  is  the  special- 
ist who  is  climbing  to  the  top  of  his  profes- 

sion, no  matter  what  that  profession  may  be. 
Be  he  doctor,  lawyer,  dentist  or  what  not, 
the  specialist  is  the  man  who  counts  and  who 
paves  the  road  to  his  own  doorway.  These 

professions,  these  specialists,  devote  years 
of  study  and  active  practice  to  climb  to  a 

position  of  pre-eminence  in  their  own  particu- 
lar sphere  of  life.  They  believe  it  is  worth  it, 

that  the  dignity  of  the  profession  and  the 
honor  that  goes  with  achievement  are  worth 
the  labor  of  years.  They  are  not  wrong. 
The  world  admires  the  man  who  reaches  the 

top  of  his  profession. 

Spirit   Invades  Trade 

This  same  spirit  of  specialization  has  crept 
into  the  trade.  There  are  men  who  believe 

that  salesmanship,  the  management  of  a 

store,  departmental  or  otherwise,  is  a  pro- 
fession, worth  years  of  careful  study.  In 

service,  they  believe  that  the  merchant  who 

serves  the  consumer  conscientiously,  faith- 
fully and  well  has  achieved  a  name  and  a 

reputation  not  less  deserving  of  commenda- 
tion than  the  doctor  or  the  lawyer  who 

reaches  the  top  of  his  profession  because  of 
his  distinguished  service  to  humanity.  To 

such  men,  the  days  of  the  old-fashioned 
storekeeper  are  gone.  It  takes  system, 
studious  management,  daily  analysis  of 

conditions,  local  and  dominion,  an  apprecia- 
tion of  the  rights  of  others  in  his  employ,  a 

keen  grasp  of  market  conditions  to  be  a 
highly  successful  merchant.  As  a  store  grows 
up  and  its  many  ramifications  get  beyond 
the  power  of  one  man,  other  specialists  are 

gathered  around  him,  and  the  whole  organ- 
ization becomes  infused  with  the  spirit  of 

specialization. 

The   Value   of   Training 

The  value  of  training  to  the  success  of  the 
modern  store,  departmental  or  otherwise, 
cannot  be  over-emphasized.  It  leads  to 

specialization.  Salesmanship  is  not  a  pro- 
m  for  the  inefficient;  it  will  become  less 

and  less  so  as  the  years  go  on.  The  store 
giving  the  best  service  is  the  store  with 
trained  salesmen  and  saleswomen.  That  is 
the  belief  of  C.  H.  Smith,  of  C.  H.  Smith 
Company,  Limited,  of  Windsor.  And  suiting 
his  belief  to  practice,  he  conducts  classes  in 
salesmanship  amongst  the  members  of  his 
staff.  Heads  of  departments  get  together 
and  talk  salesmanship,  and  then  the  heads 
of  the  department  talk  salesmanship  to  the 
salespersons  in  their  respective  departments. 
Here  La  one  of  the  lectures  given: 

How  Clerks  May  Increase  Their  Selling Ability 

Create  a  favorable  first  impression,  by 

being  prompt  in  approaching  every  customer. 
Attend  to  your  stock  with  your  mind  on  the 

aisle — customers  first;  then  merchandise. 
When  the  customer  approaches  discontinue 
any  work  you  may  be  doing  and  go  forward 
immediately. 

Meet  your  customers  more  than  half  way, 
without  seeming  to  hurry. 

Be  courteous — bow  recognition.  Look 
interested.  Smile.  Show  that  you  are  glad 
to  see  the  customer. 

Appear  to  be  energetic.  No  one  likes  to 
be  waited  upon  by  a  salesman  who  finds  it 
necessary  to  lean  against  the  shelves. 

Offer  your  services  immediately.  A  slight 
inclination  of  the  body  or  raising  of  the  eye- 

brows in  an  inquiring  manner  may  be  suffi- 
cient. If  not,  use  some  form  of  greeting  that 

stands  for  service,  instead  of  selling. 

Never  ask,  "What  price  do  you  want  to 

pay?"  Possibly  the  customer  doesn't  know. 
The  statement  that  she  wants  to  pay  a  cer- 

tain amount  will  make  it  difficult  to  sell 

something  more  expensive. 

Begin  showing  goods  as  quickly  as  possible. 
Do  not  ask  too  many  questions  regarding 
price,  size,  color,  etc.  You  should  be  able 
to  judge  about  what  will  suit,  and  by  doing 
so  you  will  please  the  customer. 

Your  first  words  about  the  goods  should 

give  the  best  reason  why  the  particular  cus- 
tomer you  are  serving  should  want  them.  If 

the  price  is  the  most  vital  selling  point,  use 
it  at  the  beginning  of  the  sale.  If  not,  create 
a  desire  for  the  article  and  the  price  will 

often  seem  low  by  comparison  with  the  ad- 
vantages of  the  purchase. 

Adapt  your  selling  talk  to  the  customer's words  and  actions.  If  she  looks  away  while 

you  are  talking,  pushes  the  goods  from  her  or 
picks  up  other  merchandise,  you  may  be 
sure  that  she  is  not  interested  in  what  you 

are  saying.  In  this  case,  you  will  immediate- 
ly attack  her  mind  from  another  angle. 

Be  positive  in  all  statements  regarding 

your  merchandise.  Don't  "think  or  guess  or 
believe."  You  should  know  all  about  the 
lines  you  are  handling,  where  they  come  from, 
how  they  are  made,  what  they  are  made  of, 
how  they  compare  with  similar  lines,  what 
may  be  expected  in  service.  Nothing  will 
inspire  confidence  more  than  demonstrating 
the  fact  that  you  know  your  goods. 

Talk  as  if  you  believed  what  you  said. 
Make  statements  as  if  they  were  well  known 
facts.  Get  the  customer  to  agree  that  what 
you  say  is  true,  and  she  will  have  no  reason 
for  refusing  to  purchase. 

Show  enough  goods  to  demonstrate  that 
you  are  willing  to  work  hard  to  please  the 
customer,  but  eliminate  as  rapidly  as  pos- 

sible those  not  vitally  interested,  so  as  to 
avoid  confusion  and  assist  in  arriving  at  a 
decision. 

THE  LATE  ROBERT  WRIGHT 

DEATH  OF  ROBERT  WRIGHT 

Robert  Wright,  one  of  Brockville's 
oldest  and  leading  merchants,  died  after 
an  illness  dating  from  September  1. 

Mr.  Wright  began  his  business  career 
with  George  Hutcheson,  one  of  the  early 

dry  goods  merchants  of  Brockville.  In 
1870  he  founded  the  Robert  Wright  Com- 

pany which  to-day  enjoys  a  reputation 
second  to  none  in  Ontario. 

The  new  officers  of  the  Wright  Com- 

pany are  all  the  deceased  man's  sons: 
President,  R.  Leslie  Wright;  vice-presi- 

dent, Albert  Wright;  secretary-treasur- 
er, Geo.  A.  Wright;  directors,  Alex.  I. 

Wright  and  W.  D.  Wright. 

THE   CHART    AN    AID 

(Continued  from  page  57) 

commission  plan  as  applied  to  the  members 
of  the  staff  is  a  good  thing,  especially  for  the 

present  year.  To  cut  salaries  would,  he 

feels,  be  to  lower  the  morale  of  the  force. 
On  the  other  hand,  it  is  a  difficult  year  to 

advance  salaries.  He  encourages,  therefore, 

the  members  of  the  staff  to  increase  their  own 

salaries  by  increasing  the  turnover  of  the 

store's  business.  When  the  objective  line  as 
shown  in  this  chart  is  reached  each  member 

of  the  sales'  staff  in  the  department  is  given  a 
$10  bill.  It  is  the  same  to  every  person  in  the 

department  from  the  manager  down.  That 

encourages  team  work  rather  than  individual 

effort. 
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Hostel  at  Moncton 
Atlantic  Underwear,  Limited,  Equip  Modern  Residence  For  Girl 

Employees — Recreation  Facilities  Have  Been  Provided. 

ONE  of  the  most  modern 
 girls' 

hostels  in  Canada  has  recently 
been  completed  by  Atlantic 

Underwear,  Limited,  for  the  accommoda- 
tion of  their  girl  employees  at  Moncton, 

N.B.  The  hostel  for  employees  is  an  in- 
novation in  the  Maritime  Provinces,  and 

the  Atlantic  Underwear  Company  is  to 
be  congratulated  upon  its  progressive- 
ness  in  thus  providing  congenial  and 
wholesome  quarters  for  their  girls.  The 
building  occupies  a  commanding  view  of 
th2  surrounding  country,  is  of  brick  fire- 

proof construction,  and  the  lighting  and 
sanitation  are  modern  to  the  last  degree. 

The  residence  was  planned  by  J.  W. 
Fraser,  A.R.,  LB. A.,  of  Moncton.  It  con- 

tains a  library,  living  and  rest  rooms,  a 
first  aid  and  hospital  ward,  well-lighted 
and  aired  bedrooms,  ample  bathrooms 
and  a  well-equipped  laundry  for  the  use 
cf  the  girls.  The  hostel  is  in  charge  of 
a  matron,  and  a  chef  supervises  the 
kitchen.  Food  and  lodging  are  provided 
at  cost,  and  will  not  be  in  excess  of  five 
dollars  a  week. 

Recreation  facilities  hvae  not  been 
overlooked,  for  the  company  realizes  that 
good  food  and  good  rooms  are  not  suffi- 

cient for  the  welfare  of  the  employees. 
The  girls  will  be  permitted  to  entertain 
their  friends,  and,  in  addition  to  a  good 
dance  floor  and  musical  instruments, 
games,  etc..  are  provided  for  this  pur- 

pose.     For    outdoor    amusement    tennis 

themselves     but     throughout     thu'     com- munity. 

It  has  always  been  the  policy  of  the 
company  to  attract  the  best  class  of  help 
attainable  to  their  employ — and  the 
present  large  investment  is  a  practical 
working  out  of  the  theory  that  only 
when  employees  are  well  provided  for 
physically  and  mentally,  can  the  highest 
quality  of  workmanship  be  obtained. 

Will  Endeavor 
to  Avoid  More 
Unemployment 

Provincial   Government  Calls  Conference 

on  Question 

Premier  E.  C.  Drury  of  Ontario  has 
initiated  steps  to  prevent,  if  possible, 
the  recurrence  of  conditions  with  regard 
to  the  unemployment  situation  that  ob 
tained  during  the  past  Winter  and 
Spring.  The  Premier  is  quite  alive  to 
the  hardships  endured  by  thousands  of 
men  and  their  families  during  the  past 
Winter,  when  it  was  impossible  for  them 

to  get  work  even  though  th?y  were  will- 
ing to  do  it.     Not  only  from  the  humani- 

Illustration  showing  the  new  hostel  opened  at  Moncton  for  the  girl 
employees  of  the  Atlantic  Underwear,  Ltd. 

courts   and   croquet  lawns   will    be   com- 
pleted by  early  Summer. 

The  Atlantic  Hostel  is  a  commendable 
effort  to  elevate  the  living  conditions  of 
the  girl  workers  and  to  provide  them 
with  all  the  comforts  and  facilities  of 
a  home.  Its  influence  will  undoubtedly 
be  reflected  not  only  among  the  employees 

tarian  viewpoint,  but  also  from  the 
financial  aspect  of  the  case,  it  has  been 
an  expensive  six  months  for  the  Provin- 

cial Government  and  for  several  of  the 
municipal  governments  in  some  of  the 
larger  cities  and  towns  of  the  province, 
in  fact,  of  the  whole  Dominion.  While 
actual  figures  have  not  been   given  out, 

it  is  understood  that  the  Provincial  Gov- 
c  rnment  has  spent  something  near  a 
quarter  of  a  million  dollars  in  the  last 
six  or  eight  months  in  relieving  the  un- 

employment situation  and  the  suffering 
(hat  has  followed  in  its  wake.  Mer- 

chants, particularly  in  the  very  large 
centres,  have  felt  this  depression  arising 
from  unemployment  in  many  of  the 
manufacturing  plants  in  their  respective 
communities.  Wherever  there  has  been 

a  shutting  down  of  industry,  there  re- 
tailers have  felt  the  result  in  lessened 

purchasing  power.  The  effect  of  unem- 
ployment has  not  only  tightened  the 

nurse  strings  of  the  unemployed,  but  it 
has  had  a  like  effect  on  others.  Na  one 
could  tell  just  when  unemployment  was 
to  strike  even  closer  home;  it  was  wise, 
therefore,  to  conserve  whatever  funds 
there  were  for  a  probable  rainy  day. 

Called    a    Conference 

It  is  the  desire  of  the  Premier  of  On- 
tario that  this  situation  may  not  arise 

next  Winter  if  it  is  at  all  possible  to 
avoid  it,  and,  with  an  eye  to  the  future, 
he  has  already  laid  what  plans  are  pos- 

sible to  cope  with  such  a  situation.  Mr. 
Drury  called  a  conference  of  representa- 

tives of  the  manufacturing,  wholesale, 
retail,  labor  and  U.F.O.  interests  and 
laid  the  matter  before  them,  telling  them 
what  he  would  like  to  be  done  to  avoid 

a  repetition  of  unemployment  next  Win- 
ter. He  reiterated  what  he  said  at  a 

recent  meeting  of  the  Credit  Men's  As- 
sociation when  he  stated  that  the  sooner 

we  all  got  down  to  rock-bottom  prices 
the  better,  and  he  urged  unon  all  the 
interests  represented  to  do  their  best  to 

bring  prices  down  to  rock-bottom  with- 
out any  unnecessary  dislocation  of  in- 

dustry. He  urged  that  buying  was  being 
d°laved  in  some  lines  because  it  was  the 
feeling  of  the  consumer  that  such  lines 
wcre  still  too  high  in  price.  He  made  a 
strong  point  of  co-operation  between  the 
representatives  of  industry  and  com- 

merce in  bringing  all  prices  down  to 
their  lowest  level,  so  that  normal  pur- 

chasing mieht  be  resumed,  shelves 
cleared  of  whatev°r  stock  there  was 
there  as  a  result  of  too  hi°rh  nrices,  and 
fho  wheels  of  industry  started  in  motion 
po-ain  so  that  unemployment  would  be relieved. 

POINT  BEING   SETTLED 

There  is  one  feature  of  the  budget 
that  has  caused  some  questioning,  that 

is,  whether  the  sales  tax  is  to  be  ab- 
sorbed by  wholesaler  or  manufacturer 

or  whether  it  is  to  appear  on  the  invoice 
as  formerly.  This  matter  was  not  dealt 
with  in  the  statement  of  the  Finance 
Minister.  He  has  been  asked  for  a  ruling 
on  the  question,  however. 

The  Henry  Morgan  Company,  of  Mont- 
real, has  made  a  recent  purchase  of  pro- 

perty in  that  city  and  it  is  expected  that 
this  is  only  the  beginning  of  a  series  of 
purchases  which  will  cover  two  entire 
V^oeks  within  a  short  time. 
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And  Now — 
Toronto  Printers  May  Strike 
THE  present  agreement  between  printers  in  book  and  job  offices  and  em- 

ployers in  Toronto  expires  May  31.  The  minimum  wage  paid  is  $35.20  per 
week  (increased  voluntarily  a  year  ago  by  the  employers  from  $32.00,  al- 

though the  agreement  had  a  year  then  to  run).  This  wage  covers  a  48-hour 
week. 

The  International  Union  is  demanding  a  week  of  44  hours  as  the  basis  for  all 
wage  scales,  and  the  Toronto  unions  are  demanding  a  wage  of  $44.00  per  week 
of  44  hours,  $8.80  more  per  week  for  4  hours  less  work. 

This  means  an  increase  of  from  73  cents  per  hour  to  $1.00  per  hour,  or  over  36%. 

Publishers  and  other  employing  printers  feel  that  under  present  conditions  of 
business  and  the  admitted  decreasing  cost  of  living,  the  increased  wages  and 
shorter   hours   demanded   by   the    International   Union   are   unreasonable. 

This  is  acknowledged  by  many  of  the  thoughtful  and  loyal  printers  employed  in 
the  Toronto  offices,  who  believe  that  the  International  Union  has  blundered  in 
its  demand  that  local  unions  shall  not  sign  new  agreements  except  on  the  basis 
of  the  44-hour  week. 

The  position,  however,  may  be  that  these  local  men  may  not  be  able  to  make  the 
International  officers  in  Indianapolis  see,  that  to  force  a  strike  now  on  these  un- 

reasonable demands  would  be  an  act  of  folly — and  a  strike  may  be  called  on 
June  1st. 

The  facts  of  the  case  are  presented  here,  for  the  information  of  the  sections  of 
the    public — subscriber   and    advertiser — reached   by  this  publication. 

The  attitude  of  the  employing  printers  is  shown  by  their  voluntary  action  in 
giving  a  10  per  cent,  increase  last  year  while  the  agreement  calling  for  the  mini- 

mum wage  of  $32.00  a  week  had  still  a   year  to  run. 

They  feel  strongly  now,  however,  that  this  is  not  a  time  when  an  increase  of  36 
per  cent,   in   the   labor   cost   of   production  should  be  permitted. 

If  publishers  are  forced  to  pay  $44.00  a  week  instead  of  $35.20  and  get  only  44 
hours  of  work  instead  of  48,  it  is  inevitable  that  subscription  and  advertising  rates 
must  advance.  No  business  can  stand  an  increase  in  its  wage  bill  of  36  per  cent, 
and  absorb  that  increase.  The  extra  cost  will  have  to  be  added  to  the  sale  price 
of  the  product. 

Publishers  sincerely  hope  that  the  great  body  of  sane  opinion  among  the  local 
printers  may  prevail  and  that  the  Indianapolis  officials  will  be  induced  to  with- 

draw their  unreasonable  demands  so  that  Toronto  printers  may  continue  to  find 
well-paid,    congenial   employment. 

If  this  sane,  thoughtful  opinion  does  not  prevail,  a  strike  seems  inevitable,  with 
its  equally  inevitable  result  of  loss  to  the  printers  and  publishers,  and  incon- 

venience and  loss  to  the  public. 

An  expression  of  the  opinion  of  readers  of  this  paper  on  the  Union's  proposals, 
involving  an  increase  of  36%  in  the  labor  cost  of  printed  matter,  is  asked.  Will 
you  not  write  a  letter  to  the  editor  (not  for  publication)  telling  him  your  view 
of  the  situation?  < 

This  statement  is  published  by  and  has  received  the  cndorsation  of  the  Toronto  publishers  who  are  members  of  the 

Canadian  National  Newspapers  and  Periodicals  Association 
Including  DRY  GOODS  REVIEW 
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- DRESS  FABRICS Dry  Goods  Review 

Are  Looking  for  a  Lace  Revival 
Montreal  Importers  Say  Present  Demand  is  Lagging — Pointe  de  Borano  to  be  Popular — 

Blouses  Create  Demand  for  Cluny  Lace — Chantillys  for  Fall. 

MONTREAL  lace  im
porters  pro- 

fess to  take  a  somewhat  gloomy 
view  of  the  situation  this 

month,  stating  that  although  opportun- 
ities for  securing  excellent  values  were 

never  so  favorable  as  at  present,  con- 
sumer demand  seems  to  be  lagging  be- 
hind. Staple  goods  in  laces  and  nets 

are  almost  a  drug  on  the  market,  while 

novelties  are  snapped  up  quickly,  al- 
though in  small  quantities,  by  each 

buyer.  Nobody  seems  inclined  to  take 

a  chance  upon  more  than  a  limited  quan- 
tity of  laces  this  season  and  when  the 

importers  also  feel  disinclined  to  commit 

themselves  in  buying  more  than  the  bar- 
est amount  to  cover  their  needs,  it  is  not 

surprising  that  there  is  no  confidence 

felt  anywhere.  Prices  on  most  lines  are 
firm,  it  is  said,  although  quantities  of 
cheap  laces  are  now  on  the  market 

which  are  even  lower  than  pre-war  fig- 
ures. As  there  is  small  profit  in  such 

merchandise,  little  is  being  said  about 
it,  although  quite  surprising  values  are 
obtainable  for  as  low  as  six  or  seven 

cents  a  yard  in  torchon  lace.  Montreal 
retailers  also  report  that  the  consumer 
demand  for  wide  laces  and  flouncings  is 
still  slow,  the  attempt  to  feature  lace 

fabrics  for  street  wear  not  having  be- 
come popular  as  yet.  Fancy  Calais 

laces,  however,  have  been  very  good 
sellers  this  month  and  will  continue  for 

early  autumn.  Silk  embroidered  nets, 
colored  Chantillys  and  combinations  of 
Chantilly  and  shadow  lace  are  selling 

rapidly,  particularly  in  black,  navy, 
taupe  and  grey.  The  all-white  lace  in 
the  better  qualities  is  not  so  strong. 

A  Lace  Revival 

Laces  are  expected  to  revive  in  inter- 
est as  time  goes  on,  the  vogue  for 

organdies,  and  other  sheer  fabrics  per- 
haps having  exercised  a  retarding  effect 

as  regards  the  adoption  of  the  more 
luxurious  material.  After  five  years  of 
quietude,  it  seems  very  probable  that  the 
echoes  of  the  enormous  demand  for  lace 
which  is  being  experienced  in  Paris  and 
New  York  will  become  felt  in  Canada, 
and  that  the  call  for  all  kinds  will  come 

overnight,  so  to  speak,  when  it  does 
arrive. 

In  yardage  laces  in  narrower  widths, 
filets  are  still  in  the  lead  and  will  prob- 

ably continue  in  popularity  for  another 
year.  Chinese  filets  in  handmade  va- 

rieties continue  at  very  low  prices,  pres- 
ent quotations  being  about  25  per  cent, 

less  than  last  year's  figures.  One  pro- 
minent' Montreal  importer  is  showing  a 

large  range  of  wonderful  handmade 
filet  table  cloths,  spreads,  lunch  sets  and 
motifs  as  well  as  yardage  laces  at  re- 

markably   low    figures    compared    with 

previous  years.  It  is  now  possible  to 

obtain  period  designs  in  the  finest  qual- 
ities up  to  50  or  60  hole  grades,  either 

in  solid  filet  or  in  combination  with 
Madeira  and  Irish  linen.  This  importer 
maintains  a  work-room  in  connection 
with  his  sample  room  wherein  all  kinds 
of  articles  such  as  bed  linen,  table  linen, 
lingerie,  etc.,  can  be  made  up  for  the 
retail  trade  according  to  their  prefer- 

ence. Some  of  the  pillow  slips  shown 

to  Dry  Goods  Review  were  extraordin- 
arily beautiful,  being  made  of  alternate 

squares  of  filet  and  Madeira  work  set 
together  with  fine  filet  insertion  and 
mounted  upon  a  slip  of  finest  linen. 

Pointe  de  Borano 

This  importer  predicts  that  in  the 
near  future  the  demand  in  handmade 
laces  will  be  for  the  type  known  as 
Pointe  de  Borano,  which  is  imported 
from  Italy  and  is  made  by  the  peasantry 
as  well  as  in  the  schools  founded  for  the 

purpose  of  developing  native  handi- 
crafts under  the  patronage  of  the 

Queen  of  Italy.  This  lace  is  made  in 
separate  motifs  of  incredible  fineness 

and  later  put  together  in  different  de- 
signs and  will  retain  its  popularity  on 

account  of  its  cost  and  rarity.  Another 
new  embroidery  recently  imported  is 
Mosaic  work,  which  is  somewhat  like 
punch  work  done  in  filet-like  squares  in 
even  geometrical  lines,  most  unusually 
graceful.  This  comes  from  Japan  and 
Italy  and  is  usually  done  upon  fairly 
heavy  linen.  Many  styles  in  table 

covers,  tray  cloths,  etc.,  are  shown  fea- 
turing this  beautiful   stitchery. 

Still  another  lace  which  is  improving 
in  demand  is  Pointe  de  Venise,  which 
is  exceedingly  rich  when  employed  for 
handsome  luncheon  sets  and  other  house- 

hold purposes. 

Cluny  for  Blouses 

Cluny  lace  is  selling  in  large  quan- 
tities for  blouse  trimmings,  etc.,  and  is 

prettier  in  design  than  for  many  sea- 
sons. An  enormous  vogue  for  the  staple 

Vals  is  spoken  of,  especially  for  babies' 
wear,  children's  dresses,  neckwear  and 
underwear  for  young  and  old,  and  all 
sorts  of  fancy  work.  Both  handmade 
and  machine-made  varieties  are  cheaper 
this  season,  as  are  also  all  the  staple 
laces  such  as  torchons,  antiques,  etc. 
Irish  crochet  appears  to  be  enjoying  a 
moderate  vogue  as  a  trimming  for  or- 

gandy and  voile  frocks,  as  well  as  neck- 
wear and  blouses,  and  with  the  sudden 

influx  of  Indian-made  Irish  lace,  the 
market  is  well  supplied  with  all  grades 

at  very  low  prices.  Both  rose  and  sham- 
rock patterns  are  being  supplied. 

New  laces  predicted  for  next  winter. 
The  upper  is  gold  on  red  linen  thread 
which  shows  up  the  pattern  better  than 
black  or  white.  The  lower  is  silver 
color.  These  laces  come  in  two  shades 

of  gold  and  silver — light  and  dark.  Shown 
by  Muser  Brothers    (Canada)   Ltd. 

Metallic   for   Evening   Gowns 

The  vogue  for  metallic  laces  for  even- 
ing gowns,  so  important  a  feature  of 

the  trade  last  season,  will  continue  dur- 
ing the  Winter  of  1921-22,  according  to 

a  prominent  Montreal  importer,  who  is 
showing  many  beautiful  designs  in  both 
gold  and  silver  lace.  The  former  is 
shown  in  two  shades  of  gold,  light  and 
dark,  the  latter  being  almost  copper  in 
tone,  owing  to  its  being  mounted  upon 
a  red  thread  foundation.  The  red  shade 
has  been  found  to  throw  up  the  gold 
to  better  advantage,  and  furthermore  is 
almost  transparent  itself.  Light  gold 
is  mounted  upon  black  net  as  are  also 
the  light  and  dark  silver  shades.  There 
are  some  half  a  dozen  different  widths 
in  the  lace  shown  in  different  patterns 
of  rich  design,  varying  from  two  and  a  * 
half  inches  to  eight  in  the  lace  and  two 
to  four  in  the  insertions. 

Continued  on  page  63 
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63 Popular  Fabrics  for  Fall  Season 
Season  to  be  Good  One  For  Canadian  Woollens — Plaids  and  Stripes — Cotton  Goods- 

and  Wool  Materials — Crepe  de  Chine. 

-Silk 

IF  what  buyers  who  have  been  visit- ing across  the  border  say  about 
next  Fall  is  true,  this  will  be  the 

biggest  year  in  the  history  of  Canadian 
woollen  mills.  New  York  prophesies 

that  tweeds  will  be  the  strongest  ma- 
terial for  suits  and  coats.  One  retail 

establishment  which  has  gained  an  en- 
viable standing  in  the  trade  not  only 

for  the  styles  it  offers  but  because  of 
its  conservative  taste  is  already  featur- 

ing tweed  suits  for  American  buying. 

As  there  is  no  country  to-day  which  has 
better  grades  than  Canada,  there  is 
every  reason  to  expect  that  next  season 
will  be  the  beginning  of  better  trade 

conditions  for  our  manufacturers.  The' 
chief  reason  why  buyers  are  so  certain 
that  there  will  be  this  demand  for  tweeds 

is  that  the  propaganda  for  simpler  things 
for  women  is  having  a  very  noticeable 
effect.  Many  women  have  been  appealed 
to  from  the  artistic  side.  They  have 
begun  to  realize  that  too  much  decora- 

tion means  a  loss  of  individuality. 
There  is  nothing  which  is  better  suited 
as  a  precursor  of  simplicity  than  the 
tweed. 

Velours  and  Bolivia  Cloth 

This  Spring  had  a  very  big  run  of 
suits.  Fall  will  see  more  coats  and 
dresses.  One  material  which  will  be 

sold  in  great  quantities  —  and  in  this 
matter  Dry  Goods  Review  was  informed 
that  there  was  no  element  of  chance 

involved  —  will  be  velours.  Already 
samples  have  been  brought  into  Canada, 
Canadian  manufacturers  have  success- 

fully reproduced  them  and  the  colors 
have  been  named.  The  castor  shades 
will,  as  a  rule,  prevail.  These  will  be 
known  as:  bark,  deer,  falcon,  ostrich, 
moufflon,  plover  and  Hindustan  — ■  all 
ranging  on  the  castor  shades  but  with 
more  depth  and  tone  than  those  used 
last  year.  Besides  these,  there  is  the 
Tunis,  a  light  fawn,  and  the  Sapin,  a 
novelty  blue.  Though  some  woollen  ma- 

terials may  fall  still  further  in  price, 
there  is  not  much  chance  that  either  the 
velours  or  Bolivia  will,  as  orders  are 
already  coming  in  fast  enough  to  keep 
manufacturers  busy. 

Plaids  and  Stripes 

Plaids  will  vie  with  stripes  for  first 
place  in  skirtings  for  the  late  Summer 
and  early  Fall.  Two  wholesale  houses 
are  willing  to  venture  that  plaids  wi 
have  a  little  the  better  of  it.  This  is 
no  doubt  due  to  the  fact  that  plaid  skirts 
are  more  easily  made  up  at  home  than 
the  stripes.  Of  course  in  the  better 
skirts  stripes  will  prevail.  The  new  ones 
have  a  tendency  to  show  only  one  color 
when  pleated.  For  example,  one  is  navy 
with   a   golden   stripe   designed  to   show 

only  when  the  wearer  is  walking.  The 
barrel  effect  which  has  taken  Paris  by 
storm  in  separate  skirts  can  only  be 
obtained  with  the  striped  material. 

Tricotines  and   Serges 

Whether  the  tweeds  come  or  not  next 

Fall,  the  navy  blues  will  receive  their 
usual  welcome.  They  will  be  worn  in 
serges,  tricotines  and  gabardines.  These 
will  be  seen  in  dresses  as  well  as  in 

suits  for  serge  prices  can  now  compete 
more  favorably  with  silk  ones.  The  bip 
demand  for  silks  this  Spring  was  in  great 
part  due  to  the  fact  that  serges  were 
prohibitive.  They  are  now  selling  at 
half  the  price  asked  for  them  last  year. 

Cotton  Goods 

Voile  is  coming  back  to  its  own  with 
the  advent  of  warmer  weather.  Black 
voiles  either  plain  or  with  stripes  of 
gold,  blue  or  white  are  very  good. 
Champagne,  Saxe  blue  and  mauve  are 
selling,  too.  There  is  a  splash  voile 
which  comes  in  white  and  pink  and  a 
check  one  in  green  and  white.  Then 
there  is  a  new  material  which  is  an  ex- 

cellent combination  of  marquisette  and 
voile. 

Organdies  continue  strong  and  most 
orders  are  at  present  for  millinery.  As 
a  test  of  what  a  good  organdy  will  stand, 
one  piece  of  flesh  color  was  washed  with 
hard  soap,  then  boiled  in  a  solution  of 
soap  and  water  and  finally  placed  in 
ammonia  water  and  boiled  again.  When 
this  was  ironed  wet  it  was  as  stiff  and 

of  as  good  a  color  as  before.  It  is  only 
these  good  organdies  which  should  be 

sold  for  milliners'  use.  Because  of  the 
size  of  organdy  hats  they  must  be  made 
of  a  material  which  will  remain  firm 
under  damp  conditions  to  be  of  any 
service. 

Silk  and  Wool  Materials 

Switzerland  is  exporting  a  poplin  of 
silk  and  wool  which  is  a  great  improve- 

ment on  the  old  cotton  and  wool 
fabric  for  dresses  and  trimmings. 
There  is  also  a  new  charmeuse 
with  a  wool  back  which  is  destined  for  a 
big  demand  because  it  will  not  crush  as 
easily  as  the  old  material  and  it  will  last 
longer  with  a  wool  background.  A  dur- 

able silk  and  wool  Baronette  satin  is 
now  made  in  England. 

Linings  For  Cloth  and  Fur  Coats 

Because  of  the  very  low  fur  prices 
this  Spring,  many  women  are  having 
their  fur  coats  re-lined  now.  The  plain 
pussy-willow  taffetas  are  favorites.  When 
fancy  linings  are  asked  for,  satin  goods 
are  shown.  Several  merchants  who  laid 
in  an  early  stock  of  these  materials  re- 

port very  good  results  so  far. 

Underwear  is  now  made  of  this  mate- 
rial, which  is  not  as  expensive  as  the 

silk  jersey  and  is  said  to  have  better 
wearing  qualities.  It  comes  in  white, 
pink  and  orchid  and  sells  to  the  trade 
at  $2.15  a  yard. 

Crepe  de  Chine 
The  silk  fabric  which  so  far  promises 

to  be  the  Fall  favorite  is  crepe  de  Chine. 
This  will  be  the  natural  successor  of  the 
Canton  crepe  of  this  Spring  for  the 
reason  that  the  crepe  craze  has  not  yet 
been  satisfied  and  people  want  the  soft, 
clinging  materials  now  just  as  much  as 
they  did  the  taffetas  and  serges  last 
year.  Canton  crepe  will  give  place  to 
the  crepe  de  Chine  because  it  can  never 
be  made  up  as  effectively  as  the  other. 
The  colors  for  Fall  are  not  as  certain  as 
the  materials,  but  it  is  expected  that 
navys,  brown  and  gray  will  lead. 

With  the  expectation  that  June  will  be 
a  warm  month,  merchants  are  sending 
in  comparatively  large  orders  for  pon- 

gees and  shantungs.  A  recent  shipment 
of  shantung  from  China  has  been  re- 

ceived in  Canada  which  is  equal  in 
weight  to  a  15  mummy  Japanese  pongee. 
It  was  obtained  at  a  very  reasonable 
price  because  of  the  favorable  exchange 
conditions  between  this  country  and 
China. 

ARE  LOOKING  FOR  LACE  REVIVAL 
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A  concerted  effort  will  probably  be 

made  by  different  importers  to  push  the 
wide  embroidered  silk  nets  and  Chan- 
tillys  later  on  in  the  season,  as  it  is 
felt  that  the  many  advantages  of  these 
beautiful  fabrics  are  not  generally 
recognized  by  the  trade  at  large.  A 
wide  assortment  of  patterns  will  prob- 

ably arrive  in  Canada  by  August  next 
in  preparation  for  the  Fall  trade. 
A  very  interesting  exhibit  of  real 

laces  was  recently  shown  by  the  Mont- 
real branch  of  Fairweather's,  Ltd., 

which  included  a  large  quantity  of  very 
old  Rose  Point,  etc.,  some  of  which  was 
more  than  250  years  old.  The  prices  on 
some  of  these  laces  were  in  the  vicinity 
of  $1,000  a  yard,  the  lace  being  the 
product  of  years  of  patient  toil  by  Bel- 

gian peasants. 
A  considerable  amount  of  handmade 

Cluny  camisole  tops  is  being  imported 
this  season,  and  filet  lace  also  is  used 
for  many  interesting  lingerie  trimmings. 
Too  much  cannot  be  said  also  of  the 
real  lace  motif  as  trimming  for  all  types 
of  garments  and  linens,  the  advantage 
being  that  they  can  be  used  again  and 
again  by  the  wearer,  where  machine  lace 
will  perish  with  the  test  of  time. 
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Serving  a  Cranky  Customer 
The  "Smithsonian,"  a  Retail  House  Journal — Items  of  Personal 

Interest  and  Useful  Suggestions  For  Self-improvement  — 
Essays  on  Lively  Topics. 

AN  interesting  feature  of  the  C.  H. 
Smith  Co.,  Ltd.,  of  Windsor,  is 
the  monthly  publication  of  a  little 

house  journal  called  the  "Smithsonian." 
This  publication  is  devoted  to  items  of 
personal  interest  to  the  members  of  the 
staff,  to  helpful  suggestions,  having  in 
view  better  salesmanship  and  greater  ef- 

ficiency throughout  the  various  depart- 
ments of  the  store,  and  to  the  recording 

of  events  in  connection  with  every-day 
transactions  in  the  store  that,  in  the  re- 

cording, point  to  a  helpful  moral. 

Serving   Cranky   Customer 

The  management  of  the  store  conduct 
a  monthly  contest,  the  nature  of  which  is 
the  writing  of  short  essays  on  topics  of 
interest  to  merchandising  problems.  For 
these  essays  prizes  are  given  of  $5.00, 
$3.00,  and  $2.00.  The  subject  dealt  with 

in  the  last  issue  of  the  "Smithsonian" 
was  "How  to  Serve  a  Cranky  Customer." 
The  manner  of  dealing  with  this  subject 
is  so  interesting  and  instructive  that  we 
reproduce  the  short  essays  in  the  order  in 
which  the  three  prizes  were  awarded. 

First    Article 

Is  there  any  such  creature  as  a  cranky 
customer?  That  is,  in  other  words,  if  the 
party  is  a  customer,  can  he  ever  be 
cranky?  He  may  be  hard  to  please,  or, 
perhaps,  mulishly  stubborn — the  kind 
who  thinks  he  gets  his  own  way  by  tak- 

ing the  opposite  view  to  yours;  but 
cranky — never. 

Even  if  it  were  possible,  you  know  a 
crank  can  be  easily  turned  if  properly 
oiled.  There  you  are,  you  see  it  is  up 
to  the  salesman  to  administer  the  oil  of 
courtesy  from  the  crucible  of  common 
sense  if  the  sale  is  to  be  made  to  this 

very  particular  customer.  Human  na-_ 
ture  is  the  most  mobile  of  all  forces.  It 

is  always  possible  to  make  over  the  cus- 
tomer whose  name  is  Cranky  into  the 

customer  who  insists  on  your  services 
because  he  has  discovered  that  you  have 
the  knack  of  verily  reading  the  thoughts 
and  desires  of  said  customer  and 

"trouble"  is  not  in  your  vocabulary,  and 
invariably  producing  from  your  stock 
just  what  he  wants. 

Instead  of  running  away  when  a  cranky 
customer  appears,  leaving  him  to  the 
mercy  of  another,  you  really  welcome  this 
opportunity  of  displaying  your  ability 
as  a  salesman.  You  actually  court  cranky 
customers  to  prove  your  efficiency.  Of 
course  it  means  a  struggle  with  intelli- 

gently directed,  concentrated  effort 
against  almost  insurmountable  objec- 

tions and  criticisms  that  would  ordinarily 
spell  defeat.  The  loss  of  a  sale  and  a 
customer  is  inevitable  unless  utmost  tact 

is  used.  Let  your  motto  be  "Build  up  and 
not  destroy."  Build  up  confidence  in  your 

customer,  yourself,  your  store,  and  your 
merchandise,  and  you  will  win. 

The  Second   Article 

The  main  thought  in  the  subject  for 
discussion  in  the  serving  of  a  cranky 
customer  is  the  idea  of  service.  There 
are  as  many  kinds  of  service  as  there 
are  kinds  of  breakfast  foods — good,  bad 
and  indifferent. 

For  the  cranky  customer  the  service 
must  be  the  very  best  possible  that  an 
efficient  salesman  is  able  to  render — a 
service  devoid  of  that  quality  of  cantan- 

kerous spirit"  that  the  customer  displays, and  saturated  with  the  essence  of 
courtesy  and  tactful  management  that 
can  only  be  shown  by  an  efficient  sales- 
man. 

They  say  that  if  pebbles  are  placed  in 

a  balky  mule's  ears  he  will  move  along, 
forgetting  his  balkiness  in  the  realization 
of  the  discomfort  in  his  ears.  The  same 

idea  may  be  applied  to  the  cranky  cus- 
tomer by  getting  his  or  her  mind  away 

from  their  idea  of  stubborness  in  be- 
coming interested  in  the  demonstration 

of  your  salesmanship,  and  in  the  quality 
of  your  merchandise,  as  you  confidently 
and  with  assurance  make  the  article  ap- 

peal to  the  most  exacting. 
Customers  should  never,  upon  entering 

a  store,  find  the  clerks  conversing  with 
each  other.  Each  and  every  one  should 
be  in  their  proper  place,  wearing  an  ex- 

pression of  welcome  to  their  store,  and 
you  must  always  keep  in  mind  that  the 

customer's  point  of  view  is  right.  It  is 
a  well-known  fact  that  you  catch  more 
flies  with  honey  than  with  vinegar.  It 
is  almost  impossible  to  render  the  pro- 

per service  to  a  cranky  customer  unless 
you  are  a  trained  salesman,  physically 

and  mentally  equipped  to  be  "One  Hun- 
dred Efficient." 

The  Third  Article 

Meet  your  customer  with  a  smile.  Call 
her  by  name — if  you  know  it.  If  not, 

"Good  morning,"  or  "Good  afternoon." 
Treat  her  as  you  would  a  guest  entering 
your  home — offer  the  customer  a  chair 
and  ask  her  to  sit  down. 
We  find  this  particular  customer  is 

cranky  and  out  of  sorts.  She  doesn't 
know  what  she  wants — "just  looking."  Be 
very  tactful  in  your  approach.  Person- 

ality is  that  magnetic  force  within  us 
that  either  draws  others  to  us  or  drives 
them  away  from  us.  We  must  try  to  draw 
this  cranky  customer  to  us  by  treating  her 
with  courtesy  and  using  good  judgment. 

Seeing  our  customer  is  one  who  is 
cranky  and  indifferent,  we  want  to  be 
very  cautious  and  treat  her  with  patience 
and  consideration.  You  draw  her  atten- 

tion to  a  piece  of  your  merchandise;  show 
her  the  color  effect  or  design,  or  maybe, 
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Dry  Goods  Review 

Cotton  Improved; 
Woolens  Uncertain 

According  to  information  reaching  F. 
W.  Field,  British  Trade  Commissioner 

for  Ontai'io,  some  slight  improvement  is 
noticeable  in  the  cotton  situation  in  Eng- 

land; while  the  woolens  are  still  un- 
certain. In  a  communication  to  Dry 

Goods  Review,  Mr.  Field  has  the  fol- 
lowing to  say  of  conditions  in  these  two 

staples: 
Textile  Trades 

Cotton. — Although  trade  continues  in  a 
very  unsatisfactory  position,  and  it 
would  be  unjustifiable  to  state  that  a 
pronounced  improvement  has  occurred 
during  the  period,  it  can  safely  be  said 
that  the  outlook  appears  definitely 
brighter,  and  that  the  belief  that  the 
worst  phase  has  been  passed  has  spread 
very  considerably  since  the   last  report. 

Undoubtedly  a  strong  factor  in  bring- 
ing about  this  improved  tone  has  been 

the  steadying,  at  least  temporarily,  of 
the  price  of  raw  cotton,  and  the  more 
settled  appearance  of  the  market.  It  is, 
of  course,  dangerous  to  anticipate  the 
behaviour  of  cotton  prices,  but  there  is 
little  room  for  doubting  that  the  industry 
generally  has  much  more  confidence  in 
the  market  than  formerly,  and  that  there 
seems  to  be  a  growing  disposition  to 

place  orders. 
Nevertheless,  as  mentioned  above,  the 

volume  of  actual  business  being  done  has 
marked  no  pronounced  increase,  and  the 

improvement  is  chiefly  one  of  "indica- 
tions" which  are,  at  the  moment,  more 

pronounced  with  regard  to  cloth  than 
to  yarns.  It  is,  however,  generally  re- 

alized that  the  process  of  recovery  will, 
from  the  nature  and  extent  of  the  diffi- 

culties to  be  overcome,  be  likely  to  be  a 
rather  long  drawn  out  process. 

Horrockses,  Crewdson  &  Co.,  Ltd.,  the 
noted  sheeting  and  longcloth  manufac- 

turers, recently  issued  a  revised  price 
list,  the  reductions  shown  since  the  be- 

ginning of  the  year  being  fairly  substan- 
tial. 

Wool. — Business  continues  on  a  very 
disappointing  scale  and  general  condi- 

tions do  not  show  any  notable  improve- 
ment. Possibly  the  most  hopeful  de- 

velopments are  those  affecting  produc- 
tion costs.  Owing  to  the  continued  fall 

in  the  cost  of  living  figures  there  is  to 
be  a  further  reduction  of  wages  by  10 
per  cent.,  on  the  basic  rate  from  next 
month,  which  will  bring  wages  to  the 
same  level  as  when  the  present  sliding 
scale  wages  agreement  came  into  force 
in  August  of  last  year.  Further,  various 
materials  used  in  manufacture  are  mov- 

ing towards  a  lower-price  level.  The 
reductions  in  production  costs,  which 
should  result  from  these  developments, 
should  go  some  way  towards  assisting  in 
the  resumption  of  business  on  a  more 
normal  basis. 

In  the  meantime,  however,  the  lower 
quotations  have  done  little  to  induce 
manufacturers'  orders  and  new  business 
must,  it  appears  probable,  wait  upon  the 

liquidation  of  stocks. 
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Linen  Department  Should  be  Built  up  on 
Truthful  Representation  of  Quality 

Careful  Selection  of  Salesmen  Who  Will  Study  Textures  and  Particularly  Like  Linens 
Should  be  Kept  Lip,  Even  the  Slow  Sellers — Truth  at  All  Times. 

Stock "I 

BELIEVE  that  outstanding  success 
in  a  certain  department  may  very 
often  be  traced  to  a  particular  lik- 

ing for  it,"  says  the  manager  of  the 
linens  in  one  of  Hamilton's  largest 
stores.  To  illustrate  his  point  he  quotes 
the  names  of  several  merchants,  who 
have  specialized  in  several  branches  in 
which  they,  as  young  men,  had  taken 

particular  interest.  "The  proprietor  of 
a  retail  store,"  he  continues,  "has  usually 
one  department  which  he  makes  a  hobby 
of  and  which  he  likes  to  know  is  the 

'best'  of  its  kind  in  the  vicinity.  He 
chooses  good  salesmen  for  it  and  gives 
a  larger  proportion  of  his  own  time  to 
it  than  to  any  other  of  his  departments. 

This  'liking'  principle  is  as  much  re- 
sponsible for  the  keeping  up  of  the 

name  of  a  well-established  department 
as  for  the  installation  of  it.  A  salesman 
will  unconsciously  forget  the  selling 

points  of  lines  in  which  he  is  not  in- 
terested. 

"Some  years  ago  this  point  was  very 
keenly  brought  home  to  me.  One  of  our 
bert  salesmen  in  the  shoe  department 
was  transferred  to  the  ready-to-wears  at 
a  better  salary.  For  nearly  two  years 
he  worked  in  this  department.  At  the 
end  of  that  time  he  asked  to  go  back 
to  shoes  for  no  other  reason  than  that 
he  liked  them.  He  declared  he  could 
not  sell  what  he  himself  was  not  inter- 

ested in.  That  man  had  the  right  idea 
on  this  business  of  selling.  Today  he 
is  manager  of  the  shoe  department 

"This  story  of  'liking'  applies  very  di- 
rectly to  linens.  I  like  linens  myself. 

I  read  everything  I  can  find  about  them, 
how  they  are  made,  the  history  of  cer- 

tain designs  and  what  the  best  firms 
are  using.  When  I  find  that  some  pat- 

terns will  not  go,  I  can  usually  trace  it 
to  the  fact  that  because  I  do  not  like 
them  I  do  not  push  the  sales  hard 

enough." 
Practical   Hints   for   Selling    Linens. 

Asked  to  tell  the  secret  of  merchan- 
dising linens  successfully,  he  stated  that 

keeping  the  stock  up  was  a  very  essen- 
tial point.  Even  slow  sellers  should  be 

found  in  a  good  linen  department.  The 
chief  reason  for  this  was,  he  said,  the 
fact  that  women  are  the  principal  buy- 

ers of  linens.  They  are  not  any  harder 
to  please  than  men  in  the  matter  of  buy- 

ing but  they  like  to  see  a  big  range  of 
goods.  Men  take  what  pleases  them  but 
women  prefer  to  satisfy  themselves  that 
nothing  else  would  please  them  quite  as 
well.  Years  of  experience  have  taught 
this  manager  that  when  he  can  offer  a 
wide  range  he  is  much  more  likely  to 
make  a  sale  than  when  he  has  only  one 

or  two,  even  if  these  one  or  two  are  the 
best  of  the  lot. 

A  practice  which  some  firms  resort  to 
when  competition  is  keen,  is  cutting 
prices.  This  in  the  long  run  does  not 
pay.  Prices  should  be  so  made  at  the 
outset  that  a  good  margin  of  profit  is 
allowed,  without  making  it  large  enough 
for  another  firm  to  undersell  and  still 

make  a  profit.  If,  as  sometimes  hap- 
pens, a  competitor  insists  in  selling  at  a 

price  which  means  a  loss  to  both,  it  is 
better  to  let  him  do  so.  Especially  in 
the  selling  of  linen  goods  is  this  policy 

of  not  doing  a  'cut-throat'  business  ap- 
plicable. In  some  lines  it  is  necessary 

to  clear,  but  staple  goods  may  be  held 
for  a  fair  price  without  danger  of  a 
total  loss. 

One  cloth  only  should  be  shown  at  a 
time.  It  should  then  be  folded  up  and 
another  produced.  Many  salesmen  do  not 
realize  how  great  a  loss  results  from 
counter-soiling.  Besides  this,  it  is  very 
much  easier  for  a  customer  to  decide 
when  each  piece  is  examined  separately. 
Even  where  this  necessitates  folding  and 
unfolding  several  times  it  is  better  to 
do  this  than  to  leave  several  on  the  coun- 

ter at  once. 

Careful  Selections 

Taste  in  selection  was  given  as  a  very 

necessary  quality  for  the  buyer  of  an- 
other linen  department.  Customers  who 

are  interested  in  this  class  of  goods  dis- 
play good  taste  and  they  demand  it  from 

the  stores  they  patronize.  Even  in  cheap- 
er lines  they  want  well-selected  pat- 

terns. 

Though  Christmas  and  Easter  are,  in 
the  natural  order  of  things  the  best  sea- 

sons for  linen  selling,  there  is  a  splen- 
did opportunity  for  the  energetic  deal- 

er during  the  warm  months.  This  firm 
specializes  in  towels  and  small  articles 
for  embroidering  in  the  Summer-time, 
at  one  time  offering  to  stamp  goods 
bought  in  the  store,  free  of  charge,  at 
another  giving  free  lessons  to  beginners 
in  fancy  work.  Attractive  newspaper 
advertising  to  women  who  are  prepar- 

ing to  go  to  watering  places,  brings 

many  purchasers. 
Madeira  and  Cluny  work  are  now  con- 

sidered staple  lines.  To  bring  any  re- 
sults they  should  be  shown  in  a  good 

range  of  designs.  Sets  and  separate 
pieces  each  have  their  own  place  in  a 
department  and  should  be  always  on 
hand.  During  last  Winter  and  early 

Spring,  sales  of  counter-soiled  goods  of 
these  lines  brought  as  many  purchasers 
as  in  former  days  were  seen  at  suit  or 
dress  sales. 

Truth    at    All    Times 

The  point  which  impressed  Dry  Goods 
Review  in  the  interview  with  this  man- 

ager was  his  assurance  that  the  para- 
mount reason  for  his  success  in  merchan- 
dising linens  was  owing  to  his  policy 

of  "Truth  at  all  times."  "In  goods  that 
will  be  used  for  one  or  two  seasons,"  he 
says,  "a  salesman  might  not  do  his  firm 
any  great  harm  by  not  holding  abso- 

lutely to  the  truth,  but  in  linens,  which 
are  to  last  twenty-five  years,  there  is 
never  a  sale  made  on  false  pretences 
that  permanent  injury  does  not  result 
to  the  store.  Only  all-linen  goods  should 
be  sold  as  such.  Even  during  the  war 
when  our  buyers  found  it  almost  impos- 

sible to  buy  pure  linen  and  when  many 
sales  might  have  been  made  if  an  as- 

surance of  their  genuine  worth  had  ac- 
companied them,  nothing  passed  over 

my  counters  that  was  sold  on  false  pre- 
tences. That  is  why  young  ladies  come 

here  as  their  mothers  did  to  buy  their 

trousseau  linens." 

SERVING    A    CRANKY   CUSTOMER 
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the  workmanship,  its  durability  or  style 
features,  all  according  to  what  you  are 
showing.  You  feel  she  is  becoming  in- 

terested, although  she  didn't  intend  to 
buy,  but  she  feels  she  must.  You  have 
treated  her  so  kindly  and  have  been  of 
service  to  her. 

She  has  made  her  purchase;  she  has 
put  her  trust  and  confidence  in  you,  your 
firm  and  your  merchandise.  As  she  is 
about  to  leave  your  department  you  ask 
her  to  call  again  and  invite  her  to  look 
at  the  merchandise  in  the  store.  She 

exclaims  with  a  smile  "I  am  coming  back; 
I  have  been  made  to  feel  quite  at  home  in 

C.  H.  Smith's;  store.  I  will  tell  my 
friends  to  patronize  this  store." 

She  has  gone  out  a  happy  and  satisfied 
customer. 

The  Retail  Merchants'  Association  of 
Ottawa  has  started  a  campaign  against 
the  indiscriminate  canvassing  of  mer- 

chants for  donations  to  various  funds. 
They  claim  that  this  has  been  carried 
to  such  an  extent  that  serious  inconven- 

ience and  financial  loss  often  results. 

The  construction  at  a  cost  of  $500,000 
of  a  new  wing  to  their  present  premises 
is  the  plan  of  Dupuis  Freres,  Montreal. 
Many  new  features  will  be  included  in 
the  building,  which  will  be  thoroughly 
up-to-date  in  every  respect.  The  work 
will  be  completed  in  time  for  Fall  busi- 
ness. 
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ANCHORCHIEFS 
IS  THE  TRADE-MARK  FOR 

MADE-IN-CANADA  HANDKERCHIEFS 

ONTARIO 

Edward    Burns    Co.,    Ltd. 
Toronto,  Ont. 

MANITOBA,  ALBERTA, 
SASKATCHEWAN, 

BRITISH  COLUMBIA 

Bryce  &  Co.,  Limited, 
Winnipeg,  Man. 

ANCHORCHIEFS 

are  packed  for  the  Trade  in  quan- 
tities of  five  dozen  in  attractive 

display  cartons. 

ANCHORCHIEFS  are  Safe,  Seal- 
ed and  Sanitary,  each  being  indi- 

vidually packed  in  glassine  bags. 
We  supply  an  ANCHORCHIEF 
Display  Cabinet — a  most  efficient 
Salesman. 

A  complete  line  of  samples  is  car- 
ried by  our  Agents  in  the  districts 

shown. 

QUEBEC  PROVINCE 
W.  F.  Macoun, 

518  St.  Catherine  St.  W., 
Montreal,  Que. 

NEW  BRUNSWICK  AND 
NOVA  SCOTIA 

Jones-Cairns,  Limited, 
85  y2  Prince  William  St., 

St.   John,   N.B. 

Look,  for  the   "Anchor chief"  brand 

Canadian  Handkerchiefs  Limited 
Canada's  Largest  Handkerchief  Manufacturers 

MONTREAL,  QUE. 
MADE-IN-CANADA    HANDKERCHIEFS 
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Buy  the  Summer  Sports  Gage  Line 
It  sells  because  it  combines  Style  with  Quality 

and  Merchandise  Value 

Included  in  this  line  are 

numbers  at  $5. 00  each 

M443-02 
Made  of  Jap   hemp   stripping, 
edged  with  messaline   ribbon. 

Ribbon  trimming.   Col- 
ors;    White,   and   white         

with  combination. 

M424-42 
Swiss  milan  hemp  shape,  trimmed 
with  Gros  de  Londres  silk  and 
hand  painted  motifs  in  assorted 
colorings. 

M449  82 

Made  of  hemp  stripping,  edged  with  silk 
grosgrain  ribbon.  Ribbon  ornament. 

Comes  in  white,  and  light  color  combi- 
nations. 

Why  Experiment? 

Buy  Gage  Hats 

M470-72 

Mushroom  shape,  made  of  white  Kandee 
Cloth,  faced  with  tagal  braid.  Assorted 
color  silk  rosettes. 

M47I-09 Jap  Milan  Hemp  shape  having  an  odd 
design,  stitched  with  silk  floss  directly 
on  the  straw.  Grosgrain  ribbon  bow in   (ront 

18   South    Michigan  Avenue 

CHICAGO 

S.  W.  Corner  5th  Ave.  and  37th  St. 

NEW  YORK 

Paris:  49  Rue  D'Hauteville 

I 
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Foreword  on  Coming  Styles 
Past  Season  Has  Been  a  Good  One — Fall  Prices  Likely  to  be  Down — Trade  Takes  Kindly 

to  Felt  Hats — Leather  Hat  for  Earlv  Fall — Some  New  Shades. 

AMONG  wholesale  houses  in 
 Toron- 

to there  seems  to  be  only  one 
opinion  about  the  millinery  trade 

and  that  is  that  conditions  have  been 
more  than  satisfactory.  The  volume  of 
sales  varies  with  different  reports  but 
none  of  these  shows  business  as  having 
been  poor. 

While  there  is  a  slight  between-season 
lull  just  now  as  retailers  are  closing 
stocks  before  cominff  back  for  further 
supplies,  this  is  a  situation  which  is  to  be 

expected  and  a  good  movement  of  sum- 
mer and  sports  wear  is  looked  for  within 

the  next  few  weeks. 

Buying  at  wholesale  houses  by  Ontario 
retail  stores  has  been  quite  good,  and  the 
demand  from  the  West  gives  every  pros- 

pect for  encouragemen  .  The  backward 

season  in  Winnipeg  has  retarded  busi- 
ness there  and  on  the  prairies  but  orders 

from  the  Calgary  district  and  from  Van- 
couver are  pouring  in. 

It  is  yet  rather  early  to  say  anything 
about  Autumn  styles.  Wholesalers  say 

however,  that  prices  will  be  consider- 
ably lower  than  in  1920.  According  to 

one,  velvets  will  be  about  15  per  cent, 
lower  than  last  year  and  duvetyns  will 
drop  at  least  4  per  cent. 

Much  has  been  said  on  the  subject  of 

showing  felt  hats  at  this  time,  both 

among  the  retailers  and  the  manufactur- 
ers and  opinions  are  still  being  express- 

ed pro  and  con.  This  however,  does  not 
alter  the  fact  that  the  retail  shops  are 

taking  kindly  to  them.  Wholesalers  are 

preparing  their  models  for  the  first  week 

in  June.  These  are  made  up  in  sailor  de- 

signs with  both  the  straight  and  roll 

brims.  The  colors  are  particularly  at- 
tractive for  sports  wear — sand,  Harding 

blue,  orchid,  dinty  (a  shade  very  like 
the  jade),  silver  and  rose  are  favored. 
Many  of  them  have  clever  little  designs 
in  white  on  the  front  so  that  they  are 
ready  for  selling  as  soon  as. they  reach 
the  retailer. 

One  Toronto  firm  is  so  sanguine  about 
this  line  that  it  expects  the  greater  part 
of  the  Fall  season  will  bring  business  in 
felts  and  darker  shades.  This  fabric  is 
so  old  that  it  is  absolutely  new  to  the 

younger  generation.  When  they  discov- 
er the  wearing  qualities  of  it  and  the 

splendid  shapes  to  which  it  will  adapt  it- 
self, they  will  be  eager  to  carry  on  with 

it  for  another  season.  The  hood  shape 

is  also  being  used  for  felt  so  that  mil- 
liners may  suit  all  tastes  in  showing  it. 

Two  Color  Effects   For  Sports  Wear 

For  later  on,  duvetyn  is  shown  for 
sports  wear  in  two  color  effects.  They 
are  featured  with  metallic-edged  ribbon. 
Orange  and  brown,  two  tones  of  blue,  old 
blue  with  tan,  tan  and  brown  are  some 
of  the  colors.  Flowers  of  ribbon  are  often 
used.. 

Taffeta  and  ribbon  hats  in  the  new 
high  shades  are  becoming  increasingly 
popular  for  motoring  and  general  wear. 
A  number  of  transparent  picture  hats 
in  lace  and  silk  braid  are  also  being  fea- 

,  tured  for  afternoon  wear.  Leghorns  are 
being  shown  in  combination  with  taffeta 
or  organdy.  Mohairs  are  growing  in 
strength  every  flay. 

As  to  trimming,  a  surprisingly  large 
number  of  white  flowers,  white  grapes 
and  white  ribbons  are  being  asked  for. 
Large  bows  and  many  field  flowers  are 
favored.  The  fact  that  hats  may  be  pur- 

chased this  year  at  prices  averaging 

from  15  per  cent,  to  twenty-five  per  cent, 
lower  than  last  year  has  already  had  its 
influence  on  the  number  of  hats  sold  to 
each  customer. 

Leather  Hats  Being  Introduced 

The  leather  hat,  which  has  met  with 
considerable  favor  in  England,  is  being 
brought  over  to  Canada  as  a  feature  for 
late  Summer  and  early  Fall  millinery. 
These  hats  are  shown  in  very  attractive 
designs  for  motoring,  golfing,  skating, 
tobogganing  and  general  sports  wear. 
They  are  particularly  adapted  to  the 
tweed  suits  which  are  prophesied  for 
next  season.  The  colors  shown  so  far 

are:  jade,  grey,  navy,  red  and  black.  One 
style  which  should  draw  particular  at- 

tention is  the  tarn,  to  which  shape  the 
soft  suede  leather  lends  itself  very  well. 

Many    are    fur-trimmed— seal    and    mole 

making  an  excellent  contrast  against  the 
bright  hat.  Some  have  earlaps  in  the 
genuine  aviator  style.  The  prices  will 
be  such  as  to  place  this  novelty  among 
the  better  class  of  hats. 

Children's  Hats  For  Fall 
Toronto  wholesale  houses  are  able  to 

speak  with  more  assurance  in  regard  to 
children's  hats  for  the  Fall  season.  Zib- 
beline,  hatter's  plush,  duvetyn  and 
duvetyn  with  velvet  will  be  used  ex- 

clusively. The  high  colors  will  be  chosen 
as  well  as  black  and  very  long  streamers 

will  be  seen  again.  The  old-fashioned 
sailor  with  the  soft  rolling  brim,  which, 
after  all  is  one  of  the  most  becoming 
shapes  the  little  tots  ever  wore,  is  to 
be  revived. 

Very  Large  Hat  for  Canadian  Women 

Dry  Goods  Review  had  a  very  interest- 

ing interview  with  one  of  Toronto's  larg- 
est millinery  houses  on  the  subject  of  the 

ultra-large  hat.  Since  large  hats  and 
rumors  of  large  hats  are  coming  every 
day  from  Paris,  it  is  naturally  expected 
that  these  new  creations  will  be  finding 
their  way  into  windows  in  this  country 

very  shortly.  This  firm  was  of  the  opin- 
ion however,  that  the  large  hat  fad  has 

come  too  late  to  have  any  great  effect 

on  millinery  this  Summer.  Manufactur- 
ers are  not  willing  to  start  on  new  Mid- 

summer models  just  now.  Next  season 
should  be  affected  by  the  big  hat  craze 
in  the  natural  order  of  things.  Here  in 
Canada  and  in  the  United  States  as  well, 
women  must  adapt  their  styles  to  the 
climate,  however,  and  Fall  winds  must 

be  counted  upon.  American  and  Cana- 
dian women  cannot  wear  the  extremely 

large  hat  with  any  degree  of  comfort. 
Though  French  frames  three-quarters 
of  a  yard  wide  have  already  reached 

Toronto,  it  is  not  thought  that  these  de- 
signs will  be  copied  before  next  spring. 

E.  Desnoux,  manager  for  Albert 
Godde,  Bedin  &  Cie,  Toronto,  left  May 
14  for  France  on  a  business  trip.  He 
will    return    about    July    1. 

In  the  report  of  the  wholesale  dry 
tTOods  section  of  the  Toronto  Board  of 
Trade  the  suggestion  was  made  that  a 
Dominion-wide  wholesalers'  association 
be  formed  for  the  purpose  of  securing 
a  fair  deal  for  each  section  of  the  trade. 

Hat  made  of  navy  Gros  de  Londres 
silk,  with  sand  stitching,  and  sand  silk 
facing  trimmed  with  gold  pin  on  each  side 
of  crown.  Colors  navy  and  sand,  black 
and  sand.  Shown  by  Gage  Bros.,  of 
Chicago. 

The  Associated  Advertising  Clubs  of 
the  World  is  planning  a  practical  and 
thorough  educational  course  for  retail 
salespeople.  How  this  will  be  carried 
out  will  be  an  important  feature  of  a 

discussion  at  the  forthcoming  world  ad- 
vertising convention  in  Atlanta,  Georgia, 

June  12  to  16. 
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69 Millinery  as  a  Drawing  Card  to  Furs 
D.  A.  Patterson,  of  Alexander's,  of  Hamilton,  Says  "Follow  Up"  is  Big  Thing  in  Building 

Up  Retail  Fur  Business — Getting  the  Customer  Interested — Methods  of 
Advertising. 

ACCORDING  to  D.  A.  Patterson, 
manager  of  A.  J.  Alexandor  Furs, 
Ltd.,  of  Hamilton,  Ont.,  building: 

up  a  fur  business  in  a  retail  way  depends 

upon  constant  "follow  up"  work.  For 
fifteen  years  Mr.  Patterson  has  been 

opening-  new  branches  here  and  there  in 
the  retail  fur  field,  so  he  speaks  with 
experience  behind  him.  Selling  furs  is 
unlike  selling  many  other  lines  of  the 
dry  goods  trade,  speaking  generally.  It 
involves  in  many  cases  hundreds  of  dol- 

lars, and  it  demands  a  satisfaction  and 
reliability  which,  in  the  long  run,  be- 

come valuable  advertising  assets  and 
business  builders.  It  involves,  also,  the 
looking  after  garments  that  have  been 
bought,  keeping  them  in  good  condition, 
and,  in  some  cases,  actually  storing  them 

.,(  mm 
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A  recent  millinery  and  fur  display  by  Alexandor's  of  Hamilton,  Ont.,  Mr. 
Patterson,  who  is  manager  of  the  Hamilton  store,  is  a  strong  believer  in  the 
value  of  window  display  work  and  in  an  imposing  store  front.  The  front 
and  window  he  regards  as  one  of  the  best  advertising  mediums  of  the  store. 

New  sports  sailor  of  rose-colored  felt 
and  Tuxedo  sweater  in  heather  mix- 

ture. Hat  shown  by  G.  Goulding  & 
Sons,  Ltd.,  Toronto.  Sweater  shown 
by  Monarch  Knitting  Goods,  Limited, 
Toronto. 

and  taking  the  risks  on  them  during  the 
Summer  months.  This  latter  is  a  not 
unimportant  feature  of  the  retail  field 
and  is  being  done  in  many  instances  by 
houses  that  specialize  on  furs. 

Opened  in  June  Last  Year 

Alexandor  opened  a  store  in  Hamilton 
last  June  and  Mr.  Patterson  stated  to 
Dry  Goods  Review  that  their  success  in 

that  city  was  unquestioned.  By  news- 
paper advertising,  by  billboards  through- 

out the  countryside,  by  personal  letters, 
by  telephone  calls,  and  in  a  dozen  other 
ways  that  lead  directly  to  a  customer 
or  a  prospective  customer,  they  have 
made  many  friends  in  this  city.  The 
purchaser  of  furs  is,  in  temperament, 
like  the  man  from  Missouri,  and  Mr. 

Patterson  has  tried  to  "show  them." 

Millinery  as  a  Drawing  Card 

"We  do  not  aim  to  make  much  out  of 

our  millinery  department,"  said  Mr.  Pat- 
terson to  Dry  Goods  Review,  "we  use 

it  as  a  drawing  card  to  the  furs,  which 
are  our  main  concern.  The  purchaser 
of  millinery  at  the  height  of  the  season 
is  a  transient,  women  are  looking  around. 
We  get  them  in  here,  find  out  if  they 
are  interested  at  all  in  furs,  and,  if  so, 
we  take  the  occasion  to  introduce  them. 
If  they  are  not,  we  at  least  get  their 
names  and  addresses  and  that  gives  us 
an  opportunity  to  send  them  our  own 
booklets  later  on.  The  height  of  the 
millinery  season  is  reached  when  furs 
are  quiet;  so  we  use  the  millinery  to 
draw  people  to  the  store.  If  one  of  our 
sales  staff  finds  that  a  customer  seems 

interested  in  a  particular  garment  she 
calls  that  lady  by  telephone  in  a  certain 
time  and  invites  her  to  come  back  to 
the  store  to  try  on  the  garment  or  some 
others  that  have  come  in  since.  If  a 

lady    expresses    a    desire    for    a    certain 

kind  of  garment  that  we  may  not  have 
at  the  moment,  we  assure  her  we  can 

get  it  for  her,  and  we  do  get  it  for  her." 
Preliminary  Work 

The  preliminary  work  in  the  fur  trade 
is  done  in  August  and  September.  Alex- 

andor sends  out  an  invitation  to  the 
ladies  to  come  to  look  at  their  models 
and  to  try  them  on.  If  a  customer  leaves 
on  the  mind  of  the  salesperson  that  she 
is  particularly  fond  of  one  model,  they 
take  note  of  that  fact,  and,  within  a  rea- 

sonable time,  get  in  touch  with  her  again 
and  invite  her  back  to  the  store  to  try 
it  on  or  look  at  others.  Mr.  Patterson 
said  it  was  a  surprising  thing  how  they 
had  been  able  to  build  up  trade  in  this 
respect  by  continually  following  up  a 
customer. 

Many  of  their  valuable  connections  are 
formed  through  friendships.  Mr.  Pat- 

terson said  he  had  noticed  six  or  seven 
sales  made  in  one  family,  simply  by  the 
first  purchaser  telling  another  member 
of  the  family,  either  immediate  or  rela- 

tive, how  well  she  was  pleased  with  her 

garment. 
Keeping   Storage  Department 

One  of  the  very  valuable  assets  to  the 
business,  Mr.  Patterson  said,  was  the 
keeping  of  the  storage  department. 
After  they  have  got  the  garments  in 
they  carefully  examine  them,  and  if 
there  is  any  need  of  repairing,  the  owner 
is  called  up  or  a  letter  sent  and  advised 
of  such.  She  is  told  that,  it  being  a 
slack  time  of  the  year,  this  repairing  can 
be  done  more  cheaply  than  during  the 
height  of  the  season.  This  keeps  them 
in  constant  touch  with  their  customers 
and  acts  as  an  important  service  arm 
of  the  organization.  It  relieves  the 
owner  of  considerable  worry  and  trouble 
at  a  small  cost. 
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Gowns  and  Blouses  Help  Millinery 
How  Miss  Ross,  of  Toronto,  Increased  Her  Millinery  Sales — Personality  a  Strong  Point  in 

Salesmanship) — Selling  is  Service — Proprietor  Should  Know  Essentials  of 
Salesmanship. 

MANY  articles  are  written
  nowa- 

days on  how  to  improve  selling 
service.  Some  of  them  are  sug- 

gestions by  educational  directors  and 
sor.ie  by  efficiency  experts.  Very  often, 
however,  the  most  valuable  information 

on  good  salesmanship  may  be  obtained 
From  salesmen  and  saleswomen  who 
nave  learned  by  actual  experience  how 
tc   sell  and  how  not  to  sell. 

There  is  a  millinery  store  in  Toronto, 

the  proprietor  of  which  has  had  twenty- 
tbiee  years'  experience  both  in  that  city 
:i:id  in  Sarnia.  Dry  Goods  Review  was 
informed  that  Miss  Ross  has  met  with 

outstanding  success  in  the  art  of  sell- 
ing. Today  she  is  regarded  as  an  auth- 
ority by  her  patrons.  Approached  as  to 

her  methods  she  was  very  interested  in 
discussing  the  growth  of  the  millinery 
trade  in  Canada. 

Millinery   Has  No  Seasons  Nowadays. 

Years  ago  there  were  two  distinct  sea- 
sons in  this  country.  Hats  were  sold 

during  Spring  and  Fall  and  between 
times  the  milliner  eked  out  her  exist- 

ence as  best  she  could.  Today,  especial- 
ly in  the  cities,  hats  are  sold  all  the  year 

round.  Even  in  small  towns  women 
wear  at  least  four  hats  during  the  year. 
There  may  be  two  months  when  business 
is  not  especially  good — June  and  Decem- 

ber—but there  is  no  time  when  sales 
are  not  made. 

Hat  made  of  Gros  de  Londres  silk,  with 
three  rows  of  silk  hemstitched  on  edge 
and,  trimmed  with  silk  hemstitched  bow  in 
front.  Colors,  navy,  black.  Shown  by 
Gage  Bros.,  of  Chicrifjo. 

If  Attractive  Hats  Are  Shown. 

The  year  1921,  strange  to  say,  has 
been  the  most  active  year  for  a  long 
time.  This  is  encouraging  news  to  young 
milliners  who  have  placed  their  money 

and  their  future  in  the  selling  of  cha- 
peaux.  Since  January  1st  there  has  been 
no  let-up  in  the  millinery  line.  The  sea- 

sons come  in  now  almost  as  early  in 
the  United  States.  The  milliner  who 

is  really  energetic  can  find  in-between- 
season  hats  to  attract  customers  all  the 
time.  Questioned  as  to  her  opinion  of 

the  Retail  Milliners'  complaint  that 
wholesale  houses  in  the  United  States 

were  pushing  the  seasons  too  fast  so  that 
one  line  of  hats  had  to  be  left  on  hand 

in  order  to  supply  the  demand  for  an- 
other, Miss  Ross  stated  that  she  does 

not  find  any  cause  for  worry  in  this. 

She  always  introduces  new  hats-  early 
enough  to  have  the  advantage  of  all  the 

patrons  possible. 

Gowns  and  Hats  Help  Each  Other. 

Miss  Ross  is  confident  that  the  gowns 
and  blouses  which  she  has  added  as  a 
side-line  in  the  last  few  years  are  of 
great  assistance  in  selling  hats  and  that 
hats  are  -an  inducement  to  buy  gowns. 
Of  course  she  does  not  advise  an  invest- 

ment in  gowns  without  a  fairly  large 
amount  of  capital.  A  milliner  may  get 
along  nicely  with  very  little  money  in 
her  own  line  but  ready-to-wear  dresses 
and  blouses  call  for  a  large  output.  An- 

other advantage  which  dresses  give  the 
milliner  is  that  of  tiding  her  over  a  slack 
season.  Take  the  month  of  June  for  ex- 

ample. Many  dresses  are  bought  for  a 

graduation,  an  unexpected  trip  or  a  sud- 
den wedding.  In  the  border  towns  these 

sell  to  tourists  who  have  carried  very 
few  clothes  on  their  motor  trips.  There 
are  a  great  many  customers  who  find 
consolation  in  knowing  that  they  can 
purchase  a  whole  outfit  in  the  same 
store. 

Personality  Counts  in  Selling 

There  is  probably  no  line  where  per- 
sonality means  so  much  as  it  does  in 

selling  millinery.  Hats  are  a  matter  of 
individual  taste.  Very  rarely  are  there 
a  dozen  people  of  the  same  opinion  as 
to  how  a  certain  woman  wears  a  par- 

ticular hat.  For  that  reason,  customers 
are,  in  the  long  run,  more  influenced  by 
confidence  in  the  good  taste  of  a 
saleswoman  than  by  anything  else.  The 
day  when  flattery  and  honeyed  words 

played  so  prominent  a  part  in  the  busi- 
ness is  over.  Miss  Ross  has  a  sales- 

woman who,  she  says,  can  sell  any  hat 
she  tries  to  sell.  Of  course  she  will  not 

attempt  to  make  a  customer  take  an  un- 
becoming one.    This  girl  is  a  trimmer  as 

well  as  a  sales  clerk  and  knows  exactly 
why  a  hat  is  good.  Patrons  ask  for  her 
because  her  personality  has  so  impressed 
them  that  they  rely  on  her  judgment. 
In  a  large  establishment  where  there  are 
hundreds  of  hats  to  choose  from,  good 
clerks  may  not  be  so  important,  but  in 

a  shop  where  only  probably  a  half-dozen 
hats  of  the  style  the  customer  wants 

are  on  display,  the  technicalities  of  sell- 
ing are  much  more  important.  Very  of- 
ten saleswomen  who  have  sold  hats  for 

years  are  unwilling  to  learn  modern 
methods.  They  cannot  rid  themselves  of 
the  idea  that  customers  were  invented 
so  that  stores  can  sell  goods  at  a  profit. 

They  think  of  merchandising  as  some- 
thing to  sell  rather  than  as  something 

to  use.  Others  cannot  think  of  a  hat  in 
terms  of  the  customer.  They  treat  the 
selling  of  one  as  though  they  themselves 
were  the  buyer.  Some  clerks  look  at 
their  patrons  with  that  you-ought-to-buy 
look  which  is  disastrous.  Others  have 
no  imagination. 

Points    to    Remember 

Good  salesmanship  comes  from  the 
understanding  of  certain  proven  facts 
which  are  essential  not  only  as  indepen- 

dent factors  but  as  a  whole. 

Store  proprietors  and  their  assistants 
must  have  the  idea  that  SELLING  IS 

SERVICE.  They  should,  therefore,  un- 
derstand their  work. 

Business  may  be  encouraged  when  it 
cannot  be  forced. 

The  SATISFACTION  OF  THE  CUS- 
TOMER is  the  only  accurate  measure  of 

good  selling.  An  arbitrary  method  is 
useless  as  a  basis  of  permanent  busi- 
ness. 

Ability  to  apply  DIFFERENT 
METHODS  TO  DIFFERENT  CUS- 

TOMERS is  essential  at  all  times. 

A  great  deal  of  advice  is  being  con- 
stantly given  to  salespeople  and  not  so 

much  to  the  proprietors  of  retail  stores. 
This  seems  to  be  like  starting  at  the 
bottom  of  a  haystack  to  find  a  needle 
at  the  top.  Very  rarely  is  it  found  that 
a  clerk  does  not  reflect  the  spirit  of  the 
firm.  Unconsciously  most  salespeople 
are  influenced  by  the  attitude  of  their 

employers.  It  is,  therefore,  most  im- 
portant that  the  head  of  a  firm  should 

know  all  the  essentials  of  selling  in 
every  department  of  his  business.  Even 
the  best  salesman  cannot  do  his  best  in 
a  store  where  the  selling  standard  is 
low. 

A.  E.  Giles,  of  Chas.  Mouterde,  To- 
ronto, is  on  a  business  trip  to  France. 

He  is  expected  back  about  the  middle  of 

June. 
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THE  recent  fur  auction  held  in
 

Montreal  this  month  proved  to 
be  an  unqualified  success.  Over 

five  thousand  pelts,  said  to  be  valued 
at  between  two  and  three  million  dollars, 
were  put  up  for  sale  during  the  three 
and  a-half  days  during  which  the  auction 
was  in  progress,  and  buyers  to  the 
number  of  over  200  were  present  from 
several  other  countries  in  addition  to 
local   purchasers. 

The  auction,  as  usual,  took  place  in 
the  Windsor  Hotel,  but  on  this  occasion 
the  auctioneer  was  John  Phillips,  of 
Montreal,  a  member  of  the  firm  of 
Messrs.  Rae  and  Donnelly,  auctioneers, 
who  has  been  permanently  engaged  by 
the  Canadian  Fur  Auction  Sales  Com- 

pany, in  place  of  Frank  Craig,  Esq.,  who 
resigned  last  January. 

Montreal  is  now  recognized  as  the 

fourth  most  important  fur  centre,  Lon- 
don, New  York  and  St.  Louis  being  the 

leading  ones  at  present,  and  consequently 
great  interest  was  evinced  in  each  of  the 
many   offerings   put  up   for   sale. 

Brisk  bidding  and  keen  competition 
marked  the  opening  of  the  sale  on  Mon- 

day, the  9th.  Fishers  formed  the  first 
offering  on  the  programme  and  fetched 
the  sum  of  $185,  maximum  price,  which 
compared  very  favorably  with  the  price 
reached  at  the  last  sale  in  January, 
namely,  $165.  The  lowest  accepted  bid 
on  these  skins  was  $5.50,  as  against  $13 
at  the  former  auction.  The  heaviest 
buyers  of  these  fine  skins  were  Arthur 
Wachtel,  of  New  York,  and  Otto  Silver- 

man, of  New  York,  Montreal  and  Winni- 
peg. Prices  on  the  ermine  pelts  ranged 

from  2  cents  to  $1.00,  as  compared  with 
10  cents  to  $1.05  at  the  last  auction.  The 

demand  for  ermine  is  particularly  pro- 
nounced this  season,  and  French  buyers 

were  especially  keen  purchasers.  It  was 
a  matter  of  some  comment  that  the 

French  buyers  considered  it  worth  while 
to  purchase  despite  adverse  exchange 
conditions,  but  the  latter  were  evidently 
in  close  touch  with  the  market  condi- 

tions and  with  plenty  of  ready  money 
they  secured  the  majority  of  the  ermines 
at  the  above-quoted  prices. 

Following  the  ermines  was  an  offering 
of  Russian  sables,  which  were  only  of 
ordinary  quality  and  did  not  bring  any 
special  prices,  the  successful  bids  run- 

ning from  $28  for  the  poorer  skins  to 
$175  for  the  best.  This,  it  was  stated, 
was  no  criterion  of  the  real  value  of  the 
finer  qualities  of  Russian   sables. 

Fur  buyers  evidently  had  an  idea  that 
marten  was  going  to  be  a  popular  fur 
judging  by  the  spirited  contests  for  a 
series  of  about  3,000  skins  which  were 
sold  in  small  lots  at  prices  ranging  from 
$75   to   $100.       New  York  buyers   were 

especially  keen  for  these  pelts.  The 
offerings  of  mink  skins  caused  much  in- 

terest also,  those  of  good  quality  bring- 
ing higher  prices  than  anything  paid  last 

year,  although  there  was  a  good  deal 
of  divergence.  Prices  for  the  various 
parcels  ran  from  21  cents  to  as  high  as 
$2  per  skin.  Most  of  these  went  to  New 
York  buyers.  Wolverines  and  lynx  skins 
were   sold  at  fairly  good  prices. 

Tuesday  was  fox  day  at  the  auction, 
the  feature  of  which  was  the  selling  of 
404  silver  fox  skins  of  remarkable 
beauty.  There  was  keen  competition  for 
these,  although  there  was  none  of  the 
frenzied  bidding  for  the  finer  skins  that 
marked  the  opening  sales  two  years  ago. 
Russian  squirrel  was  also  offered,  and 
brought  from  15  cents  to  $1.75  a  pelt, 
somewhat  higher  than  the  maximum  at 
the  last  sale,  which  was  $1.24.  French 
and  American  firms  were  the  principal 
buyers. 

Regarding  the  prices  for  the  fox  skins, 
it  was  stated  that  these  were  satisfac- 

tory for  the  most  part,  the  highest 
figure  reached  was  $510  for  a  silver  fox 
pelt  from  Prince  Edward  Island.  These 
silver  skins  were  all  sold  singly,  the 
majority  bringing  good  prices  running 
from  $300  up  to  $400  and  higher.  The 
sale  included  grey,  red,  white  and  cross 
fox  pelts.  The  first-named  brought  good 
prices  ranging  from  50  cents  to  $2.75, 
which  were  disposed  of  to  American 
buyers.  Fair  prices  were  realized  on  the 
red  and  cross  varieties,  while  the  419 
white  pelts  proved  to  be  the  cause  of 
keen  competition.  These  ranged  from 
$30  to  $80  per  skin,  according  to  quality. 

One  •  of  the  finest  collections  •  of  fox 
pelts  was  that  exhibited  by  J.  B.  Rom- 
bough,  of  Charlottetown,  P.E.I.,  who 
conducts  a  farm  there,  and  has  realized 
some  of  the  top  notch  prices  for  his 
pelts,  receiving  $1,000  for  a  single  skin 
of  more  perfect  quality  and  marking.  His 
string  was  composed  of  five  pelts  valued 
at  $2,000. 

Wednesday  was  an  especially  interest- 
ing day,  muskrat  pelts  heading  the  list 

of  offerings  in  point  of  number.  Prices 
ranged  from  two  cents  to  $2,  a  marked 
decrease  from  the  high  prices  of  two 
years  ago,  when  the  pelts  sold  as  high 
as  $5  apiece.  Southern  muskrat  fetched 
16  to  62  cents  apiece,  while  black  rats 
brought  from  72  to  $1.85  each.  Raccoon 
skins  brought  fairly  good  prices  for  the 
better  qualities,  and  one  especially  good 
consignment  of  dark  Canadian  pelts 
brought  $10  apiece,  while  the  general  run 
was  around  $1  or  more.  The  lowest 
prices  were  brought  for  a  collection  of 
skins  only  fit  for  trimmings,  namely  35 
cents  apiece.  Most  of  the  good  coon 
skins  were  brought  by   Canadian  firms. 

A  big  assortment  of  skunk  skins  ex- 
hibited wide  variety  in  prices,  ranging 

from  15  cents  to  $10.  Civet  cat  were 
picked  up  for  from  31  to  38  cents. 
American  opossum  brought  from  10 
cents  to  $1.15.  Persian  lamb  did  not 
seem  to  be  in  the  popular  list,  fetching 
only  bids  of  $3  to  $3.75,  so  the  offerings 
were  withdrawn. 

There  was  keen  competition  for  shiras, 
prices  ranged  from  25  cents  to  $1.20 
while  wolf  skins  brought  fairly  high  bids, 
some  going  as  high  as  $11,  while  timbers 
went  up  to  $12.75.  Lower  grades  were 
picked  up  for  as  low  as  five  cents.  The 
popular  kolinskys  were  not  numerous, 
only  5,000  being  offered,  and  these 
quickly  sold  for  $1.40  to  $1.70.  Two 
buffalo  heads  furnished  an  interesting 
part  of  the  auction,  one  being  sold  for 
$325  and  the  other  for  $200.  There  was 
not  nearly  so  much  demand  for  the  buf- 

falo robes  this  year,  the  items  offered 
selling  from  $40  to  $50  apiece.  This  fall- 

ing off  was  explained  by  the  fact  that 
sleighs  and  carriages  have  been  replaced 
by  the  motor  car  to  such  an  extent  that 
robes  are  not  now  in  the  same  demand 
as  in  the  old  days. 

Thursday's  sales  were  largely  attend- 
ed by  American  buyers,  to  whom  the  of- 

ferings of  beaver,  otter,  etc.,  were  especi- 
ally interesting.  Beaver  brought  $2.50 

up  to  $35,  while  otter  brought  from 
$41.50  for  exceptionally  fine  dark  skins 
to  45  cents  for  low  quality  pelts.  Mole 
found  ready  purchasers  from  8  to  13 
cents.  Australian  opossum  and  fox 
ranged  from  24  cents  to  $3  ,and  10  cents 
to  $1.85  respectively,  and  hair  seal  varied 
from  $1.10  to  $1.20.  Bearskins  did  not 
fetch  good  prices,  grizzlies  bringing  only 
50  cents  a  skin,  less  than  cost  of  trans- 

portation charges,  and  musk-ox  sold  at 
$36  apiece  in  limited  quantity,  most  skins 
being  withdrawn.  Dogmats  were  also 
withdrawn  and  subsequently  sold  at 
private  sale. 

Total  sales  aggregated  on  Monday 
were  $428,000  representing  90  per  cent, 
of  the  offerings,  an  unusually  good 
figure  for  an  opening  day,  and  due  in 
great  measure  to  the  splendid  manner  in 
which  Mr.  Philips  kept  up  the  bidding 
to  top  speed  throughout.  Just  prior  to 
the  closing  of  the  sale,  the  majority  of 
the  buyers,  to  the  number  of  200,  as- 

sembled before  St.  James  Cathedral  and 
posed  for  a  group  photograph.  It  was 
announced  by  the  auctioneer  that  the 
next  auction  would  be  held  upon  Septem- 

ber 12  to  15  next.  It  is  not  known  as 
yet  whether  any  official  estimate  of  the 
variation  in  prices  as  compared  with 
previous  auctions  will  be  issued,  but  the 
general  verdict  was  that  prices  showed 

Continued  on  page  72 
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Fur  Workers 
Take  10%  Cut 

In  Wages 
Temporary  Settlement  .May  Be  Followed 

By    Arbitration 

After  a  somewhat  protracted  discus- 
sion between  Montreal  fur  workers  and 

their  employers  regarding  a  cut  in 
wages,  the  settlement  of  which  entailed 

several  visits  to  Montreal  by  Morris 
Kaufman,  president  of  the  International 

Fur  Workers'  Union,  a  decision  was 
reached  during  the  early  part  of  this 
month  whereby  a  cut  of  10  per  cent  in 
the  wages  they  are  now  receiving  was 

voluntarily  agreed  upon  by  the  workers. 
Mr.  Kaufman  was  held  up  at  the  border 
by  the  authorities  unril  it  was  estab- 

lished that  he  had  come  on  a  conciliatory 
errand,  and  the  results  have  so  far 

proved  as  successful  as  was  expected. 
The  main  purpose  of  his  visit  here, 

Mr.  Kaufman  admitted,  is  to  endeavor  to 

bring  about  a  renewal  of  the  collective 
agreement  between  the  fur  manufactur- 

ers and  their  employees,  as  the  agree- 
ment expired  last  January.  Owing  to 

the  unsettled  condition  of  trade,  this  col- 
lective contract  was  allowed  to  lapse. 

The  members  of  the  local  union,  which 

include  75  per  cent,  of  the  11,000  per- 
sons engaged  in  the  fur  industry,  are 

anxious  that  their  collective  contract  be 

signed  once  more  on  same  basis  as  last 

year,  now  that  the  busy  seasoa  is  ap- 
proaching. Under  the  old  agreement  the 

wages  of  cutters  range  from  $30  to  $45, 
of  operators  from  $12  to  $25,  of  nailers 

$12  to  $20,  and  of  finishers  from  $12  to 

$25. 
The  working  week  consists  of  44 

hours. 

In  order  to  secure  an  amicable  settle- 
ment of  the  dispute  regarding  the  wage 

scale  to  be  embodied  in  the  new  con- 
tract, the  workers  conceded  the  ten  per 

cent,  decrease  with  the  proviso  that  if 
this  should  fail  to  satisfy  the  employers 
they  were  given  the  option  of  submitting 
the  matter  to  arbitration. 

The  clause  which  the  workers  wish  to 

have  embodied  in  the  contract  is  as  fol- 

lows: "The  manufacturers  shall  agree 
that  in  no  case  shall  the  reduction  of 

wages  during  the  months  remaining  of 
1921  or  during  January,  1922,  exceed  ten 

per  cent."  At  the  end  of  that  period  the 
workers  will  agree  to  have  their  wages 

readjusted  to  meet  altered  costs  of  liv- 
ing, by  a  Board  of  Conciliation. 

VALUABLE   PELTS   AT   FUR 

AUCTION 
Continued  from  page  71 

an  upward  tendency,  and  the  organizers 
were  well  satisfied  with  the  results  ob- 

tained. The  total  sales  of  the  last  day 

netted  $620,000,  and  the  total  amount  for 
the  sale  is  estimated  at  well  over 

$2,000,000.  Buyers  on  the  whole  were 

cautious,  but  the  general  results  justi- 
fied the  feeling  expressed  by  authorities 

in  the  industry,  that  the  fur  trade  is 
steadily  on  the  up  grade. 

Unanimous  appreciation  of  the  mag- 
nificent efforts  of  the  new  auctioneer 

were  expressed  at  the  close  of  the  sale, 

the  opinion  being  freely  expressed  that 
much  of  its  success  was  due  to  his 

handling  of  the  hammer  throughout  the 
event. 

The  various  lots  offered  during  the  four  days  Montreal  Auction  were: 

MONDAY,  MAY 9TH 

606  Fisher 
25,465  Ermine 

85  Russian  Sable 
2,953  Marten 

16,896   Mink 
52   Wolverine 

340  Lynx   and    Lynx   Cat 
32,246   Squirrel 

TUESDAY,  MAY 10TH 
443   Grey  Fox 

5,719  Red  Fox 
404  Silver  Fox 

281  Cross  Fox 
419   White  Fox 

WEDNESDAY,  MAY  11TH 

21,442   Raccoon 
6,169  Civet  Cat 

41,326  Skunk 
10,063  American  Opossum 
4,910  Persians 
3,379  Shiras 

4,895  Wolf 45  Timber  Wolf 
5,000  Kolinsky 

200,000  Muskrat 
20,341   Australian    Opossum 
2,259  Australian  Fox 

Sundries 

THURSDAY,  MAY 12TH 

132  Bear 
7  Bear,  Polar 

92,379   Moles 
5,463  Beaver 
973  Otter 

496  Sundry  Fox 
100   Musk  Ox 

11,266   Dogmats 
240  Thibet  Lamb   Robes 

1,025  Hair  Seal 
11,000   Marmot 

SUNDRIES,  consisting  of  2  Buffalo  Heads;    4  Buffalo  Robes;    773  Fitch;   2,400 
Kangaroo;    377  Pony;    1,100   Wallaby;    700   Wombat;    1,500   Coneys;    1,800  Squirrel 
Tails. 

Feather  boa  in  choker  style,  which  is 
to  follow  the  fur  choker  for  Midsummer 
wear.  Colors  black,  black  and  white, 
tangerine,  rose,  navy  and  grey.  Shown 
by  Dominion  Ostrich  Feather  Co.,  To- ronto. 

G.  Rotbart,  manufacturing  furrier,  Ot- 
tawa, has  returned  from  London  and 

Paris  with  the  latest  styles  from  these 
fashion  centres  and  is  making  special 

prices  on  remodelling  of  furs. 

Fairweather's,  Limited,  of  Toronto, 
had  an  exhibit  recently  of  real  lace  made 

by  French  and  Belgian  lace-makers.  It 
is  stated  that  this  collection  is  the  best 
of  its  kind  ever  shown  in  Canada. 

Goodwin's,  Limited,  Montreal,  cele- 
brated their  tenth  birthday  by  giving  a 

discount  of  ten  per  cent,  throughout  the 
whole  store.  Every  department  wrote  off 

ten  per  cent,  discount  on  the  face  of 
every  sales  check. 
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Seven  Reasons  Why 
Circle  Bar  Hosiery 

is  the  favorite  with  women 

of  good  taste  and  therefore 
profitable  stock  for  dealers 
to  carry. 

All  Styles  in  Silk,  Wool 
Mercerized  Lisle  and  Cotton 

Elastic  Top 

for  comfort 

Perfect  Weave for  beauty 

Pure  Silk  for 

quality 

Narrowed  Ankle  for 

shapeliness 

Deeper  Heel  for  neater fit  over  instep 

Reinforced   Feet  for  durability 

Tapering  Toe  for  greater 
comfort  and  wear 

Our  Representative  Will  Call  or  Write  Direct  to  : 

The  Circle  Bar  Knitting  Co.,  Limited 
HOSIERY. 

Head  Office :  Kincardine,  Ont. 
Mills  at  Kincardine  and  Owen  Sound 
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CLIFT  &  GOODRICH,  Inc. 
328-330  BROADWAY 
NEW    YORK    CITY 

Hosiery 

Bathing  Suits 
Knit  Underwear 
Nainsook  Underwear 

Men's  Cotton  Sweaters 

Commission 

Me  r chants 
:      :      to  the      :      : 

Jobbing  Trade 
Exclusively 

nmn- 
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Successful  Merchandising  of  Bathing  Suits 
Depends  on  Knowledge  of  Customer  and  Taste 
Retailer  Should  Carry  a  Varied  Stock  and   Know  Character  of  Nearby  Resorts- 

Displays  For  the  Middle  of  May — Some  Styles  Are  Outlined. 

-Window 

ti>~  I  "iO  sell  bathing  suits  successfully 
takes  experience,"  remarked  a 

■*■  woman  buyer  to  Dry  Goods  Re- 
view this  month.  "One  must  know  one's 

customers  and  their  tastes  perfectly  to 
begin  with,  and  one  must  be  fairly  fa- 

miliar with  the  different  summer  re- 
sorts in  the  vicinity  of  the  city,  so  that 

one  may  be  in  a  position  to  advise  the 
right  type  of  garment  to  the  customer. 
I  know  of  a  case  of  a  woman  sales  clerk 
who  was  so  anxious  to  make  a  sale  that 
she  persuaded  her  customer  to  take  a 
bathing  suit  which  eventually  spoiled 
the  latter's  vacation.  This  woman  went 
to  a  quiet  little  lake  resort  where  people 
wore  simple  and  sensible  suits,  and  the 
effect  of  her  beruffled  silk  creation  upon 
that  conservative,  extreme-disliking 
community  was  pathetically  fatal.  They 

branded  her  as  "fast"  and  she  finally 
had  to  borrow  an  old  fashioned  cotton 
bathing  suit  in  order  to  avoid  further 
criticism.  You  may  say  that  the  cus- 

tomer ought  to  have  known  her  own 
mind  better,  but  there  are  very  few 
women  who  can  resist  the  attraction  of 
a  dainty  garment  which  they  think  will 
look  well  on  them.  Bathing  suits  are 
really  more  difficult  to  select  than  are 
ordinary  clothes,  because  they  reveal 
while    the    others    conceal." 

A    Varied   Stock 

"My  stock  is  always  a  very  varied 
one,"  continued  the  buyer;  "because 
there  are  so  many  different  resorts 
within  easy  access  of  the  city.  Person- 

ally, I  think  that  the  all-wool  bathing 
suit  is  the  best  choice  for  anyone  in 
Canada,  as  the  chances  of  taking  a  chill 
after  a  swim  are  considerably  lessened 
with  the  woolen  garment.  However, 

from  many  years'  experience  I  base  my 
choice  upon  the  following  kinds  of  suits: 
Wool  jersey,  cotton,  poplin  and  silk  or 
rubberized  fabric.  These  sell  in  the 
order  I  have  given  them,  the  first  named 
selling  in  almost  double  the  quantity 
of  the  cotton.  Last  year  I  sold  40  dozen 
wool  jersey  bathing  suits  and  could 
have  sold  many  more,  only  I  could  not 
get  sufficient  quantities  from  the  maker. 
So  I  took  precautions  this  winter  to 
place  my  order  when  the  mill  was  not 
busy  and  was  able  to  get  the  goods  early 
in  January.  Consequently,  I  got 
the  suits  much  cheaper  and  will  be  ready 
with  a  good  display  in  plenty  of  time 
this  year.  Last  year  I  found  that  I 
could  sell  the  best  quality  all-wool  swim- 

ming suit  for  $6.95,  which  was  much 

lower  than  the  prevailing  price  else- 
where, and  this  year  I  may  be  able  to 

do  even  better.  The  better  class  trade 
always  want  a  good  suit,  but  for  those 

who  want  something  cheap  the  cotton 
suits  are  more  popular.  I  carried  over 
only  one  silk  suit  and  a  few  poplins 
from  last  season,  so  I  feel  confident 
that  this  season  will  be  better  than  ever 
for  selling. 

Featuring  May  15th 

Asked  when  the  best  time  to  push  the 
bathing  suit  line  occurred,  she  explained 
that  the  24th  of  May  was  the  earliest 
date  on  which  suits  were  asked  for,  and 
that  around  the  15th  might  be  consider- 

ed the  best  date  on  which  to  start  fea- 

turing displays  and  advertising.  "One 
cannot  say  very  much  in  the  advertis- 

ing," she  added,  "because  there  are  so 
many  fascinating  styles  and  models  in 
bathing  garments  nowadays  that  if  you 
started  to  write  them  up  you  would  fill 
up  the  whole  store  ad.  I  think  our  win- 

dow displays  are  better  than  the  adver- 
tising and  I  do  not  believe  there  are 

many  lines  of  merchandise  which  lend 
themselves  so  well  to  attractive  treat- 

ment as  do  bathing  goods.  We  always 
use  one  of  our  largest  windows  and  have 
it  dressed  to  represent  the  beach  atmos- 

phere, with  sand,  stones,  a  bathing  house 
if  possible,  and  plenty  of  novel  acces- 

sories such  as  sandals,  stockings,  caps, 
water-wings,  robes  or  capes,  used  with 
the  garments  and  as  additional  displays. 
By  arranging  a  few  wax  models  about 
the  window,  including  juvenile  forms 
seated  by  a  sand  pile  with  shovels  and 
pails  and  showing  a  good  variety  of 
styles  in  suits,  you  can  interest  the 
public   immediately. 

Styles   and   Colors 

"With  regard  to  the  styles  and  colors 
which  should  be  chosen,  I  think  it  may 
be  said  that  navy  blue  and  black  lead 
in  all  styles,  with  white  or  contrasting 
trimmings,  of  course,  and  the  simple 
one-piece  models  with  good  wide  shoul- 

der straps  or  small  sleeves  and  attached 
skirt  are  always  popular.  Few  women 
really  like  the  extreme  narrow  shoulder 
strap  which  looks  like  an  evening  dress 
effect  and  it  is  always  better  to  point 
oat  to  a  customer  that  the  narrow  strap 
line  is  usually  unbecoming  unless  she 

is  going  in  for  really  strenuous  swim- 
ming only,  when  the  masculine  style  may 

be  recommended  to  permit  the  utmost 
freedom.  I  have  found,  however,  that 
the  average  woman  wants  to  look  smart 
and  chic  when  she  is  bathing,  whether 
she  is  going  in  for  a  swimming  contest 
of  just  to  enjoy  the  sun  on  the  beach. 
It  is  best  to  allow  customers  to  try  on 
the  suits  instead  of  permitting  the  gar- 

ments to  go  out  on  approval,  although 
sizes    in    the    various    makes    are    pretty 

All-Rubber  bathing  suit  shown  in  two 
colors.  The  above  is  Magenta  with 
white  trimmings.  Shown  by  the  Do- 

minion Rubber  System,   Toronto. 

nearly  standard.  If  a  women  wears 
size  36  ordinarily,  the  same  size  will 

hold  good  in  a  bathing  garment.  I  al- 
ways advise  my  customers  to  wear  some 

sort  of  undergarment  with  the  one-piece 
suits,  either  one  of  the  new  girdle  cor- 

sets or  a  brassiere  in  tie-back  effect, 
without  any  metal  parts  to  rust.  Any- 

one can  wear  jersey  suits  provided  they 
use  some  sort  of  body  support  which  is 
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loose  enough  to  permit  plenty  of  free- 
dom of  action.  Our  corset  department 

is  specializing  in  bathing  accessories  in 
conjunction  with  the  bathing  suit  dis- 

play, and  we  are  going  to  try  to  central- 
ize the  other  accessories,  including  cap^, 

sandals  and  hosiery  in  one  section  so  as 
t->  avoid  losing  sales  by  reason  of  lack 
of  time  on  the  part  of  our  customers  to 

hunt  up  the  rest  of  the  outfit." 
Speaking  of  the  new  styles  for  1921, 

ihis  buyer  predicted  a  large  demand  for 
the  newest  style  of  poplin  suit  with  ruf- 

fled bloomer  reaching  down  below  the 
knee,  as  well  as  for  the  rubber  suit, 

wh.'cr.  is  a  distinct  novelty  this  season. 
Dressv  models  in  satin,  taffeta  or  silk 
jersey  have  been  shown  i>i  New  York, 
and  panne  velvet  and  tub  satin  have  .a!s'> 
joined  the  ranks  of  fabrics  for  aquatic 
sports.  The  models  in  these  luxur- 

ious materials,  are  howovor,  much  too 
extreme  to  interest  the  Canadian  trade, 
resembling  as  they  do  the  prevailing 
style  of  ball-gown  seen  on  the  stage  last 
season. 

Accessories 

Among  other  accessories  seen  in  great 
variety,  and  adding  to  both  style  and 
convenience  is  the  beach  cape.  Some  of 
these  are  made  of  materials  similar  to 
or  matching  the  suit,  while  others  are 
made  of  terry  cloth,  tub  satin,  rubber- 

ized fabrics  or  plaid  materials  of  dash- 
ing pattern.  Contrasting  linings  are 

a  smart  touch.  Bathing  hose  in  the  new 
knee  length  with  turnover  cuffs  in  con- 

trasting effects  will  be  very  popular 
this  summer,  as  they  will  stay  up  with- 

out the  need  of  garters.  Both  boot  and 
sandal  styles  will  be  popular  in  bathing 
footwear  in  different  colors,  although 
the  all-white  sandal  worn  with  dark  hoso 
will  be  smartest.  This  is  said  to  be  nurc 
generally  becoming  to  the  average  wo- 

man  than  the   opposite   combination. 
Bathing  caps  are  bewildering  in  their 

variety  and  may  be  had  in  the  usual 
tight  fitting  cap  effect  or  in  the  more 
becoming  tarn  shapes,  puffed  out  from 
a  wide  band  around  the  head.  Rubber 
scarves  may  also  be  had  which  can  be 
tied  in  the  manner  of  the  popular  ban- 

danna handkerchief.  These  are  edged 
with  a  border  of  white  or  contrasting 
color.  Among  the  charming  novelties 
in  bathing  millinery  shown  by  the  mak- 

ers this  season  are  turbans  of  two-toned 
rubber,  one  half  being  blue  and  the  other 
scarlet,  with  a  large  buckle  holding  a 
bow  of  the  rubber  in  place  at  the  left 
side.  Another  cap  resembles  the  Span- 

ish Toreador  cap  and  is  of  pink  rubber 
with  a  white  swathing  about  the  fore- 

head, edged  with  a  fringe  of  the  rubber. 
A  bewitching  little  jockey  cap  effect 
was  made  of  orchid  and  white  in  a  blend- 

ed effect  rather  like  marble  veining,  fin- 
ished with  a  coquettish  green  bow  in 

front.  The  downward  movement  in  trim- 
mings so  popular  in  street  millinery  is 

also  featured  in  rubber,  for  a  smart  all 
white  drooping  tarn  effect  is  finished  at 
the  left  side  with  a  long  festooned  rib- 

bon of  henna   rubber  ending  in   tassels. 

Child's  knitted  coat  to  wear  over  light  party  dresses. 

Appliqued  flowers  are  employed  in  a 
profusion  of  ways  and  are  most  realis- 

tic, the  blossoms  often  being  as  large 
as  the  cap  itself:  Extensions  to  cover 
the  ears  and  neck  are  a  feature  of  more 
practical  caps  which  would  be  ideal  for 
diving,  but  even  these  are  becoming  and 
artistic,  usually  displaying  a  half-moon 
or  some  symbolic  emblem  upon  the  side. 
The  rubber  shoulder  scarf  with 

fringed  ends,  the  cape  of  ample  propor- 
tions and  the  rubber  parasol  are  intro- 
duced this  season  by  leading  manufac- 
turers who  are  also  prepared  to  feature 

the  rubber  hat  with  wide  drooping  brim 
to  shade  the  face.  These  are  an  entire- 

ly new  departure  and  are  made  of  the 
same  rubber  as  the  caps,  but  being 
lined  with  silk  are  perfectly  comfortable 
and  dry  instantly.  These  suits  come  in 
tunic  style  with  pretty  collar  and  sash 
in  contrasting  color.  The  seams  of  these 
garments  are  vulcanized  so  that  they 
are  as  durable  as  possible  under  all  con- 
ditions. 

Prices  on  most  lines  of  bathing  gar- 
ments are  said  to  be  25  to  33  per  cent, 

lower  than  last  year's  figures,  where 
Canadian   goods   are  concerned. 

POINT  BEING  SETTLED 

There  is  one  feature  of  the  budget 
that  has  caused  some  questioning,  that 

is,  whether  the  sales  tax  is  to  be  ab- 
sorbed by  wholesaler  or  manufacturer 

or  whether  it  is  to  appear  on  the  invoice 
as  formerly.  This  matter  was  not  dealt 
with  in  the  statement  of  the  Finance 
Minister.  He  has  been  asked  for  a  ruling 
on  the  question,  however. 

MOVED    TO   NEW    QUARTERS 
Wrinch,  McLaren  Limited,  wholesale 

smallwares,  Toronto,  have  removed  to 
much  larger  premises  at  the  corner  of 
York  and  Wellington  Streets.  Their 
new  showrooms  and  manufacturing  de- 

partment occupy  the  entire  first  floor  of 
a  large  building  with  light  on  three sides. 
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Demand  Medium  and  High- Priced  Lines 
Output  For  Fall  Behind  Usual  Schedule — Cheaper  Underwear  and  Stockings  Not  in  Demand 

Retailers  Are  Buying  Usual  Requirements — Active  Demand  for  Ladies'  Sweaters. 

MANUFACTURERS  of 
 knitted 

munis  report  that  Fall  business 
is  farther  behind  than  it  has  been 

at  the  Spring  season  for  many  years. 
Some  mills  are  producing  only  about 

twenty-five  per  cent,  of  their  usual  out- 
put, others  are  operating  at  full  capa- 
city, but  the  majority  are  turning  out 

about  two-thirds  of  their  former  amount. 

It  is  not  the  retailer  who  is  respon- 
sible for  lack  of  production.  The  retail 

t'i-dt  is  in  a  most  cheerful  mood.  Manu- 
facturers say  the  wholesaler  is  not  buy- 

mg  as  yet.  He  apparently  thinks  there 
is  danger  of  another  loss  like  that  of 
last  year  when  he  was  forced  to  sell  at 
a  lower  price  than  actual  cost.  Manu- 

facturers claim  that  this  is  impossible. 
Tl  e  present  price  of  Fall  goods  is  now 
at  rock  bottom,  based  on  the  price  of 
raw  materials.  The  great  danger  is  that 
the  shortage  which  will  result  from  the 
small  production  of  this  Spring  will 
boost  Fall  prices.  The  retailers,  it  is 
true,  are  not  placing  large  orders,  but 
sufficient  to  keep  mills  in  opei-ation. 
Wholesalers  have  done  little.  Even  those 

who  are  usually  booked  up  by  January 
^Ist,  have  not  placed  a  single  order  so 
far. 

The  orders  which  have  come  have  been 

'or  medium  and  high-priced  lines.  The 
cheap  underwear  and  stockings  of  last 
Fall  are  not  in  demand.  One  manufac- 

turer explains  this  change  in  a  very  sat- 
isfactory manner.  The  cry  of  last  year 

was  for  anything  that  was  cheap  with 
a  view  to  economy.  People  have  now 
learned  that  poor  materials  and  poor 
work  are  not  cheap  at  any  price.  As  a 
consequence,  mills  which  were  turning 
out  that  class  of  goods  have  turned  their 
attention  to  medium-priced  articles.  For 
example,  women's  bloomers  which  were 
made  up  last  season  to  retail  at  45c  and 
50c  have  no  call  now.  They  do  not  last. 
A  better  grade  of  material  is  demanded 
and  better  workmanship  is  seen. 

What   Retailers   Say 

Questioned  as  to  business  conditions, 
retailers  say  that  people  are  buying  as 
much  as  they  ever  did.  The  lower  price 
Oi  course  makes  things  looks  worse  than 
they  really  are.  This  time  last  year 
they  could  harrMy  supply  the  demand  for 

women's  silk  underwear.  Now  they  can 
hardly  dispose  of  it  even  at  sales.  The 
bride  who  usually  buys  at  any  price,  is 
looking  for  half-price  sales. 

Some  firms  are  of  the  opinion  that 
he?  vy-weight  underwear  for  women  has 
{.'one  never  to  return.  Even  the  older 
women  are  asking  for  cotton  goods.  One 
example  of  this  change  is  seen  in  a  large 
order  which  was  recently  received  from 
Dawson  City.     It  was  for  all  short-sleeve 

and  low-neck  garments.  A  Toronto  store 
is  holding  over  a  line  of  beautiful  silk 
jind  wool  English  goods  which  could  not 
be  sold.  The  manager  says,  that,  as  a 
consequence  he  is  not  placing  in  his  Fall 
order  a  request  for  heavy  garments. 
Flannelette  nightgowns  are  being  omit- 

ted altogether. 

American    Underwear 

The  selling  of  American  Spring  under- 
wear in  Canada  continues  to  be  done 

by  small  jobbing  houses  for  the  most 
I  art.  The  volume  of  sales  has  not  been 

large  up  to  date  because  there  is  an  ac- 
tive demand  for  these  goods  in  the 

United  States  market.  Canadian  woolen 

mills   have   had   an   opportunity   to    pre- 

Novel  two-in-one  style  bathing  suit, 
featured  for  the  1921  season  in  a  steam 
shrunk  knitted  fabric.  The  belt  is  en- 

tirely knitted  and  is  a  smart  accessory. 
Shown  by  courtesy  of  the  Cornell  Knit- 

ting Company.  Photo  by  Photo-Craft 
Studios,  Limited. 

pare  new  patterns  during  the  last  few 
months.  When  they  were  actively  em- 

ployed, there  was  not  the  same  induce- 
ment to  use  ingenuity  in  getting  out  a 

large  variety  of  patterns.  The  new  de- 
signs have  been  well  received  in  trade 

circles.  Both  wholesalers  and  retailers 

are  gaining  a  new  respect  for  the  pro- 
ducts of  Canadian  knitting  mills.  So  many 

women's  organizations  are  talking  home- 
spuns just  now  that  the  manufacturer 

here  has  a  splendid  opportunity  to  show 
what  he  can  do. 

Sweaters 

In  spite  of  the  small  orders  which  are 
being  placed  at  the  mills  just  now, 
ladies'  sweaters  of  the  most  expensive 
kinds  are  so  much  in  demand  that  some 
manufacturers  are  three  months  behind. 

Men's  sweaters  are  not  being  called  for 
to  the  same  extent.  Many  of  the  re- 

tailers have  enough  left  over  from  last 
year  to  supply  them  this  Summer  and 
Fall.  In  this  class  of  goods  at  any  rate, 
it  is  not  expected  that  prices  will  fall. 
Wages  and  general  running  expenses 
have  not  come  down  to  1914  prices;  so  it 

is  hardly  to  be  expected  that  manufac- 
turers can  make  much  more  of  a  cut 

than  they  have 

Jersey-knit  sweaters  will  have  a  splen- 
did run  this  year.  These  are  made  up 

in  Tuxedo  models  and  in  jumpers  of  the 
middy  style.  The  pullover  is  a  better 

fitting  garment  this  year  than  hereto- 
fore. It  is  buttoned  at  the  bottom  to 

give  a  waist-line.  What  is  called  the 
links-and-links  knit  sweater  which  is  a 

splendid  imitation  of  the  hand-made  one, 
is  also  shown.  Imitation  filet  is  used 
on  all  sweaters  both  at  the  bottom  and 
as  collars  and  cuffs. 

In  the  sweaters  that  are  selling  this 
season,  style  and  fit  must  be  considered 
just  as  much  as  in  tailored  clothes.  The 
days  when  wool  was  sold  by  the  pound 

are  over.  The  sleeves  are  now  careful- 
ly fitted;  they  are  cut  in  on  top  to  show 

a  short  shoulder  seam.  "Stouts"  are 
also  made  with  larger  fronts  and  backs 
for  women  who  were  too  stout  to  wear 
sweaters  in  other  years. 

New  Colors  in  Wools 

The  color  cry  at  present  is  for  the 
quieter  shades  of  grey,  buff,  mist  and 
brown.  These  are  finished  with  bright 
hues  like  flamingo  and  marigold.  Black 
with  white  and  white  with  black  are  very 

good.  All  black  and  navy  with  buff  or 
grey  are  shown.  Mahogany  and  brown 
are  growing  in  popularity  as  the  season 
advances.  In  the  shorter  coatees  and 
cross-over  effects  the  vivid  colors  are 
often  used  altogether. 
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Building  up  the  Wool  Department 
Care  Must  be  Taken  in  Selection  of  Wool— Make  Wool-selling  an  Art  by  Instructions  Re- 

garding Stiches— Value  of  Window  Display— Looks  for  Good  Year. 

IN  these  days  of  wool-selling  it  is  sur- 
prising that  more  dry  goods  stores 

do  not  make  use  of  their  golden 
opportunities.  Firms  who  specialize  in 

this  line  say  that  the  losses  are  sur- 
prisingly small  in  comparison  with  other 

departments.  This  season  promises  to 
be  even  better  than  last  Summer.  Every 
shop  window  is  displaying  sweaters, 

capes  and  dresses  of  hand-knitted  wool. 
In  the  small  town  especially,  where  any 
kind  of  hand  work  appeals  to  a  larger 
percentage  of  women  than  in  the  cities, 
there  should  be  a  store  which  specializes 
in  knitting. 

Dry  Goods  Review  paid  a  visit  during 
April  to  a  shop  in  an  Ontario  town 
which  is  devoted  entirely  to  knitted 
goods.  The  proprietor  of  this  store  is 
a  woman.  In  the  last  few  years  she  has 
built  up  a  business  which  to-day  employs 
seventy  knitters.  Her  story  is  very  in- 
teresting. 

The  Origin  of  the  Shop 

During  the  early  days  of  the  war,  the 
demand  was  so  great  for  hand-knitted 
socks  and  other  apparel  for  soldiers  that 
a  fast  and  efficient  knitter  found  ready 
employment.  The  present  proprietor 
soon  found  that  the  demand  was  so  great 
for  her  work  which  she  did  at  home 

that  she  had  to  employ  assistants. 
Many  of  these  learned  to  knit  under  her 
guidance.  They  all  remained  in  their 
homes  and  were  paid  for  piece-work. 
When  the  craze  for  sweaters  came  in, 
she  opened  her  shop  and  kept  her  knit- 

ters, allowing  them  still  to  do  their  work 
outside.  There  are,  of  course,  several 

"finishers"  in  the  store  who  add  any 
touches  which  customers   require. 

Making  Wool-Selling  an  Art 
The  essential  thing  for  a  man  or 

woman  who  establishes  a  wool  and  knit- 
ting department  is  to  stock  the  very 

best  wool.  It  is  better  usually  to  keep, 

only  one  brand  if  it  satisfies  all  require- 
ments, this  competent  woman  informed 

our  representative.  When  two  or  three 
kinds  of  wool  are  sold  there  is  always 

danger  that  the  customer  will  buy  the 
wrong  quantities.  Samples  of  every 
new  design  are  kept  constantly  before 
the  eyes  of  customers.  These  articles 
have  been  knitted  by  experienced  knit- 

ters and  any  directions  which  are  of- 
fered in  regard  to  them  are  taken  as 

authentic.  In  the  matter  of  giving  in- 
structions to  purchasers,  this  store  has 

gained  a  splendid  reputation.  The  most 
capable  instructors  are  procured  to  show 
patrons  free  of  charge  every  conceivable 
stitch  in  the  making  of  hand-knitted 
goods.  The  saleswomen,  too,  are  trained 
knitters. 

Everything  is  under  glass.  The 
shelves  have  glass  fronts  which  make  it 
easy  for  saleswomen  and  keep  the  wools 
free  from  dust.  The  counters  have  glass 
tops.  A  supply  of  white  paper  is  kept 
on  hand  and  when  a  particular  article 
is  requested  it  is  placed  on  the  paper  to 
be  examined.  The  decorations  of  the 
store  are  in  neutral  shades  so  that  the 

goods  on  display  may  be  seen  at  their 
best. 

Book    of    Instructions 

Twice  a  year  the  owner  publishes  a 
book  of  instructions.  This  is  made  up 

in  collaboration  with  the  latest  design- 
ers from  Paris  and  New  York.  Photos 

are  made  of  the  actual  garments,  knit- 

U.  S.  Retailers 
Are  Delaying 

Readjustment 

Washington,  May  1. — Retail  prices  ap- 

pear to  be  the  "sticking"  point  in  the 
country's  readjustment  process,  the  Fed- 

eral Reserve  Board  said  tonight  in  a 
general  review  of  business  and  financial 
conditions  for  April.  Other  factors  re- 

tarding readjustment  were  said  to  be 
high  transportation  charges,  wages  and 
coal  and  steel  prices. 

Increasing  appreciation  of  the  nature 
of  the  readjustment  process  in  business 
and  the  community  at  large,  however,  the 
board  said,  is  focussing  attention  upon 
the  factors  that  are  delaying  business  re- 

covery and  is  promoting  discussion  with 

a  view  to  removing  obstacles  and  expe- 
diting recovery. 

Complete  business  recovery,  the  board 
continued,  has  been  slower  than  was  pre- 

dicted generally  at  the  close  of  the  last 

year,  and  expectations  that  this  Spring- 
would  see  economic  and  business  read- 

justment fairly  completed  have  not  been 
realized.  Nevertheless,  it  added,  the 
month  of  April  has  given  evidence  of  an 
improved  feeling  developing  with  regard 
to  business  and  the  outlook  generally. 

Prices,  the  review  continued,  has  been 
the  pivotal  point  in  the  business  situation 
since  the  recession  movement  began  last 
Autumn.  The  fall  in  wholesale  prices, 
which  has  been  continuous  and  some- 

times precipitate,  it  declared,  appears  to 
be  in  process  of  arrest,  they  having 

shown  a  greater  degree  of  stability  dur- 
ing April. 

ted  with  the  wool  which  is  carried  in  the 
store.  Care  is  taken  that  with  Canadian 

wool  the  proper  Canadian  needle  is  men- 
tioned in  the  instructions.  This  book 

is  sold  over  the  counter  for  25  cents  a 
copy. 

Window    Display 

As  to  window  display,  our  informant 
was  particularly  emphatic.  The  newest 
colors  and  designs  are  invariably  put  in 
the  windows  for  a  few  days.  In  the  case 

of  sweaters,  white  skirts  are,  as  a  gen- 
eral rule,  the  best  to  use  on  figures  as 

a  colored  or  striped  skirt  very  often 
distracts   the   attention   of   passers-by. 

This  firm  has  now  earned  a  Canadian, 
wide  reputation.  Several  of  the  largest 
department  stores  send  regularly  for 
the  newest  models  offered  in  the  line 
carried.  Orders  are  received  regularly 
from  the  West  for  styles  shown  in  the 
instruction  books.  No  order,  no  matter 
how  large,  is  filled  at  wholesale  price,  as 
this  store  wants  the  retail  business. 

Questioned  as  to  business  conditions 
this  year  when  complaints  are  heard  on 

every  side,  the  head  of  the  establish- 
ment smiled  at  our  carefully  veiled  note 

of  doubt.  "This  is  a  wool  year,"  she 
said,  "Canada  has  begun  sports  earlier 
this  Spring  than  ever  before.  The  es- 

sential garment  for  the  smart  women  for 
golf,  tennis,  boating  and  teas  is  the 
sweater.  The  demand  for  knitted  dresses 

which  was  expected  to  be  short-lived  is 
increasing.  I  received  only  the  other 

day  an  order  for  a  dress,  hat  and  stock- 
ings of  the  new  honeydew  shade.  For 

the  retailer  who  wants  to  specialize  in 

knitted  goods  this  year  there  is  a  better 

opportunity  than  ever." 

Extreme  unevenness  in  price  reduc- 
tions, however,  the  board  said,  is  one 

of  the  striking  features  in  the  present 

industrial  situation.  While  in  many  im- 

portant lines  of  wholesale  trade  pre-war 
prices  exist,  in  other  lines  commodities 
are  being  sold  at  twice  or  even  more 
than  twice  the  1918  values. 

Raw  cotton,  the  board  declared,  is 
lower  than  the  1913  level  and  wool  is 
about  a  third  higher  than  before  the 
war,  but  cotton  goods  are  at  least  20  per 

cent,  higher  than  in  1913,  and  woollen 
cloth  is  aproximately  twice  as  high  as 

the  pre-war  level.  In  the  hide  and 
leather  industry  the  discrepancey  is  even 

greater,  the  board  aserted,  the  present 

price  of  skins  being  one-third  under  pre- 
war levels,  while  the  price  of  shoes  is 

twice  as  high  as  in  1913. 
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An  Oxford  garment  is  a  dependable  garment! 

Other 
Oxford  Lines: 

Fancy  Evening  Vests  Children's  Combinations 
"Interchangeable" 

"Kosy  Kut"  Jerseys 
and  many  other  popular  styles  in  D      L  •          C     • 

dainty  numbers.  Bathing  OUltS 

Athletic  Underwear 

Oxford 
Bloomers 

White 

Sky 

Pink 

etc. 

Best  Quality 
Balbriggan 

One  and  One 

Elastic  Knit 

Exceptionally  roomy — 

Special  reinforcement — 
to  allow  greatest 

comfort  possible. 

Well  finished — 
flat  lock  seams 
silk  stitching. 

THEY  SELL  and 
THEY  SATISFY! 

THE  OXFORD  KNITTING  COMPANY,  LIMITED 
Woodstock,  Ontario 

T.  H.  WARDELL. 

24  Aikins  Block,  Winnipeg 

Representatives: 
H.  R.  BLADE, 

Carleton  Chambers,  Ottawa 

F.  W.  McLEAN, 

5  Haddock  St.,  St.  John,  N.B. 
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Comfort,  Durability  and  Daintiness  in 

Baby's  Stockings 
LITTLE  Darling  Stockings  are 

Mother's  choice  for  Baby.  She 
knows  from  experience  that  the  soft, 

silky  Australian  lambs'  wool,  from 
which  these  stockings  are  made,  is 
superior  in  every  way  to  any  other 
material. 

Little  Darling  Stockings  are  knit- 
ted, from  two-ply  yarn  for  durability, 

with  heels  and  toes  of  silk  to  give 
added  wear. 

The  soft,  silky  texture  of  the  wool 
gives  warmth  without  causing  per- 

spiration and  is  free  from  any  irri- 
tating adulterant. 

Mothers  are  instantly  charmed 
with  the  dainty,  attractive  appear- 

ance of  Little  Darling  Stockings. 
Displayed  in  your  windows  and  on 
your  counters  they  will  quickly  con- 

vince you  of  their  exceptional  selling 

qualities. Little  Daisy  Stockings  are  made 
from  the  same  fine  yarn  but  have 
extra  strength  in  heel  and  toe. 

For  children  up  to  12  years  of  age. 

*# LITTLE  DARLING 
"LITTLEDAISY" /RE/GlfSTfcRk^ 

The  Chipman-Holton  Knitting  Company,  Limited,  Hamilton,  Ontario 
Mills  at  Hamilton  and  Wetland,  Ont. 
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Outing  Display* 
now  attract  an 

unusual  share  of 
attention.  Show 

Ballantyne  Bath- 
ing Suits  a  n  d 

Ballantyne  D  i  s- 

play  Cards.  Link 

up  y  o  u  r  store 

with  goods  the 

summer  vacation- 
ist needs  and  is 

looking  for. 

For  Men 
Women 

and 
Children 

BALLANTYNE  Bathing  Suits  are  all-wool 
and  are  made  in  attractive  color  combina- 

tions. They  are  well-nigh  perfect  in  fit,  because 
they  are  the  product  of  careful,  accurate  design- 

ing and  conscientious  workmanship. 
These  are  the  Bathing  Suits  that  are  seen  in 
greatest  numbers  at  summer  resorts  and  beaches. 
They  have  style  and  they  are  practical  swimming 
suits. 

To  profit  most  from  special  summer  goods,  you 
should  have  Ballantyne  Bathing  Suits  for  your 
customers. 

BALLANTYNE 
BATHING  SUITS 

R.  M.  BALLANTYNE,  LIMITED 

Stratford     -     -     Canada 
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The  Biggest 

Sports  Year In    History 

1 
HAWTHORN  FABRIC 

CANADA  PRODUCT 

This   label    is   the   mark   of   quality   in 
garments  made  from  Hawthorn  Fabrics 

FASHION  has  decreed  it — it  only   remains  for  you  to 
make  it  a  realization  among  your  customers.       All  the 

style  centres  in  the  world  show  sports  apparel  predomin- 
ating over  everything  else.     Suits,  coats,  skirts  and  capes  are 

being  featured  in  a  variety  of  new  and  smart  styles. 

Hawthorn  Fabrics  offer  the  merchant  the  opportunity  of 
taking  advantage  of  this  unprecedented  run  on  sports  wear, 
and  to  reap  big  profits  thereby.  They  may  be  recommended 
with  security,  for  they  absolutely  do  not  sag  or  lose  their 
shape.  And  they  are  shown  in  a  wonderful  range  of  coicrs 
and  patterns. 

Full  page  ads  in  the  leading  newspapers  and  magazines  are 
driving  home  the  utility  and  beauty  of  Hawthorn  Fabrics 
to  the  women  of  Canada. 

Stork  up  now  and  share  hi  the  profits. 

Made  in  Carleton  Place  Ont.,  by  HAWTHORN  MILLS,  LIMITED 
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Smart  Bathing  Suits 
that  are  also  practical 
In  styles  that  will  sell  and 
Quality    that   will   resell ! 

Jersey  Bathing  Suits  for  Men  and  Women  are 
fast  gaining  an  enviable  reputation  everywhere 
for  quality,  variety  and  actual  value.    See  them!     . 

Color  range  of  Women's  Bathing  Suits 
Navy  trimmed    White 
Navy    trimmed    Gold 
Grey  trimmed  Purple 
Royal   trimmed  White 
Royal   trimmed   Gold 
Purple  trimmed   Green 
Green  trimmed  Gold 
Green  trimmed  White 

Green  trimmed   Purple 
Green  trimmed  Black 
Maroon  trimmed  Green 
Copenhagen  trimmed  Black 
Copenhagen  trimmed  Gold 
Copenhagen   trimmed   White 
Copenhagen  trimmed  Grey 

JERSEYS'  LIMITED 
Also  Mfrs.   of  Men's    and    Boys'    All- Wool    Jerseys. 

4  55  KING  STREET  WEST. 

TORONTO 
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UNSHRINKABLE 

The  Underwear 
that  Overyears 

ATLANTIC  UNDERWEAR 

MONCTON 
LIMITED 

N.B. 

E.  H.  Walsh  &  Company 
Montreal  &  Toronto 

Selling  Agents  for  35 

Quebec,  Ontario  and  Western  Provinces 



So  lustrous,  so  softly  sheer  a 

hose  merits  a  place  in  every  June  trousseau. 

Fifteen  shades  to  delight  the  bride. 

MODERATELY    PRICED 

BEAUTIFULLY     BOXED 

Now  made  in  Canada  by 

THE  BUTTERFLY  HOSIERY 
CO.  LIMITED 

DRUMMONDVILLE,  QUEBEC 

t  i,:- 
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The  Three  Grades 

y 

RANGE   OF   FIFTEEK 
SHADES 

If  you  were  to  make  a  list  of 
the  fifteen  most  desired  shades 

in  silk  hosiery,  you  would  find 
them  all  in  the  Butterfly  range. 

And,  furthermore,  you  can 

stock  from  8i<>  up  in  "Butter- 

fly- 

Hosiery  of  the  sheerest  silk, 

beautifully  boxed,  and  moder- 
ately priced— this  line  should 

be  the  backbone  of  your 
hosiery  trade. 

BUTTERFLY 
(REGISTERED    TRADE-MARK) 

SILK  HOSIERY 

lou  will  find  that  Butterfly  Silk  Hosiery 
excels  all  competing  lines  in  every  particular. 

Not  only  is  the  cost  moderate,  but  you  can 
give  your  customers  a  choice  of  three  grades 
of  silk  at  different  prices. 

The  finest  Japan  silk  is  used  in  one  quality, 
a  sheer  hosiery  that  appeals  to  people  of 
exclusive  tastes. 

There  is  the  Art  Silk,  a  vegetable  silk  of 
outstanding  merit,  lustrous  and  very  satisfy 
ing  in  every  respedt. 

The  other  "Butterfly"  grade  is  a  mixture  of 
Japan  and  Art  Silk,  combining  good  qualities 
of  both. 

The  preference  is  entirely  a  matter  of  indi' 
vidual  taste  and  purse. 

YOUR   JOBBER   CAN  SUPPLY    YOU 

Made  in  Canada  by 

THE  BUTTERFLY  HOSIERY 
CO.  LIMITED 

DRUMMONDVILLE,   QUEBEC 

Sole     Selling     Agents:     E.    H.    Walsh     &     Company     Limited 
TORONTO MONTREAL WINNIPEG VANCOUVER n 

w 
^ 
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HARVEY      I 
Underwear  S? 

STYLE  No.  43 

A  HARVEY  Undergarment,  especially  suited  for 
opera  use,  has  low-cut  bust  with  silk  ribbon  straps, 
and  full  fashioned  lace-edged  top,  loose  or  tight 
knee  with  lace  trim. 

Comes  in  white  Egyptian  cotton  and  mercerized 
lisles,  White  or  Pink. 

Good  Will 
Wnen  a  purchaser  is  really 

pleased  with  one  article  she 

is  definitely  prejudiced  in 

favor  of  everything  else  sold 
in  the  same  store. 

The  Merchant  who  sells  the 

productof  theHarvey 

Knitting  Co.  appreciates  this 
fact  to  the  full.  He  knows 

that  HARVEY  Under- 

•wear  has  been  gathering  up 
GOOD  WILL  for  many 

years,  and  that  this  Good 

Will  reacts  upon  his  entire 
business. 

3of 

jO  Harvey  Knitting  Company  B 
«jg!  '  Limited  Saj 
J*S  Woodstock      -      Ontario  J£ 

The    construction    and    thoroughness    in    making 

Burritt  s  Silk  Hosiery 
is  reflected  in  its  appearance  and  the  satisfactory 
service  it  gives. 

COLORS 

White,  Black,  Navy,  Tan,  Cordovan,  Grey,  Beaver, 
Champagne. 

Also  a  fine  line  of  Burritt  Lisle  Hosiery. 

All  Silk  and  Lisle  Hosiery  attractively  boxed. 
Exceptional  facilities  enable  us  to  carry  a  large 

stock   of   Hosiery    on    hand   for   immediate    ship- ment. 

A.  Burritt  &  Co. 
Mitchell,   Ont, 

Established  1875 

Manufacturers  of  Sweaters,  Pure  Camel  Hair  Men's  Seamless 

Gloves,  Pullovers,  Toque5,  Boys'  and  Men's RibbeJ  Worsted  Hosiery 

m 
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Attractive      ^W 
merchandise 

Attractively 

priced 
INGERSOLL-KNIT 

WASH  CLOTHS 
The  neatly  embroidered  edges  in 
beautiful  colorings  make  an  instant 
appeal  to  the  eye. 

The  delightfully  velvety  finish,  and  a 
weight  that  is  not  too  thick  for  com- 

fort and  not  too  thin  to  absorb  freely, 
all  contribute  to  the  satisfaction  that 
is  bringing  repeats  everywhere. 

A  special  process  makes  Ingersoll 
texture  vastly  different  from  any 
other.  Your  customers  will  appreci- 

ate them. 

Why   not   send   for   sample 
assortment  to-day? 

Order  now  to  ensure  delivery  of 
Ingersoll  Knit  Wash  Cloths  when 
needed. 

INGERSOLL-KNIT 
TOWELS  and  BIBS 
are  made  with  the  same  painstaking 
care  and  attention  to  details. 

INGERSOLL  KNITTING  CO. 
Ingersoll,  Ont. 

I 

D 
OJ 

»» 

Moyer-Maid 
M 

Can  Be  Profitably  Featured 

in  Any  "Quality"  Store 

"Moyer-Maid" 
Swiss  Ribbed  Vests 

have  won  great  favoritism  in  the 
Canadian  field  because  of  their 

superiority  of  quality,  fit  and  finish. 

They  come  in  a  wide  range  of  sizes 

— for  Women,  Misses  and  Chil- 
dren, at  prices  that  are  based  on 

lower  costs  of  production. 

We  feel  confident  that  these  lines 

offer  you  values  that  will  stand 
critical  comparison  with  any  being 
offered  on  the  Market — and  come 
out  on  top. 

Manufactured  by 

WALTER  W.  MOYER 
EPHRATA,  PA. 

Canadian  Sales  Office: 

Harold  F.  Watson,  Foster  Limited 
208  Coristine  Building 

MONTREAL 

o 

II 

s 
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MONARCH-IT  T 

Monarch-Knit  Lines 
For  Summer  Selling 

Immediate  Delivery  on 
These  Lines 

Tone    Up     Your    Knit     Goods     Stock     For 
Summer  Selling 

A  VERY  noticeable  development  of  the  past 
few  years  is  the  immensely  increased 

popularity  of  knitted  coats,  jumpers,  scarves, 

etc.,' i  for  summer  wear.  The  Tuxedo  and 
Jumper  styles  here  illustrated  are  especially 
suitable  for  summer  wear.  A  display  of  these 

garments  would"  undoubtedly  result  in  many 
good  sales.  Place  your  order  now — we  can 
give  you  immediate  delivery. 

Sell  MONARCH-KNIT 

Bathing  Suits  and  Hosiery 

The  Monarch  Knitting  Co. .Limited 
Head  Office,  Dunnville,  Ont. 

Factories:     Dunnville,  '  St.    Catharines,     St.    Thomas,    Ont. 

S YARNS 



38 D  R  Y     liOO  DS     R  KV  1  E  \Y 

OV.  BRAND 
OTTAWA    VALLCY  nts'o 

Puce Woof: Undecweeu; 

* 

Give 
VELVOKNIT  Underwear 

Your  Critical  Inspection 

Feel  the  smooth,  even  texture  of  a  VELVO- 
KNIT Combination  or  two-piece  suit! 

Let  the  test  of  actual  comparison  convince  you 
that  VELVOKNIT  Underwear  will  satisfy  your 
most  particular  customer  as  regards  comfort 
and  durability. 

Roomy  and  elastic  with  flatlocked  seams  that 

never  chafe.  Made  in  all  sizes  and  every  gar- 
ment  guaranteed. 

Your  Wholesaler  Can  Supply  You. 

ufQfKfX/ufi'   is  the  superfine 
grade  of  O.V.  Brand  Underwear 

*. 

Manufactured  by 

BATES  &  INNES,  LIMITED 
«■•*"?  *ca        Carleton  Place,  Ont. Ji  St.Nx*oias  St. 
MONTRE  AL.Oi.1. 

e-IOWtlLxftmStE. 
TORONTO.O-T. 

C.E.WINKS 
44Aikin  Block 

Buyers,  Take  Notice! 

ALLAN  S.  BAIN  COMPANY 
LINEN  SPECIALISTS 

have  removed  from  150a  Craig  St. 

West,  to  fine  quarters  in  the  new  and 
modern 

Toronto  Type  Building 
54  Jurors  Street 

Montreal 

Our  friends  in  the  trade  will  be 

welcomed  at  these  new  warerooms  to 

look  over  our  stocks,  which  offer  the 

maximum  advantage  to  linen  buyers. 

WOOLLENS 

5  3  y  e  a  r  s  in 
service  is  your 

guarantee  of 
sati  s  fa  c  t  io  n 

OxF 
again  lead  in  quality  and  origin- 

ality of  designs  and  handsome  col- 
orings. Ask  our  Representative  to 

show  you  our  wide  ranges  in  33 
oz.  HALF  BLOOD  OVERCOAT- 

INGS, highly  napped  and  in  Eng- 
lish Effect— also  our  Spring,  1921, 

SUITINGS  for  both  Men's  and  Wo- 
men's Wear  —  smart  and  distinc- tive. 

ord 

Oxford,  N.S. 

Manufacturing  Co., 

Ltd. 

IMPORTERS  and  MANUFACTURERS 

Art  Needlework  and  Fancy  Goods 
"Peri-Lusta"  "Crystal" Mercerized  Cottons  Artificial  Silk 

Embrojidery  Materials 

Fancy  Linens  and  Piece  Goods 
MADEIRA    HAND   EMBROIDERED 
LINENS  and  HANDKERCHIEFS 

Campbell,  Metzger  &  Jacobson 
932-938  Broadway  New  York  Cor.   22nd  St. 

Canadian  Showroom   and  Factory : 

Bay  and  Wellington  Sts.,         -        Toronto,  Canada 

STOCK 

BARBOUR'S  &  KNOX'S SUPERIOR  QUALITY 

LINjEN  THREADS FOR 

Carpet  -  Tailoring  -  Fur  and 
Retail  Trade 

It  willjpay  you  to  write  our  nearest  Branch 
for  our  latest  THREAD  prices. 

Good  Stocks  Carried. 

FRANK  &  BRYCE  Limited 
TORONTO MONTREAL 

QUEBEC 
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The    Ostrich     Choker     is    the    Thing! 

Taking  the  Place  of  Fur  Neck  Pieces 

For  Spring  ana  Summer 

Rapidly  increasing  sales  in  this  smart  innovation   predict  for  it  popularity   that  will 
make  it  the  hit  of  the  season! 

(See  page  72  for  illustration) 

A  smart  adaptation  of  the  feather  boa,  made  to  fit  closely  around  the  neck  with  the  end 

hanging'  over  the  shoulder. 
Best  selling  colors:  Grey,  Navy,  Black,  Black  and  White,  White. 

Two  Popular  Numbers:     No.  1678,  $36.00  doz.      No.  1679,  $42.00  doz. 

Foremost  Departments  throughout  the  country  carry  DOMINION 
Ostrich  creations  season  after  season  because  buyers  and  salespeople 
alike  find  their  splendid  merchandising  quality  induces  and  maintains  big 
sales.    Business-getting  styles!     Money-making  values! 

DOMINION  OSTRICH  FEATHER  CO 
LIMITED 

78    Wellington   Street   West,   Toronto 

REPRESENTATIVES: 

J.  G.  MARTIN,  Harmiond  Building.  Winnipeg  H.  B.  TAYLOR.  202  Mappin  Bldg.  Montreal 
GEO.  STRACHAN,  Welton  Block.  Vancouver,  B.C.  T.  W.  LEWIS,  Eastern  and  Northern  Ontario 

E.  R.  BRIGGS,  Western  Ontario 
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P.   FARMER 

Telephone 

Plateau  3590 

J.  H.  MILFORD 

3wvm&i-Mi£feuL 
Manufacturers  of  Popular-Priced  Waists 

in 

Silks,  Cottons, 

Crepes,  Georgettes,  etc. 

227  CRAIG  STREET  WEST  -  -        MONTREAL 

"VOGUE"  THE  "BUY-WORD"  FOR 
DRESSES 

Featuring  Dainty  models  in 
COLORED  ORGANDIES 

and 
FIGURED  VOILES 

All   popular    shades  and   smart,  nifty 
styles. 

WAISTS 
A  host  of  new  creations  in 
TRICOLETTE 
GEORGETTE 
CREPE  DE  CHINE 

fashioned     to     fascinate     the    most 
fastidious. 

Quality  Considered   You  Pay   Us  Less 

VOGUE  WAIST  &  DRESS  CO.  »*££!■£•£.*■  MONTREAL BLUMENTHAL  BUILDING 



DRESS    ACCESSORIES 
Dry  Goods  Review 

The  Boating  Season  Helps  Veilings 
Good  Profit  in  Hair  Nets — Many  Varieties  Being  Offered  in  Christmas  Handkerchiefs- 

"Sunday"  Handkerchief,  Gloves  and  Feather  Boas. 

-The 

W^ITH  the  boating  season  approach- 
ing, there  is  a  rush  for  veilings 

which  is  almost  as  great  as  at 
Easter-time.  The  present  call  is  for  the 
square  one  with  heavily  embroidered 
corners  in  a  contrasting  color.  Spots  as 
large  as  quarters  are  dotted  here  and 
there.  The  round  veil  is  still  good  and 
will  likely  remain  so  because  it  is  very 
easily  draped.  Recent  styles  have  a 
tendency  to  allow  the  veil  to  be  worn 
over  the  face  rather  than  hanging  back 
as  was  done  earlier  in  the  season. 

The  shaped  veil  is  selling  more  than 
ever,  especially  for  motoring  and  for  the 
water.  The  colored  spot  veiling  which 
comes  by  the  yard  is  sold  in  larger  quan- 

tities than  ever  before.  Grey,  Florence, 
Harding  blue,  and  brown  are  the  best 
colors. 

Hair-Nets 

Hair-nets  are  no  longer  a  fad.  They 
are  as  much  a  necessity  as  collars.  In  a 
Toronto  store  a  count  was  made  of  the 
number  of  women  wearing  them  on  a 
given  day.  It  was  found  that  six  out  of 
every  ten  had  them.  They  are  being  im- 

proved by  manufacturers  all  the  time. 
One  firm  is  now  placing  six  in  a  box  and 
selling  them  to  the  consumer  for  fifty 
cents,  in  either  cap  or  fringe  style.  An- 

other Canadian  firm  finds  that  a  doubly- 
reinforced  folding  of  tissue  paper  adds 
to  the  life  of  nets.  The  turn-over 
is  so  large  in  this  line  nowadays  that 
many  merchants  are  making  a  tidy  little 
profit  in  them. 

Ribbons 

Milliners  predict  that  cellophane  rib- 
bons will  be  as  good  for  Fall  hats  as 

they  were  this  Spring.  These  can  now 
be  purchased  at  prices  ranging  from  12  V2 
to  50c  wholesale.  The  very  best  dresses 
have  sashes  this  Summer.  Even  the  bride 
who  wears  a  crepe  or  georgette  gown 
should  have  a  wide  white  satin  sash  tied 

at  the  side.  The  lattice-work  design  is 
seen  very  often  in  the  colored  girdle. 
Usually  this  is  a  gold  stripe  on  a  light 
background.  Black  and  white  sashes  are 
very  strong  with  the  voile  and  organdy 
dresses.  Buyers  for  the  Fall  market 
are  stocking  Roman  stripes. 

On  the  whole  the  Canadian  trade  is 
slower  at  grasping  ribbon  opportunities 
than  American  merchants  are.  Women 
in  this  country  are  just  as  keen  for  new 
creations  as  their  sisters  across  the  bor- 

der and  retailers  who  specialize  in  rib- 
bon departments  are  well  satisfied.  Now 

is  the  time  to  build  up  this  line  as  prices 
may  be  made  an  inducement  to  attract 
purchasers. 

Handkerchiefs 

Handkerchief  manufacturers  are  look- 
ing   forward    to    the    biggest    Christmas 
oil   they   have   ever  had.     The    vari- 

eties they  are  offering  should  be  an  in- 

ducement to  any  customer  to  buy  whether 
he  or  she  approves  of  handkerchiefs  as 
gifts  or  not.  Retailers  are  stocking  their 
lines  early  as  the  prices  are  good  on 
this  line.  There  is  brisk  business  being 
done  even  now  in  handkerchiefs,  for  the 
smart  women  will  require,  this  Sum- 

mer, handkerchiefs  matching  in  color 

^heir  organdy  hats  and  dresses. 
Though  many  handkerchiefs  are  of 

one  colorf  usually  very  bright,  others  are 
white  with  wide  stripes  of  color.  White 
with  black  stripes  are  good  and  white 
with  narrow  gold  stripes  forming  a  lat- 

tice design  find  favor. 

The  novelty  handkerchief  for  Christ- 
mast  trade  is  the  Sunday  handkerchief. 
This  has  a  small  pocket  in  one  corner 
just  large  enough  to  hold  a  car-ticket 
when  a  purse  is  not  carried.  This  pocket 
is  usually  carried  out  in  some  clever 
design  such  as  a  butterfly,  a  basket  of 
roses  or  a  medallion.  A  tiny  crocheted 
button  and  cord  insures  against  the  loss 
of  the  precious  ticket. 

Children's  handkerchiefs  are  displayed 
in  folders  on  the  outside  of  which  is  the 

figure  of  some  boy  or  girl  of  comic  pic- 
ture fame  and  the  inside  the  holder  of 

the  little  handkerchiefs. 

Gloves  and  Feather  Boas 

Though  the  kid  glove  is  back  to  its 

time-honored  place  on  Milady's  hand  the 
silk  one  is  by  no  means  losing  prestige. 
Even  the  bride  is  wearing  long  silk 
gloves  with  her  white  wedding  dress.  The 
gauntlet,  after  a  short  period  of  quiet 
has  been  revived.  The  colored  silk  gloves 
are  being  shown  with  fancy  cuffs  and 
stripes. 

The  favored  neckpiece  which  is  to  fol- 
low the  fur  ties  is  the  feather  boa.  New 

York  women  are  wearing  these  for  every 
occasion.  They  are  made  up  in  the 
choker  style  in  grey,  navy,  black  and 
white  and  all  black.  Even  the  youngest 
girls  are  wearing  these  and  strange  to 
say,  if  properly  adjusted  they  do  not 
give  that  appearance  of  maturity  which 
the  boa  of  other  days  was  famous  for. 

Bags 

The  petticoat  bag  of  grey  moire  with 
an  oval-shaped  metal  top  and  a  dainty 
frill  on  the  body  of  it  is  the  newest  crea- 

tion. Other  silk  bags  have  a  butterfly 
catch  in  colored  enamel.  The  swagger 
bag  is  still  shown  in  leather,  but  the 
models  are  now  perfect  squares.  A  six- 

Continued   on   page  91 

Sijiiare  veil  in  new  grey  shades,  with  Harding   blue  spots.     Shown    by 
Canada  Veiling  Co.,  Ltd.,  of  Toronto. 
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Bride's  bag,  with  open  front,  showing 
bright  colored  change  purse.  The  leather 
used  is  in  the  new  spider  web  design. 
Sliown  by  the  Canadian  Leather  Pro- 

ducts, Ltd.,  Toronto. 

A  NEW  FROCK 
TO  MOST  POPULAR 

LADY  DANCER 

Novel  Idea  of  Montreal  Dance  Hall. 

The  dancing  craze  which  has  beset 
the  world  of  late  years  has  begun  to 
have  a  decided  effect  upon  all  classes 
of  people  both  in  this  country  and 
abroad.  Dancing  is  now  considered  the 
chief  social  function  in  the  smartest  cir- 

cles as  well  as  in  the  humblest,  and  the 
enormous  popularity  of  the  dance-hall 
in  our  cities  bears  witness  to  the  fact 
that  this  form  of  amusement  easily  leads 
all  others  in  popularity.  Dancing  has 
come  to  stay,  for  it  is  accepted  by  young 
and  old  as  the  supreme  antidote  to  de- 

pression, and  whether  it  is  indulged  in 
at  the  exclusive  private  clubs  or  at  the 
twenty-five  cent  public  hall  makes  no 
difference,  the  public  wants  to  dance  and 
is  willing  to  pay  for  instruction  as  well 
as  for  the  privileges  of  visiting  the  par- 

ticular institutions  where  good  facilities 
such  as  music,  floor,  etc.,  are  available 

Out  of  this  wide-spread  craze  for 
dancing  has  emerged  a  decided  vogue  for 
clothes  and  accessories  suitable  for  the 
purpose,  and  it  is  a  well  known  fact  that 
the  woman  who  dances  dresses  better 
than  any  other  type.  One  must  be  per- 

fectly groomed  to  stand  the  severe  test 
of  hundreds  of  eyes,  and  to  appear  as 
smartly  gowned  as  the  best  dressed  wo- 

man on  the  floor  is  the  fervent  desire 
of  every  devotee  of  the  art.  Conse- 

quently, the  advent  of  the  afternoon  "the 
dansant"  and  infor-mal  evening  dance, 
has  increased  the  demand  for  afternoon 
frocks,  since  many  women  like  to  have 
several  of  this  type  on  hand.  There  is 
more  wear  and  tear  on  dancing  frocks 

than  on  other  kinds,  and.  therefo"e,  very 
expensive  gowns  are  seldom  selected  for 
the  purpose.  Light  silks,  net  and  lace 
will  undoubtedly  be  much  worn  during 
the  hotter  months,  as  well  as  the  deli- 

cate organdies  and  suisses  in  pastel 
shades. 

In  this  connection  the  recent  adver- 
tising scheme  inaugurated  by  the  man- 

ager  of  the  latest  public   dance   hall   to 

be  opened  in  Montreal,  "Roseland,"  is 
worthy  of  comment.  Recognizing  that 
dresa  has  an  important  influence  with 
the  modern  girl  who  dances,  this  man- 

ager has  originated  the  idea  of  offering 
a  charming  new  evening  or  afternoon 

gown  to  the  most  popular  young  lady  at- 
tending "Roseland"  every  Tuesday  eve- 

ning throughout  the  season.  The  gown 

is  to  be  selected  by  the  winner  person- 

ally from  the  uptown  store  of  Stober's Limited  of  Montreal.  The  idea  is  that 
the  winner  of  the  greatest  number  of 

votes  for  personal  popularity  and  super- 
iority in  dancing  is  awarded  the  frock 

in  question,  which  is  always  displayed  in 
the  window  of  the  store.  The  result  of 
each  competition  is  announced  in  the 
press,  and  as  may  be  judged,  the  scheme  is 
entirely  successful  and  popular  alike  with 
the  public,  the  management  of  the  dance 
hall  and  the  store  which  has  been  granted 
the  privilege  of  supplying  the  prize 
gowns.  Such  an  idea  as  this  could  be 
carried  out  in  different  ways  in  other  lo- 

calities   where    dancing    is    popular,    the 

SEEK      TO      ENFORCE      SKIRT 
LENGTH  LAW  IN  BERLIN 

Berlin,  May  13.  —  Despite  a  legal 

limit  fixing  the  height  of  women's skirts  at  no  more  than  eight  inches 
above  the  ankle,  numbers  of  Hun- 

garian women  are  said  to  be  break- 
ing the  law  by  several  inches,  and 

Budapest  clubwomen  have  taken  a 
stand  to  secure  its  strict  enforce- ment. 

According  to  dispatches  from 
Budapest  to-day,  the  clubwomen 
have  attacked  the  problem  from 
two  sides.  On  the  one,  they  have 
declared  a  boycott  against  men  who 
associate  with  women  showing  more 
than  the  statutes  allow,  and  on  the 
other,  they  have  lodged  a  demand 
that  the  Budapest  police  be  supplied 
with  yardsticks  for  use  in  detecting 
offenders. — Women's  Wear. 

prize  being  a  hat,  silk  hosiery,  vanity 
bag,  etc.,  according  as  the  store  prefers. 
Most  dance  hall  managers  are  glad  to 

pay  for  these  prizes  as  part  of  the  neces- 
sary advertising  in  connection  with  their 

business,  as  the  outlay  is  trifling  in  com- 
parison with  the  results  obtained. 

SECOND  ANNUAL  CONVENTION 

The  Second  Annual  Convention  of  the 

Purchasing  Agents'  Association  of 
Canada,  will  be  held  in  Toronto  on  May 
14th  at  the  King  Edward  Hotel.  Every 
purchasing  agent,  whether  a  member  or 
not  of  any  of  the.  associations  now 
formed,  is  cordially  invited  to  attend. 
Matters  vital  to  every  industrial  com- 

pany and  purchasing  agent  will  be  dis- 
cussed. This  association  is  doing  a 

splendid  work  in  assisting  Canadian  in- 
dustry by  fostering  Canadian  buying  and 

boosting  the  "Made-in-Canada"  cam- 

paign. 

FUR    FASHIONS    IN    SPOT. 
LIGHT 

Diversity    of    Silhouette. 
*  #     * 

Fur    Combinations. 

Skins   Worked  in  Design. 

*  *     * 

Luxury  and   Novelty  Furs   Fav- ored. 

New   "American"   Broadtail    Ex- 

ploited. *  #     * 
Quantities       of       Caracul      and 

Broadtail    in    Platinum    and   Taupe 
Shades. 

*  *     * 

Squirrel  Inconspicuous. :|:  *  * 

The   Dolman    Outclassed. 
*  *     * 

Caps  and  Yoke  Details. 

Paneled    and    Unbelted    Effects. 

Few   Muffs   or   Small    Furs. 

THE    BOATING    SEASON 
VEILINGS 

HELPS 

Continued  from   page  90 

sided  fancy  leather  bag  with  all  the  fit- 
tings and  with  openings  on  both  sides  is 

also  being  used. 
The  latest  design  used  in  good  leather 

bags  is  the  spider  design.  It  is  a  clever 
web-like  pattern  worked  on  a  sheep-skin 
or  calf-skin.  This  is  taking  the  place  of 
the  alligator  and  crocodile  leathers. 

Novelty   Aprons   for   Children 

A  bungalow  apron  for  the  little  girl 
was  recently  placed  on  the  market  which 
bids  fair  to  take  well  with  mothers  who 

want  sensible  apparel  for  wear  at  Sum- 
mer cottages  and  in  the  country.  These 

are  made  up  in  cretonnes  of  the  better 
designs.  They  have  all  the  color  neces- 

sary for  a  child's  Summer  dress  and 
have  the  added  charm  of  durability. 

Square  swagger  bag  with  purse  con- 
veniently placed  on  the  outside  and  strap 

handles.  Shown  by  Canadian  Leather 
Products  Co.,  Ltd.,  Toronto. 
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The  Cascade;  One  of  the 
Newest  Creations  in  Neckwear 

Especially  Suited  For  Sport  Sweaters  and  Long  Collared  Suits — 
Demand  for  Hand-drawn  Sets — Cire  Braid  for  Trimming. 

THIS  year  price  does  not  seem  
to 

be  the  all-important  matter  with 
women  who  buy  neckwear.  So 

many  are  allowing  their  last  year  suits 
to  do  another  season  that  they  need 
something  really  good  in  this  line  to 
make  up  for  it.  Then,  too,  retail  stores 
claim  that  a  woman  who  would  not  con- 

sider for  a  moment  the  purchase  of  a 
seventy-five-dollar  suit  when  one  could 
be  had  for  forty,  will  not  hesitate  over 
an  expensive  collar. 

Girls  in  business  are  declared  to  be 
the  largest  neckwear  buyers.  Their 
salaries  nowadays  allow  for  a  little  collar 
and  cuff  extravagance  and  their  taste 
in  such  things  is  the  very  best.  Many 
girls  who  find  it  difficult  to  obtain  con- 

veniences for  laundering,  or  who  have 
little  spare  time,  buy  neckwear  every 
week. 

The  one  necessary  point  for  a  store  to 
remember  in  making  neckwear  sell  is — 
to  have  the  right  lines.  This  department 
is  not  like  others  where  a  complete  range 
of  many  lines  should  be  carried.  The 
collar  that  sold  last  Fall  will,  as  a  gen- 

eral rule,  not  go  this  Spring  because 
women  want  the  newest  thing  always  in 
neckwear  whether  it  is  particularly  be- 

coming or  not.  Many  successful  retail- 
ers allow  trustworthy  representatives 

of  reliable  houses  to  make  their  selec- 
tions rather  than  rely  on  their  own  judg- 

ment. It  is  well  not  to  stock  more  neck- 
wear than  will  last  six  or  eight  weeks 

for  these  styles  are  as  changeable  as  a 
woman's  whims. 

The  Cascade  Is  the  Very  Last  Word 

Heavy  lace  and  ornate  embroidery 
patterns  are  not  now  so  popular  and  in 
their  place  are  veils  and  soft  filmy  net 
laces  with  dainty  designs. 

The  very  latest  one  being  shown  in 
New  York  and  Paris  is  already  on  the 
road  for  Canadian  buyers.  It  is  the 
cascade,  a  soft,  frilly  guimpe  with  collar 
attached. 

One  of  these  had  a  vest  foundation  of 
white  georgette  and  frills  of  Canton 
crepe  embroidered  in  a  Far  Eastern  pat- 

tern. Another  was  a  bisque  colored 
georgette  with  pleated  crepe  frills  and 
worked  in  green. 

This  new  design  is  especially  suited 
for  the  sport  sweaters  and  long-collared 
suits  of  to-day  when  something  is  needed 
to  "fill  in."  The  cascade  calls  for  a  form 
when  being  shown,  much  more  than  the 
popular  Tuxedo  does,  because  the  soft 
graceful  lines  which  are  its  chief  at- 

traction are  lost  when  left  on  a  counter. 

Hand-Drawn  Work 

There  is  a  great  demand  among  the 
better  class  of  customers  for  hand-drawn 
sets.  These  are  shown  in  beautiful  or- 

gandies which  come  from  Switzerland. 
Handkerchief  linen  is  used  extensively 
in  many  of  the  more  serviceable  lines. 
There  is  a  growing  tendency  to  have 
backs  in  collars  nowadays.  This  is 
necessary  in  order  to  keep  the  collar  in 
position,  since  waists  are  not  used  so 
much  with  suits. 

Waistcoats 

Directoire  waistcoats  of  organdy  with 

bright-colored  piping  and  others  of  wool 
or  black  satin  buttoned  right  up  to  the 
throat  are  being  worn.  One  attractive 
waistcoat  shown  is  of  white  wool  with 

orange  squares  and  orange  buttons. 
There  are  small  pocket  flaps  at  the  sides. 

Many  neckwear  designers  favor  the 
cire  braid  as  a  trimming  idea.  Whether 
the  collar  is  of  real  lace,  gingham,  or- 

gandy or  net,  there  is  always  a  touch 
of  this  braid  somewhere  and  its  color 
is  usually  red  or  black. 

A  new  department  store  will  be  opened 

shortly  by  the  Shapak  &  Wolfe  Co.  in 

Winnipeg.  When  remodelling  operations 
have  been  completed  this  will  be  opened 

at  395  Portage  Avenue.  "We  have  on- 
bounded  faith  in  the  prosperity  of  Win- 

nipeg and  the  territory  it  serves,"  says 

the  president,  Mr.  Shapak.  "That  is  our 
reason  for  opening  a  new  store." 

Guimpe  of  dotted  Swiss  organdy  with  button-holed  edge,  showing  the 
new  cascade  front.    Shown  by  Phoenix  Novelry  Co.,  Ltd.,  Toronto. 
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ibbons 

The  Ribbon  House  of  Canada 

features  nothing  but  Ribbons 

Seasonable  Novelty  Ribbons  designed  for 
Millinery,  Sashes,  Girdles,  etc. 

Specialize  on  Barry's.  They  will  make  YOUR  Ribbon 
Department  the  leader  in  your  locality. 

For  Immediate  delivery  Ribbons  in  all 
widths  and  colors,  including  the  newest 
shades :  Jade,  Orchid,  Tangerine,  Sap- 

phire, etc. 

EVERYTHING  IN  RIBBONS  AT 

Walter  H.  Barry  &  Company 
The  "RIBBON  HOUSE"  of  Canada 

6  St.  Helen  Street        -        MONTREAL,  QUE. 
502  CANADA  BUILDING,   WINNIPEG 
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NOTICE  THE  NARROW 
SHOl 1 DERS 

No.  2041 

Up  to  the  Minute 
Enamel  Form 

BUY  DIRECT 
When  you  buy  from  us  you  buy  from  the  maker  direct  and 

pay  only  one  small  profit. 

Brighten  your  displays 
with  up-to-date  fixtures, 
forms  and  wax  figures. 

We  call  your 
Attention 

We  are  now  showing- 
samples  of  the  cele- 

brated French  Wax 
Mannequins  of  Pierre 
Imans.  On  account 
of  the  low  price  of  the 
French  Franc  you 
can  land  these  beau- 

tiful mannequins  in 
store  for  less 
$150.00,  duty 
Original  price your 

than 

paid. 
$350. 

send 

FOR 

OUR 

CATALOGUE 

No.  275  DRESS  STAND 
No.  2023  Girls'  Enamel 

Forms  in  all  sizes 

DELFOSSE  &  CO. 
247-249  Craig  St.  W. 

Factory:  1-19  Hermine  St.  MONTREAL 

J.  M.  ORKIN  CO.,  LIMITED 
MONTREAL,    CANADA 

Wholesale  and  Manufacturing  Milliners 
and  Fancy  Dry  Goods 

FALL  MILLINERY 
FOR  WESTERN  BUYERS 

Our  representatives  are  on  the  road  with  a  complete  set  of  Fall  samples, 
at  Future  Low  Prices.  If  you  are  not  on  one  of  our  routes  communi- 

cate with  our  Montreal  Office. 

Showing  now  up-to-date  SPORT  HATS  for  immediate. 

Branches:    Vancouver     Ottawa      Quebec      st.  john,  n.b. 
403  Welton  Blk.  193  Sparks  St.      66  St.  Joseph  St.  85  Germain  St. 
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SWAGGER  BAGS 

MADE 
IN 

CANADA 

SWAGGER  BAGS 

$21.00  to  $75.00  Doz. 

LUCILLE  BAGS 

$16.00  to  $66.00 

SILK  BAGS 

$24.00  to  $63.00 

BEAUTY  BOXES 

$30.00  to  $63.00  Doz. 

WHEN  WRITING 

FOR  SAMPLE 

SHIPMENT    OF 

BAGS  PLEASE 

STATE  STYLES, 

PRICES  AND 

NUMBER  OF 

PATTERNS  YOU 

WISH  SENT 

MANUFACTURED  BY 

NONE 

BETTER 

MADE 
ANYWHERE 

TOP  HANDLE 
PURSES 

$12.00  to  $108.00  Doz. 

STRAP  BACK 
PURSES 

$7.50  to  $54.00  Doz. 

CHILDREN'S  BAGS 
$4.00  to  $12.00  Doz. 

LADIES'  BELTS 
$1.50  to  $15.00  Doz. 

A    LETTER 

ORDER  FOR  ONE 

SAMPLE  DOZEN 

OF   OUR   BEST 

SELLING  BELTS 

WILL  HAVE 

PROMPT 

ATTENTION 

CANADIAN  LEATHER  PRODUCTS 
44  FRONT  STREET  WEST        LIMITED TORONTO 
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VPX, 

Heatfjer  (Sooite 

Look  Down  This  List 

and  see  the  possibilities  for  big 

sales  in  your  Leather  Goods  De- 
partment— and  how  adequately 

the  WESTERN  range  meets  all 

your  needs. 
Our  Travellers  go  out  early 
in-  June  with  a  complete 
range  of  the  newest  and 
smartest  lines  for  Fall. 

We  are  Manufacturers  of  all 

these  goods,  so  the  benefits  of 
direct  buying  are  yours — along 
with  the  WESTERN  standard 
behind  each  article. 

We  invite  your  inspection  of  our  range — 

either  at  our  Travellers'  Sample  Rooms,  or 
at  our  Toronto  Showrooms — 255-257  Rich- 

mond St.  West. 

Ladies'  Leather  Swagger  Bags 
Ladies'  Silk  Bags 
Ladies'  Belts 
Children's  Purses 
Music  Cases 
Wallets 
Bill  Folds 

Cigar  Cases 
Vanity  Cases 
Collar  Boxes 
Brush  Cases 

Write  us  for  sample  assortment  of 

urn  styles  iii  Ladies'  Swagger  and 
Beauty  Bags,  stating  prices  required. 

-j-.\.-—'^r'-  "~ 

Stye  latent  Heater  #oote  Co.,  Ufa 
255-257  Richmond  St.  W. Toronto 
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GUIMPES 

or 

Sweaters-Suit  Coats 

The  Smartest 

in 

NECKWEAR 

Cascade   fronts 

Plain   fronts 

in   Net, 

Organdy, 

Handkerchief  Linen 

Embroidery  Georgette 

Shades 

Cafe  au  Lait  ana    vvhite 

No.  3752  (illustrated)  of  (Fine  Net- 
one  row  hemstitching  and  Picot  edge. 

Prompt 
Delivery 

Phoenix   Novelry    Company 
154    Pearl  Street 
TORONTO 



98 CORSE  T    D  E P A  R T  M  E N  T 
Dry  Goods  Review 

Revue  in  Lingerie  and  Corsets 
Montreal   Firm  Conducts  Successful  Display  of  Accessories  —  Demonstrations   in   Proper 

-Bridal  Sets  and  Trousseau  Pieces  Shown. Fitting  of  Corsets- 

THE  firm  of  Almy's  Limited,  of Montreal,  has  become  noted  of  late 
ons  for  the  various  elaborate 

;;nd  beautiful  fashion  revues  in  which 

living  models  take  part.  During  the 
present  month  a  novel  departure  from 
the  established  rule  of  displaying  the 

season's  fashions  in  ready-to-wear  was 
inaugurated,  the  idea  being  to  hold  a 
showing  of  corsets  and  lingerie  on  liv- 
inir  models,  together  with  a  practical 

demonstration  of  corset-fitting  for  the 
benefit  of  the  women  of  Montreal. 

The  event  was  held  upon  three  succes- 

sive days  in  the  employees'  recreation 
hall  which  was  specially  arranged  for 
the  occasion  with  a  runway  leading  from 
a  dressing  room  concealed  by  black  silk 
curtains,  and  beautifully  embowered  in 
arches  of  apple  blossoms.  An  orchestra 
was  stationed  nearby  and  played  catchy 
airs  during  the  entire  performance. 

The  revue  on  this  occasion  was  des- 
tined not  only  to  appeal  to  the  bride-to- 

be  or  the  woman  who  revels  in  exquisite 
underthings,  but  also  was  designed  to 
teach  a  practical  lesson  to  thousands  of 
women  to  whom  scientific  corsetry  is 
still  an  unknown  term.  The  various  ar- 

ticles of  apparel  were  displayed  with 
the  utmost  grace  by  six  professional  mo- 

dels and  the  whole  performance  was 
managed  under  the  capable  leadership 
of  Miss  Hastings,  manager  of  the  corset 
and  lingerie  department  of  the  store. 

Lingerie  Display 

Three  models  occupied  the  stage  at 
ore  time  and  showed  the  various  bridal 
sets  and  trousseau  pieces  either  singly 
or  altogether,  holding  a  frothy  skirt 
over  one  arm  or  donning  a  night  robe 

•  i  they  promenaded.  Among  the  gar- 
ments displayed  were  matinees,  pyjamas, 

night-robes,  negligees,  bloomers,  chem- 
ises, camisoles  and  combination  gar- 

ments, in  addition  to  corsets  of  all  types 
and  color.  Every  combination  of  satin, 
crepe  de  chine,  Canton  crepe  and  wash 
silk  or  Jersey,  were  represented  and  a 
wonderfully  wide  variety  of  shades  were 
also  featured,  including  orchid,  baby 
blue,  flesh,  wild  rose,  maize  and  Hard- 

ing blue.  Black  lace  upon  white  geor- 
gette proved  another  interesting  con- 
trast, while  there  seemed  to  be  a  de- 
cided tendency  to  contrast  the  ribbon 

straps  and  tiny  rosettes  used  as  trim- 
ming with  the  main  color  of  the  gar- 

ments. In  this  way,  robin's-egg  blue 
or  certain  intense  shades  of  green  were 
used  for  the  trimming  of  palest  flesh 
tints. 

Corset  Display 

Among  the  corsets  shown  were  mo- 
dels in  flesh  and  white  coutil,  brocade, 

satin  and  mesh,  and  included  both  front 

and  back  lace  models  for  slender  and 
stout  figures.  Brassieres  appropriate  to 
the  corset  and  the  figure  were  also  worn. 

An  amusing  and  significant  feature  in- 
troduced during  the  course  of  the  revue 

was  the  showing  of  a  corset  of  twenty 
years  ago  beside  the  latest  1921  model. 
That  of  1898  was  of  the  hour  glass  type, 

very  short  below  the  waist  and  extra- 
ordinarily high  above,  with  no  hose  sup- 

porters and  very  primitive  boning  ac- 
cording to  our  modern  standards.  Miss 

Hastings,  accompanied  by  an  assistant 
who  translated  her  explanations  into 
French  for  the  benefit  of  the  large  num- 

ber of  French-speaking  women  in  the 
audience,  demonstrated  how  the  1921 

corset  was  put  on,  using  a  tall  stout  mo- 
del for  the  purpose.  She  explained  to 

the  audience  that  owing  to  scientific 
corsetry  this  woman  appeared  really 
slender  while  in  reality  she  was  wear- 

ing a  size  30  corset  and  size  42  brassiere. 

She  thereupon  removed  the  corset  be- 
fore the  audience  and  demonstrated  how 

it  should  be  put  on  correctly  as  well  as 
how  not  to  put  it  on. 

A  Demonstration 

First,  she  demonstrated  how  not  to 
put  on  a  corset,  pointing  out  that  many 
women  will  not  remember  to  unlace  the 

ties  when  they  take  it  off,  and  when  it 
is  to  be  put  on  again,  they  force  it 
around  their  body,  and  if  it  fastens  they 
let  it  go  at  that.  If  they  do  unlace  it, 
they  generally  pull  it  in  at  the  top  and 
the  bottom  and  let  the  centre  gape,  all 
of   which    errors    she    illustrated   on    the 

A  Demonstration  of  Corset  Fitting 
Will   be   a   Feature    of   the 

Showing  of  Corsets  and  Lingerie 
on  Living  Models 

Which   Will   Be   Repeated    Today    and    Saturday 

in  our  Auditorium,  Fourth  Floor,  ff"om  3  to  4  p-m. 

The  sketch  above  tells  its  own  story,  grace  and  comfort  are  all  a  mat- 
ter of  adjustment,  a  most  important  detail  in  which  our  corsetierea  are 

expert,  and  which  will  be  fully  demonstrated  for  you.  * 
The  newest  and  loveliest  of  silken  undies,  trousseau  pieces  and  bridal 

sets  will  also  be  shown.  -  l 

Only  ladies  will  be  admitted  to  this,  the  first  showing  of  t^  kind  ever 
held  in  Montreal.  *  :  j 

Come,  either  today  or  Saturday,  when  the  final  promenade  will  taW 

place. 

Advertisement  used  by  Almy's,  of  Mont- 
real, in  announcing  a  corset  and  lingerie 

revue  at  which  original  models  were  used. 

living  model.  Next,  she  proceded  to  un- 
lace the  ties  and  remove  the  corset  show- 
ing how  this  process  will  preserve  the 

garment.  Then  she  adjusted  it  about 
the  model,  drawing  it  down  to  the  right 
position,  and  then  pulling  in  the  ties 
in  two  places  above  and  below  the  waist, 
to  about  three  inches  of  meeting.  The 
suspenders  were  then  adjusted  and  the 
brassiere  put  on.  The  lines  of  the  na- 

tural figure  were  perfectly  reproduced 
and  the  effect  was  instantly  grasped  by 

the  audience,  many  of  whom  were  to- 
tally unaware  that  corset-fitting  was  es- 

sential to  comfort  and  health,  and  still 
clung  to  the  bargain  counter  garment 
as  being  good  enough  for  their  needs. 

The  second  part  of  he  demonstration 

showed  how  to  fit  a  young  girl's  corset 
and  also  the  wrong  way  of  doing  it. 
Miss  Hastings  explained  that  too  many 
mothers  and  corset  sales-clerks  believed 
that  the  same  rules  applied  in  this  case 
as  are  generally  accepted  in  regard  to 
women  in  general.  The  rule  of  select- 

ing a  corset  three  inches  smaller  than 
the  regular  waist  measure  was  not  a 
safe  rule  to  go  by,  she  pointed  out,  as 
it  generally  meant  that  the  corset  fitted 
like  a  glove  and  did  not  permit  the  neces- 

sary freedom  to  the  respiratory  organs, 
in  the  growing  girl.  She  demonstrated 
the  exact  force  of  her  remarks  by  show- 

ing a  size  23  model  followed  by  a  size 
20  upon  the  living  figure,  after  which 
it  was  easy  to  see  that  the  latter  corset, 
while  fitting  well  enough,  came  up  too 
high  on  the  body  and  compressed  the 
organs.  The  larger  size  allowed  plenty 
of  freedom,  yet  did  not  appear  to  be 
loose  or  lacking  in  the  necessary  support. 

This  model  was  a  front  lace  sports  mo- 
del  in  flesh  tricot. 

Trained  Corsetiere 

The  practical  benefit  of  this  demon- 
stration lay  in  the  fact  that  the  living 

models  were  not  selected  for  the  perfec- 
tion of  their  lines,  but  rather  because 

they  typified  the  general  feminine  sil- 
houette, being  decidedly  stout  rather 

than  of  the  "perfect  36"  variety.  The 
average  woman,  therefore,  was  able  to 
realize  for  herself  what  her  own  short- 

comings were,  and  see  the  practical  bene- 
fit of  availing  herself  of  the  services 

of  a  trained  corsetiere  when  purchasing 

a  corset.  Many  members  of  the  aud- 
ience were  interested  in  an  "instantly 

adjusted"  model  which  laced  on  the 
principle  of  a  man's  boot — over  hooks, 
yet  had  an  inner  abdominal  support  of 
wide  webbing,  and  in  fact,  every  model 
shown  was  educative  and  of  supreme 
interest  to  every  woman  present. 

The  idea  of  combining  a  fashion  dis- 
play with  a  demonstration  of  such  real, 

Continued   on   page  99 
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What  Real  Corset-Selling  Means 
Fitting  the  Essential  in  Building  Up  Successful  Department     Personal    Interest  in   Prospec- 

tive Customers — Better  to  Allow  Customer  to  Go  Than  Sell   Ill-fitting  Model. 

HOW  do  the  clerks  in  your 
 corset 

department  treat  a  customer  who 
is  just  looking  ?  Do  they  leave 

her  severely  alone  or  do  they  invite 
her  courteously  to  inspect  your  models 
and  to  come  back  again  ?  The  head  of 
the  corset  department  of  Fairweathers 
Limited,  Toronto,  says  that  a  woman 
who  comes  only  to  look  at  things,  will, 
if  she  sees  you  are  taking  an  interest 
in  her,  feel  that  she  is  getting  special 
attention.  She  will  always  keep  your 
si  ore  in  mind. 

This  store  has  gained  an  enviable  repu- 
tation among  the  retail  trade  because 

of  the  position  it  holds  among  custom- 
ers, not  only  in  Toronto,  but  throughout 

Ontario.  The  building  itself  is  worthy 
of  a  place  in  the  most  exclusive  parts  of 
Fifth  Ave.  The  salesmen  and  sales- 

women seem  to  have  their  hearts  in  their 
work. 

The  corset  department  -is  situated  on 
the  third  floor,  in  a  quiet  section  where 
the  publicity  of  other  departments  will 
not  detract  from  sales.  The  color  scheme 
is  a  soft  grey;  comfortable  wicker  chairs 
are  distributed  here  and  there  for  the 

convenience  of  customers  who  have  plen- 
ty of  leisure  moments.  Corsetieres  who 

understand  theii  stock  are  there  to  fit 
as  well  as  to  sell  to  their  patrons. 

Should  Not   Sell  Without  Fitting 

Dry  Goods  Review  was  informed  by 
the  head  of  this  department,  that  clerks 
should  be  trained  to  avoid  selling  corsets 
without  fitting  them.  This  is  not  always 
possible  of  course  but  in  most  cases  cus- 

tomers like  to  know  that  salespeople  are 
interested  enough  to  offer  to  fit  them. 

Corsets  should  not  be  sold  over  the 

counter.  If  the  fitting-rooms  are  near 
the  department,  this  is  a  very  easy  mat- 

ter. These  should  be  as  bright  and 
airy  as  possible  so  that  customers  will 
not  dread  the  five  or  ten  minutes  re- 

quired in  fitting. 

Correct  fittings  mean  satisfied  cus- 
tomers, satisfied  customers  mean  few  ex- 

changes and  few  exchanges  mean  a  re- 
duction in  costs.  In  some  stores  there 

is  a  higher  average  of  corset  exchanges 
than  any  other.  So  many  customers 
think  they  wear  a  different  size  than 
they  really  do,  that,  unless  they  are 
convinced  by  measurement,  they  will  send 
home  the  wrong  ones.  Again,  many 
women  vary  a  size  or  two  between  fit- 

tings five  or  six  months  apart. 
As  to  models,  it  is  better  to  allow  a 

customer  to  leave  the  department,  than 
to  sell  her  the  wrong  one.  If  a  clerk 
lets  her  buy  one  which  does  not  suit  her 
figure,  a  sale  is  gained  at  the  time,  but 
the  customer  will  be  so  dissatisfied  that 
ler  patronage  is  usually  lost  completely. 

There  is  also  the  certainty  that  a  large 

A    window  display  of  cornets  by  Austin  Co.,  Ltd.,  of  Chatham.       This,   with 
other  advertising,  brought  them  the  best  corset  week  in  their  history. 

majority  of  these  women  tell  their 
friends  when  they  think  a  store  has  given 
them  a  poor  fitting. 

Stock-Keeping 

Stock  should  be  gone  over  every  week 
to  ensure  against  depletion.  To  have 
all  sizes  in  every  model  is  the  only  safe 
way  of  running  a  corset  department. 
A  good  maxim  in  this  connection  is  the 
one:  A  well-kept  stock  is  already  sold. 
Good  saleswomen  know  the  placing  of 
their  stock  so  well  that  customers  are 
never  detained  while  a  search  is  being 
made  for  the  required  corset. 

Models  that  are  not  selling,  should  be 

brought  forward  and  put  in  a  place  con- 
venient to  a  passerby.  Corsets  that  are 

placed  on  a  table  with  price  tickets  are 
usually  picked  up. 

It  is  a  good  plan  to  advise  the  pur- 
chase of  a  brassiere  whenever  a  corset 

is  sold.  Brassieres  are  as  much  needed 
as  corsets  and  saleswomen  should  learn 
the  merits  of  them.  A  brassiere  should  of 
course  be  fitted  as  carefully  as  a  corset. 
Many  stores  do  not  recognize  the  busi- 

ness that  may  be  obtained  from  this 
line. 

An  attitude  of  personal  interest  in 
every  customer  gives  a  store  an  atmos- 

phere of  hospitality  which  means  steady, 
willing   patronage. 

Austins,  of  Chatham 
Hold  Successful 

Corset  Week 

Austins,  of  Chatham,  held  a  very  suc- 
cessful corset  week  during  the  early 

part  of  May.  Accompanied  by  consider- 
able newspaper  advertising  they  sent  out 

a  few  thousand  direct  by  mail  letters 
calling  attention  to  the  fact  that  a  spe- 

cial corset  week  was  being  held  and 
that  special  inducements  were  being  of- 

fered for  the  week.  Ar  Lhe  same  time 
an  attractive  corset  window  was  dis- 

played, a  reproduction  of  which  appears 
on  this  same  page. 

Writing  to  Dry  Goods  Review  of  the 
success  of  the  week,  the  head  of  the  de- 

partment, W.  H.  James,  stated  that  it 
was  the  best  week  of  the  kind  they  had 
ever  held.  They  did  over  twice  the  busi- 

ness done  during  the  same  kind  of  a 
week  last  year.  They  have  been  careful 
to  get  a  select  mailing  list,  and  with  the 
live  advertising,  they  got  excellent  re- 
sults. 

REVUE  IN  LINGERIE  AND  CORSETS 
Continued  from  page  98 

common-sense  educational  value  cannot 
be  too  highly  commended,  and  the  idea 
should  find  favor  .in  every  locality  where 

proper  corsetry  is  advocated  and  avail- 
able. The  enormous  crowds  who  at- 

tended the  presentation  at  Almy's 
Limited  were  sufficient  proof  of  the 
wide-spread  interest  evinced  by  women 
in  general  regarding  the  improvement  of 
their  appearance. 

The  lover  of  Shakespeare  approached 
the  little  old  lady  at  Stratford-on-Avon 

and  asked,  "Have  you  read  Shake- 

speare's 'As  You  Like  It'?" 
"No,"  she  said,  "but  I  have  red  flan- 

nel where  I  need  it." 
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Comments  That  Show  the  Trend 
of  Popularity 
"Nous  avons  ete  bien  satisfaits  de  vos 

marchandises  et  prix   " 

"We  have  just  received  shipment  of 
four  styles  of  your  corsets  and  like  the 
appearance  very  much.  We  would  like  a 

more  complete  line  made  by  you.     .     .     ." 

Paragraphs  like   these   in   the   morning   mail   are  indications  of   the   ever 

growing  popularity  in  Canada  of 

Jfjarher's 
Corse  is— MADE  IN  MONTREAL 

With  one  exception,  every  set  of  samples  sent  out  for  consideration  has  resulted  in 
a  new  customer.  In  the  one  exception  referred  to  the  merchant  stated  that  we  had  no 
corsets  low  enough  in  price  for  him.  The  Warner  line  begins  at  $12.00  per  dozen. 

Below  that  price  we  cannot  on  to-day's  market  bring  out  corsets  that  honestly  represent the  Warner  standard. 

During  June  our  new  samples  for  Fall  will  be  shown.  Do  not  buy  heavy — place 
small  orders  for  all  corsets  and  re-order  often  on  the  models  that  sell  the  best.  Make 

money  by  small  stocks  and  quick  turnover.  With  Warner's  Rust-Proof  you  have  per- 
fectly designed  corsets  for  comfort  and  style — and  we  carry  stocks  at  all  times  for  imme- 

diate delivery  on  your  orders. 

But  start  your  Warner  business  now.     Warner's  are  guaranteed  Rust  Proof.    They are  ideal  for  summer  wear. 

Here  are  some  back  lace  models  that  have  met  with  much  success  and  are  ready 
for  immediate  delivery 

STYLE   No.    41 — Strong,   white    batiste.      Trimmed 
with  lace.    For  average  and  slender  figures.    Sizes 
20-30.     $12.00  per  dozen. 
STYLE  No.  42— Pink  coutil. 
For   average     and     slender 
$15.00  per  dozen. 
STYLE  No.  17— Pink  coutil. 
No.   42,   with   fancy  pink   frill    elastic   top. 
19-30.    $18.00  per  dozen. 

STYLE  No.  107— Pink  coutil.    Semi-rubber  top  for 
average  figures.     Sizes  20-28.     $18.00  per  dozen. 

Pink  frill  elastic  top. 

figures.      Sizes    19-28. 

A  larger  model  than 
Sizes 

STYLE  No.  984— Pink  brocade.  An  exceptionally 
attractive  novelty  corset  of  similar  pattern  to 
No.  17,  with  fancy  pink  frill  elastic  top.  Sizes 
19-30.     $24.00  per  dozen. 
STYLE  No.  369— Heavy  white  coutil.  A  model 
with  abdominal  pad  and  graduated  clasp  for 
heavy  figures.     Sizes  22-36.     $30.00  per  dozen. 

STYLE  No.  197— Heavy  pink  coutil  with  "the 
Warner  double  skirt,"  graduated  clasp  and  pink 
frill  elastic  top.  Heavily  boned  for  full  figures. 
Sizes  22-36.     $30.00  per  dozen. 

All  Warner's  Rust-Proof  Corsets  have  double  interlinings,  double  boning  wire,  and 
rubber  button  hose  supporters 

TERMS— 3%— 10    days,    2 ]/2%— 30    days,    net  60   days,    dating    first   following. 
Payable  in  Montreal  exchange.     F.O.B.  Montreal. 

The  Warner  Brothers  Company 
St.  Ambroise  and  Turgeon  Streets,   Montreal,  P.Q. 
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Now  located  at 
our  new  premises 
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We  cordially  invite  the  Trade  to 
visit  our  new  Show  Rooms,  where 
we  have  increased  facilities  to 

give  prompt  and  careful  atten- 
tion to  the  requirements  of  all 

our  customers. 

We  wish  to  thank  our  many 
friends  for  the  tremendous  im- 

petus given  our  business  by  their 
confidence,  demonstrated  in 
steadily  increasing  demands. 

The  "Lady  Dainty"  Real  Hair 
Cap  Shape  Net  will  please  your 
particular  customers. 

THE   SMALLWARE   SPECIALTY 
HOUSE: 

wrinch,  McLaren 
Limited 

120  Wellington  Street  West 
TORONTO 

WM.  E.  WRIGHT  SAYS: 

"Equal  elasticity  is  one  of  the 
best  selling  points  about  tape 

that  is  cut  on  a  true  bias." 

"When  you  cut  any  kind  of  woven  ma- 
terial on  a  true  bias  you  get  a  remark- 
able amount  of  elasticity — stretching 

quality.  This  stretching  quality  is  de- 
sirable because  it  enables  the  person 

working  with  the  goods  to  shape  it  as 
desired. 

"When  a  bias  has  once  been  stretched 
you  can  no  more  put  that  stretch  back 
again  than  you  can  put  the  pop  back 
into  a  bottle  of  soda. 

"We  take  great  care  to  retain  all  of  this 
valuable  elasticity  in  Wright's  Bias Fold  Tape. 

"In  winding  and  all  the  other  pro- 
cesses of  manufacture  the  tape  is  held 

at  an  absolutely  even  tension  —  just 
enough  to  control  and  not  enough  to 
stretch  it  in  the  slightest  degree.  This 
has  been  accomplished  by  specializing 

in  the  manufacture  of  bias  fold  tape' 
for  nearly  a  quarter  of  a  century." 

Send  for  Color  Card  of 

showing  our  full  line  of  fast  colored  per- 
cales, also  Wright's  E-Z  Trim.  You  will 

find  this  card  to  be  a  great  convenience  in 
making  up  your  orders.  It  shows  our  12 
plain  and  6  striped  colors  of  Tape  and  6 
colors  of  E-Z  Trim. 

Wm.  E.  Wright  &  Sons  Co.,  Mfrs. 
315-317  Church  Street  New  York 

Agencies 
CHICAGO 

R.  C.  Taft 
223  W.  Jackson  Blvd. 

ST.  LOUIS 

L.  F.  Sherman 
613  N.  Broadway 

PHILADELPHIA 

Jas.  F.   McCarriar 
1011  Chestnut  Street 

WRIGHTS 

BIAS  FOLD  TAPE 

K.  It  turns  itself  A 

In  U.  S.  Pat.  Off. 
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Extend  and  Develop  Canadian  Trade 
Will  Introduce  Distinctive  British  Styles  in  Leather  Goods— Miners'  Strike  Affecting  Busi- ness— Effect  of  German  Competition  Not  Felt. 

ADAPTING  British  merchandis
e  to 

meet  the  needs  of  Canadian  con- 
sumers is  all  very  well,  according 

to  D.  Hazel,  managing  director  of  the 
well-known  firm  of  Hazel  &  Company, 
of  London,  Eng.,  makers  of  Hazel  Travel 
Kit,  when  the  merchandise  in  question 

is  thereby  improved,  but  in  certain  speci- 
fic cases,  the  quality  and  identity  of  any 

given  product  would  greatly  suffer  were 
any  modifications  to  be  effected. 

Luggage,  or  as  Canadians  term  it,  bag- 
gage, is  one  of  the  classes  of  goods  man- 

ufactured in  Great  Britain  which  is  not 
a#  well  known  in  the  Dominion  as  it 
should  be.  British  leather  goods  are 
absolutely  without  peers  in  certain  lines, 
and  it  is  with  the  intention  of  inaugurat- 

ing an  educational  campaign  directed 
towards  interesting  the  retail  trade  in 
really  typical  British  luggage,  that  Mr. 
Hazel  makes  this  his  first  protracted 
trip  across  the  continent  in  the  interests 
of  his  business. 

"Of  course  I  recognize  that  there  is  a 
Canadian  style  in  travelling  goods,"  de- 

clared Mr.  Hazel,  to  a  staff  member  of 

Dry  Goods  Review,  "and  I  know  that  the 
travelling  goods  trade  is  an  extensive  one 
over  here,  this  merchandise  being  carried 
by  most  large  stores  interested  in  dry 

goods,  men's  furnishings,  leather  goods, 
and  even  certain  hardware  stores  and  art 

and  fancy  goods  shops.  We  wish  to  ex- 
tend and  develop  our  trade  in  Canada, 

but  at  the  same  time  to  emphasize  the 

point  that  we  have  no  intention  of  copy- 
ing American  or  Canadian  ideas.  Bri- 
tish luggage  is  famous  the  world  over, 

and  such  types  of  trunks  and  hand  bags 
as  generally  seen  in  Canada  are  not 
known  on  the  other  side.  The  suit-case, 
attache  case,  kit  and  brief  bags,  dressing 
cases  and  trunks  as  manufactured  in 

Great  Britain  by  leading  firms,  are  dis- 
tinctly superlative  in  character,  being 

made  of  either  high-grade  canvas  or  solid 
leather.  Such  lines  as  these  are  not 
made  at  all  in  either  Canada  or  the  Unit- 

ed States  and  are  standards  the  world 

over.  The  suit-case  is  particularly  pop- 
ular in  England  at  the  present  time  es- 

pecially for  week-end  visits.  These  are 

adapted  for  both  men's  and  women's  use, 
the  latter  style  being  of  very  fine  leath- 

ers, fitted  with  dainty  linings  and  equip- 
ped with  pockets  for  holding  the  neces- 

sary accessories.  Englishmen  are 
especially  fond  of  the  attache  case,  on 
account  of  its  convenience  for  carrying 
papers,  etc.  It  appears  to  be  almost  un- 

known in  Canada,  almost  universal  use 
being  made  of  the  flat  case  of  leather 

like  a  music  folio." 
Touching  upon  the  present  unsettled 

state  in  industrial  affairs,  Mr.  Haz«l  ex- 

plained that,  owing  to  the  miners'  strike 
and  the  general  industrial  unrest,  there 
had  been  somewhat  of  a  slump  in  business 

of  late.  The  opening  months  of  the  yen 
found  trade  in  excellent  condition  and 

the  majority  of  manufacturers  were  op- 
timistic regarding  the  volume  of  business 

to  be  expected  in  the  normal  course  of 
things.  But  with  the  advent  of  the  strike 
situation,  business  has  naturally  slowed 
down  somewhat,  due  to  the  unfortunate 
shortage  in  coal  supplies  upon  which  the 
manufacturers  depend.  However,  there 
is  one  aspect  of  the  situation  which  is 
comforting  in  the  midst  of  the  prevailing 
general  depression,  and  that  is  based 
upon  the  fact  that  export  trade  has  in- 

creased remarkably  of  late  months  and 
will  more  than  compensate  for  any  slack- 

ness in  domestic  demand  in  England. 
Asked  whether  any  competition  from 

Germany  interfered  with  the  sale  of  Bri- 
tish-made luggage,  Mr.  Hazel  answered 

emphatically  in  the  negative.  "The  Ger- 
mans cannot  touch  us  in  any  respect 

with  regard  to  lines  coming  under  the 
head  of  travel  goods.  They  turn  out 
merchandise  which  is  quite  foreign  in 
character  and  radically  different  in  ap- 

pearance to  the  British  idea  of  good 
looking  luggage.  They  have  attempted 
to  copy  our  ideas  and  compete  against  us, 
but  so  far  cannot  approach  us  in  quality, 
uniform  standard  of  workmanship  or 
price.  They  do  make  large  quantities  of 
small  leather  goods,  such  as  hand  bags, 
etc.,  which  do  not  call  for  the  same  ne- 

cessity for  high  grade  materials  and  skill 
in  manufacturing,  and  these  are  more  or 
less  abundant  upon  the  market.  In 
England  there  is  much  more  demand  for 
variety  in  hand-bags  than  I  find  exists 
over  here,  and  women  go  in  for  colored 
leathers  in  great  variety.  You  over  here 
are  more  addicted  to  the  all-black  bag 
for  general  use,  and  this  consequently 

restricts  your  makers  to  a  great  extent." 
The  British  type  of  luggage  should  in- 

terest every  retailer  who  handles  goods 
of  this  nature,  and  the  fact  that  it  can  be 
purchased  at  very  little  over  the  prices 
demanded  by  Canadian  makers  should  in- 

terest them  still  more.  Travel  is  be- 
coming almost  a  passion  with  the  Cana- 

dian and  American  public  of  late,  so 
much  so  that  all  steamships  are  fully 
booked  up  for  the  coming  summer,  and 
tourist  travel  from  across  the  line  prom- 

ises to  be  unusually  heavy.  If  the  well- 
known  weakness  of  the  average  American 
for  things  British  holds  good  in  leather 
goods  as  well  as  in  woolens  and  linens, 
then  a  large  demand  may  be  anticipated 
for  genuine  English-made  luggage  of  the 
finer  sort  during  the  coming  months. 

A  large  number  of  interested  visitors 
inspected  the  extensive  exhibit  of  such 
luggage  brought  out  by  Mr.  Hazel,  at 
the  Montreal  offices  of  the  British  Trade 
Commissioner  this  month,  and  were  un- 

animous in  praising  the  excellence  of  such 
products.     Comparison  of  domestic  made 

MISS  ILMA  WATSON, 

Of   the   Eagle   Works,  Manchester,  Eng- 
land, who  is   touring  Canada  in   the  in- 

terests of  that  firm. 

Making  Tour 
of  Canada 

Representative  of  Manchester  Firm 
Visiting  Agents. 

Miss  lima  Watson,  daughter  of  John 
Watson,  proprietor  of  the  Eagle  Works, 
Manchester,  England,  called  on  Dry 
Goods  Review  in  the  early  part  of  the 
month.  Miss  Watson  is  making  a  tour 
of  Canada  and  is  visiting  the  various 
representatives  of  their  firm  and,  at  the 
same  time,  looking  for  new  openings  for 
their  products  in  this  country.  Other 
than  Toronto,  she  is  visiting  Montreal, 

Quebec,  Winnipeg,  Vancouver  and  Cal- 

gary. To  Dry  Goods  Review,  Miss  Watson 
stated  that  she  was  enjoying  her  Cana- 

dian tour  and  was  most  favorably  im- 
pressed by  her  first  visit.  She  believes 

that  British  manufacturers  will  soon 
solve  their  labor  problems,  exchange  and 
other  difficulties.  She  believes  that 
many  of  them  will  find  a  ready  market 
for  their  products  in  Canada  which  are 
already  regarded  very  highly. 

and  imported  merchandise  is  always  in- 
structive and  many  local  makers  carried 

away  much  information  of  an  educative 
nature,  as  did  those  retailers  who  had 
not  hitherto  become  familiar  with  really 
high-class  types  of  leather  goods. 
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Novelties  in  Summer  Toys 
Quality  Improved  and  Prices  Are  Down — Boat   Imitations  That 

Reflect  the  Great  War — Wide  Range  of  Dolls  Shown— 
Many  Mechanical  Varieties  for  Christmas  Trade. 

DURING  the  past  month  many  in- teresting displays  of  fancy  goods 
of  all  kinds  have  been  announced 

by  various  wholesale  houses  in  Toronto 
and  Montreal,  in  readiness  for  the  forth- 

coming Fall  and  Christmas  trade.  One 
Montreal  house  is  showing  one  of  the 
most  comprehensive  ranges  of  European 
novelties  seen  in  the  past  ten  years. 

Recent  importations  show  a  distinct  ad- 
vance in  quality  and  workmanship  over 

the  merchandise  formerly  imported,  and 

in  general  prices  are  marked  at  a  radic- 
ally lower  figure  than  in  any  other 

season  since  1914. 

Summer  toys  are  also  remarkably 
plentiful  and  unusually  attractive,  each 
range  showing  a  wider  assortment  than 
usual.  Rubber  balls  come  in  as  many  as 
eleven  sizes  in  colors  ranging  from  one 
and  three-quarter  inches  to  five  and  one- 
half  inches  diameter.  Terra  cotta  col- 

ored balls  are  shown  as  usual  but  there 
are  two  clever  novelties  on  the  market 
in  the  form  of  imitation  footballs  of 

rubber  with  a  non-collapsible  filling, 
which  makes  the  ball  practically  indis- 
tructible.  Prices  on  rubber  balls  are 
quoted  from  10  to  20  per  cent,  lower 
than  last  year. 

New   Skipping   Rope 

There  is  a  heavy  demand  for  the  new 
wire  skipping  ropes  for  little  girls,  but 

ordinary  varieties  are  being  shown  in 
various  novel  forms.  It  is  stated  that 
there  is  a  plentiful  supply  of  real  glass 
alleys  as  well  as  of  other  imported  mar- 

bles, also  at  lower  prices  this  season. 
Stores  report  that  marble  playing  has 
become  remarkably  popular  with  girls 
rs  well  as  boys,  and  that  consequently 
stocks  became  depleted  quicker  than 
usual. 

Clever  Boat  Imitations 

Boats  are  being  featured  in  better 
rssortments  at  the  wholesale  houses,  and 
include  some  clever  models  of  realistic 
warships  and  torpedo  boat  destroyers, 
which  will  actually  attain  good  speed  in 
water  if  wound  up.  Sail  boats  and  In- 

dian canoes  are  exceedingly  attractive, 
many  novel  features  having  been  includ- 

ed in  their  equipment.  The  tourist  trade 
will  be  amply  provided  for  this  year, 
with  the  many  birch  bark  novelties,  etc., 
that  have  been  provided.  Among  the 
sand  toy  novelties  are  the  new  painted 
sieve-baskets  containing  moulds,  shovel, 
etc.,  for  making  artistic  sand  pies.  These 
come  in  several  sizes  and  make  a  charm- 

ing accompaniment  to  the  pail  and  sho- 
vel outfit. 

A  large  demand  is  reported  for  the 

so-called  "noisy"  toys,  of  ear-splitting 
character,  while  the  more  musical  in- 

struments such  as  horns,  trumpets,  cor- 

nets and  flutes  are  gradually  becoming 
more  popular.  The  flutes  are  entirely 
new  and  are  really  wonderful  reproduc- 

tions   of   the   real    instrument. 

A  new  series  of  clever  tin  toys  on 
wheels  whic-h  come  six  to  a  box,  and 
represent  the  various  domestic  animals, 
is  another  novelty  that  will  be  of  in- 

terest to  youngsters.  These  are  very 
cleverly  designed  and  show  considerable 
originality  of  idea. 

Sporting   Novelties 

Sporting  goods,  including  all  the  &<f- 
cessories  for  playing  baseball,  are  be- 

ing shown  at  reduced  prices.  Gardening 
sets,  carpentry  sets,  outdoor  games,  such 
as  ring  toss,  quoits,  etc.,  and  wheeled 

goods,  including  kiddie  kars  and  dolls' carriages,  are  still  other  lines  recently 
opened  up.  Celluloid  toys  and  dolls  seem 
to  be  more  attractive  than  ever,  espe- 

cially the  bath  toys  which  are  guaran- 
teed to  stand  considerable  immersion 

without   losing  color. 

All  sorts  of  dolls,  both  imported  and 
domestic,  are  being  offered  at  discounts 
ranging  as  high  as  50  per  cent.  Very 
large  dressed  dolls  with  bisque  heads  are 

now  priced  at  $5  each  which  were  for- 
merly $10.  Among  the  dolls  featured 

are  full  jointed,  bisque  headed  styles 
with  moving  glass  eyes,  character  baby 
dolls,  also  with  bisque  heads  and  mo- 

hair wigs,  "Kidlet"  dolls,  rag  dolls, 
knock-about  dolls,  rubber  and  celluloid 
dolls.  These  range  in  price  wholesale 
from  a  few  cents  up  to  $10  apiece. 

Toys  for  Christmas  trade  include  me- 
chanical varieties  from  $2.25  per  dozen 

upwards,  mechanical  and  electric  trains 
from   $8.40   upwards   per  dozen. 

Reproduction  of  John  Lennox's  window  in  Hamilton.    In  this  window  are  shown  club  bags,  steamer  rugs,  steamer 
trunks  and  ebony  products. 
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Dry  Goods  H<  i'h 

Price 

$750 
Chassis 
Only. 

Starter 
and 

Electric 

Lighting 

$100 
extra. 

Price  F.O.B. 

Ford,  Ont. 
Does  not 
include 

295    Federal 
Tax. 

TRUCK 

Analyze  your  delivery  costs 

THEN  — 
Let  a  Ford  Dealer  show  you  how  you  can 

reduce  your  delivery  costs  by  buying  a  Ford Truck. 

A  Ford  Truck  means  prompt  deliveries, 
and  prompt  deliveries  mean  satisfied  cus- 
tomers. 

A  new  5-1  gear  giving  increased  speed  is 
optional  on  all  new  trucks,  or  can  be  obtained 
from  Ford  dealers  for  the  Ford  truck  you 
now  own. 

Ford  Motor  Company  of  Canada,  Limited,  Ford,  Ontario 

Sold  as  Chassis  only. 
Ford  dealers  can  supply 

any  style  hody  desired. 
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Clerk  D  is  making  change  from  his  cash  drawer.  The  amount  of  the  sale  is 
shown  at  the  top  of  the  register.  The  other  clerk  is  handing  change  and  parcel 
to  the  customer.     He  made  change  from  his  own  cash  drawer. 

A  separate  cash  drawer  for  each  clerk 
This  makes  clerks  more  efficient  because: 

1.  Each  clerk  is  responsible  for    the   business    he   handles. 

2.  In  case  of  error  it  shows  who  made  the  mistake. 

3.  It  gives  each  clerk  credit  for  the  work  he  does. 

An  up-to-date  National   Cash  Register  with  separate  cash 
drawers  measures  the  ability  of  each  clerk. 

Up-to-date  National  Cash  Registers  are  made  with  any 
number  of  cash  drawers,  from  one  to  nine 

We  make  cash  re^istefrs  for  every  line  of  business 

NATIONAL 
CASH    REGISTER    CO, 

OF    CANADA    LIMITED 



L06 i:  QUI  P  MENT    AND    D  I  S  V  L  A  V 
Dry  Goods  Revi*  w 

A  Rigorous  Publicity  Campaign  that  Put 
Check  on  Money  Orders  Leaving  Town 

Goldenberg  Brothers,  of  Three  Rivers,  Took  Up  Cudgels  for  the  City  to  Show  Advantages 

of  Buying  at  Home — Used  Very  Pointed  Editorials — Opposed  to  Sales. 

HOW  to  combat  the  mail-order  house 
competition  is  an  ever-present 
problem  to  the  average  retailer 

in  small  towns,  who  watches  with  in- 
creasing distress  the  lessening  demand 

for  his  goods;  while  on  the  other  hand, 
the  money  which  should  be  spent  in  the 
town  goes  out  elsewhere  in  unbelievably 

large  amounts.  The  situation  becomes 
acute  at  certain  seasons  subsequent  to 
the  arrival  of  the  bulky  and  enticing 
catalogues  issued  in  the  Spring  and  Fall 
by  the  mail  order  houses,  and  the  small 
town  retailer  hears  with  dismay  of  the 
number  of  postal  orders  which  go  out 
from  the  local  post  office,  and  which 
are  estimated  to  amount  in  the  course 

of  a  year  to  as  large  a  sum  as  $200,000. 
He  naturally  cannot  believe  that  the 
fault  can  be  laid  at  his  own  door,  but  he 
is  at  a  loss  to  determine  how  to  plan  a 
counter-attack. 

In  the  wide  awake  little  city  of  Three 
Rivers,  Quebec,  there  is  a  certain  firm 
which  has  been  established  for  over 

twenty  years,  known  as  Goldenberg  Bros. 
These  four  brothers  have  watched  every 
step  in  advance  and  every  development 
in  local  industry  with  close  interest  and 
were  among  the  first  to  foresee  the  dan- 

ger to  their  ready-to-wear  trade  by  the 
increase  in  mail  order  business  from 
year  to  year.  To  their  efforts  much 
praise  is  attributed  by  the  townspeople 
of  Three  Rivers,  who  acknowledge  the 
wisdom  of  spending  the  money  earned  in 
the  city  with  its  own  merchants,  instead 
of  going  abroad  and  helping  to  support 
outside   interests. 

Publicity   Campaign 

During  a  recent  interview  with  the 

senior  partner  of  the  firm,  a  represen- 
tative of  Dry  Goods  Review  ascertained 

that  the  problem  had  been  given  much 
attention  by  them  during  the  past  few 
months,  and  they  were  satisfied  that 
they  had  overcome  the  evil  to  a  great  ex- 

tent by  a  well  directed  campaign  of  news- 
paper advertising,  aimed  to  point  out 

the  disadvantages  of  the  mail-order  bus- 
iness as  affecting  both  consumer  and  re- 

tailer. Assuming  the  entire  expense  of 
the  campaign  themselves,  the  firm  of 
Goldenberg  Bros,  planned  a  series  of 
plain-spoken  articles  which  were  run 
every  day  for  over  a  week  in  the  most 
prominent  part  of  the  local  newspaper. 
Publicity  was  given  to  the  fact  that  on 

one  morning  before  nine  o'clock,  postal 
orders  to  the  number  of  seventy-six  were 
issued  to  accompany  large  orders  on  out- 

side firms.  Using  this  as  their  text, 

the  Goldenberg  Brothers  went  on  to  ex- 
patiate on  the  short-sightedness  of  send- 

ing local    -ioney  out  of  the  town,  if  the 

Looks  For  Good  Year 
The  Goldenberg  Brothers  are  anticipating  an  excellent  year  of  business 

in  1921.  They  believe  that  prices  have  become  practically  stabilized  and 
that  the  average  customer  is  now  convinced  that  there  is  no  time  like  the 
present  for  purchasing.  Men,  of  course,  buy  later  in  the  season  than  do  the 
women,  but  in  many  ways  this  works  out  to  better  advantage  for  the 
retailer  who  deals  in  both  lines.  The  firm  also  believe  that  the  wise  retailer 
will  buy  only  limited  quantities  of  smart,  new  merchandise  during  the 
coming  months  and  will  avoid  overstocking  himself  on  anything  until  the 
trend  of  styles  and  prices  becomes  more  definitely  established.  The  good- 

will of  the  customer  is  the  one  thing  to  be  cultivated  and  cherished  by  the 
small  town  retailer  to  whom  family  trade  is  the  all-important  thing,  and 
only  by  fairness,  absence  of  cheap,  sensational  "slaughter  sales"  and  of 
honest,  straightforward  business  methods  at  all  times  can  confidence  be 
restored  and  built  up  for  future  benefit. 

citizens  wished  to  see  their  own  stores 
advance  and  the  town  in  general  improve 

from  year  to  year.  One  especially  tell- 
ing article  ran  as  follows: 

Pointed  Articles 

"WHERE  DO  YOU  LIVE?  You  live 
within  or  in  the  vicinity  of  Three  Rivers 
and  you  derive  your  living  hereabouts 
as  well  as  all  the  benefits  of  this  prosper- 

ous township,  therefore,  why  not  think 
it  over  before  spending  your  money  out- 

side ?  After  all,  it  is  your  local  industries 
and  merchants  who  help  most  to  create 
this  prosperity.  Be  grateful  to  those 
merchants  especially,  who  have  consis- 

tently tried  to  help  you  to  combat  the 
high  cost  of  living  by  honestly  offering 
prices  that  cannot  be  had  elsewhere. 
Here,  for  instance,  are  some  prices 
which  will  convince  you  of  the  folly  of 

spending  your  good  money  in  another 

province   " And  another  one  emphasized  the  same 

points  still  more:  "Have  you  forgotten 
that  you  live  in  Three  Rivers  and  that 
you  earn  your  money  by  means  of  local 
industry?  Increase  your  own  prosperity 
by  encouraging  the  commerce  of  the 

city.  Our  townspeople  are  being  assail- 
ed on  all  sides  by  circulars,  catalogues, 

etc.,  coming  from  outside  points,  there- 
fore the  house  of  Goldenberg  Brothers 

gives  the  warning  signal  and  would  say 
in  all  fairness  that  the  people  of  Three 
Rivers  have  no  need  to  go  outside  to 

practise  economy.  If  they  will  remem- 
ber that  we  have  devoted  twenty  years 

of  service  to  their  interests  they  will  ap- 
preciate in  offering  the  best  prices  and 

the  best  merchandise,  all  this  has  been 

accomplished  not  without  effort  or  sacri- 
fice on  our  part.  Our  prices  on  all 

merchandise  are  35  to  50  per  cent,  lower 
than  they  were  at  the  beginning  of  the 

war,  and  we  maintain  that  we  can  offer 

you  better  values  than  you   can  obtain 

in  any  part  of  Canada.  Now  is  the 
time  to  show  your  loyalty  to  Three 
Rivers  and  encourage  your  local  mer- 

chants, at  the  same  time  profiting  by  the 
extraordinary  bargains  which  we  are 

featuring." Opposed  to  Sales 

Many  other  advertisements  worded 
along  these  lines  were  featured  in  the 
press  and  inducements  to  buy  were  made 
still  more  attractive  by  the  granting  of 
discounts  on  large  amounts,  such  as  10 
per  cent,  off  every  $50  worth  purchased, 
etc.,  but  no  sales  are  conducted  by  the 
management  on  the  principle  that  such 
events  spoil  regular  business.  For  this 
reason,  too,  the  firm  does  not  believe 
in  so-called  "stunt"  advertising,  except 
as  already  outlined,  to  point  the  moral  of 
any  argument  which  they  may  desire  to 

drive  home.  "Sales,"  remarked  Boyer 
Goldenberg  to  Dry  Goods  Review,  "only 
make  customers  dissatisfied  when  they 

are  run  frequently  and  for  no  real  pur- 
pose. A  sale  run  when  people  really 

need  certain  merchandise,  and  one  which 
features  goods  marked  at  cost  prices  will 
do  good,  but  the  public  has  been  misled 
so  frequently  of  late  that  it  will  take  a 
long  time  to  re-educate  them  to  the  right 

understanding  of  values." 
"We  know  that  people  are  gradually 

recognizing  the  truth  of  what  we  say  in 

our  advertising,"  continued  Mr.  Golden- 
berg, "because  they  come  into  the  store 

and  actually  pay  us  with  the  money 
which  has  been  returned  to  them  by  the 
mail  order  houses,  when  the  goods  turned 
out  unsatisfactory.  Formerly  they  used 
to  look  over  everything  we  had  and  get 
our  prices  and  then  calmly  walk  out  and 
send  away  for  their  merchandise.  I  am 
satisfied  that  the  retailer  can  keep  his 
trade  at  home  if  he  will  concentrate  on 
the  right  method  of  appeal  and  stand 
ready  to  offer  the  same  values  and  the 
same     privileges     that  the   out-of-town 
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firms  give.  We  emphasize  the  slogan 

to  'buy  at  home,'  not  only  because  it  bene- 
fits ourselves  but  because  it  helps  the 

other  retailers,  the  druggist,  the  grocer 

and  the  hardware  merchant." 

Spirit   of   Co-operation 

This  spirit  of  co-operation  is  a  marked 
feature  of  business  life  in  the  city  of 
Three  Rivers,  and  it  is  not  unusual  to 
find  stores  opening  into  one  another  with 
no  door  or  partition,  giving  the  effect  of 
family  partnership  as  it  were,  even  when 
the  stores  in  question  are  quite  unre- 

lated in  any  way.  The  firm  of  Golden- 
berg  Brothers  is  among  the  most  prom- 

inent merchants  to  subscribe  to  this  sys- 
tem of  community  fellowship,  as  their 

fine  store  opens  directly  off  the  art  and 
china  store  of  W.  E.  Roy  and  the  vista 
observed  from  the  far  end  of  the  build- 

ing looking  through  the  open  archway 
is  striking,  giving  the  appearance  of 
one  large  and  handsomely  appointed  de- 

partment store.  Large  signs  placed  over 
the  doorways  help  to  strengthen  this 

impression  as  they  read  simply,  "Men's 
Furnishing  Department"  or  "China  and 
Crockery  Department"  as  the  case  may 
be,  and  these  signs  are  placed  on  either 
side  of  each  doorway  without  any  fur- 

ther announcement  as  to  whose  store  the 
customer  happens  to  be  in  at  the  time. 
This  method,  according  to  Mr.  Golden- 
berg,  is  an  excellent  one  and  works  out 
on  both  sides  with  equal  seccess. 

The  Goldenberg  store  is  divided  into 
two  equal  sections  on  the  ground  floor, 

one-half    for    ladies'    ready-to-wear    and 
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Window  of  John  Lennox,  Hamilton.    This  window  features  made-in-Canada. 
goods,  as  the  leather  products,  ivory  goods,  umbrellas,  are  all  made  in  Canada. 

the  other  for  men's  furnishings.  The 
former  is  remarkably  attractive  as  re- 

tards furnishing  and  equipment,  being 
lined  along  the  walls  with  handsome  glass 
covered  cases  through  which  the  blouses, 
gowns,  coats  or  costumes  can  be  easily 
seen  without  unnecessary  handling.  A 
large  circular  seat  upholstered  in  black 
leather  and  surmounted  by  a  handsome 
palm,  centres  the  department,  and  serves 
as  a  resting  place  for  tired  shoppers 
from  time  to  time.  Several  large  fitting 
rooms  finished  with  mirrors  and  electric 

lights  are  situated  towards  the  rear.  On 

the  other  side  the  men's  department  is 
finished  in  the  same  manner,  except  that 

it  has  a  balcony  for  the  storage  of  sur- 
plus stock.  A  large  staff  of  sales  clerks 

is  in  attendance  in  both  stores. 

A  Toronto  firm  is  placing-  on  the  mar- 
ket a  new  line  of  women's  dresses,  called 

the  Dorothy  Dare.  These  are  made-in- 
Canada  dresses  of  the  best  type. 

The  retail  merchant  has  a  good  opportunity  to  capitalize  on  window  display  work  whenever  a  campaign  is 
inaugurated,  having  as  its  object  the  boosting  of  his  own  town  or  city.  Usually  such  a  campaign  centres  around 
industrial  growth.  In  many  of  the  cities  of  the  United  States  there  are  window  display  men's  associations.  One 
of  the  objects  which  such  an  association  has  in  view  is  to  promote  just  such  a  campaign  as  has  been  referred  to. 
They  get  together,  study  the  history  of  their  town  or  city,  and  then  shoiv,  through  their  window  displays,  the  dif- 

ferent stages  in  the  development  of  the  industrial  life  of  their  town  or  city. 

The  city  of  Hamilton  recently  held  a  Made-in-Ham'lton  week  and  the  picture  above  is  of  a  window  shown  by 
Stanley  Mills,  Ltd.,  of  a  product  which  has  become  the  pride  of  that  city — silverware.  Much  more  could  have 
been  made  of  this  week  had  the  window  display  men  arranged  to  show  the  different  products  manufactured  in  that 
city  through  their  windows.  In  this  connection,  a  prize  might  have  been  given  for  the  best-dressed  window,  show- 

ing a  Hamilton  manufactured  product.  Had  there  been  a  dozen  or  a  dozen  and  a  half  competing  windows,  it  would 
hare  brougt  many  people  out  with  a  '^finite  purpose  namely,  to  see  these  windows.  And  in  that,  there  is  an 
opportunity  for  the  retailer. 
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The  arrangement  of  these  ready-to-wear  fitting  rooms,  in  the  ready-to-wear  department  of  the  Charles  Austin  Co., 
Ltd.,  of  Chatham,  was  designed  by  the  head  of  the  department,  W.  H.  James.  In  speaking  of  these  fitting  rooms,  Mr. 
James  stated  to  Dry  Goods  Review  that  they  had  cost  very  little  and.  had,  proved  to  be  very  satisfactory,  as  they  gave  the 
required  privacy,  there  was  an  abundance  of  space,  and  by  the  simple  arrangement  overhanging  the  bar  on  which  the 
suite  or  dresses  are   hung,  a   curtain   may  be  stretched  and   all  the  merchandise  protected  from  dust  and  dirt. 

In  the  upper  illustration,  a  general  view  of  these  ready-to-wear  fitting  rooms  is  shown.  There  are  five  of  them  alto- 
gether. In  each  room,  like  sizes  are  kept  so  that  the  greatest  ease  and  satisfaction  to  the  customer  is  obtained  and  she 

is  not  confused  by  a  great  array  of  dresses  and  suits.  One  section  is  reserved  for  the  smaller  folks,  and  one  for  evening 
gowns.  Of  course,  all  the  ready-to-wear  carried  is  not  contained  in  these  fitting  rooms.  According  to  the  season,  the 
character  of  the  merchandise  is  changed  in  each  of  these  rooms.  Note  the  little  display  case  just  outside  the  entrance 
to   the  rooms. 

The  lower  illustration  is  the  interior  of  one  of  these  fitting  rooms.  It  can  be  seen  at  a  glance  how  convenient  is 
the  arrangement,  the  protection  it  affords  the  merchandise,  and  the  facility  ivith  which  fittings  are  given  to  the  customer. 
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Equipment  Details  Build  Business 
Retailer  Says  That  Growth  of  Business  Largely  Depends  Upon  Wise  Selection  of  (iood 

Models — The  Use  of  Novelties — New  Fixtures. 

EDGLEY'S  Limited,  the  Toron
to 

store  devoted  to  high-class  in- 
fants' and  children's  wear,  is  of 

the  opinion  that  the  prosperous  condi- 
tion of  its  business  to-day  is  in  great 

part  owing  to  the  attention  it  has  al- 
ways paid  to  equipment  details.  This  is 

based  on  actual  tests.  When  the  dis- 

play end  of  things  has  been  neg- 
lected for  even  a  few  weeks,  a  no- 

ticeable decline  of  casual  customers  and 
even  of  regular  ones  has  been  felt.  A 

child's  dress  on  a  good  figure  will  attract 
five  customers  to  every  one  that  looks  at 
it  when  left  lying  either  on  the  counter 
or  on  the  floor  of  the  window,  no  matter 
how  conspicuously  it  is  placed. 

The  best  models,  particularly  those 
shown  in  wax,  are  expensive,  but  Dry 
Goods  Review  was  informed  that  good 

fixtures  of  this  kind  pay  for  every  dol- 
lar that  is  put  into  them.  Wax  figures 

which  have  faces  that  are  poor  should 
not  be  used.  Millinery  departments 
especially   should    have   attractive   faces. 

Flowers  and  Fernery  Important  Factors 

Edgley's  have  a  display  stand  of  white 
enamel  containing  ferns  very  near  the 
door  of  the  shop.  Slightly  to  the  right  and 
behind  this  is  a  white  wicker  settee.  The 
manager  says  that  these  two  pieces  of 
equipment  are  directly  responsible  for 
many  customers.  The  plants  draw  the 
attention  of  passersby  when  the  door  is 
opened.  Everyone  will  admit  the  effect 
of  ease  and  luxury  which  flowers  of  any 
kind  give.  The  settee  keeps  patrons,  who 
have  become  wearied  from  shopping,  and 
those  who,  when  not  waited  upon  im- 

mediately, would  walk  out  rather  than 
stand.  The  placing  of  either  cut  flowers 
or  ferns  in  the  window  on  a  pedestal 
made  of  walnut  or  mahogany  or  enamel 
is  one  of  the  best  drawing  cards  a  store- 

keeper has. 
Novelties  Should   Be  Used 

An  up-to-date  merchant  will  consider 
it  essential  to  invest  a  certain  amount  of 

Wax  life-size  figure.  The  face  and  hair  are  particularly 
natural  and  the  enamel  used  may  be  washed.  Shown  by 
Dale  Wax  Figure  Co.,  Ltd.,  Toronto. 

Sta>id  for  flowers  or  fern  to  be  used  in 
a  u  indow  display.  Shown  by  Dale  Wax 
Figure  Co.,  Ltd.,  of  Toronto. 

money  each  year  in  novelties,  which  he 
may  never  be  able  to  sell.  The  Edgley 
buyer  never  takes  a  trip  to  New  York 
that  she  does  not  return  with  a  toy,  a 
piece  of  bric-a-brac  or  whatnot,  which 
she  can  use  as  a  magnet  to  draw  atten- 

tion to  a  particular  model.  A  new  style 
of  baby  dress  is  very  often  noticed,  after 
a  clever  rattle  held  in  the  hand  of  the 

baby  figure  has  caught  the  eye  of  a  cus- 
tomer. A  line  of  all  staple  goods  is  very 

often  passed  by,  while  a  mixed  show- 
case of  staples  and  novelties  will  be 

noticed. 

Canadian-Made    Wax    Models    Good 

The  head  of  one  of  the  largest  Ameri- 
can firms  making  wax  figures  was  in  To- 

ronto the  other  day.  He  says  that  Cana- 
dian retailers  do  not  realize  the  strides 

which  this  industry  has  made  in  Canada 

during  the  last  few  years.  Both  for  dur- 
ability and  beauty  of  outline  the  models 

here  are  the  equals  of  any  on  the  con- 
tinent.    The   faces   are   lifelike   and    the 

hair  and  coloring  excellent.  Artists  work 
en  these  models  from  real  life. 

New  Hangers  to  Be  Put  on  Market 
A  Ganadian  firm  is  now  working  on 

a  new  coat  and  dress  hanger,  which  is 

less  expensive  than  the  better  gi-ades 
now  shown  and  is  said  to  hold  the  gar- 

ment as  well.  This  is  made  of  polish- 
wood  and  of  enamel,  is  a  little  smaller 
than  most  and  has  a  long  hook.  Several 
manufacturers  of  fixtures  are  making  up 
new  designs  in  pedestals,  floor  fixtures 
and  figures  for  Fall  displays.  These 
ccme  in  the  latest  enamels  and  wood 
designs. 

Kent-McClain  Again 

Messrs.  J.  F.  Merchant  &  Son.  of 

Sydney  and  Glace  Bay,  N.S.,  have  re- 
cently installed  new  display  cases.  They 

have  chosen  the  "Roman"  and  "Dres- 
den" designs  of  Silent  Salesmen,  built 

by  Kent-McClain  Limited  (Toronto 
Show    Case    Co.). 
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No.  26  E. 

There  is  a 
DALE 

Display  Form 
For  every  garment 
For  every  season 

Show  your  bathing  suits, 
riding  habits,  summer 
dresses,  sweaters,  cloaks, 
suits,  on  this  attractive, 
versatile  Form,  in  walk- 

ing attitude.  (No.  26/E 
illustrated).  Bust  and 
limbs  finished  with  Dale 
flesh  color  washable  ena- 

mel, positively  will  not 
crack. 

Agents: 
P.  R.  MUNRO 

259  Bleury  St.,  Montreal 

E.  R.  BOLLART  &  SON 

501  .Mercantile  Bldg. .Vancouver 

DALE  WAX  FIGURE  CO.    j 
LIMITED  H 

86  York  Street,  Toronto 
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Selling  Lace 
One  of  the  problems  in  every  dry  goods  store. 
The  New- Way  System  provides  for  condensing 
of  stock,  keeping  same  in  perfect  condition  and 
yet  displaying  every  piece  for  immediate  sale. 

Let  us  explain. 

Jones  Bros.  &  Co.,  Limited 
29-31  Adelaide  St.  West 

TORONTO 

Canham  Hangers 
For  Retailing 

For  hanging  your  Ready-to-Wear 
Garments. 

For  an  advertisement. 

"No  Better  Made" 

Specially 
designed. 

Well finished. 

Sturdy  and 
attractive. 

Canham 
Felt-Padded    Hanger 
FOR  SKIRTS  or  TROUSERS 

6  inches  wide 

TRY  THIS 

ADVERTISING 

MEDIUM 

No.  1 

Canham 
Wood 

Combination 
Hanger 

We  will 

print  your 
NAME 
and 

ADDRESS 
on  each  hanger 

in  rich  gold 
bronze,  in 

100  lots — WITHOUT 
EXTRA 
CHARGE 

A  lifetime  article 
— in     continuous 
use — keeps  your 
name  before 

your     cus- tomers   per- manently. 

Canham 
Felt  Grip 

Combination 
Hanger 

No. 13 

Victor  H.  Canham  Co. 
Guelph,  Ont. 
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Regina  Trading  Co.  appreciates  speed, 
protection,  and  accuracy  of  Lamson  Service 

SEVERAL  years'  experience  with  Lamson  wire  line  carriers  convinced  the  Regina  Trad- 
ing Co.,  Regina,  Sask.,  that  centralized  service  was  best  for  their  business.     So  when 

they  built  their  new  up-to-date  department  store  it  was  natural  for  them  to  turn  to 
Lamson  pneumatic  tubes  as  the  best  possible  type  of  centralized  service. 

Mr.  A.  Gibbon  says  of  their  Lamson  system,  "After  a  thorough  trial  of  our  system,  we  find  it 
quick,  safe,  and  accurate.  Transactions  from  all  over  the  store  are  dispatched  to  the  central  desk  for  ap- 

proval and  change,  and  are  returned  before  the  clerk  has  had  time  to  wrap  the  merchandise. 

The  itemized  sales  slips  on  every  sale  give  us  accurate  sales  records  that  are  of  great  value,  while 
the  fact  that  cash  or  an  equivalent  credit  charge  is  in  the  central  desk  before  the  merchandise  leaves  the 

store  makes  this  system  a  safe  one  to  rely  on." 

A  sales  slip  system  is  virtually  a  necessity  where  accurate  information  about  sales  must  be  accumu- 
lated for  the  sales  tax  returns.  Lamson  pneumatic  tubes,  electric  cable  systems,  or  wire  line  carriers 

give  the  element  of  speed  and  protection  that  are  essential  to  the  successful  operation  of  a  store. 

Experienced  Lamson  men  in  Toronto  and  Vancouver  will  be  glad  to  show  you  how  Lamson  servic- will  benefit  vou. 

The  Lamson  Company 
Toronto,   Ont.,   136  Simcoe  Street Vancouver,   B.C.,   603   Hastings  Street 

Lamson  improved  Service Flexibility        Economy 
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One  New  Linoleum  Rug 

To  Every  Tenth|Customer 
Take  the  list  of  active  customers  on  your  books — 

look  them  over  and  decide  whether  it  would  not  pay 
handsomely  to  point  out  to  them  the  advantages  of  Lin- 

oleum Rugs  as  summer  floor  coverings. 

Write  Them  A  Letter  Like  This--- 
It  Should  Sell  At  Least  One  In  Ten 

Dear  Mrs.  Brown : 

You  will  be  glad  to  reduce  your  summer  house- 
work to  the  very  minimum.  By  lifting  heavy  rugs 

or  carpets  and  replacing  them  with  pretty  LINOL- 
EUM RUGS  your  sweeping  and  vacuum  cleaning 

will  be  practically  eliminated.  Besides  this — all  you 
will  need  to  do  to  keep  them  clean,  sanitary  and 
bright  is  to  pass  mop  over  the  surface  two  or  three 
times  a  week. 

For  the  small  sum  of  $ —  you  may  choose  a  genu- 
ine canvas  back  LINOLEUM  RUG  in  —  by  —  foot 

size.  Simply  lay  it  on  the  floor,  and  it  will  lie  flat 
without  necessity  of  tacking. 

We  have     pretty  patterns  from   which  you 
may  select,  each  in  popular  sizes.  May  we  have  the 
pleasure  of  showing  them?  Our  window  display 
contains  a  number — more  variety  may  be  seen  in  our 
Floor  Covering  Department.  An  early  selection  will 
afford  you  the  best  choice. 

Yours  very  truly, 

Then  Dress  Up  The  Windows 
And  Watch  The  Rugs  Sell 

A  little  planning  along  this  line  will  pay  you  well.  It 
ought  to  sell  more  rugs,  as  well  as  stimulate  demand  for 
piece  goods — Linoleum,  Oilcloth  and  Feltol. 

(We  shall  be  glad  to  send  three-color  sheets  of  our 
fifteen  different  rugs).  Distributed  by  the  wholesale 
jobbing  trade. 

Dominion  Oilcloth  and  Linoleum  Co.,  Limited 
MONTREAL  -  CANADA 
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Some  French  Novelties  in  House  Furnishings; 
Original  Designs  in  Cushions  and  Lampshades 

Plain  and  Fancy  Lame  in  Gold  and  Blue,  Black  and  Blue — Toile  de  Jouy  in  Demand  For 
Upholstering — Fancy  Designs  For  Lighting  Appliances — Unique  Designs  Illustrated. 

Written  specially  for  Dry  Goods  Review  by   JEANNE    GSELL 

Pry  Goods  Office,  Paris,  April  22,  1921. 

IF  any  friend  of  yours,  returning 
from  Paris,  tells  you  he  found  no 
souvenir  to  bring  you  back,  you  will 

be  entitled  to  distrust  him,  for  I  never 

saw  the  "Articles  de  Paris"  shops  so 
well  supplied  with  those  fancy  articles 
which  foreigners  appreciate  so  much. 

In  this  letter,  I  will  tell  you  about  the 
latest  furniture  adornments  which  are 
the  rage  here,  and  which  are  displayed 
in  all  decent  shops  who  compete  against 
each  other  in  the  keenest  manner  for  the 
benefit  of  the  purchaser  who  gets  nicei 
things  every  day. 

The  cushions'  manufacturers  have  ex- 
erted their  minds  to  the  utmost,  and  have 

devised  cushions  of  all  shapes,  sizes,  col- 
ors and  materials:  gold  cloth  (Salammbo) 

velvet,  satin,  are  mixed  with  embroidery, 
passementerie  gold  cords  and  tassels, 
etc.,  also  with  inserted  motifs  of  all 
kinds. 

Plain  lame  is  favoured,  and  pekine  is 
exceedingly  effective,  in  black  and  gold. 

The  fancy  lame,  in  gold  and  blue,  will 
look  fine  in  a  blue  room,  and  the  grey 
pattern  as  well,  for  both  shades  match 
each  other  to  perfection,  and  a  young 

lady's  room,  for  instance,  is  often  com- 
posed of  grey  laque  furniture  with  blue 

upholstery. 

In  the  upholstery  department,  I  must 
mention  that  toile  de  Jouy  is  the  mater- 

ial mostly  demanded  for  every  purpose. 
In  some  instances,  it  is  plain  but  general- 

ly it  is  striped  in  various  showy  colors 
(a  kind  of  bayadere)  with  a  dark  ground, 
and  a  good  many  patterns  also  show 
extraordinary  Chinese  designs,  or  most 
amusing  drawings,  such  as  will  catch  the 

children's  attention;  birds,  farm  animals, 
a  boxing  match  and  so  on,  and  in  such 
cases,  this  toile  de  Jouy  covers  the  nurs- 

ery  walls  and   furniture. 
All  lighting  appliances  are  the  object 

of  much  fancy  and  care.  Of  course,  all 
of  them  are  electric  light,  and  people 
j;eem  to  want  excessively  strong  lamps, 
to  allow  them  the  pleasure  of  shading  the 
light  almost  to  twilight,  probably  in  or- 

der to  punish  those  severe  grumblers 
who  systematically  repudiate  all  which 
is  dainty  and  new.  Needless  to  say  that 
such  undesirable  people  have  no  influ- 

ence over  fashion,  who  is  an  absolute 
monarch,  whose  feminine  subjects  (or 
rather  slaves!!)  will  stand  any  torment 
for  the  love  of  their  sovereign!! 

The  sketches  enclosed  have  been  dis- 
played such  as  they  can  be  seen  in  the 

best  windows  here,  for  I  thought  it  might 
be  interesting  for  you  to  see  how  they 
can  be  shown  in  their  best  appearance. 

On  each  of  them,  you  will  find  similar 
objects,  differently  displayed,  and  of 

course,  varied  in  shap'e. 
Sketch  No.  1  Shows: 

(a) — An  electric  lamp  on  a  brass  stand 
of  a  rather  stylish  shape;  it  is  covered 

with  a  lampshade  in  the  shape  of  a  cup- 
ola, made  of  chiffon  of  two  shades,  dif- 

ferent according  to  the  color  of  the  room; 
yellow  and  orange,  green  and  blue,  red 

and  navy  are  amongst  the  prettiest.  Be- 
tween each  point  which  is  kept  straight 

by  a  heavy  tubular  bead,  is  a  piece  of 

pleated  chiffon  of  a  shade  altogether  dif- 
ferent, so  that  the  effect  may  be  very striking. 

(b) — Is  a  round  cushion  made  of  silver 
or  steel  "salammbo"  with  a  small  circle 
in  the  middle,  in  satin  of  a  very  bright 

shade,  green,  orange,  etc.  The  main 
point  for  this  cushion  is  to  be  deeply 
flounced,  so  that  it  may  look  full. 

(c) — Also  round,  is  different  from  the 
former;  it  is  black  velvet,  with  a  thick 
passmentry  motif  in  the  center,  and  a 
big  satin  bouillonne  on  the  sides. 

Both  are  generally  used  as  stools. 
(d) — Is  a  big  pillow  made  of  salammbo, 

or  satin  of  a  sbowy  color,  and  gathered 
at  various  places  on  a  silver  or  gold  cord. 

Continued    on    page    117 

trations  referred  to  in  the  accompanying  article  from  our  Paris  correspondent. 
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House  Furnishing  Prices  Still  Fairly  Firm; 
English  Prices  Influence  Domestic  Values 

Better  Grades  of  Carpets  Being  Bought  For  Next  Fall — Lively  Sale  of  Summer  Furnishings— 
—New  French  Brocade — Good  Canadian  Velours — Circular  Cushions. 

ALTHOUGH  the  trade  atmo
sphere 

has  been  cleared  of  much  of  the 
uncertainty  which  has  prevailed 

regarding  values  in  most  of  the  dry 

goods  merchants'  lines,  the  housefur- 
nishing  department  still  remains  a  pro- 

blem. Most  manufacturers  and  whole- 
sale houses  think  that  this  is  the  na- 
tural result  of  the  very  slight  depres- 

sion which  came  last  Fall  in  this  depart- 
ment. In  the  last  few  months  of  1920  and 

the  earlier  part  of  this  year,  when  most 
buyers  were  at  sea  as  to  relative  values, 

draperies  and  carpets  stayed  fairly  sta- 
tionary. A  very  noticeable  drop  has  not 

come  even  yet.  This  is  explained  in 

great  part  by  the  fact  that  a  large  pro- 
portion of  goods  is  bought  in  England 

and  English  prices  have  not  decreased 
very  materially. 

The  retailer  has  learned  by  his  exper- 
ience of  last  year  that  a  waiting  plan  is 

the  best.  Though  many  wholesalers 
claim  that  housefurnishings  will  not  be 

any  lower  for  many  months,  the  mer- 
chant who  took  his  losses  last  year  with- 

out a  complaint  will  not  do  it  again. 
This  line  may  not  go  any  lower.  Most 
of  the  large  houses  state  that  to  buy 
large  stocks  at  the  present  time  is  a 
poor  policy.  They  advise  the  retailer 
to  buy  often  for  immediate  selling. 

Carpets  and  Linoleums 

Judging  from  orders  which  have  been 
placed,  the  trade  expects  to  sell  better 
grades  of  carpets  next  Fall.  Though 
tapestry  and  Brussels  are  by  no  means 
inactive,  the  biggest  demand  is  for  Wil- 

tons and  Axminsters  of  good  qualitj 
Seamed  rugs  do  not  sell  any  longei  and 
some  firms_  are  contemplating  jobbing 
them  out  as  the  quantities  on  hand  make 
the  holding  of  them  too  serious  a  pro- 

blem. Whether  large  rugs  or  small  ones 

will  be  strongest  for  high-priced  buying 
in  the  Fall  is  a  vexed  question. 

Carpets  are  by  no  means  moving  as 
fast  as  linoleums.  The  congoleum  and 
oilcloth  trade  is  also  very  good  Though 
Canadian  manufacturers  in  these  lines 

have  dropped  their  prices  considerably, 
English  goods  are  still  high.  If  thev 
fall,  one  reliable  importer  told  Dry  Goods 
Review,  it  will  not  be  until  August  or 
September  and  then  only  ten  or  fifteen 
per  cent. 

Draperies 

Draperies  of  the  most  expensive  kinds 
as  well  as  the  cheaper  ones  are  being 
bought  up  for  Summer  homes.  A  repre- 

sentative from  an  American  house  re- 
ports that  scrim  will  drop  very  shortly 

to  such  an  extent  that  firms  now  hold- 
ing it  for  sale  to  the  trade  at  25  cents 

New  drapery  in  crepe  meteor,  with  oriental  design.     This  is  shown  by 
Silks,  Limited,  of  Toronto. 

will  be  forced  to  let  it  go  at  15  if  they 
want  to   insure   against  loss. 
A  recent  shipment  of  chintz  is  now 

being  shown  in  Toronto.  This  is  fifty 
inches  wide  and  of  a  close  fine  texture. 
The  designs  are  in  fruit  and  natural 
flowers.  The  trade  is  taking  very  kind- 

ly to  it.  The  only  lines  in  which  English 
prices  have  made  a  decided  drop  are 
lace  curtains  and  nets.  In  some  cases 

this  is  as  low  as  fifty  per  cent.  Whole- 
sale houses  are  following  the  plan  of 

letting  them  go  at  any  price  rather  than 
hold   them. 

Casement  cloths  are  steadily  increas- 
ing in  popularity.  Their  fair  prices  as 

well  as  the  plain  designs  and  good  col- 
orings which  they  come  in  are  no  doubt 

the  chief  reasons.  The  very  best  Sum- 
mer homes  as  well  as  many  Winter 

houses  have  draperies  of  casement  cloth. 
Sunrooms  and  living  rooms,  especially 
those  whose  elaborate  walls  and  rugs 
require  plain  treatments  in  draperies, 
are  being  fitted  with  it. 

There  is  a  beautiful  new  French  bro- 

cade already  in  the  hands  of  a  few  re- 
tailers. This  is  shown  in  colors  such  as 

green,  rose,  blue  and  mulberry.  The  de- 
sign is  carried  out  so  that  one  side  is 

a  very  decided  brocade  and  the  other 
gives  a  shadow  effect  in  another  shade. 
It  is  so  easily  reversible  that  it  can  be 
used  for  different  rooms  very  well.  The 
price  to  the  customer  is  only  $3.75  a 

yard  and  it  is  being  bought  for  uphol- 
stery as  well  as  hangings. 

Sheila  cloth  of  English  manufacture 
is  going  fairly  well  in  spite  of  its  high 
price   ($9.75  per  yard).     It  is  a  bizarie, 

multicolored  fabric   designed   for  use   in 
large,    severely    finished    rooms. 

Canadian  Velours 

Buyers  for  stores  who  specialize  in 
good  housefurnishing  materials  claim 
that  there  is  no  better  velours  being 
manufactured  anywhere  than  can  be 

bought  right  here.  The  grade  is  excel- 
lent because  the  materials  and  workman- 
ship are  of  the  best  and  the  colors  are 

good.  Some  firms  are  of  the  opinion 

that  the  same  may  be  said  of  such  fab- 
rics as  repp,  damask  and  tapestry.  This 

looks  like  hopeful  news  to  the  retailer 
who  wants  to  stock  made-in-Canada 
goods  whenever  he  can.  The  prices  are 
a  little  lower  than  paid  for  imported 
materials. 

Cushions 

Though  the  circular  cushion  is  still 
selling  well,  the  very  newest  creation 

is  the  oblong  one.  This  is  a  little  nar- 
rower than  a  pillow  and  of  about  the 

same  length.  Like  the  soft  hanging 
ends  of  a  pillow-cover,  the  ends  of  the 
tapestry  or  silk  are  allowed  to  fall  care- 

lessly on  both  sides.  The  bolster  cushion 
is  still  good  and  the  bag  cushion  is  used. 
This  resembles  its  name  very  well  be- 

cause the  lower  end  is  round  and  the 

upper  is  tied  together  and  draped  with 
a  contrasting  color. 

General 

Whi'e  advice  is  given  the  merchant  to 
continue  for  awhile  his  policy  of  buying 

only  what  he  needs,  there  is  a  general 
Continued    on    page    116 
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Profit  in  Wall  Paper  as  Accessory 
#Proper  Position  in  Furnishing  Department— Bigger  Stock  for  Bedrooms — The  Buyer's  Task 

— Keep  Away  From  the  Labor  End  of  Wall  Paper. 

EVERY  store  which  carries  draper- ies and  floor  coverings  should 
stock  wall  papers  as  well,  even  if 

only  on  a  small  scale.  It  means  a  great 

saving  of  time  and  worry  to  your  cus- 
tomer and  though  not  conducive  to  large 

profits,  will  act  as  a  feeder  to  the  rest 
of  the  housefurnishings  department. 
Many  customers  have  been  overheard  to 
lament  that  the  giving  of  wall  paper 
samples  is  no  longer  permitted  in  most 
stores  and  they  wonder  how  on  earth 
they  are  going  to  match  the  new  rug  or 
the  particular  shade  of  their  woodwork 
and  furniture.  It  is  next  to  impossible 
to  retain  the  exact  shade  of  any  color 

in  one's  mind  for  long  after  looking  at  a 
number  of  varied  color  effects,  there- 

fore, the  wise  sales  clerk  will  recom- 
mend that  the  customer  should  look  over 

the  stock  of  wall  papers  while  she  is  in 
the  store  and  in  all  probability,  paper  and 
cretonne  can  be  got  to  correspond  or 
harmonize  perfectly. 

Wall  Paper  By  Rugs 

The  wall  paper  department  must 
therefore  be  located  alongside  of  the 
rug  and  drapery  sections  and  should  be 
so  arranged  as  to  have  plenty  of  space  for 
displaying  the  numerous  samples  neces- 

sary. So  long  as  the  space  selected  is 
well  lighted,  it  is  not  important  that  it 
should  be  of  any  distinct  type  or  area. 
In  one  progressive  department  recently 

visi'ted  by  a  staff  member  of  Dry  Goods 
Review,  a  very  small  corner  rather 
badly  cumbered  by  supporting  pillars 
and  heating  apparatus  was  the  only  space 
available,  yet  the  ingenuity  of  the  man- 

ager succeeded  in  adapting  these  incon- 
veniences to  a  real  advantage.  He  had  the 

pillars  faced  with  a  four-sided  outer  cov- 
ering upon  which  he  pasted  different 

samples  of  paper,  neatly  topped  by  a  har- 
monizing border.  The  pipes  overhead 

were  enclosed  in  a  wooden  casing  also 
papered  in  thfc  most  appropriate  types 
of  striking  pattern.  The  necessary 
stock  was  concealed  from  view  by  large 
moveable  racks  or  stands,  upon  which 
extra  rolls  were  piled.  The  usual  stands 
designed  like  gigantic  books  were  placed 
at  intervals  about  the  department,  each 
leaf  being  papered  with  border  to  match. 
In  the  centre  of  the  room  a  desk  was 

placed  to  facilitate  computations  when- 
ever necessary.  A  large  blackboard  or 

sign  was  attached  to  this  desk  upon  which 

was  printed  a  sort  of  "ready  reckoner" to  assist  the  clerks. 

Double-faced  stands,  each  one  dis- 
playing about  six  samples,  are  better 

than  the  sample  books  formerly  so 
prevalent.  Any  number  of  these  should 
be  always  on  hand,  covered  with  one 
style  of  paper  only,  such  as  bedroom, 
bathroom  or  library  papers,  so  as  not 
to   confuse   the    customer    by   a   miscel- 

laneous assortment  of  styles  and  colors. 
For  the  greater  convenience  of  the  clerks 
a  small  strcker  as  shown  below  should  be 
attached  to  each  sample  displayed,  which 
will  enable  them  to  tell  at  a  glance  the 
cost  of  papering  an  average  room.  A 
customer  is  nearly  always  impressed  by 
the  fact  that  papering  is  not  nearly  so 
expensive  as  she  expected. 

Large  Stock  for  Bedrooms 
A  very  successful  Montreal  wall  paper 

department  buyer  told  Dry  Goods  Review 
this  month  that  one  very  common  mis- 

take is  often  made  by  those  who  are 
just  starting  such  a  section.  It  must  be 
remembered,  he  said,  that  there  are  usu- 

ally twice  or  three  times  as  many  bed- 
rooms in  the  average  home  as  there  are 

parlors,  libraries  and  dining-rooms  and 
therefore,  in  choosing  the  stock,  the  same 

proportion  must  be  observed.  It  fre- 
quently happens  that  a  buyer  will  run 

short  on  his  bedroom  papers  and  will  also 
find  that  the  makers  are  short  on  deliv- 

eries, too.  Therefore,  it  is  better  to  over- 
buy on  bedroom  papers  rather  than  the 

contrary. 

Another  tip  passed  along,  out  of  the 

experience  gleaned  from  years  of  suc- 
cessful merchandising,  is  "Keep  away 

from  the  labor  end  of  the  wallpaper 

business."  In  other  words,  refuse  to 
have  anything  to  do  with  paper  hang- 

ing or  painting,  or  you  will  lose  more 
than  you  gain.  According  to  this  buyer, 
nine-tenths  of  the  business  is  done  prior 
to  moving  in  April  and  October,  and  at 
such  times,  customers  expect  the  paper- 

ing to  be  done  upon  a  certain  day.  If  it 
is  not  done,  they  cancel  the  order.  So 
for  lack  of  men  to  perform  the  job 
promptly,  a  store  is  often  forced  to  lose 
many  valuable  sales.  This  man  believes 
in  educating  the  customer  to  do  his  own 

papering  and  says  that  much  more  busi- 
ness would  result  if  people  did  not  feel 

timid  about  attempting  the  work  them- 
selves. 

Sell  Trimmings 

To  make  a  success  of  this  department 
the  sales  clerk  must  sell  borders  and  cut- 

outs with  every  sale.  It  goes  without 
saying  that  every  sensible  milliner  who 
sells  an  untrimmed  hat  to  her  customer 

will  try  to  push  the  sale  of  suitable  trim- 
mings at  the  same  time.  Whether  or  not 

she  trims  the  hat  is  immaterial,  so  long 
as  she  can  sell  the  necessary  ribbon  or 
flowers  to  complete  the  effect.  Similarly, 
the  wallpaper  clerks  must  push  the  sale 
of  borders  for  each  room,  particularly 

where  plain  or  striped  papers  are  con- 
cerned, both  from  the  point  of  view  of 

profit  and  a  completely  satisfying  result 
to  the  customer.  The  habit  of  giving 

samples  of  paper  to  the  customer  should 
never  be  indulged  in  as  it  will  only  en- 

courage them  to  shop  around  and  com- 

pare values,  besides  shortening  the  roll 
to  no  purpose.  It  usually  happens  that 
the  second  store  visited  will  be  able  to 
make  the  sale,  by  showing  something 
that  looks  more  attractive  than  the  scrap 

of  paper  given  by  the  first  store.  If  the 
stock  is  wisely  chosen  and  large  enough 
to  provide  plenty  of  variety  in  design, 
color  and  style,  the  department  store 
paper  section  should  be  able  to  rival 
the  house  decorator  from  every  stand- 

point. 
The  Buyer's  Task 

Papers  vary  so  much  in  price 
from  a  few  cents  up  to  many  dollars 
a  roll  that  the  task  of  the 

buyer  in  selecting  his  stock  is  no 
easy  one.  Fortunately  the  manufacturers 
are  co-operating  extensively  along  the 

lines  of  providing  instructive  and  inform- 
ing matter  which  can  be  given  to  custom- 
ers gratis.  Colored  illustrations  denom- 

strate  clearly  how  rooms  may  be  re-dec- 
orated and  retailers  are  urged  to  send 

in  their  problems  to  the  maker  for  so- 
lution. It  should  be  noted  in  passing 

that  Canadian  papers  are  quite  equal 
to  if  not  superior  to  those  made  in  the 
States  or  England,  and  can  be  purchased 
much  more  reasonably.  It  is  now  pos- 

sible to  procure  reproductions  of  all  the 
beautiful  period  and  over-printed  papers 
so  long  famous  in  other  countries  at  a 
fraction  of  their  cost. 

HOUSE  FURNISHING  PRICES  STILL 
FAIRLY   FIRM 

Continued  from  page  115 

feeling  on  the  part  of  manufacturers 
that  the  trade  is  itself  to  blame  for  the 
fact  that  business  has  been  done  so 
much  during  the  last  few  months  in  only 
the  cheaper  grades  of  goods,  such  as 
jobs,  seconds  and  discontinued  patterns. 
The  lack  of  confidence  which  the  retail- 

er inspires  when  he  does  not  keep  up 
his  assortment  of  good  lines  is  the  chief 
reason  why  the  purchaser  delays  his 
buying.  While  it  is  not  expected  that 
buyers  should  plunge  heavily  for  goods, 
a  conservative  replenishment  of  stocks 
all  round  would  help  this  unfavorable 
condition. 

Jlllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllim'g   Rolls     | 

  Yards    | 

  Yards    I 

Wall    No   

T.  Border  No. .  .  . 

B.  Border  No..  .  . 

Section  No   

Cost  of  average  room  "l taking  8  single  rolls  and  > 

15  yards  Top  Border.  . .   ' 
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SOME   FRENCH   NOVELTIES 

Continued  from  page  114 

A  similar  tassel  at  each  end  finishes  it 
gracefully.  This  cushion  is  intended  for 
a  couch,  which  will  be  covered  with  toile 
de  Jouy  of  the  striped  pattern,  draped 
on  the   background   of  this  sketch. 

(e) — A  big  cushion,  rather  plain,  will 
also  lie  on  the  couch;  this  one  is  compos- 

ed of  an  oval  piece  of  fancy  lame,  such 
as  pattern  No.  3,  with  a  deep  bouillonne 
on  each  side,  made  of  darker  satin. 

Sketch   No.   2   Shows: 

(f) — One  of  those  useless  and  lovely 
little  tables,  absolutely  necessary  in  a 
boudoir,  just  to  be  in  the  way!  The  most 
fancy  shapes  are  designed,  and  the  wood 
used  is  either  lemontree  or  mahogany, 
with  bois  de  rose  insertion.  It  is  just 
supposed  to  hold  a  favorite  book,  and  a 
tiny  electric  lamp  with  a  tulipe  lamp- 
shade. 

(g) — A  square  cushion  in  velvet  or 
satin,  with  a  flower  motif  either  made  of 
silk  inserted,  or  passe  embroidery.  I 
have  seen  some  marvellous  cushions  thus 

devised,  with  flowers  or  birds;  one  es- 
pecially showed  a  bird  of  paradise  em- 

broidered in  its  natural  shades,  and  an- 
other one  with  a  peacock. 

(h) — Is  plainer,  but  may  be  found  use- 
ful; one  side  may  be  black  satin  and  the 

other  side  in  pekine  lame  as  pattern  No. 
2.  A  beautiful  tassel  at  each  corner  will 
make  it  very  pretty. 

(i) — Is  a  beautiful  specimen  of  the 
present  elaborate  cushion;  it  may  either 
be  made  of  bouillonne  satin  with  a  lame 

ribbon  disposed  crossways,  and 'finished 
in  the  centre  by  a  passementry  motif,  or 
it  may  be  made  of  double  frills  each  of 
them  separately  padded.  In  both  man- 

ners, it  is  very  pretty. 
(j) — Another  long  pillow,  which  is  a 

combination  of  velvet  and  satin  bands, 
ended  in  tassels.  Although  plain,  it  is 
effective  too. 

(k) — Is  another  lampshade;  the  cupola 
is  composed  of  three  pieces  of  muslin  on 
the  top  of  each  other;  between  the  first 
and  second,  a  velvet  bird  has  been  in- 

serted on  each  side.  The  round  pieces 
were  devised  in  silk  voile  of  another 
shade,  deeply  tucked,  and  finished  in  big 
tubular  beads  while  the  fringe  of  the 
remainder  has  round  beads,  different 
from  the  others.,  to  give  two  effects. 

Then  you  have  another  drapery  of  toile 
de  Jouy  of  a  different  design. 

Sketch  No.   3 

There  again,  we  have  a  drapery.  Then: 
(1) — A  perfume-burner  (brule-par- 

fums),  which  is  a  dainty  oriental  table 
with  a  broad  cup  of  alabaster  or  beau- 

tiful old  china,  that  looks  so  lovely  in  a 
room.  They  are  exceedingly  fashionable 
nowadays. 

(m) — Is  a  stylish  cushion  of  a  very 
peculiar  shape;  a  triangle  with  round 
angles  thus  devised;  the  ground  is  made 
of  black  or  grey  satin,  the  head  and 
fraise  of  Pierrot  are  in  white  satin,  in- 

serted by  means  of  fancy  gallon,  and 
Pierrot's  cap  is  in  black  velvet.       Such 

designs  are  very  effective,  and  often 
used.  (You  have,  in  the  right  corner,  the 
same  motif,  bigger,  to  show  up  the  ef- 
fect. 

(n) — A  round  cushion  of  light  satin 
with  a  beautiful  centre  of  Japanese  in- 

serted, details  of  which  are  also  shown 
on  the  right  corner.  Notice  that  this 
cushion  has  neither  frills  nor  bouillonnes, 
the  edge  is  a  silver  cord. 

(o) — A  fine  lamp  on  a  brass  stand, 
with  an  alabaster  cup  such  as  explained 
at  the  beginning  of  this  letter. 

(p) — A  fancy  firescreen  made  of 
lemon  tree  wood  with  carvings. 

(q) — Is  a  kind  of  cushion  as  seen 
everywhere  now;  it  represents  a  regular 
doll  with  a  Louis  XV  costume,  the  broad 
skirt  being  filled  with  down  to  make  the 
cushion.  I  have  seen  some  with  several 
frills  devised  in  a  similar  manner.  I 
consider  this  one  of  the  most  Parisian 

souvenirs,  for  it  is  one  of  the  best  speci- 
mens of  the  Paris  midinette's  taste  and skill. 

(r) — Is  the  latest  suggestion  in  the 
way  of  ladies  hand  work.  It  is  a  fire 
carpet  made  of  thick  wool  hand-knotted. 
It  has  the  appearance  of  Savonerie  car- 

pets much  renowned  here. 
It  was  first  devised  by  a  big  couturier, 

and  now  one  can  buy  the  canvas  with 
the  colored  designs  drawn  and  the  wool 
already  cut. 

The  patterns  are  simple  in  line,  big 
of  shape,  and  showy  in  color,  but  as  this 
is  quite  new,  there  is  room  for  improve- 

ment, and  very  likely  we  shall  see  more 
elaborately  studied  designs. 

Good  Business 
Obtairred  From 

Fashion  Show 
FASHIONABLE  Montreal  turned  out in  full  force  during  the  week  of 

May  9  to  witnesss  the  perform- 
ances of  the  amateur  charity  Kermesse, 

"The  Merry  Whirl  of  1921,"  as  presented 
by  members  of  the  smart  set,  at  His 

Majesty's  Theatre.  The  many  original 
features  of  this  clever  production  proved 
to  be  of  a  distinctly  high  order,  not  the 

/firpK 
'  i  JR.  9 

H 
* 

, 1-    EhM 

K^-«  ssau 
mlm 

least  of  which  was  the  Fashion  Show, 
staged  under  the  management  of  Mrs.  D. 
Lome  McGibbon  and  Mrs.  Ellice  Mac- 
Kenzie,  and  which  occurred  during  the 
entre-acte  between  the  first  and  second 
parts  of  the   programme. 
Six  exceedingly  beautiful  creations 

were  worn  by  prominent  society  girls, 
which  were  donated  by  leading  Montreal 
firms,  and  after  the  display  took  place, 
duly  announced  by  a  herald  from  the 
stage,  the  various  toilettes  were  raffled 
among  the  audience  on  each  successive 
night. 

A  particularly  stunning  henna  velours 
wrap  presented  by  Fairweathers  Limited 
was  worn  by  Miss  Frances  Caverhill, 
together  with  a  hat  donated  by  Madame 

Lambert.  Almy's  Limited  contributed  a 
smart  Palm  Beach  sports  suit  of 
tomato  and  white,  which  was  worn,  with 
a  matching  hat  from  Violet  May,  by 
Miss  Betty  Dawes.  The  third  costume 
shown  was  a  wonderful  Ascot  frock  of 
white  Canton  crepe  trimmed  with  narrow 
black  silk  fringe,  together  with  a  hat 

to  correspond,  both  presented  by  Henry- 
Morgan  &  Company.  These  were  worn 
by  Miss  Lorna  MacDougall.  A  very 
effective  and  novel  sports  costume  of 
jade  and  white  Canton  crepe,  presented 
by  Holt  Renfrew  Company,  was  worn  by 
Miss  Rita  Mackenzie  and  a  most  allur- 

ingly dainty  organdy  frock  of  palest 
rose  color,  given  by  Fredericks,  was  well 
displayed  by  Mrs.  Bradley  Wilson.  A 
distinguished  evening  gown  of  French 
design  of  fresh  chiffon,  featuring  the 

newest  "handkerchief  points,"  was  worn 
by  Miss  Audrey  Bailey  and  donated  by 
the   Windsor  Bazaar. 

All  the  costumes  were  of  the  latest 
design  and  were  accompanied  by  all  the 
daintiest  accessories  imaginable,  so  that 
a  ready  response  was  met  with  from  the 
audience  when  the  raffle  commenced.  It 
was  also  remarked  that  the  gowns  worn 
throughout  the  performance  were 
marked  by  a  delightful  simplicity  and 
charm  of  colorings,  decidedly  more  suc- 

cessful than  observed  in  previous  events 
of  this  nature.  Simple  pull-over  blouses 
of  apricot  silk  jersey  were  worn  by  one 
chorus  group,  while  another  affected 
dull  blue,  over  daintily  pleated  skirts  of 
white  Canton  crepe.  These  costumes 
were  sashed  in  the  jersey,  and  simple 
collars  and  cuffs  of  white  organdy  fin- 

ished the  round  neck  and  elbow  sleeves. 
Other  dainty  little  frocks  were  by  the 
"Swing"  chorus  were  of  simple  shepherd- 
checked  lawn  made  in  French  style,  with 
flat  pleats  sashed  at  the  hips  with  white 
organdy.  Knee-length  white  socks  and 
flat-heeled  sports  shoes  further  contri- 

buted to  make  these  youngsters  quite 
irresistible. 

Many  of  the  costumes  in  the  pageant 
at  the  beginning  were  brilliant  in  the 
extreme,  and  in  most  cases  were  the 
handiwork  of  the  models  themselves. 
The  stores  report  that  considerable 
business  was  done  in  the  outfitting  of 
the  many  hundred  performers  who  took 

part. 
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DRAPERIES 
TAPESTRIES 

Beautiful 
Colorings 

Artistic 
Designs 

There  always  has  been,  is,  and  always  will  be  a  good,  strong 
demand  for  such  appealing  lines  as  we  carry  in  our  extensive 
stock.  Shrewd  merchants  know,  and  their  customers  know,  that 
quality  is  the  keynote  to  economy,  and  they  know  that  in 
Draperies  their  safeguard  for  quality  and  economy  lies  in  select- 

ing from  the  Henderson  range. 

We  are  constantly  showing  really  new  and  enchanting  patterns 
— the  kind  that  will  freshen  your  stocks  and  inspire  greater  sales 
at  all  Seasons,  and  especially  now,  at  the  Spring  Housecleaning 
Season  when  so  many  new  Draperies  will  be  bought. 

\Vm.  Strang  &  Son 
Glasgow,  Scotland 

Agents  For 
Stirling-Auld  &  Co. 
Darvel,  Scotland 

Hood,  Morton  &  Co. 
Newmilns,  Scotland 

John  King  &  Son's  Scotch  Hollands 

White,  Cream  and  Ivy,  all  width  30"  to  60" In  stock  Toronto. 

J.  B.  Henderson  &  Company,  Limited 
80  Bay  Street,  TORONTO 

I  at  t-+—  )o 8 

Nottingham    Curtains 
Shadow   Cloths 
Aurora   Casement   Cloth 
Mercerized    Poplins 
White   and   Ecru   Madras 
Novelty   Curtains 

Muslins 
Bungalow  Nets 
Self   Color   Madras 
Mixed  Color   Madras 
Spot    Grenadines 
Spot  Marquisettes 
36   in.   Cretonnes From   25c   up. 

™  — —  "■ 
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The    'Quality'    Touch 
Quality  is  the  keynote  of  our  Curtain 

Productions.  Our  consistent  policy  since 
we  have  been  in  business,  has  been 
to  use  nothing  but  the  best — the  best 
materials,  the  best  plant,  and  the  best 
craftsmanship. 

The  Result — perfection  of  finish,  ele- 
gance of  design,  etc.,  are  all  combined  in 

an  ideal  manner. 

The  success  which  has  followed  this 
enterprise  affords  ample  evidence  of  the 
excellent  quality  and  durability  of  our  pro- ducts. 

The  sample  here  shown  is  but  one  of  the 
many  exclusive  varieties  designed  and 
executed  by  us. 

BILTMORE  CURTAIN  CO.,  LIMITED 
332   Craig  St.  West MONTREAL 

Western  Representative:   I.  M.  OSLER,  606  Builders  Exchange,  Winnipeg,  Man. 

Maritime  Representative:  C.  F.  CASSIDY,  46  Pitt  Street,  St.  John.  N.B, 

1 
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THE  JAMIESON  LINE  OF  CANADA 
L4 

As  illustrated  — 

2%  yds.  by  38"— 
white  or  cream. 
Novelty  design. 
Splendid  value 
Per  pair,  $1.80. 

AYRSHIRE  LACE 
CURTAINS 

L8 

As  illustrated  — 

2Vz  yds.  by  40"— 
white  or  cream. 

Dainty  allover 

pattern  with  nov- 
elty corner  ef- fect. Per  pair, 

$2.15. 

L/13 

As  illustrated  — 

2%  yds.  by  40" — 
white  or  cream. 

Spot  effect  on 
ground.  Fancy 
corner.  Per  pair, 

$2.60. 

IMMEDIATE  SHIPMENT 
FROM  STOCK 

L45 

As  illustrated  — 

2%  yds.  by  40"— ivory  only.  Stripe 
effect  with  nov- 

elty panel  at 
foot.  Per  pair, 

$2.55. 

L15 

As  illustrated  — 

2%  yds.  by  40" — 
white  or  cream. 

Fancy  ribbon  ef- 
fect. Novelty  cen- 

tre. S  p  lendid 
seller.  Per  pair, 

$2.60. 

AT  TORONTO 

L19 

As  illustrated  — 

2V2  yds.  by  45"— 
cream  or  ivory. 
Dainty  small  spot 
effect  with  hand- 

some border.  Per 

pair,  $3.15. 

B^JM^  ■  ■  ■»  a  ̂    m  »  m  it  m  r<  m 

6   Wonderful  Values — Single  Bordered  Curtains. 
Buy  these  for  stoc^.     Write 

ALEX.  JAMIESON  &  CO.,  55  Bay  Street,  TORONTO 
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rime  &  Rankin  Limited 

Curtain  \Department 
CERTAIN  essentials  are  necessary 

if  you  would  have  a  successful 
curtain  department. 

Curtains  must  be  smart  and  at- 
tractive in  appearance. 

They  must  be  made  right,  and  if 
properly  made  they  will  hang 
right. 

The  making  is  probably  the  most 
important;  great  care  and  much 
experience  is  necessary  to  be  suc- 

cessful in  their  manufacture. 

We  pride  ourselves  in  the  work- 
manship of  our  product. 

Curtains  properly  made  may  cost 
a  little  more,  but  they  are  worth  it. 

We  offer  our  customers  the  full  pro- 
tection of  the  market  and  solicit  their 

usual  Fall  orders  in  advance. 

Prime  &  Rankin  Limited 
(Curtain  Manufacturers) 

22  Warser  Gate, 

Nottingham,  England 

74  York  Street, 

Toronto,  Canada. 

ill    1J1/1J,,:J1,„,3„.., ,{,,,„„,.,. 
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PRIME  y 
RANKIN 

Limited 

Handkerchief 

Department 

We  have  an  excellent 

assortment  of  every  var- 
iety of  handkerchiefs  for 

September  delivery. 

Plain,  Lawn  and  Linen 
Embroidered   hemstitch 

Shell    edges,    white    and 
colors 

Bruge  Lace 
Honiton  Lace 

Guipure  Lace 

If  you  are  looking  for 

real  values,  don't  fail  to see  our  assorted  lots  at 

the  following  prices: 

$1.00    $1.50    $1.85 
$2.00    $3.65    $4.85 

We  have  in  stock  for 

summer  trade,  sport  colored 
effects  at  popular  prices. 

We  have  also  a  smart 

range  of  Handkerchief  box- 
es, priced  very  closely. 

Box  your  own  Handker- 
chiefs and  save  money. 

Prime  vy   Rankin 
Limited 

22  Warser  Gate. 
Nottingham, 

England. 

74  York  Street. 
Toronto, 

Canada. 

!fic^<aCaoc^cK*qcioc30oooica/x3caoocfc3Pcio^ 
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Foreword  on   Fall  Suits  and   Dresses 
Manufacturers  in  Toronto  Preparing  Models — Narrow  Shoulders  and  Low  Waist  Lines  in 

Suits— Models  for   Evening  Wear   Follow  Two  Types — Waistline  Armhole  for 
Dresses — Children's  Wear. 

TORONTO  manufacturers  are  mak- 
ing up  their  Fall  designs  in  coats 

and  dresses  already.  The  fact 
that  they  can  obtain  their  cloths  in  Can- 

ada is  one  of  the  reasons  why  they  are 
going  ahead  with  assurance  for  next 
season.  The  sports  skirts  which  last 
year  were  a  luxury  because  the  plaids 
and  striped  goods  had  to  be  imported, 
can  now  be  turned  out  at  about  one- 
third  the  price.  Since  crepe  de  chine, 
which  has  been  given  a  prominent  place 
for  Fall,  can  be  purchased  in  Switzer- 

land and  laid  down  here  for  less  than 
Canton  crepe,  which  is  made  in  the 
United  States,  there  is  no  reason  why 
manufacturers  should  not  prepare  their 
models  in  this  material. 

Lines   for   Fall  Suits. 

The  slight  girl  will  still  be  the  envy 
of  her  stout  friends.  Fall  suits  are  de- 

signed to  give  this  effect  by  means  of 
narrow  shoulders  and  long  waist  line. 
The  coats  will  be  slightly  longer  than 
the  Spring  models  and  more  tailored. 
Many  firms  insist  that,  let  Paris  say 
what  it  may,  skirts  here  will  continue 
short.  Embroideries  will  be  used  even 
more  than  they  are  now.  Fur  will  be 
seen  to  a  great  extent  on  the  best  suits 
but  which  furs  will  predominate  is  yet 
uncertain.  The  long-haired  ones  will 
at  least  be  very   plentiful. 

The  separate  coats  will  be  made  of 
materials    which    are    best    for    draping 

such  as  bolivia  and  velours.  The  arm- 
holes  will  be  cut  very  low  and  many  of 
the  sleeves  will  be  bell-shaped.  The 
large  collar  of  last  winter  will  give  place 
to  moderate-sized  or  even  small  ones, 

i'lain  coats  will  not  be  seen  to  any  great 
extent.  Nearly  all  will  be  fur-trimmed 
whether  made  to  sell  at  $40  or  $75. 

Evening  Wear 

Two  distinct  types  of  evening  dresses 
aie  designed  for  Fall;  there  is  the  girl- 

ish model  of  taffeta  and  the  sheath  type 
of  gown  with  short  slashed  skirt  and 
pointed  train.  In  the  latter,  the  surplice 
body  is  featured,  this  being  very  often 
of  two  colors.  Double  pointed  trains 
in  two  colors  are  also  seen.  The  taf- 

feta dance-frocks  have  mostly  closely- 
fitting  bodices  and  full  skirts  which 
stand  out  at  the  sides.  One  lovely  mo- 

del is  of  moonlight  blue;  the  skirt  is 
finished  with  picot-edged  points,  the 
same  trimming  being  used  on  the  ex- 

tended hips  and  on  the  cap-band  over  the 
arm.  The  corsage  is  held  in  place  by 
narrow  silver  shoulder-straps. 

Children's   Wear 

Maufacturers  of  children's  wear  in 
Toronto  state  that  careful  attention  to 
detail  in  cut  and  finishing  is  now  the 

usual  demand  when  children's  clothes  are 
ordered.  So  many  beautiful  fabrics  are 
now  found  which  will  also  give  service, 

that   girl's   coats   and   dresses   especially 

are  receiving  more  attention  than  in 
other  years.  Another  development  which 
will  have  its  effect  on  styles  for  chil- 

dren is  the  acceptance  of  the  short  coat 
for  Fall  and  Winter  wear.  French 
children  have,  for  years,  worn  these 
coats  but  it  is  only  now  that  mothers 
on  this  side  of  the  water  have  persuad- 

ed themselves  that  the  coat  which  is 

only  of  three-quarter  length  is  as  prac- 
tical as  the  one  which  reaches  to  the 

ankle. 

The  fabrics  which  will  be  mostly  em- 

ployed in  children's  garments  are  Eng- 
lish and  angora  wool  materials,  duve- 

tyn  and  velours.  Coats  will  have  large, 
rolling  and  high  collars,  many  of  these 
being  trimmed  with  squirrel,  beaver  or 
caracul.  Cape  effects,  it  is  expected, 
will  not  be  as  predominant  as  they  are 
now. 

Fall    Dresses 

Many  of  those  who  have  gone  abroad 
for  inspiration  as  to  Fall  fashions  have 
come  back  and  brought  with  them  not 
only  ideas  but  materials  and  trimmings 
from  foreign  markets.  The  sleeve  with 
the  armhole  to  the  waistline,  is  exploit- 

ed as  one  of  the  newest  details  for  Fall 
dress  models.  Woollen  ribbons  are  also 
mentioned  as  a  trimming  which  will  be 
used  extensively.  Coat  frocks  of  velvet 
will  be  introduced.  Some  French  models 
are  of  white  jetted  all  over  with  black 

Continued  on   page   127 
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"The  Day  of  Days  in  a  Girl's  Life."  It  is  all  shown  here  in  a  window  display  by  Almy's  Ltd.,  of  Montreal. 

The  June  bridal  party  is  a  very  realistic  picture  and  drew  many  hundreds  of  people  to  it  because  of  its  originality 
and  artistic  arrangement.       The  quantities  of  foliage  and  green  turf  gave  it  a  touch  that  was  really  very  attractive. 
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"Apparel  Shop  for  the  Larger  Woman" Avoid  the  Use  of  Term  "Stylish  Stouts" — Specialized  Salesmanship  in  Handling  Odd  Sizes- 
Careful  Advice  With  Regard  to  Style  and  Color — Saleswomen  of  the  40  Size. "A NYONE  can  sell  a  garment  to 

a  customer  when  the  customer 
really  wants  it,  but  it  takes  a 

sales  clerk  to  make  her  buy  something 

that  she  never  knew  she  wanted,"  re- 
marked a  clever  Montreal  woman  buy- 

er to  Dry  Goods  Review  this  month. 
The  question  had  come  up  as  to  how 
best  to  handle  ready-to-wear  for  the 
larger  woman,  (note  the  phrase),  not 

"stylish  stouts."  The  latter  term,  ac- 
cording to  the  subject  of  the  interview, 

is  an  abhorrence  and  should  be  regular- 
ly avoided  in  all  better  class  stores  that 

consider  the  feelings  of  their  customers 

in  the  slightest  degree.  "I  firmly  be- 
lieve that  the  name  of  the  department 

has  a  lot  to  do  with  its  success,"  she 
continued,  "for  one  has  only  to  recall 
the  instant  success  which  attended  the 
inauguration  of  a  special  department  for 
larger  women  in  the  leading  New  York 
stores,  to  realize  that  they  must  have 
had  some  reason  for  avoiding  this  par- 

ticular description.  We  call  our  own 

section  an  'Apparel  Shop  for  the  Larger 
Woman,'  and  we  advertise  the  fact  that 
we  specialize  in  half  sizes  and  odd  sizes, 
so  that  it  rarely  happens  that  we  can- 

not fit  a  customer  perfectly  without 
more  than  the  usual  alteration.  The 
worst  difficulty  we  have  to  combat  in 

selling  garments  is  with  the  customer 
who  insists  that  she  wears  a  certain 
size  and  cannot  be  made  to  realize  that 
another  would  become  her  better.  It 

takes  highly  specialized  salesmanship  to 
deal  satisfactorily  with  such  types,  and 
I  might  say  in  parenthesis  that  none  but 
the  experienced  clerk  should  ever  be 
allowed  to  sell  clothing  to  the  stout 
woman. 

Four  Cardinal  Points 

"There  are  four  absolutely  essential 
things  necessary  to  the  successful  sales- 
clerk  and  those  are,  personality,  enthu- 

siasm, patience  and  tact,  and  I  believe 
that  personality  is  the  most  essential  of 
the  four.  I  always  tell  my  clerks  to  try 
to  impress  themselves  upon  their  cus- 

tomers in  such  a  way  that  they  will 
want  to  come  back  and  ask  for  that  clerk 
by  name.  I  do  not  want  a  customer  to 
be  merely  satisfied.  She  must  want  to 
come  back  again  or  we  have  not  sold  her 
successfully.  Unfortunately  most  sales- 

girls are  only  interested  in  making  a 
sale,  and  with  visions  of  an  increased 
bonus  in  their  minds,  they  forget  that 
it  is  often  better  to  sacrifice  a  little 

temporary  profit  for   future  gain." 
Difficulties 

Speaking  of  the  necessity  of  careful 
study  of  the  various  types  that  come 

into  the  store,  she  went  on:  "They  are 
very   rarely  well   corseted,  and  seem  to 

tliink  that  it  is  our  fault  that  suit  will 
not  look  as  well  on  them  as  it  does  upon 
a  form.  They  will  insist  upon  a  certain 
style  or  color  which  is  often  perfectly 
fatal  to  their  build  and  complexion,  but 

will  they  trust  to  our  advice?  Very  sel- 
dom. Another  thing  which  we  have  to 

contend  with  is  the  reluctance  of  the 

average  large  woman  to  pay  the  price 
which  we  ask  for  such  garments.  She 
does  not  take  into  consideration  the  fact 

that  out-size  garments  require  much 
more  material  than  do  the  regular  sizes, 
and  require  greater  skill  in  designing 

and  trimming,  all  of  which  add  consid- 
erably to  the  cost  of  manufacture.  When 

we  recommend  a  wrap  or  costume  which 
we  know  will  be  becoming  and  she  tries 

it  on,  if  we  let  her  know  the  price  be- 
fore hand,  she  will  invariably  gasp  and 

say  that  she  cannot  possibly  afford  it, 

and  haven't  we  something  in  our  regu- 
lar stock  that  is  cheaper?  It  is  nearly 

always  hopeless  to  convince  her  why  her 
clothes  should  cost  more  than  the  ordi- 

nary stock  sizes,  but  we  always  try  to 
impress  it  upon  her  that  specially  made 
clothing  will  wear  better  and  longer 
than  stock  sizes,  besides  being  infinitely 
more  stylish.  We  always  carry  a  line 
of  suits,  wraps  and  dresses  for  women 
of  every  height  and  weight,  and  our 
models  are  so  constructed  that  by  let- 

ting out  an  invisible  dart  or  seam  wher- 
ever necessary  we  can  add  extra  length 

between  shoulder  and  waist,  which  in 
nine  cases  out  of  ten,  is  the  one  weak 
snot  in  ready  made  clothing  for  larg* 
women. 

Shades    For    Stouter    Women 

"It  should  be  unnecessary  to  mention 
that  only  black,  navy  and  nigger  brown 
can  be  safely  advised  for  stouter  women, 
but  it  is  unfortunately  true  that  they 
will  wear  plaids  and  checks  of  conspicu- 

ous size  and  would  live  in  loudly  striped 
sports  skirts  if  they  get  a  chance.  It 
does  seem  hard  to  have  to  deny  them 
the  pleasure  of  wearing  clothes  designed 
in  the  prevailing  fashion,  but  if  they 
would  only  comprehend  that  a  woman 
really  looks  best  in  garments  that  are 
becoming,  irrespective  of  style,  many 
of  the  fatal  errors  would  never  occur. 

"There  are  many  charmingly  becom- 
ing models  especially  suitable  for  the 

stout  woman  this  Summer.  Take  for 
instance  the  cape  wrap  with  long  wing 
sleeves  flowing  down  almost  to  the  hem 
of  the  cape.  Such  a  wrap  developed  in 
navy  cloth  and  bound  with  black  silk 
military  braid  will  lend  the  most  grace- 

ful lines  to  any  large  woman.  The  red- 
ingote  frock  or  coat  dress,  also,  with  its 
long  over-skirt  and  lowered  waist  line, 
is  especially  becoming  to  large  hips  and 

lends  the  necessary  height.  The  fitted 

coat  in  medium  length  with  narrow  col- 
lar in  soft  shawl  or  tuxedo  effect  and 

the  plain  skirt  made  with  just  sufficient 
fullness  to  conceal  the  lines  of  the  body, 
are  ideal  for  wear  at  all  times,  together 
with  a  blouse  of  dark  color  exactly 
matching  the  skirt.  Taffeta  or  organdy 
should  never  be  sold  to  a  stout  woman, 

they  will  only  accentuate  the  very  curves 

that  she  wants  to  camouflage." 
"Frankly,  it  is  not  really  worth  our 

while  to  cater  to  the  stout  woman,  she 

is  usually  so  unappreciative  of  such  ef- 

forts, but  we  feel  that  our  ready-to- 
wear  department  would  not  be  complete 
if  we  did  not  pay  as  careful  attention 
to  the  larger  woman  as  we  do  to  the 

growing  girl  or  the  debutante.  I  look 
forward  to  the  day  when  we  can  em- 

ploy only  saleswomen  who  wear  size 

40  and  upwards  themselves,  so  that  cus- 
tomers may  see  exactly  how  clothes 

should  be  worn  and  how  slender  effects 

can  be  achieved  with  just  a  little  care. 
But  Rome  was  not  built  in  a  day,  and 

every  department  of  this  nature  must 

be  built  up  by  degrees,  and  improved 

upon  from  season  to  season  as  one  be- 
comes more  familiar  with  conditions. 

We  notice  an  improvement  in  business 

directly  after  our  Spring  and  Autumn 

fashion  revues  when  living  models  dem- 

onstrate outsizes  particularly.  Practic- 

ally all  the  garments  which  are  shown 
on  these  occasions  are  sold  immediately, 

so  that  it  is  safe  to  say  that  a  model 

shown  on  the  living  figure  is  worth  two 

on  a  form.  Finally,  I  think  that  the 

department  for  larger  women  should  be 

separated  from  the  others,  so  that  a 
stout  woman  need  not  be  embarassed 

by  feeling  that  she  is  being  watched  by 
other  customers  of  slimmer  proportions 

while  she  is  trying  on  the  various  mo- 
dels. There  should  be  nothing  to  dis- 

tract her  attention  either  from  the  selec- 

tion of  out-size  garments,  as  often  hap- 

pens when  ready-to-wear  is  sold  alto- 
gether. I  am  not  in  favor  of  holding 

sales  of  merchandise  for  larger  women 

either,  as  it  tends  to  convey  the  idea 

that  our  regular  stock  is  rather  high 

priced." 

"Really  if  you  can  win  over  the  stout 

woman,  you  have  solved  the  most  diffi- 

cult phase  in  connection  with  merchan- 
dising ready-to-wear,"  she  concluded  as 

she  hurried  off  to  another  customer. 

Kent-McClain  Again 

Messrs  Finch  Bros.,  Limited,  of  Hamilton. 

Out  have  recently  installed  new  display 

equipment.  This  new  equipment  consists  of 

specially  designed  "INTER-PLACE-ABLE 
Unit  Fixtures  for  the  display  of  Gent  s  Fur- 

nishings. All  are  In  rich  quarter-cut  Oak  and 
were  supplied  by  Kent-McClain  Limited (Toronto    Show    Case    Co.) 
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Popular  Demands  in  Summer  Dresses 
Bright  Shades  in  Organdies — Appearance  of  Voile  Dresses — Lowered  Waist  Line- 

for  Mourning — New  Colorings  in  Fall  Blouses. 

-All  White 

WHETHER  the  organdy  dress 
would  meet  with  the  same  ap- 

proval with  Canadians  as  it  did 
in  New  York  was  a  doubtful  question 
for  some  time.  There  were  some  firms 
of  the  opinion  that  because  of  the  late 
date  at  which  Canton  crepes  supplanted 
the  taffetas,  the  season  for  organdies 
would  be  very  short.  The  recent  hot 
spell  however,  brought  light  dresses  into 

the  retailer's  windows  and  customers  are 
buying  them  up  very  rapidly. 

So  far  the  demand  is  for  the  very 
brightest  shades,  including  sea-foam, 
lavender,  rose,  peach,  cerise,  Copen  and 
pink.  Organdy  is  sometimes  com- 

bined with  taffeta  very  effectively 
and  exclusive  models  are  shown  with 

chiffon.  Scallops  and  frills  are  the  favor- 
ites for  these  dresses  though  lace  is 

used  extensively  in  the  very  latest 
models.  Pleating  is  still  used  because 
when  washed  the  full  frill  effect  is  very 
attractive. 

As  the  Summer  advances,  voile  dresses 
are  appearing.  Eyelets  and  very  fine 
tucks  are  used  with  these  models.  Dot- 

ted Swiss  is  chosen  for  very  good  dress- 
es but  is  not  seen  as  extensively  as  it 

would  be  if  there  were  not  such  a 
shortage. 

In  other  materials,  crepe  is  by  far  the 
best.  Fringe  is  used  on  the  more  expen- 

sive models  though  Persian  trimming  is 
very  often  seen.  Taffetas,  which  were 
prophesied  to  pick  up  later  in  the  sea- 

son, have  if  anything,  dropped  in  sales. 
Tricolettes  are  selling  though  not  to  any 
extent. 

For  early  Fall  dresses  the  serge  will 
again  be  used  with  fringe  along  with 
the  crepe.  The  craze  for  tricotine  is 
not  yet  over  in  spite  of  the  fact  that 
Spring  suits  were  almost  always  of  this 
material. 

The  lowered  waist-line  is  very  strong 
and  will  be  all  during  the  Summer  and 
Fall  seasons.  Though  Paris  has  or- 

dained that  skirts  are  to  be  considerably 
longer,  the  newest  New  York  models  are, 
if  anything,  shorter  than  they  were  a 
month  ago.  It  is  thought  that  the 
lengthened  skirts  will  not  find  their  way 
into  Milady's  wardrobe  until  Fall  dresses 
are  shown,  as  the  light  materials  ap- 

pear to  much  better  advantage  with  short 
skirts. 

The  all-grey  gowns  are  giving  way  to 
the  black  and  grey  combinations.  One 
of  the  smartest  of  these  had  a  grey  skirt 
and  black  loose-fitting  waist.  This  was 
worn  with  a  grey  hat  touched  with  black, 
and  grey  shoes.  It  had  a  black  and  grey 
girdle  hanging  a  full  six  inches  below 
the  short  skirt.  In  fact  most  of  the 
new  gowns  allow  the  girdle  to  hang  very 
long. 

Georgette  is  shown  this  year  only  in 

the  most  expensive  models.  The  colors 
are  of  the  quieter  tones  and  embroidery 
is  used  on  them  more  often  than  any- 

thing else.  Silk  Jersey  sport  suits  are 
in  demand  but  on  the  whole  the  silk 
materials  are  not  being  used  to  the 
same  extent  that  they  were  this  time 
last  year. 

Flaring  Silhouette 

The  general  impression  that  Dry  Goods 
Review  has  received  of  the  silhouette 

this  season,  is  that  it  flares  at  the  bot- 
tom, either  because  the  narrow  hem- 

line  is  no  longer  in  vogue  or   the   long 

The  sweet  girl  graduate  would  be  ador- 
able in  the  orchid  dotted  white  Swiss, 

caught  with  French  nosegays  of  pastel 
tints.  Shown  by  Queen  Waist  and  Dress 

Co.,  Ltd.,  of  Montreal.  Photo  by  Photo- 
Craft  Studios. 

capes  are  loose-fitting  over  the  dresses. 
Though  capes  are  usually  dark  in  color 
they  have  invariably  a  facing  of  orange, 
red  or  some  other  bright  material  which 
shows  in  walking.  Crepe  de  chine  is 
used  for  these  linings.  Speaking  of  lin- 

ings, one  French  model  which  is  being 

copied  by  some  exclusive  Toronto  re- 
tail stores  is  of  coral-colored  Canton 

crepe,  the  whole  skirt  being  faced  with 
chiffon  of  the  same  shade.  This  facing 
is  attached  to  the  lower  edge  of  the 
crepe  and  brought  to  the  waist  without 
the  necessity  of  a  hem.  It  gives  a 
straight  line  to  the  skirt  which  is  lost 
in  even  the  daintiest  of  hand-hemming. 

Triple  Apron  Effects  and   Headings 

Triple  apron  effects  are  shown  in 
bright-colored  crepes  bordered  in  iride- 

scent headings.  Panels  are  fringed  in 
jet  and  rope-jet  is  seen  on  girdles.  Bright 
colored  chiffons  are  crystal  beaded  and 
flowers  with  pearls  are  introduced  into 
some  dresses.  Black  dinner  dresses  of 
chiffon  are  jetted  in   sunburst  designs. 

All  White  Much  Worn  for  Mourning 

Canadian  women  are  following  the 
American  fashion  of  wearing  all-white 
for  mournings,  especially  for  the  coun- 

try when  they  are  out  of  doors  so  much. 
White  organdy  trimmed  with  numbers 
of  narrow  ruffles  makes  a  youthful 

mourning  frock.  Black  and  white  check- 
ed gingham  dresses  are  used  with  pique 

or  linen  collars  and  black  leather  belts. 
Shantung  in  white  Snakes  a  splendid 

sports  suit  as  'does  black  and  white striked  silk. 

Colors   for   Fall   Blouses 

"The  colors  chosen  for  the  Fall  color- 
card  of  the  United  Waist  League  repre- 

sent the  cost  careful  study,"  says  the 
president  of  one  of  the  largest  blouse 
firms  in  the  United  States.  The  adapt- 

ability of  general  color  tendencies  to 
blouses  has  been  carefully  considered 

and  very  beautiful  shades  have  result- 
ed. Navy  and  midnight  blue  will  come 

first  and  brown  will  rank  a  close  second. 
A  very  becoming  shade  of  green  known 
as  Canard  has  a  place  on  the  card.  This 
lends  itself  well  to  combinations  with 
other  colors,  especially  the  new  League 

grey.  This  grey  is  of  a  dark  warm  tone 
selected  with  the  idea  of  making  it  suit- 

able for  Winter  wear.  A  soft  shade  of 

red  will  be  used.  It  is  called  the  Pill- 
box or  Geranium  shade.  Taupe  has  been 

chosen  in  a  tone  to  match  the  new  dove 
and  deer  shades  to  be  seen  in  suits.  A 

deep  yellow  called  Yellowstone  will  be 
worn  and  a  new  rust  shade  known  as 
Mohawk  is  the  one  selected  as  the  most 
universally  becoming  regardless  of  the 
coloring  of  the  wearer. 
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Featuring  "His  Majesty  the  Baby" 
How  Montreal  Retailer  Makes  Successful  Week's   Event — Arrangement  of  Department- 

Baby  Welfare  and  Helping  Mothers  With  Health  Instructions — The  Layette.. 

EVERY  progressive  store  knows  
the 

advantage  of  holding  special  cele- 
bration "weeks"  from  time  to  time, 

as  conditions  warrant  or  the  manufac- 

turers suggest,  and  the  public  quite  ex- 

pects to  be  invited  to  patronize  "ging- 
ham week"  or  "umbrella  week,"  etc.,  or 

it  would  forget  that  certain  lines  of  mer- 
chandise are  seasonable.  For  this  rea- 

son it  is  quite  in  order  to  recognize  the 
importance  of  His  Majesty  the  Baby 
from  time  to  time,  and  to  feature  such 
items  as  will  appeal  to  the  average 
mother  during  the  six  days  set  apart 

as  "Baby's  week." 
A  very  successful  event  of  this  de- 

scription was  recently  held  in  Montreal 
by  the  John  Murphey  store,  which  a  few 
weeks  back  transformed  its  infant's  sec- 

tion into  a  veritable  baby's  paradise  and 
shortly  afterwards  held  its  annual  baby 
week  in  honor  of  the  change.  Formerly, 

the  infant's  department  was  located  close 
to  the  elevators  on  the  fifth  floor,  but 
a  change  was  made  after  due  considera- 

tion on  the  part  of  the  management,  to 
the  rear  of  the  same  floor  in  a  secluded, 
quiet  corner  where  mothers  might  feel 
perfectly  at  home,  and  more  at  ease  than 
iu  the  busier  and  less  private  location. 
The  change  has  proved  to  be  an  unusual- 

ly beneficial  one  to  the  infant's  depart- 
ment, and  in  discussing  the  results  ob- 

served since  the  change  came  into  ef- 
fect, with  a  staff  member  of  Dry  Goods 

Review,  the  department  manager  point- 
ed out  that  privacy  is  the  most  essential 

necessity  for  such  a  section,  and  the  more 
out  of  the  way,  the  better.  By  placing 

a  display  table  of  infant's  wear  near  the 
elevator  with  a  small  card  indicating 

the  direction  to  the  "Layette  Room"  as 
it  is  now  called,  no  mother  is  apt  to 
go  astray  in  her  search  for  it.  Other 
tables  may  be  stationed  at  intervals 
along  the  aisle  so  that  her  interest  may 
be  kept  up  until  the  white  enamelled 
archway  of  the  baby  room  is  in  sight.  A 

large  sign  in  black  lettering  reads,  "Lay- 
ette Room,"  and  inside  is  kept  every- 

thing for  the  baby  from  birth  up  to  two 
and  a  half  years.  The  average  mother 

appreciates  this  new  arrangement  where- 
by she  may  linger  as  long  as  she  likes 

to  consider  and  select,  without  feeling 
too  much  in  the  public  eye  with  her 
children. 

The  layette  room  may  be  called  the 

heart  of  the  children's  department,  as 
indeed  it  is,  and  should  be  arranged  so 
as  to  lead  naturally  into  the  older  chil- 

dren's sections  up  to  the  adults'.  In  this 
way  a  perfectly  logical  sequence  is  pre- 

served. In  the  Murphey  store  this  idea 
has  been  achieved,  the  result  being  that 
customers  are  irrestibly  drawn  in,  and 
having  visited  this  charming  retreat,  in- 

variably want  to  come  again. 
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Original  infants'   window   arranged  in  honor   of   "Baby    Week"   by   the 
John  Murphey  Store,  Montreal. 

The  furnishing  of  the  layette  room 
was  carried  out  with  an  eye  to  catching 
the  spirit  of  babyhood  and  the  result  is 
a  remarkable  unity  of  style  and  theme, 
the  whole  in  excellent  taste.  The  wood- 

work of  course  is  finished  in  gleaming 
white  enamel  throughout,  including 
walls,  fixtures,  tables,  etc.,  relieved  by 
cheery  chintz  curtains  of  warm  Irose 
tones.  The  furnishings  of  the  baby  room 
are  designed  to  lend  atmosphere  to  the 
section  and  include  the  various  essen- 

tials of  the  up-to-date  nursery,  such  as 
a  white  high  chair,  wicker  toilet  basket, 
tiny  clothes  rack  fitted  with  hangers,  a 
soiled  clothes  basket  and  a  large  ̂ able 
of  convenient  size  for  demonstrating  dif- 

ferent garments  to  mothers.  A  large 
doll,  exactly  the  same  proportions  as  * 
three  months  old  baby,  sits  in  the  high 
chair,  and  is  used  by  the  sales  clerks 
as  a  model  for  demonstrating  purposes. 
According  to  the  department  buyer,  it 
is  remarkable  how  many  mothers  require 
to  be  taught  the  proper  adjustment  of 
the  tiny  garments,  and  from  the  discov- 

ery of  this  need  on  their  part,  it  was 
thought  best  to  offer  them  any  assist- 

ance that  they  may  stand  in  need  of, 

not  only  as  regards  the  choice  of  cloth- 
ing but  also  regarding  health  matters 

and  the  proper  preparation  of  food.  Such 
knowledge  and  advice  is  placed  at  the 
disposal  of  any  customer  who  desires  to 
avail  herself  of  it,  and  is  greatly  appre- 

ciated, especially  by  the  foreign  element 

of  Montreal's  population,  who  stand  in 
dire  need  of  expert  instruction  and  to 
whom  any  help  is  of  inestimable  benefit. 

"Baby  Welfare"  is  the  one  vital  topic  of 
the  twentieth  century  and  no  greater  me- 

dium for  extending  health  propaganda 
to  mothers  and  children  exists  than  the 
modern  department  store.  The  Murphey 

store  endorses  this  statement  emphatic- 
ally and  advertised  extensively  and  con- 

tinually in  both  French  and  English 
newspapers  the  fact  that  it  stands  ready 

to  act  as  "guide,  counsellor  and  friend" to  mothers. 
Besides  the  furnishings  above  men- 

tioned, there  is  a  large  wall  case  which 
is  glassed  in  above  and  fitted  with  six 
rows  of  push  drawers  below  in  which 

the  different  items  of  baby's  wear  ar» 
kept.  In  one  drawer  wiil  be  kept  the 
bootees,  in  another  the  caps  and  bonnets, 
and  so  on.  Practically  all  merchandise, 
except  such  as  is  shown  on  display 
tables  outside,  is  carried  in  glass  cases 
of  glass-enclosed  shelves.  Dresses  and 
coats  are  shown  in  several  large  glass 

cases  with  sliding  doors,  while  the  mil- 
linery display  is  contained  in  another 

long  wall  case.  Still  other  display  cases 
are  filled  with  all  the  toilet  necessities 
of  ivory,  rubber,  etc.,  that  are  required 

to  complete  the  baby's  basket,  and  a 
large  range  of  toys  and  celluloid  articles 
are  stocked  which  appeal  both  to  moth- 

ers and  to  relatives  in  search  of  a  suit- 
able gift  for  the  tiny  newcomer.  The 

dressing  of  these  cases  is  varied  fre- 
quently and  attended  to  with  scrupulous 

care,  as  is  befitting  the  daintiest  of  all 
departments  in  any  store.  The  idea  of 
decorating  one  case  in  pink  in  honor  of 

Continued  on  page  128 
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Modifications  in  Late  Summer 

Ready-to-Wear 
Artistic  Designs  in  Simple  Ginghams  and  Organdies — The  Large  Checked  Gingham — Two- 

Big  Season  in  Sports  Garments. Toned  Effects  in  Organdies- 

IT  is  indeed  difficult  to  tear  oneself 
from  the  contemplation  of  the  mid- 

summer offerings  in  ready-to-wear 
as  displayed  by  Montreal  manufacturers 

and  concentrate  one's  thoughts  sternly 
upon  the  trend  of  Fall  fashions.  The 
makers  themselves  are  reluctant  to  dis- 

cuss matters  at  this  early  date,  and  pre- 
fer to  dwell  upon  the  various  modifica- 

tions as  they  reach  their  conclusion  this 
month.  Seated  before  a  varied  and  com- 

prehensive collection  of  smart  models 
set  forth  for  the  purpose  of  comparison  of 
their  merits,  one  must  admit  that  never 
were  simple  ginghams  and  organdies  so 
exquisitively  developed  nor  so  artistical- 

ly designed.  One  recalls  to  mind  the 
words  of  Mrs.  Harding,  the  new  mistress 
of  the  White  House,  as  she  was  being 
fitted  in  her  inauguration  garments: 

"Whatever  else  you  do,  make  me  beauti- 
ful." This  has  truly  been  the  watch- 

word with  designers  this  summer,  for 
without  the  least  pretence  at  exagger- 

ation or  over  elaboration,  they  have 
really  achieved  the  perfection  of  simpli- 

city which  cannot  be  improved  upon. 
July  and  August  are  the  holiday  months 

when  vacations  hold  sway  and  thoughts 
turn  to  comfortable  outing  clothes,  for 

out-door  wear"  principally.  Sports  clothes 
then  hold  sway  in  popular  favour  above 
all  others,  and  the  descriptive  sobriquet 

of  "the  flat-heeled  girl"  may  be  applied 
to  almost  any  woman.  Flat  heels  un- 

doubtedly call  for  sensible  clothes,  and 
it  is  a  question  whether  Dame  Fashion 
will  ever  succeed  in  dislodging  them  from 
their  present  niche. 

Gingham    Novelties 

To  sum  up  once  again  the  showings 
this  month  in  ready-to-wear,  one  must 
describe  the  charm  of  the  large  checked 
ginghams  combined  with  white  organdy 
and  made  in  tunic  and  circular  effect  at 
one  prominent  Montreal  house.  Red 
and  white  gingham  were  quite  the  best 
combination  and  the  effect  of  transpar- 

ency achieved  by  super-imposing  organdy 
upon  organdy  and  so  on  was  decidedly 
artistic.  Gingham  sashes  piped  with 
organdy  of  course  encircle  the  waist, 
usually  caught  with  a  tiny  bunch  of  red 
cherries  in  front.  A  coat-dress  model  of 
the  same  red  and  white  was  designed 
on  circular  lines  with  an  underslip  of  the 
organdy  buttoned  down  the  front  with 
tiny  red  buttons.  The  new  organdy  edg- 

ings like  rick-rack  braid  are  cleverly  used 
on   the   monk's  collar  and  flare  cuffs. 

Organdy  and  taffeta  combinations  are 
especially  good  in  vivid  contrasts  such 
as  rose  and  black.  One  jaunty  little 
model  showed  the  skirt  of  the  former 

shade  appliqued  all  over  with  white  cir- 

cles and  a  black  taffeta  overblouse 

swathed  around  the  figure  in  an  un- 
studied fashion  and  collared  in  white 

organdy  piped  with  rose. 

Organdy   Two- Toned    Effects 
Another  demure  model  was  of  all 

black  organdy  with  wide  bouffant  skirt 
very  much  beruffled  with  alternate  rows 
of  black  lace  and  picot-edged  organdy. 
Tiny  prim  nosegays  of  French  flowers 
were  caught  here  and  there.  The  fichu 
collar  was  a  delightful  change  from  the 
somewhat  exaggerated  styles  of  other 
frocks.  Harding-blue  Swiss  dotted  in 
red  was  simply  designed  in  a  tie-back 
style,  trimmed  with  ecru  filet  lace  col- 

lar, cuffs  and  pockets  in  triangular  ef- 
fect. A  tiny  piping  of  red  added  a  rather 

patriotic  touch  to  the  whole.  Two-tone 
effects  of  organdy  are  cleverly  carried 
out,  by  means  of  placing  an  under  facing 
of  one  shade  beneath  a  lighter  color,  such 
as  bright  blue  under  pearl  grey.  This 
under-facing  is  only  carried  as  far  as 
the  hips,  so  that  a  dainty  sheer  effect 
is  obtained  above.  Apricot  and  rose  are 
another  very  effective  combination. 

Popular   Crepes 

In  more  substantial  fabrics,  crepes 
have  completely  ousted  taffeta  for  the 
time  being  at  least,  and  the  coarser  types 

such  as  the  new  "Vampire"  cloth  are 
quite  arrestingly  successful.  All  the 
bright  shades  seem  to  be  liked  as  well  as 
the  more  sombre,  and  flame,  tomato  and 
jade  vie  with  gray,  navy  and  brown.  One 
adorable  little  model  might  well  have 

been  named  "My  Alice  Blue  Gown"  as 
it  was  designed  quite  simply  of  soft  crepe 
in  a  dull  blue,  with  an  elastic-run  waist 
girdled  with  narrow  Baronet  ribbons. 
Wide  fringe  was  scallopped  all  round 
half  way  down  the  skirt  and  touches  of 
orchid  were  cleverly  blended  into  the 
whole.  Much  printed  crepe  is  used  on 
midsummer  gowns  for  street  wear  and 
receptions.  One  such  model  was  of  navy 
Canton  crepe  printed  in  pastel  shades  in 
large  motifs.  Over  this  was  laid  a 
straight  accordeon  plaited  tunic  of  sheer 
georgette  edged  with  a  tiny  ball  fringe 
and  girdled  with  six  strands  of  narrow 

picot  edged  baby  ribbon  in  different  col- 
ors. The  effect  was  one  of  rare  distinc- 

tion. 

Sport's  Garments 

Leaving  the  daintier  garments,  men- 
tion should  be  made  of  the  more  sports- 

like  effects.  A  stunning  model  for  wear- 
ing to  the  country  club  or  tennis  courts 

was  of  black  baronet  satin  in  overblouse 
effect  heavily  embroidered  in  white  wool. 
This  was  worn  over  an  accordeon  pleat- 

ed skirt  of  white  Canton  crepe  and  was 
belted  with  a  narrow  patent  leather  belt 
punched  at  intervals  to  permit  the  thread- 

ing of  strands  of  wool.  A  round  monk's collar  of  the  white  Canton  relieved  the 
severity  somewhat. 

Wide  stripes  and  checks  are  a  feature 
of  the  new  crepe  mohair  fabrics  which 
are  smartly  tailored  into  skirts  and  wraps 
of  white  original  design.  Few  fabrics 
have  enjoyed  such  an  instantaneous  vogue 
as  this  mohair,  it  being  almost  uncrush- 
able  and  comes  in  subtle  blendings  of 
color  and  weave.  One  very  lovely  cos- 

tume was  a  coat  dress  of  jade  crepe- 
mohair  with  hand-made  vestee  of  fine 
lawn.  Flannels  and  jerseys  of  course, 
are  being  shown  in  many  styles  suitable 

for  sports  wear,  and  the  all-white  suit 
will  be  in  strong  demand  shortly  in  both 
Tuxedo  and  Norfolk  styles.  Sports 
blouses  to  accompany  these  suits  must 
be  of  finest  batiste,  voile,  linen  or  cross- 

bar muslin  and  may  be  of  the  slip  over 

type,  or  back  fastening,  or  of  the  con- 
ventional front  opening  style.  Jabot 

frills  either  finished  with  real  lace  or 
drawn  work  are  a  dainty  accessory  which 
are  enjoying  a  wide  vogue  in  Montreal, 
but  the  Peter  Pan  effect  edged  with  fine 
quilling  outsells  everything  else  whether 
in  white  or  any  of  the  more  brilliant 
colors. 

A  leading  manufacturer  bemoaned  the 
fact  to  Dry  Goods  Review  this  month 
that  Canadian  women  made  so  little  ef- 

fort to  appear  smartly  dressed  upon  all 

occasions.  "Just  now,"  he  remarked, 
"New  York  women  are  all  wearing  lovely 
Canton  crepe  capes  to  match  their  frocks, 
but  nobody  in  Canada  seems  the  least 

bit  interested  in  such  novelties  as  these." 
When  asked  why  he  did  not  introduce 

them  to  the  trade,  he  asserted  that  re- 
tailers are  not  willing  to  take  a  chance 

on  extreme  novelties  until  it  is  too  late 
in  the  season.  Therefore,  many  pretty 

novelties  never  reach  Canada  at  all.  "I 
could  not  but  be  struck  by  the  appearance 

of  even  the  poorest  little  shop  girls,"  he 
concluded,  "for  they  were  without  excep- 

tion always  smartly  dressed,  with  im- 
maculate shoes  and  stockings  of  appro- 

priate style  to  match.  They  seemed  to 
care  so  much  how  they  looked,  and  take 
a  pride  in  being  becomingly  dressed. 
Then  I  returned  to  Montreal  and  the  con- 

trast was  startling.  I  believe  that  Can- 
adian retailers  have  it  in  their  power  to 

transform  our  women  into  something 
approaching  the  American  type,  and  the 
more  they  encourage  the  purchase  of  in- 

dividual styles,  colors  and  fabrics,  the 
sooner  we  shall  get  away  from  the  mono- 

.  tony  of  navy  blue  tricotine  and  last  year's Continued  on   page   128 
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beads.  Some  wholesale  houses  in  To- 
ronto expect,  however,  that  Georgette 

and  chiffons  will  be  worn  as  much  as 
ever  next   year. 

Women's  Clothes  In  General 

Mme.  Hallow,  of  New  York,  a  de- 
signer of  outstanding  success  in  wo- 

men's clothes,  is  of  the  opinion  that  the 
practical  styles  of  today  are  here  to  stay. 
The  way  in  which  women  live  will  al- 

ways affect  their  styles  no  matter  what 
plans  designers  have  in  mind  for  them. 
"Women  will  not  wear  long,  trailing 

skirts  again,"  she  says,  "nor  bouffant 
hooped  ones,  except  for  dancing.  So 
many  women  of  all  classes  are  working 
and  we  all  know  that  the  serviceable 

and  comfortable  di-ess,  the  one  that  we 
can  put  on  and  forget  about,  is  the  pro- 

per dress  to  work  in.  Besides,  the 
straight  lines  are  more  becoming  to  the 
average  woman,  than  any  other  style  she 
can  wear.  For  dancing,  the  fitted  bo- 

dice and  bouffant  skirt  are  attractive 
and  youthful  and  this  style  is  entireh 
appropriate  for  such  an  occasion  but  it 

is  out  of  place  for  every  day  wear." 
This  is  the  opinion  of  a  woman  who 

has  followed  the  trend  of  women's  taste 
for    years    and    it    has    the    backing    of 

everyday  observation.  Not  six  years 
ago  the  women  who  wore  what  were  then 
called  'common-sense'  heels  were  looked 
on  with  wonder.  Now,  very  few  of  the 
smartest  women  can  be  induced  to  wear 

high-heeled  shoes  if  they  walk  to  any 
extent,  though  manufacturers  have  tried 
again  and  again  to  revive  them.  In  the 
matter  of  dresses,  it  is  because  so  many 
women  are  now  in  business  that  the  one- 

piece  dress  is  made  in  the  heavier  ma- 
terials. .Years  ago,  only  the  woman  of 

luxury  had  a  dress — and  this  was  made 
of  a  flimsy  fabric.  Her  poorer  sister 
was  content  with  a  skirt  and  blouse  or 
at  most  a  suit.  But  the  difficulties  at- 

tending wash-blouses  for  business  girls 
have  brought  the  sensible  dresses  of  to- 

day, which  are  within  the  reach  of  all. 

Redfern  is  showing  quite  a  number  of 
original  variations  on  the  composite 

frock,  or  "La  robe  Fregoli"  as  it  is 
named.  It  is  quite  the  fashion  in  Paris 
for  smartly  gowned  women  to  don  one 
of  these  gowns  in  the  morning  and  pro- 

ceed through  the  programme  for  the  day, 
ending  perhaps  with  a  dinner  party  or 
theatre  in  the  evening,  and  still  be  ar- 

rayed in  the  original  frock,  thanks  to 
its  wonderfully  adaptable  qualities. 
Tailor-made  suits  are  combined  with  an 
under-dress  of  printed  voile,  so  that  in 
an    instant    the   upper    part   may   be   re- 

moved and  the  slip  appears  as  a  chemise 
frock  of  distinctive  charm.  Another 
clever  idea  is  the  frock  which  may  be 
worn  back  to  front  if  desired.  It  usually 

has  one  side  panelled  and  the  other  gath- 
ered midway  between  waist  and  hem 

with  a  decorative  motif  to  relieve  the 
monotony  of  line.  Reversing  the  gown 
gives  an  entirely  different  appearance, 
and  permits  the  wearer  to  get  much 
more  wear  out  of  the  same  frock.  Still 
another  novelty  was  of  black  cire  satin, 
which  combined  two  dresses  and  a  wrap 
in  itself.  The  wrap  part  was  designed 
with  long  overskirt  slightly  open  in 

front,  just  showing  the  tighter  under- 
slip.  Being  belted  one  does  not  perceive 
that  the  overskirt  really  belongs  to  the 
skirt  underneath,  and  both  the  jacket, 
the  tunic  and  the  underslip  are  separate. 

Another  simple  but  novel  idea  is  to  pro- 
vide an  ordinary  street  frock  with  large 

revers  which  stand  out  smartly  over  the 
shoulders,  and  which  can  be  hooked  on 

at  a  minute's  notice,  add  reversible  pan- 
els to  both  back  and  front,  and  turn  up 

the  cuffs  to  three-quarter  or  elbow 
length.  All  this  can  be  accomplished 
without  the  least  appearance  of  a  make- 

shift, and  permits  the  smart  Parisienne 
to  attend  numerous  functions  during  the 
course  of  the  day.  vithout  the  annoying 

necessity  of  having  to  return  home  and 

change  her  gown. — Femina. 

Front  and  back  views 

of  navy  Canton  Crepe 

gown  for  Summer  and 
early  Fall  shovnng. 
Steel  and  bronze  beads 

were  the  only  trim- 
ming used.  Note  that 

girdle  hangs  below 

skirt.  Shown  by  Coun- 
ter Costume  Co.,  To- 

ronto. 
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Cloak  and  Suit  Industry 
Unsettled  in  Montreal 

Manufacturers  Did  Not  Want  to  Bind  Themselves  to  Agreement 

at  Expiration  of  Old  Agreement  on  April  30th — 
Production  Has  Not  Increased. 

CONDITIONS  in  the  Montreal  cloak 
and  suit  industry  have  been  un- 

settled for  some  weeks  past  ever 
since  the  expiration  of  the  annual  agree- 

ment between  the  workers  and  the  em- 

ployers upon  the  30th  of  April.  Accord- 
ing to  the  secretary  of  the  Cloak  and 

Suit  Manufacturers'  Association,  H.  K.  S. 
Hemming,  the  real  cause  of  the  present 
difficulties  is  as  follows: 

On  March  29th,  the  manufacturers 

gave  the  prescribed  30  days'  notice  to 
terminate  their  then  existing  agreement 
with  the  Union.  The  latter  asked  for  a 
conference,  which  was  granted.  At  the 
conference  the  manufacturers  handed  the 
workers  a  typewritten  statement  of  their 
view  of  the  situation,  which  reduced  to  a 
few  words  was  to  the  effect:  (1)  that, 
while  they  had  no  desire  to  reduce  wages, 
they  could  not  afford  to  bind  themselves 
for  any  length  of  time  in  view  of  the 
fact  that  there  appears  to  be  a  tendency 
toward  world-wide  reduction;  (2)  that 
notwithstanding  a  solemn  promise  made 

by  the  workers  in  December  last  to  "pro- 
duce to  the  utmost  of  their  ability,"  they 

had. hot  shown  any  material  improve- 
ment in  this  respect  and  that  in  fact  con- 

certed action  to  minimize  production  was 
constantly  in  evidence;  (3)  that  under  the 
working  card  system  the  Union  contin- 

ually sent  workers  to  the  shops  who  were 

incapable  of  filling  the  positions  satis- 
factorily, even  refusing  to  send  idle 

hands  to  employers  who  had  a  preference 
for  them. 

In  conclusion  the  manufacturers 

stated  that,  unless  the  Union  could  pro- 
pose some  satisfactory  method  of  over- 

coming the  difficulties  referred  to,  they 
could  see  no  object  in  entering  into  an- 

other agreement  with  them. 

On  being  asked  whether  the  associa- 
tion had  asked  for  arbitration,  Mr.  Hem- 

ming said,  "Decidedly  not — it  was  the 
Union  that  asked  for  arbitration  regard- 

ing wages  and  were  told  that  the  manu- 
facturers could  not  consent  to  arbitration 

unless  all  the  conditions  of  the  industry 

were  included."  "What  will  be  the  re- 
sult of  this  deadlock?"  was  then  asked. 

"I  cannot  tell  you,"  was  the  reply.  "Nor 
does  it  matter  a  great  deal.  The  manu- 

facturers have  lost  so  much  money  from 

this  dishonest  system  of  'soldiering  on 
the  job'  that  it  would  be  better  for  them 
to  close  down  than  to  allow  it  to  continue. 
The  foolish  war-time  notion  that  the 
maximum  wage  should  be  extracted  for 

the  minimum  production  fails  utterly  in 
slack  times,  for  it  can  only  result  in  the 
orders  going  to  centres  where  better 
values  can  be  obtained.     In  fact,  I  know 

of  no  surer  way  of  killing  the  clothing 
industry  in  Montreal,  for  elsewhere  in 
Canada  the  open  shop  prevails.  The 
manufacturers  have  done  their  utmost  to 
work  amicably  with  the  Union  during  the 
past  two  years,  but  it  has  been  a  case 
of  constant  aggression  on  the  part  of 
the  workers  and  already  half  a  dozen  of 
our  large  manufacturers  have  left  the 
association  rather  than  submit  to  their 
dictates.  There  are  in  addition  quite  a 
number  of  small  manufacturers  in  the 

city  who  maintain  'open  shops,'  a  state 
of  things  also  incompatible  with  the 
best  interests  of  the  trade.  If  the  cost 
of  clothing  is  to  be  reduced  there  is  no 
other  way  to  achieve  the  desired  result 
saving  by  increased  production,  and  this 
must  be  effected  by  some  manner  or 

other." 

Incidentally,  it  was  pointed  out  that 
in  Toronto,  where  the  piece  work  system 
is  now  in  operation,  production  is  twice 
as  great  as  it  was  before  the  system  was 
resumed. 

FEATURING    HIS    MAJESTY    THE 

BABY 
Continued  from  page  125 

the  baby  girl  and  blue  for  the  baby  boy 
is  another  clever  idea  which  appeals  to 
mothers  immediately,  ana  shows  up  most 
charmingly  the  little  towels,  wacer  bot- 

tles, bibs,  jackets.  h.io!:ees.  etc.,  which 
constitute  the  dainty  accessories  of  the 
first  layette. 

In  the  Murphey  store  some  thirty-five 
large  dolls  are  used  as  display  models 
and  for  demonstrating  purposes  through- 

out the  department.  These  are  dressed 

according  to  the  season's  requirements 
daily  or  weekly  as  the  need  arises,  or 

are  placed  inside  a  "coop"  in  various 
life-like  attitudes  or  asleep  in  a  bassin- 

ette, so  that  the  whole  air  of  the  store 
carries  out  the  nursery  theme  with  the 
utmost  fidelity. 

Nowadays,  the  average  mother  pre- 
fers to  buy  her  baby's  clothing  ready 

made,  if  she  can  secure  values  as  good 

as  she  could  make  for  herself.  There- 
fore, the  buyer  must  keep  this  idea  in 

mind,  and  see  to  it  that  her  merchan- 
dise represents  the  equivalent  to  the  ef- 

forts of  the  home  dressmaker.  Only  the 
minimum  of  garments  are  purchased  for 
the  very  young  baby,  as  they  are  so 
quickly  outgrown,  and  from  three  months 
onwards,  short  clothes  are  the  order  of 

the  day,  and  are  needed  in  greater  quan- 
tities. The  average  layette  should  con- 

tain the  following  items: 
3  bands. 
3  vests. 
2  woollen    jackets. 
3  white  dresses. 

2  pairs   bootees. 

3  petticoats. 3  barrow  coats. 
3  flannelette  slips. 

2  dozen  diapers. 

Also,  towels,  shawl,  silk  or  crepe  bon- 
net and  cloak. 

Rubberized  bloomers  are  also  a  neces- 
sity, and  are  selling  in  large  quantities, 

sales  having  risen  during  the  last  five 

years  from  a  few  dozens  to  many  doz- 
en gross. 

During  the  early  part  of  April  each 
year  it  has  been  found  that  the  greatest 
interest  is  taken  in  baby's  clothing,  and, 
therefore,  special  reductions  are  offered 
during  the  six  days  constituting  Baby 
Week  as  before  mentioned.  Unique  win- 

dow displays  are  featured  in  connection 

also,  with  wax  figures,  dressed  in  com- 
plete outfits  and  arranged  in  child-like 

groups  at  play,  and  these  excite  wide- 
spread attention.  This  year  the  display 

was  designed  to  represent  a  nursery 

scene,  a  trimly  clad  nurse  being  in  at- 
tendance. 

It  should  scarcely  be  necessary  to  em- 
phasize the  fact  that  the  department 

manager  must  be  a  woman  who  is  gift- 
ed with  the  happy  faculty  of  making 

fiiends  with  the  children  and  in  whom 

the  mothers  may  place  implicit  confi- 
dence because  of  her  knowledge  of  a 

child's  needs  and  her  experience  in  help- 
ing to  outfit  so  many  of  them.  Between 

her  and  the  mothers  many  a  confidence 
is  exchanged  and  daily  new  friendships 

for  the  children's  department  are  formed 
through  her  untiring  efforts. 

Once  a  store  becomes  recognized  by 

reason  of  its  interest  in  the  coming  gen- 

eration, it  has  laid  the  surest  founda- 
tions for  its  future  success. 

MODIFICATIONS  IN  LATE  SUMMER 
Continued  from  page  126 

designs.  We  manufacturers  are  ready 

now  to  adopt  any  change  whatsover." 
The  vogue  for  quilted  satin  coats  was 
another  point  touched  on  by  the  manu- 

facturer, who  spoke  of  the  enormous  de- 
mand that  these  wraps  enjoy  in  the 

United  States.  The  organdy  lined  satin 
wrap,  he  said,  was  extremely  popular  in 
New  York  this  month,  and  yet  so  far,  he 
had  no  calls  for  them  in  Canada. 



Urn  (hods  Review READY-TO-WEAR 

129 

RETTIE  &  SMITH,  LIMITED 
MANUFACTURERS 

LEADERS  ONLY 

WAISTS 
CANADA'S  MOST  POPULAR  WAIST  HOUSE 

POPULAR  PRICES  ONLY 

WAISTS 
SAMPLES  SENT  ON  REQUEST 

SPECIALISTS  IN  NEWEST  VOILE  AND  WASH  WAISTS 
233-239  BLEURY  STREET,  MONTREAL 

"Garments  of  the   Better  Kind." 

COATS,    WRAPS,    SUITS 
and    DRESSES 

See  our  made-up'garments  on  the  racks 
at  clearing  prices. 

207  St.  CatherinelStreet  West 
MONTREAL 

MAKING 
The  McEIroy  Mfg.  Co.,  Ltd. 

Garments 

FAMOUS  FOR  THEIR 

Fit,  Cut,  Style, 
Hang  and  Finish 
HEAD  OFFICE: 

47  Simcoe  St.       -       Toronto 

MONAKER  DRESS 
Manufacturing  Company 

Makers  of  Evening, 
Wedding,  Afternoon  and 
Street  Dresses.  Silk,  Satin 
and  Georgette.    Taffetas. 

Priced  from  $12.50  to 
$30.00. 
A  visit  to  our  show- 

rooms will  convince  you. 
Room  204 

591  St.  Catherine  Street  West 
MONTREAL 

OUR  MEN  ARE  OUT 

LOOK  FOR 
THEM 

La  Mode  Dress  Co. 
Room   200,   591    St.    Catherine   W. 

MONTREAL 

The  S.  &  D.  Dress  Co. 
142  PEEL  STREET 

(A  few  doors  above  Windsor  Hotel) 

MONTREAL 

The  boss  called  in  the  clerks  one 

day  and  said,  "Times  are  bad. 
Sales  are  down!  I  have  to  let  some 

of  you  go.  But  I  don't  know  which 
to  discharge.  So  I  am  going  to 
send  a  notice  to  all  our  regular 
customers  telling  them  what  I  am 
going  to  do  and  asking  them  to 
vote  for  the  clerks  they  would  like 

me  to   keep." The  clerks  went  away  very  wor- 
ried. For  the  next  week  they  were 

so  careful  to  make  friends  with 
their  customers  that  the  boss  called 
them  together  again  and  said, 
"There  has  been  such  a  marked  in- 

crease in  sales  during  the  last  week 
that  I  have  decided  that  I  can  man- 

age to  keep  you  all.  But  don't  for- 
get the  lessson  you  have  learned — 

Trends  are  the  best  assets  in  busi- 

ness.'" 

Our  line  of  coats  and  suits 

is  more  complete  than 
ever. 

Our  travellers  are  out 
with  a  full  line  of  samples. 

303  Mountain  St.,  Montreal 

Tricolette  Suits  and  Middies 

Cloaks,  Suits,  Waists 

Stock  always  on  hand  for 
immediate  delioery. 

ATLAS  GARMENT  MFG.  & 
TRADING  CO. 

46  St.  Alexander  Street      MONTREAL 

JUVENILE 
DRESSES  and  SKIRTS 

Our  travellers  are  out 

Do  not  order  until  you  have  seen 
their  samples. 

MERIT  SKIRT  CO. 
436  St.  Catherine  St.  W. 

MONTREAL 
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OPPORTUNITY  IS  KNOCKING 
AT  YOUR  DOOR!! 

In  order  to  get  down  to  replacement  basis  we  have  decided  to  offer 

our  stock  of  MEN'S  Raincoats  to  the  trade  at  the  following  prices: 

$  1    O  5U    |   Dark  Grey 
Light  Brown 
Dark  Brown 

Representing  a  Marvellous  Value.  The 
Coats  we  sold  last  Fall  for  $22.50.  These 
Overcoats  are  Thoroughly  Waterproof. 
Half-lined,  and  especially  adapted  for  the 

Western  Trade. 

5>£j5U  1  VVe  have  also  a  wide  range  of  Tweed  Raincoats,  the  value  of 

which  will  astonish  you  and  your  customers.  We  can't  de- 
scribe them — but  they  are  literally  being  given  away  at  this 

price,  which  is  far  below  cost  of  production. 

12 

9 
Navy  Blue  Rubberized  Cotton  Gabardine  Coats 

dj  |^  fifi     ,       Especially  adapted  for  Summer — so  cheap  you  could  sell 
*P  "^  them  as  Automobile  Dustcoats.    Every  seam  cemented  and 
*J  sewn,  reinforced  with  a  silk  strapping.    Silk  yolk  lining.    A 

I       finished  garment  in  every  respect.     Last  year  we  sold  this 
same  line  at  $14.50. 

Talk  quickly  on  this  lot  as  there  are  only  50  for  disposal. 

Remember — The  Proof  of  the  Pudding  is  the 
Eating — Send  for  Samples 

Obviously,  at  these  Prices,  it  is  impossible  for  us  to  sub- 
mit Samples  with  the  risk  of  the  curious  returning  same 

—  the  Cost  of  Express  added  to  this  Price  Sacrifice 
would  be  Business  Suicide.  BUT,  we  are  prepared  to 

send  a  parcel  of  samples — not  less  than  Three  Coats — 
you  choose  your  coats  from  this  advertisement,  which  we  treat  as  an  order,  and  by  so  doing  you  open  an 
account.     If  you  decide  to  stock — your  samples  will  be  shown  on  invoice  as  part  delivery. 

We  Stake  Our  Reputation  on  This  Offer 
It  is  Unprecedented  and  Without  Parallel 

Write  for  our  samples  of  Genuine  Leather  Coats,  Ladies'  and  Men's  Reversible. 

"Buy  Carefully,  But  Buy" 
Addt* ess  • 

VICTORIA  RUBBER  COMPANY 
437  ST.  PAUL  ST.  WEST  MONTREAL,  P.Q. 

SAMPLES 



Dv'i  Goods  Review 

I 

I 

^ 

R  E  A  I)  Y-TO-W  EAR 

Value   and    Style 
Predominate 

Fall  and  Winter  designs  of  compelling  smart- 
ness, materials  of  approved  distinction,  attractive 

trimmings  cleverly  applied — all  are  admirably  com- 
bined in  the  Pullan  line. 

The  Fall  Pullan  line  is  now  being  shown  to  the 
Trade.  You  will  be  surprised  at  the  reasonable 
prices,  and  delighted  with  the  originality,  good  taste 
and  exceptional  value  of  the  Cloaks  and  Suits  we 
will  show  you.  We  predict  confidently  that  they 
will  be  the  talk  of  the  Trade! 

Our  policy  has  always  been  to  keep  abreast  of 
the  very  latest  style  developments,  and  we  have 
adhered  faithfully  to  the  New  York  fashions.  The 
Trade  have  quickly  recognized  the  Pullan  styles  as 
authoritative,  as  evidenced  by  the  proportions  to 
which  our  business  has  increased. 

Keen  buyers  will  wait  for  our  Representatives. 

Pullan  Manufacturing  Co.  Ltd. 
Tailors  of  Belter  Grade  Models 

PULLAN  BUILDING 

TORONTO  Canada 
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SPECIALISTS 
in 

Children's  Dresses 

With  experience  &rows  the 
determination  to  buy 

REID'S  CHILDREN'S 
DRESSES — from  a  concern 

that  specializes  and  pro- 
duces in  quantity  sufficient 

to  market  at  very  reason- 

able prices  and  still  main- 
tain quality  standards. 

—  AND  every  Reid  dress  has 

those  little  "individual"  touches 
that  count  so  much  in  appeal  and 
satisfaction. 

G.  F.  REID  &  CO. 
Brampton 

Ont. 

The  Counter  Costume  Co. 
Limited 

New  Address:  131-139  Spadina  Ave. 
Spadina  Bldg. 

TORONTO 

Western  Canada: 

J.  HOWARD 

REPRESENTATIVES: 
City: 

R.  O.  HARGRAVE 
Western  Ontario: 
R.  KENNEDY 

Eastern  and  Northern  Ontario: 
A.  B.  COLLWELL 

Maritime  Provinces: 
W.  A.  TALLMIRE 
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BEST  ENGLISH  Maki 
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Steam VULCANIZED 

WARRANTED 

TOSTANDANYCLIMATE 

|  Keeping  Abreast  of  the  Times|! 
g^H  We  have  moved  our  OFFICES 

HI  WAREROOMS  And 

Ha  SAMPLEROOMS 

to  the  beautiful  new  DUBRULE  BUILDING. 

H§§§  We  have  also  in  operation  for  the  past  eight 

UU  weeks  a  fully-equipped  factory  at  SOREL,  QUE., 
.  where  with  ample  labor  and  no  union  troubles, 

HH  we  are  producing 

|H  High  Grade  Waterproof  Clothing 
■1  For  Ladies  and  Men 

The  results  of  the  modern  equipment,  efficient 
organization  and  highly  skilled  workers  will  be 
too  outstanding  to  be  overlooked  and  too  advan- 

tageous to  the  retailer  to  be  forgotten. 

Get  in  touch  with  us.  We  have  a  first-class 
assortment  of  styles  on  hand  for  Fall  and  Im- 

mediate Delivery. 

Our  travellers  will  shortly  be  covering  their 
respective  territories  from  the  Atlantic  to  the 
Pacific. 

THE 

Jfflontreal  Wiattvpvoot  &  Clotfring  Co. 
The  largest  and  oldest  Waterproof  Clothing  House  in  Canada 

MONTREAL,     CANADA 

minim 
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Portraying  the  J\.ew 
Autumn  Fashions 

DOROTHY  DARE  Dresses  arc  real  style 

leaders  ana  will  be  appreciated  by  those  dress 

buyers  who  cater  to  an  exacting  clientele.  Every 

dress  embodies  the  best  ideas  of  foreign  designers, 

with  clever  original  adaptations,  carried  out  -with 

skilful,  painstaking  tailoring — and  the  resulting 
style  supremacy  of  DOROTHY  DARE 

Dresses  ensures  customer  satisfaction  and  repeats. 

The  value  in  every  DOROTHY  DARE 

Dress  is  apparent  in  the  dependable  quality 

fabrics  employed  in  their  making — materials  of 
lasting  loveliness  that  will  go  far  to  make  famous 

the  reliability  of  every  dress  bearing  the 
DOROTHY  DARE   Trade   Mark. 

Be  sure  to  investigate  the  merits  of  these  dresses 

if  you  would  take  advantage  of  the  sales  possibili- 

ties and  prestige  that  DOROTHY  DARE 

Dresses   ■will   bring   you 

Shall  we  have  our  Representative  call  on  you  ? 

CAUTION 
Owing  to  numerous  names  of  a  similar  nature, 
it  is  most  important  that  the  name  and  address 
of  DOROTHY  DARE  Dresses  be  written  in  full 
whenever  writing  or  wiring.  DOROTHY  DARE 
Dresses    are    often    imitated    but    never    equalled. 

Jjototfu/ I)a%& 
TORONTO CANADA 

TRADE       MARK       REC'O 

Sixty-Seven   Bay   Street 

^M. 

I 

i  >  t+)&»ittt&to&NL 
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SHADOW-PROOF 
WHITE  SKIRTS 

T'A*  summer  frock  may  have  a  ■place  in  the  sun 
if  accompanied  by  a  Shadow-Proof  Undershirt 

Shadow-proof  underskirts  are  going  to  be  in  de- 
mand this  season  under  the  light-colored  and  light- 

weight dresses  that  are  to  be  worn.  Ladies  can- 
not use  the  ordinary  lace  or  embroidery  trimmed 

petticoats,  but  need  a  light-weight  opaque  ma- 
terial. We  have  provided  for  this  demand  with  a 

full  range  of  white  wash  petticoats  that  are 
shadow-proof.  The  low  and  medium  priced  lines 
are  made  of  cotton  taffeta  on  speciallv  tailored 
lines;  the  better  lines  are  of  Jap  silk.  Heavy  Jap 
silk  and  charmeuse-finished  pussy-willow  all-silk 
skirts  are  shadow-proof  and  reinforced  back  and front. 

J^lr.  Merchant!  You  will  have  a  demand  for  these  petti- 

coats for  the  next  four  months  Order  by  return — do  not 
delay.        Send    often    order    or    wire    for   samples    at     once. 

$15.00 

308 — White  Cotton  Taffeta,  trimmed  with 
tucking,  as  illustrated,  per  dozen    . 

318 — White      Cotton      Taffeta,      tailored 
flounce   finished   with  headed   frill, 
per  dozen     

205 — White  Fine  Sateen,  straight  tailored 
flounce,  per  dozen   

210 — White  Fine  Sateen,  diamond  tucked 
flounce,  per  dozen   

400 — White     Luxor    in     pretty    vandyke 
frilled  effect,  on  a  straight  flounce, 
with    headed    frill    on   bottom,  per 
dozen      

404 — White  Luxor,  a  very  fine  cloth,  close- 
ly   woven    and    shadow-proof,    with 

tucked  flounce,  per  dozen   
615 — White  Jap  Habutai,  lined  front  and 

back  panel,  with    flounce    trimmed 
with  air  cording  in  waved  effect,  and 
finished  with  gathered  frill,  per  doz. 

606 — White  Heavy  Habutai,    lined    front 
and    back,    neat    tailored     flounce, 
same  as  illustration,  per  dozen.   .    . 

602 — White  Pussy-willow  Habutai,   extra 
heavy  deep  flouncing,  diamond  tuck- 

ing, per  dozen     
550 — Sand     Shade     Jap     Pongee,     heavy 

weight,  with  crimped    flounce    and 
deep  hem,  per  dozen     

THE  CANADIAN  UNDERSKIRT  CO. 
Limited 

Manufacturers  of  Dependable  Garments  under  the  Registered  Trade  Marks: 

CUCIE  Brand  Underskirts    -    Mermaid  Bathing  Suits    -    Beauty  Bloomers 

96  Spadina  Ave. TORONTO Darling  Building 
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Something 

New  ! 
Made  in  Canada" Clothing 

^^  "Gob"  Hats 
A  decided   hit   with   the   great   outdoor-loving   public. 

Ideal  for  shore,  camp  and  vacation;    thoroughly  shrunken; 
launder  perfectly ;   guaranteed  not  to  lose  their  shape. 

In  two  colors — splendid  quality  White  and  Khaki 
Drill.    Men's,  Boys'  and  Kiddies'  sizes. 

Manufacturers' 
Hospital 

GET  IN  ON  THIS  BUSINESS— THERE 
IS  MONEY  IN  IT. 

Immediate  Delivery 

Write  us 

White  Duck  and Clothing 

A.  W.  Moyer  &  Company 1 24  King  St.  W. ,  Toronto 

[>j/y 

** 
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DEPARTMENT  OF  THE 

NAVAL  SERVICE 

SALE  OF  CLOTHING 

CEALED  tenders  addressed  to  the  undersigned 

and  endorsed  on  the  envelope  "Tender  for 
Clothing"  will  be  received  up  to  noon  of  Friday, 
the  10th  day  of  June,  1921,  for  the  purchase  of 
Clothing  and  Clothing  Supplies,  including  Sea- 

men's Bedding,  Blankets,  Boots,  Braces,  Kit  Bags, 
Brushes,  Combs,  Comforters,  Drawers,  Duffel  Gar- 

ments, Duffel  Cloth,  Flannel,  Blue  Jean,  Seamen's 
Hammocks,  Woollen  Jerseys,  Leather  Mitts,  Oil- 

skins, Razors,  Serge,  Shirting,  Socks,  Stockings, 
Towels,  etc.,  at  Halifax,  N.S.,  and  Esquimalt, 
B.C.  These  supplies  are  in  excess  of  the  immediate 
requirements  of  the  Department  and  are  in  effect 
new,  never  having  been  worn  or  used. 

Tender  forms,  together  with  full  particulars, 
may  be  obtained  on  application  to  the  undersigned 
or  to  the  Naval  Store  OfCicer,  H.M.C.-  Dockyard, 
Halifax,  N.S.,  or  Esquimalt,  B.C.  Samples  may 
be  seen  at  Ottawa,  Halifax  and  Esquimalt. 

G.  J.  DESBAKATS, 
Deputy   Minister   of 

the  Naval  Service. 
Ottawa,  Ont.,   April  30,   1921. 

Unauthorized  publication  of  this  advertisement 
will  not  be  paid  for. 

First  in  Fashion's  Favor! 
THE  MOULTON 

MANUFACTURING 

COMPANY,  LTD. 

Braids 
and 

Trimmings 

4  Inspector  St. 

MONTREAL 
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Night  Gown  No.  3409 
Price  $9.00. 

Ideal  Silk  Undergarments 
are  made  of  Silks  and  trimmed  with 

Laces  and  Embroidery  that  are  a  credit 
to  any  store  that  handles  them. 

Any  June  Bride 
would  cherish  the  quality  of  an  Ijdeal  Under- 

garment in  her  trousseau  and  any  MATRON 

would  find  they  give  the  service  which  her 

buying  experience  demands. 

Try  our  special  10-Doz.  Assortment  of  10 

Mummy  Satin  and  8  Mummy  Crepe  de  Chine 

Camisoles  for  your  June  sales  at  $13.50  Net, 

five  styles  assorted.  Samples  available  by 

return  mail.  Also  our  heavy  Jap  Silk 

Shadow-proof  Underskirts  at  $42  per  dozen. 

3beal  (garment  Company       %t££™ 121  BISHOP  ST.,        -         MONTREAL,  QUE. 

Buy 

only 

"Made  in 

Canada 
" 

Garments. 

Sizes: 

39-51 

House  Dresses 
IN  PERCALES 

Stouts,  Waist  Line  Dress,  sizes  39  to 
51,  trimmed  with  fancy  collar  and 
cuffs  and  finished  with  Bias  Piping. 

Straight  Line  Dress,  sizes  36  to  44, 
with  sailor  collar,  fancy  cuffs,  pocket 
and  loose  belt;  buttoned  all  the  way 
down  and  finished  with  fancy  strap- 

ping to  match. 

The  above  are  only  tw»  of  our  complete  range 
in  Ginghams  and  Percales — the  best  values obtainable. 

The 

Hercules  Garment  Co. 
Limited 

Head  Office      -      Montreal 
Factories:  Montreal  and  Louisville,  P.O. 

:zesiS 

36-44 
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GENERAL  NEWS  OF  THE  TRADE 
ciiiiinii 

Amherst  Firm 
Does  Lively 

Advertising 

Fakes    L'p    Made-in-Canada    Question    in Editorial 

On  Friday.  April  22nd,  Martin's,  Ltd., of  Amherst,  N.S.,  ran  a  three  column 
advertsing  with  the  arresting  heading: 
"Clearing  Out  U.  S.  Goods."  In  explan- ation of  their  decision  in  this  matter, 
Martin's  said: 

"As  the  United  States  has  legislated against  Canada  with  the  aim  of  pro- 
hibiting our  products  from  their  markets 

and  requesting  our  good  Canadian  gold 
for  their  products  it  is  about  time  for 
Canada  to  wake  up  and  defend  her  best 
interests  by  refusing  to  buy  their  goods 
excepting  such  lines  that  Canada  does  not 
produce  and  we  believe  we  require. 

"Therefore  we  (Martin's  Limited) shall  clear  out  the  following  U.  S.  Mdse. 
to  be  replaced  with  Canadian  products 
produced  by  Canadian  labor,  thereby 
keeping  our  wealth  at  home  and  making 
Canada  more  prosperous.  We  should 
have  done  more  of  it  long  ago." 

Building  Canada 

In  the  same  issue  of  the  local  paper 
an  editorial  appeared  over  the  signature 
of  C.  L.  Martin,  of  Martin's  Limited,  in 
which  the  whole  matter  of  righting  the exchange  situation  between  Canada  and 
the  United  States  was  more  fully  con- 

sidered and  reference  made  to  the  Ford- 
ney  Bill  which  was  aimed  at  Canadian 
agricultural  products.  The  following 
points  were  emphasized: 

1.  To  improve  Canada  commercially, 
economically  and  otherwise,  as  true 
patriots   should. 

2.  By  requesting  on  every  occasion 
when  making  a  purchase  that  it  be  a 
Canadian  product  if  conditions  will  per- 

mit of  its  production.  If  not,  are  there 
substitutes?     If  not,  why  not? 

3.  That  we  give  a  strong  preference 
to  our  products,  either  raised  or  made 
in  Canada. 

4.  That  we  seek  to  improve  any  article 
that  we  believe  can  be  improved  in  any 
way,  by  writing  our  suggestions  or  re- 

commendations to  the  producers  of  said 
article  or  articles. 

5.  That  we  study  our  country's  im- 
ports and  exports,  and  strive  in  every 

case  to  decrease  the  imports  of  manufac- 
tured goods  and  increase  the  export  of 

our  manufactured  goods,  and  other  pro- 

ducts   that    can    be    advantageously    ex- 

ported. 6.  That  we  instruct  our  children  con- 
cerning the  aims  of  our  object. 

7.  That  we  discuss  the  same  ideas 
freely  with  our  friends,  where  and  when 
judicious  to  do  so. 

Of  Educational  Value 

The  educational  value  of  this  class  of 
advertising  is  to  be  commended.  It  is  an 
appeal,  however,  that  should  be  accom- 

panied by  a  stock  of  merchandise,  car- 
ried by  the  retailer,  that  meets  the  de- 

mands of  the  consumer  in  both  quality 
and  assortment.  At  the  same  time  as 
the  retailer  is  urging  the  consumer  to  buy 
Made-in-Canada  goods,  he  should  pro- 

vide goods  that  compare  favorably  with 
any  manufactured  products  in  the  world. 
The  Canadian  Manufacturers  Associa- 

tion is  anxious  to  bring  the  standard  of 
Canadian  products  to  an  equality  with 
those  of  other  countries.  The  retailer, 
in  his  buying,  should  always  obtain  the 
best  he  can  for  the  money,  having  in 
view  an  adequate  service  to  his  customer. 
He  should  insist,  therefore,  that  the  Can- 

adian standard  be  up  to  the  mark.  In 
doing  so,  he  will  serve  best  his  own  in- 

terests, the  Canadian  manufacturers,  and 

Canada's. 

Tour  of  Canada 
Of  French  Exhibit 

Postponed 
Reference  was  made  in  the  columns  of 

Dry  Goods  Review  to  the  proposed  tour 
across  Canada  of  a  French  Exhibition 
train  which  was  to  be  provided  free  of 
charge  by  the  Canadian  Pacific  Railways 
in  order  to  encourage  and  promote  inter- 

change of  trade  between  this  country 
and  France.  This  tour,  which  was  plan- 

ned to  commence  in  May  next,  has  for 
various  reasons  been  postponed  to  a  date 
not  yet  decided.  It  is  said  that  the  exhi- 

bition train  will  be  preceded  by  a  cinem- 
atographic organization  to  show  on  the 

screen  the  industries  which  cannot  be 
presented  in  the  way  of  samples.  Those 
industries  will  include  the  couture,  mil- 

linery, home  furniture  and  decorations, 
and  metallurgy. 

Composed  of  Eight  Cars 

According  to  the  Comite  Francais  des 
Expositions,  the  train  will  include  eight 
cars: 

First  Car — Ancient  and  modern  litera- 
ture, science,  religious  and  profane  arts, 

music,  theatre,  archaeology,  pedagogy, 
medicine  and  chirurgical  work,  books, 
technical  education,  chambers  of  com- 

merce, banks.     The  president  of  this  car 

lie 

will  be  Raymond  Poincare,  senator,  for- 
mer president  of  the  Republic. 

Second  car — President,  Q.  Dal  Piaz, 
president  of  the  board  of  directors  of  the 
Compagnie  Generale  Transatlantique.  It 
will  contain  the  industrial  field,  as  well 
as  commercial.  Travels:  railroads,  navi- 

gation, colonies,  photoplay,  aviation,  civil 
engineering  work,  mines  and  metallurgy, 
mechanical  work,  building  decoration,  and 

sports. 
Clothing  and  Accessories 

Third  car — President,  Auguste  Isaac, 
member  of  the  Chamber  of  Deputies,  hon- 

orary president  of  the  Chamber  of  Com- 
merce of  Lyons,  former  minister  of  com- 
merce and  industry.  This  car  will  con- 

tain fashion  industries,  clothing  and  ac- 
cessories, silk,  thread,  fabrics  and  laces. 

Fourth  car- — President,  M.  Poullain, 
president  of  the  Syndicate  General  des 
Cuirs  et  Peaux  de  France,  member  of 
the  Paris  Chamber  of  Commerce.  This 

car  will  include  all  that  belongs  to  the 
leather  industry,  raw  materials,  their  ap- 

plication, travelling  bags,  etc.,  saddlery, 
shoes,   gloves. 

Fifth  car — President,  M.  Amic,  senator, 

vice-president  of  the  "Comite  des  Ex- 
positions," will  include  all  chemical  pro- 

ducts, drugs,  perfumery,  etc. 

Sixth  car — President,  Emile  Dupont, 

president  of  the  "Comite  Francais  des 
Expositions,"  will  refer  to  the  Articles  de 
Paris,  optical,  meteorological  instru- 

ments, etc.,  electric  apparatus,  maro- 
quinerie,  tabletterie,  bimbelotterie,  bas- 

ket trade  and  toys. 

Seventh  car — President,  Albert  Viger, 

president  de  la  Societe  Nationale  d'Hor- ticulture  de  France,  former  minister  of 

agriculture.  This  car  will  include  every- 
thing referring  to  agriculture,  horticul- 

ture, and  foodstuffs. 

Eighth  car — President,  Paul  Templier, 
president  of  the  Chambre  Syndicale  de 
la  Bijouterie,  Joaillerie  et  Orfevrerie  de 
Paris,  member  of  the  Paris  Chamber  of 
Commerce.  This  last  car  will  include 
gold  and  silversmith  trade,  jewelry, 

watchmaking,  bronze,  works  of  art,  cut- 

lery. 

The  train  has  gratuitously  been  placed 

at  the  disposi'ion  of  the  French  exhibitors 
by  the  Canadian  railroad  companies.  Al- 

so the  Compagnie  Generale  Transatlan- 
tique has  offered  free  transportation  for 

the  goods  destined  to  the  exhibition. 

It  is  expected  that  business  will  be 
encouraged  and  facilitated  by  the  new 
commercial  agreement  which  has  just 
been  made  between  France  and  Canada, 
and  by  which  the  two  countries  have 
agreed  to  apply  the  smallest  possible 
tariff  on  a  great  many  articles. 
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WESTERN    TRADE    NEWS 

Printing  Shop 
Helps  Lively 

Advertising 

Swift  Current  Store  Turns  Out  Much  of 
Their   Own    Advertising 

In  the  town  of  Swift  Current,  Sas- 

katchewan is  "The  Golden  Rule"  Store 
of  the  W.  W.  Cooper  Co.  In  size  it  bears 

favorable  comparison  with  any  of  the 

stores  in  Southwest  Saskatchewan  and 

is  bigger  than  most  of  them.  The  trade 

mark  used  by  "The  Golden  Rule  Store" 
is  a  capital  C.  in  a  diamond  and  the 

stepping  stones  that  have  marked  the 

store's  progress  and  have  become  watch- 
words of  the  entire  organization  are 

Energy,  Co-operation,  Progressiveness 

and  Loyalty  to  the  public.  The  manner 
in  which  business  has  been  conducted  in 

this  departmental  store  for  years  has 

gained  for  it  a  great  measure  of  public 
confidence  which  finds  expression  in 

larger  turnover  from  year  to  year. 

Have  a  Printing  Shop. 
One  of  Hhe  novel  features  of  this 

Western  store  is  its  printing  department. 
Whenever  the  Cooper  store  has  a  special 

message  for  its  mailing  list  of  over 
5,000  names  they  do  not  have  to  depend 

upon  the  job  printer.  It  is  done  in  their 
own  place  of  business.  Writing  to  Dry 
Goods  Review,  the  advertising  manager, 
J.  M.  Bedford,  refers  to  the  activities  of 
this    department: 
"We  run  a  monthly  magazine  which 

is  devoted  to  "Store  News"  and  in  its 
pages  you  will  find  interesting  and  en- 

thusiastic news  for  salespeople  and  the 
business  generally.  This  is  printed  in 
our  own  print  shop  monthly.  Also  our 
handbills,  letterheads  and  many  more 
forms  of  advertising  we  look  after  our- 
selves. 

"We  have  a  mail  order  list  of  over 

5,000,  which  we  circulate  with  interest- 
ing news  and  circulars  at  least  once  a 

month.  There  are  numerous  other 
methods  of  advertising  done  in  this  store 
which  are  very  interesting  but  space 

won't  permit.  We  are  always  looking 
for  something  new  and  try  and  use 

everything  which  is  novel  and  interest- 
ing. Our  four  windows  which  are  fif- 
teen feet  long  are  changed  often  and 

show  cards  are  used  all  over  the  store 

liberally." 
The  Golden  Rule 

Mr.  Bedford  says  that  the  Golden 
Rule  in  the  Cooper  store  is  not  only 
preached,  but  practised.  Such  a  thing 
as  a  "boss"  does  not  exist,  except  in 
name  and  a  spirit  of  utmost  good  fel- 

lowship    is     broadcast     throughout    the 

store.  Satisfaction  to  the  customer  is 
strongly  advertised  and  a  point  is  made 

of  returning  money  to  dissatisfied  cus- 
tomers  without  asking  questions. 

Among  the  departments  are  ready-to- 
wear,  dry  goods,  house  furnishings,  on 
the  first  floor;  while  on  the  main  floor 
are:  men's  wear  department,  footwear, 
hardware,  neckwear,  ribbons  and  no- 

tions. In  the  basement  there  is  a  wide 
range  of  merchandise  varying  from 
tooth-picks  to  washing  machines.  The 
groceteria  is   also   in  the  basement. 

WESTERN  TRADE  NEWS 

H.  Pout,  who  for  five  years  has  been 
manager  of  the  Vernon  branch  of  the 

Hudson's  Bay  Company's  store  in  Ver- 
non, B.C.,  has  been  advanced  to  the  posi- 
tion of  merchandising  manager  of  the 

new  Victoria  store.  He  is  succeeded  by 
L.  R.  Burnett,  formerly  manager  of  the 

company's   store   in    Macleod,   Alberta. 

Archie  McKillop,  head  of  the  wholesale 
boot  and  shoe  company  bearing  his  name, 
in  Calgary,  died  in  Chicago  on  April  26. 
He  was  for  thirty  years  traveller  for  the 
Ryan  Shoe  Company.  Fifteen  years  ago 

he  bought  out  that  company's  branch  in 
Calgary  and  settled  there  as  head  of  the 
firm.  Mr.  McKillop  has  been  for  years 
prominently  identified  with  the  sporting 
world,  and  with  horse-racing  and  curling 
in  particular.  He  was  a  member  of  the 
Calgary  Exhibition  Board  and  of  the 
Board  of  Directors  of  the  Calgary  Pro- 

fessional Baseball  Club. 

H.  E.  Burbridge,  who  for  ten  and  a 
half  years  has  been  chief  of  the  Hudson 
Bay  stores  in  Canada,  has  resigned  his 
position.  The  volume  of  business  done 

by  this  company  has  been  multiplied  sev- 
eral times  since  Mr.  Burbridge  assumed 

the  management.  When  the  Hudson 
Bay  Company  decided  to  separate  the 
departments  of  fur,  land  and  stores  in 
Canada,  the  directors  in  London  acquired 
the  expert  services  of  Mr.  Burbridge  to 
organize  their  chain  of  stores,  which 
were  then  fifteen  in  number,  stretching 
from  Fort  William  to  Victoria.  Many 
of  these  were  trading  posts  which  had 
developed  into  small  general  stores.  The 
new  stores  commissioner  transferred 
these  small  enterprises  into  a  chain  of 
modern  progressive  department  stores 
and  has  added  several  new  ones. 

A  firm  believer  in  profit-sharing  by 
employees,  not  only  by  those  holding 
executive  or  buying  positions,  but  by 
clerks  as  well,  Mr.  Burbridge  has  ex- 

tended this  scheme  to  give  clerks  an  in- 
terest in  their  sales.  This  was  inaugur- 

ated throughout  the  company's  service 
with    most    satisfactory    results     to     the 

employees  in  general  and  to  managers 
and  buyers  in  particular,  many  of  whom 
doubled  their  salaries  during  one  year. 

The  D'Allaiid  Manufacturing  Com- 
pany will  soon  be  in  occupation  of  its 

new  premises  in  Edmonton.  Natural 
light  will  be  a  feature  of  the  new  store 
so  that  the  texture  and  colors  of  the 

various  lines  of  ladies'  waists  which  the 
D'Allaird  firm  handles  can  be  appreci- 

ated  by    their   customers. 

Arnold  &  Quigley,  clothing  merchants 
of  Vancouver,  B.C.,  purchased  at  a  cost 
of  $75,000  the  premises  occupied  by  the 
Granville  Stationery  Company.  At  the 
expiration  of  the  lease  these  splendid 
premises  will  be  taken  over  by  the  pur- 
chasers. 

S.  Pollock  is  opening  up  the  old  "Gould 
Supply"  store  in  Biggar,  Sask.  This 
will  mean  an  extension  of  his  business 
and  the  stocking  of  a  brand  new  supply 
of  general  merchandise. 

NEW  "AD  CLUB"  FORMED 

St.  John,  N.B. — The  business  men  of 
St.  John  recently  completed  the  for- 

mation of  the  St.  John  Advertising  Club, 
affiliated  with  the  Associated  Advertising 
Clubs  of  the  World.  A  large  number  of 
the  leading  merchants  have  become 
members,  and  judging  by  the  enthusiasm 
shown  at  the  meeting  during  the  final 
arrangements  it  is  going  to  be  one  of 
the  most  important  clubs  of  its  kind  in 
Canada.  The  officers  are  as  follows: 

President,  R.  A.  Macauley;  vice-presi- 
dent, S.  L.  Emerson  (of  Emerson  & 

Fisher,  Ltd.);  secretary-treasurer,  T.  F. 
Drummie;  additional  members  of  the 
executive,  R.  H.  Watts,  H.  V.  MacKin- 

non, S.  K.  Smith,  H.  H.  Scovil.  The  ob- 
ject of  the  club  is  to  study  advertising 

as  applied  to  individual  and  community 
enterprises. 

Travellers  Are  Out  Now  With 

Complete  Lines 
French  Ivory 

Greeting  Cards  and  Post  Cards  for  all 
occasions 

Purses  and  Wallets 
Pennants,  Cushions  and  Textile  Novelties 

Supplies  for  Celebrations,  Old  Boys'  Re- unions, etc. 
Souvenir  Novelties  (a  tremendous  variety) 
Christmas  Stockings 
Conservo  Lunch  Sets,  Splashers,  Table 

Sets,  Infants'  Bibs  and  Sets 

The  product  of  five  factories  we  own  or  control 

PUGH  SPECIALTY  CO.,  Ltd. 
38  to  42  Clifford  St.,  Toronto,  Canada 
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CANADIAN  BRAID  AND 
TRIMMING  CO.,  LTD. 

Manufacturers  of 

Girdles 

Braids 

Fringes 

Cords 

Tassels 

• 

1 

Ornaments 

Buttons 

Fur  and 

Dress 

Trimmings 

39  DOWD  ST.,  MONTREAL 
TORONTO  -64  Wellington  St.  W.       WINNIPEG— 16 
Sylvester  Wilson  Bldg.,  Representative     J.  R.  Galbraith 

J.  DUDGEON  &  CO. 
Manufacturers'  Agents 

609  Unity  Building      -     Montreal 

Representing  British  Manufactur- 
ers to  the  Wholesale  and  Manu- 

facturing Trade  for — 

.Madras  Muslins,  Curtains,  Curtain 

Nets,  Cottons,  Linens  of  all  kinds, 

Men's  Suitings,  Serges,  Overcoat- 
ings, Linings,  Dress  Goods,  Laces, 

and  Handkerchiefs. 

Half  Ball Full  Ball Acorn 

You  can  make  these  buttons 

while  your  customer  waits. 

Their  own  or    your    material. 

SCORES  OF  ATTRACTIVE 
COVERED  BUTTONS 

Made  easily,  economically 

and  profitably  with 

Menkin    Equipments 
Send  for  particulars 

Sixty  years'  experience  behind  our service. 

S.  MENKIN,  INC. 
143  W.  28th  St.,  New  York 

BRAND 
(REG.) 

••DRESS  FABRICS" 

F.  A.  RODDEN  &  CO. 
Dry  Good* 

Commissioner*  and  Importer* 

52  Victoria  Square  MONTREAL 

A  pilgrimage  of  British  manu- 
facturers' representatives  to- 

wards Canada  has  set  in.  Never 

in  our  history  has  there  been  so 
much  interest  in  our  commercial 

affairs  shown  by  the  British. 
Many  of  these  have  come  not  only 
to  investigate  the  market  but  to 

appoint  Canadian  agents.  The 

general  impression  is  that  Bri- 
tish manufacturers  can  compete 

with  those  of  the  United  States 

in  most  lines.  These  representa- 
tives are  also  getting  in  touch 

with  Canadian  manufacturers  who 

want  agents  in  London.  During 
the  next  few  weeks  men  from  var- 

ious firms  in  England  will  be  in 

Toronto.  They  will  include  man- 
ufacturers of  knit  goods,  sporting 

goods  and  toys,  leather  goods 
and  notions.  They  can  be  seen 
through  F.  W.  Field,  British 
Trade    Commissioner. 

The  Canadian  Co-operative  Wool 
Growers,  Limited  are  making  ar- 

rangements for  handling  the  1921 

wool  crop  of  Manitoba  and  Sas- 
katchewan and,  as  was  the  case 

last  year,  they  have  decided  to 

operate  two  wool  receiving  ware- 
houses, one  at  Portage  la  Prairie 

and  the  other  at  Regina.  The 
good  results  obtained  in  1920  by 
having  all  the  wool  graded  at  the 
central  warehouse  was  the  decid- 

ing factor  in  again  adhering  to 

this  principle,  as  this  method  en- 
sures a  more  uniform  grading. 

This  will  be  done  at  Weston,  Ont., 

by  experienced  graders  provided 
by  the  Dominion  Livestock  Branch 

and  weighed  by  a  Dominion  Gov- 
ernment weighmaster. 

CEO,C.SMnTl  Star  Shirt* 
y**nSi?t£?™m  Fownes  Glove* 

Delpark 
Productions 

Liberty  Blouses 
Clinton  Hosiery 

Kaynee  Wash 
Togs 

Boys'  Shirts and  Blouses 

Bradford  Wools 

Wood,  Taylor  &  Co.,  Toronto. 
Lehmann  Sales  Co.,  Inc.,  New  York,  U.S.A. 

GEO.    G.   SMITH 

403   Canada    Bldg.,    Winnipeg. 
Regina  Vancouver  Calgary      N.  Manitoba 

L.  M.  Day.     H.  S.  Elliott       J.  Bartle.       J.  A.  Milne 
S.  Manitoba,  B.  Irwin 

I  ON  MIX  VrfOMLX  &  C  IIDJIRIJN 

Complete  Lines  at  Keen  Values  in 

Underwear 
Shirts 
Ties 

Gloves Hosiery 

Miller  Men's  Wear  Limited Miller  Bldg. 

44-48  York  St.,      -        TORONTO 

"Everything  in  Men'*  Furniehingt" 

Washable    Clothing 
AND    SPECIALTIES 

WHITE  DUCK  COATS  in  AU  Styles 
SUMMER  CLOTHING       LUSTRE  COATS 

WAREHOUSE   and   AUTO   DUSTERS 
DUCK    AND    FLANNEL   PANTS 

MEN'S    APRONS 

OFFICIAL  BOT  SCOUT  UNIFORMS  AND 
COMPLETE   OUTFITS 

MILITIA   AND   CADET   UNIFORMS 
BREECHES   AND   MILITARY   SUPPLIES 

The  Miller   Mfg.   Co.,  Limited 
«4-46   York  Street,  -  TORONTO 

The   Oldest   and    Largest   Specialty 
Clothing  House  in  Canada. 

Handkerchiefs,  Cam- 
i  s  o  1  e  s,  Neckwear, 
Boudoir  Caps,  Baby 

Yokes,  Spats,  Accor- deon  Pleating,  Fancy 

Dry  Goods  and 

Smallwares',  Veil- ings, Quick-on- Veils,  Cap  Shape 
Nets,  Knitted  Scarfs,  Baby  Bon- 

nets, Coats,  Ribbons,  Necklaces, 
Laces  and  Nets,  Embroideries, 

Buttons,  Beads,  Braids  and  Tas- 
sels, Marabou  Trimming,  etc., 

etc. 

We  can  give  immediate  delivery 

WESTERN  VEILING  COMPANY 
222  McD.rm.t  Av«. 

WINNIPEG 

Brantford   Felt 
Novelty  Co. 

Brantford,      -      Canada 
Manufacturers  of 

H'gh   Grade    Pennants,    Cushion    Tops, 
Felt  Emblems,  Paper  Hats,  Advertising 

Novelties. 

SPECIALISTS  IN 

NOVELTIES  for  CARNIVALS 

DANCES,  ETC. 
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The  Thompson  Lace  &  Veiling  Co.,  Limited 
Laces,  Veilings,  Geor- 

gettes, Ninons,  "My 
Lady"  Silk  Hair  Nets. 
Princess  Pat  Human 
Hair  Nets,  Sport 
Veils. 
Cor.    Wellington     and 

York    Sts„ 
Toronto.    Canada. 

Real    HARRIS,     LEWIS    and 
SHETLAND  HOMESPUNS 

Direct    from    the    makers.     Special    liaht- 

■.wmhu    for    Ladies'    wear — all    shades. 
Patterns   and   Prices   on    Application. 

S,  A.  NEVVALL  &  SONS,  Stornoway,  Scotland 

Slate  shade  desired  and  whether  for  Ladies'  or  Gents' 

%&9 

"HOOSIER" 
The  but  36-inch  brown 
domestic  in  America 

Buy  it  by  the  bale; 
tell  it  by  the  bolt 

Indiana   Cotton    Mill* 
Cannelton,  I  nd.  .U.S.A. 

T.  H.  Birmingham  &  Co. 

rw  LIMITED 

'fXh        533  College  St.,  TORONTO 

rfl)  M.keriof 

*jf  Women's  High  Grade 
Neckwear 

"  The  Exclusive  Neckwear  House" 

"EVERYTHING  IN  SILKS" 

M.  Ascher  Silk  Corp. 
Distributors — Iroquois  Silk  Mills 

102    Madison    Avenue,    New    York 

MAKE     THE    BEST    OF    THE 
SPRING  SELLING  SEASON 

by  using 

Wooding' s  Sho-Cards and  Price  Tickets 
G.L.  WOODING.  P.O.  BOX  62,  SALMON  ARM,  B.C. 

W.  J.  COLLETT 

Manufacturers'  Agent 
302  Hammond  Bldg.,  63  Albert  St. 

WINNIPEG 

Wraps  and  Suits  for   Assort- ing. 

Canton  Crepe  Dresses. 
Kitten  Ear  Satin  Dresses. 
Taffeta  Dresses. 

Cotton  Voile  Dresses. 
Silk  Waists. 

The  merchants  of  St.  Cathar- 
ines made  a  very  successful  trade 

tour  of  their  own  city  during 
three  days  of  the  month  of  May. 

Many  of  the  neighboring  towns 
and  villages  were  visited  by  a 

string  of  gaily  decked  cars  bear- 

ing the  slogan  "Buy  in  St.  Cath- 
erines." The  campaign  was  said 

to  be  a  very  great  success. 

An  ingenious  system  for  the 
robbing  of  department  stores  was 
recently  planned  and  has  been 
carried  out  more  or  less  success- 

fully in  Toronto  during  the  last 
few  weeks.  The  manner  in 
which  thefts  were  made  at  five 
different  times  was  as  follows: 

Two  men  would  enter  a  store  and 

secure  a  sales-book.  They  then 

would  go  to  the  department  where 
dresses  were  sold  and  carry  off 
several  dresses.  A  bill  would  be 

made  out  for  the  amount  of  the 

sale  price  of  the  dresses.  These 
would  then  be  brought  with  the 
dresses  to  the  exchange  desk  and 
a  refund  demanded.  Receiving  a 

slip  for  the  sale  price  this  would 

then  be  cashed  at  the  cashier's 
office.  Fortunately  the  thieves 
were  rounded  up  before  much 

plunder    had    fallen    their    way. 

F.  J.  Shields  has  become  gen- 
eral assistant  to  E.  Cummings, 

president  of  Cummings  &  Cum- 
mings, Montreal.  Mr.  Shields  re- 
signed recently  as  advertising 

manager  of  the  Canadian  Fur 
Auction  Sales   Company. 

The  new  $100,000  plant  of  the 
Milton  Worsted  Yarn  Mills  for 
the  manufacture  of  worsted  yarns 

has  commenced  operations  at  Mil- 
ton, Ont.  This  makes  the  tenth 

plant  in  Canada  engaged  in  this 
industry. 

The  only  woman  among  the 

delegates  of  dry  goods  merchants 

now  visiting  England,  is  Mrs.  Lu- 
cinda  W.  Prince,  creator  of  the 
profession  of  retail  salesmanship. 
She  received  a  special  ̂ invitation 

from  Britain's  merchants  to  come 
over  and  tell  them  of  her 
methods. 

VEILINGS  and 
SILK  NETS 

HODGES  &   LETTAU 
232  McGill  St.  Montreal 

FOB    HONEST    VALUE   AND 
SATISFACTION 

CROWN  PANTS 
Will    increase    your   sales.     Our   production 
has   increased  60%   over  former  years. 

CROWN  PANTS 
322    Notre    Dame    West.  MONTREAL 

Bartell  Patent  Pockets 
Used  and  Endorsed  by  59 

Canadian  Clothing  Manu- 
facturers. This  List  can  be had  from 

BARTELL  PATENT  POCKET  CO. 
117  East  34th  St.,  N.Y.C. 

Canada's 

Largest  Makers  of Cotton  Flags 
Write  for  Pricet 

THECOPP,  CLARK  CO. 
517  Wellington  St.  We»t      Toronto 

Manchester  Agents 
will  buy  Cotton  Piece 
Goods  for  Importers 
able  to  produce  from 
own  patterns.  Expert 
knowledge  all  branches 
production  and  finish. 
Cotton  Exchange  at- 

tended daily.  Kenyon 
&  Co.,  32  Hilton  Street, 
Manchester. 

Agents  wanted  by 

leading  English  Manu- facturers, of  Fancy 
Leather  Goods  for  both 
Eastern  and  Western 

territory.  Good  connec- 
tion indispensable.  Re- 

ference to  good  English 
house  required.  Box  94. 

Dry  Goods  Review, 

C/o  MacLean's, 88  Fleet  St., 
London,  Eng. 



142 DRY    GOODS    REVIEW 

I  Specialize  in  Boot  Laces 
for    the   wholesale    trade    in    the    better 

grades. 
Banded   in   pairs,   in   gross   boxes 
Fancy    Cabinets.    100    pairs,    banded    in 

pairs.      These   are   more    profitab'c    than 
bulk    make-up.      Also 

LEATHER    LACES,    all    kinds. 

E.  W.  McMARTIN,  MONTREAL 

Band 
SANITARY    NAPKINS 
Oonreniently  and  attractively  packed:  half 
daaoa  in  J  dozen  cartons:  individual  transparent 
envelopes:    and    compressed    In    individual    boxes. 

Write     for     interesting     prices. 
HYGIEXir        FIBRE        COMPANY 
200  Brouilway      New   York:   City 

Agencies  wanted  for  Great  Britain 
L.  A.  NELSON 

Hosiery  &  Knitted  Goods 

Agent,   Wholesale  and  Export. 

Headquarters.    London,    England, 
59,  Gresham  St.,  E.C.  2. 

Open    to    represent    manufacturers,    all 
classes    except    Summer   Ribbed    Under- 
wear. 

RIBBONS    OF    DISTINCTION 

J-C"  Ribbons  have  peculiar 
charm.  Widely  advertised  to 
t  lie  consumer  under  their 
trade-mark  names  for  the 
protection  of  the  dealer. 

"SATIN  DE  LDXE" 

i*A  6*  /  "TROUSSEAO" 
\?y>\^^t&/y  "LADY    FAIR" •9ANKANAC"    "VIOLET" 

"DEMOCRACY" 
JOHNSON.    COW'DIN   &   CO.,     40   E.   80th    St. 
New    York.    NY.  Made   In    U.fl.A. 

CUSHIONS 
FOR 

Verandas  and  Boating 
At  Special  Prices 

The  Toronto  Feather  &  Down  Co.,  Ltd. 
2154-56-58  Dundas  St.  W.,  Toronto 

B  LAN  K  E  T  S 
PRIESTLEY  BROTHERS 

Blanket  Manufacturers 
GROVE  MILLS  HALIFAX 

Telegrams  and  Cable*,  "Blankets"  Halifax 

Codes,  A.B.C.  5th,  and  Bentley's 

TAPES 
ALL  WIDTHS  AND  QUALITIES 

CARRIED  IN  STOCK 

Walter  Williams  &  Co. 
508  READ  BLDG.,  MONTREAL 

20  WELLINGTON  ST.  W.,  TORONTO 

The  Dressmakers'  Supply   Co. 
Dressmakers'    Supplies 

Better  Quality  Beltings 
Buttons  for  Cloaks,  Suits  and  Dresses 

77  YORK  STREET  -  TORONTO 
Telephone  Adelaide  3292 

John  Baillie,  who  was  recently 

appointed  director  of  the  Merch- 
ants Bank,  is  prominently  identi- 
fied with  many  Canadian  and  in- 

dustrial affairs.  He  is  vice-pre- 
sident and  managing  director  of 

the  Dominion  Oilcloth  and  Lin- 

oleum Co.,  Ltd.;  president  of  the 
Canada  Linseed  Oils  Co.,  Ltd., 

and  director  of  the  Dominion  Tex- 

tiles Co.,  Ltd.,  Penman's,  Ltd., 
Dominion  Glass  Co.,  and  Cana- 

dian  Converters,    Ltd. 

The  Parisian  Corset  Company 

have  just  completed  a  new  fac- 
tory in  Quebec.  Five  hundred 

people  will  be  employed.  Branch 
offices  and  stock  rooms  are  main- 

tained  at   Montreal   and   Toronto. 

Advances  of  100  per  cent,  in 
silver  fox  skins  featured  the  sale 

of  furs  held  by  the  Winnipeg  Fur 
Auction    Company. 

Thomson  Textiles  Ltd.,  a  new- 

ly-organized company,  purposes 
erecting  a  large  plant  at  Whitby 
for  the  manufacture  of  hosiery 
and  other  similar  articles.  This 

firm  has  a  factory  in  Toronto  at 
present  but  this  will  be  moved  to 
Whitby  as  soon  as  that  plant  is 

completed. 

Norman  E.  Brown,  who  has 

been  in  the  employ  of  the  T.  Eat- 
on Co.  for  fourteen  years,  died  on 

May  1.  He  had  served  the  Eaton 
firm  at  Toronto,  Montreal  and 

Winnipeg  and  a  promising  career 
in  the  business  world  was  ahead 
of  him. 

Lancashire  is  optimistic  as  far 
as  the  textile  trade  is  concerned. 

Most  of  the  trade  experts  are  of 

the  opinion  that  once  the  miners 
return  to  work  there  will  be  a 

big  boom  in  the  cotton  trade. 

Red  Seal  Zephyr  Ginghams 
Everett  Classics 

Eden  Cloth  -  Peggy  Cloth  Cheviots 
Sranaard  Woven  Corro.i  Fatfrics 

SMITH.  HOGG  &  COMPANY 
115-117  WORTH   STREET- NEW   YORK 

Bo»ton-77  Summer  St.    Chicago-226  We»t  Adams  St 

SIGN  WRITING 
Do  your  own  card  writing 

Write  for  our  catalogue  which  will  tell  you 
what  you  need.   Best  goods  at  closest  prices 

ARTISTS'  SUPPLY  CO. 
77  York  St.,  Toronto 

Mention  this  paper  when  writing. 

WILL  P.  WHITE,  LIMITED 
Montreal 

137  McGill  Street 

Head  Office: 
Toronto 

65  Simcoe  St. 

Manufacturers'    Agents    and    Distributors 

Textile   and    Smallwares   Specialities. 

Wholesale  and  Manufacturers  Only  Supplied. 

CHILDREN'S 

GARMENT 
DRYING  FORMS 
NON-RUSTING 

PATENTED 
Write  for  Circular 

No.  31 

J.  B.    TIMBERLAKE 

&  SONS,  Mfra. 

Jackson  Michigan 

D  B.  Fisk&Co. Chicago 

MERCHANDISE  » 
New  York  Salesroom : 

Open   Throughout  the  Year 
411  Fifth  Avenue 

When   in  Montreal    call  to  see   us 

at  our  New  Address 

Fraser  Publishing  Company 
Rooms  404, 405, 406  Southam  Bldg.,  128  Bleury 

Just  a  few  doors  north  of  our  old  address 

Are   you    using    1921    Textile    Products Directory  ? 

.Sm/illw/ires 
j    AND  — Hosiery 
The  Robert  Hyslop  Co  lussp 

HAMILTON  ONTARIO 

Manufacturer  a 
329-331  Fourth  Ave.,  N.  Y. 

SUPERBA  BINDING 

BRAIDS,  CORDS,  DRESS  TRIMMINGS 

Fred  Jones  &  Company 
Manufacturers  and  Importers 

Babies'  Hand  Crochet  Goods  Notion* 
Babies'  Hand  Knit  Goods  Novelties 

Art  Needlework  Materials 

Room   712,  Empire   Building; 

64  WELLINGTON  ST.  WEST,   TORONTO 
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Choir  Gowns 
The  Best  in  Design 
The  Best  Made 
The  Most  Reasonable    in   Price 

HARCOURT  &  SON,   LIMITED 
103  King  Street  W.,  Toronto 

CLIMAX  PAPER 
BALERS 

ALL  STEEL-FIREPROOF 
"Turn*    Wait* 

into  Pro/it" 12  SIZES 

Send  for  Catalog 

CLIMAX  BALER  CO. 
Hamilton,  Ont. 

STERLING  DRESS  CO. 

Popular-Priced  Ladies'  and  Misses' DRESSES  and  SKIRTS 
220  KING  ST.  WEST  -  TORONTO 

ADELAIDE  3857 

SILKS 
I  represent  in  this  country  some  of  the 
most  reliable  Manufacturers  of  High- 
Grade    SILKS,    in    plain,    fancy    weaves.       • 

Quality    and   Novelty    is    my   motto. 

J.  H.  GAGNON 
108  Dandurand  Bids:.        Montreal 

GERSTENZANG   BROS. 

Popular  Priced 
Flowers  and  Feathers 

670-674  Broadway,  NEW  YORK  CITY 

LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines, 
Window  Decorations,  Japanese  and 
Chinese  Decorations,  Papier  Mache 
Novelties,  Electric  Lighted  Flower 

Bushes.  Write  for  our  Catalogue.  It's 
free  for   the  asking. 

The  Botanical  Decorating  Company 
(Incorporated) 

208  W.  Adams  St.,  Chicago,  111. 

An  Excellent  Range  of 

New  Patterns  in 

Floor  Oilcloth 
Ready  for  Spring  Delivery 

Canadian  Linoleums 
&  Oilcloths,  Limited 

Montreal  Office: 

128  Bleury  St. 

Factory: 

Cornwall,  Ont. 

JOSEPH  G.  HAWA  &  CO. 
367  St.  Catherine  St.  W.,  Montreal 

The  death  of  Charles  S.  Meek 

took  place  in  Vancouver  on  April 
10.  Mr.  Meek  was  at  one  time 

associated,  in  the  ,'financial  idfe- 
partment,  with  the  dry  goods  firm 

of  Sampson,  Kennedy  and  Gen- 
nell.  He  was  appointed  while  in 
that  position  from  among  100 
competitors  to  managership  for 
Canada  of  the  New  York  firm  of 

Stewart,  Howe  and  May,  whole- 

sale dealers  in  women's  wear. 
This  was  afterwards  known  as 

the  firm  of  Stewart,  Howe  and 
Meek.  Eleven  years  ago,  Mr. 
Meek  started  in  business  as  an 

importer  and  exporter  of  goods 
from  and  to  China,  Japan,  India, 

the   Philippines  and   New  Zealand. 

A.  J.  Freiman,  Ottawa,  is  hold- 
ing this  month  a  ten-day  sale  of 

greatly  reduced  merchandise.  He 
has  also  published  a  booklet 
crammed  with  newsy  descriptions 
of  the  various  lots  offered.  This 
has  been  written  in  French  and 

English  and  distributed  among 
25,000  homes. 

When  Miss  Alison  McBain  re- 
cently posed  as  the  New  York 

University  Girl  for  the  endow- 
ment fund  for  that  institution,  she 

was  recognized  as  the  same  young 

lady  who  has  posed  for  thousands 

of  advertisements  of  women's 
wear    throughout    the    country. 

The  conference  of  the  Associa- 
tion of  Garment  Workers  at  the 

King  Edward  Hotel  was  a  very 
interesting    affair    of    this    month. 
The  recent  petition  of  the 

Northern  Warren  Corporation 

to  the  Exchequer  Court  of  Can- 
ada for  permission  to  register 

"Cutex"  as  a  general  trade  mark 
was  granted  under  the  ruling  that 
a  trade  mark  may  be  registered 
with  a  limitation  to  exclude  cer- 

tain classes  of  goods  for  which  a 

specific  trade  mark  not  abso- 
lutely similar  has  been  regis- 

tered. 

COTTON  PANTINGS  AND  SUITINGS 
for  Manufacturers  only 

GANSEMAN  &  DeMYTTENAERE 
MOUSERON,  BELGIUM 

MAKERS  OF  LEADING  LINES 

G.  C.  EGAN  CO.,  LIMITED 
18  St.  Helen  St.,  -  MONTREAL 

Sole  Canadian  Representatives 

PENNANTS,  PILLOW-TOPS 
and 

CHAIR-PADS 
MADE  BY 

Canadian  Manufacturing  of  Novelty 
49-51  Boucher  St. MONTREAL 

J.  CHANANIE 
Wholesale  Dry  Goods  Importer 

has  removed  to  larger  and   more  central  premises  at 

323  NOTRE  DAME  ST.  WEST 
MONTREAL 

where   he  will  render   still  more   efficient  service  than 
in  the  past 

MESH  BAGS  in  Silver  and  Gun  Metal 

Finish.  METAL  FRAMES  for  Ladies' 
Hand   Bags. 

Made  in  Canada  for  the  Canadian  Trade 

WHITING  &  DAVIS  CO. 
SHERBROOKE,  QUE. 

Western  Buyers 
Keep  your  eye  open  for  our salesmen.  They  are  coming 

your  way  shortly  with  a  full 
range  of 

Fall  Millinery 
and  Millinery  Accessories,  in- 

cluding an  extraordinary  as- 
sortment of  novelties  in 

Hats,    Silks,  Ribbons, 
Flowers,  Feathers, 

Ornaments 

Make  sure  your  name  is  on 
their  calling  list. 

JOS.  LEONE  &  CO. 
17  St.  Helen  St. MONTREAL 
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Bain,  Allen  S.,   Co    88 
Baker  &   Co.,  Richard  L   17-18 
Bastard,  J.  &  \V    31 
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Ingersoll   Knitting   Company    ....      86 

Irish    Linen    Society      12-13 
J 

Jamieson    &    Co.,   Alexander    ....    119 
Jauffred    &    Gariel           40 
Jennens,  Welch   &   Co.,  Ltd       39 
Jerseys,    Ltd        82 
Johnston,    Crowdin    &    Co      142 
Jones   &   Co.,  Fred         142 
Jones  Bros.  &   Co.,  Ltd      110 

K 

Kelly  T.   K.   Sales   System          21 
Kent-McClain    Ltd   9-109-123 
King  Silk   Co.,  A.   S.,  Ltd         2 
Kenyon    &.  Co      141 
King    &    Co.,   John           38 
Kidmar   Hosiery    Co       34 

Knight,  T.  K.   Co       24 
L 

La   Mode   Dress   Co     129 
Lamson     Co      Ill 
Lazare  &  Novek      129 
Leone  &   Co     143 

M 

Maclean,  W.  G        37 
Martin    &    Co.,   P.   P.,  Ltd          4 
Menkin,  Inc.,  S      140 
McElroy   Mfg.  Co      129 

Mclntyre  Son  &  Company      16 
Merit    Shirt    Co    129 
McMartin  &  Co.,  E.  W    142 
Miller  Mfg.  Co    140 
Miller  Men's   Wear  Ltd    140 
McGregor   &   Co.,  J.   C    34 
Monoker  Dress  Mfg.  Co    129 
Monarch  Knitting  Co.,  Ltd    87 
Montreal   Waterproof  &  Clothing 

Co    133 
Morten  &  Co.,  Robert      36 
Morton,    Sundour   Ltd. 

Inside  front  cover 

Moulton  Mfg.  Co.,  Ltd    136 
Mouterde,  Chas    44 
Moyer,   Walter   W    136 
Moyer,  A.  W.  &  Co   
Muser  Bros.  (Canada)  Ltd    8 

N 

National   Cash   Reg.   Co    105 
Nelson,  L.  A    142 
Newall  Mfg.  Co.,  S.  A    141 
North  American  Dye   Corp    20 

O 

Oxford   Knitting   Co    78 
Oxford   Mfg.   Co    88 
Orkin,  J.  M.,  Ltd    94 

P 

Phoenix  Novelry   Co    97 

Prime    &    Rankin,   Ltd   120-121 
Priestly  Bros    142 
Pugh  Specialty  Co    139 
Pullan   Mfg.    Co.,   Limited       131 

Q 

Quigley   Knitting     Mills    Limited 
Inside   back   cover 

R 

Racine,  Alphonse  Ltd    6 
Reid   &  Co.,  C.  F    132 
Rettie    &    Smith,   Ltd    129 
Rigg  Brothers,  Ltd    29 
Ritchie   &   Co.,  John   E    20 
Ritchie  &  Co.,  H.  P    19 
Rodden  F.  A.  &  Co    141 

S 

S.  &  D.  Dress  Co    129 
Scott  Bros.  &  Co    33 
Scott  &  Co.,  Peter,  Ltd    27 
Smith,   Hogg   &   Co    142 
Smith,  Geo    140 
Sterling  Dress  Co    143 
Stoffell  &  Co    11 

T 

Timberlake  &  Sons,  J.  L    142 
Thompson  Lace   &  Veiling      141 
Toronto  Feather  &  Down  Co    142 

V 

Victoria  Rubber  Co    130 

Vogue  Waist  Co    89 
W 

Warner   Bros    100 
Westlake    Bros.,    Ltd   
Western    Leather    Goods    Co.    ...  96 

Western    Veiling    Co    140 
Whiting    &    Davis       143 
Williams    &    Co.,  Walter,  Ltd.   41-142 
Wilson  &   Co    40 

White,    Ltd.,    P    142 
Wooding,  G.  L    141 
Wright  &  Sons,  Wm.  E.,  Co    101 
Wrinch    McLaren    Company       101 

Why  Have  Those 
Unnecessary  Delays? 

All  kinds  of  Cash  and 
Parcel    Carriers 

Gipe-Hazard  Store  Service 
Co.,  Limited 

113  SUMACH  ST.,    TORONTO,  ONT. 

Every  merchant  is  concerned  in  a  greater  or  lesser  degree  as  to  the  best 
method  of  recording  sales  and  conveying  money  between  customers  and  the 
;ash    office. 

We  have  an  attractive  catalogue  showing  a  variety  of  Cash  Carriers  that 
we  manufacture  to  suit  the  various  positions  they  are  intended  to  occupy.  If 
you  are  at  all  interested,  and  will  drop  a  line,  you  will  receive  one  of  these, 
illustrating  something  more  rapid  and  superior  to  any  other  system  you 
have   ever   used. 

There  is  also  a  circular  briefly  explaining. 
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A 

Dame  Fashion's Latest  Creation 
The  Brushed  Wool  Cape 

Last  season  the  merchant  who  got 
into  the  brushed  wool  scarf  game 
early  reaped  a  harvest. 

From  the  brushed  wool  scarf  the 

brushed  wool  cape  has  evolved,  and 

to-day  they  are  among  the  smartest 
things  shown  on  Fifth  Avenue — and 
in  California  they  are  the  rage. 

As  usual,  QUIGLEY  leads  the  van 
in  Canada,  and  QUIGLEY  capes  are 
going  to  to  be  even  better  business 
producers  for  our  customers  than  our 
scarves  were  last  fall. 

Styles  that  are  extremely  popular 
in  American  cities,  invariably  prove 
big  severs  in  Canada.  | 

DON'T  DELAY 
Wire  your  order  for  a  dozen  assorted.  If 

you  don't  like  our  selection-  of  colors — send them  back. 

BUT  DON'T  WAIT 
Send  us  your  order 

Quigley  Knitting  Mills LIMITED 

78  East  Dufferin  Street 

VANCOUVER,  B.C. 

II 

WM 



P  R  Y     GOODS     REVIEW 



nRYQoops  Review 
Volume  XXXIII Toronto,  Canada,  June   1921 Number  6 

taom>ox&x>m>mx>ooQO'o<>x>^^ 

The  Return  of 
Black  Stockings 
to  fashionable 
wear  bids  fair  to 
have  a  long  innings,  for  there  is  no 

Hosiery  more  refined  in  effect  and  com- 
fortable in  use,  than  Black  Cotton  or 

Thread    Stockings  or   Socks  dyed    with 

Hawleys 
Hygienic 
Black: 

British  Dye 
FOR  COTTON  AND  THREAD 
STOCKINGS       AND       SOCKS 

You  can  assure  your  customers  that  in  wash  and  wear 

there  is  no  fear  of  Hawley-dyed  Stockings  or  Socks 
becoming  blue  black,  green  black,  brown  black,  or 

anything  else  but  Black  Black. 

Hawley-dyed  Stockings  and  Socks  can  be  obtained 

through  the  usual  wholesalers,  in  a  variety  of  makes 

and  finishes  for  all  classes,  all  seasons,  and  every  wear. 

Every  pair  is  stamped  with  the 

name  •' Hawley's" 

ENQUIRIES    FROM     THE 
TRADE      ARE      INVITED 

Sole  Dyers  {to  the  Trade  only) 

A.    E.    Hawley  &   Co.,    Ltd. 
Hosiery  Dyers,  Bleachers  and   Finishers 

Sketchley  Dye  Works  HINCKLEY,  ENG. 

100000000000000000000000000000000000000000000000000000000000000000000000000000000001 
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For  Curtains  and  Furniture 

Coverings   of   enduring  beauty 

SUNDOUR 
UNFADABLE 
FABRICS 
The  Colours  of  these  beau- 

tiful Fabrics  are  guaranteed 

absolute  fast  against  sun 
or  wash  and  the  Fabrics  are 

made  in  Casement  Cloths, 

Reps,  Damasks,  Chenilles, 

Madras  Muslins,  Tapestries, 
etc. 

MORTON   SUNDOUR  FABRICS  LTD. 
CARLISLE,   ENGLAND 

89  Newgate  Street  ::  London,  E.C. 

Canadian  Representative  :   G.  I.  KITCHEN,  72  Bay  Street.  Toronto 
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Make    Us  Your 

Stockroom 
Besides  being  a  Dry 
Goods  Warehouse, 
Greenshields  is  an 

organization  of  buyers 
who,  having  access  to  the  Markets  of  the  World, 
place  at  your  disposal  the  best  that  is  to  be 
obtained. 

SUCCESS     IS    NO    ACCIDENT 

Ask  any  of  our  customers  why  Greenshields  Limited 
is  the  largest   house  of  its  kind  in  Canada. 

ACTION     NOT    WORDS 

not  what    a    firm    says — It    is    what    a    firm It    is    not  wnat    a 

does   that   makes   it  grow. 

GREENSHIELDS    LIMITED 
"Everything  in  Dry  Goods" 

Sales  Rooms  from  the  Atlantic  to  the  Pacific. 

17,  VICTORIA  SQUARE   -    -    MONTREAL. 

ISffll'ili 

!  ftfetaL 
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The 

Smartest 

for Summer
 

and 

Autumn 
in  brilliant  or 

subdued  shades 

elaborate  or 

simple  designs. 

King  8>ilk  (Emnpamj iCunitrft 

-*" — vw 

**©hr  &ilk  Bjonse  nf  (Eannfta" 

UNUSUAL   VALUES in 

JAPAN 
and 

CHINA  SILKS 

CHARMEUSE 

DUCHESS  SATIN 

GEORGETTES 

CREPE  DE  CHINES 

FANCY  STRIPES 

PLAIDS 

FANCY  TRIMMING 

SILKS 

PYJAMA  SILKS 

SILK  SHIRTINGS 
and 

WASH  SATINS 

Novelty  Silks 
in  profusion 

Our  Plain 

Staple  Silks 

Colored 
and  Black 

are  the 

best  value 

to  be  had 

in  the  land 

A.  5.  King  S>ilk  (Snmpany,  IGimiteft 
59-61  Wellington  St.  West,  Toronto 

Foreign  Offices: 

Zurich,  Switzerland         Yokohama,  Japan 
Lyons,  France  Chefoo,  China 
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HE  hot  weather 
demands  will 
n  ecessi  t  ate 

quick  renewal 
of  many  of  your 
lines. 

A  large,  well  assorted  stock,  prices  guar- 
anteed to  be  to-day's  value  and  over  fifty 

year's  experience  in  selecting  Dry  Goods  for 
all  classes  of  trade  in  Ontario  and  Quebec, 
enables  us  to  supply  your  daily  requirements 
satisfactorily  and  with  despatch. 

John  1VL  Garland,  Son 

&  Co.,  Limited 

o 

Ottawa Canada 
Wholesale    Dry    Goods 
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Popularity  of  Sports  Clothes 
_    Has  increased  demand     M 
m   For  Cashmere  Hosiery    w 

In   Heather    Mixtures 
This  Season- 

# 

— and    the     smartest,      best     fitting     hosiery     made 
in     heather    mixtures     as     well    as    plain    colors,    is 

A*B*C    Hosiery 

Autumn   will    increase  the   demand   for  this   popular 
style.      Have  you    a    good    stock    on    hand  ? 

Our   A. B.C.    Lines   for    children   have    no  equal    for 
quality    and    durability. 

Every  pair  of  A.B.C.'s  is  seamless, with    reinforced    heels    and    toes. 

For    Women— Three   good    shades 
in  heather. 

For  Men — Half  hose,  all  sizes,  plain 
and  heather. 

For  Children— 1    and    1    rib;   black, 
white,   brown.     Sizes  4  to  10. 

Made  by 

Allen  Bros*  Co.,   Limited, 
883   Dundas  St.,    East, 

TORONTO. 

Selling  Agents  for  Canada — 

Wm.    G.    EVIS   &   COMPANY, 
28  Wellington  St.  West   ::    TORONTO. 
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To  the   Hosiery  Dealer 
Do  not  place  your 
Fall  orders  for  silk 

Hosiery  until  you 

have  seen  our  com- 

plete range  of   Winsome   Maid 

lines.  Every  season 
we  have  something 
new  and  attractive 

to  show,  and  this 
time  we  have  ex- 

celled in  smart 

style  and  beautiful 

quality. 
Our  travellers  will 
call  on  you  shortly 

with  new   
Winsome  Maid 
samples  and  you 
will  find  that  our 

wide  range  of  style 
and  colors  cover 

every  requirement. 
Selling  Agents  : 

Wm  G.  EVIS  &  CO.,  28  Wellington  St.,  West,  STANLEY  McLEOD,  543  Granville  St.,  Van- 
Toronto.  Western  and  Northern  Ontario;  couver,  B.C.  British  Columbia  ;  Alberta  and 
Quebec  ;  Maritime  Provinces  and  Manitoba.  Saskatchewan. 

H.  SWITZER,  193  Sparks  St.,  Ottawa.     Eastern  Ontaria  and  Montreal. 

ALLEN!  SILK    MILLS    LIMITED 
43  Davies  Avenue      -     -      TORONTO 

"CANADIAN  GOODS  ARE  BETTER." 
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"Novelty" 
Anew  article;  an  inovation ;  of 

recent  origin  or  introduction. 

Standard  Dictionary 

•  i 

■-^■^.., 

7:  ■"■  '■;':  •■ 

T HE  word  "Novelty"  has  almost  ceased  to  mean  anything  to  the  modern buyer.  Anything  that  is  not  absolutely  a  well-known  and  recognized  staple 
is  labeled  with  this  much-abused  word  and  thrust  upon  the  market. 

There  is  one  certain  way  of  knowing  you  are  being  offered  Novelties  in  the  truest 
sense  of  the  word.  This  is  to  know  the  firms  that  introduce  a  wholly  new,  different 
and  individual  line  each  season. 

The  acknowledged  leader  among  firms  of  this  character  is  that  of 

MUSER  BROS.  (CANADA)  LIMITED 
12  St.  Helen   Street,  Montreal. 

With  Branches  in 

New  York       Boston       Philidelphia      Chicago      London      Nottingham      Paris      Calais 
Baltimore  Los  Angeles  San  Francisco  Caudry  Le  Puy  St.  Gall 

we  have  access  to  the  markets  of  the  world  and  thus  we  form  our  far-famed 
collection  of  Blue  Star  products  that  is  the  last  word  in  originality,  quality 
and   good    taste. 

Laces 

Embroideries 

Dress  Trimmings 

Georgettes 

Chiffons 

Our  extensive  buying 
power  enables  us  to 

present  these  Novel- 
ties at  attractive  prices 

Ribbons 

Wash   Goods 
Handkerchiefs 

Brassieres Hosiery 

.^O###tf^.Cf«0C^»»X^0*^^^ 

Immediate  delivery 
on  all  fashionable 
merchandise. 
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The  Hoover  Resale  Plan  Has 
Boosted  This  Department 

Stored  Sales  1100% 

.rf*- 

The  oldest  Hoover  dealer  in  Canada, 

the  big  department  store  of  Thos.  C. 
Watkins,  Limited,  at  Hamilton,  in 

September  of  1919  adopted  the 
Hoover  Resale  Plan. 

During  the  first  eight  monthsof  1919, 
they  had  sold  20  Hoovers.  From 
September  to  December  31,  on  our 
Resale  Plan,  their  sales  rose  to  100, 

while  in  1920  they  disposed  of  343. 
The  gain  is  more  than  1 1 00  per  cent. 

The  Hoover  Suction  Sweep 
Factory  and  General 

This  is  one  of  the  series  of 

striking  illustrations  ap- 

pearing in  Hoover  national 

ing.  Cher  six  hun- dred thousand  o/Hodvt  rj  nil 

pages  are  circulated  monthly 
through  leading  magazines 

This  record  was  made  in  company 
with  substantial  increases  in  sales  on 

the  part  of  three  other  dealers  oper- 
ating on  the  Hoover  Resale  Plan  in 

the  same  city! 

Throughout  the  Dominion,  Hoover 
dealers  on  the  Resale  Plan  are  making 
their  sales  of  this  efficient  cleaner  a  big 

and  growing  factor  in  their  businesses. 
The  Hoover  Resale  Plan  can  do  as 

much  for  your  store  as  for  the  others. 

er  Company  of  Canada,  Limited 
Offices:  Hamilton,  Ontario 

<dhc  HOOVER It  Beats as  it  Sweeps       as  it  Cleans 
For   operation    on   farm   lighting  or  private  electric  plants  The 
Hoover  is  equipped  with  special  low  voltage  motors  at  no  extra  cost 

The  Hoover  lifts  the  rug  from  the 

floor,  tike  thts  —  gently  beats  out  its 
embedded  grit,  and  so  prolongs  its  life 

nm 
MADE   IN  CANADA— BY   CANADIANS  —  FOR  CANADIANS 
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Ladies' 

Ready-to-Wear 
including 

Dorothy 
Frances 
Waists 

and  a   complete 

assortment    of 

Wash  Goods 

Seasonable  Goods  § 

=  1 

Ladies5  and  Gentlemen's  q Silk  Hosiery.  § 
■  ■ 

Men's  Balbriggan  Shirts, 
Drawers,     Combinations, 

Alt  Styles. 

■  ■  ■ 

Ladies'  and  Children's  Undertuear 

HODGSON     SUMMER     8c 
83-61  St.  Paul  St.  West  21  St.  Sulpice  St. 

MONTREAL 

CO.,    LIMITED 
84-92  LeRoyer  St. 

Q                                                                                             SAMPLE  ROOMS:  S 
7  Charest  St.,  QUEBEC          Windsor  Hotel,  OTTAWA  Carlaw  Bldg .,  28-30  Wellington  St.  West,  TORONTO  « 
Can.  Bank  of  Commerce  Bldjj.,  THREE  RIVERS  Metropole  Building,  SHEREBROOKE  Cf 

0          503  Mercantile  Bldg.,  VANCOUVER  50  Bon  Accord  St.,  MONCTON,  N.B.  ̂  
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UNIT   FIXTURES 
INTER-PLACE^ABLE 

One      '  Unit  '     or   One    Hundred- 
They    are    all    INTER-PLACE-ABLE 

Write    for    Illustrated    Catalogue. 

(Toronto  ShowCasf  Co)    Lllliitra 
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OTTAW A 
111   Spurts  St. 

Mil 

HAILEYBLRY 
Matabanick 

Hotel 

SUDBURY 

Nickle  Range 
Hotel 

"Bread  and  Butter"  Lines 
The  Life-Blood  of  Your  Business ! 

Keep  that  Life-Blood  Circulating 
by    selling 

Racine's  Fast  Moving  Sta p]es 
Quality  that  makes  customers 
permanent. 

Values  that   cannot  be  surpassed. 

Racine's  merchandise  is  the  Puls- 
ating influence  that  builds  up  in  his 

store  a  healthy,  happy  business, 
and  earns  for  him  a  plentiful  supply 

of  "bread  and    butter.'' 
Visit  our  nearest  salesroom  and   see  for 
yourself  the  opportunities  offered  in  our 

Fourteen   Departments  : 

QUEBEC 
Merger  Bldft. 

ITORONTO 
123  Bay  Street 

SYDNEY,  N.S. 
269  Charlotte 

Street 

RIVIERE  DU  LOUP 
Hotel  Anctil 

CHARLOTrETOWN 

P.E.I. 
Queen  and  Sydney  Sts. 
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TRANSPARENT  ORGANDIES 

Batistes 
Fine  Muslins 
Nainsooks 
Voiles 

Jaconas Crepes 
Fancies 

Dotted  Swisses 

"IT  IS  STOFFELS 
— the  finest  praise  that  can  be  bestowed  upon  an  organdie 

STOCK  CARRIED  IN  TORONTO  IMMEDIATE  DELIVERY 

To  the  Wholesale  and  Manufacturing  Trade  only. 

HERON  &  TAYLOR 
77   York  Street 

Toronto 

Sole  Agents  for  Canada 

DC 
]□: 
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IRISH 
feto 

M  P 

This   Hallmark — Applied    to    Pure 
Flax  Irish  Linens — Will  Be  OneptZ, 
the  Greatest  Sales  Assistants  That  S 
the  Linen  Buyers  Have Ever  Ha#W^ 
Women   no   longer  trust 

ally    skeptical     about     "  Li 

Finishes"   and   "as-good-as- 

ent    and    are    natur 

Hfc^-j/ftiaay  ,M3m6i 

e»j,jA 

<y\ 

he$fcha\X  betfn   offered  \™:'^^J.v 
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With  this  seal  of  Purity   to   reassure   her— half  the 
sales   resistance   is  overcome. 

This     will     mean     as     much    to    her 

"Sterling"   on    Precious   Metal. 

The  possibilities  that  this  step  opens 

appreciated  by  all  people  interested  i 

great   linen   department. 

When    you    order    your   Irish    Linens— 
they  be   marked   with   this   Seal. 

_^-— - — ■   -.J 

_   ^ —  ^^-^w! 
m  IRISH  LINEN  SOC 
Jt-\  v<»~V.  ̂ -.        BELFAST     IRELAND 

"mm 

/ 

American  Office  and  Information  Bureau 
231  West  39th  Street  New  York 

7<Z.ZS^2>0 

\RISH 
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The  House  of  Dry  Goods  Values 

P.  P.  MARTIN  &  CO.,  LIMITED 
42-58  ST.  PAUL  STREET  WEST,  MONTREAL 

1 
In  visiting  the  market  for  your  Fall  buying,  you  will  save  time,  money  and  energy 

and  secure  most  satisfying  merchandise  by  starting  as  your  first  call  at  this  house. 

You  will  find   in   our   twelve  departments,  the   best   in   the  market ;  qualities  that 
compare  favorably  and  prices  to  meet  all  competition. 

DEPARTMENT   "A" Printed   Cottons,    Bleached    and    Unbleached   Cottons,  Ticks,   Ginghams, 
Remnants,  Denims,  Flannels,  Cotton  Thread,  etc 

B 

Serges,  Tweeds,  Homespuns,  Beavers  Sealettes,  Canvas,  etc. 

C 

Dress  Goods,  Velvets,  Muslins,  Sateens,  Lawns,  Linings,  Say  Cloth,  Cash- 
mere, Silks,  etc. 

D 

Ribbons,  Laces.  Embroideries,  Buttons,  Braids,  Trimmings,  etc. 

E 

Ladies'    and    Misses'     Hose,     Sweaters,     Gloves,    Underwear,    Bathing Suits,  etc. 
F 

Carriage  Robes,   Men's   Socks,    Pants,   Smoking   Jackets,  Shirts,  Collars 
Underwear,   Bathing   Suits,   Sweaters,   Moccasins,   Overalls,   Braces,  Gloves. 
Belts,  Handkerchiefs,  Umbrellas,  Yarns,  Raincoats,  etc. 

G 

NOTIONS — Elastics,  Pipes,   Purses,  Brushes,   Whisks,    Brooms,  Mirrors, 
Flags,  Dress  Fasteners,  jewellery.  Mouth  Organs,  Violin  Strings,  Dolls,  Per- 

fumery, Silk  Threads,  Drugs,  Hardware,  Stationery  Sundries,  Manicure  Sets, 
Electrical  Goods,  etc. 

H 

Oilcloths,    Carpets,    Rugs,    Felts,    Linens,    Curtains.    Blankets,    Napkins, 
Towels,  House  Furnishings. 

K 

Ladies'    White    Wear,    Collars,    Handkerchiefs,   Ready-to-Wear    Aprons, Umbrellas,  Raincoats,  Blouses,  Kimonas. 

1 
1 

I 
! 

I I 

Sample   Room. 

Wrapping  Paper  and  Twine. 

Adjusting  Bureau. 

L 

M 

V 

Salesrooms 
Quebec:  9  and  11  Rue  Charest,  Tel  Bell  2545 
Sherbrooke:  103  Wellington  St.,  Tel.  Bell  34 
St     Hyacinthe:  234   Cascade    St.,  Tel.  Bell    541 

Ottawa:  25  Sparks  Street  Tel.  Queen  3874 
Three  Rivers:  82  Royal  Street,  Tel.  Bell  362 
Toronto:     152    Bay    Street,    Tel.  Adelaide  6349 
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Incidentally- 

Our  quarter  century' s- 
Experience- 
Means  a  whole  lot- 

In  the  efficient  handling' 
Of  YOUR  sale- 
For  It  assures  - 

A  thorough  kn ow ledge - 
Of  that- 
Uncertain  element- 

The  buying  public. 
Pact  is- 
We  overlook  NOTHING- 

In  YOUR  sale- 
That  insures - 

It's  complete  success- 
And  your  SATISFACTION. 

That's  one  re as  on - 

Why  we've  been- 
In  business- 
For  a  quarter  century. 

I'd  tell  you- 
All  about- 
KELLY  service - 
If  I  had  the  coupon. 

fZCf$£&&&i 

W-**fl»-«B>(iec»»frr,«,»^*»5f^>^,.^^^^ 

T.  K.  Kelly  Sales  Syster 
2548  Nicollet  Ave. 

J  Minneapolis.  Minn. 
i 

Size   of    my    stock   

Name   

You  Use 

GLASS 
—  then  consult 

u*  about  your 

requirements. 

PLATE  GLASS 

for 
SHOW  CASES 

SHELVES 

DISPLAY  COUNTERS 

MIRROWS 

SHEET  AND  FANCY 

ART  GLASS 

ZOURI 
Safety  Set 

Metal  Store  Front  Construction 

Our   latest   Catalogue   is   sent  free  to 
all  retailers. 

Write  for  your  Copy  to-day. 

City -Otatc 

u-TaJ^jvi^-.t^^iii^fcy 

CON  SO  L I  DAT  E  D 
PLATE  GLASS  CO 

OF     CANADA     LIMITED 
WINNIPEG  TORONTO  MONTREAL 
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The  Responsibility 
Of  Leadership 

Generations  ago  "Old  Bleach"  pure  Irish 
linens  attained  pre-eminence  through  purity 
of  fabric,  quality  of  workmanship  and 
originality  of  design. 

In  the  "Old  Bleach"  factories  this  is  the 
governing  idea  —  "No  compromise  where 

quality  is  concerned." 
You  do  not  have  to  sell  "Old  Bleach"  linens 
on  a  competitive  basis  use  them  as  the 
leading  line  in  your  linen  department,  to  set 
the  sales  pace. 

The  'Old  Bleach"  combination  of  quality, 
beauty  and  value  will  justify  you  in  pushing 
this  fine  merchandise  as  a  means  to  secure 
local  linen  dominance. 

The  "OLD   BLEACH"  LINEN  CO.,  Ltd. 
Reg.   Trade  Mark 

23-25  East  26th  Street  -:-  -:-  NEW  YORK 
Canadian  Representative:  W.  H.  STELEY 

22  West  Wellington  Street.  Toronto,  Ont. 

^M& 

■ 
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MR.  MERCHANT 
ARE  you  one  of  the  ones  fortunate  enough  to  have 

■**'  placed  your  requirements  for  Griffin  Chamo 
Suede  Gloves  before  the  production  of  this  famous 
brand  was  booked  up  for  1921  delivery? 

Wis Limited 
TORONTO ONTARIO 

lueetO; 

Glove  Silk 
HOSIERY 

WE  are  pleased  to  advise  that  we  can  again  supply  the  ever  popular 

"Queen  Quality"  Glove  Silk  Hosiery.  This  is  possible  owing  to 
additional  machinery  in  our  mill.  This  line  has  been  off  the  market 

for  some  seasons  past  because  the  entire  production  of  all  machines  was  neces- 

sary to  supply  the  demand  for  "Queen  Quality"  silk  gloves. 

These  hose  are  featured  in  all  the   colors  that   are   in   demand.      Get   your 
order  in  early  for  delivery  starting  July. 

St.  Catharines  Silk  Mills 
Limited 

ST.  CATHARINES,  ONTARIO 
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HOSE 

THE  latest  feature  of  this  popular  brand  is  the  three  quarter  length 

"Scout  Hose"  which  we  are  supplying  for  immediate  delivery. 
This  is  made  in  heavy  1/1  rib,  with  the  durability  necessary  for 

boys.  Fine  1  1  rib  mercerized  for  girls  and  a  flat  knit  with  ribbed  turn 
cuff.     Get   your  order   in   before  the   supply   is  exhausted. 

Hose 
rpNDONWADY      IQNDONfASS      fONDONfAD      fONDGNMAN 

cliliZ     LONDON  HOSIERY  MILLS  umlted    L0°™£2 

An  Ever  Increasing 
  Demand   

is   being   experienced   for 

Venus  Silk  Hosiery 
IT  owes  its  popularity  not alone  to  its  excellent 

appearance  but  to  its 
"Wearability."  This  brand 
is  supplied  in  a  wide  range 
of  colors  including  all  the 

popular  shades  to  match 
the  fashionable  shoe  color- 
ings. 

Venus  Silk  Hosiery  Mills 
Limited 

Toronto    -    -    Ontario 
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The  Fine  Scotch  Underwear 
with  the  Fine  Scotch  Finish 

OESCO  is  wool,  pure  new  wool,  fine  quality 

wool,  and  few  who  see  it  on  the  dealer's  coun- ter can  resist  its  charm.  But  practical  people 

look  for  more  than  comfort..  .'They  demand  dur- 
ability, and  they  have  it  in  Pesco. 

PESCO  is  durable  because  Pesco  wool  is  selected 
for  its  long  staple,  and  because  after  spinning  it 
is  twisted  two  fold,  three  fold  or  four  fold, 
according  to  weight  required.  Moreover,  the 
garments  are  not  knitted  the  same  thickness 
throughout,  but  are  reinforced  at  parts  liable  to 
strain  such  as  seats,  knees  and  elbows  by  the 
introduction   of   an   additional    thread. 

There  is  thus  no  doubt  about  the  wear  of  Pesco. 
It  is  immensely  satisfactory.  It  is  conspicuously 
sound.  It  makes  its  wearers  friends.  The  buy- 

er who  wrote  (original  on  file):  "You  may  be 
sure  I  have  some  faith  in  your  makes;  I  have 
worn  a  suit  of  Pesco  for  eight  consecutive  win- 

ters and  there  is  not  a  crack  in  them,"  was  not 
hierely  giving  a  testimonial,  but  expressing  the 
enthusiasm  for  Pesco  which  it  everywhere 
inspires! 

Sole  Makers: 

Peter  Scott  &  Co.,  Ltd. 
Hawick Scotland 

London  (England):  Carey  House,  Carey  Lane,  E.C.  2. 

AGENTS  IN  CANADA: 

Messrs.  C.  &  A.  G.  Clark,  35   Wellington  Street   West,  Toronto. 
Mr.  R.  C  Poyser,  418  Kings  Hall  Building,  St.  Catherine  Street 

West,  Montreal. 
Messrs.  Hanley  &  Maskay  Co.,  Himtnond  Building,   Winnipeg 

The  Pesco  Range 

obtainable  In  Pure  Wool  and  Silk 

ami    Wool    textures — For  Ladies  —  Combinations,  Vests. 
Spencers.  Bodices.  Drawers.  Knick- ers. Nightdresses.  Rib  Vests,  etc., 

etc. For  Children  — ■  Combinations,  Nieht- 
dresses.  Sleeping  Suits.  Shirts. 
Troiisers.    Knickers,    etc..    etc. 

For  Infants  —  Binders,  Wraps,  Kilt- 
lets.   Gowns,   etc. 

For     Gentlemen    —   Shirts.     Trousers, 
Combinations,  etc..  etc. Also 

Pesco  Fnse  and  Half  Hose  in   Black, 
Colours   and   Mixtures,    and 

Pesco   Sports   Coats.    Jumpers.    TTnder- 
vests.   Sweater  Coats.   Scarfs  and  Caps 
in  the  latest  styles  and  colour  effects. 

Guaranteed    Unshrinkable 

Showcards,   Window   Tickets    and  Literature 

supplied.     Enquiries  invited. 



20 DRY    GOODS    REVIEW 

mmmn*m^7mmm»smm®m 

manufacturers  of  HABERDASHERY  &  SM ALLWARES 
Owning  ten  of  the  best  equipped  modern  factories  in  Great  Britain 
producing  many  specialities  known  throughout  the  world,  such    as: 

HURCU  LACES— the  British  Laces 
for  Boots  and  Shoes — made  under 
the  most  approved  methods  of 

manufacture,  the  secret  of  their  durability 
being  the  great  strength  of  the  threads 
which  tenaciously  cling  together  and 
resist  wear.  STRENGTH  ^DURABILITY. 

MENDING  WOOLS  &  SEWING 

COTTONS.  The  St.  George's 
and  Crusoe  All- Wool  Mendings 

are  noted  for  their  softness  and  Strength 
in  wear,  their  Smoothness  in  working, 
and  their  high  quality  and  finish.  Crusoe 
Cottons    are    an   equally   famous    line. 

SPHERE  HOSE  SUPPORTERS  for 
Ladies  Wear,  enjoy  the  widest  popu- 

larity because  their  quality  throughout 
is  the  finest  possible.  Made  and  finished 
with  thoughtful  attention  to  detail.  Each 

pair  fitted  with  the  famous  "  Grip  that 
grips  and  never  slips."  SPHERE  Suspen- 

ders, Garters  and  Arm  Bands  for  Mens 

Wear  are  supplied  in  many  neat  and  attrac- 
tive designs  ;  also  Sphere  Brownies, 

the  Hose  Supporters  for  Little  Folks. 

ELASTICS :  The  St.  George's  Brand Elastics,  including  the  well-known 
"  Violet"  Quality,.  Braids,  Cords, 

Garter  and  Loom  Elastics. 

NAME    LABELS,    HANGERS   and 
LOOPS  for  Coats,  Shirts,  Mantles, 
etc.     This  is  a  notable  speciality 

of  ours. 

COTTON   WEBBINGS  and  BIND- INGS :  Skirt  Bindings  (single  and 
duplex),    Glace    Bindings,   Tapes, 

Galloons,  Stay  Bindings,  Hat  Bindings.etc. 

Here  you  have  the  fast  selling  lines,  the  lines  for  YOU. 

TO  WHOLESALERS.— Get  in  touch  with  us  AT  ONCE  for  fuller  particulars  of 
ALL     OUR     LINES.   We    will     do     our    part    with     prompt    service. 

iiiiiiiiiim  inn  mi  mi  i  im  inn  i  minium 

WHOLESALE  ONLY  : 

FAIRE  BROs  &  Co,  Ltd.,  LEICESTER, 
LONDON  :  Faire  Bros.  &  Co.,  Ltd.,  19  Fore  Street,  E.C.  2. 

SOUTH  AFRICA:  Davies,  Gnodde  &.  Smith.  1  Strand  Street. 
Port  Elizabeth. 

MELBOURNE:  Alfred  F.  Smith.  2  Fink's  Buildings.  Elizabeth Street,  Melbourne. 

SYDNEY:    Alfred    F.    Smith,    39    Queen    Victoria    Buildups, 
George  Street. 

ENGLAND. 

CHRISTCHURCH:  Rob-rt  Malcolm,  Ltd.,  79  Lichfield  Street. 
Also  Auckland,  Wellington,  Dun»din. 

BOMBAY  :   F.  A.  Filmrr  &  Co..  Ga  etv  Buildings.  Hornbv  Road. 

NORWAY :  Hermod  Riis,  Gr<-v  Weclt-ls  Plass  4,  f  hristiania. 
SWEDFN :    Anp|o.Amerikan:ka    Import    A.B.    Skeppshron    3, Gothenburg. 

DI7NMARK  :  Ad<  If  Tcrcndr,  ft.  K<  np-DSfjade  36,'S,  Copenhagen 
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SHEETS 
and  SHEETINGS 

1 "—the  standard  product  of  the  British 

Market—'9 Steadily  maintain  that  irreproachable  quality  which 
has  made  them  famous  and  appreciated  throughout 
the  world. 

The  reputation  of  the  makers  is  a  guarantee  of  the 

worth  of  Rigg's  Sheets. 

Made  only  of  specially  selected  pure  cotton. 
Contain  no  filling  matter  whatever. 

RIGG'S  SHEETS  give  most  wear  with  the  highest 
degree   of  comfort.    They  neither  shrink  nor  roughen. 

Look  for  the  name  "Rigg's  Sheets"   on  the  selvedge.     Accept  no  substitutes. 

Rigg's  Motto:  Quality  at  a  Consistent  Price 

Canadian  Agents  : 

From  Vancouver  to  Winnipeg:    E.    W.  Dean  &  Son,  32  Sey- 
mour Street,  Vancouver,  B.C. 

East    of   Winnipeg:    Mcintosh,    Banfield    &    McClelland,    25 
Toronto  Street,  Toronto. 

Sole  Manufacturers  : 

Rigg    Brothers,    Limited 
Cotton  Spinners  and  Manufacturers 

since  1836. 

6    Mosley    Street,    Manchester,    Eng. 
Cables  :  Rigg  Brothers,  Manchester. 

The  Original  "Two  Boys" Sheets. 
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Important  to  Buyers  of  HIGH-CLASS  COTTON  FABRICS 

Please  note  the 

"FERSTRONG"  brand OF  QUALITY  FABRICS 

is  a  guarantee  of  the 

Highest  Quality,  also 
of  an  absolute  uniform- 

ity of  quality  in  all 

repeat  business,  as  all 

the  FERSTRONG 

Materials  are  made 

out  of  the  Finest  and 
'Purest  Cotton  the 

World  can  produce. 

REGISTERED    TRADE    MARK    Canadian  No.  1 16.  Folio  27150. 

White  and  Dyed  Cambrics 
auo *.  CREPE-DE-FERSTRONG  frSgZSS* 

All   the  above  qual.lks  ate  stamped  "Ferstr<  ne,"  and 
the  quality  on  the  selvi  dge.      None  genu.ne  wilhout. 

These  materials  are  unrivalled  for  making  up   Ladies'  and  Children's  Underwear,  also 
Blouses,  Jumpers,  Camisoles  and  all  kinds  of  Ladies'  and  Children's   Dainty  Garments 

ALSO   HIGH-CLASS    RANGE   OF  LONGCLOTHS 

Write  to  G.  ARMSTRONG   &   Co.,  Manufacturer*,  52  and   54  Faulkner  Street,  Manchester,  England, 
for   Free  Patterns  and  Shade  Cards,  also  prices  and  full  information. 

'% 

m 
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BRADFORD  OFFICE 

195/6  SWAN  ARCADE 

BRADFORD.'.  7/ ' 

Illlll 
A.B.C    5th 4  6? E?  WESTERN   UNION  (5  LETTER), 

BENTLY,     MARCONI    INTERNATIONAL- 

AMERICAN    AGENTS 

JeW.BASTARD(BOSTON)C° .  184   SUMMER   ST 
BOSTON.  U.S.A. 

Telegraphic  Address  YARNS" Leicester..  Telephone  2470-1 
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WE  SPECIALIZE 
in  CLOTH  for 

LADIES'  WEAR 

SAND  SERGES 

TWEEDS 

BLANKET  CLOTHS 

WORSTED     COATINGS 

0 

JOSEPH  FOSTER  &  CO. 
CALDER   MILLS 

ELLAND,   YORKSHIRE 

ENGLAND 
Established   1853  London      Warehouse  : 

1  LANGHAM  PLACE 
REGENT  STREET  W 
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WHOLESALE 
WOOLLEN    MERCHANTS 

/.  Brown 
a  u  d  white 
checks. 

2  Black 
and  white 
with  purple 
stripe. 

3.   Blue  and 
tan  mixture. 

4.  Blue  and 
tan  mixture 
with  blue 
stripe. 

5  Black 
with  narrow 
white  stripe. 

6.  Brown 
and  purple 

mixture. 

Our  lar^e  and  varied  RAn*e  comprises:  COSTUME  CLOTHS  in  Tweeds.  DON- 
EGAL AND  HARRIS  EFFECTS.  DYED  CHEVIOTS  and  FRIEZES,  DYED 

BLANKET  CLOTHS.  VELOURS.  In  colours  and  fancy  checks.  JACKETS  CLOTHS. 

MANTLE  CLOTHS.  LADIES'  SCARVES  and  TRAVELLING  RUGS. 

We  cater  entirely  for  the 
Ladies'    Trade  in 
PIECE  GOODS 

"SCOBRO"  materials  impart  to  wear  that  im- 
portant sense  of  satisfaction  and  confidence  that 

comes  with  knowledge  that  the  material  is  always 
correct,  always  smart,  and  always  dependable  — 
for  "SCOBRO"  invariably 

means  -    THE  BEST  ScOtt    BrOS.    &    Co. 
(Proprietor     -     Wm.  Scott) 

All  orders  aud  enquiries 
receive  our  most  careful 
and  immediate  attention. 

WILTON   MILLS, 
HAWICK, 

SCOTLAND 
Cables: 
Scobro  Hawick 

Codes:  Marconi 
A  B  C,  6th  Edition 

LONDON   WAREHOUSE:  14  WATLING  ST..  E.C.  4 
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LION  CREST  FABRICS 
CASEMENTS 

We   keep   up   our    large   variety    in   27in.,   <50in.,   and   50-in. 
Casements.     Best  value  on  the  market. 

CRETONNES 
Extensive   range  in  30in.    Domestic  and   Sateens. 

Specialy    in    50in,    Reversible   and    50in.    Taffeta    Duplex. 

High-class  and   latest    styles. 

Through  Wholesale  and  Shipping  Only. 

JAUFFRED  &  GARIEL 
Manchester,  England. 

CANADIAN    RKPHESENTATIVKS- 

George  H.   Napier,  417,  Coristine  Building.   MONTREAL. 

Andrew  Wilson      -     -     -     91,  Albert  Street,   WINNIPEG. 

KING'S  CELEBRATED 
SCOTCH  WINDOW  HOLLANDS 

have  been  made  for  one  s^fi; 

are  recognized  throughout 

most  saleable  shading.  They 

are  unshrinkable,  fast  colors 

and  widths.  To  insure  get 

ers  are  advised  to  Examine 

Also  inside  Holland  Tab  on 

that    each    bears    name    of 

hundred  and  forty  years  and 
the  world  as  the  best  and 

are  unequalled  for  quality, 

and  made  in  all  colorings 

ting  genuine  goods,  custom- 
Tickets  and  Paper  Bands. 

end  of  each  piece  and  see 

"John  King  &  Son." 

SOLD  BY  ALL  LEADING  WINDOW  SHADE  JOBBERS 
Made  by 

JOHN  KING  &  SON 
GLASGOW,  SCOTLAND 

Established  1775 

Canadian  Representatives  :  CAMPBELL,  SMIBERT  &  CO.,  MONTREAL  and  TORONTO 
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RICHARD     HAWORTH     AND    COMPANY     LIMITED,     ENGLAND 

b05AUL.  TATTON 

V 

v:ri,- -.,.■:...,.- 

SPERO    MODEL    FACTORIES,     LANCASHIRE 

SPERO 
ON    SELVEDGE    OUR    GUARANTEE 

BRITISH 
MAKE 

SUPER-STANDARDISED     QUALITY 

COTTON    GOODS 
"THE    BEST   IN   THE    WORLD" 

Sheetings 

Canton  Flannel 

Veil 
es 

Flannelettes 
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From  the  Home  of  the  PURE  SCOTCH  TWEEDS 

WE     SPECIALIZE     IN 

Highest  Class  Pure  Scotch  Tweeds,  Worsteds,  Etc. 

For  LADIES'  and  GENTS'  WEAR 
A  Hearty  Invitation  is  Extended  to  All  CANADIAN   Buyers  to  Visit  our  Mill. 

PETER  ANDERSON  :  Manufacturer 
BRIDGE    MILL         ::         GALASHIELS         ::         SCOTLAND. 

Hazel  Travel  Kit 
IN  LEATHER,  CANVAS  AND  LEATHER  CLOTH 

SUIT  CASES;  ATTACHE  CASES; 
BLOUSE  CASES;  HAT  BOXES;  KIT, 
BRIEF  AND  GLADSTONE  BAGS; 
FITTED  DRESSING  CASES;  TRUNKS; 
CRICKET  AND  GOLF  BAGS. 

tfck  4a>?<ut  tie  W&Udti' 

Mr.  D.  Hazel,  Managing  Director  of  the 
Company,  will  be  in  Canada  in  May  and 
June  in  order  to  further  develop  their 
Canadian  trade,  and  may  be  addressed, 
Care  of  The  Bank  of  Montreal,  Montreal. 

LEATHER    GOODS  MANUFACTURERS 

16.NILE  STREET.  CITY  ROAD,  LONDON.  N.I. ENGLAND 

TELEGRAMS: 
WAKEFUL 

GLASGOW 

CODE: 

A.B.C. 
5TH  EDITION 

WILSON   &    CO. 
48  ALBION  STREET 

GLASGOW 

MANUFACTURERS 

Ecru   and   Colored   Madras   Muslins, 

Coin  Spots  and  Figured  Harness 

Book  Muslins  Robe  Muslins 

Voiles 

Anglo-Swiss  and  Broche  Muslins, 

"Wilsco"  Lawns,  "Zelette" 
LACE  CURTAINS 

LACE  NETS 
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Velveteens 

ThelVelveteens  that 
give  real  pleasure  and  complete  satisfaction  in 
wear  are  those  dyed  by  J.  &  J.  M.  Worrall,  Ltd., 
the  Premier  Velveteen  Dyers  of  the  World. 
Whatever  the  make — or  the  colour — you  should 
always  ask  for  a  guarantee  that  the  cloths  are 
in  WorralPs  Fast-to-Rubbing  Dyes. 

J.F&  J.  M.  Worrall,  Limited 
MANCHESTER, 

are  not  merchants.  All  enquiries  for  velveteens 
in  their  dyes  should  be  sent  through  the  usual 
wholesale  channels. 

&- r 

-r-t&tt^ 
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The  Motherland's 
Finest  Fabrics 

/^  P.  A.  Fabrics,  by  reason  of  their  high- 

^^*  grade  quality,  their  exclusive  and  dis- 
tinctive designs,  have  attained  a  position  of 

pre-eminence,  and  every  care  is  taken  that 
nothing  shall  compromise  this  reputation. 

THE  Canadian  Representative  for  The  Calico  Printers'  Asso- 
ciation, Ltd.,  is  Mr.  Edward  Foster.     He  carries  samples  of 

all  the  C.P.A.  Fabrics  and  will  be  pleased  to  exhibit  these  to, 
and  receive   enquiries  from,  traders    interested    in    high-class 
voiles,   prints,   sateens,   drills,   printed   handkerchiefs   and   fur- 

nishing fabrics,  and  the  well-known  specialties: 

Grafton     Voile,      Potters'     Prints,     Cepea 
Serge,  Sheenore,  Gemarkord,  Cylkcel,  etc. 

Address  your  communications  to: — 

MR.  EDWARD  FOSTER, 
426,  Coristine  Bldgs., 

20,  St.  Nicholas  Street, 
MONTREAL, 

and 
710,  Empire  Buildings, 

64,  Wellington  Street,  West, 
TORONTO. 

The  Calico  Printers  Association 
Limited 

Manchester  England 

(3VSH f€~?Z7i\  fi G^^i £^tt\\G&7*k 

^3JL-a 
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Cables: 

TOWELLINGS,  MANCHESTER 
A.B.C.  5th  EDITION 

THOS.  POTTER  &  SON 
LATE  ELI  LEES  &  CO.,  LTD. 

Manufacturers  of 

WHITE,  GREY,  FANCY  TURKISH  AND 
HONEYCOMB 

TOWELS 
BATH    BLANKETS,    TERRY    CLOTHS, 

ROLLERINGS,  DUSTERS 

BLEACHED  TWILL  AND  PLAIN 

SHEETS  and  SHEETINGS 
31,  MAJOR  STREET,  MANCHESTER 

AGENTS: 

H.  WARD,  DIBB  &  CO. 
Carlaw  Buildings 

30,  Wellington  Street,  West  -  TORONTO 

Telegrams: 

'Wardibb,  Toronto" 

Telephone: 

"Adelaide  5686' 
o  be  had  from  any  of  the  Leading  Wholesale  Dry  Coods  House 

>ITIMITmHMIHHMMTlHHMHHHMTFHmiMTTITTITlTTIITHlH*» 

GOOD  TAILORING  IS  LABOUR  LOST 
IF    THE    CLOTH    IS     ILL    SHRUNK 

0»4tyW 

t 
t 

MAKE  SURE  IT  IS  SHRUNK     ::     AND  WELL  SHRUNK     ::     AND  KNOW  BY  WHOM 

THERE'S  LITTLE  SATISFACTION  IN  SUCH  A  STAMP  AS  '-SHRUNK."  "WELL 
SHRUNK,"  "LONDON  SHRUNK,"  OR  "SHRUNK  BY  LONDON  PROCESS." 
INSIST  ON  A  SHRINKER'S  GUARANTEE— ON  THE  STAMP  OF  A  FIRST 
CLASS  FIRM  OF   LONDON   SHRINKERS— BEST   OF  ALL  ON   THE   STAMP   OF 

JENNENS,      WELCH         Co.,      Ltd., 
Cloth  Workers    and   Shrinkers.  and    Proprietors  of  the  Famous  "JENNWEL"  Waterproof  Finish 

LONDON,   HUDDERSFIELD   and   BRADFORD,  ENGLAND. 

WHEN  ORDERING  ENGLISH  CLOTHS.  SAY  "TO  BE  SHRUNK  BY  JENNENS,  WELCH  &  CO..  Lid." 

-srV— -» 
-Vt/—" ■»* .*^/b"— * <-s/V*~» 

ANDERSON  &  THOMSON 
103   UNION    ST.     -     -     ABERDEEN 

Cables:    "Woollens  Aberdeen" 

WHOLESALE  WOOLLEN   MERCHANTS 
Specialize  in 

SCOTCH,  ENGLISH  ®  IRISH  SUITINGS  IN  CHEVIOT,  SAXONY  ®  WORSTED, 

HOMESPUNS,  SERGES,  COATINGS  ®  LADIES'  COSTUME  CLOTHS. 
London  Office:    59  Uresham  Street,  E.C.  2.  Established   1773 
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DEAN'S  RAG 

"DOLL  WITH  THE  DISC" 

T" 

The  Last  Word  in  Rag  Dolls. 

BE  DOLL  WITH  THE  Disc"  has  a  head  fashioned  as  perfectly  as anything  in  porcelain,  a  head  thai  moves  in  the  socket  of  a  Lust 
moulded  in  the  same  manner  and  set  on  a  sofl  body  to  which  the 

arm-,  with  their  perfectly  formed  hands  and  separate  fingers,  are  jointed  so 
as  to  move  to,  and  remain  in  any  position.  The  legs  are  so  jointed  that  the 
doll  will  sil  down. 

The  "Disc"  is  a  little  golden  seal  which  hangs  at  the  doll's  neck  upon  a 
dainty  bead  necklace,  serving  both  as  an  ornament  and  as  a  badge  of  identity. 

Nobody  who  has  nol  seen  "The  Doll  with  the  Disc"  will  believe  that  a  doll 
made  of  textile  matt-rials  can  reproduce  so  delightfully  the  charm  of  living childhood. 

hew  of  those  who  see  it  realise  at  first  that  it  is  actually  a  Rag  Doll  and 
not  made  of  porcelain,  or  moulded  in  some  other  beautiful  but  fragile  com- 
position. 

Nothing  that  we  can  say  will  bring  home  to  the  reader  all  its  qualities, 
and  no  photograph  or  other  illustration  will  convey  all  its  beauties. 

To  appreciate  the  doll  it  is  necessary  to  examine  a  specimen.  We  invite 
you  to  do  this,  and  more,  we  urge  you  for  your  own  sake  not  to  neglect-so 
necessary  a  step.  If  you  omit  to  become  acquainted  with  this  line,  you  pass 
by  the  most  striking  and  novel  toy  invention  of  the  century. 

Manufacturers  and   Patentees:  Canadian  Selling  Agents  ■ 

The  "Doll  with  the 
Disc"  is  supplied 

semi-dressed  as  illus- 
trated. Also  fully 

dressed  in  24  styles 
of  costume.  All 

clothes     take     off. 

DEAN'S  RAG  BOOK  CO.,  LTD., LONDON,  S.  E.  1,  ENG. 

BARTON  &  IMRIE 
Room  19-34  Victoria  Street.  TORONTO. 

They  say  it's  a  wonder 
and  so  is  our  range  of 

Infants'  Footwear 
The    daintiest,   softest    and    comfiest    of    tiny 
Shoes— in    Kid   and  other  leathers— and  Silk. 

Woolly  -Wear   Bootees. 

Felt  and  Plush  .Gaiters. 

High  Grade  Wools  and  Trimmings. 

Wide  Variety    of 

Infants  Woolly  Wear 
BONNETS  MATINEE  JACKETS 
PULLOVERS  JUMPER  SUITS 

INFANTEES 

Samples  gladly  submitted. 

Infoot 
Brand 

Special  attention 
to  import  orders. 

WS  5  18 

Infants'  Footwear  Limited London,  E.C.  1.,  England. 

Greene-Swift  Building:      -      -       London,  Canada 
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J,  C.  McGregor  &  Co, 
53  McPhail  St.  Brigdeton,  Glasgow 

Makers  of 

Furnishing  Muslins 

Madras  Muslins  in  cream,  white   and   col- 
oured, in  all-over  and  border  designs,  Har- 

ness, Spots,  Sprigs,  Lappets,  Brise-bise  and 
Waterfall  Curtains 

Dress  and  Millinery 

Muslins 

Book  Muslfns,  Robe  Muslins,  Lawns,  Nain- 
sooks, Madapollams,  etc. 

Agents 

WRIGHT  &  MORGAN 
MONTREAL  and  TORONTO 

Robert  Morton  &  Sons 
Muslin  Manufacturers 

34  Albion  St.,  Glasgow 

—  SPECIALTIES  — 

Buckrams  -  Sparteries  -  Marlys 
MILLINERY  MUSLINS  in  BLACK, 

WHITE  and  COLORS 
Also 

PALE  BOOKS,  NAINSOOKS, 
L  A  W  N  S,  INDIA  LINONS, 
PERSIAN  LAWNS,  CHECK 
CRINOLINES,  MADRAS  and 
HARNESS  MUSLINS,  Etc.,  Etc. 

Cables:     Morton,  Glasgow Code:     Marconi 

Canadian  Representaiioe 

STRACHANS,  LTD. 
Empire  Building,  G4  Wellington  St.  West 

TORONTO 

MILLINERY  AND  HABERDASHERY  WIRE, 
Chenilles,  Hat  Braids,  Dress  and  Mantle, 

Cords  and  Cirdles,  Artificial  Silk,  Braids  and  Rib- 
bons, Russia  Braids,  Embroidery  Silks,  Tassels, 

Pom,  etc.  Upholstery  Cords  and  Trimmings,  Scroll, 
Argyle,  Saddle  Baft  and  Flat  Cimps,  DRESS 
FRINGES,  Tassels,  etc. 

MADE  IN  SILK,  COTTON,  WOOL,  ETC. 

ARTIFICIAL    SILK   STRAW  BRAIDS 
for  MILLINERY  HAT  MANUFACTURING 

SUPPLIERS    TO    WHOLESALERS    AND    SHIPPING  HOUSES 

Shipping  and    Strictly   Wholesale     Trade    Especially    Catered  For 

y 

tfMWw 

P.  DAVENPORT 
Bridge  St.  Mills,  -  Macclesfield,  England       o^"01"0* 

Telegrams:   Davenport,  Macclesfield 
MANCHESTER  OFFICE:  39  PICCADILLY 

rYENGiiSM.  ; 

Canadian    Agent:    R    C.   PARSONS,  213  CLOSE 
AVENUE,  TORONTO 

Kidmar  Hosiery  Co. 
53  McPHAIL  ST.,  BRIDGETON,  GLASGOW 

MAKERS  OF 

Ladies'  Sports  Coats 
Made  from  best  Scotch  Fingering  Yarns 

in  all  Shades.     Guaranteed  All  Wool. 

Children's  Jerseys 
Made  of  Wool  with  cotton  back.  In  all 

sizes  and  shades.  Styles  with  button 
shoulders  and  also  polo  collars. 

All-Wool  Shawls 
For  Infants  Wear.  Made  from  finest 

Cross-bred  and  Merino  wools.  In  large 
range  of  designs  and  any  size  required.  Al- 

so in  Black  and  Colours. 

Agents  : 

WRIGHT  &  MORGAN 
MONTREAL  and  TORONTO 
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Codes:-AB.C.  5T«  Marconi  Bentleys The 

Maclean  Slipova 

TAILORED  in  SCOTLAND  from 
ALL  WOOL  SCOTCH  TWEEDS, 
HARRIS,  SHETLAND,  HOME- 

SPUNS  and    FLEECY    TWEEDS 

Prices  from  #18.        Sample  Half  Dozen  Post  Paid. 

W.  G.  MACLEAN 
68  Murraygate,  DUNDEE,  SCOTLAND Cables  :-Brun,Nottingham.Eng 

Direct  Representative:    MR.  A.  J.  BURROWS. 
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€Maen  Jm imes 
the  reliable  merchant  was 

known  by  his  SIGN.  His 

trade  and  reputation  depend- 
ed upon  the  quality  of  the 

goods  sold  under  the  sign. 

ese Model 
femjimes 

the   sign signifies  that 

goods  V^7  bearing  this 

imprint  are  of  the  best  possi- 

ble dye  and  finish  and  con- 
stitute afoundation  on  which 

may  be  erected  profitable 
and  enduring  trade. 

"Suedena"  (g)"Wulmella"  (J§J)  "Clothetta" 
The  new  suede-like  finish  for  Woolens   have     a    beautiful,  finish  makes  woolen  fabrics 

woolen    goods.      Delightfully  rich,  mellow  finish  that  makes  fuller  and  firmer  and  yet  soft 

soft  and  glossy-and  of  iast-  ready    sale,        "Wulmella"  ̂ nT^t"Va  rSlZ. ing  lustre  which  adds  to  the  Dress  Goods  tailor  well  and  ̂ ^  your  wholesaler  to  show 
draping  quality  of  the  goods,  drape  very  artistically.  samples  or  write  us  direct. 

THE 

Bradford  Dyers'  Association;!!-? BRADFORD 
Dept.  43 39    WELL  ST 

LONDON 
128  V  129 

01EAPSIDE.E:C2 

MANCHESTER 

x  6  OXFORD  ST  ' 
ST  PETERS  50. 

(COPYRICHT) 
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HOSIERY 
WHOLESALE 

AND 

SHIPPING  ONLY 

?«OTec> 

°'SJt^ 

GLOVES 
The  WORLD-FAMED  "Aberdeen"  and 
Scotch  knit  milled  woollen  gloves  (men's, 
ladies'  and  children's),  ladies'  and  maids' 
woollen  gauntlets,  woollen  jumpers,  sports 

coats,  caps,  and  scarves,  men's  union  cash- mere shirts  and  pants  (unshrinkable), 
men's  worsted  and  all-wool  shirts  and  pants, 

fingering  and  wheeling  half 

hose,  miners'  hose,  men's 
knicker,  top  hose,  ladies'  finger- 

ing and  cashmere  hose,  chil- 
dren's fingering  and  wheeling 

combinations. 

Motor  Driving   Glove 
(WOOLLEN) 

HARROTT  &  CO.,  Ltd.  (E sSed) ABERDEEN,    SCOTLAND 
CODES:  A.B.C.  6th  Edition     BENTLE YS -  LIEBERS.  CABLES:  HARROTT  ABERDEEN, 

Agents:    E.  H.  WALSH  &  CO.,  LTD.    -    63  BAY  STREET,  TORONTO 
AND   AT   MONTREAL,   VANCOUVER,   WINNIPEG 

FLEECY 

LINED 
LEATHER 
BOUND 
LEATHER 
PALMS 

Does  Not  Stretch 

[SPEEDWELL] 

Will  Not  Shrink 

'Speedwell'  Tapes 
made  to  an  unvarying 
standard  of  excellence, 
give  unvarying  satisfaction. 
Strength  and  durability 
are  characteristic  of  these 
British  made  goods  the 
name  of  which  has  become 

the  "buy-word"  among 
discriminating  tailors. 

THE     CREAM    OF     TAPES 

Super  India  Shrunk  Tape 
Manufactured  by 

George  H.  Wheatcroft  &  Co. 
WIRKSWORTH,   Eng. 

we  recommend  most  highly 
to  the  trade  although  we 
carry  other  qualities  also 
in  all  widths  and  prices  to 
meet  every  demand. 

Samples  and  quotations 
sent  upon  request. 

THE   STAG. 

Walter  Williams  &  Co.  Ltd. 
MONTREAL     TORONTO      QUEBEC 

508  Read  Building.    20  Wellington  St.  W.    533  St.  Valier  St. 
VANCOUVER,  217  Crown  Building. 

TEXTILE  SMALLWARES 
JAMES  CARR  &  SONS,  LIMITED 

CLARENCE  MILLS 
CLARENCE  STREET.  CHESTER  ROAD 

MANCHESTER 

Manufacturers  of  all  classes  of  Webs, 
Cords  and  Bindings,  in  cotton,  wor- 

sted and  linen;  Curtain  Webs,  Edg- 
ings, Layon  Borders,  Blind  Cords, 

Carpet  Binding,  Cotton  Banding,  etc. 

Original  Patentees  of 

CARR'S  WOVEN  LADDER  TAPE. 

WHOLESALE  ONLY. 

Agent  for  Canada: 

Mr.  D.  F.  Moore 
Manchester  Building,         Melinda  Street 

TORONTO 
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FANCY  FRINGED  TURKS. 
17x38  19x40  20x41  21x45  22x45  23x48 
9/11  10/11  12/11  14/11  18/11  23/11 

25x50  25x52  27x50  27x54  30x60  30x64 
24/11  26/11  29/11  33/11  36/11  39/11 

33x66 
45/11 

SUPER  HEMMED  FANCY  TURKS 
22x42  24x48  25x50  27x54  30x60 
24/11   36/11  39/11  45/11  54/6 
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Reid's   Children's    Dresses 
are  in  demand  because  they  are  ideal 
dresses  for  children — designed  nd  made 

by    Specialists    in    Children's    Dresses. 

G.  F.  REID  &  COMPANY 
Specialists   in   Children's   Dresses 

BRAMPTON,   ONT. 

BRITISH     VOILES 
Immediate  delivery  can  be  made  of 

balance  of  this  season's  printed  voiles 
40  in  width,  two-ply  yarns 

50c.    and     75c.     per    yard. 
samples  on  request.      Write  at  once. 

JOHN  E.  RITCHIE 
Dry  Goods  Commission  Agent, 

591  St.  Catherine  St.,  W.,  Montreal. 

branches : 

64  Wellington  St.,  W.  -     -     Toronto 
ft      29   Minshall  St  ,    Manchester,    Eng. 
0  615  Pender  St.,  W.  Vancouver,  B.C. 

SmmTniMiMiiiiiMiiiiiiiiiiiiiiMMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiininiiiiMiiiiiiiiiininiiiiiiiniiiiiiiiiiiiiiiiiiiiiirj; 

I    ABERDEEN    GLOVE    I 
COMPANY,  LTD. 

70   CHAPEL  STREET.  ABERDEEN 

A.B.C.  CODE,  5th  EDITION        | 

Makers  of  the 
FAMED  ABERDEEN  CLOVE 

|  Specialties  :  1 

MEN'S,  LADIES'  AND  CHILDREN'S 
KNITTED  WOOLLEN  GLOVES,  GAUNTLETS,  etc. 

1  Agents : 
JAMES  CROIL  &  SONS        ARCHIBALD  WRIGHT  &  CO.       I 

ST.  NICHOLAS  BLDGS.  32  SILVESTER  WILLSON  BLDG.  I 
MONTREAL  WINNIPEG 

nlllllllUIIMIIIItlllllllllllllMIIII   Illllllllllllllllll   IIIIIIIIIIIMIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIMIIIIIIMIIIIMIMIIMIMMIIIIMIMNIli 

Build  Up  Your  Summer  Trade 

on 

v**^>         Cntfnn    Fabrics 

Horrockses'  LONGCLOTHS,  NAINSOOKS, 
MADAPOLAMS,  CAMBRICS  &  COTTONS 

are  the  world's  standard  of  quality.  If  you 
have  enough  in  stock  for  the  present — order 

for  the  next  season!  To-day's  price  list 
assures  you  against  any  increase  from  the  time 
your  order  is  received  up  to  the  date  you 
specify  for  shipment.  Also,  during  this  same 
period  we  guarantee  you  will  receive  the  bene- 

fit of  any  reduction  in  prices. 

Write  for  our  Latest  List. 

JOHN RITCHI 
Canadian  Agent 

591   St.  Catherine  St.,  W.,  MONTREAL. 
Branches        -       -       Toronto  and  Vancouver. 

UNITED    STATES— Wright    &    Graham    Coy.,    110 
Franklin  St  ,   New  York  City. 

HORROCKSES    CREWDSON    &    CO.    LIMITED, 
Cotton  Spinners  and  Manufacturers, 

Manchester,  England. 
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WHOLESLAE  DRY  GOODS 

MONTREAL 

Ready-to-u>ear^Department 
Our  travellers  tuill  be  on  the  road  in  about  three 

tueeks  shounng  our  neu>  Fall  Range  of 

MANTLES 

in  the  following  sizes: 

CHILDRENS-2  to  6  yrs.,  in  Blanket  Cloths, 
also  Tweeds,  Whitneys  and  Chinchilla  Reefers, 

CHILDREN'S— 6  to  9  yrs.,  in  Blanket  Cloths, 
Whitneys  and  Tweeds. 

CHILDRENS-10  to  14  yrs.,  in  Blanket  Cloths 
and  Tweeds. 

MISSES' -14  to  20  yrs.,  in  Blanket  Cloths' 
Freizes,  Burburys,  Velours,  Black  Baby  Lamb. 

LADIES'— sizes  18  to  44.  in  Blanket  Cloths, 
Velours,  Beavers,  Black  Baby  Lamb.  Black 
Plush. 

■V^— —   _^»   ±   S> 
..       WHOLESALE     fZ: 

D 
M  B**    SrwttT ♦»  WILLiNCTON   ST 
To« ONTO 

Cob  L«hth  Avchuc  *  Sico«o   StWut 

,//£> /i/rea/f 
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Consistency  Is 
Our   Conscience 

Low  price  levels  have  to-day  been  reached  in  the  ready-to-wear  apparel  in- 
dustry and  therefore  lower  production  c  osts  are  now  in  force  for  the  coming  sea- 

son. 

During  the  downward  revision  of  prices,  The  Canadian  Converters  Company 

Limited,  constantly  kept  their  selling  price  on  the  basis  of  re-placement  not  on 
cost  to  us.  Our  price  adjustments  were  conscientiously  made  as  conditions  chan- 

ged, therefore  our  quotations  have  been  lowered  to  meet  present  day  market  con- 
ditions. 

Where  quality  and  worth  of  merchandise  is  a  consideration  we  always  have 

been,  and  always  will  be,  eager  for  comparisons. 

Any  of  the  articles  listed  below  express  the  best  that  Money  Can  Buy  and 
Brains  Produce. 

Night    Gowns 
Petticoats 

Drawers 

Chemises 

Corset  Covers 

Brassieres 
Princess  Slips 
Combinations 

Tea  Aprons 
Cooking  Sets 
Boudoir  Caps 

Pyjamas 
Sateen  Bloomers 

Infants'  Robes  and 
Children's  Underwear 

Waists 

in   Lawns,  Voiles, 

Japs,  Crepe  de  Chines, 
and  Tub  Silks 

Underskirts 
in  Sateens,  Moires, 

Silks,  Cottons,  Taffetas, 
Prints   and   Ginghams 

Middies 
for  Ladies 

Misses  and  Children. 

Sport  Skirts House  Dresses 
Porch  Dresses 
Kimonas 

Dressing  Gowns 
Dressing  Sacques 

Bungalow  Aprons 
Kitchen  Aprons 
Dust  Caps 

Maids'  Dresses 

Nurses'  Dresses 
Overall  Aprons 
Misses'  Dresses 
Children's  Dresses 
Girls'  Pleated  Skirts 

Gymnasium  Bloomers 

Many  of  these  lines  carried 
in  Stock. 

Immediate  delivery 

HXsOkm tMeniteae 
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General  Wholesale  Dry  Goods,  Woollens,  Carpets,  etc. 

WOOLLENS 

Many  lines  of  Woollens  are  scarce,  but  we  have  a  good  range  of  the  following: 
BLACK  AND  BLUE  SERGES, 
CHEVIOTS, 
VICUNAS, 
FANCY  WORSTED  SUITINGS, 
SCOTCH  TWEED  SUITINGS, 

CANADIAN  TWEED  SUITINGS, 
CANADIAN  WORSTED  SUITINGS, 
FANCY  TROUSERINGS, 
TWEED  &  FANCY  OVERCOATINGS 
MELTONS,  BEAVERS, 

AND  EVERY  REQUISITE  FOR  THE 

MERCHANT  TAILORING  TRADE 

INCLUDING  LININGS,  TRIMMINGS 
also 

LADIES'  CLOAKINGS 

LETTER   ORDER    DEPARTMENT  ALWAYS  AT  YOUR  SERVICE. 

Cor.  of   Bay  &  Wellington  Streets  TORONTO 
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Will  Prices  Go  Back  to  1914  Levels? 
Will  The  Law  Of  Supply  And  Demand  That  Wrought  Peak  Prices  Also  Oper- 

ate To  Bring  Down  Labor  Costs  To  Pre-War  Figures? — Labor  Costs 
Are  The  Crux  Of  The  Situation— Is  A  Bushel  Of  Wheat 

A  Criterion  For  A  Daily  Wage7 

Will  prices  get  back  to  1914  levels? There  is  no  more     interesting  or 
dtal  question  confronting  the  retail 

trade  today  than  the  question  of  prices. Since  the  decline  started  over  a  year  ago 
each  decline  has  been  referred  to  by  the 
seller  as  the  last  one,  by  the  buyer  with 

a  mental  question  mark,  "When  will  the 
next  one  come?"  Prices  have  come  down 
much  faster  than  they  went  up  and  the 
whole  attitude  of  the  retailer  as  ex- 

d  in  his  buying  policy  is  that  the 
end  is  not  yet.  Otherwise,  he  would  be 
buying  in  more  liberal  quantities  than  he 

is;'  as  it  is,  he  is  buying  from  hand 
to  mouth  and  most  wholesalers  and  ma- 

nufacturers are  agreed  that  this  is  the 

buying  from  hand  to  mouth  and  most 
wholesalers  and  manufacturers  are 

agreed  that  this  is  the  wisest  policy  un- 
der the  circumstances.  Some  of  them 

claim  that  the  retailer  is  losing  sales 
because  he  is  not  keeping  a  sufficient 
stock  for  his  requirements;  if  such  is 
the  case  it  is  an  unwise  policy.  There 
are  not  a  few  who  chain  that  there  are 
still  retailers  who  have  not  taken  their 
losses,  that  they  are  buying  at  new 
prices  and  selling  at  old  ones.  While 
there  are  cases  of  this  kind,  no  doubt, 
we  believe  that  the  vast  majority  of  the 
more  aggressive  retailers  have  long 
since  taken  their  losses  and  are  in  good 

position  to  face  the  future.  And  the  fu- 
ture of  prices  is  an  interesting  topic. 

LABOR,  THE  CRUX 

Dry  Goods  Review  has  talked  this 
matter  over  with  many  manufacturers, 
wholesalers,  and  retailers.  The  crux  of 
the  situation  with  i-egard  to  the  future  of 
prices,  they  say,  is  labor.  It  has  become 
so  large  an  element  of  the  manufactured 
article  that  the  whole  future  of  prices 
hinges  upon  the  future  of  labor  costs. 

Sp  far  as  the  raw  material  is  now  con- cerned, it  is  agreed  that  it  is  about,  if 
not  altogether,  at  rock  bottom.  Felt, 
leather,  rubber,  and  many  other  raw  ma- 
terialsare  as  low  today  as  they  were  in 
1914.  But  the  price  of  the  finished  ar- 

ticle, as  will  be  seen  in  a  table  present- 
ed in  another  article  in  this  issue,  is 

still  considerably  above  the  1914  level. 
DECLINING  LABOR  COSTS 

Labor  costs  are  declining;  there  is  no 
doubt  of  that,  but  they  are  still  con- 

siderably above  the  1914  level.  Will 
they  ever  go  back  to  1914?  There  are 
two  distinct  opinions  on  this  question  as 
presented  by  men  with  whom  we  have 
talked.  Some  say  yes;  more  say  no. 
Those  who  say  yes  refer  to  the  inexor- 

able law  of  supply  and  demand  as  one 
of  the  arguments  favoring  their  view 
that  costs  will  go  down  to  1914  levels. 
Peak  prices,  they  say,  were  reached 
through  the  operation  of  the  law  of  sup- 

ply and  demand.  That  does  not  refer 
alone  to  the  peak  price  of  the  finished 
article;  it  equally  applies  to  peak  prices 
in  labor.  At  the  same  time  as  we  were 
paying  peak  prices  for  the  finished  ar- 

ticle, the  laboring  man  was  receiving 
his  highest  wage.     There  were  three  jobs 

and    only    two    men   to   fill   them.      Labor 
dictated   its   own   wage. 
Now  the  situation  is  changed.  It  looks 

more  like  two  jobs  with  three  to  fill 
them.  Will  the  same  inexorable  law  of 

supply  and  demand  operate  to  the  ex- 
tent that  the  laboring  man  will  be  forced, 

of  necessity,  to  work  for  the  same  wage 
he  received  in  1914  ?  There  are  those 
who  believe  it  is  not  beyond  the  bounds 
of  possibility  that  such  will  be  the  case. 
The  decline  in  labor  costs  has  been  on  for 
some  time.  It  is  still  on.  The  recent 
action  of  the  Chicago  Board  in  reducing 
wages  of  railway  employees  on  104 
United  States  lines  may  be  considered 
to  be  the  forerunner  of  similar  action  in 
this  country.  President  Harding  recent- 

ly issued  a  statement  saying  that  freight 
rates  must  come  down;  another  forerun- 

ner of  similar  action  in  Canada,  no  doubt. 
Freight  rates  are  important  in  the  ul- 

timate cost  of  the  finished  article  placed 
upon  the  shelves  of  the  retailer.  Un- 

questionably, labor  unions  are  stronger 
today  than  in  1914  and  they  will  have  to 
be  reckoned  with  in  the  decline  of  wa- 

ges. They  have  already  shown  that  they 
will  fight  against  minor,  to  say  nothing 
of  radical  cuts  in  wages. 
COMMODITY  PRICES  AND   LABOR 

"It  is  not  impossible  that  prices  will 
get  back  to  the  1914  levels"  said  one  pro- 

minent wholesaler  to  Dry  Goods  Review, 
"though  I  would  not  venture  to  predict 
how  soon.  There  is  an  old  theory,  you 
know,  that  the  price  of  the  bushel  of 
wheat  is  a  good  criterion  of  the  daily 
wage  of  the  working  man  and  the  price 
of  the  bushel  of  wheat  today  is  nearly 
down  to  the  basis  of  the  1914  wage  le- 

vel. I  believe  that  all  farm  produce  to- 
day, with  the  exception  of  hay,  is  al- 
most down  to  the  1914  level  and  I  think 

it  may  be  taken  for  granted  that  this  is 
the  forerunner  of  labor  costs  coming 
down.  It  is  my  own  personal  opinion 
that  prices  are  coming  down  still  further, 
though  I  must  admit  that  facts  that 
have  recently  come  to  my  attention  are 
against  this  contention.  At  the  time  of 
the  recent  drop  in  cotton  prices,  I  was 
told  by  th  emill  owners  that  this  was  the 
last  drop.  I  just  signed  orders  for  many 
thousands  of  dollars  worth  of  goods.  I 
asked  for  a  guarantee  of  price,  I  was 
told  that  I  would  be  guaranteed  against 
drops  in  prices  but  that  I  must  be  pre- 

pared to  pay  higher  prices  at  time  of  de- 
livery if  I  preferred  to  leave  the  cost 

open  till  that  time.  I  took  the  chance 
and  signed  the  orders.  The  only  thing 
that  is  standing  in  the  way  of  lower 
costs  to-day  is  labor  and  I  do  not  regard 
it  as  an  impossibility  that  labor  costs  will 

come  down  to  where  they  were  in  1914." 
Another  View. 

"I  do  not  believe  that  prices  will  ever 
come  down  to  the  1914  level"  said  an- 

other wholesaler  who  has  a  wide  grasp 
of  world  as  well  as  Canadian  affairs. 
"Recent  conversations  I  have  had  with 
woolen  and  cotton  men  in  Fmgland  are  to 
the  effect  that  prices  have  about  if  not 
altogether   hit  the   bottom.     It   must  be 

pointed  out,  however,  that  it  is  usually 
the  opinion  of  the  seller  that  prices  are 
at  the  bottom  and  of  the  buyer  that  they 
have  not  yet  reached  the  bottom. 

"Manufacturers  and  large  business  in- 
terests in  England  are  congratulating 

themselves  that  they  have  come  through 
the  crisis  to  the  present  time  without  a 
revolution.  Certainly  not  in  England 
would  labor  wages  go  down  to  the  1914 
level  without  a  revolution  on  the  part 
of  laboi\  The  government  plan  over 
there  is  working  out  very  satisfactorily. 
The  government  issues  a  monthly  state- 

ment as  to  living  costs  and  manufactur- 
ers either  increase  or  lower  wages  auto- 

matically. Just  how  far  labor  will  be 
satisfied  that  this  arrangement  should 
go  remains  to  be  seen.  Not  in  our  day 
or  generation  will  you  see  prices  down  to 
the  1914  level''  he  said  emphatically. 

Would  Reduce  Purchasing  Power. 

"We  do  not  want  to  see  prices  go  back 
to  the  1914  level"  said  another  man  to 
Dry  Good  Review  who  is  both  a  manu- 

facturer and  wholesaler,  "because  that would  mean  wages  back  to  this  level  and 
we  do  not  want  to  see  that.  It  would 
reduce  the  purchasing  power  of  the  or- 

dinary man  and  that  would  not  be  in  the 
best  interests  of  business.  The  cost  oi 
the  raw  materials  will,  undoubtedly,  get 
back  to  the  1914  level  in  many  cases 
but  wherever  labor  enters  in,  it  will  be 

impossible  for  the  old  levels  to  obtain". 
Clothing  Manufacturer's  View. 

"The  question  is  largely  an  economic 
speculation"  said  a  clothing  manufac- 

turer. "History  repeats  itself  and  it 
may  be  that  prices  will  get  back  to  the 
1914  levels.  It  is  largely  a  matter  of  la- 

bor, however,  and  my  own  ivew  is  that 
labor  wages  will  never  get  back  to  a 
level  where  1914  prices  will  be  possible. 
We,  in  the  clothing  business,  at  all 
events,  hope  that  labor  costs  will  never 
go  back  to  the  1914  level.  And  even  if 

we  did  the  garment  workers'  union  is  a 
very  strong  one  and  would  put  up  a  big 
fight  before  they  would  accept  the  1914 

wage." 

A  second  clothing  manufacturers  sup- 
plemented this  information.  He  recog- 

nized that  the  law  of  supply  and  demand 
might  work  unbelievable  things  and  did 
not  scout  the  idea  that  prices  might  get 
back  to  pre-war  days.  But  so  far  as 
wages  in  the  industry  are  concerned  at 
the  present  time,  he  says  they  are  a 
long  way  from  1914.  Wages  are  still 
between  forty  and  fifty  per  cent  higher 
than  in  1914.  He  is  assured  that  any 
further  reduction  in  wages  in  the  To- 

ronto field  will  be  met  with  a  strike.  In 
Montreal,  he  says,  the  garment  workers 
have  refused  to  even  discuss  with  the 
manufacturers  a  lower  wage  for  the  next 
season.  In  Toronto,  he  says,  the  majo- 

rity of  the  clothing  manufacturers  will 
not  favor  a  cut  greater  than  15  per  cent 
at  the  outside,  more  likely  10  per  cent. 
A  T  f teen  per  cent  reduction  would  leave 
wages  about  thirty  per  cent  higher  than 
in  pre-war  days. 

(Continued  on  next  page) 
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Views  of  Prominent  Business  Men. 
Majority  Believe  That  Pre-War  Prices  Are  Gone  Because  Pre-War  Wages  Will 

Never  Again  Obtain — Others  Say  That  Law  Of  Supply  And  Demand 
May  Easily  Work  To  This  End — Effect  On  Purchasing 

Power  Unhealthy  For  Business. 

Manufacturer  of  Ladies'  Wear. 

The  principal  reason  given  by  a  manu- 

facturer of  ladies'  wear  why  prices 
would  not  get  back  to  the  1914  level  is 
that  employers  of  labor  in  this  industy 
have  agreed  amongst  themselves  that 
the  standard  of  living  in  the  industry 

should  not  go  back  to  the  pre-war  basis. 
The  minimum  wage  is  already  fixed  and 
it  is  considerably  above  the  wage  paid  in 
1914.  While  believing  that  prices  will 
drop  some  more,  he  thinks  the  reduction 
will  be  a  slight  one  and  that  it  will  cer- 

tainly never  reach  the  1914  basis.  Ma- 
nufacturers, he  says,  have  been  short- 

sighted about  profits  because  of  the  keen 
competition  that  has  existed;  they  have 
been  ready  to  take  any  price  for  their 
garments  with  the  result  that  there  have 
been  a  number  of  failures  amongst  them. 

A  wholesaler  threw  an  interesting  side- 
light on  the  question  when  he  referred 

to  the  extravagance  that  had  become  a 

part  of  the  ordinary  person's  life  during 
the  prosperous  days.  In  1914,  he  points 
out,  the  ordinary  business  girl  would  not 
pay  a  certain  price  for  a  pair  of  shoes  be- 

cause it  would  be  considered  an  extrava- 
gance. Now,  however,  the  extravagant 

idea  does  not  enter  her  head  at  all;  she 
wants  them  and  gets  them  despite  the 
fact  that  her  wages  are  lower  this  spring 
than  last. 

Blames  Retail  Trade. 

One  wholesaler  who  has  to  do  with  the 
sale  merchandise  in  which  there  is  a 
quantity  of  wool  believes  that  still  fur- 

ther reductions  are  likely  but  he  does 
not  think  they  will  reach  1914  levels. 
He  blames  the  retail  trade  to  a  consider- 

able extent  for  slack  times.  He  says 
many  retailers  are  buying  at  new  low 
prices  but  selling  at  1920  prices,  believ- 

ing that  the  extra  is  good  profit  but  for- 
getting that  extra  turnover  would  not 

only  give  them  the  same  amount  of  pro- 
fit but  would  result  in  a  larger  circula- 

tion  of  goods  with  the  consequent  im- 
provement to  manufacturing  interests 

which,  in  turn,  would  mean  more  em- 
ployment. 

Linking  up  local  events  with  merchandising  is  a  marked  feature  of  the 

firm  of  Manchester  Robertson  Allison  of  St.  John,  New  Brunswick,  who  re- 

cently featured  a  "Made  in  Canada"  week,  a  "Baby  Welfare  Week,"  a  "Fash- 
ion Revue"  employing  members  of  the  local  I.O.D.E.  as  models,  and  a  gigan- 
tic anniversary  sale,  all  within  a  few  weeks. 

The  first  named  event  in  which  nothing  except  Canadian  made  goods  were 
on  exhibition  in  the  store  and  in  its  windows  excited  much  interest  among  the 

store's  customers,  who  were  distinctly  impressed  with  the  remarkable  pro- 
gress made  by  our  manufacturers  and  to  whom  the  week  was  one  constant 

source  of  information  and  educative  value.  Every  department  contributed 

its  quota  during  the  week,  the  store's  advertising  also  emphasizing  the  na- 
tional aspect  of  the  event,  and  demonstrated  conclusively  how  wide  the  range 

of  Canadian-made  products  is  today. 

Pretty  scarlet  cards  lettered  in  white  were  used  all  over  the  store,  in 
connection  with  these  products,  and  elaborate  use  was  made  of  the  Canadian 

coat  of  arms..  .Display  cards  bearing  the  inscription,  "Watch  the  Label" 
were  prominent  features  and  did  much  to  help  on  the  campaign.  Even  such 

departments  as  millinery,  lingerie  and  ready  to  wear,  which  are  so  particu- 

larly connected  in  the  average  woman's  mind  with  the  glamour  of  "imported" 
style,  bore  ample  proof,  if  such  were  necessary,  that  Canadian  milliners,  and 
manufacturers  can  turn  out  models  as  exclusive  and  as  chic  as  those  which 

are  stamped  with  the  hall-mark  of  New  York 

In  connection  with  the  housefurnishings  department,  an  extremely  inter- 
esting window  display  was  carried  out,  showing  the  complete  process  of  mak- 

ing linoleum  from  the  raw  product  up  to  the  finished  article.  This  idea 

"caught  on"  immedately,  and  the  window  was  a  drawing  card  throughout  the week. 

What  A  Revival  Would  Mean. 

The  opinion  of  still  another  manufac- 
turer was  that  the  slightest  revival  in 

business  would  put  all  end  to  the  talk 
of  reduction  in  labor  costs  and  lower 
prices.  He  holds  the  opinion  that  this 
revival  will  come  before  very  long  be- 

cause retailer's  stocks  are  low,  as  shown 
by  his  buying  policy,  and  that  the  con- 

sumer will  begin  to  buy  again  when  the 
harvest  outlook  for  the  current  years  is assured. 

These  are  the  views  that  have  been 
presented  to  Dry  Goods  Review  from 
many    sources    and   from    men    who   are 

qualified  to  know  something  about  the 
tendencies  of  prices.  The  majority  of 
them  believe  that  1914  prices  will  never 
again  obtain  because  of  the  rapid  strides 
of  labor  and  because  of  a  general  im- 

provement in  the  humanitarian  outlook. 
Labor  achieved  a  new  consciousness  dur- 

ing the  war  when  the  success  of  the  al- 
lied cause  was  so  dependent  upon  its 

efforts.  Whether  new  conditions  will  al- 
ter this  class  consciousness  to  the  extent 

that  labor  will  realize  that,  in  the  ad- 
justment, wages  can  drop  to  1914  levels 

without  impairing  its  standards  of  liv- 
ing, or  whether,  indeed,  this  is  possible, 

is  only  for  time  to  tell. 

1914  Prices  By  1922? 

A  representative  of  an  English  firm  is 
strongly  of  the  opinion  that  prices  will 
get  back  to  the  1914  levels  and  he  makes 
the  definite  statement  that  this  will 
come  about  by  March  of  1922.  His  rea- 

son is  a  simple  one,  namely,  that  there 
is  not  enough  work  in  the  country  for  la- 

borers and  that,  therefore,  they  will  be 
forced  to  take  low  wages  to  stave  off 
starvation.  The  capitalists,  he  says,  will 
ultimately  win  out.  He  believes  that  la- 

bor conditions  for  some  time  will  be  un- 
favorable but  that  things  will  come  out 

all  right  in  the  end  and  as  a  proof  states 
that  his  firm  is  making  new  contracts 
in  Canada. 

Our  readers  will  know  that  the  June  issue  of  Dry  Goods  Review  is  being published  under  difficulties.  They  are  familiar  with  the  fact  that  on  June 
1st,  a  strike  of  printers,  pressmen,  binders  and  mailers  was  declared  in  Tor- 

onto n  which  these  units  of  the  Maclean  organization  joined.  Their  demand 
was  for  a  25  per  cent,  increase  in  wages  with  a  reduction  in  hours  from  48 
to  44.  Had  their  demands  been  granted  it  would  have  meant  an  increase  of 
about  33  per  cent,  in  printing  costs  with  a  similar  increase  in  our  subscrip- ton  rates.  The  master  printers  have  felt  that  these  demands  are  unreason- 

able at  this  time  and  have  refused  to  accede  to  the  demands  of  the  unions. 

In  spite  of  these  difficulties  this  issue  of  Dry  Goods  Review  is,  we  feel, 
a  very  creditable  one,  indeed.  If  there  are  a  few  errors  here  and  there,  we 
know  our  readers  will  understand  and  appreciate  the  difficulties  under  which 
we  are  working.  It  is  our  earnest  hope  that  by  the  July  issue  things  will  ba 
running  normally  again  and  that  the  Fall  Number  will  compare  favorably 
with  the  usual  big  issues  for  that  month. 
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Four  Cardinal  Points  in  Salesmanship; 
Ottawa  Clerks  Aim  to  Improve  Efficiency 

Vice-president  Richards  Addresses  the  Association  on  Important  Question  —  Attention  and 
Interest  of  Customer  and  Desire  to  Possess — Many  Valuable  Hints  Thrown  Out. 

THE  retail  clerks  of  the  city  of
 

Ottawa  are  holding  a  series  of 
meetings  at  which  talks  on 

salesmanship  are  being  featured.  It  is 
their  belief  that  effective  salesmanship 

is  largely  the  key  to  the  present  situ- 
ation; moreover,  they  believe  that  em- 

ployers are  willing  to  fully  recompense 
them  for  superior  salesmanship.  At  a 
recent  meeting  of  their  association, 
which  is  a  branch  of  the  International 

Protective  Asssociation,  Vice-president  J. 
Emile  Richard  gave  the  following  ad- 

dress which  will  be  of  interest  to  every 

salesperson: — 
"As  you  all  know,"  said  Mr.  Richard, 

"one  of  the  purposes  of  this  association 
is  to  provide  a  means  of  increasing  ef- 

ficiency among  retail  clerks;  and,  there- 
fore, when  a  clerk  joins  us,  it  signifies 

that  we  get  a  new  fellow-member  who 
has  a  desire  to  take  advantage  of  these 

opportunities.  I  have  the  intention  to- 
night to  show  these  new  members,  that 

the  association  is  not  receiving  them 
under  false  pretences. 

"I  wish  to  point  out  a  few  reasons 
why  we  need  to  increase  our  efficiency 
every  day.  Many  of  us  are  more  or  less 
experienced,  according  to  the  number  of 
years  spent  at  the  service  of  the  cus- 

tomers; yet,  we  all  have  to  agree  that 
there  is  always  something  new  to  learn 
from  every  sale  we  make  or  lose;  we  all 
have  to  agree  that  there  are  things  we 
must  say  or  do  in  some  cases,  which  we 
must  omit  or  differentiate  at  some  other 
occasions.  Still,  there  are  invariable 
rules,  which  we  must  follow  in  each  case, 
to  effect  a  sale.  If  we  have  no  know- 

ledge of  these  rules,  we  cannot  really 

be  efficient  to  pilot  the  big  'salesman's- 
ship'  towards  and  land  at  the  port  at 
which  we  aim.  There  are  indifferent 
clerks  who  are  satisfied  to  paddle  tiny 
canoes  any  old  way  all  their  life,  and 
get  poor  pay  for  doing  it;  but  there  are 
many  more  real  salespersons,  who  are 
gradually  acquiring  the  ability  of  pilot- 

ing big  steamers  into  'Port  Success,'  and 
get  increasing  pay  for  doing  it;  there's 
the  difference,  and  that's  why  we  find 
it  profitable  to  study  and  increase  our 
efficiency  as  salespersons.  Let  me  remind 
you  of  the  statement  a  prominent  busi- 

nessman recently  made  in  this  hall, 

which  was  that:  'No  employer  hesitates 
in  paying  high  wages  to  clerks  who 
are  showing  a  desire  to  get  ahead  and 

increase  their  efficiency,'  and  we  all 
have  to  agree  that  this  is  no  false  state- 
ment. 

"We  all  have  to  agree,  that  there  is 
no  other  profession  requiring  more  tact, 
talent,  ingenuity,  knowledge,  etc.,  in- 

cluding  an    insight    into    human    nature, 

J.  EMILE  RICHARDS, 

Vice-president  of  the  Ottawa  Retail 
Clerks'  Association,  whose  address  on 
Salesmanship  to  the  Retail  Clerks  of 
the  Capital  appears  on  this  page. 

than  salesmanship.  The  less  experienced 
clerks  must  realize  that  they  need  genu- 

ine perseverance  in  improving  their  ef- 
ficiency. With  perseverance,  any  am- 

bitious salesperson  can  succeed  in  ar- 
riving at  a  fair  degree  of  perfection, 

providing  they  acquire  proper  knowledge 
and  make  use  of  it. 

"But  if  we  wish  to  succeed  in  doing 
that,  we  must  not  let  indifference  grow 
in  the  garden  of  our  individual  ambition. 
No  store  employee  can  pose  as  a  person 
knowing  it  all,  and  sneer  at  the  truth 
that,  to  attain  successs,  a  man  or 
woman  must  always  cultivate  a  desire  to 
observe  and  learn  from  self-experiences 
and  those  of  others.  It  is  to  deceive 

one's  self  and  nobody  else,  to  sneer  at 
that  fact. 

"Now  each  member  of  this  asssociation 
has  had  experiences  differing  from 

those  of  his  or  her  fellow-clerks,  and  I'd 
like  to  remind  you  that,  while  keeping  an 
open  mind  to  welcome  the  ideas  of 
others,  this  member  is  expected  to  un- 

selfishly relate  what  he  has  observed, 

for  the  benefit  and  help  of  his  fellow- 
members.  By  such  an  exchange  of  ex- 

periences and  ideas,  we  shall  continue  to 
improve  our  efficiency  as  salespeople; 

and  time  will  soon  come,  when  our  or- 

ganization will  morally  be  known  as  'The 
Salespeople's    Improvement    Association.' 
"Some  time  ago,  our  devoted  president 

kindly  requested  me  to  address  this 
meeting,  on  a  topic  of  salesmanship.  I 
accepted  with  pleasure  to  try,  and  now, 
being  through  with  my  remarks,  I  beg  of 
you  to  allow  me  a  few  more  minutes 
of  your  kind  attention.  I  have  prepared 
an  unpretentious  stunt  to  give  you  a 
better  illustration  of  the  different  ele- 

ments of  making  a  sale,  and  how  they 
work  together.  I  trust  that  this  little 
stunt  will  be  beneficial  to  every 
one  of  us,  whether  we  are  experienced  or 
just  beginners  in  the  art  of  selling 

goods." 

Mr.  Richard  then  explained  that  he 
would  use  four  pans  of  sizes  to  fit  into 
each  other  and  bearing  the  inscription 
of  each  division  of  a  sale.  In  each  pan 
he  would  drop  a  few  cards  representing 
the  different  elements  required  in  each 
case.  Then  when  all  the  cards  were 

used  and  explained,  he  would  fit  the  pans 
together,  to  illustrate  the  close  of  the 
sale. 

But  before  performing  this,  he 
thought  well  to  remind  the  meeting, 
that  there  were  two  foremost  necessi- 

ties to  succeed  in  effecting  a  sale.  They 
were:  First,  an  ambitious  salesperson. 
Without  ambition,  anyway,  a  clerk  could 
never  become  a  successsful  salesperson. 

Second:  The  salesperson's  personality. 
Here,  Mr.  Richard  ably  described  alert- 

ness, affability,  foresight,  knowledge, 
cool-mindedness  and  self-control,  as 
few  of  the  main  attributes  of  person- 

ality, which  invariably  were  contribut- 
ing to  help  a  salesperson  to  attract  the 

confidence  of  a  buyer. 

"Now,"  resumed  Mr.  Richard,  "the 
natural  divisions  of  each  sale  comprise 
four  different  stages  or  conditions;  they are: 

1 — The  Attention  of  the  customer. 
2 — The  Interest  on  the  part  of  the 

customer. 

3 — The  Desire  created  to  possess  the 

goods. 4 — The  full  Conviction  of  the  cus- 
tomer, and  the  closing  of  the   sale. 

"These  four  conditions  must  gradually 
follow  each  other  by  the  rules  of  logic; 
we  cannot  get  Interest  without,  at  first, 
securing  Attention;  any  more  than  I  can 
fit  this  large  pan,  representing  Atten- 

tion into  this  smaller  one,  representing 
Interest,  and  so  on.  If  we  fail  to  secure 

Attention  properly,  we  can  usually  ex- 

pect the  customer  simply  to  say:  'I'm 
just  looking  around,  thank  you.'  When 
a  clerk  doesn't  know  enough  to  prevent 
a  customer  from  evading  that  way,  it  is 
time  he  should  study  how  to  secure 
Attention. 

"Again,  each  of  these  four  conditions (Continued  on  page  89) 
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|  SUCCESSFUL  CATERING   TO  j 

To  have  achieved  the  unusual  dis- 

tinction of  being  "starred"  in 
Baedeker's  guide  book  to  Quebec,  is 

the  unique  record  of  the  firm  of  Holt 
Renfrew  &  Company  of  that  city.  This 
minute  but  very  significant  mark  of  ap- 

proval is  not  easily  won  by  stores,  and 
may  well  be  regarded  as  a  coveted  dis- 

tinction, beyond  price  from  an  advertis- 
ing point  of  view,  because  it  is  impossible 

to  purchase  and  may  be  gained  only  by 
reason  of  some  feature  of  more  than 
ordinary  character  which  lifts  the  store 
out  of  the  common  run.  Tourists  and 
souvenirs  go  hand  in  hand  and  that  lo- 

cality is  forunate  which  boasts  an  inter- 
national history  or  unusual  scenic  beauty 

and  thus  affords  unusual  opportunities  to 
the  retail  merchant. 

Long  ago,  it  was  realized  by  the  ma- 
nagement that  the  tourist  was  one  of  the 

city's  greatest  assets,  and  that  by  ren- 
dering the  highest  form  of  service  and 

selling  merchandise  of  superlative  and 
unusual  quality  at  prices  as  low  as  was 
consistent  with  value,  the  store  would 
make  friends  among  the  many  thousands 
of  pilgrims  who  annually  visit  the  shores 
of  the  St.  Lawrence,  and  gradually  be- 

come known,  through  them,  all  over  the 
world. 

Today,  therefore,  when  the  traveler 
drops  into  the  Holt  Renfrew  store  on 
Buade  Street,  which  is  ideally  located 
itear  the  Chateau  Frontenac,  the  Town 
Hall,  the  Post  Office  and  most  of  the 
other  important  civic  buildings,  the  at- 

mosphere immediately  apparent  to  even 
the  most  unimpressionable  person,  is 
such  that  the  usual  remark  made  on 

leaving  runs  after  this  wise:  "I  shall  look 
forward  to  coming  back  again,"  or  "I 
don't  think  I  ever  saw  such  an  interesting 
store  before."  All  of  which  is  gratify- 

ing to  the  management  but  is  carefully 
catered  to  with  unfailing  attention. 

To  Dry  Goods  Review,  one  of  the 
members  of  the  staff  expresed  himself 
in  the  following  manner,  in  explanation 
of  the  methods  usually  employed  by  the 
firm  to  ensure  satisfaction  to  their  many 
tourist  friends. 

Supplying   the   Personal    Touch. 

"We  regard  ourselves  as  being  here first  and  foremost  to  be  of  service  to  vi- 
sitors, for  we  realize  that  even  the  best 

tourist  bureau  cannot  always  supply  just 
that  personal  element  which  means  so 
much  to  strangers.  We  want  them  to 
use  us  in  any  way  possible  and  it  is  an 
important  part  of  our  policy  that  every 
member  of  the  staff  shall  know  Quebec, 
its  history  and  its  various  attractions,  to- 

gether with  plenty  of  ready  facts  and 
other  particulars  which  will  be  of  inter- 

est to  strangers  and  help  them  to  enjoy 
their  stay  with  use  more  thoroughly.  We 
also  see  to  it  that  our  employees  are  fa- 

miliar with  the  methods  of  manufacture 
and  the  local  conditions  connected  with 
the  various  types  of  merchandise  which 
are  usually  carried  for  the  benefit  of  our 
tourist  trade,  so  that  they  may  display 
them  more  efficiently  and  describe  them 
with  a  greater  degree  of  knowledge.    For 

example,  most  tourists  are  aware  that 
the  beautiful  homespun  which  they  so 
much  admire  in  our  showrooms,  is  made 
by  the  country  people,  but  when  they 
learn  something  of  the  Habitant,  and  as- 

sociate him  with  the  charming  poetry  of 
Drummond,  they  take  an  even  greater 
interest  and  pleasure  in  their  purchase 
and  very  frequently  write  back  to  us  for 

more." 
Salespeople  Know  Quebec. 

"We  want  them  to  know  Quebec  and  to 
love  it  as  we  do,"  he  continued,  "and  if 
people  drop  in  to  ask  the  way  to  a  cer- 

tain place  we  are  careful  to  give  them 
explicit  directions,  together  with  as 
much  information  as  they  care  to  have. 
All  this  is  done,  with  the  idea  of  show- 

ing visitors  that  we  are  here  to  help 
them  appreciate  our  city,  not  to  over- 

charge them  and  otherwise  take  advan- 

tage of  their  lack  of  knowledge." 
"The  same  policy  is  maintained 

throughout  the  store  when  it  comes  to 

selling,"  he  explained,  "and  absolutely  no effort  is  made  to  induce  customers  to 
purchase,  if  they  have  merely  dropped 
in  to  look  around.  We  are  averse  to  all 
such  methods,  our  plan  being  to  permit 
the  customer  to  look  around  thoroughly, 
to  handle  the  goods  if  they  care  to,  and 
examine  closely  anything  that  takes  their 
fancy.  Prices  are  plainly  marked  on 
everything,  so  that  the  salesclerks  rare- 

ly need  to  be  asked  for  such  information. 
Naturally,  we  are  honoured  by  frequent 
visits  from  the  many  notable  persons 
who  visit  Quebec;  we  know  that  they 
prefer  to  look  about  just  like  any  other 
person  without  any  undue  fuss  or  for- 

mality, but  we  see  to  it  that  they  are 
shown  every  courtesy,  even  though  such 
be  conveyed  in  an  inconspicuous  manner." 

Varied  Displays  of  Merchandise. 

In  every  department  of  the  store  there 
is  something  to  interest  the  visitor,  from 
the  magnificent  display  of  furs  of  every 
description  to  the  wonderful  handicraft 
work  of  the  French-Canadian  peasantry, 
which  includes  beautiful  blankets,  some- 
spun,  rugs,  moccassins,  lamp  shades  and 
snow-shoes.  All  the  merchandise  in  the 
store,  for  that  matter,  is  selected  with 
the  preferences  of  the  tourist  in  mind,  as 
it  is  recognized  that  American  visitors 
especially,  invariably  prefer  those  things 
that  bear  the  mark  of  British  manufac- 

ture, in  addition  to  those  which  are  pro- 
ductions of  the  province. 

Publicity. 

Some  of  the  methods  of  publicity  em- 
ployed by  the  firm  are  most  orignal  and 

are  thoroughly  in  keeping  with  the  cha- 
racter of  the  store,  which  endeavours  to 

impart  an  atmosphere  of  exclusiveness 
and  unusual  charm  in  every  article  sold. 
Naturally  it  has  many  problems  to  face, 
with  such  ideals  to  live  up  to,  not  the 
least  of  which  is  the  fact  that  the  sea- 

sons are  short,  and  at  the  time  when  the 
with  their  models  for  the  coming  seasons, 
most  particular  and  exacting  customers 

arrive  in  the  city,  they  must  be  prepared 
at  least  three  months  ahead  of  New  York 

Motorist's  Road  Map. 

The  idea  of  getting  ouL  a  motorist's 
road  map  covering  all  the  roads  around 
the  province  of  Quebec  which  are  likely 
to  be  frequented  by  tourists,  and  placing 
these  in  the  hands  of  the  customs  officers 
at  the  different  points  along  the  border 
line  of  the  province  for  distribution,  is 
an  idea  which  has  proved  unusually  suc- 

cessful as  a  means  of  advertising  the 
store,  since  the  name  Holt  Renfrew  na- 

turally figures  largely  upon  the  map. 
Other  methods  of  publicity  are  also  em- 

ployed among  which  direct  personal  let- 
ters and  cards,  based  upon  an  extensive 

mailing  list  of  American  customers,  play 
a  prominent  part.  Later  on,  when  the 
season  is  at  its  heights,  the  firm  opens  a 
sample  room  at  the  Chateau  Frontenac, 
where  all  kinds  of  beautiful  peltries  and 
examples  of  native  handicrafts  are  ex- 

hibited at  most  moderate  prices.  This 
plan  appeals  very  strongly  to  those  tour- 

ists who  are  not  occupied  during  the 
evening  hours  after  the  store  is  closed, 
and  results  in  a  considerable  volume  of business. 

"The  great  secret  of  rendering  satis- 
factory service  to  visitors,"  explained  a member  of  the  staff  to  Drq  Goods  Re- 

view," is  to  let  them  feel  that  the  store 
is  their's,  that  there  is  no  service,  no matter  how  trifling  that  we  do  not  con- 

sider a  pleasure  to  be  permitted  to  per- 
form. We  all  try  to  become  as  expert 

as  possible  in  regard  to  knowledge  of 
each  line  of  merchandise,  especially  furs, 
so  that  we  may  point  out  the  advantages and  features  of  the  different  pelts.  Most 
of  our  customers  presume  that  we  know 
our  business  and  rely  upon  our  advice 
implicity.  That  sort  of  confidence  is  one 
of  the  best  methods  of  educating  a  sales 
staff  that  hahs  ever  been  devised.  We 
naturally  feel  a  pride  in  our  connection 
with  such  an  historic  firm,  and  realize 
that  we  all  share  a  common  responsibili- 

ty in  in  extending  and  strengthening  the 
prestige  of  the  store." 

Unique  Success  Sue  to  Co-Operation. 
Co-operation  between  all  the  depart- 

ments is  one  of  the  most  cogent  reasons 
for  the  unique  success  of  the  firm,  the 
management  being  of  the  opinion  that  a 
sale  may  be  made  by  any  employee,  ir- 

respective of  whether  they  are  directly 
concerned  with  the  department  in  ques- 

tion or  not.  The  sales'  staff  is  there  to 
guide  visitors  about  the  store,  to  pro- 

vide information,  to  help  in  trying  on 
frocks,  lingerie,  furs  or  accessories,  but 
a  rigid,  hard  and  fast  method  of  treating customers  is  carefully  avoided. 
From  June  to  February  are  the  busy 

months  for  the  Holt  Renfrew  store,  be- 
ginning with  the  influx  of  early  arrivals 

from  the  United  States,  on  through  the 
regular  season  of  August  and  Septem- 

ber with  their  hunting  and  shooting  par- 
ties, until  th  heavy  snows  of  winter  bring the  enthusiastic  devotees  of  winter 

sports  to  revel  in  the  steep  slopes  of  the 
city,  on  tobogggan  or  ski. 
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Morning  Specials 

One  of  the  leading  Hamilton  department  stores  is  find- 
ing it  very  profitable  to  offer  morning  specials  throughout 

the  various  department  of  the  store.  Behind  the  idea  are 
two  thinks  which  they  keep  in  view;  First,  that  it  will  help 
to  increase  their  turnover;  second,  that  it  is  not  a  di.  .cult 

thing  to  get  people  to  come  out  in  the  afernoon  and,  there- 
fore, they  need  not  offer  specials  during  the  latter  half  of 

the  day.  This  store  is  having  unusual  success  with  then- 
plan  and  the  two  objects  which  they  have  in  view,  that  is,  to 
get  people  out  in  the  morning  and  to  keep  up  their  turnover 
are  being  served  very  well. 

Incidentlly,  it  might  be  pointed  out  that  this  store  stu- 

diously avoids  the  use  of  the  Word  "sale".  The  managing  di- 
rector of  the  firm  stated  to  Dry  Goods  Review  that  it  was 

as  much  as  the  advertising  man's  job  was  worth  to  use  the 
word  sale  in  the  course  of  his  advertisements  in  the  sense 

in  which  that  word  is  usually  interpreted.  This  is  a  point 

that  is  well  worth  stressing  in  view  of  the  orgy  of  sales  con- 
ducted last  year  and  which,  many  keen  merchandising  men 

believe,  were  responsible  for  the  loss  of  confidence  on  the 
part  of  the  public.  It  is,  perhaps,  as  well  to  avoid  the  word 
for  some  time  to  come. 

But  the  idea  of  these  morning  specials  is  worth  consider- 
ing. 

Desirable  Publicity. 

John  O'Connor  of  the  Murray-Kay  Company  of  Toronto  has 
served  a  very  useful  purpose  in  writing  an  article  for  one  of 

the  Toronto  papers  on  "The  case  of  the  retailer".  It  seems 
to  us  that  this  article  serves  a  useful  purpose  not  only  be- 

cause of  what  Mr.  O'Connor  says  but  also  because  of  the  fact 
that  it  has  been  said.  In  other  words,  the  case  of  the  retai- 

ler has  been  left  too  long  by  the  retailer  himself.  And  back 
of  that  fact  is  another  fact,  namely,  that  the  retailer  is  not 

well  enough  organized  to  fight  his  battles.  Mr.  O'Connor's 
article  might  well  be  one  of  a  series  of  such  articles  that 
should  have  appeared  months  ago  when  the  retail  merchants 
of  this  country  were  being  persecuted,  foolishly,  by  the  Board 

of  Commerce.      Mr.   O'Connor   points  out  what  should   have 

been  driven  home  long  ago  and  which  may  still  be  driven 
home  with  some  effect,  that  is,  that  the  retail  price  is  fixed 
by  competition  and  competition  only,  and  that  competition  is 
so  keen  that  it  is  practically  impossible  for  a  retailer  to  hold 
up  rices  for  any  length  of  time  without  severe  loss  to  his 

business.  "  The  whole  system  of  retailing"  says  Mr.  O'Con- 
nor, "is  modelled  on  the  plan  of  not  how  much  but  how  little 

can  we  quote.  Indeed,  individual  retailers  from  time  to  time 
have  used  their  great  abilities  and  have  spent  money  freely 
to  secure  legal  judgement  to  enable  them  to  sell  below  fixed 

prices.     This  is  a  matter  of  record  in  many  courts." 
"Th  retailer  plays  a  lone  hand  so  far  as  the  pricing  of  his 

commodities  is  concerned.  His  ambition  is  to  attain  promin- 
ence as  a  merchant  giving  the  best  values  obtainable  any- 

where. Occasionally  he  breaks  into  hectic  merchandising  by 
slashing  prices  pelow  replacement  costs.  In  such  cases  he  is 
merely  hysterical  and  is  not  contributing  to  the  welfare 
of  his  community  when  he  does  the  reckless  things,  even 
though  a  few  seem  to  benefit  temporarily  by  getting  goods 
for  less   than   their  worth   The   retailer  can  place   his 
margin  of  profit  only  at  a  point  in  line  with  what  his  composi- 

tor is  willing  to  accept". 

The  Convention. 

For  the  first  time  in  the  history  of  Dry  Goods  mer- 
chantschants  in  this  province  a  convention  is  being  held  in 
the  city  of  Toronto.  It  augurs  well  for  the  future  of  Dry 
Goods  merchants  in  general  that  this  step  is  being  taken. 
The  interests  and  the  problems  of  the  men  of  the  trade  are 
idential  and  a  closer  co-operation  between  them  will  enable 
them  to  solve  their  di..culties  with  benefit  to  all.  Conven- 

tions are  useful  not  only  for  what  is  said  at  them  but  for 
the  better  spirit  of  comradeship  that  is  generated  at  them. 
By  getting  together  and  freely  exchanging  ideas  and  methods 
of  doing  business,  the  tone  of  the  trade  is  not  only  improved 
but  many  men  will  discover  what  they  may  have  lost  sight 
of  in  years  past,  namely,  that  their  competitor  is  not  such  a 
bad  fellow  after  all.  Indeed,  most  fellow  are  not  when  we 
come  to  know  them. 

Prospects  of  British  Trade. 

There  have  been  welcome  signs  of  late  of  some  improve- 
ment in  our  trade  position  and  prospects.  Since  Easter  buy- 

ers have  been  more  plentiful  and  merchants  have  been  more 

plentiful  and  merchants  have  been  able  to  dispose  of  consid- 
erable quantities  of  stock.  Unfortunately  the  process  of  re- 
covery has  been  seriously  retarded  by  the  labor  troubles  that 

have  coincided  with  the  anxious  and  di..cult  period  of  gen- 
eral depression  through  which  we  have  lately  been  passing. 

The  coal  strike  is  placing  a  terrible  handicap  on  manufac- 
turers, who  are  only  too  willing  to  extend  their  operations  to 

meet  the  revival  in  demand  if  they  can  see  their  way  to  do  so. 

Every  day  that  the  miners'  dispute  has  been  in  progress  has 
damaged  our  industries  to  an  extent  that  it  will  take  some 
time  to  repair.  Competition  for  overseas  trade,  which  is  the 
necessity  of  our  existence  as  a  nation,  will  be  difficult  enough 
without  the  added  obstacle  of  industrial  strife.  America  and 

Germany  have  been  presented  with  a  splendid  opportunity 
during  the  past  few  weeks  to  supply  our  markets  abroad,  and 
no  doubt  they  have  not  been  slow  to  seize  it.  We  do  not  take 

an  unduly  pessimistic  view  of  the  trade  prospects  of  the  coun- 
try. On  the  contrary,  we  believe  that  if  the  nation  as  a  whole 

will  settle  down  to  work  with  a  determination  to  overcome 

all  difficulies,  brigher  dys  re  no  fr  off.  Bu  he  ARF.  .t  ARF  A 
all  difficulties,  brighter  days  are  not  far  off.  But  the  cost  of 
coal  must  be  brought  down  to  a  level  which  will  enable  our 
manufacturers  to  compete  in  foreign  markets. 

— From  the  Empire  Mail. 
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The  Markets  at  a  Glance. 
Still  A  Big  Demand  For  Organdies  And  Voiles — Fall  Placings  In  All  Lines  Cautious  And  Conservative — Further  Reduc- 

tions In  Carpets  And  Linoleums  And  Floor  Oils — Others  Expected  In  British  Lines. 

With  the  exception  of  white  and  colored  organdies  and 

voiles,  trade  in  most  lines  of  women's  wear  is  preceeding  along 
cautious  and  conservative  lines.  The  retail  trade  is  hungry 
for  the  above-mentioned  summer  dress  materials  and  the 
wholesale  trade  is  finding  it  diffcult  to  meet  the  demand,  in 
fact,  impossible.  From  all  quarters  this  demand  comes;  and 
the  summer  season  for  the  retailer,  judging  from  the  orders 
he  has  placed  and  what  the  wholesale  houses  say,  is  to  be  a 
very  good  one,  indeed.  Placing  orders  for  fall  continue  to  be 
conservative,  in  some  cases  extremely  so.  Perhaps  the  ready 
to  wear  men  prove  an  exception  to  this  rule;  though  they  have 
not  been  out  for  any  great  length  of  time  the  reports  that 
reach  us  are  very  encouraging  for  fall  trade  in  this  line. 
There  is  no  doubt  that  the  process  of  getting  rid  of  heavy 
stocks  is  still  in  progress  in  many  quarters,  for  despite  the 
fact  that  the  retail  trade  is  good,  their  buying  does  not  reflect 
this  condition  to  any  great  extent. 

Cottons  and  Wash  Goods. 

During  the  last  two  or  three  weeks  there  has  been  some 
dropping  off  in  the  purchasing  of  staple  cottons.  The  last 

drop  in  cotton  prices  in  May  has  had  the  tendency  to  unstabi- 
lize  prices  somewhat  and  the  development  of  the  British  strike 
where  wages  to  the  extent  of  30  per  cent,  are  involved  has, 
undoubtedly,  still  further  upset  calculations.  We  have  been 
informed,  however,  that  the  most  recent  reduction  in  English 
prices  included  this  probable  reduction  in  labor  costs  and  that 
the  British  situation  will  have  little  effect  on  prices  even 
though  the  30  per  cent,  reduction  is  accepted  by  the  operators. 

Cotton  wash  goods  have  had  and  still  continue  to  have  a 
good  run.  Our  information  from  different  wholesale  houses 

is  that  this  department  has  had  the  best  business  in  its  his- 
tory. At  present,  the  run  is  on  white  and  colored  organdies 

and  on  cotton  voiles  and  shipments  are  out  of  the  wholesale 

houses  almost  before  they  in  them,  so  great  is  the  retail  de- 
mand. Prices  range  all  the  way  from  30  cents  to  $1.25. 

There  has  been  and  is  still  a  good  demand  for  dark  fancy 
voiles. 

Fall  placing  on  cotton  goods  has  been  small  and  whole- 
salers predict  that,  so  far  as  the  Canadian  lines  are  con- 
cerned, there  will  be  another  shortage  before  long. 

Woolens. 

Woolens  still  continue  to  be  very  slow  both  for  immediate 
and  fall.  What  orders  are  being  placed  are  small.  Fancy 
stripes  and  checks  are  having  about  an  equal  run  and  they 

bid  fair  to  be  very  popular  th  is  fall  in  retail  circles.  Cress- 

breds,  botamy  serges,  tricotines  and  gaberdines,  broad- 
cloths and  amazons  are  all  selling  fairly  well.  The  jersey 

cloth  is  still  in  demand,  though,  perhaps,  not  as  strong  as  a 
year  ago.  Wholesalers  state  that  the  retail  trade  is  placing 
very  cautiously  and  that  reductions  are  looked  for  by  the 
trade.     Prices  now  are  not  based  on  the  cost  of  production 

but  rather  on  distress  conditions.  Wholesalers  state  cash 

will  buy  some  very  fine  things  at  very  low  prices  at  the  pre- 
sent time. 

Carpets  And   Linoleums. 

On  June  1st  new  prices  were  issued  on  oil  cloths,  linole- 
ums, table  oils,  carpets  and  rugs.  These  are  new  Canadian 

prices.  Oilcloths  that  were  formerly  58  and  59  cents  are  now 

50  and  51.  The  8-4  linoleum  at  88  and  98  is  now  80  and  90; 
all  other  lines  show  proportionate  reductions.  The  6-4  table 
oil,  white,  that  was  $7.20  is  now  $6.3G;  the  5-4  at  $5.78  is 
now  $4.80. 

Reductions  in  carpet  prices  are  substantial.  The  tapest- 
ry square,  3x4  that  was  $25  is  now  $17.50;  seamless  tapestry 

at  $31.50  is  now  $24.00.  The  Brussels  square,  3  x  4  at  $38.50 
is  now  $28.50;  the  wool  wilton  square  at  $62.50  is  now  $44.00; 
and  the  better  quality  at  $73.50  is  now  $53.00.  All  other  siz- 

es in  these  show  proportionate  reductions. 
Prices  of  English  lines  are  still  firm  but  it  is  predicted  in 

wholesale  circles  that,  after  the  July  meeting,  there  will  be  a 
reduction  of  25  per  cent  at  least. 

Immediate  and  placing  business  is  slow. 

Ready  To  Wear. 

Some  of  the  houses  are  cut  with  their  fall  samples, 
though  not  many  have  gone  far  enough  yet  to  actually  state 
what  fall  business  will  be.  One  manufacturer  reports  very 
encouraging  progress  so  far  as  volume  of  business  is  con- 

cerned. He  stated  to  Dry  Goods  Review  that  the  actual 
number  of  garments  sold  was  reeater  thag  a  year  ago,  though 
the  cash  returns  were  down  about  one-third.  There  is  a  feel- 

ing that  the  fall  trade,  generally  speaking,  will  be  good;  but 
there  is  uncertainty  about  winter  business. 

Linens. 

While  prices  in  linens  are  still  easy,  the  prospects  for  the 
future  of  the  linen  market  are  no  better  and  indications  point 
to  higher  prices  once  there  is  some  stabilization  to  trade  in 
general  and  prices  in  particular.  A  Toronto  representative 
of  one  of  the  largest  linen  firms  in  the  country  recently  re- 

turned from  a  conference  with  the  heads  of  the  firm  strongly 
convinced  that  new  prices  based  on  cost  of  production,  will  be 
25  per  cent  higher  than  the  present  prices.  These  prices,  they 
state,  will  be  effective  for  the  spring  trade. 

Laces  And  Embroideries. 

Fall  placing  on  laces,  wholesalers  state,  are  light,  due 
to  the  fact  that  retailers  are  uncertain  as  to  the  demand  until 

they  see  fall  styles  in  dresses.  They  believe,  however,  that 
once  the  dress  styles  are  known  business  will  open  up  very 
well.  Lace  and  other  handkerchiefs  continue  to  have  a  good 
run  in  view  of  next  Christmas.  In  embroideries,  there  con- 

tinues to  be  a  good  normal  sale  due  to  the  fact  that  a  good 

deal  of  it  is  being  used  for  children's  underwear. 
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Specialists 
THIS  is  the  age  of  specialization.  The  old  fam- 

ily physician  is  giving  way  to  the  medical  or 
surgical  specialist.  In  merchandising,  the  general 

dry  goods  house  is  giving  way  to  the  specialty 

house,  dealing  direct  with  the  retailer.  Three  Spec- 

ialty Houses,  each  with  its  own  personnel  of  special- 
ists in  their  particular  line,  offer  the  assistance  of 

their  knowledge  to  you. 

SILKS 
European  silks  are  in  charge  of  one  Specialist, 

Japanese  in  charge  of  another..  Every  fabric  is 

purchased  with  the  particular  requirements  of  Can- 
adian retailers  in  mind. 

RIBBONS 
European  and  American  markets  are  always  kept 
in  close  touch  with,  and  the  newest  creations  for 

every  conceivable  purpose  imported  ahead  of  the 
actual  demand. 

DRESS  FABRICS 
In  all  wool  and  cotton  weaves  that  F'ashion  will 
decree  desirable  are  ready  always  for  your  call,  as 
well  as  staple  lines. 

SILKS  LIMITED        RIBBONS  LIMITED 

DRESS  FABRICS  LIMITED 

100  Wellington  Street  West,  TORONTO 

MONTREAL  WINNIPEG 

=^0 
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Les  Successeurs  de 

Albert  Godde,  Bedin  &  Cie 

Advance    Showing 
for 

Late  Summer  and  Fall 

Crepes  de  Chine 
Georgettes 
Chiffons 

Ninons 

Satins 
Canton   Crepes 

Printed    Silks 

Silk    Shirtings 
Plain  and  Fancy 

Cotton    Novelties 

NEW    STOCKS    ARRIVING 
We  wish  to  announce  to  the  trade  that  we  will 
be  in  a  position  to  fill 
LATE  SUMMER  AND  FALL  ORDERS 

in  any  of  the  above  lines  and  other  exclusive 
Novelties,    in     all     the    new     Fall    colourings, 

EARLY    IN    JULY. 

Write  us  for  Samples  and  New  Colourings. 

Les  Successeurs  de 

ALBERT     GODDE,    BEDIN    &    CIE 
PARIS      .  TARARE  LYONS 

LONDON  NEW  YORK 

EMPIRE  BUILDING:  64  WELLINGTON  STREET  WEST 

Telephone :   Adelaide  3062 
TORONTO 

E,   Desnoux,   Rep. 

Western    Canada    Agent:    Edwin    J.    Kirkbright,     205    Bower 
Building,  Vancouver,   B.C. 

LOOK  FOR 
THIS 

C8»»2X8»»»»»»»2raO»»»»»»» 

8»SC««8»»SSSSS»»X  I 
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Fall  Fabrics  Will  Be  Colorful. 
Some  Shades  Excelled  Honey-Dew  And  Tangerine  In  Brightness — Velours  For  Coats  And  Light-Weight  Duvetyn  For 

Suits — Gingham  Output  Again  Likely  To  Be  Short — Some  Fall  Trimmings. 

T*  he  autumn  season  is  to  outdo  spring 
in  its  wealth  of  colors.  Never  has  there 
been  a  time  when  so  many  high  shades 
were      shown.  Manufacturers        have 

planned  some  which  are  even  brighter 
than  the  honey-dew  and  tangerine  now 
being  used.  The  plain  materials  in  these 
colors  will  be  worn  almost  exclusively. 
While  erepe  will  be  shown  more  than 
ever  there  will  be  a  tendency  toward 

roughweaves  in  this  material  instead  of 
the  satin-faced  goods  worn  now.  Crepe 
failles  are  to  be  added  to  the  list  of  fa- 

shion's favorites.  Canton  crepe  will  ne- 
ver become  as  popular  as  crepe  de  chine 

one  Toronto  firm  states,  as  it  has  not  the 
wearing  quality.  It  will  of  course  be 
shown  in  high-priced  gowns.  There  is 
a  new  fabric  called  Jersey  crepe  which  is 
woven  and  in  changeable  colors. 

Toronto  wholesale  houses  expect  a  big 
run  on  satins,  particularly  on  duchesse 
and  grenadine.  Taffetas  are  to  be  the 
best  materials  for  the  younger  girls 
again  both  in  afternoon  and  evening 

frocks.  The  heavier  qualities  of  geor- 
gette will  be  seen:  these  are  to  be  semi- 

transparent.  Crepe  chiffon  will  also  be 
good. 

Woollen  Goods. 

Manufactuers  are  stocking  the  soft 
materials  almost  to  the  exclusion  of 

everything  else.  Velours  is  leading  in 
coats  and  both  velours  and  a  light- 

weight duvetyn  are  used  in  suits.  In 
the  most  expensive  capes  and  coats,  a 
fancy  mohair  cloth  is  shown. 

For  dresses,  silk  and  wool  fabrics  are 
seen,  particularly  a  crepe  combination  of 
the  two.  Spot  and  stripe  checks  are  best 

for  skirtings.  In  England  the  napp  ma- 
terials are  having  a  splendid  run  but  on 

this  side  they  do  not  seem  to  find  as 
great  favor. 

The  colors  shown  this  fall  will  not  va- 
ry much  from  the  spring  shades  except 

that  green,  navy  and  black  will  be  added 
to  them.  All  the  henna  tones  will  be 

good   again. 

Cotton  Goods   for  Spring  of   1922. 

One  or  two  firms  have  already  sent 
out  their  gingham  allotments  for  next 
spring.  In  practically  all  lines  the  state- 

ment is  made  that  the  mills  have  not 

been  able  to  increase  their  production 

over  last  year,  which  fact  makes  the  al- 
lotment necessary.  It  is  claimed  that 

the  prices  will  not  exceed  those  of  this 
fall.  Indications  from  orders  already 

placed  are  that  demand  for  the  fine  ging- 
hams will  be  greater  than  the  supply. 

Chiffon  Velvet  Very  Good. 

Many  designers  are  of  the  opinion  that 
no  material  will  be  more  popular  for 
both  afternoon  and  evening  wear  next 
winter  than  chiffon  velvet.  It  will  be 

seen  in  brilliant  colors,  American  beauty 
reds  and  Jewel  greens  will  be  seen  along 

with  the  orange  shades.  The  other  out- 
standing colors  in  velvet  will  be  navy  and 

black. 

Fabrics  for  Children. 

The  demand  for  percales  is  expected 

to  be  very  strong  in  August.  Whole- 
sale firms  are  stocking  heavily  in  expec- 

tation of  a  big  turnover  when  school- 
dresses  are  being  bought.  Despite  the 
fact  that  retailers  have  been  holding 

back,  the  call  for  white  goods  for  child- 

ren's underwear  has  been  very  satisfac- 
tory. One  wholesale  house  is  afraid 

that  it  cannot  supply  the  orders  already 
taken  in  these  lines,  because  mills  are 

not  yet  producing  their  normal  output. 

White  blanket  coating  for  babies  is 
selling  very  well  and  the  same  cloth  in 
rose  and  copen  for  older  children  is 
finding  a  good  market.  The  manufactur- 

ers of  this  material  expect  that  there 
will  be  an  increasing  demand  as  soon  as 
the  consumer  discovers  that  the  cloth 

offered  this  year  is  a  heavy  all-wool 
fabric. 

Heather  Clothes  for  Girls'  Coats. 
The  heather  cloths  and  the  heather 

colors  will  be  best  in  coats  for  well- 
dressed  little  girls  this  fall.  All  the 
heather  shades  are  good  but  navy  and 
brown    mixtures   are   best. 

In  the  most  expensive  coats  the  best 
quality  of  chinchilla  is  offered  and  salts 

plush  is  shown. 

Trimmings   For   Fall. 

It  is  expected  that  chenille  will  play 

an  important  part  in  next  season's  trim- 
mings. Even  the  fancy  ribbons  are 

shown  with  chenille  designs.  So  far  cire 
libbons  have  not  been  seen  among  the 
new  offerings  but  it  is  expected  that 
these  will  still  be  used  to  some  extent 

in  millinery.  Fancy  narrow  ribbons  are 
usually  seen  with  satin  or  velvet  moire 
foundations  and  with  fine  stripes  of  a 
contrasting  color.  Metal  is  occasionally 
used  as  a  stripe  but  it  is  always  very 
narrow. 

Leather  trimmings  are  to  find  favor 
for  dresses.  This  will  be  used  as  well  on 

skirts. 

Straps  of  it  and  bindings  for  the  edg- 
es of  the  new  circular  skirts  will  be 

leather.  Tassels,  fringes,  pipings  and 
even  little  leather  flowers  are  promised 
by  designers  who  have  just  returned 
from  Paris. 

New  woollen  materials  just  received  for  fall  selling.     These  are  being     sold     for     next  season's     novelty  skirts. 
Shown  by  Debenham's  Limited,  Toronto. 
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Increasing  Sales  in  Yardage  Goods. 
Ready  To  Wear  Should  Not  Profit  At  The  Expense  Of  Dress  Materials — Efficiency  Of  Salesmen  An  Important  Factor 

In  Yardage  Department — The  Use  Of  Show  Cards  Can  Be  Made  Effective.    

The   way   some   yardage   goods    de-  chasing,  the  byer  replied,  "We  first  of  all  "I  am  ever  so  much  obliged  to  you  for 
partments    are    run    will    soon    re-  went  over  our  entire  stock  of  merchan-  telling   me    that;    I   feel    so   much   surer 

suit    in    complete    loss   of   business"  disc  and  remarked  it  in  line  with  the  de-  about  that  dress  now,  and  1  think  I  will 
commented  a  live  buyer  of  silks  and  wool  dining   market,  the   woollen   dress   goods  take    another    length    while    I    am    here." 
dress    goods    to    Dry   Goods    Review   this  averaging-  from  25  to  '■>'■>  per  cent,  lower  1   asked   thai   girl   what  she  had  told  the 
month.      "Pretty    soon    dressmaking    will  and  the  silks  from  15  to  25  per  cent.     We  customer    which    pleased   her   so      much, 
be  included  among  the  lost  arts  if  noth-  quickly  found  that  these  prices   brought  and    she    said    that    she    simply    recom- 
ing'  is  done  to  stimulate  buying  on  the*  in   new  business,  but  we  saw  to  it  that  mended  putting  sugar  in  the  rinsing  wa- 
part     of   the      consumer.      And      besides  all   the   latest  novelties   were   included   in  ter,    and    that    it    always    kept    organdy 
losing    business      over   dress      materials,  our  stock,  especially  sports  stuff,  and  we  crisp    without    theuse    of    starch,    which 

there  will  be  just  as  great  a   hole  made  accented   this   class     of  marchandise     in  does  not  iron  out  well." 
in   the   notions   and   small   wears   depart-  special    displays    suitable    to   the    season. 
ment,  because  without  fabrics  they  By  consistently  adhering  to  lower  prices  Staff  Study  New  I  atterns. 
would  be  useless.  Now  in  our  store  we  and  emphasizing  up  to  the  minute  mer-  "A  sales  clerk  cannot  know  too  much 
realized  last  fall  that  something  had  to  chandise  our  sales  have  kept  on  increas-  about  the  proper  amount  of  fabric  to 
be  done  and  we  figured  first  of  all  that  ing  so  that  at  the  end  cf  this  year  our  advise  for  a  dress  or  suit,  etc.  I  al- 
there  must  be  something  wrong  with  the  gross  turnover  in  yardage  goods  is  going  ways  have  my  staff  study  the  new  pat- 
way  we  were  then  selling  the  things,  or  to  be  greater  than  it  was  last  year,  not-  terns  as  they  come  into  the  store,  and 
else  we  were  paying  too  much  attention  withstanding  the  drop  in  prices."  observe  how  the  various  styles  call  for to  the  ready  to  wear,  and  allowing  it  to  more  or  iess  material.  They  can  advise 
profit  at  the  expense  of  dress  materials."  How  to  Deal  with  Customer...  thc    exact    amount    required    for   a    cape, 

"It's  all  very  well  to  say  that  women  nnintp.-  which  a  dolman  or  a  structlv  tailored  coat,  for are  not  making  their  own  clothes  or  hav-  .  .  Helt   ale  some  ot  \he  P°mt,??  wmch.  instance     or   for   the    different   tvnes   of 
in-  them  m-ule  lik»  thev  used  to  and  that  I   impress  upon  my  sales-staff,"  he  went  

i  stance,    oi    ioi    ine    nmeieni    types    oi ing  them  made  like  tney  used  to,  ana  tnat  "First   never  disi-mte  with  a  custom  blouses  so  popular  this  summer,  down  to 
ready  to   wear  clothing   is   much  better  on-     ,L  list-  n.ev"  ct'sP.ute.  Wlttl  a  custom-  precise  amount  needed        Often  we 
mine  for  the   monev  from   a   stvle   ind  er    who    ls    dissatisfied   for    any    reason.  in*  V      eu,  7                             ,         .,we value  to     tne   money  iiom   a   style   ana  nnreasonihlp   in    her   de  have  been  able  to  save  customers  quite  a 
time-saving     stand-point.     Dress     goods  JAen.  u   stle.is   unreasonable   in    hei    de-  ..    .                 exD-mse    when  dress  makers 
sales    like  anv  other  merchandise    have  mands,  as  nine  out  of  ten  are,  give 

 her  'KXie  ex,Y^  exP.-nse.  w"en  aress  maKeis 
sates,  like  any  othei   meicnanaise,   nave  benefit  of  the  doubt   In  one  case  nar-  haVe   called  for  more  than  was  dually to  be   stimulated,  and   this  is  especially  "ie  ueitlu  0i,  uiie  V  ,  V        t     J    en     P  J  necessary     Color  combination  are  anoth- 
trne  at  the  nrespnt  time      It  imv  be  nos  ticularly,  I  advised  the  refund  

of  7  yards  'leLessdiy.     V.U1U1   loinuiiidLion  die  anobn 
tiue  at  the  piesent  time,    it  may  oe  pos-  •                         woman  who  claimer'  er  P011lt   on  which   some  employees  fall sible  to  sustain  sales  at  a  high  level  all  ?*  ™  ™  tan  eta  to  a  woman  who  claimed  rf           f      .    .            sufficiently  recoenized 
the  vear  round  hut  the  lars-pr  the  volume  that    she    had    foun(I    a    defect    after    h

av-  ™7',101    U  1S  n01  feumcientiy  recognizee 
the  yeai  lound  but  the  iaigei  the  \otume  figured  that  that  the  avera&e  person  knows  very  lit- of  sales   and   the   quicker     they  can     be  H1J-  nel  «ies>s  mane  up       uc  nguieu  tnac  ..     -uout    coiors    Until    hp    has       studied 
rolled   „ii    thp   hetter  the  nrofit   and   in  m    comparison    with    the   results    gained  ,l'e    aoout    coiors    until    ne    nas      stuaiea 
10  ted   up,  the    better   the  pioht  and   in-  *   generous   treatment     of     com-  them-    l  therefore  insist  uPon  a  thorough cidentally   the   stronger  will   be  the    de-  enrougn   generous   tieatment     ot      com-  ,       f    h         j                provided  bv  the 
nartmpnt  "  plaints,  the  actual  loss  by  refunds  or  ex-  "UUJ  w  l"t  LU1UI   "!8  .f'"111™     y   tue 

Paitment"  changes    was    practically    nil.      We    also  manufactuers    so    that    the    new    names 
Double  Appeal  in  Dress  Goods.  found   that   the   customer  will   generally-  W  b,e  aPplled  *°  th«  "?!**  fabncs  *?£ 

"It  may  not  always  be  the  fault  of  the  have    some   ground   for   her      complaint,  th/fof le*  staf,    An  ̂ tractive  name  will 

merchandise  if  sales  do  not  roll  up  quick-  and  that  although  it  may  be  somewhat  °ftfn  sel1  a  &*>«<;.  which  is  not  p
articu- 

Iy.     Frequently,  the  root  of  the  trouble  exaggerated,   yet   it   very   often   happens  al  £.  n°vel,    ln   .ltself-    and    thl,s    ,dea    !S 

may  be  found'  With   the  sales   staff.     If  that  the  clerk  has  been  at  fault,  either  ™  h  nemph**"  ng  Tv."  the  ,show  c,ards they  are  not  interested  in  their  goods  and  in    regard    to     measurement,      matching  Sr  disXvs  » 
are  continually  wishing  they  had  some-  shades  or  by  some  form  of  misrepresen-  p    y  ' 
thing    else    to    handle,    attend    to    their  tation  in  order  to  make  a  sale.     I  always  Qne  Successful  Method. 
work  perfunctorily,  making  no  effort  to  impress  it  upon  my  staff,  never  to  foist 

create  business,  even  the  best  fabrics  on  off  anything  which 'they  may  want  to  get  The    ldea    of    featuring    large   window 
the     market    would      suffer.      There      is  rid  of,  just  for  the  sake  of  making  a  sale.  cards   in   connection   with   a   showing  of 
scarcely  anv  other  line  of  merchandise  in  Nothing  kills  trade  quicker.     I  also  ad-  dress    fabrics,    upon    which    are    lettered 
which  so  much  latent  possibility  exists,  vise  them  to  form  the  habit  of  sizing  up  the    exa°t    requirements    to    make    up    a 
and  given  a  selling  staff  possesed  of  ima-  a  customer  when  she  approaches  in  or-  dress  and  their  cost,  is  a  successful  me- 

gination    to    viualize    the    double    appeal  der  to  have  some  idea  of  the  size  of  her  thod  °f  attracting  attention  to  the  mer- 
dormant  in  every  yard  of  material,  name-  pocket    book.      If    she    is       expensively  chandise.      Such   a    card   might   read   as 
ly,  the  fabric  itself  and  its  possibilities  dressed  and  in  good  taste,  by  all  means  follows: 
when  made  up,  the  success  of  any  depart-  show  her   the   best   at   once,  but   in   the              5  yards  gingham      $2.50 
ment  is  assured."  case  of  the  average  customers,  it  is  not              *•    yard   belting      12c 

"Of  course,"  he  continued,  "there  are  advisable  to  follow  this  plan,  because  the               *    pattern       25 
other  factors  to  be  considered  in  looking  price  may  convey  to  them  the  idea  that               *    dozen    pearl    buttons      35 
for    the    root    of    the    trouble,    such    as  all    our   goods   are   expensive.     It    is    so               1    spool    thread      , .  .  .      .13 
whether  displays  are  of  the  right  type  to  much    easier    for    a    customer    to    ask    if                ̂     card    snaps   05 
appeal   to   the   locality  in   question,   and  there  is  not  something  better  than  to  ad-              *   yard   contrasting  fabric   65 
whether   you  are   picking   out  the  right  mit  that  she  cannot  afford  the  more  ex-                                                                            
lines   that  will   attract  the   women   who  pensive  article."                                                           Total           $4.05 

shop  at  the  store.     It  may  be  that  there  Knowledge   of    Merchandise    Essential  The    cost    of    each    item    should    be    fl- 
are not     enough  novelties,     not  enough  ""^og.   ot    Merchand.se   Essential.  gured    ̂     on    ̂     ̂      ̂     ̂     ̂ ^ choice   of   colors,   or  prices   may  be  too  Besides  the  faculty  of  sizing  up  cus-  amount    prominently    featured.      If    the 

steep  or  too  low  for  the   average  cust-  tomers,  a  sales  clerk  should  be  posted  on  goods  are   attractive   and   the  total  cost 

onl.em';"           •   ,      ,            ,  thf. various  processes  of  manufacture  pe-  of  making  is  low,  no  better  appeal  can There   might  be   a   thousand   reasons  culiar  to  each  class  of  merchandise,  and  be  made. 
given  to  account  for  the  failure  of  dress  should  be  able   to  speak  with  authority                                        
fabrics    to    register    success,   but    in    our  regarding    their   respective    merits    from 
own    case,    we    came    to    the    conclusion  a  standpoint  of  durability,  washing  qua-       CLINTON   As   the   result   of   an   appro- 
that  it  was  just  the  economy  wave  that  lities,  dyes,  etc.     If  a  customer  is  unde-  ,,riation    of    <K?<S  000     nasse.t    hv    Pnrli« 
swept  Canada,  which  slowed  business  up  cided   about   a   certain   fabric,  a  sale  can  Pna™n    °/    *Z5,000,    passed    bv     lailia- 

somewhat,    so    we      just    about      making  often   be   clinched   because   the   employe;  ment  ln  the  closm8'  days  of  the  session, 
things  hum  in  dress  goods,  and  to  make  points  out  some  little  detail  in  its  favour  a  flax  experimental  station,  under  the  fe- 
a   long  story   short,  they  are  still   hum-  which   is   not  apparent  to   the   customer.  deral  department  of  agriculture,  is  soon 
minR-'  I  overheard  oneof  my  girls  telling  a  wo-  to    be    established    here,    with    the    pro- 

Replacement  Values  Featured.  ™ ^keepl  'aTay!  Sing'Ss^and  *»*<*  of  a  *™  manufacturing  industry Asked  what  he  did  to  encourage  pur-  new,  and  the  customer  immediately  said:  to  follow  in  the  not  far  distant  future. 



DRESS      FABRICS 

s= 

In  anticipation  of 
another  successful 
season  for 

Butter field  s 
Normandy  Voiles 

we  wish  to  call  the  attention  of  the  trade  to  some 

of  the  points  that,  as  a  result  of  careful  experiment 
and  long  experience,  have  made  Normandy  Voiles 
the  most  desirable  and  sought-after  dress  fabric: 

The  indestructibility  of  the  dots. 

The  fine  quality  of  the  voile. 

The  proper  contrasting  pat- 
terns, changed  each  season  to 

meet  the  latest  style  trend. 

The  raised  double-faced  effect 
produced  only  by  applying  the 
proper  process  to  the  proper 
cloth. 

The  consequent  effect  of  the 
Swiss  woven  dots. 

The   thickness   and    resultant 

weight  of  the  patterns,  so  nec- 
essary to  make  the  tunic  hang 

away  from  the  skirt. 

The  strength  of  the  fabric— 
an  absolute  necessity  to  with- 

stand the  strain  of  sitting,  and 
moving  around  while  seated. 

The  line  of  colors  in  the  pat- 
terns, all  fast  to  light  and washing. 

The  absolute  opaqueness  of  the 
dots,  which  make  the  patterns 
stand  out  clear  and  prominent. 

, 

The  continued  acceptance  by  your  customers,  without  com- 
plaint, proves  their  satisfaction  and  to  the  best  of  our  knowledge, 

no  Jobber,  Manufacturer  or  Retailer  has  ever  carried  over  Nor- 
mandy Voiles  or  been  compelled  to  close  them  out  at  a  sacrifice. 

We  take  pride    in   being    the   producers    of 

BUTTERFIELD'S  NORMANDY  VOILES 

\  Fred  Butterfield  &  Co.,  Inc 
361-363  Broadway,  Corner  Franklin  Street 

New  York,  N.  Y. 

Established  Since  1838 
"Sell  and  Repent' 

Copyright 

"Sell  and  Repent' 
Copyright 
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Superfine,  glistening,  silken 

DYNAMO   M ALINE 
plays   no   minor  role   in   feminine   fashions   to-daj 
and  is  amazingly  attractive. 

Always    popular    for 

Millinery  and  Scarves 
the  smartness  of  DYNAMO  Maline  was  never  more 
emphasized    than    this    season,    with    its    many    new 
effects  and  ever  increasing  number  of  uses. 

It  will  be  worth  your  while  to  insist  on 

DYNAMO  MALINE 

THE  MALINE  WITH  A  PEDIGREE 
Wherever  Maline  is  in  use.  DYNAMO  is  known 

the  world  over  as  the  Maline  of  QUALITY,  evidenced 
in    its    appearance. 

IMPORTANT: 

DYNAMO  Maline  never  becomes  sticky  and  is 
guaranteed  rain-proof,  moisture  proof,  perspiration- 
proof,  sun-proof,   and  will  not  fade. 

Look  for  the  "DYNAMO  BRAND"  stamp 
— for    your    protection. 

tSelling  Agents  for  Gros  Million  &  Co. 

of  Lyons  (France)  for  the  Dominion  of  Canada 

We  sell  to  the  Wholesalers  only 

CHAS.  MOUTERDE 

(United  Makers) 

DYNAMO  BRAND 

MONTREAL 

Room  705 Read  Bldg. 

Tel.  Main  6524 

TORONTO 
80  Wellington 

St.  West 
Tel.  Adel.  4184 

?-*±$?i£* 
.^ST, 

ii*w 

?<? mig: j LK V) 

^Announcement  to  The  Dry  Cjoods  Trade  of 
The  Dominion  of  Qanada 

The  House  of  BELDING-CORTICELLI,  Ltd.,  has  been 

appointed  our  exclusive  agents  for  the  entire  Dominion. 

They  are  ready  to  show  you  a  complete  collection  of 
our  well-known  fabrics. 

zMaker  of 

zMoon-Qlo     Fan-Ta-Si     Tal-Ly-Ho 
Tterrette   T>u-vel   Hin-Vu    Fairway 

03  TINY  LABEL  IDENTIFIES  THE  GARMENT;    THE 
FABRIC   BEARS   THE    NAME   ON   THE   SELVAGE, 

■  »  wiA,V^T* 

422  Fourth  .V.  enue,  vi.  \  ̂   1  irk 

-4 
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Beware  of  Third  Season  Styles. 
Manager  Of  Large  Millinery  Parlor  In  Cleveland  Outlines  System  Used  In  William  Taylor  Son  &  Co. — Taking  Care  Of 

Trimmers  In  Quiet  Season — Husband's  Choice  Considered — Using  The  Card  System. 

When  buying  millinery  beware  of 
lines  that  are  being  offered  for 

a  third  season"  said  ihe  Manager 
of  the  millinery  department  of  Wm. Tay- 

lor. Son.  &  Co.,  Cleveland.  Ohio.,  to  Dry 
Goods  Review  recently.  "Styles  and 
trimmings  that  "make  good  in  their  first season  are  usually  repeated  but  these 
rarely  find  a  market  a  third  time, "  he 
continued.  "This  does  not  mean  that 
lines  are  safe  for  only  one  season  after 
they  are  shown  in  N«w  York,  for  that 
town  continues  to  be  a  lap  ahead  no  ..in- 

ter how  hard  we  attempt  to  follow:  the 
rule  applies  to  third  seasons  in  the  dis- 

trict where  the  store  in  question  is  sit- 

uated." Mr.  Winger  has  built  up  an enviable  record  for  his  department  in 
Cleveland  and  so  far  as  Dry  Goods  Re- 

view was  able  to  learn,  this  record  is 
due  more  to  common-sense  methods  and 
a  keen  appreciation  of  human  nature 
than  to  anything  else. 

The  Saleswoman. 

The  courtesy  with  which  customers  are 
received  in  Mr.  Winger's  department  is very  marked.  Before  the  manager  could 
be  found,  to  speak  with  the  representa- 

tive of  Dry  Goods  Review,  four  different 
girls  had  made  sincere  attempts  to  lo- 

cate him.  It  was  shortly  after  opening 
time  and  the  clerks,  instead  of  sitting 
around  on  chairs  and  tables,  as  is  done 
in  many  stores  before  the  day's  rush 
commences,  were  dusting  stands  and 
showing  a  genuine  interest  in  the  appear- 

ance of  the  department. 
These  salesgirls  were  not  of  the  'sweet 

sixteen'  type  who  are  more  interested  in adjusting  their  hair-nets  in  the  mirror 
reserved  for  the  customer,  than  in  selling 
hats,  but  sensible  girls  ranging  in  ages 
from  twenty  to  thirly  and  plainly 
dressed.  Mr.  Winger  is  of  the  opinion 
that  the  saleslady  who  is  dressed  in  ul- 

tra-fashion is  not  a  drawing-card  to 
purchasers.  The  clerk  who  by  her  man- 

ner and  appearance  shows  taste  and  a 
thorough  knowledge  of  her  work  has  a 
more  lasting  effect  on  her  patrons.  "Very 
young  girls  are  as  a  rule  not  the  best 
to  sell  millinery:  most  women  require  a 
certain  amount  of  experience  and  obser- 

vation before  they  know  what  to  wear 
and  t>.ese  qualities  are  even  more  neces- 

sary when  it  comes  to  assisting  others 
in  what  they  wear",  the  Manager  says. 

Trimmers  Never   Dismissed. 

The  fact  that  there  are  now  no  longer 
four  distinct  millinery  seasons,  between 
which  tin.es  all  is  as  quiet  as  the  prover- 

bial tomb,  has  meant  a  great  deal  not 
only  to  milliners  but  to  their  employees. 
There  was  a  time  when  the  trimmer  had 
to  live  on  the  meagre  wages  she  earned 
during  the  'rush'.  Now  she  has  employ- ment in  most  shops  for  a  large  part  of 
every  year.  The  Wm.  Tavlor  Co.  has 
gone  a  step  further.  They  do  not  dis- 

miss their  girls  even  when  there  is  a 
week  or  two  of  absolute  quiet.  When 

e  two  periods  come  in  Jam:  and  Sep- 
>er  they  begin  work  on  their  'flower' 

hats,  that  is  on  hats  which  arc  male  up 
from  materials  which  are  left  over  from 
the  previous  Eseason.     There  are  always 

enough  women  interested  in  these  be- 
tween-time hatst  0  make  this  work  worth 

while.  Besides,  there  is  usually  very 
good  value  offered  in  them.  Dry  Goods 
Review  was  invited  to  inspect  the  work- 

room, where  about  twenty  girls  were 
busy  in  a  sunshiny  place  just  off  the 
sales  department.  Having  the  work- 

room adjoining  the  salesroom  is,  we  were 
informed,  a  distinct  advantage.  The 
head  trimmer  can  be  brought  out  to  the 
customer  and  advised  of  the  changes  that 
a  hat  requires  and  much  time  is  saved 
in  carrying  messages  back  and  forth. 
Salesgirls  are  not  allowed  to  enter  the 

trimmer's  rooms.  They  bring  their  re- 
quests to  a  counter  where  one  girl  is  in 

charge. 

How  the  Returning  of  Hats  is  Dealt  With 

This  is  the  branch  which  requires  all 
the  ingenuity,  resourcefulness  and  in- 

sight into  human  nature  that  a  Manager 
has  in  him.  The  general  rule  is  that 
hats  must  be  returned  within  forty-eight 
hours  after  they  are  purchased.  Cleve- 

land people  have  learned  this  fairly  well 
and  generally  abide  by  it.  When  there 
is  a  doube  in  the  mind  of  the  salesgirl 
as  to  whether  the  customer  really  in- 

tends to  keep  the  hat  she  purchases,  she 
has  a  tag  attached  by  the  parcel-girl 
which  will  prevent  the  wearing  of  the 
hat  without  removal.  This  is  placed  on 
the  brim,  and  stands  out  from  it  two 
inches.  When  a  tag  has  not  been  at- 

tached before  delivery,  the  clerk  is  in- 
structed to  use  her  judgment  as  to  the 

honest  intentions  of  the  purchaser  and 
in  regard  to  the  saleability  of  the  hat  if 
taken  back.  Where  a  good  customer 
might  be  lost  if  a  refusal  is  given,  it 
is  sometimes  better  to  accept  returned 
merchandise  even  if  not  in  the  best  con- 
dition. 

Consider  Choice  of  Husbands. 

Experience  has  taught  Mr.  Winger 
that  it  is  good  business  to  consider  the 
taste  of  husbands  in  regard  to  their 
wives'  hats.  When  a  woman  returns 
with  a  hat  and  the  frank  statement  that 

"My  husband  does  not  like  it",  salesgirls 
show  her  every  courtesy.  If  the  husband 
does  not  like  her  choice,  he  is  at  least 
interested  and  will  very  often  return 
with  her.  In  nine  cases  out  of  ten  the 
man  will  be  ready  to  spend  more  money 
on  the  purchases  of  a  new  hat  than  his 
wife  was.  Men  do  not  quibble  over  pri- 

ces if  they  gnd  what  they  want.  This 
consideration  for  husbands  has  become 
known  throughout  Cleveland  to  such  an 
extent  that  on  Saturday  afternoons 
there  are  as  many  men  as  women  seen 
in  the  milliney  department.  A  story  is 
told  that  some  years  ago  a  woman  re- 

turned with  a  hat  which  she  had  pur- 
chased the  day  before,  torn  into  ribbons. 

Her  husband  had  so  disliked  it  that  he 

had  destroyed  it  and  given  her  ten  dol- 
lars to  purchase  another.  The  firm 

made  every  possible  concession  in  selling 
her.  another  piece  of  millinery  which 
her  spouse. 

Card    System. 

A  very  efficient  and  effective  card  in- 
dex  is  used  by  Mr.  Winger.     A  card  is 

fyled  for  every  purchase,  except  cash 
ones  where  the  parcel  is  taken  away. 

The  headings  for  these  are:  'Orders  tak- 
en', 'Orders  delivered',  'Deposits  made', 

'Cash  sales-deliveries'.  The  cards  are 
taken  out  of  one  fyle  and  placed  in 
another  as  the  instructions  are  carried 

out.  "Deposit"  cards  are  left  in  their 
place  ten  days,  after  which  time  a  let- 

ter is  written  the  prospective  customer 
telling  her  that  the  hat  must  be  called 
for.  If  no  reply  is  received  within  a  rea- 

sonable time  the  hat  and  card  are  re- 
moved from  their  respective  places, 

which  means  that  the  deposit  is  lost. 
These  card  indexes  are  not  only  a 

check  on  the  numbers  and  amounts  of 
sales  but  on  the  districts  where  business 
is  coming  from.  Mr.  Winger  intends  to 
use  them  in  the  fall  when  sending  out 
announcements  of  his  opening.  The 
circular  will  tell  each  customer  that  she 
purchased  a  hat  at  the  Wm.  Taylor,  Son 
&  Co.,  in  the  spring  or  summer  and  that 
the  firm  will  be  glad  to  help  her  select 
her  fall  hat.  The  personal  touch  is  the 
real  basis  for  better  business  and  this 
store  has  learned  the  secret  of  it. 

R.  Browne,  the  New  South  Wales  re- 
presentative of  the  Dominion  Corset 

Company,  of  Quebec,  (Canada),  recently 
inaugurated  a  new  departure  in  the  com- 

mercial world.  Mr.  Browne  on  February 

17th,  with  a  full  range  of  samples  of  "D. 
&  A"  Corsets,  flew  from  Wagga  to  a 
number  of  towns  within  a  radius  of  100 
miles;  he  tiavelled  at  an  average  rate 
of  80  miles  per  hour,  and  at  an  average 
height  of  4000  feet.  On  the  completion 

of  the  trip,  Mr.  Browne  had  the  satisfac- 
tion of  knowing  that  he  had  secured  as 

many  orders  as  it  would  have  taken  the 
average  commercial  traveller,  using  the 
usual  methods  of  transport,  days  to 

gather  in. 
Mr.  Browne  is  the  first  traveller  to  fly 

in  the  Commonwealth  with  a  full  range 

of  samples,  and  he  is  enthusiastic  about 
the  possibilities  of  the  future  as  far  as 
the  aeroplane  is  concerned  as  an  aid  to 
travellers. 

Mr.  Browne  was  piloted  by  Captain 
Percival,  late  of  the  Imperial  Flying 

Corps,  who  as  an  aviator  saw  distin- 
guished service  in  France,  and  was  in  the 

big  raid  at  Vimy  Ridge.  He  was  also 

chief  pilot  in  Palestine.  Captain  Perci- 
val used  an  Avro  machine  fitted  with  a 

Renault  engine.  On  the  following  day 
Mr.  Browne,  with  his  samples  nicely 
packed  in  the  machine  left  again  with 

Captain  Percival  for  Goulbum,  called  on 
many  more  customers,  and  came  to  Syd- 

ney, reaching  the  Richmond  Aerodrome 
at  4.30  p.m. 



DRY   GOODS   REVIEW 55 

Hints  on  Selling  Hats  to  Matrons. 
Stress  Style  And  Say  Little  Or  Nothing  About  Age — Studying  The  Shape  Of  The  Head,  The  More  Of  Hair-Dressing 

And  The  Profile — Careful  Phrase -Choosing  Is  Important. 

The   principal    difficulty   about     sel
- 

ling millinery  to  older  women  is 
that  none  of  them  will  admit  that 

they  are  old  nowadays,"  explained  a  suc- cessful Montreal  millinery  to  Dry  Goods 
Review.     "I   have  made   a  success  of  it 
simply  because  I  keep  a  large  range  of 

be'conmg  models  always  on  hand,  which 
are  carefully  adapted  to  older  faces  as 

regards    outline    and    trimming,    and    I 
have   found  that  by   merely   introducing 
them   as   I  would   any   other   styles,   my 
customers   are   able   to   see    instinctively 

that  they  are  the  most  appropriate  and 
becoming.     One  must  be  so  careful  not 

to  give  offense  in   selling  the  older  wo- 
man   a   hat,   and   I   have   found   that   the 

less   one  says  about  the  merits  of  each 

particular  model,   the  better.     Unless   a 
woman   is  absolutely  devoid   of  common 

sense,  it   is  better  to  trust  to  her  own 
taste  and  never  under  any  circumstancss 
advise  a  certain  hat  in  order  to  make  a 
sale.     Older  women  are  generally  touchy 
and  exceedingly  independent   in   making 
their   selection,   and   require   the   utmost 

tact  to  manage  successfully.  They  usual- 
ly  come   into   the  store  to  look   around, 

and  almost  always  refuse  any  assistance 
from  the  sales-woman,  saying  they  just 
want   to    look   around.      We    leave    them 
entirely    alone,    although    we      keep      a 
watchful    eye    to    observe   what    catches 
their  fancy,  and  then  we  are  ready  with 
pretty  nearly  the  right  thing  after  they 
have  looked  in  vain  over  the  entire  shop. 
It  would  never  do,  you  know,  to  attempt 
to  tell   them  that  we  could  supply  just 
the    right    thing    inside    five    minutes    if 
they    would    only    sit    down    and   try    on 
one   or  two.     They  would   not   feel  tho- 

roughly satisfied  unless  allowed  to  wand- 
er about  and  look  over  everything  from 

children's  styles  to  widow's   shapes." 
Sizing  up  Customers  is  Essential. 

"To  put  it  in  a  nutshell,  I  think  one's 
success  depends  upon  an  ability  to  size 

people    up,"    she    continued,    "because    it is  so  irritating  for  a   customer  to  have 
to  submit  to  a  dozen  or  more  futile  at- 

tempts on  the  part  of  the  saleswoman  to 
pick   a   becoming  model.     As   soon   as   a 
customer  removes  her  own  hat,  the  sales- 

woman should  note  the  general  shape  of 
her  head,  the  style  of  hair  dressings  and 
her  profile.     Such  things  as  complexion 
and  hair  rarely  enter  into  the  transact- 

ion   nowadays,    obecause    when    certain 
colors  are  fashionable,  women  will  have 
them,   irrespective   of  whether  they   are 
really  becoming.     However,  I  do  try  to 
steer  red  haired  women  away  from  pink, 
and    swarthy    skinned    types    from    dead 
black.     But  one  is  not   always   success- 

ful." "Very  few  elderly  women  do  their 
hair  in  a  manner  suitable  to  present 
styles  and  although  it  is  oftentimes  a 
disagreeable  task,  I  always  make  a  sug- 

gestion to  them  as  to  an  improved  me- 
thod of  arranging  the  hair,  which  will 

permit  them  to  wear  a  more  becoming 
shape.  I  am  in  favour  of  undertaking 
the  re-arrangement  of  a  customer's  coif- 

fure myself,  just  to  show  them  what  a 
difference  the  change  will  make.  But  it 
is  often  impossible  to  convince  them." 

A  valued  customer  of  a  certain  retail  store  for  years  was  recently  in- 
censed by  the  treatment  accorded  her  by  one  of  the  members  of  the  sales' 

force.  Her  custom  was,  accordingly,  withdrawn  from  this  store.  The'  case 
was  thoroughly  gone  into  by  the  Board  of  Management  of  tin-  store  and  the 
cause  of  the  whole  difficulty  outlined.  How  was  this  case  to  he  made  to  serve 
the  interests  of  better  salesmanship  throughout  the  store? 

This  store  has  adopted  a  very  good  plan  lor  such  cases  as  this.  The 
whole  case  is  outlined  and  typewritten  in  memo  form,  giving  the  name  of 
the  person  over  whom  the  difficulty  has  arisen  so  that  future  trouble  may  not 
arise  with  this  person.  Suggestions  for  overcoming  similar  difficulties, 
should  they  arise,  are  appended  by  the  Board  to  the  explanation  of  the  case. 

This  memo  is  circulated  to  every  member  of  the  sales'  force  for  his  or  her 
initial  so  that  the  Board  may  know  that  every  salesperson  has  seen  it.  In 

this  way,  salesmanship  is  helped. 

Avoidance    of    Phrase    'Elderly    Women'. "Bonnets,  of  course,  are  almost  obso- 

lete except  for  special  orders,  the  pre- 
vailing type  of  millinery  for  the  elderly 

women  being  a  close  fitting  turban  with 
a  very  narrow  upturned  brim,  usually  all 
hand-made  of  softly  draped  fabric  with 
straw  or  felt,  according  to  the  season. 

This  supmmer  the  greatest  call  is  for 
mohair  and  Swiss  braids,  but  for  the 
fall  I  expect  to  feature  panne  velvet  and 
duvetyn  in  the  same  manner.  All  these 

hats  are  known  as  "Matron  hats",  never 
as  millinery  for  elderly  women.  The 
latter  phrase  should  always  be  avoided 
in  advertising,  etc.,  as  it  tends  to  convey 
the  idea  of  dowdioess  and  conservatism. 
Price  is  rarely  a  point  of  dissension  with 
older  women,  because  they  generally  rea- 

lize that  fabrics  must  be  rich  and  work- 
manship of  the  highest  type,  if  the  effect 

is  to  be  distinctive.  From  $10  to  $15  is 
the  average  price  for  an  every  day  mo- 

del, this  season,  and  it  is  rarely  safe  to 
ask  more  than  this  figure  since  older  wo- 

men that  that  is  enough  to  spend  for  a 
simple  hat.  Black,  of  course,  is  the  pre- 

ference of  the  majority,  although  there 
is  a  limited  call  for  navy  blue  or  taupe  to 
accompany  costumes.  It  is  a  good  idea 

to  design  the  older  woman's  hat  so  that 
it  can  be  worn  on  many  di^erent  occa- 

sions, or  even  the  year  round,  because 
they  are  often  willing  to  pay  an  in- 

creased .  price  for  something  in  which 
they  feel  they  look  well  and  which  they 
get  accustomed  to.  Style  vary  so  little 
in  models  for  older  women  that  it  is  of- 

ten better  policy  to  advise  this  idea." 
''Veils  are  an  especially  important  ac- 

cessory to  bear  in  mind  when  selling  a 
hat  to  the  older  woman,  and  the  sales 
clerk  should  be  willing  to  take  all  kinds 
df  trouble  to  pick  just  the  right  mesh 
and  pattern  that  will  set  off  the  hat  and 
the  wearer's  face.  This  requires  much 
experience  and  a  well  selected  stock  to 

back  it  up." Daylight  Fittings  Best. 
"Finally,'  she  went  on,  "one  cannot  be 

too  careful  of  the  lighting  while  the  fit- 
ting is  in  process.  It  is  no  use  having 

a  soft  light  which  will  make  the  hat 
look  becoming  while  in  the  store,  because 
afterwards,  strong  daylight  will  show 
up  all  the  defects.  A  customer  must  be 
perfectly  satisfied  both  during  the  fitting 
and  afterwards,  if  a  sucessful  sale  is 
to  be  made.  The  customer  must  have 
confidence  in  you,  in  your  judgment  re- 

garding styles,  and  in  your  ability  to 
adapt  them  to  her  individual  type.     The 

hat  is  the  frame  of  the  face,  and  like  a 
picture  frame,  should  so  enhance  and 
get  off  the  best  points  of  the  profile  be- 

neath, that  it  seems  to  belong  insepar- 
ably to  it.  Put  yourself  in  your  custom- 
er's place  and  judge  whether  the  model which  seems  to  be  satisfactory  is  really 

the  best  for  her,  if  it  expresses  dignity, 
elegance  and  character,  besides  setting 
off  the  best  points  of  the  features. 
Avoid  any  mention  of  the  fact  that  it 
lends  a  youthful  effect,  for  such  an  ex- 

pression will  only  tend  to  accentuate  the 
idea  of  age.  Concentrate  upon  the  style 
points  when  talking  with  the  customer, 
as  far  as  possible." The  two  hardest  types  which  a  milli- 

ner encounters  are  undoubtedly  the  el- 
derly woman  and  the  so-called  'flapper' type,  the  former  because  she  wants  to 

look  younger,  and  the  latter  for  the  op- posite reason.  Few  stores  can  cater 
successfully  to  both  classes  together,  but 
if  a  good  trade  is  built  up  which  includes 
both,  it  may  safely  be  said  that  the 
greatest  difficulties  in  merchandising millinery  have  been  overcome. 

FUR  PRICES  STIFFEN. 

The  official  list  of  price  changes  in 
connection  with  the  recent  Canadian  Fur 
Auction  held  in  Montreal  has  been  is- 

sued, showing  conclusively  that  a  gen- 
eral stiffening  and  a  marked  advance 

over  January's  prices  has  taken  place. Bear  declined.  20  per  cent.  Beaver 
advanced  25  per  cent.  Civet  cat,  as  er- 

mine also,  advanced  15  per  cent.  Fisher 
advanced  20  per  cent.  Aust- 
vanced  15  per  cent.  Red  fox  advanced 
20  per  cen.  Gray  fox  declined  15  per 
cent.  CSlear  silver  fox,  %  to  %,  ad- 

vanced 35  per  cent.  Silver  fox,  other 
grades,  advanced  15  per  cent.  White  fox 
advanced  20  pera  cent.  Kolinsky  and 
lynx  advanced  20  per  cent.  Marmot  and 
marten  also  advanced  20  per  cent.  Mink 
gained  20  per  cent.  Mole,  muskrat  and 
opossum,  each  advanced  10  per  cent. 
Australian  opossum  advanced  20  per 
cent.  Otter  showed  an  advance  of  20 
per  cent.     Persians  found  no  demand. 

Raccoon  declined  16  per  cent.  Rus- 
sian sable,  skunk,  and  squirrel  advanced 

30  per  cent.  There  was  no  demand  for 
shiras.  Wolf,  timber  wolf  and  wolver- 

ine each  advanced  10  per  cent. 
Musk  ox,  dog  mats,  hair  seal  were 

mostly  withdrawn  owing  to  lack  of  buy- ers. 
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Our  New  Fall  Line 
Of 

COATS 
Ready  For  Inspection 

STYLE  That  is  attractive,  distinctive  and  clean  cut — 
not  too  conservative  nor  too  ultra,  but  of  a 
character  that  100  per  cent,  of  your  trade 
can    buy. 

VARIETY  A  line  that  is  big  enough  and  broad  enough 

to  insure  your  finding  exactly  what  you  need 

to  make  a  success  of  vour  earls'  Fall  business. 

PRICE  Priced  upon  a  basis  of  lowest  cost  for  highest 
quality  fabrics  and  sold  at  so  close  a  mrrgin 
that  only  the  volume  and  turnover  of  our 
vast  amount  of  business  enables  us  to  offer 

them  at  such  extraordinarily  low  prices. 

You  are  cordially  invited  to  inspect  this  showing 

at  our  Toronto  Show  Rooms,  or  on  the  road.  A  postal 

will  bring  our  representative  to  your  store. 

S.  F.  McKINNON  &  CO.  Limited 
CORNER  WELLINGTON  AND  YORK  STREETS 

TORONTO,    -    CANADA 

|         I.  ,  '  ■  )■».,  T  J 
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Cuting  Displays 
now  attract  an 

unusual  .share  of 
attention.  Show 

Ballantyne  Bathing 

Suits  and  'Ballan- 

tyne Display  Cards- 

Link  up  your  store 

with  goods  the  sum- 
mer vacationist  needs 

und  is  looking  for. 

For  Men 
Women 
and 

Children 

O  ALLANTYNE  Bathing  Suits  are  all-wool 
-*J  and  are  made  in  attractive  color  combina- 

tions. They  are  well-nigh  perfect  in  fit.  be- 
cause they  are  the  product  of  careful,  accurate 

designing  and  conscientious  workmanship. 
These  are  the  Bathing  Suits  that  are  seen  in 

greatest  numbers  at  summer  resorts  and  beach- 
es. They  have  style  and  they  are  practical 

swimming  suits. 
To  profit  most  from  special  summer  goods,  you 
should  have  Ballantyne  Bathing  Suits  for  your 
customers. 

BALLANTYNE 
BATHING   SUITS 

R.  M.  BALLANTYNE,  LIMITED 

Stratford     -     Canada 
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Help  Sales  in  Knitted  Underwear. 

elude  a  full  range  of  out-sizes  for  the 
large  woman  as  well  as  everything  nec- 

essary for  the  infant  and  the  growing 

child.  Many  people  suffer  from  rheu- 
matism and  are  obliged  to  wear  fine  wool 

all  the  year  round,  and  this  necessitates 

summer  as  well  as  winter  selling." 

Handling  "Seconds" [f  .-iib-standards  are  featured  it  is  ad- 
visable to  put  them  on  sale  elsewhere 

than  in  the  regular  departmen.  either  on 
sale  tables  or  in  the  basement  bargain 
section,  otherwise  customers  get  into 
the  habit  of  associating  cheap  merchan- 

dise with  the  regular  grades  and  uncon- 
sciously look  for  the'  latter  when  shop- 

ping. This  point  needs  especial  atten 
tion  in  localities  where  much  unemploy- 

ment prevails,  as  the  tendency  will  un 

Intelligent  Salesmanship  An  Important  Factor — Careful  Selection  Of  Stock- 
garding  Stock  And  Display. 

During  the  hotter  summer  d
ays  an 

ideal  opportunity  presents  itself 

to  the  average  store  in  the  niat- 

ter  Of  pushing  staple  underwe
ar  Some- 

how there  is  a  more  significant  appeal
 

?n  cool  looking,  immaculate 
 vests  or 

combinations  than  in  most  ot
her  type 

,f  tnnarel  and  the  average  shopper  w
ho 

;^Snotaand  uncomfortable  fro
m  the 

humiditv  will  respond  gratefully 
 to  the 

su^geslion    that    light    weight 
   garments 

he  adopted. 

Intelligent  Salesmanship 

In  an  mterview     with  the   
 underwear 

buvers  of  two  leading   Mont
real  depart- 

ment 'tores.  Dry  Goods  Review  observ
ed 

hat    -reat    stress    was    laid    upon 
   intel- 

ihgent%aleS.,ansh,p  before  anything
  e\>e 

when  the  ultimate  success  of  
the  «epait 

men    was  spoken  of.     "Yes,  o
ne  cannot 

know   too    much   about   und
emearde- 

,-Wred   one   buver   emphatically,     toi    in 

h*  department  more  than  most  others
, 

m  opinion,  we  depend  upon 
 establish- 

ing confidence  between  our  cuir
tomeM 

and  ourselves.  Woven  underwe
ar  is  so 

deceptive  to  the  eye  in  appea
rance  that 

even  the  shrewdest  women  
are  deceived. 

For  this  reason  I  maintain  t
hat  to  at- 

ttain  success  in  merchandisin
g  under- 

wear, a  store  should  carry  nothing  
hut 

recognized,  guaranteed  bra
nds  behind 

which  the  makers  stand  and  e
very  sale 

clerk  should  familiarize  herself 
 with  the 

goods,  so  that  she  will  not  
make  the  er- 

for  of  over-estimating  the  good  qual
ity 

^r  unintentionally   deceive  
her   custom- 

'  ■'•  -The  washing  qualities  of  ™de™e*r 
■ae   paramount   in  the  minds  of  

custom 

S,  before  even    the  ultimate    
wearing 

possibilit.es    are    considered       They    
ask 

if  a  garment  will  shrink  or  Wretch  
in  the 

aundv  and  they  have  a  perfect 
 right  to 

Sow  what  it  Will  do.  I  r
emembei  sel- 

ling a  baby's  shirt  to  a  woman  
once 

which  was  a  wonderfully  fine  
soft  qua 

lit"  of  wool  and  silk.  I  advised  her  to 

buy  a  size  or  two  larger  than
  she  want- 

SPto  allow  for  the  growth  o
f  the  child, 

but  to  my  surpnse  she  brought 
 it .back  , 

week  later  and  it  had  shrunk  to
  the  size 

of  mv  hand.  1  returned  it  to  th
e  maker 

for  an    explanation    of   the   trouble
     and 

h-v  later  notified  me  that  they  ha
d  ex 

racted  nearly  a  basin  of  soap  sud
s  from 

that  little  vest,  and  it  was  retu
rned  to 

us  in -its  original  condition  
to  prove 

what  careful  washing  can  achie
ve. 

'•So  first  and  foremost,  the  sales  staff 

must  be  taught  to  know  their  
mereharr 

dise.  because  if  the  goods  fail  to  hv
e  ur 

to  the  social  claim   which  influence
d  the 

customer  to    purchase,   her   faith    in 
  the 

entire   store   is   going   to   be   badly  
 sha- 

ken." •    _,.     , 
Selection   Of   Stock 

"The  selection  of  the  stock  is  equally 

important,  and  the  buyer  must  be  o
n  n- 

guard  against  too  many  "sub-s
tandaid 

grades,    which    all    too    frequently    off.
- 

great  attractions  as  regards  quick  torn 

over   but    which    untimately    prejudice 

customers     against     the  regular     stocV 

A  first-rate  underwear  department  will 

include  every  possible  garment  that
  -■ 

woman  is  likely  to  call  for.     It  will  -n- 

-Handling  "Seconds" — Suggestions  Re> 

Silk  sweater  coat  for  midsummer  wear.. 
The  body  is  of  plain  tricolette  and  the 
trimmings  of  Roman  stripe.  The  sash 
is  of  double  length  so  that  it  can  be 
folded  around  twice.  Shown  in  all  the 
new  shades  by  the  Rose  Knit  Goods  Com- 

pany, Cleveland,  Ohio. 

doubtedly  be  to  seek  low  priced  merchan- 
dise regardless  of  quality.  The  call  for 

"seconds"  has  only  become  noticeable 
since  prices  began  declining,  but  under- 

wear buyers  cannot  be  too  careful  to  in- 
sist that  it  pays  to  buy  the  best.  In- 

stead of  featuring  this  type  of  goods,  the 
buyer  will  do  better  to  offer  special  in- 

ducements from  the  regular  stock 
from  time  to  time  according  to  the  sea- 

son. 'Introductory'  sales  are  satisfac- 
tory when  it  comes  to  demonstrating  a 

new  line   recently  brought  out. 
A  leading  Montreal  store  follows  the 

policy  of  using  space  in  its  large  ad. 
three  times  a  week  in  which  to  talk 
about  knitted  underwear,  and  couples 
this  with  window  displays,  featuring 
one  sample  of  each  garment,  opened  out 
and  shown  in  its  entirety.  Its  regular 
department  is  located  right  at  the  front 
door  and  includes  both  sides  of  one  of 
the  main  aisles,  so  that  in  the  worlds  of 

the  manager  "Customers  have  to  talk 
through  a  complete  range  of  seasonable 
underwear  in  order  to  reach  the  rest  of 
the  store.  Underwear  is  not  as  easy  tc 
sell  as  neckwear  or  other  pretty  novel- 

ties, consequently,  we  find  that  by  sug 
gesting  it  in  this  manner,  sales  are  made 
more  frequently  than  if  we  relegated  it 

to  a  more  retired  corner." 
This  store  believes  in  pushing  any  left- 

overs first  at  the  beginnin  gof  a  season 
and  to  keep  a  watchful,  eye  for  any  no- 

velties that  are  offeered  by  the  makers 
in  order  to  work  them  in  with  regulai 
lines.  The  new  type  of  athletic  under 
wear  works  in  splendidly  with  knitted 
garments,  especially  where  there  is  much 
tourist  trade,  because  American  women 
have  been  accustomed  to  wearing  them 
for  several  seasons. 

Displaying  Underwear 

In  connection  with  the  display  of  un- 
derwear, too  much  emphasis  cannot  be 

laid  upon  keeping  it  scrupulously  clean 
and  tidy  at  all  times.  Most  buyers  agree 
that  cotton  and  some  wool  garments  can 
be  left  out  on  counters  and  tables  for 
customer  to  look  over  and  examine,  but 
silk  must  not  be  so  displayed  under  any 
circumstances.  Sales'  clerks  should  see 
to  it  that  the  garment  which  is  on  top 
one  day,  is  placed  at  the  bottom  on  the 
next  if  it  is  not  sold,  as  each  box  must 
have  the  appearance  of  being  freshly 
opened.  The  paper  label  which  is  usual 
ly  fastened,  round  the  underwear  must not  be  broken,  since  the  customers  first 
thought  is  usually  to  ascertain  the  name 
of  the  maker.  Nearly  everyone  has  her 
favorite  brand  nowadays  and  it  is  as  well 

to  advertise  freely  the  makers'  names 
in  order  that  customers  may  get  to  asso- 

ciate the  store  with  their  particular choice. 

The  buyer  or  manger  of  the  underwear 
department  must  emphasfze  the  point 
regarding  perfect  cleanliness,  so  that  the 
staff  may  realize  the  vital  importance 
that  it  has  upon  selling.  Customers  in 
better  class  stores  are  exceedingly  par- 

ticular about  selecting  only  dainty  and 
immaculate  garments  and  will  refuse  to 
look  at   shop-worn   merchandise. 
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HINTS  ON  SELLING  FURS. 
THE  average  customer  today  knows 

something  about  furs.  The  time 
is  past  when  the  woman  who  is 

told  that  she  is  looking  at  Alaska  sable 
does  not  know  that  it  is  really  skunk. 
This  ist  he  opinion  the  sales  manager  of 
Sellers-Gough,  the  Toronto  fur  store, 
has  of  women  who  buy  furs.  The  day  is 
gone,  he  says,  when  customers  take  the 
word  of  the  salesman  as  to  the  value  and 

wearing  qualities  of  furs.  This  class  of 
consumer  is  usually  of  an  intelligent 

type,  because  while  furs  are  no  longer 
considered  a  luxury  in  Canada  they  are 
not  usually  bought  up  with  the  same 
idea  of  utility  as  hats  and  shoes.  It  is 
estimated,  however,  that  65  per  cent,  of 
the  buying  public  wear  furs  of  some 
kind.  When  it  is  also  figured  that  80 
per  cent,  of  that  number  understand  the 
essential  qualities  that  different  furs 
must  have  to  be  genuine,  it  is  very  evi- 

dent that  the  successful  salesman  should 

know  a  great  deal  about  furs  and  their 
family  histories  if  he  wants  to  keep  a 
little  ahead  of  his  customers. 

Children's  Knowledge  of  Furs 
Even  children  today  seem  to  be  versed 

in  fur-lore.  They  know  that  squirrel  is 
being  worn  by  someone  whom  they  ad- 

mire and  they  want  it,  too.  The  day 
when  buying  a  fur  for  a  little  girl  means 
decking  her  out  in  a  white  curly  scarf 
is  gone.  She  has  almost  as  clear  an  idea 
as  her  mother  of  what  she  wants.  In 
the  matter  of  naming  furs  Dry  Goods 
Review  was  informed  that  on  the  whole 

it  is  not  a  wise  plan  to  give  any  fancy 
names.  No  matter  how  attractive  these 

may  be,  they  have  not  the  weight  that 
the  genuine  ones  have.  Canadian  women 
now  realize  that  our  own  Canadian  furs 
are  among  the  best  in  the  world.  They 

understand  as  well  as  the'  salesman  that 
Hundson  Bay  sable  is  marten.  An  in- 

stance of  the  harmful  effect  which  fancy 
names  have  on  selling  furs  was  given. 
A  customer  in  a  certain  store  was  told 
that  a  choker  of  North  American  mink 

was  kolinsky.  Not  being  familiar  with 
this  fur  she  would  not  take  it.  "I  like 

mink,"  she  said,  "because  I  am  sure  of 
its  wearing  qualities."  She  was  then 
told  that  this  was  mink.  "Why  not  call 
it  that?"  she  asked.  Nothing  that  was 
then  said  could  convince  her  that  a  mink 
that  had  to  be  given  a  fancy  name  to  sell 
could  be  genuine. 

Best  Way  to  Keep  Stocks 
There  are  still  some  stores  in  Canada 

which  follow  the  policy  of  keeping  their 
furs  in  cases.  This  is  not  the  best  plan 
from  two  points  of  view.  Furs  do  not 
sell  themselves  as  clothes  do.  They  need 
display  as  much  if  not  more  than  any 
other  line  which  a  dry  goods  merchant 
carries.  They  need  air  for  moths  attack 
only  when  articles  are  placed  in  dark 
places.      Furs    have    a    way   of   heating 

themselves   when  packed   closely  thai    is 
very  harmful. 
The  Sellers-Gough  Company  never 

darkens  its  store.  At  night  its  windows 
are  brightly  lighted  so  that  people  see 
them  all  the  time.  It  is  a  fact  that  furs 
are  usually  bought  after  a  certain 
amount  of  deliberation  and  hesitation. 
It  is,  therefore,  important  that  they  be 
kept  day  and  night  beforet  he  eyes  and 
minds  of  prospects. 

Value  of  New  Models 

A  fur  garment  which  has  been  given 
a  reasonable  showing  both  as  to  time  and 
space  as  well  as  advertising  should  not 
be  left  indefinitely  in  the  store  on  the 
chance  that  some  unwary  customer  will 
pick  it  up.  Salesmen  lose  their  interest 

in  goods  that  customers  don't  like.  Very 
many  pieces,  especially  whole  skins  used 
in  scarfs,  may  be  remodelled  to  great 
advantage. 

While  exclusive  fur  stores  do  a  certain 
amount  of  business  all  the  jfear  round,  it 
is  inadvisable  for  the  merchant  who  sells 

them  only  as  a  side-line  to  attempt  to 
feature  them  during  the  Summer 
months.  Furs  bought  at  this  time  are 
almost  always  for  those  who  can  afford 
luxuries  and  the  number  of  such  people 
is  not  sufficient  to  make  it  worth  while 
for  the  man  who  deals  in  a  small  way. 
Besides,  the  dangers  which  attend  the 
keeping  of  furs  free  from  moths  are  a 
real  problem  for  him. 

Fur  Man  Must  Have  Variety 
One  of  the  most  important  factors  in 

the  fur  business  is  having  all  the  lines 
which  may  be  asked  for.  When  chokers 
are  in  demand,  sufficient  of  these  must 
be  kept  so  that  the  customer  feels  the 
retailer  is  not  trying  to  make  her  buy 
a  certain  fur.  The  fur  trade  calls  for 
comparisons  to  such  an  extent  that  a 
wide  range  is  almost  essential  in  selling 
them.  For  example,  some  people  still 
think  that  those  which  come  from  Europe 
are  so  much  better  than  our  own  Cana- 

dian furs.  Many  times  the  placing  of 
the  two  side  by  side  convinces  them  on 
the  point.  Variety  is  also  necessary  in 
stores  where  all  classes  of  trade  are 
catered  to.  The  woman  who  can  afford 
only  a  cheap  skin  likes  to  know  that  the 
one  she  is  buying  is  as  near  the  genuine 
article  as  modern  fur-makers  can  make it. 

Honesty  the  Best  Policy 
This  brings  us  to  the  point  of  honesty. 

Furs  are  bought  to  last  longer  than  any 
other  article  of  wearing  apparel.  Very 

few  people  buy  furs  of  any  value  with- 
out knowing  something  of  the  reputation 

of  the  various  stores  where  they  may  be 
bought.  It  is  well  then  to  follow  rigor- 

ously the  policy  of  truth  in  selling  furs. 
If  a  certain  fur  is  sold  at  a  reduction 
because  of  a  mistake  in  the  workman- 

ship or  in  the  dyeing,  tell  the  customer 

o  Don't  be  afraid  to  disclose  the  fact 
that  an  article  is  an  imitation  of  some 
other  fur;  your  customer  will  learn  it  as 
soon  as  she  shows  it  to  her  friends.  It 
is  safe  to  say  that  bad  friends  are  made 
easier  in  the  fur  business  than  in  any 
other  lines  devoted  to  women.  By  the 

token  good  friends  in  this  track- 
are  not  those  made  for  one  or  two  sea- 

sons only  but  for  many  years.  People 
will  not  take  chances  on  new  stores  when 
they  come  to  buy  furs. 

Living  Models 
Where  a  man  wants  to  do  a  real  live 

business  in  furs,  and  this  applies  to  the 
new  man  in  particular,  the  keeping  of 

models  for  display  is  as  good  an  invest- 
ment as  the  buying  of  fixtures.  The 

selection  should  be  made  with  great  care 
as  to  appearance,  manner  and  carriage. 
Tall  girls  are,  as  a  rule,  the  best  choice 
where  only  one  model  is  kept.  These 
models  should  be  trained  in  the  small 
details  which  are  so  important  in  selling 
a  coat.  Customers  are  easily  influenced 
when  their  vanity  is  appealed  to  and  it 
is  not  hard  for  most  women  to  believe 

that  the  yhave  the  same  appearance  as  a 
striking  model  when  wearing  the  same 
garment.  Besides,  it  is  less  tiring  to  a 
customer  who  likes  comfort  at  any  cost. 
At  certain  times  of  the  season  these 
models  should  appear  in  the  window  and 
if  space  will  allow  in  the  store  itself 
they  can  walk  back  and  forth  inside. 
Models  need  not  be  an  added  expense  to 
the  proprietor  if  they  are  trained  in  sell- 

ing or  office  work,  and  experience  proves 
that  office  girls  are  usually  the  best  ones 
for  model  work.  During  slack  periods 
of  the  season  or  even  of  the  day  these 
girls  can  do  their  regular  work. 

A  CORRECTION. 

In  the  last  issue  of  Dry  Goods  Review 
there  appeared  in  this  section  a  picture 
of  a  lady's  Knit  to  Fit  bathing  suit.  An 
incorrect  underline  appeared  under  it. 
The  underline  should  have  read  as  fol- 

lows : — 
Novel  one  piece  bathing  suit,  designed 

of  finest  cashmere  finished  Jersey  With 
attached  skirt.  This  model  is  shown  in 
all  the  plain  colors  bound  in  contrasting 
shades  of  silk  braid.  The  new  knee 
length  bathing  socks  are  a  feature  of  the costume. 

Photo  by  Photo-Craft,  Montreal. 

KENT-McCLAIN   AGAIN 

Mr.  J.  W.  L'Neill  of  the  Semi-Readj 
store,  Barrington  St.,  Halifax,  is  a  recent 
purchaser  of  display  equipment.  His 
new  fixtures  consist  of  "INTER-PLACE- 
ABLE"  Units  designed  for  the  dis 
of  collars,  shirts,  ties  and  other  furnishings. 
These  "INTER-PLACE-ABLE"  Units 
are  in  rich  quarter  cut  oak  and  were 
supplied  by  Kent-McClain  Limited  (Tor- 

onto Show  Case  Co.)  The  following 
from  a  letter  from  Mr.  O'Neill:  The 
fixtures  were  very  satisfactory  in  every 
way.  Thank  you  for  your  prompt service. 



GO KNITTED      (iOOI)S Dry  Goods  Review 

Buy  NOW  for  FALL 

T?ALL  placing  orders  for  knitted 

-*•  goods  are  usually  given  in  Decem- 
ber or  January.  Conditions  that  pre- 

vailed at  the  turn  of  the  year  made  it 
inadvisable  to  place  orders  six  or  eight 
months  ahead  of  delivery.  Prices  have 

now  stabilized  to  a  point  where  it  is  pos- 
sible to  buy  for  early  Fall  delivery,  and 

those  merchants  who  wish  to  open  the 
Fall  season  with  well-assorted  stocks  are 
well  advised  to  buy  now. 

Inactivity  in  buying,  accompanied  by 

stoppage  of  production,  will  mean  a 
shortage  of  knit  goods  for  Fall.  Scarcity 

means  higher  prices  and  lost  sales.  Pro- 
tect yourself  by  placing  your  require- 

ments of  BentroKnit  lines  without 
further  delay. 

The  Williams-Trow  Knitting  Co.,Ltd. 
Stratford,  Canada 

I'y 
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Oxford 
Dainty 

Underiuear 

Oxford  Undergarments  not  only  feature  a  wide 
variety  of  individual  styles  for  all  seasons,  but  they 
also  have  the  true  Oxford  Quality—your  guarantee  of 
satisfied  customers. 

The  Oxford  range  includes  Evening  and  Summer 
Vests,  daintily  finished  in  many  different  effects,  Com- 

binations, Two-piece  garments  in  different  weights,  in 
such  Stitches  as  Velvet  Knit,  One  and  One,  Richelieu, 
Porous,  Fancy  Stitch,  Lace  Cloth,  etc. 

Oxford  Men's  Underwear  in  extensive  range  for all  seasons. 

THE  OXFORD  KNITTING  COMPANY,  LIMITED 
Woodstock,  Ontario 

T.  H.  WARDELL 
24  Aikins  Block,  Winnipeg 

Representatives  : 
H.  R.  BLADE 

Carleton  Chambers.  Ottawa 
F.  W.  McLEAN 

•5  Paddock  St.,  St.  John,  N.B. 

«i 
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A  RTISTRY  of  dress  was  never  more  truly 

displayed  than  in  Penmans  1921  array 
of  Sweater  Coats.  You  will  find  a  pleasure 

in  showing  these  novel  designs  to  ycur  trade. 

Those  striking  harmonies  of  color,  that  in- 
dividuality of  design  and  trimming  will  prove 

your  best  salesmen  for  these  exquisite  lines. 

Their  durability  of  color  and  fabric  will  lay 
the  foundation  for  many  more  sales  in  the 

years  to  com° 

o§ PenmanS  Sweater  Coats 
THE   STANDARD    OF   EXCELLENCE" 

J65T 

Penmans  Limited,  Paris. 
Also  makers  of  I'nderwear  and  Hosiery, 

8 
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Dexter 
COTTON 

The    Choice 
oft 

Generations 
11(11!   D r  1320 

Especially 
This 

Generation 

Dextei  (  otton  \  a  n    m    :1  thi   di   id   hi     i  ;e      artistic 
  he  popul        i   crocheting  and  embroidery;  practical-; 
in  -w     ii  and  laund  :rin     econom  i       ntity  usi     gi  eal  varietj texture     finish    and   color. 

Dextei    nati   I    advertising    oi    these    Features    meets   con-" sinner  desires,   multiplii        oui     ales. 

offici    ci    i.;.  i.    a    oi  i  tnents  are  located  at 
881   Broadway,     New     York    City. 
50  SansomeSt.,  San  Francisco,  Cal. 

323  W.  Jackson  Blvd.,  Chicago,  ill. 
220  Decatur  St.,  New  Orleans,  La. 
309  Jacobson  Bldg.,  Denver,  Colo. 
67  Chauncey  St.,  Boston,  Mass. 

201  N.  Liberty  St.,  Baltimore,  Mel. 
505    New  Birks  Bldg.,  Montreal,  Canada. 

Write  to-day  for  our  new   illustrated  catalog  and  price  \ 
list.  $j 

Dexter  Yaxn  Co. 
£pawluc/cel  JfJ.  1{S.A. 

r  1 

Sells  Steadily 
EVERY  time  you  sell  an  Atlantic 

garment  you  can  meet  the  pur- 
chaser's demand  for  a  moderate-priced 

suit  that  will  give  excellent  wear  with 
absolute  comfort. 

Sold  in    a    large    range    of  different 
weights  and  qualities. 

UNSHRINKABLE 

The  Underwear 
that  Overyears 

ATLANTIC   UNDERWEAR 
LIMITED 

MONCTON  .  •  N.B. 

E.  H.  Walsh  8s  Company 
Montreal  8s  Toronto 

33 

Selling  Agents  for  Quebec,  Ontario  and  Western  Provinces 
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Fortify  Your  Trade  with  "Moyer  Maid"  Service. 
Thousands  of  women  throughout  Canada,  if  asked,  would  testify  to  the  service- 

giving  qualities  of 

"Moyer-Maid" Swiss    Ribbed    Vests 
Each  year  the  popularity  of  these  splendid  vests  for  women,  Misses  and  children 

grows  by  leaps  and  bounds  in  the  better  stores. 

We  have  never  shown  a  finer  lot  of  garments  than  this  season  and  the  price  adjust- 
ments have  been  made  in  accordance  with  lowest  market  costs  of  material  and  manu- 

facture enabling  you  to  place  your  order  for  "Moyer-Maid"  now  most  advantageously. 
This  fast  selling  line  will  unquestionably  meet  the  wishes  of  practically  all  offyour 

trade. 
Manufactured  by 

WALTER  W.  MOYER 
EPHRATA,   PA. 

Canadian  St  Its  Office: 

Harold  F.  Watson,  Foster  Limited 

208  Coristine  Building 

MONTREAL 

SELLING  POINTS  OF  CIRCLE-BAR  HOSIERY 
Not  Common  to  Other  Lines 

TAPERING  TOE — Provides  perfect  fit.     Extra  room  at  end  of  toe  means  less  strain 
on  threads  and  therefore  better  wear. 

EXTRA  DEPTH  TO  HEEL — Allows  for  rise  of  instep,  preventing  wrinkles  above  and 
below.     Also  relieves  strain  on  threads  as  in  toe. 

NARROWED   ANKLE — Perfect  fit  means  shapeliness  and   charm. 

ELASTIC  TOP — Gives  comfort  and  avoids  strain  which  causes  destructive  runs. 

HIGHEST  STANDARD    OF  QUALITY— Only   best   merino,   pure  silk  and  long  fibre 
cotton    used    in    manufacture. 

All   styles  for  men,   women  and  children. 

The  Circle-Bar  Knitting  Co., 
Limited 

HEAD  OFFICE  —  KINCARDINE,  ONT. 

HOSIERY. 
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"Undies" mean 
satisfied 

customers 
I 

STYLE  No.  66 

A   ll.\k\h\     Envelope   Combination   that   is   instantly  popular. 
ow-cut  m-,  k  with  tubular  finish  ribbon  trimmed  shoulder  straps 

cannot   slip  off,  loose  knee,   lace  trimmed  snug  fitting.     Made  from' Egyptian  cotton,  oi   mercerized  lisles,  White  or  Pink. 

There  is  a 

Harvey 
Undergarment 

for  every  member 
of  the  family  at 
every  season  of 

the  year 
Above  is  shown  a  snug  little 

\  est  that  will  keep  babj  cosj 
and  warm  under  all  cin  umstances 

-"I1  vest,  bands 
and  Rubens  variety 
a  n  d  Rub 
variety.  T  h  e  s  e 
are  made  from  very 
soft  Egyptian  Cot- 

ton, or  fioni  cream 
cotton  with  silk 
stripe,  from  silk 
and  wool  or  all 
wool. 

STYLE  No.   8G 

No.   705 

Is  your 
stock 

complete  ? 

Harvey  Knitting  Company 
Limited 

Woodstock     -     Ontario 

Quality  that  will  resell! 

Women's  Bathing  Suits 
that  'satisfy — -from  point  of  style,  las  in<r    good  look 

and  long  wear 

All  wool,  practical  bathing  suits  with  swagger 
lines  and  trimming  effects  of  which  fastidious  bathers 
will   be   proud- 

The  Jersey  Trade  Mark  'an. 1  the  JERSEY 
((utility  for  which  it  stands,  are  an  asset  to  the  mer- 

chant who  prides  himself  on  a  reputation  for  satis- 
fying   quality. 

Color  range  of  Women's  Bathing  Suits 
Navy  trimmed  White 
N'jvy  trimmed  Gold 
Grey  trimmed  Purple 
Royal  trimmed  White 
Royal  trimmed  Gold 
Purple  trimmed  Green 
Green  trimmed  Gold 
Green  trimmed  White 

( ,i  e<  ii  trimmed  [Purple 
Green  trimmed  Black 
Maroon  trimmed  Green 

Copenhagen  trimmed  Black 
Copenhagen  trimmed  Gold 
Copenhagen  trimmed  White 
Copenhagen  trimmed  Grey 

JERSEY'S   LIMITED 
Also  Mfrs.  of  Men's  and  Boys' All-Wool  Jerseys. 

455  KING  STREET  WEST 

TORONTO 
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WASH 
CLOTHES 

"Ingersoll 

Knit" 
Soothing 

""  to  the  touch 
-because    of    the    velvety 

finish,     soft     pliability     and 
unusual   absorbing  qualities   in 
"Ingersoll"     texture. 
Send   for  sample  assortment 

Dry  Goods  Review 

BIB 
TOWELS 

"Ingersoll 

Knit" 

They  Sell 
at  sight! 

Fane)  ,  neat  borders  in  re- 
freshing shades  of  all  flic 

wanted  colors  -attract  the  eye. 

A  display  of  "Ingersoll  Knit" wash  cloths.  Bibs  and  Towel- 
means   sales ! 

INGERSOLL  KNITTING  COMPANY 

Ingersoll,  Ontario 

OV.  BRAND 
OTTAWA    VALLEY 

TRADG      MARK 

Piue Wood Urtdecweew 

<r 

Increased  Underwear  Sa'es  and-- 
the  reputation  that  superior  quality  merchandise 
will  inevitably  bring  you. 

Yon    can  oth    by    stocking    and 
recommending  VELVOKNIT  All   Wool    Under- 

VELVOKNIT  v. ill  live  up  to  your  recom- 
mendation. For  the  quality  is  there  —  material 

and  workmanship  guaranteed  by  the  makers — 
superfine  easy  fitting  combinations  and  two- 
piece  suits  that  will  please'  the  hard-tO-pl< 

See  the  VELVOKNIT  offerings  before 
placing  your  next   underwear  order.     The   line 
is     complete. — 

All  sizes — moderate  priei 

"f&Kffiu/f  i8the  superfine grade  of  O.V. Brand  Underwear 

Manufactured  by 

BATES  &  INNES,  LIMITED 

*t 

f  SBATtSiCO. 

35  3t.N;choi«f  St. 

-  ft  to  St  I. 
TOBOMTO.O-T 

Carleton  Place,  Onri. C.E.WINKS 
44Aikin  Block 
WINNIPEG 

Men's  and  Boys' 
Pullover  Sweaters  and  Jerseys 
PURE  WOOL       COTTON  AND  WOOL 
PLAIN  COLORS  AND  COMBINATIONS 

I I 

Men's  Hose 
PURE  WOOL      COTTON  AND  WOOL 

PURE  WOOL  HEATHER 

! 

Men's  Underwear 
PURE  WOOL      COTTON  AND  WOOL 

HEAVY  RIBBED 

I I 

Cloths 
HOMESPUNS        TWEEDS        WORSTEDS 

PLAID  OR  CHECK  MIXTURES 

I I 

SEND  FOR  SAMPLES 

Mitchell  Woollen  Co. 
MITCHELL,    ONT. 



(l/juttarjly  ̂ Hosiery 
Well  named  "Butterfly" — so 
dainty  is  this  hosiery,  such  de- 

lightful shades,  so  sheer,  soft, 
and  richly  lustrous. 

And  yet  Butterfly  Silk  Hosiery 

has  remarkable  wear-resisting 
qualities  and  is  surprisingly 
moderate  in  cost. 

Three  grades— Japan  Silk,  Art 
Silk,  and  a  mixture  of  the  two. 

Available  in  the  15  shades  in 

greatest  demand. 
Now  made  in  Canada  by 

The  BUTTERFLY  HOSIERY  CO. 
LIMITED 

DRUMMONDVILLE  '  QUEBEC 



~. 

I It  is  so 

easy  to 

sell f  f 

Butterfly  Silk  Hosiery 
[REGISTERED       TRADE' MARK] 

i-*ay  the  Butterfly  box  on  the  counter  before  your  customer.  The  beauty 
of  the  package  appeals  at  once,  and  she  will  probably  herself  raise  the  lid. 

Q  Butterfly  packing  is  different  to  almost  any  other — the  handsome  bind' 
ing  band,  the  attractive  label,  and  the  gold  stamp  arouse  expectations  of 
high  quality  in  the  hosiery  itself. 
Q  Place  in  her  hands  a  pair  of  the  stockings,  call  attention  to  the  purity  of 
the  colouring,  the  beauty  of  the  silk,  the  sheerness  of  the  hosiery,  the 
correct  narrowing  over  instep,  ankle  and  toe. 

(J  Tell  her  of  the  great  success  Butterfly  Silk  Hosiery 
has  had  by  reason  of  its  long  wearing  quality. 
Q[  A  mere  mention  of  the  price  then  completes  the 
sale.  And  you  may  rest  assured  that  customer  will 
return  for  more  Butterfly  Silk  Hosiery. 

YOUR   JOBBER   CAN   SUPPLY     YOU 

■f    f    ■/ 

THE  BUTTERFLY  HOSIERY  CO.  LIMITED 

DRUMMONDVILLE,  QUEBEC 

Sole  Selling  Agents:  K.  H.  Walsh  &  Company  LIMITED 
fORONTO  MONTREAL  WINNIPEG  VANCOUVER 

m 
fEl 
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HAWTHORN  FABRIC 
CANADA  PRODUCT 

Tiio  label  of  quality  in  garments  made  from 
Hawthorn  Fabric. 

Your  store   could  do  a  big  business  in   Hawthorn 
Fabrics    even    without    Hawthorn    advertising.     Its 
quality,  color  and  price  have  an  immediate  appeal  to 
women  who  admire  beauty  of  fabric  and  appreciate 
true    value. 

Heralded    by   full-page   color  advertisements  in   the 
leading  magazines  and  large  ads  in  the  newspapers 
every  week,  Hawthorn  should  be  one  of  your  biggest 
sellers. 

Give  it  a  chance.     It  will  prove  its  popularity. 

Made  in  Carleton  Place,  Ont.,  by  HAWTHORN  MILLS,  LIMITED. 
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Variety  is  Feature  of  Fall  Furs. 
Lower  Prices  Should  Stimulate  Business — Popularity  Of  Persian  Lamb — Garments    Built    On    Looser    Lines — The 

Tubular  Collar — Models  Are  Full  Length — The  Bell  Sleeve. 

The  more  exclusive  furrie
rs  of 

Montreal  have  announced  their 
advance  showings  of  fall  designs 
during  the  early  part  of  June 

and  from  now  on.  the  trend  of  styles  in 
all  types  of  fur  garments  and  accessor- 

ies will  be  definitely  established.  Out- 
standing in  point  of  characteristics,  va- 

riety is  the  noticeable  feature,  and  rare- 
ly cio  any  two  collections  of  fall  models 

show  resemblance  to  one  another.  Na- 
turally, the  models  featured  at  this  ear- 

ly date  are  not  of  what  is  generally 

termed  the  "bread  and  butter "  type  of 
merchandise.  Staples  have  their  place 
lyater  on  in  the  season  when  workmen 
have  completed  the  more  intricate  novel- 

ties and  can  turn  out  regulation  styles 

according*  to  the  latest  fashion  dictates 
then  prevailing. 

All  the  manufacturing  furriers  are  un- 
animous in  emphasizing  the  fact  that 

now  is  the  ideal  time  for  placing  orders 
for  the  coming  season.  To  begin  with, 

the  prices  of  furs  at  wholesale  are  now- 
low    enough    to    quote    without    the    dis- 

agreeable explanation  that  labor  and 
materials  are  keeping  prices  up.  Sales- 

men this  season  should  meet  with  a 
hearty  reception,  and  given  the  usual 
good  quality  of  garments  and  a  satisfac- 

tory consumer  demand  stimulated  by 
careful  publicity,  there  is  no  reason  why 
next  winter's  selling  should  not  result 
in  a  splendid  turnover  for  the  average 

retailer.  As  one  man  put  it,  "You  can't 
have  your  cake  and  eat  it  too.  You  can't 
stop  buying  and  expect  to  do  much  sel- 

ling. You  can't  retrench  in  business  and 
still  go  forward.  As  part  of  the  produc- 

ing and  distributing  element,  we  must 
work  hard  at  our  duties  and  give  the 
best  we  can,  and  we  can  do  this  best 
by  contributing  our  share  to  keeping 

business  going." 
According  to  leading  retail  furriers 

of  Montreal,  business  during  the  past 
few  months  is  practically  the  same  as 
during  the  corresponding  period  in 
1920,  but  that,  on  account  of  the  great 
reductions  in  all  lines  made  since  that 
time,  a  greater  volume  of  sales  is  ac- 

tually  being   turned    over.      One   notice- 

able characteristic  of  the  times  is  the 
fact  that  the  lowering  of  prices  has  had 
a  decided  effect  upon  the  valuation  set 
by  customers  sending  their  furs  into 
storage.  AVhereas  last  year  there  was  a 
general  tedency  to  overestimate  the  va- 
lu  eof  the  garments,  this  year  the  figures 
are  greatly  reduced. 

Revival  of  Persian  Lamb. 
One  prominent  furrier  stated  to  Dry 

Goods  Review  that  fur  prices  can  be  kept 
within  reasonable  limits  by  encouraging 
a  demand  for  a  wide  variety  of  furs 

rather  than  for  one  or  two  types.  "Fur 
prices  advanced  rapidly  when  demand 
centered  upon  one  or  two  furs,  of  which 
there  was  an  inadequate  supply,"  he 
said,  "but  with  the  arrival  of  fresh  sup- 

plies of  hitherto  unobtainable  pelts,  there 
is  no  reason  why  demand  should  conti- 

nue to  centre  upon  one  or  two  varieites 
to  the  exclusion  of  all  the  others.  In 
my  opinion,  the  coming  season  will  see 
a  marked  revival  of  the  Persian  lamb 
coat  or  wrap  in  contrast  to  the  vogue 
for  Hudson  seal.  Whether  or  not  it  will 
be  taken  up  by  all  classes  of  women,  or 

A  unique  display  of  Canadian  furs.  This  is  a  "Rotary  Wheel"  made  of  niuskrat,  ermine  and  flowered  satin  lin- 
ing-, which  was  arranged  in  honor  of  the  Rotary  Club  convention  held  in  the  city  of  St.  John,  N.B..  .It  appeared  in 

the  window  of  Mont  Jones,  furrier.     The  snow-clad  landscape  setting      was   especially      effective.     Photo   by    Lugrin 
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only    by    the    matrons,    remains    to       In- 

seen." While  it  is  felt  by  most  furriers  that 
the  coming  season  is  not  an  auspicious 
one  in  point  of  radical  departures  from 
the  established  designs,     yet     sufficient 
changes  arc  indicated  to  keep  business 
in  a  healthy  condition.  The  garments 
shown  already  indicate  that  there  is  a 
preference  this  season  for  styles  with 
more  swing,  the  garments  being  built  on 
looser  lines.  The  tight  wrappy  effect, 
or  the  so-called  Directoire  lines  do  not 
seem  to  be  any  longer  in  vogue.  Per- 

haps the  most  noticeable  changes  occur 
in  the  development  of  the  collars  and 
sleeves,  although  the  silhouette  of  the 
longer  garments  is  decidedly  more  full 
and  graceful  than  that  which  prevailed 
during  the  season  of  1920.  The  newest 
collar  is  tubular  and  perfectly  straight 
all  round,  so  that  it  may  be  worn,  choker 

fashion,  muffled  up  about  the  wearer's 
very  hair,  or  softly  turned  down  to  the 
level  of  her  chin.  The  ends  in  front  are 
usually  left  open  and  can  be  tied  to- 

gether with  a  dainty  silk  cord.  The 
whole  effect  of  this  novel  collar  is  one 
of  unstudied .  yet  carefully,  designed 
draping,  which  successfully  combines  an 
air  of  distinction  with  more  than  the 
usual  modicum  of  comfort  and  warmth. 
Full  length  models  undoubtedly  predo- 

minate this  season,  little  interest  being 
taken  by  furriers  in  the  extremely  short 
sport  styles.  The  sleeves  in  the  dres- 

sier designs  have  departed  from  the 
somewhat  awkward  Dolman  type  of  last 
season,  and  are  cut  upon  more  straight 
and  comfortable  lines,  the  chief  charact- 

eristic of  which  is  the  elongated  triangle 
effect  from  shoulder  to  cuff.  Bell  sleeves 
will  probably  predominate,  fitted  with 
the  usual  inside  wind-shields  according 
to  the  tastes  of  the  wearer.  The  longer 
lengths,  also,  seem  to  receive  preference. 

Demand  for  Capes  Lessening. 
Capes  are  not  so  much  in  demand  as 

was  the  case  last  year,  except  in  the 
handsome  evening  wraps  which  feature 
the  usual  slits  for  the  arms.  The  indi- 

cations are  that  ermine  will  enjoy  a 
distinct      populariyt      for    this      type    of 

garment.  In  regulation  coats,  huge  cape 
collars,  often  designed  in  extremely  deep 
effects  will  he  lavishly  employed  in  con- 

trast to  the  pelt  of  the  garment.  These 
will  either  commence  a!  the  waist  line 
widening  in  graduated  effect  to  the  cape 
outline,  or  they  will  be  straight  ami 

square  to  wrap  about  the  wearer's throat.  Mention  is  made  by  leading  fur- 
riers of  the  Tuxedo  effect  in  fur  wraps, 

the  idea  being  to  introduce  the  straight 
facing  so  popular  in  cloth  coats,  deve- 

loped in  contrasting  fur  upon  the  more 

dressy  wraps  of  this  year's  vintage. 
Yoke  and  panel  effects  and  elaborate 

woi-king  of  the  skins  are  still  other  not- 
able features  of  the  coming  styles.  Sha- 
dow effects  in  mole  skin  are  exceedingly 

beautiful  and  represent  the  highest  type 
of  workmanship  possible  in  the  furrier-s 
art. 

Linings  are  somewhat  plainer  in  the 
high  priced  garments,  the  French  fabrics 
making  a  bid  for  their  old  time  popula- 

rity. Bordered  effects  are  cleverly  intro- 
duced upon  Canton  crepe  linings  but  the 

vogue  for  beaded  and  embroidered  mo- 
tifs so  prevalent  last  season  upon  lin- 

ings, seems  to  have  been  replaced  by  a 
simpler  and  more  conservative  finish,  de- 

cidedly in  keeping  with  the  general  trend 
towards  simplicity  and  natural  lines. 
Small  fur  pieces  promise  greater  possibi- 

lities in  point  of  variety  than  usual.  The 
circular  cape  scarf  developed  in  short 
haired  furs  is  predicted  as  a  strong  lead- 

er, finished  with  one  fancy  button. 
Straight  neck-pieces  are  to  be  more  ori- 

ginal in  design,  permitting  the  wearer  to 
display  them  in  thi'ee  or  more  ways,  thus 
avoiding  the  ordinary  monotony  of  the 
same  style  throughout  a  season.  Fringe 
is  to  be  used  lavishly  upon  fur  pieces 
next  season  and  balls  of  the  pelts  will 
probably  continue  their  present  success. 

Muffs  are  spoken  of  to  accompany 
neckpieces  in  the  form  of  sets  with  tail- 

ored suits,  but  are  acknowledged  as  pas- 
see  where  fur  coats  are  concerned.  Stone 
Marten  and  Alaska  blue  fox,  as  well  as 
silver  and  cross  varieties  and  Alaska  sa- 

ble will  lead  in  finer  pelts  for  these  sets. 
Grey    squirrel    is   back      stronger      than 

ever,    and    makes    up      charmingly      into 

wraps,   capes,  and   coatee  .     'I'd'    latter accessory,   by   the   way,     is     admi 
adapted  to  the  requirements  of  the  wom- an who  has  an  old  fur  coat  to  be   I 

delled,  and  leading  furriers  in  .Montreal 
are    deliberately    catering    to    this    class 
of    trade,    recognizing   thai 
can   be   profitably   handled     during     the 
times   when  buying  is  slack. 

BIG  DEMAND  FOR  SILK  SWEATERS 

Manufacturers  of  knitted  goods  in 
Cleveland  report  that  orders  for  silk 
sweater  coats  have  been  larger  so  far 
than  at  any  corresponding  date  in  oth- 

er years.  They  say  that  this  is  the  dir- ect result  of  the  craze  this  spring  for 
Jersey  and  machine-made  sweaters. 
These  have  been  found  to  fit  better  and 

to  keep  their  shape  longer  than  the  hand- 
made sweaters.  In  other  years  when  the 

pull-over  and  ripple  styles  were  used 
hand-work  was  considered  good  enough 
but  now  with  the  vogue  for  the  Tuxedo 
and  coat  sweaters,  a  better  fitting  gar- 

ment is  required.  As  these  manufac- 
tured articles  are  warmer  than  the  hand- 

done  ones,  they  are  not  suitable  for  warm 
weather  and  the  silk  sweater  is  a  neces- sity. 

The  all-white  summer  costume  is  de- 
clared to  be  very  much  out-of-date.  Even 

in  the  hot  sun  women  wear  sweaters  of 
bright  colors  with  their  white  skirts.  The 
new  shades  in  the  silk  garments  are 
scarlet,  iade  green,  pheasant  and  nippon 
blue.  They  are  usually  worn  with 
scarves  and  belts  of  some  contrasting 
color. 

As  the  summer  approaches,  juvenile 
capes  are  having  a  big  run.  In  fact  they 
have  taken  better  than  the  designs  for 
grown-ups  which  are  declared  by  some 
to  be  rather  awkward.  The  capes  for 
young  girls  and  children  however,  are 
very  chic  when  worn  with  short  socks. 
Most  of  the  designs  show  angora  or 
brush    wool    trimmings. 

The  last  few  weeks  finds  a  demand  for 
cut  garments  both  in  silk  and  wool  be- 

cause thev  are  cheaper  than  the  fashion - 
made  articles  and  fit  almost  as  well. 

One  of  the  windows  of  the  Sellers-GoiiKh  Fur  Company    which    attracted      much    attention    during    Race-week      in Toronto. 
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Some  Paris  Accessory  Novelties. 
The  Fashionable  Waistcoat — Feathers  Replace  Furs  On   Capes  And  Evening  Wraps — Feather  Fans  Being  Used- 

Fancy  Gloves  Very  Popular — Sunshades  Again  In  Popular  Fancy. 

(Written  Specially  for  Dry  Goods  Review   by  Jennie  Gsell,  Paris,  France. 

The  sundry     toilet  articles    in  Fashion 
this  season  are  so  numerous  that  I  don'i 
know  where  to  begin,  and  perhaps  1  shall 
find,  when  I  have  finished,  that   I   have 
overlooked  some,  In  fact,  I  could  not 
describe  everything,  for  novelties  are 
coming  out  daily,  which  one  is  unable  t( 
follow  up. 

I  think  I  had  better  divide  the  subject 
as  follows: 

N  \IST(  OATS,  FEATHERS.  FANS, 
GLOVES   BAGS  SI  NSHADES 

Waistcoats 

These  are  the  greatest  fashion  this 
Summer,  whether  they  be  attached  to 
the  jacket  or  be  made  into  regular  blous- 

es.— Yoo  will  remember  that  our  jackets 
are  either  quite  fitting:,  in  which  case 
they  fasten  by  one  button  at  the  waist 
line,  or  quite  loose.  In  both  instances, 
the  blouse  is  seen  underneath,  and  ac 
cordingly  liable  to  much  fancy.  As  a 
rule,  the  waistcoat  is  divised  in  showy 
printed  silk,  or  toile  de  Jouy,  or  in  moire. 
Sometimes  it  is  silk  jersey,  say  navy  with 
white  stripes,  and  the  remainder  of  the 
blouse  is  in  plain  navy  pongee  or  foulard 
However,  as  some  people  prefer  white 
organdy  some  are  tucked  and  finished  in 
a  friill  lace  collar. 

No.  I — is  a  band  of  fine  printed  silk 
with  a  light  plain  collar  which  is  sewn 
on  a  regular  nansock  or  organdy  white 

blouse  with  long  sleeves  and  cuffs  which 
may  either  be  made  of  organdy  or  match 
the  waistcoat. 

No.  II — Is  just  like  an  ordinary  blouse 
cut  with  a  waistcoat  front.  It  is  made  of 
plain  grege  tussor,  with  a  fiat  back,  and 
the  two  front  panels  cut  with  points; 
the  fastening  consists  of  two  buttons  01 
the  same  level;  a  martingale  is  tied  down 

the  back,  like  on  a  gentleman's  waist- 
coat, and  the  sleeves  are  those  of  an  or- 

dinary shirt. 
This  is  a  dainty  and  most  practical 

blouse,  which  will  be  found  exceedingly 
pleasant  for  travelling  purposes. 

Feathers 

The  vogue  of  feathers  has  sprung  this 
season  to  a  considerable  extent,  which 
will  certainly  be  continued  throughout 
the  Winter,  especially  in  the  Millinery 
Dept. 

At  present,  we  have  feathers  every- 
where; they  have  replaced  fur  on  capes 

and  evening  wraps,  where  they  come  in 
as  collars  and  springs  all  over  the  cloak. 
Hats  are  entirely  made  of  down  with  a 
big  feather  motif  as  shown  on  sketch  III. 
There,  we  have  Ostrich  feathers.  Cock 
feather,  stiffened  by  glycerine,  are  get 
ting  very  fashionable  and  are  made  into 
motifs  of  all  kinds  and  shades  so  as  to 
suit  all  tastes. 

For  neck  wear,  we  also  have  feathers: 
Ostrich    and    marabout    combined    as    in 

sketch  III  into  shawls  and  boas. 
While  1  am  talking  of  shawls,  let  me 

tell  you  that  the  regular  cashmere 
shawls  which  our  grand  mothers  wore  in 
their  early  days,  are  getting  fashionable 
again.  They  arc  just  out,  and  the  next 
couturiers'  collections  are  sure  to  contain 
many  models  derived  from  that  style. 

Feather  Fans  are  also  extremely  fa> 
shionable,  as  you  may  see  by  drawing 
No.  IV,  made  of  several  Ostrich  feathers 
blended,  and  finished  off  by  a  tortoise 
shell  handle. 

Other  fans  (a  necessity  at  this  time  of 
the  year),  may  be  made,  as  shown  in  No. 
V  of  dark  silk  with  a  painted  subject,  or 
in  fine  Chantilly  lace  as  in  No.  VI.  In 
both  cases,  the  mounting  is  either  tor 
toise  shell  or  ivory  carved  and  engraved. 

Shoe  buckles  are  also  made  of  ivory, 
sometimes,  and  have     a   feather     motif 
those  displayed  on  the  cape,  as  mention 
ed  above. 

Gloves 

This  article  has  known  great  favor  thir 
season,  and  the  more  fanciful  it  is,  the 
better  elegantes  like  it. 

As  a  rule,  all  gloves  are  long  and  wide 
in  order  to  allow  the  lower  part  of  the 
jacket  sleeve  to  be  hidden  in  it.  Some 
are  plain,  in  washable  leather  or  in  silk 
such  as  seen  on  No.  VII,  for  practical 
wear.  But  as  a  rule  those  reveres  are 
trimmed.     We   have  some  thick  colored 

3EET 

Illustration  of  articles  described  in  the  accompanying  articles  written  by  our  Paris  correspondent. 
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stitchings,    embroidery     (even    on  kid) 
leather   straps   or    insertions   of   various 
srapes,  as  you  may  sec  by  pattern  No. 
Vlll.     Sometimes,  they  have  colored  re 
veres  turned  up. 

As  a  general  rule,  at  the  theatre  or  r 
the  ballroom,  ladies  do  not  wear  gloves. 
If  they  do,  they  adopt  long  suede  gloves 
which  are  not.  tied  straight  but  let  loose 
On  tin    forearm. 

The  shades  mostly  adopted  are  white 
or  light  beige. 

Hags 

In  this  Department,  we  are  in  the  right 
center  of  fancy.  In  all  times,  Bags  have 
been  very  diversified  in  shape,  materials, 
handles  and  clasps.  At  present,  the  Bag 
manufacturers  are  quite  up  to  their  re- 

putation, for  they  have  devised  some 
dainty  little  pouches,  this  Summer,  which 
will  be  much  in  demand,  and  that  are 
sure  to  win  the  favor  of  the  numerous 
foreign  visitors  who  throng  the  Paris 
boulevards  just  now. 

Amongst  these  bags,  I  must  mention 
first  of  all: 

IX — which  is  a  tiny  portfolio  made  of 
bright  colored  moire  outside,  lined  cream, 
with  every  implement  which  a  lady  re- 

quires out  of  doors:  rouge,  powder,  etc., 
a  nice  looking  glass  and  a  small  purse  tr 
put  the  small  handkerchief.  It  is  folded, 
and  fastened  by  a  safety  clasp  and  hangs 
from  a  ribbon  strap. 
X — is  the  regular  comfortable  bag,  gen- 

erally made  of  plain  suede  leather  or  silk 
with  a  beautiful  ivory  or  tortoise  shel1 
clasp  finished  by  a  finely  carved  motif 
When  ivory  is  adopted,  it  is  engraved  in 
Japanese  designs. 

XI — is  quite  fanciful;  the  shape  is  the 
same  as  above,  but  we  have  a  gorgeous 
silk  embroidered  piece  mixed  with  plair 
material  to  match  the  sunshade,  about, 
which   I  will   speak   presently. 

XII — is  less  voluminous  in  shape,  but 
very  original  too;  the  clasp  is  quite  nar- 

row, and  finished  into  a  bead;  generally 
made  of  leather,  it  has  a  small  strap  to 
just  surround  the  wrist. 

XIII — square  shape,  but  similar  to  the 
former;  the  main  difference  is  in  the 
strap  which  is  bigger,  and  adorned  with 
strass  motifs. 

Beaded  bags  and  pouches  are  still  very 
fashionable:  some  are  exactly  like  tapes- 

try designs,  and  enjoy  much  favor 
amongst  visitors,  wbo  buy  them  as  sou- 

venirs for  their  friends  abroad. 
Last  of  all,  I  must  tell  you  about 

SUNSHADES   
Up  to  this  Summear,  this  article  was 

considered  as  a  cumbersome  necessity 
and  attracted  little  interest.  Nowadays, 
the  best  windows  of  the  best  Dry  Goods 
Stores  here  are  smothered  with  Sun 
shades  open,  closed,  displayed  in  sue' 
an  exquisite  manner  that  one  may  spend 
hours  examining  them  in  detail,  just  foi 
the  pleasure  of  the  eye. 

The  plain  sunshade  is  absolutely  left 
aside.  The  less  elaborate  are  made  of 
white  silks,  for  instance,  as  in  sketch 
No.  XIV,  with  a  lace  frill.  This  one  is  n 
rather  curved,  small  in  size,  and  has  a 
great  big  handle  of  plain  ivory;  it  har 
also  only  a  few  bones,  while  the  next 
sketches  will  show  you  some  more  ela- 

borate patterns,  newer  in  shape.  In  fact 
the  Japanese  sunshade  is  greatly  in  de 
mand  now. 
XV — is  the  plainest  of  this  style,  beinp 
made  of  printed  tussor.  Notico  thaJ 
each  bone  is  finished  off  by  a  wooden  ov 
ivory  tube  matching  the  handle;  here  i' 

These  two  reproductions  show  a  new  idea  being  carried  out  by  A. 
J.  Langley  of  Welland.  He  runs  a  groceteria  in  connection  with  his  dry 
goods  business,  both  stores  being  under  the  same  roof.  Entrance  to  the 
groceteria  may  be  seen  under  the  arch  in  the  centre  of  the  upper  picture. 
The  groceteria  itself  is  shown  in  the  lower  picture.  Mr.  Langley  stated 
to  Dry  tioodh  Review  that  while  he  did  not  make  any  money  out  of  the 
groceteria,  it  was  proving  to  be  a  good  business-getter  because  many 
women  patronized  it  and  then  purchased  their  dry  goods  or  ready  to  wear 
afterwards. 

is  medium  size,  but  we  have  some  ver\ 
large  indeed. 
XVI — is  a  beautiful  specimen  of  the 
mixture  of  plain  and  printed  silk.  Al 
though  curved,  it  has  as  many  bones  ar 
the  former,  and  is  therefore  an  improve 
ment  on  No.  XIV.  As  to  the  handle,  i 
is  a  regular  marvel,  being  cut  into  ar 
elephant  tooth  (as  you  see  by  the  shape) 

and  beautifully  engraved.  Such  handles 
made  handsome  presents. 
XVII — shows  another  way  of  using  plain 
and  printed  silk,  but  the  plain  materia] 
is  a  band  bordering  the  sunshade.  There 
we  have  a  case  of  big  bone  tubes  a; 
mentioned  above. Youi-s  very  truly, 

Jeanne  Gsell, 
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Novelties  for  Dress  Trimmings 
Brisk  Demand  For  Fringe  In  All  Colors  And  Widths — Many   Striking  Bead  Novelties — The  Loop  Edged  Braid — Oval, 

Square  And  Egg  Shaped  Buttons — "Post  Office  Red"  In  Beads. 

Montreal  manufacturers  and 
 impor- 

ters of   dress  trimmings  predict 
an    extraordinarily    good    season 

...:,    and    have    no   fault    to   find    with 

business   conditions   as   regards  demam 

for  high  class  novelty  braids,  tassel,  frin 

bead  drop  ornaments,  etc.  The  fa- 
shion in  feminine  attire  is  distinctly  par- 

tial to  ornamental  effects,  it  would  ap 

1  ear.  and  while  certain  persons  state 

emphatically  that  "'fringe  is  dead"  manj others  rise  up  and  point  to  the  huge  or 

rolling  up  weekly,  both  for  the  ma 
i.ufacturing  and  the  retail  trades. 

There  is  not  expected  to  be  the  same 
interest  shown  in  staple  braids  next 
season    because    embroidery    and   beads 

by  no  means  made  their  final  bow 

upon  the  scene,  and  all  the  modifica- 
tions  of  chain  stitching,  chenille  embroi- 

etc.,  seem  capable  of  infinite  varie 
t>  which  time  cannot  wither  nor  custom 

.-"tale  as  regards  popularity.  Fringe  is 
being  brought  out  in  all  colors,  in  widths 
varying  from  four,  five  and  six  inches  up 
to  the  very  wide  sixteen  inch  types,  and 
many  novel  elaborations  of  knotting  are 
effectively  used,  which  in  some  cases  are 
carried  out  for  almost  eight  inches  of 
the  entire  depth.  Two  toned  fringes 

which  have  a  shot  effect  due  to  the  inter- 
mingling of  different  colored  silk  threads 

are  especially  notable,  as  are  also  the 
striped  effects,  achieved  by  alternating 

inch  wide  stripes,  such  as  black  with  hen- 
r  rose  or  blue,  in  the  fringe.  Metal- 

lic effects  intermingled  in  silk  fringes  are 
expected  to  be  as  good  as  ever,  but  the 
metallic  thread  is  sparaingly  used,  show 
ing  merely  a  glint  here  and  there.  The 
use  of  wooden  beads  of  different  sizes 
with  fringe  is  a  favorite  theme  with  the 
manufacturers,  who  have  originated 
some  striding  novelties  in  this  way.  As 
this  fringe  is  all  hand  made,  designs  are 
frequently  very  orignal  and  effective. 

Bead  Novelties  are  Striking. 
Wooden  beads    gilded  and     decorated 

v.  ;th   gayly  colored  motifs  are  cleverly 
fashioned  into  drop  garments,  tassel  ef 
fects,  etc.,  for  use  on  fall  millinery,  girdle 
ends,  or  anywhere  where  an  original  fi 
nish  is  desired.     These  are     frequently 
-trung  upon  contrasting  silk  cords  and 
will  be  lavishly  employed  by  the  ready  t< 

manufacturers  as  the  one  note  of 
color  upon  the  more  sombre  cloth  gar 

Tassels  come  in  a  variety  which 
beggars    description    in    silks,    chenille, 

r  other  metallic  effects,  beads,  e'tc. hung  from   heads   of  many   sorts.     The 
crocheted  top,  or  the  top  made  of  one 
large    colored    bead    are    especially    at 

e  styles.       These  beads  may     be 

louid,   triangular,   oval,   square,    in   fac' 
any    shape   which    can   be   covered   an<' 

ined  with  the  tassel  drop.     Length: 
vary  from  a  couple  of  inches  to  the  very 

styles  of  nearly  18  inches.    Japanese 
effects  promise  to  be  very  strong  in  drop 
ornaments    for    millinery,    many    pretty 
conceits  including  bead  fringes  and  cellu- 

loid buckle  novelties. 
Loop  Edged  Braid  Leading 

The   loop   edge   developed   in  fine   silk 
braids  will  undoutedly     be  a  leader     in 
trimmings  for  fall  frocks,  especially  in 

the  narrow  widths,  while  for  more  ela 
borate  decorative  erfeects  many  interest- 

ing combinations  of  soutache  braids  are 
shown.  These  make  ideal  trimmings  for 
tricolette  blouses  and  frocks.  The 

"Checker  board"  effect  in  wide  bandings, 
developed  in  silk  and  metallic  threads 
will  be  introduced  upon  tricotine  cloth 
on  fall  frocks.  The  vogue  for  fancy 
braids  of  all  sorts  shows  no  signs  of 
abatement  due  to  the  encouraging  de- 

cline in  prices  which  varies  from  zO  to 

bO  per  cent,  less  than  last  year's  quota- tions. 

Manufacturers  of  braids  and  tassel: 
are  also  featuring  a  wide  line  of  sashes 
and  girdles  varying  from  the  narrowest 
braided  rope  girdle  to  the  widest  sash  of 
heavy  silK  braid  for  adapting  to  the 
lowered  waist  line.  These  come  in  black 

or  navy  with  oriental  or  Roman  color- 
ings and  are  fairly  expensive  as  yet. 

Variety  in  Trimmings  Anticipated. 
One  maker  stated  to  Dry  Goods  Re- 

view that  the  coming  season  would  be 
charmacterized  by  extreme  variety  in 
trimming  lines,  in  striking  contrast  to 
former  years  when  fashion  decreed  that 
one  or  two  types  would  prevail  over  all others. 

In  buttons  the  call  for  varied  designs 

is  equally  pi'onounced,  according  to  a 
leading  importer  this  month.  Owing  to 
the  continued  vogue  for  neutral  tints  in 
wearing  apparel,  such  as  reindeer,  navy 
blue,  etc.,  buttons  are  for  the  most  part 
featured  in  harmonizing  shades  to  com- 

bine with  these  colors.  Oval,  square, 
and  egg  shapes  designs  are  among  the 
leading  lines  in  novelty  buttons,  and  are 
made  in  horn  and  celluloid,  both  carved 
and  plain.  Celluloid  buttons  now  enjoy 
a  wide  popularity  on  account  of  their 
comparative  cheapness,  since  they  are 
showy  and  scarcely  recognizable  from  the 
higher  priced  horn  varieties.  The  sizes 
known  as  "24"  and  "36"  are  selling  in 
large  quantities  for  winter  suits,  while 

the  very  large  sizes  up  to  "85"  are  in 
great  demand  for  wraps  or  heavy  coats. 
Size  "20"  is  the  one  most  often  selected 
for  trimmings.  One  importer  pointed 
into  disuse. 
out  that  colorings  in  celluloid  buttons 
are  now  much  better  than  formerly  and 
when  placed  in  direct  comparison  with 
the  horn  styles  at  more  than  double  the 
price,  they  are  nearly  always  prefer icd 
Clothing  is  no  longer  worn  so  long  a 
time  as  was  formerly  the  habit  and  the 
selection  of  expensive  buttons  is  falling 
into  disuse. 

Irredescent  Bugle  Beads. 

Dress  manufacturers  are  using  larje 
quantities   of   beads     this    season,     and 
stocks  of  colored  and  jet  beads  are  ex- 

ceptionally  good,      Prices  have  dropned 
too,  so  that  there  is  every  opportunity  of 
developing  this  effective  handwork  very 
profitably  this  season.     Bugles  lead,  es 
pecially  an  irredescent  effects,  which  en 
hance  the  darger     shades     of  blue     and 
gray.      A  new  bronze  shade  is  also  en 
joying   much   popularity,  in   bugles   and 
small  beads,  while  in  the  large  types  a 
favorite  goes  by  the  picturesque  title  of 
"Post  Office  Red".    There  is  not  so  much 
galilifh  on  the  market  this  season,  owing 

to  the  scarcity  of  milk  in  Europe,  which 
is  the  chief  constituent  of  galilith.  A 
good  assortment  of  bead  girdles  how 
ever,  is  shown,  which  will  combine  dis- 

tinctively with  beaded  frocks  for  fal 
wear. 

The  embrodery  house  predict  a  good 
season  as  well,  and  are  continuing  to 
feature  chenille  and  floss  chainstitching 
upon  wraps  and  dresses,  every  case 
however,  restraint  and  simplicity  are  the 
governing  considerations  in  respect  t< 
trimmings  for  Fall  1921,  over  elaboi*ation 
in  any  form  being  rarely  accentuated. 

^2£*&7;s 

idef" 

One  of  the  newest  designs  in  Venice  or 
guipure  laces  which  are  to  be  worn  for 
dress  collars  in  the  fall.  These  are  3  and 
4  inches  wide  and  in  both  the  white  and 
natural  shades.  Shown  by  Westlake 
Bros.,  Toronto. 

For  other  Accessory 

News  see  Page  123 

Necklace  novelties  which  should  be 
good  sellers.  The  first  and  second  are 
imitation  vanity  case  and  locket  of  cellu- 

loid on  black  ribbons  and  the  third  is  a 
pendant  attached  to  a  chain  made  of 
links  of  celluloid.  These  came  in  red,^ 
amber,  rose  and  jade.  Shown  by  Wrinch 
McLaren,  Toronto. 
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Where    Style   Originates 
Ribbon  is  Always   Used 

Liberally. 

Fashion  artists  of  note  recognize  the  tremendous  scope  thai  ribbon 

gives    them. 
Tor  millinery,  dress  trimmings,  sashes,  girdles,  etc.,  there  is  nothing 

used    so  extensively   nor   so   effectively. 

Here's  where  Barrvs  come  in.      At   (he 
u 

Ribbon  House  of  Canada'1 
you  will  find  ribbons  to  meet  every  requirement.     The  newest   things 

at   the  time  they're  new. 

Every  width       -       -       -       Every  color 
Silk       -----       Satin       - 

Latest  shades 
Velvel 

\ol  a  fad  or  fashion  in  ribbons  that  we  do  not  try  to  anticipate. 

Our  assortment  covers  every  demand    dial    may    be    made   upon 

your    department. 

Note:    You    can't    make    money    on    goods    you 
haven't   got. 

Walter  H.  Barry  &  Co. 

The   "Ribbon    House"   of  Canada 

6  St.  Helen  Street  -  -  MONTREAL,  QUE 

WINNIPEG   BRANCH       CANADA   BLDG. 
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Feature 
Hair  Nets 

now! 
There  are  millions 

used  even    day 

This  is  the  "BIG"  Season 
for  them.  Indispensable  for 
all  outdoor  sports,  driving  and 
boating. 

Cap  or  Fringe  style  "CUMFY"  in  sanitary  envelopes,  six  nets  in 
an  attractive  box.     Neatest  package  ever  attempted 

for   the   Hair    Nets 

Here  are  Hair  Nets  that  get 
and  hold  the  Trade  for  you! 

They  are  the  winners  in  Hair  Nets  to-day. 

Why  bother  with   t he  poor  ones 

when  you  can  buy  a  REAL  Net  cheaper? 

We  can  sell  you  this  Ne(  with  the  assurance  that  you  will  give  your  custom- 
ers more  real  satisfaction  with  Hair  Nets  than  they  ever  had  before. 

Don't  be  satisfied   with   the  Hair   Net   business  you  are  doing  now — in- 
crease it  by  handling  a  better   Net. 

Samples  and  prices  that  will  reduce  the  High  Cost  of  Living  on  request 

"VODENE" 
in  a  cheaper  package. 

We  can  quote  you  close  on  this. 

Canada  Veiling  Co.,  Limited 
<S4  -  86  Wellington  Street  West 

Toronto 
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"The  Exclusive 

Neckwear  House" 

WE  take  much  pleasure  in  announcing  to  the  trade  that  we  MOVED  to  our  new 

premises 

533  COLLEGE  STREET 

where  we  have  improved  facilities  and  conditions  which  will  enable  us  to  serve  you  even 
better  then  in  the  past.  We  trust  that  you  will  visit  us  in  our  new  quarters  when  in— 
Toronto. 

BIRMINGHAM 
NECKWEAR 
is   always 
novel 
neat 
and natty 

FICHUS 
SASHES 

VESTEES 

CASCADES 
in  all 

the  newest 
effects  and 

shades. 

-   i » -■■' 

T.  H.  Birmingham  Co.,  Limited 
533  College  St.         -  -  Toronto. 

:E  GEEEZ]  l>=€EZI  ED  CZ3=<]  EEEEZ]  G. 
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B 
FOR     THE 

FALL    SEASON 
An  Exceptional  Line  of 

A CANADIAN  MADE 
MERCHANDISE 

CONSISTING  OF * 

LADIES' HAND    BAGS 
IN      LEATHER SILK    AND     VELVET 

ARE  BEING  SHOWN   BY  THIS  PROGRESSIVE  YOUNG   FIRM 

Federated  Leather  Goods  Co.,  Limited 
MONTREAL 

STYLE  VARIETY  QUALITY  and  PRICE 
to  suit  every  buyer  who  wants 

GOOD    MERCHANDISE    RIGHT    UP-TO-DATE 
visit  our  showrooms  first. 

You  will  be  surprised  at  what  your  own  Canadian  firms  can  create 

Q: 
m 

FRINGES 

and  TASSELS 

The  best    designs  and   values 
in    the    market    arc    made    by    us 
in     all     the    fashionable     colours. 

ALSO— Braids  and    Fancy    Trimmings, 
Lamp  Shade  Fringes  and  (limps 

The  Moulton 
MANFG.   CO.,   Limited 

l     Inspector     St.,     Montreal 

-rases?**, 
jW^.         , The 
S^Jr 

Vogue 
for 

:    VH           BMl    4C3P' 

Summer 
f "    ■  mm  Mm  1 

The  Ostrich  Choker 
For  Misses  and  Women 

The  last  word  in  smartness  and  neatness  this  season.  Big 
sales  await  you  in  the  Ostrich  Choker— made  in  best  selling  shades 
nf   grey,   navy,   black,   black  and   white,   white. 

Two  popular  sellers — No.      1678   $36  00     cloz.. 
#  No.      1678      42.00      do/.. 

Send  for  an  assortment  now! 

Dominiion  Ostrich  Feather  Co. 
LIMITED 

78  Wellington  St.  West,  TORONTO 

Representatives : 

H     B.    TAYLOR,    Mappin    Building,    Montreal;    J.    G.    MARTIN'. Hammond  Building,  Winnipeg    GEO     3TRACHAN,  Wei  ton  Block, 
Vancouver,   B.   C;  T.   W.   LEWIS.   Eastern  and   Northern  Ontario; 
E.  R.   BRIGGS,  Western  Ontario. 
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SAMPLE  TRUNKS 
ARE  ALMOST 
READY 

The  manufacturer  with  facilities,  elastic 

enough  to  serve  the  trade  under  ALL 

conditions  is  one  with  whom  every  mer- 

chant likes  to  do  business. 

This    Fall    there    will    be    a 

great   SORTING   BUSINESS. 

We  are  prepared  to  handle  it. 

Merchandise,     Price,     Prompt 
Delivery. 

Fine    Gloves — Work    Gloves    and    Mitts — Fine    Shirts — Work  Shirts 

Mackinaw   and    Sheeplined   Clothes — Overalls 

Acme  Glove  Works 
LIMITED 

MONTREAL 
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CORSET    NEWS 
MANUFACTURERS  of 

 corsets  in 
Toronto  are  giving  encouraging 

reports  of  the  future  of  this  line 
in  Canada.  They  say  that  since  retailers 
<lo  not  stoek  corsets  heavily  at  any  time 

they  have  not  suffered  very  severe  losses 
in  this  department.  Merchants  even  in 
normal  times  do  not  pet  in  big  supplies 
of  corsets  because  manufacturers  have 
made  it  a  point  to  get  their  orders  out 

at  a  moment's  notice.  One  manufacturer 
the  opinion  that  corets  will  not  sell 

for  less  than  they  are  now  because  they 
have  never  reached  the  peak  price  that 
other  things  have.  While  admitting  that 
material  will  be  less  he  says  that  labor 

costs  more  than  make  up  for  this  re- 
duction. 

Pink  Corsets  Still  the  Favorites 

Orders  this  Spring  have  been  even 
heavier  than  in  the  Fall  for  pink  corsets. 

As  long  as  the  craze  for  pink  silk  under- 
wear lasts  this  color  will  be  demanded 

in  corsets.  So  far  there  have  been  three 
of  these  made  to  every  one  of  white. 
Brocaded  materials  are  called  for  as 
much  as  ever.  Silk  elastic  promises  to 
become  as  popular  over  here  as  it  is 
across  the  border,  for  it  is  more  com- 

fortable than  the  heavier  materials  and 
is  cooler  for  hot  weather  wear. 

Big  Demand  For  Girdles 

The  natural  waist-line  is  here  to  stay. 
The  women  of  today  who  have  accus- 

tomed themselves  to  the  support  of 
tiphtly-laced  small-waisted  corsets  will 
have  to  learn  how  to  walk  and  stand 
correctly  if  they  want  to  be  corseted  as 

the  styles  demand.  The  younp  girl,  how- 
ever, who  has  never  v/orn  corsets  is  for- 

tunate  in   that    she  will   not  have   to   jro 

through  the  discipline  her  mother  did 
when  she  wears  her  gist  pair.  Girdles 
are  now  sold  instead  of  corsets  and  these 

are  not  for  the  old  purpose  of  encasing 
the  figure,  but  as  a  support  for  the 

garters.  The  girdle  is  the  direct  de- 
scendant of  the  front-lace  corset  which 

was  the  beginning  of  the  vogue  for  the 
normal  waist -line.  Comfort  and  hygienic 
teaching  did  the  rest  and  the  result  is 

the  sane,  supple  girdle  now  on  the  mar- 
ket. An  authority  on  these  matters  says 

that  "the  idea  of  the  corset  as  a  support 
will  be  entirely  done  away  with  in  the 
forthcoming  generation;  girls  will  be 
taught  to  stand  and  carry  themselves 

without  a  corset,  nature's  muscle  corset 
serving  the  same  purpose." 

Interesting  Models 

Though  Canadian  manufacturers  have 
not  yet  made  up  their  samples  for  Fall 
they  expect  that  they  will  be  designed 
along  the  lines  of  those  shown  by  Amer- 

ican houses.  It  is  said  that  belts  or 
modified  girdles  will  be  worn  to  a  great 
extent.  These  will  be  of  three  types,  the 

rather  high  belt  which  replaces  the  cor- 
set, the  dancing  type  which  is  lower  and 

made  of  rubber  fabric  over  the  hips,  and 
the  sports  belt,  which  is  quite  small  and 
in  a  strong  fabric  combined  with  elastic. 
An  interesting  detail  to  note  in  all  these 
models  is  that  the  garters  are  attached 
by  means  of  a  button  which  is  slipped 
into  a  buton-hole  worked  on  a  little 

lap  on  the  corset.  This  is  a  very  prac- 
tical system  as  the  sewing  and  unsewing 

of  garters  when  they  are  worn  is, 
therefore,  unnecessary. 

The   Trade   Is   Featuring   Corset   Sales 

The    advertising    pages    of    the    daily 

papers  throughout  Ontario  and  the  West 
show  that  corset  sales  have  been  in- 

creasingly numerous  during  the  last 
weeks  of  May  and  early  part  of  June 
The  retail  trade  apparently  realizes  the 
need  of  stimulating  soncumer  interest 

as  far  as  possible  'and  sales,  especially 
price-cutting  sales,  have  long  ben  re- 

garded as  a  particularly  effective  means 
to  this  end.  It  has  been  the  experience 
of  alert  buyers  for  many  departments 
that  price-cutting  sales  have  been  un- 

necessary for  the  rapid  turnover  of  their 
corset  stock.  This  has  been  accom- 

plished by  careful,  discriminating  stock- 
ing of  good  models.  They  claim  that 

the  feminine  buying  instinct  is  aroused 
much  more  by  appealing  lines  than  by 
low  prices  when   corsets  are  purchased. 

Increase  in  Sales  of  Brassieres 

The  new  "restraint  without  constraint" 
slogan  which  firms  are  now  using  with 
their  latest  models  in  corsets  has  had  a 

very  good  effect  on  the  brassiere  busi- 
ness. The  display  of  brassieres  which 

is  promised  the  latter  part  of  this  month 
is  said  to  be  very  good.  There  will  be  a 
tendency  toward  the  bandeau  type  in 
plain  materials,  for  sports  wear  and  in 
dainty  effects  of  lace  and  silk  for  even- 

ing. Some  plain  models  in  Italian  silk 
will  be  made  up.  Most  of  the  brassieres 
will  have  no  extra  adornment  but  will  be 
made  for  wear  and  comfort  though  the 
materials  will  always  be  dainty  and 
light.  Net  and  lace  models  have  narrow 
ribbon  shoulder  straps  and  ribbon  trim- 

mings. Designers  say  that  Fall  models 
in  brassieres  will  require  more  than 
ever  a  good  fitting  service,  if  retailers 
wish  to  build  up  this  department  on 
satisfactory  lines. 

Manchester,  Robertson  &  Allison  of 

St.  John,  N.  B.  grasp  every  opportunity 

to  link  up  with  local  events  in  then- 
window  display  work  and  their  advertis- 

ing. They  believe  it  is  good  for  St. 

John  and  good  for.  their  own  business. 

Resently,  a  health  week  was  held  in  the 
city  and  the  accompanying  photograph 

shows  how  they  promoted  the  idea 

through  their  windows.  This  booth  was 

used  for  talks  on  "Infant  Hygiene" 
which  were  given  by  the  Victoria  Order- 

of  Nurses  during  the  health  week. 
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Fitting  Room  in  Corset  Selling. 
Successful  Department  Depends  On  Well-Selected  Stock  With  Proper  Setting  And  Service- 

manship — Some  Useful   Hints  For  Corsetieres. 

-Personality  Behind  Sales- 

Curset  Belling  in  the  small 
 town 

presents  different  problems  than 
it  does  in  a  great  city,  many  of 

which  arc  really  not  problems  at  all,  but 

rather  just  minor  difficulties  arising  out 

of  a  lack  of  sound  grounding  in  the  fun- 
damental principles  governing  the  cor- 

rect methods  of  salesmanship.  In  the 

small  town  there  are  naturally  not  so 

many  competitors  in  proportion  to  the 

total*  population  as  there  in  most  other 
line*  of  merchanise,  and  the  total  num- 

ber of  customers  who  patronize  the 
small  town  corset  shop  or  department 

usually  out-number  the  total  aggregate 

upon  "which  the  huge  department  store with  many  competitors  can  draw  for 
its  clientele.  Yet,  with  the  advantages 
on  the  side  of  the  small  store,  it  very 

frequently  "falls  down  on  the  job,"  be- lieving that  modem  innovations  savour 

of  spectacular  stunts  or  extravagant 

outlay  which  its  volume  of  trade  would 
never  warrant.  Women  from  such  a 

town  frequently  return  home  after  a 

trip  to  some  larger  city  and  exclaim 
about  the  wonderful  corset  department 
in  such  and  such  a  store,  as  well  as  over 
the  cleverness  of  the  corsetiere  who  took 
endless  trouble  and  had  such  charming 
models  to  select  from.  Such  women  wax 

enthusiastic  over  the  idea  of  xepert  ser- 
vice and  gradually  get  into  the  habit  of 

writing  back  to  the  large  store  which 
rendered  them  such  first  rate  service, 
when  they  require  something  new.  A 
woman  may  however,  go  down  to  her 
own  particular  store,  hoping  that  her 
needs  can  befilled  more  easily  without 
the  bother  of  writing  away,  but  what 
does  she  find  ?  The  department  shows  a 
wide  variety  of  stock,  but  very  little  is 
displayed  attractively  under  glass  or  up- 

on forms.  Few  novelties  are  apparent 
and  the  idea  carried  away  is  that  the 
stock  is  comprised  mainly  of  staple 
goods.  The  customer  asks  for  a  corset 
about  a  cei-tain  price.  The  saleswoman 
asks  the  size  without  even  taking  in  the 

customer's  type  of  physique.  Or  she 
may  measure  her  indifferently  across  the 
counter,  trusting  to  luck  that  the  mea- 

surement may  correspond  with  the  style 
of  corset.  After  selecting  what  she 
imagines  will  prove  satisfactory,  the 
customer  pays  for  the  corset  and  takes 
it  home,  and  that  is  all  there  is  to  it, 
except  that  she  will  probably  return  the 
next  day  and  complain  that  it  was  far 
too  small,  or  too  long,  or  too  high.  Per- 

haps this  performance  will  be  repeated 
several  times  or  perhaps  luck  may  be  on 

the  customer's  side  and  she  may  discov- 
er a  garment  which  fits.  She  will  prob- 

ably ask  for  the  same  model  by  its  num- 
ber the  next  time  that  she  wants  a 

corset,  in  order  to  save  herself  the  an- 
noyance of  having  to  guess  at  what  will 

prove  to  be  the  right  thing. 

The    Importance    of    the    Fitting    Room. 

If  she  has  allowed  a  season  to  elapse 
before  purchasing  a  new  corset,  the 
chances  are  that  this  particular  model 
is  discontinued  and  no  longer  in  stock. 
If  she  timidly  asks  whether  she  cannot 
be  fitted,  the  saleswoman  appears  uncer- 

tain and  conveys  an  impression  of  un- 
willingness to  attempt  such  an  innova- 

tion.    The   fitting   room   is   generally   of 

the  most  meagre  description,  being  in 
reality  the  cloak  room  for  the  employees 
of  the  section,  and  possesses  only  a 
small  mirrors.  There  is  no  air  of  dain- 

tiness and  privacy  so  essential  to  the 
successful  corset  shop,  and  after  one 
experience,  the  average  woman  is  apt 
to  try  some  other  method.  All  this  is 
by  no  means  overdrawn,  but  is  a  faithful 
portrait  of  several  corset  sections  as 
observed  in  very  progressive  small  town 
department  stores.  To  make  matters 
still  worse,  the  head  saleswoman  gener- 

ally asserts  her  unwillingness  to  handle 
fittings  although  she  is  pleased  to  boast 
of  a  few  week's  training  with  a  class  at 
a  leading  maker's  invitation.  She  re- lates the  unpleasant  features  of  the  few 
fittings  she  has  conducted  and  waxes 
indigant  that  she  should  be  asked  to  put 
her  dainty  models  upon  some  strange 
and  none  too  immaculate  foreign  woman. 
She  frankly  admits  that  the  work  is  dis- 

tasteful, and  she  much  prefers  to  send 
out  the  corsets  to  the  customers  home 
and  allow  them  to  be  tried  on  at  their 
homes. 

The    Successful    Shop. 

Yet  there  is  another  side  of  the  pic- 
ture. There  are  many  small  shops  which 

cater  to  the  average  woman  that  are  run 
upon  entnrely  opposite  lines,  both  in 
small  cities  and  in  the  larger  centres, 
where  the  atmosphere  is  radiant  with 
that  indefinable  something  that  can  only 
be  termed  "different".  No  matter  what 
the  size  of  the  place  may  be,  it  radiates 
an  air  of  daintiness  and  artistic  ar- 

rangement, which  naturally  is  most  ap- 
propriate. The  equipment  and  fixtures 

are  usually  all  white  or  of  one  uniform 
type  of  finish,  and  there  are  plenty  of 
glass  show  cases  well  lighted  at  all 
times,  in  which  are  displayed  the  most 
exquisite  of  underthings,  such  as  lacy 
brassieres  and  Jersey  accessories.  There 
is  no  need  of  a  counter  at  all,  but  there 
should  be  at  least  two  fitting  rooms, 
curtained  off,  containing  a  full  length 
mirror  or  two,  a  chair,  clothes  pegs  and 
a  little  tray  with  hair  pins,  face  powder, 
etc.,  for  the  convenience  of  customers. 
No  corset  should  be  sold  unless  it  is  first 
tried  on,  and  in  every  case  a  brassiere 
should  be  sold  to  accompany  it,  either  a 
day-time  or  evening  style.  Each  sales- 

woman should  be  thoroughly  familiar 
with  with  the  business  of  fitting  all 

types  of  models,  from  the  misses'  waist 
to  the  surgical  corset,  and  they  should 
furthermore  know  their  stock  so  perfect- 

ly that  they  need  only  glance  at  the  cus- 
tomer in  order  to  realize  just  what  type 

to  try   on. 

Personality  behind    Salesmanship. 
Dry  Goods  Review  is  indebted  to  Miss 

Ida  Armstrong,  a  well-known  corset  spe- 
cialis  of  Montreal  ofr  the  following  ad- 

vice. "To  sell  corsets  successfully  and 
profitably  one  must  have  the  right  per- 

sonality. It  requires  really  mature 
judgment  to  size  up  a  customer  quickly, 
and  to  pick  out  just  the  appropriate 
mode]  for  her  needs.  It  does  not  mat- 

ter in  the  least  to  the  trained  corsetiere 
whether  her  customer  presents  an  ap- 

pearance of  wealth  or  the  opposite,  she 
should  be  ready  to  take  each  type  in 
hand   with   the   same   degree   of   interest 

and  enthusiasm.  I  personally  am  not  in- 
terested in  any  customer  who  comes  in 

to  my  shop  and  purchases  a  corset  with 
out  trying  it  on.  I  feel  that  I  cannol 
guarantee  her  satisfaction  or  comfort, 
and  I  should  be  very  much  surprised  if 
she  returned  to  me  again.  When  a  cor- 

set is  sold  in  my  shop  it  is  taken  for 
granted  that  the  customer  wishes  to  im- 

prove her  figure  and  desires  expert  ad 
vice,  and  from  my  own  personal  experi- 

ence I  know  that  once  a  woman  feels  safe 
in  your  hands,  she  will  go  nowhere  else. 
Poise  is  a  woman's  greatest  charm,  and 
it  is  the  corsetiere's  privilege  to  brine; 
out  the  latent  or  undeveloped  possibili- 

ties in  the  average  woman.  Teach  her 
to  stand,  walk  and  sit  correctly  by  means 
of  a  properly  fitted  corset  and  you  have 
rendered  her  a  service  almost  beyond 

price." 

To  sum  it  up,  the  successful  depart- 
ment must  have  a  well  selected  stock, 

must  have  the  proper  setting  and  be  pre- 
pared to  render  service  PLUS.  The  com- 

bination   spell    Success. 

Follow  Up  Plan 
Helps  to  Build 
Corset  Dept. 

The  Follow-Up 

The  follow-up  system  employed  by 
this  firm  is  the  other  arm  of  the  service 

which,  they  claim,  has  built  up  and  con- 
tinues to  develop  their  corset  depart- 
ment. With  each  pair  of  corsets  sold  a 

card  is  created  for  the  customer.  This 
card  contains  the  name,  address  and  date 
of  sale.  They  are  arranged  alphabeti- 

cally so  that  they  may  be  studied  with 
care  and  ease.  The  date  of  expiration 
of  a  six  months  period  is  watched  and 
if  nothing  is  heard  from  the  purchaser 
by  that  time  the  department  considers 
that  one  of  two  things  has  happened. 
Either  the  customer  has  secured  a  very 
excellent  pair  of  corsets  that  are  still 
giving  good  service,  or  she  is  not 
altogether  satisfied  with  the  purchase 
and  is  not  likely  to  come  back.  In  either 
case  it  is  to  the  interest  of  the  depart- 

ment to  get  in  touch  with  the  lady  and 
find  out  which  of  the  two  is  the  case. 
This  lady,  therefore,  is  either  called  by 
telephone  or  a  letter  is  sent  to  her  in 
which  the  suggestion  is  thrown  out  that 
the  time  has  come  when  another  pair 
of  corsets  will  be  required  and  they  hope 
she  will  give  them  a  call  and  be  fitted 
with  the  same  satisfaction  as  before. 
The  head  of  the  department  states 

that  this  has  worked  out  very  satisfac- 
torily with  them  and  she  proudly  claims 

that  there  is  not  a  better  corset  depart- 
ment to  be  found  than  theirs  for  service 

and  satisfacion. 
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The  handsomest  gown  will  appear  but  poorly  over  a  corset  that  is  not  just  so,  while  the 

simplest  gingham  dross  becomes  attractive  and  graceful  over  a  corset  that  shapes  correctly. 

Develope   Your  Corset   Department 
Make  it  a  Style  Centre 

Select  corsets  that  are  designed  properly  for  the  season's  style  in  dress — corsets  that  will 
shape  the  figure  comfortably  to  the  graceful  of  fashion. 

yfjfirher's 
Corsets- Made  in   Montreal. 

D 

m 
are  produced  from  the  same  standard  patterns  that  have  given  them  their  famous  reputation 

lor  style  in  the  United  States.  During  the  past  six  months,  our  first  manufacturing  season 

in  Canada,  they  have  won  the  same  reputation  for  fit,  style  and  comfort  here,  that  they  have 

known   for   fifty   years   in   the   United   States. 

Feature  Warner's  Corsets  in  your  corset  department.  Carry  a  representative  assort- 

ment of  models  to  accommodate  your  trade.     THEN — 

When  a  customer  comes  for  a  suit  or  dress,  recommend  a  Warner's  corset; 

help  her  select  the  proper  model  for  her  figure;  the  suit  will  appear  at  its  best, 

and  you  have  gained  a  friend  for  two  departments. 

And,  above  all,  Warner's  Rust  Proof  Corsets  are  guaranteed.  They  represent  values  that 
are  real.  We  recommend  that  you  carry  small  stocks  and  order  often.  Your  success  in  our 

success.     May  we  talk  things  over  for  the  Fall  season. 

%\)t  Earner  Prog.  Company,  3fnc, 
OF  BRIDGEPORT,  CONN. 

Canadian  Factories  &  Sales      --      St  Ambroise  &  Turgeon  Sts. 
MONTREAL,  P.  Q. 

1fr=7r=n  If       '  il  m  I',  ,.    ■      ■'     '    ̂ ^i  ©  F7  ,'  'I  h  '  'Iff? 
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Cherry  Red 
Necklaces 

arc  the  popular  rage  at  present. 

We  will  he  pleased  to  send  a — 

sample  assortment  on  approval. 

"Hydass" 
Brand   Products  are  the  best   market 

values. 

Hyclass"    Hair    Nets 

'Hyclass"    Safety    Pins 

"Hyclass"    Brass   Pin    Sheets 

OUR  "Coronet"  Brand  of 

Elastic  is  guaranteed  for  two 

years. 

'  Kurley  Kew"    Hair    Wavers 
are    the    most    convenient    and 

produce;   the  popular  hair  wave. 

THE  SMALLWARE  SPECIALTY 

HOUSE: 

wrinch,  McLaren 
Limited 

120  Wellington  Street  West 
TORONTO 

W.  E.  WRIGHT  SAYS: 
"A  true  bias  it  to  the  man  who  knows  aboul   textiles 
what    plumb,  [eve!  and  square'  is  to  a  mason. 

Threads  on  equal  angle—  45  degrees  each  way 

"<loods  cut  on  a  true  bias  becomes  flexible,  elastic and  obedient  to  the  will  of  the  person  who  handles 
it.  Bias  bindings  and  facings  lie  flat — always  sup- posing the  bias  is  exact. 

Note  difference  in  angles  of  threads  as  magnified 

"A  bias  not  exactly  true  is  very  annoying  to  the worker.  It  stretches  unevenly,  one  edge  more  than 
the  other  to  the  dismay  of  the  garment  finisher  or 
the   home   sewer. 

"Wejhad  to  make  special  machinery  to  get  Wright's Tape  always  on  a  true  bias,  but  we  consider  the 

result    worth    the    expense." 
Send  for  Color  Card  of 

id 
showing  our  full  line  of  fast  colored  percales,  also 
Wright's  E-Z  Trim.  You  will  find  this  card  to  be 
a  great  convenience  in  making  up  your  orders,  it 
shows  our  12  plain  and  6  striped  colors  of  Tape  and 
6  colors  of  E-Z  Trim. 

Wm.  E.  Wright  &  Sons  Co.  Mfrs. 
315-317    Church    Street  New    York 

Agencies: ST.  LOUIS 
L.  F.  Sherman 

613  N.  Broadway 

CHICAGO 
R.  C.  Taft 

223  W.  Jackson  Blvd. 

PHILADELPHIA 
Jas.   F.    McCarriar 

1011  Chestnut    Stivet 

7    WRIGHTS 

BIASFOLDTAPE 
^  It  lurns  itsel/ 
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Toys  Should  Be  Permanent  Sellers. 
Should  Not  Be  Regarded  As  Christmas  Lines  Only — Experience  Of  May  Bros.  Of  Cleveland — Should  Be  Near  Sporting 

Goods — A  Doll's  Hospital — Feeling  With  Regard  To  Foreign  Goods. 

What  is  the  secret  of  merchandising 

toys  all  tht'  year  round?"  Drj 
Goods  Review  asked  the  Managex 

of  the  Toy  and  Sporting  Goods  Depart- 
ment of  the  May  Bros.  Cleveland.  "It 

lits  in  keeping  a  complete  line  all  the 
time,'*  was  the  answer.  Mr.  Stauffor 
lias  made  his  department  pay  every 
month  of  the  year,  so  this  remark  seemed 
worthy  of  further  consideration.  He 
showed  our  representative  what  he 
meant  by  a  complete  line.  The  space 
given  toys  at  Christmas  time  is  no  lar- 

ger than  at  any  other  season,  and  apart 
from  the  novelties  which  are  only  suit- 

able for  Christmas  selling  the  staple 
toys  offered  all  the  year  round  are  the 
same. 

Toys  Should  Be  Considered  Permanent 
Sellers 

Toys  have  proven  their  right  to  a  place 
among  other  staple  lines  to  such  an  ex- 
extent  in  this  store  that  it  is  no  longer 
necessary  to  use  them  as  stimulators 
for  other  things.  Mothers  of  Cleve- 

land children  now  consider  that  a  trip 
downtown  is  not  complete  without  a  vi- 

sit to  May's  toyland.  There  are  still 
some  stores,  and  this  applies  to  Canada 
more  than  the  United  States,  which 
show  toys  even  at  the  Christmas  sea- 

son, as  a  necessary  part  of  their  holi- 
day goods  without  considering  them  as 

a  paying  proposition.  Mr.  Stauffer 
thinks  that  the  sooner  this  idea  is  explo- 

ded among  retailers  the  better  it  will 
be  for  all  concerned  in  the  toy  business. 
Merchants  who  have  faith  in  this  de- 

partment are  so  few,  that  they  have  to 
struggle  single-handed  to  keep  toys  be- 

fore the  consumer.  Retailers  are  not 
the  only  ones  who  are  responsible  for 
this  false  idea  about  merchandising  toys. 
The  manufacturer,  in  the  first  place, 

has  not  always  kept  in  mind  that  money- 
can  be  made  by  making  appealing  things 
for  children  just  as  much  as  for  grown- 

ups.     Then    the    wholesale   houses    have 

fallen  into  the  hobit  of  not  advertising 
except  for  the  holiday  season.  The  re- 

tailer naaurally  has  had  nothing  to  sti- 
mulate his  interest  and  what  the  re- 

tailer does  not  hear  of  the  consumer  will 
never  know.  There  was  a  day  when 
there  was  only  two  milinery  seasons  and 
between  those  times  the  manufacturers, 
the  wholesaler  and  the  retail  milliner  did 
nothing.  But  a  man  who  saw  that  wo- 

men will  always  buy  hats  if  given  an 
opportunity  began  this  all-th-  year- 
round  hat  talk  and  now  there  are  no  dull 
seasons.  There  is  no  reason  why  the 
same  should  not  happen  in  the  toy  world. 

Toys  Near  Sporting  Goods 
Most  merchants  know  that  sporting 

goods  help  toys  but  how  many  realize 
that  toys  are  a  stimulus  to  sporting 
goods?  In  this  department  it  is  found 
that  when  an  article  for  a  child  is  offer- 

ed at  a  good  price,  the  result  is  that 
something  in  the  sporting  goods  depart- 

ment is  very  often  bought  instead.  It 
is  because  'the  child  is  father  to  the  man' 
and  the  line  drawn  between  the  boy  and 
the  man  is  so  hard  to  find.  An  example 
of  this  was  given  by  way  of  illustration; 
a  sale  of  boys'  baseball  bats  was  recent- 

ly featured.  Many  fathers  who  caine 
with  their  sons  to  purchase  these  toys, 

thought  them  too  fragile  for  thoir  sturdy- 
boys  when  compared  with  the  regular 

line  placed  in  the  sporting  goods'  de- 
partment just  across  the  aisle.  The 

same  is  true  for  other  toys  like  tennis 
rackets  and  skates. 

Doll's  Hospital 

There  is  always  difficulty  in  finding 
toys  for  girls  but  the  man  who  stocks 
good  lines  of  dolls  knows  that  he  is  safe. 
The  May  Company  have  added  a  hospi- 

tal to  their  toy  department  which  not 

only  pays  for  itself  but  is  directly  re- 
sponsible for  selling  many  dolls.  The 

store  is  the  small  town  can  make  a  hos- 
pital   a    paying    proposition    even    more 

easily,  because  when  not  many  dolls  are 
shown,  repairs  are  more  often  requested. 
There  has  been  a  suggestion  among  some 
enthusiasts  to  attempt  a  sewing  depart- 

ment along  the  lines  of  lamp-shade  mak- 
ing booths  and  knitting  parlors, — places 

where  little  girls  can  be  taught  just  as 

grown-ups  are,  how  to  make  doll's clothes.  This  would  seem  all  the  more 
feasible  just  now  when  American  and 
Canadian  made  dolls  are  not  dressed  as 
German  dolls  are,  when  offered  for  sale. 

Differences  Of  Opinion  About  Foreign 
Dolls 

It  is  interesting  to  note  the  varying 
ideas  about  the  place  which  the  doll  that 
is  made  here  will  take  in  the  future  and 
what  will  become  of  the  one  of  German 
manufacture.  One  or  two  firms  are  of 
the  opinion  that  German  goods  will  al- 

ways sell  because  a  better  price  is  of- 
fered. The  day  when  the  dolls  can  be 

made  here  to  compete  in  price  with  the 
foreign — made  article  will  be  only  when 
labor  will  fall  to  the  same  statue  as  it 
has  over  there.  That  day  they  claim 
will  never  come;  if  it  does  it  will  be 
greatly  regretted.  Besides  this,  they 
say  the  public  is  not  interested  in 
knowing  whether  things  are  made  in 
Germany  or  not.  The  last  statement 
may  be  true  of  the  consumer  in  the 
United  States  but  it  certainly  is  not  true 
here.  It  goes  to  show  however,  how 
effective  the  American  manufacturer,  on 
whom  the  Canadian  will  have  for  some 
time  to  rely,  will  be  when  he  tries  to 
compete  with  Germany  in  the  future. 
One  retailer  who  believes  firmly  that 
the  foreign  toy  will  always  find  a  mar- 

ket, admits  that  if  a  few  manufacturers 
on  this  side  of  the  water  would  be  willing 
to  lose  the  monye  they  have  spent  up  to 
the  present  in  experimenting  and  price 
their  goods  on  a  par  with  German  toys, 
trade  would  develop  here  much  more 
quickly  than  it  has  up  to  the  present. 

(Continued  on  page  88) 

New   set   lor   magnetic  experiments,   photographic  outfit  and  unique  chest  for  the  small  carpenter  being  placed 
on  the  market  for  Christmas  trade.     Shown  by  the  Gilbert-Menzies  Company,  Limited,  Toronto. 
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SOME  NEW  CREATIONS  IN  TOYLAND 
THE  wholesale  trade  in  T

oronto  as 

well  as  manufacturers  are  con- 

gratulating themselves  on  the  pro- 
posed amendment  to  the  Customs  Act 

which  affects  foreign  goods.  They  see 

in  the  prevention  of  the  importation  of 

German-made  goods,  big  opportunities 

for  the  manufacturer  in  this  country. 

This  refers  to  toy  men  in  particular. 

Questioned  as  to  the  charge  that  Cana- 
dian toy  manufacturers  have  not  as  yet 

made  good,  they  offered  a  very  plausible 

reason  why  their  toys  are,  in  some 

cases,  inferior  to  the  imported  ones.  All 
of  the  men  who  ventured  into  toys  were 

inexperienced  and  of  the  industries 

which  require  experience  to  start  them 

off  the  manufacture  of  toys  is  one  of 

the  chief.  German  toy  makers  had  gen- 

erations of  study  on  the  subject  of  chil- 
dren's tastes  and  other  countries  have, 

until  the  war  came,  blindly  bought  what 

they  sent  them.  Many  of  the  biggest 
failures  here,  as  well  as  in  the  United 

States  and  England  were  due  to  the  fact 

that  toys  were  made  which  did  not  ap- 
peal to  children.  Now,  however,  they 

say  they  are  in  a  position  to  make  the 
right  ones  for  Canadian  boys  and  girls. 

One  manufacturer  says,  "When  the 
steel  industry  began  in  the  United 
States  seven  of  the  eight  firms  which 
first  ventured  into  it  failed.  Today  it  is 
a  flourishing  industry  because  those  who 
came  after  learned  from  the  failures 
how  to  make  and  how  to  merchandise 

steel." Manufacturers  are  of  the  opinion  that 
this  country  can  never  compete  with 
certain  countries,  notably  Japan,  in  the 
making  of  cheap  lines.  Labor  here  will 
not  admit  of  the  manufacture  of  these 

at  a  profit.  In  better  grades,  particu- 
larly in  mechanical  toys,  they  have 

every  reason  to  expect  that  Canadian 
firms  will  make  good. 

Manufacturers  Now  Have  the  Right 
Idea 

It  has  taken  five  years  to  teach  Can- 
adians that  children  want  the  same 

things  as  grown-ups  do  with  the  added 

factor  of  amusement.  Boys'  toys  have 
followed  along  these  lines  for  some  time 
but  manufacturers  have  found  it  difficult 
to  find  toys  which  will  give  girls  the 
same  interest  as  the  time-honored  doll. 
A  recent  achievement,  however,  is  a 

nurse's  outfit  which  promises  to  fill  that 
need.  Firms  who  make  toys  on  this 
continent  have  the  merchandising  idea 
in  regard  to  display.  European  toys  are 
often  roughly  packed  and  have  only 
their  own  merits  to  sell  them.  Amer- 

ican and  Canadian  toymakers  usually 
make  the  packing  of  their  goods  a  real 
feature.  They  know  that  to  help  the 
retailer  in  his  display  is  to  help  them- 

selves. Attractive  colors  and  pictures 
are  used  on  the  containers  and  the  toys 

themselves  are  wrapped  in  transparent 
paper  which  keeps  them  free  from  dust 
and  moisture. 

French  Dolls  Best  in  the  World 

Several  buyers  who  have  very  recent- 
ly seen  shipments  of  European  toys, 

claim  that  there  is  no  reason  for  regret 

on  the  part  of  importers  that  they  can- 
not now  purchase  German  dolls  to  the 

same  extent  as  before.  They  say  that 
the  best  doll  is  made  in  France.  The 
faces  of  French  dolls  are  very  beautiful 
and  the  hair  good.  That  British  firms 
realize  this  is  evident  from  the  large 
quantities  of  French  heads  which  are 
being  sent  to  England  every  day. 

Some  Canadian-Made  Toys 

The  boy  in  this  country  likes  mechan- 
ical toys  better  than  any  other  kind. 

This  is  probably  because  the  practical, 
scientific  side  is  stressed  so  strongly  in 
our  schools.  The  most  progressive  firms 
say  that  toys  which  provide  education 
along  scientific  lines  are  the  ones  that 
sell.  Though  wireless  telegraphy  is  a 
comparatively  new  science,  the  number 
of  boys  who  are  interested  in  it  is  aston- 

ishing. Outfits  are  designed  for  boys 

who  are  too  young  for  the  advanced  ap- 
paratus but  who  wish  to  learn  the  code, 

operation  of  the  buzzer  and  other  first 
principles.  Some  have  the  necessary 
wire  for  aerials  and  ground  connections. 
One  retailer  says  that  these  are  among 
his  leading  selling  items  for  Christmas trade. 

Aeroplanes  are  also  great  attractions 
for  the  boys.  One  of  these  comes  in 
parts  so  that  the  boy  can  assemble  it 
himself.  It  has  an  electric  motor  which 
can  be  used  on  a  house  current.  One  of 

the  most  practical  lines  is  the  motor 
outfit.  Boys  want  motors  and  other 
electrical  accessories  to  operate  their  toy 
models,  mechanical  devices  and  electric 
cars.  All  the  parts  of  a  motor  may  now 
be  bought  in  Toronto  for  the  boy  to 

assemble.  Complete  books  of  instruc- 
tion go  along  with  these  toys. 

For  very  young  boys  and  girls  there 
are  the  stone  building  blocks  by  means 
of  which  many  styles  of  architecture  can 
be  reproduced  in  miniature.  The  stones 
are  solid  little  blocks  in  blue,  red  and 
india  tints.  Some  of  these  sets  include 
the  parts  for  use  in  building  bridges, 
viaducts  and  underground  passages. 

Soldier  Sets  Not  So  Popular 

Since  the  war  there  has  been  a  decided 

chop-off  of  sales  in  war  toys.  The  tin 
soldiers  sell  fairly  well  but  the  dread- 

noughts and  ambulances  and  the  trench- 
warfare  outfits  do  not  seem  to  make  the 

same  appeal  as  they  did  formerly. 
Whether  this  is  due  to  the  fact  that  chil- 

dren do  not  hear  of  these  things  so  much 

or  whether  their  parents  try  to  discour- 

age toys  which  remind  them  of  their 
sufferings,  retailers  are  not  certain.  At 
any  rate  it  is  not  advisable  to  stock  too 
heavily  in  such  toys.  That  people  will 
buy  German  toys  if  they  are  better  than 
others  has  been  disproven  time  and  time 
again  during  the  past  year,  for  salesmen 
say  that  women  continually  ask  them 
where  toys  are  made  before  buying. 
Buyers  for  bazaars  where  hundreds  of 
dolls  are  used  are  particularly  careful 

that  they  should  not  be  made  in  Ger- 
many. 

Salesman  Should  Learn  to  Operate  Toys 

Manufacturers  claim  that  travellers 
who  take  the  trouble  to  learn  how  to 
operate  the  toys  they  are  demonstrating 
are  usually  their  best  salesmen.  The 
actual  toy  at  work  has  a  very  decided 
effect  on  the  mind  of  the  prospective  re- 

tailer. This  is  even  more  true  of  the 
man  who  sells  direct  to  the  consumer. 
One  retailer  says  that  he  sells  four  toys 
when  he  demonstrates  their  use  to  every 
one  the  operation  of  which  he  leaves  to 
the  imagination  of  the  customer.  There 
is  the  point  gained  too,  that  when  the 
salesman  demonstrates  the  use  of  the 
toy  there  is  no  need  for  the  customer  to 
try  it  out  himself.  The  loss  through 
toys  broken  by  customers  is  out  of  all 
proportion  in  some  stores  and  heads  of 
toy  departments  say  that  this  is  an  evil 
which  can  be  easily  remedied  if  sales- 

people are  instructed  in  the  operation  of 
every  mechanical  toy  as  it  comes  in. 

BUGLE  BEADS       SEED  BEADS 
All  Colors 

BEAD  NECKLACES 
in  all  the  latest  designs 

Largest  Variety  in  Canada 
Assortment  on  Approval 

R.  A.  PHILLIPS 
77  YORK  ST. TORONTO 

Travellers  Are  Out  Now 
With  Complete  Lines 

French     Ivory 
Greeting   Cards    and    Post    Cards    for    all 

occasions 
Purses  and  Wallets 
Pennants,  Cushions  and  Textile  Novelties 

Supplies  for  Celebrations,   Old  Boys'   Re unions,    etc. 
Souvenir  Novelties  (a  tremendous  variety) 
Christmas    Stockings. 
Conservo    Lunch    Sets,    Splashers,    Table 

Sets,  Infants'  Bibs  and  Sets The  product  of  five  factories  we  own  or  control 

Pugh  Specialty  Co.  Ltd. 38  to  42  Clifford  St.,  Toronto,  Canada 
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„  Sunset SoapDyes 
The  Real  Dye 

It  sells 
Itself 

and 

Repeats 

New  Window 

Cut-Out  FREE 

28"x40" Many  beautiful 
colors.  H  you 

have  not  al- 
ready received 

one,  w  r  i  t  e  . 
Sent   tree. 

22 
FAST 

COLORS 
Keep  Your    Stock 

Complete 
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There's  More  Profit  for 
You  in  Sunset  Quality 

Every  Sunset  dealer  knows  it  actually  costs  less  to 
sell  Sunset,  because  Sunset  makes  good  With  the 
women  who  buy  it;  and  satisfied  customers  not  only 
give  Sunset  dealers  the  best  advertising  in  the  world 
— personal  endorsement-  but  they  keep  on  buying Sunset. 

Our  consumer  advertising-  the  plain  truth  without 
misrepresentation— is  working  constantly  for  Sun- 
set  dealers.  Your  displays  of  Sunset  will  stimulate 
sales  and  increase  profits.  Just  now,  a  display featuring 

SUNSET    KHAKI    for  Vacation   Clothes 

will    interest    every    family    in    your    neighborhood. 

If  you  have  any  trouble  in  getting  Sunset  write  us  at  oiicg. 
The  Sunset  color  Card  is  a  great  selling  help.  If  your 
card  is  soiled  or  damaged  \vrite  us  and  we  shall  be  glad  to 
send   you   a  new   one. 

HAROLD  F.  RITCHIE  &  CO.,  Ltd. 
Sales    Representatives 

Toronto,    Canada 

NORTH  AMERICAN  DYE  CORPORATION,  1a<\. 
Manufacturers 

Toronto,  Canada 

Counter 

Display  Case 
Your  jobber 
can  supply 

Sunset  packed 

1  yross  assort- 
ed in  this  at- 

tractive d  i  s  - 

play  case.  Ask him. 

k 

L 

ax  Xxwtbb 

THE    PIONEER     FIXTURE    HOUSE 
OF  CANADA 

Established  in  1888 

With  a  large  capacity — large  slink 
always    on    hand — ensuring 

PROMPT    DELIVERY 

WAX  FIGURES— with  a  high  grade 
finish  that  warrants  their  good  looks 
and  long  faithful  service.  Positively  will 
not  crack.  All  styles — in  most  natural 
positions    and    correct    proportions. 

No.  10  P  —  (Illustrated)  has 
special  belt  adjustment  that 
finishes  your  blouse  display  neatly 
at  the  waist  line. 

METAL  and  WOODEN  FIXTURES 

for    all    kinds    of    merchandise. 

Let   us   know   your  needs ' 

iFnrntJB  atti  SfeturpB 

A.  S.  Richardson  Company^Ltd.     -     Belleville,  Ont. 
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A  receipt  printed  and  issued  by 
a  National  Cash  Register     

WE  THANK  YOU  FOR  YOUR  PATRONAGE. 

PLEASE  CALL  AGAIN. 

•  A -1.00    -0001   JUN15-21 
Date 

Brown  &  Stevens 
General  Merchandise 

This  receipt  shows  the  amount  of  your 

purchase. 

The  register  prints  a  record  of  the  sale  on 

the  receipt.  The  star  shows  it  was  a  cash 

sale.  "A"  is  the  clerk's  initial.  The 
amount  is  $1.00.  It  was  the  first  sale 

on  June  15,  1921.  .The  register  also  prints 

an  advertisement  of  the  merchant's  store 
on  the  front  and  back  of  the  receipt. 

Benefits  the  customer  : 

The  plainly  printed  figures  of  the  amount  on  the 
receipt  show  that  she  has  not  been  overcharged.  She 
likes  to  buy  in  a  store  of  this  kind. 

Helps  the  clerk  : 

It  proves  that  he  registered  the  right  amount.  The 
added  and  printed  records  inside  the  register  give 
the  clerk  credit  for  the  sale. 

Protects  the  Merchant  : 

He  knows  that  to  get  the  proper  amount  printed 
on  the  receipt,  correct  added  and  printed  records 
must  be  made  inside  the  register. 

A  National  Cash  Register  is  the  only  machine  that  prints 
and  issues  this  kind  of  a  receipt. 

We  make  cash  re^istets  for  every  line  of  business 

NATIONAL 
CASH    REGISTER    CO. 

OF     CANADA    LIMITED 
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Windows  Bringing  Best  Results  are  those  that 
Link  Up  with  Current  Local  Events. 

j.  H.  Roy,  Display  Manager  For  Paquet  Co.  Of  Quebec  rays  Linking  Up  Local  Events  In  Window  Display  One  Of  The 

Best  Forms  Of  Trimming — Display  Manager  Should   Be  Given  Appropriation — Importance  of  Travelling. 
I  believe  that  the  windows  are  the  best 

advertisement  the  average  store  possess- 
ed .J.  H.  Roy,  display  manager  for 

Paquet  Co.  of  Quebec  City,  to  Dry  Goods 
Review.  •"For  proof  of  this,  you  have 
only  to  ask  the  different  managers  of 
the  various  departments,  and  it  will  be 
easily  seen  that  where  newspaper  copy 
has  to  be  carefully  watched  and  concen- 

trated as  much  as  possible  to  save  ex- 
pense, the  window  is  always  the  same 

size  and  is  better  than  all  the  cuts  and 

drawings  in  the  world.  Depai-tment 
managers  will  agree  that  they  do  not  get 
window  space  as  often  as  they  would 
like,  and  it  is  one  of  the  problems  of  the 

display  man's  daily  routine  to  arrange 
matters  to  everyone's  satisfaction.  If windows  and  advertising  work  together 
hand  in  hand,  as  they  should,  a  store  can 
overcome  any  difficulties  in  merchandis- 

ing  with   ease." 
Linking  Up  Currant  Events. 

Asked  what  he  regarded  as  some  of 
the  fundamental  points  to  be  kept  in 
mind  by  window  dressers  who  would 

achieve" original  effects,  Hr.  Roy  replied, "I  am  a  strong  believer  in  linking  up 
local  and  current  events  in  our  windows, 
frequently;  and  on  these  occasions  no 
merchandise  goes  into  the  windows  at 
all.  I  may  cite  one  instance,  when  our 
business  showed  a  decided  increase  when 
we  ran  three  windows  for  an  entire  fort- 

night, none  of  which  contained  any  mer- 
chandise whatever.  This  sounds  para- 

doxical, I  know,  but  the  idea  is  that  by 
demonstrating  our  sympathy  and  inter- 

est in  local  happenings  and  incorporat- 
ing the  personal  touch  which  appeals  so 

strongly  to  human  nature,  we  draw  peo- 
ple from  the  sheer  novelty  of  our  dis- 

plays. When  the  22nd  Battalion  from 
Quebec  returned  from  overseas  I  ar- 

ranged three  windows  in  honor  of  the 
event,  one  of  which  was  dedicated  to  the 
memory  of  the  fallen  and  contained  a 
Roll  of  Honor,  flags  and  all  the  appro- 

priate mementos  of  the  war.  People 
crowded  so  about  these  windows  that 
traffic  was  seriously  interfered  with,  and 
we  could  have  left  them  in  a  whole 
month,  the  crowds  continued  for  so  long. 
Not  one  single  article  of  stock  was 
shown,  the  whole  emphasis  bein«  laid 
upon  the  patriotic  note,  yet  as  1  said, 
business  was  greater  than  on  any  other 
occasion." 

Harmony    The    Essential    Point. 

"When  one  has  a  number  of  large  win- 
dows to  look  after,  as  I  have,"  he  con- 

tinued, "it  is  generally  best  to  keep  away 
from  too  much  mingling  of  colors,  etc., 
and  keep  some  continuity  to  the  whole. 
For  instance,  I  always  lead  off  each  sea- 

son by  a  large  display  of  dress  fabrics 
before  putting  in  the  ready  to  wear,  and 
I  endeavor  to  use  but  one  color  in  each 
window,  obtaining  variety  by  means  of 
different  tones  in  the  one  shade.  By 
beginning  with  the  gamut  of  yellows, 
brows,  greens,  blues  and  reds,  (me  can 
obtain  very  unusual  effects  without  much 
difficulty  because  the  danger  of  clashing 
(•(dors    is   avoided. 

"Accessories  of  the  same  shades  as  the 
goods,  should  be  used  according  to   the 

judgment    of    the    window    dresser,      as 

dress  fabrics  laone  are  monotonous." Cardinal    Points    Enumerated. 

"Of  course,  there  are  certain  rules  that 
every  dresser  knows  by  heart,  but  it 
would  appear  that  a  great  many  stores 
today  do  not  consider  it  worth  while  to 
regard  them,  to  judge  by  their  windows. 
I  would  enumerate  such  rules  something 
like  this:  First,  fixtures  should  be  all 
uniform,  and  a  mixture  of  styles  should 
be  avoided.  The  trimmer  should  keep 
his  blinds  down  while  dressing  the  win- 

dow, particularly  if  he  is  obliged  to  dress 
his  figures  there,  as  nothing  looks  so 
badly  as  the  sight  of  a  display  man 
dressing  up  a  form.  To  my  mind  it  is 
in  quite  as  bad  taste  as  though  in  a  pri- 

vate house.  Blinds  are  there  to  be  drawn 
down  until  everything  is  in  readiness.  It 
adds  nothing  to  see  the  window  all  un- 

tidy, and  the  figures  in  dishabille.  I 
even  tell  my  assistants  to  keep  the  forms 
covered  if  it  is  necessary  to  carry  them 
through  the  store.  It  is  of  course,  im- 

portant that  all  this  work  should  be  done 
at  night  or  the  first  thing  in  the  morn- 

ing, so  that  all  is  in  readiness  for  the 

shopping  hours  of  the  day." 
"Second,  every  display  man  should 

have  an  appropriation  of  money,  but  lots 
of  them  don't,  and  it  is  derogatory  to 
their  best  efforts  to  be  obliged  to  ask  for 
funds  to  carry  out  an  idea,  from  time 
to  time.  He  should  be  given  sufficient 
funds  to  permit  him  to  use  his  own  dis- 

cretion with  regard  to  special  displays. 
Freedom  of  action  will  develop  whatever 
latent  gifts  he  possesses,  faster  than 
anything  else.  There  should  be  the  full- 

est co-operation  between  the  manage- 
ment and  the  display  department,  so  that 

the  work  of  the  latter  may  go  on  smooth- 

ly." 

The  Importance  of  Lighting. 

"The  third  point  I  would  stress  would 
be  the  necessity  for  good  lighting  from 
above  the  windows,  slanting  to  an  oppo- 

site corner  to  throw  up  all  parts  at  once. 
The  floor  of  the  windows  also  must  be 

carefully  watched,  as  it  can  mar  a  dis- 
play most  hopelessly  if  it  gets  shabby 

and  does  not  correspond  with  the  gener- 
al scheme.  The  show  cards  should  be 

neat  and  small,  and  should  introduce  the 
goods  featured  as  artistically  as  possible. 
The  display  man  should  adapt  his  designs 
from  the  best  magazine  covers  or  other 
sources,  so  that  they  may  reflect  a  still 
more  pronounced  attention  to  detail. 
Price  tags  should  only  be  used  on  sale 
occasions.  They  tend  to  accentuate  price 
and  distract  the  eye  from  the  beauty  of 
the  merchandise  or  its  novelty  and 

value." 

Overcrowding  To  Be  Avoided. 

"With  regard  to  the  arrangement  of 
the  merchandise,  it  should  not  be  neces- 

sary to  speak  of  the  error  of  over- 
crowding, but  somehow  that  is  a  fault 

which  one  notices  still  even  in  prominent 
stores.  If  there  is  only  one  small  win- 

dow to  work  with,  I  think  it  is  far  better 
to  feature  only  one  or  two  articles.  The 
whole  idea  of  a  window  after  all  is  to 
create  the  desire  to  purchase,  and  that 
is  why  I  am  in  favor  of  using  special 

backgrounds  as  often  as  possible.  One 
beautiful  hat  against  a  suitable  back- 

ground will  sell  goods  as  successfully  as 
ten  or  a  dozen.  The  contrast  of  dark 
for  light  goods  and  the  contrary  must 
not  be  overlooked,  or  your  purpose  would 

be  defeated." Natural    Settings   Best. 

"Lastly,  I  would  emphasize  the  idea  of 
having  natural  settings  at  all  times. 
When  figures  are  used,  they  should  be 
displayed  against  a  background  sugges- 

tive of  familiar  home  surroundings,  not 
artificial  and  theatrical  effects.  Furni- 

ture can  always  be  used,  and  will  serve 
the  double  purpose  of  self  advertisement 
and  enhancing  the  ready  to  wear.  Flow- 

ers are  undoubtedly  the  best  accessory 
in  summer  and  cannot  be  too  frequently 
used,  but  must  be  varied  constantly.  In 
winter  holly  makes  an  original  window 
trimming,  but  soft  draperies  are  also  in 
keeping  with  the  season.  Frost  must  at 
all  times  be  avoided,  by  maintaining  an 
even  temperature  inside  and  outside  the 
window  all  through  the  winter  months. 
If  it  is  necessary  to  open  the  window, 
be  careful  to  close  it  immediately,  or 

frost  will  appear." 
"The  display  man  has  got  to  be  wide 

awake  nowadays,  and  nvr  allow  himself 
to  get  stale.  He  should  travel  at  least 
twice  a  year,  attend  the  conventions  of 
display  men  all  over  the  country  and  try 
to  learn  from  them,  just  as  they  do  from 
one  another.  The  most  successful  men 
are  not  afraid  to  learn  something  new  all 
the  time,  and  the  beginner  cannot  do  bet- 

ter  than   follow  their  sample." 
Mr.  Roy's  own  achievements  have  won him  no  little  fame  both  in  Canada  and 

in  the  United  States,  whei'e  he  has  won 
prizes  for  several  of  his  displays.  Hav- 

ing gained  much  experience  in  the  latter 
country,  he  has  now  returned  to  Canada, 
although  he  takes  a  prominent  part  in 
the  various  international  conventions  of 
display    men    every   year. 

TOYS  SHOULD  BR  PERMANENT 
SELLERS. 

(<  -on turned  fr2m  Page  84) 

Most  of  the  retailers  and  wholesalers 
however,  say  that  the  propaganda  aboul 
German  dolls  being  better  than  domestic 
ones  has  been  false.  German  dolls  of 
medium  price  are  made  for  appearance, 
while  American  and  Canadian  dolls  arc 
made  for  quality.  German  dolls  are 
made  to  look  like  little  Teutonic  children 
of  eight  or  ten  while  ours  have  baby 
races.  They  stand  three  times  the  wear 
that  the  foreign  ones  do.  It  is  in  the 
dressing  that  those  made  over  thers 
will  always  have  the  biggest  business. 
The  band-work  in  the  sewing  and  pin- 
ning  on  of  the  garments  is  tremendous 
and  the  cost  of  this  labor  very  slight. 
But  people  in  this  country  are  finding 
out,  that  when  these  gaudy  (dollies  ar< 
removed,  there  is  no  comparison  in  va- 

lue with  the  doll  that  is  made  here.  Th" 
German  bisque  heads  are  esily  brok  n 
while  those  of  composition  which  our 
manufacturers  are  making,  will  stand 
up  under  very  trying  conditions. 
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"Retail  Prices 

Down" 
Barrtet,  Ltd. 

VCES  ARE  DO 
\ople  May  Buy 
The  chain l»r 

Pmni  Mv,,  1920,  records  show  prices  noi  onh 

•topped  ffoing  up,  but  the;*,  began  COtBttf.  dovrn. 

Wholesale  prices  art  down  [«*w  -*o  [»er  cftnt, 
.In  ;0  per  cent  .  aoiordinj,*  10  the  various  co^nHWi- 
tlf'  used  in  t1i-  nii|r\  bj  -In'  Burt*tf^r  Labour, 

Dunn's  ami  Btadsfrcet's. 

\llho\))jti    reUtl    prices    werr    nr^er   as   htjrh    in 

proportion  j-  wholesale  pn..<-*.  they,  too,  arr  down 
s.inii-u  hCM  *u>unj]  .^0  pec  cent,  un  most  things,  and 

In  man)  cases  more  than  half 

Most  economics  ajjree  ih.it  we  >y ill  ru>t  he 

ba<  '*■  enlflWlj  for  some  time  to  pre  war  priced  and 
n  seems  f.iir  do  assume  that  prices  to-da>  »re  near-; 
rng  a  «tahle  level.  Ill  ucf,  in  soma  lines,  that^ 

"slumped'1  too  quickly,  prices  are  *tiftening  arul  ̂ d- 
vances  ;>re  being  made-  011  sxctmht  of  scarcity-— not-. 
ably  in  this,  the  case  Irfmafly  lines  of  Furs.  AH  the 

recent  Auction  Fur  Sales,  in  \"ew  York-,  Montreal, 
St.  Louis  and  London.  England,  show  advances 

from  10  per  cebt  to  50  per  cent.,  and  in  one  eaae  SO 

per  cent  advance 

Never  for  a  moment  do  we  let  tip  our  deter- 

mination to  hold  price*  down  to  *  minimum.  Every 

Hay  ue  refuse  to  Imy  merchandise  where  prices  -til! 

seem  to  be  held  too  high,  With  every  new  pur- 
chase of  goods  at  lower  rqtes,  our  retail  prices  have 

none  down  to  the  new  bases,  the  who^a  nlor*  bcioff 

on  the  new  replacement  hub  ewy'week. 

With  our  regular  stock*  at  Fur*  and  Ladies' 
Wear  on  the  new  low  ba*i>  of  prices,  we  would  sug- 

gest 'he  saving  in  many  lines  by  purchasing  now 
—saving  whicli  we  cannot,  in  the  nature  of  things 

rontinue  to-'fytve,  becauv  of  rising  Values  for  raw 
materials,  especial!)    in  Furs  and  some  Silks-. 

We  arc  striving  to  make  this  Store  a  real  ser- 
vice to  this  community,  as  we  very  well  know  the 

publu  ever  distinguishes  between  the  true  and  the 
false — the  real  value  of  a  service  offered  through  a 
careful  scrutiny  of  the  markets,  the  present  value 

of  cash  in  its  buving  power  and  the  correct  judg- 
ment of  qualities  based  on  long  experience, 

We  will  not  let*  any  one  pay  us  a  dollar  for 

which  we  will  not  five  them  a  dollar's  ̂ a!^lc. 

Above  are  reproductions  of  three  advertisements  of  recent  date  which 
emphasize  a  new  note  in  advertising,  namely,  that  retail  prices  are  down 
and  that  there  need  be  no  holding  off  on  the  part  of  the  consumer.  The 

one  to  the  left  is  one  of  Barries*  Ltd.  of  Peterborough;  the  one  "Prices 
are  Down,  People  May  Buy"  is  one  used  by  The  Arcade  of  Hamilton; 
while  the  Cressman  Advertisement  is  from  the  Peterborough  paper. 

se  have  told  the  people  that  th*  -'tmnftry 
v»«  safely  passed  Lh£  crisis  o(  Uottation,  tfj'1  mmoii*ioem<m.ta  romutg  in 
.ho  yew  s-QrfVvMin*:  The  AreaoVs  TUfchsrUkifti.'  to  sell  "$100,000  worth 
ii  goods  at  cost  in  192.0,"  whUfti  in  the  face  of  vigorous  and  hitteT  op- 
iii^.it Km  put  a  bre&kwuter  against  rising  price* 

From  then,  records  show,  prices  not  only  stopped  goiag  up;  they 
x-gau  to  come  down. 

i       The  foremost  authorities  qpbte  wholesale  prices!  aa  befpB  dawn 
from  :!('':.  tu  40V  -ma'  Hint  tun.'.     Alihmigh  retail,  prxKw  wera'bever 
as  high,  in  proportion,  as  wholesale  prices,-  they,  too,  art  dow^soVa* 
Eere  around  3096  on  the  average  on  most  of  the  thiiifi-  we  ftell,  In 

ny  case*  more  than  halt.    Generally  speaking,  prjeea  in,  Canada  are 
,  .jroxrtnalely  our  and,  one-half  times  aa  high  as  m  1913,  whiV  price* 

in  other  countries  are  from  one  to  six  times  as  high. 

Most. economist 3  agree  that  we  will  not  be  baedr,  to  pre-war  prices. 

for  some  time,  and  it.  is  fair  to  aa-sinne  that  prUri'to-cYny  are  Hearing  a 
(stable  level.  In  fact,  in  some  lines  prices  are  stiffening,  ajrd,  advances 

lire  being  made  because  of  scarcity. 

Never  Eor  a  moment  do  we  let  up  in  oar  determination  to  hol*$ 
prices  down  to  the  minimum.  Every  day  we  refuse  to  buy  ceriaatf 
merchandise  where  prices  seem  to  be  still  too  high*  and- with  every  hew 
purchase  of  goods  at  lower  rates,  of  course  our  retafy  prices  go  down  to 
the  new  basis — the  whole  store  being  on  the nft»  *epla«ement  basif 
every  day.  , 

Behind  the  Scenes 
Commerce  ia  often  like  .  play.  One  lm  only  the  entire 

rmult  or  .ffect-th.  ™n«„  <rf  p^!.,  tn<,  blMldin  ̂  
c.!oars,  tb,  «!»!  ■wmmdi.e.  and  the  selling  or  buying 

But  b^xind  the  „«„  ttmK  j,  iuw  nmknct  ̂  
adyenture,  all  we.™,  ,„.  fabric,  cutting  the  marble,  paint- log  the  p,cture,  or  .hoping  the  hat  that  yoo  buy 

Ship,  and  trai,,,  ambition,  and  drewm,  i^ph-.tion  „d 
thought,  «  «J  women  „d  rn.chi.ery  _  .11  writi„g  i„ vanou,  materiaU  nal  form.,  the  .tory  of  commerce 

Th,.  Store  U  p^  <rf  the  Cre.t  Drama  of  Di.tribut.on. g.thermg  from  ,he  four  ceroer.  of  industry  the  thing,  to •et  «pon  th.  „.ge  for  your  in,vtcam  ̂   approvaj  „,  . price  that  u  just  »jid  reasonable. 

"Come  in,  the  water's  fine."  An  original  window  display  which 
hrought  crowds  to  see  it.  It  was  arranged  by  J.  H.  Roy,  Display  mana- 

ger of  the  Paquet  Co.  of  Quebec  city. 

FOUR  CARDIANL  POINTS 
or  stges,  requires  more  or  less  elements. 
The  first  one  needs  the  most,  because  it 
mpplies  the  foundations  to  the  three 
others,  as  you  can  realize. 

"Before   we  can   Sell  goods  to  ;i  cus- 
tomer, wc  must    then:  — 

Secure  the  attention  of  customer  by — 
1 — Our  personal  appearance,  compris- 

ing— 

(a)-  Outside   accessories:   Neatness, 
cleanliness,   appropriate   dress, 
hair,  hands,  boots, 

(b)   -Our   personal    attributes,   com- 
prisin:        Facial        expression, 
pleasant  and  tranquil,  head  up 
and  alert,  suggesting  confidence and  energy. 

2 — By  our  manner  of  approach,  thus — 
(a) — Any     bodily     motion     showing 

attentive,     listening     attitude, 
whether    walking   toward    cus- 

tomer    or  standing     still, — de- 
pending on  circumstances, 

(b)— By  a  cordial  smije. 
(c) — By  speaking  if  necessary,  but 

unprtentiously. 

3 — By  our  power  of  speech,  compris- 
ing: 

(a) — Th  etone  of  voice:  quiet,  clear 
and  animated. 

(b) — The  language:  grammar,  ex- 
tensive range  of  world;  know- 

ledge of  different  meaning  of 
words.  Using  the  pronoun 
"We"'  rather  than  "I"  as  much 

as  posible. 
4 — By  our  presentation,  thus: 

(a) — We  make  it  not     too     strong, 
and  we: 

(b) — Go  back  if  necessary;  then  we: 
(c) — Show  the  purpose  and  the  qual- 

ity merit  of  our  goods,  and: 
(d) — Tell  why  our  customer  should have  it;  but: 

(e) — We  don't  emphasize  the  price 
yet  if  possible,  but: 

5 — We      try      to     arouse      customer's Interest  by: 

(a) — A  real  appeal  to  emotions,  that 
is:    By    showing    how    pleased 
and  sa  tisfied  customer  will  be 
by  securing  the   goods;    or,   if 
we  know  how  to  use  tact: 

(b) — In  cases  of  outside  wearing  ap- 
parel or  goods  to  be  made  up 

into  dresses,  etc.,  by  suggest- 
ing how  friends  will  congratu- 

late    customer's     good     taste. Then  we: 

(c) — Appeal  to  reason;  That  is  why 
we   feel   assured   the   customer 
ought  to  buy  at  the  price  we 
then  state  and  emphasize.  This 
leads  to: 

6 — Create  a  Desire  to  have  the  goods, 

by: (b) — Our  concentrated  interest,  by: 
(c) — Our  sympathetic  attitude.    And 

if  we  follow     these  rules,     we 

win  the  customer's: 7 — Concivtion   to   buy   the   goods,   and 
we   close   the    sale,   just   as    easily   as   1 
have  fitted   these     four  pans     together. 
An  I  think  you  sincerely  for  your  deep 
attention. 

Kent  -  McClain  Again 
Messrs.  H.  Prevost  &  Co.,  have  now- 

one  of  the  finest  men's  shops  in  Mon- treal. Their  store  on  St.  Lawrence 
Blvd.  has  been  entirely  re-equipped  and 
the  very  latest  in  shop  fixtures  installed 
These  fixtures  are  in  black  walnut  and 

consist  of  "INTER-PLACE-ABLE"  Unit Wall  Fixtures  and  Silent  Salesmen  Show 
Cases.  The  contract  for  this  new  equip- 

ment was  secured  by  Kent-McCialn 

Limited  (Toronto  Show'  Case  Co.) 
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fht  TirsJ  P>iv  of  Our  Cift\  -fifth  tani  UrousW 
About  d   \cr>  tr.lt 

MB 

Words  That  Me;>n  Something  ai  Stanley  Mills 

JfawJed 

Above  is  a  group  reproduction  of  advertisements  that  have  brought  results.  The  "Anniversary  Sales"  adver- 
tisement was  used  by  Manchester,  Robertson  &  Allison  of  St.  John,  N.B.  on  the  occasion  of  the  fifty-fifth  anniver- 

sary. In  the  upper  left-hand  column  of  the  ad.  is  the  reproduction  of  the  original  co-partnership  notice  in  1866  and 
in  the  right-hand  corner  is  an  item  of  news  that  was  of  interest  to  the  readers  of  the  newspaper  in  that  same  year. 
In  their  advertising  during  the  anniversary  sale,  they  reproduced  a  number  of  items  of  this  character  which  added 
considerable  interest  to  the  other  announcements  regarding  the  sale  itself. 

The  Stanley  Mills  -iclvertisement,  Hamilton,  shows  something  ne  win  the  form  of  lay-out  for  an  advertisement. 
Their  advertising  man  will  tell  you  that  he  nearly  had  to  thrash  the  newspaper  office  staff  to  get  them  to  set  the  ad. 
in  the  diamond  shape.     It  was  a  full  page  ad.  and  a  very  striking  one  that  brought  good  business. 

The  W.  W.  Cooper  ad.  Swift  Current,  was  for  Dollar  Day.  The  Cooper  ads.  these  days  have  a  good  deal  to  say 
about  quality  and  it  will  be  noticed  that  a  few  words  are  devoted  at  the  very  top  of  the  page  to  the  question  of 
quality. 

The  two  Robinson  Mr.cBean  ads.,  Moosejaw,  show  the  way  in  which  two  different  appeals  were  made.  The  one 
to  the  ri<?ht  is  for  out-of-town  customers  particularly  and  the  fact  that  they  pay  charges  on  out-of-town  orders  is 
featured  at  the  very  top  of  t'ie  pacre.  Their  ad.  to  the  right  shows  how  they  linked  up  their  advertising  and  a  day  of 
specials  with  the  National  Hospital  Day. 

WHAT  THE  CUSTOMER   EXPECT  — 
*T*0  BE  directed  in  a  courteous,  pains- 
1     taking  manner  to  the  department  or 
goods  inquired  for. 

"pO   BE   approached   by  a   diligent,  in- telligent salesperson  who  offers  ser- 
vice in  a  businesslike  manner. 

**p  0  HAVE  the  goods  shown  in  a  man- ner that  induces  desire  on  the  part 
of  the  prospective  buyer. 
HTO  HAVE  questions  answered  in  an  in 

telligent  manner. 

^pO  HAVE  the  salesperson  make  help- 
ful suggestions  and  give  a  clear  ex- 

planation of  the  worth  and  value  of  the     T<>  HAVE  change  handed  to  her;  not 
merchandise.  dumped  in  a  pile  on  the  counter. 

HTO  BE  given  undivided  attention  and 
be   made   comfortable   while   at   tho counter. 

'"PO  HAVE  the  salesperson  be  friendly 
pleasant,  but  not  overly  familiar. 

"TO  EE  told  the  truth  about  the  goods 
at  all  times. 

HTO  BE  asked  name,  address  and  other 
di  in  a  manner  which  denotes 

intelligence  and  care  on  the  part  of  the clerk. 

■'T'  O  BE  thanked  in  a  courteous  manner 
-*•  by  the  clerk  who  makes  the  sale,  also 
in  a  manner  which  makes  one  feel  it  is 
meant. 

HTO    RECEIVE    the   goods   which   was 
1     purchased,     packed     well,    wrapped 
with  care,  and  handed  into  the  home  by 
courteous  helpers. 

*T*  0  HAVE  goods  "exchanged,"  if  not 
A  satisfactory,  as  cheerfully  as  was 
sold. 
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Herewith  are  reproductions  of  some  remarkably  well  dressed  windows  arranged  by  J.  H.  Roy,  Display  Manager 
for  the  Paquet  Co.  of  Quebec  City.  Each  one  of  these  windows  proved  to  be  an  unusually  good  business-getter,  be- 

sides drawing  large  crowds  of  interested  spectators.  These  windows  were  part  of  a  display  of  four  which  followed  in 
sequence,  "The  Bride,"  "Her  Trousseau",  "Her  Gifts"  and  "Her  New  Home."  The  lower  picture  carries  out  the  set- 

ting in  the  chapel  of  the  church  very  realistically,  with  its  I'rie-Dieu  extiuisitely  decked  out  in  silk  and  lace  cushions 
while  tall  candles,  lilies  and  altar  lamps  carried  out  the  illusion  of  the  church  scene  to  which  real  stained  glass 
windows  no  doubt  contributed  no  small  measure  of  the  realistic  effect.  In  all  the  other  windows,  a  huge  bridal  bou- 

quet was  placed  from  which  streamers  of  baby  ribbon  descended  in  cascades.  The  upper  picture  shows  the  bridal 
(roisseau  which  is  well  set  off  against  a  dull  blue  ground. 
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Ribbon  Case 

SHOW  CASES 
Properly   arranged   to  stock   and    display     all   lines 

of  merchandise. 

New  Way  Fixtures 
PATENTED 

complete  line  for  all  classes  of  goods. 

Write    for    particulars: 

JONES  BROS. 
&    COMPANY,    Limited 

29-31   Adelaide  St.   W.,   Toronto 

The    only    interchangeable    equipment    manufactured 
that  can  be  altered  to  fit  any  position  in  your  stove. 

ESTABLISHED   1849 

BRADSTREET'S Office*    Throughout    the    Civilized    World 

OFFICES    IN   CANADA: 

Calgary,  Alts.  Ottawa,    Ont.  Montreal,    Que. 
Edmonton,  Alta.  St.  John  N.B.  Quebec,   Que. 
Halifax,    N.S.  Vancouver,    B.C.  Toronto,    Ont. 
London,  Ont.  Victoria,  B.C.  Winnipeg.   Man. 

Sydney,  N.S.  Hamilton,  Ont.,  and  St.  John'*,  Nfld. 
Reputation   gained   by   long   years   of  vigorotw, 

conscientious   and  successful   work. 

JOHN  A.  THOMPSON,  General  Manager,  WeaJern  Canada 

TORONTO,  ONTARIO 

WOOLLENS 
S  3  y  e  a  r  a  in 
service  is  your 

guarantee  of 
satis  fa  c  t  ion 

oXf 

again  lead  in  quality  and  origin- 
ality of  designs  and  handsome  col- 

orings. Ask  our  Representative  to 
show  you  our  wide  ranges  in  33 
oz.  HALF  BLOOD  OVERCOAT- 

INGS, highly  napped  and  in  Eng- 
lish Effect — also  our  Spring,  1921, 

SUITINGS  for  both  Men's  and  Wo- 
men's Wear  —  smart  and  distinc- tive. °Rd 

Oxford,  N.S. 
Manufacturing  Co., 

Ltd. 

A  New 

Dale  Display  Form 

I 

No.   177/N 

Waist  Form — showing  the  new  narrow 
shoulder — Dress  Forms  also  made  on  the 
same  lines.  Beautifully  finished  in  flesh  tint 
washable  enamel — Mounted  on  heavy 
base,  any  finish  desired.  A  most  effective, 
good  looking  fixture  that  will  display 
your  goods  to  the  very  best  advantage. 

As  always  DALE  Forms  portray 
the  latest  demands  to  keep  pace  with 

Fashion's  dictates— and  are  Guaran- 
teed! 

Agents: P.    R,    MUNRO 
259  Bleury  St.,  Montreal 

E.  R.  BOLLART  &  SON 
501    Mercantile    Bldg.,    Vancouver 

O'BRIEN,  ALLAN  &  CO. 
Phoenix  Block,  Winnipeg 

DALE  WAX  FIGURE  CO. 
LIMITED 

86  York  Street,  Toronto 
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D.  W.  Robinson  backs  his  sale  plans  with 
improved  store  service  system. 

N  intensive  selling  campaign  backed  by 
good  store  service  has  enabled  D.  W. 

Robinson  to  build  up  his  annual  busi- 
ness from  $74,000  to  $300,000  in  two  years 

in  Alma,  Michigan,  a  town  of  7,500  population. 
This  is  a  record  of  which  any  merchanl  might 
be    proud. 

Mr.  Robinson  has  always  been  a  believer 
in  centralized  service  and  has  used  Lamson 
cable  carriers  in  his  business  for  the  last  eleven 

years,  lie  says,  "Sales  from  all  over  our store  are  centralized  in  one  main  office.  In 

this  way  all  cash  and  charges  come  to  the 

office  at  once — the  safest  way  of  handling  a 
retail      business. 

( )ne  of  the  biggest  advantages  of  the  system 
is  that  we  have  all  the  information  about 
our  sales  in  I  he  office  as  soon  as  the  sales 

are  made.  It  is  easy  to  classify  the  sales 
slips  by  clerks,  departments,  kind  of  sale,  etc., 

so  that  we  can  quickly  get  a  complete  analysis 

ol   the  day's  business. 

This  classified  information  which  comes 

to  me  in  the  form  of  a  desk  sheet  is  of  greatest 
value  in  determining  which  departments  are 
the  most  profitable,  which  merchandise  is 
selling  best,  and  which  clerks  are  the  most 
efficient.  It  puts  the  whole  business  at  my 

finger's  ends  which  is  a  great  help  in  planning 

and    outlining    future    policies." 

Does  your  store  service  system  give  you 
accurate  information  about  your  sales  as 
soon  as  they  are  made?  You  must  get  these 

sales  facts  before  they  are  "cold"  to  meet 
to-day's  problems.  If  you  have  not  talked 
Lamson  service  lately,  it  will  pay  you  to  get 
in  touch  with  a  Lamson  representative  and 
discuss  the  latest  ideas  in  centralized  store 
service    systems. 

THE  LANSON  COMPANY 
TORONTO 136  Simcoe  St. VANCOUVER,  B.  C. 603  Simcoe  St 

Lamson  i$mw>  Service Flexibility        Economy 

■    • 
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Quality  Fixtures,  Forms  and  Figures 
for  Better  Window  Displays. 

40  per  cent,  of  your 

sales  COME  from 

your  windows.  THE 

BEST  ADVERTIS- 

ING you  can  do  is 

to  get  a  few  new 

style  Fixtures  to  make 

vour    windows     look 

I  different. 

BARGAINS    IN    FRENCH    \\  \\ 

MANNEQUINS 

We  are  showing  samples  of  the 

celebrated  French  Wax  Manne- 

quins of  Pierre  Imans.  On  ac- 

count of  the  low  price  of  the  French 

Franc,  you  car  land  these  beautiful 

mannequins  in  your  store  for  less 

than  $150,  duty  paid.  Original 

price     $350.00. 

2003   B 
Bathing  Suit  Form  in 

Several  Styles. 

DELFOSSE  &  CO. 
247-249  Craig  St.  W. 

Factory:  1-19  Hermie  St.  MONTREAL. 
6574 

Waist  or  Skirt  Rack 

...    ... ,.  ̂   ,  ~       .   -v  I      '  1  1 1  M  ̂ 1  1 1 1        i~l  3. 11  i^  £*  t*C^^rammMam£» 

Can  ham 

Felt-Padded  Hanger 
FOR  SKIRTS  OK  TROUSERS 

G    inches    wide 

( -anham 

Star  Skirt  or 
Trouser  Hanger  No.  7 

Same   as   No.    1.   only   orange 
color   and    7   inches    wide. 

('anham    Fell    Grip Combination 
Hanger 

No.   11 

Bi  ■■■■■■■ 

FOR  STOCK 

FOR  RETAILING 

FOR  ADVERTISING 

Canham  Hangers  have  been  specially 
designed  to  hang  firmly  anywhere, 
to  carry  the  finest  fabrics  without 
injury.  They  are  finished  so  as  to 
ensure  their  goods  looks  and  good 
wear — always ! 

Artistic  and  practical  Hangers — 
moderately  priced — that  will  look  well 
in  your  Ready-to-wear  Department, 
that  will  sell  readily  in  your  Notions 
Department,  or  will  be  a  paying 

proposition. 
AS  AN  ADVERTISING  MEDIUM 

Vour  name  and  address  printed 
on  these  Hangers,  ready  to  hand 

out  to  your  customers  with  ready- 
to-wear  sales,  will  keep  your  name 

permanently  before  them.  This  print- 
Lug  will  l>e  done  for  you,  in  lots  of 
100  and  over, 

FREE  OP  CHARGE 

Write     for     Catalogue    -Of     Canham 
Hangers   for   every    use. 

Victor  H.  Canham  Co. 

•Guelph,    Ont.wnBsass 

Canham  Wood Combination  Hanger 

(In  two  sizes,    17^   inches 
and  15  inches) 

( 'anham 

Wishbone   Hanger 

No.  13 

fijUS 
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Show  Them 

LINOLEUM 
RUGS 

IXJhen  customers  visit  your 
**      store  make  it  a  point  to 

display  your  stock  of 

DOMINION  LINOLEUM  RUGS 

It  will  pay  you  well. 

This  is  a  Linoleum  Year 

When  a  prospective  customer  comes  to  your  store  don't  miss  the  op- 
portunity afforded  of  placing  the  advantages  of  linoleum  and  linoleum  rugs 

before  her.  Turn  the  rug  over,  point  to  the  strong  canvas  back,  tell  her  how 
this  strong  jute  canvas  is  selected  by  skilled  natives  in  far-away  India.  Ex- 

plain how  the  weather-resisting  cork  of  the  cork  oak  is  imported  from  Spain 
and  Portugal ;  how  it  is  crushed  and  ground  to  the  desired  fineness  and  then 
incorporated  with  kauri  gum  and  special  ingredients  that  make  long  wear 

possible.  Further,  tell  your  customer  that  these  genuine  "DOMINION" 
linoleum  rugs  are  health-promoting,  the  most  convenient  floor  coverings  that 
can  be  bought,  and  that  no  fastening  is  required. 

Is  it  proving  all  that  you  expected,  and  are  there  ways  ;in  which  we  can 
assist  toward  accomplishment  of  your  objective? 

USE    THESE    STRONG    ARGUMENTS 

MAKE    ATTENTION— COMPELLING    DISPLAYS 

PLAN  TO  SELL  MORE  RUGS  THAN  EVER  BEFORE. 

Have  You  Our  Paper  Patterns  for  Making  Displays? 

Supply  sent  free  for  the  asking. 

OUR  PRODUCTS  DISTRIBUTED  BY 

THE  WHOLESALE  JOBBERS 

Dominion  Oilcloth  &  Linoleum  Co.  Ltd. 

i! 

MONTREAL CANADA 
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Furnishing  Department  of  $100,000 
Turnover 

"Au  Bon  Marche"     The  Arrangement  of  the    Department —Regular  Advertising  —  Clerks 
Study  Processes  of  Manufacture     Better  Lose  $100  Than  Customer. 

IN  the  heart  of  French  Montreal  there 

is  located  a  progressive  and  extensive 

department  store  which  might  al- 
most be  termed  a  small  edition  of  the 

celebrated  "An  Printemps"  of  Paris,  that 
famous  shop  beloved  of  buyers  and  tour- 

ists from  this  continent.  This  store  is 
named  after  its  founder  and  owner 

"Letendre  Limitee,"  but  is  better  known 
to  its  customers  by  the  characteristically 

French  title  of  "Au  Hon  Marche."  Sit- 
uated on  St.  Catherine  Street  Hast,  and 

embracing  almost  a  block  of  three  stories, 

this  store  has  succeeded  in  capturing-  a 

great  part  of  the  French  public  of  Mont- 
real to  whom  it  renders  a  most  satisfy- 

ing service  in  each  of  its  twelve  depart- 
ments. 

Although  an  interesting  story  of  suc- 
cessful development  might  be  written 

of  several  sections  of  the  store,  it  is 

with  the  housefurnishing  department 

that  the  greatest  progress  has  occurred. 

Through  the  courtesy  of  its  manager, 
Mr.  Martel,  a  staff  member  of  Dry 

Goods  Review  was  enabled  to  obtain  par- 

ticulars regarding  how  the  house  fur- 
nishing department  has  achieved  such 

remarkable  success. 

"Tlie  only  way  to  sell  house  furnish- 

ings is  to  show  them,"  explained  Mr.  Mar- 
tel as  he  led  the  way  up  to  the  third 

floor,  almost  all  of  which  is  occupied 

with  everything  necessary  to  the  well 

appointed  home.  As  one  steps  off  the 

elevator,  ample  proof  of  the  literal  in- 

terpretation of  this  axiom  is  apparent 

to  the  customer,  who  is  immediately  con- 

fronted by  a  well  arranged  yet  unciowd- 

ed  display  covering  an  area  of  75  feet 

by  125  feet,  well  lighted  at  the  sides  by 

windows  and  overhead  by  indirect  light- 

ing, and  divided  by  two  columns  of  pil- 
lars, into  three  equal  sections.  The  floor 

throughout  is  covered  in  heavy  sound- 

proof brown  linoleum,  which  shows  up  the 
various  floor  coverings  on  display  to  the 

best  advantage.  Oblong  tables  are  rang- 

ed at  regular  intervals  down  the  outer 

sides  of  the  floor,  and  raised  stands  for 

rugs  occupy  the  centre.  Racks  of  all 

kinds  flank  the  walls  and  are  removable, 

that  the  floor  space  may  be  re-arrang- 

ed from  time  to  time  as  different  lines 

carried  are  more  in  demand  than  others. 

In  spring,  for  instance,  there  is  more 

call  for  cogs  and  oilcloths  than  at  other 

seasons;  therefore  it  is  advisable  to  keep 

the  racks  ranged  straight  along  the  walls 

where  the  goods  can  be  got  at  easily  and 

displayed  on  the  floor.  At  the  rear  of 

the  department  other  large  racks  display 

the  lighter  weight  rugs,  so  that  alto- 
gether there  are  three  different  methods 

of  showing  floor  coverings  to  a  customer. 

"Often  a  woman  will  be  uncertain  about 

a  certain  rug  when  she  sees  it  among  the 
rest  upon  the  platform,  or  she  may  not 
like  the  look  of  it  up  on  the  rack,  but 
when  the  clerk  throws  it  clown  on  the 
floor  away  from  everything  else  and  lets 
her  walk  on  it,  the  sale  is  nearly  always 
made.  We  keep  lots  of  free  floor  space 

for  this  purpose,"  explained  Mr.  Martel. 
With  oilcloths  and  linoleums  the  same 
methods  are  used,  with  the  exception  that 
the  heaviest  four-yard  widths  are  located 
down  in  the  basement,  in  a  separate 
section,  where  they  are  well  displayed 
upon  long  racks  fitted  with  rollers,  5  to 
each  rack,  manipulated  by  a  handle.  A 
floor  length  can  thus  be  unrolled  in  a 
second  to  enable  a  customer  to  judge 
the  effect  of  the  pattern  right  on  the 
floor.  A  large  section  of  this  basement 
section  is  devoted  to  storing  the  floor 
coverings  which  customers  order  early 
in  the  year  but  which  have  to  be  left 
until  the  first  of  May  or  such  time  as  the 
new  home  is  ready.  Especial  care  is  also 

paid  to  the  proper  temperature  and  de- 
gree of  moisture  in  the  air  of  this  store 

room,  so  that  stocks  may  always  be 
maintained  in  perfect  condition.  Here,  as 

everywhere  else  in  the  floor  covering  de- 
partment,  prices   are  plainly   marked. 

Five  years  ago  when  Mr.  Martel  took 
over  the  management  of  the  department 
all  the  oilcloths  used  to  be  kept  down- 

stairs, but  since  the  change  to  the  third 
floor,  the  results  have  been  noticeably 

improved.  Many  things  have  contribut- 
ed to  the  success  achieved  in  promoting 

the  sale  of  the  different  items  of  the  fur- 
nishing line,  not  the  least  of  which  is 

Mr.  Martel's  policy  that  it  is  better  not 
to  attempt  to  create  an  artificial  demand 
for  such  goods  out  of  their  normal  sea- 

sons, as  by  so  doing,  the  public  is  apt  to 
get  into  the  way  of  thinking  that  the 

regular  merchandise  must  be  rather  ex- 
pensive, or  that  the  store  has  certain  lines 

in  stock  only  when  it  advertises  them. 
To  counteract  this,  Mr.  Martel  belives 

in  preparing  for  the  Spring  and  Fall  sea- 
sons with  a  wide  and  carefully  chosen 

stock  of  merchandise,  and  advertising- 
it  well  for  a  few  weeks  prior  to  the  usual 
time  for  the  demand  to  begin;  then,  at 
other  times  of  the  year,  attention  should 
be  more  strongly  emphasized  upon  the 
6ide  lines,  such  as  hammocks,  grass  rugs, 

screens,  blinds,  and  other  summer  con- 
veniences, or  in  portieres,  blankets,  com- 
fortables, draperies,  etc.,  around  Christ- 

mas or  late  winter  when  most  housewives 
are  apt  to  lose  interest  in  improving  the 

appearance  of  their  homes.  Consequent- 
ly, the  displays  arranged  in  the  depart 

ment  are  constantly  varied  to  suit  the 
requirements  of  the  season,  the  most 
suitable    and    necessary    being    always 

placed  in  the  foreground  and  those  of 

less  seasonable  appeal  r-elegated  to  the 
rear. 

Systematic,  orderly  arrangement  of  the 
various  types  of  merchandise  is  the  one 
outstanding  characteristic  of  this  de- 

partment. There  is  no  hap-hazard  or 
untidy  corner  to  obtrude  itself  upon  the 
artistic  whole.  As  one  walks  up  the  right 
side  of  the  department  and  notes  the 
regular  rows  of  dark  green  boxes,  each 
one  placed  exactly  above  another  and 
neatly  ticketed  with  the  information  re- 

lative to  the  curtains  contained  in  them, 
the  effect  is  very  pleasing  and  simplifies 
work  for  sales  clerks  incidentally.  There 
are  three  curtain  sections  featured,  one 
division  kept  for  the  Swiss,  another  for 
the  Nottinghams  and  a  third  for  the 
novelty  curtains.  A  large  section  of  floor 
space  is  set  apart  as  a  resting  place  for 

customers,  and  provided  with  comfort- 
able arm  chairs  and  a  lounge,  whereon 

they  may  inspect  the  curtains  and  drap- 
eries at  ease.  This  has  been  found  much 

more  convenient  than  over  the  counter, 
besides  conveying  an  atmosphere  more 

nearly  resembling  that  of  the  customer's 
own  home. 

To  the  left  of  the  department  are 
shown  the  yardage  curtain  materials, 
including  Madrases,  Scotch  nets,  im- 

ported panelings,  etc.  Against  the  wall 
upon  the  shelves  are  hundreds  of  neat 
parcels,  which  contain,  it  was  explained, 
six  curtains  apiece,  all  ready  to  put  into 
the  stock  boxes  on  the  other  side,  in  the 
"made-up"  section.  Whenever  a  clerk 
has  the  time,  he  devotes  it  to  the  prepar- 

ing of  stock  in  this  manner,  so  that  there 
is  always  a  ready  supply  without  hav- 

ing to  send  upstairs  or  causing  the  cus- 
tomer to  lose  time. 

A  measuring  machine  is  employed  in 
each  section  to  enable  the  clerks  to  ren- 

der quick  service  correctly,  and  at  the 
rear  is  situated  a  large  workroom  equip- 

ped with  two  motor  driven  machines 
where  all  kinds  of  curtains,  draperies, 
blinds  and  valances  can  be  made  up  to 
order. 

Another  very  convenient  feature  of 
the  department  are  the  deep  roll-top 
cases  which  contain  the  down  comforters 
and  the  wool  blankets.  These  are  thus 
perfectly  protected  from  injury,  yet  are 

available  at  an  instant's  notice.  Bed- 
spreads of  all  descriptions  are  ranged 

upon  tables  and  shelves  to  show  their 
patterns  and  qualities  to  the  best  ad- 

vantage. The  manager  believes  in  utiliz- 
ing every  bit  of  available  space  for  dis- 
play purposes,  and  has  even  had  circular 

(Continued  on  Page  97) 
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Reductions  in  Many  British  Lines 
Cotton.s,  Woollens,  And  Linens  Are  Offered  At  Greatly  Lowered  Prices — Reduction  in  Carpets  Likely  In  July  Amount- 

ing To  25  Per  Cent — Manufacturing,  Wholesale  And  Retail  Concerns  Cutting  Down  Their  Expenses. 

Phe  director  of  one  of  the  largest  Can- 
adian  wholesale  houses  recently  re- 

turned from  a  business  trip  to  the  Unit- 
ed Kingdom.  During  his  trip  there  he 

came  in  touch  with  heads  of  manufac- 
turing, wholesale  and  financial  institu- 

tions and  secured  first-hand  information 
regarding  general  conditions  affecting 
the  dry  goods  trade.  .Seen  by  Dry  Goods 
Review,  he  summarized  his  impressions 
as   follows: 

Speaking  generally  in  regard  to  lines 
affecting  our  own  business,  price  reduc- 

tions are  most  marked  on  all  cotton  piece 
goods  bul  particularly  prints,  ginghams 
and  fancy  wash  materials.  If  in  stock, 
these  can  practically  he  bought  at  your 
own  price.  To  illustrate,  an  old  friend 
of  mine  in  London  (head  of  one  of  the 
wholesale  drygoods  houses  there),  told 
me  when  I  went  to  Manchester  if  I  could 
find  stock  lots  of  fancy  cotton  goods  that 
we  could  handle  at  a  clearing  figure 
(th  price  being  say  2c  per  yard)  to  offer 
3d.  cash  and  I  would  get  them  before 
leaving  the  place.  You  se  the  house  in 
making  the  sale  would  count  on  getting 
a  rebate  from  the  Government  on  its  loss. 
When  in  Manchester  I  mentioned  what  I 
had  been  told  in  London  and  all  I  got  in 

reply  was  "Oh,  it  is  hardly  as  bad  as 
that"  so,  frankly,  1  was  afraid  to  risk 
the  experiment. 

Woollens  are  very  nearly  as  bad,  es- 
pecially dress  goods.  Most  mills  are 

only  working  three  days  a  week-  just  to 
give  employment  to  their  labor — and, 
as  they  have  no  orders,  are  steadily  ac- 

cumulating stock.  One  concern  operat- 
ing several  mills  (cottons)  works  for 

three  days  and  closes  nine.  Lately  sev- 
eral (both  cotton  and  woollen)  have 

closed  altogether  for  lack  of  coal  and 
are  not  sorry  of  the  excuse. 

The  Carpet  season  has  been  and  gone 
and,  as  one  carpet  man  put  it  to  me, 
"Theie  has  been  no  carpet  season  what- 

ever this  year."  Reductions  in  Wiltons, 
Axminsters,  and  Brussels  are  inevitable. 
Tapestries  some  say  will  come  down  and 
others  say  not.  My  own  impression  is 
they  are  sure  to  drop  and  that  we  will 
see  them  at  least  reduced  twenty  per 
cent,  at  the  meeting  in  July. 

Linens  are  very  much  easier,  particu- 
larly coarse  heavy  goods,  but  also  finer 

linens,  handkerchief  linens,  etc.  There 
is  sufficient  flax  available  for  present  de- 

mand (which  is  practically  nil)  but  as 
the  supply  is  still  very  limited  it  will 
only  require  an  indication  of  improve- 

ment in  trade  to  create  scarcity  and  ad- 
vance in  prices.  In  the  meantime  stocks 

are  offered  for  cash  at  ridiculous  quota- 
tions. 

Silks  enjoy  popularity,  if  one  can  em- 
ploy such  an  expression  in  any  branch  of 

the  drygoods  trade  as  it  exists.  Prices 
rule  very  low  and  as  in  other  lines  ready 
money  can  procure  extraordinary  values, 
notably  from  Swiss  and  Italian  manu- 

facturers. Ribbons,  however,  are  not  so 
noticeably  affected  for  though  decidedly 
on  a  lower  plane  they  are  holding  much 
firmer.  The  same  can  be  said  about 

what  may  be  termed  "smaller  goods" 
such  as  gloves,  hosiery,  underwear, 
smallyears  and  notions  generally. 

One  very  important  factor  dwelt  on 
constantly  by  everyone  interviewed  is 
the  reduction  of  expenses  in  all  indus- 

tries, manufacturers,  wholesalers  and 
retailors.  This  has  been  taken  in  hand 
very  sriously  and  determinately.  As  Ear 
as  manufacturers  are  concerned,  where 
fixed  wages  mostly  maintain,  it  is  more 
easily  arranged  as  they  are  reduced  or 
advanced  automatically  according  to  the. 
Government  monthly  report  on  the  cost 
of  living.  Thus,  only  recently,  there 
were  two  ten  per  cent,  reductions  and 
another  ten  per  cent,  was  to  become  ef- 

fective this  month  (May).  In  wholsale 
and  retail  concerns  it  has  been  more  dif- 

ficult, to  adjust  but  all  staffs  have  been 
cut  down.  The  head  of  on  of  the  leading 
shipping  concerns  told  me  that  their  staff 
was  reduced  by  fifty  per  cent,  mainly 
accomplished  by  letting  all  the  girls  and 
old  men  go  who  had  taken  the  places  of 
those  who  were  called  away  for  military 
duties.  Of  course,  in  many  instances, 
such  treatment  means  great  hardships 
and  adds  to  the  ever-increasing  number 
of  unemployed.  In  the  meantime  Ger- 

many is  getting  on  her  feet  again  rapidly. 
Her  people  seem  to  realize  that  they 
must  work  so  one  hears  that  everywhere 
ten  and  even  twelve  hours  a  day  of  un- 

remitting toil  are  cheerfully  given  for 
an  eight-hour  day  wage.  The  gospel  is 
preached  broadly  that  thus,  and  only 
thus,  can  she  regain  her  supremacy  and 
that  if  honestly  and  conscientiously  car- 

ried out  she  will  be  back  where  she  was 
before  the  war  and  will  surely  then  be 
able  to  dictate  to  the  rest  of  the  world. 
Two  European  countries  are  enjoying 

success  as  a  result  of  war — Holland  and 
Spain.  One  does  not  wonder  at  the  for- 

mer but  it  was  a  surprise  to  learn  it  of 
the  latter.  rLowever,  there  is  no  doubt. 
that  war  did  put  Spain  on  her  feet  again 
and  instil  new  life.  It  is  very  question- 

able, though,  that  she  will  retain  the  ad- 
vantage gained. 

Italy  is  over-run  with  Germans  and 
there  is  evident  a  very  strong  pro-tier 
man  feeling.  We  found  in  the  few  other 
nationality  all  spending  money  very 
freely,  and  without  being  actually  ag- 

gressive quite  complacent  and  satisfied 
with  themselves. 

Furnishing  Dept. 
(( lontinued  from  Page  'J6) 

supports  made  to  surround  each  of  the 
large  pillars  upon  which  to  mount  fi  fine 
rugs.  He  has  had  a  special  apparatus 
made  from  which  to  attach  different 
kinds  of  portieres  from  the  ceiling  of 

the  department,  so  that  this  line  of  mer- 
chandise not  only  is  seen  to  better  ad- 
vantage by  the  customer,  but  lends  a 

homelike  air  to  the  whole  section, 
dividing  it  naturally  into  its  several 
units. 

In  a  quiet  corner  by  themselves,  are 
found  such  useful  things  as  curtain 
rings,    pins,    rods,    tacks,    guimpes,   etc., 

together  with  different  preparations  for 
preserving  linoleum  ami  oilcloth.  A  can 
of  good  floor  wax  should  always  be  sold 
with  an  order  for  floor  coverings,  and 
the  logical  place  to  buy  it  is  right  with 
the  merchandise. 

The  department  is  regularly  advertised 

in  the  store's  copy  every  other  day  and 
usually  special  sales  are  featured  for 
the  holidays,  the  reason  being  that  in 
I  he  French  section  of  Montreal,  National 
holidays  are  not  observed  as  they  are  in 
most  other  places,  the  only  days  recog- 

nized being  religious  feast  days.  There- 
fore, much  trade  can  be  done  upon  May 

24th  and  July  1st,  etc.,  by  that  part  of  the 
public  who  are  employed  during  the  rest 
of  the  time  and  who  find  it  convenient 
to  shop  during  their  one  free  day. 

Mr.  Martel  believes  firmly  in  educating 
his  assistants  in  the  processes  of  man- 

ufacture of  every  item  carried  in  his 
stock,  and  he  encourages  them  to  study 
for  themselves.  Each  of  his  ten  or 
twelve  sales  clerks  is  a  specialist  in  one 

line  or  another,  and  it  is  the  manager's 
proud  boast  that  there  is  never  a  dol- 

lar wasted  through  carelessness  on  the 
part  of  the  clerks  in  cutting,  measuring 
or  estimating.  One  man  devotes  him- 

self to  the  disposing  of  the  various  rem- 
nants which  accumulate,  and  the  period- 

ical remnant  sales  are  remarkably  popu- 
lar with  customers  who  almost  fight  for 

their  share  when  the  sale  is  advertised. 
The  clerks  are  instructed  to  be  courteous 
to  everyone  and  no  desultory  gossip  is 
permitted  to  he  carried  on  when  any  cus- 

tomers are  in  the  department.  Nothing 
looks  so  badly,  according  to  Mr.  Martel, 
as  the  sight  of  several  clerks  grouped 
together  apparently  killing  time,  while 
a  customer  wanders  around  wondering 
if  she  might  dare  to  interrupt  their  con- 

versation. On  the  contrary,  when  the 
visitor  steps  off  the  elevator  it  is  taken 
for  granted  that  she  has  come  to  see 
something,  and  therefore,  a  clerk  is  al- 

ways ready  to  ask  if  he  may  do  any- 
thing. Such  courtesy  has  a  vital  effect 

upon  customers,  who  speak  enthusiastic- 
ally about  the  service  afforded  by  the 

store,  whose  sales  clerks  appear  to  be 
really  interested  in  their  work  and  who 
never  make  the  common  error  of  snub- 

bing the  customer  who  only  wants  five 
cents  worth  of  carpet  tacks,  and  causing 
her  to  wish  she  had  never  come.  The 
policy  of  the  founder  of  this  progressive 
store  has  always  been  that  "It  is  better  to 
lose  a  hundred  dollars  ourselves  than 
one  customer,  no  matter  how  little  she 

may  want.     She  will  come  back." 
This  policy  has  carried  the  store  suc- 

cessfully   through    forty-three    years    of 

(Continued  on  Page  98) 
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Curtain    Trade    Passing    Active  Buying  in    Furn- 
Through  Difficulties.  ishings. 

That  the  majority  of  retailers  are  neg- 
lecting an  excellent  opportunity  to  se- 

cure bargains  in  curtains  was  the  state- 
ment made  to  Dry  Goods  Review  by  a 

prominent  manufacturer  this  month. 
Fall  orders  on  fancy  curtains  for  deliv- 

ery later  on  are  exceptionally  heavy,  it 
was  stated,  but  at  the  present  time  mak- 

ers are  having  to  keep  going  without 
anything  like  the  usual  demand  to  stimu- 

late their  efforts.  No  further  drop  in 
the  price  of  scrims,  voiles  or  marqui- 

settes is  looked  for,  as  the  decline  in  all 
three  was  spectacular  in  its  suddenness 
and  is  now  stabilized.  The  standard 
price  on  scrim  is  now  only  three  and 
three  quarter  cents  above  pre-war  prices. 
Manufacturers  of  high-grade  curtains 
have  had  to  change  their  methods  con- 

siderable of  late,  and  seek  new  ways  of 
securing  business  in  order  to  keep  their 
plants  going.  Instead  of  turning  out  the 
usual  elaborate  and  intricate  designs 
heretofore  so  much  in  demand  by  the 
trade,  they  have  had  to  concentrate  their 
efforts  upon  the  manufacture  of  yardage 
curtains,  doing  away  with  the  elaborate 
motifs  and  embroideries,  and  simply 
working  out  different  combinations  of 
lace  and  insertion  with  hemstitching, 
which  can  be  sold  reasonably  by  the  yard 
in  any  quantity.  This  type  of  curtain 
cannot  be  compared  with  the  individual 
patterns  which  were  carried  out  to  such 
a  high  degree  of  xecellence  during  the 
past  two  or  three  years,  but  undoubted- 

ly meets  the  present  situation  with  great 
success.  Whether  it  is  owing  to  the 
housing  shortage  or  the  tendency  to- 

wards economy  in  furnishing,  the  fact 
remains  that  the  sale  of  cm-tains  has  de- 

creased tremendously  of  late. 

Much  Lace  Predicted   For  Fall. 

In  anticipation  of  the  coming  demand 
for  fall  a  leading  Montreal  curtain  man- 

ufacturer is  putting  out  several  unique 
examples  of  novelty  curtains,  which  are 
sure  to  awaken  general  interest  and  ma- 

terially assist  to  create  renewed  interest 
in  this  class  of  mrchandise.  Elaborate 
use  of  laces  characterizes  these  new  de- 

signs, such  for  instance,  as  the  idea  of 
inserting  a  motif  of  finest  lace  in  the 
design  of  a  basket  of  flowers  in  the  cen- 

tre of  the  curtain  and  surrounding  it 
with  the  daintiest  of  embroidery  work. 
The  curtain  itself  is  of  the  panel  var- 

iety, its  different  sections  being  marked 
by  insets  of  beautiful  cluny  laces  and 
nisertions. 

Period  Designs  Obtainable. 

More  conventional  designs  are  offered 
in  sheerest  marquisette  with  inserts  of 
Swiss  motifs  combined  with  Barmen 
cluny  lace  edges  and  border  effects  in 
embroidery.  Drawn  work  effects  upon 
the  curtain  fabric  are  exceedingly  beau- 

tiful and  are  suitable  for  any  type  of 
room,  either  in  the  simplest  designs  or 
in  combination  with  the  Swiss  motifs. 
The  latter,  by  the  way,  are  now  offered 
in  the  correct  period  designs  called  for 
to  accompany  such  settings  as  Queen 
Anne  or  William  and  Mary,  but  are  suit- 

able for  any  and  all  kinds  of  rooms. 
Corner  effects  in  novelty  curtains  are 
undoubtedly  the  leaders  in  this  class  of 
goods  especially  in  creamy  tints. 

Retail  stores  in  Cleveland  report  an 
increaseing  number  of  sales  in  their 

housefurnishings  depai'tments  during  the 
last  six  weeks.  They  say  that  this  is  be- 

cause people  have  reached  the  point 
where  they  must  have  new  supplies  in 
these  lines.  During  the  last  two  years, 
even  those  who  spent  most  freely  re- 
frained  from  putting  their  money  into 
home  supplies  because  they  felt  that 
prices  were  out  of  all  proportion.  Last 

fall  the  buyers'  strike  affected  even  the 
most  staple  lines  in  this  department; 
th  consumer  bought  only  necessities  and 
he  did  not  consider  housefurnishings  as 
such. 

The  spring  of  1921  has  found  so  many 
homes  actually  in  need  of  new  supplies, 
particularly  in  bedding,  that  merchants 
are  feeling  greatly  encouraged. 

Blankets. 

Blanket  prices  are  now  based  on  fifty 
per  cent,  of  their  cost  last  year.  There 
are  some  very  good  wool  and  cotton  com- 

binations in  these,  which  the  trade  is 
buying  up  very  rapidly.  Plaids  blankets 
are  growing  in  favor,  especially  since 
the  new  Indian  design  has  been  intro- 

duced into  this  country.  They  are  us- 
ually made  of  two  parts  woollen  to  one 

of  cotton.  The  designs  are  in  reds, 
blues  and  greens.  One  Ontario  mill  is 
specializing  in  all-wool  blankets.  These 
weigh  very  little  over  four  pounds. 

Sheetings  and  Quilts. 

Cleveland  wholesale  houses  say  that 
the  demand  for  sheeting,  pillow-cases 
and  tubings  is  already  greater  than  the 
supply.  This  is  one  of  the  few  lines  in 
which  the  wholesaler  is  not  at  the  mercy 
of  the  i*etail  merchant.  Buying  activi- 

ties ceased  to  such  an  alarming  extent 
last  fall  and  in  the  beginning  of  this 
year,  that  manufacturers  almost  stopped 
operations  and  now  the  accumulated  sup- 

ply is  very  much  less  than  is  needed. 
The  scarcity  which  existed  in  the  best 

lines  of  white  quilts  during  the  early 
part  of  this  spring  has  made  business 
very  good  in  this  line.  It  is  said,  how- 

ever, that  there  will  be  enough  for  heavy 
fall  buying  because  as  the  supply  ran 
short  earlier  than  in  other  bedding  lines, 
operateions  began  sooner. 

Towelling. 

Shortage  of  linen  towels  which  has  re- 
sulted from  bad  conditions  in  Ireland 

and  the  cutting  off  of  German  supplies, 
has  made  a  new  towel  industry  flourish 
very  rapidly  in  the  United  States.  Turk- 

ish towelling  is  rapidly  taking  place  of 
linen.  Before  the  shortage  of  linen  tow- 

els was  felt,  these  were  sold  only  as 
medium  and  low  priced  goods.  The  pub- 

lic now  feels  that  they  are  much  better 
wearing  towels  than  the  cotton  ones  and 
orders  are  so  encouraging  that  Turkish 
towel  manufacturers  are  making  them 
up  in  better  grades.  The  Jackard 
weaves  are  most  popular.  This  is  ano- 

ther of  the  unusual  developments  which 
the  war  has  brought  about  and  it  is  ex- 

pected that  it  will  last  until  the  prices 
on  imported  linen  towels  become  less, 
prohibitive. 

Furnishing  Department 
(Continued  from  Page  97) 

business,  and  in  the  case  of  the  house 
furnishing  department,  its  manager 
proudly  points  put  that  business  with 
him  has  more  than  doubled  in  the  last 

few,  years,  his  turnover  exceeding  the 
$100,000,  mark  by  a  large  margin.  Low 
prices,  splendid  values  and  constantly 
varied  displays  of  seasonable  merchandise 
together  wifch  unvarying  courtesy  on  the 
part  of  the  staff  is  the  answer  to  the 
question  as  to  how  success  has  come, 
according  to  Mr.  Martel,  who  modestly 

disclaims  any  credit  for  his  own  per- 
sonal share  in  this  noteworthy  result. 

Tour  of  American  Delegation 

To  sift  what  weget  and  use  what we  can"  was  the*  phrase  used  by 

John  Chesney  of  Almy's,  Montre- 
al, who  spoke  on  behalf  of  the  Canadian 

delegation  that  formed  part  of  the  Ame- 
rican delegation  that  recently  visited 

England.  During  their  visit  in  the 
United  Kingdom,  the  American  delegates 
were  accorded  every  hospitality  within 
the  power  of  the  British  Dry  Goods  men 
to  give  them.  Not  only  large  retail 
stores  were  visited  in  London  and 
throughout  the  provinces  but  wholesale 
and  manufacturing  points  of  interest  and 
importance  were  seen.  Places  of  hist- 

orical significance  were  visited  in  dif- 
ferent parts  of  the  United  Kingdom 

and  some  of  the  most  noted  halls  of 
learning  were  seen.  .  .  ot  alone  for  the 
immediate  benefit  to  the  American  dele- 

gates but  for  the  better  international 
feelings  engendered,  was  the  visit  of 
this  delegation  of  first  significance. 

The  following  itinery  was  arranged  for 

the  delegation: — 
On  the  first  day  (April  28th)  the  dele- 

gates visited  the  Harrod  stores  in  the 
morning  and  after  luncheon  given  by 
the  directors,  visited  Hampton  Court, 

and  were  entertained  at  tea  at  Karsino's 
by  J.  H.  Barnard,  Chairman  of  the  coun- 

cil of  the  Draper's  Chambers.  Friday 
morning  was  spent  at  the  House  of 
Commons  and  the  party  was  later  en- 

tertained at  luncheon  by  Messrs.  Wm. 
Whiteley  Limited  and  during  the  after- 

noon they  were  shown  over  the  great 
Queensroad  store.  On  Friday  evening 
the  Foreign  Office  gave  an  official  din- ner at  Lancaster  House. 

Saturday  was  devoted  to  a  visit  to 
Penn  country  and  Lord  Burnham  enter- 

tained the  party  at  Hall  Barn.  Special 
services  at  Westminster  Abbey  were  held 

on  Saturday  morning  and  during  the  af- 
ternoon the  party  visited  Windsor  Cast- 

le. An  International  Convention 
On  Monday  May  2  one  section. of  the 

delegation  was  entertained  at  Oxford 
whilst  another  was  taken  to  Cambridge; 

in  the  evening  the  Twenty  Club  enter- 
tained at  dinner  at  the  Imperial  Restau- 
rant. The  following  day  there  was  a 

motor  trip  to  Bishop  Strotford,  to  visit 
the  residence  of  the  late  Cecil  Rhodes 
and  then  to  Whitehall,  the  residence  of 
Mr.  and  Mrs.  Tresham  Gilby,  wh^re  they 

were  entertained  at  lunch  by  the  direc- 
tors of  John  Barker  and  Comnany.  On 

4  the  visitors  were  entertained  at  lunch 
the  same  evening  they  were  entertained 
at  dinner  by  Lord  Northcliffe.    On  May 

(Continued  on  Page  99) 
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99 Visit  of  American  Delegation 
Impressions  Given  By  Theodore  Morgan  Of  Montreal — Praises  Efficiency  Of  Sales'  Staffs  Of  Various  Retail  Establish 

ments — Does  Not  Look  For  Radical  Reductions  in  Textiles — Outlook  Is  Hopeful. 

A  marvellous  success,"  was  the term  applied  by  Theodore  Mor- 
gan, of  the  firm  of  Henry  Morgan 

.  Montreal,  in  speaking  of  his  re- 
con  trip  to  England  as  a  member  of  the 
retail  delegation  from  Canada  and  the 
United  States.  Interviewed  by  a  Staff 
member  of  Dry  Goods  Review  imme- 

diately upon  his  return  early  this  month, 
Mr.  Morgan  had  much  of  interest  to  re- 

late concerning  the  mementous  six  weeks 
during-  which  he  was  the  guest  of  thu 
Drapers'  Chamber  of  Trade  of  the  Unit- 

ed Kingdom,  who  were  untiring-  in  their 
efforts  to  make  the  tour  one  of  supreme 
enjoyment  as  well  as  of  untold  educa- 
tional  benefit  from  the  retailing  view- 
point. 

From  the  date  of  their  arrival  on 
April  27th  until  the  end  of  May,  no  ef- 

forts were  spared  by  the  hosts  to  ensure 
the  complete  enjoyment  of  their  guests, 
who  were  taken  from  city  to  city  and 
from  one  beauty  spot  to  another,  fol- 

lowing a  carefully  arranged  programme, 
which  was  interspersed  with  visits  to  the. 
leading  industrial  centres  of  the  United 
Kingdom.  In  each  city  they  were  re- 

ceived by  the  Mayor  or  other  disting- 
uished public  man,  and  entertained  at 

many  of  the  most  historic  homes  in 
England,  including  receptions  at  the 
home  cf  Lady  Astor,  Lord  Burnham,  Mr. 
Cordon  Selfridge  and  others. 

Sales'  Staff  Efficiency 
According  to  Mr.  Morgan,  the  out- 

standing feature  noticeable  to  every 
member  of  the  visiting  party  in  connec- 

tion with  their  study  of  retail  trade  in 
English  shops,  was  the  remarkable 
knowledge  shown  by  every  member  of 
the  sales  staff  as  regards  their  merchan- 

dise. "No  matter  what  type  of  goods 
one  might  enquire  about,"  stated  Mr. 
Morgan,  "every  employee  seemed  to  be 
perfectly  familiar  with  the  process  of 
its  manufacture,  its  source,  and  its  vari- 

ous qualities,  so  that  the  customer  could 
feel  perfectly  confident  as  to  what 
would  give  the  greatest  satisfaction.  In 
British  stores  only  the  best  types  of 
each  class  of  merchandise  are  on  sale 
for  Dip  reason  that  the  British  public 
demands  a  fine  qualitv  at  all  times.  If 
the  best  silks  come  from  France,  then 
French  silks  are  on  sale,  and  so  on  in 
all  classes,  for  the  English  retailer  re- 
o  ::nizes  that  he  must  scour  the  world's 
markets  inorder  to  keep  ur>  his  reputa- 

tion for  high  grade  merchandise.  In 
most  lines,  of  course  British  manufac- 

turers are  supreme  leaders,  but  in  no 
case  is  the  substitution  of  inferior  good-- 
permitted,  if  the  original  and  bes' 
makes  are  obtainable  from  any  part  of 
the  world.  Imitation  Swiss  lace  or 
Scotch  linoleum  is  nut  made  to  mas- 

querade as  the  best  of  its  kind.  In  Har- 
rods  store  a  magnificent  institution,  es- 
pec5al.lv  is  this  true,  for  there  only  the 

established  qualities  of  the  finest  world's merchandise  on  sale,  a  principle  which 
has  be»n  consistently  upheld  for  many 

years." Lower  Overhead 

"The   British    store   undoubtedly  oner 
ales   upon   a   lower  cost  basis  than  does 
the  average  store  on  this  side  of  the  At- 

lantic"     continued    Mi-.    Morgan,      "this 
fact    being    probably    due    to    the    less 

elaborate  systems  of  delivery  and  store 
display  which  are  in  vogue.  Advertis- 

ing in  the  daily  press  is  not  as  promi- 
nent as  over  here,  owing  to  the  exces- 

sively high  rates  charged  by  the  papers, 
and  the  fact  that  few  stores  overlap  the. 
territories  of  any  competitors.  The  big 
London  shops  are  all  miles  apart  and 
consequently  there  is  none  of  the  keen 
competition  which  American  stores  are 
obliged  to  keep  up.  Then  again,  the 
London  shop  assistants  are  thoroughly 
trained  through  the  apprenticeship 
system,  so  that  the  store  usually  retains 
them  much  longer  than  is  the  case  over 
here,  and  salesmanship  is  twice  as  effi- 

cient. Their  window  displays  seem  to 
our  eyes  to  be  overcrowded  but  I  am  told 
that  the  figures  of  sales  resulting  from 
these  crammed  displays  are  simply 

astounding." Industrial  Centres. 
"Our  visit  to  the  different  industrial 

centres  was  &n  eye-opener  to  all  of  us," 
Mr.  Morgan  went  on,  "and  impressed  us 
greatly  by  reason  of  the  magnitude  of 
the  various  enterprises  to  which  we  had 
access.  The  industrial  situation  in 
Great  Britain  is  at  a  acute  stage,  with 
the  coal  strike  playing  an  important 
part  in  the  upheaval.  The  British  ma- 

nufacturer simply  does  not  know  what 
his  cost  of  pi-oduction  is  at  present  and 
is  engaged  in  working  out  many  prob- 

lems which  are  after  all,  world-wide 
and  by  no  means  peculiar  to  England. 
Buying  over  there  is  remarkably  good, 
but  there  is  a  distinct  feeling  that  lower 
prices  must  prevail.  Prices  in  general 
ran  to  a  higher  peak  over  there  than 
was  the  case  in  Canada,  and  therefore  it 
will  take  longer  for  them  to  return  to  a 

normal  basis." To  a  query  as  to  whether  retailers  and 
manufacturers  over  there  were  taking 
their  losses  and  cutting  prices  sharply, 
Mr.  Morgan  answered  in  the  negative. 
"Prices  have  not  been  cut  because  Eng- 

land has  had  more  to  recover  from  than 
any  other  English  speaking  country, 
and  she  lacked  the  vitality  following 
the  war  years,  to  bridge  the  gap  between 
pre-war  and  present  day  prices  with  the 
vapidity  manifested  in  this  country. 
The  prospects  for  a  decided  drop  in  tex- 
tles  ir.  to  my  mind,  verv  remote,  since 
the  wage  scale  is  very  high  still.  This 
matter  however,  is  nend-readjustment 
at  present.  Also,  British  export  trade 
is  at  a  low  ebb,  and  manufacturers  are 
working  only  nart  time  and  cannot  re- 

duce costs  while  the  overhead  for  full 
production  remains  at  a  high  level.. 
Prices  however,  will  untimately  come 
down  and  the  one  vital  and  essential  is- 

sue, namely,  production,  will  again 
stablize  Britain's  markets  so  that  her 
export  trade  may  continue  as  hereto- 

fore. At  the  present  moment  Great  Bri- 
tain needs  the  sympathetic  support  of 

the  whole  world  while  she  passes 
through  the  present  crisis,  but  there  is 
not  the  least  doubt  that  she  will  come 

out  triumphant  by  reason  of  the  level- 
headedness, determination  and  fair- 

mindedness  that  characterizes  the  na- 

tion." 

Hopeful  Outlook 
"To  those     people  who     see  only     the 

gloomy  side  of  the  situation,"  concluded 

Mr.  Morgan,  "I  would  point  out  that  the 
worst  side  is  uppermost,  but  with  the 
ending  of  labor  troubles  and  the  settle- 

ment of  the  wage  dfficulties,  the  source 
of  all  the  discord  will  be  removed,  and 
out  of  the  chaos  a  greater  England  will 

emerge." 

The  American  members  of  the  party 
were  deeply  impressed  by  all  that  they 
witnessed,  and  were  enthusiastic  in  their 
appreciation  of  the  hospitality  shown 
them.  As  one  of  their  number  remarked 

in  the  course  of  a  speech,"  the  brother- hood of  commerce  can  achieve  more 

than  diplomacy,"  and  from  this  stand- 
point the  visit  of  the  delegation  cannot 

fail  to  produce  beneficial  results. 

Tour  of  American  Delegation 
(Continued  from  page   89) 

by  the  Lord  Mayor  at  Mansion  House 
and  at  dinner  in  the  evening  by  the 
Wholesale  Textile  Association  at  Gro- 

cers' Hall.  Thursday  morning  was  taken 
up  with  a  visit  to  the  stores  of  John 
Barker  and  Company  and  Selfridge  and Company. 

The  master  and  wardens  of  the  Dra- 

pers' Company  gave  a  luncheon  in  their 
beautiful  hall  Throgmorton  St.  on  the 
same  day.  This  was  followed  by  an  in- 

ternational conference  at  which  French, 
Belgian  and  Italian  delegates  were  pre- 

sent. Friday  was  spent  in  visiting  the 
London  docks  and  a  dinned  was  given 
in  the  evening  at  the  Holborn  restaur- 

ant, the  hosts  being  the  Drapers'  Cham- ber of  Trade. 
On  Saturday  the  visitors  motored  to 

High  Cliff  Castle,  near  Bornemouth,  the 
home  of  Gordon  Selfridge,  whose  guests 
they  were  over  the  week-end.  On  Mon- 

day they  visited  the  Perley  schools. 
Tour  Of  The  Provinces 

The  provincial  section  of  the  tour  be- 
gan on  Tuesday  May  10.  The  party 

first  visited  Leicester,  where  they  in- 
spected the  works  of  WolseyLimited,  N. 

Corah  and  Sons,  Roberts  and.  Sons,  and 
Duncan  Henderson  and  Sons.  After  vi- 

siting Derby  and  Birmingham,  Walsall 
and  Stratford-on-Avon,  the  party  arrived 
at  Nottingham  on  Sunday  evening,  when 
points  of  local  interest  were  visited. 
Visits  to  Sheffield.  Harrogate  and  Ship- 

ley followed  and  from  thence  the  party 
proceeded  to  Bradford.  Among  the  pla- 

ces inspected  here  were  the  Bradford 
Dyers'  Association.  A.  &  S.  Henry  and 
Company  Limited,  Law.  Rissell  and 
Company.  Priestley's  Limited,  and Charles  Semon  and  Co.  Ltd.  From  there 

the  party  went  to  York.  Ripon,  Foun- 
tain's Abbey.  Leeds,  and  then  on  to  Man- 

chester, where  they  visited  Preston 
Mills. 

From  this  point  the  party  went;  north 
through  the  Lake  district  to  Carlisle 
and  on  to  Scotland,  Edinburgh.  Gala- 

shiels. Melrose,  Dunfermline,  Dundee, 
Aberdeen,  Balmoral  and  Braemar  were 

visited.  At  Glasgow.  Templeton's  Car- 
pet Mills,  B.  &  J.  Anderson's  and  Coates' Mills  were  inspected.  On  Saturday  June 

11.  the  official  tour  terminated  by  the 
return  of  the  delegation  to  London. 
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Harvey  Bros.  &  Semple  Limited 

WINNIPEG 

MANUFA<  rURERS'   AGENTS   AND    IMPORTERS 

EDMONTON  VANCOUVER lokoNTo 

SPECIAL  NOTICE 
TO  THE  GENERAL  DRY  GOODS  AND  HOUSE  FURNISHINGS  TRADES 

We  have  pleasure  in  announcing  the  appointment 

oi 
MESSRS.  HARVEY  BROTHERS  &  SEMPLE  LTD. 

of  Winnipeg,  as  our  Sales  Agents  for  the  Dominion  of  Canada  and  the  United 
States,   for  the  sale  of  our  All  Pure    Wool     BLANKETS    and    BLANKET 
CLOTHS. 

Our  Agents  have  opened  an  Eastern-  office  at 

Room  224,  Empire  Building, 
64    Wellington   St.    West, 

Toronto. 

and  our  samples  will  be  shown  from  coast  to  coast. 

We  respectfully  invite  all  out-of-town  Buyers  to  visit  our  Agents  when  in 
Toronto,  as  our  White  Blanket  Values  cannot  be  equalled;  every  pair  will 

carry  our  GUARANTEE  LABEL  which  means  "quality  and  satisfaction." 

We  will  lie  pleased  t<>  submit  samples  to  any  customers  desiring  immediate 
delivery.  A  postal  card  to  our  Agents  will  be  appreciated,  and  your  require- 

ments  attended    to   promptly. 

—MADE  IN  CANADA  BLANKETS— 

—ALL  WOOL— 

Porritts  6?  Spencer  [Canada]  Limited 
HAMILTON,  ONTARIO 

I*  iiiiiiiiiiiiiiiiniifi 
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There's    No    "Deception 
about  them 

Just  sticking  to  the  policy  that  "It  takes  the  Best  to  make 

the  Best,"  never  using  a  cheap  substitute  or  inexperienced 
help  to  save  a  few  cents,  is  why  in  part 

Biltmore  Curtains 
arc  such  favorites  and  good  sellers  from  January  first  to  Decem- 

ber    thirty-first. 

The  other  reason  is  "KNOWING  HOW."  There's  many 
long  years  experience  in  Curtain  making  back  of  every  pair, 

that's  why  BILTMORE  products  are  always  good — prices 
may  change,  but  the  quality  of  our  workmanship  NEVER. 

We  make  one  grade  only,  and  that  the  best. 

biltmore  curtain  co.  limited 
332  CRAIG  ST.  W-        -         MONTREAL 

Western    Representative:    I.    M.    OSLER,    6C6    Builders'    Exchange,    WINNIPEG 
Maritime  Representative:  C.   F.   CASSIDY,  46  Pitt  St.,  St.  John,  N.  B. 

Why  Have  Those 
Unnecessary  Delays  ? 

All  kinds  of  Cash  and 
Parcel    Carriers 

Gipe-Hazard  Store  Service 
Co.,  Limited 

113  SUMACH  ST.,     TORONTO,  ONT. 

Every  merchant  is  concerned  in  a  greater  or  lesser  degree  as  to  the  best 
method  of  recording  sales  and  conveying  money  between  customers  and  the 
;ash    office. 

We  have  an  attractive  catalogue  showing  a  variety  of  Cash  Carriers  that 
we  manufacture  to  suit  the  various  positions  they  are  intended  to  occupy.  If 
you  are  at  all  interested,  and  will  drop  a  line,  you  will  receive  one  of  these, 
illustrating  something  move  rapid  and  superior  to  any  other  system  you 
have   ever   used. 

There  is  also  a  circular  briefly  explaining;. 

A      A  ^S* 

iitton 
Stock    Carried   of 

PEARL    BUTTONS: 
IVORY    BUTTONS: 

CELLULOID  BUTTONS; 
COMPOSITION    BUT- 

TONS:     BELTINGS: 
HOOKS    AND    EYES  : 
FASTENERS.    ETC. 
BEADS  OF  ALL 
DFSCRIPTIOVS 

_vSt.Alexander  St.  Montreal 

IMPORTERS  and  MANUFACTURERS 

Art  Needlework  and  Fancy  Goods 
"Peri-Lusta"  "Crystal" Mercerized  Cottons  Artificial  Silk 

Embroidery  Materials 

Fancy  Linens  and  Piece  Goods 
MADEIRA    HAND   EMBROIDERED 
LINENS  and  HANDKERCHIEFS 

Campbell,  Metzger  &  Jacobson 
932-938  Broadway  New  York  Cor.  22nd  St. 

Canadian  Showroom  and  Factory  : 

Bay  and  Wellington  Sis.,        -        Toronto,  Canada 
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Ready-to- Wear  Department  Shows 
Most  Rapid  Growth 

How  Fortin  Store,  of  Three  Rivers,  Has  Built  Up  This  Department— Conduct  Big  Advertis- 
ing Campaign — Two  Sales  During  the  Year — Against  Exchange  Policy. 

THERE  are  some  places,  the  world over,  which  nature  seems  to  have 

especially  chosen  to  be  the  sites 
for  great  centres  of  population.  They 
exercise  a  rare  attraction  and  charm  on 
the  most  unobservant  persons,  and  those 
who  can  see  a  vision  of  the  important 
position  such  towns  are  eventually  to 
hold  as  centres  of  commerce  and  industry 
are  the  ones  who  may  truly  be  called 
worthy  citizens  in  every  sense  of  the 
word.  , 

Away  back  several  hundred  years  ago, 
the  French  pioneers  rowing  up  the  St. 
Lawrence  River,  stopped  with  a  sense  of 
prophetic  delight  at  the  place  called  by 

them  "Les  Trois  Riveres"  and  there  they 
founded  the  prosperous  and  progressive 
city  of  Three  Rivers  which  is  now  count- 

ed as  the  second  oldest  city  in  the  Dom- 
inion. "Trifleuvians,"  as  the  citizens  like 

to  term  themselves,  are  proud  of  the 
spirit  which  has  carried  them  through  the 
trials  and  vicissitudes  of  nearly  three 
hundred  years,  and  which  has  raised  the 
name  of  the  city  to  an  eminent  position 
among  the  others  of  the  Dominion.  It 
was  this  courageous  spirit,  which,  fol- 

lowing a  devastating  fire  that  totally 
destroyed  the  town  in  the  year  1908, 
raised  on  the  ruins  of  the  old  the  city  of 
to-day.  One  of  the  outstanding  figures 
of  the  business  world  in  Three  Rivers 
is  Joseph  L.  Fortin,  founder  of  the  dry 
goods  business  carried  on  under  his  name, 

who  recently  reorganized  and  depart- 
mentalized his  store  on  Notre  Dame  St., 

owing  to  its  rapid  expansion  since  the 
fire  mentioned  above.  Mr.  Fortin  comes 
of  the  stock  of  those  splendid  warriors 
who  in  olden  times  gave  their  lives  for 
the  protection  of  the  new  colony,  and  it 
is  fitting  that  their  descendant  should 
found  upon  their  soil  an  establishment 
which  is  a  credit  to  the  spirit  of  the  city. 

Value  of  Equipment 

Mr.  Fortin  believes,  first  and  fore- 
most, that  the  progressive  store  cannot 

have  too  modern  an  equipment  and  in  its 
every  department  must  reflect  efficiency 
and  service  if  it  is  to  become  a  trade 
centre.  He,  therefore,  has  developed 
the  facilities  for  better  service  all  round, 
and  the  store  equipment  is  decidedly  on 
a  par  with  that  usually  found  in  cities 
of  several  times  the  size  of  Three  Rivers. 
Taking  the  store  as  a  whole,  one  might 
mention  the  fact  that  it  owes  its  success 
mainly  to  widespread  publicity  methods, 
including  all  kinds  of  advertising;  second, 
to  a  thorough  understanding  of  the  needs 
of  the  community  and  a  readiness  on  the 
part  of  the  personnel  to  cater  to  every 
requirement,  no  matter  how  small,  and, 

finally,  to  fair  prices  which  are  unswerv- 
ingly adhered  to,  so  that  the  phrase  so 

often  noticed  upon  the  walls  of  various 
mercantile  establishments  of  the  town, 

"one  price  only,"  is  rendered  quite  un- necessary. 

Publicity  Methods 

The  publicity  methods  of  the  Fortin 
store  are  worthy  of  description  apart 
from  the  really  tangible  results  which 
they  bring  in,  because  they  go  to  add 
yet  more  testimony  to  the  already  well- 

known  fact  that  it  "pays  to  advertise." 
Until  last  year,  the  city  of  Three  Rivers 
was  not  adequately  served  in  the  way  of 
a  widely  circulated  press,  the  one  Eng- 

lish newspaper  appearing  only  once  a 
week  and  the  French  medium  being  of  a 
purely  religious  character.  The  advent 
of  a  live  and  up-to-date  newspaper  was 
a  matter  of  general  thankfulness  to  the 
merchants  of  the  city  who  have  given  it 
undivided  support.  Although  the  Fortin 
firm  formerly  paid  little  heed  to  news- 

paper advertising  for  the  reasons  given, 
and  needed  some  convincing  as  to  the 
really  practical  result  of  so  much  finan- 

cial outlay,  yet  barely  six  months  later, 
they  are  enthusiastic  disciples  to  the 
creed  of  publicity  and  their  big  back  page 
spread  the  event  of  the  day  to  the  ma- 

jority of  feminine  readers.  In  fact,  so 
greatly  has  the  newpaper  advertising 
helped  the  business  that  the  present  year 
found  the  store  altogether  too  large  and 
unwieldly  to  be  successfully  managed  by 
the  proprietor  and  his  son,  and  so  the 

long  thought-of  idea  of  departmentaliz- 
ing the  business  became  a  fact.  There 

are  now  twelve  splendid  sections  to  the 
store,  each  managed  by  a  buyer  or  man- 

ager ,and  they  include  the  following: 

House  furnishings,  ladies'  ready-to-wear, 
dress  goors,  wash  goods,  men's  wear, 
ribbons  and  fancy  goods,  corsets  and 

ladies'  underwear,  gloves  and  stockings, 
silk  lingerie,  wools  and  fancy  work,  pat- 

terns, etc. 

Ready-To-Wear 

To  an  enquiry  regarding  which  section 
had  shown  the  most  rapid  growth  of  late, 
Mr.  Fortin  replied  emphatically  that  the 

ladies'  ready-to-wear  had  gone  far  ahead 
of  the  rest,  and  was  almost  a  distinct 

husines  by  itself.  This  phenomenal  suc- 
cess he  attributed  to  the  fact  that  the 

firm  sends  out  hundreds  of  fully  written 
and  well  prepared  personal  letters  to  its 
many  friends  out-of-town  as  well  as 
within  the  city,  and  these  have  been  found 
to  bring  the  best  results.  Women  are 
always  susceptible  to  smart  wearing 
apparel,  and  all  the  more  so  when  it  is 

moderately  priced  and  they  can  rely  upon 
receiving  satisfaction  and  service  while 
buying,  and  when  it  is  remembered  that 
the  city  is  half  way  between  the  impor- 

tant centres  of  Montreal  and  Quebec, 
and  employs  an  enormous  number  of  fe- 
made  operatives  in  its  many  industries, 
it  is  not  surprising  that  there  should  be 
a  large  demand  for  good  quality  mer- 

chandise. The  firm  also  sends  out  bul- 
letins relative  to  any  special  sales  to  be 

held  during  the  month,  which  are  of 
course  written  in  French,  since  practic- 

ally 90  per  cent,  of  the  population  speak 
that  language  entirely,  but  provision  is 
being  made  for  bi-lingual  circulars  this 
month,  as  it  is  thought  that  not  enough 

appeal  is  made  to  the  small  English- 
speaking  section. 

Sales  Policy 

The  Fortin  firm  holds  sales  at  least 

twice  a  year,  which  are  called  "half 
season  sales"  and  which  are  now  eagerly 
looked  forward  to  by  the  people  all 
around  the  townships.  French-Canadian 
women  are  thrifty  shoppers  and  are 
shrewd  judges  of  value,  so  that  it  is  a 
difficult  matter  to  deceive  them  as  to 

genuine  worth.  They  are  firm  believers 

in  the  method  of  "shopping  around"  and 
will  not  part  with  their  money  until  con- 

vinced that  they  can  do  no  better  else- 
where. With  strangers  and  with  Eng- 

lish speaking  sales  clerks,  they  will  have 
little  to  do,  but  with  their  own  people 
they  will  place  their  fullest  confidence, 

showing  as  much  appreciation  of  the  ef- 
forts made  to  better  the  service  rendered, 

as  do  even  the  wealthiest  customers  of 

large  cities.  The  habit  of  delivering 

parcels,  even  to  suburban  points,  is  an- 
other factor  that  is  much  appreciated 

by  their  customers,  and  much  use  is 
made  of  long  distance  telephone  service 
as  well.  The  store  really  maintains  a 
personal  shopping  service,  although  it 

does  not  go  by  this  name,  for  the  conven- 
ience of  those  who  are  unable  to  come 

into  the  city  to  shop  but  who  have  read 
of  the  values  being  offered  for  the  day. 
An  office  staff  of  six  persons,  including 

two  telephone  operators,  a  traffic  mana- 
ger, bookkeepers,  display  manager  and 

advertising  man  are  now  required  to  ut- 
tend  to  the  volume  of  extra  business 
which  is  rolling  up  each  month,  and  the 
offices  themselves  are  a  feature  of  the 

store,  occupying  a  large  space  on  two 
floors. 

One  of  the  policies  of  the  store  is  not 
to  allow  exchanges,  every  effort  being 
made  to  ensure  satisfaction  at  the  time 

(Continued  on  Page  108) 
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Coat  Dress  Popular  Fall  Model 
Lavish  Use  Of  Fur  Characterizes  Models — Tricotine  Is  One  Of  The  Leading 

Fabrics — Fringe  For  Trimming — Three-Quarter  Bell  Sleeves. 

Suits  are  making  a  bravo  showing 
phecies  of  those  who  annually  pre- 
again  this  season,  despite  the  pro- 

diet  their  eclipse  from  the  field  of  fa- 
shion, and  for  fall  1921,  they  promise 

to  be  exceptionally  striking,  although 
quite  devoid  of  any  hint  of  over-elabora- 

tion. The  suit-coat  lengths  show  great 

variation,  being  'Ai,  3G  and  even  40  in- 
ches, but  skirt  lengths  remain  about  the 

same,  averaging  from  10  to  12  inches 
from  the  ground.  Straight  lines,  either 
semi-fitted  or  loosely  belted  by  the  nar- 

rowest of  string  belts,  predominate.  Fur 
is  lavishly  employed  for  collars,  which 
are  almost  entirely  of  the  convertible 
choker  type,  to  be  worn  down  flat  or 
raised  in  double  effect  about  the  chin 
and  fastened  with  a  large  button. 
Where  no  fur  is  used,  clever  effects  in 

fancy  collars  are  featured,  edged  with 
novelty  braids,  and  showing  revere 
fronts  and  squared  collars.  Pockets  are 
cleverly  introduced,  and  are  generally 
large. 

The  three-piece  suit  is  not  expected  to 
attract  widespread  attention  in  Canada, 
owing  to  the  preference  for  frocks  and 
wraps  shown  by  the  average  woman 
when  colder  days  made  their  appear- 

ance. The  coat-dress  is  by  all  odds  the 
most  popular  type  of  garment  in  the  ad- 

vance showings  and  will  undoubtedly 
take  first  place  in  the  affections  of  the 
public  later  on. Fabrics. 

Navy  tricotine  will  again  predominate 
among  fabrics  for  staple  merchandise 
and  it  looks  as  though  this  cloth  would 
retain  a  permanent  place  in  popular  fa- 

vour.    It  looks  smarter  than  serge  and 

'WHEN  CHILLY  DAYS  RETURN' 

The  coming  season's  style  changes 
are  crystallized  in  this  ultra  smart 
.oat  of  rich  pile  fabric,  luxuriously 
collai'ed  in  opossum  fur.  The 
vogue  for  straight  flowing  lines, 
simplicity  of  design  and  trimming 
was  never  more  charmingly  con- 

veyed. The  half-way  belt,  single 
button  fastening,  wrapped  collar 
and  easy  fitting  sleeve,  together 
with  the  circular  ripple  of  the  skirt 
section  stamp  the  coat  as  being 
typical  of  the  smartest  advance 
style  features  for  fall  1921.  Shown 
by  courtesy  of  S.  Medine  &  Co.  of 
Montreal. 

Photo  by  Photo-Kraft,  Ltd.,  Mon- treal. 

tailors  well,  besides  combining  admir 
ably  with  charmeuse  or  other  contrasting 
fabrics.  Long,  slender  lines  with  clever 
variations  in  the  way  of  panel  and 
slashed  effects,  vests,  collars  and  neck- 

lines characterize  briefly  the  coat-dress 
of  1921.  Deep  embi-oidered  or  braided 
border  motifs  are  a  striking  feature, 
while  many  models  are  entirely  covered 
in  fine  braiding  in  a  solid  massed  effect, 
either  in  one  or  several  tones.  Pearl 
gray  braiding  is  effective  upon  navy 
blue  in  one  clever  fi'ock  seen  in  a  Mon- 

treal show-room  this  month,  the  distinc- 
tive touch  of  which  was  a  revere  across 

the  front  of  the  blouse,  which  could  be 

worn  either  up  or  hanging  down  to  dis- 
play the  contrasting  facing.  This  house 

is  also  the  originator  of  a  novel  dress- 
trimming  composed  of  little  tags  of  nar- 

row black  moire  ribbon  set  on  endwise 
in  rows,  the  other  end  standing  out 
stiffly.  The  whole  effect  is  quite  differ- 

ent, and  scarcely  recognizable  as  ribbon 
trimming.  Checkerboard  effects  in  silk 
stitching     in  combination     with     bugle 

(Continued  on  Page  104^ 
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Fall  Styles  in  Ready-to-wear. 
Recommendations  Of  Cleveland  Conference  Obtained  By  Dry  Goods  Review 

Representative — Influence  Of  The  Orient  On  Coats — Simplicity  In 
Straight  Line  Tailored  Suits — Collars  And  Colors. 

No  one  but  a  woman  can  understand 
■erienced  in  the  thoughts  of  new' 
the  joyful  anticipation  that  is  ex- 

clothes,  love  of  personal  adornment  is 
as  old  as  the  world  itself  and  the  fact  is 
universally  known  that  clothes  have  a 
certain  physhological  effect  upon  human 
happiness.  Ill-fitting-  clothes  have  a 
most  repellent,  unfavorable  and  depress- 

ing effect,  while  smart,  well-fitting 
clothes  inspire  self  confidence  and  lend 
an  air  of  success  that  wins  immediate 
approval. 
Women  in  both  the  social  and  business 

world  are  giving  more  time  and  attention 
to  clothes  are  a  most  important  asset  and 
just  as  essential  as  proper  shelter  or  any 
of  the  other  necessities  of  life. 
Fashion  creators,  have  through  the 

careful  study  of  type  and  a  wide  latitude 
of  style,  made  it  possible  for  every  wo- 

man to  wear  the  most  youthful  and  be- 
coming clothes,  fashioned  on  fascinating, new  lines. 

The  following  are  the  style  recommen- 
dations adopted  by  the  National  Cloak, 

Suit  and  Skirt  Manufacturers'  Associa- 
tion at  their  conference  in  Cleveland  on 

June  4th.  These  were  obtained  by  a  staff 
member  of  Dry  Goods  Review  who  at- 

tended the  conference. 
Coats. 

Perhaps  the  newest  fashion  note  is  in- 
troduced in  the  lovely  new  wrap  coats  for 

which  the  Orient  contributes  many  new 
ideas  to  influence  fashion's  tide.  The 
wide  straight  sleeves  are  decidedly  of 
oriental  origin  and  a  practical  turn  is 
given  to  these  sleeves,  as  they  serce  as 
a  muff  when  mylady  so  desires. 
The  embroidery  or  other  embellish- 

ments are  often  placed  at  a  low  waist- 
line, which  further  enhances  the  subtle 

grandeur  of  these  coats. 
While  many  of  these  coats  are  made 

no  straight  roomy  lines  that  can  be  ad- 
justed wrap  fashion,  others  have  a  sug- 

gestion of  fullness  at  the  bottom.  Some 
of  these  models  are  belted,  others  are 
beltless  and  fasten  in  various  ways. 

Attractiveness   expressed   in   terms    of 

youthful     simplicity,     characterize     the 
loose  back  and  belted  front  coats.  Many 
of  these  coats  are  made  so  as  to  be  worn 
with  a  belt  all  the  way  around  if  so  de- 

sired. Some  of  these  coats  have  a  soft, 
full,  straight  hanging  back,  others  prefer 
to  flare,  giving  a  full  sweep  at  the  bot- tom. 

The  spirit  of  youth  predominates  in 
the  fascinating  street  or  sport  coats, 
made  in  the  soft  wool  fabrics,  in  charm- 

ing bright  colors,  in  which  the  two  tones 
are  often  introduced. 

There  is  a  jaunty  air  about  the  slender 
body  coats,  with  a  full  skirt  section  that 
is  irresistible  when  worn  by  a  slender 
figure.  On  this  type  of  coat  we  see  high- 

er arm  size  and  often  the  cut  through 
hip  line  is  used,  and  frequently  a  narrow 
string  belt. 

Fur  collars  and  cuffs  will  be  used  as 
extensively  as  ever.  A  very  rich  effect 
is  obtained  through  the  contrast  of  the 
light  colored  furs  on  the  dark  materials. 
The  dark  furs,  however,  have  lost  none 
of  their  popularity.  Very  often  the  fur 
matches  the  material  in  color.  The  fur 
is  arranged  in  many  ingenious  ways  to 
enhance  a  certain  line  or  cut.  The  use 
of  fur  motifs  set  on  the  garment  at  in- 

tervals is  very  new  and  attractive. 
Medium  size  collars  prevail.  The  col- 

lars never  come  over  the  shoulder  line 
when  the  garment  is  fastened.  The 
shoulder  line  must  be  slender  to  be  styl- 

ish. Soft  shirred  collars,  rolling  shawl 
collars  .tuxedo  collars,  chin  chin  collars, 
collars  that  fasten  to  the  side,  collars  that 
can  be  worn  several  ways  add  charm  and 
individuality  to  the  coats. 

The  yoke,  when  a  yoke  is  used,  is  very 
small,  very  often  concealed  by  the  collar 
itself.  The  small  yoke  is  often  used  to 
shape  the  slender  shoulder  lines  and  in- 

troduce soft  fullness  to  the  body  lines. 
Embroidery  and  its  application  is  an 

art  within  itself.  Very  often  the  em- 
broidery suggests  the  Egyptian  influence. 

Some  very  clever  effects  are  obtained 
through  the  use  of  panels,  stitching,  braid 
self  cloth,  strap  tassels  and  fringe,  fancy 

belts,  buckles  and  buttons  are  also  used 
to  good  advantage  to  trim  many  attrac- 

tive coats. Colors. 

Black    and    various    tones    of   blue    and 
brown  will  predominate. Suits. 

Simplicity  characterizes  the  slender 
straight  line  tailor  made  suits.  Unusual 
treatments  in  self  cloth  straps,  braid  ap- 

plications, self  cordings  or  pipings  serve 
to  trim  many  of  these  garments. 

Very  lovely  are  the  dressy  tailored 
suits,  fur  trimmed  or  embroidered.  In 
many  of  these  suits  the  flare  is  suggest- 

ed. Others  carry  out  the  straight  line 
silhouette.  Many  of  these  suits  feature 
a  side  fastening  and  chin  chin  collar. 

The  chic  youthful  suit  is  again  in  evi- 
dence. In  this  type,  there  is  variation  in 

line.  Some  are  straight  hanging  and 
boxy,  others  are  form  fitted  and  still 
others  are  softly  belted.  Irregular  bot- 

toms often  add  a  jaunty  air  to  these 
suits. 

The  sleeves  and  collars  of  these  suits 

are  most  interesting.  The  ever-becom- 
ing slender  shawl  or  notch  collars  are 

used  on  many  of  the  straight  tailored 
suits  to  be  worn  with  separate  furs. 
Shawl  collars  of  fur  are  also  shown,  fea- 

turing a  smart  side  fastening  that  can 
be  buttoned  up  to  the  neck. 

The  directoire  influence  is  suggested  in 
the  large  soft  reveres  in  many  of  the 
suits. 

Chin  chin  collars  an  dsoft  rolling  col- 
lars add  individual  style  to  many  of  the 

garments. Many  of  the  sleeves  are  bellshaped  at 
the  wrist  and  some  of  the  sleeves  are 
embroidered  or  stitched  to  correspond 
with  the  body  of  the  suit,  while  lavish 
trimmings  are  assduously  avoided, — sin- 

gularly rich  and  original  effects  are 
brought  about  through  the  use  of  fur, 
embroidery,  stitching,  braid,  cording,  but- 

tons or  self  cloth  straps. 
The  skirts  will  continue  to  be  made  on 

the  straight  and  slender  lines  and  are 
short  enough  to  give  a  youthful  air  to 
the  garment. 

Coat  Dress  Popular 
Fall  Model 

(Continued  from  Page  L03) 
beads    vied      with   regulation      military 
braids  as  trimmings  upon  tunics  or  over- -kirts. 

Trimmings. 

Possibly  the  most  important  thing  in 
the  trimming  line  today  is  fringe,  and 
not  only  satin,  but  tricotine  frocks  show 
applications  of  this  universally  popular 
trimming.  Raffia,  kid,  cire  satin,  patent 
leather  and  silk  braid  in  a  moire  pat- 

tern are  all  indicated  for  fall,  with  every 
promise  of  success.  A  real  novelty  is 
offered  by  another  Montreal  maker  in 
the   way    of   trimming,    namely,    a    sun- 

burst effect  developed  in  tricotine  faced 
with  a  vivid  shade  of  Canton,  such  as 
jade  or  henna,  and  cut  in  such  a  way 
that  the  facing  is  reversed  upon  the  cen- 

tral figure,  the  necessary  stiffness  being 
acquirred  by  means  of  rubberizing  the 
fabrics.  These  motifs  are  infinitely  at- 
tractve  upon  an  otherwise  strictly  tail- 

ored gown. 
Small  collars  have  reappeared  and  are 

generally  of  self  fabric  as  best  befits 
the  winter  frock,  but  much  latitude  is 
permitted  in  the  choice  of  vestees.  In 
many  dresses  which  simulate  the  coat 
effect,  there  is  really  no  separate  under- 

skirt, the  appearance  being  achievd  by 
th  introduction  of  a  panel  or  a  simulated 
slip  effect.  Three-quarter  bell  sleeves 
predominate  in  these  arly  showings  but 
may  b  replaced  by  full  length  later  on. 

Where  girdles  are  employed  a  long- 
waisted  effect  will  continue  to  be  accent- 

ed, only  th  narrowest  of  string  ties  or 
wide  sashes  being  used.  Here  and  there 
a  chain  girdle  is  noticed  or  a  rope  of 
gay  colored  beads  knotted  to  one  side. 

In  dresses,  as  in  coats,  straight,  loose 
lines  seem  to  stand  out  above  all  others, 
and  indicate  a  more  plainly  than  any 
other  sign,  that  intelligent  demand  is 
swaying  of  pendulum  of  style  towards  a 
saner  and  simpler  mode. 

Get  out  of  yourself  more  than  you  ha- 
bitually do.  Get  away  from  your  rou- 

tine ideas.  Give  more  thought  to  what 
is  going  on  in  the  world  around  you. 
Vitalize  your  mind  by  wider  reading,  by 
more  alert  observation. 
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202  St.  Catherine  St. 

ANNOUNCEMENT 
Our  complete  line  of 

COATS  and   WRAPS 
for    Fall    and    Winter   is    now    ready    for    your  inspection  at  our  show  rooms  and  with 

our  salesman   on   the  road. 

P.  FARMER J.  H.  MILFORD 

3tom&i-Jtitf<?uL 
Manufacturers  of  Popular  Priced  Waists 

Silks, 

Crepes, 

227  CRAIG  STREET  WEST 

Cottons, 

Georgettes,  etc. 
M  ONTREAL 

Removal 
Notice 

WE   HAVE   MOVED 

FROM 

243    BLEURY    ST. 

TO  THE 

NEW  WILDER  BUILDING. 

32]    BLUERY    ST. 

SAMPLES  READY  FOR  YOUR 

INSPECTION 

VISITING   BUYERS 

WELCOME 

Montreal 

Children's  Coats 
We    make    a   complete   line   in 

BABIES    and  CHILD- 
REN'S COATS 

Specializing  in  ALL  WOOL 
BLANKET  CLOTH  and  HEATH- 

ER   MIXTURES. 

PERFECTION  CHILDREN'S  CLOAK  CO. LIMITED 

109    Simcoe    St.  Toronto 

Rogers- Frankfort  Co. 
Limited 

Manufactures   of 

Children's  Headwear 
Ladies'  Neckwear 

and  Belts 

Write   us   to"  have   our   Traveller 
call  on  you  with  our  Fall  range. 

109    Simcoe    St. Toronto 

SKIRTS 

ROZEN  81  COHEN 
DUBRULE    BLDG. 

451    Phillips    Square 

MONTREAL 

Telephone  Plateau  2043 

Skirts    for    all    occasions 

Our    line    of    coats    and    suits    is 

more   complete    than   ever. 

Our    travellers    are    out    with    a 

full   line   of  samples. 

303    Mountain    St. 
Montreal 
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Description  of  New  Fall  Wrap. 
Pile  Fabrics  Used  On  Account  Of  Soft  Lines — Fabric  And  Fur  Collars  Worn  High  And  Full — Kimona,  Raglan  or  Set-in 

Sleeves — Subdued  Trimmings — The  Plush  Coat. 

Te  entry  of  fall  fashions  upon  the 
attention  of  -Montreal  garment  ma- 
stage  of  styledom  occupies  the 

nufacturers  who  have  been  busily  en- 
gaged in  putting  forth  tno  advance 

showings  in  anticipation  of  an  excellent 
season.  Although  it  has  been  stated 
that  the  woman  of  today  is  getting  away 
from  the  uniform  ideas,  especially  in  re- 

gard to  suits,  nevertheless  there  is  one 
type  of  garment  which  predominates 
early  fall  collections,  namely,  the  wrap 
coat,  of  rich,  supple  pile  fafbric,  whicn 
is  usually  collared  and  suited  in  superb 
furs  and  lined  throughout  with  the  rich- 

est of  satins  or  French  crepes.  But  in 
these  wraps  the  utmost  latitude  prevails. 
The  Dolman,  as  such,  no  longer  exists, 
but  its  successors  are  indefinitely  more 
practical  and  effective,  the  new  sleeve- 
lin  combining  ample  roominess  and  com- 

fort with  an  ideal  softness  of  outline, 
which  creates  a  silhouette  decidedly  in- 

dividual and  engagingly  smart. 
Generally  speaking,  the  coming  season 

will  see  an  ertiorescene  of  neutral  tints 
in  thes  sumptuous  top  coats  or  wraps, 
and  all  th  changes  will  be  rung  on  the 
color  scale  from  sand  down  to  nigger, 
with  considerable  emphasis  on  the  rein- 

deer tones.  Dull  blues  promise  excellent 
success  as  well.  With  scarcely  and  ex- 

ception, pile  fabrics  have  been  selected 
by  the  leading  makers  on  account  of  the 
facility  with  which  these  fabrics  lend 
themselves  to  soft  lines  at  armhole  or 
hem.  And  when  combined  with  enor- 

mous collars  of  mole,  opossum,  seal, 
sable  or  squirrel,  and  given  the  final 
touch  by  an  application  of  embroidery, 
stitchery  or  simply  original  treatments 
of  the  fabric  such  as  the  unexpected  in- 

troduction of  panels,  gores  of  contrast- 
ing inserts  of  fur,  these  fabrics  reach 

the  height  of  their  perfection.  In  some 
show-room  they  are  known  a  bolivia,  in 
others  as  velvour,  normandy,  marvella, 
veldyne,  ramona,  etc. 

Straight  lines  predominate  in  the  mat- 
ter of  silhouette,  but  one  would  not  be 

surprised  to  learn  that  the  Canadian 
woman  has  fallen  a  victim  to  the  charms 
of  the  newest  semifitted  coat  with  flar- 

ing circular  skirt,  below  the  waist  line, 
and  which  buttons  to  the  chin  diagonally 
across  the  chest.  The  Directoire  influ- 

ence is  very  perceptile  in  such  types  as 
these  which  are  also  cleverly  enhanced 
with  short  haired  peltry. 

Collars. 

Collars  deserve  special  mention,  be- 
cause they  indicate  most  definitely  the 

exact  difference  in  the  mode  over  last 
season.  They  are  of  both  fabric  and 
fur,  but  the  latter,  prodigiously  high  and 
full,  show  newly  devised  shapings  which, 
while  not  sensationally  departing  from 
accepted  styles,  nevertheless  leave  be 
hind  completely  the  deep  drop  back  and 
side-collar  of  past  seasons.  The  choker 
effect  very  high  and  standing  away  from 
the  face,  will  enter  greatly  into  the  com- 

position of  wrap  coats.  The  application 
of  the  Tuxedo  effect  in  wraps  is  another 
new  feature,  the  exemplification  of 
which  is  discernible  in  a  magnificent  cost 
of  reindeer  velours  fabric,  in  facing  of 
which  was  of  beautifully  blended  mole, 

some  six  or  more  inches  deep,  extending 
from  neck  to  hem.  This  could  be  worn 
either  open  to  display  the  richness  of  the 
fur  facing,  or  wrapped  about  the  figure 
in  cape  effect  with  the  fur  turned  in- wards. 

Trimming  and  Sleeves 
One  Montreal  house  is  showing  the  la- 

test novelty  in  trimming,  Slynx,  upon  se- 
veral of  its  newest  models.  This  fur 

looks  well  upon  dull  blue  Normandy 
cloth  upon  which  its  tight  little  -ucla 
and  pearly  gray  color  are  well  shown  rp. 
A  rich  lining  of  Canton  crepe  exactly 
matching  the  Slynx  in  tone  is  a  distinc- 

tive finish. 
Sleeves  may  be  in  kimona,  raglan  or 

set-in  designs,  but  in  the  case  of  the  lat- 
ter, the  seaming  is  cleverly  disposed  of 

in  novel  ways,  suggestive  of  panels 
rather  than  the  conventional  shoulder 
line.  Cuffs  flare  in  bell  fashion  or  are 
plain,  and  may  be  banded  in  fur  or  left 
untrimed. 

String  belts,  either  half-way  or  all 
around,  are  used  upon  all  wraps  which 
boast  a  belt  in  any  form.  Plump  or  fur 
balls  are  frequently  seen  upon  the  stsh- 
ends. 

Finally,  in  considering  the  offerings  of 
Montreal  show-rooms,  mention  must  be 
made  of  the  many  original  and  effective 
modes  of  trimming  which  are  featured 
upon  the  wraps  for  1921-22.  Over-ela- 

boration of  design  is  carefully  avoided 
in  most  of  the  collections,  the  tendency 
being  the  subdue  the  trimming  and  play 
up  the  beauty  of  line  and  richness  of 
fabric.  However,  many  clever  varia- 

tions of  chenille  embroidery,  fur  appli- 
que, and  chain-stitching  were  observed, 

sometimes  entirely  of  silk  or  again  in 
combination  with  metallic  effects.  Ki- 

mona sleeves  and  the  edges  of  simulated 
cape  effects  offered  convenient  vantage 

points  for  the  addition  of  interesting- designs. 
The  plush  coat  is  features  in  exceed- 

inggly  smart  models  this  season,  offer- 
ing more  than  the  usual  possibilities 

for  the  woman  of  moderate  means.  Vi- 
vidly contrasting  linings  of  Rayal  blue, 

etc.,  are  used  with  these  coats,  as  well 
as  collars  of  rich  fur. 

The  length  of  these  coats  varies  in 
accordance  with  the  size,  the  average 

being  46  to  48  inches.  The  wearer's 
skirt  must  not  show  bneath  the  hem, 
but  the  coat  should  overhang  by  an  inch 
or  two. 

Clever  design  in  fall  line  of  fancy 
goods  being  shown  by  Hambly  &  Wilson, 
Toronto. 

Child's  romper  made  in  heavy  silk 
pongee  with  patent  belt.  Shown  by 
ambly  &  Wilson,  Toronto. 

Routine  business  and  optimistic  re- 
marks from  James  R.  Gordon,  president 

of  the  Canadian  Converters,  marked  the 
annual  meeting  of  the  shareholders  of 
the  Canadian  Converters,  Limited.  The 
president,  in  his  remarks,  stated  that 
shareholders  should  have  every  reason  to 

be  satisfied  v;th  the  statement  presented 
for  considor.it ion  and  adoption.  He  ex- 

pressed confidence  in  the  future,  and 

while  he  could  not  make  a  definite  pre- 
diction he  thought  that  the  report  for 

1921  would  be  equally  as  good  as  the  one 

presently  under  consideration.  He  said 
that  in  so  far  as  the  dividend  outlook 
was  concerned,  he  was  satisfied  that 
shareholders  this  year  would  receive  as 
much  as  they  had  last. 
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JUVENILE 
DRESSES    AND  SKIRTS 

Our  travellers  are  out 

Do   not    order  until   you   have   seen 
their   samples. 

MERIT  SKIRT  CO. 
436  St.  Catherine  St.  W. 

MONTREAL 

The  S.  &  D.  Dress  Co. 
142  PEEL   STREET 

(A  few  doors  above  Windsor  Hotel  i 

MONTREAL 

MAKING 
The  McElroy  Mfg.  Co.,  Ltd. 

'(mieiiis 

FAMOUS  FOR  THEIR 

Fit,  Cut,  Style, 
Hang  and  Finish 

HEAD    OFFICE: 

47  Simcoc  St.    -  Toronto 

MONAKER  DRESS 
Manufacturing  Company 

Makers    of    Evening,     Wedding. 
Afternoon    and     Street     Dresses. 

Silk,     Satin    and    Georgette.     Taf- 
fetas. 

Priced  from   $12.50   to  $30.00. 

A    visit    to    our    showrooms    will 
convince    you. 

Room    204 

591    St.    Catherine    Street    -West 
MONTREAL 

Models  of  Desig 
Workmanshi 

and 

Keep  your  eye  open  this  Kail 
for  garments  that  will  feature  the 
last  word  in  style  and  workman- 

shi]) at    prices   that  will  boost  your 

M.  MITCHELL 
Formerly   of    the 

KFGENT  CLOAK  COMPANY 

243   BLEURY   STREET 
MONTREAL 

OUR  MEN  ARE  OUT 
LOOK  FOR 
THEM 

La  Mode  Dress  Co. 
Room  200,  591  St.'Catherine  W. 

MONTREAL 

Men's  Raincoats 
At  Your  Own 

Price 

Ask  for  Samples 

mmm 

437  St.  Paul  St.  W„  Montrea, 

Wegler  Skirt  Co. 
Manufacturers  of 

Brand 
SKIRTS 

SUITS 
DRESSES 

Fall   Models  now  showing — 

A   range    unparalleled    for    value 
ready    for    immediate    delivery    in 
every   Avanted   shade    ;it    decidedly interesting    prices. 

Samples  and  quotations  on  request 

Note    our    New    Address: 
DUBRULEBLDG.     MONTREAL 

Owing  to  the  large  volume  of 
business  we  experienced,  we  were 
obliged    to    move    to 

LARGER    PREMISES 

in    (In 
UNITY     BUILDING 

where     we     are     making     a     most 
;i  1 1  fact  ive  line  of 

CLOAKS    and     SUITS 

ai     popular    prices. 

LEVINE  &  SHARE 
UNITY    BUILDING 

MONTRFAL 

Living  Model 
Photography 

for  fashion  and  advertising  purposes 

cannot    be    overrated. 

OurJjLi  ving  .\  1  odel_  Compositions 

for  Furs,  Ready-to-Wear,"  Knitted 

Goods,  etc.,  meet  all  requirements 

for  artistic,  true-to-life  illustrations 

Sample  of  our  work  may  be  seen 

in   S.  Medine's  illustration  page  103 
this     issue. 

Photo-Kraft  Studios 
LIMITED 

Formerly  Underwoos  &  Underwood, 

Limited 

60   St.   Matthew     St. 

Telephone  Uptown  7861 

MONTREAL 
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New  Fall  Models  at  Cleveland. 
Three  Distinct  Types  For  Fall  And  Two  Typos  Of  Fur  Collars — Brown  The  Leading  Shade  With  Black  Very  Popular 

— Fabrics  Are  Soft — Embroideries,  Furs  And  Braids  For  Trimming — Other  Features  Of  The  Show. 

The  semi-annual  meeting  and  Style 
Show  of  the  National  Cloak,  Suit 

and  Skirt  Manufacturers"  Associa- tion were  held  in  Cleveland  on  June  1. 

This  association  is  composed  of  manu- 

facturers from  Cleveland.  Chicago,  Cin- 
cinnati, Toledo  and  Toronto.  A  repre- 

sentatve  from  Dry  Goods  Review  attend- 
ed the  Style  Show  for  the  purpose  of 

giving  to  its  readers  the  earliest,  first- 
hand information  that  could  be  obtained 

on  fall  stvles.  At  these  meetings  which 

are  held  twice  a  year,  leading  manufac- 
turers submit  to  the  models  which  they 

have  made  for  the  coming  season,  and, 

after  careful  consideration  of  conditions 

and  stvles  in  general,  make  recommen- 

dations* as  to  which  designs  should  be 

adopted.  These  recommendations  are  ad- 
hered to  more  or  less  rigidly,  with  the 

result  that  a  uniformity  of  style  prevails 

without  interfering  n  any  way  with  the 

originality  of  the  designers.  The  at
tend- 

ance at  this  meeting  and  Style  show  was 

larger  than  usual  and  a  greater  divers
ity 

of  garments  was  shown  than  at  form
er 

meetings. 
Fall  Coats. 

The  coats  shown  were  of  three  types: 

the  one  which  follows  the  line  of  
the 

Fgure.  the  wrappy  coat  and  one  ot  
a 

Directoire  type.  The  large  sleeve  of  
last 

vear  has  given  way  to  the  one  of  
med- 

ium size  and  the  three  quarter  leng  h 

coat  has  disappeared.  They  are  nearly 

all  as  long  as  the  skirts  or  within  an  
inch 

of  the  hem.  Coats  with  loose-fitting 

hacks  and  belted  at  front  are  seen.  
Many 

models  however  showed  a  waist-lme  
all 

^The're  were  two  types  of  fur  collars. 
There  was  the  choker  which  as  a

  rule 

was  not  as  large  as  in  other  seasons
  and 

the  turndown  collar  which  was 
 much 

narrower  than  the  wide  shawl  col
lar  of 

"ast  year.  Very  wide  cuffs  were  used. 
Grev  furs  were  used  extensively,  

these 

being  for  the  most  part  squirrel, 
 blue- 

top  oppossum  and  mole  Others
  shown 

wire  beaver,  neutna  and  seal.  
Velvet 

plaved  a  more  important  part  
in  trim- 

ming than  it  has  in  several  years. 
Colors  and  Fabrics. 

The  color  which  so  far  has  the  rig
ht 

„f  way  for  fall  coats  is  brown  in  v
arious 

shade*,  the  darker  ones  being  sho
wn  in 

most  models.  Black  may  be  said  to  come
 

second  and  navy  third.  The  fabrics
  are 

the  soft  material  in  every  case.  rhe
s  • 

are  said  to  be  most  popular  because  thej
 

give  the  appearance  of  warmth  in  win
ter 

coats  and  they  mould  to  the  soft  lin
es 

required  in  the-  new  models. 
Trimmings  Used  Extensively 

There  was  a  lavish  display  of  trim- 

mings on  the  fall  coats  at  the  Style  Show. 
Some  were  embroidered  in  the  same 

shade  as  the  coats  while  others  were 

done  in  a  contrasting  color.  Fur  used 

not  only  for  collars  and  cuffs  but  for  full- 

length  reveres  and  along  the  bottom. 

Braids  rivalled  embroideries  for  trim- 

ming and  where  panels  were  required, 

wide  braids  were  used  almost  exclusive- 
ly.    Patch  pockets  were  used. 

One  striking  model  was  made  ot  Lolly- 
anna  cloth  with  a  nipped-in  waist  tine. 

It  had  a  fur  choker  deeper  at  the  front 

than  at  the  back  and  long  V-shaped  poc- 
kets.    Collar,   pockets  and  cuffs  W«  I 

beaver, 

Suits. 
The  long  straight  line  was  very  pro- 

nounced in  these  models  with  a  few  ex- 
ceptions, where  the  Directoire  type  was 

again  seen.  While  soft  fabrics  were 
used  they  did  not  obtain  the  same  prom- 

inence as  they  did  in  coats.  The  best 
types  of  serge  as  well  as  tricotine  were 
used  in  many  of  the  suits.  Braid  and 
embroidery  were  both  seen.  The  straight 
line  was  emphasized  in  many  models  by 
the  use  of  three  or  four  panels  of  braid 
down  the  back  of  the  coat.  The  Russian 
blouse  was  shown  again. 

Coats    Long    and    Skirts    Short. 
For  the  most  part  the  new  coats  are 

much  longer  than  formerly.  They  Hare 
at  the  bottom  quite  often.  As  to  skirts, 
whoever  phophecied  that  the  long  skirt 
which  Paris  is  using  will  be  seen  here  in 
the  fall,  was  under  a  very  erroneous  im- 

pression. Dry  Goods  Review  was  of  the 
(pinion  that  they  were  shorter  than  ever 
but  the  more  conservative  manufacturers 
stated  that  they  would  be  the  same  length 
as  in  the  spring.  Many  of  the  models 
with  their  long  flared  coats  an  dshort, 
not  too  narrow  skirts  gave  the  effect  of 
riding  habits.  The  coats  often  buttoned 
at  the  side  and  the  belts  were  fastened 
with  buckles.  Occasionally  a  coat  and 
skirt  of  different  colors  were  shown. 
There  was  one  striking  model  with  a  navy 
skirt  and  a  black  brocaded  coat  which 
had  long  lapels  and  a  fitted  waist  line. 
Very  many  had  irregular  coat  lines,  the 
front  coming  only  to  the  waist,  the  sides 
to  the  hips  and  the  back,  long. 

Some  Without  Pur. 
Though  fur  was  used  to  a  great  extent 

on  the  suits  it  was  not  seen  so  often  as 
in  the  coats.  Many  of  the  suits  had  col- 

lars, cuffs  and  pockets  of  the  same  ma- 
terial as  the  suit  itself.  Others  were  of 

velvet  as  were  one  or  two  of  the  smart- 
est models  themselves.  Girdles  with 

fringe  were  used  and  more  often  were 
placed  on  both  sides  than  on  one. 

In    colors,    it    could   not   be    said   that 
brown     received     any     more  prominence 
than  navy.     Seal  was  used  on  the  navy 
suits    particularly    in    the    choker    furs. 
One  model,  that  attracted  attention  was 
of  a  soft  taupe  shade  with  mole  fur.  The 
skirt  came  only  about  six  inches  below  the 
coat  and   flared   slightly   at   the  bottom. 
The    collar   was    so    deep    that   the 
could  be  almost  hidden  in  it  at  the 
while  the  back  was  low  enough  so 
the  hair  was  not  interfered  with. 

Other   Features. 
It  was  noticed  that  embroidery  was 

usually  confined  to  the  sides  and  the  front 
so  that  from  the  back  the  straight  line 
was  emphasized,  When  trimming  was 
used  on  backs  it  was  most  often  braid. 

There  were  many  bell-shaped  sle 
Most  suits  showed  the  narrow  shoulder 

line. 
Some  of  the  new  fabrics  are  Rivolia, 

Erminine  and  Veldette. 
When  shawl  collars  were  used  they 

were  ver  yoften  notched. 
Girdels  came  to  the  edge  of  skirt  or 

below  it. 

At  the  meeting  of  the  newly  elected 

board  of  directors  of  the  Dominion  Tex- 
tile Company,  Limited,  which  was  held 

immediately  after  the  annual  meeting  of 
shareholders,  the  dividend  on  the  com- 

:  common  stock  was  raised  to  12 

per  cent,  per  annum.  This  is  in  line  with 
Street  expectations  and  represents  an  in- 

crease in  the  dividend  rate  on  the  com- 
mon stock  of  2  per  cent,  per  annum.  The 

dividend  increase  adds  another  construc- 
tion step  to  the  dividend  history  of  the 

company's  common  stock.  The  rate  was 
increased  from  6  to  7  per  cent,  for  the 
quarter  ending  June  30,  1917,  and  to  8 
per  cent,  for  the  quarter  ending  June  30, 
1918,  and  to  10  per  cent,  for  the  quarter 
ending  June  30,  1920.  Thus  the  dividend 
policy  of  the  company  in  the  past  five 

years  has  been  a  consistent  one  culminat- 
in  the  present  increase. 

The  dividend  declaration  at  today's 
meeting  was  for  3  per  cent.,  payable  July 
1  to  shareholders  of  record  June  15. 

Following  the  adoption  of  the  annual 
report,  the  retiring  board  of  directors 
was  re-elected  for  the  current  year,  the 
board  standing  as  follows: — Sir  Charles 

B.  Gordon,  pi-esident:  Sir  Herbert  S. 
Holt,  vice-president;  J.  P.  Black,  John 
Baillie,  C.  R.  Hosmer,  W.  A.  Black  and 
F.  G.  Daniels,  general  manager. 

Ready-to-Wear 
(Continued  from  102) 

of  a  sale.  However,  this  rule  is  by  no 
means  a  hard  and  fast  one,  as,  according 
to  Mr.  Fortin,  customers  now  realize 
that  it  is  for  their  own  protection  that 
such  a  policy  has  been  adopted,  and  they 
seldom  presume  to  take  advantage  of 
the  store. 

In  connection  with  the  unprecedented 

success  of  the  women's  section,  it  has 
been  decided  to  adopt  the  same  methods 

in  developing  the  men's  department,  and 
during  the  coming  summer  a  complete 

line  of  men's  clothing  will  be  introduced 
and  made  a  part  of  the  store  in  future. 
.It  is  expected  that  a  new  department  will 
be  opened  each  season  from  now  on, 
since  the  growth  of  the  city  demands 
a  corresponding  expansion  on  the  part 
of  its  stores,  if  they  would  retain  the 
business  of  the  population  and  offset  the 
attractions  of  the  mail-order  houses. 
That  the  merchants  of  Three  Rivers  re- 

alize their  obligations  is  very  plain,  and 
it  is  but  the  manifestation  of  that  spirit 
alluded  to  before — the  prophetic  belief 
in  the  future  of  their  own  city — which 
prompts  them  in  their  enterprise,  rather 
than  the  anticipation  of  personal  gain,  a 
fault  that  has  killed  business  more  fre- 

quently than  it  has  increased  it. 
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OSTUME  GO. 

We   are  specializing  on 

SERGE  DRESSES 
Sizes  from  16  to  44,  Navy  and  Black  only,  made  of  the  finest  Bottamy 

Serge  on  the  market. 

Beautiful  hand  and  bead  embroidery 

PRICES  $10.50  to  $12.75 

We  employ  no  salesmen  on  the  road.     Always  carry  a  stock  of  2,000  to 
3,000  dresses  on   the  rack. 

Samples  on  request  at  our  expense. 

50  St.   Catherine  St.   West. 
Montreal 

NEXT  ISSUE 
OF 

DRY  GOODS  REVIEW 
WILL  BE 

The  34th  Annual 

FALL  NUMBER 

JULY,  1921 

CLOAKS 
SUITS 

WAISTS 

Atlas    Fall    Showing 
Forecasts  The  Mode 

i 
You  cam  depend  absolutely  upon  the  authenticity      I 

of   every   model   included    in    the    Atlas    assortment 
for   Fall   and   immediate. 

I 
Not    only    are    they    accurate   forecasts    of    the      i 

season's   styles   but   each   has   been   developed   with 
^regard   to  its  retail  salability. 

The  lines  are  right,  the  trimming  ideas  are  new, 
the  fabrics  are  delightful,  the  workmenship  will 
please   the   most   critical. 

The  prices  are  in  line  with  the  downward  trend 

Buy   carefully,   but  buy! 

Stocks  on  racks  for  immediate  delivery. 

Atlas  Garment  Mfg.  &  Trading  Co. 
46  St.  Alexander  St.,  Montreal 
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STANDARD 
FACTORIES 
CORPORATION 

LIMITED 

Ladies'  Blouses 
Middy  Waists 

Dresses 

Skirts 

Wash  Goods 

STANDARD 
FACTORIES 
1  CORPORATION 

LIMITED 

House  Dresses 

Men's  &  Boy's 
Shirts 

Silk  Wear 
Etc. 

MANUFACTURERS  TO  THE 

WHOLESALE  JOBBING  TRADE 

Write  for  Samples 

OFFICE  AND  PLANT 

St.  Denis,  Duluth  and  Drolet  Streets 

MONTREAL 
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STANDARD, 

FACTORIES^ 
^CORPORATION/ 

LIMITED 

KNOCKED  DOWN 
BUT    NOT 

STANDARD, 

FACTORIES1 
CORPORATION 

LIMITED 

KNOCKED  OUT 
SAYS  THE  PRESIDENT  OF  THE 

STANDARD  FACTORIES 
With 

Persever- 
ance 

and 

Integrity 

You 

Can  Rule 

the 

World 

MY  NAME  WAS  KNO^Q  FROM  COAST-TO-COAST 
AS  THE  LARGEST  AND  MOST  SUCCESSFUL 

LADIES*  WEAR  MANUFACTURER 
AND  WITH  MY  CAPABILITIES 

WE  WILL  REMAIN  TO  BE  SO 

STANDARD, 

lFACTORIESi 
CORPORATION 
}  LIMITED , 

St.  Denis,  Duluth  &  Drolet  Streets 

MONTREAL 
STANDARD] 

^  FACTORIES  J 

^CORPORATION) .  LIMITED. 
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Designers  and  Makers  of 

Missss'  andJuniors' 
Dresses 

The  Counter  Costume  Co. 
Limited 

N'ew     Address:     131-139     Spadina     Ave. 
Spadina  Bldg. 

TORONTO 

REPRESENTATIVES: 

Western   Canada:        City:  Western   Ontario 
J.  HOWARD     R.  O.  HARORAVE     R.  KENNEDY 

Eastern  and  Northern  Ontario:       Maritime  Provinces: 
A.  B.  COLLWELL  W.  A.  TALLMIRE 

The 
working 

men swear  by 
"Arm  & 

Hammer 
Work 
Shirts 

and 
Overalls! 

For  brisk 
Summer Selling 

In 

Stock 
for 
Immediate  Delivery 
Our  Mail  Order  Department  will  ship  at 
once  on  receipt    of    your    order    by    Post 

J.    A.    Haugh   Mfg.    Co. 
King  and  Bathurst  Sts. 

Toronto 

Men's  &  Boys'   Khaki  T0s  ers 
Men's  &  Boys'  Khak„.  Sru 
Men's  &  Boys'  Duck   Thirtsrs 
Boys'    Khaki    Bloome  rsrouse 
Haugh  Brand   Kiddie  Garments 
Boys'  &  Men's  Chambray  Trousers 

Only  Best  of  Chambray  Used 
All   Garments   Made  in  Canada 
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Sopl  Iras  dtompam} 
Our  Fall  Line  has  many  agreeable  surprises.     The  range  will  he  lower  in  price — the 

quality  as  high  as  ever. 

Due  to  improved  facilities  we  will  be  able  to  execute  orders  promptly. 

Every   style   that   discrimination   suggests   and   every   requirement   that    a  first-class 

clientele  demands  has  been  dedicated  to  our  Fall  productions. 

We  have  worked  deligently  to  create  the  best    "ROYAL  DRESSES,"  yet  offered 
and  each  frock  will  appear  as  though  fashioned  to  individual  order. 

Elegant  phrases  may  sell  people  once,  but  only  quality  and  extraordinary  workman- 

ship will  bring  them  back. 

In  brief  and  without  embellishment— our  lines  this  Fall  will  increase  next  season's, 
business. 

We  extend  a  cordial  invitation   to  call. 

Yours  respectfully, 

HAMER,    BRODKIN    LIMITED 

makers    of 

ROYAL    DRESSES 

303  MOUNTAIN  STREET 

MONTREAL 

Representatives : 

Western  Provinces,   MR.   M.   HAMER;  Ontario.   MR:   ROTHBART;  Maritime    & 

Province  of  Quebec,  MR.  N.  BRODKIN. 

DC 

DC 
DEZXC 

DC 
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THE 

BLAND  MFG.  CO.  LIMITED 
SOMMER     BUILDING 

MONTREAL 

•V  : 

;  E  [ 

i  5 

u.s 

Maker  in  a  Large  Way 
OF 

POPUI  \R  PRICED   WAISTS 

<oc: :x> 

i  1'! 

i  Mi 

I 

W.  C.  BLAND  LIMITED 
PHILLIPS   SQUARE 

MONTREAL 

SPORT  -SKIRTS 
and 

TAILORED    WAISTS 
OF  THE  FINER  GRADE 

N 

8 

I 
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An  Important  Message  to 

All  Dealers  in 

Coats  and  Suits 
Our  travellers  will  be  in  their  respective 

territories  after  June  15th,  showing  the  newesl 
models    made    from    absolutely    new    material,    in 
most     desirable    shades    and    styles. 

Lazare  &  Novels  Suits  and  Coals  bear  the 
"hall-marks"  of  an  individuality  that  are  looked 
Tor  by  buyers  for  quality  shops. 

Prices  are  so  arranged  as  to  give  a  square 
deal  to  customer  and  retailer  alike  100  per  cent, 
satisfaction  for  the  wearer  and  a  fair  return  in 
profit    and    prestige   for   the    merchant. 

Buyers  will  readily  see  the  advantage  of 
placing  orders  early  in  order  to  obtain  a  share  of 
this   new    stock. 

Corner  St.  Catherine  W.  and 
Mountain  Sts. 
MONTREAL 

M.  GARDNER  &  Co.  Limited 
Announce  to  the  trade 

Their  Fall   Showing  of 

TAILORED  DRESSES 
of    the 

BETTER  KIND 

Sll  KS  CHARMEUSES 
(ANTON  CREPE 

SUEDINES  TRICOTINES 
SERGES 

Our  Travellers  are  out  with  a  Full   Range 

Orders  placed  with  us  will  receive  our 

MOST    CAREFULL    ATTENTION 

IX     EVERY    DETAIL 

SERVICE   and    SATISFACTION 

IS    OUR    AIM 

233-239    BLEURV    St. MONTREAL 
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CAPTURE  THE  TRADE  BY  SELLIPsG  THE  "VOGUE"  in 
EXCLUSIVE  WAISTS 

TAFFETA 

GEORGETTE 

CREPE  DE  CHINE 

TRI  COLETTE 

DAINTY    DRESSES 

The    latest    Vogue    Dresses    exhibit 
an  allurement  and   beauty  that   make 
them   fast   favorites. 

SERGE 
TRICOTINE 

CANTON   CREPE 
CHARMEUSE 

TAFPTAC 

Quality  Considered  You  Pay   Us  Less 

VOGUE  WAIST  &  DRESS  CO.  ̂ ZS^tZ MONTREAL 

For  the  Out  Door  Life 
FOR  THE   GARDENER  FOR  THE   MOTORIST 

FOR  THE  MAN  WHO  REQUIRES  HAND  PROTECTION 

One   line   of 

GLOVES  and  MITTS 
has  proven  the  riftht  thing  for  men  at  work  in  the  garden,  around  the  car, 

at  any  odd  jobs,  and  for  the  many,  many  men  who  use  working  gloves  or  mitts 

at  their  work  at  the  time. 

This  proven  line  is  designated  by  this  Trade  Mark — 

The  Brand  of 

GLOVES  and  MITTS 
that  will  build  sales  for  you! 

Styles:  Gauntlet,  Knit  Wrist  and  Band  Top.  Heavy,  Medium  and  Light 

weights.  Leather  tip  and  leather  faces  gloves.  Jersey  Gloves  and 

Mitts. 

Colors  : 

Tan,    Slate   or   Oxford. 

THE  AMERICAN  PAD  &  TEXTILE  COMPANY,  CHATHAM,  ONTARIO 

PARIS,  March  26,  1921.— Clothes  were 
never  more  feminine  than  to-day,  and 
those  designed  by  men — curiously 
enough — are  more  pronounced  in  their 
feminity  than  the  creations  of  women  de- 

signers. Never,  too,  was  there  more  lat- 
itude in  the  length  and  width  of  skirts 

or  in  their  styles.  Some  droop  on  one 
side  only,  and  have  but  one  plain  panel, 
others  have  two  panels,  one  at  each  side, 
and  both  longer  than  the  skirt.  Then 
there  is  the  scalloped  skirt  with  apron 
draperies,  the  wide  pleated  and  the  plisse 
skirt.  The  panel  is  ubiquitous,  but  it 
may  mar  as  well  as  make  a  toilette,  for 
it  can  be  too  long,  as  well  as  too  short, 
at  the  back  or  front.  It  is  more  often 

trimmed  than   plain,  is  frequently  lined 

to  give  relief  to  a  gown  of  sober,  color- 
ing, and  may  hang  loose,  or  be  caught  in 

at  the  hem  in  Turkish  trouser  fashion. 

Tuckers,  frills,  and  jabots  are  to  be  very 
much  worn  this  summer.  The  first  will 

be  very  floppy,  but  jabots  are  stiffer  and 
on  masculine  lines. 

The  sash  continues  to  remain  a  strik- 

ing feature  of  this  season's  fashions,  and 
nearly  every  dress  displays  it  on  one  or 
other  of  its  many  forms.  It  affords 
change  and  variety  at  a  small  cost.  It 
gives  distinction  and  individuality  to  the 
simplest  dresses,  and  is  indispensable  in 
the  case  of  the  chemise  frock.  This  use- 

ful gown  is  very  popular  again,  and  in 
black  silk  and  velvet  requires  only  a 
sash  for  adornment.     These  frocks,  as  a 

rule,  have  short  sleeves,  and  round  or 
oval  necks,  and  are  completed  by  a  sash 

of  sily  crepe  in  a  vivid  color,  or  a  swath- 
ed sash  of  the  material  lined  with  a  con- 

trasting color. 
Many  young  girls  attending  dances, 

wear  nothing  at  all  in  the  way  of  hair 

ornaments — simply  their  beautifully- 
burnished  hair  admirably  arranged  in 

some  simple  style  of  hair-dressing. 
Others  display  charming  little  coiffure 
ornaments  made  of  wee  leaves  of  gold  or 
silver  mounted  on  wire,  or  of  tiny  roses 

carried  out  in  georgette  or  ninon  of  deli- 
cate color.  Beads,  lace,  pearls,  clusters 

of  flowers  or  fruit  or  tufts  of  wee  ostrich 

tips  are  all  also  in  vogue  as  hair  orna- 
ments. 
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CANADIAN  BRAID  AND 
TRIMMING  CO.,  LTD. 

Manufacturers  of 

Girdles 

Braids 

Fringes 

Cords 

Tassels 

Ornaments 

Buttons 

Fur  and 

Dress 

Trimmings 

39  DOWD  ST.,  MONTREAL 
TORONTO     64  Wellington  St.  W.       WINNIPEG     16 
Syl fester  Wilson  Bldg.,  Representative     J.  R.  Galbraith 

J.  DUDGEON  &  CO. 
Manufacturers'  Agents 

A09  Unity  Building      -     Montreal 

Representing  British  Manufactur- 
ers to  the  Wholesale  and  Manu- 

facturing Trade  for — ■ 
Madras  Muslins,  Curtains,  Curtain 
Nets,  Cottons,  Linens  of  all  kinds, 

Men's  Suitings,  Serges,  Overcoat- 
ings, Linings,  Dress  Goods,  Laces, 

and  Handkerchiefs. 

Half  Ball Full  Ball Acorn 

You  can  make  these  buttons 

while  your  customer  waits. 

Their  own  or    your    material. 

SCORES  OF  ATTRACTIVE 
COVERED  BUTTONS 

Made  easily,  economically 

and  profitably  with 

Menkin    Equipments 
Send  for  particulars 

Sixty  years'  experience  behind  our service. 

S.  MENKIN,  INC. 
143  W.  28th  St.,  New  York 

BRAND 
(REG.) 

"DRESS  FABRICS" 
F.  A.  RODDEN  &  CO. 

Dry  Goods 

Commissioners  and  Importers 

52  Victoria  Square  MONTREAL 

An  electric  extension  wire  which 
was  being  used  in  the  work  of  in- 

stalling a  sprinkling  system  caused 
a  fire  in  the  store  of  the  Paquet 

Company,  Quebec,  on  May  18.  Con- siderable damage  by  water  was 
clone  to  the  building  and  to  goods 
in  the  men's  tailoring  and  sample 
departments. 

At  the  Woodbine  races  Toronto 
this  year  it  was  noticed  that  capes 
were  by  far  the  favored  wrap  on 
cold  days.  Some  were  pleated  but 
many  were  made  with  loose  flowing 
lines  like  the  mod?ls  that  are 
shown  in  Paris.  Many  had  white 
collars,  either  of  Shetland  wool  or 

angora.  There  was  a  'blue'  day when  the  premominance  of  that 
color  was  very  remarkable  and  a 
'gray'  one,  a  day  when  the  sun 
shone  at  its  brightest  and  allowed 
the  lovely  grey  frocks  to  appear 
without  wraps.  It  is  interesting 
to  Canadians  to  note  the  place  that 
Toronto  now  holds  in  the  Kingdom 
of  Fashions  in  America:  a  well- 
known  trade  paper  on  the  other 
f,:de  devoted  two  columns  during 
race  week  to  the  styles  which  were 
worn  at  the  Woodbine. 

The  May  sales  of  furs  in  the  Lon- 
don, New  York  and  Montreal  mar- 
kets evidenced  the  fact  that  Cana- 
dian furs  are  in  demand,  Legiti- 

mate fur  traders  have  made  great 

efforts  to  stabilize  the  world's  mar- 
gets  this  spring  with  the  result 
that  inflated  prices  are  not  expec- 

ted. As  a  large  percentage  of  the 
fur  which  accumulated  during  the 
speculation  period  was  used  up, 
f !  esh  Canadian  peltries  are  already 
in  good  demand. 

CUT  YOUR  SAMPLES 
THIS  WAY 

With  HARDAKER'S 
"EASICUT"  Machines 

It    makes    them    more    attractive. 

Economical,  Fast,  Practical,  Neat. 

E.  W.  McMartin 
45  St.  Alexander  Street 

MONTREAL 

Complete  Lines  at  Keen  Values  in 

Underwear 
Shirts 
Ties 
Gloves Hosiery 

Miller  Men's  Wear  Limited Miller  Bldg. 

44-48  York  St.,      -        TORONTO 

"Everything  in  Men's  Furnithingt" 

Washable    Clothing 
AND    SPECIALTIES 

WHITE  DUCK  COATS  in  AH  Styles 
SUMMER   CLOTHING        LUSTRE  COATS 

WAREHOUSE    and    AUTO    DUSTERS 
DUCK    AND    FLANNEL    PANTS MEN'S    APRONS 

OFFICIAL  BOY  SCOUT  UNIFORMS  AND 
COMPLETE    OUTFITS 

MILITIA    AND    CADET    UNIFORMS 

BREECHES    AND    MILITARY    SUPPLIES 

The  Miller   Mfg.   Co.,  Limited 
44-46    York    Street,  -  TORONTO 

The   Oldest  and    Largest    Specialty 
Clothing  House  in  Canada. 

Handkerchiefs,  Cam- 
i  s  o  1  e  s,  Neckwear, 
Boudoir  Caps,  Baby 

Yokes,  Spats,  Accor- deon  Pleating,  Fancy 

Dry  Goods  and 
Smallwares,  Veil- 

Quick-on-Veils,  Cap  Shape 
Knitted  Scarfs,  Baby  Bon- 
Coats,  Ribbons,  Necklaces, 
and  Nets,  Embroideries, 

ns,  Beads,  Braids  and  Tas- Marabou    Trimming,    etc., 

tngs, 
Nets, 
nets, 

Laces 
Butto 

sels 
etc. 
We  can  give  immediate  delivery 

WESTERN  VEILING  COMPANY 
III  McUtrmot  Ave. WINNIPEG 

Brantford   Felt 
Novelty  Co. 

Brantford,       -       Canada 
Manufacturers  of 

H  gh    Grade    Pennants,    Cushion    Tops, 
Felt  Emblems,   Paper  Hats,   Advertising 

Novelties. 

SPECIALISTS  IN 

NOVELTIES  for  CARNIVALS 

DANCES,  ETC. 
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Begg's  Dry  Goods  store,  Thorold,  re- cently conducted  a  successful  ten  days' sale.  One  of  the  noval  features  of  this 
sale  which  contributed  to  its  success  was 
the  distribution  of  ten  thousand  bills  to 
people  in  all  parts  of  the  country.  Many 
of  these  bills  were  distributed  to  houses 
and  delivered  into  the  hands  of  the 
householder  personally.  The  door  bell 
was  rung  and  the  bill  handed  in  with 
the  message  "An  advertisement  of 
Begg's  Big  Sale".  During  the  first  four days  of  the  sale,  the  doors  had  to  be 
closed  on  several  occasions  to  allow  the 
customers  to  be  waited  on  before  others 
were  admitted. 

G.  R.  Kllar  of  Hamilton  has  instituted 
a  regular  Wednesday  morning  sale  in 
view  of  the  annual  half  holiday  held  in 
that  city  on  that  day.  Mr.  Kellar  makes 
special  mention  of  this  sale  in  his  re 
gular  advertising  and  has  so  developed 
the  idea  that  customers  are  on  the  look- 

out for  the  spcials  that  he  offers  on  that 
morning. 

Miss  E.  Pittaway  has  opened  a  new 
dry  goods  store  at  298  King  street  west 
Hamilton.  A  full  line  of  di-y  goods  if 
being  carried  and  although  the  store  has 
been  opened  only  a  few  weeks,  the  owner 
is  much  satisfied  with  the  results  to  date. 

J.  J.  Cavers,  dry  goods  merchant  of 
Queenston  street,  St.  Catherines,  held 
his  fourth  anniversary  sale  commencing 
May  26th. 

The  Ladies  and  Children's  Store  is  the 
name  of  a  new  store  opened  at  112 
Queenston  street,  St.  Catherines,  on  May 
1st.  A  full  lin  of  ready  to  wear  for  la- 

dies and  children  is  being  carried  and 
garments  are  being  made  '.o  order. 

The  Dickson  store  of  Peterboro  has 
recently  taken  over  the  business  in 
Lakfield  formerly  conducted  by  the  late 
R.  Graham  &  Son.  Lakefield  is  a  small 
village  ten  miles  north  of  Peterboro  and 
the  advent  of  a  new  cement  plant  there 
has  given  a  considerable  impetus  to 
business.  In  the  new  business,  a  ful1 
line  of  dry  goods,  men's  wear  and  shoes 
is  being  carried. 

A.  A.  Fournier  of  Ottawa  has  recent- 
ly opened  up  a  third  floor  in  the  building 

erected  a  few  years  ago. 

Evan  R.  Owen,  superintendent  of  the 
china  and  electrical  goods  department 
of  the  Goodwin  store,  Montreal,  died  at 
his  home  on  Sunday,  June  12th.  Mr 
Owen  has  been  with  Goodwins  for  many 
years  and  recently  returned  from  a  trip 
to  Europe. 

Murphy-Gamble  of  Ottawa  have  re- 
cently adopted  a  new  summer  schedule 

for  closing.  Instead  of  closing  on  Sa- 
turday afternoon  during  June,  July  and 

August,  they  will  remain  closed  all  day 
Saturday  during  July  and   August. 

A.  J.  Alexandor  of  Ottawa  is  opening 
a  new  fur  store  in  Halifax.  The  new 
store  will  be  in  the  Tramways  building 
and  will  be  under  the  local  management 
of  I.  I.  Smith. 

J.  A.  Gagnon  has  opened  a  rew  de- 
partment store  at  Verdun,  Quebec. 

This  is  the  first  store  of  its  kind  in  7er- 
dun  and  compares  favorably  in  size  with 
some  of  the  well-known  metropolitan 
stores. 

Barrie's  Limited  of  Peterborough  have 
opened  a  new  store  adjoining  their  fur 
department  which  is  to  be  devoted  to  wo- 

men's ready  to  wear.  The  effective  ar- 
rangement of  his  goods  and  the  color 

scheme  were  worked  out  by  Mr.  Barrie 
himself  and  the  result  has  been  most  ef- 

fective. Soft  grey  and  rich  mulberry 
are  £he  shades  he  used.  Beneath  a  lat- 

ticed partition  of  frosted  glass  at  the 
rear  of  the  shop  are  several  electrically 
lighted  separate  booths  for  the  display 
of  dainty  accessories.  Long,  luxurious 
mirrors  and  a  soft,  overhead  lighting- 
make  the  store  a  very  attractive  place. 

Bert  Inglis  &  Son,  of  Brantford,  are 
giving  up  business  in  that  city.  A  $50,- 
000   sacrifice   sale  is  being  held. 

Walter  Blue  &  Co.,  Ltd.,  of  Sher- 
brooke,  Quebec,  have  recently  opened 
fine  new  stockrooms  on  the  fourth  flooi 
of  the  Dubrule  Building,  Phillips  Square 
Montreal,  where  a  complete  assortment 
of  men's  and  boys'  clothing  is  being  car- ried. 

Amos  Vipond,  419  King  Street  East, 
followed  the  Made-in-Hamilton  week  by 

a  ten-day  sale  of  Made-in-Hamilton  and* 
Made-in-Canada  goods.  Mr.  Vipond  held 
a  sale  last  fall  clearing  out  all  his  high- 
priced  merchandise,  and  is  now  able  to 
buy  specials  for  short  sales. 

The  transfer  of  the  organization  of 
the  Thompson  Knitting  Co.  from  Whit- 

by to  Bowmanville  has  been  completed. 
The  Bowmanville  Financial  Corporation 
a  concern  composed  of  local  business  men 
has  been  organized  expressly  to  dispose 
of  the  securities  of  this  company. 

Ex-Mayor  Henry  Stroud  of  Paris,  Ont., 
died  on  May  19  in  his  eightieth  year.  He 
was  at  one  time  Manager  of  the  Paris 
Carpet  Factory  and  for  the  past  twenty 
years  he  occupied  the  position  of  Presi- 

dent and  Manager  of  the  Paris  Wincey 
Co.  Mr.  Stroud  was  one  of  the  most 
progressive  and  patriotic  citizens  of 
Paris. 

Samuel  Schwartz  has  opened  a  new 
store  in  Oshawa,  Ont.  He  is  carrying  a 

complete  line  of  women's  ready  to  wear. 

The  annual  financial  statement  of  the 
Dominion  Textile  Company  shows  an 
earning  of  21.67  per  cent  on  the  out- 

standing common  stock. 

The  staff  of  E.  B.  Crompton  and  Com- 
pany Brantford  honored  their  manager 

recently  by  presenting  him  with  a  pair 
of  diamond  set  cuff  links. 

A  new  Hudson's  Bay  store  will  be 
opened  in  Victoria  about  the  middle  of 
August.  When  completed  in  all  details 
—building,  site  and  all  store  fittings — 
the  structure  will  represent  the  rather 
substantial  investment  of  $2,000,000  and 
the  store  will  open  with  a  stock  worth 
over  one  million  dollars. 

The  staff  of  the  J.  A.  Duggan  Co.  Ltd., 
Stratford  held  its  annual  picnic  on  June 
8  at  Lakeside.  Races,  bathing  and  wa- 

ter sports  as  well  as  a  game  of  baseball 
were  the  features  of  the  day. 

The  British  Novelty  Work  of  London, 
Eng.,  have  placed  a  very  original  novelty 
on  the  market.  This  is  a  series  of  boxes 
and  containers  which  are  suited  to  the 
needs  of  confectionery,  perfume,  station- 

ery and  fancy  goods  dealers.  These  at- 
tractive packages  have  striking  dolls 

heads  on  them  and  are  sold  at  moderate 

prices. ARRIVAL  OF  FRENCH  MISSION 

The  mission  organized  by  the  Comite 
France-Aemrique  at  the  request  of  the 
French  Government  will  arrive  in  Mon- 

treal on  June  25th.  The  delegation 
comes  to  Canada  on  an  official  visit  to 
present  to  the  Canadian  nation,  as  a 
commenmorative  token,  a  bust  of 
France  by  Rodin.  The  mission  will  al- 

so inaugurate  the  French  sample  train 
which  is  to  tour  Canada. 

The  members  sample  of  the  personnel 
comprising  the  mission  wil  include  many 
of  the  most  distinguished  Frenchmen  of 
today  with  their  wives,  and  after  visiting 
Montreal,  they  will  proceed  to  Quebec 
Toronto  and  Hamilton.  An  elaborate 
programme  is  being  arranged  by  the 
City  of  Montreal  in  their  honour. 

OGILVY'S  GIVE  STAFF  PICNIC 

In  recognition  of  the  magnificent  ef- 
forts made  by  the  entire  sales  staff  on 

the  occasion  of  the  monster  "Sample 
Sale"  held  recently  throughout  the 
store,  the  directors  of  the  firm  of  Jas. 
Ogilvy  Ltd.  of  Montreal  decided  to  en- 

tertain the  members  of  the  staff  at  a 
picnic  on  June  25th,  the  store  being 
closed  all  day  in  honour  of  the  event. 
This  tangible  expression  of  appreciation 
was  thoroughly  enjoyed  by  tho  staff 
who  participated  in  the  unexpected  holi- day. 

C.  Rotbart,  a  well  known  manufac- 
turing furrier,  has  returned  from  an  ex- 
tended European  trip,  and  resumed  busi- 

ness at  his  former  stand,  Bank  and  Ne- 
pean  streets.  While  in  Europe  Mr.  Rot- 

bart made  a  thorough  study  of  London 
and  Paris  fur  fashions,  and  has  brought 

back  for  introduction  to  his  Ottawa  pat- 
rons many  smart  ideas  in  furs  for  the 

coming  season. 
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Worst  is  Over 

Believes    Brighter   Colors    Better 
For  Canada. 

D.  Hazel,  Managing  Director  of  Hazel 
&  Co.  Ltd.,  Woolen  &  Worsted  Manufac- 

turers of  Leeds,  England,  spent  a  few 
days  in  Winnipeg  in  the  early  part  of 
June  on  his  way  to  the  West  Coast  on 
an  extended  holiday,  like  all  visitors 
from  the  old  country,  is  greatly  im- 

pressed with  the  possibilities  of  Canada. 
He  advises  all  who  are  interested  in  its 
trade  to  come  out  and  study  the  position 
at  first  hand.  It  is  impossible  to  grasp 
the  situation  thousands  of  miles  away. 

Mr.  Hazel  was  of  opinion  that  the 
worst  in  regard  to  trade  is  over  and  the 
strikes  whicn  are  now  prevalent  in  Great 
Britain  will  help  to  stabilise  values  in 
the  near  future.  Stocks  on  the  other 
side  are  being  gradually  reduced  owing 
to  diminished  production,  and  he  has  had 
cable  advices  that  the  export  trade  has 
recently  shown  a  great  improvement. 
Many  oversea  markets  which  have  been 
silent  for  the  last  twelve  months  are 
again  active  and  taking  considerable 
quantities  of  woollen  and  worsted  goods. 

Mr.   Hazel  has   been   struck  since  his 
arrival   in  this   country  with   the   great 
partiality   for   blue     and  grey      worsted 
serges  —  especially    blues  —  for  mens 
wear.     Serges  have,  of  course,  a  big  sale 
on  the  other  side,  but  they  are  only  part 
of  the  demand  and  there  is  considerable 
call     for  tweeds.       He   considers     that 
tweeds    are   far     more    suitable      for   a 
country   like    Canada,   where   dust   is   no 
uncommon  feature,  than  serges.     In  the 
long  rail  journeys  which  he  has  underta- 

ken in  Canada  in  the  dry  weather  he  has 
become   acquainted   with   the   dusty   con- 

ditions of  the  country,  and  has  himself 
found  a  tweed  suit  more  suitable  for  the 
climate.     It  shows  the  dust  in  a  less  de- 

gree than  serge.     Our  towns,  he  thinks, 
are    more    sombre    in    appearance    than 
need  be  because  of  the  prevailing  desire 
for  dark  colours,  and  he  would  like  to  see 
Canada  follow  the  fashion  of  the  moth- 

erland in  adopting  brighten  colours  for 
day  dress  for  men.     In  the  City  of  Lon- 

don   (Eng.)    at    one    time    dark    clothes 
were  almost   universally  worn,   but   for 
some  years  past  these  have  given  way 
to  brighter  hues  and  flannel  and  tweed 
suits  of  fancy  designs  are  worn  by  all 
classes  for     business   and     professional 
purposes.     Mr.  Hazel  has  had  good  op- 

portunities   of    examining    the    produc- 
tions of  Canadian  woollen  mills  and  he 

is  of  the  opinion  that  the  British  manu- 
facturer will  be  able  to  hold  his  own  in 

the  Canadian  markets  for  some  time  to 
come. 

Mr.  Hazel  is  enthusiastic  about  Cana- 
da and  the  progress  it  has  made  and  of 

its  future.  He  considers  that  the  oUl 
country  could  learn  much  from  it  ex- 

cepting in  the  domain  of  departmental 
stores  with  their  monopolistic  tenden- 

cies and  the  wearing  of  blue  serge  in  a 
country  so  much  addicted  to  dust. 

The  wool  clip  for  Western  Canada  this 
year  will  be  in  the  neighborhood  of  five 
million  pounds  according  to  figures  from 
various  sources  of  the  publicity  depart- 

ment of  the  Canadian  Pacific  Railways. 
Alberta's  wool  clip  is  estimated  at  2,200,- 000  pounds  which  is  about  the  same  as 
last  year.  Manitoba,  Saskatchewan  and 
British  Columbia  are  expected  to  contri- 
but  3,000,000  pounds  together. 

The  steamer  Empress  of  Russia  which 
reached  Victoria  on  May  16  from  Hong 
Kong  and  Yokohama  brought  700  tons  of 
raw  silk.     This  was  valued  at  $4,000,000. 

Wool  growers  in  the  west  are  hopeful 
that  Canadian  manufacturers  will  take 
practically  all  of  this  season's  clip.  Last year  about  45  per  cent,  of  the  production 
was  disposed  of  to  Canadian  manufac- 

turers. It  is  estimated  that  the  clip  this 
year  will  be  about  16,000,000  pounds. 

The  International  Fur  Exchange,  the 
largest  wholesale  fur  house  in  the  Unit- 

ed States,  has  issued  a  statement  to  its 
stockholders,  informing  them  of  a  de- 

ficit of  $9,202,437.15  which  exists  in  the 
finances  of  the  company. 

The  Shapack  and  Wolfe  Company, 
Wholesale  Dry  Goods  of  Winnipeg 
opened  another  department  store  at  395 
Portage  Ave.  during  May.  This  firm  re- 

cently succeeded  the  Imperial  Dry  Goods 
Co.  and  met  the  opening  of  that  business 
with  great  success.  Being  a  wholesale 
firm  they  are  able  to  sell  high  class  mer- 

chandise at  a  low  figure. 

Clements  &  Son  of  Esterhazy,  Sask., 
are  opening  up  a  large  and  up-to-date 
store  in  that  town  within  the  next  few weeks. 

V.  M.  Jackson  of  Keppel,  Sask.,  has 
sold  out  his  business  to  W.  R.  James 
Bros.,  Biggar,  Sask. 

J.  B.  Douglas  known  in  Calgary  as 
'Douglas  the  Shoe  King'  opened  a  retail 
shoe  store  in  Calgary  on  May  28.  Mr. 
Douglas  promises  to  handle  a  stock  of 
the  latest  and  most  exclusive  shoes. 

The  Thompson  &  Dynes  Company  have 
made  extensive  improvements  and  addi- 

tions to  their  store  on  Jasper  Ave.  Ed- monton. 

trial  troubles  are  settled,  buying  will  be- 
gin   immediately. 

Irish  flax  advanced  £24  a  ton  during 
the  past  three  weeks.  Local  opinion 
favors  further  advances. — From  Wo- men's Wear. 

Mrs.  Roberts  Higgins  has  opened  a  dry 
goods  store  at  Invermay,  Sask. 

The  Scotland  Woollen  Mills  of  Toron- 
to has  opened  a  branch  at  Regina. 

Belfast,  Ireland,  May  9.— Belfast  linen 
factories  are  beginning  to  show  a  re- 

newed activity.  Merchants  and  manu- 
facturers are  confident  that  if  the  indus- 

Edmonton — Edmonton  is  a  much  more 
active  fur  trade  center  this  year  than 
Winnipeg,  as  far  as  receipts  of  furs  are 
concerned,  says  A.  Brabant,  commission- 

er of  the  Hudson's  Bay  Co.,  who  was  in 
the  city  recently.  With  the  exception  of 
some  small  lots  of  furs  sent  in  by  local 
trappers  and  country  merchants,  the  re- 

ceipts at  Winnipeg  thus  far  have  been 
almost  negligible  and  the  season  promis- 

es to  be  an  extremely  light  one,  says  the 
commissioner,  unless  there  is  a  marked 
improvement  from  now  on. 

As  compared  with  the  Manitoba  situ- 
ation, the  news  from  the  country  covered 

by  the  Edmonton  fur  trade  is  regarded  as 
good.  The  catch  in  the  north,  while  not 
up  to  those  of  the  previous  sessions,  is 
reported  as  satisfactory,  and  fairly  large 
receipts  have  been  coming  in,  with  more 
to  follow.  Mr.  Brabant  says  Edmonton 
will  have  a  good  fur  season,  despite  the 
lower  prices  and  the  reduced  scale  on 
which  the  northern  trappers  are  operat- 

ing. 

The  outlook  for  a  busy  season  in  the 
north  is  considered  by  the  Hudson's  Bay commissioner  as  distinctly  good.  His 
own  company,  he  says,  has  already 
booked  all  the  freight  it  can  carry,  and  a 
good  passenger  traffic  is  anticipated. 

The  usual  quantity  of  merchandise  is 
being  taken  north  this  season,  Mr.  Bra- 

bant states,  plus  an  extra  supply  for  the 
new  post  being  opened  at  the  Fort  Nor- 

man well.  The  latter  will  be  a  tempor- 
ary post  only,  for  the  accommodation  of 

the  people  in  camp  there  during  the  sum- 
mer. Other  posts  along  the  river  will 

be  stocked  with  much  the  same  quantities 
as  usual,  the  bulk  of  the  merchandise  for 
this  purpose  having  already  gone  for- 

ward to  the  end  of  Steel. 

P.  A.  Belliveau,  the  proprietor  of  a 
modern  and  popular  men's  furnishing 
store  in  Moncton,  N.B.,  is  equally  well 
known  as  an  upholder  of  the  provincial 
race  meets,  which  occur  on  Moncton's 
speedway  during  the  summer  months. 
On  the  scorecards  printed  for  the  May 
event,  Mr.  Belliveau  occupied  the  front 
page  to  announce  his  firm,  and  conse- 

quently his  store  was  a  favorite  rendez- 
vous with  sporting  men  who  gathered 

there  between  races. 
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Band 
SANITARY    NAPKINS 
COBTenleotlv  and  attractively  packed:  half 
duzen  and  dawn  cartons:  Individual  transparent 

and  compressed  in  Individual  boxes. 
Wrile  for  imp-es-i-'g  pi 

HYCIEVir  FIBKR  COMPANY 

200  Broadrvuy      Xew   York   City- 

Red  Seal  ZephyrGinghams 
Everett  Classics 

Eden  Cloth  -  Peggy  Cloth 

Standard  Woven  Corro.i  Fa  J*,  ics 
SMITH.  HOGG  &  COMPANY 
115-117  WORTH  STREC.T-WEW  YORK 

Boston-77  Summer  St-     Chicago-226  West  Adams  St 

RIBBONS    OF    DISTINCTION 
■  J-C"   Kibbons   liave   peculiar 
cliarm.      Widely   advertised   to 
tlie      consumer      under     tlieir 
tiade-niark      names     for     tUe 
protection  of  tlie  dealer. 

■'SATIN     DE     LUXE" 
"TROUSSEAU" 
"LADY     FAIR" 

"SANKANAC"    "VIOLET' 
"DEMOCRACY" 

JOHN.Su.N.    COWDIN    &    OO..     10    E.    30th    9t, 
New    York.    NY.  Made   In    U.S.A. 

CUSHIONS 
FOR 

Verandas  and  Boating 
At  Special  Prices 

The  Toronto  Feather  &  Down  Co.,  Ltd. 
2154-56-58  Dundas  St.  W.,  Toronto 

B  LAN  K  E  T  S 
PRIESTLEY  BROTHERS 

Blanket  Manufacturers 
GROVE  MILLS  HALIFAX 

Telegrams  and  Cables,  "Blankets"  Halifax 

Codes,  A.B.C.  Sth,  and  Bentley's 

TAPES 
ALL  WIDTHS  AND  QUALITIES 

CARRIED  IN  STOCK 

Walter  Williams  &  Co. 
508  READ  BLDC,  MONTREAL 

ELLINGTON  ST.  W.,  TORONTO 

The  Dressmakers'  Supply   Co. 
Dressmakers'    Supplies 

Better  Quality  Beltings 
Buttons  for  Cloaks,  Sui^s  and  Dresses 

77  YORK  STREET  -  TORONTO 
Telephone  Adelaide  3292 

Harry  Rich  the  fur  dealer  of 

Moncton,  N.  B.,  secured  some  va- 
luable furs  at  the  sale  authorized 

by  the  Provincial  Department  of 
Crown  Lands  and  Mines  at  Freder- 
icton. 

The  suggestion  of  the  famous 
French  designer  that  women  should 
dun  the  tightly-laced  17th.  century 

corset  if  they  wish  to  wear  artistic- 
gowns,  has  been  very  much  frowned 
down  by  leading  dressmakers  in 
Pans  and  this  country.  They  say 
that  corsets  belong  to  antiquity 
and  should  be  placed  in  museums. 

The  Murray-Kay  Company  of 
Toronto  recently  celebrated  its  six- 

ty eighth  birthday. 

English  fashion  has  decreed  that 
the  fluffy  type  of  girl  must  go  and 
the  Madonna-like  model  will  take 
her  place.  Her  hair  will  be  worn 
straight  with  a  fringe  across  the 
foihead  and  parted  in  the  middle, 
or  drawn  back  simply  over  the  ears. 

The  Jas.  J.  Ogilvy  Company  had 
a'linen'week  from  June  6  to  June 
12  when  linens  were  offered  at  pri- 

ces below  cost  of  production. 

On  Thursday  afternoon,  June 
2nd  the  firm  of  Silks  Limited,  To- 

ronto held  their  third  annual  picnic 
at  Central  Island.  It  was  restrict- 

ed to  employees  only.  There  were 
twelve  events,  six  of  which  were 
for  the  boys  and  six  for  the  girls. 
Afterwards  the  married  and  single 
men  had  a  lively  tussle.  It  took 
the  form  of  a  baseball  match  in 

which  the  single  men  beat  the  Be- 
nedicts by  only  one  goal.  The  pri- 

zes were  presented  by  the  firm.  A 

lively  dance  ended  the  'best  day 
since  the  picnic  last  year'  one  of the  staff  declared. 

The  Empire  Wallpaper  Company 
has  recently  received  an  order  for 
?1 2,000  worth  of  wallpaper  from 
the   Hudson's  bay  Company,   Sibe- 

Sir  James  Cantlie,  the  great  sur- 
geon and  authority  on  tropica  di- 

seases, is  a  warm  defender  of  cor- 
sets. In  his  opinion  the  campara- 

t:ve  absence  of  liver  troubles  in 
women  is  due  largely  to  the 

equable  temperature  their  bodies 
obtain  through  wearing  corsets. 
And  more  boys  than  girls  die  in 
childhood  because  the  former  do 
not  wear  corsets.  He  urges  men  to 

wear  cholera  belts — a  strip  of  flan- 
nel around  the  waist — to  give  them 

the  protection  that  corsets  give  to 
women. 

The  National  Clothing  Company, 

manufacturers  of  high  grade  ladies' wear  have  removed  from  St.  John, 

N.  B.,  to  Montreal  where  they  will 
operate    in    future. 

SIGN  WRITING 
Do  your  own  card  writing 

Write  for  our  catalogue  which  will  tell  you 
what  you  need.   Best  goods  at  closest  prices 

ARTISTS'  SUPPLY  CO. 
77  York  St.,  Toronto 

Mention  this  paper  when  writing. 

WILL  P.  WHITE,  LIMITED 
Head  Office: 

Toronto 

65  Simcoe  St. 

Montreal 
137  McGill  Street 

Manufacturers'    Agents    and    Distributors 

Textile   and   Smallwares   Specialities. 

Wholesale  and  Manufacturers  Only  Supplied. 

CHILDREN'S 

GARMENT 
DRYING  FORMS 
NON-RUSTING 

PATENTED 
Write  for  Circular No.  31 

J.  B.    TIMBERLAKE 
&  SONS,  Mfrs. 

Jackson  Michigan 

D  B.  Fisk&Co. Chicago 

He  RCHANDIiTE  ° 
New  York  Salesroom: 

Open   Throughout  the  Year 
411  Fifth  Avenue 

When   in  Montreal    call  to  see   us 

at  our  New  Address 

Fraser  Publishing  Company 
Rooms  404.  405, 408  Southam  Bldg  ,  128  Bleury 

Just  a  few  doors  north  of  our  old  address 

Are    you    using    1921    Textile    Products Directory  ? 

tSMALLWARES 
  AND   

Hosiery 
The  Robert  Hyslop  Co  umhip 

HAMILTON   ONTARIO 

Manufacturer  m 
329-331  Fourth  Ave.,  N.  Y. 

SUPERBA  BINDING 

BRAIDS,  CORDS,   DRESS  TRIMMINGS 

Fred  Jones  &  Company 
Manufacturers  and  Importers 

Babies*  Hand  Crochet  Goods  Notion* 

Babies'  Hand  Knit  Goods  Novelties 
Art  Needlework  Materials 

Room   712,  Empire    Building 

64  WELLINGTON  ST.  WEST,   TORONTO 
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The  Thompson  Lace  &  Veiling  Co.,  Limited 
Laces,  Veilings.  Owr 

gettes,  Ninons,  "My 
Lady"  Silk  Hair  Nets. 
Princess  Pat  Human 
Hair  Nets,  Sport 
Veils. 
Cor.    Wellington     and 

York    Sts.. 
Toronto.    Canada. 

Real     HARRIS,     LEWIS    and 
SHETLAND  HOMESPUNS 

Direct    from    the    makers.     Suecial    light- 

weights   for    Ladies'    wear — all    shades. 
Patterns   and    Prices   on    Application. 

S  A.  NEWALL  &  SONS,  Stomoway,  Scotland 
State  $hodt  desired  and  whether  for  Ladies' or  Gents' 

"HOOSIER" 
The  bc»t  36-inch  brown 
domestic  in  America 

Buy  it  by  the  bale; 
Bell  it  by  the  bolt 

Indiana    Cotton    Mills 
Cannel  ton,  I  nd.,U.S.A. 

T.  H.  Birmingham  &  Co. 
LIMITED 

533  College  St.,  TORONTO 
Maken  of 

Women's  High  Grade 
Neckwear 

"  The   Exclusive  Neckwear  House" 

9 
"EVERYTHING  IN  SILKS" 

M.  Ascher  Silk  Corp. 
Distributors— Iroquois  Silk  Mills 

102    Madison    Avenue,    New    York 

MAKE     THE    BEST    OF    THE 
SPRING  SELLING  SEASON 

by  using 

Wooding' s  Sho-Cards and  Price  Tickets 
G.L.  WOODING.  P.O.  BOX  62,  SALMON  ARM,  B.C. 

W.  J.  COLLETT 

Manufacturers'  Agent 
302  Hammond  Bldg.,  63  Albert  St. 

WINNIPEG 

Wraps  and   Suits  for    Assort- ing. 

Canton  Crepe  Dresses. 
Kitten  Ear  Satin  Dresses. 
Taffeta  Dresses. 

Cotton  Voile  Dresses. 
Silk  Waists. 

A.  Fred  of  Winnipeg,  formerly 
of  Montreal,  has  recently  opened  a 
specialty  shop  of  Portage  Avenue 
in  that  city,  which  will  feature  a 

full  line  of  ladies'  ready  to  wear and  fine  furs. 

The  firm  of  Champagne  Limitee 
have  opened  a  high  class  Fashion 
Store  for  Women  on  Bleury  Street, 
Montreal,  where  an  exclusive  range 

of  high  grade  furs  and  wering  ap- 
parel will  be  featured.  In  honor 

of  the  opening  this  month  Mr. 
Champagne  featured  a  remarkably 
fine  range  of  New  York  models  es- 

pecially imported  for  the  event. 

The  Textile  Workers'  Associa- 
tion, representing  all  bamches  of 

the  cotton  industry,  voted  to  ac- 

cept the  employer's  offer  for  a  set- 
tlement of  the  cotton  strike.  The 

settlement  involves  an  immediate 

reduction  of  46  pence  on  the  pound 

and  a  further  reduction  of  60  per- 
cent in  the  rates  for  piece  work 

and  another  10  per  cent  six  months 

later. 

G.  E.  O'Brien,  General  Manager 
of  the  Co-operative  Wool  Growers 
Association,  has  sailed  for  England 
with  a  full  line  of  samples  on 

which  he  hopes  to  obtain  substant- 
ial orders  from  woolen  manufac- 

turers in  England.  Last  year  130,- 
000  pounds  of  Canadian  wool  were 

marketed  in  England  by  the  Co- 

operative Association.  The  Ma- 
nager of  the  Association  is  hope- 

ful that  the  tariff  rate  on  wool  en- 
tering the  United  States  may  be 

reduced  so  that  larger  importations 

into  the  country  from  here  may  be 

possible. 

An  effort  is  being  made  by  the 

council  of  Victoria,  B.  C,  to  estab- 
lish woolen  mills  in  that  city.  The 

council  is  working  with  Edward 

Hodgson  who  represents  large 
Lancashire  interests  and  is  anxious 

to  locate  in  Victoria  if  conditions 
are  right. 

J.  S.  Leivitts,  formerly  with  the 

Zimmerman  Reliance  Ltd.,  of  Ha- 

milton has  opened  up  a  first-class 
store  in  knitted  goods  and  knitted 
wools  at  485  Bank  street,  Ottawa. 

VEILINGS  and 
SILK  NETS 

HODGES  &   LETTAU 
232  McGill  St. Montreal 

FOR    HONEST    VALUE   AND 
SATISFACTION 

CROWN  PANTS 
Will    increase   your  sales.      Our   production 
has    increased   50%   over   former   years. 

CROWN  PANTS 
322    Notre    Dame    West.  MONTREAL 

Bartell  Patent  Pockets 
Used  and  Endorsed  by  59 

Canadian  Clothing  Manu- 
facturers. This  List  can  be 

had  from 

BARTELL  PATENT  POCKET  CO. 
117  East  34th  St.,  N.Y.C. 

Canada's 

Largest  Makers  of Cotton  Flags 

Write  for  Price* 

THECOPP,  CLARK  CO. 
517  Wellington  St.  Weat       Toronto 

REGINA  WHAREHOUSE  to  rent 

trackage,      six      thousand      square 
feet,  desirable  location,  apply 

H.  G.  SMITH,  LIMITED, 
REGINA,  SASK. 

J.  F.  Carnall  &  Co.  England 
HOSIERY  MANUFACTURERS 

Men's,  Women's  &  Childrens 
Heather  Hose 

Complete  Stock  Carried  in  Toronto  by 
A.  M.  Duncan 

39  Adelaide  St.  W.,  -  TORONTO 

Canadian  Made  Underwear 

Commission  firm  with  sample 
rooms  and  offices  in  Montreal, 
Toronto  and  Winnipeg  desires  the 

agency  of  a  Canadian  manufactur- 
er of  Woollen  Underwear. 

Long  connection  with  the  trade. 
Wholesale  only.     Write  care  of 
BOX  182,  DRY  GOODS  REVIEW, 
143-153    University   Ave.,   Toronto 

BONTEX  IMPORT  CO. 

Ladies  &  Childrens  Whitewear 
Bloomers  our  specialty 

Children's  Rompers,  Girls'  Dresses, 
Always  in  Stock 

64   Wellington   St.   W.,  TORONTO 
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Choir  Gowns 
The  Best  in  Design 
The  Best  Made 
The  Most  Reasonable   in   Price 

HARCOURT  &   SON,   LIMITED 
103  King  Street  W.,  Toronto 

CLIMAX  PAPER 
BALERS 

ALL  STEEL--FIREPR0  >F 
•Tarns    Waste 

into  froli  ■ 
12  SIZES 

Sand  for  Ca  talog 

CLIMAX  BALER  C 
Hamilton,  Ont. 

STERLING  DRESS  CO. 

Popular-Priced  Ladies'  and  Misses' DRESSES  and  SKIRTS 
220  KING  ST.  WEST  -  TORONTO 

ADELAIDE  3857 

SILKS 
I  represent  in  this  country  some  of  the 
most  reliable  Manufacturers  of  Hlgh- 
Craile    SILKS,     in    plain,     fancy     weaves. 

Quality    and    Novelty    is    my    motto. 

J.  H.  GAGNON 
108  Dandurand  Bldg.        Montreal 

GERSTENZANG    BROS. 

Popular  Priced 
Flowers  and  Feathers 

670-674   Broadway,   NEW  YORK  CITY 

LARGEST  MANUFACTURERS 
Artificial  Flowers,  Plants  and  Vines, 
Window  Decorations,  Japanese  and 
Chinese  Decorations,  Papier  Mache 
Novelties,  Electric  Lighted  Flower 

Bushes.  Write  for  our  Catalogue.  It's 
free   for   the  asking. 

The  Botanical  Decorating  Company 
( Incorporated; 

208  W.  Adams  St.,  Chicago,  III. 

An  Excellent  Range  of 

New  Patterns  in 

Floor  Oilcloth 
Ready  for  Spring  Delivery 

Canadian  Linoleums 
&  Oilcloths,  Limited 

Montreal  Office: 

128  Bleury  St. 

Factory: 

Cornwall,  Ont. 

U.  F.  0.  Clubs  on  North  Hast- 

ings have  formed  a  "Hastings 
County  Co-operative  Wool  Co. 

Ltd."  The  new  company  is  capital- 
ized at  $10,000  divided  into  1.000 

shares  of  -10.00  each  with  a  limit 
of  ten  shares  to  each  individual. 

The  company  expects  to  operate 
within  a  short  time. 

A  large  handkerchief,  a  yard 
square,  the  same  color  and  design 
as  the  blouse  and  veil,  is  the  latest 
Paris  fad.  The  new  handkerchief 
is  tucked  or  pined  in  a  side,  not  a 
breast  pocket,  leaving  the  long 

ends  hanging  out  six  or  eight  inch- 
es. 

The  Hoover  Suction  Sweeper  Co. 
of  Canada  have  been  awarded  a 

medal  emblematic  of  highest  hon- 
ors at  the  Royal  Sanitary  Insti- 

tute's Health  exhibition  at  Birm- 
ingham, England. 

It  is  estimated  that  during  the 

past  year  some  250  manufacturers 

of  toys  in  England  were  compelled, 
from  one  cause  or  another,  to  give 

up  the  making  of  toys.  The  large 

majority  of  these  were,  of  course, 

small  businesses,  started  since  the 

commencement  of  the  war.  In  al- 

most every  instance  the  principal 

reason  can  be  assigned  to  the  com- 
petition of  German  toys.  During 

the  war  these  small  makers  became 

a  necessity  to  the  large  wholesal- 
ers, whose  demands  for  stock  were 

at  that  time  amost  insatiable,  and 

who  were  compelled  to  buy  toys, 

however  badly  made  or  inferior 

they  were,  to  supply  their  custom- 
ers' demands.  This  class  of  small 

maker  was  doomed  in  any  case  as 

soon  as  manufacturing  facilities 

enabled  out  better  organized  fac- 
tories   to    increase    production;    so 

JOSEPH  G.  HAWA  &  CO. 
367  St.  Catherine  St.  W.,  Montreal 

PENNANTS,  PILLOW-TOPS. 
and 

CHAIR-PADS 
MADE  BY 

Canadian   Manufacturing  of  Novelty 
49-51  Boucher  St.  MONTREAL 

J.  CH  AN  ANIE 
Wholesale  Dry  Goods  Importer 

has  removed  to  larger  and    more  central  premises  at 

323  NOTRE  DAME  ST.  WEST 
MONTREAL 

where    he  will  render    still  more    efficient  service  than 
in  the  past 

MESH  BAGS 

In  Silver,  Gun  Metal  and  Green 
Gold  Finish,  Metal  Frames  for 
Ladies'  Hand  Bags. 
Made  in  Canada  for  the  Canadian  Trade 

WHITING  &  DAVIS  CO. 
SHERBROOKE,  QUE. 

that,  regrettable  though  it  may  be, 

their  disappearance  only  tends  to 

strengthen  the  position  of  the  re- 
mainder of  the  trade  whose  goods 

are  of  better  quality  and  value. 

The  recent  showing  of  bed 
spreads  in  the  art  department  at 
John  Wanamaker's,  Philadelphia, 
attracted  a  great  deal  of  attention 
and  afforded  an  excellent  idea  for 
imitation  in  other  displays.  The 

spreads  were  shown  on  full-sized 
beds,  in  the  latest  period  designs. 
The  beds  were  made  up  just  as  a 
bed  should  be  made  and  the  dresser 

cover  and  other  corresponding  bed- 
room linens  in  the  same  design 

were  displayed  at  the  same  time. 
Luncheon  sets  were  shown  on  full- 
sized  dining-room  tables  with  bas- 

kets of  fruit  or  flowers  in  the 
center. 
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Attractive  Novelties  For  Fall. 
Assortment  Will  Be  Very  Wide — Point  Laces  Particularly  Strong  With  All  Laces  In  Good    Demand — Brown,    Black 

And  White  Gloves — New  Spanish  Comb — Muslins  For  Underwear. 

THE  dry  goods  merchant  will  hav
e 

many  attractive  novelties  to  of 
fer  his  customers  this  fall  accor 

ding  to  Toronto  wholesale  houses.    There 
seems  to  be  a  feeling  of  assurance  on  the 
part   of   these   firms     about   their     new 
lines.     They  say  that  any  difficulties  the 
retailer  is  having  will  be  over  when  the 
new  season  really  starts,  his  prices  will 
be  adjusted  and  things  will  be  running 
on  a  fairly  normal  basis.     Travellers  so 
far  have  met  with  very  satisfactory  re- 

sults, for  the  trade  now  realize  that  the 
surest    way    of    bringing    back    normal 

conditions  is  to  'Bring  them  back!  Mo:e- 
over,  retailers  have  found  that  allowing 
their  stock  to  run  low  has  a  very  bad  ef 
feet   on  their   business   not  only  at  the 
present   time   but  for   the  future.     One 
or  two  well-known  firms  admit  that  they 
already  feel  the  results  of  not  following 

the  policy  'Keep  your  stocks  up'.     A  re 
tailer  for  example  who  is  Known  to  th 
wholsesale    houses    as    a    careful   buyer 
stated  that  he  found  it  advisable  to  stocl 
extensively  in  accessories  for  Christma 
trade  as  the  risk  entailed  in  not  carryim 
a  variety  was  far  greater  than  the  dan 
ger   that   prices   will   come   down   lowe 
than  at  present.     He  has  placed  a  ver; 
large  order  of  handkerchiefs  because  hr 
knows    from    experience    that    the    verj 
nicest  ones  are  necessary  at  the  holoda 
season  and  he  cannot  get  an  assortmen 
if  he  delays  until  August  or  September. 

Embroideries  And  Laces 

Information  is  not  yet  available  in  re- 
gard to  embroideries  for  fall  but  busi- 
ness has  been  very  good  in  these  fo 

summer.  One  Toronto  importer  sayr 
that  in  spite  of  the  present  craze  for 
silk  underwear,  there  is  a  big,  steady 
demand  for  cotton  embroideries.  A  grea' 
many  women  are  still  wearing  white  pet- 

ticoats with  their  summer  dresses  anr1 
children  wear  embroideries  as  much  if 
not  more  than  ever. 

In  the  matter  of  laces,  Dry  Good  Re 
view  was  able  to  obtain  very  definite  in 
formation.      The      point   laces   will      be 
strongest  though  all   laces   will   have  a 
big  season.    Women  will  again  wear  col 
lars  on  their  dresses  and  as  a  result,  r 
large  stock  of  laces  for  collars  has  beer 
purchased  by  buyers.    Guipure  or  Venic 
lace  three  and  four  inches  wide  is  now 
being  shown.     If  the  round  collar  is  cho 
sen,  as  present  tendencies     show,  these 
will  be  especially  favored,  as  they   are 
very  easily  shaped.     Fine  batiste  collar; 
with  eyelts  will  again  be  worn  with  the 
more   tailored   outfits.     These   have   no' 
been  seen  to  any  extent  for  three  or  four 
years  so  there  should  be  a  great  attrac 
tion  in  them.     Though  ecru  shades  will 
still  be  good,  white  will  be  first  of  all  the 
colors  for  neckwear. 

Combs  And  Beads 

The  hair-ornaments  of  last  year  are 
doomed  and  the  new  Spanish  comb  har 
taken  their  place.  Some  of  the  designs 
this  comes  in  have  highly  colored  jewel' 
or  brilliants,  while  the  more  expensive 
have  tiny  sprays  of  ostrich  to  match  the 
fan. 

There  is  something  about  a  black  rib 
bon  with  a  dangling  what — not  at  the 
end  which  attracts  all  women  who  love  a 
fussy  neckpiece.  Our  grandmothers 
wore  a  locket  with  a  strand  of  hair  on  r 
ribbon,  our  mothers  tied  their  watcher 
to  a  long  black  guard  and  the  women  of 
today  have  a  dozen  little  trinkets  which 
they  use  for  the  same  purpose.  One  im 
porter  has  obtained  a  novelty  which 
while  inexpensive  is  nice  enough  for  an; 
afternoon  or  street  costume.  It  is  p 
combination  of  black  ribbon  and  beads 
The  beads  are  made  of  celluloid  in  very 
attractive  collors,  bright  red  being  the 
favorite.  Porcelain  and  bone  beads  agair 
be  seen  but  in  plain  designs  and  the  py- 

ramid shape. 
Gloves 

Orders  for  fall  gloves  have  been  rath 
er  tardy  until  the  last  two  weeks  when  : 
decided  improvement  was  noticed.     Th< 
colors  which  are  being  chosen  are  brown 
black  and  white.       Though  browns     ar 
now  in  the  lead,  it  is  expected  that  be- 

fore the  fall  season  is  over  there  will  be 

many  black  gloves  worn.    Paris  is  weal- 
ing that  color  to  such     an  extent     now 

that   the   effects   will    surely   reach   this 
country  within  the  next  few  months. 

Velvet  bag  made  in  new  grey  shades — 
Nickle,  Steel  and  Zinc.  .Shown  by  West- 

ern Leather  Goods,  Toronto. 

Brown  suede  buckskin  bag  and  belt  to 
be  worn  with  the  buckskin  shoes  which 
are  promised  for  fall.  Shown  by  West- 

ern  Leather   Goods,  Toronto. 

Importers  are  of  the  opinion  that  the 
gauntlet  is  now  a  staple.  It  has  a  place 
which  is  just  as  important  as  the  two- 
button  glove.  The  12  and  16  button 
gloves  are  expected  to  be  in  good  de- man. 

Suede  gloves  of  a  medium  grey  shade 

will  be  shown  even  though  the  presen' 
fad  for  grey  dies  down.  Some  of  thes; 
have  relieving  touches  of  navy  kid.  I) 
the  fabric  gloves  the  new  caster  shade 

are  being  ordered  for  wear  with  the  fal' suits  of  that  order.  Beaver  and  bar 
are  very  good  in  these  gloves. 

Never  has  there  been  a  time  whe" 
gloves  have  played  so  important  a  par 
in  the  matching  of  accesories  as  now 

Many  dealers  found  that  they  did  no' 
pay  enough  attention  to  shades  wher 
they  bought  for  spring  and  as  a  resul 
are  carefully  selecting  their  colors  fo~ 
next  fall  keeping  in  mind  that  the 
shades  must  match  shoes,  stockings  anc' bags. 

Muslins  For  Underwear 

Buyers  who  have  made  recent  visits  t- 
New  York  are  of  the  opinion  that  mus 
lins  will  be  used  for  underwear  in  the 
fall.  This  is  the  result  of  the  tendenc; 
toward  lower  prices  and  toward  utility 
in  wearing  apparel.  Of  course  silk  un 
dergarments  will  be  shown  but  thes' 
wil  be  in  crepe  de  chine  rather  than  wash 
satins  and  silks,  which  are  not  as  ser 
viceable.  Embroidery  will  be  seen  morr 

than  ever  on  undergarments  and  coloree' 
stitching  will  be  used. 



124 DRY  GOODS  REVIEW 

Aberdeen  Glove  Company.  Limited  38 
Acme  Glove  Works  Limited      7!) 
Allen  Bros,  ft  Allen  Silk  Mills  .  .  .4&S 
American  Pad  &  Textile  Company  116 
Anderson.  Peter  .28 
Anderson    A    Thomson         31 
Artist  Supply   Company      120 
Ascher   Silk   Company      120 
Atlantic  Underwear  Limited  ....  63 
Atlas  Garment  Mfg..  Company   ..109 

B 

Paker,  Richard  L.  &  Company ..  17-18 
Bastard,  J.  &  W         23 
Ballantyne  &  Co.,  R.  M          57 
Bates  &   Innes             66 

Barry,  W.  H.  &  Company          75 
Belding  Corticelli  Limited  Back  Cover 
Bertel  Patent  Pocket         121 
Biltmore  Curtain  Company  ....  101 
Birmingham,    T.    H.    Co., 

Limited      77-121 
Bishinskv   Bros     105 
Bland,  W.  C.  Limited        114 
Botanical  Decorating  Company..  122 

Bradford   Dyers'  Association  Ltd     35 
Bradstreets   Limited          92 
Brantford  Felt  Novelty  Company  117 
Brock  Co.,  W.  R.   (Montreal)    ...     39 
Brock  Co..  W.  R.  (Toronto)          41 

Butterfly  Hosiery  Co.,  Ltd.,  ...67-68 
Butterfield,  Fred  &  Co.,  Inc       52 

Calico  Printers'  Association  Ltd.  30 
Campbell  Metzger  &  Jacobson  ...101 
Canadian  Braid  &  Trimming  Co..  .117 
Canadian  Linoleums  &   Oilcloth 

Limited       122 
Canadian    Converters    Ltd   40 
Canadian   Mfg.  of  Novelties    ....122 
Canada    Veiling    Company        76 
Canham  Co.,  Victor  H   94 
Carnall,  J.  F.  &  Co   121 
Carr,  James  &  Sons  Ltd       36 
Castle  Braid  Company    120 
Chananie,    J   122 
Climax    Baler    Company      122 

Chipman  Holton  Knitting  Com- 
pany     Inside  Back  Cover 

Circle-Bar  Knitting  Company    ...   64 
Collett,  W.  J   121 
Consolidated  Plate  Glass  Company  15 
Counter  Costume  Company   112 
Copp   Cterk   Company      121 
Craftana         31 
Crockers    Limited        37 
Crown   Pants   Company      121 

D 

Dale  Wax  Figure  Company        92 
Davenport,  P     33 
Dean  Rag  Book  Company  Ltd.  ...   32 
Delfosse  &  Company       94 
Dexter  Yarn  Company      63 
Dobson  &  M.  Brown  Co.,  Ltd     34 
Dominion  Oilcloth  &  Linoleum 
Company        95 

Dominion  Ostrich  Feather  Co.  ...  78 
Dressmakers  Supply  Company  ..120 
Dugeon,  J.  &  Company     117 •       E 

English  Velvet  &  Cord  Dyers' Association        29 
European   Novelty   Company    ....  101 

Farmer-Milford      105 
Faire  Bros..  Company  Ltd   20 
Federated  Leather  Goods  Co.  Ltd.  78 
Ferstrong         22 
Fisk  &  Company     120 
Foster  &  Company  Joseph       24 
Fraser  Publishing     120 

G 

Garland  Son  &  Co.,  John  M       3 
Gagnon  J.  H   122 
Gardner  M.  Company,  Limited    ..115 
Gertenzeny    Bros   122 
Gipe-Hazard  Store  Service     101 
Creenshields    Ltd        1 
Godde  Albert  Bedin  &  Cie        47 

H 

Harvey   Knitting  Co   65 
Harcoiirt  &   Sons  Ltd   122 
Hawa,  Joseph  G.  &  Company  ....122 
Hawley  A.  E.&  Co.  Ltd.  Front  Cover 
Haworth  Richard  &  Company  Ltd.  27 
Harrott  &  Company  Limited   ....   36 
Haugh  Mfg.  Company  J.  A   112 
Hawthorn  Mills  Limited      67 
Hazel    &    Company        28 
Henderson  &  Smyth     12l 
Heron  &  Taylor     11 
Hodges   &    Lettau      121 
Hodgson  Summers  &  Co.  Ltd.    ...      8 
Hoover  Suction  Sweeper         7 
Horrockses  Crewdson  &  Co.  Ltd.  109 
Hyslop    Co.   Robert      120 
Hygienic    Fibric   Company      120 

I 

Infants  Footwear  Company  ...  32 
Inprersoll    Knitthie   Gonioany    .  .       6ft 
Indiana  Cotton  Mills         121 

Irish  Linen  Society     12-13 

J 

Jauffred  &  Gariel        26 
Jennens,  Welsh  &  Co.  Ltd   31 

Jersey's   Limited         65 
Johnston,  Crowdin  &  Co   120 
Jones  &   Company,  Fred      120 
Jones  Bros.  &  Company  Limited..   92 

K 

Kelly  T.  K.  Sales  System          15 
Kent-McClain    Limited      9-89-109 
King  Silk  Co.,  A.  S.  Limited         2 
King  &  Co.,  John        26 
Kidman    Hosiery    Company    ....     33 

La  Mode  Dress  Company       107 
Lamson   Company           93 
Lazare  &  Novek     115-105 
Levine  &   Share        107 

M 

Mclean,  W.  G     34 
Martin  &  Co.,  P.  P.  Limited      14 
Menkin,  Inc.,  S   117 
Merit    Skirt  Company      107 
McElroy  Mfg.  Company   107 
McKinnon,  S.  F.  &  Company  ....   56 
McMartin  &  Co.,  E.  W   117 
MUler  Mfg.  Company     117 
Millers  Men's  Wear  Limited    ....117 
Mitchell  Woollen  Company       66 
Mitchell,  M   107 
McGregor,  &  Co.,  J.  G   33 
Monoker  Dress  Mfg.  Company   ..107 
Migel  J.  A.  Inc     53 
Morton  &  Co.,  Robert       33 
Morton  Sundour, 

Limited      Inside   Front  Cover 

Moulton  Mfg.  Co.,  Limited       78 
Mouterde,    Chas     53 
Moyer  Walter  W      64 
Muser  Bros.   (Canada)  Limited   . .     6 

N 

National  Cash  Register  Co   87 
Newall  Mfg.  Company  S.  A   121 
North  American  Dye  Corp   84 

O 

Old  Bleach  Linen  Co   16 
Oxford  Knitting  Company      61 
Oxford    Mfg.   Company      92 

P 

Penman's   Limited        62 
Phillips,  R.  A     85 
Photo  Kraft  Studio  Limited     107 
Porritts  &  Spencer  (Can.)  Ltd.  ..100 
Potter  Thos.  &   Son       31 

Perfection  Children's  Cloak  Co.  .  .  105 
Priestley  Bros   120 

Pugh  Specialty  Company    .•  .   85 

R 

Racine  Alphonse  Limited      10 
Regent  Cloak  Company     105 
Reid.  F.  G.  &  Company     38 
Richardson,  A.  S.  Co.  Ltd   86 

Rigg   Bros.   Limited        21 
Ritchie,  John  E.  &  Company   ....   38 
Rodden,  F.  A.  &  Company     117 
Rogers   Frankport   Company    ....  105 
Royal  Dress  Company     113 
Rozen  &   Cohen      105 

S 

S.  &  D.  Dress  Company     107 
Silks    Limited        48 
Scott  Bros  &  Company       25 
Scott,   Peter  &   Company  Limited  19 
Smith,  H.  G.  Limited   121 
Smith,  Hogg  Company   120 
Standard    Factories      110-111 
Sterling  Dress  Company     122 
Stoffell  &  Company        11 

T 

Timberlake  &  Sons,  J.  L   120 
Thompson  Lace  &  Veiling  Co.  .  . .  12l 
Toronto  Feather  &  Down  Co   120 

V 

Victoria  Rubber  Company      107 
Viegelmann,    Robert      120 
Vogue   Waist  Company      116 

W. 

Walker,  J.  E   124 
Warner   Bros      82 

Wegler  Skirt  Company      107 
Western  Veiling  Company      117 
Wexler  Costume  Company      109 
Whiting  &  Davis     121 
Williams,  Walter  &  Co.,  Ltd.  36-120 
-Williams  Trow  Knitting  Co   60 
Wi'son  &  Company       28 
White.  Will  P.  Limited      120 

•Wooding  G.  L   121 
Wright  Sons,  Wm.  E.  Co   83 
Wrinch  McLaren  Company       83 

DRY  GOODS  TRAVELLER 

With  eighteen  years'  travelling 
connection  is  open  to  represent 

first  class  manufacturers  of  Hos- 

iery Underwear,  Men's  Shirts, 
also  Women's  and  Children's 
Ready-to-Wear. 

J.  E.  WALKER, 

909    Grosvenor,    Ave., Winnipeg. 
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other's  Choice  for  Baby 
ITTLE  Daisy  Stockings  have  en- 

-■-'  deared  themselves  to  thousands 
of  mothers  on  account  of  their  soft, 

silky  texture,  warmth-g'ving  qualities 
and  durability. 

Little  Daisy  Stockings  are  knitted 

from  the  genuine  Australian  lambs' 
wool  by  our  special  process,  and 
are  for  children  up  to  12  years.  They 
have  extra  strength  in  heels  and  toes. 

Mothers  are  charmed  with  these 

stockings — just  to  see  and  feel  the 

soft,  warmth-giving  texture  is  suffi- 
cient to  effect  a  sale,  and  once  sold 

you  are  sure  of  repeat  orders. 
Little  Darling  Stockings,  for  little 

tots  up  to  seven  years,  are  made  from 
the  same  soft,  fleecy  material,  and 
have  silken  heels  and  toes.  They 
make  an  instant  appeal  to  mothers. 

In  many  dainty  shades  and  Black. 

If  you  do  not  carry  them  in  stock 
your  wholesaler  can  supply  you. 

99 

LITTLE  DARLING" CunshfmF 
"LITTLEDAISY"  «*».«e^ 

The   Chipman  Holton    Knitting   Company,    Limited,    Hamilton,   Ontario 
Mills  at   Hamilton  pnd   Welland,   Ont. 
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SPERO 
ON     SELVEDGE    OUR    GUARANTEE 

BRITISH MAKE 

SUPER-STANDARDISED     QUALITY 

COTTON    GOODS 

Sheetings 

flladras  Shirtings 

Flannelettes 

Velveteens 
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Productions 

FURNISHING  FABRICS 

SUNDOUR  TAPESTRIES 
siINDOUR  CHENILLES 
UNDOUR  REPS 
UNDOUR  MADF 
UNDOUR  CASEMENTS 
'.UNDOUR  RUGS 

I 

I t 

MwW\WM\mm\tm^l^^^^umXl^ ' 
s  indestructible,  and  the  finished  product -from 
:oal  tar  anthracene  to  colour  and  from  raw  material 

lo  finished  fabric  -  is  our  own  throughout . 

h 
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D 
A  Dominion- Wide  and  Complete 
Service  for  the  Dry  Goods  Trade 

fl 

u 

D 

D 

It  is  a  Sound  Policy  for  buyers  to 

go  to  Greenshields.  There  is  the  cer- 
tainty of  securing  that  maximum 

value  at  the  right  price,  which  is  the 

most  important  factor  in  successful 

business    development. 

Greenshields'  Seventeen  well- 
stocked  Departments  merit  the 

attention  of  every  buyer.  Thousands 

of  retailers  throughout  Canada,  season 

after  season,  express  their  verdict — in 
orders. 

We  take  genuine  pride  in  showing 

our  goods,  knowing  that  they  give  the 
fullest  satisfaction. 

Are  You  a  Greenshields  merchant? 

n 

D 

D 

GREENSHIELDS  LIMITED 
"EVERYTHING    IN    DRY    GOODS" 

SALESROOMS    FROM    THE    ATLANTIC    TO    THE    PACIFIC 

17  Victoria  Square,  -  MONTREAL 

D 

riE i=] 
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£** Sing  H>tlk  Company 
Htmiteb 

i  Ae   First  Sign    of 
Autumn 

will  bring  your  up-to-the-minute  customers 
in  search  of  SILKS  that  will  gratify  their 
different  tastes  for  style  ana  distinction. 

Early  Autumn  will  see  the  depletion  of 
Summer  Vv ardrobes,  after  a  long,  torrid 
season,  and  j^lilady  will  enthusiastically  turn 
to  the  planning  of  new  costumes  for  Autumn. 

Of  course  the  Queen  of  all  fabricss — SILKS 
— will  be  her  first  choice. 

Have  your  stock  of  Autumn  Silks  on  hand 
early.  The  early  buyer  gets  the  sales!  The 
early  Autumn  and  Fall  lines  we  are  vow 
showing  will  greatly  interest  the  buyer  in 
search  of  style  and  sterling  value. 

Write  for  samples  or  when  you  are  in 
Toronto  visit 

"  GCfje  g>tlfe  House  of  Canaba" 

JAPANESE  SILKS 
CHINESE  SILKS 

CHARMEUSE 

DUCHESS  SATINS 
GEORGETTES 

CREPE  DE  CHINES 
FANCY    STRIVES "PLAIDS 

FANCY  TRIMMING 
SILKS 

PYJAMA   SILKS 
ana 

SILK  SHIRTINGS 

NOVELTY  SILKS 

In  profusion 

%L  &.  l^ing  g>ilk  Company 
limited 

59-61     Wellington   St.    West 

TORONTO 

L» 
Zurich,    Switzerland 

Yokohama,  Japan 
Lyons,    France 

Cnefoo,    China 

J 
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3C DC scnc DC 

NEW 
FALL  GOODS 

The  latest  and  smartest 

in  great  variety 

Women's  Wear 

Men's  Wear 

House  Furnishings 

Smallwares 

Fancy  Goods 

Ribbons,  Trimmings,  and 

all  lines  of  Staples. Dress  Goods 

Costume  Cloths 

Mantle  Cloths 
Cloakings 

Novelty  Skirtings 

Plain  and  Fancy  Silks 

John  M.  Garland,  Son 
&  Co.,  Ltd. 

Ottawa         -  Canada 
Wholesale  Dry   Goods 

>c DC DCDC 
DC 



n  U  Y     GOODS     REV]  E w 

Always 
In  Demand 
Whether  business  is  brisk  or  dull, 
there  is  always  a  demand  for  cashmere 
hosiery,  and  the  dealer  handling  the 
most  satisfactory  hosiery,  is  the  man 
who  gets  the  custom. 

Are  YOU  that  dealer? — You  can  be 
if  you  feature 

A.  B.  C.  Hosiery  gives  what  custom- 
ers want — quality  and  durability  plus 

economy.  Consequently  it  always 
sells  well. 

Every    pair    seamless    with 
reinforced    heels    and    toes. 

For  Children — 1  and  1  rib, 
sizes  4  to  10. 

For  Women  —  Three  good 
shades  in  heather  mixture. 

For  Men — Half  hose,  plain  and  heather. 

MADE   BY 

Allen  Bros.  Co.  Ltd. 
883  Dundas  Street  East, 

TORONTO 

Selling  Agents  for  Canada  : 

Wm.  G.  Evis  &  Co. 

28  Wellington  St.  W.  -  TORONTO 
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Selling  Agents: 
Wm.  G.  Evis  &  Company,  28  Wellington  St. 

West,  Toronto — Western  and  Northern  Ontario, 

Quebec,   Maritime    Provinces   and    Manitoba. 

Stanley  McLeod,  543  Granville  St.,  Vancouver, 

B.C. — British  Columbia,  Alberta  and  Saskatchewan 

H.  Switzer,  193  Sparks  St.,  Ottawa,  Ontario- 
Eastern   Ontario  and   Montreal. 

We  have 
something 
new  and 

beautiful  to 

show  you 
IN 

Winsome  Maid 

Silk  Hosiery 

for    the    coming    Season 

Our  travellers  will  be  call- 

ing on  you  shortly,  and  you 

will  be  delighted  with  the 

new  samples.  Hold  your 

silk  hosiery  orders  until 

they  arrive. 

Allen  Silk  Mills  Ltd. 
43  Davies  Avenue 

TORONTO    -    ONTARIO 
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Fall  Dress 
Goods 

AND 

Suitings  of 
Quality 

SERGES 

WORSTEDS 

TWEEDS 

TRICOTINES 

VELOURS 

BROADCLOTHS 

No  more  complete  variety  of 
Domestic  and  Foreign  makes 
has  ever  been  shown  here;  and 
no  better  values  are  obtainable 

anywhere. 
Special  consideration  has  been 

given  to  our  pricing — with  a 
view  of  insuring  quick  and  pro- 

fitable sales  at  retail. 

Merchants  will  do  well  to  con- 
sult our  lines  before  buying.  If 

our  traveller  is  not  calling  on 
you  kindly  notify  us  and  we  will 
have  him  call. 

All  orders  shipped  same 
day  as  received. 

HODGSON,  SUMNER  &  CO.,  LIMITED 
83-91  St.  Paul  St.  W.  21  St.  Sulpice  St.  84-92  LeRoyer  St. 

MONTREAL 
SAMPLE  ROOMS  : 

7  Charest  St.,  QUEBEC  Windsor  Hotel,  OTTAWA 
Carlaw  Bldg.,  28-30  Wellington  St.  W.,  TORONTO 

Can.  Bank  of  Commerce  Bldg.,  THREE  RIVERS      Metropole  Building    SHERBROOKE 

503   Mercantile  Bldg.,  VANCOUVER        50  Bon  Accord  St.,  MONCTON,  N.  B. 

\ 
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This  is  one  of  the  series  of  striking  illus- 

trations appearing  in  Hoover  national 
advertising.  Over  six  hundred  thousand 
of  Hoover  full  pages  are  circulated  monthly 
through  leading  Canadian  magazines 

What  is  "The  Hoover  Resale  Plan"? 
The  Hoover  Resale  Plan  was  years  ago 
originated  by  the  Hoover  organization. 
Many  of  the  leading  stores  in  this  country 
and  the  United  States  have  long  operated 
under  it.  It  has  no  parallel  for  achieving 
a  large  volume  of  sales. 

Under  this  plan  the  Hoover  organization 
is  invited  into  a  store  where  it  conducts 

itself,  under  store  rules,  as  a  part  of  the 
store  organization. 

Trained,  however,  in  the  art  of  securing 
leads,  demonstration,  sale  and  servicing 
of  Hoovers,  the  Hooverorganization  seeks 
and  obtains  business  as  only  an  organization 
thoroughly  schooled  in  the  advantages  and 
features  of  a  product  can  do. 

The  plan  provides  the  dealer  with  such  a 
specialty  organization,  relieves  him  of  the 
responsibility  for  its  selection,  training 
and  supervision,  and,  without  risk,  nets 

him  a  greater  annual  profit  on  his  invest- 
ment. 

Experience  has  demonstrated  that  the  plan 
is  without  an  equal  for  success.  The  H  oover 
itself  is  an  integral  part  of  the  plan.  For 
there  is  no  other  electrical  appliance 
which  givessoconvincinga  demonstration, 
or  serves  its  users  in  a  more  satisfactory 
way. 

The  Hoover  and  the  Hoover  Resale  Plan 

are  gaining  every  day.  Are  you  willing 
to  consider  them  now? 

The  Hoover  Suction  Sweeper  Company  of  Canada,  Limited 
Factory  and  General  Offices:  Hamilton,  Ontario 

Qhe  HOOVER 
It     Beats...        as     it  Sweeps       as     it     Cleans 

MADE   IN  CANADA— BY  C A N A D I A N S— F O R  CANADIANS 
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NEW  IDEAS IN 

NOVELTY  LACES 

Are  you  prepared  to  meet  the  demands  of  the  Social  Season  this  coming  Fall? 
Is  your  stock  of  Laces  complete? 
We  have  a  full  range  of  the  most  wanted  lines,    including    Valenciennes, 

Filet,  Maltese,  Metal  and  Guipure  eft"  ects. 

IN    LACES 

BLUE STAR 

IS  THE  SEAL  OF  UNQUESTIONED 
QUALITY. 

Blue  Star  customers  are  satisfied  customers 
because  they  get  the  utmost  in  value  and 
service. 

We  advise  making  an  early  inspection  of  our 
lines  of 

laces 
embroideries 

DRESS   TRIMMINGS 
GEORGETTES 
CHIFFONS 

HOSIERY 
BRASSIERES 

HANDKERCHIEFS 
WASH  GOODS 
RIBBONS 

Jfflusier  protfjerg  (Canafca)  ̂ tmttefci 
Manufacturers  and  Importers  of  Laces, 
Dress    Trimmings    and    Embroideries, 

Importers  of  Fancy  Dry  Goods. 

12  ST.  HELEN  STREET,  MONTREAL 
New   York  Boston  Philadelphia         Chicago  London         Nottingham         Paris  Calais 

Baltimore  Los    Angeles  San  Francisco  Caudry  Le  Puy  St.  Gall 
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TYPICAL  "INTER-PLACE-ABLE"   UNITS 

ATTRACTIVE  FIXTURES 

DO  SELL  MORE  GOODS 
Write  for  Catalog  and  Prices 

(Toronto  SmowCasf  Co)    LtflUtra 

181-199  CARLAW  AVENUE 

TORONTO 
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Successful  Merchandising 
RAPID  TURNOVER-The  Secret  of 

Sell  Quick  and  Buy  Often.  Crowd  the 
selling.  Get  the  money  out  of  the  stuff  and 
put  it  into  more  just  as  quickly  as  you  pos- 

sibly can.  It  is  easy  to  get  all  the  goods 
you  want  as  quickly  as  you  need  them  if 

you  make  RACINE'S  your  funnel  of supply. 

REMOVE  THE  BRAKES 

■ 

! 
■ 

; 

Handle  Quality  goods  at  prices  the  people  \ 
are  willing  to  pay.     Then    watch    your  1 
speedometer  register  the  increase.  j; 

THE  WAY  TO  GET  THIS  QUICKER  I 
TURNOVER  j m 

m 

the  one  sure  way,  the  one  easy  way,  the  one  f 
best  way — is  to  handle  I 

m 

RACINE'S  RELIABLE  MERCHANDISE  { 

ALPHONSE  RACINE,  LIMITED       I 
Manufacturers  and  Wholesale  Distributors  of 

DRY  GOODS  ] 
60-98  St.  Paul  Street  West,  Montreal 

m 
m 

EVERYTHING  IN  DRY  GOODS  1 
   »  j 

; 

i 
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STOFFEL  &  CO. 
The  Largest  Manufacturers 

of  Cotton  Fabrics  in 
SWITZERLAND 

SCHMERIKON 
NEUHAUS  :"':W- 

TRANSPARENT  ORGANDIES 
Batistes  Jaconas 

Fine  Muslins  Crepes 
Nainsooks  Fancies 

Voiles  Dotted  Swisses 

"IT  IS  STOFFEL'S" 

~the  finest  praise  that  can  be  bestowed  upon  an  organdie\ 
STOCK  CARRIED  IN  TORONTO  IMMEDIATE  DELIVERY 

To  the  Wholesale  and  Manufacturing  Trade  only 

HERON  &  TAYLOR 
11    YORK  STREET 

TORONTO 

Sole  Agents  for  Canada 

]QC 
UL 
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IRISH 

An  Identification,  a  Guarantee 
and  a  Protection 

B.CI    — 
■ 

This  Hallmark,  which  is  only  applied  t& 

pure  flax  linen  sold  by  Irish  Linen  Society 

members,    definitely    identifies  this    mer-  y?/ir 
chandise.  §t^~/l- 

The  Hallmar 

fabric  purity— ̂ i 
responsibility  of  di 
industry. 

t^Vi 

e  combinei 
// 

SN
 

jy  tne  comDinea 
^sin  the  linen 

/. 

/> 
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Whether   vour    policy    is    to  sell    trademarked 
linens  or  not,  this   Hallmark  does  not  conflict 

— because  it  is  in  no  sense  an  individual  manu 

facturer's  brand. 

Specify  that  the  linens  you  buy  bear  this  Hall 
mark  device. 

— it  lessens  sales  effort  by  an  absolute 
assurance  to  your  customers  that  the 
merchandise  thus  trademarked  is, 

beyond  question,  real  linen — 

— it  makes  buying  easy  bj^settling-the 
question  of  yarn  purity  , 

,W<rr- 

,^/m4   —it  adds  another  advertising-  and  seller  ,v^^l6-> Kng  point  to  help^dreasfvour  W^/^aV 
•<^zr^SSfi€t-<^ 

ea 

~<S&*>\ 

v  IRISH 
a     II   111]  t,       ,-  i>  -       -v*" 4  I  -      — ^*"^  ̂ *"^ 

SOCIETY 
BELFAST     IRELAND 

American  Office  and  Information  Bureau 
231  West  39th  Street,  New  York 

I^ISHO^ 

%ATP# 
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P.  P.  MARTIN  &  CO.,  LIMITED 
50  ST.  PAUL  ST.  W.,  MONTREAL,  QUE. 
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L  E  T 

The  House  of  Dry  Goods  Values 
Be  Your  Source  of  Supply 

Then  will  you  realize  your  ambitions  for  your  business  through 

the  medium  of  rapid  turn-over  and  satisfied  customers. 

7   OUR  TRADE  MARK 
has  ever  stood  for  attractive, 

value-giving  merchandise  and 
a  service    that  is   unexcelled. 

OUR  TWELVE  DEPARTMENTS 
are  replete  with  goods  of  dependable  quality  and  authentic  styles.  The 
outcome  of  our  vast  buying  resources  is  a  comprehensive  stock  selected 
from    all    countries,    including    the    best    markets    of  the    world. 

Let  us  know  your  requirements.        Phone,  wire 

or    write--you    will    det   the    best    of    service. 

P.  P.  MARTIN  &  CO.,  LIMITED 
50  ST.  PAUL  STREET  W.,  MONTREAL,  QUE. 

Quebec   :   7   Rue  Charest 

Toronto  :  152  Bay  Street 

Sherbrooke 103   Wellington    St. 

Ottawa  :  25  Sparks  Street 

Three  Rivers  :  82  Royal  Street 

St.  Hyacinthe  :  229  Cascade  Street 



*  * 
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The  Responsibility 
Of  Leadership 

Generations    ago    "Old    Bleach"   pure    Irish 
linens  attained  pre-eminence  through  purity 
of     fabric,     quality     of     workmanship     and 
originality  of  design. 

In   the   "Old    Bleach"   factories   this    is   the 
governing     idea — "No     compromise    where 

quality  is  concerned/" You  do  not  have  to  sell  "Old  Bleach"  linens 
on    a    competitive   basis — use    them    as    the 
leading  line  in  your  linen  department,  to  set 
the  sales  pace. 

The   "Old    Bleach"  combination   of   quality, 
beauty  and  value  will  justify  you  in  push- 

ing  this   fine   merchandise   as   a    means    to 
secure  local  linen  dominance. The 

"OLD  BLEACH"  LINEN  CO.,  Ltd. Reg.     Trade    Mark 

23-25  East  26th  Street  -:-  New    Yorl 
Canadian    Representative:     W.    H.    STELEY 

22    West    Wellington    Street,    Toron'.o,    Ont. 

_HF 

w 
■*&3& 

n/TT I1YJ7  7 

^ <^9 
1 > 

\m 

#  ̂ ^#4##^%v^ 

■■IBBIB 
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A  Word 
About  Gloves,  Hosiery  ̂   Underwear 

For  Spring  1922 

ORDERS  placed  with  the  Baker  organization  for  this  fall  for  S.  Len- 

nard  &  Sons  Underwear,  Queen  Quality  Silk  Gloves  and  Lingerie, 

London  Knit  Hosiery,  Griffin  Chamo  Suede  Gloves,  Venus  Thread  Silk 

Hose,  Avon  Knit  Wool-Knit  Wear,  indicate  a  return  of  Confidence  on 
the  part  of  retailers  and  therefore  on  the  part  of  the  consumer.  In 
fact  more  than  one  of  the  mills  have  been  entirely  sold  up  for  months 

past. 
An  intelligent  comparison  of  prices  with  those  of  a  year  or  more  ago  will  be  sufficient 
evidence  of  the  fact  that  price  deflation  conceded  by  all  as  necessary,  has  taken 

place,  and  business  can  resume  its  normal  channels  if  given  sufficient  impetus. 

Really  good  merchandise  with  a  standard  of  Quality  that  is  recognized  by  consumers 
as  well  as  retailers  will  prove  more  than  sufficient  impetus  to  start  and  keep  the 
ball  rolling. 

REPRESENTATIVES  WILL  SHORTLY  BE  ON 

THEIR  ̂ TERRITORIES    FOR  pSPRING    1922. 

Richard  L.  Baker  &|Co.  Limited 
TORONTO 

MILL  SELLING  AGENTS: 

S.  LENNARD1&  SONS,  LTD.     AVON  HOSIERY,  LTD.     ST.  CATHARINES  SILK  MILLS,  LTD. 

GRIFFIN  GLOVES,  LTD.  VENUS  SILK  HOSIERY  MILLS,  LTD. 

LONDON  HOSIERY  MILLS,  LTD. 
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::  THE  ROYALTY  OF  :: 

SILK    GLOVES 
IF  it  were  only  possible  for  you  to  see 

the  factory  in  which  these  gloves  are 
made,  to  see  the  skeins  of  silk  as  they 
come  into  the  factory  from  Japan  and 
then  follow  it  through  each  operation 
from  the  winding  on  the  beam  to  knit 
the  cloth,  to  the  final  boxing  of  the  fin- 

ished glove,  you  would  then  appreciate 
the  care  that  is  taken  with  every  oper- 

ation and  every  thread  of  material  that  is  used.     You 
see  the  reason  for  the  superfine  quality  of  Queen  Quality 
and  why  so  many  women  will  wear  no  other  silk  gloves. 
Then  the  attractive  designs  and  color  combinations  are 
ure  in  themselves  that  means  big  sales. 

BE  SURE  TO  SEE  THEM  FOR  SPRING  1922 

'ueefO. 

GLOVE  SILK  LINGERIE 

MO  underwear  can  be  more  dainty  or  lux- 
urious than  Glove  Silk.    And  when  made 

of  the  same  cloth  that  gives  the  wear  and 
service   to    Queen  Quality  silk  gloves,  its 

There 

Queen 
to 

in 

see 

lasting  qualities  are  extraordinary 
are  many  bewitching  creations 

Quality  that,  with  women  of  taste, 
is  to  want. 

For  Fall  1921  and  Spring  1922  you  will  find 
a  Queen  Quality  Lingerie  Department  one 

of  big  and  Quick  profits. 

St.  Catherines  Silk  Mills 
Limited 

ST.  CATHERINES,  ONT. 

Sol©  Solli no  Agents 
Richard  L.Baker^Oa 

84-WelKngtonStWest 
Toronto 
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There  Is  Only  One  Chamo  Suede 

That  Is 
GRIFFIN 

EBgaaaaa 

THE  features  that  have  made  Griffin  Chamo  Suede  the  most  popular 

glove  of  their  kind  in  Canada,  the  mill's  entire  production  being  sold 
season  after  season,  are  important  but  easily  remembered. 

The  first  appeal  to  women  is  their  attractive,  fresh  appear- 
ance and  originality  of  design. 

The  second  is  the  wide  variety  of  shades,  plain  and  con- 
trasting, matching  every  costume. 

The  third  is  their  perfect  fit. 

The  fourth  is  their  quality  of  long  wear. 

The  fifth  is  their  washability,  coming  out  fresh  and  clean 
as  new. 

The  sixth  is  their  moderate  cost  and  undoubted  economy. 

It  is  this  array  of  desirable  qualities  that  keeps  the 
demand  ahead  of  the  supply.  Make  sure  of  your  share 
for  Spring  1922. 
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PURE  SILK 

HOSIERY 

Venus  Quality 

is  such  that  the  demand  is  constantly  a  jump  or 
two  ahead  of  the  supply.  Every  detail  even  to 

the  packing,  is  carried  out  in  keeping  with  hosiery 
of  Quality.  A  selection  of  fifteen  shades  means 

no  disappointed  customers.  Venus  is  silk  hosiery 
that  builds  a  reputation  for  you. 

SAMPLES  FOR  1922  WILL  BE  SHOWING  SOON 

Venus  Silk  Hosiery  Mills 
Limited 

Toronto         -         -         Ontario 

IQNDONKNIT 

Hose 
LIAS  established  a  reputation  in  its  field  second  to  none.  It  represents  the 

**  utmost  achievement  in  cotton,  Lisle,  Silk  Lisle,  cashmere  and  fibre  silk 

hose  for  men,  women,  boys  and  girls.  Included  in  the  range  are  many  spec- 

ials such  as  ribbed  school  hose  for  boys  and  girls,  the  popular  scout  hose  and 

fine  1-1  ribbed  cashmere  for  children. 

—   IQNDONKNIT   

Hose fONDONWAPV     IQNDOHIASS     jCMPfiSEB     IBgSBMSB 

canlJ:     LONDON  HOSIERY  MILLS  Limited   L0°™°2 
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The  Fine  Scotch  Underwear 
with  the  Fine   Scotch  Finish 

TT   is   because  the   manufacture  of  Pesco   is 

I  equal  in  excellence  to -the  wools  used  in  its 
production  that  Pesco  is  claiming  more  and 

more  attention  from  a  discerning  public. 

Pesco  is,  of  course,  happy  "in  the  land  of  its 
birth."  It  is  made  in  a  town,  in  which  for  al- 

most 300  years  Hosiery  manufacture  has  been 
the  staple  trade,  and  where,  as  a  result,  its  in- 

habitants have  acquired  an  intensive  knowledge 
of  the  art  of  knitting.  And  that  town,  the- centre 
of  the  Scottish  woollen  industry,  preserves  a  full 
sense  of  its  responsibility  as  the  chief  custodian 
of  Scottish  standards  and  ideals. 

Pesco  is  thus,  in  every  respect  of  its  manufac- 
ture, the  result  of  knowledge,  the  outcome  of 

experience,  the  fruit  of  favourable  environment. 
The  steady,  conscientious  effort  of  to-day  is  sup- 

ported by  the  influence  of  the  past  to  make  it 
what  it  is. 

Sole  Makers: 

PETER  SCOTT  &  CO.,  LTD., 
Hawick,  Scotland 

London  (England):  Carey  House,  Carey  Lane,  E.  C.  2 

Agents  in  Canada: 

Messrs.  C.  &  A.  G.  Clark,  35  Wellington  St.  West,  Toronto 

Mr.  R.  C   Poyser.  418  King's  Hall  Building,  St. Catherine  St.  W..  Montre.i 
Messrs.  Hanley  &  Mackay  Co.,  Hammond  Building,  Winnipeg         __ 

Showcards,  Window  Tickets  and  Literature  Supplied. 

Enquiries  invited. 

The  Pesco  Range 
Obtainable  in  Pure  Wool  and  Silk 

and  Wool  textures — For  Ladies  —  Combinations,  Vests 

Spencers.  Bodices,  Drawers,  Knick- ers.   Nightdresses,    Rib    Vests,    etc 

For   Children  —  Combinations,    Night- 
dresses,     Sleeping      Suits,      Shirts 

Trousers,    Knickers,    etc.,    etc. 
For    Infants — Binders,     Wraps.     Kilt 

lets.    Gowns,    etc. 
For     Gentlemen   —    Shirts.     Trousers, 

Combinations,    etc.,   etc. 
Also 

Pesco  Hose  and  Half   Hose   in   Black 
Colours  and  Mixtures 

and Pesco   Sports  Coats,    Jumpers.    Under- vests.      Sweater     Coats,      Scarfs      an 
Caps    in    the  latest   styles    and    colour 

effects. 
Guaranteed  Unshrinkab.e 

. 
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Important  to  Buyers  of  HIGH-CLASS   COTTON   FABRICS 

Please  note  the 

"FERSTRONG"  brand OF  QUALITY  FABRICS 

is  a  guarantee  of  the 

Highest  Quality,  also 
of  an  absolute  uniform- 

ity of  quality  in  all 

repeat  business,  as  all 

the  FERSTRONG 
Materials  are  made 

out  of  the  Finest  and 
^Purest  Cotton  the 

World  can  produce. 

REGISTERED    TRADE    MARK    Canadian  No.  1  16.  Fol:o  27  1 50. 

White  and  Dyed  Cambrics 
Also  the CREPE-DE-FERSTRONG  tW&? 

All  the  above  qualities  are  stamped  "Ferstrr  ns,"  and 
the  quality  on  the  selvedge.      None  genuine  wilh  ut. 

These  materials  are  unrivalled  for  making  up  Ladies'  and  Children's  Underwear,  also 
Blouses,  Jumpers,  Camisoles  and  all  kinds  of   Ladies'  and  Children's   Dainty  Garments 

ALSO   HIGH-CLASS   RANGE  OF  LONGCLOTHS 

Write  to  G.  ARMSTRONG  &  Co.,  Manufacturer*,  52  and  54  Faulkner  Street,  Manchester,  England, 
for  Free  Patterns  and  Shade  Cards,  also  prices  and  full  information. 
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A  CHOICE  OF  THE 

WORLD'S  BEST 
Throughout  the  Textile  World,  fabrics  bearing 

the  distinguishing  mark  of  the  Bradford  Dyers' 
Association  are  recognized  as  being  the  finest 

examples  of  modern  textile  production. 

The  Buyer  who  builds  his  future  on/^M\ 

goods  dyed  and  finished  by  theVJJj/fy 
has  an  absolute  guarantee  that  such  goods  are  of 

exceptional  beauty  and  of  the  highest  quality 
obtainable. 

If  your  regular  wholesale  house  does  not  carry 

'Suedena,'  'Lumena'  and  omer(i5vjl\  Finishes, 
let  us  know  and  we  will  send  s^rfy  samples 

showing  finishes. 

^f THE 

~7/ 

Bradford  Dyers'  Association;  IP* 
mancXtbr        bra£f°rd         lotion 

^  6  oxroRD  5T ST  PETERS  5Q. 

Dept.  43 

39    NX/ELL  ST 
128  &-  129 

C1EAP5IDE.E:C2 

(C0PTRK1IIT) 
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HOSIERY 
WHOLESALE 

AND 

SHIPPING  ONLY 

?ROTfc 

TRADE 

MARK. 

GLOVES 
The  WORLD-FAMED  "Aberdeen"  and 
Scotch  knit  milled  woollen  gloves,  (men's, 
ladies'  and  children's),  ladies'  and  maids' 
woollen  gauntlets,  woollen  jumpers,  sports 

coats,  caps,  and  scarves,  men's  union  cash- mere shirts  and  pants  (unshrinkable), 

men's  worsted  and  all-wool  shirts  and  pants, 
fingering  and  wheeling  half 

hose,  miners'  hose,  men's 
knicker,  top  hose,  ladies'  finger- 

ing and  cashmere  hose,  chil- 
dren's fingering  and  wheeling 

combinations. 

Motor  Driving  Glove 
(WOOLLEN) 

HARROTT  &  CO.,  Ltd.  (EsSed) ABERDEEN,    SCOTLAND 
CODES:  A.B.C.  6th  Edition     BENTLEYS- LIEBERS.  CABLES:  HARROTT  ABERDEEN. 

Agents:    E.  H.  WALSH  &  CO.,  LTD.    -    63  BAY  STREET,  TORONTO 
AND   AT  MONTREAL,   VANCOUVER,   WINNIPEG 

FLEECY 

LINED 

LEATHER 
BOUND 
LEATHER PALMS 

KING'S  CELEBRATED 
SCOTCH  WINDOW  HOLLANDS 

have  been  made  for  one 

are  recognized  throughout 

most  saleable  shading.  They 

are  unshrinkable,  fast  colors 

and  widths.  To  insure  get 
ers  are  advised  to  Examine 

Also  inside  Holland  Tab  on 

that    each    bears    name    of 

hundred  and  forty  years  and 
the  world  as  the  best  and 

are  unequalled  for  quality, 
and  made  in  all  colorings 

ting  genuine  goods,  custom- 
Tickets  and  Paper  Bands. 

end  of  each  piece  and  see 

"John  King  &  Son." 

SOLD  BY  ALL  LEADING  WINDOW  SHADE  JOBBERS       . Made   by 

JOHN  KING  &  SON 
GLASGOW,  SCOTLAND 

Established  1775 

Canadian  Representatives  :  CAMPBELL,  SMIBERT  &  CO.,  MONTREAL  and  TORONTO 
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manufacturers  of  HABERDASHERY  &SMALLWARES 
Owning  ten  of  the  best  equipped  modern  factories  in  Great  Britain 
producing  many  specialities  known  throughout  the  world,  such    as: 

HURCULACES— the  British  Laces 
for  Boots  and  Shoes — made  under 
the  most  approved  methods  of 

manufacture,  the  secret  of  their  durability 
being  the  great  strength  of  the  threads 
which  tenaciously  cling  together  and 
resist  wear.  STRENGTH  &  DURABILITY. 

MENDING  WOOLS  &  SEWING 

COTTONS.  The  St.  George's 
and  Crusoe  All- Wool  Mendings 

are  noted  for  their  softness  and  Strength 
in  wear,  their  Smoothness  in  working, 
and  their  high  quality  and  finish.  Crusoe 
Cottons    are    an   equally   famous    line. 

NAME    LABELS,    HANGERS   and 
LOOPS  for  Coats,  Shirts,  Mantles, 

This   is  a  notable  speciality etc 
of  ours. 

SPHERE  HOSE  SUPPORTERS  for 
Ladies  Wear,  enjoy  the  widest  popu- 

larity because  their  quality  throughout 
is  the  finest  possible.  Made  and  finished 
with  thoughtful  attention  to  detail.  Each 

pair  fitted  with  the  famous  "  Grip  that 
grips  and  never  slips."  SPHERE  Suspen- 

ders, Garters  and  Arm  Bands  for  Mens 

Wear  are  supplied  in  many  neat  and  attrac- 
tive designs  ;  also  Sphere  Brownies, 

the  Hose  Supporters  for  Little  Folks. 

ELASTICS :  The  St.  George's  Brand Elastics,  including  the  well-known 
"  Violet"  Quality,  Braids,  Cords, 

Garter  and  Loom  Elastics. 

COTTON   WEBBINGS   and  BIND- INGS :  Skirt  Bindings  (single  and 
duplex),    Glace    Bindings,   Tapes, 

Galloons,  Stay  Bindings,  Hat  Bindings, etc. 

Here  you  have  the  fa*t  selling  lines,  the  lines  for  YOU. 

TO   WHOLESALERS— Get  in  touch  with  us  AT  ONCE  for  fuller  particulars  of 
ALL     OUR     LINES.   We     will     do     our    part    with     prompt    service. 

1 1 1  >  1 1 1 1   i   1 1 . 1 1 1 1 1 1 1   1 1 1 1 1 1 1 

WHOLESALE  ONLY  : 

FAIRE  BROs  &  Co.,  Ltd.,  LEICESTER, 
LONDON  :  Faire  Bros.  &.  Co.,  Ltd.,  19  Fore  Street,  E.C.  2. 
SOUTH  AFRICA:  Davies.  Gnodde  &  Smith,  1  Strand  Street. 

Port  Elizabeth. 

MELBOURNE:  Alfred  F.  Smith,  2  Fink's  Buildings.  Elizabeth Street,  Melbourne. 

SYDNEY:    Alfred    F.    Smith,    39    Queen    Victoria    Buildings, 
George  Street. 

ENGLAND. 

CHRISTCHURCH  :  Robert  Malcolm.  Ltd..  79  Lichfield  Street. 
Also  Auckland,  Wellington,  Dun>-din. 

BOMBAY  :   F.  A.  Filmer  ck  Co..  Gaietv  Buildings.  Hornbv  Road. 
NORWAY  :  Hermod  Riis,  Grev  Wedels  Plass  4,  Christiania. 
SWEDEN :    Anglo-Amerikanska   Import   A.B.   Skeppsbron   3, 

Gothenburg. 
DENMARK  :  Adolf  Eerendt,  St.  Kongensgade  36/8,  Copenhagen 
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A.  STEDALL,  Limited 

Wholesale 
and 

Export 
Manufacturers 

of 

Coats 

Costumes 

Gowns 
and 

Fur  Coats 
Five  Factories 

for    our     own 

exclusive  pro- 
ductions 

Costume  Dept.,— 2  Cannon  St.  London,  E.C.  4 

NEW  RANGES  FOR  FALL 
now  showing  in  all  departments 

including  copies  of  the 

Latest  Paris  Models 

Costumes 
Coats 

Furs 

2  CANNON  ST 
England 

Leading  House 
for   most 

Fashionable 

Garments 

Exclusive   and 

Original 
Models 

of  our  own 
manufacture 

Lond 
on, 

Agent     for     Canada 

Mr.  Wm.  M.  McCausland 
79-83    Wellington   St.  W.,    Toronto 
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MILLINERY  AND    HABERDASHERY   WIRE, 

Chenilles,   Hat  Braids,   Dress  and   Mantle,  Cords 

and  Girdles,  Artificial  Silk,  Braids  and  Ribbons,  Russia 

Braids,  Embroidery  Silks,  Tassels,  Pom,  etc.      Upholstery 

Cords  and  Trimmings,  Scroll,  Argyle,  Saddle  Bag  and  Flat 

Gimps,  DRESS  FRINGES,  Tassels,  etc. 

MADE.  IN  SILK,  COTTON,  WOOL,  ETC. 

ARTIFICIAL     SILK     STRAW     BRAIDS    for 

MILLINERY    HAT  MANUFACTURING 

SUPPLIERS  TO  WHOLESALERS  AND  SHIPPING  HOUSES 

Shipping    and   Strictly    Wholesale    Trade    Especially    Catered   For. 

TELEGRAMS: 
DAVENPORT 
MACCLESFIELD 

MANCHESTER    ^""""o^ 

OFFICE:  * 
39  PICCADILLY   i/n  e«r 

ENGUSIt 

P.  DAVENPORT 
BRIDGE  ST.  MILLS  -  -  MACCLESFIELD,  ENGLAND 

Canadian  Agent:  R.  C.  Parsons,  213,  Close  Ave,  Toronto 

.** 
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LION  CREST  FABRICS 
CASEMENTS 

We  keep  up  our  large  variety  in  27in.,  30in.,  and  50in. 
Casements.     Best  value  on  the  market. 

CRETONNES 

Extensive  range  in  30in.     Domestic  and  Sateens. 

Specially  in  50in.  Reversible  and  50in.  Taffeta  Duplex. 
High  class  and  latest  styles. 

Through  Wholesale  and  Shipping  Only. 

JAUFFRED  &  GARIEL 
Manchester,  England. 
CANADIAN  REPRESENTATIVES 

George  H.  Napier,  417,  Coristine  Building,  MONTREAL 

Andrew  Wilson     -     -     -     91,  Albert  Street,  WINNIPEG 

KIDMAR  HOSIERY  CO. 
53  McPhail  Street,       BRIDGETON,  GLASGOW 

MAKERS    OF 

Ladies'  Sports  Coats 
Made  from  best  Scotch  Fingering  Yarns  in  all 

shades.     Guaranteed  All  Wool. 

Children's  Jerseys 
Made  of  Wool,  with  Cotton  Back.  In  all  sizes 

and  shades.  Styles  with  Button  Shoulders  and 
also  Polo  Collars. 

All- Wool  Shawls 
For  Infant  Wear.  Made  from  Finest  Cross- 

bred and  Merino  Wools.  In  large  range  of  designs 
and  any  sizes  required.  Also  in  Black  and 
Colours. 

AGENTS 

WRIGHT    &    MORGAN 
MONTREAL    and    TORONTO 

J.  C.  MCGREGOR  &  CO. 
53  McPhail  St.  Bridgeton,  Glasgow 

Makers  of 

Furnishing  Muslins 
Madras  Muslins  in  cream,  white  and  col- 

oured,   in    all-over   and    border  designs, 
Harness,  Spots,  Spigs,  Lappets,  Brise-bise 

and  Waterfall  Curtains. 

Dress  and  Millinery 
Muslins 

Book    Muslins,    Robe    Muslins,    Lawns, 
Nainsooks,    Madapollams,    etc. 

AGENTS 

WRIGHT    &    MORGAN 
MONTREAL    and    TORONTO 
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Velveteens 

The  Velveteens  that 
give  real  pleasure  and  complete  satisfaction  in 
wear  are  those  dyed  by  J.  &  J.  M.  Worrall,  Ltd., 
the  Premier  Velveteen  Dyers  of  the  World. 
Whatever  the  make — or  the  colour — you  should 
always  ask  for  a  guarantee  that  the  cloths  are 
in  Worrall's  Fast-to-Rubbing  Dyes. 

J.  &  J.  M.  Worrall,  Limited 
MANCHESTER, 

are  not  merchants.  All  enquiries  for  velveteens 
in  their  dyes  should  be  sent  through  the  usual 
wholesale  channels. 

0—r 

-r-vfc- 

Muanu 
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The  Motherland's Finest  Fabrics 
/^  P.  A.  Fabrics,  by  reason  of  their  high- 

^^*  grade  quality,  their  exclusive  and  dis- 
tinctive designs,  have  attained  a  position  of 

pre-eminence,  and  every  care  is  taken  that 
nothing  shall  compromise  this  reputation. 

THE  Canadian  Representative  for  The  Calico  Printers'  Asso- 
ciation, Ltd.,  is  Mr.  Edward  Foster.     He  carries  samples  of 

all  the  C.P.A.  Fabrics  and  will  be  pleased  to  exhibit  these  to, 

and   receive   enquiries  from,  traders    interested    in    high-class 
voiles,   prints,   sateens,    drills,    printed   handkerchiefs   and   fur- 

nishing fabrics,  and  the  well-known  specialties: 

Grafton     Voile,      Potters'     Prints,     Cepea 
Serge,  Sheenore,  Gemarkord,  Cylkcel,  etc. 

Shadow   Tissues  for   Draperies   and 

Upholstering,  30  and  50  inches  wide. 

Address  your  communications  to: — 

MR.  EDWARD  FOSTER, 
426,  Coristine  Bldgs., 

20,  St.  Nicholas  Street, 
MONTREAL, 

and 
710,  Empire  Buildings, 

64,  Wellington  Street,  West, 
TORONTO. 

The  Calico  Printers  Association 
Limited 

Manchester  England 
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SHEETS 
and  SHEETINGS 

" — the  standard  product  of  the  British 

Market—99 
Steadily  maintain  that  irreproachable  quality  which 

has  made  them    famous  and    appreciated  throughout 
the  world. 

• 

The  reputation  of  the  makers  is  a  guarantee  of  the 

worth  of  Rigg's  Sheets. 

Made  only  of  specially  selected  pure  cotton.     Contain 

no  filling  matter  whatever. 

RIGG'S  SHEETS  give  most  wear    with    the    highest 
degree  of  comfort.     They  neither  shrink  nor  roughen. 

Look  for  the  name  "Rigg's  Sheets"  on  the  selvedge.     Accept    no    substitutes. 

Rigg's  Motto:  Quality  at  a  Consistent  Price 
Canadian  Agents: 

From  Vancouver  to  Winnipeg:   E.  W.  Dean  &  Son,  32 
Seymour   Street,   Vancouver,  B.C. 

East  of  Winnipeg:   Mcintosh,  Banfield  &  McClelland. 
25   Toronto   Street,   Toronto. 

Sole   Manufacturers: 

Rigg  Brothers,  Limited 
Cotton  Spinners  and  Manufacturers 

since   1836. 

6    Mosley   St.,   Manchester,    Eng. 

Cables:  Rigg  Brothers,   Manchester 

SSEffliBiliSiliTfflirffli?Wftlrr^^  llfr7ffl?rffiff>^lfrftl.^^ 
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From  the  Home  of  the  PURE  SCOTCH  TWEEDS 

WE  SPECIALIZE  IN 

Highest  Class  Pure  Scotch  Tweeds,  Worsteds,  Etc 
FOR 

LADIES'  and  GENTS'  WEAR 
A  Hearty  Invitation  is  Extended  to  All  CANADIAN  Buyers  to  visit  Our  Mill 

PETER    ANDERSON,   Manufacturer 
BRIDGE  MILL GALASHIELS SCOTLAND. 

DEAN'S  RAG 

"DOLL  WITH  THE  DISC." 
The  Last  Word  in  Rag  Dolls. 

iLrj^  HE  DOLL  WITH  THE  DISC"  has  a  head  fashioned  as  perfectly  as anything  in  porcelain,  a  head  that  moves  in  the  socket  of  a  bust 
moulded  in  the  same  manner  and  set  on  a  soft  body  to  which  the 

arms,  with  their  perfectly  formed  hands  and  separate  fingers,  are  jointed  so 
as  to  move  to,  and  remain  in  any  position.     The  legs  are  so  jointed  that  the 
doll  will  sit  down. 

The  "Disc"  is  a  little  gulden  seal  which  hangs  at  the  doll's  neck  upon  a 
dainty  bead  necklace,  serving  both  as  an  ornament  and  as  a  badge  of  identity- 

Nobody  who  has  not  seen  "The  Doll  with  the  Disc"  will  believe  that  a 
doll  made  of  textile  materials  can  reproduce  so  delightfully  the  charm  of 
living  childhood. 

Few  of  those  who  -ee  it  realize  at  first  that  it  is  actually  a  Rag  Doll  and 

not  made  of  porcelain    or  moulded  in  some  other  beautiful  but  fragile  com- 
position. 

Nothing  that  we  can  say  will  bring  home  to  the  reader  all  its  qualities, 
and  no  photograph  or  other  illustration  will  convey  all  its  beauties. 

To  appreciate  the  doll  it  is  necessary  to  examine  a  specimen.     We  invite 
you  to  do  this,  and  more,  we  urge  you  for  your  own  sake  not  to  neglect  so 
necessary  a  step.    If  you  omit  to  become  acquainted  with  this  line,  you  pass 
by  the  most  striking  and  novel  toy  invention  of  the  century. 

Manufacturers  and  Patentees;  Canadian  Selling   Agents: 

BARTON  &  IMRIE 

The  "Doll  with  the 
Disc''  is  oypplied 

semi-dressed  as  illus- 
trated. Also  fully 

dressed  in  24  styles 
of  costume.  All 

clothes  Uke  off. 

DEAN'S  RAG  BOOK  CO.,  LTD., 
LONDON,  S.E.I,  EN  , Room  19-34  Victoria  Street,  TORONTO. 
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BRADFORD  OFFICE 

195/6  SWAN  ARCADE 

BRADFORD. A.B.C    5"-s6r."E°  WESTERN  UNION  (5  LETTER), 
BENTLY,     MARCONI    INTERNATIONAL- 

TELEGRAPHIC  ADDRESS"YARNS" LEICESTER..  TELEPHONE  2470-1 
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WHOLESALE 
WOOLLEN  MERCHANTS 

1.  Brown 

\and  white checks. 

2.  Black 

a  nd  white 
with  purple 
stripe. 

3.  Blue  and 
tan  mixture. 

4.  Blue  and 
tan  mixture 
with  blue 
stripe. 

5.  Black 

with  n  a  r- r  o  w  white 
stripe. 

6.  Brown 
and  purple 

mixture. 

Our  large  and  varied  Range  comprises :  COSTUME  CLOTHS  in  Tweeds.  DON- 
EGAL AND  HARRIS  EFFECTS,  DYED  CHEVIOTS  and  FRIEZES,  DYED 

BLANKET  CLOTHS,  VELOURS.  In  colours  and  fancy  checks.    JACKET 

CLOTHS,  MANTLE  CLOTHS,  LADIES'  SCARVES  and  TRAVELLING  RUGS. 

We  cater  entirely  for  the 
Ladies'   Trade  in 
PIECE  GOODS 

"SCOBRO"  materials  impart  to  the  wearer 
that  important  sense  of  satisfaction  and  con- 

fidence that  comes  with  the  knowledge  that 
the  material  is  always  correct,  always  smart, 
and     always     dependable —  _        -^ 

bly  Scott  Bros.  &  Co. 
(Proprietor     -     Wm.  Scott) 

means— "THE  BEST." 

All  orders  and  enquiries 
receive  our  most  careful 
and  immediate  attention. 

WILTON  MILLS, 
HAWICK, 

SCOTLAND 

Cables: 
Scobro  Hawick 

Codes;  Marconi 
ABC,  6th  Edition 

LONDON  WAREHOUSE:  14  WATLING  ST.,  E.C.  4 
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JOHN  WATSON 
EAGLE  DOWN  QUILT  WORKS 

C-on-M  Manchester,         -         England 

Manufacturers    of   REAL   DOWN 

and     KAPOK  Comforters 

Embroidered    and   lace  insertion  BED 

SPREADS,  CUSHION  COV- 
ERS,   and    CASEMENT 

CURTAINS 

Eagle  Chamoisette  dusters  and  polishers 

Sole  proprietor  of  "LINWEAR"  (Reg) 
a  high  class  cotton  cloth  with    the 

wear    and    appearance    of 
LINEN 

CANADIAN  REPRESENTATIVES 

Messers  R.  H.  Ball  &    Company 
716  Empire   Buildings, 

64  Wellington   Street   West, 
Toronto,   Ontario 

Mr.  J.  F.  Hughes 
30  John  Street 

Montreal 

Miss  Walson  mill  again  be  visiting  Canadian 

Representatives  in  the  Fall 

Doll- Head 
Boxes 

and 

Containers 
np  HE  Series  of  Doll  Head  Boxes, of  which  the  three  illustrations 

form  a  part,  are  expressly  design- 
ed to  meet  the  call  for  a  range  of 

distinctive  containers  at  moderate 

prices. These  Boxes  will  be  found  partic- 
ularly suited  to  the  needs  of  Con- 

fectionery, Toilet  Requisite  and 
Perfumery,  and  Stationery  and 
Fancy  Goods  Trades. 

The  selling  power  of  an  attrac- 
tive package  is  universally  admit- 
ted; and  in  the  Doll  Head  Boxes 

there  is  so  much  that  is  novel  and 

striking  that  they  arrest  and  trans- 
form the  casual  glance  into  the 

studied  look  of  the  intending  pur- 
chaser. 

Enquiries  are  invited  for  contain- 
ers of  special  design  for  individ- 
ual requirements. 

Send  today  for  literature  and  quotations'Jo 

BARTON  and  IMRIE 
Room  19,  34  Victoria  St.,  Toronto 

Canadian  Selling  Agents  for  (he  Manufacturers 

THE  BRITISH  NOVELTY  WORKS 
ELEPHANT  AND  CASTLE 

LONDON,  S.E.  1.  ENGLAND 
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srered   No  262  OOS 

The  Hall-Mark  of 

Maximum  Comfort  and 
Durability  at  Minimum  Cost. 
FIRST  IN  THE   FIELD  AND  STILL  LEADING. 

Manufactured  on  THE  GRADUATED 
PRINCIPLE,  and  Commencing  with  TWO 
THREADS  in  the  TOP,  it  increases  in 
WEAR-RESISTING  PROPERTIES  as  it 
descends. 

Thus  THE  LEG  HAS  THREE  THREADS. 
THE    INSTEP   AND    FOOT   FOUR, 

and    the    HEEL   and  TOE    FIVE, 
making  it  essentially 

A  HALF  HOSE 

FOR   HARD  WEAR. 

ABSOLUTELY  SEAMLESS 

PERFECT  IN  FIT 

GUARANTEED  UNSHRINKABLE 

FlFcfjONjK^OI^ 

"o  be  had  from  any  of  the  Leading  Wholesale  Dry  Coods  House 

?MI  UTIMII  ItH  MM  tl  If  TTM1  I  II  I  Ml  I  T  M  TTI  TT1  M  M  1  T  I  T  t  ?  T  I  T  M  IT1  MlTS 

Cables : 
TOWELLINGS,  MANCHESTER 

A.B.C.  5th  EDITION 

THOS.  POTTER  &  SON 
LATE  ELI  LEES  &  CO.,  LTD. 

MANUFACTURERS  OF 

WHITE,  GREY,   FANCY   TURKISH    AND 
HONEYCOMB 

TOWELS 
BATH    BLANKETS,      TERRY    CLOTHS, 

ROLLERINGS 

BLEACHED  TWILL  AND  PLAIN 

Sheets    and   Sheetings 

31,    MAJOR  STREET,   MANCHESTER 

AGENTS 

H.  WARD,  DIBB  &  CO. 
Carlaw  Buildings 

30,  Wellington  Street,  West  TORONTO 

Telegrams : 

'Wardibb,  Toronto." 

Telephone : 
"Adelaide  5686" 

GOOD   TAILORING  IS  LABOUR  LOST 
IF    THE    CLOTH    IS    ILL    SHRUNK 

«4tyW» 

MAKE  SURE  IT  IS  SHRUNK     ::    AND  WELL  SHRUNK    ::    AND  KNOW  BY  WHOM 

THERE'S  LITTLE  SATISFACTION  IN  SUCH  A  STAMP  AS  "SHRUNK,"  "WELL 
SHRUNK,"  "LONDON  SHRUNK,"  OR  "SHRUNK  BY  LONDON  PROCESS." 
INSIST  ON  A  SHRINKER'S  GUARANTEE— ON  THE  STAMP  OF  A  FIRST 
CLASS  FIRM   OF  LONDON   SHRINKERS— BEST  OF  ALL  ON  THE   STAMP   OF 

JENNENS,      WELCH         Co.,      Ltd., 
Cloth  Workers    and   Shrinkers,  and    Proprietors  of  the  Famous  "JENNWEL"  Waterproof  Finish 

LONDON,   HUDDERSFIELD  and  BRADFORD,  ENGLAND. 

WHEN  ORDERING  ENGLISH  CLOTHS.  SAY  "TO  BE  SHRUNK  BY  JENNENS.  WELCH  &  CO..  Ltd." 

} 

.•-Vb— •• ,r-A/V~-»* le^Hp— is^Mlf*  *' 

ANDERSON     &     THOMSON 
103  UNION  STREET,    -  -     ABERDEEN 

Cables:     "Woollens  Aberdeen" 

WHOLESALE  WOOLLEN  MERCHANTS 
SPECIALIZE    IN 

SCOTCH,  ENGLISH  and  IRISH  SUITINGS  IN  CHEVIOT,  SAXONY  AND  WORSTED, 

HOMESPUNS,  SERGES,  COATINGS  AND  LADIES'  COSTUME  CLOTHS 
London  Office:     59  Gresham  Street,  E.  C.  2. Established  1773. 
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TEXTILE  SMALLWARES 

JAMES  CARR  &  SONS,  LIMITED 
CLARENCE  MILLS 

Clarence  Street,  Chester  Road 

MANCHESTER 

Manufacturers  of  all  classes  of"  Webs, 
Cords  and  Bindings,  in  cotton,  wor- 

sted and  linen  ;  Curtain  Webs,  Edg- 
ings, Layon  Borders,  Blind  Cords, 

Carpet  Binding,  Cotton  Banding,  etc 

Original  Patentees  of 

CARR'S  WOVEN  LADDER  TAPE 

WHOLESALE     ONLY 

Agent"  for  Canada : 
Mb.  D.  F.  MOORE 

Manchester  Building,  Melinda  Stret't, 
TORONTO 

Robert  Morton  &  Sons 
MUSLIN    MANUFACTURERS 

34  Albion  Street,  Glasgow 

SPECIALTIES 

Buckrams  -  Sparteries  -  Marlys 

MILLINERY  MUSLINS  in  BLACK, 
WHITE  and  COLORS 

ALSO 

PALE  BOOKS,  NAINSOOKS, 
LAWNS,  INDIAN  LINENS, 
PERSIAN  LAWNS,  CHECK 
CRINOLINES,  MADRAS  and 
HARNESS    MUSLINS,    Etc. 

CABLES:      MORTON,     GLASGOW CODE:       MAROONI 

Canadian    Representative 

STRACHANS,  LTD. 

Empire  Building,  64  Wellington  St.  West 

TORONTO 

Codes:-A.B.C.  5-™?  Marconi  Bentleys 

*r*5 

J.%: 

-.:••'  S 

r>; 

LaceWinclp^r 

Decorations!  by 
DOBSONSand 

MBRQWNE&eE' 
(The  Amalgamated  firms) 

Wholesalers  and ImpoHerson^ 

■  Factories"-" y-SW 

,%&*: 
m\ ^mf 

?<*&&*$*. 

(mm 
-  Beeston  >,    - 

VictoriiaMiBsPraycott, 
•'■• DaryelvliB," 

-Head  Offices:-, 
Station  Street 
NottingKaming. 

Cables  :-Brun,Nottingham.Eng 
Direct  Representative:  MR.  A.  J.  BURROWS 
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Ladies'  Silk  Hair  Nets  and  Veilings 
Waterproof  Silk  Wig  Nets 

Plain  and  Spotted  Nets  in  Silk  and  Cotton  in  All  Qualities 

The  Byard  Manufacturing  Co.  Ltd 
Nottingham,  England 

Our  Canadian  Representatives  have  full  ranges  of  Samples  and  Prices,  and  will  be 
pleased  to  see  you. 

Toronto— 
J.    L.    &    A.    IDDON. 

28  Wellington  Street  West, 
Toronto. 

Montreal — 
J.    L.    cV    A.    IDDON, 

30  St.  John  Street, 
Montreal. 

Winnipeg — Cleat  &  Co., 

408  Builders'  Exchange, 
Winnipeg. 

Vancouver— McMaster  &  Co.,  Limited, 
806  Mercantile  Building, 

318  Homar  Street, 
Vancouver,  B.  C. 

WHOLESALE    AND    SHIPPING    TRADE    SUPPLIED    ONLY 

PIM'S  IRISH  POPLINS 
PIM'S  Irish  Poplin  Ties  in 
Excellent  Variety  of  Plain 

Shades,  Stripes,  Cords,  and 

Fancies  are  so  smart,  Dis- 
tinctive and  Excellent  in  Wear 

that  they  cannot  but  please 
Your  Customers.  Material 

can  also  be  Obtained  in  ithe 
Piece    or  in    Shorter  Lengths. 

PIM'S      also       Manufacture 
40     inch     Irish     Poplin     for 
Ladies       Costumes,       Gowns,       etc. 

Full  Range  of 

Samples  now  in 

Hands    of    Agents. 

PIM  BROTHERS  &   Co. 
22  William  Street  -  DUBLIN 

28  Basinghall  Street  -  LONDON     E.C. 
CANADIAN     AGENCIES 

Tho».     Brophy     &     Son  A.  F.  Houston 
31     Herald     Building!  801  Credit  Foncier  *Building MONTREAL.  VANCOUVER. 

TELEGRAMS: 
WAKEFUL 

GLASGOW 

CODE: 
A. B.C. 

5TH  EDITION 

WILSON&CO. 
48    ALBION    STREET 

GLASGOW 

Manufacturers 

Ecru    and    Colored    Madras     Muslins, 

Coin  Spots  and  Figured  Harness 

Book  Muslins  Robe  Muslins 

Voiles 

Anglo-Swiss  and   Broche  Muslins, 

"Wilsco"  Lawns,  "Zelette" 
LACE   CURTAINS 

LACE   NETS 



AGENT: 

Mr.    A.    B.    FISHER 

400  Empire  Bldg. 

64  Wellington  Street,  West 

TORONTO 

Stock 

in 

Toronto 

tfc 

B.    B."   LACES 
FINEST    QUALITY    LINGERIE 

AND 

NOVELTY    LACES 

"B.  B."  Torchons,  Clunies,  Valenciennes,  etc. 
REPRODUCTIONS    OF    REAL    LACES 

Manufactured    by 

Birkin  &  Co.,  Broadway,  Nottingham 

LONDON  :     110  Cheapside 

Founded    1827 

PARIS  :     19  Rue  d'Uzes 
NEW  YORK:     73  Fifth  Avenue 

. 
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Are    You  Acquainted 
Goods  of  these   BRANDS  have 

satisfaction   to    the 
Stock  always  on  hand 

DRESS  GOODS 

It! 

Dress    goods    and 
Silks 

yts. 

Ladies',  Misses' 
and  Children's Ready  -to  -  Wear 

THE  W.  R.  BROCK  COMPANY 
LIMITED 

WHOLESALE  DRY  GOODS 

MONTREAL 



DRY     (iUUDS     REVIEW 39 

With  These  "Hall-Marks"? 
given  and  are  giving   entire 
retailer  and  consumer, 
for  immediate   shipment 

Ladies'  and  Children's 
Knitted  Wool  Goods 

Carpets,  House 
Furnishings  and 

Gents'  Furnishings 

Hosiery 
For 

Men,  Women  and  Children 

THE  W.  R.  BROCK  COMPANY 
LIMITED 

WHOLESALE  DRY  GOODS 

MONTREAL 
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Velours  in  Mttractive  Shades 

Sagonp  and  XLvoeeb  (Bents  Suitings 

Gfyeckback  Overcoatings 

Sports  tweeds  Cap  Glotfys 

JOSEPH   HOYLE  &  SON 
(Lt.-Col.  E.  Hoyle,  J.  P.) 

LONGWOOD,    YORKSHIRE 
ENGLAND 

ESTABLISHED    OVER    HALF    A    CENTURY 

Canadian  Agent:      Mr.  Archer  Robertson,  327  Board  of  Trade  Building,  MONTREAL 

CABLE     ADDRESS: 

HOVLE     LONQWOOD-VORKS. 

CODES-MARCONI      ABC 

A1      (5TH  ED.)     BENTLEY'S 



DRY     GOODS     REVIEW 

41 

TORONTO 

General    Wholesale    Dry   Goods,   Woollens,     Carpets,    Etc. 

FALL  DRESS  GOODS 
Our  range  includes  an  excellent  assortment  of  the 

following  weaves.  These  lines  are  priced  right,  and 

comprise  the  most  desirable  staple  materials  always 

in  good  demand. 

Botany  Serges,        Black  &  Navy 

Crossbred  Serges, 

French  Gabardine,      " 

French  Tricotine, 

Plaid  Skirtings 

Stripe  Skirtings 

Broadcloths  all  shades  in  range, 

Wool    Jersey   Cloths,     desirable 

shades. 

Wool    Cheviot      Suiting,      in    a 

good  range  of  shades. 

Overcheck     Worsted      Suitings, 

very  stylish  effects. 

,fc*  ■■
■ 

EEEElEiiU 

We  believe  merchants  should  buy  all  classes  of  goods  now 

in  stock,  as  future  prospects  denote  scarcity  and  limited  choice 
of  materials. 

warehouse  Cor.  BAY  &  WELLINGTON  Sts. 
TORONTO 
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First  Annual  Convention  of  Ontario  Dry  Goods 
Merchants  Held  at  the  Prince  George  in  Toronto 
Attendance  is  Small  But  Lively  Interest  Taken  in  Discussions  on  Important  Topics — The 

Problem  of  Deflation — Standard  of  Marking  Suggested — Resolutions  Passed — Next 
Convention  in  Toronto — New  Officers 

THE  first  annual  convention  of  the 

Ontario  Retail  Dry  Goods  Mer- 
chants was  a  distinct  success  both 

from  the  point  of  view  of  the  interest 
shown  and  from  the  decided  benefits  de- 

rived from  it.  Ths  convention  of  the  dry 
goods  branch  of  the  Retail  Merchants 
Association  of  Canada  was  held  on  June 

22  and  23  at  the  Prince  George  Hotel, 
Toronto.  The  committee  in  charge  of 
the  program  were  fortunate  in  their 
choice  of  speakers  who  represent  some 
of  the  leading  retail  and  wholesale 

houses  in  the  Province.  Timely  'Round 
table'  discussions  were  held  on  matters 
of  vital  interest  to  the  dry  goods  mer- 

chant and  resolutions  passed  to  be  sub- 
mitted to  the  Legislature  at  the  next 

session. 

B.W.  Zieman,  President  of  the  Ontario 

Board  of  the  Retail  Merchants'  Associat- 
ed was  Chairman  of  the  convention.  In 

his  address  of  welcome  he  pointed  out 
the  great  necessity  of  organization  of 
every  branch  of  the  retail  trade.  He 
stressed  the  point  that  while  the  visiting 
delegates  were  meeting  as  dry  goods 

merchants  they  should  keep  in  mind  dur- 
ing the  convention  their  relationship  to 

the  parent  body.  Much  had  been  accom- 
plished he  said  as  a  result  of  the  Retail 

Merchants'  Association  and  plans  are 
now  ready  for  greater  things  in  the  near 
future. 

The  principal  speakers  were:  G.  T. 
Smith,  President  of  the  Toronto  Dry 
Goods  Section;  Wilfred  Hodgins,  Vice- 
President  Western  Ontario  Retailers' 
Association;  John  O'Connor,  of  Murray- 
Kay  Company,  Toronto;  Chas.  Clark  of 
C.  &  A.  G.  Clark  Co.,  Toronto;  Geof- 

frey Christian  of  the  Retail  Merchants 
Underwriters  Agency;  Col.  Humble,  Ad- 

vertising Counsel;  Mrs.  C.  S.  McMichael 

President,  Canadian  Women's  Designing 
Club;  Geo.  Adam,  of  Nisbet  &  Auld, 
Toronto;  and-  C.  Umphrey,  of  Petrolia, 
Ont. 

A  Standard  of  Marking  Needed 

In  his  address  on  'Problems  of  Today' 
G.  T.  Smith  urged  the  immediate  nec- 

essity of  finding  some  way  of  marking 
goods  which  will  help  the  busy  retailer. 
There  are  almost  as  many  marks  as 
there  are  brands  of  some  lines  inCanada. 

By  way  of  illustration,  Mr.  Smith  show- 

ed the  delegates  samples  of  children's 
stockings  which  are  now  marked  in  such 
a  way  that  they  do  not  designate  either 
the  age  of  the  child  or  the  length  of  the 
stocking.  Even  if  the  merchant  himself 
is  familiar  with  the  mark  of  each  manu- 

facturer, great  difficulty  is  found  in  in- 
structing salespeople.     A  seven  year  old 

C.    UMPHRIES 

Of  Petrolia,  Ontario,  newly  elected  'pres- 
ident of  the  Dry  Goods  section  of  the  R. 

M.  A.,  of  Ontario. 

child  wears  a  Number  2  stocking  in  some 
lines  and  a  number  eight  in  others.  In 

neither  case  does  this  represent  a  stan- 
dard of  measurement.  Infants'  vests 

present  another  difficulty  for  the  retail- 
er. They  are  made  by  some  firms  too 

long  and  too  narrow.  Brassieres  and 
underwaists  for  women  should  be  mark- 

ed according  to  bust  measurement.  Mer- 
chants no  longer  like  sizes  to  read  in 

such  a  way  that  the  customer  cannot  un- 
derstand them.  It  was  a  case,  Mr.  Smith 

said,  of  bringing  these  matters  to  the 
attention  of  the  makers  who  he  thought 

were  more  than  willing  to  co-operate  with 
the  trade. 

Much  discussion  followed  this  address 
with  the  result  that  a  resolution  was 

passed  urging  the  standardization  of  cer- 
tain articles  of  wearing  apparel  and  a 

committee  was  appointed  to  confer  with 
manufacturers  on  the  matter. 

How  to  Meet  the  Deflation 

"There  is  only  one  way  to  meet  the 

present  deflation  in  prices."  Chas.  Clark 
told  the  delegates  "and  that  is  by  facing 
it  fairly  and  squarely.  There  is  no 
other  way  out  of  it  than  by  meeting  it 
immediately  if  retailers  are  to  get  out 
from  under  as  soon  as  possible.  There 

is  no  use  in  passing  the  buck.    The  mer- 

chant who  does  not  deflate  now  even  at 

considerable  loss,  will  soon  find  himself 

in  a  bad  way.  There  is  a  brighter  fu- 
ture for  the  retailers  of  Ontario  than 

has  ever  been  seen  in  the  past." Mr.  Clark  introduced  to  the  association 

J.  McGowan,  President  of  the  Saskatoon 

branch  of  the  Retail  Merchants'  Associa- 
tion who  in  a  few  words  described  how 

his  attitude  of  bowing  to  the  inevitable 
and  deflating  to  the  very  limit  in  his 
store  in  Saskatoon  has  already  resulted 
in  bigger  business  and  good  profits. 

Raising  the  Standard  of  Business Ethics 

J.  J.  O'Connor  was  of  the  opinion  that 
the  ideals  and  aims  of  the  association 

must  be  of  the  highest,  if  it  is  to  be- 
come a  power  for  good  in  the  community. 

Potentially,  the  organization  has  in  it 
the  nucleus  of  great  things  The  Nation- 

al Dry  Goods  Association  of  the  United 
States  has  set  a  standard  in  this  line 
which  is  well  worth  the  consideration  of 
Canadian  merchants  To  create  the  at- 

mosphere of  good  fellowship  between 
manufacturers,  wholesalers  and  retail- 

ers, to  develop  an  altruistic  spirit  be- 
tween retailers  and  to  raise  the  general 

standard  of  ethics  in  business  should  be 
the  ultimate  goal. 

The  same  note  was  struck  by  Wilfred 
Hodgins  in  his  live-wire  talk  on  the  at- 

titude which  each  local  organization 
should  take  toward  the  betterment  of 

the  whole.  He  showed  how  co-operation 
with  the  parent  body  had  done  remark- 

able things  for  the  Automobile  Section  of 

the  association.  "What  we  need,"  said 
Mr.  Hodgins,  "is  that  every  man  here 
should  go  out  and  get  another  to  join 
the  association.  We  must  push  hard  and 

long  and  all  push  together." 
Resolutions  Passed 

Secretary  Millar  outlined  the  various 

proposals  for  submission  to  the  Provin- 
cial and  Dominion  Governments,  which 

the  association  has  planned. 
The  following  resolutions  were  then 

passed  unanimously: 

That  the  public  be  shown  more  ur- 
gently the  necessity  of  buyingi  goods 

made  in  Canada. 

That  it  is  very  detrimental  to  the  best 
interests  of  the  Retail  Dry  Goods  Trade 
to  have  manufacturers  operate  special 
sales   in   temporary  retail   stores. 

That    the    association    investigate    the 

legislation  on  which  by-laws,  making  it 
compulsory  to  remove  illuminated  signs 
and  other  property,  are  passed. 

That  assistance  be  given  the  association 
Continued  on  page  52. 
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Approaching  the  Century  Mark 
St.  John  Store  Celebrates  90th  Anniversary — Window  Displays  and 
Advertising  Recall  Prices  and  Currency  of  Century  Ago — 2,000  Feet 

of  Floor  Added  Last  Year — Many  Modern  Improvements  Made. 

A  store  with  more  than  the  usual 
amount  of  interest  is  that  of  the 
F.  W.  Daniel  Company  of  St. 

John,  New  Brunswick,  which  is  famil- 
iarly known  to  its  customers  by  the 

name  of  the  "London  House."  This 
store  was  founded  nearly  a  century  ago 

by  two  young  Englishmen  named  Mat- 
thew Holdsworth  and  Thos.  Daniel  who 

had  come  out  to  this  country  to  make 
their  fortunes,  and  throughout  its  en- 

tire history  it  has  never  passed  out  of 
the  hands  of  the  descendants  of  the  orig- 

inal founders. 

The  history  of  the  firm  is  one  which 
reflects  no  little  credit  upon  the  un- 

daunted spirit  and  pluck  of  these  young 
partners,  whose  spirit  seems  to  have 
been  perpetuated  in  those  who  followed 
in  their  steps.  Tragedy  marked  the 
early  years  of  the  business,  for  in  1839 
a  disastrous  fire  visited  the  store  during 
which  young  Holdsworth  was  killed, 
through  an  accidental  fall.  Thomas 
Daniel  thereupon  bought  land  elsewhere 
and  built  himself  a  store  and  warehouse 
where  he  carried  on  business  until  1847 

when  he  retired  and  was  succeeded  by 
his  nephew,  Thomas  W.  Daniel,  who  lat- 

er went  into  partnership  with  John 
Boyd.  The  firm  was  known  as  Daniel 
&  Boyd,  and  did  a  very  large  wholesale 
and  retail  business,  their  yearly  sales  at 
one  time,  reaching  the  sum  of  $2,000,- 
000.  In  1877  another  great  fire  visited 
St.  John,  and  the  firm  lost  heavily 
through  large  credit  accounts  given  to 
firms  in  the  city.  The  retail  portion 
of  their  business  was  bought  out  in 
the  year  1889  by  F.  W.  Daniel,  the  pres- 

ent Manager,  son  of  Thomas  Daniel. 

Historic  Mementos 

As  might  be  expected,  the  store  cele- 
brated its  anniversary  this  year  with 

due  regard  to  the  antiquity  of  its  his- 
tory, and  much  prominence  was  given  to 

the  reproduction  of  certain  interesting 
old  documents  which  have  been  jealous- 

ly preserved  throughout  the  past  90 
years.  Elsewhere  will  be  found  a  fac- 

simile of  an  interesting  notice  published 
by  the  London  House  in  1860,  explaining 
the  change  from  Sterling  to  Currency,  as 
hitherto  pounds,  shillings  and  pence 
were  in  circulation.  Another  equally 
quaint  memento  of  by-gone  days,  pre- 

served by  the  store  and  reproduced  in 
its  anniversary  advertising,  was  the  fac- 

simile of  a  bill  of  merchandise  purchased 
85  years  ago,  made  up  in  the  former  cur- 

rency. Prices,  it  will  be  noted,  were 
somewhat  lower  than  at  the  present  day, 
when  gingham  costs  considerably  more 
than    eleven    cents    a    yard,    and    stays 

(corsets)   can  scarcely  be  thought  of  at 
seventy   cents. 

New   Features 

Some  of  the  greatest  improvements 

and  changes  wrought  in  the  entire  his- 
tory of  the  store  were  brought  about 

during  the  past  year,  when  over  2000 
extra  feet  of  floor  space  were  added  to 

the  original  building,  creating  a  splen- 
did annex  to  the  main  floor,  in  which 

the  dress  materials  and  draperies  are 
now  displayed.  A  new  staircase  was 
added  and  the  entire  ground  floor  was 
widened  and  re-arranged,  new  glass  fix- 

tures and  equipment  of  an  ultra-modern 
character  being  included  as  well.  Nearly 
every  department  was  improved  in  some 
way,  and  several  important  additions  to 
the  personnel  were  made.  The  use  of 
appropriate  greenery  upon  the  pillars 
also  combines  to  enhance  the  right  and 
inviting     appearance      of     the     London 

House,  whose  doors  open  upon  a  splendid 
expanse  of  green  turf  and  numberless 
flower  beds  constituting  the  beauty 

spot  known  as  King  Square,  the  most 
popular  open  air  resort,  of  the  old  city. 

Ideal  Location 

Ideally  located  at  the  head  of  King 
Street,  the  most  important  business 
street  of  St.  John,  and  at  the  juncture  of 
all  the  car-lines,  the  London  House  is 
daily  passed  by  thousands  of  people,, 
to  whom  the  large  windows  are  a  con- 

stant source  of  interest.  Traffic  occas- 

ionally becomes  an  "impasse"  at  this, 
point,  as  there  is  no  sidewalk  upon  the 
side  opposite. 

The  London  House  is  well  known  for 

its  policy  of  rendering  superlative  ser- 
vice in  point  of  salesmanship  of  the 

highest  type,  merchandise  of  the   latest 

MARKET  SQUARE,  ST.  JOHN,  N.  R. 

Orleans  Cloths,  Saxonies,  Plaids,  Merinos,  Clwakings,  Velvets, 
Silks,   Satins,  Bombazines,  Crapes,  Shawls  and  Handkerchiefs,  Blankets, 

Flannels,  Sheetings,  Quilts  and  Counterpanes,   White,  Grey,  and  Printed  Cottons, 

Muslins,  Nets  ;  Pilot,   Beaver  and  Broad  Cloths,  Buckskins,  Kerseys, 

P'estmgs,  Gloves,  Hose,  Linens,  Lace,  Ribbons,  Parasols,   Umbrellas,  Cotton  Warp, Slc.    Sic.    <Vc. 
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The  above  reproduction  gives  some  idea  of  the  length  of  service  ren- 
dered to  the  people  of  St.  John  by  the  London  House.  This  is  the  re- 

production of  a  bill  of  goods  sold  when  pounds,  shillings  and  pence 
were  used. 
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Canada  Should  Have  National  Design 
Canadian  Design  Should  Give  Expression  to  the  Love  of  Home,  of 
Sport  and  of  the  Modesty  of  the  Canadian  Woman — Colors  Should 

Reflect  Canada's  Natural  Beauties — Strong  Plea  for  Canadian  Mer-     • 
chandise  of  Good  Quality. 

APPRECIATION  of  good  dres
s  is 

natural  to  us  all — men  and  wo- 

men. There  is  no  question  con- 
cern in  %  the  effect  of  dress  upon  our 

happiness. 
Whatever  her  station  in  life,  whatever 

her  environment,  a  woman  has  content- 
ment and  a  cheerful  mind  in  proportion 

to  her  ability  to  dress  in  accordance 
with  her  ideals. 

There  are  all  degrees  of  education  in 
taste  in  dress,  but  every  woman  tries  to 

expi-ess  something  of  herself  in  her 
dress.  She  may  do  this  consciously  or 
unconsciously,  she  may  be  hampered  by 
lack  of  funds  or  by  the  conditions  of  her 

life,  but  she  is  always  seeking  self  ex- 
pression in  her  dress  and  achieves  it  in 

some  degree. 
I  have  never  met  a  man  so  dull  that  he 

did  not  instantly  recognize  good  and  bad 

in  woman's  dress.  Some  ideals  are  high, 
some  are  low,  but  each  has  that  in  him 
which  makes  instant  decision. 

Many  fortunate  woman  are  gifted  with 
a  sense  of  proportions,  an  appreciation  of 
color  and  an  understanding  of  type  which 
make  them  distinctive  as  the  best  dres- 

sers. They  have  an  intuition  which 
guides  them.  They  seldom  make  mis- 

takes and  they  seldom  stop  to  analyze. 
To  those  women  who  choose  design- 

ing as  a  profession  and  successfully  fol- 
low it  there  must  be  added  to  this  gifted 

Bense  of  the  best  dressers,  the  power  of 
analysis. 

The  commercial  world  today  is  bring- 
ing forward  in  hundreds  and  thousands 

women  who  are  doing  their  big  share  in 
advancing  the  character  of  good  dress. 

During  my  seven  years  in  Canada,  I 
have  seen  remarkable  advancement  in 
the  business  women  of  Canada,  execu- 

tives, saleswomen,  buyers  and  designers. 
The  manufacturers  and  the  retailers 
have  been  keen  in  their  appreciation  of 

women's  talent  and  have  given  their  wo- 
men employees  the  chance  to  go  into  the 

markets,  to  form  their  ideas  and  to 
broaden  them,  to  cultivate  their  talent 
in  dress  and  thus  enhance  their  useful- 

ness. Poor  indeed  is  that  merchant  or 
manufacturer  who  has  not  two  or  more 
successful  women  on  his  staff. 

I  am  proud  and  happy  in  my  assoc- 
iation with  Canadian  women  and  I  num- 

ber hundreds  of  them  on  my  list  of 
friends. 

Perhaps  because  of  my  fondness  for 
them  and  my  hopes  for  their  future, 
you  will  listen  with  patience  to  my  pro- 

phesy of  the  future  of  Canadian  Design. 
I  ask  your  patience  because  you  may 
wonder  what  all  this  talk  about  dress 
has  to  do  with  you  and  your  business. 

The  accompany  i)ig  address  ivas 
delivered  at  the  Dry  Goods  conven- 

tion by  Mrs.  C.  S.  McMichaei,  pres- 

ident of  the  Canadian  Women's  De- signing Club.  Not  only  is  it  a  plea 
for  a  national  design  that  reflects 
all  that  is  best  in  the  Canadian  wo- 

men's life  but  it  is  equally  a  strong 
plea  for  all  that  is  best  in  the  Can- 

adian manufacturing  world.  Mrs. 
McMichaei  believes  in  buying 
Made-in-Canada  goods;  but  she  al- 

so believes  they  should  be  able  to 
compete  with  the  best  of  other 
countries.  The  instances  she  cites 

go  to  show  quite  clearly  that  Can- 
adian manuj  actuers  are  already 

doing  this  bxit  are  not  making  the 
most  of  it.  perhaps. 

I  might  as  well  admit  at  the  start  that 

we  have  "designs"  upon  you  and  before 
my  talk  is  ended,  I  will  tell  you  just  how 
we  want  our-  work  to  tie  up  with  yours 
and  what  we,  as  designers  and  business 
women,  want  you  to  do. 

Fashion,    Design  and   Style 

Let  us  define  the  words: — Fashion, 
Design  and  Style  as  applied  to  dress: — 

(1)  FASHION  is  the  general  word 
which  means  shape  or  form. 

(2)  DESIGN  is  that  working  out  of  the 
details  of  fashion  which  make  it  adapt- 

able or  pleasing  to  an  individual  or  a 

group  of  individuals. 
(3)  STYLE  is  the  mode  of  expression 

or  use  of  a  fashion  which  makes  it  agree- 
able. 

You  follow  set  fashions  in  the  shape  of 
your  automobiles,  in  your  airplanes,  and 
in  the  architecture  of  your  houses.  De- 

signers or  architects  add  the  little  orig- 
inal details  which  enhance  their  use- 

fulness or  make  them  better  serve  your 
particular  purpose.  You  thus  get  a  style 
that  satisfies   you. 

Paris  always  will  start  the  dress 
fashions  of  the  world —  because  it  has 
the  tradition  of  centuries  of  practice  and 
standing  in  this  and  rightfully  so  because 

the  French  people  have  always  encour- 
aged and  fostered  art  and  brought  it  to 

the  highest  standard  of  perfection — and 
it  is  well  for  the  World  that  Paris  holds 
it  there.  Paris  will  always  dictate  the 

general  outline  of  silhouette— this  means 
the  width  of  the  shoulders,  the  length 
and  breadth  of  a  sleeve — the  length  and 
fullness  of  a  coat  or  skirt — the  emphas- 

izing or  indefiniteness  of  the  waist  line; 
and  let  me  say  that  every  bit  of  this  is 
true  to  the  law  of  proportions — just  as 
much  so  as  that  a  composition  of  music 
is   true   to   laws   of   sound.   There    is   no 

need  of  trying  to  analyze  this  to  a  lay- 
man but  it  is  just  as  futile  to  try  to  tell 

women  to  wear  their  skirts  longer  when 
to  do  so  would  unbalance  the  general 
effect. 

New  York  follows  absolutely  this 
dictation  of  Paris;  sometimes  a  season 

or  part  of  a  season  behind  because  a  sil- 
houette has  to  work  its  natural  way 

out — a  skirt  will  not  be  shorter  or  longer 
until  the  rest  of  the  wardrobe  can  con- 

form and  there  is  a  law  of  absorption. 
Canadians  will  always  follow  Paris 

direct  or  through  New  York.  It  will 
always  be  useful  for  Canadians  to  visit 
New  York — it  is  a  big  market  and  an 
education — but  it  does  not  follow  that  we 
will  always  buy  over  there. 

Should  Have  National  Design 

And  now  I  come  to  the  real  crux  of  my 
talk  and  the  reason  for  my  insistence  on 
defining  Design. 

Because  Canada  has  a  small  popula- 
tion is  no  reason  why  it  is  to  be  without 

distinction  in  national  design —  as  a  mat- 
ter of  fact  there  is  a  very  good  reason 

why  it  will  stand  out  in  its  individuality, 
and  it  is  my  belief  that  it  has  a  better 
chance  to  start  while  the  population  is 
small —  a  better  chance  to  interpret  the 

needs  of  its  people  and  to  make  that  in- 
terpretation a  true  one. 

Continued    on    page   53 

W.  G.  MILNE 

Of  Toronto,  second  vice-president  of  the 
Dry  Goods  section  of  the  R.  M.  A.,  of 
Ontario. 
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4f> Sask.  R.M.A.  Draws  Record  Crowd 
Eighth  Annual  Meeting  of  the  Association  Is  Marked  by  Much 
Enthusiasm,  and  Timely,  Interesting  Addresses — One  Hundred 
Per  Cent  of  the  Merchants  in  Saskatchewan  Have  Weathered  the 

Storm  of  Business  Depression — The  President's  Address 
By  Staff  Correspondent 

SASKATOON,  June  20.—
 The  eighth 

annual  convention  of  the  Saskat- 
chewan Provincial  Branch  of  the 

Retail  Merchants'  Association  of  Cana- 

da was  called  to  order  at  10  o'clock, 

Tuesday,  June  14,  in  the  Byers-Butler 
Hall,  Saskatoon. 

S.  D.  McMicken,  Provincial  President, 
was  in  the  chair,  and  in  excellent  form. 

The  delegates  at  the  morning  session  ex- 
ceeded in  numbers  any  convention  re- 

cord to  date,  and  they  continued  to  roll 
in  all  day  from  the  furthermost  corners 
of  the  great  Province  of  Saskatchewan. 

Many  more  arrived  for  the  trade  sec- 
tion meetings  which  occupied  the  whole 

of  Wednesday,  June  15th. 

The  Mayor's  Welcome. 
His  Worship  the  Mayor  of  Saskatoon, 

Dr.  A.  MacG.  Young,  tendered  a  most 
hearty  welcome  to  the  visitors,  which 
was  further  amplified  by  Harley  Henry, 
president  of  the  Saskatoon  Chamber  of 
Jommerce.  G.  Garfield  Wray,  boot  and 
shoe  merchant  of  Regina,  replied  to  the 
kindly  addresses  of  welcome. 

In  his  address  of  welcome,  Mayor 
Young  showed  a  remarkable  degree  of 
familiarity  with  merchandising.  He  made 
an  expert  analysis  of  past  and  present 
market  conditions,  mentioning  that  the 
merchants  were  not  alone  when  they 

faced  a  "buyer's"  market,  as  the  muni- 
cipalities found  they  were  in  the  iden- 

tical position  when  they  stepped  out  to 
sell  their  debentures. 

"Considering  the  troublous  time  we 
have  been  through,"  said  his  worship, 
"Saskatchewan  municipalities  have  made 
a  surprisingly  good  showing,  although  in 
two  or  three  instances  municipalities  had 
defaulted  in  their  bonds.  This  merely 
should  give  a  lesson  to  all  merchants, 
many  of  whom  are  also  municipal  offi 
cers,  to  play  the  safe  game  in  municipal 
finance  as  they  did  in  their  own  business. 

And  I  urge  you,"  said  the  doctor,  "to 
accept  such  municipal  office  as  the  elec- 

tors will  give  you.  You  owe  a  duty  to 
the  country  to  accept  the  highest  res- 

ponsibility of  citizenship." 
Sask.  Merchants  Weather   Storm. 

Mr.  Henry  mentioned  that  in  Saskat- 
chewan almost  100  per  cent,  of  the  mer- 
chants had  managed  to  weather  the 

storm,  and  by  the  look  of  the  crops,  there 
would  be  smooth  water  ahead  for  them. 

"The  watch  and  wait  policy  has  been 
played  now  as  far  as  it  pays  to  do  it. 
The  new  watchword  for  you  merchants 

and  for  us  all  to  'go  get  'em'  " 
The   President's   Remarks. 

The  president's  address  was  a  modest 
one.  Mr.  McMicken  stated  that  he 
knew    that    the    secretary    had    covered 

S.  D.  McMICKEN 

of  Moose  Jaw,  who  presided  at  all  the 
meetings  of  the  Saskatcheivan  R.  M.  A. 
convention. 

everything  pertaining  to  Saskatchewan 
and  the  Dominion  President,  J.  A.  Ban- 
field,  would  report  Dominion  progress. 
Therefore  he  contented  himself  with  a 
few  remarks  from  brief  notes. 

Mr.  McMicken  suffered  a  most  severe 
loss  by  fire  in  Moose  Jaw  within  recent 
weeks  and  he  has  a  gang  of  thirty 

workmen  building  him  a  new  store,  "and 
there's  only  one  thing  on  earth  that 
could  have  pried  me  away  from  superin- 

tending that  work,"  said  the  president, 
"and  that  is  the  work  of  the  R.  M.  A." 
Mr.  McMicken  mentioned  that  nine  ex- 

ecutive sessions  had  been  held,  two  ses- 
sions with  the  Government,  one  with  the 

wholesale  grocers,  and  one  with  the 
Board  of  Commerce.  He  spoke  most  en- 

thusiastically about  the  spirit  of  fair- 
ness with  which  the  wholesale  grocers 

joined  the  organized  retailers  towards 
settling  various  contentious  points,  also 
the  increasing  disposition  on  the  part  of 
the  Government  of  Saskatchewan  to  lend 
a  sympathetic  and  attentive  ear  to  any 

suggestions  from  the  Retail  Merchants' 
Association.  The  president  states  that 
an  effort  is  being  made  to  bring  the  re- 

tailers in  the  four  Western  Provinces 

and  the  Wholesale  Grocers'  Guild  cover- 
ing the  same  territory  into  closer  har- 

mony. Great  progress  along  these  lines 
has  been  made. 

Secretary's  Report. 
The  secretary's  report  certainly  proves 

that  the  past  year  was  a  history-maker 
in  the  annals  of  Saskatchewan  Associa- 

tion work. 

The  secretary,  F.  E.  Raymond,  received 
a  most  flattering  ovation  when  he  took 

the  floor. 
"In  connection  with  the  matter  of  mak- 

ing the  work  of  the  association  more  wide- 
ly known  it  is  my  hope  during  the  coming 

year  to  be  able  to  arrange  for  meetings 
at  different  points  throughout  the  province, 
to  which  merchants  from  the  adjoining 
towns  would  be  invited,  these  meetings  to 
be  addressed  by  different  members  of  the 
executive,  and  such  other  speakers  as  we 

are  able  to  provide  for,  from  time  to  time," said  the  secretary  of  the  Saskatchewan  R. 
M.  A.  in  his  report  to  the  annual  conven- tion. 

"As  in  the  case  of  the  Luxury  Tax  the 
provincial  office  has  had  a  vast  amount  of 
work  to  do  in  furnishing  information  re- 

garding the  application  of  the  Sales  Tax 
and  in  acting  as  a  third  party  in  the  settle- 

ment of  disputes  between  our  members  and 

some  supply  houses,  who  through  a  mis- 
understanding of  the  regulations  had  as- 

sessed the  tax  in  error,  or  had  perhaps 
charged  an  excessive  amount.  We  have 
also  been  the  means  of  adjusting  to  the 
entire  satisfaction  of  all  concerned  a  num- 

ber of  disputes  which  some  of  our  members 
have  had  with  the  department  at  Ottawa, 
regarding  the  application  of  the  Sales  Tax. 

Meetings  of  the  Year. 

During  the  year  eight  provincial  execu- 
tive meetings  have  been  held.  On  June 

11th,  the  day  following  the  close  of  our 
convention,  the  executive  proceeded  to  Re- 

gina for  the  purpose  among  other  things  of 
meeting  the  Government  ministers. 

Discontinue  Branch  Offices 

Another  important  step  taken  at  this 
meeting  was  the  decision  to  discontinue  the 
district  branch  movement  and  to  close  the 
offices  at  Assiniboia   and   Kerrobert. 

This  form  of  organization  had  been  close- 
ly watched  up  to  this  time  and  everything 

possible  was  done  to  make  it  the  success 
that  we  had  hoped  for,  but  we  were  doomed 
to   disappointment. 

Our  gross  loss  in  the  operation  of  the 
Assiniboia    branch   was    $2,464. o9. 

In  the  case  of  Kerrobert  which  branch 
was  started  in  January,  1920,  our  gross  loss 
was  $2,347.48.  It  was  estimated  that  for 
the  coming  year  the  cost  of  carrying  on 
this  work  would  in  the  case  of  each  branch 
amount  to  approximately  $4,500.00,  which 
would  mean  180  district  members  paying  a 
fee  of  $25.  As  we  had  been  carrying  on  in 
the  Assiniboia  district  since  June,  1919,  and 
as  our  membership  at  the  time  the  branch 
was  closed  was  only  70,  we  could  not  see 
much  hope  of  realizing  the  necessary 
amount.  I  feel  convinced  that  if  it  had 

been  possible  to  make  this  plan  of  organ- 
ization a  success,  the  two  men  we  had  em- 
ployed would   have   done   so. 
Wholesalers   Meet   Retailers. 

Another  meeting  of  very  considerable  im- 
portance to  the  grocery  trade  not  only  of 

this  province,  but  of  all  three  prairie  pro- 
vinces at  least,  was  held  in  the  Board  of 

Trade  Rooms,  Regina,  on  April  12th.  Upon 
this  occasion  a  committee  representing  the 
retail  grocers,  together  with  the  remaining 
members  of  the  provincial  executive,  met 
the  representatives  of  the  wholesale  gro- 

cery houses  operating  in   Saskatchewan. 
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This  meeting  was  important  bom  from 
the  standpoint  of  results  obtained  and  the 
fact  that  it  was  a  step  in  the  direction  of 
closer  co-operation  between  these  two  class- 

es of  business.  A  copy  of  the  minutes  of 
this  meeting  has  been  sent  to  the  provin- 

cial secretaries  for  the  Provinces  of  Mani- 
toba and  Alberta  with  a  request  that  steps 

l>e  taken  to  secure  the  endorsement  of  the 
wholesale  houses  there,  although  this  is 
presumed  to  have  already  been  given  effect 
by  the  fact  that  the  resolutions  passed  at 
Regina  were  endorsed  by  a  meeting  of  the 
Prairie  Provinces  Wholesale  Grocers'  Asso- 

ciation held  in  Winnipeg  a  week  or  two 
later.  Another  meeting  to  which  all  whole- 

sale grocers  selling  in  Saskatchewan  have 
been  invited  regardless  as  to  whether  or 
not  they  have  a  house  located  here,  has 
been  arranged  for  in  connection  with  this 
convention. 

New   Fire   Insurance   Organization. 
One  other  important  move  made  during 

the  year  was  the  arrangement  entered  into 
with  the  Northwestern  Mutual  Fire  Associ- 

ation of  Seattle,  Washington,  which  com- 
pany absorbed  our  own  company,  the  Re- 

tail Merchants'  Mutual  Fire  Insurance  Com- 
pany on  December  1st,  1920.  Under  this 

arrangement  all  policies  in  force  with  the 
Retail  Merchants'  Mutual  Fire  Insurance 
Company  were  re-insured  in  the  Northwest- 

ern Mutual  from  that  date.  On  this  busi- 
ness, as  well  as  upon  all  new  business 

written  since,  the  Northwestern,  through 
the  Retail  Merchants'  Underwriters  Agency, 
a  purely  Canadian  institution,  have  allowed 
a  dividend  for  the  first  2  months  of  35  per 
cent,  and  since  that  time  40  per  cent,  of 
the  earned  premium. 

Praise  For  Organizers. 

A  large  amount  of  credit  is  due  to  our 
two  organizers,  Mr.  G.  W.  Anderson  and 
Mr.  W.  L.  McQuarrie  for  the  efficient  man- 

ner in  which  they  carried  on  their  work, 
which  resulted  in  an  increased  membership, 
in  spite  of  depressed  conditions  and  an  in- 

creased fee.  Our  membership  at  the  close 
of  1919  was  1944  and  at  the  close  of  1920 
it  stood  at  2,157,  an  increase  of  213  for  the 
year.  Meetings  were  held  in  a  large  num- 

ber of  towns  throughout  their  respective 
territories  with  good  results  and  in  a  num- 

ber of  cases  active  local  organizations  have 
been  formed,  which  give  promise  of  good 
results  to  the  local  merchants. 

Following  the  luncheon  hour,  the  dele- 
gates were  guests  of  the  local  merchants 

and  the  United  Commercial  Travellers' 
Association  in  a  delightful  motor  drive 

around  the  "miracle  city."  The  Dominion 
Government  Forestry  Farm  was  visited, 
where  Mr.  McLean,  the  officer  in  charge, 

explained  the  Government's  plan  of  as- 
sisting in  the  forestration  of  Saskatche- 

wan and  the  beautifying  of  rural  homes. 
Then  the  University  of  Saskatchewan 
was  visited  and  an  address  was  listened 
to  in  the  new  physics  lecture  room.  The 
various  departments  of  the  University 
work  were  thrown  on  the  screen  and  the 
delegates  were  instructed  on  the  methods 
by  which  they  could  assist  the  Govern- 

ment to  conquer  field  and  garden  pests 

and  increase  the  prosperity  of  their 
neighborhood.  Next  the  party  visited 

the  great  plant  of  the  "Quaker  Oats" 
and  "Quaker  Flour  Mills."  Every  pro- 

cess and  operation  was  explained  by 
well-informed  guides.. 

"A  New  Line  of  Endeavor" 
Following  the  drive,  an  excellent  ad- 

dress was  given  by  Dean  Rutherford  of 

the  University  of  Saskatchewan  on  "A 
new  line  of  endeavor  for  the  Retail  Mer- 

chant." Briefly  Prof.  Rutherford's  ad- 
dress followed  the  past  periods  of  Sas- 

katchewan history,  when  Mr.  McKay,  at 
the  Indian  Head  Experimental  Station 

many  years  ago  first  introduced  the  pre- 
sent prairie  summer  fallow  procedure  to 

conserve  moisture  and  ensure  crops.  As 
the  grass  roots  and  fibre  of  the  soil  were 

thus  destroyed,  the  land  was  un-bound 
and  commenced  to  drift  and  blow.  To-day 
the  necessity  is  to  grow  binding  crops 

of  sweet  clover,  brome  grass,  and  west- 
ern rye  which  further  means  stock,  not 

wheat.  He  urged  the  retailers  to  help 
their  customers  to  sense  the  new  stage 
that  this  prairie  is  now  entering  and  get 

down  to  sure  and  profitable  mixed  farm- 
ing instead  of  continuing  to  gamble  on 

wheat,  with  lean  years,  extended  credits 
and   failure. 

"A  Great  Victory  for  the  Retailer" J.  A.  Banfield,  Dominion  President  of  R.  M.  A.,  in  Addressing 
the  Saskatchewan  Branch  at  Its  Annual  Meeting,  Says  that  the 
Government  Is  Now  Beginning  to  Recognize  the  Retailer — Some 

Things  the  Association  Has  Yet  to  Do 
By   Staff   Correspondent 

SASKATOON,  June  20.— J.  A.  Ban- 
field,  the  Dominion  president,  in  ad- 

dressing the  meeting,  traced  brief- 
ly the  history  of  the  R.  M.  A.  to  date. 

What  it  had  accomplished,  what  it  was 
still  fighting  for,  and  the  need  for 
greater  membership  and  keener  in- 
terest. 

"All  legislation  is  of  vital  interest  to 
the  retailer,"  said  the  piesident.  "Not 
a  bill  is  put  through  the  house  that 
does  not  indirectly,  and  most  often  di- 

rectly affect  the  retailer.  No  matter 
what  the  government  does,  it  affects 
the  consumer,  and  the  retailer  is  the 
one  immediately  in  contact  with  the 
public,  so  must  bear  the  displeasure  and 

suspicion,  if  any  one  must." 
Recognizing   the  Retailer 

At  the  same  time  Mr.  Banfield  point- 
ed out  that  the  Government  is  begin- 

ning to  recognize  the  retailer  as  a  fac- 
tor to  be  reckoned  with,  and  always  one 

body  that  stands  for  anything  fair  and 
square.  ♦It  is  always  in  favor  of  any- 

thing that,  as  the  president  expressed 

it,  "teeters,"  not  all  down  on  one  end. 
The  retailers  are  now  called  into  con- 

ference by  the  government  on  matters 

concerning  them.  "The  last  budget," 
said  the  speaker,  "is  the  retailer's  bud- 

get.     It   agrees    with   the   recommenda- 

.7.  A.  BANFIELD, 
President  of  the  Dominion  R.  M.  A., 
addressed  the  retail  merchants  of  Sas- 

katchewan at  their  annual  convention 
on  the  work  the  Dominion  Association 
is  accomplishing. 

tion  that  we  made  to  the  government. 
It     is     fair,     equitable,     and     efficient. 

When  the  retailers  were  called  into  con- 
ference along  with  the  wholesalers,  and 

manufacturers,  we  got  the  cold  shoul- 
der from  the  latter,"  said  Mr.  Banfield. 

"I  met  one  manufacturer,  who,  when  I 
asked  him  if  he  was  going  to  the  con- 

ference, smiled  and  said,  No.  Why, 
said  he,  we  got  a  circular  a  month  ago 
outlining  what  the  manufacturers  had 

decided  to  do.  Notwithstanding  which," 
smiled  Mr.  Banfield,  "the  retail  counsel 

prevailed." 
"When  the  retailers  said  that  the  tax 

should  be  collected  at  the  fountain  head 
— and  it  was  so  decreed — that  was  a 

great  victory  for  your  association,"  said 
Mr.  Banfield,  "and  after  it  was  all  over, 
Sir  Henry  Drayton  thanked  the  associ- 

ation  for  the  help   it  had   given." 
He  commended  the  Ottawa  merchants 

most  highly,  saying,  "Whenever  it  has 
been  necessary  to  have  a  delegation  of 
merchants  go  at  short  notice  before  any 
body  at  Ottawa,  the  Ottawa  merchants 
have  responded  most  magnificently.  We 
could  have  all  we  needed  on  15  minutes' 
notice.  They  never  spare  themselves 
when  association  affairs  can  profit  by 

their  effort." Mr.  Banfield  remarked  that  those 
white  haired  boys,  those  paragons  of 
virtue    whom    the    Board    of   Commerce 
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aad  occasionally  uncovered;  those  who 
sold  for  cost  plus  on  the  rising  market, 
or  who  through  inefficiency  had  never 
managed  to  make  a  profit,  where  are 
they  now? — down  and  out — on  Brad- 
streets  and  Dunns'  bankrupt  list.  They 
perished  "unwept,  unhonored,  and  un- 

sung." The  president  touched  on  the 
Uiia  a  ■£::,  s;,yirg  that  the  govern- 

ment ntrcr  had  mack  prcvisioi  for  the 
retailer  passing -on  the  tax,  as  was  the 
c?se  with  the  wholesaler  and  manufac- 

turer. "How  would  you  collect  a  turn- 
over tax  on  a  Greek  restaurant,  where 

tne  proprietor's  hip  pocket  is  his  bank?" 
demanded  the  president. 

Things  Yet  To  Be  Done 

Among  the  things  yet  to  be  done  Mr. 
Banfield  mentioned  an  efficacious 

"fraudulent  advertising  act,"  one  that 
would  make  the  manager  co-responsible 
with   the   proprietor  for   misrepresenta- 

tion. The  present  act  has  been  found 
weak  in  this  respect.  w  The  trading 
stamp  act  is  also  in  need  of  extension 
to  include  guessing  contests,  certificates 
and  rebates.  "The  latter  are  a  continu- 

ous uncertain  outstanding  liability," 
said  the  speaker.  "Gambling  is  ram- 

pant. Three  card  monte  and  the  like 

should  be  repressible  by  law." 
The  onus  of  responsibility  in  the 

case  of  adulteration,  as  of  maple  pro- 
ducts should  also  be  taken  off  the 

tradesman.  All  such  produce  as  hay 
in  bales,  etc.,  should  where  practicable, 

bear  the  name  of  the  producer.  A  de- 
partment for  scientific  research  should 

be  authorized  and  organized  at  once. 
The  subject  of  foreign  purchases  was 
touched  upon. 

Mr.  McMicken  humorously  cited  a  re- 
cent case  he  had  observed  where  an 

attractive  card  distributed  by  a  manu- 

facturer   bearing    the    legend,    "Buy    in 

Canada,"     also     bore     the     small     note 
'"Printed   in   Albany." 

Parcel  post  rates  also  came  in  for 
the  attention  of  the  Dominion  Presi- 

dent. "It  is  a  disgrace  that  letters 
must  bear  a  portion  of  the  expense  of 

carrying  the  packages  of  your  mail  or- 

der competitor,"  said  he.  "Each  de- 
partment should  stand  on  its  own  feet. 

It  is  unjust  that  any  parcels  should  be 
carried  in  the  post  office  at  less  than 

the  actual  cost  of  giving  that  service." 
Pleads    for    Greater    Membership 

In  pleading  for  greater  membership 

the  speaker  said,  "Don't  under-estimate the  value  of  the  smallest  dealer.  You 
know  that  he  who  is  not  for  you  is 

against  you  In  a  petition,  the  man 
with  only  a  peanut  stand,  may  cancel 
your  vote — even  though  your  business  is 
in  the  hundreds  of  thousands.  Get  the  * 
all  in  with  you.  Every  member  get  a 

member." 

Swift  Current  Man  Heads  Sask.  R.M.A. 
Final  day's  session  of  the  Sask.  R.  M.  A.  convention  is  marked 
by  interesting  discussion,  passing  of  resolutions  and  the  election 

of  new  officers — the  new  Bankruptcy  Law  is  explained  by  Pro- 
fessor Arthur  Moxon. 

By   Staff   Correspondent 

THE  FINAL  day's  meetings  of  the convention  were  marked  by  ad- 
dresses on  the  income  tax,  the 

bankruptcy  act  and  a  debate  on  merits 
of  a  cash  business  versus  a  credit  busi- 

ness. A  number  of  resolutions  were 

passed,  as  well  as  new  officers  elected 
for  the  ensuing  year.  The  convention 
will  be  held  in  Regina  next  year. 

Income  Tax  Returns 

Bert  R.  Masecar,  official  auditor  of 
the  Saskatchewan  Board,  stated  that  the 
questions  in  regard  to  the  same,  mostly 
centered  round  the  difficulty  of  writing 
stock  in  a  falling  market.  Profits,  it 
was  explained,  were  only  cash  profits. 
Whatever  they  put  through  their  books 
as  their  turnover,  they  had  got  to  treat 
as  their  sales.  Amusing  illustrations  of 
the  ways  of  the  income  tax  authorities 

were  given  by  the  president,  who  had 
waited  a  whole  year  for  a  reply  to  a 
letter  and  then  was  fined  $1,800  for  not 
making  his  return,  reduced  to  $10,  all 
because  he  had  not  the  information  he 
sought  after. 

New  Bankruptcy  Law 
Professor  Arthur  Moxon  gave  an  ad- 

dress on  the  bankruptcy  law  of  Canada. 

The  new  act,  he  said,  was  "made  in 
Winnipeg"  and  was  probably  one  of  the 
most  admirably  drawn  pieces  of  legis- 

lation that  had  emanated  from  the 

Canadian  parliament  since  Confedera- 
tion .  1  It  was  something  lawyers  tried 

to  get  for  a  number  of  years,  and  it 
was  largely  due  to  the  intelligent  efforts 
of  wholesalers  and  traders  of  Western 
Canada  they  had  now  their  excellent 
legislation  on  the  statute  books.  It  was 

honestly  and  fairly  designed  to  give  to 
the  commercial  community  exactly 
what  the  community  wanted,  not  what 
the  lawyers  wanted.  If  statute  was  not 
satisfactory  and  did  not  do  its  work  it 
was  not  because  the  lawyers  interfered, 
but  it  was  because  the  facts  of  business 
and  the  facts  of  human  nature  were  too 
complicated  to  at  once  allow  them  to 
draft  an  act  that  would  be  humanly 

perfect. Affects  Status 

The  statute  was  going  to  be  of  very 
considerable  importance  to  the  whole- 

salers and  retailers  in  the  course  of  the 
next  ten  years,  Prof.  Moxon  said.  It 
was  drawn  fairly  lucidly  and  carefully 
for  a  statute  and  would  be  in  the  hands 

of  every  intelligent  merchant  in  the 
community,  so  that  when  the  necessity 
came  for  doing  the  simple  things  re- 

quired of  the  act,  making  claims  in  the 
assets  of  other  people,  etc.,  would  show 
him  just  what  his  rights  were  without 
any  necessity  of  referring  to  a  solicitor 
or  going  to  a  solicitor  and  proving  his 
claim.  The  act  made  a  very  imnortant 
departure  in  their  whole  system  of 
treating  insolvency.  He  showed  how  the 
law  affected  the  status  of  the  individual. 
The  man  who  had  a  receiving  order  of 
bankruptcy  made  against  him  involun- 

tarily lost  to  a  certain  extent  the 
status  of  an  ordinary  individual. 

The  Resolutions 

Among  the  resolutions  was  one  to  in- 
struct the  secretary  to  sunply  Ottawa 

with  a  copy  of  the  convention  delibera- 
tions, for  filing  in  the  archives,  and 

publishing  if  they  thought  desirable. 

An  attempt  to  add  the  chairmen  of 
the  trade  sections  to  the  Provincial 
Board  was  opposed  by  Mr.  Morton, 
president  of   the   Regina   section. 
A  resolution,  fathered  by  the  Drug 

Section,  complimented  the  government 
on  the  new  narcotics  act,  stating  that 
they  realize  that  it  is  not  aimed  at  the 
legitimate  drug  trades^  but  against 
pedlars,  and  pledges  the  drug  trade  to 
assist  in  every  way  to  keep  the  spirit 
of  the  law  and  assist  in  its  enforce- 

ment. (The  Pharmaceutical  Association 
in  Saskatchewan  has  already  obtained 

twenty-two  convictions  for  infractions 
of  the  liquor  act  and  are  determined  to 
maintain  the  high  character  of  the  pro- 

fession . )  A  suggestion  was  attached  to 

the  resolution  asking  the  Dominion  Sec- 
retary to  lend  his  assistance  toward 

having  the  Government  supply  uniform 
forms  for  the  entering  of  the  data  re- 

quired bv  the  act. 
An  effort  was  made  to  have  piano 

salesmen  excluded  from  the  Hawkers' 
and  Pedlars'  Act.  so  that  they  would 

not  be  compelled  to  pay  $100  Provincial 
license  fee  to  travel  around  selling 
pianos.  One  snpaker  in  favor  of  the 

exemption  stated  that  the  cost  of  break- 
ing in  and  experimenting  with  green 

salesmen  would  be  prohibitive  and  the 
license  is  non-transferable.  A  speaker 
against  any  exemption  said  that  the 
travelling  piano  salesmen  took  business 
out  of  each  district  and  brought  nothing 
to  the  district,  and  that  all  reputable 

niano  dealers  already  had  local  a^pn^ 

who  contributed  to  the  communi<-?°s 
etc.     The  resolution  was  defeated. 
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THE  FALL   NUMBER 

To  business  men  who  realize  that  a  period  of  intense 
competition  combined  with  a  temporary  business  depres- 

sion requires  and  demands  every  ounce  of  concentrated 
energy  and  every  fibre  of  nerve  to  face  and  surmount 

it — to  those  who  are  putting  every  grain  ol  intelligence 
and  every  bit  of  valuable  experience  they  have  had  into 
!;..■  successful  merchandising  of  their  goods — to  such 
as  are  determined  to  enter  upon  the  fall  season  con- 

vinced that  their  volume  of  business  will  not  fall  away 
if  they  give  undivided  attention  to  it  and  leave  no  stone 
unturned  to  legitimately  increase  it — to  those  who  be- 

lieve that  unfailing  service  from  the  sales'  staff,  com- 
bined with  the  quality  of  merchandise  that  bears  the 

guarantee  of  that  which  is  most  sacred  to  you — your 

~r>ame, — are  keynotes  to  better  business  for  the  fall  and 
winter  season  of  1921-22 — to  all  who  look  upon  difficul- 

-  -  stepping  stones  to  success — this  fall  number  of 
the  Dry  Goods  Review  is  respectfully  dedicated. 

THE  STANDING  OF  BUSINESS  PAPERS 

One  of  the  first  steps  taken  by  Secretary  Herbert 
Hoover  of  the  Commerce  Department  in  the  United  States 
after  be  was  installed  in  office  was  to  call  together  the 
heads  of  the  leading  business  and  technical  papers  of  that 
country  to  discuss  with  them  those  various  problems  with 

\\  hich  his  department  deals.  "My  view  of  the  matter  is," 
id  to  the  representatives  who  came  to  Washington 

to  meet  him,  "that  we  may  well  consider  the  trade  pub- 
lications of  the  country  as  the  mouthpieces  of  the  De- 

partment of  Commerce — the  contact  points  by  which 
the  business  world  is  to  know  what  we  are  doing  and  how 
we  are  doing  it  and  also  to  carry  to  our  industry  this 

_•  of  co-operation  which  it  is  my  hope  to  place  be- 
fore every  manufacturer  in  every  industry  in  tbe 

country."  As  an  outcome  of  this  first  conference  a 
monthly  meeting  has  been  arranged.  Mr.  Hoover-  has 
recognized  tbe  value  of  the  trade  papers  and  realizes  that, 
through  their  close-up  view  of  business  in  its  various 
branches,  be  can  get  a  bigger  and  more  dependable  grasp 
of  tbe  whole  business  situation. 

Coming,  a-  it  doe--,  in  close  touch  with  the  manufac- 

THE  RETAILERS  FALL  OUTLOOK. 

There  is  no  gainsaying  the  fact  that  the  majority  of 
retailers  are  looking  for  difficult  sailing  during  the  fall 
and  winter  months.  But  while  this  is  the  case,  the 

aggressive  among  them  are  by  no  means  dumfounded,  nor 
are  their  plans  disorganized  by  the  clouds  that  hang  in 
the  ever-changing  sky.  There  are  appeals  that  can  be 
made  this  fall  that  will  be  new  and  should  be  effective. 
Prices  are  down  considerably  from  a  year  ago.  That  is  a 
good  point  from  which  to  start  because  the  consumer 

today  is  particularly  susceptible  to  the  price-reduction 
argument.  This  is  even  more  noticeable  where  quality 
is  combined  with  it  and  there  is  an  abundance  of  first-elass 
quality  merchandise  in  all  lines  on  the  market  for  fall. 
The  retailer  will  do  well  to  study  how  he  can  bring  home 
to  his  clientele  the  indisputable  fact  that  merchandise  can 
be  bought  for  fall  away  below  what  it  was  a  year  ago  and 
that  is  the  very  best  value  that  can  be  given  today  with 
the  costs  of  production  where  they  are. 

So  far  as  the  retailer  is  concerned,  the  assortment  of 
fall  lines  and  the  deliveries  are  sure  to  be  all  that  could  be 
desired.  There  will  be  little  difficulty  in  keeping  up 
with  the  demand;  manufacturers  and  wholesalers  are  in 
a  position  and  are  desirous  of  giving  the  very  best  possible 
service  so  that  mutual  difficulties  may  be  brushed  aside, 
and  business  conditions  improved  generally. 

It  is  well  for  the  retailer  to  guard  against  the  danger 
of  carrying  too  small  a  stock  to  that  extent  where  sales 
will  be  lost.  It  is  not  a  time  to  lose  sales,  but  to  make 
them.  It  will  require  and  should  receive  the  undivided 
attention  of  merchants  to  have  a  sufficiently  large  stock 
that  sales  may  not  be  lost,  at  the  same  time,  they  should 
avoid  an  over-stocking  of  lines  that  will  make  sacrifice 
sales  necessary  with  the  resultant  wiping  out  of  a  large 
proportion  of  the  profit  made  during  the  season. 

If  the  fall  and  winter  season  does  present  difficulties 
to  the  retailer  it  promises  a  rich  reward  for  the  fighters. 

CANADIAN  NATIONAL  DESIGNING 

In  the  paper  that  Mrs.  McMichael  gave  at  the  first 
convention  of  the  Dry  Goods  merchants  of  Ontario  there 

is  a  good  deal  of  food  for  thought.  She  makes  a  power- 
ful appeal  for  designing  in  fashions  that  will  reflect  some- 

thing of  the  Canadian  spirit  of  enterprise,  adventure  and 
art.  There  can  be  no  doubt  that  there  is  much  in  our 

history  that  is  entrancingly  romantic;  in  our  wealth  of 
forest,  field  and  mine  that  should  leave  a  mark  upon 

science's  contribution  to  the  discovery  of  riches;  in  our 
natural  grandeur  that  should  find  a  conspicuous  place  in 
the  halls  of  art.  And  then  there  is  something  in  the 
rugged  character  of  our  people  that  has  already  stamped 
itself  upon  the  history  of  the  world. 

It  is  for  those  who  are  capable  of  giving  expression  to 
these  characteristics  of  Canadian  national  life  and  achieve- 

ment to  do  so  in  the  limitless  field  of  national  designing. 
Mrs.  McMichael  refers  to  the  Canadian  woman  and  her 

love  of  home;  she  speaks  of  our  small  and  scattered  pop- 
ulation as  the  proper  foundation  on  which  to  rear  a 

national  design  that  will  give  the  proper  expression  to 
Canadian  ideal.-  and  conceptions.  The  ideal  to  which 
Mrs  McMichael  is  devoting  a  good  deal  of  her  time  is  a 
worthy  one  and  we   wish  her  every  success  in  it, 
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A  Big  Place  for  Women  in  Business  Says 
President  of  Gay  Stores  and  Vice- 

President  of  Almy's,    Montreal 
Started  (jay  Stores  to  Provide  Popular-Priced  Merchandise  for  the 
Masses — Origin  of  the  Name — Welfare  Work  and  the  Store  Library 

— Suggestions  for  Merchandisers. 

ONE  OF  the  most  striking  charact
ers 

in  business  life  in  America  is  that 

of  Mrs.  Almy,  vice-president  of 

Almy's  Limited  of  Montreal,  and  Pres- 
ident of  the  Gay  stores,  a  chain  of  depart- 

mental shops  established  throughout  the 
Dominion  to  supply  general  needs  at  a 
popular  price.  Mrs.  Almy  enjoys  the 
unique  distinction  of  being  the  first 
woman  to  inaugurate  such  a  chain  of 

stores,  and  the  feminine  touch  is  apparent' 
when  the  derivation  of  the  name  Gay  is 
explained.  It  was  on  Gay  Street  in  a 
certain  Maryland  town  that  Mrs.  Almy 
first  saw  the  light  of  day,  and  was  at 
that  time  so  named  because  it  was  the 
social  centre  of  the  city,  but  later  on  it 
became  the  leading  business  street  where 

her  father's  store  was  located,  and  where 
she  herself  received  her  training  for  the 
business  world. 

"Have  the  attainable  for  the  public," 
declared  Mrs.  Almy  to  a  staff  member 

of  Dry  Goods  Review,  "for  far  too  much 
merchandise  is  out  of  reach  of  the 
masses  so  that  they  are  obliged  to 
purchase  unsuitable  things  or  go  on 
longing  for  that  which  is  beyond  their 
reach.  My  stores  are  created  for  the 
purpose  of  supplying  all  the  hundred 
and  one  little  things  that  people  want 
and  need  at  a  price  within  everyone's 

reach.'' 
"The  store  of  Almy's  Limited  is  my 

pride,"  stye  continued,  "but  the  Gay Stores  are  my  hobby.  They  are  such 
cheerful,  bright  little  shops,  finished  in 
cool  grey  and  bright  blue  with  plenty  of 
flower-s  about  and  everything  just  as fresh  and  as  pretty  as  we  can  make  it. 
There  isn't  any  reason  whatever  to  my way  of  thinking  why  a  store  snould 
not  be  artistic  even  if  it  caters  to  the 
masses;  it  can  fulfill  a  real  mission  in 
being  thus  planned  and  I  think  most 
women  like  to  shop  in  such  stores  in 
preference  to  the  majority  of  places, 
which  boast  expensive  fixtures  and 
equipment. 

"In  running  these  stores  and  all others  for  that  matter,  I  believe  that 
every  dollar  must  be  worked  to  its 
fullest    capacity.  Economy    must    be 
strictly  observed,  particularly  in  what  is 
called  overhead.  The  crime  of  all 
business  today  is  waste  of  capital,  and 
the  store's  first  ambition  should  be  to 
study  how  to  increase  its  capital,  and 
cater  to  its  clientele.  If  anyone  can  do 
this  with  success,  let  him  pass  along  to 
someone  else— we  are  all  studying  the 
same  problems." 

The  Part  Women  Can  Play 
Asked    whether    she    considered    that 

An  unusual  portrait  of  Mrs.  Emma  S. 
Almy,  Vice-President  of  the  firm  of 
Almy's  Limited,  Montreal's  largest  store, 
and  President  of  the  Gay  Stores  which 
are  ultimately  to  stretch  from  coast  to 
coast  to  the  number  of  fifty.  Mrs.  Almy 
upholds  the  theory  that  women  should 
make  the  most  successful  merchandisers 
in  business  life,  and  interests  herself  in 
every  movement  which  will  assist  them 
to  win  success. 

women  could  play  a  really  efficient  part 
in  merchandising,  Mrs.  Almy  replied 

emphatically  "They  certainly  can  and 
will  from  now  on.  The  war  gave  women 
their  great  opportunity  and  they  have 
justified  the  fondest  dreams  of  those 
who  hoped  for  their  success.  Women 
can  accomplish  anything  in  merchandis- 

ing, for  when  you  come  to  think  of  it 
90%  of  the  shopping  done  in  every  day 
life  is  done  by  women.  For  this  reason 
I  claim  that  women  should  understand 

merchandising  best  and  should  pi-ove  to 
be  the  best  buyers  and  executive  heads 
in  the  long  run.  The  war  of  course 
necessitated  rapid  readjustment,  but 
how  quickly  women  have  taken  hold  of 
the  situation  and  grasped  that  which 
they  lacked  in  actual  experience  they 
could  make  up  by  close  study  in  college 

or  in  the  business  world.  With  the  advent 
of  the  college  course  in  merchandising, 
business  has  taken  rapid  strides,  and  as 
vacancies  occur  nowadays,  women  with 
trained  minds  are  able  to  step  into  them 
with  a  pronounced  benefit  to  the  store 
which  is  fortunate  enough  to  acquire 

their   services." Eliminate  Habitual  Buying 

"One  of  the  most  successful  women 

buyers  I  know,''  continued  Mrs.  Almy, 
"taught  me  a  very  simple  thing,  but 
which  has  resulted  in  an  enormous  sav- 

ing of  money  and  that  was  summed 

up  in  three  words,  'eliminate  habitual 
buying'.  Habitual  buying  is  the  great 
error  made  by  store  managers  today, 
either  because  they  have  grown  careless 
or  because  they  will  not  realize  that 
certain  types  of  merchandise  no  longer 

are  in  demand.  Women's  underwear 
proves  a  pitfall  to  the  unwary  buyer, 
who  persist  in  placing  orders  for  the 

same  styles  year  after  year,  which  sub- 
sequently pile  up  on  the  shelves.  The 

successful  buyer  will  originate  a  little 
system  of  recording  stock  so  that,  she 
may  know  what  has  been  sold  by  natural 
selection  on  the  part  of  the  customers. 
Perhaps  she  may  devise  a  plan  of  using 
three  part  tags  on  all  merchandise,  so 
that  whenever  an  article  is  sold  she  can 
retain  a  record  of  it  herself,  one  for  the 
merchandise  manager  and  leave  a  part 
on  the  article  for  the  customer  in  case 
of  return  or  exchange.  These  little 
slips  or  tags  have  been  found  to  be  a 
splendid  aid  in  buying,  because  the  infor- 

mation they  record  proves  conclusively 
what  colors,  sizes,  styles,  etc,  sold  best, 

and   why." Opportunity  For  Clever  Women 
Mrs  Almy  is  strongly  in  favor  of 

encouraging  women  to  enter  business, 
one  especially  cogent  reason  for  their 
sucess  in  retail  stares  being  due  to  the 
fact  that  they  know  how  to  appeal  to 

women  shoppers  and  are  keener  mer- 
chandisers than  men.  "Women"  she 

continued,  "are  apt  to  be  too  conserv- 
ative at  first  because  they  want  tu  make 

as  few  mistakes  as  possible;  bui  when 
they  get  the  swing  of  buying  and  learn 
what  the  public  wants  they  are  very 
broad  in  their  grasp  of  knowing  how  to 

supply   that   want.'' 
Mrs.  Almy  herself  is  a  college  grad- 

uate and  confesses  to  an  ambition  to 
acquire  the  degrees  of  Ph.  D.  in  the  near 

future,  but  she  smilingly  adds,  "I  stand 
for  the  home  first  of  all,  and  i  am 
always  happiest  with  my  family.  You 

(Continued  in  Equipment  Section) 
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Cancellations  Harmful  to  Business 
Merchants  Should  Not  Disregard  the  Sanctity  of  a   Contract — If 
Wages  Suffer,  Business  Suffers  and  if  Business  Suffers  Too  Much 

There  Will  Be  no  Orders  to  Cancel— Are  Unnecessary 

AT  such  a  gathering  as  this  of  Re- tail Merchants,  one  is  inclined  to 
ask  himself  the  question  of  what 

importance  in  this  theme?  "Are  Cancel- 

lations Fair?"  The  subject  does  not  af- 
fect us  as  individuals  nor  as  Merchants, 

then  why  discuss  it?  It  is  a  point  of  bus- 
iness belonging  entirely  to  the  Manufact- 
urer and  Wholesaler. 

Truly  this  problem  is  one  for  Manufac- 
turer and  Wholesaler  but  it  is  one  for 

the  Merchant  as  well. 

I  am  pleased  that  this  Convention  has 
placed  on  its  program  for  discussion 
such  questions  as  these.  It  proves  con- 

clusively that  the  Executive  of  the  Re- 
tail Merchants  Association  of  Canada 

has  a  wide  and  unselfish  vision  of  the 
commercial  world.  It  is  organized  not 
only  to  assist  the  retailer  to  eradicate 

the  evils  that  beset  him,  but  also  to  ab- 
olish the  evils  in  which  we  as  mer- 

chants participate,  and  affect  the 
other  threads  of  the  mercantile  world. 
In   this   case   we  are   the   offenders. 

I  have  classified  cancellations  under 
two  heads: 

(1)  The  Normal  Time  and  Complete  Or- 
der  Cancellation. 

(2)  The  Oddment  or  Late  Delivery  Can- 
cellation. 

I  am  confident  the  subject  under  dis- 
cussion suggests  the  Complete  Order 

Cancellations.  I  offer  no  apology  for 
believing  and  declaring  most  emphati- 

cally that  Cancellations  as  outlined  are 
unfair;  furthermore  this  Association 
should  raise  its  voice  loud  and  long 
against  this  evil,  praying  upon  every 
merchant  within  the  borders  of  Can- 

ada to  cease  this  evil  practice  before 
drastic  methods  are  adopted  by  the  op- 
pressed. 

Cancellations  are  unfair  to  the  Manu- 
facturer and  Wholesaler  because  the 

goods  were  presented  to  you  for  your 
approval,  you  approved  of  certain  num- 

bers and  placed  your  order  accordingly. 
The  House  from  whom  you  made  a 
choice  underwent  certain  expense  in  pre- 

senting their  line  through  their  Travel- 
ler. After  .seme  days  and  oft  times  weeks 

have  elapsed  you  most  graciously  write 
asking  the  House  to  cancel. 

I  fancy  many  merchants  demand  can- 
cellations in  the  same  language  that 

purchasers  return  goods  to  the  Retailer, 

they  simply  say  "Mother  does  not  like 
it,"  "It  does  not  suit,"  or  lastly 
"Mother  or  Sister  will  be  down."  If 
all  the  mothers  and  sisters  were  to  make 
a  shopping  tour  according  to  pledges  on 
returned  goods  what  a  rush  we  would 
enjoy?  The  illustration  is  a  concrete 
one  and  has  come  before  every  Mer- 

chant  present,   and   how      little     oppor- 

The  accompanying  address  on 
"Cancellations"  was  given  by  C. 
Umphries,  the  new  president  of  the 
Dry  Goods  Section  of  the  Ontario 
Retail  Merchants  Association  at 
their  first  convention  in  Toronto. 
The  Dry  Goods  Trade  last  year 
passed  through  a  distressing  period 
of  cancellations.  On  account  of 
totally  changed  conditions,  this  is 
not  likely  to  be  repeated  this  year; 
perhaps  not  for  some  time.  But  it 
will  come  again  sooner  or  later — the 
manufacturers  and  wholesalers  are 
at  their  wits'  end  to  fill  them.  And, 
again,  the  break  will  come  with  the 
accompany ing  temptation  to  cancel 
orders  that  were  placed  in  good 
faith.  The  time  to  remedy  this  evil 
is  now;  the  time  to  make  ready  for 
an  enemy  is  when  he  is  still  afar  off. 
It  seems  to  us  that  this  is  a  matter 
for  understanding  and  agreement 
between  the  manufacturers  and 
wholesalers  on  the  one  hand  and  the 
retailer  on  the  other.  Let  them  get 
together  and  come  to  an  under- 

standing and  agreement.  The  new 
president  has  a  good  cliance  to 
make  a  name  for  himself  in  his 
tenure  of  office. 

tunity  we  are  given  to  prove  that  we 
desire  to  satisfy.  All  merchants  resent  it 
extremely  but  the  day  following  such 
an  experience  as  I  have  cited  we  sit 
down  and  ask  a  mill  or  a  wholesale  to 
cancel  without  tendering  the  faintest 
reason  which  might  permit  the  vendor  to 
make  good. 

Again  Cancellations  are  unfair  be- 
cause the  raw  material  was  contracted 

for  by  the  Manufacturer  on  certain  anti- 
cipated business,  repeats  being  advanced 

according  to  receipt  of  sales.  Finally  can- 
cellations come  forward  turning  all 

plans  into  a  state  of  turmoil  and  finan- 
cial loss. 

Retailers  are  dependent  upon  pur- 
chases made  by  labor,  if  production  is 

cut,  labor  suffers.  If  wages  suffer,  bus- 
iness suffers,  and  if  business  suffers 

too  much  there  will  not  be  any  order 
to  cancel.  Manufacturers  will  not  produce 
if  they  feel  that  a  large  percentage  of 

their  product  will  be  cancelled  when  de- 
livery time  comes.  Cancellations  are  not 

only  unfair  to  one  but  to  ourselves. 
Cancellations  are  unfair  to  ourselves 

because  we  lose  prestige  with  our 
Houses.  We  are  passed  up  when  snappy 
numbers  are  on  the  market,  less  interest 
is  shown  our  orders  and  a  general  ill 

feeling  is  born  in  the  minds  of  the  peo- 
ple with  whom  we  deal,  consequently  we 

suffer  by  delayed  deliveries,  incomplete 
shipments  and  punctual  demands  are 
made  for  payment  when  perhaps  an  ac- 

commodation would  be  worth  something 
to  us. 

Gentlemen: — Orders  are  contracts  and 
should  be  accepted  as  agreed  to  by 

each  party  whether  the  buyers  signature 
be  affixed  thereto  or  not. 

Again  Cancellations  are  unfair  to  our- 
selves because  our  Honor  is  impaired. 

With  the  vanishing  of  our  Honor  go 
all  other  things. 

All  the  rating  in  Dunns  and  Brad- 
streets  would  not  replace  the  rating 
which  a  man  of  high  honor  commands. 

It  will  be  a  regrettable  day  when  we 
as  merchants  disregard  the  sanctity  of 
a  contract.  We  must  recognize  that  an 

order  is  not  a  memo,  but  a  "Bona-fide" 
contract  with  the  signature  of  honor 
written   in  capital  letters   of  red. 

At  a  meeting  of  the  American  Cham- 
ber of  Commerce  it  was  resolved  that 

their  Association  urge  upon  the  business 
and  banking  communities  that  buyers 
who  disregard  their  written  agreements 
shall  be  considered  as  being  lacking  in 
business  morality  and  as  undeserving  of 
confidence. 

I  have  heard  it  said  by  wholesalers 
that  they  did  not  wish  to  sell  certain 
merchants  because  they  cancel  so  much 
that  their  business  cost  more  to  get 
than  it  was  worth.  Let  us  see  to  it  that 
we  do  not  get  mired  in  this  category. 
Blacklisting  of  merchants  who  cancel 
has  been  suggested,  but  it  is  my  person- 

al opinion  that  it,  as  a  remedy,  will  not 

rectify  the  evil. 
Cancellations  are  unfair  because 

they  are  unnecessary.  There  are  mer- 
chants here  from  all  parts  of  Ontario, 

proprietors  of  stores  having  turnovers 
of  thousands,  yes,  and  perhaps  into  the 
million  mark.  You  will  agree  that  it 
is  not  more  difficult  for  a  man  operating 
a  large  business  than  it  is  for  the  man 
operaing  a  smaller  one  to  anticipate  his 
wants  for  the  ensuing  season  and  place 
accordingly.  If  a  store  sees  to  it  that 
buyers  place  moderately  cancelling  as  a 
practice  would  be  wiped  out. 

Conservative  placing  is  good  business 

for  all  stores  large  and  small.  It  in- 
volves less  labor  and  assures  the  mer- 

chant of  better  assortments,  more  com- 

plete ranges  and  greater  business  be- 
cause the  goods  will  be  in  his  store 

when  the  demand  for  them  is  on. 

Finally — Cancellations  and  other  evils 
of  the  trade  will  become  fewer  when 
those  who  participate  in  the  practice  will 
have  deeply  imbedded  in  their  memories 

that  old,  old  Golden  Rule  "Do  unto 
others  as  you  would  that  they  should  do 

unto  you." 
Gentlemen,  I  am  convinced  that  can- 

cellations as  a  practice  are  unfair. 
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"Great  Oaks  from  Tiny  Acorns  Grow" 
The  McSweeney  Store  of  Moncton,  N.B.— Founded  More  Than  Half  a  Century  Ago— In- 

surance for  the  Employees  and  the  Store  Spirit— Yardage  Goods  Show  Remarkable 
Increase  in  Past  Year. 

G REAT  oaks  from  tiny  acorns grow"  relates  an  ancient 
proverb,  the  application  of 

which  can  be  discovered  in  a  great 
many  other  manifestations  ,than  the 
original  figure  of  speech  would  tend  to 
convey.  Metaphorically  speaking,  the 
phrase  aptly  describes  the  evolution  of 
one  of  the  large  retail  stores  of  East- 

ern Canada,  namely,  the  department 
store  of  the  Peter  McSweeney  Co.,  of 
Moncton,  N.  B.,  located  in  the  very 
heart  of  the  city. 

Founded  more  than  half  a  century 
ago  by  the  late  Edward  and  Thomas 
McSweeney  under  the  firm  name  of 
McSweeney  Brothers,  the  business  has 
grown,  like  the  proverbial  acorn  into  an 
oak  of  splendid  and  satisfying  propor- 

tions. In  1868  the  late  Peter  McSween- 
ey joined  his  brothers  in  the  enterprise, 

but  withdrew  in  1877  and  went  into  bus- 
iness on  his  own  account  under  his  own 

name,  in  an  entirely  new  building.  In 
1899  the  business  was  incorporated  as  a 
limited  company,  and  in  1901  the  pres- 

ent block,  built  of  stone  and  brick,  three 
stories  high  was  erected.  From  the  or- 

iginal small  wooden  building  in  which 
McSweeney  Bros,  began  their  career  to 
the  fine  structure  which  now  consti- 

tutes the  home  of  the  McSweeney  Co. 
is  a  great  step  in  advance,  indicating 
clearly  what  business  ability,  energy 
and  sound  principles  will  accomplish. 

Subsequent  to  the  recent  death  of 
his  father,  the  late  Senator  McSweeney, 
the  office  of  President  of  the  company 
has  devolved  upon  his  son,  A.  E.  Mc- 

Sweeney. Plans  are  already  under  way 
for  a  considerable  amount  of  altera- 

tions and  additions  to  the  present  prem- 
ises, to  which  an  extra  story  will  be  ad- 

ded in  the  near  future,  as  well  as  exten- 
sive changes  in  the  present  floor  space. 

One  of  the  popular  features  of  the  store 
is  the  bargain  basement  which  has  been 

called  the  "clearing  house"  for  the  en- 
tire S€tore,  and  which  is  always  throng- 

ed with  shoppers.  Altogether  there  are 
some  eleven  departments,  connected  by 
electric  elevators,  each  section  occupy- 

ing a  large  amount  of  floor  space. 

The  Store  Spirit 

A  feature  of  the  McSweeney  business 
is  the  remarkable  loyalty  and  co-oper- 

ation shown  by  the  employees,  who 
number  upwards  of  fifty,  towards  the 
firm,  and  without  doubt,  much  of  its 
present  success  is  due  in  large  measure 
to  the  fact  that  the  employees  take  as 
deep  an  interest  in  the  enterprise  as 
do  the  principals  themselves.  To  Dry 
Goods  Review  Mr.  McSweeney  emphat- 

ically  endorsed    the    statement   that   the 

successful  store  is  the  one  which  takes 
the  keenest  and  most  unfailing  interest 

in  the  welfare  of  its  staff.  "They  are  all 
members  of  one  family  to  me,"  he  con- 

tinued, "and  when  we  lose  one  through 
death  or  any  of  the  inevitable  happen- 

ings of  life,  we  feel  the  loss  as  a  per- 
sonal one,  I  may  say  that  we  rarely 

lose  an  employee  and  more  often  than 
not,  we  get  them  back  again  when  they 
have  had  to  resign  for  family  reasons. 
There  is  something  about  our  store 

which  binds  us  all  to  it." 
When  all  the  details  connected  with 

the  scheme  of  welfare  work  originated 
by  A.  E.  McSweeney  are  explained  it  is 
easy  to  comprehend  just  why  this  firm 
has  endeared  itself  to  the  employees.  In 
the  matter  of  their  individual  well- 
being,  there  is  nothing  that  they  need 
that  the  management  is  not  prepared  to 

help  them  get.  Each  employee  is  per- 
sonally insured  up  to  the  amount  of 

$1500  for  married  and  $1000  for  single 

employees,  and  Mr.  McSweeney  is  en- 
deavouring to  have  this  generous  pro- 

vision still  further  augmented.  During 
the  illness  of  any  of  the  staff,  they  are 

visited  and  no  pains  are  spared  to  dem- 
onstrate that  the  store  believes  in 

looking  after  the  members  both  on  and 
off  duty. 

Truth    In    Advertising 

According  to  Mr.  McSweeney  the  firm 

stands  unswervingly  for  "truth  in  ad- 
vertising" as  one  of  its  most  important 

policies,  and  endeavours  to  increase  the 
already  implicit  confidence  which  the 
people  of  Moncton  repose  in  the  firm, 

by  avoiding  any  tendency  to  exaggera- 
tion or  mis-statement  which  might  tend 

to  mislead  readers  of  their  advertise- 
ments. Well  prepared  copy,  enhanced 

by  clever  cuts  and  wording  are  used 
more  especially  as  the  prices  quoted  tell 
their  story  of  sharp  reductions  and  real 
values.  According  to  the  President,  the 
management  went  through  the  entire 
stock  last  January  and  reduced  prices 
almost  below  present  market  price  in 
order  to  make  a  clean  sweep  of  every- 

thing which  might  retard  selling.  Con- 
sequently their  gross  business  and  turn- 

over is  greater  than  it  was  last  year, 
although  prices  average  from  20  to  30^ 
lower  all  round  than  those  of  1920. 

Against  Sales 

The  management  do  not  endorse  the 
holding  of  sales  except  twice  a  year 

for  the  purpose  of  clearing  out  mer- 
chandise at  the  close  of  the  winter  and 

summer  seasons.  These  sales  are  called 

"Red  Tag"  and  "Green  Tag"  sales,  and 
everything  in  each  department  bears  its 

price  tag  in  one  of  these  colors  on  these 

occasions,  the  former  being  featured  in 

January,  while  green  is  used  in  July. 

The  effect  of  the  thousands  of  colored 

tags  everywhere  gives  the  store  a  fes- 
tive appearance  and  is  popular  alike 

with  customers  and  the  staff.  These 

semi-annual  events  are  eagerly  looked 

forward  to  by  Monctonians  and  the  rural 

population,  and  scarcely  need  any  ad- 
vertising so  well  known  have  they  be- 

come. 

Ready-to-Wear 

The  McSweeney  store  is  recognized 

as  specializing  in  the  fine  models  in 

women's  ready  to  wear  clothing  and 

careful  attention  is  devoted  to  this  de- 

partment. At  the  same  time,  a  rather 
remarkable  feature  of  the  business  was 

pointed  out,  namely,  that  of  all  the  de- 
partments, the  greatest  progress  in  the 

past  year  has  been  recorded  of  the  dress 

materials  and  yardage  goods.  The  Mc- 

Sweeney store  was  the  first  to  inaug- 
urate the  idea  of  a  fashion  parade  in 

the  maritime  provinces,  and  it  is  most 

progressive  in  point  of  window  displays 
as  well.  Four  large  plate  glass  windows 
are  regularly  dressed  in  the  newest  and 
most  harmonious  combinations  of  col- 

ors and  merchandise,  with  original 
backgrounds  of  pastel  tints  set  off  with 
suitable  draperies.  The  fact  that  the 

store  includes  a  fully  equipped  men's  de- 
partment is  accountable  for  the  presence 

of  a  splendid  display  of  furnishings  of 
all  kinds  in  the  right  hand  window,  from 
week  to  week. 

THE  JULY  ISSUE 

The  July  issue  of  Dry  Goods  Re- 
view, though  still  a  little  behind 

schedule  time,  is  much  better  in  that 
respect  thabt  the  June  issue.  This 
lateness  is  still  due  to  strike  condit- 

ions which  are  gradually  improving. 
Matters  are  getting  so  in  hand  now 
that  we  hope  very  shortly  to  catch 
up  to  the  regular  schedule  and  have 
this  publication  out  right  on  time. 
If  the  appearance  of  the  paper 
still  suffers  a  trifle  we  ask  your  in- 

dulgence; we  believe,  however,  our 
readers  will  find  that  the  issue  is  not 
being  skimped  in  any  other  respect. 

The  market  information  will  be 
found  in  one  of  the  later  sections  of 
the  July  issue. 

Lloyd  Hussey  has  purchased  the  dry 

goods  and  grocery  business  of  E.  Mar- chand  in  W^erford,  Ont. 
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Comparative  Prices  in  1914,1920  and  1921 
Survey  Shows  That  Prices  in  1921  Are  Still  Considerably  Above  the  1914  Level  —  Luxury 

Class  Shows  Bigger  Reductions  Than  Staples  —  Result  of  an  Interesting  Inquiry. 

HOW  do  prices  now  compare  wit
h 

prices  in  1914,  which  is  consider- 
ed the  last  normal  year,  and  in 

1920  which  is  considered  the  peak  year? 

While  it  is  impossible  to  give  a  per- 
centage that  would  cover  the  whole 

question,  it  is  not  impossible  to  select 
a  number  of  staple  and  luxury  articles 
and  trace  them  from  1914  to  1921,  show- 

ing the  retail  price  in  pre-war  days,  dur- 
ing the  hey-day  of  high  prices,  and  on 

the  decline.  A  close  study  of  the  list 
given  on  this  same  page  will  show  that 
prices  are  still  away  above  the  1914  price 
level.  To  get  this  information,  Dry 
Goods  Review  consulted  department 
stores  and  small  retail  stores.  In  each 

individual  case,  the  same  article  is  re- 
ferred to  in  the  three  years,  1914, 

1920  and  1921;  but  in  comparing,  for  in- 
stance, the  small  store  with  the  depart- 

ment store,  we  do  not  say  that  the  same 
identical  article  is  referred  to.  To  il- 

lustrate: The  yard  of  taffeta  referred  to 

in  the  list  under  the  heading  "Small 

store"  is  probably,  nay  obviously,  not  the 
same  yard  referred  to  in  the  list  under 

the  heading"Department  Store"and  so  on 
down  the  whole  list.  But  in  securing  the 
information  from  each  of  the  small 

stores  and  the  department  stores,  we 
were  careful  to  get  the  figure  as  apply- 

ing to  the  same  grade  of  silk  or  article 
as  the  case  may  be. 

In  the  "Department  store"  list,  there  are 
seven  articles  fifty  per  cent,  or  over  fif- 

ty per  cent,  higher  than  in  1914;  while 
nine  are  under  the  fifty  per  cent.     It  can 

STAPLES. 
SMALL STORE. DEPARTMENT. 

Increase Increase 

over 
over 1914. 1920. 

1921.     1914. 
1914. 1920. 1921. 

1914. 

Taffeta    silk    (1    yd.).$ 2.00 

$     3.00 

$     3.00     50% 

$     1.00 $     3.00 $     2.25 

125% 

Crepe  de  chine   (1  yd.) 
2.00 

2.50 
2.50     25% 

1.50 

3.00 
2.35 

66% 

Brassiere   .50 1.75 
.95     90% 

.50 1.00 .75 

50% 

Nainsook  (1  yd.)    ..    .. 
.18 

.45 .25     40% 

.25 .85 

55 

120% 

.05 

.12 

.10   100% 

.04 

.10 

.07 

75% 

Linen  Hdkf.  (lady's)    . 
.25 .55 

.50  100% 

4/.25 
3/1.00 

3/.50 

160% 

Unbleach'd  Cot.  (1  yd.) .10 .27 
.18     80% .07% 

.23 .10 

33% 

Man's  collar   .15 .35 
.25     66% .12% 

.35 .25 

100% 

Woollen   hose   (lady's) 
.75 2.00 

1.25     66% 
.50 

2.00 

1.25 

150% 

Muslin   (1  yd.)      22 .65 
.35     60% 

.10 

.30 

.10 
same 

LUXURIES. 

Hair  nets  (real)   
.10 

.15 
.10  same 

.08% 

10 .10 

17% 

Veiling    (1   yd.)      .25 .35 
.35     25% 

.25 

1.00 

.35 

40% 

Purses   (plain  strap)    . 4.00 6.00 
5.00     25% 

4.00 6.00 
5.00 

25% 

Silk   hose   1.00 2.00 
1.50     50% 1.25 

2.50 

1.75 

40% 

Seal    coat      250.00 650.00 395.00     58% 
300.00 

650.00 500.00 

66% 

Tulle  (1  yd.)     .55 .60 .55  same .40 

.65 

55 

readily  be  seen  that  the  average  of  the 

staple  list  would  bring  the  prices  of 
these  ten  articles  well  over  fifty  per 

cent,  higher  than  in  1914,  while  the 

average  price  of  the  luxury  list  shows  a 
considerable  increase.  The  list  will  also 

show  upon  close  study  that  the  upgrade 

of  prices  was  much  slower  than  the 
down-grade. 

The   Result 

In  only  three  instances  does  this  list 

show  that  the  price  in  1920  is  the  same 
as  it  was  in  1914.  In  the  vast  majority  of 

instances  it  shows  that  prices  are  still 

50  per  cent  or  well  over  50  per  cent 

higher  than  in  1914.  Take,  for  instance, 

the  "Small  store"  list.  Ten  of  the  ar- 

ticles referred  to  in  both  the  "Staple" 
and  the  "Luxury"  classes  are  still  fifty 
or  more  than  fifty  per  cent,  higher  than 

in  1914;  while  six  of  them  are  under  fifty 

per  cent,   higher  than  in  pre-war  days. 

FIRST  ANNUAL  CONVENTION 
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in  its  efforts  to  keep  the  circulation  of 
currency  as  much  as  possible  in  the 
home  town. 

That  approval  be  given  the  associa- 

tion's proposal  to  have  the  present  Ped- 
dlers' and  Transient  Trader's  Act  amend- 

ed so  as  to  prevent  persons  who  are  not 
engaged  in  the  wholesale  and  manufac- 

turing business  and  who  do  not  occupy 

premises  in  the  locality,  from  doing  bus- 
iness. That  the  action  taken  by  the  as- 

sociation whereby  all  catalogues  sent  out 
by  mail-order  houses  be  treated  as  or- 

dinary mail  and  not  as  freight,  be  ap- 
proved. 

That  action  be  taken  against  those  who 
are  advertising  under  false  pretences 
as  it  reflects  on  the  character  of  all. 

That  action  be  taken  to  have  extra 
police  placed  on  the  force  in  the  large 
cities  and  counties,  and  that  more  severe 
penalties  be  enforced  on  those  guilty  of 
theft. 

That  the  fees  of  Transient  Traders  be 
increased. 

Officers  for  1921-1922 

The  following  were  elected  officers  of 
the  dry  goods  section  for  the  ensuing 

year: President — C.  Umphrey,  Petrolia. 
First  Vice-President— F.  L.  Hahn, 

Preston. 

Second  Vice-President — W.G.  Milne, 
Toronto. 

Treasurer — S.  F.  Ballachey,  Paisley, 
Ont. 

Secretary — W.  C.  Millar,  Toronto. 
Executive   Committee: 
W.  Trevelyan,  Toronto. 
John  Carruthers,  Orillia. 
R.   R.   Fawthrop,  Cornwall. 
J.  McDonald,  Listowel. 
It  was  decided  to  hold  the  next  annual 

meeting  in  Toronto,  the  dates  to  be  sel- 
ected by  the  new  executive.  The  confer- 

ence will  extend  over  a  period  of  three 
days  next  year  so  that  retailers  will 
have  a  better  opportunity  of  visiting 
wholesale  houses.  The  dates  for  next 

year's  convention  will  most  probably  be 
in  February  or  March  which  months 
were  considered  most  suitable. 

F.  L.  HAHN 

Of  Preston,  Ontario,  first  vice-president 
of  the  Dry  Goods  section  of  the  R.  M.  A., 
of  Ontario. 
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CANADA  SHOULD  HAVE  NATIONAL 
DESIGN 

Continued  from  page  44 

In  the  past  two  generations  Canada  has 
been  going  through  a  vigorous  struggle  for 
commercial  independence.  New  factories 
have  been  opening — many  of  them  without 
large  capital,  and  there  has  been  only  one 
urge,  the  commercial  one,  to  keep  going, 
to  meet  competition,  and  particularly  to 
compete      with    imported    merchandise. 

Canada  Should  Have 

Now  things  have  changed — our  inspira- 
tion has  come — Wihy?  Because  the  women 

of  a  country  decide  the  character  of  the 
designing  of  their  country.  Their  character 
always  leaves  its  stamp.  Canadian  women 
have  accomplished — their  work  has  gone 
down  in  history — they  stand  for  something 
and  in  the  eyes  of  the  world  they  are  just 
as  distinct  as  the  women  of  France,  England 
and  the  United  States. 

Here  is  my  interpretation — The  French 
women  adore  beauty,  they  enthuse  over 
details,  they  dare  attempt  anything  new  if 
only  it  brings  out  some  beauty  of  line  or  color. 
Their  devotion  to  dress  amounts  to  reverence. 

The  little  seamstress  puts  something  of  her- 
self into  every  stitch — she  would  not  dese- 

crate a  gown  by  using  poor  linings,  or  finish- 
ings— nor  by  using  machine  work  where  the 

hand  could  better  finish  a  seam  or  turn  an 
edge. 

French  and  English  Designs 

Now  see  the  result  in  French  designs. 
Daring  combinations  of  color  and  use  of 
materials — irregular  draperies  that  must  be 
posed  to  be  appreciated —  a  flower  here  and  a 
bow  there — sometimes  where  least  expected — 
in  it  and  through  it  all  you  see  the  French 
woman  who  gives  freedom  to  her  feelings, 
who  does  not  suppress  her  emotions. 

The  English  woman  strides  forth  shoulder 
to  shoulder  with  her  mate,  equal  in  rights 
with  him.  She  stands  for  pure  breeding. 
She  places  the  lustre  of  hair  and  clearness  of 
skin  first  in  her  ideal  of  good  appearance. 
She  has  pride  in  race  and  family.  Note  the 
result — English  designs  always  show  extra 
breadth  of  shoulders,  long  waists — sweeping 
lines,  dignified  draperies.  They"  use  the  best 
of  textures,  rich  glossy  satins  and  silks — not 
an  abundance  of  decoration. 

The  American  woman  is  sure  of  herself — 
she  has  poise  and  confidence — she  expects 
to  do  anything  that  a  man  can  do  and  de- 

lights in  her  ability  to  earn  her  living. 
The  American  designer  adapts  the  French 

fashion  to  her  uses  by  using  a  little  heavier 
material,  a  little  more  conventionality  in 
decoration  and  embroidery — and  note  this — a 
careful  balance  in  her  garment  by  giving 
attention  to  the  shoulder  seam — the  under- 

arm and  neck  lines — she  knows  her  wearer 
stands  correctly  and  will  get  satisfaction 
from  the  gown  that  shows  her  poise  and 
retains  its  shape. 

The  Canadian  Design 

And  now  the  Canadian  woman.  She  does 
not  boast,  she  grieves  in  silence,  she  goes 
about  her  work  in  an  orderly  manner.  She 
loves  her  home  and  children  and  no  sac- 

rifice is  too  great  for  them.  She  is  quite 
content  that  her  husband  shall  earn  f'" 
living  and  that  her  big  share  is  being  his 
inspiration.  Canadian  dress  simp'v  has  t> 
reflect  and  set  off  this  little  woman.  She 
demands  orderliness  and  appropriateness — 
modesty.  She  must  have  dresses  that  are 
built  on  the  proportions  of  the  French  gowns 
and  we  won't  hesitate  to  dnw  from  the 
emphasis  on  poise  shown  in  the  New  York 
garment,  but  we  want  our  Canadian  woman 
to  preside  at  her  table  in  a  gown  that  is 
quiet  in  its  elegance.  We  want  to  see  her 
on  her  cool  porch  in  crisp  organdie  and 
swiss — not  overdone  in  folderols.  Her 
sport  clothes  must  be  well  cut — and  here  an 
outlet  for  her  love  of  color  because  she 
knows  that  nowhere  in  the  World  has  a 

woman  a  better  setting  th^n  in  f>»  intur*1' 
woods  and  lakes  of  this   beautiful   land — and 

bright  clothes  boost  that  beauty-  not  hers 
in   their  contrasts. 

I  could  go  on  indefinitely  but  I  think  it 
is  enough  to  emphasize  the  fact  that  Can- 

adian Women  Designers  are  alive  to  all 
these  things. 

Our  Club  is  growing — we  are  enlisting 
the  help  of  some  of  the  best  lecturers  on 
our  subject-  -we  are  soaking  in  beauty  and 
art  in  the  Royal  Ontario  Museum — and  last 
but  not  least  we  are  alive  to  the  commercial 
need,  for  work  like  ours; — we  know  that 
right  now  we  have  our  chance.  I  am  here 
to-day  not  only  as  a  representative  of  the 
Designers,  but  as  a  link  between  the  manu- 

facturer and  retailer. 

Plea    For   Canadian    Merchandise 

I  am  aware  that  you  merchants  buy  per- 
haps less  than  ten  per  cent  of  your  merchan- 
dise abroad  but  I'm  going  to  ask  you  to  do 

a  little  more  specializing  in  your  selling  of 
Canadian  Merchandise. 

I  have  during  the  past  two  weeks  made  a 
careful  canvass  of  the  leading  manufact- 

urers and  these  are  some  of  the  facts  I  have 

gleaned. 
One  manufacturer  had  some  years  ago 

designed  a  trade  mark  and  used  it  as  a  label 
on  his  product.  He  sold  a  large  store  an 
order  of  waists.  He  was  asked  to  leave 
off  the  label  so  that  the  waists  could  be 
sold  as  N.  Y.  merchandise.  His  product 
steadily  improved  in  quality  and  requests 
became  more  frequent  from  his  buyers  that 
he  should  leave  off  the  Canadian  label  until 
more  than  half  his  product  was  going 
through  the  factory  with  special  marking — 
that  is  ,  labels  off — special  orders  of  buyers. 
Result — he  left  off  the  labels  altogether. 

I  saw  a  full  page  advertisement  of  Summer 
gowns — real  class — New  York  had  nothing 
better — I  had  the  word  of  a  Canadian  manu- 

facturer that  every  one  of  these  gowns  were 
made  in  his  factory  and  sold  as  N.  Y.  mer- 
chandise. 

I  talked  with  road  salesmen.  They  said 
it  was  good  policy  to  let  their  goods  be 
passed  off  as  New  York  merchandise.  Well, 
all  I  can  say  is  that  this  may  be  good  policy, 
but   it  is  not  far  sighted   policy. 

Now,  we  hear  much  of  an  effort  on  the 

part  of  women's  clubs  to  advocate  loyalty 
to  Canadian-made  goods  and  many  of  them 
ask  for  plain  marks  on  Canadian-made 
goods.  I  have  asked  buyers  and  saleswomen 
in  the  stores  to  tell  me  whether  women 
come  in  asking  for  Canadian-made  garments. 
The  movement  seems  not  yet  to  be  strong 
enough  or  organized  enough  to  be  noticed — 
but  I  want  you  to  meet  it  more  than  half 
way  by  telling  your  customers  about  your 
Canadian-made       garments.  This       side- 

stepping, and  pandering  after  New  York 
style  will  not  get  us  anywhere.  At  least  it 
only  prolongs  the  fight  and  is  bad  for  our 
pocketbooks  now.  You  can  count  on  this — 
Canadian  women  are  patriotic  and  stand 
ready  to  recognize  anything  of  merit  in 
Canadian-made  merchandise.  What  we 
want  is  a  change  from  quiescence  to  pos- 

itive  co-operation. 

Manufacturers  tell  me  that  they  are 
making  a  steady  effort  to  improve  the  qual- 

ity and  design  of  their  garments — they 
court  criticism.  The  designers  know  there 
there  is  work  ahead  and  they  mean  to  buckle 
down  to  it — we  want  you  merchants  to 
instruct  your  salespeople  to  mention  to  their 
buyers  that  garments  are  Canadian- 
made  and  to  call  attention  to  each 
point  of  merit  in  them.  I  wonder  if  you 
realize  that  just  because  there  has  not 
been  enough  of  this  done — there  is  a  habit 
among  women  buyers  of  classing  all  cheaply- 
made  garments  as  Canadian.  They  give 
New  York  credit  for  most  of  the  good  things 
in  Canadian  stores  —  and  small  wonder 
when  we  know  what  the  manufacturer  has 
revealed  about  his  labels.  As  a  matter  of 
fact,  I  am  told  that  much  of  the  cheap  stuff 
in  the  stores  is  brought  in  from  New  York. 
We  all  know  that  right  now  the  N.  v. 

manufacturer     has     much     to     unload.       He 
knows    he    has    to    meet    the    duty    and    ex- 

S.  F.   BALLACHEY 

Of  Paisley,  Ontario,  treasurer  of  the  Dry 
Goods  section  of  the  R.  M.  A.,  of  Ontario. 

change — so  he  skimps  his  garment  in  the 
last  detail  and  lies  in  wait  for  the  big 
buyer  from  Canada.  I  know  the  temptation 
of  the  department  buyer  to  get  a  large  lot 

cheap  and  make  big  quick  sales — That  is  all 
right — but  let  us  be  sure  to  label  the  stuff 
New  York, — and  why  not  place  a  Canadian 
well  made  garment  alongside  at  a  price  in 
proportion  to  its  quality. 

Mind  you,  I  don't  blame  a  woman  for 
buying  N.  Y.  goods.  She  has  a  perfect 
right  to  do  so  if  she  cannot  satisfy  herself 

in  quality  and  price  here.  We  want  her 
to  be  particular — It  is  wrong  to  harp  on  the 
fact  that  many  go  across  the  border  to  buy. 
We  should  arise  to  the  occasion.  If  women 

did  not  insist  on  quality  our  manufacturers 
would  not  do  their  best.  We  have  not  gone 

about  it  right.  We  want  positive  not 
negative  action.  We  must  pull  long,  pull 
hard  and  pull  together. 

I  think  you  are  going  back  home  feeling 
that  Canadian  Designers  and  Canadian 
Manufacturers  stand  ready  to  do  their  best 
and  that  they  count  on  your  help  to  do 

justice  to  Canadian  women  buyers. 

SUCCESSFUL  OPERATION  OF 
LUNCH  ROOM 

The  Regina  Trading  Company  is  hav- 

ing rather  remarkable  success  in  the 

operation  of  a  luncheon  room.  Mid-day 

luncheons,  evening  dinners,  and  all  man- 

ner of  banquets  are  served.  The  Kiwan- 
ians,  the  Rotarians  and  many  other 

bodies  meet  in  the  Trading  Company's 

public  or  private  dining  rooms,  and  dur- 
ing the  winter  months  a  cabaret  feature 

is  operated  on  Saturday  nights.  Great 

iron  grills  that  screen  off  the  store 
from  the  doors  and  elevators  answer  the 

problem  of  the  store's  closing  time.  Ex- 
cellent pianos  are  provided  in  the  various 

dining  rooms,  and  "Musicales,"  and  "Re- citals" are  also  held  here.  A  bakeshop  is 

operated  in  the  Trading  Company  store, 

this  being  under  seperate  management. 
The  same  is  true  of  the  grocery  section. 
This  is  conducted  by  McBrides,  Ltd.,  who 

operate  a  chain  of  cash  and  carry  stores. 
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Our  only  regret  is  that  we 
have   never    been    able    to    satisfy    the 

growing   demand  of  our  customers  for 

^Normandy  ̂ Voile 
Our   Only  eXCUSe   is  that  Normandy  Voile 
can  be  produced  only  by  The  Arnold  Print  Works  of 

North  Adams,  Mass.,  who  brought  the  process  to  this 

country  over  twenty  years  ago  with  the  exclusive 

rights  to  its  use  in  this  country.  Through  many  years 

of  experiment  and  combined  effort,  Normandy  Voile 

has  been  brought  to  such  a  state  of  perfection  that 

we  are  able  to  give  it  our  unqualified  guarantee. 

Naturally  many  imitations  have  been  attempted 

and  brought  to  us,  but  none  that  we  have  seen 

have  come  anywhere  near  to  standing  the  rigid 

tests  demanded  of  our  Normandy  Voile. 

OUT  Conclusion  is  that  perhaps,  after  all,  it 
is  a  good  thing  the  above  is  true,  because  it  proves 

and  maintains  the  high  standard  of  our  fabric,  thus 

continuing  to  give  the  consumer  absolute  satisfaction. 

FRED  BUTTERFIELD  &  CO.,  INC. 
361-363  Broadway,  Corner  Franklin  Street;  New  York,  N.  Y. 

Established  Since  1838 

'Sell  and  Repent 

Copyright 
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IDENTIFYING    THE    GENUINE 
INDIAN  HEAD  lias  been  steadily  growing  in  feminine 

favor  ever  since  it  was  first  woven  by  our  Jackson  Mills  in 

Nashua,  N.  H.,  ninety  years  ago.  It  is  the  recognized 

white  fabric  for  smart  tub  dresses  and  sport  clothes  for  women 
and  children. 

Made  in  one  weight,  one  quality,  27,  33, 

36,  44  or  54  inches  wide,  the  genuine  al- 

ways  has  the  name  :  h!  \J  \ AN   l"\  fc.AU 

in  dotted  letters  on  every  yard  of  the 
selvage. 

:  !►, i  r\ :  a  il  :    :  :  tm  a  r\ 

•  a  v»  •»»T  mm      ma  "■       ■     ■    •«3«-»      •»•« REO.   U.S.  PAT.  OFF. 

^Alwai/s  on  the  Selvaop 

^\\^^^W\\\ivV^S 
St6.  U  .  PAT.  OFF, 

"Trade  Marti  registered  id  the  United  States- 

Canada  and  other  countries" 

There  is  only  one  genuine  INDIAN 

HEAD  CLOTH,  and  that  is  woven  by  the  Nashua  Mfg.  Company, 

Nashua,  N.  H.,  U.  S   A. 

The  INL/iAlM  '"ifc-AL*  trade  mark  is  fully  covered  in  Canada  and  most  other  countries 
by  registration. 

Through  inadvertence,  The  Montreal  Cottons,  Limited,  appropriated  this  trade  mark  for  one 

of  their  fabrics,  and  upon  our  calling  it  to  their  attention,  they  have  courteously  stopped  using 

it,  as  shown  by  the  following  letter  from  them  to  us : 

Nashua  Manufacturing  Co.  Montreal,   Feb.   14,   1921. 

48  Franklin  Street,   Boston,  Mass.  In  re  Trade  Mark   "INDIAN   HEAD." 
Gentlemen  :  We  appreciate  very  much  your  permission  to  dispose  of  our  "  Indian  Head  "  fabrics,  and  that  you 
allow  us  until  the  first  day  of  April,  1921,  for  that  purpose.  Prior  to  your  claim  of  ownership  of  the  trade  mark 

"Indian  Head,"  when  applied  to  cotton  fabrics,  was  brought  to  our  attention,  we  had  assumed  that  this  name  was 
a  descriptive  name,  free  to  be  used  by  anyone,  but  we  are  now  informed  that  it  is  your  exclusive  trade  mark,  and  that 
it  has  not  only  been  used  by  you  for  fifty  years  or  more  as  a  trade  mark,  but  that  you  have  registered  the  same  in 
Canada  and  in  many  other  countries.  We  therefore  acquiesce  in  your  exclusive  rights  in  and  to  the  trade  mark 

"Indian  Head"  used  in  connection  with  cotton  piece  goods,  and  as  soon  as  we  shall  have  disposed  of  the  material 
which  we  have  on  hand,  and  in  any  event  after  the  1st  day  of  April,  1921,  we  will  not  use  either  the  picture  of  the 

head  of  an  Indian  or  the  words  "  Indian  Head  "  in  connection  with  any  of  our  fabrics  or  piece  goods,  either  by  written 
or  spoken  word  or  picture,  and  we  shall  notify  our  customers  that  they  must  not  refer  to  our  fabrics  as  '  Indian 
Head  "  fabrics. 

Hoping  that  the  foregoing  will  satisfactorily  adjust  the  controversy  which  has  arisen  between  us,  and  assuring 
you   of   our   intention   to   always   respect  your  rights^  and   the  rights   of   others   in  connection  with  trade  marks,  we 
remain Very  truly  yours, THE  MONTEEAL  COTTONS,  LIMITED 

Sales  Dept.,  Sd.  E.  A.  Robertson. 

This  advertisement  is  published  to  notify  manu- 
facturers and  distributors  of  cotton  fabrics  not  to 

label,  describe  or  sell  any  fabric  as  INDIAN 
HEAD  unless  it  is  the  genuine,  made  by  the 

Nashua  Mfg.  Co.  ticketed  as  shown  in  ''these pictures,  and  having  the  name  INDIAN  HEAD 
in  dotted  letters  on  every  yard  of  the  selvage. 

NASHUA    MFG.    COMPANY 
BOSTON,    MASS. 

MILLS   AT   NASHUA,  N.  H.,  U.  S.  A. 

_    :      '      '     'i 



DRESS     FABRICS 
Dry  Goods  Review 

Profitable  Ways  of  Handling  Silks 
How  Hamilton's  of  Montreal  Have  Built  Up  a  Successful  Business — Full  Range    of   Shades 

Important — Display  and  Advertising — Holding  Sales 

"TT  THEN  you     th 

\  \    you  think  of 
think  of  Hamilton's 

silks,"  remarked  a 
Montreal  woman  shopper  the 

other  day,  and  to  a  staff  member  of  Dry 
Goods  Review,  this  idea  seemed  worth 
investigating.  The  Hamilton  Company 
store  caters  to  a  distinctly  high  class 
family  trade  which  has  been  built  up  by 
father  and  sons  throughout  a  period  of 
half  a  century  of  merchandising  in  Mon- 

treal, much  of  its  success  being  attrib- 
uted to  the  fact  that  each  of  its  many  de- 

partments has  been  developed  by  exper- 
ienced men  and  women  to  the  point 

where  they  may  be  termed  distinct  en- 
tities rather  than  mere  departments  of 

the  whole. 

The  silk  department  occupies  the 
greater  part  of  the  second  floor,  an 
area  considerably  greater  than  that  giv- 

en to  silks  in  any  other  store  in  East- 
ern Canada.  And  not  only  is  the  stock 

large  and  well  advertised  and  displayed, 
but  what  is  most  important  of  all,  it  is 
sold  by  specialists,  not  by  untrained 
sales  clerks. 

Dry  Goods  Review  is  indebted  to  Mr. 

Burns,  manager  and  buyer  of  this  pro- 
gressive department  for  some  interesting 

details  as  to  how  it  is  operated.  "Silks" 
remarked  Mr.  Burns,  "constitute  one  of 
the  best  departments  for  any  store  for 
the  reason  that  thousands  of  women 
have  an  individual  style  of  their  own 
that  they  prefer  to  indulge  rather  than 
purchase  their  clothing  entirely  ready 
made.  I  may  say  that  far  from  being 
adversely  affected  by  the  growth  of  the 
ready  to  wear  section,  silks  in  this  store 
sell  in  twice  the  quantity  now  that  they 
used  to,  and  from  all  indications  the  de- 

mand is  steadily  on  the  increase.  There 
is  a  fascination  about  silks,  I  find,  that 
appeals  to  customers  even  when  they 
do  not  actually  require  the  goods  at  the 
moment.  They  like  to  walk  up  and  down 
the  aisles  examining  the  qualities  and 
the  colors,  and  as  everything  is  neatly 
ticketed  with  its  name,  price  and  width, 
the  majority  of  customers  are  enabled 
to  fill  their  requirements  very  quickly  or 
to  estimate  what  they  might  need  later 

on." 

Full  Range  of  Shades 

To  an  enquiry  as  to  whether  certain 
shades  would  not  be  quickly  exhausted, 
Mr.  Burns  replied  that  it  was  a  fixed 
policy  to  maintain  a  full  range  of  shades 

at  all  times  "We  are  never  out  of  a 
color,"  he  added,  "and  I  think  that  is 
one  of  the  main  reasons  for  our  suc- 

cess. You  know  how  annoying  it  is  to 
hunt  over  a  city  in  search  of  a  matching 
shade.  We  have  made  numberless 
friends  both  in  this  city  and  in  all  parts 
of  Canada  by  the  simple  reason  of  al- 

ways stocking  every  known  shade  in 
silks  and  velvets  that  we  can  possibly 

procure." 
This  kind  of  prestige  comes  only  with 

years  of  experience,  for  silks  are  one  of 
the  lines  of  merchandise  that  cannot  be 

successfully  established  overnight.  Ham- 
ilton's have  consequently  analysed  the 

various  aspects  associated  with  the  sell- 
ing of  silks,  very  thoroughly,  and  their 

methods  are  unfailingly  productive  of  re- 
sults 

Importance  of  Display 

Considering  the  stock  itself  first  of  all, 
Mr.  Burns  pointed  out  that  orderliness 

in  arrangement  and  precision  and  neat- 

ness in  display  were  indispensable.  "In 
such  an  enormous  line  as  ours,"  he  went 
on,  "it  is  necessary  to  keep  a  sort  of 
catalogue,  wherein  samples,  prices  and 
the  index  number  of  the  shelf  where  the 

goods  are  to  be  found,  are  noted  down. 
Our  velvet  book  alone  includes  thousands 

of  shades  and  qualities,  and  so  on  with 
all  the  other  silk  materials.  We  find 

that  velvets  sell  very  rapidly,  especially 
for  millinery,  during  the  early  fall  and 
winter  months  and  scarcely  a  day  goes 
by  that  new  stock  does  not  come  in  to 
replace  the  old.  Each  class  of  silks  is 
carefully  separated  to  occupy  its  own 
section,  some  of  which  are  displayed  on 
the  counters,  some  on  tables  and  the  rest 
on  the  shelves.  We  have  had  much  suc- 

cess with  our  Oriental  silk  section  this 

summer  and  there  you  will  find  all  the 
shantungs,  pongees,  fugis,  Japs  and 
Chinas  displayed  according  to  their 
class  and  colors.  We  do  an  enormous 
trade  in  colored  Jap  silks  all  the  year, 
round,  especially  for  fancy  work,  lin- 

gerie, curtains,  etc.,  and  therefore  it  is 
necessary  to  watch  the  supply  of  this 
line,  and  see  to  it  that  it  is  always  up 
to  the  mark.  We  call  our  59  cents  Japs 

our  "leader"  as  they  are  splendid  value 
for  the  money,  and  once  women  get  into 
the  habit  of  coming  here  for  Jap  silk, 
they  always  find  something  else  in  silks 
that  appeals  to  them.  In  December 
alone  we  sell  annually  thousands  of 

yards  of  these  Japs,  and  they  are  with- 
out doubt  the  most  worthwhile  staple  to 

carry  in  a  silk  department." 
As  regards  the  popular  price  for  silks 

this  season,  Mr.  Burns  explained  that 
from  $1.75  to  $2.50  was  the  average 
figure  most  called  for  by  purchasers 
"We  find  that  when  silks  are  marked  at 
$1.98,  they  sell  even  faster  than  at  a  few 
cents  cheaper.  We  therefore  feature 
sales  very  frequertly  at  this  price,  in 
which  many  different  kinds  of  silk  are 

included." 
Sales 

Sales  are  held  at  regular  intervals  in 

the  Hamilton  store,  and  in  the  silks 
depai'tment  Wednesday  and  Fridays  are 
the  usual  days  for  special  sales.  Better 
qualities  are  featured  on  Fridays  as  a 
rule,  it  was  explained.  In  February  and 

July  the  semi-annual  clearance  sales  are 
run  which  automatically  move  every  sur- 

plus yard  and  remnant  of  silks  left  over 
from  the  previous  six  months  selling. 
The  remnant  sales  are  exceedingly  popu- 

lar, and  the  various  lengths,  each  ticket- 
ed with  its  length  and  price,  sell  like 

the  proverbial  hot  cakes.  The  remnants 

are  invariably  marked  at  half  price  irres- 
pective of  quality  or  length.  By  con- 
stantly watching  the  stock,  clearing  out 

oddments  and  reordering  exhausted 
lines,  the  stock  is  continually  kept  up  to 

concert  pitch,  so  that  it  is  never  neces- 

sary to  use  the  fateful  words,  "I  am  sor- 
ry Madam,  but  we  are  unable  to  fill  your 

order." 

Arrangement  and  display  of  silks  re- 
quires much  study,  according  to  Mr. 

Burns  who  adheres  closely  to  the  season- 
al idea  of  merchandising,  featuring  white 

washable  silks,  or  dainty  sports  styles 
during  the  summer,  and  crepes,  taffetas 
and  satins  in  early  fall  while  prior  to 
Christmas,  the  more  elaborate  evening 
silks  and  brocades  together  with  fancy 
work  materials  appear.  From  early 

October  onwards  to  January  are  the  bus- 
iest months  in  the  Hamilton  department, 

but    silks    are    really    perennial   sellers, 

Newspaper  advertising  is  closely  link- 
ed up  with  window  and  interior  display 

in  this  department,  and  in  the  case  of 
the  former  the  store  policy  of  adhering 

strictly  to  the  truth  in  consistently  car- 
ried out.  "Comparative  prices  are  em- 

ployed only  when  we  have  something  out 

of  the  ordinary  to  offer,"  explained  Mr. 
Burns,  "and  we  find  that  it  pays  to  keep 
silk  in  the  window  most  of  the  time." 
Regarding  treatment  of  customers,  the 
store  finds  it  best  to  allow  samples  to 
be  given  as  this  privilege  is  seldom 
abused.  In  the  case  of  goods  that  are 
not  satisfactory  to  the  customer  for  any 
reason,  the  money  is  refunded  without 

any  question  immediately,  and  the  cus- 
tomer is  made  to  feel  that  she  is  perfect- 

ly right.  "We  leave  such  matters  to  the 
customer's  conscience  and  never  argue 

with  them,"  said  Mr.  Bm*ns,  "and  we 
have  found  that  such  generous  treat- 

ment increases  their  confidence  in  us. 
We  also  encourage  telephone  orders  for 
silks  to  be  sent  C.O.D.  or  returned  if  not 

satisfactory.  Our  selling  staff  is  num- 
erous but  has  to  be  augmented  when 

sales  are  held,  but  as  these  are  all  ar- 
ranged the  night  before  and  the  posi- 

tions of  the  extra  help  indicated  to 
them,  no  confusion  ever  arises,  and  sales 
never  interfere  with  regular  business. 

Continued   on   Page  59 
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Some  of  the  Novelty  Silks  for  Fall 
Many  New  Shades  and  Names  Appear  in  the  Fall  Offerings — Names  That  Sound  Like  Far- 

off  China  and  the  French  Opera  Must  Be  Learned  by  Vendors  of  Yardage  Goods 
— Names  Given  and  What  They  Mean 

HINTS  of  probable  fall 
 silks  given 

by  Montreal  houses  indicate  a  be- 
lief that  those  fabrics  that  have  a 

certain  warmth  in  the  finish,  especially 

the  satin  faced  silks,  will  be  strongly  in 

the  limelight  later  on.  Canton  crepe  and 

sports  satins  have  been  the  big  thing  all 
through  the  summer,  and  it  seems  very 

probable  in  view  of  the  very  pronounced 

vogue  for  dull  crepy  weaves,  that  there 

will  be  a  revived  demand  for  char- 
meuse  and  allied  effects  within  a  few 
months.  This  viewpoint  is  expressed  by 
a  number  of  leading  designers  in  the 

ready  to  wear  trade,  so  that  in  all  prob- 
ability, the  yardage  department  will  fall 

in  line.  It  is  not  so  much  a  pronounced 

satin  weave  that  is  wanted,  but  rather 
a  trifle  more  life  than  the  average  crepe 

permits.  In  the  fall  list  of  a  leading  silk 
firm  which  is  announced  this  month  are 

included  many  new  names  which  may 
be  destined  to  become  as  widely  known 

as  the  old  favorite  "Kumsi-Kumsa." 

"Drapella"  is  a  lovely  silk  that  departs 
from  the  crepe  vogue  but  retains  the 

heavy  drapiness  that  is  considered  de- 
sirable this  season.  The  weave  is  a  nov- 

elty one,  a  fine  tricot  effect  that  runs 
with  the  filling,  and  is  crossed  by  the 
faintest  diagonal,  scarcely  discernable. 
The  fabric  is  closely  woven  with  a  finish 
like  radium. 

Some  Novelties 

Another  novelty  is  "Char-Ming-Crepe," 
which  is  a  handsome  pebbleback  satin  of 

heavy  quality.  "Miami  Feutre"  is  a  satin 
with  scratched  back  that  suggests  duve- 
tyn.  This  fabric  is  not  reversible,  the 
treatment  of  the  back  being  merely  for 

the  purpose  of  giving  softness  to  the  ma- 
terial. "Chinchilla"  satin  and  "Roshan- 

ara"  crepe  were  introduced  last  season 
but  promise  to  be  increasingly  popular 

this  winter  as  well.  "Crepe  Matelasse" 
though  a  bulky  material,  is  to  be  much 
used  by  the  dress  trade.  Its  crepy  weave 
has  a  blistered  effect  that  is  accentuated 
by  pronounced  cords  of  tightly  twisted 
silk  in  the  filling,  these  cords  making 
a  design  by  their  irregularity. 

"Whip-Poor-Will"  brocade,  in  black 
and  navy  is  selling  to  the  dress  trade, 

and  "Here-N-There"  in  a  new  range  of 
patterns  is  selling  for  skirts.  A  numbs" 
of  these  designs  are  in  the  very  short 
darning  stitch  weave  that  gives  the  lus- 

trous silk  the  look  of  beading.  Novelty 
stripes  and  plaids  are  used,  one  of  them 
introducing  two  tones  in  addition  to  the 
ground  and  there  is  also  a  good  looking 
swivel  loom  block  pattern  that  is  effect- 

ive in  self  tone,  such  as  black  on  black, 
?nd  in  dark  combinations,  like  brown  and 
navy. 

A  number  suitable  either  for  suits  or 

dresses  is  "Crinkle  broche,"  which  has 
a  foundation  of  lighter  weight  than  that 

of  "Here-N-there,"  more  like  a  Canton. 
One  of  the  designs  in  this  cloth  is  a 
Paisley,  outlined  in  heavier  weave,  that 
suggests  the  beading  already  mentioned. 

Sheer  Materials 

In  the  group  of  sheer  materials  there 
is  a  new  number,  shadow  check  voile, 
which  is  very  pretty.  The  fabric  is  of 
rather  open  construction,  somewhat 
crepy,  and  wiry  to  the  touch.  Unlike 
some  of  the  novelty  weaves  in  sheer  ma- 

terials, it  retains  the  delicate  appearance 
of  the  silk  voile  while  introducing  the 
variation  of  a  faint  check.  A  more 
pronounced  open  weave  that  has  been 

brought  back  into  the  line  is  "Will-O-the- 
Wisp",  a  material  on  the  marquisette 
order,  but  with  the  filling  yarns  accentu- 

ated. This  comes  in  plain  colors  and  in 
pleasing   glace   effects. 

Indestructible  voile  is  of  course  car- 
ried over,  and  is  a  material  on  which  the 

manufacturers  expect  to  do  considerable 
business.  New  patterns  are  shown  in 
satin-striped  effects,  among  them,  a 
striking  one  in  which  satin  bands  about 
12  inches  wide  are  flanked  by  two  nar- 

row ones.  The  voile  is  also  striped  in 
Pussy  Willow,  and  in  bayaderes  of  heavy 
silk  raised  from  the  surface  of  the  cloth. 

Jacquards 

Jacquards  are  expected  to  play  a 
prominent  part  for  fall,  and  brocades  are 
?hown  in  many  types  of  fabric,  from  the 
Jacquard  satin-faced  crepes  to  the  swivel 

loom  patterns  on  "Here-N-There."  Jac- 
quard Pussy  Willow  satin  in  allover  de- 

sign is  offered  for  linings,  and  would  be 
particularly  suitable  for  fur  coat  linings 
because  of  its  weight.  There  is  a  pleas- 

ing variety  in  the  Pussy  Willow  printed 
linings  that  indicated  the  many  sources 
from  which  their  inspiration  was  drawn. 
There  are  colored  detailed  prints  that 
had  their  source  in  the  whirling  life  of 
French  cafes  and  theatres,  and,  by  way 
of  contrast,  the  old  fashioned  primness 
of  dainty  cross-stitch  patterns,  and  the 
delicate  intricacy  of  Persian  lace.  Snow 
crystals  and  grand  opera  are  other  sub- 

jects that  have  been  developed  in  these 
printed  silks,  and  various  countries,  such 
as  India  and  Egypt  contribute  their 
spirit  to  the  designs. 

The  staples  of  the  Pussy  Willow  fam- 
ily, as  well  as  satin  faced  Canton  crepe 

are  to  be  again  featured,  as  will  also  silk 

duvetyn,  "Dove  Down"  and  "Drap  D'am- 

our." 

Brocades 

Other  manufacturers  speak  of  the  com- 

ing vogue  for  brocades  in  metallic  ef- 
fects, including  both  lame  and  twisted 

metal  thread  fabrics,  the  lame  being  the 
more  brilliant  of  the  two.  Emphasis  is 
also  placed  upon  the  enormous  vogue  for 
velvets  of  all  sorts  which  is  predicted  for 
the  entire  winter,  following  close  upon 
the  mode  in  Paris  where  velvet  has  been 
used  almost  to  the  exclusion  of  any  other 

fabric.  Brides  have  shown  their  pref- 
erence for  an  all  white  velvet  wedding 

gown,  and  from  present  indications  it 
appears  that  this  vogue  will  be  popular 
in  Canada.  Embossed  velvets  are  sump- 

tuous  developments   lately   introduced. 
Speaking  of  colors  in  silks  for  fall,  one 

leading  maker  announces  that  black  will 
take  the  lead,  followed  by  gray,  dark 
browns  and  bluish  green.  For  evening 
wear,  heliotropes  and  a  new  bright  pink 
with  a  suggestion  of  orchid  in  it  are 
spoken  of.  As  regards  the  novelties, 
many  new  names  have  been  introduced 
this  season  for  the  old  colors.  The  fol- 

lowing is  a  list  of  the  principal  shades 
with  their  definitions: 

NOMADE,  a  pale  green;  AMNERIS, 
a  shade  between  red  and  old  rose;  COR 

EE,  a  deep  tango  or  orange;  POMPEI, 

deep  burnt  brown;  GEORGE  V,  a  royal- 
robe  red;  ROLAND,  cherry;  HESPERI- 
DES,  deep  yellow;  TOKIO,  a  burnt  sien- 

na; ISLY,  very  pale  green;  ETRUSQUE 
and  PHARON,  both  in  orange  scale; 
JAOINTHE,  PERVENCHE,  LILA, 
MARIE-ANTOINETTE,  all  pale  mauve 
shades,  last  named  the  palest,  being 
more  like  a  faded  mauve;  ABEILLE, 

a  rich  deep  brown  like  a  bee;  CHEVRE- 
FEUILLE.  between  a  Van  Dyck  and  a 
Ruebens,  a  kind  of  crushed  strawberry; 
MEISSONIER,  belongs  to  same  category 

as        preceding;  CLARE-DE-LUNE, 
moonlight  blue;  PAILLE  DORE, 
citron  or  yellow  straw;  ROUGE 
POMPIER,  lead  red  (like  used 
on  wrought  iron  before  final  coat  of 
paint  is  put  on);  MONA,  tete  de 
negre. 

The  Hudson's  Bay  Company,  carrying 

the  Imperial  Charter  of  Russia,  is  estab- 
lishing trading  posts  all  through  the 

northern  part  of  eastern  Russia.  For 

many  years  this  company  of  adventur- 
ers has  maintained  a  post  at  Archangel. 

Under  the  new  system  of  expansion  just 

adopted,  it  will  stretch  a  cordon  of  trad- 

ing posts  all  along  the  northern  coast 
of  Siberia.  Millions  of  dollars  worth 

of  furs  will  now  come  through  Vancou- 
ver, which  will  be  headquarters  for 

supply. 
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Heavy  Tweeds  for  Fall 
Some  of  the  Woolen  Fabrics  That  Are  Being  Shown — Crepe-Back 

Satins,  Broadcloths  and  Tricotines  Among  the 
Popular  Offerings. 

THE  loner  siege  of  extremely  hot 
weather  has  made  the  trade  as  well 

as  the  consuming:  public  forget  for 

the  time  being-,  the  existence  of  any  but 
the  very  lightest  fabrics.  Business  has 
been  confined  this  month,  almost  entirely 
to  organdies,  voiles  and  marquisettes.  All 
goods  made  of  cotton,  silk  and  cotton, 
all  silk  and  silk  and  wool,  have  been  so 
much  in  demand  that  manufacturers  and 
wholesale  houses  hi  ve  practically  ex- 
hausted  their  stocks.  Retailers  se'=:r>  to 
have  done  the  same  for  orders  are  pour- 

ing in — orders  which  in  a  great  many 
cases  cannot  be  filled.  White  orerandy  is 
so  much  more  in  demand  the  last  few 
v.eeks  than  was  ever  expected  that  there 
are  only  one  or  two  houses  in  Toronto 

that  can  supply  it  and  then  only  in  small 
quantities.  The  demand  for  the  brightly 
colored  organdies  seems  to  have  abated, 
though  there  is  still  some  being. sold. 

Crepe-Back  Satins  Good 

Several  Toronto  buyers  are  of  the 
opinion  that  it  is  an  almost  impossible 
task  to  foretell  what  fall  fashions  in 
dress  materials  will  be.  They  do  affirm 
:owever,  that  crepe-back  satins  will  be 
much  favored.  These  are  of  all-silk  and 
have  the  double  advantage  over  the 
crepes  in  that  they  give  better  wear  and 
are  easily  draped. 
A  new  canton  crepe  has  arrived  in 

Canada  during  the  last  few  weeks.  It 
comes  from  Lyons,  France.  This  is  said 
to  be  a  better  grade  than  the  American 
crepe  and  is  less  expensive. 

All  the  wholesale  houses  agree  that 
charmeuse  and  tricolette  will  again  be worn. 

Tweeds  Will  be  Worn 

When  several  manufacturers  pro- 
phesied in  the  early  spring  that  tweeds 

would  have  a  run  here  as  never  before, 
there  were  many  who  doubted  it.  The- 
claimed  that  Americans  and  Canadians 
will  never  learn  to  garb  themselves  in 
coarse  sports  materials  for  fall  and  win- 

ter wear.  That  they  were  wrong  has 
leen  already  proven.  Firms  from  this 
side  are  ordering  English  homespun 
tweeds  very  freely. 

There  are  no  novelty  skirtings  shown 
as  yet  for  fall.  The  public  are  taking 
to  the  checks  and  stripes  even  more  than 
they  did  in  the  spring.  If  there  is  any 
preference  shown,  it  is  for  checks,  which 
are  claimed  to  be  more  suitable  for 

wear  with  sweaters  than  the  stripes. 

Broadcloths   and   Tricotines  are 
Certain 

Even  the  wholesale  houses  which  rec- 
ommend most  strongly  that  the  retailer 

buy   carefully   for   the    next   six   weeks, 

say  that  there  can  be  no  possibility  of 
a  mistake  in  stocking  well  with  velours, 
duvetyn  and  all  soft  materials.  In  fact 
the  supply  is  already  running  out  in 
many  cases  particularly  in  the  brown 
shades.  Manufacturers  expected  the 
same  reluctance  on  the  part  of  buyers 
in  placing  these  lines  as  in  others  and 
have  on  that  account  produced  very 
much  less  than  is  required. 

The  other  materials  in  which  whole- 
sale houses  are  putting  great  faith  are 

the  tricotines  and  gabardines,  particul- 
arly the  navy  blue  shades.  There  is  a 

very  decided  tendency  to  decorate  fab- 
i-ics  this  season  and  this  fad  applies 
more  to  fine  serges  and  gabardines  than 
to  anything  else.  Blue  materials  look 
well  with  gold  lattice  work  and  geo- 

metrical  designs. 

Brocaded   Satins  Are  The   Last 
Word   in  Fancies 

Brocades  of  all  kinds  are  receiving 
special  notice,  especially  the  metal  bro- 

cades on  silk  voile  and  taffeta.  Velvets 

in  self-tone  effects  are  also  good.  Satins 
are  featured  for  vests  and  for  bags. 
They  are  offered  in  such  vivid  color  con- 

trasts as  peacock  blue  with  black,  cop- 
per with  black,  and  grey  with  orange. 
Laces  to  Be  Worn  on  Fall  Dresses 

There  is  to  be  a  great  revival  of  lace 
for  evening  dresses  next  winter.  Satins 

and  georgettes  will  be  completely  cover- 
ed with  it.  The  afternoon  models  are 

shown  with  lace  as  well.  While  the  June 

bride  favored  georgette  and  satin,  the 
girl  who  is  married  in  September  will 
wear  a  gown  veiled  with  filmy  lace.  In 
view  of  this,  several  houses  are  already 
doing  some  business  in  these  lines  and 
are  importing  a  considerable  quantity  of 
French  laces. 

Great  Surplus 
of  Raw  Wool 

SUPPLIES   FAR    IN   EXCESS   OF 

ANY  OTHER  TIME 

Wool  values  are  normally  determin- 

ed by  great  wool  auctions  held  period- 
ically in  London  and  in  the  principal 

cities  of  Australasia.  Buyers  from  all 

the  manufacturing  countries  are  repre- 
sented at  these  sales,  and  the  prices 

realized  represent  the  world's  values  of 
wool.  If  values  advance  or  decline  in 
London  or  Melbourne  or  Auckland,  so 
do  the  values  of  similar  grades  of  wool 
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advance   or  decline   in  every  country  in 
the  world. 

During  the  war  these  sales  were  dis- 
continued, for  the  British  Government 

took  over  the  Australasian  clips  up  till 

July,  1920.  Of  this  Government  wool 
more  than  2,000,000  bales  (weighing  400 
to  500  lbs.  each)  is  yet  to  be  disposed  of, 
as  well  as  huge  supplies  of  old  South 
African  and  Argentine  wools.  In  addition 
to  all  this  a  clip  of  about  1,500,000,000 

lbs.  was  produced  in  the  Southern  Hemi- 
sphere last  fall,  and  another  shearing 

season  is  at  hand  in  the  Northern 

Hemisphere.  The  wool  auctions  have 
been  resumed  and  prices  declined 
throughout  the  past  year. 

It  is  very  difficult  to  form  an  opin- 
ion as  to  the  future  tendency  of  wool 

values,  for  the  markets  of  the  world 
continue  in  a  chaotic  condition.  Values 
are  low,  and  the  markets  are  unsteady. 
The  fundamental  reason  is  that  there 

is  about  a  year's  clip  of  wool  too  much. 
According  to  the  best,  authorities  Eng- 

land owns  enough  crossbred  wool  to 
keep  her  mills  going  to  full  capacity 
for  nearly  three  years,  and  for  months 
past  only  about  half  the  machinery  has 
been  working.  On  January  1st,  1921, 
the  United  States  had  enough  to  keep 
her  mills  running  nearly  two  years  at 
full  capacity,  but  for  the  first  three 
months  of  this  year  only  about  one- 
third  of  her  machinery  was  in  opera- 

tion; since  that  date  some  160,000,000 

lbs.  of  wool  was  imported  in  anticipa- 
tion of  the  Fordney  bill.  Europe  is  in 

much  the  same  condition  as  regards 
available  wool  supplies  and  machinery 
in  operation.  If  Central  European  Mills 
were  on  their  feet  again,  there  would 
be  enough  wool  to  run  all  the  mills  on 
full  time,  and  still  there  would  be 

more  than  enough  for  the  world's  con- 
sumption. 

To  sum  up  general  conditions,  sup- 
plies of  wool  are  far  in  excess  of  any- 
thing ever  known,  consumption  of  wool 

is  only  one-third  to  one-half  of  normal 
and  so  far  there  is  little  indication  of 

any  increased  buying  of  woolen  goods. 
We  cannot  make  any  guess  as  to  wheth- 

er wools  will  remain  steady,  will  stiffen 
or  even  will  continue  to  decline. 

As  regards  Canadian  wools,  there  is 

another  disturbing  factor.  A  consider- 
able proportion  of  them  are  not  now, 

and  never  have  been  consumed  in  Can- 

ada. The  principal  market  for  this  sur- 
plus has  been  in  the  United  States,  but 

if  the  Emergency  Tariff  Bill  passes  the 
duty  of  15c  per  lb.  on  unwashed  and  45c 
per  lb.  on  tubwashed  will  be  prohibitive. 
It  will  then  be  necessary  to  get  new 
markets,  a  slow  process  at  any  time, 

but  particularly  so  now  that  all  markets 
are  over  supplied.  While  values  are 
low  as  compared  with  the  lafct  few 

years,  present  prices  of  Canadian  grown 
wools  are  on  a  parity  with  values  in  the 
rest  of  the  world. 
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Should  Be  Careful  Not  to  Lose 
Sales  even  Though  Prices  Lower 

Buyer  Believes  Lower  Prices  Are  Coming  in  Some  Lines — Problem 
of  Deflation  and  How  to  Help  It — Dealers  Should 

"Go  to  Market"  More  Frequently. 

ACCORDING  to  information  
ob- 

tained from  a  buyer  just  returned 
from  a  business  trip  to  England, 

Ireland,  Scotland  and  France,  retailers 
will  be  able  to  purchase  certain  lines  of 
merchandise  at  still  more  favorable 

prices  in  the  not  far-distant  future.  This 
buyer  went  over  for  linens,  cottons  and 
other  household  fabrics.  It  is  his  be- 

lief that  there  will  be  a  still  further  drop 
in  the  prices  of  cotton  sheetings  before 

the  end  of  September.  He  is  a^depart- 
ment  manager  in  a  large  retail  store  and 
it  is  his  advice  that  merchants  should 

buy  carefully  in  these  and  other  lines; 
at  the  same  time,  they  should  not  lose 
sales  on  account  of  possible  lower  prices, 
particularly  as  the  demand  for  sheetings 
is  strong  at  the  present  time. 

Linens 

Our  informant  was  able  to  obtain  lin- 
en goods  equal  in  quality  to  those  which 

were  bought  a  year  ago,  for  slightly 
more  than  half  the  price.  He  states  that 
they  may  fall  slightly  lower  than  even 
their  present  price  during  the  early  fall 
but  not  because  of  an  increased  output 
of  the  mills.  There  is  only  one  reason 
for  any  lowering  and  that  is  the  lack  of 
demand.  If  the  trade  can  only  stimulate 
interest  in  these  things  by  advertising 
and  publicity  of  all  kinds,  there  is  no 
reason  to  think  that  linens  will  be  sac- 
rificed. 

A  trip  to  the  wholesale  houses  in  Tor- 
onto will  corroborate  the  opinion  of  this 

buying  expert.  Those  representing  Eng- 
lish firms,  state  that  mills  in  the  British 

Isles  are  kept  constantly  busy  though 
they  are  only  stocking  up  their  linens 
in  the  hope  of  future  business.  After  all 

those  who  are  far-sighted  enough  to  see, 
realize  that  this  is  the  only  way  to  get 
out  of  a  serious  difficulty  as  the  worse 
the  labor  situation  becomes  through  un- 

employment, the  longer  will  the  normal 
demand  be  delayed.  Canadian  houses 
are  following  the  same  policy  of  not 
letting  their  stocks  run  low  and  are  put- 

ting all  their  faith  in  the  conviction  that 
there  will  be  a  real  demand  within  the 
next  two  months. 

This  buyer  was  for  very  many  years 
in  the  dry  goods  business  in  one  of  On- 

tario's small  towns  and  says  that  as  he 
has  seen  periods  of  depression  before, 
he  realizes  what  the  retailer  has  to  face. 

He  thinks  that  the  'hand-to-mouth'  buy- 
ing system  must  still  be  continued  and 

even  this  must  be  done  very  carefully 
for  the  next  few  weeks.  What  the  re- 

tailer has  not  even  yet  learned  is  that  he 

must  'shop.'  He  means  by  this  that  the 
man  who  wants  to  buy  well  must  GO  TO 

MARKET.  As  an  illustration  of  this,  he 
told  Dry  Goods  Review  that  in  purchas- 

ing thousands  of  dollars  worth  of  goods 
while  abroad,  he  did  not  close  one  sale 
without  calling  on  all  the  manufacturers 
handling  the  particular  line  in  which  he 
was  interested.  He  made  it  known  to 
them  that  all  their  samples  were  to  be 
laid  out  in  his  room  and  compared  as 
to  price  and  value.  This  took  a  great 
deal  of  time  but  it  was  well  worth  it.  He 

now  has  a  supply  which  he  bought  at  the 
very  lowest  price  and  can  sell  so  that  the 
profit  obtained  will  make  up  for  the  los- 

ses he  expects  on  further  reductions  in 
other  lines. 

This  same  method,  he  claims,  can  be 
followed  by  the  smaller  merchant.  He 
can  go  to  the  wholesale  houses  in  Tor- 

onto and  Montreal  this  season  instead 
of  blindly  taking  what  travellers  offer 

him.  He  can  'shop  around'  and  do  so 
fairly  and  openly,  for  the  manufacturer 
and  wholesaler  are  far  more  willing  to 
part  with  their  stocks  at  the  lowest 
price  than  to  let  them  lie  any  longer. 
He  can  then  mark  these  goods  at  a  price 
which  will  give  him  a  good  profit  and 
in  this  way  reduce  the  losses  on  goods 
marked  very  low.  For  example,  the  re- 

tailer who  can  buy  popular  prints  or 
voiles  at  a  low  price  and  sell  them  at  a 
legitimate  profit  on  cost  will  soon  cover 
the  losses  sustained  from  marking  his 
linen  table  cloths  and  towellings  down 
one  third. 

Every  Retailer  Must  be  a  Real  Buyer 
As  never  before,  the  merchant  must 

specialize  on  every  department  in  his 
store.  All  customers,  particularly  those 
who  buy  fabrics  want  quality.  They  are 
tired  of  the  imitation  lines  they  were 
forced  to  buy  during  the  war.  The  buy- 

er must  know  where  the  best  can  be  ob- 
tained at  the  very  lowest  price.  Let  him 

study  the  wants  of  his  community,  stock 
well  with  these  goods  at  the  best  bargain 
price  and  then  go  ahead  marking  those 
which  are  not  moving,  as  low  as  is  con- 

sistent with  common-sense.  The  dangers 
of  the  deflation  period  will  then  be  mini- 

mized to  such  an  extent  that  the  retailer 
will  soon  be  on  the  road  to  optimism, 
which  after  all  is  the  shortest  road  to 
success. 

In  the  construction  of  the  new  Mount 

Royal  Hotel  in  Montreal,  shops  front- 
ing St.  Catharine  St.  will  have  the  ad- 

vantage of  a  double  street  frontage.  It 
is  proposed  to  have  a  thoroughfare  on 
the  lower  side  of  the  hotel  property. 
This  will  be  70  feet  wide.  It  will  be 
paved  and   brilliantly  lighted. 

PROFITABLE  WAYS 
Continued  From  Paire  56 

several  of  our  salesladies  are  really 
dressmakers  and  from  their  intimaie 
knowledge  of  requirements  in  making  up 
clotnes,  they  render  invaluable  service 
to  customers.  They  not  only  advise 
regarding  the  quanticy,  style  and  trim- 

ming of  the  dress  unaer  consideration, 
but  they  are  glad  to  help  a  customer 
with  her  problems  of  construction,  ix  she 
happens  to  be  unfamiliar  with  patterns. 
We  find  it  just  as  necessary  to  provide 
expert  service  as  we  do  to  sell  good  silks 
and  only  by  maintaining  a  ftign  standard 
all  round  can  any  store  nope  to  get  the 

same  results." 
APPROACHING  CENTURY 

Continued  From  Page  43. 

varieties  and  peisonal  interest  in  each 
and  every  customer  who  enters  the 
Store.  In  such  lines  as  reauy  to  wear, 
lingerie  and  novelty  goods  tfte  London 
House  ranks  second  to  none  in  present- 

ing the  smartest  of  imported  and  Can- 
adian-made goods.  Every  facility  for 

the  convenience  of  customers  is 
available,  and  the  constant  ambition  of 
the  management  is  to  present  the  best 
products  of  the  world's  markets  to  its 
customers,  at  prices  which  will  be  rep- 

resentative of  real  value. 
Distinctive  Trade  Mark 

It  is  characteristic  of  the  firm,  which 
has  adopted  the  coat  of  arms  of  the  city 
of  London  as  its  Trade  Mark,  that  like 
its  historic  namesake,  it  has  become  a 
landmark  in  the  community  in  which  it 
originated,  and  each  succeeding  year 
only  seems  to  cement  more  strongly 
the  bond  existing  between  the  custo- 

mers and  the  store.  It  is  rare  that  tra- 
dition exercises  so  potent  an  influence 

upon  posterity  as  in  the  case  of  this 
historic  old  firm,  whch  consistently  up- 

holds the  principles  that  have  directed 
its  destiny  so  surely  throughout  the 
past  century. 

The  annual  picnic  of  the  G.  B.  Ryan 
Co.,  Guelph,  was  held  on  Wednesday  af- 

ternoon, June  22,  at  Puslinch  Lake. 
There  were  over  30  on  the  party.  It  was 
voted  by  all  that  the  picnic  this  year 
was  the  best  they  ever  had. 

A  group  of  men  interested  in  the 
wool  industry  are  planning  to  establish 
a  combing  plant  in  Canada.  Some  of 
the  textile  firms  have  combing  plants 
of  their  own,  but  the  facilities  are  not 
nearly  adequate  enough  to  take  care  of 
the  industry.  The  new  company  will  be 
known  as  the  Dominion  Combing  Mills. 

As  90  per  cent  of  Ontario's  wool  is 
combing  wool,  which  at  present  has  to 
be  exported  in  the  rough  state,  the  ec- 

onomic benefits  of  having  it  combed  in 
Canada  are  obvious  and  the  enterprise 
has  received  the  favorable  comment  of 
various   textile   manufacturers. 
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Specialists 
'T^HIS  is  the  age  of  Specialization.  The  old  family 

■*•  physician  is  giving  way  to  the  medical  or  surg- 
ical specialist.  In  merchandising,  the  general  dry 

goods  house  is  giving  way  to  the  specialty  house,  deal- 
ing direct  with  the  retailer.  Three  Specialty  houses, 

each  with  its  own  personnel  of  specialists  in  their 

particular  line,  offer  the  assistance  of  their  knowledge 
to  you. 

SILKS 
European  Silks  are  in  charge  of  one  specialist,  Japan- 

ese in  charge  of  another.  Every  fabric  is  purchased 
with  the  particular  requirements  of  Canadian  retailers 
in  mind. 

RIBBONS 
European  and  American  markets  are  always  kept  in 
close  touch  with,  and  the  newest  creations  for  every 
conceivable  purpose  imported  ahead  of  the  actual 
demand. 

DRESS  FABRICS 
In  all  wool  and  cotton  weaves  that  fashion  will  decree 

desirable  are  ready  always  for  your  call,  as  well  as 

staple  lines. 

SILKS  LIMITED        RIBBONS  LIMITED 
DRESS  FABRICS  LIMITED 

100  Wellington  Street  West,  TORONTO 
MONTREAL  WINNIPEG 
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New    Fall    Fabrics,    Autumn    1921 
Include    the    following: 

COLORS  BLACKS 

Gabardines  Wool  Tricona 
Tricotines  Melrose 

Raleigh-Serge  Mona  Twills 
Satin  Duchess  Cashmeres 

Miranda  Poplin  Califa  Crepe 
Wool  Broadcloth  Permette 

Sebastapool 

In  addition  to  above  we  also  have :  All  Wool  Colored  Poplins, Ot- 
tomans, All  wool  Colored  Cashmeres,  Fine  Coating  Serges  in  all  colors, 

Colored  Lustres,  Fancy  Plaids  for  sport  skirts,  Costume  Tweed  Suit- 
ings in  Heather  Mixtures,  Wool  Jersey,  Gabardines,  Tricotines,  Serges, 

Broadcloths  in  all  colors. 

These  various  lines  of  dress  goods  are  carried  in  stock 
but  we  advise  customers  to  place  orders  early.  Do  not 
count  on  repeats  as  on  account  of  unsettled  conditions 
abroad  it  will  be  impossible  to  get  early  deliveries. 

SAMPLES      SENT      ON      APPLICATION 

GREENSHIELDS  LIMITED 

"Everything  in  Dry  Goods" 

Sales  Rooms  from  the  Atlantic  to  the  Pacific 

17   VICTORIA    SQUARE MONTREAL 
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Wraps  with  Elizabethan  Flare  Collar 
This  to  be  One  of  the  Leading  Styles  for  the  Coming  Season  —  Evening  Wraps  of  Ermine— 

Length  to  be  Slightly  Longer— Belief  That  Prices  Will  Show  Considerable  Decline 

THE  OUTSTA
NDING  feature  in

 

furs  for  the  coming  season  accord
- 

ing ic  Montreal  reports  continues 

to  be  the  Hudson  seal  wrap,  develo
ped 

on  lines  rather  different  from  the 
 dol- 

man type,  which  is  said  to  be  superse
ded 

by  the  looser  and  more  graceful  wrappy
 

style.  There  has  been  a  moveme
nt  in 

some  auarters  to  introduce  Persian 
 lamb, 

but  it  is  not  generally  thought  that  ther
e 

is  enough  of  this  skin  in  the  coun
try 

to  satisfy  public  demand,  were  it  in
- 

troduced on  a  large  scale.  A  fair  de- 

mand is  a1  so  predicted  for  both  types 

of  muskrat  for  general  wear,  while  larg
e 

quantities  of  mole  will  be  used  in  dres
si- 

er garments.  Squirrel  and  beaver  are  still
 

too^  expensive  to  be  really  popular,  al- 
though large  quantities  are  being  em- 

ployed by  leading  ready  to  wear  man- 
ufacturers as  trimmings  upon  suits  and 

wraps.  Electric  or  French  seal  will 
 un- 

doubtedlv  enjov  its  usual  popularity
  with 

the  medium  class  trade,  although
  few 

furriers  are  really  anxious  to  handle 
 it 

extensively. 

Small  neck-pieces,  rather  than  large 

ones  will  be  called  for  to  accompany  the 

fall  walking  costume  and  for  this,  the 

leading  choice  will  continue  to  be  fox 

in  all  its  many  varieties.  Cravats  in  fish- 

er and  sil  .-er  fox  will  be  much  in  demand 

and  will  fetch  fairly  high  prices.  Muffs 

seemed  destined  to  remain  in  their  pre- 

sent obscurity,  the  reason  given  at  pre- 

sent being  the  fact  that  ornate  gauntlets 

are  the  rage  with  smart  women  who 

prefer  to  show  them  than  to  cover  them 
up. 

1921    Season    Snells   Wraps 

The  feeling  seems  to  be  strong  among 

both  retailers   and  wholesalers   that  the 

season   of   1921-22  will  be   a   good  year 

for  the  sale  of  wraps.The  new  style  de- 

velopments which  tend  to  give  the  wear- 

er an  unusually  slim  silhouette  will  pro- 

bably  stimulate   the     demand     for   this 

class   of    garment.   The    consumer,   it    is 

believed,  will  be  willing  to  pay  more  for 

a  wrap  than  for  a  coat,  simply  because 

the  former  is  thought  to  have  more  in- 
dividuality,  which,   from   present  indica- 

it  will  undoubtedly  have. 

Elizabethan    Flare  Collar 

A  very  effective  novelty  on  the  new- 

raps  is  the  "Elizabethan"  flare  ef- 
fect, achieved  by  doubling  the  fur  in  soft- 
athered    effect  about  the   neck-line, 

graduating  the  depth  from  the  chin  to  a 
greater   height   at   the   back.    Boning    is 
inserted  at  the  sides  to  keep  the  collar 

in  position.  It  is  some  time  since  so  be- 
coming a  neck  finish  has  been  offered. 

Collar  treatments  in  general  show  more 
diversity   than    any    other   parts   of    the 
fur    garment,    the    only    hard    and    fast 
rule  being  that  large  collars  are  not  seen 

to  any  great  extent.  If  they  do  appear 
Lhey  are  convertible  into  many  different 
positions.  Chin  collars,  which  can  be  worn 
up  high  at  the  neck  or  open,  are  much 
seen,  as  are  also  slightly  larger  collars, 
rounded  and  fulled  on  to  the  lapels  of 
the  coat. 

Evening  wTaps  of  ermine  or  other 
luxurious  pelts  promise  an  unusually 
wide  vogue  and  Montreal  manufacturers 
have  created  some  especially  wonderful 
effects  showing  the  influence  of  Paris  in 
their  design.  One  creation  of  ermine  was 
in  cape  effect  reaching  merely  to  the 
wearer's  knees  and  featured  the  Eliza- 

bethan frill  collar  finished  in  front  with 

two  long  scarf  ends  tipped  with  tails. 
A  particularly  original  finish  was 
achieved  by  the  use  of  a  border  of  the 
little  tails  inside  the  cape,  about  12  in- 

ches from  the  lower  edge,  applied  to  the 
brocaded    lining. 

Other  wraps  of  lame  brocade  and 
metallic  fabrics  are  combined  with  heavy 
bands  of  fox  or  other  pelts  about  the 
lower  edges  and  the  cuffs,  while  the 
collars  are  entirely  of  the  fur,  designed 
en  the  most  sumptuous  lines. 

Mole  Fashionable 

Moleskin  seems  to  be  especially  pro- 
minent for  elaborate  wraps  because  of  its 

dressiness  and  its  advantageous  price. 

This  pelt  lends  itself  admirably  to  devel- 
opment in  the  type  of  wrap  which  blouses 

over  at  the  waist  line,  another  character- 
istic indicated  for  fall.  The  pagoda  sleeve 

rnd  cape  back,  adjustable  into  bloused 
effect  are  especially  effective  in  mole 
as  well  as  Hudson  seal.  Tassels  and 
chenille  fringe  will  figure  largely  upon 
all  kinds  of  fur  garments,  the  various 
pointed  effects  requiring  some  additional 
finish  to  complete  the  downward  outline. 
On  straightline  coats,  a  pretty  novelty  is 
indicated  in  the  use  of  heavy  silk  braid 
girdles  about  four  or  five  inches  wide, 
tipped  with  tassels  or  fringe,  knotted  in 
lowered  waist  line  effect  about  the  hips. 
The  addition  of  such  girdles  will  un- 

doubtedly lend  an  up  to  date  touch  to 

last  season's  fur  coats. 
Forty   Inch   Length  Predicted 

Fur  coats  and  wraps  generally  run  to 
slightly  longer  lengths  this  season,  the 
reason  being  given  that  skirts  are  ex- 

pected to  be  longer  than  worn  at  present. 
Linings  in  the  majority  of  coats  tend 

towards  greater  quietness  than  in  the 

past,  rich  self-colored  or  dark  hued  bro- 
cades and  pussy  willows  being  much 

seen.  However,  in  the  dressier  wraps 
many  original  themes  are  presented^ 

such  as  a'  National  blue  satin  veiled  in 
taupe  georgette  or  tulle  between  which 
a  narrow  banding  of  silver  brocade  is 
placed.  A  copper  crepe  de  Chine  lining 
is  held    in   place   about   the   waist  by  a 

chenille  cord  couched  in  a  Greek  key 

design  around  the  garment.  Flying  pan- 
els of  silk  net  are  applied  over  rich  silk 

linings  which  are  beaded  in  convention- 
al motifs.  The  latest  novelty  is  to  apply 

handsome  brocaded  ribbons  in  allover 
effects  to  the  lining  of  the  garment, 

making  it  equally  lovely  within  as  with- 
out. 

Elaborate  skin  workings  are  as  much 
seen  as  ever,  flounced  effects  scalloped 
round  the  edges  being  especially  prom- 

inent. Both  mole  and  seal  feature  this 
mode  of  treatment. 

Straight   Lines   Enhance  Slimness 
A  few  flare  effects  in  coats  are  being 

shown  in  the  more  extreme  collections 
but  it  is  stated  on  good  authority  that 
straightline  coats  or  models  showing 

a  vei~y  slight  flare  will  be  the  best  choice 
for  average  or  stout  figures,  the  pro- 

nounced flare  with  the  pinched  in  waist 
being  only  effective  on  slim  figures. 
August  fur  sales  are  already  being 

planned  for  in  Montreal,  when  it  is  ex- 
pected that  a  good  start  will  be  given  to 

the  season's  business.  Prices,  it  is  claim- 
ed, will  show  a  decline  of  from  one  third 

to  a  half  off  last  season's  figures.  There 
are  more  people  in  the  market  for  rea- 

sonably priced  garments  than  there  are 
for  the  high  priced  lines,  and  consequent- 

ly, efforts  will  be  concentrated  upon 
offering  values  rather  than  in  expensive 
novelties  tc  the  trade  in  general. 

TO  FILL   MISSING   LINK   IN   CAN- 
ADA'S   WOOL    TRADE 

"We  are  fixing  up  the  missing  link  in 
the  woollen  industry,"  said  Mr.  A.  E. 
Rea,  president  of  the  newly-organized 
Dominion  Combing  Mills,  and  formerly 
cf  Toronto. 
"The  Canadian  wool  growers  are 

producing  the  wool  and  Canadian  man- 
ufacturers are  making  the  finished  pro- 

duct. But  there  is  no  Canadian  concern 
which  does  the  combing  process.  We  are 

trying  to  supply  what  is  lacking.  We 
will  take  the  raw  wool  direct  from  the 

farmer,  clean  and  comb  it  and  turn  out 

a  product  called  "Tops,"  which  is  the 
combed  wool  all  ready  for  the  Canadian 
woollen  garment  manufacturers  to  have 

spun  to  use.  We  are  bringing  to  Can- 
ada the  market  for  the  raw  wool,  and 

the  result  will  undoubtedly  be  a  reduc- 
tion of  prices  of  woollen  goods  to  the 

consumer,  at  the  same  time  raising  the 

price  which  the  farmer  will  receive  for his  wool. 

"We  propose  building  our  factory  on 
the  water-front,  near  the  foot  of  Bath- 
urst  street,  the  site  for  which  we  are 
now  arranging  to  lease  from  the  harbor 

commission." 
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Coats,  Capes  and  Scarves  for  Fall 
Models  Are  Further  Development  of  Spring  Styles — The  Smart  Choker  and  the  Long  Scarf 

— Hudson  Seals  Are  Shorter — Brilliant  Brocades  for  Linings  —  Popularity  of  the 
Canadian  Mink 

I FIND  after  twenty  years'  experi- ence in  the  fur  business,  that  styles 
which  find  favor  in  the  spring  sea- 

son, will  go  very  strong  in  the  fall.  Only 
on  one  or  two  occasions  has  this  rule 

failed,"  a  Toronto  wholesale  furrier  told 
Dry  Goods  Review. "This  rule  applies  not 
only  to  neckpieces  which  of  course  are 
sold  for  actual  wear  in  the  spring  but 
to  fur  coats  as  well.  Customers  are  now 
accustomed  to  ordering  their  coats  in 
April  and  May  because  they  realize  there 
is  a  better  selection  of  fur  and  the  prices 
are  lower.  I  therefore  make  it  a  rule  to 

watch  carefully  the  styles  which  go  be- 
fore midsummer  and  follow  them  out 

for  fall." 
This  rule  has  certainly  held  good  for 

the  hast  few  seasons.  The  spring  of  1920 
for  example,  ushered  in  the  short-haired 
chokers  but  only  a  few  of  them  were 
seen  in  Canada.  Last  fall  there  was  a 

demand  for  them  which  was  even  great- 
er than  the  supply  in  the  best  lines.  Last 

spring  favored  long-haired  neckpieces, 
the  cinnamon  fox  being  used  most  of  all. 
All  the  furriers  are  stocking  heavier  in 
these  for  next  season  than  in  any  other 
furs. 

The    long    scarf    is,    after    the    smart 

choker,  the  best  choice  for  fall  days. 
This  can  be  worn  until  the  snow  comes, 
over  a  dress  or  a  suit  and  is  one  of  the 

most  dressy  fur-pieces  ever  shown.  It  is 
becoming  to  the  tall  girl  because  it  gives 
a  touch  of  grace  and  to  the  short  one 
with  its  tendency  to  add  height.  Mole 
and  squirrel  are  made  up  more  than  any 
others  furs  for  these  scarves  but  seal  is 
still  used  as  it  wears  better  than  the 
others. 

Neckpieces  are  lined  by  most  houses 
with  dark  linings,  as  it  is  claimed  the  fur 

appears  richer  in  contrast. 

Capes  Again  Good 

The  fur  cape  which  crosses  in  front 
and  comes  to  the  waist-line  will  be  worn 
again  though  not  to  the  same  extent 
as  the  scarf.  This  is  chosen  by  some 
stout  women  who  think  that  the  lines 
are  more  becoming  than  those  of  a  coat 
and  by  others  who  cannot  afford  the 

luxury  of  a  fur-coat.  Capes  are  made  of 
the  same  furs  as  the  scarves  but  the  lin- 

ings are  gayer.  There  is  no  wear-out  to 
capes  as  they  are  so  loosely  fitted  that 
there  is  no  strain. 

Many  fur  men  were  of  the  opinion  that 
the  seal  coat  had  lived  its  allotted  span 

but  the  fall  of  1921  finds  it,  if  anything, 
stronger  than   ever. 

There  are  several  noteworthy  changes 
however.  The  thirty-eight  inch  length 
is  used  more  than  the  long  coat  or  even 
the  little  box  coat.  There  is  less  sweep 
to  the  skin  than  formerly.  Both  of  these 
changes  are  the  result  of  endeavors  on 
the  part  of  furriers  to  make  coats  at 
popular  prices.  There  are  a  great  many 
all-seal  coats  but  one  Toronto  firm  as- 

sures Dry  Goods  Review  that  seven  out 
of  every  ten  coats  this  year  will  have 
skunk  trimmings.  Now  that  people  have 
settled  in  their  minds  the  fact  that  fur 
coats  are  classed  among  staples,  they 
want  wear.  The  skunk  trimming  will 

last  as  long  as  the  coat  and  is  more  be- 
coming than  seal,  next  the  face.  The 

other  furs  which  are  used  as  collar  and 
cuffs  are  squirrel  and  beaver.  Opossum 
has  almost  disappeared.  All  models 
shown  so  far  have  very  large  collars. 

Persian   Lamb   And   Coon 

Persian  lamb  has  returned  but  whole- 
sale houses  expect  that  it  will  not  take 

the  place  of  seal  before  the  fall  of  1922. 
Many  are  offering  lamb  coats  at  prices 
which  are  very  little  higher  than  the 
best  seal  coats. 

An  attractive  fall  display  by  F.  R.  MacMillan  Co.,  of  Saskatoon.     The  coats  used  are  taupe  shade  and  the  handsome 

arch-way  is  of  nature's  colors  in  leaves  and  fruits.     The   window  was  arranged  by  E.  S.  Evenson. 
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Coon  coats  will  be  shown.  They  are 
made  up  on  better  lines  than  last  year 
and  it  is  expected  that  customers  who 
held  back  in  other  seasons  because  i 
their  bulkiness,  will  be  attracted  to  them. 
It  is  claimed  that  people  who  bought 
seal  coats  in  the  first  days  of  their  pop- 

ularity and  have  out-worn  them,  now 
choose  coon  ones  to  replace  them. 

Last  year,  muskrat  was  sold  almost 
exclusively  to  the  ingenue.  This  year 
orders  have  already  been  received  for 
older  women. 

Coat  Linings 

Brocades  are  more  brilliant  than  ever. 
Those  being  used  this  year  are  more 

durable  than  last  season's  linings,  when 
complaints  were  received  by  many  fur- 

riers. Blue  and  gold  brocade  in  used 
most  of  all.  although  the  brighter  shades 
of  brown  are  seen  in  combination  with 
green  and  silver. 

Canadian  Minks  Becoming  Better  Known 

There  was  a  time,  possibly  ten  years 
ago,  when  it  was  only  with  reluctance 
the  furrier  told  his  customer  that  the 
mink  he  was  selling  came  from  Canada. 
Today,  the  customer  usually  asks  if  an 
article  is  made  of  Canadian  mink.  There 
is  no  doubt  that  the  best  mink  in  the 
world  comes  from  Eastern  Canada.  This 
is  as  different  from  the  American  or 
European  mink  as  is  possible  within  the 
same  family  and  the  public  should  be 
made  aware  of  it. 

The  mink  wrap  is  more  elaborate  in 
detail  for  next  season.  The  sloping  shoul- 

der is  used  and  the  hemline  is  finished 

by  skins  worked  crosswise  instead  of  up 
and  down.  One  model  has,  extending  in 
a  straight  line  across  the  back  of  the  coat 
and  the  underarm,  a  fringe  of  mink 
tails.  This  is  after  the  fringe  treat- 

ment to  be  used  on  full  gowns. 

Other  Fur  Notes 

Monkey  fringe  will  be  featured  on 
ermine  wraps  and  chinchilla  will  be  used 
in  bandings.  The  Russian  blouse  sil- 

houette is  introduced  into  some  coats, 
the  bloused  portion  extending  all-round 
instead  of  appearing  at  the  back  only. 

Mole  wraps  show  varied  treatments  in 
the  form  of  pointed  yokes  and  shawl 
collars.  The  Tuxedo  style  is  used  in  both 
mole  and  squirrel  wraps. 

All  garments  have  sleeves  flared  con- 
siderably and  cuffs  are  set  on  to  ex- 

aggerate this  effect. 

The  dolman  coat  will  appear  in  Canada 
more  than  in  other  years. 

Sports  coats  are  made  very  effectively 
of  mink  marmot. 

More  orders  for  real  seal  have  been 
received  so  far  than     at  this  time  last 

Montreal  Fur  Men  Hopeful 
Though  Business  Is  Quiet  Now  Dealers  Believe  in  Healthy  Revival 

of  Fall  Buying— Wholesalers  Feel  That  Quality  Will  Feature 
This  Fall — The  Trend  of  Prices 

Bent's  Lingerie  Shop,  of  445  Gran- 
ville St.,  Vancouver,  have  opened  a 

branch  in  Prince  Rupert.  There  is  a 
large  selection  of  dresses,  suits  and 
coats  to  choose  from,  and  Mr.  Bent  is 
offering  these  at  Vancouver  popular 
prices. 

DESPITE  more  than  the  usual  dif-
 

ficulties to  contend  with,  Montreal 
manufacturers  of  fur  garments 

voice  a  spirit  of  optimism,  declaring 
that  if  business  is  temporarily  dead  it  is 
all  the  more  certain  to  revive  in  an  un- 

usually healthy  condition  by  early  fall. 
Exclusive  designers  are  quite  as  busy  as 
in  normal  seasons  and  seem  as  anxious 

to  outrival  their  previous  efforts  in  the 

way  of  oi'iginal  ideas  as  though  demand 
were  up  to  the  standard  of  past  years. 
In  the  workshops  of  the  manufacturers 
of  staple  furs,  there  is  little  or  nothing 
doing,  as  the  latter  prefer  to  liquidate 
their  present  stocks  of  furs  into  dollars 

and  cents,  rather  than  add  to  the  un- 
certainties of  the  future  by  creating  a 

larger  reserve. 

Both  sides  of  the  situation  were  well 

presented  by  two  leading  manufacturers 
to  Dry  Goods  Review  this  month,  each 
of  which,  although  reflecting  different 

policies,  were  identical  in  the  final  anal- 

ysis. Speaking  for  the  wholesale  staple 
trade,  a  leading  Montreal  representative 

said,  "Business  opened  up  very  satisfac- 
torily this  spring  but  since  then  an  un- 
usual number  of  cancellations  have  come 

in,  due  to  the  fact  that  in  central  Can- 
ada crops  and  other  factors  in  the  econ- 

omic situation  do  not  promise  any  too 
bright  a  future.  I  believe  that  retailers 
are  holding  off  to  see  whether  or  not 

money  will  be  as  plentiful  as  usual,  be- 
fore they  commit  themselves  to  the  full 

amount  that  they  will  probably  require. 

We  are  presented  with  the  most  bare- 
faced excuses  in  connection  with  these 

cancellations,  some  of  which  we  have 
been  obliged  to  take  legal  action  upon  in 
order  to  ascertain  that  our  goods  were 
not  really  at  fault.  Just  as  in  all  the 
other  lines  of  business  the  general  atti- 

tude is  to  play  safe  in  placing,  but  I 
would  like  to  emphasize  this  side  in 
passing.  It  should  be  remembered  that 
few  of  us  are  making  up  anything  new 
now  and  later  on  when  orders  will  begin 
to  flow  in  it  may  prove  necessary  for  us 
to  engage  extra  help  or  to  work  over 
time,  and  these  additional  charges  will 
naturally  be  counted  in  on  the  fall 

prices  so  that  there  is  not  much  probab- 
ility of  our  being  able  to  offer  as  good 

inducements  to  purchase  as  though  the 
orders  were  placed  now.  We  consider 
that  80%  of  our  present  stock  of  furs  is 
sold  up  to  the  present,  and  so  far  as 
we  are  concerned,  the  fall  season  will  not 
be  much  behind  other  years.  It  is  only 
insofar  as  reserve  is  concerned,  and  that 
will  be  a  minus  quantity,  the  effect  of 
which  may  not  be  felt  until  later  on,  but 

whenever  it  does  come,  will   be   serious 

for  consumer  and  retailer  alike." 
Touching  on  the  attitude  of  the  con- 

sumer this  season,  this  wholesaler  con- 
tinued, "The  average  woman  nowadays 

thinks  only  of  the  money  she  is  invest- 
ing in  a  fur  garment,  and  she  expects  a 

return  from  her  investment,  as  though 
she  had  put  the  money  in  a  Victory 
bond.  If  she  buys  a  marmot  coat  at 
$200.  and  it  only  lasts  her  one  season, 
she  feels  that  she  has  been  defrauded  by 

the  merchant,  and  will  not  take  into  con- 
sideration the  fact  that  certain  pelts  will 

not  make  the  return  in  service  in  pro- 
portion to  the  price  paid  for  them.  This 

year,  the  merchant  who  carries  furs 
should  make  it  a  point  to  sell  only  those 
pelts  that  will  give  service  first  and 
foremost.  Style  should  be  a  secondary 
consideration  if  the  customer  is  demand- 

ing value.  It  is  advisable  to  study  cus- 
tomers a  little  more  this  season  as 

well,  and  try  to  sell  furs  that  are  abso- 
lutely certain  to  give  satisfaction  and 

pleasure  to  their  wearers." The  Dyed  Furs 
This  wholesaler  also  went  on  to  point 

out  the  danger  in  selling  too  many  dyed 
furs,  especially  those  that  are  apt  to 
fade  out.  "Tell  the  customer  that  the 
skin  is  dyed  if  they  do  not  know  it  al- 

ready, or  she  will  be  back  with  the  usual 
complaint  before  long.  This  season  peo- 

ple who  have  waited  to  purchase  furs 
will  be  sadly  disappointed  if  they  ex- 

pect to  get  bargains.  The  trappers  did 
not  go  out  this  season,  consequently  the 
raw  skin  people  did  not  issue  a  price  list, 
and  with  a  shortage  of  pelts,  prices  are 

bound  to  advance  before  very  long." 
Stabilized  Prices  Advantageous 

Contrasting  with  this  view  is  the  op- 
inion of  another  Montreal  wholesaler  who 

specializes  in  the  most  exclusive  furs. 
"We  are  very  much  afraid  that  prices 

will  go  up,"  he  remarked,  "but  we  all 
hope  most  sincerely  that  they  will  not, 
because  we  all  realize  that  people  are 
not  yet  in  a  buying  mood,  and  even  the 
least  advance  will  frighten  them  off.  I 

expect  that  a  large  ampunt  of  bus- 
iness will  be  done  with  women  who 

will  buy  for  economy's  sake,  that  is  to 
say,  who  buy  because  they  believe  that 
prices  cannot  go  any  lower.  If  we  are 
obliged  to  increase  prices  for  any  rea- 

son, we  are  bound  to  lose  all  that  busi- 
ness. We  are  not  asking  for  large  prof- 

its, on  the  contrary,  our  profits  will  con- 
tinue to  be  negligible  just  to  keep  busi- 
ness on  a  good  basis.  Speaking  com- 

paratively, I  am  of  the  opinion  that  the 
fur  trade  in  Montreal  is  equal  to  that 
done  in  the  year  1914,  although  summer 
fur  buying  is  almost  at  a  standstill. 
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Greatest  Story 
Ever  Told  in 
Black  &  White 

Murray-Kay's  of  Toronto  Celebrate  68th 
Anniversary   by   Novel   Sale 

—  Good  Results 

THE  Murray-Kay  store  held  its  an- 
nual anniversary  sale  during-  the 

month  of  June.  The  sale  this 

year  to  celebrate  the  sixty-eighth  birth- 
day of  the  store  was  featured  in  a  very 

novel  way;  in  such  a  way  in  fact  that  a 
great  deal  of  local  interest  and  curiosity 

was  excited.  "The  greatest  story  ever 
told  in  black  and  white"  is  the  way  the 
event  was  heralded  some  weeks  ahead 
of  time. 

Early  in  the  month  of  May,  billboards 
and  street-car  posters  announced  the  sale. 
Dodgers  were  enclosed  in  accounts  and 

stickers  placed  on  parcels.  Regular  cus- 
tomers received  courteous  letters  an- 

nouncing the  sale.  Clever  little  silhou- 
ettes in  black  and  white  appeared  on 

advertising  pages  of  the  daily  papers. 
One  week  prior  to  the  opening,  courtesy 
booths  were  placed  throughout  the  store 
where  customers  could  order  goods  to 
be  offered  during  the  anniversary  per- 
iod'. 

The  store  itself  was  a  study  in  black 
and  white.  The  entire  wall  was  covered 
with  canvas  on  which  was  portrayed  a 
Hedonic  scene.  The  pillars  were  hidden 
under  black  and  white  striped  paper,  here 
and  there  lamps  with  shades  of  these  col- 

ours were  to  be  seen.  White  floral  sprays 
with  black  centres  were  used,  and  real 
white  lilac  trees  grew  in  nooks  and 
crannies.  Grecian  vases  and  gargoyles 
with  concealed  lights  filled  with  black 
and  white  fowers  formed  the  decoration 
on  top  of  the  fixtures. 

A  huge  birthday  cake  built  in  octagon 
shape    was     suspended    in    the     rotunda. 

It  held  sixty-eight  black  and  white  cand- 
les electrically  lighted  and  surmounted  by 

a  cupid  holding  the  68th.  anniversary  de- 
sign. On  the  side  of  the  cupid  in  bas  re- 

lief was  the  firm's  trade  mark.  This  con- 
veyed very  realistically  an  idea  of  the 

length  of  time  the  Murray-Kay  store  has 
served  Toronto. 

A  special  feature  of  the  sale  was  the 

orchestra.  This  consisted  of  nine  young- 
ladies  who  played  to  a  crowded  store 
every  day.  They  were  dressed  in  black 
and  white  Pierrette  costumes  and  were 
stationed  in  a  Venetian  balcony.  At  times 
two  clever  little  girls  danced  and  played 
the  saxophone  amid  a  setting  of  palms 
and  a  playing  fountain. 

A  very  ingenious  idea,  which  was  pro- 
bably responsible  for  the  great  success  of 

the  sale,  was  the  daily  tour  of  the  orches- 
tra through  the  streets  of  Toronto.  The 

nine  young  ladies  in  nine  black  and  white 
taxicabs  paraded    different   streets    each 

day  and  excited  so  much  curiosity  that 
many  followed  the  cars  right  to  their 
headquarters  at  the  Murray-Kay  store. 
On  each  of  the  cars  was  the  simple  ban- 

ner "68th  anniversary  sale"  with  no  in- 
dication as  to  whose  sale  it  was.  Hence the  curiosity. 

That  the  event  was  entirely  satisfact- 
ory from  a  direct  monetary  standpoint  as 

well  as  for  the  publicity  gained  is  evi- 
dent from  the  report  made  by  managers 

of  the  various  departments  showing  that 
large  increases  were  made  over  last  year. 
One  department  alone  had  an  increase 
of  $7,000.  This  was  in  spite  of  the  fact 
that  prices  were  at  about  two-thirds  of 
those  of  a  year  ago. 

The  upper  picture  shows  the  entrance 
to  the  balcony  where  the  orchestra  was 
stationed  and  the  lower  one  was  taken 

just  as  a  section  of  the   parade  reached 
the  Parliament  Buildings  on  one  of  its 
tours. 
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The  M aline  Scarf 
For  Theatre  and  Evening   Wear 

Deliehtfullv  becoming  and  dainty! 

If  it's  DYNAMO  MALINE  it  is  al- 
so useful,  practical  and  durable. 

MALINE   MILLINERY 

is  at  its  best  when  made  of 
DYNAMO    MALINE 

—the  Maline  with  a  pedigree. 
GUARANTEED-rain-proof,    mois- 

ture-proof,   perspiration-proof,   sun- 
proof, and  will  not  fade. 

Make  sure  that  the 
DYNAMO  stamp 
shown  here  is  on  every 

pieee,  if  you  want  the 
best  to  be  had. 

■ 

DYNAMO  BRAND Selling  Agents    for     Gros 
Million  &  Co.,    of  Lyons, 

(France,)  for    the  Dominion  of  Canada. 
We  sell  to    the    Wholesalers  only. 

CHAS.  MOUTERDE 
(United  Makers) 

TORONTO.  80  Wellington  St.  West 
Tel.  Adel.  4184 

MONTREAL,  Room  705  Read  Bldg. 

Tel.  Main  6524 

•  •v  >    ■ 
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Fall    1921 

Nikro-Hat Millinery 
Patterns 

and 

Imported  Models 
We  carry  a  complete  stock  of  all 
millinery  necessities,  including 
silks  and  ribbons. 

J.  M.  ORKIN  CO.,  LIMITED 
MONTREAL,  CANADA 

Wholesale      and      Manufacturing 
Milliners  and  Fancy  Dry  Goods 

Branches:       VANCOUVER     OTTAWA 
403  Welton  Blk.  193  Sparks  St. 

QUEBEC  ST.  JOHN,  N.  B. 
66  St.  Joseph  St.  85  Germain  St. 

Importation  from    Marie    Guy,    Paris 
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Announcing 

Exhibition  of  Fall  Models 

In  Trimmed  Hats  and  Millinery  Merchandise 

During  the  Entire  Month  of  August 

Fashions  that  will  set  the  mode,  captivat- 

ing in  charm,  of  original  design  and  con- 

ception, our  new  fall  offerings  will  even 

surpass  the  high  standard  in 

Originality 
Exclusiveness 

Quality 

which  the  discriminating  associate  with 

this  firm. 

We  Invite  you  to  Inspect  this  Line 

ft,  Jf.  jWclUtmon  &  Co.,  Itmtteb 
Wellington  and  York  Streets  TORONTO,  CANADA 

Branches  at  Montreal  and  Winnipeg 
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Four  Season  Buying  in  Millinery 
Fall  Models  Somewhat  Delayed  bv  Intense  Summer    Heat 

Prices  Will  Be  Popular 
Quality    Goods    at    Fair 

Shapes  Will  Be  Varied — Big  Run  on  Feather  Hats  Probable 

CANADIAN*  wholesale  houses  are placing  all  their  confidence  in  the 
trade  for  the  next  few  months  be- 
cause of  the  new  feather  hats.  They  say 

that  July,  August,  and  September  will 
be  big  months  for  this  latest  creation. 
Orders  are  already  coming  for  them  to 
such  an  extent  that  their  workrooms  are 

being  kept  busy.  No  particular  shade 
is  favored  but  curled  ostrich  is  the  usual 
feather  used.  Many  of  the  shapes  tend 
toward  the  sailor  style. 

The  felt  hat  which  was  stressed  for 
summer  wear  has  sold  well  but  not  to 
the  extent  that  its  day  will  be  over  with 
cool  weather.  September  has  earned  a 
place  of  its  own  in  the  millinery  seasons 
in  Canada;  women  returning  from  their 
vacations  usually  want  a  half-way  hat 
for  Exhibition  time  and  late  garden  par- 
ties. 

What  Toronto  Milliners  See  in  New  York 

New  York  houses  assure  their  visitors 

that,  when  the  between-season  hats  have 
been  sold  out  and  designers  have  set- 

tled down  to  earnest  fall  business,  there 

will  be  a  big  run  on  hatter's  plush  and 
velvet.  A  great  many  hats  will  be  made 
of  a  combination  of  the  two.  Trimmings 

will  be  of  jet  and  steel  nail-heads  used 
very  profusely.  There  will  be  bandings 
and  ornamental  designs  of  this  trimming. 
Glycerined  ostrich  has  not  even  yet  run 
its  course.  Several  of  the  models  which 

are  attracting  most  attention  have  it 
not  only  on  the  crown  and  brim  but 
hanging  down  over  the  face  as  low  as 
two  inches.  French  hats  have  a  tendency 
to  avoid  a  hard  and  fast  line  about  out- 

lines. The  next  one  will  be  no  exception. 
Designers  claim  that  women  now-a-days 
insist  so  strongly  on  wearing  what  suits 
them  that  milliners  who  keep  to  one  par- 

ticular shape  because  it  is  new,  are  get- 
ting fewer  every  day.  Changes  are  ef- 

fected now  more  by  trimmings  and  ma- 
terials and  no  longer  is  the  cry  heard 

that  none  of  the  hats  shown  for  a  certain 

season  are  becoming  to  some  people. 
It  is  noteworthy  that  New  York  hous- 
es are  not  trying  to  push  the  fall  season 

as  in  other  years  as  they  realize  that 
there  is  a  big  harvest  to  be  reaped  in  hot 
weather  millinery.  While  a  few  felt  and 
velvet  chapeaux  are  seen  here  and  there 
on  Fifth  Ave.,  the  best  dressed  people 
are   choosing   becoming   summer   hats. 

What  Canadian  Wholesale  Houses 

Are  Aiming  At 

Customers  in  the  large  cities  and  good 
sized  towns  are  getting  farther  and  far- 

ther away  from  the  two  season  buying 
idea.  They  wear  four  hats  at  least,  one 
corresponding  to  every  season.  Up-to- 
date    milliners    are    urging    them    to    do 

this.  From  the  wholesaler's  and  manu- 
facturer's point  of  view,  this  four-season 

method  is  the  best  all-round,  though 
there  are  still  some  who  do  not  realize 
it.  The  millinery  business  has  had  too 

much  of  the  "pushing  the  season"  meth- 
od— a  system  which  is  harmful  to  all 

concerned.  Take  for  example  the  pres- 
ent season.  With  the  intense  heat  of  the 

last  few  weeks,  there  is  a  golden  chance 
to  sell  out  all  left-over  summer  hats  and 
even  fill  new  orders.  If  customers  are 
interested  at  this  time  of  the  year  in 
plush  and  velvet,  through  seeing  it  in 
store  windows,  they  are  content  to  wait 
a  few  weeks  and  then  buy  early  fall  hats. 
Letting  each  season  look  after  itself  is 
advantageous  to  the  manufacturer  from 
two  angles.  Taking  orders  for  delivery 
in  six  weeks  is  not  as  good  business  as 
filling  them  for  immediate  delivery  on 
summer  hats.  There  is  also  less  of  the 
element  of  chance  in  designing  millinery 
when  the  fall  styles  in  other  lines  have 
become  fairly  well  settled. 

Since  the  millinery  business  is  not  as 
dependent  on  good  and  hard  times  as 
other  lines,  there  is  always  a  fair  busi- 

ness done  in  every  season,  so  that  there 
is  no  necessity  in  rushing  out  with  new 
lines  before  competitors  have  theirs. 
Some  of  the  best  houses  in  Toronto  are 

trying  to  keep  to  the  four  season  idea, 
knowing  that  it  is  to  their  best  interests 
and  to  those  of  their  patrons. 

Advice  for  Millinery  Buyers 
This  Fall 

A  Toronto  manufacturer  has  taken 

time  to  study  millinery  conditions  be- 
fore starting  on  his  designs  for  next 

season.  He  has  discussed  the  question 
of  what  people  want  with  many  retailers 
and  some  consumers.  He  declares  that 
buying  this  fall  should  be  made  with  a 

different  viewpoint  than  was  needed  in 
the  spring.  Millinery  buyers  are  now 
not  nearly  so  much  interested  in  low- 
priced  millinery  as  they  are  in  quality 
goods  at  a  fair  price.  They  want  first 
of  all  better  grades  than  they  did  in  the 
spring  and  they  want  these  hats  at  the 
lowest  price  they  can  obtain  them  for. 
For  this  reason,  he  thinks  that  it  is  not 
advisable  for  milliners  to  stock  too  heav- 

ily on  the  cheap  lines.  They  should  buy 
good  hats  but  at  as  low  a  price  as  pos- 

sible because  the  public  will  not  pay  ex- 
travagant prices  this  fall. 

COMPEL    ATTENTION    TO    SIDE 
STREET  WINDOWS 

Finding  that  few  people  left  the  main 
street  to  look  at  their  side  street  win- 

dows, and  that  their  displays  in  these 
windows  were  suffering  as  a  conse- 

quence, Murphy-Gamble,  Ltd.,  Ottawa, 
Ont.,  recently  concentrated  their  efforts 
upon  drawing  the  crowds  to  those  side 
windows. 

In  each  window  on  Sparks  street,  the 
main  thoroughfare,  was  shown  a  large 
card  telling  of  the  attractions  to  be 
found  in  the  windows  along  Queen  St. 

Special  offerings  were  usually  display- 
ed in  these  side  windows  and  they  were 

changed  frequently. 

As  the  store  runs  through  from  street 
to  street  for  an  entire  block,  they  also 
concentrated  their  efforts  upon  getting 

people  to  pass  through  as  a  short  cut. 
This,  it  was  found,  also  brought  many 

purchasers. 

Wm.  Dineen,  Sr.,  president  of  the 
firm  of  W.  &  D.  Dineen,  Toronto,  left 
Montreal  on  July  4  on  an  extended  bus- 

iness trip  to  Great  Britain  and  the  Con- 
tinent. 

Millinery    Department    in     the    Manchester, 
St.  John,  N.  B. 

Robertson     &     Allison       store, 
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Began  Year  Before  Confederation 
House  of  Manchester,  Robertson,  Allison,  Ltd.,  of  St.  John,  N.B.,  Founded  in  1866— Cele- 

brating Their  Fifty-Fifth  Anniversary — Insurance  and  Other  Employee  Benefits- 
Other  Features. 

ESTABLISHED  the  year  before
 

Confederation  with  over  half  a  cen- 
tury of  activity  to  its  credit,  rising 

from  a  small  beginning  to  a  position  of 
commanding  influence  and  a  business 
which  ranks  among  the  leaders  among 
the  bigger  Canadian  houses,  is  the  record 
of  the  firm  of  Manchester,  Robertson, 

Allison,  Limited,  of  St.  John,  New  Bruns- 
wick, which  celebrated  its  fifty-fifth 

anniversery   on   April   5th   of  this    year. 
In  a  local  newspaper  dated  April  4th 

1866,  the  following  brief  notice  occurred, 
after  the  manner  of  newspaper  locals  of 
the  day: — 

New  Dry  Goods  Store: — Messrs.  Man- 
chester, Robertson  and  Allison,  (three 

young  gentlemen  who,  just  starting  for 
themselves,  are  well  known  in  the  Dry 
Goods  trade),  have  taken  the  store  in 
Prince  William  Street,  formally  occupied 
by  Mr.  Cosgrove,  and  will  have  their 
Opening  Day  to-morrow.  Their  Stock  of 
Staple  and  Fancy  Dry  Goods  was  per- 

sonally selected  in  the  Home  market, 
and  will  embrace  an  extensive  assortment 
of  the  newest  articles  in  their  line.  We 
refer  our  readers  to  their  advertisement, 
and  wish  these  young  beginners  success 
beyond  their  own  expectation. 

The  little  store  had  a  13  foot  frontage 
and  boasted  no  more  than  a  modest  sign- 

board in  the  window  announcing  the 
names  of  the  partners. 

Growth  Of  The  Firm 

So  well  did  the  three  young  men  pros- 
per that  in  a  short  time  it  was  found 

necessary  to  move  to  larger  quarters 
and  later  to  move  a  second  time.  The 
great  fire  of  1S77  which  wiped  out  near- 

ly the  entire  city,  stopped  short  within 
a  few  yards  of  the  M.  R.  A.  Establish- 

ment, and  thus  the  store  was  able  by  a 
providential  escape  to  continue  its  record 
of  uninterrupted  progress. 

Many  properties  have  been  acquired 
and  built  on  to  house  the  various  new 
departments  added  from  time  to  time 
and  the  old  firm  kept  abreast  of  every 
step  of  advancement  in  the  business 
world.  In  the  old  days  of  sailing  vessels 
and  when  railway  communication  was 
still  undeveloped,  goods  were  slow  in  ar- 

riving and  country  customers  would  pay 
a  visit  to  the  store  but  twice  a  year. 
The  facilities  gained  by  the  extension  of 
railways  and  the  founding  of  the  winter 
port  greatly  benefited  the  firm  in  the 
expansion  of  its  trade. 

The  men  who  founded  this  outstanding 
business,  by  their  sterling  character, 
industry  and  sound  methods  won  the  con- 

fidence of  the  public,  and  this  has  been 
one  of  their  greatest  assets. 

About  twenty  years  ago,  when  the 
business    was    incorporated,    the    Senior 

JOSEPH  ALLISON 

Of  the  firm  of  Manchester,  Robertson,  & 
Allison  of  St.  John,  N.  B  . 

partner  James  Manchester,  retired  from 
the  firm  and  at  the  same  time  a  few  of 

the  older  employees  were  given  an  in- 
terest in  the  business.  To  have  arrived 

in  1916  at  the  golden  anniversary  of  the 
founding  of  the  business  with  the  three 
original  members  of  the  firm  still  alive, 
and  two  of  them  still  actively  engaged 
in  the  management  of  its  affairs,  was  a 
record  most  unusual  and  probably  with- 

out parallel  in  the  history  of  the  mer- 
cantile life  of  Canada. 

Only  within  the  past  few  months  the 
passing  away  of  one  of  the  founders, 
James  F.  Robertson,  marked  the  first 
break  in  the  almost  life-long  association 
of  the  three  men,  who  together  won  their 
way  to  a  place  of  such  eminence  in  the 
business  life  of  Canada. 

In  order  to  celebrate  fittingly  the  55th 

Anniversary  of  the  founding  of  the  bus- 
iness, a  gigantic  ten  day  sale  was  held 

throughout  the  store,  when  all  mer- 
chandise was  sharply  reduced  and  offered 

at  prices  in  which  the  figures  55  pre- 
dominated above  all  others.  In  the  case 

of  inexpensive  goods,  larger  quantities 
were  offered  at  55  cents,  such  as  six 
yards  of  torchon  lace  for  this  amount  or 
all  wool  dress  goods  at  $2.55  a  yard. 
Never  were  the  figures  55  so  prominent 
as  in  the  double  page  spreads  featured 

day  after  day  in  *he  local  press. 
Still  other  features  were  included  in 

the  advertisements.  Each  layout  was 
centred  by  a  reproduction  of  an  old 
photograph  showing  different  sections 
of  the  city  as  it  appeared  "55  years  ago 
today"   including   the   original   buildings 

occupied  by  the  firm.  Along  with  these 
interesting  souvenirs  were  featured  re- 

productions of  the  firm's  first  advertise- ment in  which  the  announcement  was 

made  regarding  new  merchandise,  the 
names  of  which  would  be  scarcely  com- 

prehensible to  modern  buyers,  such  as 
Arabian  glaces  and  Tambourd  skirtings 
the  exact  type  of  which  no  longer  exists. 

Reproductions  daily  of  important  local 
news  items  of  55  years  back  were  an- 

other unusual  fature,  in  which  allusions 
to  anti-confederation  were  plentifully  in- 

cluded, as  were  reproductions  of  news 
items  of  foreign  or  world-wide  interest. 

A  fac-simile  of  a  fashion  letter  from 

a  Paris  correspondent  provided  a  hum- 
orous touch,  and  proved  conclusively  that 

the  world  has  changed  very  little  when 

it  comes  to  the  observation  of  fashion's decrees. 

Clever  Display  Work 

Coupled  with  this  advertising,  special 
window  displays  were  arranged  by  the 
display  manager,  David  Lynch,  bearing 
out  the  Anniversary  idea.  One  notable 

display  featured  a  woman's  figure  sym- 
bolizing "Progress"  holding  a  torch  aloft, 

and  to  her  right  was  a  replica  of  the 
main  building  of  the  store,  set  upon 
corner  stones  blazoned  with  the  appro- 

priate words  "Industry,"  "Honesty," 
"Confidence,"  etc.  In  the  foreground  a 
large  shield  was  placed  upon  which  a 
unique  inscription  was  lettered,  address- 

ed to  all  the  firm's  friends,  conveying  ap- 
preciation for  the  esteem  shown  by  them 

throughout  the  fifty-five  years  and 

emphasizing  the  fact  that  "today"  the 
firm  was  as  ready  to  please  its  many 
customers  as  when  it  first  began.  Photo- 

graphs cf  the  original  members  of  the 
firm  completed  this  unique  demonstra- 

tion. No  bunting  was  hung  outside  the 
store  but  a  wide  banner  announcing  the 
sale  was  spread  just  inside  the  various 
entrances. 

Changes  and  Improvements 

In  discussing  recent  changes  and  im- 
provements effected  in  regard  to  the 

store  and  its  employees,  W.  S.  Allison 
pointed  out  to  Dry  Goods  Review  that 
their  firm  provides  a  life  insurance 

policy  of  $500.  for  every  woman  employ- 
ee and  $1,000.  for  every  male  employee 

after  six  months  service,  which  is  in- 
creased by  $100.  each  succeeding  year 

until  the  maximum  amount  of  $1,500. 

for  women  and  $2,000.  for  male  em- 
ployees is  reached.  This  generous  re- 

gard for  the  welfare  of  the  Staff  is  deep- 
ly appreciated  as  is  also  the  splendid 

new  diningroom  and  rest  room  recent- 
ly placed  at  the  disposal  of  the  Staff. 

Continued  on  Page  71. 
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Small  Crush  Hats  of  Rich  Duvetyn 
Some  Montreal  Models  Described — Silver  Gray,  Wood  Brown,  Taupe  and  Peony  Red  Among 

The  Leading  Colors  in   Advance   Models— "Fuchsia",  One  of  the  New  Shades — The Picture  Hat  and  the  Tarn. 

X  "X  T  ITH  the  regular  wholesale  open- 
\  \  ings  scheduled  to  occur  on  the 

"  "  29th  of  August  or  thereabouts, 
little  really  positive  advance  informa- 

tion is  yet  available  in  Montreal  as  to 
the  trend  of  millinery  for  fall.  The  us- 

ual importations  of  feather  toques  in 
vivid  shades  are  already  being  shown  in 
the  St.  Catharine  St.  stores,  and  the 
manufacturers  are  concentrating  upon 

all  manner  of  smart  little  duvetyn  mod- 
egarding  which  much  can  be  said. 

The  wholesale  milliners  are  pinning 
their  faith  to  the  small  crush  hat  of 
rich  duvetyn,  which  is  featured  in  a 
much  more  supple  and  velvety  texture 

than  formerly,  and  predict  that  these 

models  will  show  original  self  treat- 

ments and  less  elaboration  from  trim- 

mings. In  cases  where  decorative  ef- 
fects are  necessary,  however,  they  will 

employ  embroidery,  wooden  beads,  and 
metallic  flowers  on  the  hand  made  felts. 

The  leading  colors  in  these  advance  mo- 
dels include  silver  grey,  wood  brown, 

taupe  and  peony  red.  The  last  named 

shade,  it  is  expected,  will  be  especial- 

ly prominent,  and  replace  to  a  great  ex- 
tent the  much  overdone  navy  blue. 

Black  will,  of  course,  be  most  prominent 

when  colder  days  set  in,  developed  in 

velvet,  panne  and  hatter's  plush. 

"Fuchsia"  a  New  Shade 

One  especially  attractive  little  hat 
seen  in  the  workrooms  this  month  was 

of  fuchsia  red  duvetyn,  small  and  round 

in  shape,  with  half  a  dozen  or  so  elon- 

gated folds  of  the  fabric  placed  hori- 
zontally across  the  front,  puffed  out  into 

two  choux  over  each  ear.  No  other 

trimming  was  added.  Other  duvetyn  mo- 
dels developed  in  different  shades  of 

grey  showed  the  new  forward  move- 
ment, as  it  is  termed,  consisting  of  fea- 

ther or  ribbon  fantasies'  placed  in  front 
towards  the  top  of  the  crown.  Two 
small  feather  fancies  are  usually  placed 
together  thus. 

Picture  Hat  Revives 

Montreal  milliners  do  not  look  for 
much  demand  for  felts  such  as  is  being 

experienced  in  the  United  States.  Can- 
adian women,  they  say;  prefer  dressier 

fabrics,  except  in  the  very  tailored  or 
mannish  effects.  If  felts  are  used  they 
will  be  trimmed  with  original  fancies  of 
hackle,  coq  or  small  wings,  or  even  with 
the  new  metallic  flowers,  of  which  much 
is  expected.  In  view  of  the  decree  from 
Paris  that  skirts  are  to  be  worn  some- 

what longer,  the  size  of  the  hat  is  ex- 
pected to  show  a  slight  increase  in  or- 

der to  balance  the  silhouette  properly. 

As  one  milliner  put  it,  "It  is  the  logical 

time-  to  expect  a  revival  of  the  picture 
hat,  of  black  velvet  with  sweeping 

plumes,  but  it  remains  to  be  seen  whe- 
ther women  are  really  ready  to  take 

this  up.  I  believe  that  this  style  will 
be  largely  worn  next  winter  for  formal 
wear,  but  in  the  meantime,  the  smaller 

shapes  will  carry  the  day." 
Jets  and  Cire  Decreed 

Cire  effects  are  expected  to  continue 
their  vogue  of  last  spring,  and  much  use 

will  be  made  of  "crocodile"  ribbon  in 
wide  widths  in  development  of  this  idea. 
Varnished  novelty  trimmings  are  still 

other  novelties  that  are  promised,  in- 
cluding lacquered  wings  and  plumage  of 

all  sorts.  Going  still  further  with  this 
idea,  it  is  said  that  jet  and  gelatine 
spangles  and  fancy  ornaments  will  be 
lavishly  used  to  brighten  up  the  all- 
black  hat  or  lend  a  note  of  contrast  to 
the  more  vivid  colors.  One  such  hat 
seen  this  month  was  of  jade  duvetyn  in 
toque  shape,  with  a  fringe  of  dangling 
jet  drops  sewn  all  round  the  outer  edge, 

but  just  escaping  the  eyes  of  the  wear- 
er. An  immense  amount  of  jet  beads, 

pins  and  other  ornaments  are  to  be  used 
after    this    manner   later   on. 

Tarns  Still  in  Vogue 

Tarns  and  tam-toques  are  to  continue 
in  vogue  for  fall,  especially  in  two  tone 
effects,  combining  either  two  colors  or 
two  fabrics.  Chenille  will  be  a  popu- 

lar trimming  on  these  shapes,  as  on 
many  others,  both  as  embroidery,  and 
in  various  fantasy  effects  such  as  fruit, 
flowers,  etc.  Much  ostrich  is  to  be 
worn,  especially  in  glycerined  effects, 

preference  being  expressed  for  the  jaun- 
ty little  tips.  Metallized  effects  in  plu- 

mage are  among  the  newest  novelties 
from  Paris,  featuring  silvery  or  golden 
effects,  achieved  by  a  new  process.  Some 
flat  feathers  of  colored  ostrich  are 

treated  in  the  semi-metallized  effect, 
which  look  as  though  a  very  delicate  sil- 

vering had  been  done  over  the  entire 

surface.  The  white  enamel  tip  is  anoth- 
er novelty  for  the  new  season,  the  enam- 
el used  only  on  the  end  of  the  feathers, 

and  not  on  the  entire  flue  as  the  metal 
treatment    is    employed. 
From  Paris  also  come  rumors  that 

peacock  feathers  and  colorings  are  to  be 
all  the  rage,  both  in  natural  and  glycer- 

ined effects,  but  practically  anything  in 
the  feather  line  may  be  said  to  be  fash- 

ionable as  the  range  to  draw  upon  is 
more  limited  than  in  other  trimmings. 

Ribbons  of  Every  Description 

All  kinds  of  ribbons  in  all  widths,  from 
the  very  wide  to  the  very  narrowest,  are 
again   in  demand,     notably  wide     moire 

ribbons,  changeable  taffeta  and  narrow 
metal  brocaded  ribbons. 

In  connection  with  millinery  it  should 

be  noted  that  the  vogue  for  embroider- 
ed veils  is  expected  to  continue  for  fall, 

especially  in  the  more  elaborate  designs. 
One  novelty  shown  by  a  Montreal  house 

is  termed  the  "Fish-tail"  as  it  is  design- 
ed to  hang  down  in  front  in  a  point,  at- 

tached at  the  back  only. 

Prices  on  fall  millinery  are  to  be  con- 
siderably lower,  it  is  said,  due  to  the 

plentiful  supply  of  materials  and  the 
prevailing  demand  for  reasonably  priced 
merchandise. 

NOTES  OF  THE  TRADE 

McLaren  &  Company,  Limited,  of  St. 
Catharines,  held  a  sale  to  celebrate 
their  seventy-third  birthday.  This  store 
began  business  on  July  3,  1848. 

Seized  with  an  attack  of  heart  fail- 

ure, Joseph  Eardley,  a  watchman  em- 
ployed at  the  Murray  Kay  Co.,  Toronto, 

died  on  July  1. 

Winnipeg  is  likely  to  be  selected  as 
the  site  for  a  $3,000,000  factory  for  the 
spinning  and  twisting  of  flax.  The 
erection  of  the  factory  will  be  begun 
early    in   the   fall. 

Mrs.  J.  H.  Grant,  wife  of  'Tony' 
Grant,  ex-president  of  the  Ontario  Com- 

mercial Travellers'  Association,  and  dis- 
trict traveller  of  the  Greenshields  Co., 

Montreal,  died  on  June  24  of  injuries  re- 
ceived in  a  motor  accident  near  Sarnia. 

John  B.  Payne  died  June  29th  at  his 
home  in  Port  Dover.  He  was  head  of 
the  John  B.  Payne  Dyestuffs  Company, 

of  Toronto,  and  during  the  war  was  in- 
strumental in  placing  on  the  market 

dye,  which  was  very  hard  to  obtain,  as 
most  of  it  came  from  Germany. 

Selby  Nicol,  a  department  manager 
for  the  T.  Eaton  Company  for  many 
years,  was  drowned  in  Lake  Rosseau, 

Ont.,  June  30.  Mr.  Nicol  had  left  To- 
ronto to  spend  holidays  in  Muskoka  for 

the  benefit  of  his  health.  Many  friends 

paid  tribute  to  his  fine  Christian  char- 
acter, and  to  the  high  ideals  which  were 

manifested   in    his   zealous   work. 

A  business  transfer  of  much  interest  to 

Victoria,  B.  C,  was  the  recent  purchase 

of  Gordon's  Limited  by  Messrs.  Ballard 
and  Gamlen.  The  former  was  manager 

of  the  Gordon  Company  and  the  latter 
was  secretary-treasurer.  The  new  firm 
will  continue  the  business  with  the  same 

policy  which  proved  so  successful  dur- 
ing their  connection  with  the  old  firm. 

No  changes  have  been  made  in  the  staff. 



Dry  Goods  He  view. MILLINERY 7L 

Fall  Millinery  to  Abound  in  Color 
So  Surely  as  Daylight  Follows  the  Dawn,  Purple  Follows   Grey — Regular   Lines  to   be  Fol- 

lowed in  Fall  Models — Duvenor  the  Newest  Fabric — Ostrich  to  be  One  of  the  Big 
Features. 

1 ^E  PURPLES  have  it!"  The  New York  designer  who  foretold  that 
the  millinery  season  this  fall 

would  abound  in  the  color  of  kings,  was 
right.  Every  shade  from  the  reddish 
purples  to  the  cinnamon  pinks  will  be 

seen  on  next  season's  chapeaux.  The 
most  prominent  shade  of  the  whole  range 
is  known  as  Violine,  a  purple  which  adds 
a  youthful  charm  to  age  and  glorifies 
the    girlish    faces. 

It  seems  that  this  faculty  of  color 
prophecying  can  be  easily  acquired.  Cer- 

tain colors  always  follow  each  other  in 
the  kingdom  of  fashion.  Those  who  have 
watched  the  trend  of  styles  say  that 
purple  has  ever  been  the  tardy  sister 
of  grey.  This  does  not  mean  that  the 
greys  of  the  spring  will  fade  immedi- 

ately into  the  glorious  past.  They  will, 
so  to  speak,  be  seen  but  not  heard  of 
very  much,  while  the  purples  will  be 
worn  on  every  occasion  and  in  all  kinds 
of  hats. 

Lines  Of  Hats  More  Regular 

Toronto  milliners  who  have  just  re- 
turned from  New  York  were  impressed 

by  the  change  in  outlines  of  the  fall 

hats.  Except  for  sport's  wear,  there  is 
none  of  that  soft,  indefinite  outline 
which  has  been  seen  to  such  an  extent 
for  the  last  two  seasons.  The  dress  hats 
especially  are  built  on  very  regular 
lines.  j 

Large  hats  are  expected  to  sell  next 
season  in  the  metropolis,  but  Canadian 
milliners  hesitate  about  bringing  them 
over  here.  As  soon  as  the  fur  coats  ap- 

pear women  want  small  and  medium 
sized  shapes. 
Chapeaux  with  a  tricorne  tendency, 

will  be  very  goodi  and  a  small  brimmed 
boat-shaped  hat  is  also  being  intro- 
duced. 

Duvenor  the  Newest  Fabric 

The  material  which  will  be  used  on  the 
best  hats  this  fall  is  known  as  duvenor. 
It  is  a  fine  silky  plush  material  which 
lends  itself  to  the  most  intricate  shapes. 
The  colors  are  delighting  Toronto  mil- 

liners because  of  their  range  and  rich 
charm.  The  Gage  hats  now  on  display 
are  said  tc  favor  this  material  partic- 
ularly. 

It  will  not  be  possible  to  use  duvenor 
on  even  the  medium  priced  hats  to  any 
great  extent  because  of  its  high  price. 
It  costs  $2.10  a  yard  wholesale  in  New 
York  and  when  laid  down  in  Canadian 
towns  it  will  be  nearly  $4.50  per  yard. 

Felt  and   Leather  Hats   Good 
French  felt  hats  in  large  and  small 

brims  are  shown  in  all  shades,  flame, 
sage  and  cyclamen  (  a  pinkish  mauve  ) 
predominating. 

Leather  is   gaining   favor   slowly   but 

surely  and  is  used  in  combination  with 
fabrics.  Leather  hats  are  particularly 
suited  to  the  fall  golfing  season  when 
rains  are  to  be  reckoned  with.  Chamois- 
ine,  a  new  French  fabric,  which  is  made 
to  imitate  suede  or  chamois  will  be  used 
for  leather  trimmings. 

Ostrich  to  be  a  Big  Feature 

Metallized  plumage  of  every  descrip- 
tion is  promised,  with  ostrich  strongest 

of  all.  It  will  usually  be  glycerined  with 
the  tips  dipped  in  silver  or  gold.  Hackle 
both  metallized  and  glycerined  will  be 
worn. 

In  spite  of  the  great  vogue  for  laces 
last  spring,  the  early  fall  models  are 
trimmed  with  it.  Chantilly  lace  is  used 
most  of  all  and  hangs  about  one  inch  or 
so  over  the  brim  in  imitation  of  the 
latest  Paris  fad  in  veils. 

All  sorts  of  pompons  are  being  made 
for  trimmings,  stipa  grass,  Spanish  coq 
and  transparent  marabout  are  very  ef- 

fective as  cockades  or  the  high  front 
trims. 

All    Black      and      all    Navy      for      Early 

September 

The  Parisienne's  craze  for  black  has 
already  reached  this  country.  Late  Aug- 

ust and  early  September  days  will  find 
Miss  Canada  in  a  demure  black  or  navy 
hat.  Sometimes  a  touch  of  white  will  be 
added  ana  now,  and  then,  silver.  Fifth 
Avenue  milliners  say  that  a  little  later 
the  smart  new  colors  will  be  used  as 

fringes  and  trimmings  for  black. 

Seasonable  Merchandise 

It  is  said  that  in  order  to  do  business 
now  in  the  retail  shops,  it  is  necessary 
to  turn  the  stock  over  every  week  and, 
to  do  this,  the  shops  must  show  only  sea- 

sonable merchandise.  It  is  the  hat  which 

can  be  put  on  immediately  that  is  being- 
bought,  and  no  longer  does  the  woman 
buy  hats  and  put  them  away  for  later 
on  in  the  season.  This  accounts  for  the 
orders  on  immediate  merchandise  that 
are  being  placed:  buyers  prefer  to  buy 
the  merchandise  as  they  need  it,  and 
place  orders  every  few  weeks. 

This  method  of  placing  orders  is  quite 
the  best  thing  that  can  happen,  it  is  said, 
and  the  comment  is  that  buyers  have 
never  had  their  stocks  as  clean  as  they 
are  now. 

BEGAN    BEFORE    CONFEDERATION 

(Continued  from  page  69.) 

This  departure  has  proved  to  be  one 
of  the  most  important  improvements 
that  the  firm  has  yet  inaugurated  and 
is  thronged  at  meal  times  by  appre- 

ciative employees.  A  large  and  hand- 
somely appointed  hall,  located  over  the 

store's  wholesale  offices  is  used  for  the 

purpose  and  is  effectively  finished  in 
buff  and  fumed  oak.  Small  tables  seat- 

ing four  to  six  persons  are  scattered 
about  the  floor  and  just  outside  is  found 
the  compact  little  kitchenette  in  charge 

of  the  store's  superintendent  of  "Per- 
sonnel," Miss  Berwick,  who  fulfils  the 

duties  of  Welfare  worker  and  Matron. 
The  firm  provides,  tea,  coffee,  milk  and 
sugar  gratis  and  supplies  a  wide  choice 
of  light  refreshments  at  bare  cost  price. 
Service  is  maintained  in  Cafeteria  style. 
Adjoining  the  dining  room  is  a  large 
and  luxuriously  furnished  rest  room  for 
the  lady  employees,  which  is  equipped 
with  writing  materials,  current  mag- 

azines and  the  daily  newspapers.  Com- 
fortable easy  chairs  and  a  lounge  are 

provided  so  that  a  girl  may  pass  her 
spare  minutes  most  happily  amid  relax- 

ing surroundings.  Miss  Berwick  is  pre- 
pared to  render  first  aid  to  any  of  the 

Staff,  or  to  assist  customers  as  well,  if 
an  emergency  arises.  Members  of  the 
Staff  are  permitted  to  take  first  aid 
lessons  from  her  if  they  desire,  and  this 
idea  has  been  taken  up  with  enthusiasm. 
The  supervisor  also  has  charge  of  visit- 

ing the  sick  amoung  the  Staff,  taking 
them  dainties  and  reporting  any  change 

in  the  invalid's  condition  to  the  head office. 

Conferences  between  heads  of  depart- 
ments are  frequently  held  during  which 

problems  are  discussed  and  discussions 
take  place,  with  the  idea  of  bettering  the 
service  rendered.  Suggestions  are  asked 
for  at  all  times  by  the  heads,  who  feel 
that  in  this  way  valuable  co-operation  is 
often  lost,  were  such  to  be  disregarded. 

Explanation  of  Success 

In  all  these  ways  the  firm  of  Man- 
chester, Robertson,  Allison,  Limited  en- 
deavors to  bear  out  its  policy  of  keep- 

ing abreast  of  the  times  and  adapting 
itself  to  meet  constantly  changing  con- 

ditions. One  of  the  store's  most  recent 
advertisements  embodied  the  following 
brief  sermonette  on  the  subject  of 
enthusiasm  which  is  without  any  doubt 
the  true  explanation  of  the  remarkable 
achievement  recorded  of  the  firm. 

Enthusiasm 

"Great  achievements  are  seldom  if 
ever  possible  without  enthusiasm.  It  is 
the  spark  of  enthusiasm  which  conquers 
obstacles  and  multiplies  an  individual  or 

institution's  power  to  attain  its  purpose 
and  ideals.  The  spirit  which  animates 
this  organization  is  enthusiasm — a  keen 
appreciation  of  the  joy  of  rendering  a 

helpful  service  to  the  community."   ♦   

The  employees  of  the  Stanley  Mills, 
Hamilton,  and  those  of  the  Arcade,  Ltd., 

were  among  the  many  crowds  of  pick- 
nickers   at  Wabasso   Park. 
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'HE  firm  of  Gage  Brothers  6?  Company  was  brought  into 
JL  existence  sixty-five  years  ago  because  of  an  expressed  need 

on  the  part  of  the  American  Woman  for  appropriate  styles  in 
artistic  head  wear.  After  a  lapse  of  more  than  three  score  years 
the  demand  for  our  product,  which  is  not  only  nation  wide,  but 
also  world  wide,  is  evidence  of  the  reality  of  that  need  and  of 

our  success  in  supplying  it.  Q  We  solicit  your  patronage,  prom- 
ising in  advance  a  sincere  effort  to  render  an  effective  service. 
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Hit  Your  Mark 

this  Autumn 

Bigger  Sales  Volume 
More  Turnover 

Baker  Hats 

are  always  the   merchandise  of 
the  moment 

Exhibiting  for  Fall 

Women's  and  Misses'  Hats 
of  exceptional  value  and  style 

■  You  are  cordially  invited  to  visit 
our  Showrooms.  Our  Fall  range 
is  ready  now  and  is  sure  to  interest 

you. 
Don't  hesitate  to  ask  our  Mail 

Order  Department  to  select  your 
requirements. 

Velours 
Felts 

Velvets 
Plushes 

Beavers,  Etc. 
Distinctive 
Trimmings 

in  wide  range 

'O 

f 

Toronto  Hat  Company  Ltd 

x 
o 

% 
Q 
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Manufacturers  to  the  trade 

76  WELLINGTON  ST.  W.,  TORONTO,  ONTARIO 

Branch: 

Citizen   Building 
Ottawa 

J.  A.  AYEARST Kll 

Branch: 

Hammond  Block Winnipeg 

I.  G.  MARTIN 
<—  op 

O*,0  9 



MILLINERY 

Dry  Goods  Re-">e 

Milli mery 
for 

Autumn 

Formal  Opening 

Monday  29  th  August 

ana  following  days. 

ADVANCE  SHOWING 

MODEL   HATS 
Commencing 

Monday,  8tk  August 

INSPECTION  BY  THE  TRADE 

CORDIALLY  INVITED 

G.  GOULDING  &  SONS 

Winnipeg 

66   King  Street 

55    Wellington  St.  West,  Toronto 

Ottawa 

236-237  Jackson  Bldg. 

Hamilton 

28M  Join  St.  N. 
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■"  INGERSOLL-KNIT 
9J 

Stores  that  DISPLAY  them  SELL  them 

iSW^STtj- 

Not  the  ordinary  Kind 
of 

WASH  CLOTHS 

as  your  Customers  soon 
discover 

The  so-called  "rough  '  side  of  the  Cloth  is  de- 
lightfully soft  and  velvety  to  the  touch;  the 

other  side  is  perfectly  smooth  for  super-sensi- 
tive skins. 

A  NEW  INGERSOLL  WASH  CLOTH  with 
the  "rough"  finish  on  both  sides,  is  especially 
soft,  spongy  and  absorbent.  See  this  new  idea 
in  Wash  Cloths! 

The  INGERSOLL  texture,  made  with  a  spe- 
cial process,  is  just  the  right  weight — not  too 

thick  for  poking  into  small  corners  and  not 
too  thin  to  absorb  freely. 

Sell  a  customer  an  INGERSOLL  Wash  Cloth 
and  you  have  started  him  off  on  a  life-long 
habit. 

Beautifully  embroidered  edgings  in  Gold,  Blue, 
Pink.  Lavender,  etc.  They  make  a  most  attrac- 

tive display  and  bring  ready  sales. 

Wide  range  also  of  attractive 

"Jngersoll-Knit " TOWELS BIBS 

INGERSOLL  KNITTING  CO 
Ingersoll,  Ont. 
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The  Fall  Outlook  in  Knitted  Goods 
Belief  That  Stability  Has  Been  Reached  in  Woolens — Women's  Wool  Sweaters  Sell  Well  But 

Falling  off  in  Silks  —  Hosien-  Manufacturers  Optimistic  —  Fall    Plac- 
"T 

HE  consensus  of  opinion  among 
manufacturers  and  wholesalers  in 

Ontario,  is  that  a  certain  amount 
of  stability  has  now  been  reached  in  the 
woollen  market.  If  there  is  any  drop 
in  prices  it  will  be  only  temporary.  The 
country  is  now  short  six  months  yardage 
of  wool,  that  is,  short  the  amount 
needed  for  normal  consumption.  Of 
course  the  wholesale  houses  are  holding 
large  stocks  in  a  great  many  cases  but  if 
a  fall  rush  comes,  these  will  soon  be  de- 

pleted. Most  dealers  are  willing  to  dis- 
pose of  their  merchandise  at  greatly  re- 

duced prices,  so  that  they  will  have  room 
for  fall  lines  by  the  beginning  of  August. 
The  fate  of  all  lies  with  the  consumer 
after  this  is  done.  When  people  have 
been  completely  converted  to  the  idea 
that  prices  are  as  low  as  they  should 
be  for  the  present,  business  will  get  back 
to  normal  but  not  before.  In  the  mean- 

time many  woollen  mills  are  keeping 
their  mills  up  to  full  strength  and  run- 

ning even  at  a  loss,  so  great  is  their 

faith  in  the  public's  change  of  attitude 
when  fall  buying  commences.  One  man 
says  that  he  is  expecting  very  large  or- 

ders for  August  because  he  believes  that 
the  time  has  come  when  people  cannot 
do  without  their  woollen  fabrics  any 
longer.  Another  is  of  the  opinion  that 
much   of   the   delay   on   the   part   of   re- 

ings  on  Bathing  Suits. 

tailers  in  placing,  is  the  result  of  the 
mild  winter  of  last  year.  They  take  it 
for  granted  that  because  they  could  not 
get  rid  of  their  stocks  last  season,  that 

the  same  will  happen  again.  "What  we 
need"  says  one  manufacturer,  "is  a 
sharp  winter  to  make  us  all  realize  that 
it  is  not  business  which  is  dead  but  we 

ourselves.  Take  for  example  lumbei-- 
men's  socks.  There  was  so  little  lumber- 

ing done  last  winter  that  there  was  no 
demand  for  these.  Retailers  are  con- 

sequently not  placing  orders  for  next 
season.  If  the  lumbering  trade  improves, 

there  will  be  a  scarcity  of  the  socks  re- 

quired." 

Business     in  Women's  Sweaters 

No  one  has  any  complaint  to  make 

with  regard  to  the  sale  of  women's  wool 
sweaters.  The  lighter  weight  ones  ,.have 
sold  remarkably  well  particularly  in 
bright  colors.  In  silk  sweaters  however, 
there  have  been  many  disappointments 
for  both  wholesale  and  retail  houses. 

People  will  not  pay  fifteen  dollars  this 
year.  The  silk  ones  which  have  sold 
best  have  been  the  navy  blues  and 
blacks. 

It  is  expected  that  the  heather  mixture 
sweaters  will  be  the  best  sellers  for  fall 

both  in  silk  and  wool.  They  will  be  re- 
ceived well  as  they  are  a  pleasant  change 

from  the  brilliant  hued  summer  sweaters 

and  are  very  chic  with  checked  and  strip- 
ed sport  skirts. 

One  Toronto  firm  is  making  up  some 

very  attractive  models  in  crocheted 
work.  They  expect  that  there  will  be 
brisk  business  in  the  late  summer  and 
early  fall  and  are  stocking  heavily  in 
crochet  silks  and  wools. Hosiery 

Hosiery  manufacturers  are  more  opti- 
mistic than  most  knitted  goods  firms  be- 

cause the  demand  is  very  satisfactory.  In 
fact  business  in  this  line  is  even  better 
than  it  was  in  the  spring.  People  have 
now  discovered  that  it  is  poor  economy 

to  buy  the  cheapest  grades  of  hose  and 
consequently  mills  are  now  not  making 
up  lines  which  give  little  or  no  profit. 
The  demand  for  stockings  which  retail 
at  twenty-five  cents  is  very  light  and 
orders  are  increasing  for  fifty-cent  lines. 

Several  manufacturers  have  reduced 
their  hosiery  to  1914  prices  and  feel 

that  this  move  is  responsible  for  the  im- 

petus given  their  business.  Silk  stock- 
ings especially  have  picked  up.  The  full- 

fashioned  hose  are  looked  for  more  and 

more  by  those  who  want  good  footwear. 
One  man  carries  a  line  made  in  Ontario 

which  he  has  proved  to  American  deal- 

continued    on    Page    155) 

//.  this  o<  iginal  display  an  actual  tank  of  water  was  used    while  an  electric  fan  kept  the  leaves  in  motion  all  the  time 
It  was  used  by  Johnstone,  Walker  Ltd.,  of  Edmonton. 
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Men's  H alf  Hose 

Ladies'  h 

ose. 

Size   of   Shoes s ize   of   Hose Size 
of   Shoes. Size  of   Hose. 

5  to     6 - 

9y2 

1 to  2 - 8 
6  to     7 - 

10 

21/2 

to  3 - 

8 1/2 

7  to     8 - 

10i/2 

31/2 

to  41/2 
- 9 

8  to     9 - 11 5 

to  51/2 

- 

91/2 

9  to   10 - 

m/2 

6 
to  6 1/2 

- 

10 

Child ren's  Hose 

A| 

'C 

Size 
of  Shoes. 

Size  of  Hose. 

3  m 
ths _ - 2 - 4 

6 << 
.    - 

- 3 - 

41/2 

1       ' 

to 

H/2 

years 

-    - 2  to 3 - 5 
2 

<< 

2V2 

<• - 

-       4    " 

5 - 

51/2 

21/2 

<< 3 << - 

6    " 

7 - 6 
4 << 5 

<< 

- 

-       8    " 

9 - 

6 1/2 

6 

<< 

7 << _ 

-     10    " 

11 - 7 
8 << 9 a - 

-     12    " 

13 - 

71/2 

10 << 11 n - 

1     " 

H/2 

- 8 
12 (< 

13 
tl - 

2    " 

3 - 

*  1/2 

These  sizes  apply 

.   

to  Cotton, Lisle   and 
Silks. Add  half  size 

1  for  Cashm 
ere 

and   Wcol. 

Full  Fashioned  Hosiery  is  Scarce 
Demand  for  Heather  Mixtures  Still  Strong— Darker  Shades  Are    in    Demand — Scarcity  of 

Long  Staple  Yarns — Many  Canadian  Mills  Are  Sold  Up  for    Four   Months — De- 
mand for  Men's  Fancy  Hosiery. 

Fancy  hosiery  is  assured  throughout 

the  coming  season,  according  to  sev- 
eral leading  Canadian  manufactur- 

ers this  month.  Notwithstanding  rumors 
that  the  consumer  had  grown  tired  of 
heather  mixtures,  and  fancy  ribs,  orders 
placed  indicate  that  buyers  have  every 
confidence  in  the  continued  demand  by 

women  in  these  lines,  both  in  silk,  cash- 
mere and  light  weight  wools.  Com- 

menting upon  present  and  future  hosiery 
colour  tendencies,  hosiery  selling  agents 
who  have  been  interrogated  upon  the  sub- 

ject are  of  the  opinion  that  Cordovan  will 
be  the  leader  in  point  of  popularity  for 

early  fall  wear.  "Color  tendencies  of 
the  past  six  months  have  run  to  the  ex- 

tremes," said  one  agent,  "early  in  the 
spring  the  big  seller  was  gray,  now  it  is 
light  tan  or  Russian  calf,  with  white,  of 
course,  but  today  practically  every  buyer 
who  anticipates  his  requirements  for  a 

few  months  is  buying  hosiery  of  the  dark- 
er shades  of  brown,  on  the  assumption 

that  the  present  shades  will  be  short  liv- 
ed. Buyers  are  becoming  exceptionally 

cautious  regarding  placing  of  late,  and 

despite  repeated  warning  by  the  whole- 
saler, they  are  unwilling  to  commit  them- 
selves for  more  than  the  smallest  quanti- 
ties. Manufacturers  are  consequently 

not  creating  any  reserve  and  are  quickly 
sold  out  of  the  popular  shades,  both  in 
hosiery  as  well  as  in  gloves.  In  fact 
they  are  emphasizing  the  importance  of 
heeding  all  advice  or  warning  given  out 
by  the  makers  from  time  to  time,  as  in  no 
other  commodity  is  there  more  scarcity 
and  uncertainty  than  in  the  knit  goods 
lines.  Now  that  the  better  grades  of 
seamless  and  full  fashioned  hosiery  are 

practically  off  the  market,  due  to  condit- 
ions in  the  American  industry,  and  the 

closing  down  of  many  mills,  the  question 
of  early  placing  of  orders  cannot  be  too 
strongly  emphasized. 

This  abnormal  state  of  affairs  has  giv- 
en rise  to  a  better  demand  for  a  good 

seamless  stocking,  but  much  care  must 

be  exercised  lest  mediocre  grades  pre- 
judice customers  unfavorably  to  the  ulti- 

mate harm  of  the  hosiery  department. 

Silken  Hose  Only  Selling 

Cotton  hosiery  sales  are  quiet  at  pre- 
sent, owing  to  the  pronounced  demand 

for  artificial  silk  and  thread  varieties, 
which  seem  increasingly  popular.  For 
winter  and  early  spring  the  makers  pre- 

dict that  coarse  heathers  will  not  be  so 
good  as  the  fine  wools  in  plain  browns, 
either  ribbed  or  plain.  Lovat  shades 
and  heather  mixtures  will  continue,  how- 

ever, in  the  lighter  weights  of  wool.  In 
silks,  chestnut  brown,  mid  brown  and 
black  will  be  favorites,  with  clocking  or 

plain. 

In  the  pure  thread  and  Italian  silks 
the  range  of  novelties  is  especially  good, 

including  Richelieu  ribs,  vertical  Jac- 
quard  stripes  and  chiffon  weaves  in 
plain  and  fancy  effects.  The  vogue 
for  the  satin  striping  is  growing,  and  no 
daintier  style  has  appeared  for  some 
time.  The  gauzy  appearance  of  chiffon 
hosiery  is  especially  popular. 
From  reliable  authority  comes  the  word 

that  long  staple  yarns  are  becoming  ex- 
tremely scarce,  and  this  will  mean  that 

prices  for  fine  grade  hosiery  will  go  up 

for  spring.  There  seems  to  be  an  in- 
exhaustible market  for  sub-standards  at 

the  present,  and  unless  conditions  im- 
prove in  some  way,  these  will  gradually 

take  a  permanent  place  in  the  hosiery 
department  to  the  detriment  of  future 
business.  A  year  ago  there  were  no 
sub-standards  on  the  markets,  all  grades 
being  termed  seconds,  but  with  the  care- 

ful classification  of  the  grades  into  three 

divisions,  sub-standards  have  come  to 
denote  those  lines  showing  an  almost  in- 

visible 'mender'  on  a  part  of  the  hose 
where  it  will  never  show. 

Canadian  Mills  Sold  Up 

At  the  present  time  most  of  the  hos- 
iery mills  are  sold  up  for  four  months 

ahead,  and  there  is  no  reason  to  believe 

that  prices  will  be  lower  for  spring.  Re- 
tailers who  are  satisfied  to  take  a  chance 

on  continued  quantities  of  distress  mer- 
chandise run  considerable  risk  of  being 

disappointed.  Even  though  some  stocks 
were  carried  over  from  last  season,  that 
is  far  from  being  an  indication  of  future 
developments.  English  goods  will  bo 

completely  absorbed  by  continental  de- 
mand once  the  latter's  economic  position 

improves,  and  the  probabilities  are  that 
such  an  event  is  not  far  distant. 

Fashionable  Color  Mixtures 

The  retailer  who  does  place  his  orders, 
furthermore,  must  remember  that  at 
least  three  weeks  are  required  for  de- 

livery for  present  requirements.  When 
spring  samples  are  shown  in  August,  or- 

ders will  be  accepted  by  the  manufac- 
turers for  delivery  in  December.  The 

makers  are  endeavoring  to  anticipate 
any  marked  changes  in  fashion  in  hos- 

iery, and  will  have  a  reasonable  supply 
of  the  wanted  shades.  The  fibre  and 

pure  silk  mixtures  promise  an  extraor- 
dinary vogue  during  the  fall  and  winter 

in  fancy  and  plain  weaves.  Among  the 
mixed  colorings  for  next  season  are  pre- 

dicted the  following:  navy  blue  and  myr- 
tle, navy  and  national  blue,  cordovan  and 

tan,  tan  and  green,  grey  and  silver,  and 
black  and  white,  all  in  shot  effects  with 

a  high  finish. 
Men's  Fancy  Hose  in  Demand 

A  great  demand  is  also  prophesied  for 

men's  fancy  hosiery,  and  many  new  de- 
signs are  being  originated  at  present  in 

anticipation.  All  the  leading  styles  in 

women's  lines  will  be  duplicated  by  Can- 
adian manufacturers  in  men's  hosiery. 

Taking  into  consideration  the  increase  in 
the  raw  material,  artificial  and  mercer- 

ized, and  the  prevailing  shortage  in  full 
fashioned  hosiery,  the  retail  trade  will 
be  well  advised  to  buy  a  good  proportion 
cf  spring  requirements  at  once,  and  to 
put  full  confidence  in  the  announcements 
from  the  mills.  To  delay  in  the  hope  of 
more  favorable  developments  will  spell 
disappointment  and  annoyance  in  the 
end. 
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Have  you  seen  the 

Feather  Edge"? 

** 

A  SPECIAL  BURRITT  FEATURE 

Illustrated  is  a  Burritt  Sweater  of  fine  White  Wool, 
with  interlacings  of  orange,  showing  the  special  Burritt 

"Feather  Edge"  on  the  Tuxedo  Collar  and  the  Cuffs. 
This  unusual  effect  is  practical  as  well  as  pretty,  for 
dampness,  steam  or  heat  will  not  destroy  its  original 

appearance. 
This  trimming  is  employed  on  many  of  the  Burritt 

Sweaters  with  most  attractive  and  pleasing  effect.  Re- 
peats in  great  numbers  speak  for  their  popularity. 

Burritt  Sweaters  are  made  in  an  extensive  variety  of 
styles  in  smartest  colorings. 

OTHER     BURRITT    LINES: 

Men's  Heather  Jackets.      Boys'  two-piece  Jersey  Suits. 

Children's!  three-piece  Knitted  Pullover  Suits. 

A.  BURRITT  &  CO. 
Mitchell,       Ont. 

uiiiiiii.il 

Attract  the  Best  Custom 
You  want  the  best  custom  in  town. 

To  get  it,  you  must  carry  goods  to  satisfy  discrimin- 
ating taste. 

Circle-Bar  Hosiery  helps  you  to  get  the  custom  you 
seek  because  it  makes  an  unfailing  appeal  to  particu- 

lar people,  with  its 

TAPERING  TOE— for  fit  and  comfort. 
EXTRA  HEEL  DEPTH— for  fit  over  instep 
NARROWED  ANKLE— for  shapeliness. 
ELASTIC  TOP— for  comfort. 
SUPERIOR  QUALITY— for  style  and  wear. 
REINFORCED  FEET— for  durability. 
You  can  establish  a  permanent  high  class  hosiery  trade  on 

Circle-Bar  Hosiery  for  men,  women  and  children. 

All  styles  in  silk,  wool,  mercerized,  lisle,  cotton. 

Our  representative  will  call,  or  write  direct  to: 

CLE-BAR  KNITTING  CO.  Limited HOSIERY. 
Head  Office:  Kincardine,  Ont. Mills  at  Kincardine  and  Owen  Sound. 
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Conforming 
to  the  Contour  of  the  Foot 

from  the  shaping  of  the  toe  to  the  finishing  of  the  top, 
Burritt  Worsted  Hosiery  gives  the  maximum  of  com- 

fort and  good  looks.  The  shapely  lines  of  the  arch  and 
the  close-fitting  ankle  are  skilfully  fashioned  to  give  a 
perfect  fit  and  sturdy  resistance  to  strain  and  wear.  It 
is  the  fashionable  Hose  for  the  smart  low  shoe. 

BURRITT      HOSIERY      LINES: 

Worsted  Ribbed  Hosiery  for  Ladies. 
Cashmere,  made  of  pure  Botany  Wool, 
plain  and  ribbed,  for  Ladies. 
All  colors,  and  Heather  Mixtures. 

Silk  Hosiery  of  finest  texture     -     Lisle  Hosiery 

Men's  Worsted  Half  Hose,  ribbed  and  plain. 
Boys'  Worsted  Golf  Stockings,  fancy  and 
plain  tops. 

Boys'  Worsted  Ribbed  Hosiery. 
Children's  Worsted  Ribbed  Hosiery at  all  prices. 

Complete  Stocks  always  on  hand!  for 
your  convenience.     Now  is  the  time  to 
sort  up  and  send  in  your  orders! 

A.  BURRITT  &  CO. 
Mitchell,      Ont. 

A  Leader  for  your 

Fall  Trade   
The  dainty  softness  and  "cute"  design  of  this  baby 
jacket — something  every  mother  appreciates — 
have  made  it  a  wonderfully  popular  seller. 

PRISCILLA  QUALITY 

Children's  Woollies 
have  proved  easy  and  quick  sellers  because  of  the 

uniformly  high  quality  of  materials  used  and  dis- 
tinctiveness of  design.  They  comprise  a  full  line 

of  woollen  garments  for  infants  and  small  chil- 
dren. 

An  advertising  campaign  to  acquaint  mothers  still 
further  with  Priscilla  quality  goods  is  being  planned 
for  this  Fall.     Get  in  line  now. 

HENRY   DAVIS   & CO.,  LTD. 
TORONTO 

259  Spadina  Ave 
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Fast  Movers  in  Underwear 
N.S.  and  EUREKA  BRANDS 

/or    MEN 
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The  Underwear  of  Durability 

For  many  years  Men's  Heavy 
Underwear  made  by  us  has  prov- 

ed its  durability  and  comfort  — 
thus  insuring  ready  sale. 

We  take  pleasure  in  announc- 
ing that  our  lines  from  now  on 

will  be  sold  under  the 

Your  Wholesaler  Will  Supply  You 

Almonte  Knitting  Cov  Ltd 
Almonte,  Ont. 
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Wouldn't  it 

"Quality 
that  will 

Re-sell" 

be  good  business  to  concentrate  on  a  line 

that  meets  your  requirements  completely, 

in  price,  quality  and  style? 

M a n y  far-sighted  Merchants  are  doing 

that  very  thing  with  our  lines  of-- 

Jerseys 

For  Men  and  Boys 

Pullover,  Dome  or  V  Neck 

Knitted  Suits 
For  Children 

They  are  complete  in  every  detail  and 

All  Wool  in  every  thread. 

If  you  concentrate  on  these  lines  you  will 

be  able  to  meet  every  demand  of  your 

customers  and  every  sale  will  mean  a  sat- 

isfactory profit  to  you. 

All  indications  point  to  the  impossibility 

of  lower  prices.  With  prices  at  rock  bot- 
tom the  wise  merchant  will  order  NOW 

to  make  sure  of  prompt  fall  delivery. 

JERSEYS,  LIMITED 

455  KING  ST.  WEST TORONTO 
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OY.  BRAND  &> OTTAWA   VALIEY  Al?i<l"**" 

Puce UJoai Undecweav 

Five  Features  that  make 

VELVOKNIT  UNDERWEAR 

Easy  to  sell 
1.  Roomy  and  Elastic  fit. 
2.  Flat  Locked  Seams. 

3.  Inset  Military  Shoulder. 
4.  Superfine  Soft  Collarette. 
5.  Properly  made  Closed  Crotch  (Com- 

binations). 

Every  VELVOKNIT  garment  is  made  under 
manufacturing  standards  that  assure  satis- 

faction in  material  and  workmanship.  That's 
why  VELVOKNIT  is  guaranteed. 

u78&Xiitr  |8the  auperfine grade  of  O.V. Brand  Underwear 

Manufactured  by 

BATES  &  INNES,  LIMITED 
e  S.BATES  ACQ. 

33  St.  Nicholas  St. 
MONTREAL,QvL 

cWOW«ll.n«tonStE. 
TORONTO. O-t. 

Carleton  Place,  Oni. 

The  popular  demand 
of  the  Season 

calls  for  Cloths  ot  fancy  pat- 
terns—in distinctive  designs 

and  smart  color  combinations 

Plaids 

Checks 

Stripes,    <fc. 

SELLIHC   AGENTS 

WILSON,  ANGUS  &  DEWAR 
77  York  Street,  Toronto 

y 

tensive  range  of  beau- 
tiful lines— All  Wool 

— highest  quality. 

|  MITCHELL  WOOLLEN   CO. 
|  LIMITED 

MITCHELL,    ONTARIO 

^MIMIIIIIIIIillllMlllllllllMllMllllJUIIIIIIllllllin 

UNSHRINKABLE 

The  Underwear 

ihatOVerxtears    34 ATLANTIC  UNDERWEAR 
LIMITED 

MONCTON        -        -         N.B. 

E.  H.  Walsh  8b  Company 
Montreal  &  Toronto 

Selling  Agents  for  Quebec,  Ontario  and  Western  Provinces 
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NEW  FALL  KNITTED  GOODS 
For  High  Class  Trade 

For    Knitted  Goods  you  will  be  well  advised  to  see  our  new  samples  of 

TUXEDOES     SWEATERS     SHAWLS     SCARFS     and     CAPES 

in   100^   pure  wool  and  the  beautiful  and  exclusive  selection  of  designs 
in  the  Fainer  Line. 

The  Fainer  Knitting  Mills  Limited 
399  St.  Lawrence  Blvd.,  Montreal. 

Now 
Is  the 
Time  to  Buy 
Cotton 

Batting 
For  Your  Fall 

and  Winter  Trade 

Prices  are  at'   heir  Lowest  To-day Ask  Your  Wholesaler  for 
VICTORY 
NORTH  STAR 
CRESCENT 
PEARL 

MADE  IN  CANADA  By  THE  DOMINION  WADDING  COMPANY,  LIMITED,  MONTREAL 

Small  Size Batting WHITE  BEAR 
K.     P. Comforter  Size 

Batting 

^mTTmillllllllIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIinilll!llllllllllllllllllllllllllllllllllllllllllllllll!lllllllllll!lllllllllllllllllllllllll!£ 

I    ABERDEEN    GLOVE    1 
COMPANY,   LTD. 

70   CHAPEL  STREET.  ABERDEEN 
A.B.C.  CODE,  5th  EDITION        | 

Makers  of  the  1 

FAMED  ABERDEEN  GLOVE 

Specialties  :  § 

MEN'S.  LADIES'  AND  CHILDREN'S 
KNITTED  WOOLLEN  GLOVES.  GAUNTLETS,  etc. 

ESTABLISHED  1849 

BRADSTREET'S Offices    Throughout    the    Civilized    World 

OFFICES   IN   CANADA: 

JAMES  CROIL  &  SONS 
ST.  NICHOLAS  BLDCS. 

MONTREAL 

Agents  : ARCHIBALD  WRIGHT  &  CO. 
32  SILVESTER  WILLSON  BLDC. 

WINNIPEG 

--iiiimiiimiiiiiiimiiimiiiiiiiiiiiiiiii   iiiinimtiiim   milium   mi   i   iiiiiiiiiiiiimiiimm   liiimir- 

Calgary,  Alta. 
Edmonton,    Alta. 
Halifax,    N.S. 
London,  Ont. 

Sydney,  N.S. 

Ottawa,    Ont. 
St.  John  N.B. Vancouver.    B.C. 

Victoria,  B.C. 
Hamilton,  Ont., 

Montreal,   Que. 

Quebec,  Que. 
Toronto,    Ont. 
Winnipec,   Man. 

and  St.  John's,  Nfld. 
Reputation  gained  by   long  years  of  vigorous, 

conscientious  and  successful  work. 

JOHN  A.  THOMPSON,  General  Manager,  Western  Canada 

TORONTO,  ONTARIO 
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The  Mark  of  Fine  Merchandise 

"Viyella" 
(R< "A  z  a  " 
(Reg'd) 

(Reg'd) 

"Clydella" 
(Reg'd) 

Unshrinkable  Flannels 

If  you  already  handle  Viyella  and 
its  sister  fabrics,  you  will  have  re- 

marked   their  growing    popularity. 

If  you  do  not,  you  are  missing 
your  share  of  profitable  business  in 
these    cloths. 

Besides  being  essentially  suitable 
for  sport  skirts  and  blouses,  Viyella  is 
the  ideal  material  for  Day  and  Night 
wear  for  every  member  of  the  family 
particularly    the    baby. 

AUTUMN  PRICE  LIST    IS 

AVAILABLE   ON  REQUEST 

WM.  HOLLINS  &  CO.,  LTD. 
(of  England) 

62  Front  Street  W.,  Toronto 
45  E.  17th  Street,  New  York. 

Dexter 
COTTON 

Fi me 

Quality TIG.B.  Doxtor 

,  Fountfcrl620 

Broadly 

Advertised 
Needleworkers  know  Dexter  Cotton  Yarns  through  both 
present  advertising  and  a  century  of  fame ;  know  they  are 
made  of  long-fibred  cotton  ;  know  they  have  lustre,  laundering 
and  wearing  quality,  great  variety  of  uses,  real  economy — 
first  and  last — for  all  crocheting,  embroidering  and  knitting. 

Sales   offices   carrying    complete   assortments    are   located   at : 

881    Broadway,    New    York    City. 

50      Sansome   St.,   San    Francisco,   Calif. 
323    W.   Jackson    Blvd.,   Chicago,   III. 

220   Decatur  St.,    New   Orleans,    La. 
308    Jacobson    Bldg.,    Denver,    Colo. 

67  Chauncey    St.,    Boston,    Mass. 
201  No.  Liberty  St.,  Baltimore,  Md. 
505   New  Birks   Bldg.,  Montreal,   Canada. 

Write   today    for    our    new   illustrated    catalog   and    price    list. 

Dexter  Yam  Co. 
£pawlucl<el  JfJi  qS.A 
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Novelty  Handbags  Numerous  for  Fall 
Canadian  Manufacturers  Are  Placing  Lines  on  the  Market  That  Compare  Favorably  With 

Imported  Makes — Quality  and  Price  Range  is  Wide — Individuality  in   Mountings 
and  Linings — the  "Butterflv"  Bas. 

THE  shrewd  woman  is  she  who 

recognizes  the  wisdom  of  in- 
vesting sparingly  in  expensive 

clothes  and  the  absolute  necessity  of 
possessing  an  unlimited  variety  of 
smart  accessories  at  all  times.  This  is 
the  best  possible  advice  to  pass  along 

to  a  customer  who  is  economically  in- 
clined either  by  choice  or  necessity,  for 

a  suit  may  be  preserved  indefinitely  if 
its  lines  are  good,  and  made  to  appear 

of  the  current  season's  vintage  by  the 
careful  selection  of  plenty  of  smart  and 

up-to-the-minute  accessories  such  as 
hats,  gloves,  veils,  handbags,  neckwear 
or  handkerchiefs. 

Take  the  question  of  the  handbag  in 

particular.  Fashion  dictates  that  har- 
mony and  fitness  must  prevail  in  this 

particular  line  when  the  choice  of  a  bag 
is  made  to  accompany  any  costume. 
The  all  leather,  velvet  or  silk  bag  no 
:.r>i  ger  lead3  abo.';  all  Jtheis.  eliminat- 

ing the  fashion  for  a  certain  period. 
The  handbag  can  make  or  mar  the  toil- 

ette, according  as  it  is  selected,  and  the 
average  woman  nowadays  recognizes 
the  necessity  of  including  several  styles 
of  this  convenient  and  artistic  acces- 

sory, in  her  wardrobe.  No  matter 
whether  she  is  on  business  or  pleasure 
bent,  for  foimal  or  informal  o:;;:' i  )ns. 
to  combine  with  whatsoever  color  it 

ir;:y    b-3    deeri  ed    esseatia1.,    the    makers 

now  offer  a  range  which  is  all  inclusive, 
and  which  moreover  has  the  distinct  ad- 

vantage of  being  moderately  priced. 

Individuality   Governs   Choice 

The  general  demand  at  present  and 
for  the  coming  season  is  for  novelties, 
and  there  is  little  restriction  as  to  fa- 

bric or  style.  There  is  a  bag  nowadays 
for  the  oldest  member  of  the  family 
right  down  to  the  youngster  who  must 

needs    have   a   bag   "like  mother's." 
Apart  from  the  high  priced  mesh 

bags  in  gold  and  silver,  which  are  real- 
ly classed  among  jewellry  products  to- 

day, there  is  a  superb  range  of  novelty 
fabric  and  leather  styles  on  the  market, 
quite  equal  to  anything  imported  from 
France.  A  leading  Montreal  firm  ex- 

plained to  Dry  Goods  Review  that  de- 
signing and  creating  novelty  hand- 

bags had  so  far  progressed  that  Can- 
adian manufacturers  were  now  in  a  pos- 

ition to  offer  merchandise  fully  as  ar- 
tistic as  the  imported  products.  Women 

today  demand  something  different,  it 
was  pointed  out,  and,  consequently, 

handbags  are  being  made  in  an  exceed- 
ingly wide  range  of  qualities  and 

prices,  to  meet  this  universal  demand. 
Mountings  and  linings  show  the  most 
marked  individuality,  and  though  it 
seems  well  nigh  impossible  to  devise 
anything  novel,  yet  original  styles  are 
brought  out  almost  every  month. 

Among  the  novelties  introduced  by  a 
leading  Montreal  firm  are  bags  made 
of  chiffon  velvet,  silk  and  leather. 

Among  the  latter  class  the  new  'spider' leather  in  a  calf  finish  is  decidedly  at- 
tractive and  especially  so  in  the  smart- 

ly designed  Swagger  Bags  which  will 
probably  accompany  street  costumes. 
Moroccos,  seals  and  Persians  are  also 
shown  in  most  attractive  styles  in 
endless  variety.  These  are  fitted  in  the 
customary  manner,  and  are  provided 
with  exceptionally  rich  linings  of  var- 

ied colors  and  textures.  The  inside  sec- 
tions are  invariably  lined  in  dainty 

white  kid.  A  very  practical  feature 
which  will  undoubtedly  commend  itself 
to  women  in  general  is  the  fact  that 
the  coin  purse  is  attached  by  means  of 
a  ribbon  to  the  bag,  lessening  the  dan- 

ger of  loss. 
Tassels  Differently  Treated 

The  vogue  for  heavy  tassels  is  not  so 

pronounced  this  season,  but  when  em- 
ployed, these  tassels  are  treated  in  a 

different  manner  which  is  distinctly 
pleasing.  Small,  tassels  are  attached 
sometimes  to  the  cord  handle,  detract- 

ing from   the   severity   of  the   effect. 
The  colors  indicated  this  season  in- 

clude black,  navy,  brown  and  taupes  in 

the  silk  range,  while  in  the  leather  ef- 
fects, the  choice  is  practically  unlimit- 

Continu  d  on  Page  88. 

Morocco  Buy  with  plain  heavy 
gilt  frame. 

Butterfly  Bag  made  of  chiffon  vel- 
vet with  richly  colored  ornament. 

Chiffon   Velvet    bag   with   oxidized 
frame  of  unusual  pattern. 

These  are  shown  by  the  Federated      Leather  Goods  Co.  Ltd.  of  Montreal. 
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Good  Profits  in  a  Gift  Shop 
The  Giving  of  Gifts  Does  Not  Stop  After  Chris  tmas  so  Why  Stop  Catering  to  Purchasers  of 

Gifts? — Suggestions  for  Announcement       -  Seasonable  Merchandise    and    Proper 
Service. 

RETAILERS  all  over  the  United  States 
have  awakened  to  the  fact  that  the 
anniversary  is  one  of  the  greatest 

assets  they  have  at  their  command  for 
stimulating  sales  of  certain  types  of 
distinctive  merchandise.  They  realise 

that  the  birthday,  the  wedding-  and  the 
wedding  anniversary,  the  graduation 
day,  Christmas,  Easter  and  all  the 

average  person's  life  are  being  signal- 
other  important  red-letter  days  of  the 
ized  by  the  giving  of  remembrances, 

either  inexpensive  or  costly,  and  they 
have  asked  themselves  why  a  definite 
department  should  not  be  given  over 
to  the  goods  in  question,  so  that  in- 

stead of  having  to  hunt  vaguely  for 

"just  the  right  thing,"  a  customer 
might  more  conveniently  select  from  a 
wide  range  all  carefully  gathered  to- 

gether  in   one   special   location. 

The   Gift   Shops 

The  numberless  "gift  shops"  which 
rapidly  sprang  up  in  every  small  town 
and  large  city,  provided  the  necessary 
stimulus  to  create  a  similar  department 
within  the  large  store,  and  the  idea 
has  proved  to  be  most  successful. 
With  rare  exceptions,  the  gift  shop 
idea  has  not  been  featured  in  Canadian 
stores  to  any  extent,  probably  because 
the  merchant  feels  that  he  cannot  af- 

ford the  space  and  also  because  every 
department  is  really  a  gift  shop  in  a 
sense.      The    answer   to    that   view-point 

New  Parisian  veil  just  arrived  in  Tor- 
onto. It  hangs  just  over  the  hat  at 

front  and  back  and  falls  to  the  shoulders 
at  the  sides.  This  veil  comes  in  all  the 
new  shades,  including  pheasant,  rust 
and  jade,  with  chenille  spots  of  contras- 

ting colors. 
Shown  by  Thompson  Lace  and  Veiling 
Company,  Limited. 

is  that  a  gift  to.be  really  worth  while 
must  possess  individuality,  and  a  great 

part  of  that  self-same  characteristic  is 
attained  by  the  manner  in  which  it  is 
displayed.  Linen  napkins  may  be 
exquisitely  fine  and  snowy  white,  but  if 
they  are  merely  displayed  in  the  usual 
manner,  piled  in  half  dozens,  they  are 
just  napkins  to  the  average  woman.  But 
display  them  in  a  dainr.y  box,  tied  with 
satin  ribbon,  or  neatly  arranged  upon 
a  hardwood  table  to  show  the  monogram 
or  beautiful  pattern  of  the  fabric  and 

the  napkin  becomes  something  distinct- 
ive and  individual,  and  is  instantly  as- 

sociated in  the  mind  of  the  purchaser 
with  gift  possibilities.  All  classes  of 
merchandise,  expensive  tor  cheap,  can 
thus  be  invested  with  that  rare  and 

sought   for   thing — atmosphere. 

Publicity  an  Aid 

Seme  stores  have  foaud  that  the  plan 
of  assembling  a  quantity  of  such  gift 
merchandise  together  at  Christinas 
time  proves  unusually  successful  and 
they  feature  the  idea  annually,  yet  as 
soon  as  Christmas  is  over,  back  go  the 
various  lines  of  meichandise  to  tlrur 

respective  departments.  Why?  Because 
the  store  believes  that  the  time  for 

gift  giving  is  over  for  another  twelve 
months.  All  that  is  needed  to  correct 

this  impression  is  a  well-thought  out 
campaign  of  publicity  to  acquaint  cus- 

tomers with  the  locality  and  th^  nature 
of  the  Gift  Shop  in  the  store,  and  then 
painstaking  and  unceasing  attention  to 
the  department  itself. 

Suitable  merchandise  is  the  prime  es- 
sential to  the  successful  gift  section 

The  customer  who  has  in  mind  the  pur- 
chase of  a  gift  desires  to  find  that  rare 

object  which  will  express  her  own  per- 
sonality as  well  as  give  pleasure  to  the 

recipient.  Where  a  department  store  is 
concerned,  the  range  of  goods  displayed 

may  vary  in  price  from  the  trifling  nov- 

elty to  the  expensive  "objet  d'art,"  but 
in  the  case  of  smaller  stores,  the  bet- 

ter plan  is  to  concentrate  upon  the  less 
expensive  lines,  using  the  utmost  care 
and  judgment  in  their  selection  and  dis- 

p'ay,  emphasizing  goods  appropriate  to 
the  month  or  occasion  which  seems  most 

seasonable,  and  avoiding  as  far  as  pos- 
sible featuring  any  merchandise  which 

can  be  procured  anywhere  else  in  town. 

"What  Are  Gifts?" 
Keep  in  mind  constantly  the  query, 

'What  are  gifts?"  so  that  the  fatal 
error  of  including  staples  may  be 

avoided.  Under  the  head  of  gift  mer- 
chandise the  range  of  possibilities  is 

unlimited,  and  includes  the  following: 
hand    embroidered    and    stamped    fancy 

work,  sweaters  and  wools,  bead  novel- 
ties, cretonne  and  crepe-paper  novelties, 

place  cards,  score  cards,  bridge  sets, 

china,  candlesticks  and  brass  wear,  sil- 
ken underwear  and  accessories,  hand- 
bags of  all  sorts,  basketry,  pottery,  pic- 

tures, writing  accessories,  baby  things, 

linens,  lamp  shades,  perfumes,  dolls  and 

celluloid  toys  of  the  more  unusual 

types,  etc.  etc. 
The  children  should  not  be  over- 

looked especially  in  stocking  such  a  de- 
partment, for  their  birthdays  and  other 

festivals  demand  a  constant  supply  of 

pretty  trifles  which  any  store  can  easily supply. 

Personality  Behind  Sales 

The  buyer  and  the  staff  who  manage 

such  a  department  as  this  must  be  care- 
fully chosen,  for  service  is  perhaps  more 

critically  judged  in  this  connection  than 

anywhere  else  in  a  store.  The  sales- 
woman must  possess  personality  and  a 

keen  love  of  beautiful  objects,  she  must 

be  well  posted  on  what  is  new  and 
know  the  stock  thoroughly.  Customers 

need  much  advice  where  gifts  are  con- 
cerned and  are  often  helpless  when  it 

comes  to  a  final  selection.  Sympathetic 

'  and  interested  assistance  will  be  grate- 

fully appreciated  by  the  average  shop- 
per, who  is  searching  for  something 

which  will  be  correct  and  appreciated 
in  the  fullest  sense.  Salesmanship  in 

the  gift  section  is,  therefore,  necessarily 

of  the  highest  type  calling  for  a  know- 
ledge of  human  nature,  unfailing  cour- 

tesy   and    sympathy,    a    well    developed 

Our"Lit'le  Gift"  Shop 

Realizing  that  the  small 

g  ft,  so  olten  considered  im-  ̂  
portant,  is  the  d  fixruit  one  to 

i  find,  we  feel  that  it  wilt  be  a 

i  pleasant  little  »urpnse  to  you 

to  knowihat  we  have  opened 

"Little  Gift"  shop  corner  m  our  main  store. 

What    mote    fitting    time    to  start  thar 

just   at    Easter    when    one    often 
want    something    more    than    a 

card — something  small,  different 

and  dainty,  to  send  ones 
friends  at   home  or 

at  a  distance. 

Of  course  there  are  largrr  gifts  as 

well,  but  come  see  for  yourse.t. 

London  House 
(F.    W.  Darnel  &  G>  ) 

An  advertisement  or  the  London  House, 
St.  John,  N.  B.,  advertising  their  gift 
shop. 
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Mantilla  veil  just  received  from  Paris. 
The  long  ends  are  brought  to  the  front 
ind  tied,  so  as  to  form  a  scarf.  It  may 
also  be  worn  over  the  face  and  allowed 
to  flow  loosely  over  the  shoulders  and 
back.  Shown  by  the  Thompson  Lace  and 

1'eiling  Co.,  Toronto. 

GOOD  PROFITS  IN  GIFT  SHOPS 

(Continued  from  page  87) 
sense    of    artistic    values    and    consider- 

able   knowledge    of    display    and    handi- 
craft work. 

Having  demonstrations  of  handicrafts 
suitable  for  home-workers  is  an  unus- 

ually good  idea,  which  can  be  tried  out 
from  time  to  time  in  the  gift  shop.  Bead 

work,  crotchet,  basketry,  etc.,  are  es- 
pecially popular  diversions  at  the  sum- 

mer resorts  and  can  be  advantageously 
pushed  during  the  quieter  months  of 
July  and  August,  both  for  the  benefit 
of    stay-at-homes    and    vacationists. 

In  making  a  gift  shop  section  known 
to  the  public,  newspaper  advertising  and 
window  displays  must  be  consistently 

linked  together,  but  personal  announce- 
ment cards  mailed  to  regular  customers 

are  especially  helpful.  In  the  advertis- 
ing, keep  in  mind  the  different  wedding 

anniversaries  and  from  time  to  time, 
feature  a  display  of  wooden,  cotton, 
glass  or  silver  novelties,  cleverly  des- 

igned to  be  suitable  for  such  anniver- 
saries. Post  up  a  list  of  birthday  sym- 

bols, including  the  suitable  jewel,  flow- 
er, etc.,  appropriate  to  each  month  of 

the  year.  Occasionally  have  a  window 
display  of  articles  for  a  bridal  shower, 
showing  how  they  may  be  presented  up- 
'»n   the  occasion,  such  as  by  hanging  a 

clothes-line  across  the  window,  upon 
which  handkerchiefs  or  linen  articles  are 

pinned,  and  with  a  prettily  decorated 
wicker  basket  beneath  in  which  to  deli- 

ver them. 

Every  month,  almost,  contains  a  day 
for  which  some  kind  of  novelty  is  appro- 

priate, such  as  St.  Valentine's  Day,  Hal- 
lowe'en, Thanksgiving,  and  Easter.  Lun- 

cheon and  party  favours  are  therefore 
constantly  in  demand,  and  should  be 
stocked  in  limited  quantities,  so  that 
few  duplicates  are  included.  Customers 
always  appreciate  the  fact  that  their 
gifts  are  exclusive,  and  in  no  other  de- 

partment is  this  fact  more  apparent 
than  in  the  art  or  gift  section. 
Most  of  all,  the  atmosphere  of  the 

department  must  be  carefully  watched, 
that  it  may  radiate  its  personality 
throughout  the  store.  To  this  end,  its 
equipment,  fixtures,  lighting  and  color 
scheme  must  be  of  the  best,  that  they 
may  still  further  enhance  the  attractive- 

ness of  the  merchandise  on  sale. 

A  concrete  example  of  a  successful 
gift  shop  was  afforded  to  a  staff  iner».- 
ber  of  Dry  Goods  Review  recently,  in 

the  "London  House,"  St.  John,  N.B. 
through  the  courtesy  of  the  Manager 
F.  W.  Daniel,  the  accompanying  photo- 

graph of  the  opening  window  display 
last  Easter,  is  reproduced.  This  de- 

partment which  goes  by  the  name  of 

the  "Little  Gift"  Shop,  is  situated  on 
the  main  floor  of  the  store,  close  to  the 
elevators  and  staircase.  All  the  novel- 

ties are  easily  seen  by  customers,  being 

displayed  under  glass  or  upon  the  coun- 
ter and  an  unusually  pleasing  effect  is 

achieved  by  the  use  of  rustic  trellis 
work  overhead. 

NOVELTY  HANDBAGS 
Continued  from  Page   86 

ed.     Combinations  of  raoric  and  leather 
are  exceedingly  effective  in     the     new 

shapes,    featuring      the      "steeple"      or 
triangular  effects. 

The  "Butterfly"  Bag  Arrives 

Covered  frames  are  not  so  much  seen 
among  the  newest  styles  for  fall,  rather 
is  there  a  marked  call  for  the  hand- 

somely chased  and  filigree  effects 
which  are  decidedly  novel  when  used 

with  heavy  moire  silk  in  the  Renais- 
sance pattern.  The  "Butterfly"  bag  is 

among  the  latest  creations  and  features 
an  enamelled  and  carved  butterfly  upon 

the  frame,  happily  combining  the  best 
features  of  summer  and  winter  modes. 

Brocades  in  silver  with  interwoven  col- 
ors are  particularly  lovely  as  theatre 

bags,  and  even  plain  leather  styles  are 
provided  with  an  individual  touch  by 
the  addition  of  neat  metal  border  ef- 

fects and  strap  clasps.  All  styles  of 
metal  frames  are  utilized  for  the  fancy 

bags,  such  as  green  or  rose  gold,  oxy- 
dised  silver  or  plain,  in  solid  or  fili- 

gree effects.  The  pouch  shape  so  pop- 
ular in  fabric  bags  is  cleverly  carried 

out  by  means  of  the  newest  frames, 
which  are  gracefully  designed  to  spread 
out  the  fabric.  The  safety  locking  clasp 

is  a  very  desirable  'feature  on  the  new- est frames. 

Messrs.  Haliday  and  Carlisle,  who, 
since  1907  have  carried  on  business  in 

Indian  Head,  Sask.,  as  general  mer- 
chants, have  sold  out  to  W.  J.  Moore  and 

P.  R.  Schurman,  of  Denholm,  Sask.  The 
new  firm  will  take  over  the  business  on 

August  1. 

Parasols  shovm  for  fall  trade  by  the  Irving  Umbrella  Company,  Toronto. 
From  left  to  right  their  descriptions  are  as  follows: 
1.  Leather  handle  in  riding-crop  style  with  braided  loop  of  leather. 
2.  Bakelite  handle  in  white  with  leather  loop. 
3.  Silver  with  amber  loop. 
4.  Curved  handle  of  transparent  amber  with  ends  to  match  on  leather loop. 

5.  All-silver  handle. 

6.  Handle  of  bakelite  and  transparent  silver.     Shown  in  several  two- 
color  combinations. 
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Attractive  Accessories  for  All 
New  Chenille  Veil  With  Ground  and  Spots  of  Contrasting  Colors  —  Length  of  Veil  Shown 

at  Side— The  New  Radium  Lace — Practical    Designs    for    Umbrellas  —  Gauntlet 
Gloves  With  Stiff  Cuffs 

BUYERS  who  have  just  retur
ned 

from  Paris  are  very  much  enthused 

over  the  prospect  of  a  big  veil  sea- 
son. French  designers  have  made  such 

wonderful  creations  that  there  is  every 
reason  to  expect  Canadians  will  take  to 
them  very  favorably.  The  colors  which 
Paris  is  favoring  just  now  will  add  con- 

siderably to  the  costumes  which  have 

been  designed  for  fall.  They  are  pheas- 

ant, jade,  rust,  king's  blue,  and  all 
shades  of  brown.  Black  and  navy  will 
have  their  usual  run  but  black  and 
white  will  be  even  stronger  than  in  the 
spring. 

The  chenille  veil  will  be  seen  most 

of  all,  particularly  the  one  with  large 
spots  of  chenille,  the  ground  and  spots 
being  usually  of  contrasting  colors.  The 
spots  for  next  season  are  much  larger 
than  before  and  there  is  a  tendency  to 
have  a  cluster  of  them  where  the  veil 
lies  on  the  crown  of  the  hat. 

No  longer  is  it  the  correct  thing  to 
wear  veils  which  fall  at  front  and  back. 

All  the  length  must  be  at  the  sides.  Us- 
ually they  hang  only  a  few  inches  be- 

low the  brim  of  the  hat  at  front  and  back 
and  occasionally  cover  the  face  but  they 
are  never  any  longer.  Some  Paris  ladies 
are  even  wearing  their  veils  so  thar 
they  hang  as  low  as  the  shoulders  on  one 
side  and  just  over  the  brim  on  the  other. 
An  actress  who  is  attracting  attention 
just  now,  is  responsible  for  the  fad. 

Another  veil  which  is  very  becoming 
to  the  madonna  type  of  face,  is  the  Span- 
elli  veil.  This  falls  an  inch  or  two  be- 

low the  brim  in  front  and  hangs  long  at 
the  back.  There  are  two  ends  which  are 
brought  around  to  the  front  and  tied. 

Oval  veils  will  be  good  for  next  sea- 
son but  rectangular  and  square  ones  will 

be  very  few.  Next  to  chenille  embroid- 
ery, metal  will  be  most  extensively  used. 

Laces 

Evening  dresses  will  have  for  trimming 
this  winter  a  lace  of  brilliant  finish  which 
is  known  as  radium  lace.  This  comes 
from  France  in  widths  ranging  from 
twenty  to  thirty-six  inches.  This  lace 
is  particularly  suited  to  the  draped  cos- 

tumes which  are  promised  for  fall.  There 
is  an  American  imitation  of  it  on  the 
market  but  it  has  not  the  brilliance  of 
the  Parisian  material. 

The  color  card  for  1922  is  being  used 
to  designate  the  colors  of  the  new  laces. 
A  few  of  these  are  carmel,  honeydew, 
grotto,  carmine,  tomato,  humming-bird, 
endive  and  oasis. 

New  Umbrellas 

Toronto  manufacturers  are  working  on 

some  clever  and  practical  designs  in 

ladies'  handles.  They  are  of  medium 
length  and  made  of  bake-lite  or  amber  of 
a  transparent  hue.  A  leather  cord  has 
replaced  the  silk  one  and  is  said  to  be  a 
practical  innovation  because  of  its  wear- 

ing qualities.  Usually  the  plaited  ends 
are  finished  with  knobs  of  the  same 
color  as  the  handle  itself. 

The  silver  handle  is  again  favored. 
Some  have  both  the  handle  and  loop  of 
silver  while  others  are  combined  with 

amber,  bake-lite  or  wood. 
These  handles  made  up  with  pure  silk 

materials  will  retail  at  about  fifteen  dol- 
lars so  that  there  should  be  some  very 

good  business  in  store  for  the  dealer  who 
stocks  them. 

Handbags 

Fabric  bags  seem  to  be  of  particular 
interest  in  Paris  just  now  and  many 
fancy  velvets  and  silks  are  shown.  Bags 
have  not  gained  in  size  since  last  sea- 

son and  the  short  squatty  ones  are  still 
of  greatest  importance.  Any  size  which 
they  may  have,  is  shown  in  the  fullness 
used  in  the  material.  Some  buyers  are  of 
the  opinion  that  black  will  be  more  fav- 

ored in  bags  than  any  other  color  next 
season.  This  seems  very  probable  since 
black  is  favored  in  costumes.  After  this 
color,  brown  is  receiving  most  attention, 
but  this  applies  more  to  velvet  than  to 
silk.  Some  smart  embossed  velvets  are 
used  for  fall  selling  and  all  sorts  of 
brocades  and  stripes. 

There  is  a  new  kind  of  leather  shown 
in  New  York  which  is  called  the  Renais- 

sance leather.  Flowers  and  conventional 
designs  cover  the  leather  completely.  It 
is  made  up  in  many  smart  swagger  bags 

and  cases  for  popular  priced  merchan- 
dise. It  is  used  even  in  envelope  folders. 

The  safety  pocket  is  now  added  to  al- 

most every  bag  being  made  up  now-a- 

days.  The  name  and  the  additional  se- 
curity have  done  much  to  popularize  this 

pocket  with  the  consumer.  One  firm  is 

using  a  new  handle  which  is  very  attrac- 
tive. The  straps  of  the  swagger  bag  are 

caught  to  a  thumb  ring  of  imitation 
shell. 

Kid    Glove    Foreword 

Gauntlet  gloves  with  stiffened  cuffs 
much  trimmed  and  embroidered  stand  out 

conspicuously.  These  are  also  called  af- 
'ter  the  Renaissance  period.  Black  and 
white  gloves  dominate  in  these,  and 

black  ones  embroidered  in  white  are  seen. 

Other  models  show  black  with  different 

shades  of  embroidery.  In  Paris  there  is 

a  fad  for  wearing  short  gauntlet  gloves 

with  short-sleeved  dinner  gowns.  There 

is  a  revival  of  long  mousquetaire  gloves 

for  evening  wear.  They  are  worn 
wrinkled  around  the  wrist  leaving  the 
entire  arm  bare. 

The  firm  of  Vineberg,  Goodman  and 

Co.,  of  New  Glasgow,  N.S.,  recently  cel- 
ebrated its  seventeenth  birthday  with  a 

gigantic  sale. 

The  1921  wool  clip  from  the  province 

of  Manitoba  is  being  shipped  east  from 

the  warehouse  of  the  Canadian  Co-op- 

erative Woolgrowers'  warehouse  at 

Portage  la  Prairie.  There  is  every  in- 
dication that  the  clip  will  be  as  large 

as   last  year. 

Latest  designs  in  Spanish  combs  to  be  worn  with  Miss  Canada's  evening 
dress  this  winter.  They  are  made  in  all  colors  to  match  the  fans.  The  one 
on  the  left  is  of  curled  ostrich  in  the  new  waterfall  blue  shade.  The  other 
is  rose  with  tips  of  a  deeper  shade.  Brilliants  mounted  on  transparent 
amber  are  used  in  both.  Shown  by  the  Dominion  Ostrich  Feather  Company, Tor  onto. 
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Hindsight   versus   Foresight 
Don't  Look  Back   at  Times   When   Salesmanship  Was   Easy  but 

Realize  That  It  Has   Become  More  Difficult — Ways   of 
Meeting  Difficulties — Weak-kneed  Efforts  Useless. 

By  THOMAS   K.  KELLY 

IT  IS  interesting  to  watch  those  mer- 
chants in  the  United  States  and  Can- 

ada who  are  not  letting  their  hind- 
sight interfere  with  their  foresight, 

gradually  forging  ahead  of  competition. 
Too  many  retailers  are  spending  valu- 

able time  living  over  and  hoping  for  the 
easy  selling  of  the  past  two  years  instead 
of  devising  means  for  the  overcoming  of 
the  present  difficulties. 

Incidentally,  without  being  critical,  I 

say  that  retailers  are  not  yet  "down  to 
business." 

For  nearly  a  year  now  business  has 
been  done  on  a  declining  market  and  still 
there  are  some  who  do  not  realize  it  or, 
if  they  do,  have  not  appreciated  its  dan- 

gers or  its  advantages. 

There  is  some  possibility  that  the  mar- 
ket will  decline  still  more  for  it  took 

two  years  to  reach  the  highest  level  and 
is  likely  to  take  as  much  to  again  touch 
bottom. 

Here  lies  the  danger — 
If  the  merchant  refuses  to  take  radical 

and   immediate   steps   to   correct  "condi- 

tions"— and  he  can — his  stock  must  rapid- 

ly depreciate  in  value — that's  one  loss. 
Because  he  does  not  absorb  a  part  of 

the  loss  in  sale  value  of  his  goods,  and  I 
say  a  part  because  that  is  all  that  is 
necessary,  his  prices  remain  high,  trade 
falls  off,  he  loses  customers,  and  this  is 
a  serious  loss  and  then — 
Competitor  gets  busy,  cuts  prices  to  the 

new  level,  does  business  in  good  volume 
and  takes  away  customers.  This  is  not 
only  a  loss  of  revenue,  but  a  loss  of  op- 
portunity. 

The  chain  dees  not  end  here  by  a  long 
way,  for  there  is  loss  in  inability  to  take 
cash  discounts,  loss  in  being  unable  to 
make  job  lot  purchases  for  cash  and  a 
dozen  more  minor  losses  that  collectively 

are  dangerous  unless — 
The  merchant  gets  busy — cleans  house, 

so  to  speak — and  makes  a  place  for  him- 
self in  the  homes  in  the  community. 

There  really  is  no  money  loss  in  this 
transaction.  New  goods  can  be  purchased 
at  much  lower  prices  and  the  difference 
between    selling    price    and    replacement 

cost  is  a  profit  and  this  with  the  normal 
profit  on  the  new  goods  will  absorb  the 
original  loss  and  Mr.  Merchant  is  down 
to  bed  rock  with  his  business  in  Al  shape. 

His  banker  appreciates  this  move  and 
he  immediately  becomes  a  first  class 
credit  risk;  the  jobber  looks  on  him  as  a 
rapid  outlet  for  his  goods,  and  benefits, 
assets,  accumulate  without  end. 

Weak-kneed  efforts  will  not  accomplish 
this;  nor  will  a  policy  of  waiting  bring 
it  about. 

It  must  be  done  by  vigorous  effort — 
real  constructive,  definite  advertising  and 
merchandising  plans  and  must  not  be 
sustained  over  a  long  period. 

Staples,  seasonable  merchandise,  does 
not  need  to  be  sacrificed,  but  surplus 
and  out-of-date  goods  should  be  moved 
literally,  without  any  thought  of  their 
original  value;  and  after  all,  have  they 
any  value  at  all  if  they  are  not  selling? 

I  think  not,  in  fact,  feel  that  mer- 
chandise that  is  stationary  is  a  liability 

and  know  that  bankers  regard  it  as  such, 
in  making  their  decisions. 

The  only  real  hope  of  the  stability  of 

present  time  lies  in  those  merchants  who 

are  coolly  going  after  results  first,  move- 
ment of  goods,  and  figuring  that  their 

own  merchandising  ability  will  bring 
in  the  reward  for  their  efforts  after  the 

public  buys  easier. 

An  exceptionally  good  opening  display  of  the  Gift'Shop  merchandise  arranged  for  the  opening  of  the  Art  Department 
"London  House,"  St.  John,  N.  B.  Photo  by  Lugrin  Studio. 
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BUY   DIRECT  FROM 
THE  MANUFACTURER 

SWAGGER 
BAGS 

VANITY 

PURSES 

LUCILLE 
BAGS 

BEAUTY 
BOXES 

MUSIC 

ROLLS 

MADE 
IN 

CANADA 

WRITING 
FOLIOS 

COLLAR 

BOXES 

BILL- 
FOLDS 

LETTER 

CASES 

LADIES' 
BELTS 

NONE 

BETTER 

MADE 

ANYWHERE 

Manufactured  by 

CANADIAN  LEATHER  PRODUCTS 
LIMITED 

144  FRONT  STREET  WEST 

TORONTO 
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The  Best  Made  Trimmings 

and   the   Best   Trimmings  Made. 
Canada's  oldest  and  original 

Trimming  House. 

:: 

OUR  FALL  RANGE 
is  a  sure-selling  one  on  points  of  quality,  workmanship  and  fashion. 
\  ou  make  sure  of  having  stocks  which  will  meet  with  coming  de- 

mands by  stocking  Moulton's  line  of  Fringes,  Tassels,  Fancy  Braids 
and  Yard  Trimmings,  made  in  large  variety  of  novelty  and  attractive 
designs.  Also  Cords,  Girdles,  Drop  Ornaments,  Military  Braids 
and  Soutache. 

THE  MOULTON  MANUFACTURING  CO.,  Limited 
4  INSPECTOR  STREET  -  MONTREAL 

REPRESENTATIVES: 

ONTARIO   and   QUEBEC:   M.   S.    Adcoek   and   A.   W.   Woodhouse.  WESTERN    PROVINCES:   Cleat   &    Co.— Robt.    Cleat,    Vancouver; 
Head    Office,    Montreal  •    J.    Rutherford,    23     Scott    St.,    Toronto.  A.    E.    Partridge,    708    Builders'    Exchange,    Winnipeg. 

MARITIME    PROVINCES:   F.    L.    Wright. 

:: 

FOR  THE 

FALL    SEASON 
An  Exceptional  Line  of 

* 

CANADIAN  MADE 
MERCHANDISE 

CONSISTING  OF A 
LADIES' HAND    BAGS 

IN  LEATHER  —  SILK  AND  VELVET 
ARE  BEING  SHOWN  BY  THIS  PROGRESSIVE  YOUNG  FIRM 

Federated  Leather  Goods  Co.,  Limited 
MONTREAL 

and  PRICE 
STYLE  VARIETY  QUALITY        - 

to  suit  every  buyer  who  wants 

GOOD  MERCHANDISE  RIGHT  UP-TO-DATE 
visit  our  showrooms  first. 

You  will  be  surprised  at  what  your  own  Canadian  firms  can  create 
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Our  Display   of   Fall    Goods 

will  be   wortn   your   inspection 

"Mona  Lisa    Veils 

Veils      -      Veilings 

Hair    Nets 

Dress  Nets 

Radium  Laces 

Metalline   Clotlis 

Metal  Laces  and  Bandings 

\ve  want  to  Serve  you 

Call    in 

CANADA  VEILING  CO.,  LIMITED 

84-86  Wellington  Street  West Toronto 
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Place  this 
handsome    carton 

on   your    counter 

Sell  Canadian 
Handkerchiefs 

Made  in  Canada) 

HOLDS   SIXTY 

HANDKERCHIEFS- 
EACH  IN  ITS  OWN 
GLASSINE  BAG 

It's  free  to  you. 

Canadian  handkerchiefs  are  shipped  in 

quantities  of  five  dozen  in  the  carton  as  ill- 
ustrated. They  can  lie  had  in  either  singles, 

twos  or  threes  to  each  hag,  for  either  ladies 
or  gentleman. 

The  cart' in  makes  an  efficient  salesman 
and  it  costs  you  nothing. 

The  handkerchiefs  are  of  the  finest  qual- 

ity lawn. 
If  you  order  to  the  amount  of  $25.00  we 

will  include  one  each  of  the  stock  boxes 

shown  below.  They  are  extra  quality,  cloth 

bound  and  fitted  with  pull-ring. 

ASK  OUR  TRAVELLERS. 

Canadian  Handkerchiefs  Limited 
"Canada's  Largest  Handkerchief  Manufacturers" 

MONTREAL,  QUE. 

Gentlemen's  Stock  Box 
Ladies'  Stock  Box 

A  $25.00  order make-  these 

boxes  yours 
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II 
BB 
BB 
BB 
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BB 
BB 
BB 
BB 

Heafyer  #oofe 
Ladies'  Leather  Swagger  Bags 
Ladies'  Silk  Bags 
Ladies'  Belts 

Children's  Purses 
Music   Cases 

Wallets 
Bill  Folds 

Cigar  Cases 
Vanity   Cases 
Collar  Boxes 
Brush  Cases 

The  line  that's  smart   - 
Our  Travellers  are  now  out  with  Fall  Sam- 

ples for  your  inspection.  Included  are 
many  entirely  new  styles — the  kind  that 
bring  your  Leather  Goods  Department 
fresh  interest  and — brisk  sales!  The  new 
numbers  are   most  interesting  from   point 

of  style  and 
genuine  value, 
so  be  sure  to 
see  them. 

BB 

BB 

BB 

aa 
BB 

BB 

BB 
BB 
BB 
BB 

Forecasts  for  Fall 

give  a  large  place  to  the  popular 
Velvet  and  Swagger  Bags,  two  of 
which  are  illustrated.  Lots  of  other 

styles  as  well  to  choose  from  and 
solid  value  apparent  in  every  piece. 

The  WESTERN  range  for  Fall  is 
decidedly  worth  seeing. 

Belts 
The  WESTERN  range  of  Belts  is  ex- 

ceptionally fine — including  in  the 
large  Fall  showing  the  most  popular, 
up-to-the-minute  styles  of  the  Season 
in  a  host  of  unusual  designs. 

Cfje  18fetmt  lUatjjer  #oobs;  Co.,  Uto. 
255-257  Richmond  St.  W. Toronto 

BQ »     ' BD BD  B   Bj   "nns cinnTmnmmnimfTTTTmTiiiniiiiiiniiiiiiiiiiim 
i         ,  ZDaaqaaaDODi 

maSBssmnsna  a  a  a  a  csa  a  aoo  t 
iDonnaoQOoc 
lODQD  Bfl  DBDDC gupipiHippiiuintiiiiiiiiiiiiiwiiBB  apo  cnnBB rrli!Hnili-iiilii'iiiiiili!ii!iiii!iiiiiiiiiii^tl'iiiif7iTilf;ii,iiftTTtnnt? 



96 CORSET    DEPARTMENT 
Dry  Goods  Revit  w 

Promise  of  Big  Underskirt  Season 
Retailers  Will  See  Colored  Underskirts  With  Bloomers  to  Match — Accordeon  Pleated  Fril- 

lings — Reduction  in  Price  of  Whitewear — New  Venetian  Satin  for  Underwear — 
Increase  of  Specialty  Shops  in  Canada. 

TORONTO  manufacturers 
 of  wo- 

men's underwear  expect  a  big 
revival  of  underskirts  this  fall. 

They  are  making  up  very  attractive  col- 
ored designs  because  of  the  big  encour- 

agement they  have  had  in  the  petticoat 
business  this  spring  and  summer.  The 

shadow  skirts  have  been  one  of  the  big- 
gest features  because  of  their  re-in- 

forced  back  and  front  and  the  fact  that 

they  are  so  light.  Most  of  the  retail 
houses  have  stocked  heavily  in  both  the 
habutai  and  satin  shadow  petticoats. 
Judging  from  the  window  space  they 
have  given  this  line  during  the  last  few 
weeks,  they  think  that  there  is  a 
worth-while  trade  to  be  done  in  it.  The 
woman  who  formerly  wore  two  of  the 
most  expensive  lingerie  petticoats  now 
wears  one  of  the  shadow  skirts  and  can 

buy  it  for  five  or  six  dollars. 

Bloomers  and  Underskirts  to  Match 

One  manufacturer  has  made  up  sev- 
eral designs  already  in  colored  under- 

skirts and  intends  to  feature  these 
along  with  bloomers  made  to  match. 
One  skirt  is  in  the  new  tangerine  shade 
with  flounce  and  bow-knots  of  grey. 
The  bloomers  which  go  with  it  are  of 
tangerine  with  a  grey  frill.  The  idea  of 
making  these  sets  originated  from  the 
fact  that  a  great  many  women,  especial- 

ly in  the  cold  weather,  like  to  wear  an 
underskirt  along  with  bloomers.  If 
they  are  made  to  match  instead  of  in 
different  colors  which  may  not  harmon- 

ize and  may  even  clash,  the  customer  is 
all  the  more  pleased  and  there  is  a 
double  sale  made  by  the  quick-witted 
salesman. 

Canadian  pleating  firms  have  so  per- 
fected their  work  in  silk  materials  that 

they  now  have  accordeon-pleated  fril- 
lings  which  are  guaranteed  to  last  as 
long  as  the  skirt.  In  fact  silk  pleating 
stands  up  so  much  better  than  cotton 
that  the  underskirts  of  that  material  are 
selling  faster  than  the  others.  The  color 
too  takes  better  than  in  the  cotton. 
Black  in  silk  underskirts  will  not  wear 
off  because  it  has  a  finish  which  lasts. 

Whitewear 

There  is  practically  no  trade  being 
done  now  in  job  lots  of  whitewear. 

Orders  are  again  so  good  that  manutac- 
turers  are  even  a  little  behind  schedule 
and  have  no  cancelled  orders  on  hand 
which  can  be  bought  for  a  song.  The 
manager  of  one  Toronto  firm  is  of  the 
opinion  that  prices  in  these  lines  will  be 
properly  placed,  long  before  the  fall 
rush  season  begins.  He  is  now  offering 
nightgowns  at  ten  dollars  a  dozen 
which  are  better  in  workmanship  and  in 

material  than  those  which  the  trade 

bought  last  year  for  twenty-one.  Even 
though  cotton  goods  fall  still  lower,  as 
some  believe  will  happen  in  September, 
the  demand  is  great  enough  for  the  or- 

dinary retailer  to  have  sold  out  by  that 
time,  when  he  can  replenish  at  the  new 

prices. 
Canadian     Manufacturers     Conservative 

Many  customers  are  asking  why  they 

cannot  buy  Canadian-made  silk  and  cot- 
ton underwear  in  the  new  shades  which 

are  offered  in  attractive  shops  on  the 
other  side.  One  manufacturer  explains 
that  mills  in  Canada  are  reluctant  about 
making  these  materials  in  colors  which 

are  good  for  only  a  few  months.  Fa- 
brics cannot  be  purchased  in  the  new 

orchid,  jade  and  sunburst  shades.  In 
the  United  States  the  large  field  of 
consumers  who  are  willing  to  spend 

money  on  these  extravagances  war- 
rants the  risk  but  here  the  small  percen- 

Thc  most  talked  of  innovation  in  the  cor- 

set department  is  the  "corselette"  de- 
signed to  be  worn  by  women  for  athletic, 

motoring,  bathing  or  all  sports  wear. 
This  model  is  shown  by  the  Warner  Cor- 

set Co.,  of  Montreal. 

tage  of  the  nine  million  Canadians  who 
buy  this  underwear  makes  it  a  rather 
dangerous  venture.  Mills  on  this  side, 
however,  are  now  making  pink-colored 
fabrics  because  they  see  that  this  shade 
has  become  almost  a  staple  one.  As  to 
price,  underwear  manufacturers  claim 
that  Canadian  mills  are  selling  lower 
than  American  ones  and  their  materials, 
especially  cottons,  are  exceptionally 

good. 
Venetian   Satin  for   Underwear 

There  is  a  new  cotton  material  on  the 
market  which  promises  to  have  a  good 
season  in  Canada.  This  has  the  lustre 
of  satin  and  will  wear  like  the  coarsest 
cotton.  It  is  made  up  in  nightgowns, 

camisoles,  step-ins  and  bloomers.  Man- 
ufacturers are  building  high  hopes  on 

this  since  it  satisfies  the  craving  for  silk 
and  suits  the  purse  of  the  woman  who 
cannot  spend  as  much  money  as  she  did 
formerly  It  is  no  doubt  partly  due  to 
the  fact  that  many  undergarments  have 
been  turned  out  in  inferior  silk  goods, 
that  women  have  come  to  realize  the 
false  economy  of  buying  garments  of 
this  material  and  so  often  the  better 

grades  of  silk  are  far  beyond  the  reach 
of  the  average  woman. 

Philippine  work  is  becoming  more 
popular  than  ever  in  undergarments. 
The  lowered  cost  of  cotton  goods  has  in- 

creased the  demand  and  this  has  encour- 
aged new  and  better  designs.  Recent 

importations  show  also  better  work- 
manship than  has  been  seen  for  the  last 

few  years  when  labor  was  at  such  a 

premium. Specialty  Shops  Increasing  in  Canada 

Ten  years  ago  shops  which  sold  only 
one  line  were  almost  unheard  of  in  this 

country.  The  first  all-candy  stores  were 
considered  a  dangerous  venture.  Now 
there  are  shops  which  specialize  in  one 
line  springing  up  all  over  Canada.  One 
manufacturer  is  of  the  opinion  that  the 
small  shop  which  is  willing  to  deal  in 
even  one  good  brand  of  underwear  has 
a  great  opportunity  awaiting  it.  The 
department  store  which  sells  eight 
or  ten  lines  of  underwear  can- 

not give  the  time  it  should  to  the 

selling  points  of  each.  Besides,  sales- 
people are  required  in  such  numbers 

that  they  cannot  all  be  of  the  very  best 

type.  But  the  man  who  opens  an  at- 
tractive shop  in  the  right  place  and 

gets  as  his  assistants,  clerks  who  are 
willing  and  able  to  sell  to  the  best  of 
their  ability  can  do  an  excellent 

specialty  business. 
There  is  a  corset  shop  in  Toronto 

which  in  two  years  has  paid  for  its  in- 
Continued  on  Page   103. 
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Featuring  "Value"  in  Fall  Corsets , 
Popularity  of  Elastic  Topped  and  Elastic  Side   Models — White  and  Flesh  Colors — Bust  Line 

Continues  Low — Short  Boning  one  of  the    New  Features  —  Adapting  Corsets  to 

Wearer's  Occupation — Hygienic  Styles  for  Juniors. 

G RADUAL  improvement"  is the  watchword  in  the 

corset  industry  for  the  coming 
fall  season,  and  manufacturers  predict 
that  the  lull  which  interrupted 

production  during  the  past  few 
months  is  now  ended  and  that  condi- 

tions will  gradually  become  much  more 
satisfactory.  A  leading  Canadian  corset 
firm  informed  Dry  Goods  Review  this 
month  that  they  were  now  operating 

upon  a  75%  capacity  output,  and  looked 
forward  to  an  early  resumption  of  the 
full  amount.  The  reason  for  this  view 
was  stated  to  be  based  upon  the  fact 

that  the  coming  season's  models  will  be 
characterized  by  the  best  value  ever 

produced  in  this  line.  "The  talking 
points  for  the  new  lines  are  not  so  much 
a  matter  of  style  as  of  value — value 
because        it         is  insisted  upon 

today,"  remarked  the  manager  of  a 
corset  firm.  "Of  course  it  is  and  always 
has  been  the  policy  of  this  firm  to  make 
and  sell  corsets  at  the  lowest  possible 
price  consistent  with  materials  of  a 
dependable  character,  fine  workmanship 
and  a  legitimate  profit,  but  as  we  see 
it,  popular  price  models  will  prevail 
over  all  others,  and  to  this  end  we  have 

determined  to   concentrate   upon   value." 

Elastic  Inserts  in  the  Lead 

Continuing  the  subject,  this  manufac- 
turer emphasized  the  fact  that  elastic 

topped  and  elastic  side  models  in  plain 

and  figured  fabrics,  in  both  flesh  and 
white,  are  promising  an  enormor 
vogue,  particularly  at  popular  prices. 
The  bust  line  continues  low,  many  mod- 

els exhibiting  the  elastic  top  or  an  el- 
astic gusset  which  ensures  such 

complete  comfort  to  the  wearer.  Some 
change  is  noted  in  the  cut  of  the  back 
of  the  new  corsets,  and  the  backs  may 
be  said  to  be  trending  higher  than  has 
been  noted  for  some  seasons  past.  Un- 

doubtedly this  feature  will  be  highly 
commended  as  the  disadvantages  of  a 

too  low  back  became  disagreeably  ap- 
parent, even  to  slim  figures,  by  the  in- 

crease of  fleshiness  due  to  lack  of  sup- 

port. 
The  skirt  of  the  new  models  is  much 

the  same  as  this  season's  styles,  with 
the  exception  that  the  elastic  inserts  are 
becoming  an  established  feature  of 
most  lines,  and  are  adjusted  to  permit 
the  utmost  freedom  of  hip  movement. 

This  free  hip  prevails  over  the  restrict- 
ing and  confining  styles  of  yesteryear 

and  provides  the  maximum  of  comfort 
with  the  necessary  support  and  dura- bility. 

Short  Boning  a  Feature 

Boning  continues  to  be  short,  and  on 
the  whole  a  little  more  of  it  is  employed 
than  formerly  to  restrain  the  figure. 
Sports  models,  of  course,  utilize  the 
minimum  amount  and  in  some  cases 

show   no    boning   at   all.   "Step-ins"   are 

shown  for  the  lounging  hour,  designed 
of  dainty  tricot  mesh  and  other  models 
for  the  young  girl  or  the  very  slender 
figure  show  scarcely  any  boning  at  all. 
The  flattened  effect  in  front  is  very  pro- nounced. 

Owing  to  the  fact  that  so  many  mo- 
dels are  being  finished  with  the  elas- 

tic top,  trimming  is  but  little  used  on 
regular  lines,  only  the  evening  and  ul- 

tra dressy  models  showing  elaboration 
in  the  form  of  French  flowers,  ribbon 
trimming  or  lace  ruffles. 

With  regard  to  the  recent  state- 

ment in  the  papers  made  by  Paul  Poir- 
et,  the  famous  Parisian  couturier,  that 
women  are  becoming  shapeless  from 

going  without  corsets,  and  that  the  cor- 
set which  moulds  the  figure  should  be 

introduced  a  leading  authority  upon 
corset  styles  has  expressed  the  opinion 
that  woman  will  never  wear  the  pinch- 

ed waist  again.  The  slender  waist 

means,  of  necessity,  the  high  bust  cor- 
set, and  this,  it  is  universally  believed, 

will  never  return  to  fashion.  The  low 

bust  will  remain  in  undisputed  leader- 
ship. 

A  Corset  for  Every  Hour 

Another  manufacturer  is  of  the  op- 
inion that  women  can  be  educated  to 

wear  different  corset  models  at  differ- 
ent hours  of  the  day,  and  that  from  the 

present  cult  of  adapting  the  corset  to 
Continued  on  Page  155 

An  artistic  corset  display  arranged  by  W.  Oliver  Johnson  of  the  Johnstone  Walker  Ltd,  of  Edmonton. 



CORSET    D E P A  R  T  M E  N T Dry  Goods  Review 

J 
1 
J 
1 
J 
1 
J 

J 
"I 

'J 

1 J 

1 
J 

1 

1 
J 
1 

1 
J 
n 

J 
i 
J 

"l 

J 

J 

-i 

J 

j 

j 
n 
J 
n 
J 

"l 

J 
1 
J 

] 
J 
n 
J 
n 
j 
n 
j 

J 

4 'J 

3 
] 

ri j 

3 
i 

.■JL'JL.'JL'JL,JUJL'JL,JL'JL,JL'JLULUUJL'JLlJL,JLlJLlJLlJLlJLlJL'JLlJL'L 

[ 
r 
L 

[ 

[ 

THE  popularity  which  Warner's  Rust  Proof  Corsets  have  achieved  during       ̂  flip  naa  spflsnn  in  Oanada  has  lpd    us  tn  hrinp  nut  a   splprtinn  nf  nnr  lparl-         L 

yfj&Fher's 
Band eaux, B rassiercs  an d  Corselettes 

HE  popularity  which  Warner's  Rust  Proof  Corsets  have  achieved  during 
the  past  season  in  Canada  has  led  us  to  bring  out  a  selection  of  our  lead- 
ing American  patterns  in  Bandeaux,  B  rassieres  and  Corselettes. 
Where  they  have  already  been  bought  by  the  Canadian  retail  trade, 

Warner's  Bandeaux  and  Brassieres  have  made  a  marked  success  for  their 
design  and  fit — and  a  Brassiere  that  does  not  fit  is  practically  nothing  but  a 
corset  cover. 

Then  the  "Corselette" — an  invention  of  this  Company  in  the  United  States 
and  now  made  by  us  here.  The  Corselette  is  a  fitted,  lightly  boned  brassiere 
with  hose  supporters  attached;  which  makes  an  ideal  garment  for  lounging,  for 

sports,  for  bathing.  Warner's  "Corselettes"  are  made  with  brass  metal  parts 
and  are  guaranteed  Rust  Proof  throughout  so  that  they  can  be  laundered  with 
other  under-muslins. 

Bandeau,  Brassiere  and  "Corselette"  styles  which  have  already  been  well 
received  are  as  follows : 

BANDEAUX 

Style  362— Soft  pink  mesh.  Hook  back.  Elas- 
tic in  back.  Lightly  bened.  Bust  sizes  32-44. 

¥4.25  per  dozen. 

Style  182 — Strong  imitation  piqus.  Pink. 
Hook  back.  Elastic  in  back.  Boned  under 
arm.     Bust  sizes  32-48.     $5.50  per  dozen. 

BRASSIERES 

Style  1020 — White  batiste  with  narrow  lace 
edge.  Reinforced  under  arm.  Bust  sizes  34-48. 

$6.00  per  dozen. 
2%    inch    torchon 
Bust  sizes  34-52. 

Style    223— White    batiste, 
top.     Reinforced  under  arm. 
$12.00  per  dozen. 

Style  193- 
per  dozen. 

-Same  as  182  but  hook  front.  $5.50 

Style  300 — White  sateen,  edged  with  lace. 
Hook  back.  For  full  figures.  Bust  sizes  34-46. 
$6.00  per  dozen. 

Style  469 — Attractive  pink  brocade.  Hook 
back.  Elastic  in  back.  Boned  under  arm.  Bust 
sizes  32-48.      $7.00  per  dozen. 

Style  2001—  Same  as  469  but  hook  front.  Sizes 
34-48.       $8.50  per  dozen. 

CORSELETTES 

Style  3010— Pink  figured  novelty  cloth.  Hook 
back.  Elastic  in  back.  Boned  back  and  under 
arms.  Heavy  twill  hose  supporters  front  and 
back.  Brass  nickle  plated  metal  parts.  Bust 
sizes  S2-42.     $18.00  per  dozen. 

Style  3032 — Pink  brocade.  Heavy  elastic 
gores  at  side.  Hook  back.  Elastic  in  back. 
Boned  under  arm.  Pink  novelty  frill  hose  sup- 

porters at  front  and  sides.  Brass  nickle  plated 
metal  parts.  Bust  sizes  32-42.  $24.00  per dozen. 

TERMS:--3%--10  days,  23^%--30  days,  net  60  days,  dating 
first  following.     F.  O.  B.  Montreal. 

THE  WARNER  BROTHERS  COMPANY,  INC. 
Of  Bridgeport,  Conn. 

Canadian  Factory  &  Sales  Office-St. Ambroise  &  Turgeon  Sts. , Montreal,  P.Q. 
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BUSINESS        IS        GOOD 

We  have  entered  a  new  era  of  prosperity— a  real  pros- 

perity— a  substantial  prosperity  and  a  sane  prosperity. 

G  O  S  S  A  R  D 
Front Lacing 

It  has  been  tritely  said 
that  it  is  not  hard  times 

which  are  coming  but 

the  easy  times  that  are 
going.  We  will  probably 
never  in  this  generation 

pass  through  such  condi- 
tions of  riotous  prosperity 

as  followed  the  immedi- 
ate war  period.  This  is  a 

healthy  outlook,  because 
easy  money  is  always  a 
dangerous  asset.  Good 
business  is  here  for  those 

of  us  who  adjust  our  sell- 
ing programs  on  the  basis 

of  honest  merchandise 

and  fair  valuation,  aggres- 
sive efforts  and  intelligent 

thought. 

CORSET  S 
meet  this  situation  squarely.  Manufactured  to  the  highest  possible 
standard  to  maintain  and  safeguard  their  position  of  leadership,  they  are 

fairly  priced  and  give  a  full  dollar's  value  for  every  dollar  they  cost. 
Backed  by  aggressive,  intelligent  sales  effort  these  original  front  lacing 
corsets  assure  to  every  merchant  who  sells  them  a  full  share  of  that  Good 
Business  that  is  here  for  the  Fighting  Optimist. 

The  Canadian  H.  W .  Gossard  Co.,  Limited 
366-378  West  Adelaide  St.,  Toronto,  Canada 
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Possibilities  of  Notion  Section 
Drop  in  Prices  in  Many  Lines  Affords  Opportunity  for  Good  Business — Probable  Increase  in 

Hair  Xet  Prices — Better  Business  in  Fancy  Goods  —  Scarcity  of  Alarm  Clocks — 
Summer  Good  Time  for  Notions. 

"/TV ̂HE  NOTION  business  is  the  only 

profitable  line  from  the  retailer's 
standpoint,  both  in  the  United 

States  and  in  Canada,"  stated  a  buyer 
for  a  Montreal  wholesale  house  to  Dry 
Goods  Review  this  month.  Replacement 
values  have  not  been  so  variable  as  in 

most  other  lines  of  dry  goods  commod- 
ities, and  in  the  great  majority  of  lines 

no  sensational  drop  has  occurred.  British 
goods  have  been  next  to  impossible  to 
procure  and,  in  general,  deliveries  on 
many  lines  have  been  exceedingly  un- 

certain. Notions  and  small  wares  are 
certain  to  be  in  strong  demand  this  Fall, 
and  they  are  a  line  which  can  stand  con- 

siderable development  on  the  part  of  the 
retailer  from  a  selling  standpoint.  Whole- 

salers are  of  the  opinion  that  not  enough 

study  is  made  by  retailers  of  the  pre- 
vailing demand  and  the  trend  of  the 

market.  They  are  too  prone  to  disre- 
gard the  splendid  possibilities  latent  in 

the  notion  department  and  to  re-order 
from  customary  habit  rather  than  from 

a  close  analysis  of  each  season's  demand. 
"The  outstanding  feature  of  this  sea- 

son's selling  was  the  extraordinary  run 
on  white  and  colored  rick-rack  braids, 
which  have  been  used  largely  upon 
gingham  dresses  and  aprons,  etc.  Where 
retailers  ordinarily  bought  ten  boxes 

they  now  order  a  hundred,  and  the  de- 
mand shows  no  sign  of  abatement. 

Prices  in  consequence  remain  firm,  one 
reason  being  of  course,  that  very  few 

manufacturers  are  making  these  braids." 

Hair  Nets  Due  to  Climb 

Another  line  much  in  the  lime-light 
at  present  is  hair  nets.  Good  qualities 
in  real  human  hair  have  been  slaughter- 

ed of  late,  but  prices  are  bound  to  take 
a  sharp  upward  trend  in  the  near  future 
and  these  goods  will  undoubtedly  be 
more  expensive  than  for  some  time  past. 
Metal  goods,  including  pins  of  all  sorts, 
needles,  etc,  remain  stationary  in  price, 
no  drop  having  occurred.  Tapes  and 
elastics  took  a  sudden  drop  last  Febru- 

ary which  came  most  unexpectedly  to 
the  trade.  No  further  decline  has  taken 
place,  and  from  recent  advices  from  the 
United  States  it  is  probable  that  a  decid- 

ed upward  tendency  may  be  expected. 
Another  line  which  featured  a  spectac- 

ular drop  in  price  is  the  humble  bootlace. 
After  climbing  u.p  to  an  unusually  hi?h 
figure,  bootlaces  dropped  over  200  per 
cent  and  are  likely  to  remain  stable. 
Another  very  hi?h  priced  line  of  small 
wares  which  has  shown  a  satisfying 
decrease  is  the  useful  powder  puff  in 
velours,  which  is  now  selling  at  $1.  to 
SI. 10  a  dozen  in  white  or  pink,  in  three 
and  half  inch,_  whereas  a  year  ago,  it 
sold  at   twice   that   figure.   This  applies 

to  the  large  size,  and  is  therefore  a 
most  welcome  announcement  in  the  midst 
of  the  hotter  months  of  the  summer.  In- 

cidentally it  was  pointed  out  that  many 
Montreal  shops  are  providing  individ- 

ual puffs,  wrapped  in  a  sanitory  envel- 
ope, gratis,  to  lady  customers  who  are 

feeling  the  heat.  These  are  not  left  out 
on  the  counters,  but  are  proffered  by 
the  salesgirls  to  every  lady  who  pauses 
by  any  of  the  mirrors,  or  the  rest  rooms 
of  the  store.  Needless  to  say  this  little 
courtesy  is  much  appreciated,  and  pro- 

bably results  in  extra  sales. 
Dress  shields  are  no  longer  occupying 

a-  leading  position  in  the  notion  depart- 
ment, the  cult  for  wearing  them  having 

decreased  with  the  advent  of  sheer 
blouses.  There  is  a  certain  demand  for 
styles  finished  in  black  or  colors,  for 
adjusting  under  dark  clothing,  but  prac- 

tically little  else. 

Heavy  Decline  in  Wools 

Wools,  which  last  year  were  selling 
at  $4.  per  pound  are  now  quoted  at 
just  half  that  price  and  finer  grades 
have  decreased  from  over  $5.  a  pound 
to  $3.25.  Good  worsted  fingerings  have 
likewise  dropped  from  $2.25  to  $1.20  a 
pound.  Some  inferior  grades  are  quoted 
at  even  less  than  this.  Linen  threads 

are  showing  a  steady  decline  throughout 
the  past  few  months  and  cottons  have 
dropped  approximately  20  per  cent  in 
price.  Wool  mendings,  formerly  quoted 
at  $7.20,  now  are  listed  at  $3.60. 

Toilet  soaps  formerly  priced  at  $21. 
per  gross  may  now  be  had  at  $15.  in  all 
the  wanted  kinds. 

Fancy   Goods    Show   Improvement 

In  the  fancier  range  of  smallwares, 
handbags  are  enjoying  no  small  share 
of  success.  Manufacturers  are  endeavour- 

ing to  bring  out  a  range  of  velvet  bags 
for  fall,  of  which  the  latest  and  most 

popular  style  has  the  new  "steeple" 
shaped  frame,  made  of  silver  or  bronze- 
gold.  This  line  is  particularly  handsome 
and  is  fairly  expensive,  but  will  undoubt- 

edly meet  the  demand  for  something  out 
of  the  ordinary  and  smart,  to  replace  the 
beaded  handbag,-  so  popular  last  year. 
Leather  bags  at  present  out  sell  the  silk 

varieties  for  Fall,  but  all  kinds  are  de- 
cidedly good  sellers. 

Scarcity  in  Alarm  Clocks 

Another  line  frequently  carried  in  the 
small  wares  or  fancy  goods  department 

is  the  alarm  clock,  and  in  this  connect- 
ion it  has  been  pointed  out  by  an  auth- 

ority, that  deliveries  on  alarm  clocks 
are  just  about  as  hard  to  get  as  during 
the  war.  As  an  illustration  it  was  ex- 

plained that  on  certain  popular  lines 
of  these  alarm  clocks  the  manufacturer 

wants  eight  months  for  delivery,  on  an- 
other eleven,  and  on  still  another,  a 

year  or  more.  The  clocks  are  nearly  al- 
ways allotted  in  half  quantities  instead 

of  delivering  the  full  order,  and  the  pro- 

viso is  always  included  that  "cancell- 
ations may  be  made  if  desired."  This 

procedure  was  very  common  during  the 
war  years,  and  it  is  remarkable  to  find 
it  continue  in  this  line  still. 

Many  stores  which  have  been  in  the 
habit  of  carrying  odd  lines  of  sporting 
goods  in  their  fancy  goods  department 
will  be  interested  to  learn  that  the  prices 
on  golf  balls  will  show  no  decline  for  a 
long  time  to  come,  owing  to  the  fact 
that  there  are  but  few  firms  in  England 
who  manufacture  the  balls,  and  they  are 
away  behind  in  deliveries,  practically 
thousands  of  dozens  short  in  Canadian 
deliveries  alone.  People  are  now  obliged 
to  wait  a  long  time  to  accumulate  a  doz- 

en of  most  well  known  lines,  and  con- 
sequently if  a  real  shortage  occurs, 

every  sort  of  golf  ball  will  be  in  demand. 
It  is  distinctly  advantageous  to  look  in- 

to the  question  now  while  the  golfing 
season  is  at  its  height,  and  profit  by 
any  business  that  can  be  done. 

Bulk  Selling  in  Notions 

A  very  pertinent  point  was  raised 
by  another  wholesaler  in  regard  to  the 

possibilities  in  notions.  "The  Summer 
months  are  the  best  time  for  the  notion 

counter,"  he  remarked,  "because  women 
tend  to  do  bulk  shopping  in  preparation 
for  their  migration  to  the  country  or  on 
a  trip  of  some  sort.  They  realize  that 
they  are  going  to  need  supplies  of  thread, 
darning  cotton,  buttons,  pins,  hairpins, 
elastic,  hair  nets,  lingerie  ribbons  and 
a  dozen  other  trifles,  which  can  be 
bought  at  one  store  in  a  short  time.  The 
average  store  either  does  not  take  suf- 

ficient interest  in  its  notion  section  or  it 
concentrates  on  the  wrong  kind  of  sel- 

ling methods,  for  very  few  stores  today 
do  half  the  business  that  they  should 
in  this  highly  profitable  line.  Bargain 
sales  in  smallwares  are  attended  just 

as  widely  as  are  sales  in  other  depart- 
ments, and  if  they  are  timed  to  occur 

at  the  opening  of  the  Spring  or  Fall  sew- 
ing season,  business  should  show  a  re- 

markable advance.  The  notion  depart- 
ment should  be  closely  linked  up  with  the 

piece  coods  section,  so  that  every  sale 
of  a  length  of  material  will  mean 
another  dollar  or  two  in  buttons,  hooks 

and  eyes,  belting,  snaps  or  sewing  silk." 

Another  fur  house  has  been  opened  at 
Montreal.  It  is  owned  by  Champagne 

Ltd.  They  carry  recently  imported  Par- 
is gowns  and  suits  as  well. 
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Sell  Toilet  Goods  by  Daily  Featuring 
"Have  Everything  and  Show  That  You  Have  It"    Says   Manager  of  Toilet   Department — 

Constant  Change  of  Stock  Important — Intelligent  Salesmanship  in  Selling  Soaps — 
•  The  Ogilvy  Store,  Montreal. 

EARLY  fall  is  the  time  when  sales 

in  the  toilet  goods  department  be- 
come active  again  after  the  sum- 

mer holidays,  and  when  customers  will 
display  a  keen  interest  in  the  many 
types  of  toilet  articles  and  drug  sun- 

dries, which  they  have  probably  neglect- 
ed during  the  relaxations  of  vacation 

time.  The  toilet  goods  department  is 
present  in  some  form  or  other  in  nearly 
every  dry  goods  store  in  Canada,  and 
often  it  needs  but  the  merest  sugges- 

tion to  bring  forth  its  latent  possibili- 
ties. There  is  no  season  for  toilet  goods, 

each  item  in  this  section,  having  a  nat- 
ural demand  any  day  in  the  year,  and 

furthermore  its  many  lines  represent  a 
regular  need  to  nearly  every  customer. 

"Making  a  success  of  the  toilet  goods 
department  depends  upon  judicious  mer- 

chandising, attractive  display,  and  intel- 
ligent, cheerful  salesmanship  that  invites 

customers  to  return."  This  view  point 
was  expressed  to  Dry  Goods  Review  by 
two  capable  experts  in  the  merchandis- 

ing of  toilet  articles,  Mrs.  Norris  and 
Miss  Meaney,  in  charge  of  this  section 
in  the  Jas.  A.  Ogilvy  Company  store  in 
Montreal.  Each  of  these  ladies  manages 
a  distinct  half  of  the  department,  each 
of  which  halves  are  really  in  friendly  ri- 

valry with  the  other.  On  one  side  the 

customer's  attention  is  immediately  at- 
tracted by  a  superb  display  of  toilet  ar- 

ticles, all  uniform  in  color  and  manufac- 
ture, although  including  an  enormous 

range  of  different  items.  This  display 
is  arranged  up  to  the  plate  glass  count- 

ers and  inside  them  in  numberless,  art- 
istically grouped  units,  each  unit  being  a 

thing  of  beauty  in  itself,  due  to  the  ex- 
quisite appearance  of  the  bottles  and 

other  containers  in  which  the  various 

perfumes  or  powders  are  put  up.  Pyra- 
mids of  dainty  talcums  are  alternated 

with  other  uniform  units  of  crystal  on 
top  of  the  show  cases,  while  below  the 
lighted  interior  displays  numberless  in- 

dividual lines  and  boxed  assortments, 
all  arranged  with  meticulous  care  against 
a  background  of  rich  purple  velvet,  the 
predominating  color  of  this  display. 

Uniformity  of  Style  in  Better  Lines 

Uniformity  is  the  outstanding  idea  in 
this  section  of  the  toilet  goods  depart- 

ment, according  to  Mrs.  Norris,  who  at- 
tends personally  to  the  building  up  of  her 

original  and  striking  exhibit.  She  be- 
lieves that  certain  customers  like  to  se- 

lect toilet  goods  expressive  of  their  per- 
sonality and  to  confine  themselves  ex- 
clusively to  one  scent  throughout  the 

range  of  articles.  Each  package  of  face 
powder  has  its  appropriate  accompany- 

ing talcum,  toilet  water,  perfume  and 
soap  to  match,  and  in  fact,  it  is  almost 

impossible  to  exhaust  the  range  of  toilet 

goods  in  one  preferred  scent.  "Have 
everything  and  show  that  you  have  it," 
is  one  of  Mrs.  Norris's  favourite  expres- 

sions, and  furthermore  she  believes  in 

studying  the  type  or  personality  of  cus- 
tomers in  order  to  assist  them  the  more 

intelligently  to  select  the  right  thing. 

"Always  begin  with  the  faintest  scents 
first,  when  demonstrating  toilet  ar- 

ticles," she  explained,  "so  that  when  the 
one  which  appeals  most  is  discovered  it 
will  not  be  spoiled  by  a  too  pronounced 
odor  first.  The  sense  of  smell  is  most 
delicate  and  needs  careful  judgment  to 
cater  to  successfully.  Customers  are 
invariably  sold  when  once  they  have 
sampled  several  of  these  delicious  scents, 
although  their  names  have  much  to  do 
with  selling  also.  When  they  come 
back  they  usually  ask  for  the  scents  by 
name,  and,  in  fact,  customers  rarely 
come  into  the  department  without  a  de- 

finite idea  of  what  they  want.  Occas- 
ionally they  ask  for  our  advice,  and  in- 

variably they  prefer  the  high  grade  lines 

to  the  cheaper  ones." 

Changes   Stock  Constantly 

Variety  is  the  keynote  of  the  Ogilvy 
toilet  department  as  nothing  is  permit- 

ted to  remain  more  than  a  day  at  most 
in  the  same  place.  Fresh  supplies  are 
ordered  weekly,  as  sales  are  unusually 
rapid,  and  thus  the  stock  is  always 
fresh  and  undeteriorated.  A  stock  book 
is  maintained,  in  which  entries  are  made 
of  every  sale  and  amount  of  orders,  so 
that  lines  which  fall  off  in  popularity 
may  immediately  be  discontinued. 

Eight  different  varieties  of  one  well- 
known  national  brand  of  toilet  goods  are 
featured  in  this  special  section,  the  pol- 

icy being  to  keep  these  lines  that  are  ad- 
vertised all  over  the  country.  Whenev- 

er a  national  campaign  is  instituted  by 
a  manufacturer  to  push  sales  of  a  cer- 

tain article,  the  Ogilvy  department  im- 
mediately displays  a  full  range  promin- ently. 

First  Aid  Remedies  Popular 

On  the  other  side  of  the  toilet  goods 
section  is  the  general,  or  miscellaneous, 
display  under  supervision  of  Miss  Mea- 

ney. The  color  scheme  here  is  butter- 
cup yellow,  and  yellow  shaded  electric 

lamps  send  out  a  warm  glow  all  along 
the  glass  counters.  All  the  multitud- 

inous varieties  of  well  known  creams, 
soaps,  dentifrices  and  perfumes,  etc., 
have  their  place  here,  and  are  enticingly 
displayed  in  plentiful  quantity  with  neat 
price  cards  beside  every  unit.  Accord- 

ing to  Miss  Meaney  this  section  is  po- 

pular as  a  "First  Aid  Station,"  where  all 
the   indispensable     household     remedies, 

such  as  gargles,  toothache  and  corn 
cures,  frost-bite  or  sunburn  salves,  etc., 
are  efficiently  dispensed  by  a  thorough- 

ly capable  sales  staff  of  five.  "We  keep 
posted  on  reliable  beauty  hints,"  ex- 

plained Miss  Meaney,  "and  we  have 
made  a  special  study  of  the  various 
types  of  soaps  suitable  for  the  different 
skins,  so  that  customers  may  rely  upon 
the  advice  received.  The  secret  of  suc- 

cess in  selling  soap,"  she  pointed  out,  "is 
to  buy  only  a  gross  at  a  time,  so  that 
it  is  always  soft  and  fresh,  but  custom- 

ers are  constantly  advised  to  purchase 
in  bulk  a  dozen  or  so,  that  the  soap  may 
harden  and  consequently  last  much  lon- 

ger." A  table  of  household  soaps,  in- 
cluding several  sizes  of  castile  bars,  is  a 

much  frequented  corner  of  the  depart- 
ment, prices  being  quoted  on  single  or 

several  bars,  with  a  reduction  on  the 
quantity.  Another  nationally  advertis- 

ed line  of  toilet  articles  is  carried  on  this 
side  too,  as  well  as  all  the  French  and 
American  specialties.  Perfumes  rang- 

ing in  price  from  95  cents  to  $6.50  an 

ounce  are  among  the  "best  sellers"  here, 
and  are  supplied  in  dainty  vials.  An- 

other leader  that  brings  numberless  cus- 
tomers back  again  are  hair  nets,  which 

are  put  up  in  two  styles  of  package  un- 

der Ogilvy's  own  name.  They  also  sell 
by  the  dozen  rather  than  singly.  Sum- 

mer time  sees  much  bulk  purchasing 
done  for  various  reasons,  and  in  no  oth- 

er department  is  this  tendency  more  pro- 
nounced than  in  toilet  goods.  The  Ogilvy 

method  of  awakening  interest  in  toilet 
goods  all  the  year  round  is  to  feature 
bulletins,  neatly  framed,  naming  a  spe- 

cial for  the  day.  A  cleverly  arranged 
display  of  the  line  in  question  is  given 
prominence  upon  the  counters  marked: — 
"For  Today  Only,"  and  often  a  special 
offer  is  made  of  combination  sets  at  an 

aggregate  price  of  all,  less-  one  item.  The 
important  thing  is  to  feature  something 
and  make  people  see  it.  The  thing  is 
to  keep  after  customers,  make  them  ov- 

erlook the  luxury  aspect  in  such  lines, 

and  accentuate  the  personal  charm  lat- 
ent in  the  individual  articles  as  well  as 

their   appropriateness   as   gifts. 

Toilet  goods  are  very  profitable,  but  it 

is  impossible  to  work  on  turnover  on  ac- 
count of  the  uncertainty  of  public  de- 
mand and  the  fashions  in  scents.  It 

must  just  be  watched  carefully  and  mer- 
chandised wjth  the  same  care  that  is 

exercised  in  the  case  of  neckwear  or  oth- 
er variable  novelties,  and  by  judicious 

suggestion  the  sale  of  one  article  will 
lead  to  others,  for  in  no  other  depart- 

ment of  the  store  is  the  silent  appeal 
more  powerful  than  in  this,  dedicated  as 
it  is  to  the  preservation  of  beauty. 
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Adding  a  Phonograph  Line 
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chines and  Records — The  Advantages  to  be  Derived  —  How    McLaren's    of    St. 
Catharines  Increased  Their  Business  by  $6,000  in  One  Year. 

BY  the  adoption  of  aggressive  m
eth- 

ods, turnover  can  be  increased  not 
only  in  lines  that  are  ordinarily 

carried  but  in  other  lines  that  may  have 

been  overlooked.  There  are  many  mer- 
chants in  Canada  who  are  adding  new 

lines  because  they  see  in  them  fresh 

profit  without  great  additional  overhead 
and  because  they  have  space  for  them 
on  the  floors  of  their  store.  Is  it  not 
worth  while  to  consider  the  advisability 

of  adding  phonographs  to  your  present 
lines? 

The  additional  expense  of  carrying 

phonographs  is  not  great  and  if  the  per- 
son in  charge  is  alive  to  the  more  ag- 

gressive methods  of  selling  this  luxury, 
good  profit  can  be  made.  The  Dry  Goods 
store  is  the  most  frequented  store,  per- 

haps, of  all  stores.  That  of  itself,  is  an 

argument  in  favor  of  carrying  phono- 
graphs. About  all  that  is  required  for 

the  initial  outlay  is  a  sound-proof  room 
for  demonstrating  purposes,  a  room 
which  can  be  fitted  up  by  any  local  car- 

penter. If  more  customers  are  coming 
into  your  store  than  in  to  any  other,  the 
opportunity  for  introducing  and  selling 
phonographs  or  records  is  just  that  much 
greater. 

Specializing  on  It 
It  is  advisable  if  both  phonographs 

and  records  are  carried  to  specialize  as 
much  as  possible.  If  your  store  is  not 
large  enough  to  stand  the  expense  of  a 
department  head,  one  salesperson  should 
be  selected  who  will  devote  special  atten- 

tion to  it  and  will  not  be  ti-oubled  too 
much  with  the  details  in  connection  with 

other  departments.  A  good  deal  of  fol- 
low-up work  is  required  in  the  successful 

merchandising  of  phonographs  and  if 
this  is  to  be  done  properly  considerable 

time  is  required.  Those  who  are  ex- 
erienced  in  merchandising  phonographs 
state  that  it  is  preferable  to  have  a  man 
do  this  work  but  that  if  only  the  record 
is  handled  it  can  be  done  just  as  well  by 
a  girl. 

The   Advantages 

One  of  the  advantages  of  carrying 

phonographs  and  records  is  that  it,  per- 
haps, brings  people  into  your  store  who 

do  not  otherwise  come.  If  a  person  who 
is  not  a  regular  customer  at  your  store 
sees  that  you  have  advertised  a  certain 
record,  for  instance,  it  may  bring  that 
person  into  your  store  for  the  first  time. 
That  affords  an  opportunity  for  introduc- 

ing new  lines  of  dry  goods  or  of  giving 
such  service  as  will  create  a  favorable 
impression  and  bring  the  person  back 

again. 
In  working  up  a  trade,  supplements 

are  used  to   a  considerable   extent.     Or 

asrain,  if  a  machine  has  bee)  purchased 
on  the  instalment  plan,  monthly  state- 

ments are  sent  out.  This  gives  an  oppor- 
tunity to  send  other  advertising  matter — 

possibly  a  special  sale,  the  fall  opening 
or  some  other  store  news  of  interest  to 

the  house-wife. 
Handling   Records 

There  is  a  distinct  advantage  in  handl- 
ing records.  These  are  strictly  cash 

sales  on  which  there  is  a  good  profit  for 
the  dealer.  By  the  use  of  a  small  case, 
they  can  be  shown  in  any  part  of  the 
store  and  it  is  advisable  to  have  this  case 
nearby  a  special  sale  counter  that  is 
frequented.  That  keeps  them  constantly 
before  a  large  number  of  buyers. 

McLaren's  of  St.  Catharines 

According  to  the  manager  of  McLar- 

en's, of  St.  Catharines,  phonograph  de- 
partment the  only  way  to  make  such  a 

department  pay  in  the  departmental 
store  is  to  make  it  a  separate  depart- 

ment with  a  departmental  manager 
whose  whole  attention  and  effort  are  giv- 

en to  the  sale  of  phonographs.  A  divid- 

ed effort,  he  says,  is  no  good.  It  shou'.d 
never  be  regarded  as  a  side  line  of  the 
furniture  department,  t»  be  sold  when 
people  ask  for  it  and  never  to  be  pushed 
as  the  manager  of  a  department  should 
push  the  merchandise  in  his  own  depart- 

ment. J.  A.  McDonald,  who  is  the  man- 
ager of  this  department,  seems  to  have 

made  a  signal  success  of  it;  and  he  states 
that  the  sole  reason  is  that  it  has  been 
handled  as  every  other  department  in  the 

store — with  separate  space  for  demon- 
strations and  with  a  departmental  head. 

And  the  evidence  of  the  success,  says  Mr. 
McDonald,  is  that  during  the  last  year 
the  business  in  this  department  increased 
over  $6,000  over  the  previous  year. 

One  Week  for  Phonographs 

One   of   the   features    of   their   phono- 

graph business  is  that  they  give  one 
whole  week  of  the  year  to  phonographs. 
Phonographs  are  featured  in  the  daily 
advertising  for  this  entire  week;  most  of 
the  space  in  every  daily  advertisement 
and  all  of  the  space  in  some  is  given  over 

to  phonograph  talks,  describing  the  dif- 
ferent lines  handled  and  quoting  prices. 

At  the  same  time,  the  windows  work  in 
conjunction  with  the  advertising.  They 

are  also  given  over  to  phonograph  dis- 

plays and  are  shown  in  the  most  attract- 
ive way  possible.  Machines  are  display- 
ed throughout  the  store  and  customers 

are  reminded  when  they  come  in  that  this 
is  the  phonograph  week  and  are  invited 
to  visit  this  department  to  see  the  stock 
that  is  carried. 

Getting   After   Prospects 

As  soon  as  a  prospective  customer 
reaches  the  department  he  or  she  is  giv- 

en every  possible  attention.  Mr.  McDon- 
ald says  that  the  department  did  not 

really  go  ahead  until  it  was  created  a 
separate  one.  He  pointed  out  to  Dry 
Goods  Review  that  bargains  are  seldom 
given  in  this  department;  therefore,  it 

requires  different  sales'  plans  than 
every  other  department  in  the  store.  If 

the  prospect  is  simply  "looking  around," 
the  name  and  address  is  secured,  and 
then  at  a  time  that  is  not  inconsistent 
with  proper  store  dignity  this  prospect 
is  written  to,  called  by  telephone  or  vis- 

ited in  person  as  the  case  may  appear 
advisable.  This  attention  is  naturally 
appreciated  by  the  prospective  customer 
and  very  frequently  brings  immediate 
results.  In  the  case  of  a  high-priced 
model,  if  a  prospect  seems  interested  in 
it,  the  headquarters  of  this  particular 
model  is  advised  by  the  department 
manager  and  special  literature  describ- 

ing and  illustrating  this  machine  is  sent. 
This  is  an  additional  indication  to  the 
customer  that  McLarens  are  interested 

in  giving  first-class  service  to  their  pros- 
pective customers. 

Keeping  Department  to  the  Front 

Another  feature  working  for  the  suc- 
cess of  this  department  is  that  it  is  always 

kept  before  the  minds  of  the  customers 
who  visit  the  McLaren  store.  There  is 

a  little  case  in  the  windows  that  is  al- 

ways filled  with  records — the  latest.  In 
different  parts  of  the  store  arrows  point 
to  the  phonograph  department,  which  is 
upstairs.  A  test  which  shows  that 
people  are  interested  in  this  department 
is  frequently  made  on  Saturdays  when 
the  latest  supplement  of  records  is 
placed  on  a  table  near  the  front  doors 
of  the  store.  By  evening,  these  supple- 

ments are  all  gone. 
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Basement  Sales  for  Small  Stores 
Experienced  Managers  Believe  That  Store  With  Even  Two  Depart- 

ments Should  Have  a  Special  Sales  Quarter — How  Several  Cleveland 
Stores  Run  Them — Concentration  Idea  Appeals. 

in;; 

BASEMENT  sales  a
re  a  compara- 

tively new  venture  for  dry 
goods  merchants.  There  are 

many  who  still  doubt  whether  these  are 
of  real  value  or  not.  Managers  of  such 

departments  in  Cleveland  with  whom  a 

representative  of  Dry  Goods  Review  re- 
cently talked  are  of  the  opinion  that 

basement  sales  are  a  necessity  for  a 
store  of  any  size.  In  these  test  days 

particularly,  when  merchants  are  in  con- 
stant danger  of  not  getting  their  stock 

cleared,  sales  mean  a  great  deal.  Or- 
ganized sales  of  this  kind  are  an  outlet 

for  goods  which  would  never  attract  if 
sold  at  a  reduced  price  in  the  department 

to  which  they  belong. 

Basement  Frequenters  Know  Values 

The  men  and  women  who  make  visits 

to  this  department  a  regular  part  of 

their  shopping  expeditions  are  often  bet- 
ter judges  of  good  merchandise  that 

those  who  buy  in  the  regular  way.  Man- 
agers of  basements  have  thus  become 

advisors  to  different  departments  as  to 
what  lines  are  selling.  There  was  a 
time  when  bargains  were  bought  by 
those  who  considered  price  only  but  dur- 

ing the  war  people  learned  to  buy  good 
things  and  are  now  satisfied  only  with 
the  better  qualities  even  in  articles  sell- 

ing at  a  very  low  figure. 

Concentration  Idea  Appeals 

Basement  sales  are  popular  as  time- 
savers.  Three  articles  offered  in  one 
place  require  little  more  than  a  third 
of  the  time  which  would  be  spent  in 
going  to  three  departments.  Then  there 
is  the  big  factor  that  one  sale  brings 
another.  It  certainly  is  true  that  one 
bargain  counter  helps  another.  Basement 
sales  remove  disorder  in  departments 
where  crowds  do  more  harm  than  good. 
For  example,  hats  which  are  to  be 
sold  at  a  very  low  price,  say  $2.98,  should 
be  sent  downstairs.  If  placed  on  sale  in 
a  millinery  department  there  is  always 
a  certain  amount  of  loss  due  to  expensive 
hats  being  mauled  by  purchasers  who 
have  no  intention  of  buying.  Of  course 
it  is  not  wise  to  offer  medium  or  high 
priced  sale  hats  out  of  the  department. 
A  certain  amount  of  trying  on  and  care- 

ful consideration  is  necessary  when  a 
customer  intends  to  spend  ten  or  fifteen 
dollars. 

How  These  Departments  Are  Run 

Most  of  the     Cleveland     stores     offer 

daily  basement  sales,  one  or  two  lines 
being  featured  as  special  attractions 
each  day.  Regular  newspaper  space  is 
devotee:  to  what  the  basement  is  offer- 

ing. Recently  one  store  had  a  Friday 
sale  of  linoleums  which  had  lain  up  in 
the  housefurnishings  department  for  sev- 

eral weeks  without  much  change.  The 
number  of  yards  of  this  covering  which 
went  in  that  one-day  sale  was  surprising. 
A  great  many  customers  who  had  been 
attracted  by  the  bargain  went  up  to  the 
regular  department  and  bought  better 
grades.  This  is  a  point  which  merchants 
should  keep  in  mind.  Very  often  goods 
offered  at  cost  will  sell  better  lines  when 

comparison  is  made.  But  the  bargain  is 
necessary  to  get  customers  into  the 
store. 

Salesgirls  are  very  rarely  taken  out  of 
their  departments.  In  most  of  the  Cleve- 

land stores,  special  training  is  given  to 

basement  girls.  A  'supply'  staff  is  also 
kept  for  days  which  are  particularly 
heavy.  T>.e  new  girls  are  placed  at  the 
walls  wh  ave  the  numbers  are  not  so  great. 
The  sales  which  are  heaviest  are  always 
in  the  centre  of  the  floor  so  customers 

and" salesgirls  are  not  hampered.  Allied 
articles  are  placed  as  nearly  together  as 
is  possible.  If  a  bargain  in  aluminum 
kettles  is  featured,  there  is  usually  a 
nearby  counter  containing  other  cooking 
utensils. 

Think  Small  Stores  Should  Have 

Corresponding  Departments 

Dry  Goods  Review  was  interested  in 
obtaining  the  opinion  of  several  of  these 
managers  as  to  how  this  scheme  would 
pay  in  small  stores.  Without  exception 
they  declared  that  every  small  store  of 
more  than  two  departments  should  have 
a  section  devoted  to  such  sales.  Some 
of  these  men  had  managed  stores  in 
small  towns  and  spoke  with  assurance  on 
the  question.  They  claimed  that  one  of 
the  easiest  habits  to  teach  a  customer  is 
that  of  looking  for  these  bargain  spots. 

In  stores  that  cannot  conveniently  use 
a  basement  it  was  suggested  that  a  sec- 

tion of  the  main  store  space  be  devoted 
to  this  kind  of  thing.  People  in  small 
towns,  with  more  time  on  their  hands, 
soon  learn  to  consider  this  department 
as  part  of  their  daily  work.  Of  course 
such  a  rendezvous  must  be  advertised.  A 

small  tea-room  or  an  ice-cream  parlor 
of  even  two  or  three  tables  in  this  section 

or  adjoining  it,  is  another  drawing-card. 

PROMISE  OF   BIG   UNDERSKIRT 
SEASON 

Continued  from  Page  96. 

vestment  and  netted  a  very  tidy  profit 
because  it  has  as  its  head  a  woman  who 

appreciates  the  opportunities  there  are 
in  corsets.  Waist  shops  do  a  very  good 

business  in  most  towns.  The  variety  of- 
fered is  the  principal  reason  why  these 

shops  pay.  To  a  man,  variety  is  not  so 
important  but  to  a  woman  the  fact  that 
there  are  twenty  samples  to  choose 
from,  means  that  she  has  obtained  the 
best  value  possible  for  the  money  she 
has  invested. 

This  specialty  business  is  applicable 
to  underwear  more  than  to  any  other 

branch  of  women's  wear.  The  customer 
who  can  afford  to  spend  even  a  little 
on  lingerie,  likes  the  quiet  attractiveness 
of  a  small  shop  much  better  than  a 
large  department  store.  The  desire  for 
ease  has  so  crept  in  to  the  life  of  our 
Canadian  women  that  they  like  to  follow 
the  line  of  least  resistance  which,  in 
shopping,  means  the  store  where  a 
salesclerk  knows  her  requirements  and 
can  satisfy  them. 

Goodwin's  Limited  are  closing  their 
store  all  day  Saturday  during  July  and 
August. 

Travellers  Are  Out  Now 
With   Complete  Lines French   Ivory 

Greeting-  Cards  and  Post  Cards  for  all occasions 
Purses    and    Wallets 
Pennants,    Cushions    and    Textile     Novelties 

Supplies  for  Celebrations,  Old  Boys'  Re- unions, etc. 

Souvenir   Novelties    (a   tremendous    variety) 
Christmas    Stockings 
Conservo  Lunch  Sets,  Splashers,  Table 

Sets,    Infants'    Bibs   and    Sets. 
The  product  of  five  factories  we  own  or 

control 

Pugh  Specialty  Co.  Ltd. 
38  to  42  Clifford  St.,   Toronto,   Canada 

BEADS 

BUGLE  BEADS    SEED  BEADS 

All  Colors 

BEAD  NECKLACES 
in  all  the  latest  designs 

Largest  Variety  in  Canada 
Assortment  on  Approval 

R.  A.  PHILLIPS 
77  YORK  ST.  TORONTO 
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Christmas  Fancy  Goods 
TOYS,  DOLLS  and  GAMES 

Illustration  shows  one  of  our  newest  Marquis  pattern  French  Ivory- fitted  Combination  Toilet  and  Manicure  Sets. 

For  the  coming  holiday  season  we  offer  to  the 
merchants  of  Canada  the  largest  and  best  assort- 

ment of  Christmas  goods  that  we  have  had  for 
some  years. 

Complete  Range  of  Samples  with  our  Traveling  Salesmen  and  at  our 
Showrooms 

NERLICH  &  CO. 
146—148  FRONT  St.  W..  TORONTO 
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HAIR-NETSi 
(Registered   Brands) 

SILK, 
Queen  Charlotte 
i  (with  elastic) 
Veilanet         (with  elastic) 
Yoda  Lane      (cap  net) 

REAL  HUMAN  HAIR 
Tidywear,  R22  R24  R400. 
Easifix        (cap  net) 

VEILS  WITH  ELASTIC 
(Registered  Brands) 

Celia  Glad 
Queen  Charlotte 
Gismonda 

KID  HAIR  CURLERS 

4",     4i/2",     514"     and     7". 
CINCH   COAT  CHAINS 

Require  no  sewing. 

Special  Pearl  Button  Cabinets. 
1920   —  Velvet  Lady  —  Giant. 

456-458,  etc. 
Wood  Button  Moulds 

Flat  and  Ball.       Made  in  Canada. 
Buttons. 

Pearl — Glass — Celluloid — Composition 
Horn  —  Agate  —  Bone  —  Metal. 

Bull  Dog. 
Plush  and  Bachelor  Buttons. 

Require  no  sewing. 

HEART  BRAND 
(Registered) 

Dress  Beltings  Braids 

Bias  Tapes  Boot-laces 
Dress   Weights 

All  made  in  Canada. 

THE  DIAMOND 
IMPROVED 

CURLING  IRON. 
Made  in  Canada. 

HARMONY 

SNAP  FASTENERS 
Forget-me-not  Shape. 4-0  to  2. 

Carded  and  Bulk. 
All  sizes  in  stock.     White 

and  Black. 
Can  now  be  retailed  at  5c  a   card 

METAL  HAIR  CURLERS 

Presto  —  Slideasy. 

Special  Brands  Hair  Pin  Boxes. 
Rhoda  —  Rhonda  —  Floral 

Bootlace  Cabinets 
Goodasilk — Heart  Brand 

Round  and  Flat. 

Wool  Mendings. 
(Registered  Brands) 

Social — Our  Delight.      Made  in  Canada. 
Diamond  Quality 

Registered. 
Trouser   and    Mending   Tissue. 

SPECIAL     VALUES     IN     TOOTH     BRUSHES. 

SOLE    AGENTS    AND    DISTRIBUTORS 

Luke  Turner  &  Co.,  Leicester,  Eng.,  Elastic  Webs  and   Braids 
J.    Bonas    &    Son,    Derby,    Eng.,    Tapes,    Block,    Average   and 

Reel    Tapes. 
Morris    &    Yeomans,    Redditch,    Eng.,    Needles,    Needle   Books, 

Crochet    Hooks,    etc. 
Rosenwald    Bros.,    London,    Eng.,    Hair    Nets. 
Howard    Wall,    Ltd.,    London,    Eng.,    Deans    Tape    Measures, 

Bootees. 
Buttons,    Ltd..     Birmingham,    Eng.,     Linen,    Metal,    Covered, 

Buffalo    Horn,    Leather    Buttons,    Buckles,    etc. 
F.    Bapterosses    &    Cie,    Paris,    France,    Agate   Buttons. 
Wm.    Klaar.    Gablonz,   Czeko-Slovakia,   Buttons,    Beads,   Neck- 

lets, etc. 

Narrow    Fabric    Co.,    Reading,    Pa.,    "Nufashond"    Ric    Rae 
Braids,  etc. 

Star    Pin   Co.,    Derby,   Conn.,    Pins    and    Hairpins. 

Embro   Mfg.    Co.,   Canton,    O.,    "Embro''   Metal   Hoops. 
Waldes    &    Co.    Inc.,    New   York,    Harmony    Snap    Fasteners. 
Mosstwin  &  Co.,  New  York,  Autospring  Twin  Snap  Fasteners 

Henry    Myer    Thread    Mfg.    Co.,    Chicago,    Threads. 

W.    Wendtland    Inc.,    New    York,  "Fancy    Glass    Buttons. 
Winwal    Button    Co.,   Rockford,    III.,   Winwal    Button   Moulds. 
Parry   Sound    Wood   Turners,    Ltd.,    Parry    Sound,    Ont.,    Flat 

and    Ball    Wood    Moulds. 

Wholesale  and  Manufacturers  Only  Supplied 

WILL  P.    WHITE,   Limited 
TORONTO-65  Simcoe  Street      MONTREAL— 137  McGill  Street 
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First  with  the  latest  always! 

This  time  it's  the  New  Novelty 

The  Spanish  Comb 
For  smart  Evening  Coiffures 

Made  in  Amber-fancy  effects  studd.- 
ed  with  brilliants  and  finished  with 

brightly  colored  Ostrich  Tips  curled 
or  straight. 

Visit  our  Showrooms  when  in  Toronto. 

Dominion  Ostrich  Feather  Co. 
LIMITED 

78  Wellington  St.  West  TORONTO 

Representatives : 

H.  B.  TAYLOR,  Mappin  Building,  Montreal;  J.  G.  MARTIN, 
Hammond  Bulding.  Winnipeg;  GEO.  STRACHAN,  Welton 
Block,  Vancouver,  B.C. ;  T.  W.  LEWIS,  Eastern  and  Northern 
Ontario ;    E.    R.    BRIGGS,    Western    Ontario. 

STOCK 

BARBOUR'S  &  KNOX'S 
SUPERIOR  QUALITY 

LINEN  THREADS 
FOR 

Carpet  -  Tailoring  -  Fur    and 
Retail  Trade 

It  will  pay  you  to  write  our  nearest  Branch 
for  our  latest  THREAD  prices. 

Good  Stocks  Carried 

FRANK  &   BRYCE    LIMITED 
Toronto  MONTREAL  Quebec 

■:■ 
&KN 

3g™LX 
[SPEEDWELL! 

RE60 

SUPER 
INDIA 
SHRUNK 
TAPE 

IS   THE   ACME  OF   PERFECTION. 
Ask  those  discriminating  tailors  whose  record 
is  one  of  absolute  dependability.  They  will  tell 

you  they  always  use  "Super  India  Shrunk"  be- 
cause it  is  "Super  Quality." 

We  handle  other  qualities  of  Speedwell  Tapes 
in  all  widths  and  at  prices  to  suit  every  pur- 

pose. 
True  to  the  character  of  British  manufactured 
goods  they  are  unequaled  for  strength  and  dur- 

ability; do  not  stretch  nor  shrink  but  give  that 
service  and  satisfaction  so  desirable  in  tapes. 

Write  or  phone  for  samples 
and  latest  quotations. 

Manufactured  by 

Geo.  H. 

Wheatcroft  &rCo. 
Wirkaworth,  Eng. 

THE   STAC. 

IMPORTERS  and  MANUFACTURERS 

Art  Needlework  and  Fancy  Goods 
"Peri-Lusta"  "Crystal" Mercerized  Cottons  Artificial  Silk 

Embroidery  Materials 

Fancy  Linens  and  Piece  Goods 
MADEIRA    HAND   EMBROIDERED 
LINENS  and  HANDKERCHIEFS 

Campbell,  Metzger  &  Jacobson 
932-938  Broadway  New  York  Cor.   22nd   St. 

Canadian   Showroom   und  Factory  : 

Ray  and  Wellington  Sts.,         -        Toronto,  Canada 
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Cherry  Red 
Necklaces 

are  the  popular  rage  at  present. 

We  will  be  pleased  to  send  a  — 
sample  assortment  on  approval. 

"Hyclass" 
Brand  Products  are  the  best  market 
values. 

"Hyclass"         Hair  Nets 

"Hyclass"         Safety      Pins 

"Hyclass"  Brass  Pin  Sheets 

OUR      "Coronet"     Brand      of 
Elastic  is  guaranteed  for  two  years 

"Kurley   Kew"   Hair  Wavers 
are  the  most  convenient  and 

produce    the    popular    hair   wave. 

We  cordially  invite  you  to  visit 
us  when  in  Toronto,  at  our  NEW 

SHOW  ROOMS  -  120  Wellington 
Street  West  (corner  of  York  Street) 

conveniently  located  —  just  one 
block  and  a  half  from  the  Union 
Station. 

THE      SMALLWARE      SPECIALTY 

HOUSE 

wrinch,  McLaren 
Limited 

120   Wellington  Street     West 

TORONTO 

WM.  E.  WRIGHT  SAYS : 

"Our  counter  cabinets  enable  notion  depart- 
ments to  offer  a  good  assortment  of  tapes 

without  the  necessity  of  carrying  an  incon- 
veniently bulky  and  costly  stock. 

"These  cabinets  are  very  compact  and  attrac- 
tive, taking  the  minimum  of  counter  room. 

They  are  busy  little  salesmen  working  all  day 
long  to  increase  the  business  of  the  department. 

"We  also  furnish  attractive  display  cards  for 
Wright's  Tape  and  E-Z  Trim  to  hang  up  or 
stand  upon  the  counter.  They  are  finely  made 
and  will  act  as  a  buying  suggestion  to  every- 

one who  comes  in. 

"We  have  other  display  and  advertising  helps 
for  dealers.  Each  year  we  do  an  increased 
amount  of  national  advertising  in  leading 
women's  magazines.  We  study  to  help  the 
trade  not  only  by  furnishing  the  best  merchan- 

dise, but  by  bringing  it  to  the  attention  of  con- 
sumers as  widely   as  possible." 

Send  for  Color  Card  of 

inns  mi 
showing  our  full  line  of  fast  colored  percales, 

also  Wright's  E-Z  Trim.  You  will  find  this 
card  to  be  a  great  convenience  in  making  up 
your  orders.  It  shows  our  12  plain  and  6 
striped  colors  of  Tape  and  6  colors  of  E-Z 
Trim. 

Wm.  E.  Wright  &  Sons  Co.,  Mfrs. 
315-317  Church  Street  New  York 

Agencies 
CHICAGO 

R.   C.   Taft,   223   W.   Jackson    Blvd. 

ST.    LOUIS 
L.   F.    Sherman 

613     N.     Broadway. 

PHILADELPHIA 

Jas.   F.   McCarriar 
1011     Chestnut    St. 

'  WRIGHT'S 
BIAS  FOLD  TAPE 
i .  It  turns  itself 

In   U.    S.   Pat.   Off. 
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BABY  NEEDS 

\Ye  make  a  specialty  of  Novelties,  for 

Babies  viz — Rattles,  Bibs,  Diapers,  Car- 
riage Covers,  Hand  and  Machine-Made 

Hoods,  Booties,  Jackets,  Toques,  Over- 
alls, etc. 

ART  NEEDLEWORK 

Everything  in  Stamped  Goods,  Knitting 
Wools,  Threads,  Needles,  Instruction 
Books. 

The  Best  Artificial 

Embroidery  Silk  is 

FLOSSELL  ROYAL 

WE  HAVE  IT 

HAMBLY  and  WILSON 
Limited 

1 1  WELLINGTON  ST.,  W. 
TORONTO 

IIIIIIIIIIIIIIIIIIIIIIIL- 

UNDERSKIRTS 
"BROOK"  MANF'G.  CO.,  LTD. 
NORTHHAMPTON,  ENGLAND 

Variety  Cloths  to  Select  From 

TAFFELINES 

MILANESE 

VENETIANS 
SATEENS 

POMPODORES 

TRICOLINE 

MERVINE 

MOIRIES— WATEREPLINES 
FIT  and  FINISH   UNEXCELLED. 

Import  or  Stock  from 

P.  M.  Lemaistre 
10  Victoria  St. 
MONTREAL 

Fred.  Caldecott 
64  Wellington  St. 

TORONTO 

Button  Sales  Limited 
Successors  to 

A.  Weyerstall  &  Co. 
66  Wellington  St.  W.  Toronto 

Manufacturers  and  Importers 

of Buttons 
Ivory,  Pearl,  Celluloid,  etc.,  etc. 

We  are  showing  one  of  the  larg- 

est and  most  up-to-date  lines  of 
Buttons  for  the  Fall  Trade. 

Watch  for  our  Travellers. 

They  will  soon  be  there. 

Visit  our  showrooms — at  the  above  address 

— when    in    Toronto    for    the    Exhibition. 

iiiiiiiiiiiiiiiiniiii.- 

BUYERS 
KNOWING  QUALITY 

AND  PRICES  OF 

All  Wool,  Scotch  Knit—  Costumes, 
Gowns,  Sports  Coats,  Jumpers,  etc., 

Never  Hesitate  to 

Repeat  Orders 
THE  COSMOS  HOSIERY  CO.^LTD., 

136  Wellington  Street, 

GLASGOW 

Cab  UgramM,  "CHOSEN,   GLASGOW." 

R.  ELDER,  F.I.S.A.,  M.B.A.C. 
Chairman. 

The  Cosmos  Studios, 

GLASGOW. 
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-       SHEETS  &  SHEETINC SHEETING 

_        ...       SHEETINC 
UNFADABLE  FABRICS FLANNELETTE. 

_  ITALIANS  &  VENETIANS BLIND  CLOTH 

.    _          PRINT SHIRTINGS        &        PYJAMA 

FABRICS 

The  HOLLINS  MILL  CO.,  LTD. 
SPINNERS  &  MANUFACTURERS    -    5  PORTLAND  ST.,  MANCHESTER,  ENGLAND 

The  Directors 
117  ISH  to  announce  that  their  fabrics  must  not  be  confused 

with  others  advertised  under  "Hollins"  belonging  to  a 
different  firm,  but  as  The  Hollins  Mill  Company,  Ltd.,  has 
been  very  widely  known  for  a  great  number  of  years  under 

the  abbreviated  title  "Hollins"  it  has  been  decided  for  the 
protection  of  the  Company  and  their  Clients  to  exercise  their 
right  to  use  this  abbreviated  title. 

Calicoes,  Sheetings,  Longcloths,  Shirtings,  Flannelettes,  Window  Hollands,  Pillow 
Cottons,  Apron  Cloths,  Cotton  Poplins,  Ga  bardines,  Voiles,  Casement  Fabrics,  Tail- 

ors' and  Dressmakers'  Linings,  Sateens,  Cotton  Italians,  Fadeless  Casement  Cloths, 
Printed  Pyjama  and  Blouse  Fabrics,  Plain  and  Fancy  Muslins,  Lawns,  Nainsooks, 
Madapolams,  Cotton  Georgettes,  etc. 

WHOLESALE  AND 
Holly 

LONDON: 

II  &  12  Foster  Lane,  Cheapside,  E,C.  2 

MILLS: 
Hollins  Mills,  Marple 

Wellington  Mill,  Hazelgrove 

MILLS  :  MARPLE  AND 

SHIPPING  ONLY 

Brand 

CANADIAN  REPRESENTATIVE 

Canada 
C.  W.  Dunning 

Empire  Buildings,  Toronto 

Telegrams: 

"SHEAF,  MANCHESTER" 

"CZAR,  LONDON" 

HAZEL  GROVE,  CHESHIRE 

I 
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William  and  Mary  Period  Fixtures 
Quite  New—and  Different! 

These  Fixtures  are  among  our  newest  designs  in  Wooden  Fixtures.  They  have 
been  designed  with  great  care  and  skill,  and  every  detail  accurately  follows  the  original 
William  and  Mary  Period  style. 

Can  be  supplied  in  Mahogany  or  Walnut — also  in  Old  Ivory  or  Roman  Gold. 
These  and  other  recently  complete  lines  are  included  in  our  high-class 

NEW  CATALOGUE 

of DECORATIVE  WOOD  DISPLAY  FIXTURES. 
You  will  want  one  of  these.     Just  ask  us  for  our  new  No.  21  Catalogue, 

and  we  will  gladly  send  you  a  copy. 

CLATWORTHY    &    SON,    LIMITED 
161  KING  ST.  W.,  TORONTO 

CX   -  P- 
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Ornamental  Plateaux  and  Dividers 

The  lines  illustrated  above  are  finished  in  Old  Ivory  or  Roman  Gold  and  lend 
distinction  and  quality  to  any  display. 

These  Plateaux — without  reliej  decorations — can  be  supplied  in  Antique  Mahog- 
any, Walnut  or  Fumed  Quarter-cut  Oak. 
Our  new  Catalogue  gives  you  descriptions  of  these  numbers  also. 

WHEN  YOU  ARE  IN  TORONTO 

call  at  our  Showrooms — 161  King  St.  West — convenient  to  all  points 
in  the  Dry  Goods  District.  Drop  in  any  time  and  look  over  our 

Fixtures — we  have  them  for  every  use,! 

CLATWORTHY    &    SON,    LIMITED 

OL=J*=JO 

Established  1896 TORONTO Incorporated  1908 
REPRESENTATIVES  : 

Vancouver     B.C.— M.   E.   Hatt  &   Co..   Mercantile   Bldg.  Halifax.    N.S.— D.    A.    Gorrie,    Box    273. 
Montreal,    Que. — E.    O.    Barette    &    Co.,    301    St.    James    St.     Quebec — Nap.    Debigare,    205    Rue    des    Fosses. 

Travelling    Western    Representative — S.    J.    Barley. 

:OC= 

0 
i=DO 
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*A  - 1.50    -0126  JUM  18-21 
°it?        Amount       "BBS"  Oite 

THIS  IS  A  RECEIPT  FOR  YOUR 

PURCHASE 

THE  RAND-JOHNSON  CO. 
NEW  YORK 

Wrap  this  receipt  in  the  parcel 

E  E®  D  @E 
CASH 
DOLLARS    I  CTS 

Get  this  receipt  inside  the  register 

Give  a  receipt 
and  get  all  your  money 

The  right  way  to  handle  a  sale 

1.  Collect  the  goods  at  the 
wrapping  counter  beside 
the   register. 

2.  Tell  the  customer  the  price 
and  get  the  money. 

3.  Register  the  sale. 

4.  Wrap  the  receipt  in  the 

parcel. 
5.  Give  parcel  and  change  to 

the  customer. 

The  customer  gets  quick  service. 

The  clerk  gets  credit  for  making  the 
sale. 

The  merchant  gets  all  of  his  profits. 

We  make  cash  re^istets  for  every  line  of  business 

NATIONAL 
CASH    REGISTER    CO. 

OF    CANADA.    LIMITED 

Mtfkmal 
And  get  all  your  money 
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Canada 's  Leading  Display  Fixture  House 

Everything 

for  the display 

Man. 

Art  in 

every  line 
and  detail. 

t£k 

No.  2015 
HAT  STAND 

For  Millinery 
or  Men's  Hats 
Finished  i  n 
Old  Gold  and 
Old   Ivory. 

No.  3050— DRAPING  BAR 
Very  useful  and  effective  for  draping  dress  goods, 

curtains,  etc.    Fits  on  your  metal  stands  . 
Finished  in  Old  Gold. 

No.  91  -D 
A  beautiful,  life-like  Dale  Wax  Figure. 

WRITE    FOR    OUR    CATALOGUE 
DALE  WAX  FIGURES  are  finished  with  a 
special  washable  Enamel  that  positively  will 
not  crack.       Superb  finish  and  durable. 

E.  R.  BOLLART  &  SON 
501  Mercantile  Bldg.,  Vancouver 

Agents: 
P.  R.  MUNRO 

259  Bleury  St.,  Montreal 

~ 1 

The  name 

DALE 
on  your 
Fixtures 

is  your 

guarantee 
of  the best 

value 

obtainable. 

*J 

No.  1505 
SHOE  STAND 

F  inished  i  n 
Old  Gold  and Old  Ivory. 

O'BRIEN,  ALLAN  &  CO. 
Phoenix  Block,  Winnipeg 

ri«THH3 

DALE  WAX  FIGURE  CO.  Limited 
86  YORK  ST.,  TORONTO 
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The    Camera   the   True    Medium    of  Art   in    Commerce 
Human    Element   Appeals   in    Business 

\  TRY  few  business  men,  especially 
retailers  and  manufacturers,  realize 

how  much  they  owe  to  photography", 
declared  a  prominent  Montreal  designer 

in  an  interview  this  month.  "Photo- 
graphy seems  to  have  revolutionized  our 

methods  somehow  and  paved  the  way  to 
a  higher  standard  of  workmanship,  de- 

sign and  display,  not  to  speak  of  the  tre- 

mendous saving  in  travellers'  expenses, 
which  were  formerly  absolutely  essen- 

tial items  to  be  reckoned  with.  Not  that 

I  am  saying  anything  against  the  artist's 
sketch,  which  is  sometimes  more  artis- 

tic (and  original)  than  the  .photograph, 
but  the  sketch  is  never  really  satisfac- 

tory for  purely  business  purposes 
whereas  the  camera,  as  the  saying  goes, 
never  lies." 

This  interesting  point  of  view  seems 
worthy  of  further  investigation,  espe- 

cially with  regard  to  fashion  work  and 
all  the  other  lines  associated  with  com- 

mercial work  nowadays.  According  to 
one  of  the  most  competent  authorities 
upon  the  subject  in  Canada,  Miss  Janet 
Hinam,  Art  Director  of  the  Photo-Kraft 
Studio  in  Montreal,  the  evolution  of  the 
photograph  or  camera  study  of  gar- 

ments on  living  models,  is  without  doubt 
one  of  the  most  remarkable  and  interest- 

ing sidelights  of  ordinary  commercial 
life,  and  one  which  is  destined  to  devel- 

op still  more  every  year. 

"Although  fashion  photography  may be  said  to  be  still  in  its  infancy,  having 
originated  less  than  ten  years  ago  in 
New  York,  yet  it  owes  its  extraordinary 
vogue  to  the  fact  that  it  gives  us  a  cor- 

rect, instead  of  a  distorted  or  fanciful 
representation  of  objects,  especially 
those  which  cannot  be  reproduced  by 
means  of  the  pen  or  pencil",  stated  Miss 
Hinman.  "Furthermore,  the  photograph enables  a  would-be  purchaser  to  see 
various  kinds  of  merchandise  exactly  as 
they  appear  in  reality,  accentuates  with 
utmost  fidelity  every  detail  which  art 
ists  might  tend  to  exaggerate,  and  most 
of  all,  reproduces  the  intricate  delicacy 
of  laces,  feathers  or  leather  graining, 
so  as  to  be  exact  fac  simile  of  the  orig- 
inal". 

"Did  you  ever  notice  how  people  will stop  to  look  at  the  portraits  outside  a 
photographer's  studio?"  continued  Miss 
Hinman,  "or  how  they  will  look  over  a 
family  album  or  a  collection  of  snaps- 

hots with  the  greatest  interest, 
c-er.  though  the  subject  are  entire strangers  to  them?  It  is  the  human  in- 

terest in  the  pictures  that  attracts,  and 
the  human  element  in  the  photograph 
for  commercial  purposes  is  the  quality 
that  creates  and  holds  interest  no  mat- 

ter what  line  of  merchandise  is  repre- 
sented". 

When     manufacturers     were     d?oen- 

dent  upon  highly  colored  and  often  crud- 
ely designed  publicity  mediums,  such  as 

show  cards,  advertisements,  etc,  nat- 
urally enough  they  endeavored  to  have 

their  merchandise  made  to  look  as  at- 

tractive as  possible.  As  was  inevitable, 

the  artists  who  designed  these  mediums 

of  publicity  were  obliged  to  guess  at 

the  exact  effect  that  the  object  would 

present  in  reality  when  worn  and,  what 
was  still  worse,  the  final  effect  of  a 

printed  or  lithographed  picture  did  not 
tend  to  raise  the  standard  of  the  mer- 

chandise in  the  mind  of  the  beholder. 

On  the  contrary,  it  failed  to  depict  the 
highest  value  of  the  goods  even  though 

To  adorn  a  princess,  might  be  the  description 
of  this  gorgeous  evening  wrap  of  gold  Lame 
Brocade  in  combination  with  rich  Hudson  seal. 

A  huge  scarf  collar  and  deep  border  of  the 
seal  is  used  with  the  utmost  effect,  while  the 

mandarin  sleeves  are  also  bordered  with  flow- 
ing cuffs  of  the  same.  The  collar  may  be  worn 

in  a  variety  of  ways,  and  numberless  effects 

can  be  successfully  achieved  in  any  style  de- 
sired. 

Photo  by  the  Photo-Kraft  studios,  Mont- 
real.    Wrap   by  Laberye   Chevalier 

Co.,   Montreal. 

the  reproduction  had  been  the  work  of 

a  highly  paid  artist". 
"That  is  how  the  photograph  has  come 

to  fill  such  a  long  felt  want",  said  Miss 
Hinman,  "and  in  fashion  work  particu- 

larly, it  is  possible  to  achieve  effect 

equal  to  the  rarest  old  miniatures  or 

world  famous  portraits,  not  only  as  re- 

gards pose,  setting  and  skillful  mani- 
pulation of  the  camera,  but  even  as  to 

the  colors  themselves.  Photographs  can 
now  be  colored  in  exact  natural  tints 

which  cannot  possibly  be  duplicated  by 

oil  or  machinery,  and  studies  such  as 
these  are  genuine  works  of  art.  I  may 

say  that  much  of  the  success  of  this 
work  depends  upon  a  lifetime  of  study 
of  all  the  branches  of  art,  as  well  as 
a  complete  knowledge  of  the  technical- 

ities of  photography,  for  the  essential 
secret  of  success  is  the  handling  of  de- 

tails. Personally  I  believe  that  Cana- 
dian manufacturers  are  doing  a  splendid 

thing  in  demanding  the  best  possible 
workmanship  in  giving  publicity  to  their 
products  and  each  season  sees  a  still 
greater  call  for  high-grade  work. 
"The  models  naturally  are  selected 

for  their  chic  and  personal  appearance, 
and  they  are  carefully  trained  to  pose 
as  effectively  as  possible.  Besides  this, 
every  precaution  is  taken  to  see  that  the 
gown,  wrap  or  whatever  is  to  be  pho- 

tographed, is  correctly  put  on  and  ar- 
ranged, so  that  no  awkward  folds  or 

uneven  lines  will  mar  the  charm  of  the 
finished  portrait.  Evidences  of  the  in- 

creasing popularity  of  this  work  can  be 
proved  conclusively  by  glancing  over  the 
pages  of  any  fashion  paper  or  journal, 
when  it  will  be  seen  that  few  really 
prominent  merchants  today  employ  the 
old  fashioned  drawing,  the  preference 
of  the  majority  being  for  the  photo- 

graph, whether  the  merchandise  be 
only  a  card  of  buttons  or  the  latest 

thing  in  wearing  apparel". 
"It  may  also  interest  you  to  know  that 

many  Canadian  ready-to-wear  manufac- 
turers are  sending  out  folders  whic 

contain  half  a  dozen  or  more  photo- 
graphs of  their  models,  and  these  they 

tell  us,  bring  in  wonderful  results,  as 
much  from  the  fact  that  they  are  un- 

usually artistic  and  novel  as  because 
they  are  sent  monthly  and  keep  cus- 

tomers in  touch  with  developments  in 
the  trade  without  the  expense  of  tra- 

vellers or  personal  calls.  I  may  say 
that  it  is  possible  to  reproduce  all  colors 
in  their  own  individual  degree  of  shad- 

ing and  even  to  depict  metallic  effects 
so  closely  that  they  are  almost  indis- 

tinguishable from  the  original." 
Any  questions  regarding  Living 

Model  and  Commercial  Photography  will 
be  welcomed  and  answered  if  addressed 

to  Miss  Janet  Hinman,  care  of  Photo- 
Kraft  Studio  Limited,  Montreal,  Que. 
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T^RMINE,  the  regal  fur,  forms  the  outer  part  of  this  magnificent  opera 
cloak,  in  combination  with  lustrous  gold  brocade  as  a  lining.  A  wide 

banding  of  Hudson  seal  borders  the  edge  and  is  repeated  upon  the  ends 
of  the  superb  stole.  A  narrow  border  of  the  seal  is  carried  round  the 
lower  edge  of  the  wrap,  overlaid  with  countless  tiny  tails  providing  the 
unique  touch  typical  of  its  Parisian  inspiration.  The  ermine  itself  is 
elaborately  worked  in  two  directions,  a  wide  section  running  horizontally, 
lending  an  unusually  distinctive  appearance.  The  collar  is  designed 
after  the  Elizabethan  style,  standing  out  around  the  yieckline  with  digni- 

fied charm. —  Wrap  by  Laberge  &  Chevalier  of  Montreal. 
— Photo    by    Photo-Kraft    Studios,    Montreal. 
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CMARTLY  plain  is  this  tailored 

^  georgette  blouse,  designed  to 
iccomjiany  the  skirt  of  silk  for 
Fall  wear.  As  decreed  by  Paris, 

the  vogue  for  black  and  white  has 
tpread  to  this  country  and  seems 

iestined  to  be  taken  up  enthusias- 
tically by  smart  Canadian  women. 

Embroidery  in  somewhat  more 

jeometrical  designs  in  white  and 
black  combinations  elaborates  this 

model,  while  the  snowy  whiteness 

of  vestee  and  cuffs  relieves  the 
sombre  effect  and  provides  the 

touch  "mag-pie"  so  essential  to 
smartness.  —  Blouse  by  the 
American  Waist  &  Dress  Co., 
Montreal. 

— Photo    by    Photo-Kraft 

Studios,  Montre\l. 

TPHE  charm  that  made  Gains- 

A  borough's  paintings  famous 
lurks  in  the  sweeping  curve  of 

brim  and  the  coquetry  of  droop- 
ing plumes,  indicative  of  the  re- 

turn of  Fashion  to  larger  shapes 
and  softer  lines  in  millinery.  Rich 

hhir-k  velvet  forms  the  hat  itself, 
while  an  alluring  shade  of  pea- 

cock blue  is  the  vulor  note  of  the 
uncurled  fjeather.  Devotees  of 
Fashion  may  adopt  this  becoming 
brim,  safe  in  the  knowledge  that 
few  styles  enhance  feminine  charm 

as  effectively  as  does  the  droop- 
ing curve  of  feather  and  velvet. 

—  Hat  by  Farrel-Belisle  Co., 
Montreal. 

— Photo    by    Photo-Kraft 
Studios,   Montreal. 
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A  T  some  of  the  festivities  of 

^*-  early  fall,  this  smart  little 
hat  would  look  extremely  well 
with  either  tailored  suit  or  after- 

noon gown.  Developed  in  heavy 
moire  silk  ribbon  of  jet  black  hue, 
its  apparent  sombreness  is  enliv- 

ened by  the  addition  of  narrow 
silver  braid  bindings.  The  hel- 

met crown  is  faced  with  sivath- 
ings  of  black  panne,  upon  which 
the  bow  is  posed  somewhat  after 
the  fashion  of  the  Alsatian  pea- 

sant's head  dress.  This  model  is 
delightfully  piquant  and  zcould  be 
adorable  upon  the  debutante  of 

1922.  —  Hat  from  Debenham's 
Canada  Ltd.,  Montreal. 

— Photo    by    Photo-Kraft 
Studios,  Montreal. 

HpO  accompany  the  first  Fall ■*■  costume,  no  other  hat,  large 

or  small,  may  make  its  appear- 
ance at  more  varied  occasions  or 

with  more  complete  success  than 
this  little  dove  grey  model  with 
the  pert  feathered  mount  and  soft 
crush  crown.  The  hat  is  of  wool 

felt,  with  the  new  cloche  brim  be- 
loved of  Parisiennes,  while  the 

forward  position  of  the  trimming 

indicates  that  it  is  the  "dernier 
cri"  of  modishness.  —  Hat  from 
Debenham's  Canada  Limited, 
(Montreal  Branch). 

— Photo    by    Photo-Kraft 

Studios,  Montreal. 
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'"PHIS    charming    coat    was    designed    originally    for the    ingenue    but    it    is    very    becoming    even    to    the 

older  woman.     The  slightly-fitted  waistline  gives  it  an 
air  of  distinction    without  losi)ig  any  of   the  youthful- 

-.  There  is  a  jaunty  air  about  the  slender  body  of 
this  coat  all  the  more  effective  because  of  the  full 
skirt.  Even  this  is  plain  at  the  front  to  emphasize 
the   youthful   simplicity  of   the    model.      Worn    to   show 

■  an  inch  or  so  of  the  dress  beneath,  it  touches  the 
newest  note  for  Fall.  This  coat  is  made  of  softest 
duvetyn  in  the  beautiful  bark  shade  and  in  others  of 
the  castor  range  which  are  suited  to  autumn,  A  very 

>•/<•/!  effect  is  obtained  with  the  fur  which  is  ?ised  on 
the  collar.  It  matches  the  material  in  color  and  is  a 

beautiful  quality  of  nutria.  The  collar  comes  only  to 
the  shoulder  when  fastened,  so  that  the  slender  line 
which  fashion  demands  this  season  is  not  lost  in  a 

single  detail.  —  Shown  by  John  Northway  &  Son, 
Limited,  Toronto. 

T^ORTUNATE  nideed  is  the  girl  who  can 
*■  have  a  cape  like  this  for  wear  over  her 
dress  or  suit  when  the  chilly  October  days 
come.  There  is  an  air  of  luxury  which  is  felt 

when  wrapped  in  one  of  these  which  is  almost 
as  satisfactory  to  the  gentler  sex  as  the  feeling 

of  comfort  that  goes  along.  This  cape  is  of 
mole  and  the  collar  is  ermine.  It  ties  at  the 

back  so  that  there  is  a  suggestion  of  neatness 
to  the  wrap.  The  collar  can  be  worn  high  at 
the  back  if  desired.  The  lining  is  a  soft  grey 

pussywillow  satin  relieved  by  a  lovely  rose- 
colored  design. — Shown  by  the  Sandham  Fitr 
Company,  Toronto. 
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COULD  anything  be  more  becoming  than  these  three 
hats  with  their  dainty  fluffiness?  Curled  ostrich 

plumes  are  responsible  for  their  unusual  charm.  The 
feather  hat  is  the  piece  de  resistance  for  September  days. 

Some  of  the  hats  even  feature  a  bird's  head  in  the  front, 
the  wings  sweeping  in  a  becoming  curve  at  the  sides. — 
— Shown  by  D.  McCall  Company,  Toronto. 

T^HE  sportswoman 
A   match    her    swea 
England  and  over  in 
pleted  with  a  girdle 
hat.     This  attractive 
dian  girl  in  the  new 
linked  girdle  are  all 
craze  for  fringe  is 
Girdle   Shown   by 
Toronto. 

this  Fall  will  wear  a  leather  hat  to 
ter    no    matter   what    the    color.     In 

Paris  these  outfits  are  usually  corn- 
made  of  the  same  soft  suede  as  the 
costume  was  designed  for  a  Canar 

violine  shade.  The  hat,  sweater  and 
of  this  same  soft  purple  shade.  The 
also  seen  in  both  hat  and  girdle. — 
the    Canadian    Leather    Products, 
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PHIS  is  Lady  Helen  Montague  of  the  Green- 

-*-  wieh  Village  Follies.  The  wrap  she  is 
"■faring  seems  particularly  suited  to  her.  It  is 
made  of  dove-down  satin  and  is  black  in  color. 
The  large  shawl  collar  is  embroidered  in  scarlet, 
the  only  relieving  touch  to  the  almost  Puritan 
severity  of  the  cloak.  Any  suggestion  of  this 
kind,  however,  is  soon  dispelled  hy  a  glance  at 
the  hem  line.  The  Turkish  effect  has  been 

ft  tried  out  very  cleverly,  and  is  particularly 
attractive,  covering  as  it  does  the  dress  beneath. 
This  wrap  wa,s  designed  by  Faher  &  Hein  for  H. 

R.  Mallinson  &  Co.,  New  York.— Photo  by  Old 

Master's  Studio. 

A  WRAP-COAT  of  startling  magnificence  is  this 

•**•  superb  origination  of  Hudson  seal  with  cape 
collar  and  cuffs  of  Alaska  sable.  Desiyncu  With 

all  the  picttiresqueness  of  moyen-age  lines,  the  coat 

yet  personifies  the  "ne  plus  ultra"  of  up-to-date 
smartness  in  the  bell  sleeves  and  ivrappy  collar, 
rippling  skirt  of  generous  fullness,  and  lowered 

waist-line.  An  unusual  effect  is  achieved  by  doub- 
ling the  fur  over  ivithout  a  vestige  of  stitchery  to 

indicate  where  the  skirt  joins  ivaist,  lending  an  air 
>f  velvety  softness  very  uncommon  in  wraps  of 

the  regulation  style. — Coat  by  James  Coristine 
Company,  Montreal. 
— Photo    by    Photo-Kraft    Studios,    Montreal. 
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T?OR  tin  afternoon  tea  or  the  round  of  visits 

*■  nothing  could  be  smarter  than  this  new 
model  developed  in  Autumn  brown  duvetyn 
and  sumptuously  trimmed  with  beaver  fur.  The 

season's  newest  lines  are  admirably  personified 
in  the  silhouette  in  which  slimuess  and  simpli- 

city are  the  dominant  notes.  The  fur  collar  is 
convertible,  of  course  ,and  the  string  belt  runs 

through  underneath  in  semi-girdled  effect,  the 
latest  whim  of  Fashion.  Worn  with  this  cos- 

tume is  a  chic  little  brown  hat  of  moire  silk 

and  panne  velvet  in  combination,  the  sole  trim- 
ming being  a  huge  pin  at  the  right  side,  which 

is  worn  merely  for  decorative  purposes. — Suit 
by  blshinsky  brothers,  montreal.  hat  by 
Dfbenhams,  Ltd.,  Montreal. 

— Photo  by  Photo- Kraft  Studios,  Montreal 

pOBWEBBY  black  silk  net,  heavily  emoroid- 
^*  ered  i)i  silver  in  designs  borrowed  from 
Paisley  shawls,  forms  the  apron-like  tunic  of 
this  exquisite  dinner  gown.  Lustrous  black 

crepe-satin  forms  the  frock  proper,  the  neces- 
sary bouffancy  being  achieved  by  a  large  bow 

in  the  back  made  by  the  extensions  of  the 
blouse.  The  graceful  little  sleeves  are  caught 
with  a  loop  of  velvet  ribbon  on  which  a  gay 

posy  is  a  delightful  color  note.  Long  looped- 
up  streamers)  of  the  same  ribbon  -may  be 
glimpsed  under  the  tunic,  and  likewise  flaunt 
their  prim  bouquets.  In  the  back,  the  silver 
lace  falls  irregularly  in  the  approved  fashion, 
and  the  neckline  is  perfectly  round,  the  fitting 
complement  of  bobbed  locks  and  youthful 

charm.. — Gown  by  courtesy  of  the  Queen 
Dress  &  Waist  Company,  Montreal. 
— Photo  by  Photo-Kraft  Studios,  Montreal. 
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"T  ITTLE  SISTER"  now  ivears  smart  kid  gauntlets,  just  like  Mother's, 
made  of  dark  grey  kid  with  mastic  appliqued  cuffs.  A  novelty  in 

gauntlets  is  also  shown  on  the  mother's  hands,  the  gloves  being  of  brown 
with  white  gussets  and  applique  work.  The  straps  fasten  with  a  press 
button  of  white  ivory. — Gauntlets  by  the  Hudson  Bay  Company, 
Montreal.  Photo  by  Photo-Kraft  Studios,  Montreal. 

\  TTIRED  in  lingerie  of  unsubstantial  loveliness,  she  is  contemplating 
the  charms  of  the  bridal  set  before  her.  But  she  has  already  made  her 

her  own,  the  in-esistible  chemise  of  white  crepe  de  chine,  trimmed  wth  real 
cluny  lace  and  fine  hand  tucking.  For  brides  and  those  who  hope  to  be 
brides,  lingerie  is  absorbingly  interesting  in  Fall,  in  preparation  for  the 
many  social  events  which  demand  the  utmost  in  accessories  as  in  outer 

apparel.  The  "chemise  de  nuit"  features  the  sleeveless  outline,  and  is 
cut  in  the  newest  abbreviated  length. 

— Lingerie  by  the  Lady  Josephine  Co.,  Montreal. 
Photo  by  Photo-Kraft  Studios,  Montreal. 
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Canton  Crepe 
Crepes  Georgette 
Crepes  de  Chine 
Liberty  Satins, 
Ninons, 

Chiffons  and 
Printed  Novelties 

on 
Georgette 

and 
Ninons. 
On  Yellow 
Boards  only. 

Prepare  now 

for 
the 

AUTUMN 

Style  trend 

•  We  now  have  a 
full  stock  in  all 

qualities  in  the  best 
and  newest  shades 
for  Fall. 

You  are  cordial- 

ly invited  to  our 
Show  rooms  o  n 

your  Fall  buying 

trip.  We  are  sure 
our  selections  will 

please  you. 

If  you  cannot 
call  personally, 

write  for  Samples. 

Les  Successeurs  de 

ALBERT  GODDE,  BEDIN  &  CIE 
PARIS  TARARE  LYONS 

LONDON  NEW  YORK 

EMPIRE    BUILDING:   64  WELLINGTON    STREET  WEST 

Telephone:  Adelaide  3062 
TORONTO 

E.  Desnoux,  Rep. 

Western    Canada  Agent:  Edwin   J.  Kirkbright,  205  Bower  Bldg. 
Vancouver,  B.  C. 

FRASER'S 
WOMEN'S  WEAR 

DIRECTORY 

16th  Edition 
Pocket  Size 
Now  Ready 

Put  it  in  your 

pocket  when 

you  go  to  mar- ket. 

It  lists  every 

factory,  whole- 
saler, by  class 

of  goods.  Saves 
time.  Makes 

m  o  n  e  y--f  o  r 

you. 

An    approval    copy    upon    request,    if 
not  on  our  mailing  list. 

FRASER   PUBLISHING 
COMPANY 

128  Bleury  St. 

MONTREAL 

122  Wellington  St.  W. 
TORONTO 
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Autumn   Announcement 

To  The  Dry  Goods  Trade 

The  support  given  by  the  Trade  from  Coast  to  Coast  since 
the  commencement  of  this  new  business  has  surpassed  the 
most  sanguine  expectation  and  is  appreciated  to  the  full 
— this  response  will  spur  us  on  to  still  greater  effort. 
We  aim  to  serve  you  by  having  in  stock  Fabrics  for 
Ladies'  Wear  that  are  up-to-the-minute,  correct  in  style, 
in  seasonable  shades  and  at  reasonable  prices. 

The  new  Autumn  range  known  and  sold  in  Canada  under 
the  name 

PENTLAND FABRICS 
TORONTO 

Samples 
on 

request 

to 
the 
trade 
only 

I- 

Includes  the  following: — 

BROADCLOTHS  SUEDE  CLOTHS  BOLIVIA  CLOTHS 
VELOURS  FLANNELS  HOMESPUNS 
TRICOTINES  SERGES  GABARDINES 

and  an  unequalled  assortment  of 

CHECKED  AND  STRIPED  NOVELTY  SKIRTINGS 

in  the  newest  BLACK  and  WHITE— and  BLACK  and 
GREY  EFFECTS. 

Keen  buyers  in  close  touch  with  the  latest  trend  of  Fash- 
ion admit  PENTLAND  FABRICS  for  Autumn  the  most 

complete  range  of  its  kind  in  the  Market,  backing  their 
belief  by  placing  orders  with  us. 

Dress  Goods  Buyers  visiting  the  City  are  invited  to  call 
at  the  Warehouse  which  is  conveniently  situated  in  the 
heart  of  the  Wholesale  District. 

While  completing  arrangements  for  representation  in  the 
various  Provinces  our  Special  Mail  Order  Department, 
equipped  upon  most  modern  lines  to  ensure  prompt,  acc- 

urate and  satisfactory  service,  is  at  your  disposal.  Let 
this  Department  send  you  samples  of  the  Fabrics  you  may 
be  specially  interested  in  for  Autumn  1921. 

DAVID  W.  ROSS 
Wholesale  Textile  Fabrics 

78  BAY  STREET,  TORONTO 

KCETI 
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Camisoles 

Bloomers 

Envelope  Chemises 
Gowns 

Negligees 
Underskirts 

Boudoir  Caps 

When  beauty 

and   good  taste 

combine  with 

genuine 
durability- 

It  means  a  satisfied  customer. 

RITCHIE  SILK  LINGERIE  will  bring  man\ 

satisfied  customers  to  your 

Underwear  Department 

Fall   Showing 

Includes  many  new  and  exclusive  French 

Novelties  in  a  variety  of  Wash  Silks, 

Satins,  Crepes  de  Chine  and  Milanaise 

SALESMEN  are  now  ont'i; 
different  Territories 

Manufactured  at 

38-42lClifford  Street, 
TORONTO 

by 

H.  P.^RITCHIE  &  CO. 
Also  Manufacturers  Embroideries,  Handkerchiefs 
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Prepare   Now 

for   the 

Social  Season 

From   Debutantes 

to    Matrons 

Society   -will   soon   be   all 

a-flutter    over     planning 
W  ararobes     for     social 

affairs. 

Our  Buyer  has  just  returned  from  Paris  with 
the  newest  effects  in 

METALLIC  and  SILK 
LACE    FLOUNCINGS 

Black  and  Silver  effects  on  Silk  Net  are  espe- 
cially good,  and  come  in  Flouncings,  Bandings, 

Edgings,  etc. 

Sequin  Trimmings  also  share  in  popularity — 
and  the  smartest  of  these  for  Evening  and  After- 

noon gowns  are  included  in  our  range  for  Fall. 

Ritchie  designs  are   authentic  in  style. 

Buy  from  the  Manufacturers  and  eliminate  the 
cost  of  second  handling. 

>A^ e  invite  your  inspection. 

VERY    NEW— Paris  gown  of  Black  with  oeerskirt  of  Silver  Lace 
ana!  corsage  brocaded  in  Silver. 

Manufactured  at 

3  8-42^  Clifford  Street 

T  O   R^  O   N  T  O 

by 

H.  P.  RITCHIES&  CO. 
"MERRI-MAID"[  Children's  Dresses. 
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A   Bulwark   of   Sound   B usmess 

This  Trade  Mark  guarantees 
Service  and  Style 

EMBRCfuiisKlES: 
Including  Mull,  Voile. 
Organdie,  Flouncings 

LACES: 
Fine  Vals,  Guipure 
Collar    Points,    Wide 
Guipure   Edges,  Met- 

al Bandings,  Etc. 
INDIVIDUAL  VEILS: 
New  Novelties. 

VEILING: 
Large  assortment. 

NECKWEAR: 
Embroidered  Organ- 

die, also  wide  lace  ef- 
fects in  newest  de- 

signs. 
HANDKERCHIEFS: 

Fancy  effects  in  open 
«tock   and   box   num- 

bers. Staple  numbers 
in  linen  and  lawn  for 

Men  and  WTomen. 
EARLY   DELIVERIES 

It  puts  the  onus  upon  us  and  cov- 
ers both  you  and  your  customer. 

It  demonstrates  the  confidence 
we  have  in  the  goods  we  handle, 
and  strengthens  your  reputation 
for  dependable  goods. 

Fall    Lines 
now  being  shown.  Bigger  and 
better  than  ever!  We  cordially 
invite  you  to  visit  us  when  on  your 
Fall  buying  trip.  We  are  con- 

veniently located  in  the  Dry  Goods 
district. 

24  Wellington  St.  West 

1 

SPECIAL  ATTENTION  TO  LETTER  ORDERS 

WESTLAKE  BROS.,  LTD.     1 
Toronto    = 

I 

i 
Tke  demand  for  SHORT-SLEEVED  GUIMPES 

is  tremendous! 

For  the  Sleeveless  Dress 

For  the  Sleeveless  Sweater 

We  make  this  popular  accessory 

in  a  wide  range  or  Net  ana  Lace 

combinations.  Prices  $18.00  to 

$39.00  p«r  doz. 

QUICK  DELIVERY 

PHOENIX  NOVELRY  COMPANY 
154  Pearl  St. Toronto 

ICX  —  —  TOC 
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Sell  A  Veil  With  Every 
Hat 

You'll  be  amazed  how  readily  your  customers 
will  take  to  the  idea.     You'll  be  surprised  how 
a  little    item  like  Veils  will  swell  your  gross 
volume    of   sales   and   your   net   volume    of 

profits. 
Our  broad  range  of 

VEILINGS  AND  SILK  NETS 

comprises  the  newest  and  smartest  designs 
for  Fall. 

How  about  your  stock  for  the  coming  Millin- 
ery Opening?  Will  it  include  Values  such 

as  we  are  offering? 

HODGES  &  LETTAU 
232  McGill  St.  Montreal 

=fllllllil|!||il  * 

The  H.  G.  Tod  Company 
78  Bay  St.,  Toronto 

Extend  to  all  our  old  friends  a  cordial  invitation  to 

visit  our  show  rooms  for 

FALL    BUYING 
"Canadian  Beauty"  Real  Hair  Nets  and  Sport  Veils, 

"Ever  Tidy"  Hair  Nets  With  Elastic 
Veils  and  Veilings  in  latest  Styles 

Beads  and  Necklets 

Marabou    Ruffs 

and  the  Season's  Novelties 
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Z)ny  Goods  Rcr>  w. 

An    Unsolicited    Testimonial 
to 

Wabasso  Cottons 
The  following  advertisement  was  published  by  the  firm  of  HENRY  MORGAN  &  CO., 
LIMITED,  MONTREAL,  in  the  daily  papers  in  April  last,  same  being  in  connection 
with  a  big  window  display  of  WABASSO  goods — 

"What  is  Wabasso?' 
Wabasso  is  that  wonderful  snow-white  Rabbit,  which  inhabits  the  trackless 

wintry  Northland  .  .  .  ''Wabasso,  the  White  Rabbit,"  made  famous  by 
Longfellow  in  his  "Hiawatha." 

This  is  indeed  a  wonderful  little  creature,  whom  Nature  has  provided  with 
a  Winter  overcoat  as  white  as  snow. 

The  snow-white  Rabbit, 

or  Wabasso,  as  the  Indians 

named  him,  has  been  chosen 
as  the  emblem  of  the  product 

of  the  most  up-to-date  cotton 
mills  in  Canada,  making  ex- 

clusively the  highest  grades 
of  Pure  White  Cotton  Goods. 

The  following  in  a  great 
variety  are  offered  in 
WABASSO  COTTONS: 

SHEETINGS, 

PILLOW  COTTONS, 

SINGLE-WIDTH  COTTONS, 
WHITE  CREPES, 

ORGANDIES,  NAINSOOKS, 
MADAPOLAMS, 

MADE-UP  PILLOW  CASES ; 
VICTORIA  LAWNS, 

WHITE  PIQUES. 

Trade    Mark,     Reg'd 

The  Wabasso  Cotton  Company 
Limited 

Three  Rivers,  P.Q. 
i  la: 

-o>>  ••»«*- 13mmC» 
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A  new  Lamson  Pneumatic  System 
for  the  moderate  sized  store 

This  new  and  improved  Lamson  cen- 
tral pneumatic  tube  station,  as  recently 

installed  in  the  store  of  the  Kerrison 
Dry  Goods  Co.,  Charleston,  South 
Carolina,  brings  the  advantages  of  the 
Lamson  belt  type  central  station  to  the 
store  of  moderate  size.  The  design  of 
the  station  permits  all  sales  to  be  han- 

dled with  uniform  speed,  as  transac- 
tions are  cared  for  in  the  consecutive 

order  in  which  they  are  received. 
The  system  is  very  flexible,  handling 

charge  and  all  other  sales  with  equal 
facility.  The  number  of  cashiers  and 
authorizers  is  easily  adjusted  to  the  load 
and  all  work  is  always  evenly  distribut- 

ed among  them. 

Mr.  E.  H.  Poulnot,  proprietor  of  the 
Kerrison  store,  says  of  the  new  system: 

"We  like  our  new  Lamson  clerk  wrap 
service  much  better  than  our  former  de- 

centralized system,  as  we  now  get  both 
cash  and  charges  into  the  office  at  once. 
Our  new  central  station  enables  us  to 

handle  all  sales  quickly  and  convenient- 
ly. Most  of  the  time  our  entire  sales  are 

handled  by  one  cashier  and  one 

authorizer." If  you  are  operating  your  store  with 
old  style  service  equipment,  it  will  pay 
you  to  investigate  this  new  system.  You 
will  be  pleased  by  the  uniform  quick 
service  that  it  gives  and  by  the  lower 
operating  costs  you  will  secure. 

THE  LAMSON  COMPANY 
TORONTO 136  SIMCOE  ST. VANCOUVER,  B.  C. 603  HASTINGS  ST. 

Lamson Speed  Protection 

Flexibility       Economy Service 
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Long-Profit  Specialties  Should  Occupy 
Prominent  Position  in  Proper  Store  Layout 

Address  at  Saskatchewan  R.  M.  A.  Stresses  Important  Points  in  Store  Arrangement — Staple 
Merchandise  in  Less  Prominent  Place — The  Value  of  Equipment — Discussion  on Advertising. 

THE  Dry  Goods  section  of  the  pro-
 

vincial convention  of  the  Saskat- 
chewan Retail  Merchants  Associa- 

tion met  for  a  special  session  on  the  af- 
ternoon of  the  second  day,  June  15th. 

The  chair  was  occupied  by  Mr.  Reis,  of 
Ft.  Gregor.  The  first  speaker  of  the 
afternoon  was  T.  L.  Arnett,  of  Souris, 

Manitoba,  who  gave  the  following'  ad- 
dress on  equipment  and  fixtures. 

When  you  want  heat  you  build  a  fire. 

If  you  want  to  make  money  in  your  bus- 
iness, create  the  fire  of  service  to  your 

community  and  the  warmth  of  profits 
will  be  your  reward.  Profit  follows  ser- 

vice as  day  follows  night.  The  man  who 
accepts  his  business  as  a  sacred  trust, 
and  discharges  his  responsibilities  justly 
will  receive  honor  and  riches  in  abund- 
ance. 

Proper  store  arrangement  or  layout  is 
essential  to  efficient  public  service.  The 
customer  should  be  enabled  to  purchase 
requirements  with  the  least  effort  and 
in  the  shortest  length  of  time.  People 
know  the  necessities  of  life  they  require, 
so  less  prominent  position  in  the  store 
can  be  alloted  to  such  goods.  Prominent 
positions  and  display  should  be  ̂ iven  to 
merchandise  for  recreation,  adornment, 
or  luxury.  These  are  the  things  which 
lift  us  above  the  common  level.  All  who 

can  afford  them  should  buy  them. 
If  a  customer  comes  into  your  store  it 

should  not  be  necessary  for  him  to  have 
to  ask  you  whether  or  not  you  stock  the 
line  of  merchandise  which  he  wishes  to 
buy.  If  a  customer  leaves  your  store 

with  money  in  his  pockets  and  walks  in- 
to another  store  and  completes  his  pur- 

chases or  sends  to  the  mail-order  house 
for  the  balance  of  his  requirements,  you 
have  failed  to  create  the  fire  }f  service 

and  you  have  missed  the  portion  of  pro- 
fits as  your  reward. 

The  arrangement  of  the  merchandise 
in  the  store  is  called  the  layout  of  the 
store.  It  determines  the  placing  of  your 
shelving,  counters,  show  cases  and  other 
equipment.  There  are  certain  definite 

.  certain  underlying  principles  which 
must  be  observed  in  the  layout  of  a 
store.  Men,  guns  and  munitions  do  not 
make  a  victorious  army,  neither  does  a 
building  and  equipment  and  merchandise 
make  a  successful  store.  In  laying  out 

re  we  must  consider  the  principles 
to  be  observed  in  order  that  the  store 
layout  may  contribute  its  share  to  the 

nment  and  maintenance  of  your  ser- 
vice and  profit.  The  principles  underly- 

ing the  layout  of  a  store  are  inherent  in 
the  nature  of  the  merchandise,  the  cus- 

tomer  and   the  working   force.        I   will 

e  these  principles  without  much  corn- 
men  ,  and  will  leave  them  for  your  dis- 
cussion. 

1:  Place  long  profit  specialties  in  pro- 
minent display. 

2:  Place  men's  goods  near  the  en- 
trance, the  specialties  most  prominent. 

3:  Place  staple  lines  department  in 
less  prominent  positions,  in  such  a  way 
that  in  order  to  reach  them  men  will 

have  to  pass  through  the  men's  depart- 
ments, and  the  women  will  pass  through 

the  long  profit  specialties  department. 
These  principles  are  governed  oy  the 

very  nature  of  merchandising;  they  will 
apply  equally  to  the  smallest  village 
store  or  the  largest  department  store  on 
the  continent. 

Purpose  of  Equipment 

Along  with  the  discussion  of  the  lay- 
out of  a  store,  the  nature  of  the  equip- 

ment must  be  discussed.  Appearance  as 
well  as  use  must  be  taken  into  considera- 

tion. The  merchandise  should  be  featured 
and  fixtures  should  be  unobtrusive.  If 
the  dirt  of  your  store  and  fixtures,  or 

the  uncalled-for  elegance  of  your  fix- 
tures attracts  the  attention  of  your  cus- 

tomers, their  mind  is  centred  in  the 

wrong  place.  It  should  be  upon  the  mer- 
chandise. 

The  purpose  of  store  equipment  is 
three-fold: 

1:  Care  of  stock:  The  first  care  in  de- 
signing fixtures  should  be  to  have  a  place 

for  every  item  of  the  stock.  This  as- 
sists in  giving  a  definite  knowledge  of 

the  stock  and  tends  to  keep  the  stock 
well  assorted. 

2:  The  second  purpose  of  fixtures  is  to 
reduce  labor  costs,  by  a  proper  arrange- 

ment of  stock  and  display.  The  quantity 
of  labor  required  per  thousand  dollars  of 
turnover  can  be  reduced. 

3:  The  third  purpose  of  store  equip- 
ment is  to  increase  sales.  Proper  store 

equipment  will  increase  your  sales  by 
helping  you  render  a  bigger  service  to 
your  community.  If  you  can  feed  your 
c  m  j unity  with  the  rieht  kind  of  food, 
dress  them  in  the  right  kind  of  clothes, 
furnish  their  homes  in  good  taste,  you 
will  soon  forget  your  competition.  You 
will  have  none. 

Proper  store  equipment  wifl  help  you 
to  do  these  things.  It  will  add  to  the 
prestige  of  your  store,  it  will  enable  you 
to  keep  your  goods  in  perfect  condition. 
Proper  equipment  will  so  display  your 

stock  that  you  will  have  satisfied  custom- 
ers and  your  bank  account  will  show  you 

that  you  have  made  $2  grow  where  there 
was  only  $1  before. 

The  Retail  Merchant  is  an  important 
link  in  the  economic  chain  of  distribu- 

tion. Capital  and  labor  would  not  avail 
much  were  it  not  for  the  retailer  who 
distributes  the  manufactured  goods  to  the 
ultimate  consumer.  Goods  piled  in  the 

factory  warehouse  are  useless.  The  con- 
suming public  alone  gives  them  value. 

The  people  of  town  and  country  would 
soon  sink  to  primeval  conditions  of  bar- 

ter unless  the  products  were  easily  avail- 
able. The  retail  merchant  is  responsible 

for  bringing  the  results  of  labor  and  cap- 
ital to  the  ultimate  consumer,  to  the  ad- 

vantage of  both  the  manufacturer  and 
consumer.  With  the  retail  merchant 

lies  the  responsibility  of  caring  for  the 
wants  of  his  community.  If  his  work  is 
well  done,  food,  raiment,  shelter  and  the 
luxuries  of  life  are  freely  distributed, 

making  for  community  content  and  hap- 

piness. So  Shall  Your  Profits  Be 

Merchandising  is  a  study  more  inter- 
esting and  profitable  than  any  other 

subject  to  the  man  who  is  prepared  to 
concentrate  on  it.  We  cannot  reach 

perfection  in  it,  but  we  can  strive  for  an 
ideal.  The  successful  man  is  the  one 

who  has  tried,  not  cried;  who  has  work- 
ed, not  shirked;  who  has  shouldered  re- 

sponsibility, not  evaded  it;  who  has  got- 
ten under  the  burden,  not  merely  stood 

off  looking  on,  giving  advice  and  phil- 
osophizing on  the  situation. 

This  is  going  to  be  a  good  year  for 
thinkers  and  workers,  and  remember  the 

law:  according  as  you  serve  your  com- 
munity so  shall  your  profits  be! 

Advertising 

The  editor  of  the  Saskatoon  Star,  Mr. 
McTavish,  was  scheduled  to  speak  on 

"Advertising,"  but  his  time  was  devoted 
more  to  a  general  discussion  on  the  sub- 

ject, rather  than  to  remarks  by  Mr.  Mc- 
Tavish. "Besides  the  purpose  of  mak- 

ing sales,"  said  the  speaker,  "  there  is  a 
great  purpose  that  should  never  be  ov- 

erlooked:— that  of  building  good  will.  The 
character  and  service  of  a  store  should 

always  be  promoted.  Never  cry  'Wolf! 
Wolf!'  Never, say  'cut  price'  and  sell  at 
regular.  Never  mislead.  Advertising 
will  bring  people  into  the  store,  but  if 

you  mislead  them  you  do  yourself  ines- 

timable harm;  you  waste  your  money." 
The  opinion  was  expressed  that  of  all 

the  media  for  advertising,  the  country 

weekly  was  one  of  the  most  profitable. 
One  men's  wear  merchant  said  that  in  his 

town  there  was  a  good  weekly  of  800  cir- 
culation in  which  he  used  a  full  page. 

In   the  neighboring     town   was   another 
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pood  weekly  in  which  the  local  mer- 
chants did  not  advertise.  This  man  stat- 

ed that  he  also  used  a  half  page  in  this 
weekly  and  obtained  very  good  results 
from  it. 

Mr.  McTavish  spoke  of  the  advantages 

to  be  gained  in  linking  up  with  the  na- 
tional advertisers.  The  linking  up  with 

the  big  concerns  gave  prestige  to  the  lo- 
cal  merchant. 

Typography 

The  subject  of  typography  came  up 
for  discussion,  and  it  was  pointed  out 
that  the  choice  of  type  was  a  most  im- 

portant factor  in  the  layout  of  an  ad- 
vertisement. The  suggestion  was  thrown 

out  that  the  advertiser  should  consult 

with  the  printer  as  to  the  best  types  for 
use.  A  few  general  rules  were  mention- 

ed in  the  course  of  the  d^cussion.  It 

was  pointed  out  that  th/>  eye  naturally 
travels  from  the  centre  to  the  right  side 
of  the  page,  and  thus  the  statement  at 

the  right-hand  side  of  the  page  would, 
everything  else  being  equal,  get  the  most 
attention.  Heavy  titles  and  captions  can 
either  make  use  of  this  tendency  or  can 
overcome  it.  A  heavy  type  line  at  the 
bottom  of  the  page  is  in  danger  of  rush- 

ing the  reader's  attention  through  the 
preceding  copy.  Speaking  of  advertis- 

ing, Mr.  McTavish  recommended  the  set- 
ting aside  of  an  appropriation  and  stick- 
ing to  it.  He  mentioned  the  so-called 

advertisements  that  should  be  more  pro- 
perly called  donations;  he  advised  that 

price  should  always  be  put  in  adver- 
tisements. 

Some  one  asked  if  the  farmer  would 
not  continue  to  trade  where  he  had  al- 

ways traded  despite  the  advertising,  but 
it  was  claimed  by  the  speaker  that  a  di- 

rect appeal  to  the  farmer,  among  others, 
would  eventually  create  an  interest  that 
would  ultimately  win  at  least  a  share  of 

the  farmer's  trade. 
Reaching  Foreign  Trade 

One  merchant  who  is  located  in  a  dis- 
trict where  there  is  a  large  foreign  ele- 

ment, opened  a  discussion  on  how  to 
reach  the  foreigner  who  is  ignorant  of 
the   English   language. 

Many  interesting  solutions  were  sug- 
gested, ,  but  the  best  seemed  to  be  the 

statement  of  one  merchant  who  said  that 

in  the  foreign  schools  of  the  west  Eat- 
on's catalogue  was  a  text  book.  It  was 

so  easy  to  point  at  the  picture  of  a  sauce- 
pan, for  instance,  and  get  the  child  to 

connect  it  with  the  correct  English  word. 
The  idea  was  that  the  local  merchants 

should  prepare  a  special  sheet  with  pic- 
tures and  text-book  phrases  describing 

a  few  of  the  lines  handled  by  the  mer- 
chants. A  small  advertisement  at  the 

back  of  the  sheet  should  keep  and  help 
to  make  sales. 

Mr.  Reis  remarked  that  the  standing 
advertisement  was  worthless  except  that 
it  advertised  that  the  merchant  using  it 

was  a  "near-dead  one." 
T.  L.  Arnett  closed  the  discussion  with 

the  plea  that  in  advertising  the  merchant 
should  be  ultra-conservative.  "Better 
under-state  the  case  than  to  be  found 

guilty  of  exaggeration,"  was  his  ad- vice. 

A  BIG  PLACE 

(Continued  from  page  49.) 

might  say  I  was  born  in  business,  and  I 

love  it,"  she  added,  "but  I  believe  that 
one  must  study  it  and  love  it  in  order  to 
be  successful.  I  think  1  take  more 
interest  in  the  welfare  of  our  employees 
because  it  is  so  necessary  lor  them  to 
get  all  the  happiness  they  can  from  life. 
You  know,  after  all,  the  democratic 
spirit  must  prevail  in  business,  and 
merchandising  should  be  regarded  like 
any  competitive  game,  in  a  sporting 
light.  Let  us  all  work  for  the  develop- 

ment of  the  shopping  spirit  whether  we 

are  managers,   clerks  or  customers." 
The   Store   Library 

Referring  again  to  the  need  of  trained 
workers  in  stores  today,  Mrs.  Almy 
spoke  of  the  idea  successfully  tried  out 
by    stores    in    smaller    localities    which 

could  afford  to  engage  the  services  of 
highly  specialised  women  to  handle  the 
direction  of  service,  welfare,  etc.  By 
combining,  a  number  of  stores  have  been 
able  to  utilize  the  services  of  one  of  these 
trained  women  to  great  advantage  to 

themselves  and  at  a  great  saving  of  ex- 
pense, enabling  them  to  conduce  their 

business  upon  the  most  improved  methods 

without  any  larger  outlay.  "The  pro- 
gressive store"  she  added,  "must  have  a 

good  library  of  standard  text  books  on 
merchandising  a.-;  wcil  as  the  current 
trade  and  business  papers,  which  should 
be  loaned  to  every  department  in  turn 
on  a  library  card  system.  Living  as  we 

do  in  a  highly  specialized  age,  we  can- 
not know  too  much  about  business 

methods." 
"May  I  add  a  word  regarding  my 

affection  for  this  big  Dominion  of  yours?" 
Mrs.  Almy  said  as  the  writer  was  leav- 

ing. "I  am  so  glad  to  think  that  hence- 
forward I  am  going  to  have  a  home  in 

Montreal  as  well  as  in  the  United 
States.  I  love  Canadians  and  am  proud 
to  feel  that  my  own  ancestors  were 

United    Empire   Loyalists.'' One  needs  to  become  accustomed  to 
the  sight  of  a  woman  of  the  essentially 
feminine  type,  utterly  devoid  of  the 
characteristics  so  frequently  associated 
with  business,  namely,  lack  of  sentiment, 
sympathy  or  personal  charm,  seated  at  a 

desk  in  the  managing  director's  office, 
and  occupying  the  position  of  President 
of  a  chain  of  stores  across  Canada. 
Mrs.  Almy  has  undoubtedly  blazed  the 
way  to  a  new  opportunity  for  women  in 

business  life  and  her  belief  that  "women 
want  to  do  their  work  well  and  do  it 

happily"  is  probably  the  secret  of  her 
own   personal   and   unique   success. 

A  flax  station  under  the  Federal  gov- 
ernment is  soon  to  be  established  at  Clin- 

ton, Ont.  There  is  the  prospect  of  a  lin- 
en manufacturing  industry  to   follow. 

The  Jackson-Metivier  Company  have 
opened  a  popular  store  for  ladies  in 
Kingston,  Ont. 

A  view  of  the  main  ground  floor  of  the  "London  House"  St.  John,  A7.  B.  taken  on  the  occasion  of  the  opening  of  the  new 
annex.     This  store  has  just  celebrated  the  90th.  year  of  its    history  and   is  numbered  amongst  the  most  progressive 

stores  of  the  maritime  provinces. 
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Is  Your  Executive  Board  too  Large? 
The  Principle  May  Be  Right,  but  the  Application  of  It   Wrong— Large  Retail  Firm  Tells  Ex- 

perience to   DRY   CjOODS    REVIEW — Eradicating  the  Department  Spirit — The 
Three  Superintendents  and  Their  Work. 

IX  MANY  of  the  larger  retail  stores 
in  Canada,  the  affairs  of  the  firm 
are  conducted  by  a  Board  of  Man- 

agement. Problems  that  arise  from  day 
to  day  or  from  week  to  week  are  dis- 

by  this  Board  of  Management.  If 
a  more  aggressive  advertising  campaign 
is  desirable;  if  better  methods  with  re- 

gard to  the  merchandising  of  some  of  the 
lines  carried  are  required;  if  problems  of 
salesmanship  arise  out  of  difficulties 
that  have  been  met  by  members  of  the 
sales  force;  if  more  aggressive  sales- 

manship can  be  developed  in  the  store; 
if  it  is  desirable  to  improve  working 
conditions  of  the  staff;  if  new  plans 
should  be  laid  for  greater  turnover  by 
this  or  that  or  all  the  departments — if 
these,  or  a  score  of  other  problems  arise, 
the  Board  of  Management  meets,  dis- 

cusses them  and  takes  some  action  with 

regard  to  them.  The  Board  is  usually 
composed  of  heads  of  department  where 
there  are  not  too  many  departments  to 
make  such  a  Board  unwieldy.  The  mo- 

tive behind  the  organization  of  such  a 
Board  is  that,  by  giving  a  more  active 

interest  in  the  management  of  the  firm's 
business  to  department  heads,  better  re- 

sults will  be  obtained  in  the  yearly  state- 
ment of  their  affairs. 

A  Board  that  Was  too  Big 

But  there  are,  after  all,  Boards  and 
Boards.  The  principle  of  a  thing  may 

be  perfectly  sound;  the  actual  applica- 
tion of  it  may  be  very  unsound.  If  you 

have  a  Board  of  Management  in  your 
store  that  is  not  working  harmoniously, 
and  to  the  advantage  of  the  business,  it 

may  be  because  the  application  of  a  per- 
fectly sound  principle  is  faulty.  This  is 

the  experience  which  the  general  man- 
ager of  a  large  retail  firm  gave  to  Dry 

Goods  Review  recently.  They  saw  where 
the  fault  lay,  and  they  have  corrected  it 
to  the  decided  advantage  of  the  whole 
business.  Not  only  are  they  getting 
better  business  but  they  are  developing 
a  better  store  spirit,  a  thing  which 
counts  for  a  great  deal  in  these  days 
when  salesmanship  is,  more  than  for 
some  years  back,  the  driving  force  be- 

hind turnover.  The  simple  fact  was  that 
the  Board  was  too  big. 

Consisted  of  Department  Managers. 

The  original  constitution  of  this  Board 
was  of  the  various  department  managers 
throughout  the  store.  There  were  seven 
or  eight  of  them,  and  they  held  regular 
weekly  meetings  to  discuss  all  questions 
pertaining  to  the  welfare  and  advance- 

ment of  the  store's  life  and  interests.  But 
the  general  manager  noticed  that  he  did 
most  of  the  talking,  most  of  the  suggest- 

ing;  in  fact,  most  of  everything  in  con- 

nection with  these  Board  meetings.  A 
certain  matter  would  come  up  for  dis- 

cussion, he  would  ask  for  suggestions 
regarding  it.  Few  suggestions  were 
forthcoming.  He  would  advise  that  the 
matter  be  left  over  till  another  meeting, 

and  that  managers  should  give  the  mat- 
ter more  consideration  so  that  they 

mi-,  ht  come  to  some  decision  at  the  next 
meeting  of  the  Board.  But  when  the 
next  meeting  of  the  Board  came  there 
was  very  little  more  said  or  done  by  the 
members.  Its  activities  became  stagnant 
and  the  business  was  suffering  thereby. 
The  time  came  when  a  change  had  to  be 
made  and  the  interests  of  the  whole 

business  considered  before  personal  feel- 
ings. 

A  Smaller  Board 

It  was  decided  that  a  smaller  member- 

ship should  constitute  the  Board  of  Man- 
agement, and  the  idea  of  having  it  com- 

posed of  department  managers  abandon- 
ed. The  new  Board  was  selected  from 

men  whose  service  with  the  company  had 

exceeded  ten  years — thr,ee  were  selected 
— together  with  the  advertising  man  and 
a  man  from  the  office.  The  general  man- 

ager was  chairman  of  the  Board.  It  was 

felt  that  in  this  way  all  the  store's  in- 
terests were  fairly  and  adequately  repre- 

sented. This  Board  encourages  to  the 

greatest  extent  all  manner  of  sugges- 
tions from  the  members  of  the  sales 

force,  and  these  matters  are  duly  con- 
sidered by  the  Board  at  their  weekly 

meetings.  The  clerks  are  made  to  feel  in 
this  way  that  they  are  a  real  spoke  in 
the  organization  and  that  anything  they 
have  to  suggest  which  they  believe  to  be 
for  the  benefit  of  the  business  will  re- 

ceive careful  attention. 

Developing  a  Broader  Spirit 

One  of  the  difficulties  under  the  old 

management — perhaps  the  outstanding 
difficulty  —  was  that  the  department 
spirit  was  too  strong.  Managers  were 
given  a  certain  percentage  on  sales,  and 
naturally  they  did  all  the  pulling  they 
could  for  their  respective  departments, 

sometimes  to  the  hurt  6f  the  store's  bus- 
iness. If  a  cus.omer  came  to  one  de- 

partment and  did  not  see  there  just  what 
suited,  but  was  inclined  to  go  to  another 
department,  the  clerk  or  the  manager,  as 

the  case  may  be,  was  none  too  enthusias- 

tic over  the  prospect.  "Why,"  the  man- 
ager would  say  to  himself,  "should  I  let 

one  of  my  clerks  go  to  another  depart- 
ment to  make  a  sale  there  to  the  benefit 

of  that  department,  and  to  the  disadvan- 
tage of  my  own?"  It  can  easily  be  seen 

that  the  interests  of  the  whole  store 
were  not  served  in  this  way  to  the  very 
highest  degree. 

The  Three  Superintendents 

Under  the  new  arrangement  of  the 
Board  these  three  men,  selected  from 

those  who  have  seen  many  years  of  ser- 

vice in  the  company's  employ,  are  now 

superintendents.  They  have  a  "store" 
spirit  rather  than  a  mere  "department" 
spirit.  They  supervise  everything,  and 
are  active  on  the  floors  of  the  establish- 

ment all  the  time.  They  have  eradicated 

the  department  spirit  to  a,  very  consider- 
able extent.  Salesmen  now  go  from  one 

department  to  another  with  freedom, 

feeling  that  their  own  department  is  be- 
ing served  better  when  the  customer  is 

satisfied,  no  matter  from  which  depart- 
ment she  may  be  served.  The  three 

superintendents  take  the  floor  alternate- 
ly, and  thus  get  a  better  hold  of  the 

whole  store's  business,  and  see  where 
weaknesses  are  either  in  the  organiza- 

tion of  the  business  or  in  the  sales  force. 

According  to  the  general  manager  this 
new  plan  is  working  very  satisfactorily, 
and  he  believes  that  the  only  trouble  was 
that  the  Board  was  too  large. 

  «»»   
DEMAND  FOR  PERFUMERY 

Despite  the  high  price  of  scent,  manu- 
facturers say  the  demand  is  so  great 

they  cannot  fully  cope  with  it.  Instead 
of  being  able  to  keep  their  scents  until 
maturity,  they  have  to  sell  them  at  once, 
and  this  is  the  cause  of  some  of  the 

complaints  made  to-day.  Retailers 
might  advise  their  customers  to  store 
their  purchases  unopened  for  a  few 
months.  The  perfume  gains  in  the  pro- 

cess and  becomes  both  stronger  and  more 
fragrant.  Women  in  general  are  not  so 
careful  in  their  use  of  scents  as  French 
women.  They  err  in  mixing  perfumes 

together.  Often  a  woman  in  this  coun- 
try will  buy  lilac  powder,  carnation  sa- 

chet, violet  toilet  water  and  a  rose  scent, 
all  made  by  different  perfumers,  and 

they  arrive  at  nothing  definite,  and  some- 
times something  unpleasant.  The  French 

woman  consults  her  perfumer  as  she 
does  her  dressmaker.  She  has  her  soap, 
sachet,  face  creams,  hair  tonic,  scents, 
toilet  water  and  bath  salts  all  of  the 
same  odor.  Retailers  about  to  com- 

mence a  toilet  department  would  be  well 
advised  to  take  note  of  this  French 

practice. 

KENT-McCLAIN   AGAIN 

A.  J.  Alexandor-Halifax 
Messrs.  A.  3t  Alexandor,  Limited,  in  opening 
their  new  store  in  Halifax,  N.  S.,  have  installed 

merchandising  equipment  designed  to  give  max- 
imum display  to  their  extensive  line  of  ladles 

wear  and  furs.  The  new  display  fixtures  consist 

of  specially  designed  "INTER-PLACE-ABLE" 
Unit  wall  fixtures  and  "K-M"  Revolving  Ward- 

robes, All  the  fixtures  are  of  rich  quarter-cut 
Oak  and  were  designed  and  built  by  Kent- 
Mcl.ain.     Limited.         (Toronto     Show     Case     Co.) 
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Window  display  work  in  the  west  possesses  a  good  deal  of  originality  which,  perhaps,  reflects  in  no  small  way  the 

resourcefulness  of  the  great  west.  The  upper  picture  here  is  a  ivindow  arranged  by  the  F.  R.  MacMillan  Co.  of 

Soskatoo?i.  This  display  of  yams  is  a  difficult  one  to  arrange  but  it  is  carried  out  by  the  rose-colored  balls  of  yarns 
put  in  the  shape  of  rose  bushes  and  vines. 

The  lower  photo  is  of  a  window  arranged  by  W.  Oliver  Johnson  of  Johnstone  Walker  Co.,  of  Edmonton.  It  is  a 

novel  ivay  of  picturizing  the  33rd.  anniversary  of  the  store's  birth  with  the  styles  of  today  and  those  of  tfrirty- 
three  years  ago  featuring  in  the  figures  used. 
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Specially 
designed 

Canham 
Wood 

Combination 
Hanger 

No.  9 

Canham 
Felt-Padded  Hanger 

FOR  SKIRTS  or  TROUSERS 
6  inches  wide 

E  Q  U  ]  V  M  E  N  T    A  N  1)    D  I  S  V  L  A  Y 

1  Canham  Hangers 
"No  Better  Made" 

For  Retailing 

For  hanging  your  Ready-to- 
Wear  Garments 

TRY  THIS 

ADVERTISING 

MEDIUM 

Dry  Goods  Revi*  w. 

Your  Name  and   Address  printed   on  each 

Hanger,  if  desired,  in  lots  of  100  and  over, 
FREE  OF  CHARGE 

No.  1 

Canham 
Star  Skirt  or  Trouser 

Hanger  No.  7.  Same  as 
No.  1,  only  orange  color 

and  7  inches  wide 

A  lifetime  article— in  con- 

tinuous use— keeps  your  name 

before  your  customers  perman- ently. 

Victor  H.  Canham  Co. 
Guelph,  Ont. 

The  Canham  Nc.  14  Waist  Hanger 
is  made  from  hardwood  nicely  fin- 

ished and  polished 

Guelph  Factory  in 
Operation  17  years 

Sections 

for 
Dry   Goods 

Gloves 

Hose Skirts 
etc. 

Send  Floor  Plan 

with  measurements 

and  your  ideas — we  will  work  our  plan 
and  quote  you 

Walker  Fixtures 

Medium-priced 

Show  Cases,  Shelving 

Counters,  and 
Tables,  Wall  Cases 

to  Order  for  All  Purposes 

THE  WALKER  BIN  &  STORE  FIXTURE  CO.,  LTD. 
KITCHENER,  ONTARIO 
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PALMER'S 
STORE, 

Danforth 

Avenue 

Toronto. 

Note  the  broad  lines 
of  this  Zouri  Safety 

Set  Front. 

On  a  nominal  front- 
age of  20  feet,  Mr. 

Palmer  has  window 

display  space  of  48 
lineal  feet.  Are  you 

getting  proportion- ately the  same  value 

from  your  windows? 

ZOURI 
SAFETY  SET  METAL  STORE  FRONT  CONSTRUCTION 

PLATE  GLASS 
For  Show  Cases,  Shelves, 

Display  Counters,  Mirrors. 
SHEET  &  FANCY  ART  GLASS 

C  O  N  SOL  I  DAT  E  D 
P  L  AT  E  GLASS/  CO 

OFCANADA     LIMITED 
WINNIPEG  TORONTO  /      MONTREAL 

Are  You  Planning  on  new  Fixtures 
and  Forms  for  your  Fall  Opening? 

New  Style  Metal  and 

Wood  Fixtures 

New  Models  in  Busts 

Up-to-the-Minute  new 

Wax  Busts 

Send  for  our  Illustrated 

Catalogue  early 

If  so  it  will  pay  yoi 

to   write    us 

about  it 

Canadian    Represen- 

tative of  the 

Celebrated  Wax 

Figures  of   • Pierre  Imans, 

Paris. 

No.  2041 DELFOSSE  &  CO. 
247-249  CRAIG  ST.  W. MONTREAL 
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Goods  Well  Displayed 
Are  Half  Sold 
Pioneers  in  Canada  in  Form 

and  Fixture  making,  our 
wealth  of  experience  assures 

you  of  the  expert  workman- 
ship necessary  to  effective  dis- 

play. 

Our  New  Catalogue  is  Now  Ready 
Send  for  your  Copy 

Representatives 
Fox    Agencies,    701    Dominion    Bldg.,    Vancouver,    B.C. 
J.    H.    Mcllwain,    195    Ruby    St.,    Winnipeg,   Man. 
Charles     McGorman,     316     12th    Ave.,    Calgary,     Alta. 
Marzette    &    Co.,    21    Front    St.,    Toronto,    Ont. 
A.     A.     Sharpe,     312     Unversity     St.,     Montreal,     Que. 

S.   S.  Jones,   Bank  of  Nova  Scotia  Bldg..  Moncton,   N.B. 
S.    A.    Robinson,    Lawreneetown,    N.    S. 

A.  S.  Richardson  Co.  Ltd 
Belleville,  Ont. 

EST.,  1888 

Look  to  your 

Drapery  Department 

3 

u 

w 

S! 

to  bring  you  profits  in  the  Fall 
Cleaning  and  Renovating 

Season 
See  the  Henderson 

DRAPERIES 

and 

TAPESTRIES 

Nottingham    Curtains 
Shadow    Cloths 
Aurora  Casement  Cloth 
Mercerized    Poplins 
White    and    Ecru    Madras 
Novelty    Curtains 
Muslins 
Bungalow    Nets 
Self   Color   Madras 
Mixed    Color   Madras 

Spot    Grenadines 
Spot    Marquisettes 
36   in.    Cretonnes 
From    25c    up. 

Our  range  is  widely  varied 

Our  designs  are  distinctive 

Our  values  could  not  be  better 

Agents  For Stirling-Auld  &  Co. 
Darvel,   Scotland. 

Wm.  Strang  &  Son,        Hood,  Morton  &  Co. 

Glasgow,  Scotland  Newmilns,  Scotland 

John  King  &  Son's   Scotch   Hollands 

White,  Cream  and  Ivy,  all  widths  30"  to  60" In  stock  Toronto. 

J.  B.  HENDERSON  &  CO. 
80  Bay  Street,  TORONTO 
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Capes~Suedes~Mochas 

fine 
gloves 

We  suggest  that  you 

carefully  check  your 

stock  and  have  us  ship 

you  missing  sizes  by 
return. 

Order  Early  For  Sorting 

ACME  GLOVE  WORKS 
LIMITED 

MONTREAL 
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Dry  Goods  Review. 

Sales  of  All  Lines  in  One  Department 
Better  Than  Sale  of  Few  in  All  Departments 

Series  of  Successful  Weekly  Sales  by  Cleveland  Firm — Cheaper  Lines  Sell  the  Better  Ones — 
Salesmen  Are  Instructed  in  Salesmanship — Using  the  Window  as  a  Selling  Room. 

SALES  of  all  lines  in  one  depart- 
ment are  more  effective  in  the 

housefurnishings  business  than 

sales  of  a  few  lines  in  all  departments," 
is  the  opinion  of  the  Vincent,  Barstow 
Company,  one  of  the  oldest  stores  in 
Cleveland.  This  firm  believes  strongly 
in  newspaper  advertising.  If  it  is  nec- 

essary in  ready-to-wear,  grocery  and 

dry  goods'  stores,  it  is  all  the  more  ur- 
gent in  selling  fittings  for  the  home. 

People  are  more  ready  to  neglect  buy- 
ing home-furnishings  than  they  are  other 

things.  Besides,  they  have  not  the  op- 
portunity of  seeing  what  is  new  in  this 

line  as  they  have  in  others.  It  is  only 
through  advertising  and  window  display 
that  they  know  when  a  new  piece  of 
furniture  is  being  placed  on  the  market. 

All  spring,  when  people  have  needed 
inducements  to  spend  their  money,  there 
has  been  a  series  of  weekly  sales  by 
this  firm,  which  are  advertised  in  the 
Saturday  papers  for  the  following  week. 
These  sales  are  known  as  sales  in  kit- 

chen, sunroom,  verandah,  dining-room 
or  living-room  furniture.  The  salesman 
who  showed  the  representative  from 

Dry  Goods'  Review  through  the  store 
made  it  clear  that  all  lines  included  in 

the  department  where  a  sale  is  being 
featured,  are  not  marked  down.  This 
is  not  necessary.  The  fact  that  there  is 
a  sale  will  bring  people  to  the  store  who 
would  never  come  at  regular  times. 

Advertises  Cheaper   Rather  Than 
Good  Lines 

It   has   been   the   experience     of     this 
company  during  the  last  few  years  that 
it  is  easier  to  sell  expensive  lines  than 
it  is  cheap  ones.     Low  prices  appeal  but 

poor  stuff  won't  go,  even  if  the  pros- 
pective purchaser  has  made  a  trip  ex- 
pressly to  buy  it.  On  the  other  hand 

a  customer  is  not  attracted  by  reading 

about  high-priced  sales  in  the  papers. 
For  this  reason,  the  Vincent,  Barstow 
Company  advertises  its  cheaper  lines 
and  sells  the  better  ones.  A  sale  of 

living  room  furniture  took  place  recent- 
ly. A  davenport  and  chair  were  offer- 

ed at  cost  price — $87.50  and  $47.50  res- 
pectively. Beside  them  were  placed 

samples  of  better  davenports  and  chairs. 
Strange  to  say,  that  at  the  end  of  the 
week,  there  were  still  some  of  the  fea- 

tured ones  on  the  floor  and  all  of  the 
others  were  gone.  This  is  what  makes 
sales  worth-while;  the  man  who  tries  to 
reduce  all  his  lines  a  little,  runs  big- 

ger risks  than  the  one  who  is  willing 
to  sell  some  even  at  a  loss  with  the  big 
chance  of  clearing  others  at  regular 

prices. 
The  windows  of  the  Vincent,  Barstow 

Co.  are  about  twenty-five  feet  deep  so 
that  on  occasion  a  whole  furnished 

room  may  be  displayed.  Occasionally 

sale  features  are  shown  here  but  usually 
the  windows  are  devoted  to  the  best 

grades  of  furniture  and  draperies.  Price- 
cards  are  in  the  latter  instance  never 

shown.  If  a  special  bargain  in  dining- 
room  furniture  is  being  featured,  one  of 
the  best  sets  in  the  store  is  placed  in 
the  window.  Prospective  customers 
often  enter  to  inquire  if  this  is  the  sale 
set.  They  are  then  taken  to  the  depart- 

ment where  the  advertised  furniture  is 
on  display.  Very  often  too,  customers 
are  brought  right  into  the  window  and 

shown  the  article  they  admired  at  close range. 

Not  Installment  House  But  Gives  Credit 

In  cases  where  it  is  considered  that 
customers  are  reliable,  credit  is  given 
by  this  store  but  there  is  only  one  price 
whether  a  cash  or  credit  bargain  is 
closed.  Unlike  installment  houses  the 
Vincent  Barstow  Company  does  not  take 
back  furniture  on  which  payments  are 

not  kept  up.  By  their  system  of  determ- 
ining whether  this  should  be  given  or 

not,  they  rarely  have  any  trouble  of 
the  kind.  Money  is  not  returned,  when 
orders  are  cancelled  but  value  may  be 
taken  out  in  other  merchandise  at  the 

customer's  convenience. 

Points  About  Selling  Furniture 

Only  the  sample  piece  is  left  in  the 
showrooms.  This  is  to  give  a  maximum 
of  floor  space  as  well  as  to  prevent 
scuffing.  A  very  good  system  has  been 
worked  out  to  overcome  the  danger  of 
over-selling  on  furniture.  Each  sample 
bears  as  many  red  cards  as  there  are 
pieces  of  that  particular  article.  After 
each  sale  one  of  these  cards  is  marked 
by  the  salesman  to  indicate  this.  There 
is  never  the  danger  that  an  overzealous 
salesman  may  be  credited  with  a  sale 

while  another  may  go  unrewarded  be- 
cause there  is  one  piece  short.  Besides 

it  prevents  the  disappointment  of  cus- 
tomers. 

A  good  selling-point  is  made  by  telling 
customers  that  all  furniture  is  polished 
before  shipping.  There  is  a  special 
room  for  this  purpose. 

Springs   and  mattresses   are  not  kept 
Continued  on  Page  143. 

View  of  the  Rug  Section  of  the  Peter  McSweeney  store, 
Moi'don,  -V.  B. 

A   view  of  the  Drapery  section  of  the  Peter  McSweeney 

store,  Moncton,  N.  B. 
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Lower  Prices  Should  Help  Business 
Substantial  Reductions  in  Carpets  as  a  Stimulus  to  Trade — Reductions  Range  From  25  to  40 

Per  Cent. — Further  Drop  Expected  i  n  English  Lines  in  July — No  Reserve 
in  Canadian  Mills 

PROSPECTS  for  fall  business  in  the 
carpet  and  floor  coverings  line  are 
unusually  bright,  according  to  the 

statement  of  a  prominent  wholesaler  to 
Dry  Goods  Review  this  month  There  is 
a  complete  reversal  of  conditions  as  com- 

pared with  the  situation  a  year  ago,  and 
in  the  opinion  of  those  closely  in  touch 
with  the  trend  of  events,  the  coming 
months  should  see  some  change  in  the 
policy  of  buying  from  hand  to  mouth 
which  was  deemed  necessary  on  account 
of  the  uncertainty  in  prices.  In  the  past, 
it  was  pointed  out,  retailers  demanded 
the  privilege  of  purchasing  samples  and 
leaving  themselves  free  to  the  uncertain- 

ties contingent  upon  carrying  a  well  as- 
sorted stock,  but  for  the  coming  fall 

season,  the  man  who  is  going  to  win 
out  is  he  who  has  a  plentiful  assortment 

of  different  styles  and  ranges,  not  nec- 
essarily a  reserve,  but  enough  to  con- 

vince customers  that  business  is  once 

more  upon  a  normal  level. 

"I  believe  it  is  in  the  best  interests  of 
the  retailer  to  put  this  fact  clearly  be- 

fore him,"  remarked  the  wholesaler,"  for 
it  is  now  well  known  that  both  mills  and 
wholesale  firms  have  united  to  stabilize 

prices,  and  insofar  as  any  further  re- 
ductions are  concerned,  they  will  be  neg- 
ligible. The  wise  retailer  will  buy  now, 

for  if  he  has  a  good  stock  even  though 
he  does  not  make  a  sale  with  the  first 
customer  who  comes  in  looking  for  a 

carpet,  yet  he  will  retain  that  customer's 
confidence  in  a  manner  impossible  were 
the  merchandise  to  be  conspicuous  by  its 
absence.  Many  retailers  argue  that  un- 

employment is  growing  and  that  much 
depends  upon  the  outcome  of  the  crops 
in  different  parts  of  Canada  in  arriving 
at  an  estimate  of  next  fall's  business. 
This  is  certainly  true,  but  it  must  also 
be  remembered  that  purchasing  has  been 
deferred  now,  on  the  part  of  the  con- 

sumer, for  many  seasons  past,  and  it 
cannot  be  put  off  much  longer.  Construc- 

tion is  also  going  ahead,  so  that  a  very 
widespread  demand  for  rugs  and  other 
type  of  floor  coverings  is  anticipated. 
The  latter  factor  it  is  believed,  will  off- 

set the  former,  and  with  prices  based 
upon  the  recent  cut  of  approximately 
40%,  business  should  go  ahead  by  leaps 

and  bounds." 
Mills  Devoid  of  Reserve 

"It  should  also  be  borne  in  mind  that 
while  the  wholesaler  has  fair  quantities 
of  stock  on  hand,  the  mills  are  quite  de- 

void of  any  reserve,  and  one  leading 
manufacturer  has  gone  so  far  as  to 
predict  an  upward  tendency  in  prices 
should  the  demand  spring  up  suddenly. 
The   general   impression  held  by  whole- 

salers is  that  stocks  all  over  the  country 
are  at  the  lowest  possible  ebb,  and  that 
most  of  the  present  apathy  in  demand 
for  floor  coverings  is  due  to  the  fact  that 
most  stores  have  not  as  yet  made  any 

concerted  effort  to  go  after  trade  prac- 
tically since  the  luxury  tax  put  the  quiet- 

us on  the  ever  increasing  tendency  to 

purchase  luxuries.  Carpets,  as  a  com- 
modity, have  shown  less  increase  since 

1914,  however,  in  comparison  with  other 
textile  lines,  than  the  majority  of  the 
others,  and  with  the  recent  cuts  in  price 
the  floor  covering  line  is  now  an  excel- 

lent proposition  for  any  retailer." 
United  States  Buys  in  Canada 

Prices  on  carpets  in  general  have  de- 
clined 25  to  35%,  since  June  first  on  Can- 
adian made  products,  and  it  is  confident- 

ly expected  that  English  goods  will  fall 
into  line  with  a  drop  of  at  least  25% 
when  the  meeting  of  English  manufac- 

turers takes  place  during  the  third  week 
of  July  at  Kidderminster. 

Stocks  on  hand  will  probably  supply 

a  normal  year's  business,  although  the 
demand  from  American  buyers  is  stead- 

ily increasing.  One  leading  Canadian 
mill  is  sold  up  to  September  to  a  United 
States  customer,  it  was  stated  on  good 
authority,  and  many  orders  are  expected 
from  the  same  source  due  to  the  pro- 

longed strike  in  the  industry  across  the 
border.     Canadian  mills  are  in  an  unus- 

ually good  position  to  furnish  merchan- 
dise on  immediate  delivery,  and  even 

with  the  predicted  drop  in  the  price  of 
British  carpets,  little  fear  is  expressed 
lest  Canadian  made  products  suffer.  On 
the  contrary,  Canadian  made  carpets 
have  reached  such  a  pitch  of  excellence 
that  they  may  be  counted  upon  to  take 

a  leading  position  among  the  world's 
best  products  of  this  description. 

High   Grade   Rugs   Best   Sellers 
The  great  demand  at  present  is  still 

for  the  oriental  patterned  domestic  rug 
or  the  genuine  imported  article,  it  was 
stated  to  Dry  Goods  Review.  Probably 
because  the  average  householder  has 
gradually  improved  in  taste  of  late, 
there  is  a  distinct  call  for  high  grade 
rugs  and  other  floor  coverings,  which 
seems  almost  without  parallel.  Chinese 

rugs  and  other  fine  orientals  are  de- 
cidedly in  the  majority  as  regards  the 

average  choice  expressed  this  season  at 
prices  ranging  upwards  of  $1,000  in 
many  cases.  Rose  color  is  said  to  be 
especially  popular  in  these  goods  while 
tans  and  browns  lead  in  Wiltons  and 
other  standard  lines. 

As  an  example  of  extreme  caution  in 
carpet  buying,  another  wholesaler  cited 
a  case  which  he  said  was  fairly  common 

and  altogether  uncalled  for.  Retail  buy- 
ers, he  pointed  out,  feel    that    hand     to 

Continued  on  Page  143. 

Left — A  dainty  new  design  in  cretonne  for  fall,  featuring  novel  color  contrasts. 
black,  or  pale  grey  grounds  cotitrasting  artistically  with  rose  and  blue  floral 

effects. Right — An  effective  new  design  in  Canadian  converted  silkoline  for  comforters, 
developed  in  various  colorings,  featuring  large  floral  patterns  upon  white 

grounds. Both   shown  by  courtesy  of  the  Daly  &  Morin  Company,  Lachine  and Montreal. 
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Further  Reductions  in  Housefurnishing 
Lines   Foreshadow   Stability  till  Spring 

\  Number  of  Xovelties  in  Window  Curtains   Being  Shown — Drawn  Work  on  High-Priced 
Lines  of  Curtains — Improvement  in  Draperies — New  Bedroom  Chintz  Designs  for  Fall 

AN  interesting  announcement  is made  to  the  trade  this  month  in 

regard  to  many  lines  of  housefur- 
nishings,  namely,  a  further  decline  in 
prices,  ranging  from  20  to  25  per  cent. 

This  action  was  taken  by  leading  manu- 
facturers, it  was  explained,  more  with 

the  idea  of  protecting  the  retailer 

against  loss  later  than  because  condi- 

tions really  warranted  it.  "We  made 
the  cut  as  low  as  we  could,"  stated  a 
leading  Montreal  firm  to  Dry  Goods  Re- 

view, "so  as  not  to  disturb  the  trade 
during  the  busy  fall  season.  Prices  on 
most  lines  will  therefore  show  no  further 

change  until  late  spring,  and  orders  can 
be  safely  placed  in  anticipation  of  a 

heavy   season's   business." 
Among  the  lines  to  show  a  satisfactory 

improvement  in  demand  are  window 
shades,  which  will  undoubtedly  be  in- 

creasingly popular  by  early  fall  when 
the  exodus  from  country  homes  begins. 
Improvements  are  yearly  being  effected 
on  these  lines,  and  manufacturers  are 
offering  shades  in  as  many  as  half  a 
dozen  different  grades  in  every  possible 
wanted  color.  The  laces  and  insertions 
are  in  many  cases  hand  made,  and  in- 

clude straight,  scalloped,  and  Vandyked 
edges.  Customers,  it  is  said,  are  now 
becoming  educated  to  the  necessity  of 
having  the  shades  harmonize  with  the 
prevailing  style  of  draperies  and  cur- 

tains in  the  various  rooms  of  the  home, 
and  there  exist  tremendous  possibilities 
for  the  salesman  indicating  which  of  the 
many  lines  of  shades  should  be  employ- 

ed to  accompany  different  types  of  cur- 
tains in  all  rooms,  ranging  from  the 

child's  nursery  to  the  stately  period 
drawingroom.  Prices  should  never  be 
permitted  to  influence  the  customer  in 

selling  window  shades,  the  aspect  of  the 
house,  its  exterior  color  as  well  as  that 
of  the  rooms,  and  the  purpose  of  the 
latter,  should  be  of  far  more  moment  in 

swaying    the    customer's    choice. 
It  should  never  be  forgotten  that  the 

manufacturer  welcomes  the  arrival  of 
special  orders  as  well  as  those  for  regu- 

lar lines.  There  is  no  reason  whatever 
for  not  ensuring  customers  of  the  most 
exacting  tastes  with  complete  satisfac- 

tion in  the  matter  of  shades  on  this  ac- 
count. 

The  decline  in  the  price  of  raw  mater- 
ials is  the  sole  reason  for  the  reductions 

quoted  by  the  manufacturers,  as  from 
the  labor  standpoint  no  such  reduction 
would  be  justified.  Basing  their  hopes 
on  the  present  orders  coming  in,  the 
manufacturers  are  of  the  opinion  that  a 
healthy  condition  exists  in  the  retail 
trade,  needing  only  increased  confidence 

to  restore  matters  to  a  normal  basis.  It 

should  not  be  overlooked  that  prompt  de- 
liveries are  promised  at  present,  but  that 

unless  full  requirements  are  placed  ear- 
ly, delays  will  be  unavoidable. 

Window  Curtains  Show  Novelties 

The  same  favorable  conditions  govern 
the  fall  and  spring  offerings  in  novelty 
curtains,  both  as  regards  decline  in  price 
and  introduction  of  really  new  designs 
and  fabrics.  A  leading  Montreal  firm 
is  showing  the  widest  range  of  scrim, 
marquisette  and  voile  curtains  in  its 
history,  due  to  the  results  of  a  world- 

wide search  of  the  markets  in  these 

goods.  According  to  one  authority  the 
bottom  has  been  reached  as  regards 
prices,  and  in  the  United  States  certain 
lines  are  showing  an  upward  tendency 
already.  English  goods  and  prices  are 
unchanged  as  yet,  but  it  is  hoped  to  have 
a  wide  range  of  the  best  English  mer- 

chandise on  the  market  here  shortly.  Ac- 
cording to  buyers  in  such  stores  as  Wan- 

amaker's  and  Gimbel's  in  New  York,  the 
novelty  curtain  is  still  the  leader  of  all 

lines,  and  Canadian  makers  are  accord- 
ingly devising  new  ideas  to  meet  this 

continued  demand.  By  September  the 
full  range  of  novelties  will  be  complete, 
and  it  is  expected  that  the  demand  will 
be  exceptionally  heavy. 

On  the  high  priced,  hand-made  cur- 
tains, drawn  work  such  as  is  featured 

on  imported  blouses,  will  be  lavishly  em- 
ployed on  sheer  marquisettes.  This 

feature  will  be  combined  with  dainty 
Swiss  medallions  in  various  shapes  in 
conventional  patterns.  All  widths  of 
laces  will  be  shown,  as  edges,  the  pre- 

ference perhaps  being  for  Barmen  clunys 
of  striking  pattern.  A  new  idea  that 

is  rapidly  becoming  popular  is  the  dou- 
ble hem  outside  and  inside  the  lace  in- 

serts, finished  without  any  machine 
hemstitching,  but  stitched  plainly  to 
represent  handwork.  Where  lace  is  used, 
the  zig-zag  stitch  is  used  to  safeguard 
the  curtain  during  its  trips  to  the  laun- 

dry. However,  the  plain  edge  is  de- 
cidedly in  the  majority  in  the  better 

qualities. 
"Dobinette"  or  fancy  marquisettes 

with  shadow  designs  are  exceptionally 
good  just  now,  the  supply  being  away 
behind  the  demand,  especially  in  those 
curtains  in  which  decorative  treatment 

is  sparingly  used.  "Snowflake"  mar- 
quisettes with  a  single  corner  insert  of 

a  triangular  bit  of  lace  are  also  striking- 
ly new  and  effective.  A  quaint  pattern 

in  these  fabrics  is  the  flower  pot  motif, 
a  figure  especially  suitable  to  accom- 

pany the  prevailing     fashion     for  floral 

effect  cretonnes  and  chintzes.  In  these 

patterned  curtain  materials,  the  de- 
signers are  careful  to  feature  motifs 

that  contrast  with  the  figure  of  the  fab- 
ric, thus  avoiding  monotonous  repetition. 

Fancy  Brussels  net  is  greatly  in  de- 
mand for  dainty  curtains  in  sheer  effects 

with  or  without  lace  edges  and  single 
motif  inserts  in   the  corners. 

Among  the  advance  novelties  promised 
for  next  season  will  be  dotted  marqui- 

settes in  effects  varying  from  pin  dots 
to  half  inch  rings,  which  will  be  made 
up  in  ruffled  or  plain  styles  after  the 
prevailing  styles  in  the  United  States  at 
present.  Ruffled  Swiss  muslin  curtains 
are  enjoying  an  enormous  vogue  with 
the  exclusive  trade  across  the  border, 
and  are  sure  to  be  popular  here  when 

introduced.  These  will  be  patterned  af- 
ter the  old  time  coin  spot  muslins,  with 

closely  ruffled  frilled  edges.  No  pret- 
tier style  for  bedrooms  and  nurseries, 

etc.,  has  ever  been  created,  and  for  win- 
dow displays  these  lines  will  also  at- 
tract much  favorable  comment  on  ac- 
count of  the  daintiness  of  the  merchan- 
dise, displayed  as  it  will  be  over  pale 

pink  or  blue   paper. 
There  will  undoubtedly  be  a  shortage 

of  these  high  grade  lines  and  the  mak- 
ers refuse  to  load  up  on  most  styles. 

Drapery  Prices  Down 

Cretonnes,,  velours,  and  sateens  show 
a  decline  in  price  of  from  20  to  25  per 
cent  this  month,  according  to  a  leading 
Montreal  firm.  This  action  has  been 
taken  in  the  face  of  continued  high  costs 

in  production  in  order  to  convince  the  re- 
tail trade  that  prices  can  drop  no  further, 

and  to  facilitate  early  placing.  Bus- 
iness in  draperies  has  been  decidedly 

better  this  last  four  months,  stated  a 
manufacturer  to  Dry  Goods  Review,  and 
there  is  a  marked  scarcity  of  genuine 

hand  printed  black  cretonnes  on  the  mar- 
ket. Retailers  should  be  on  their  guard 

against  clever  imitations  of  these  widely 

popular  fabrics,  since  it  is  often  difficult 
to  detect  the  imitation  from  the  genuine. 

New  bedroom  chintz  patterns  shown 
for  fall  and  winter  feature  dainty  floral 

patterns  in  one  and  two  tone  effects,  de- 
cidedly better  in  make  than  has  been  on 

the  market  for  the  past  few  years.  In 
the  general  range  of  cretonnes,  the  floral 
stripe  and  combination  patterns  show  a 
preference  for  the  autumn  shades  of 

tans,  browns,  yellows,  etc.,  in  combina- 
tion with  other  colors.  One  of  the  new- 

est designs  features  a  window  motif  with 
a  vine  treatment  in  contrasting  natural 
colours,  on  grounds  varying  from  black 
to  grey  and  the  usual  blue  and  rose 
shades.       Many  lines  of  high  grade  ere- 
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tonnes  are  now  quoted  as  low  as  23  and  a 
half  cents  in  these  patterns. 

Bungalow  cretonnes  have  not  sold  as 
well  as  was  expected,  the  preference 
being  for  less  pronounced  colours  and 
patterns.  Conventional  designs  of  small- 

er size  on  the  contrary  sell  constantly. 
Silkolines  for  comforters  are  now  being 

featured  by  a  leading  Montreal  house  in 
several  dainty  patterns  and  will  fill  a 
long  felt  want  in  this  connection. 

LOWER    PRICES 

Jontinued  from  Page  14? 
mouth  purchasing  is  the  only  legitimate 
course  to  pursue,  but  there  are  limits 
even  to  the  wisest  courses  of  procedure. 
"I  sold  one  man  a  couple  of  samples one  morning  and  simply  could  not  per- 

suade him  to  look  at  any  more,"  he  con- 
tinued, "but  will  you  believe  me  when  I say  that  this  man  actually  telephoned  me 

afterwards  twelve  times  inside  of  three 
hours  to  reorder  more  rugs  of  the  same 
type.  It  was  of  a  type  to  hit  the  pop- 

ular taste  pretty  accurately,  yet  he  could 
not  be  persuaded  to  take  a  dozen  to  begin 
with.  Most  stores  would  be  well  sat- 

isfied to  sell  even  half  a  dozen  such 
rugs  in  a  morning." 

Table  Oilcloths  in  Novel  Styles 
In  the  matter  of  oilcloth  rugs,  it  was 

stated  that  business  in  these  lines  is  in- 
creasing rapidly  owing  to  the  fact  that 

they  are  guaranteed,  and  thus  the  retail- 
er is  protected  in  every  way.  It  is  now 

possible  to  obtain  patterns  suitable  for 
all  types  of  homes  at  prices  remarkably 
low,  so  that  this  range  should  find  a 
place  in  every  house  furnishings  depart- 

ment in  Canada.  Table  oilcloths  also  are 
another  advantageous  proposition,  prices 
having  declined  since  June  first  in  ac- 

cordance with  the  general  cut.  The 
latest  novelty  in  these  goods  are  the 
ready  made  oilcloth  table  covers  with 
prettily  patterned  designs  upon  white 
grounds,  which  are  offered  by  the 
wholesale  trade  in  two  sizes.  The  de- 

signs are  usually  bordered  and  floral 
conventional  styles,  designed  after  the 
American  or  British  idea  of  brocaded 
covers.  These  covers  will  give  still  bet- 

ter service  if  the  customer  is  advised  to 
stitch  the  edges  all  round  to  prevent curling. 

HOUSE     FU  R  N  I  S  II  I  N<;s 

the  mercy  of  its  salesman.  The  choos- 

ing and  training  of  these  men  is  there- 

fore made  a  vital  matter.  They  are 

told  not  to  ask  the  price  which  the  cus- 

tomer is  willing  to  pay.  This  is  some- 

thing that  can  be  determined  fairly 

well  by  the  man  who  is  making  the 
sale.  Salesmen  know  the  value  also  of 

placing  an  expensive  article  very  near 

a  cheap  one.  A  customer  must  never  be 
told  that  an  article  is  better  than  it 

really  is.  Cherry  wood  is  on  no  ac- 
count sold  for  mahogany  or  a  veneer 

said  to  be  solid  walnut  even  if  a  sale  is 

lost  by  telling  the  truth.  It  is  strictly 

against  the  rules  of  the  firm  to  mark 

"sold"  on  an  article  with  the  idea  of 
selling  another  like  it  because  of  that 
ticket.  This  company  owes  its  existence 
to  its  firm  belief  in  treating  the  public 
right  and  the  business  done  by  it  today 
after  nearly  seventy  years  experience 
proves  that  this  policy  is  the  one  that 

pays. 

1 1.; 

SALES   OF   ALL    LINES 

(Continued  from  page  140) 

in  stock  like  other  things.  When  these 
are  chosen  from  samples,  fresh  ones 
are  ordered  from  the  factory  where 
these  are  obtained.  This  is  particularly 
good  news  to  customers  who  are  buying 
mattresses,  for  they  do  not  like  to  think 
of  them  as  being  placed  for  months  in 
a  stock-room. 

The  Salesman's  Part  in  the  Store 
The  Barstow,  Barstow  Co.,  knows  that 

the  firm  as  well  as  its  customers  is  at 

Well  Known 
American  Firm 

For  Toronto 

Morris     Bernhard      Co.     Here — Drapery, 
Furniture   and    Lampshade   Trimmings 
Of  considerable  interest  to  Drapery 

and  Upholstery  buyers  is  the  announce- 
ment this  month  to  the  effect  that  Mor- 

ris Bernhard  Co.,  the  well  known  Ameri- 
can manufacturers  of  Drapery,  Furni- 
ture and  Lampshade  Trimmings  have 

fully  registered  a  new  Canadian  concern 
which  will  be  known  as  Morris  Bernhard 

Co.  (Canada),  Limited,  with  headquar- 
ters and  stock  at  24  Wellington  Street 

West,  Toronto. 
Harding  P.  Thomas,  for  several  years 

the  Canadian  representative  of  Morris 
Bernhard  Co.,  and  other  manufacturers, 
whose  experience  and  extensive  connec- 

tions with  the  Canadian  trade  are  very 
well  known,  has  been  appointed  Manag- 

Continued   from    Page   14 

Persian  Prayer  rug  developed  in  a  Wilton  carpet.  This  rxig  may  be  had 
in  five  different  shades  and  standard  sizes,  other  sizes  increasing  in  width 
by  repeats  of  two  feet,  3  inches,  and  in  length  by  1  foot,  6  inches.  The 
colors  are  gold,  green,  blue,  mauve  and  pink.  Shoivn  by  the  W.  R.  Brock 
Co.,  Ltd.  ,of  Montreal 
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4218  Width  36' 

4221  Width  36' 

A    few   of   our    New    Fall    Patterns  it 

i(Dalwo 9* 

4212  Width  36' 

>/•     CRETONNES 
The  5   patterns    here    illustrated  are    now  in 
the  hands  of  our  representatives  for  immed- 

iate delivery.     These  goods  are  manufactured 
and  converted  by  Daly  &  Morin,  Limited 

Samples  Submitted  on  Request 
We  are  also  converting  Silkolenes  and 
have  stock  on  hand. 

Daly  &  Morin,  Limited 
LACHINE MONTREAL 

Manufacturers  of  Window  Shades 

4235  Width  36' 
£&«& 

4217  Width  36" 
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1  \r, 

Your  Fall 

Curtain  Business. 

What  About  It? 

NOW  is  the  time  to  see  the  "DALMOR"  Line,  for  FALL  1921 
and  make  your  selections.  The  Public  is 

demanding  better  values,  Newer  Designs; 

Curtains  with  Charm  and  "Class"  to  them. 

Have  you  seen  the  NEW  Figured 

Ground  Marquisette  Curtains 
or  the 

Lovely,  Ruffled 

"Chalet"  Curtains 
and  Piece  Goods  ? 

The  New  "DALMOR"  Line  of 
Marquisette,  Voile  and  Scrim 
Curtains    and   Piece    Goods    is 

priced   lower   than   ever  and   will    ensure  large  sales  and   handsome    profits- 

DALY  &  MORIN,  Limited 
Lachine-MONTREAL— Quebec 

Our  Representative  will  call  shortly  with   the  Entire  Line 

'  I....E 
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HARVEY  BROS.  &  SEMPLE,  Limited 
WINNIPEG 

Manufacturers'   Agents  and   Importers 
EDMONTON  VANCOUVER         TORONTO 

Special  Announcement 

"Keep  Your  Own  Workers  Busy" 
— And    Your  Money  In  Canada 

Buy  Made  In  Canada  Goods 

WE  beg  to  announce  that  we  have  appointed  Messrs.  HARVEY 
BROTHERS  &  SEMPLE  LTD.,  of  Winnipeg,  to  represent 

us  in  Canada — and  the  United  States — Exclusively — for  the  sale  of 
our  famous  DON-A-BROOK  RUGS,  BLANKETS  and  HORSE  BLANK- 

ETS, TWEEDS,  MACKINAW  and  BLANKET  CLOTHS. 

Our  Agents  have  opened  offices  at — 

224  EMPIRE  BUILDING 

64   WELLINGTON  ST.,  W. 
TORONTO, 

where  out  of  town    Buyers  will  receive    every    attention    when    in 
that  City. 

Customers  desiring  immediate  delivery  of  Rugs  or  Blankets, 
can  secure  Samples  on  request  to  our  Agents,  who  will  forward  same 
without  delay. 

We  assure  you  of  our  prompt  attention  to  all  orders  entrusted 
to  us  for  delivery. 

ftje  Proofe  Woolen  Co.,  Htfc 
SIMCOE,    ONTARIO 
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Of  Special  Interest 
to  the 

Upholstery  and  Drapery  Trade 
For  the  greater  convenience  of  the  trade 

in  Canada,  The  MORRIS  BERNHARD  Co., 

New  York,  Manufacturers  of  Drapery,  Furni- 

ture and  Lampshade  Trimmings,  have  organized 

a  separate  Canadian  concern,  which  will  offer 

in  Canada  a  service  similar  to  that  maintained 

by  the  parent  firm  in  New  York. 

CRETONNE  EDGINGS  LAMPSHADE  FRINGES 
SILK  EDGINGS  METAL  GALLOONS 
BALL  FRINGES  ROPE  PORTIERES 

FURNITURE  CORDS  and   GIMPS 

Immediate  Delivery  From 
Stock  in  Toronto 

Morris  Bernhard  Co.,  (Canada,)  Ltd. 

HARDING  P.  THOMAS  Managing  Director 

24  WELLINGTON  ST.  W.  TORONTO 

PHONE  ADELAIDE  924 
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LINOLEUM 
in  Wide  Design  and  Color 

v« 

This  is  one  cf  the  advertisements 

we  are  running  in  important  news- 
papers from  Coast  to  Coast,  directing 

the  women  of  Canada  to  the  stores 

that  sell  Linoleum,  and  Floor  Oilcloth, 
and  Linoleum  Rugs. 

We  have  had  many  evidences 
that  our  advertisements  are  selling 

the  goods,  especially  for  those  mer- 
chants who  are  co-operating  by  mak- 

ing prominent  window  and  store  dis- 

plays. 
Play  up  Linoleum  and  Linoleum 

Rugs  prominently — use  our  display 
material,  which  we-gladly  send  out  to 
those  merchants  who  will  use  it,  and 
watch  your  sales  grow. 

W/ite  for  sample  sheets  for 
use  in  Windows  and  Store 

Displays*  Sent  free  on 

request.     rf\t 

a 
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From  the  Loom  to  the  Retailer 

Showing  our  works  in  Scotland  and  our  show  room  at  Toronto 

To  the  Trade  : 

ALEXANDER  JAMIESON  &  CO.,  the  New  Wholesale  Drapery 
House,  of  Canada,  have  been  accumulating  stocks  for  the  past  six  months, 
$100,000  now  on  our  shelves.  For  Fall  Trade,  all  repriced  at  the  lowest 
replacement  value  from  our  mills  and  estimated  at  the  present  low  rate 
of  exchange. 

We   can  take   care  of  your  immediate    requirements   for — Lace 
Curtains — singles  and  double  borders. 

Cream  and  colored  Madras  36  to  52  in.  wide. 

NETS:  Fancy  and  Filet  weaves,  sectional  panelling  by  the  yard,  52,  72  and  90  in.  deep. 
Anglo  Swiss  Curtains,  Lace  Bedspreads,  Bureau  Scarfs  and  Table  Centres. 

Cretonnes,  Fast  Dyed  Casement  Cloths,  Tapestry  Table  Covers. 

We  manufacture  what  we  sell.       It  will  pay  you  to  see  our  line. 

Yours  faithfully, 

ALEX.  JAMIESON  &  CO. 
55  Bay  Street         ■:-       TORONTO 
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I  BILTMORE  BEAUTIES  I 

Does 

Your 

Stock 

Need 

Replenish- 
ing? 

X3C35UCXXXXXX 

•  •  "*&£'2''f''Z&Z '.' ''  3 

Biltmore 

Beauties 

Will Boost 

Your 

Sales 

THERE'S  NO  DECEPTION  ABOUT  THEM 
JUST  sticking  to  the  policy  that  "It  takes  the  Best  to  make  the  Best."  never  using  a  cheap  substitute  or  inexperienced 

help  to  save  a  few  cents,  is  why,  in  part,  BILTMORE  CURTAINS  are  such  favorites  and  good  sellers  from  January 

First  to  December  Thirty-nrst.     The  other  reason  is  "Knowing  How."     There's  over  a  quarter  of  a  century's  experi- 
ence ia  Curtain-Making  back  of  every  pair;  that's  why  BILTMORE  products  are  always  good — prices  may  change,   but  the 

quality  of  our  workmanship  NEVER.     We  make  one  grade  only,  and  that  the  BEST. 
Our  Travellers  are  now  out  with  New  Lines  of  Piece  Goods  and  Curtains  for  Fall.  Careful  comparison  of  this  range 

with  any  others  on  the  market  will  convince  you  of  the  splendid  values  we  are  offering 

The  Biltmore  Curtain  Company,  Limited 
332  Craig  Street  West,  MONTREAL 

Western  Representative,  J.  M.  Osier,  606  Builders'  Exchange,  Winnipeg,  Man.         Maritime  Representative,  C.  F.  Cassidy,  46  Pitt  St.,  St.  John,  N.B. 

Sunset  "Repeats  "  Tell  the  Story^^^ Quality  Counts  in  the  Profits 
Sunset  quality-value  creates  the  confidence  which 

makes  satisfied  customers — a  dealer's  greatest  asset. 
Build  your  dye  business  with  Sunset,  the  real  dye 

for  all  fabrics — Sunset  repeat  sales  and  quick  turn- 
over bring  good  profit  while  making  permanent 

good  will.  Nationally  advertised  by  us — -and  by 
the  personal  endorsement  of  S,unset  users. 

Put  this  "Counter  Salesman" to  work  for  you.  Easy  sales --quick     profits. 

§unset  SoapDyes 
THE  REAL  DYE 

Tie  your  store  to  Sunset  profit  with  window 

and  counter  displays.  Use  the  NEW  SUN- 
SET WINDOW  CUT-OUT-sent  FREE. 

Size  28"  x  40".  Many  beautiful  colors.  If 
you  have  not  already  received  one,  write.  If 
you  have  any  trouble  in  getting  Sunset,  let 
us  know  at  once. 

Sales  Representatives  : 
HAROLD  F.  RITCHIE  &  Co.,  Ltd. 

Toronto,  Canada 

North  American  Dye  Corporation,  Ltd.,  Manufacturers 

Toronto,  Canada 

V 
Sunset  Counter 

Display  Case 

Your  jobber  can 

•  u  p  p  1  y  Sunset 
packed  1  gross assorted  in  this 
attractive  display 
case,  with  Color 
Card.      Ask   him. 
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30  Styles 
In 

Fall  Coats 

All  silk  lined  and  trimmed  with  big  deep 
collar  of  Opossum,  Sealine,  Beaverine, 
and  Poiree. 

MATERIALS 

such  as  Bolivias,  Velours,  Cheviots,  and 
Silvertones 

at  $24.75 
Look  Us  Over  and  See  for  Yourself 

These  Wonderful  Values. 

Bland  Manufacturing  Company 
Sommer  Building  Montreal 

)^033   «=> 
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Fashion's  Vagary— The  Black  Gown 
Canton  Crepe,  Kitten's  Ear  Crepe,  and  Crepe- Back  Satin  for  D 

Tailored  Frocks — Extreme  Model  of  Egyptian  Inspiration — 

SELDOM  if  ever  in  the  history  of  the 
dress  trade  have  the  opening  collect- 

ions for  fall  shown  such  a  tendency 
to  sombr?ness  In  an  early  group  of  fall 
drosses  Cdi-  street  and  formal  wear 
viewed  in  a  Montreal  show  room  this 

month  the  vogue  for  black  was  the  out- 
standing note  of  the  exhibition,  black  in 

the  richest,  softest  fabrics,  sometimes 

unrelieved  by  color,  or  again  in  com- 
bination with  such  shades  as  national 

blue,  steel  or  fuchsia.  As  is  well  known, 
Paris  has  sponsored  black  in  all  manner 
of  costumes  during  the  past  year,  and 
New  York  has  followed  suit  throughout 
the  summer  months  still  with  us;  it  now 
remains  for  Canadian  women  to  adopt 
this  supremely  dignified  and  becoming 
fashion.  a;>  it  is  presented  by  their  own 
manufacturers  who  have  adopted  the 
best  of  the  imported  ideas  in  their  mod- 

els for  fall  1921. 

In  the  line-up  of  afternoon  and  dinner 
gowns  presented  to  Dry  Goods  Review 
for  examination  by  a  leading  Montreal 
house,  the  prevailing  fabrics  displayed 

included  Canton  crepe,  kitten's-ear 
crepe,  and  crepe-back  satin,  with  a  lavish 
use  of  Chantilly  and  other  wide  laces  in 
combination  with  these  materials.  In 
every  case  the  silhouette  rippled  softly 
in  the  straightest,  unconfined  lines,  the 
character  of  the  fabric  enhancing  the 
idea  of  slimness.  For  strictly  tailored 
stree:,  or  informal-wear  frocks  in  these 
soft  materials,  Canton  crepe  was  featur- 

ed in  a  straight  up  and  down  little  dress 
of  jet  black,  girdled  about  the  lowered 
waist  line  with  a  crash  girdle  of  the  same 
fabric  faced  with  black  crepe  satin.  Ver- 

tical pleats  showing  inserts  of  the  satin 
were  cleverly  introduced  underneath  the 

arms  extending  down  to  the  hem  at 
either  side,  and  a  flying  panel  almost  the 
width  of  the  back  of  the  skirt  was  at- 

tached from  the  waist  just  under  the 
bouffant  bow  of  the  girdle. 

Kitten's    Ear    Crape 

The  next  model  shown  was  of  black 

kitten's  ear  crepe  over  a  bluish-grey 
chiffon  foundation.  The  black  fabric 

showed  rose  mo'.ifs  in  a  novel  type  of 
cut  work,  the  petals  being  quite  free  and 
edged  with  picot  stitching.  The  sleeves 
of  this  model  were  radically  new,  and 
showed  the  latest  square  kimona  effect, 
ending  just  above  the  elbow.  Stitching 
was  introduced  following  the  outline  of 
the  arm,  leaving  a  triangular  section  to 
fall  loosely  to  the  waistline.  The  neck 
outline  was  simply  rounded  without  any 
decorative  addition  in  the  shape  of  a  col- 

lar and  softly  bloused  waist  was  tied 
to  one  side  with  a  soft  unlined  bow. 

A  third  exquisite  model  was  of  black 
Canton  overlaid  with  embroidered 

georgette.  The  skirt  showed  large  dia- 
mond shaped  motifs  of  cut  work  under- 
neath which  was  placed  a  lining  of  nat- 
ional blue  crepe.  The  same  motifs  were 

repeated  upon  each  sleeve,  and  a  panel- 
shaped  extension  on  the  front  of  the 
blouse  was  tied  about  the  waist  as  a 

girdle. Dinner  Frock  Models 

In  the  dinner  collection,  a  black  kit- 
ten's ear  slip  was  overlaid  with  Chantilly 

lace  in  cire  effect,  slashed  up  each  side 
and  edged  with  little  square  tabs  of  the 
crepe.  The  lace  was  stiffened  to  stand 
out  in  crinoline  effect  about  the  hips, 
and  a  quaintly  prim  nosegay  of  French 
handmade    flowers    was    caught    at    the 

inner  Gowns — Navy  Blue  for 
Black  for  Evening  Gowns. 
waist.  An  even  lovelier  model  was  of 

black  crepe  satin  with  a  bouffant  tunic 
of  silk  not,  embroidered  in  :silver.  The 
tunic  sloped  downwards  towards  the 
centre  front  and  back,  and  at  the  sides 
glimpses  of  long  velvet  ribbon  loops 
caught  with  gay  little  nosegays  were 
noticed.  The  sleeves  were  made ,  of  the 
silver  net  in  the  simplest  little  cap  shap- 

ed style.  The  usual  softly  tied  bow  fin- 
ished the  back. 

The  Extreme 

The  "ne  plus  ultra"  in  individuality  and 
charm  was  a  gown  of  typically  Egyptian 

inspiration,  developed  of  lustrous  black 
kitten's  ear  charmeuse  and  built  on  the 
same  long  flowing  lines  as  |the  others. 
In  this  frock,  however,  the  hem  was 
gathered  inwards  suggesting  faintly  the 
harem  outline,  and  the  kimona  sleeves 
were  cut  in  such  a  manner  as  to  show 

very  long  pendant  panels  from  each  one, 
reaching  bslow  the  knee  line,  and  dis- 

playing a  wonderful  hand  worked  motif 
of  vari-colored  wooden  beads  at  the  end 
of  each.  This  motif  was  repeated  on  the 
centre  front  of  the  wide  girdle  that 
swathed  the  hips  in  true  oriental  fashion 
and  heavy  fringe  of  the  beads  edged  th? 

panel  ends  as  well.  The  lines  and  atmos- 
phere of  this  frock  cannot  fail  to  arouse 

enthusiasm  whenever  this  model  is 
shown. 

Tailored   Frocks 

Reverting  to  the  strictly  tailored 
street  frocks  of  tricotine  or  other  twil- 

led fabrics,  navy  blue  was  the  predomin- 
ating color  displayed,  it  goes  without 

saying,  but  in  every  case  there  was  a 
pronounced  color  contrast  employed.  One 

Continued  on  Paee  156 

Studies,  in  black  and  white.  These  striped  skirtings  will  be  very  strong  for  Fall. 
tlirCe  and  even  four  inches.  In  the  second  design,  grey  has  been  combined  with  black, 
will  also  be  used.     These  samples  are  shown  by  David  W.  Ross,  Toronto. 

The  stripes  vary  from  one  to 
Checks  as  large  as  four  inches 
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Originality  in  Suits  and  Wraps 
Oriental  Influence  in  the  New  Wrap  Coats — Medium-Sized   Collars    and    Embroidery  Trim- 

mings— Suits  of  Simple  Designs — Box  Coat  for  Young  Women — The  Fabrics  and 
Colors  Used. 

"Ws 
rOMEN  in  both  the  social  and 
business  world  are  giving  more 
time  and  attention  to  clothes 

than  ever  before,  realizing  that  it  is 
time  well  invested,  as  clothes  are  a  most 
important  asset  and  just  as  essential  as 

proper  shelter  or  any  of  the  other  nec- 
essities of  life,"  declared  an  authority 

on  feminine  fashions  this  month.  "Fash- 
ion creators  have,  through  careful  stud 5; 

of  types  and  a  wide  latitude  of  style, 
made  it  possible  for  every  woman  to 
wear  the  most  youthful  and  becoming 
clothes,  fashioned  on  fascinating  new 
lines.  More  and  more  of  late  designers 
have  striven  to  attain  to  the  utmost 
degree  of  natural  charm  in  evolving 
their  new  ideas,  youthfulness  being  the 

chief  goal  of  their  desires." 
Fall  of  1921  will  witness  a  veritable 

triumph  in  this  regard,  for  the  spirit 
of  youth  predominates  in  the  fascinating 
street  or  sports  clothes  offered  by  Can- 

adian makers  for  the  approval  of  Miss 
Canada. 

Oriental   Influence 

Perhaps  the  newest  fashion  note  is  in- 
troduced in  the  new  wrap  coats  for  which 

the  Orient  contributes  new  ideas  to  in- 
fluence the  trend  of  fashion.  The  wide 

straight  sleeves  are  decidedly  of  Oriental 
origin  and  a  practical  turn  is  given  to 
these  sleeves,  as  they  serve  as  a  muff 
when  their  wearerl  so  desires.  The  em- 

broidery or  other  trimming  is  often  plac- 
ed at  the  low  waist  line  on  these  gar- 

ments, further  enhancing  their  charm. 
While  many  of.  these  coats  are  made  on 
straight  roomy  lines  that  can  be  adjust- 

ed wrap-fashion  about  the  wearer,  others 
have  a  suggestion  of  fullness  about  the 
bottom.  Some  of  these  models  are  belted, 
ethers  are  beltless  and  fasten  in  various 

novel  ways.  Youthful  simplicity  char- 
acterizes the  loose  back  and  belted  front 

coats.  Many  of  these  coats  are  made  so 
as  to  be  worn  with  a  belt  all  the  way 
round  if  so  desired.  Some  coats  have  a 
soft,  full  straight  hanging  back,  others 
prefer  to  flare,  giving  a  full  sweep  to  the 
bottom.  Then  there  is  the  slender  type 
of  coat,  lending  a  jaunty  air  with  its  full 
skirt  section,  that  is  irresistible  when 
worn  by  a  slim  figure.  On  this  type  of 
coat  the  narrow  string  belt  is  frequently 
rsed.  Fur  collars  and  cuffs  are  as  ex- 

tensively used  as  ever,  but  there  is  a 
marked  increase  in  the  variety  of  im- 

itation and  dyed  furs  employed,  both 
from  the  motive  of  keeping  prices  to  a 
reasonable  level  and  in  order  to  match 
as  closely  as  possible  the  various  shades 
of  cloths  used.  A  very  rich  effect  is  ob- 

tained through  the  contrast  of  light  col- 
ored furs  on  dark  materials,  dark  furs, 

however,   have   lost    none   of   their   pop- 

ularity. Very  often  the  fur  matches  the 
cloth  in  color  and  is  always  arranged 
in  various  ingenious  ways.  The  use  of 
fur  motifs  set  on  the  garments  at  in- 

tervals is  a  very  new  note. 

Collars    an;1.    Trimming 

Medium  sized  collai-s  prevail,  and  when 
fastened,  never  come  down  over  the 
shoulder  line.  The  latter  must  be  slender 

to  be  fashionable,  and  snug  fitting  tech- 

nically known  to  the  trade  as  the  "slo- 
per"  effect.  Softly  shirred  collars,  or 
rolling  shawl,  tuxedo,  chin  chin,  side 
fastening  collars,  or  convertible  styles 
are  all  offered  in  the  line-up  of  new 
garments  for  fall.  Yokes  appear  oc- 

casionally and  are  very  small  and  often 
concealed  by  the  collar  itself.  Such  yokes 
are  often  used  to  shape  the  slender 
shoulder  lines  and  introdue  soft  fullness 
to  the  body  lines. 

Embroidery  as  featured  on  such  wraps 
this  season  is  a  whole  story  in  itself. 

Very  often  it  suggests  the  Egyptian  in- 
fluence but  mostly  the  usual  conven- 

tional stitehery  and  floral  patterns  pre- 
vail. Some  clever  effects  are  achieved 

by  the  use  of  panels,  braiding,  tassels 

and  fringe,  while'  fancy  buttons  and 
1  uekles  ar'e  also  used  to  good  advantage. 

Simplicity  in  Suits 

In  the  suit  section,  simplicity  also 
reigns  supreme,  and  the  slender  straight 
line  tailor-made  was  never  smarter  than 
this  season.  Dressy  tailor-mades,  fur 
trimmed  or  embroidered,  are  youthful  in 
the  extreme  and  just  different  enough 

from  last  year's  styles  to  possess  strong 

appeal. The  chic  youthful  box  coat  is  again 
featured  for  young  women  and  in  one 
model  noted  in  the  show  rooms  of  a 
Montreal  firm,  an  exceptionally  lovely 
effect  was  achieved  in  sapin-blue  pile 
fabric  with  a  smart  choker  collar  of 
heaverette.  In  untrimmed  models,  the 
sleeves  and  collars  are  most  interesting 
and  the  ever  becoming  slender  shawl 
or  notch  collars  are  used  on  many  of  the 
straight  line  tailored  suits  to  be  worn 
with  separate  furs.  Shawl  collars  of  furs 
are  also  shown,  featuring  a  smart  side 
fastening  that  can  be  buttoned  up  to  the 
neck.  Chin  chin  and  soft  rolling  collars 

add  individual  style  to  many  of  the  gar- 
ments. 

The  skirts  will  continue  to  be  made  on 
straight    and    slender    lines,    just    short 
enough    to    give    a    youthful    air   to    the 
wearer,  but  not  extreme  in  any  case. 

Fabrics  and  Colors 

Montreal  makers  are  featuring  boliv- 
ias,  velours,  duvetynes,  ivoras.  suedines, 
worumbas    (in  knotty   chinchilla   effect) 

gerona  cloth,  veldynes,  veloras,  velorines 

and  chamaistynes  in  the  line-up  of  fab- 
rics for  wraps.  In  suits  they  are  showing 

tricotines,  velours,  and  broadcloths  in  all 
styles. 

In  the  better  class  of  garments  such 
furs  as  beaver,  kolinsky,  squirrel  and 
mole  are  used,  also  Hudson  seal,  while  in 

popular  priced  lines,  beaverine,  beaver- 
ette, Australian  opossum  and  various 

other  dyed  pelts  are  effectively  employ- ed. 

In  colors  navy  still  leads  for  suits, 
while  in  the  wraps,  the  odder  and  more 
peculiar  shades  of  blue  are  preferred, 
such  as  Sorento,  sapin,  etc.  The  neutral 
colors  are  again  in  the  lead  and  are 
known  this  season  by  such  attractive 
nomenclature  as  date,  moose,  falcon, 
sanglier,  deer  and  bark.  Reindeer  is  no 
longer  associated  with  this  range  of 
shades,  being  considered  as  passe. 

Generally  speaking,  the  new  wrap" 
varies  from  46  to  48  inches  in  length 
while  the  suit  coats  are  cut  from  34  to 

to  40  inches,  which  is  fully  four  inches 
longer  than  the  prevailing  type  last  year. 

Chenille  embroidery  promises  to  be- 
come decidedly  strong  as  a  trimming 

throughout  the  late  fall  and  winter 
months. 

Linings  show  little  or  no  change  in 
style,  but  buttons  will  be  used  in  even 
greater  variety  than  formerly,  in  fancy 
styles  preferably.  A  very  prominent  fad 
this  season  is  the  introduction  of  the 
satin  wind-shield  in  the  new  wide  cuff 
in  the  shape  of  a  puffed  inner  cuff, 
held  snugly  to  the  wrist  by  elastic. 

D.  Reid,  of  Chappies,  Limited,  stated 
that  each  month  of  this  year  showed  a 
substantial  cash  balance  over  corres- 

ponding months  in  1920.  Such  increases 
were  not  confined  to  any  particular  de- 

partments, but  were  general  for  the  en- 
tire store. 

GOING   AHEAD   RAPIDLY 

The  success  of  the  recent  membership 
drive  conducted  by  the  St.  Clair 

and  District  Business  Men's  Association, 
Toronto,  was  proved  when  some  seventy- 
five  members  met  at  the  Toronto  harbor 

and  as  guests  of  the  Harbor  Commis- 
sioners enjoyed  a  trip  around  the  har- 

bor. Secretary  E.  L-  Cousins  and 
others  explained  the  plan  of  the  harbor 
development.  On  behalf  of  the  associ- 

ation, President  W-  M.  Maltby,  druggist 
extended  a  hearty  vote  of  thanks  to  the 
Harbor  Commissioners  and  others  who 
assisted  in  making  the  afternoon  so 

enjoyable. 
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Linking  Up  Merchandising  with  Local 

Events;    Featuring  a  "Baby  Week" 
During    "City    Health    Week" 

How  a  St.  John's  Firm  Promoted  Education  and  Sales  at  the  Same 
Time  — Holding  a  Children's  Day — Description  of  Children's  Depart- 

ment— Children  as  Models. 

LINKING  up  local  events  with  mer- chandising  is   one    of   the   features 

frequently  carried  out  by  the  Man- 
chester  Robertson   Allison.,   Ltd.,   of    St. 

John,  N.  B.     Within  the  space  of  a  few 
weeks  a   Made-in-Canada  sale  was  held, 

a  "Fashion  Revue",  an  anniversary  sale, 
and  a  special  Child  Welfare  week.     For 
the    Child     Welfare     week     there     was 

provided  a  large  window  for  the  display 
of  various  needful  articles  necessary  to 
the   well-being  of   infants    and   children. 
A   definite   programme   of   lectures   was 
also  delivered  to  the  mothers  of  the  city, 
in  a  specially  arranged  nursery,  screened 
off  from  the  ready  to  wear  department 

on  the  second  floor.     Baby  clinic  demon- 
strations were  held  there  by  the  Victor- 

ian   Order   of    Nurses,    and    the    whole 
feature   was    arranged     to     further    the 
splendid  work  undertaken  by  the  city  at 

large  in  connection  with  "health  week'. 
Each    morning    and    afternoon    between 

the  hours  of  11  to  12  o'clock  and  3.30  and 
4  an  illustrated  lecture  on  "The  proper 
care  of  infants"  was  given  by  a  trained 
nurse,  under  the  auspices  of  the  Provin- 

cial  Board   of   Health.     Nurses  were  on 
hand  to  give  a  demonstration  with  dolls 
representing   babies,     on     how    to     take 
proper    care    of    the    young    infant.     A 
splendid    equipment    was    provided    for 
their   use  by  the  management  of  the  store, 
as  well  as  a  most  convenient  anu  com- 

fortable   little    demonstration     nursery, 
representing      home      surroundings      as 
closely    as    possible.     Literature    dealing 
in    a     practical     manner     with     welfare 
problems  was  distributed  by  the  nurses 
and     altogether    these     tabloid     lectures 
proved  to  be  a  successful  event. 

The  merchandising  element  wa3  kept 
in  the  background  insofar  as  the  welfare 
part  was  concerned,  but  everywhere 
else  in  the  store,  the  sale  of  articles  con- 

nected in  any  way  with  personal  hygiene 
was  promoted  as  fully  as  possible.includ- 
ing  such  lines  as  towels,  face  cloths,  tooth 
brushes,  toilet  articles,  etc,  at  especially 
attractive  prices. 

Children's  Day  a  Drawing  Card 
Another  timely  event  held  on  the  last 

day  of  March  was  "Children's  Day",  to 
celebrate  which  every  department  in  any 
way  connected  with  the  selling  ot  mer- 

chandise for  children  contributed  to  the 
occasion.  A  large  announcement  of  the 
event  was  featured  in  the  daily  press, 
divided  into  nine  sections,  including  the 
following  divisions:  Furniture  for  the 
nursery;  outfits  and  layettes  tor  inlants; 
accessories  for  boys  and  girls;  gifts  and 
novelties;    millinery;    raincoats   and    hat 

furnishings  for  boys;  frocks  and  wraps 
for  girls  from  2  to  12,  and  clothing  for 

boys  of  the  same  ages.  Explicit  de- 
scriptions were  given  of  all  the  merchan- 

dise on  sale,  and  an  invitation  was 

extended  to  "bring  the  children  with  you, 
when  you  come  to  look  over  these  pretty 

things." The      Children's      Shop,      incidentally, 
merits    a    special    word    of    description, 
being  typically  modern  and  thorough  in 
every   detail   of  its   appointments.   Man- 

aged under  the  capable  direction  of  Mrs. 

Fenwick  Fraser,  the  Children's  Shop  has 
rapidly   become   a  popular   resort  owing 
to  the  delightfully  homelike  and  artistic 
atmosphere   which  characterizes  it  as  a 
whole.     The    walls    are    of    deep    cream 
upon  which  have  been  stencilled  at  reg- 

ular intervals,  charming  childish  figures, 
these  being  developed  in  a  warm  brown 
shade.     Mahogany     fixtures     are     used 
throughout  and  an  inconspicuously  toned 
velvet  carpet  completes  the  restful  effect. 
A    definite    scheme   of   arrangement   has 
been  carried  out  in  regard  to  the  various 
lines     of     merchandise     carried     in     the 

Children's   Shop,  which  have  been  care- 
fully thought  out  by  Mrs.   Fraser  with 

due   regard  to  efficient  service   and   the 
comfort   and    convenience    of   customers. 
Not  the  least  attractive  of  the  features 
is  a  miniature  table  and  chairs  set  out 
with  picture  books  at  which  small  and 
somewhat     weary     persons     may     rest 
themselves     while     Mother     buys      the 
reefer  or   the    sleeping    suit.     A     high- 
chair  is  also  provided  for  even  younger 
visitors    to    the    Shop,    and    whenever    a 
baby    catches    sight    of    the    fascinating 
string  of  colored  beads,  tied  to  the  chair 
by    some    thoughtful     grown-up,     it     is 
utterly  captivated  and  usually  wants  to 
stay  indefinitely.     A  convenient  trying-on 
room  is  close  at  hand,  so  that  youngsters 
can  be  fitted  into  any  garment  a»  care- 

fully as  though  they  were  grown  persons. 
The  idea    of    having    on    hand    ready 

prepared  layettes,  varying  in  price  from 
$9.   up   to   $32.   artistically   arranged    in 
dainty    baskets,    is    proving    a    splendid 
help   to    young   mothers,    and   these    sell 
rapidly.     Practically    everything    in    the 
department   is     displayed     under     glass, 
including   frocks,    underwear     and     the 
many  dainty  gift  things  which  sell  the 
year    round.     As    the    department    leads 

directly    off   the    boy's    department,    the 
millinery  room  and  the  lingerie  depart- 

ment it  is  readily  accessible  to  the  ma- 
jority of  shoppers. 

During  a  Fashion  Revue  recently  held, 
a   special   parade   of  little   children   was 

arranged  which  included  ten  or  twelve 
models  who  promenaded  during  the 
morning  hours.  The  idea  of  having  a 

separate  juvenile  revue  proved  most  ac- 
ceptable to  the  large  audience  who  enthus- 

iastically applauded  the  youngsters  as 
they  trundled  woolly  lambs  or  pushed 

doll's  carriages  conscientiously  up  and 
down  the  runway,  clad  in  exquisite  cre- 

ations of  crisp  organdy  or  cool  ginghams. 
The  regular  models  were  all  members  of 
the  Loyalist  Chapter  of  the  I.  0.  D.  E. 
and  were  rewarded  for  their  splendid 
efforts  by  the  firm  in  the  form  of  a 
generous  contribution  to  their  funds. 
The  firm  presented  each  young  lady  with 
the  requisite  silken  hosiery  and 
gloves  to  complete  each  costume.  The 
idea  of  employing  society  girls  to  act  in 
this  capacity  has  proved  quite  successful, 
as  they  can  be  relied  upon  to  make  most 
efficient  models  and  are  always  glad  of 

an  opportunity  to  further  the  cause  of 
patriotic  endeavor  or  local  charity,  in 
which  all  stores  are  interested  as  well. 

AMERICAN    FIRM    IN   TORONTO 
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ing  Director  of  the  new  concern  and  will 
be  in  direct  charge  of  the  business. 

This  new  institution  will  be  of  un- 
doubted benefit  to  the  trade  in  Canada, 

permitting  as  it  does  the  service  of  im- 
mediate delivery  from  stock  at  the  Tor- 

onto headquarters.  And  as  close  co- 
operation will  be  maintained  with  the- 

parent  firm  in  New  York,  full  benefits 
of  the  latter's  facilities  will  be  obtained. 
It  is  their  intention  to  cover  the  whole 
Dominion  thoroughly  and  are  now  ap- 

pointing several  travellers  who  will  be 
calling  on  the  trade  shortly. 

Mr.  Thomas,  when  interviewed,  says 
that  while  the  new  Company  has  been 
organized  primarily  to  more  satisfactor- 

ily furnish  Canadian  trade  with  the  par- 
ent company's  products,  as  well  as  the 

English  and  French  goods  which  they 
handle,  that  it  is  their  intention  to  sub- 

sequently manufacture  their  own  pro- 
ducts  here  in   Canada. 

Such  signs  of  progressiveness  on  the 
part  of  Morris  Bernhard  Co.  (Canada) 
clearly  shows  that  they  are  both  optim- 

ists in  regards  to  business  conditions 
and  have  faith  in  this  country. 

W.  Gardner,  a  large  dry  goods  owner 
in  the  Beaches  district,  Toronto,  reports 
a  sale  of  250  bathing  suits  in  one  day, 
at  the  beginning  of  the  month,  while  his 
estimated  sale  of  suits  during  the  hot 
season  amounts  to  about  700  during  the 

past  three  weeks. 



Dry  Goods  Review. R  E  A  D  Y  -  T  O  -  W  E  A  R 

l  55 

Summer  Revue 
At  Montreal 

By  Local  Firm 
The  staging  of  a  summer  fashion 

revue  in  Montreal's  newest  and  most 
sumptuous  theatre  was  the  successful 
achievement  of  the  well  known  firm  of 

Holt,  Renfrew  Company  of  Montreal  this 
month.  The  idea  proved  delightfully 
novel  and  drew  thousands  of  spectators, 
resulting  most  advantageously  to  the 
theatre  and  to  the  firm  who  originated 
and  staged  the  event. 

Arranged  under  the  talented  direction 
of  the  Comtesse  Montefiore  who  took  a 

prominent  part  throughout  the  many 
scenes,  the  revue  was  divided  into  some 
five  parts,  each  one  representing  a  dif- 

ferent scene  of  the  daily  life  at  a  fash- 
ionable summer  resort. 

The  announcements  of  each  scene  were 
heralded  by  two  minute  Nubian  slave? 
attired  in  conventional  turban  and  trunks 
of  scarlet.  Simultaneously  they  placed 
large  placards  upon  an  easel  at  either 
side  of  the  central  stage.,  announcing  the 
title  in  both  French  and  English.  During 
the  scenes  these  tiny  pages  remained 
immobile  with  folded  arms,  adding 
greatly  to  the  effectiveness  of  the  set- 
ting. 

Miladi's  Boudoir 

The  fir3t  scene  depicted  early  morning 
in  Miladi's  boudoir,  and  showed  several 
pretty  girls  engaged  in  arranging  their 
bobbed  coiffures  or  promenading  about 
awaiting  the  morning  cup  of  coffee.  A 
chic  maid,  correctly  garbed  in  black,  lent 
a  touch  of  realism  to  this  sceene,  which 
like  the  others  was  performed  in  pan- 

tomime, no  words  being  spoken.  Delight- 
ful music  was  discoursed  by  the  Allen 

theatre  orchestra  to  which  the  models 
kept  step,  as  they  displayed  lingerie  of all  types. 

On   The   Links 

Following  quickly  after  the  morning 
scene  came  a  tableau  upon  the  golf  links, 
where  a  foursome  was  being  played.  All 
sorts  of  smart  sports  suits  were  worn, 
including  knicker  suits  of  truly  mascu- 

line cut.  From  the  links,  the  audience  was 
quickly  transferred  to  the  tennis  courts 
to  watch  a  really  life-like  game  played 
against  a  wonderful  background  of  fields 
and  forest.  Exquisitely  dainty  summer 
frocks  and  sports  dresses  were  worn  by the  four  models  in  this  scene. 

A    Surf   Dip 

After  tennis  the  scene  changed  once 
more  and  the  rolling  ocean  was  next 
shown,  with  half  a  dozen  or  so  enthus- 

iastic bathers  preparing  to  plunge  in. 
All  the  latest  bathing  costumes  were 
featured  in  this  scene,  and  a  pretty  dance 
on  the  sand  was  a  decidedly  original note. 

At  the  Garden  Party 
Finally,  the  entire  party  was  shown  as 

gathered  at  a  fashionable  garden  party, 

at  which  the  guests  were  in  turn  present- 
ed to  the  guest  of  honor  by  the  hostess, 

impersonated  by  the  Comtesse,  after 
which  they  wandered  about  the  three 
large  drawing-rooms,  sipping  tea  or 
smoking  cigarettes  in  truly  cosmopolitan 
style.  The  gowns  worn  in  this  scene  were 
magnificent  imported  models  displaying 
every  degree  of  elaboration  and  design. 

The  Finale 

Last  of  all,  the  entire  cast  paraded 
singly  betori  the  curtain  to  the  strains  of 
the  orchestra,  affording  the  audience  a 
closer  view  of  the  many  superb  gowns 
and  accessories  worn.  Solo  dances  by  the 
models  were  interpolated  between  the 
scenes  as  a  variation  from  the  conven- 
ional  theme. 

Such  an  event  as  this  was  never  before 
tried  out  in  Montreal,  but  from  every 
standpoint. — novelty,  interest,  and  pub- 

licity to  the  firm,  among  others,  the  idea 
was  a  veritable  triumph  in  artistic  pre- 

sentation and  was  warmly  commended 
by  the  press  as  well  as  by  the  public. 

FALL  OUTLOOK 
(Continued  from  page   76) 

ers   is   equal  to   and  in   many  cases   far 
superior  to   hose   made    in    the     United 
States.    It  is  seamless  and  full-fashioned 
with  four-ply  heel  and  toe. 
There  is  now  no  doubt  that  heather 

hose  will  be  worn  this  winter,  not  only  in 
wool  but  in  the  finest  of  silks.  Though 
the  blue  mixtures  will  be  good,  orders  so 
far  are  for  all  shades  of  brown. 

Dyes  Made  in  America 

The  subject  of  dyes  has  been  much 
discussed  at  various  conferences  held  by 
woollen  and  knitted  goods  manufacturers. 
It  is  claimed  that  the  dyes  which  were 
made  during  the  war  when  the  industry 
here  was  only  in  its  speculative  period, 
have  practically  disappeared  from  the 
market.  Chemists  in  this  country  and 
in  the  United  States  are  now  producing 
many  basic  colors  which  are  as  good  as 
can  be  found  in  Europe. 

Bathing  Suits  are  Good  for  Fall Selling 

Bathing  suits  can  hardly  be  reckoned 
among  spring  lines  as  they  do  not  go 
here  until  the  summer  is  well  advanced 

and  are  so  dependent  on  weather  condi- 
tions. Canadian  waters  are  very  rarely 

warmed  up  until  July  and  August  and 
even  then,  only  if  June  has  been  a  warm 
month.  Consequently  wholesalers  find 
that  the  trade  do  not  order  their  bath- 

ing suits  until  it  is  nearly  time  for  fall 
placing.  The  last  few  weeks  in  Toronto 
have  seen  brisk  business  in  these  and 

there  is  every  reason  to  expect  that  this 
will  continue  until  the  end  of  September 
for  the  retailer.  One  manufacturer  is  of 

the  opinion  that  it  will  be  unwise  for  re- 
tailers to  hold  over  any  bathing-suits  this 

year  as  a  decided  change  in  the  style  of 
the  one-piece  suit  is  planned  for  next 
summer. 

There  are  two  explanations  for  the 
fact  that  bathing   suits  have   sold  more 

than  other  lines  which  are  even  more 

necessary.  One  is  that  the  demand  for 
healthful  recreation  is  becoming  strong- 

er since  the  war.  The  other  is  that 

people  who  in  previous  years  spent  their 
vacations  in  the  mountains  or  at  the 
seashore  must  content  themselves  with 

the  swimming  pools  which  many  cities 

are  building.  Bathing  is  their  one  recrea- 
tion during  the  hot  weather.  Of  course 

dealers  in  this  line  as  in  others  must  be 

content  to  sell  medium-priced  garments. 
The  one  which  goes  to  the  consumer  for 
twelve  or  fifteen  dollars  is  not  moving 

to  any  extent.  In  fact,  one  manufactur- 
er is  jobbing  out  his  best  all-wool  lines 

for  thirty-eight  dollars  per  dozen. 

FEATURING   VALUE 

(Continued  from  page  97.) 

the  wearer's  occupation,  whether  riding, 
dancing,  or  regular  everyday  wear,  un- 

limited business  can  be  built  up,  if  de- 
signers of  corsets  are  careful  to  study 

the  lines  and  the  anatomy  of  the  hu- 
man body  and  devise  the  most  emin- 
ently beneficial  styles  for  every  pur- 

pose demanded. 
In  ensuring  the  greater  wearing  ab- 

ility of  their  corsets,  a  well  known 
corset  manufacturer  is  calling  atten- 

tion to  the  details  which  characterize 
his  models,  each  of  which  is  said  to 
add  infinitely  to  the  durability  of  the 

corset.  Among  some  of  the  more  im- 
portant features  may  be  mentioned  the 

celluloided  tips  of  the  bones,  as  well  as 
the  extra  interlining  of  strong  fabric 
inside  the  bone-casings.  Webbing  that 

can  be  perfectly  laundered  is  still  an- 
other practical  feature  of  these  mod- 

els, as  well  as  the  inside  shield  of  ven- 
tilated mesh  fabric,  also  lightly  boned, 

used  on  front  lacing  models  to  restrain 
the  abdominal  flesh. 

Sensible   and   Hygienic   Styles  for 
Juniors 

Attention  is  also  directed  this  season 

to  the  many  new  styles  in  junior  missesr 
and  children's  waists  and  corsets,  which 
feature  the  newest  improvements  in 

the  way  of  comfort  and  support.  A  nov- 
el child's  waist  features  a  kind  of  bret- 

elle  shoulder  section  provided  with  but- 
tons from  which  the  clothing  can  be 

attached,  thus  taking  all  the  weight 

and  strain  off  the  child's  back.  The 
garters  even  hang  from  the  shoulders 
for  the  same  reason.  The  styles  for 
girls  from  12  years  to  16  include  many 
sensible  features,  such  as  the  button- 
fastened  front,  and  the  generous  elastic 
inserts  which  are  a  great  aid  in  prevent- 

ing round  shoulders  and  sagging  fig- 
ures. 

Prices  Fixed  for  Fall 

Prices  in  general  on  corsets  touched 
bottom  last  May,  and  while  no  great 
change  is  looked  for  it  is  generally  un- 

derstood that  no  further  decline  can  be 
expected  this  season. 
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New  Notes  in  Blouses  and  Skirts 
Plaids  and   Stripes   Make   for   Semi-Tailored   Garment — Over-the 

Skirt  Type  for  Dressy  Blouses — Beads  Still  Strong  for 
Trimmings — Tan  and  Navy  Combinations 

For  Sport  Skirts. 

blouse  and  skirt  together.  The  natural 
result  of  this  visualization  is  increased 

business  in  both   departments." 

SINCE  the  blouse  is  always  to  a 
marked  degree  dependent  upon  its 

rt,  a  study  of  skirt  fashions  al- 
ways gives  some  hint  of  the  style  type 

a  certain  percentage  of  waists  must  fol- 
low. For  this  autumn,  separate  skirt 

fashions  seem  to  strike  a  medium  and 
thus  give  the  blouse  some  latitude  of 
choice. 

Now  that  fall  designs  are  fairly  under 
way,  it  is  fairly  safe  to  assume  that  the 
trend  in  skirts  is  toward  the  semi-tailor- 

ed garment,  rather  than  the  elaborate 
or  strictly  tailored  type.  This  is  trace- 

able to  the  influence  of  plaids  and  stripes 
in  so  many  materials  used,  made  up  in 
plaits  in  combination.  These  seem  to  call 
for  a  blouse  of  the  simple  tuck-in-  var- 

iety. There  are  in  a  somewhat  modified 
form  of  this  idea,  materials  of  heavy  silk 
and  crepes  being  made  up  in  the  darker 
shades  for  fall  wear,  and  these  encour- 

age blouses  of  kindred  materials,  suf- 
ficiently elaborate   to   match   the   skirts. 

The  uneven  or  broken  hemline  which 
has  been  favored  for  dresses,  is  not 
to  be  found  in  the  separate  skirt.  These 
keep  their  hems  straight  and  plain,  only 
when  the  plaits  give  the  effect  of  points. 
Even  then,  the  hem  does  not  deviate 
from  its  straight  line.  This  serves  as 
another  indication  of  the  simplicity 
of  the  blouse  for  early  fall  wear  with 
separate  skirts. 

Dressy    Blouses 

In  dressy  blouses,  Canadian  manu- 
facturers predict  the  continuance  of  the 

■"over-the-skirt"  type  of  blouse,  although 
it  is  likely  that  these  will  be  designed 
with  less  elaboration  than  formerly,  pre- 

serving simple  lines  and  catering  to  the 
tailored  preference  for  conservative  col- 

lar and  cuff  finishes,  etc.  The  sleeve 
treatments  in  blouses  for  fall  are  to  be 

mostly  of  the  three-quarter  length  in 
dressy  types,  whereas  full  length  will  be 
employed  in  tailored  styles.  In  most  of 
the  dressy  models  seen  so  far,  the 
straight  collar  and  turn-back  cuff  of 
some  kind  of  lace  or  embroidery  is  fea- 

tured. One  model  of  mohawk  georgette, 
designed  in  tie-back  style,  sheer  collar 
and  cuffs  of  dyed  lace  finished  the  neu- 

tral effect.  Black,  and  white  combin- 
ations promise  an  unusually  strong  place 

among  the  line-up  of  fall  models  in 
blouses,  as  it  is  expected  that  the  vogue 
for  the  all  black  suit  or  black  and  white 
striped  sports  skirt  will  predominate 
in  the  choice  of  colors. 

Variety  of  Trimmings 

In  trimmings  much  latitude  is  allowed 
this    season.    The    much    debated    beads, 
the  end  of  which  has  been  predicted  for 
many  months,  seem  to  be  just  as  strong 

ver,  while  silk  embroideries,  chenille, 

wool,  etc,  all  have  their  place  as  decora- 
tive additions  to  the  fall  blouse. 

Tan   and   Navy    Combinations 

Among  ;he  colors  to  be  sponsored  by 
leading  %vaist  houses  are  the  following: — 
midnight  blue,  mohawk  or  rust,  fungi 
and  buff,  canard,  scarlet  and  all  white. 

A  leading  Canadian  cloth  manufactur- 
er told  Dry  Goods  Review  this  month 

that  they  could  not  begin  to  supply  the 
demand  for  tan  and  navy  combinations 
in  sports  skirtings  for  next  season,  and 
that  of  all  the  numberless  patterns 
brought  out  in  checks,  stripes  and  com- 

binations of  the  two,  by  far  the  most 

popular5  were  those  in  which  navy 
grounds  were  lightened  by  tan  or  sand 
shades.  "I  look  for  an  enormous  business 
in  these  skirtings  for  sports  wear,  to- 

gether with  a  large  demand  for  plain 
navies  to  make  jackets  to  wear  with 
them.  It  looks  as  though  women  were  go- 

ing to  adopt  the  idea  started  last  spring 
of  wearing  contrasting  coats  and  skirts 
with  a  vengeance  this  fall.  When  worn 
with  brown  strap  oxfords,  cordovan  hos- 

iery and  a  trim  sailor  hat,  this  type  of 
costume  is  typically  smart  and  equally 
suitable  for  business  women  or  country 

wear." 

Numerous  investigations  conducted  by 
wholesalers  and  wholesale  agencies  dur- 

ing the  past  few  months  have  made  it 
plainly  evident  that  the  promotion  of  the 
sale  of  blouses  alongside  of  skirts  is  a 
successful  method  of  increasing  the 
trade's   volume  of  business. 
From  actual  observation,  blouse  whole- 

salers declare,  it  has  been  found  that  in 
those  stores  where  the  blouse  department 
and  the  skirt  department  are  contiguous 

to  each  other,  more  business  is  being- 
done  by  both.  The  wholesale  blouse  trade 
in  general  has  convinced  itself  of  these 
facts  and  reports  are  current  that  each 
blouse  wholesaler  is  doing  his  part  to 
convince  all  retailers  with  whom  he 
comes  in  contact  that  the  joint  promotion 
idea  is  a  worthy  and  profitable  one. 

The  firm  belief  of  the  wholesale  blouse 
trade  in  the  value  of  this  method  of  mer- 

chandising has  been  manifested  in  pres- 
sure brought  to  bear  upon  the  trade  or- 

ganizations. As  a  result  of  this  pressure, 
letters  have  been  sent  out  to  retailers 
in  all  parts  of  the  United  States  on  the 
subject  of  joint  promotion  of  the  sale 
of  blouses  and  skirts. 

"The  reason  for  the  success  of  the 

idea,"  says  one  of  the  letters  which  is  be- 
ing circulated,  "is  obvious.  When  a  wo- 
man comes  in  to  buy  a  blouse  or  skirt, 

instead  of  imagining  what  either  will 
look  like  with  the  other,  she  has  near 

at  hand  the  both  depai-tments  where 
she  can  actually  visualize  the  effect  of 

FASHION'S  VAGARY 
Continued  from  Page  152 

severely  tailored  coat-frock  of  navy  blue 
tricotine  was  heavily  embroidered  in  self 
color  in  conventional  designs  to  the  hip 
line.  The  upper  part  was  left  plain  and 
featured  a  single  large  rever  folding 
back  across  the  front,  revealing  a  tiny 
vestee.  A  wide  soft  girdle  of  black  satin 
crepe  was  swathed  softly  about  the  hips 
ending  below  the  skirt  hem  and  edged 
for  about  8  inches  from  the  bottom  with 
a  wide  Dand  of  fuchsia  satin  crepe.  A 

large  velvet  poppy  of  the  same  vivid 
shade  completed  the  chic  ensemble.  The 
sleeves  in  this  frock  as  in  those  already 
described  were  of  the  long  flaring  bell 

type,  usually  unfinished  with  cuffs.  Oth- 
er original  cloth  street-tailleurs  show- 
ed the  same  coat  fastenings,  which  in 

most  cases  consisted  of  one  hook  and 

eye  at  the  hip  line,  with  the  wide  girdle, 
and  either  bronze  or  silver  grey  em- 

broidery carried  up  as  far  as  the  hips  in 
all-over  effect.  Small  jewelled  clasps 
were  used  as  fasteners  instead  of  the 
conventional  belt. 

Black   For   Evening   Gowns 

Although  a  little  early  for  evening- 
gowns,  the  majority  of  makers  predict 
that  black  will  be  again  in  the  lead  in 
colors,  especially  with  regard  to  the  use 
of  laces.  Wonderful  metal  brocades  and 

lames  are  being  spoken  of  and  all  kinds 
of  real  and  metallic  laces.  The  princess 
line  will  be  developed  in  soft  drapy 

effects,  imparting  an  air  of  dignity  that 
has  been  conspicuous  by  its  absence 
throughout  these  many  seasons  past. 
All  the  shades  of  orchid,  rose  and  blue 
will  be  shown  in  these  rich  fabrics  in  ad- 

dition to  black,  but  it  is  a  foregone  con- 
clusion that  the  latter  will  take  pre- 
cedence in  the  vast  majority  of  models. 

Some  makers  attribute  this  popularity 
for  black  to  the  general  attitude  of  the 

world  today,  the  demand  for  value,  ser- 
vice and  durability  being  emphasized  as 

never  before.  French  women,  it  is  claim- 
ed, have  found  that  black  was  becoming 

universally,  was  suitable  to  all  occas- 
ions and  gave  unlimited  service,  so  it 

appears  altogether  probable  that  we  are 
in  for  a  protracted  season  of  raven  hued attire. 

Canadian  manufacturers  of  rubber 

goods  are  making  very  satisfactory  pro- 
gress in  many  new  ventures.  One  of  the 

most  interesting  is  making  of  women's 
household  aprons  of  rubberized  gingham 

which  are  declared  to  give  very  satisfac- 

tory wear.  An  excellant  quality  of  rub- 
ber lines  for  infants  and  young  children 

is  also  made  in  this  country.  The  Stan- 

yon  Rubber  Company  of  Toronto  is  res- 
ponsible for  both  of  these. 
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G.  CAQAK5  »,«.»  c/zraft 

207  St.  Catherine  St.  West,  Montreal 

You  Can't  Judge  A  Book  by  its  Cover,  But  You  Can  Judge  Our  Lines  at  a  Glance. 
Never  in  the  entire  period  of  our  career  have  we  succeeded  in  assembling  a  complete  range  such 

as  we  are  now  showing  for  fall  and  winter  of  COATS,  SUITS,  WRAPS  and  DRESSES,  featur- 
ing everything  that  is  new  in  Style  and  materials.  Never  have  our  prices  been  so  attractive. 

SEE  US  WHEN  NEXT  IN  MONTREAL. 

CARMEN    SYLVA    DRESSES 
MODELS    ON   RACKS   FOR  FALL   AND   IMMEDIATE   ARE 

UNBEATABLE  FOR  QUALITY-WORKMANSHIP-PRICE 

NEW  DESIGNS  -   POPULAR  FABRICS  -  LATEST  SHADES 

Get  Busy  Buying  and  You'll  Keep  Busy  Selling 

LASSNER,  LIMITED  STS  MONTREAL 

The  McElroy  Mfg.  Co.,Ltd. 
MAKING 

FAMOUS  FOR  THEIR 

Fit,  Cut,  Style, 
Hang  and  Finish 

HEAD  OFFICE: 

47  Simcoe  St.  -  Toronto 

Men's  Raincoats At  Your  Own 
Price 

Ask  for  Samples 

437  St.  Paul  St.W.,  Montreal 

Children's  Coats 
We  make  a  complete  line  in 

BABIES'  and  CHIL- 

DREN'S COATS 

Specializing  in  ALL  WOOL  BLAN- 
KET CLOTH  and  HEATHER  MIX- 

TURES. 

PERFECTION  CHILDREN'S 
CLOAK  CO.  LIMITED 

TRAINOR  MFG.   CO. 
49-53  East  21  st  St. 

NEW  YORK  CITY 

109  Simcoe  St. Toronto 

Rogers-Frankfort  Co. LIMITED 

Manufacturers  of 

Children's    Headwear 
Ladies'  Neckwear 

and  Belts 

Write  us  to  have  our  traveller  call  on  you 
with  our  Fall  Range. 

STAMPED 

NIGHT- 

GOWNS. 
Made-up 

No.  900  $6  dz. 
No.  300  $9  dz. 
No. 200  $12  dz. 

Each number    in three    designs 

INFANTS'   DRESSES   $5.00   DOZ.    UP. 
SAMPLES    ON    REQUEST. 

Terms     Z<% — 10    d   va 

109  Simcoe  St. Toronto 

Cut  Your  Samples  This  Way 

With  Hariaker's 
"EASICUT" 
MACHINES 

It       makes       them       more       attractive 

Economical,       Fast,       Pr  c:ical,       Nea' 
E.   W.  McMARTIN 

45    St.    Alexander   St.  MONTREAL 
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I U '  - We  Employ 

No  Salesmen 

And  are  thus  in  a  position  to  save  you 

10%   to  25%. 

SERGE  DRESSES 

are  our  specialty 

and  we  excel  in  the  Style,  Quality 

and  Value  of  our  Merchandise. 

Dresses  made  of  finest  Botany  Serge. 

Sizes  1  6  to  44,  Navy  and  Black,  and 

Beautiful  Hand  and  Bead  Embroidery 

Prices  $10.50  to  $12.75 

Stock  of  2,000  to  3,000  dresses  always  on 
hand 

Samples  on  request  at  our  expense. 

The  Wexler  Costume  Co. 
50  St.  Catherine  St.  West MONTREAL 
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Hand  Drawn 
Blouses 

Georgette 
and 

Voile 

A  special  feature  of 

the  Season. 

In  large  range  of 

styles  of 

dainty  distinction. 

Our  salesmen  are  now  on 

the  road  with  complete 

ranges  of  our  newest  cre- 
ations in  Blouses.  A  host 

of  pleasing,  smart  lines  to 
choose  from. 

Neckwear 
Silk  Lingerie 

Laces 
Handkerchiefs 

See  our  Salesman 

or Call  at  our  Showrooms 

Ladies'  Wear,  Limited 
563    College    Street,    Toronto 

W.  F.  Goforth,  President. 

^IWIIU'fruill^amiw'jWIuhiy^^   i   i^TTi1^MiM.Hm^lT^M^mi(n«taii 
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J.  H.  MILFORD 

Manufacturers 

of 

Popular-Priced 

WAISTS 
in 

Silks,       Cottons 

Crepes,   Georgettes,   etc. 

P.  FARMER 

Write  in  for  Our 

FALL  LINE 
of  Attractive 

WAISTS 
SEE 

Telephone  Plateau  35S0 LINE  BEFORE  ORDERING 

^aWmm-Jiiif<fuL 
227  CRAIG  STREET  WEST- — MONTREAL 

REID  CHILDREN'S  DRESSES 

IT'S  NO  COINCIDENCE 
that  the  least  of  our  worries  is  the  marketing  of  our  Chil- 

dren's Dresses. 

Mothers  have  found  them  ideal  Children's  Dresses  in  every 
way — and  merchants  are  constantly  expressing  their  ap- 

proval in  substantial  orders. 

Designed  and  made  by  Specialists  in   Children's  Dresses. 

G.  F.  REID  &  COMPANY 
Brampton,  Ont. 

* '. 
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ill 
III  III 
in  III 

HI         In  Anticipation  of  Another        ||j 
Successful  Season  For 

i      "ROYAI      nRF«P«"     | III 
II 
II 

III 

III 
III 

We  wish  to  call  the  attention  of  the  trade  to  some  of  the  points  that,  as  a 

result  of  careful  experiment  and  long  experience,  have  made  "ROYAL 
DRESSES''  the  most  desirable  and  sought  after  frock. 

ill THE  INDESTRUCTIBLE  QUALITIES  jl 
In 

ROPER  STYLES  CHANGED|EACH  SEASON 
TO  MEET  THE  LATEST  STYLE  TREND.  !!! 

Having  enjoyed  a  successful  volume  of  business  during  the  past  season, 
we  are  contemplating  a  still  larger  volume  for  Fall  and  at  present  our 
plant  is  operating  at  full  capacity  in  order  to  meet  the  demand. 

We  take  this  opportunity  to  acquaint  our  many  customers  and  the  trade 

in  general  that  our  Fall  line  is  priced  at  "rock  bottom"  as  we  were  suc- 
cessful in  buying  absolutely  new  material  at  a  cash  price,  thereby  elim- 

inating   costly    material    in     "old     stock". m 
Therefore,  the  high  qualities  of  our  merchandise  linked  with  attractive 

prices,  establish  our  line  as  a  "feature"  one  for  the  coming  Fall. 
Our  special  numbers  this  season  were  bought  in  large  quantities  by  visit- 

ing buyers  at  our  showrooms,  and  on  the  road.  HI 
II 
ll 

ll 

ll 
Yours  respectfully, 

S  HAMER/BRODKIN  LIMITED  I 
"! 

MAKERS  OF 
ill 

I         ROYAL  DRESSES         | 
303  Mountain  Street  -  MONTREAL. 

Telephone  :  Uptown  6034  H! 

REPRESENTATIVES  : III 

Western  Provinces,  Mr.   M.  Hamer  ;  Ontario,   Mr.   Rothbart  ;   Maritime 

and  Province  of  Quebec,    Mr.  N.   Brodkin. 

!!!  "' hi  hi 
ii     in 
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Getting  Mothers  Interested 
in  Your  Store 

through  their  greatest  interest — 
their  little  ones! 

Make  the  HAUGH  Brand  garments 
for  Kiddies  a  feature  of  your  Fall 
display  and  you  will  add  consider- 

ably to  your  turnover.  Mothers  ap- 
preciate the  serviceable  qualities  and 

the  satisfying  utility  of  the  Haugh 
garment  as  soon  as  they  see  it.  Cut 
and  finished  to  allow  freedom  of 
movement  and  give  the  maximum  of 
wear.  The  HAUGH  value  is  its  own 
salesman. 

A  New  Hanger  you  will  like! 
Something  new  and  very  attractive.  A  superior  grade  of 

Hanger  that  will  look  well  anywhere — and  advertise 

for  you  our — 
Arm  &  Hammer 

Shirts  and  Overalls 

Try  Big  88  Overalls 

This  Original  Garment made  ONLY  by 

The  J.  A.  Haugh  Mfg.  Co.  Ltd. 
Toronto,  Canada 

Manufacturers  of  the 
famous 

"Arm  and  Hammer" 

Shirts,  Overalls 
Bloomers 

Trousers  and 

Shopcoats 
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Get  Winning  Numbers ! 
Buyers,  you'll  find  them  in  our  showrooms. 

.  The  smartness  and  obvious  values  of  this  Fall 
showing  indicate  unusual  opportunities  to  make 
big  sales  and  substantial  profits. 

OUR  STANDARDS  ARE 

i.  Merchandise  of  unquestionable  value  from 
the  standpoint  of  style,  quality  and  workman- 
ship. 

2.  Prices  which  meet  the  public's  demand. 
3-  Prompt  and  efficient  service. 
You  are  cordially  invited  to  inspect  our  collection 
of  Dresses  in  Silks,  Charmeuses,  Serges,  Trico- tmes  and  other  popular  fabrics. 

M.  Gardner  &  Co.  Ltd. 
233  Bleury  St.    Montreal. 

THE  SIGNATURE  OF  FASHION! 
What  our  lines  of 

COATS  and  SUITS 

have  done  for  the  keenest  buyers 
and  for  most  merchants  of  Canada 
in  the  way  of  quick  and  profitable 
turnover,  they  can  do  for  you  this Fall. 

We  have  an  unusual  line  at  un- 
usual prices  that  are  worthwhile 

investigating. 

Travellers  are  in  their  respective 
territories.  If  you  have  not  seen 
them,  drop  us  a  card  and  we  will have  them  call. 

Corner  St.  Catherine  W.  and 

Mountain  Sts. 

MONTREAL 

Now  Completely  Established 
At  Our  New  Address   

Fourth  Floor 
Hobberlin  Building 
362  Adelaide  St.  West 

With  three  times  our  former  space  we  are  now  better 
able  than  ever  to  give  our  many  customers  satisfactory service. 

We  believe  that  our  well  defined  policy  of  manufactur- 
ing Garments  that  are  higher  in  quality  and  lower  in 

price  has  been  responsible  for  our  rapid  expansion,  and enforced  removal  to  larger  premises. 

We  will  be  glad  to  see  you  on  YOUR  BUYING  TRIP. Visit  our  new  showrooms. 

THE  MAPLE  LEAF  CLOAK  CO. LIMITED 

Toronto     -     -     -     Ortt. 

Ifn= 
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STANDARD] 
FACTORIES^ 
1  CORPORATION i 

LIMITED 

KNOCKED  DOWN 
BUT  NOT: 

STANDARD 
^ FACTORIES] 

^CORPORATION/ .  LIMITED 

KNOCKED  OUT 
SAYS  THE 

President  of  the  Standard  Factories 

With 

Perseverance 

and 

Integrity 

You 

Can  Rule 
the 

World 

My  Name  was  Known  from  Coast- to- Coast  as  the  Largest  and 
Most  Successful 

LADIES'  WEAR  MANUFACTURER 
And  With  My  Capabilities 

WE  WILL  REMAIN  TO  BE  SO 

standard, 
LfactoriesJ 
^corporation/ 

.  LIMITED. 

St.  Denis,  Duluth  &  Drolet  Streets 

MONTREAL 

STANDARD 

^FACTORIES] ^CORPORATION/ 
V  LIMITED/ 
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STANDARD 
FACTORIES 
CORPORATION  LIMITED 

Ladies'  Blouses 

Middy  Waists 

Dresses 

Skirts 

Wash  Goods 

(V STANDARD 
FACT0RIE5 

'corporation' 
LIMITED 

House  Dresses 

Men's  &  Boys' 
Shirts 

Silk  Wear 

Etc. 

Manufacturers  to  the 

WHOLESALE  JOBBING  TRADE 

Write  for  Samples 

^OFFICE  AND  PLANT 

St.  Denis,  Duluth  and  Drolet  Streets 

MONTREAL 
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COMFORT  KIMONA  COMPANY 
Manufacturers  of 

Quality  garments  at  prices  which  enable  customers  to 
successfully  meet  all  competition. 

KIMONAS 
BED  ROBES 

BLOOMERS 

HOUSE  DRESSES 
APRONS 

Fall  range  now  being  shown  by  our  salesmen. 

When  you  stock  "COMFORT''  garments  you  have  merchandise  that  gives  you  satisfied  custo- 
mers -  and  satisfied  customers  are  "repeats". 

Write  for  samples  and  quotations. 

743  Mount  Royal  Ave.  East 
Montreal. 

Call  to  see  us  first  for  your  special  Dress  Sales. 
DRESSES 

{That's  all  we  know) 

No  more         $10.00     No  less. 

We  wiB  give  you  a  selection  of  SIX  models  on  approval,  fashioned  in  SILKS,  BOTANY. 
SERGE,  FRENCH  TRICOTINE,  etc.  etc.  Beautifully  tailored  and  embroidered. 

WE  PREPAY  CHARGES  on  all  Sample  Orders. 

THE  ACME  DRESS  COMPANY 
520  St.  Lawrence  Blvd. Montreal  Que. 

j^<MMM^niJ'^MiM'iyi!^;^iiy{iM^ 

.   Of    Particular    Interest 

to  the  Ready-to- Wear  Trade 

Our  Fall  Line  of  Ladies'  and  Misses' 

CLOAKS 
WAISTS 

COATS 
For  Ladies,  Misses  and   Children 

In  all  prices  to  suit  any  buyer,  comprises  an  exceptional 
assortment  in  which  are  featured  all  desired  fabrics  in 

styles  and  workmanship  that  are  beyond  comparison.  Our 
aim  is  to  increase  the  quality,  not  the  price. 

Our  travellers  are  now  on  the  road.    Your  inspection 
of  our  line  will  prove  exceptionally  interesting  to  you. 

ATLAS    GARMENT  MFG.  &  TRADING  CO. 
46  Alexander  St. Montreal 

VWlTi'  if-ft7  fif  fff  TiTtX  jg'iij? 
ravir«ir/8viftavfawr«*ir/wr/OTiy«i^^ 
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HANDKERCHIEFS 

Plain 

hemstitched 

white  handkerchiefs 

*t^*^<^^]  Nice  assortment 

-^klS^T         SCHOLARS'  handkerchiefs 
~'^W       f°r  immediate  delivery 

&*. 
TrJXt 

Write  for  samples  and  quotations 

Dominion  Hemstitch  Works  Co.  Manufacturers 
2519  Notre  Dame  East Montreal 

llatrie*'  JSecfetoear 
labtea'  fetlfe  Waixt* 

For  the  early  Fall  Trade  we  will  show  the 

latest  Creations  in— 

GUIMPES       RUFFLINGS        NECKWEAR        WAISTS 

Style  Quality  Service 

Bresfc  €s&entiate  Htmtteb 
4  Breadalbane  St. Toronto 

Buy  Direct  from  the   Manufacturer 
and  Save  Money 

CANADIAN    PERFECT 
GARMENT   CO. 

Manufacturers 
DRESSES    AND    HOUSE    DRESSES 
APRONS   DRESSES    AND    APRONS 

CHILDREN'S    DRESSES 
ROMPERS  AND  CREEPERS,    ETC. 

figy  A  Better  Made  Garment  for  Less  Money  "^3 

513-515  College  St.    TORONTO    Phone  Coll.  8928 

IRISH  LINENS 
-—Immediate  Delivery 

Prepare  for  Fall  Business  NOW — 
Large  stocks  of: 

All     Linen     Damask     Cloths     and 

Napkins — 
White      and      brown      Embroidery 

Linens — Fancy    Linens— 
Towels,    Crashes,    Tea-towelling — 

Apron    Cloths — • Write    early    for    prices,    etc. 

JOHN     E.     RITCHIE       Commission    Agent 

591  St.  Catherine  St.  W.,  Montreal,  Que. 

Branches:  64  Wellington  St.  W.,  Toronto;  29  Minshull  St.,  Man- 
chester,   England;   615    Pender    St.    W.,   Vancouver,    B.C. 
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Big  little  things 
A  Button  is  a  small  thing — but  when  you  figure  out  the 

number  of  Buttons  in  use  daily  among  your  own  customers 

alone,  your  estimate  will  place  them  among  the  most  consis- 
tent selling  lines  you  have. 

Every  time  a  customer  buys  piece  goods,  or  plans  her 
wardrobe  for  the  season,  you  can  sell  dozens  and  dozens  of 
BUTTONS  if  your  lines  appeal  to  the  customer.  A  complete 
variety  in  popular  shades,  distinctive  styles  and  shapes,  at 
different  prices  will  bring  sales  and  win  customers.  Almost 

everything  made  in  Buttons  is  shown  by  FORSYTH-KIMMEL 
CO.,  LTD.,  of  Kitchener.  The  small  Button  assumes  large 
proportions  here,  where  great  numbers  are  daily  being  turned 

out  to  meet  ever  increasing  demands  for  FORSYTH-KIMMEL 
styles. 
Our  Fall  range  is  the  best  yet!        Be  sure  to  see  it! 

FORSYTH-KIMMEL  LIMITED 
Kitchener,  Ontario 

BUTTONS  FOR  EVERY  USE" 
a 

MARK 

MADE  ev 

'tuSOOERIW  KNITTING  C£ 

Equalizing  the  Sales  Tax 

To  enable  our  customers  to  meet  existing 

conditions,  we  are  giving  a  Discount  of  3% 

on  top  of  our  recent  reductions.  Remember 

this  when  placing  your  Fall  Hosiery  Order. 

In  addition  to  our  regular,  well  known 

lines  of  Maple  Leaf  Hosiery  we  have  add- 
ed Heather  and  Lovet  shades  in  fine  cash- 

mere socks  and  stockings,  plain  and  wide  rib. 

The  Goderich  Knitting  Co.,  Ltd. 
Goderich,  Ont. 

What  are  this  Season's 
Requirements  ? 

SNAPPY  GARMENTS 

AT  A  PRICE 
Our  fall  range  will  meet  the  most 

exacting  requirements  of  discrim- 
inating buyers. 

Make  it  a  point  to  see  our  showing 

at  your  earliest  opportunity. 

You  will  find  the  visit  a  profitable 

one. 

Full  Stocks  for  immediate  delivery. 

Montreal 
321   Bleury  St. 
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ART 

GARMENTS 

SATISFY 

Dresses  for  all  occasions. 

Top- most  quality  and  style 
features. 

Priced  to  the  public  demand. 

We  are  not  only  designing  and 
manufacturing  DRESSES  of 
timely  and  appealing  style  but 
we  are  putting  into  each  garment 
that  careful  attention  to  detail 

which  assures  permanency  and 

lasting  wearer's  satisfaction. 

In  the  price  range  which  appeals 
to  the  great  majority  of  Canadian 
women,  Art  Dresses  offer  assur- 

ed values  which  will  build  for 

your  store  a  profitable,  satisfac- 
tory and  ever  growing  business. 

Modish  styles  and  painstaking 
workmanship  are  characteristic 
of  Art  Dresses. 

ART  GARMENT  CO.,  Ltd. 
WILDER  BLDG. 

323  Bleury  Street, 
MONTREAL 

Designers  and  Makers  of 

Misses'  and  Juniors' 
Dresses 

Fall  lines  now  being  shown.  Visit 

us  when  in  Toronto.  Samples  shown 

on  living  models. 

THE  COUNTER  COSTUME  CO. 
Limited 

New  Address:  131-139  Spadina  Ave. 
Spadina    Bldg. 

TORONTO 
REPRESENTATIVES : 

Western    .Canada:         City:  Western  Ontario: 

J.HOWARD     R.  O.  HARGRAVE     R.KENNEDY 

Eastern  and  Northern  ,Ontario :    Maritime  Provinces : 
A.  B.  COLLWELL  W.  A.  TALLMIRE 
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Ribbon    Case 

SHOW    CASES 

Write  for  catalogue 

Jones  Bros.  &  Company 
Limited 

29-31  Adelaide  St.  West,  Toronto 

To  the  Merchants 
of  the 

Maritime  Provinces 

We  wish  to  announce  the  arrival  of  our  new 
lines  of 

Infants  Wool  Hoods  and  Bonnets 
Infantees  Bootees 

Polka     Jackets 
Wool  and  Silk  and  Wool  Vests 

See  Our  Travellers'  Samples  of  These 

Vassie  &  Company,  Ltd. 
Wholesale  Dry  Goods  and   Woollen  Merchants 

St.  John      New  Brunswick 

INFANTS  FOOTWEAR  Limited 

LONDON,  ENGLAND 

Soft  Sole  Shoes 
in  Kid,  Silk, 

Poplin,  Wool, 

etc,  and  Hard Sole  Shoes, 

Children's  Woolly- Wear,  Bonnets, 
Gaiters,  Mitts,  etc. 

CANADIAN      BRANCH 

GREENE-SWIFT     BUILDING 

LONDON,      ONTARIO. 

CONDENSED  ADVERTISEMENTS 

LARGE  CANADIAN  DEPARTMENT  STORE  IS  OPEN  TO  ENGAGE 
aggressive  young  men  to  fill  positions  of  Junior  buyers  in  silks  and 

dress  goods  men's  and  boys'  clothing,  linen  goods,  china,  leather 
goods  and  toys.  Prefer  men  between  25  and  35  with  buying  experi- 

ence. State  age,  experience,  present  salary  and  salary  expected  to 
change.  Address  Box  817,  Dry  Goods  Review,  143  University  Ave. 
Toronto,   Ont. 

TNJOTICE— FROM   THIS   DATE   T.   S.   BOWSER   IS   NO   LONGER   IN 
1X1   the  employ  of  G.  M.  Smith  &  Co.,  Ltd.,  Halifax,  N.S.— July  g,  1921. 

TT7ANTED— A  LEADING  WHOLESALE  GENERAL  DRY  GOODS 
"'  house  is  open  to  engage  the  services  of  two  or  three  travellers  in 
several  districts  in  province  of  Quebec.  To  those  with  experience  and 
connection,  a  liberal  arrangement  will  be  made  on  either  salary  or 
commission  basis.  Correspondence  confidential.  Address  Dry  Goods 
Review,   The  MacLean   Publishing  Co.,   Toronto,   Ont. 

Why  Have  Those 
Unnecessary  Delays? 
CFA11  kinds  of  Cash  and 

Parcel    Carriers 

Gipe-Hazard  Store  Service 

Co.,  Limited 
113  SUMACH  ST.,  TORONTO,  ONT. 

Customers  appreciate  the  feature  made  possible  by  the  use 
of  our  Cash  Carriers,  viz.,  that  the  salesmen  are  enabled  to  re- 

main with  them  until  transactions  are  completed.  Time  is  saved 
to  them,  time  and  labor  are  saved  to  the  salesmen,  and  the 
money  is  deposited  in  the  office  where  it  is  in  the  custody  of  one 
person — the  cashier — and  where  it  is  not  exposed  to  the  entire 
selling  staff  of  a  store.  Is  there  any  profit  in  this  for  the 
merchant  ?       Let  him  consider  it. 
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For  the  Hunting  Trip 

Seasoned  Sportsmen  know  the  advis- 

ability of  including  in  their  hunting 

kit  a  pair  of  TAPATCO  Gloves  or 

Mitts.  They'll  prove  their  value 
every  trip  in  service  and  hand 
comfort. 

On  the  Motor  trip 

In  the  harvest  field 

"Fixing  around"  any- 
where 

TAPATCO  Gloves  and  Mitts 

just  naturally  belong  there 

by  right  of  proven  merit! 

Are  you  catching  the  sales 

to  be  had  in — 

GLOVES  and  MITTS 
? 

The  American  Pad  and  Textile  Co. 
CHATHAM,     ONTARIO 

mm 

I 
•Msssssai  m  smu^i^m 

I 

Yea  Siree-Sir — 

The  month  of  July  -- 
IS  a  good  time  — 

For  a  sale  and  — 

This  year  of  all  years  — 
EVERY  sale  should  count. 
The  merchants  — 

Who  used  KELLY  SERVICE    

Last  year  — 

Are  taking  NO  chances  -- 
On  JULY  BUSINESS  and  — 

Are  keeping  us  busy  -- 

Reserving  men  -- 
For  their  BIO  DRIVE. 

These  men  — 

Are  the  "other  fellows" ~ 
I've  told  you  about  — 

Frequently  — 
The  men  who  know  — 
KELLY  SERVICE. 

They  were  all  -- 
New  customers  once  -- 

Old  customers  now  — 

For  Kelly  Service  satisfies. 

Want  you  -- 
For  a  NEW  customer   — 
In  July. 

,>!isaiK*,r,i«*»a«»*.wwM^^^ 

m  T.  K.  Kelly  Sales  System 
1  2548  Nicollet  Ave. 

I  Minneapolis,  Minn. I I 
%  Size  of   my    stock   

%  Name    

I 
I  City   

.State. 
fMBMM 

88MWf^i«Wjlsii«»»«!W^VM^ 
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The  Markets  at  a  Glance 
Hot  Weather  Has  Resulted  in  Unprecedented   Sales  of  Bathing  Suits,  Light  Summer  Silks, 

Organdies,  and  Other  Hot  Weather  Requirements— Placing  for   Fall   is    Still   Very 
Conservative — Drop  in  English  Carpet  Prices — The  Linen  Outlook— The New  Commission. 

AS  uncomfortable  as  hot  weather  may  be  and 
try  as  hard  as  we  may  to  get  away  from  it, 
the  fact  remains  that  it  has  been  very  good 

for  business  and  there  are  manufacturers  and 
wholesalers  who  have  been  heard  to  say  that  they 
could  make  fortunes  if  they  had  certain  lines  in 
unlimited  quantities.  A  visit  to  the  various 
beaches  of  Toronto  will  tell  the  secret.  They  are 
crowded  with  thousands,  hundreds  of  whom  are 
wearing  the  most  grotesquely  fitting  bathing  suits 
of  the  most  elaborate  colors  and  antiquated  de- 

signs. And  why?  Because  it  was  all  they  could 
get.  Every  retailer  and  wholesaler  in  the  city  has 
been  able  to  sell  any  old  kind  of  a  bathing  suit  he 
had,  good,  bad  or  indifferent — and  many  of  them 
were  indifferent.  Some  of  the  colors  would  put 

Joseph's  coat  of  many  colors  to  shame;  and  some 
of  the  fits  would  give  inspiration  to  Charlie  Chap- 
lin. 

In  other  words,  there  has  been  a  great,  unsat- 
isfied demand  for  hot  weather  wearables.  Bath- 

ing suits  have  been  absolutely  cleared  up  every- 
where and  wholesalers  state  that  the  trade  will 

buy  anything  that  can  be  called  a  bathing  suit.  In 
organdies,  light  summer  silks,  nainsook  underwear 
and  taffeta  silks  there  has  been  a  great  run  and 
these  lines  are  hardly  procurable  today.  It  has 
been  one  of  the  best  years  in  years  for  these  hot 
weather  requirements  and  from  all  appearances 
the  end  is  not  yet.  There  have  been  some  good 
profits  made  on  these  lines  during  June  and  July. 

So  far  as  placing  for  fall  is  concerned,  the  hot 
weather  spell  has  temporarily  over-shadowed  it. 
Wholesalers  state  that  it  has  been  next  to  impos- 

sible to  get  retailers  to  even  talk  fall  business  with 
the  weather  as  it  has  been.  In  the  purchasing  of 
the  lines  on  which  there  has  been  a  run  owing  to 
hot  weather,  the  retailer  has  pursued  the  same 
policy  of  hand  to  mouth,  even  though  he  had  a  de- 

mand for  great  quantities.  He  has  wired  in  for 
a  certain  quantity  of  this  or  that,  and  in  a  couple 
of  days  he  has  wired  again.  He  is  doing  the  same 
with  fall  placings,  and  wholesale  houses  state  that 
they  are  looking  for  a  fair  fall  trade  that  will  be, 
however,  a  sorting  trade. 

The  movement  of  woolen  lines  for  fall  has  pro- 
ceeded very  slowly,  merchants  contenting  them- 

selves with  placing  very  small  quantities  where 
they  have  placed  at  all.  It  is  believed  in  wholesale 
houses  that  stocks  are  very  low;  one  of  them  sta- 

ted that,  so  far  as  the  wholesale  stocks  were  con- 
cerned, the  semblance  of  a  demand  would  very 

soon  wipe  out  what  stocks  were  on  hand.  Per- 
haps the  best  advice  that  could  be  given  is  that  re- 

tailers should  place  their  requirements  without 
the  slightest  thought  of  speculation,  however. 

The  buyer  of  one  of  the  large  wholesale  houses 
recently  back  from  England  stated  to  Dry  Goods 
Review  that  good  quality  woolens  could  be  bought 
there  at  about  one-third  the  price  paid  for  them 

some  months  ago.  It  was  his  opinion  that  prices 
were  down  to  rock  bottom  now. 

LINENS 

While  there  is  little  activity  in  linen  lines, 
prices  in  some  of  the  lines  have  recently  jumped 
up.  This  is  the  case  with  Madeira  linens.  The 
cause  of  this  increase  is  two-fold :  First,  on  account 
of  the  recent  regulation  of  the  Dominion  Govern- 

ment regarding  foreign  currency  reaching  fifty 
per  cent  of  its  normal  value.  In  the  case  of  Ma- 

deira linen,  it  will  now  be  necessary  for  the  im- 
porter to  pay  duty  on  54  cents  rather  than  on  15 

cents:  Second,  because  labor  has  gone  up  about 
15  per  cent.     The  advance  in  Madeira  is  about 
16  per  cent.  Speaking  generally,  prices  will  de- 

pend a  good  deal  on  the  necessity  for  business  un- 
til present  stocks  are  sold.  Looking  to  the  man- 

ufacture of  new  lines  it  is  confidently  stated  that 
prices  will  advance  because  of  the  increasing 
scarcity  of  the  raw  material.  The  acreage  for  1921 

will  yield  only  13  per  cent  of  the  world's  require- ments. 

HOUSEFURNISHINGS 

The  predicted  fall  in  the  prices  of  English  car- 
pets happened  a  few  days  ago.  Axminsters  came 

down  25  per  cent;  Wilton,  Brussels  and  Tapestries 
about  22i/£  per  cent.  These  are  the  only  reduc- 

tions in  British  lines  that  are  recorded  up  to  the 
present  time. 

The  outlook  for  fall  business  should  be  very 
good  on  account  of  the  low  prices  prevailing  and 

the  general  shortage  of  stocks  in  the  retailer's 
hands.  Consumer  demand  has  been  almost  neg- 

ligible since  the  luxury  tax  was  put  on  last  year 
and  since  the  building  trades  have  been  so  high. 
The  price  appeal  should  be  a  strong  one  for  fall 
and  there  are  some  evidences  that  building  will 
be  resumed  on  a  larger  scale  if  wages  come  down, 
which  is  expected.  While  stocks  in  wholesale 
houses  are  fairly  high,  they  state  that  the  mills  and 
wholesalers  have  united  to  try  to  stabilize  prices 
so  that  the  trade  may  feel  more  confidence  in  plac- 

ing orders. 
SILKS 

The  silk  men  have  felt  to  a  marked  extent  the 
result  of  the  hot  weather  on  business.  They  have 
been  cleared  out  of  their  light  summer  lines  com- 

pletely and  have  received  demands  that  could  not 
be  supplied.  They  say,  however,  that  the  trade  is 
not  placing  any  considerable  orders  for  fall.  Num- 

erous commitments  have  been  made  but  in  small 
quantities.  Anything  in  the  crepe  line,  it  is  said, 
is  selling  the  best;  satins  are  also  selling  well.  The 
demand  for  habutai  is  keeping  up  remarkably 
well.  Houses  dealing  in  European  lines  state  that 
the  tendency  is  toward  a  firming  up  of  prices  and 
mills  are  operating  on  good  time.  The  continen- 

tal buying,  they  state,  is  heavy;  but  there  is  not  a 
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great  deal  of  buying  being  done  by  American  or 
Canadian  houses. 

LACES  AND  EMBROIDERIES 

The  trade,  so  say  wholesalers,  are  less  nervous 
about  placing  on  these  two  lines  than  on  any  others. 
They  do  not  seem  to  fear  that  they  will  be  left 
with  any  considerable  quantities  on  their  hands 
and  they  have  bought  very  well  for  fall.  Many 
of  these  are  for  the  evening  gowns ;  in  other  words, 
consumers  of  luxury  goods  can  be  depended  upon 
to  buy  their  normal  quantities.  It  is  true  in  many 
lines  of  the  Dry  Goods  Trade.  What  placing 
there  is  going  on  for  fall  is  being  done  in  the  very 
best  lines. 

READY  TO  WEAR 

Many  travellers  are  starting  out  on  the  road 
these  days  with  their  fall  models  in  ready  to  wear. 
The  prolonged  heat  wave  has  somewhat  delayed 
the  dress  offerings  because  of  the  great  demand 
there  has  been  for  summer  dresses,  a  demand  that 
has  not  been  satisfied  in  many  cases.  Manufac- 

turers state  that  this  is  the  cause  for  the  delay  in 
showing  early  fall  dresses.  The  prices  are  tempt- 

ing and  the  range  is  all  that  could  be  desired  in 
the  suits  and  coats.  Dry  Goods  Review  is  devot- 

ing a  good  deal  of  space  in  their  fall  number  to 
ready  to  wear  and  we  direct  attention  to  the  spec- 

ial section  in  which  some  of  the  newest  creations 
are  shown  in  illustration.  Just  what  business  will 
follow  in  the  wake  of  the  travellers  that  are  start- 

ing out  on  the  road  now  is  hard  to  say  but  the  gen- 
eral impression  is  that  it  will  be  fairly  good. 

OTHER  LINES 

What  placing  there  has  been  in  underwear 
lines  has  been  mostly  in  the  lighter  weight  lines. 
Wholesalers  believe  that  the  retailer  is  counting 
on  the  same  type  of  a  winter  as  we  had  last  year 
and  is,  therefore,  booking  only  on  the  light- 

weight lines.     They  have  sold  very  well,  however. 
The  demand  for  hosiery  is  drifting  noticeably 

to  the  better  lines  and  there  have  been  some  good 
orders  placed.  Silk  hosiery  is  still  in  big  demand. 
There  has  been  a  big  run  lately  on  white  silk 
gloves,  a  run  that,  apparently,  was  not  anticipated 
by  the  manufacturer  because  he  has  been  unable 
to  satisfy  it  within  the  last  few  weeks.  Novelty 
men  state  that  they  are  not  going  in  for  many  new 
novelties  for  fall  as  yet  because  of  the  very  con- 

servative tendency  that  is  in  the  trade  toward  buy- 
ing fancy  goods.  They  have  large  stocks  of  the 

more  staple  lines,  however. 
The  sale  of  handkerchiefs  for  immediate  and 

for  the  Christmas  trade  has  been  very  good. 
Wholesalers  and  manufacturers  are  watching 

with  interest  the  working  of  the  new  commission 
to  boom  trade.  While  there  has  been  little  made 
pubjic  of  this  step  by  the  Ontario  Government,  the 
fact  remains  that  it  has  been  in  contemplation  for 
some  months  and  preliminary  conferences  preced- 

ed the  appointment  of  the  Commission,  confer- 
ences in  which  the  wholesale,  manufacturing  and 

retail  trade  were  represented.  Naturally,  there 
is  every  disposition  on  the  part  of  heads  of  institu- 

tions to  aid  the  Commission  in  whatever  way  is 
possible.  What  they  do  will  be  followed  with 
sympathetic  interest. 

A  Twenty  Thousand  Dollar  Financial  Expert 
There  are  few  men  who  could  afford  to  have  a  per- 

sonal financial  expert  to  assist  them  in  making  the 
right  kind  of  investments — the  safe,  sound  invest- 

ments that  can  be  passed  on  as  "an  enduring"  legacy. 

And  still  fewer  could  afford  to  employ  an  expert  who 
demanded  a  fee  of  $20,000  a  year.  But  this  is  exactly 
what  you  have  at  your  disposal — almost  at  your 
elbow — in  the  Investors'  Inquiry  Service  of  THE FINANCIAL  POST. 

Readers  of  THE  FINANCIAL  POST,  through  this 
service,  can  have  the  securities  they  are  considering 
thoroughly  investigated  before  spending  a  single 
cent.  Men  skilled  in  getting  at  the  hidden  factors 
and  bed-rock  facts  that  determine  the  value  of  stocks 
and  bonds  are  at  your  service.  Often  securities 
many  think  are  valuable  are  found  to  be  unpromis- 

ing, sometimes  mere  scraps  of  paper  when  the 
underlying  features  are  uncovered. 

It  costs  nothing  to  be  sure.     It  may  cost  much — perhaps  your  hard-earned  savings — 
to  be  sorry. 

Readers  of  FINANCIAL  POST  are  saved  all  this  guesswork — this  investing  in  the dark. 

Whether  you  invest  thousands  or  hundreds  it  will  pay  you  to  use 
this  splendid  service — free  to  all  subscribers  who  make  use  of  it. 

THE  FINANCIAL  POST  comes  to  you  for  one  year— fifty-two 
issues  on  receipt  of  $5.00.  Just  attach  a  cheque  or  draft  to  the 
coupon. 

The    Financial  Post 
143  University  Ave. 

Toronto 

THE  FINANCIAL  POST 
143   University   Ave..  Toronto. 

.1921 

You  may  send  me  a  copy  of  THE  FINANCIAL 

POST.  If  after  reading  it  carefully  I  decide 

not  to  subscribe  I'll  write  yon  within  five  days. 

Otherwise  you  may  bill  me  for  one  year's  sub- 
scription— $5.00. 

128  Bleury  Street, 
Montreal,  Que. 

303  Union  Trust  Bldg.. 

Winnipeg,  Man. 

Name 

Address 
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CANADIAN  BRAID  AND 
TRIMMING  CO.,  LTD. 

Manufacturers  of 

Girdles 

Braids 

Fringes 

Cords 

Tassels 

Ornaments 

Buttons 

Fur  and 

Dress 

Trimmings 

39  DOWD  ST.,  MONTREAL 
TORONTO-64  Wellington  St.  W.       WINNIPEG— IS 
S>l»esltr  WiUcn  Bldg.,  RepreientitiTC— J.  R.  Galbraith 

J.  DUDGEON  &  CO. 
Manufacturers'  Agents 

809  Unity  Building      -     Montreal 

Representing  British  Manufactur- 
ers to  the  Wholesale  and  Manu- 

facturing Trade  for — 
Madras  Muslins,  Curtains,  Curtain 
Nets,  Cottons,  Linens  of  all  kinds, 

Men's  Suitings,  Serges,  Overcoat- 
ings, Linings,  Dress  Goods,  Laces, 

and  Handkerchiefs. 

Brantford   Felt 
Novelty  Co. 

Brantford, Canada 

Manufacturers  of 

High   Grade   Pennants,    Cushion    Tops, 
Felt  Emblems,  Paper  Hats,  Advertising 

Novelties. 

SPECIALISTS  IN 

NOVELTIES  for  CARNIVALS 
DANCES,  ETC. 

BRAND 
(REG.) 

•DRESS  FABRICS" 
F.  A.  RODDEN  &  CO. 

Dry  Good* 

Committionert  and  Importer* 

52  Victoria  Square  MONTREAL 

Keep  your  glass,  your  stock  and  your 
conscience  clean. 

Mind  your  own  business,  you  can't  af- 
ford to  attend  to  another's  without  pay. 

By  the  use  of  these  general  principles, 
it  is  very  easy  to  get  business;  and  this 
is  all  that  is  necessary  to  make  money. 
Remember  that  to  make  everyone  en- 

tering your  place  of  business  friendly 
to  you  and  interested  in  you,  is  to  have 
a  walking  advertisement  that  will  bring 
you  untold  success. 

The  following  information  regarding 
conditions  in  the  cotton  and  wool  mar- 

kets in  England  is  supplied  by  Trade 
Commissioner,  F.  W.  Field: — 

Cotton.* — Although  producers,  owing 
to  the  uneasiness  about  coal  supplies, 
are  unwilling  to  accept  new  orders  at 
present,  the  prospects  of  better  business 
are  likely  to  be  realised  once  that  dif- 

ficulty is  removed.  It  is  believed  that 
the  time  is  not  far  distant  when  the 

comparatively  very  small  demand  for 
cotton  goods  that  has  existed  for  twelve 
months  past  will  assume  much  larger 
proportions,  and,  in  fact,  in  places  in 
which  anything  approaching  normal 
conditions  prevail,  signs  of  renewed  ac- 

tivity are  already  visible.  The  United 
States  cotton  mills,  for  instance,  which 
are  supplying  American  neods  almost 
exclusively,  are  reported  to  be  excep- 

tionally busy  at  present. 

Raw  cotton  prices  during  the  past  few 
weeks  have  been  very  irregular  owing 
to  the  industrial  crisis,  but,  generally 

speaking,  the  tone  of  th\e  market  is 
healthier  than  for  many  months  past 
and  there  appears  to  be  every  probabili- 

ty of  higher  values  in  the  near  future. 
The  volume  of  cloth  business  is  very 

restricted  at  present;  but  prices  are 
firm.  Trade  with  the  Continent  con- 

tinues quiet,  but  the  more  distant  mar- 
kets are  showing  signs  of  activity  and 

promise  good  business  so  soon  as  artifi- 
cial barriers  are  removed.  In  various 

directions  Far  Eastern  business  has 

been  developing,  and  although  the  finan- 
cial situation  at  Shanghai  is  acute, 

even  the  backward  Chinese  market  has 
been  making  tentative  enquiries.  India 
continues  to  buy  in  a  cautious  manner 
and  both  Singapore  and  Java  have 
shown  anxiety  to  secure  replacements. 
The  South  American  Republics  also  ap 
pear  to  be  recovering  as  they  show 
more  inclination  to  operate. 

The    yarn      market      evidences      more 
steadiness  both  in  American  and  Egypt 
ian  counts,  and  a  distinctly  better  tone 
is  noted. 

Complete  Lines  at  Keen  Values  in 

Underwear 

Shirts 
Ties 

Gloves Hosiery 

Miller  Men's  Wear  Limited Miller  BldK. 

44-48  York  St.,     -       TORONTO 

"Everything  in  Men' t  Furnimhinge" 

Washable    Clothing 
AND    SPECIALTIES 

WHITE  DUCK  COATS  in  AU  Styles 
SUMMER  CLOTHING       LUSTRE  COATS 

WAREHOUSE  and   AUTO   DUSTERS 
DUCK    AND    FLANNEL   PANTS 

MEN'S    APRONS 

OFFICIAL  BOY  SCOUT  UNIFORMS  AND 
COMPLETE  OUTFITS 

MILITIA    AND    CADET    UNIFORMS 
BREECHES   AND    MILITARY   SUPPLIES 

The  Miller  Mfg.  Co.,  Limited 
44-46   York  Street,  -  TORONTO 

The  Oldest  and   Largest   Specialty 
Clothing  House  in  Canada. 

Handkerchiefs,  Cam- 
i  s  o  1  e  s,  Neckwear, 
Boudoir  Caps,  Baby 

Yokes,  Spats,  Accor- deon  Pleating,  Fancy 

Dry  Goods  and 
Smallwares,  Veil- 

ings, Quick-on-Veils,  Cap  Shape 
Nets,  Knitted  Scarfs,  Baby  Bon- 

nets, Coats,  Ribbons,  Necklaces, 
Laces  and  Nets,  Embroideries, 

Buttons,  Beads,  Braids  and  Tas- 
sels, Marabou  Trimming,  etc., 

etc. 

We  can  give  immediate  delivery 

WESTERN  VEILING  COMPANY 
222  MeD.rmol  A«.  WINNIPEG 

WOOL. —  The  situation  shows 

no  new  features,  although  it  seems 

to  be  generally  believed  that  the 

period  of  an  absolute  lack  of  new 
business  has  passed.  There  is, 

however,  still  a  good  deal  of  un- 
certainty as  to  values,  and  pending 

the  establishment  of  confidence  in 

this  respect  purchases  on  any  con- 
siderable scale  are  unlikely,. even  if 

the  purchasing  power  were  avail- able. Production  and  freightage 
costs  are  coming  down,  and  when 

these  reach  their  natural  level  bus- 
iness is  likely  to  revive. 
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Band 
SANITARY    NAPKINS 
Conveniently  and  attractively  packed:  half 
dozen  and  dozen  cartons;  individual  transparent 
envelopes;    and    compressed    in    individual    boxes. 

Write     for     interesting     prices. 
HYGIENIC       FIBRE        COMPANY 

200  Broadway      New   York   City- 

Red  Seal  Zephyr  Ginghams 
Everett  Classics 

Eden  Cloth  -  Peggy  Cloth 
Standard  Woven  Cotton  Fabrics 

SMITH. HOGG  &COMPANY 
115-117  WORTH   STREET- NEW   YORK 

Boston-77  Summer  St.        Chicago-226  West  Adams  St 

dC 
RIBBONS    OF    DISTINCTION 

"J-C"   Ribbons   have  peculiar 
charm.     Widely  advertised  to 
the      consumer      under     their 
trade-mark      names     for     the 
protection  of  the  dealer. 

"8ATIN     DE     LUXE" 
"TROU8SEADp' 
"TuADY    FAIR" 

"SANKANAC"    "VIOLET" 
"I>EMOCRAOY" 

JOHNSON',    COWiDIN    &  CO.,     40   E.    30th    St., 
New    York,    N.Y.  Made   In    U.S.A. 

AMERICAS 

CUSHIONS 
FOR 

Verandas  and  Boating 
At  Special  Prices 

The  Toronto  Feather  &  Down  Co.,  Ltd. 
2154-56-58  Dundas  St.  W.,  Toronto 

B  LAN  K  E  T  S 
PRIESTLEY  BROTHERS 

Blanket  Manufacturers 
GROVE  MILLS  HALIFAX 

Telegrams  and  Cables,  "Blankets"  Halifax 

Codes,  A.B.C.  5th,  and  Berkley's 

TAPES 
ALL  WIDTHS  AND  QUALITIES 

CARRIED  IN  STOCK 

Walter  Williams  &  Co. 
508  READ  BLDC,  MONTREAL 

1    WELLINGTON  ST.  W.,  TORONTO 

The  Dressmakers'  Supply   Co. 
Dressmakers'    Supplies 

Better  Quality  Beltings 
Buttons  for  Cloaks,  Suits  and  Dresses 

77  YORK  STREET  -  TORONTO 
Teleph  one  Adelaide  3292 

For  over  twenty-five  years  the  mer- 
chants of  Belleville,*  Ont.,  have  looked 

forward  to  the  day  when  Bay  Bridge 
would  be  free  to  all  traffic  between 
Prince  Edward  county  and  Belleville. 
That  day  finally  came  a  few  weeks  ago 
and  several  of  the  most  enterprising 
firms  celebrated  it  by  sales  which  were 
big  value-giving  events  as  well  as  of 
good  purpose  in  disposing  of  surplus 
stocks. 

The  Duncan  Ferguson  Co.,  Limited,  of 
Stratford,  Ont.,  told  the  public  in  an  ad- 

vertisement a  short  time  ago  that  "The 
days  of  uncertainty  have  passed  by; 

the  days  of  confidence  are  here  again." 
They  invited  their  patrons  to  come  and 
see  that  their  prices  were  reasonable 
and  fair. 

Miss  Molly  Plotnick,  seventeen  years 

old,  of  New  York's  East  Side,  won  a 
prize  of  $500  in  a  manufacturers'  con- 

test for  the  best  dress  design.  In  win- 
ning the  prize,  Miss  Plotnick  competed 

against  2,000  artists  from  various  art 
institutes  throughout  the  United  States. 

Finch  Bros,  of  Hamilton,  Ont.,  be- 
lieve that  the  logical  and  proper  time 

for  a  summer  half-holiday  is  Saturday 
afternoon.  In  future  this  store  will  re- 

main open  all  day  Wednesday  and  close 
on  Saturdays  at  one. 

Miss  Marion  Farrell,  the  advertising 

manager  of  Almy's  Limited,  Montreal, 
and  the  only  lady  member  of  the  Mont- 

real Publicity  Association,  claims  that 

advertising  is  a  line  of  activity  which 

holds  increasing  possibilities  for  women. 
As  women  are  the  better  shoppers,  she 
claims  that  women  advertisement  writ- 

ers for  firms  devoted  to  wearing  appa^e* 
and  household  lines,  are  even  more  suc- 

cessful  than  men. 

The  "metal  lace,"  a  new  English  in- 
vention, has  the  distinction  of  never 

coming  undone.  It  is  also  claimed  that 

the  spring  steel  will  outlast  the  shoe, 

will  always  look  neat  and  will  not  snarl 
into  a  hard  knot. 

At  the  International  Cotton  Producers' 
Conference  held  in  London,  Eng.,  June 
28,  it  was  decided  that  estimates  should 
be  made  of  the  demand  for  cotton  each 

year,  so  that  production  can  have  a  defi- 
nite basis  to  work  on.  America,  the 

greatest  cotton-producing  country  in  the 
world,  should  supply  only  seven  million 
bales  instead  of  13  million  as  it  does 
to-day. 

Rose  quartz  necklaces  are  at  present 
the  rage  in  London.  They  are  especially 

fashionable    for    bridesmaids'    presents. 

SIGN  WRITING 
Do  your  own  card  writing 

Write  for  our  catalogue  which  will  tell  you 
what  you  need.   Best  goods  at  closest  prices 

ARTISTS'  SUPPLY  CO. 
77  York  St.,  Toronto 

Mention  this  paper  when  writing. 

WILL  P.  WHITE,  LIMITED 
Head  Office: Toronto 

65  Simcoe  St. 

Montreal 
137  McGill  Street 

Manufacturers'    Agents    and     Distributors 

Textile    and    Smallwares    Specialities. 

Wholesale  and  Manufacturers  Only  Supplied. 

CHILDREN'S 

GARMENT 
DRYING  FORMS 
NON-RUSTING 

PATENTED 
Write  for  Circular No.  31 

J.  B.   TIMBERLAKE 

&  SONS,  Mir.. Jackson  Michigan 

AfTD 

MTBCHANDIi 

D  B.  Fisk&Co. Chicago 

New  York  Salesroom: 

Open   Throughout  the  Year 
411  Fifth  Avenue 

When  in  Montreal    call  to  see   us 

at  our  New  Address 

Fraser  Publishing  Company 
Rooms  404, 405, 406  Southam  Bldg  ,  128  Bleury 

Just  a  few  doors  north  of  our  old  address 

Are    you  using    1921    Textile    Pro  ducts Directory  ? 

•Smallwares 
  AND   

Hosiery 
The  Robert  Hyslop  Co  uaassp 

HAMILTON.  ONTARIO 

Manufacturers 

329-331  Fourth  Ave.,  N.  Y. 

SUPERBA  BINDING 

BRAIDS,  CORDS,   DRESS  TRIMMINGS 

Fred  Jones  &  Company 
Manufacturers  and  Importers 

Babies'  Hand  Crochet  Goods  Notion* 
Babies'  Hand  Knit  Goods  Novelties 

Art  Needlework  Materials  t 

Room   712,  Empire   Building 

64  WELLINGTON  ST.  WEST,   TORONTO 
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The  Thompson  Lace  &  Veiling  Co.,  Limited 
Lace*.  Veiling*.  Geor- 

gette*. Ninons.  "My 
Lady"  Silk  Hair  NeU. 
Prince**  Pat  Human 
Hair  Net*.  Sport 
Veil*. 

Cor.    Wellington     and 
York    St*.. 

Toronto.    Canada. 

Real    HARRIS,    LEWIS    and 
SHETLAND  HOMESPUNS 

Direct    from    the    maker*.     Special    lisrht- 

weighta    for    Ladiea'     wear — ail    ahade*. 
Pattern*  and   Prieaa  on   Appllcatkus 

S.  A  NEW  ALL  &  SONS,  Stornaway,  Scotland 
Slil,  ,kUt  i—itU  mni  wtutka  ft  Lmdtm'  »t  Genii' 

"HOOSIER" 
The  b«»l  >6-incb    brow* 
domestic  in  America 

Buy  it  by  th*  baU; 
•<//  if  by  th.  Ml 

Indiana   Cotton    Mills 
Cannalton,  I  nd.,U.S .  A. 

T.  H.  Birmingham  &  Co. 
LOOTED 

533  College  St.,  TORONTO 
Makers  of 

Women's  High  Grade 
Neckwear 

"  Th*   Exclative  Neckwear  Houue" 

t 
"EVERYTHING  IN  SILKS" 

M .  Ascher  Silk  Corp. 
Dittributon — Iroquoi*  Silk  Mill* 

102    Madison    Avenue,    New    York 

MAKE     THE    BEST    OF    THE 
SPRING  SELLING  SEASON 

by  using 

Wooding' s  Sho-Cards and  Price   Tickets 
G.L.  WOODING,  P.O.  BOX  62,  SALMON  ARM,  B.C. 

W.  J.  COLLETT 

Manufacturers'  Agent 
302  Hammond  Bldg.,  63  Albert  St. 

WINNIPEG 

Wraps  and  Suits  for   Assort- ing. 

Canton  Crepe  Dresses. 
Kitten  Ear  Satin  Dresses. 
Taffeta  Dresses. 

Cotton  Voile  Dresses. 

Silk  Waiste. 

The  following  attractive  advertisement 

for  straw  hats  a*nd  panama  hats  ap- 
peared in  the  Kingston,  Ont.,  papers  re- 

cently: 

(Dope   Sheet) 
Height — of    fashion. 
Weight — till    you   see   them. 
Reach — out   and   grab    one. 

Age — none;    just   created. 
Time — none    like    the    present. 
Place— 126-128  Princess   Street. 

Referee — you're   the  judge. 

Odds — 100  to  1  they  can't  be  beaten. 
Come    in    and    look    them    over   for 

yourself,  to-night. 
Sunshades  a  little  bigger  than  a  din 

ner  plate  are  the  latest  fashion  depar- 
ture of  Paris.  They  are  a  revival  of  the 

old  fashioned  days  when  Madame  shaded 
her  face  in  an  open  carriage.  Some 
have  a  hinge  at  the  top  of  the  stick  to 
allow  their  being  turned  into  a  fan 
like  shade  against  the  sun.  They  are 
especially  useful  when  motoring. 
The  DuPont  Fibresilk  Co.  has  com 

menced  the  manufacture  of  artificial 

silk  at  their  plant  located  on  the  Niagara 
River  at  Buffalo,  N.Y.  At  present,  the 
plant  is  producing  1,000  pounds  per  day 
of  150  denier. 

Lionel  A.  Wharrad  of  the  British 

Needle  Co.,  Ltd.,  of  Argosy  Works,  Red- 
ditch,  England,  is  on  a  business  trip  to 
Canada.  Firms  desiring  to  get  in  touch 
with  him  may  do  so  through  the  offices 
of  the  British  Trade  Commissioner  at 
Toronto. 

The  Carr  Fastener  Co.  of  Canada,  Ltd. 
at  Hamilton,  have  added  a  new  line  to 

their  products  called  "Segma  Dot,"  24 
ligne  size,  all  brass  and  put  on  in  twenty 

different  colors.  It  is  for  use  on  youths' 
jerseys   and   bathing   suits. 

The  Hudson's  Bay  Co.,  Kamloops,  B.C., 
issued  a  very  attractive  twelve-page 
circular  in  connection  with  their  July 
Clearance  Sale  that  ran  from  July  7th 
to  the  23rd.  Reduced  prices  featured  very 
conspicuously  throughout  the  circular. 
One  of  the  inducements  offered  was  the 

payment  of  railway  fare  to  purchasers 
within  one  hundred  miles  who  spent  over 

$75.00. 

Jack  M.  Bedford,  advertising  manager 

of  W.  W.  Cooper  Co.,  of  Swift  Current, 
Saskatchewan,  contributes  the,  follow- 

ing article  to  Dry  Goods  Review.  His 

thoughts  on  salesmanship  and  merchan- 
dising generally  are  given  in  a  breezy 

way  that  is  suggestive  of  the  west. 
The  amount  of  energy  you  infuse  into 

your  business  determines  the  distance  it 
will  travel. 

There  is  a  great  impression  among 
the  general  public  that  any  old  Tom, 
Dick  or  Harry  can  sell  goods,  but  this 
is  a  great  mistake. 

VEILINGS  and 
SILK  NETS 

HODGES  & 
232  McGill  St. 

LETTAU 
Montreal 

FOR    HONEST   VALUE   AND 
SATISFACTION 

CROWN  PANTS 
Will   increase   your  sale*.     Our   production 
has   increased  60%   over  former  year*. 

CROWN  PANTS 
322    Notre    Dam*    West.  MONTREAL 

FALL     1921 

BUCKRAM    SHAPES 
NATIONAL  HAT  FRAME  CO. 
SHOWROOM  66  Wellington  Street  W.Toronto. 

Special  Sample  Assortment  sent  on  Approval 

INQUIRIES     SOLICITED 

Mr.  J.  Munro  -  Representative 

jn 

Canada's 

Largest  Makers  of Cotton  Flags 

Writ*  for  Fric*t 

THECOPP,  CLARK  CO., 
517  Wellington  St.  Wast      Toronto 

J.  CHANANIE 
Wholesale  Dry  Good*  Importer 

has  removed  to  larger  and   more  central  premises  at 

323  NOTRE  DAME  ST.  WEST 
MONTREAL 

where  he  will  render   still  more   efficient  service  than 
in  the  past 

J.  F.  Carnall  &  Co.,  England 
HOSIERY  MANUFACTURERS 

Men's,  Women's  &  Children's Heather    Hose 

Complete  Stock   Carried  in   Toronto  by 

A.  M.  Duncan 
39    Adelaide    St.    W.,  -  TORONTO 

Canadian  Made  Underwear 

Commission  firm  with  sample 
rooms  and  offices  in  Montreal, 
Toronto  and  Winnipeg  desires  the 

agency  of  a  Canadian  manufactur- 
er of  Woollen  Underwear. 

Long  connection  with  the  trade. 
Wholesale  only.     Write  care  of 
BOX  182,  DRY  GOODS  REVIEW, 
143-153   University   Ave.,   Toronto 

BONTEX  IMPORT  CO. 

Ladies'  &   Children's   Whitewear 
Bloomers  our  specialty 

Children's  Rompers,  Girls'  Dresses, 
Always  in  Stock 

64   Wellington   St.  W.,  TORONTO 
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Choir  Gowns 
The  Best  in  Design 
The  Best  Made 
The  Most  Reasonable   in   Price 

HARCOURT  &  SON,   LIMITED 
103  Kinc  Street  W.,  Toronto 

CLIMAX  PAPER 
BALERS 

ALL  STEEL-FIREPROOF 
"Turn*   Wmate 

into  fro/it" 12  SIZES 
Send  for  Catalog 

CLIMAX  BALER  CO. 
Hamilton,  Ont. 

STERLING  DRESS  CO. 

Popular-Priced  Ladies'  and  Misses' DRESSES  and  SKIRTS 
220  KING  ST.  WEST  -  TORONTO 

ADELAIDE  38S7 

SILKS 
I  represent  in  this  country  some  of  the 
most  reliable  Manufacturers  of  High- 
Grade    SILKS,    in    plain,    fancy    weaves. 

Quality    and    Novelty    is    my    motto. 

J.  H.  GAGNON 
108  Dandurand  Bldg.        Montreal 

GERSTENZANG   BROS. 

Popular  Priced 
Flowers  and  Feathers 
670-674  Broadway,  NEW  YORK  CITY 

LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines, 
Window  Decorations,  Japanese  and 
Chinese  Decorations,  Papier  Mache 
Novelties,  Electric  Lighted  Flower 

Bushes.  Write  for  our  Catalogue.  It's 
free  for   the  asking. 

The  Botanical  Decorating  Company 
(Incorporated) 

208  W.  Adams  St.,  Chicago,  III. 

MESH  BAGS  in  Silver  and  Gun  Metal 
Finish.  METAL  FRAMES  for  Ladies 

Hand   Bags 

Made  in  Canada  for  the  Canadian  Trade 

WHITING  &  DAVIS  CO. 
SHERBROOKE.  QUE. 

PENNANTS  PILLOW-TOPS 
and 

CHAIR-PADS 
MADE  BY 

Canadian  Manufacturing  of  Novelty 
49-51  Rancher  St MONTREAL 

To  become  an  expert  and  popular 

salesman,  requires  study  and  careful 
drilling  both  in  language  and  manners. 

The  main  point  you  must  convey  to 

your  prospective  customer  is  the  fact 
that  you  are  endeavoring  to  sell  them 
what  they  are  most  interested  in  and 

may  require.  By  this  means  you  can 
approach  their  feelings  more  closely, 
and  they  will  have  confidence  in  your 
recommendations  or  suggestions. 

If  there  are  defects  or  imperfections 
in  any  article  you  are  trying  to  sell, 
tell  them  frankly,  for  if  they  find  them 
out  afterwards,  you  are  sure  to  lose 

more  than  you  may  have  gained  in  the 
particular  operation. 

Tell  the  customer  all  you  know  about 

the  goods  you  are  selling,  and  never 
let  yourself  be  caught  napping  for  an 
affirmative  answer  to  their  questions. 

Trifling  attentions,  which  might 

seem  of  no  importance  in  themselves, 
may  not  bring  the  dollar  then,  but  are 
sure  to  do  so  later  on.  The  sum  you 
make  on  an  individual  sale  is  not  of 

the  slightest  importance  compared  with 
this: 

Save  your  customers,  and  their  inter- 
ests, at  all  hazards,  and  never  let  them 

go  away  dissatisfied,  no  matter  what 

it  costs;  you  will  be  the  winner  by  ad- 
hering to  this  rule, — Talk  good  times 

for  your  City  or  Town,  and  never  for- 
get to  interest  your  customers  in  the 

developments  of  your  store,  make  them 

feel  "at  home"  and  glad  that  you  are 
waiting  on  them. 

Causes    of    failure    may    generally   be 
attributed  to: 

First: — Want     of     knowledge      of     the 
suitableness    and    value    of   the   goods 
you  are  trying  to  sell. 

Second: — Too    much      unnecessary     talk 
on   matters   not   pertaining     to     busi- 

ness. "Don't  Gossip." 
Third: — Want  of  care,  in  studying  your 

customers,    exercise    your      power     of 

judgment   of   the   person    standing   on 
the  other  side  of  the  counter. 

The  general  principles  which  insure 
success  are: 

Owe  no  man  a  dollar. 

Rise  early  and  work  late. 

Know  the  market  value  of  what  you 
buy  and   its   demands. 

Keep  the  slow  goods  in  your  depart- 
ment  moving. 

Be  honest,  economical  and  indus- 
trious. 

Take  care  of  that  which  needs  care, 

particularly  if  it  is  your  employer's. 
Make  your  customers'  interests  your own. 

Keep  expenses  down;  make  profits rise. 

JOSEPH  G.  HAWA  &  CO. 
367  St.  Catherine  St.  W.,  Montreal 

MILLINERS 

make    your    selection 
from     our    attractive 

FALL  SHOWING 

of PATTERN  HATS, 
HAT  FRAMES,RIBBONS, 
FLOWERS,    FEATHERS, ORNAMENTS, 

SILKS 

and  NOVELTIES  of  all  kinds 
for  the  Millinery  Trade. 

Wide    Variety    High   Quality 
Values  Unexcelled. 

JOS.  LEONE  &  CO. 
Wholesale  Millinery 

17  ST.   HELEN  ST.-  MONTREAL 

The  following  information  re- 
garding conditions  in  certain  lines 

of  women's  wear  is  supplied  by 
F.  W.  Field,  British  Trade  Com- 

missioner at  Toronto: — 

Apart  from  the  steady  increase 
in  the  number  of  factories  which 

have  been  compelled  to  close  down 
through  lack  of  fuel,  there  has 
been  little  alteration  in  the  con- 

ditions obtaining  in  this  industry. 
Unemployment  continues  to  grow, 
and  in  some  centres  is  creating 
considerable  distress.  The  situa- 

tion in  Nottingham  in  this  respect 
is  however,  relatively  less  serious, 
but  short  time  is  prevalent  in  most 
of  the  factories. 

A  survey  of  the  West  of  Eng- 
land glove  industry  produces  some 

rather  brighter  features  than  are 

at  present  to  be  found  in  the  ma- 
jority of  industries.  It  is  true  that 

in  a  number  of  quarters  trade  is 

very  quiet,  but  at  the  same  time 
there  are  others  from  which,  re- 

ports state  that  orders  are  being 
booked  in  satisfactory  numbers  and 
volume,  and  that  firms  are  still 
working  full  time. 
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DO  YOU  KNOW 
SIR  JOSEPH  FLAVELLE? 

Do  you  know  why  he  was  reviled?  How  quietly  he 
took  the  abuse?  How  quietly  he  considers  the  call  to 
take  hold  of  the  National  Railways — never,  apparently, 
relegating  the  Canadian  people  who  abused  him,  to 
that  place  to  which  he  relegated  war  profits  in  his 
much  quoted  speech? 

Read  about  Sir  Joseph  Flavelle  in  the  remarkable 
series  of  anonymous  articles  secured  for  publication 
in  THE  FINANCIAL  POST. 

Ottawa  in  Masquerade. 
The  article  on  Sir  Joseph  will  appear  in  the  issue  of  July  22nd.  Says  the  writer  of  his  subject 
quoting  two  men — 

"Yes  you  never  miss  a  word  he  says  to  you  because  he  puts  everything  so  clearly  and 
you  admire  the  big  things  he  does  because  he  has  such  a  genius  for  action  after  he  thinks — 
but  somehow  you  are  so  exasperated  that  you  feel  like  giving  him  a  big,  swift  kick." 
"Well,  the  higher  critics  can  say  all  they  like  against  his  methods  and  his  personal 
peculiarities,  but  I  tell  you — I  like  the  old  boy." 

He  concludes: — 

"It  is  time  wc  learned  the  difference  between  a  public  pirate  and  anorganizing  servant 
of  the  public." 

The  whole  article  is  the  story  of  Sir  Joseph's  investment  of  himself,  for  himself,  for  his  church, for  the  State.     (The  order  is  ours,  not  his.) 

Other  sketches  of  the  series  will  include — 
LORD  BEAVERBROOK 
SIR  CLIFFORD  SIFTON 
SIRLOMERGOUIN 
NEWTON  W.  ROWELL 
T.  A.CRERAR 
SIR  THOMAS  WHITE 
TOM  MOORE 
ARTHUR  MEIGH.EN 

You  will  enjoy  all  these  sketches.  They  are  bright.  °  They  are  informing.  Best  of  all  they are  human.  Neither  saints  nor  sinners,  but  men,  are  etched  out.  You  will  see  the  pe- 
culiarities.    You  will  see  the  power. 

We  are  publishing  under  strike  conditions,  but  that  is  no  reason  why  we  shouldn't  give  a service  plus.  These  sketches  will  be  an  addition  to  our  regular  review  of  business  and 
financial  conditions,  to  our  analysis  of  investments,  an  addition  which  we  believe  all  active 
men  will  enjoy. 

Make  sure  of  your  copies  of  the  FINANCIAL  POST.  If  you  are  reading  someone  else's 
copy,  you  had  better  subscribe  for  yourself.  Drop  us  a  note  or  fill  in  the  attached  coupon 
and  send  to  us. 

LORDSHAUGHNESSY 
SIR  WILLIAM  MACKENZIE 
SIR  HARRY  DRAYTON 
E.C.  DRURY 
E.  W.BEATTY 
HON.  J.  A.CALDER 
SIR  HERBERT  AMES 

TI1E  FINANCIAL  POST 
143  University  Ave.,  Toronto. 1921 

Enter  my  subscription  to  The  Financial  Post  starting  with  the  first  issue  containing  the  articles 

"Ottawa  in  Masquerade." 
Herewith  find  annual  subscription  price     $5.00. 
Bill  me  for  annual  subscription  price     $5.00.  , 

Name   

Address 
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"Lanette" — A  new,  ef- 
fective style,  grey  cape 

with  a  white  contrast. 
Also  made  in  Brown  and 
Tan. 

"Duchess" — A  grey  plain 
gauntlet,  with  a  silked 
back  to  match.  Made  in 
6  different  lengths,  in 
a    variety    of    shades. 

"Princess" — Stylish,  neat 

and  attractive  in  a 

variety  of  shades  and colors. 

I 

I 
| 

- 

_ 

I 
I 

id 

JfalX  #lot)e  Styles 
The  tendency  towards  the  use  of  gauntlets  has  steadily  been  grow- 

ing, until  now  it  is  a  recognized  factor  in  the  general  Fall  glove 
demand. 

Undoubtedly  the  popular  shades  for  Fall  will  lie  darker  than 
Spring.  Brown  being  the  prime  favorite,  with  a  pilgrim  grey  as 
a  strong  second.  Where  two  colors  are  used  soft  contrasts  will 
predominate. 

Our  range  of  ladies'  gauntlets  in  plain  and  Fall  styles  is  particular- 
ly attractive  and  complete,  in  rich,  serviceable  qualities,  at  prices 

which  will  promote  business. 

Your  profits  will  come  by  carefully  providing  your  requirements 
now. 

We  will  deem  it  a  pleasure  to  send  samples,  or  our  Salesman  will 
call. 

(Kfje  $•  P.  &.  Co. 
Jfflontreal 

!Eht  JSubBon  JBap  Slnittins  Co.,  Uitmteb 

"(Experts  on  ©loots" 
(Cstablisbto  1882 

ECUDE 
1 :  1! 

IFlZZI . 
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UNDERGA  RMENTS 

The  Keynote   of    Fa/1   Fashions 

PETTICOATS 
BLOOMERS 
CAMISOLES 

STEP-INS 
ENVELOPES 
NIGHT  GOWNS 

Fine  Cottons,  Mulls  and  Batistes,  Satins,  Crepe  de 

Chines,  Japanese  Jersey  Silks — Lace,  Ribbon  and  Con- 
trasting Trimmings. 

VARIETY— of  Silhouette  and 

Fabric — is  the  keynote  of  Fall 
Fashions,  adapted,  of  course, 
with  good  taste. 

Following  Fashion's  lead,  we 
have  developed  our  Fall  lines  in 

great  VARIETY  —  showing 

good  taste  and  up-to-the-minute 
designs  throughout. 

Undergarments  that  are  novel 
in    design,    absolutely    new    in 

style,  and  finished  daintily  in 

effects  that  are  different — con- 

stitute the  "Pansy-Maid"  range. 
We  offer  these  for  your  inspec- 
tion. 

POLLY-ANNA UNDERWEAR 

Now  offered  in  fine  cottons, 

check  muslins,  plain  and  fancy 
mulls  and  batistes. 

roily-Anna  Athletic  Underwear 

has  proven  its  merits  in  its 

many  years  of  satisfactory  ser- 
vice and  your  customers  want 

the  proven  article. 

Make  it  a  Point  to  See 
our  Fall  Offerings 

JOHN  B.  HUTCH  INS   CO.,  Limited, 
868    College  St.,    Toronto 
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American  Waist  &  Dress  Co.,  Ltd. 

FALL  SHOWING 
of 

'Maud Nove/fy 

SILK 

Jor  ail  Occasions 

Tizliability 
Individuality 
Distinction 

It  is  to  the  interest  of  every  Buyer  to  see  our  Creations  for  the 
Coming  Fall  Season. 
No  pains  have  been  spared  to  make  our  Fall  Line  worthy  of  your 
Earnest  Consideration. 

American  1$atgt  &  Brestf  Co.,  £tb. 
Dubrule  Bldg.,  Phillips  Square,  Montreal,  P.  Q. 

AbL)  k 
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are  now  being  made  up  by 

Canada's  leading  garment  manu- 
facturers into  a  delightful  range 

of  modish  coats,  capes,  wraps 
and  suits  for  Fall  and  Winter 

wear. 

They  are  of  the  same  quality  as 
Hawthorn  Knitted  Fabrics  and 

are  assured  the  same  welcome 

reception  by  women  who  appre- 

ciate quality  and  value. 

The  illustration  at  the  left  shows 

one  of  the  latest  designs  by 

Bland,  Montreal. 

Hawthorn  Mills,  Ltd. 
Carleton  Place,  Ont. 

HAWTHORN  FABRIC 
CANADA  PRODUCT 

The  label  of  quality  in  garments 

made  from  Hawthorn  Fabrics. 
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is:; 

1270  ST  PATRICK  STREET 

MONTREAL  canadA 

An  Open  Letter  to  the  Trade: 

I've  been  surprised,  in  travelling  around  the  country,  to  find 
how  many  successful  merchants  have  "motto  cards"  hanging  up  in 
their  offices.  Usually  they  have  boiled  down  their  own  business 

policy  into  some  short,  easily-remembered  phrase,  which  they 
keep  firmly  impressed  on  the  mind  of  the  employee. 

For  example,  the  "motto"  of  the  leading  house-furnishing 
dealer  in  one  of  our  western  cities  is  this : 

"Goods  Well  Displayed  are  Half  Sold" 

And  I'm  convinced,  from  the  size  and  frequency  of  the  Con- 
goleum  orders  this  merchant  sends  in,  that  his  motto  is  a  winner. 

In  fact  it  fits  our  product  so  perfectly  that  every  Congoleum 
dealer  ought  to  adopt  it  and  apply  it. 

For  if  anything  on  the  market  can  sell  itself,  surely  it's  these 
beautiful,  sanitary,  easy-to-clean  rugs,  which  our  advertising  has 
already  made  known  to  practically  every  Canadian  housewife. 

If  you  want  to  get  your  share  of  Congoleum  profits,  don't  hide 
your  Congoleum  Gold-Seal  Art-Rugs  in  a  dark  corner  upstairs. 
Put  them  down  on  the  main  floor,  where  your  customers  canjsee 
them! 

Faithfully  yours, 

CONGOLEUM  COMPANY  OF  CANADA,  Limited 

^Ms/fcyy. General  Manager. 
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Manufacturers    of 

Cravenetted  Gabardines 
and 

Outing     ('oats 

For  Ladies,  Men  and  Boys 

Dubrule  Bldg. Montreal 

No.  18  R 

One  of  our  latest  and  most  perfect    Wax    Beauties 

Write  for  prices  and  full  information. 

J.  R.  PALMENBERG'S  SONS,  Inc. 
63-65  West  36th  Street,  New  York 

CHICAGO        BOSTON        BALTIMORE 
204  W.  Jackson  Blvd.       26  Kingston  Street  108  W.  Baltimore  Street 

"Better 
We  sell  all  silk  Messaline,  Botany 

Serge,  French  all  Wool  Tricotine 

beautifully  tailored  and  most 

tastily  embroidered. 

Money" New  Styles  daily.  Sizes  from  14 

to  42  at  the  uniform  price. 

NO  MORE  NO  LESS 

Write  or  wire  at  once  for  about  six  of  our  numbers  on  three  days  approval.  We  will  prepay  charges 

THE  ACME  DRESS  COMPANY 
520  St.  Lawrence  St.  Montreal 

LISTEN 
Mr.  Manufacturer 

An  experienced  traveller 
residing  in  Vancouver  is 
open  for  a  good  exclusive 
line  for   British  Columbia. 

BOX  666 
DRY   GOODS    REVIEW 

153   UNIVERSITY  AVE. TORONTO 

WOOLLENS 
5  3  y  e  a  r  s  in 
service  is  your 

guarantee  of 
sati  s  fa  c  tion 

°xF( again  lead  in  quality  and  origin- 
ality of  designs  and  handsome  col- 

orings. Ask  our  Representative  to 
show  you  our  wide  ranges  in  33 
oz.  HALF  BLOOD  OVERCOAT- 

INGS, highly  napped  and  in  Eng- 
lish Effect— also  our  Spring,  1921, 

SUITINGS  for  both  Men's  and  Wo- 
men's Wear  —  smart  and  distinc- tive. 

ord 

Oxford,  N.S. 

Manufacturing  Co., 

Ltd. 
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The  Romance  of  the  Advertising  Paqes 
By  F.  A.   McLean 

LAYING   aside  for  a   moment  the   usual   dollars   and 

cents  angle  of  advertising,  have  you  ever  stopped  to 
consider  the  advertising  pages  of  your  magazine  or 

trade  paper  from  their  human  interest  point  of  view? 

Now  an  advertisement  is  just  as  much  a  news  item  as 
a  notice  in  your  home  town  paper  that  Sallie  Jones  was 
married  in  a  red  hat  and  that  she  is  going  to  live  in 
Podunk  after  the  honeymoon,  or  that  Bill  Bailey  lost  three 
fingers  last  Friday  while  trying  to  clean  the  teeth  of  a 

buzz  saw  and  swears  that  next  time  he  tries  it  it  won't 
be  on  a  Friday. 

The  ads.  tell  you  who,  why,  where,  when  and  what 
and  they  come  mighty  close  to  us  bee-use  they  speak  in 
a  language  that  we  know,  the  language  of  our  hobby  or 
our  business. 

Many  of  the  brightest  lights  of  our  modern  literary 

world  are  not  too  proud  to  write  advertisements',  or  our 
famous  artists  to  illustrate  them.  Where  but  in  the 

advertising  pages  can  we  find  finer  examples  of  that 
almost  extinct  art  of  the  etcher  and  the  wood  engraver? 

Advertisements  must  compete  for  attention  with  the 
news  pages,  editorials,  the  stories,  the  articles  and  the 
pictures  in  the  body  of  the  magazine  or  the  trade  paper. 
Hence  nothing  is  too  good  or  too  costly  to  illustrate  the 
ads.,  which  are  often  the  finest  examples  of  the  best  work 

of  our  photographers  and  photo  engravers  to-day. 

So  fine  are  some  of  these  illustrations,  and  so  beauti- 
fully worded  and  illuminated  the  texts,  that  they  rank 

with  the  best  in  literature  and  art  that  have  come  down 

to  us  through  the  ages.  In  the  colored  inserts  of  our 
magazines  we  find  reproduction  of  cakes,  candies  and 
other  goodies,  so  resplendent  and  so  natural  that  our 
mouths  water,  figures  and  faces  of  men  and  women  so 
natural  that  we  want  to  smile  or  cry  when  they  do,  look 
to  see  what  they  are  looking  at,  gloves  and  clothing  so 
realistic  that  we  feel  like  picking  them  off  the  pages  and 
putting  them  on,  etc. 

Let  us  imagine  what  we  could  do,  you  and  I,  if  we 

had  an  Aladdin's  Lamp  and  could  bring  all  of  the  people 
shops,  machines  and  other  products  out  of  the  pages  of  a 
single  issue  of  Canadian  Machinery  and  place  them  along 
a  single  city  street. 

Wouldn't  it  be  a  tremendously  long  street,  and  how  in- 
teresting it  would  be  to  go  down  one  side  of  this  street  and 

up  the  other,  looking  at  all  the  wonderful  array  of  people, 
shops  and  goods  displayed  ?  Just  think  how  much  we  could 
probably  learn  with  little  or  no  trouble  in  a  single  trip. 

Or  let  us  shift  the  scene  and  let's  pretend  for  a  few 
minutes  that  we  are  back  in  the  middle  ages,  and  that 
each  one  of  the  ads.  represents  a  town  crier  or  a  road- 

side stand.  What  an  experience  it  would  be  to  walk 
along  listening  to  this  great  army  of  criers  calling  our 

attention  to  their  masters'  goods  in  all  the  varying  tones, 
high,  medium  and  low,  which  such  a  throng  might  be 
expected  to  use! 

Or  coming  nearer  home,  let's  go  back  ».  few  years  to 
the  time  we  pitched  marbles  in  the  streets  or  played 

"Chaw  Raw  Beef"  by  the  "Ole  Swimmin'  Hole,"  and 
imagine  a  circus  coming  to  town — and  such  a  circus  as  it 
would  be  if  all  the  ads.  could  come  to  life  and  all  their 
characters  and  products  step  down  from  the  printed 
pages  and  form  up  in  the  ground  parade! 

How  we,  and  other  youthful  "Captain  Kidds,"  Jesse 
Jameses,  and  "Rain  in  the  Faces"  would  have  followed 
that  parade  and  how  quickly  would  the  elephant,  the 
clown,  the  painted  lady  and  the  fat  man  have  been  forgot- 

ten amidst  such  an  array  of  wonders! 

When  you  read  the  ads.  you  gain  the  pleasure  and 
profit  of  clear  thinking  and  store  up  in  your  memory  for 
future  use,  for  yourself  or  your  friends,  the  endless  sup^ 
ply  of  interesting  and  valuable  information  they  contain. 

Read  the  advertisements  in  your  magazines,  your 
newspapers,  your  trade  journals — for  the  news  they  con- 

tain— for  their  educational  value — for  the  life,  vitality, 
art,  wit  and  humor  to  be  found  in  them— to  raise  your 
ideals  and  to  guide  you  in  your  family  and  business affairs. 

Here  is  what  I  found  in  a  recent  issue  of  CANADIAN 
MACHINERY: 

Why  I  need  a  good  die  stock  if  I  need  one  at  all. 
The   story   of   a   drill   which   worked  for  a   piano   company   for 

two   years   without  any   trouble. 

Some   interesting  facts   about  a   town    in    Quebec. 
How  fast  a  hack  saw  should  cut  when  In  proper  condition. 
The  solution  of  a  brass  working  plant's  cleaning  problem. 
What   Canada's   steel  mills   are   making. 
The    clutch   I   should   use   for   the   place    that's   hard    to   get  at, or  where   space   is   scarce. 
The  tale  of  a  miller  that  keeps  five  die-sinkers  busy  and  has 

been  doing  it  for  four  long  years. 
The   kind   of   machinery  that   should   be    used   to   grind   parts 

with  accuracy  and  despatch. 
Vanadium  and  its   effect  on   steel. 
A  metal  that  has  mastered  all  other  metals. 

The   kind   of   tools    that   are   used    in    Canada's   great   logging camps. 

The  story  of  Mr.  Punch  and  his  fifteen  hundred  good  tools. 
The  why  and  the  wherefore  of  goggles  in  industrial  plants. 
A  method   by  which   drilling  time   may  be   cut  from  20   to  2 minutes. 

How  motor  truck  makers   grind   their  shafts. 
A  belt  that  will  stand  up  under  steam  without  going  to  pieces. 
Why  Gisholts  are  so   successful. 

One    method    that    enabled    a    manufacturer    to    increase    his 
production   by  220   per   cent. 

A  little  detail  in  the  construction  of  a  wire  fence  that  makes it  stand  up  well. 

The    furnaces    in    which    nichrome,    the    master    of    oxidation 
and  heat,  is  made. 

A  conveyor  belt  that  gives   exceptional   service   because   it  is 
built   like  an  automobile  tire. 

A    means    of    cutting    down    overhead    expense    by    using    the 
right    kind    of    hoisting    and    handling    equipment,    and 
many    equally    interesting    and    helpful    pieces    of    news, 
human    interest   stories,   etc. 
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Buster  Brown  Stockings/orQuick  Sales 
TJERE  is  a  line  of  stockings 

with  a  coast-to-coast  repu- 
tation— the  best- known  boys' 

hosiery  on  the  market.  Buster 
Brown  Stockings  sell  on  sight. 
Let  your  customers  see  and  feel 
these  warm,  durable  stockings 
—you  will  be  astonished  at  the 
readiness  with  which  they  sell. 

Buster  Brown's  Sister's  Stock- 
ings are  excellent  for  the  girls. 

Knitted  from  fine  two-thread 
English  mercerized  lisle,  in 
Black,  Leather -shade  Tan, 
Pink,  Blue  and  White.  Well 
shaped  and  moderately  priced. 

If  you  do  not  already  carry 
Buster  Brown  Stockings  and 

Buster  Brown's  Sister's  Stock- 
ings, your  wholesaler  can  sup- 

ply you. 

/RE/GlfSTfcRkD^ 

The  Chipman-Holton  Knitting  Company,  Limited,  Hamilton,  Ontario 
Mills  at  Hamilton  and  Wetland,  Ont. 
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The  W.  R.  Brock  Company 
LIMITED 

WHOLESALE  DRY  GOODS 

^EIIIII'S  gpgHliiliSp'5! 

^B^SfA^//^9^S/-  West  -^gggg^? 

^colletSts. 

%NDNTR£fy To 

TORONTO 

Warehouses : 

MONTREAL CALGARY 

Offices  and  Sample Rooms : 

Halifax Sydney 
Quebec 

Ottawa Hamilton 

London Winnipeg Edmonton Vancouver 
London,  Eng. 

See  also  pages  2Q and  ji. 



DRY  GOODS  REVIEW 

&n  Unsiolictteti  totimomal 

to 
WLabmo  Cottons 

The  following  advertisement  was  published  by  the  firm  of  Henry  Morgan  & 

Co.,  Limited,  Montreal,  in  the  daily  papers  in  April  last,  same  being  in  connec- 

tion with  a  big  window  display  of  the  Wabasso  goods:   "What  is  Wabasso? 
Wabasso  is  that  wonderful  mow-white  Rabbit,   which  inhabits  the  trackless  wintry  North- 

land.     'Wabasso,  the  White  Rabbit,'  made  fam.ous  by  Longfellow  in  Jiis  'Hiawatha.' ' 
This  is  indeed  a  wonderful  little  creature,  whom  nature  has  provided  with  a 

Winter  overcoat  as  white  as  snow. 

C 

n 

i 
\ 

Trade  Mark,  Reg'd. 

The  snow-white  Rabbit  or 
Wabasso,  as  the  Indians 
named  him,  has  been  chosen 
as  the  emblem  of  the  product 

of  the  most  up-to-date  cotton 
mills  in  Canada,  making  ex- 

clusively the  highest  grades 
of  Pure  White  Cotton  Goods. 

The   following  in   a  great 

variety  are  offered  in 
WABASSO  COTTONS: 

SHEETINGS, 

PILLOW  COTTONS, 

SINGLE-WIDTH  COTTONS, 
WHITE  CREPES, 

ORGANDIES,  NAINSOOKS, 
MADAPOLAMS, 

MADE-UP  PILLOW  CASES, 
VICTORIA  LAWNS, 

WHITE  PIQUES. 

fttje  Mabaggo  Cotton  Company,  Htmtteb 

Three  Rivers,  P.  Q. 
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PILLARS  IN  THE  DRY  GOODS  BUSINESS 

Cottons 

Staples 

Wash  Goods 

Linings 

Silks 

Men' s Furnishings 

Gloves 

Linens 

Dress  Goods 

We  are 

Selling  Agents 
for 

Priestley's Dress  Goods 

GREENSHIELDS 

Seventeen  Specialty  Houses 

Under   One    Roof 

Each  one  a  Pillar  of  Strength  from  which  the  re- 

tailer can  draw  his  supply  of  Vitality — giving 
merchandise  that  will  build  up  his  business  through 

rapid  turnover,  and  satisfied  repeating  customers. 

Like  the  Pyramids 

Greenshields  reputation  was  not  made  overnight. 

On  the  contrary  it  represents  many  years  of  effort 

— of  unremitting  devotion  to  an  ideal —  the  hand- 
ling of  trustworthy  merchandise  only.  , 

When  in  Montreal  come  and  visit  us  at 

Canada's  Biggest  Dry  Goods  Centre 

Smallwares 

Knitting  Yarns 

Ribbons 

&    Laces 

Ready    to  Wear 

Carpets 
&  House 

Furnishings 

Woollens 

Hosiery    & 
Knitted    Goods 

D.  J.  Anderson's Ginghams 

GREENSHIELDS  LIMITED 

"EVERYTHING  IN  DRY  GOODS" 

SALESROOMS  FROM  THE  ATLANTIC  TO  THE   PACIFIC 

17    Victoria   Square,  -  MONTREAL 
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— — —  "Zfyt  &ilfe  ftouse  of  Canaba" 

21  A.  limg  ̂ tlfe  Company 
Himtteb 

A  UTUMN JAVANESE  SILKS 
CHINESE  SILKS 

CHARMEUSE 

DUCHESS  SATINS 

GEORGETTES 

GREPE  DE  CHINES 

FANCY  STRIPES 

PLAIDS 

FANCY  TRIMMING 
SILKS 

PYJAMA  SILKS 

and 

SILK  SHIRTINGS 

WE  CORDIALLY  INVITE  YOU 

to  visit  us  when  you  come  to 

Toronto  for  the  Exhibition.  \ve 

have  in  our  vvarehouse  the  largest 

stock  of  Silks  for  IMMEDI- 

ATE    DELIVERY     in 

Canada. 

You  will  be  delighted  with  the  great 
variety  of  sufierb  colorings  and 
absolutely  new  designs  we  are 
showing.  They  are  Silks  that 
stimulate  Trade  and  keep  your 

House  before  your  clientele  as  an 
authoritative      STYLE 
LEADER. 

3.  B>.  &tng  g>tlfe  Company 
iimiteb 

59-61   Wellington  St.   West,  Toronto 
Foreign  Officii: 

Zurich,  Switzerland 
Yokohama,  ]aj>an Lyons,  France 

Chefoo,  China 
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DC 
DC 

Dmc DC DC 

Central  Canada  Exhibition 

AT  OTTAWA 

From  Sept.  9th  to  19th. 

More  and  more  of  our  friends  each  year  come 
ta  Ottawa  for  the  Central  Canada  Exhibition 
and  take  advantage  of  the  trip  to  pay  us  a  visit 
in  our  warehouse. 

You  will  find  us  with  a  large  and  an  especially 
well  assorted  stock  of  all  lines  of  Dry  Goods  as 
we  put  forth  extra  effort  to  have  it  so  for  Exhi- 

bition Week. 

All  our  prices  are  guaranteed  to  be  based  on 

to-day's  lowest  value. 

&  Ma$L.    %M\ 

John  M.  Garland,  Son 
&  Co.,  Ltd. 

Ottawa         -  Canada 
Wholesale  Dry  Goods 

DC DC DdC 

DC 

DC 
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VALUES  UNEXCELLED 
IN 

LADIES'  and  CHILDREN'S  HOSE 

Department  "E" 
  ALL  WOOL  BLACK  HOSE   
Assorted  in  the  following  numbers  in  Cabinets  of  30  dozen. 

E-55-1/5,  2/5%,  3/6.  4/6%,  4/7,  4/8,  3/8%,  2/9,  2/9%,  1/10.  ' 
EXTRA  SPECIAL  PRICE  $4.50 

THE  SAME  QUALITY  AS  ABOVE— PRICE  PER  SIZE 
5,  $3.10;  5%,  $3.40;  6,  $3.75;  6%,  $4.10;  7,  $4.5  0;  7%,  $5.15;  8.  $5.50;  8%  to  10,  $5.75 

HEAVY  BLACK  WOOL  HOSE— BY  CABINETS  OF  30  DOZEN,  $4.50 
E-56-5,  83.10;  5%,  $3.40;  6,  $3.75;  6%,  $4.10;    7,  $4.50;  7%,  $5.15;  8,  $5.50;  8%   to  10,  $5.75 

BLACK  WOOL  HOSE— E-58 
5,  $3.25;  5%,  $3.60;  6,  $3.90;  6%,  $4.40;  7,  $5.00;  7%.  $5.65;  8,  $6.35;  8%  to  10,  $7.00 
E-64-5,  $3.45;  5%,  $3.75;  6,  $4.10;  6%,  $4.40;    7,  $5.00;  7%,  $5.65;  8,  $6.25;  8%  to  10,  $7.50 

BLACK  WOOL  HOSE— SUPERIOR  QUALITY 
E-75-5.  $4.50;  5%,  $5.00;  6,  $5.50;  6%,  $6.00;    7,  $6.50;  7%,  $7.25;  8,  $8.00;  8%  to  10,  $9.00 

E-67-5,  $4.40;  5%,  $4.70;  6,  $5.35;  6%,  $6.00;   7,  $6.90;  7%,  $7.20;  8,  $8.50;  8%  to  10,  $10.00 

WOOL  HOSE— COLOR:    CARDINAL,  WHITE  AND  BROWN 
E-59— E-600  &  E-85 

5,  $3.25;  5%,  $3.65;  6,  $4.00;  6%,  $4.50;  7,  $5.15;  7%,  $5.75;  8,  $6.50;  8%  to  10,  $7.50 

BARGAINS  IN  CHILDREN'S  LINES 
Children's  All-Wool   111    Rib  Special   "Gresco." 

Color:  Black,  White  and  Brown. 
We  are  the  only  firm  who  sell  this  line. 

4  &  4%,  $3.35;  5  &  5%,  $3.90;  6  &  6%,  $4.50;  7  &  7%,  $5.35;  8  &  8%,  $5.90;  9,  9% 
&  10,  $6.65 

Samples  sent  upon  reque:t. 

P.  P.  MARTIN  &  CO.,  LIMITED 
50  ST.  PAUL  STREET  W.,  MONTREAL,  QUE. 

Quebec  :  7  Rue  Chafest 
Toronto  :  152  Bay  Street 
Sherbrooke  :  103  Wellington  St. 

Ottawa  :  25  Sparks  Street 
Three  Rivers  :  82  Royal  Street 

St.  Hyacinthe  :  229  Cascade  Street 
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HANDKERCHIEFS 

RITCHIE'S HANDKERCHIEFS 

for 

Immediate — Fall — and  Xmas  Delivery 
in 

Fancy  Boxes — and  Novelty  lines  of 
ever}'  description. 

Ranging  from  60c.  per  doz.  up. 

We  will  be  glad  to  submit  sample 
assortment  on  enquiry. 

Travellers  out  with  full  range. 

\v  e  have  the  only  Cut-out 
Children  s  Handkerchief 
Book   on   the   JVlarlet. 

HANDKERCHIEFS 
NEW  NOVELTIES  FOR  COMING  SEASON 

APPLIQUED  ORNAMENTS 

In  combinations  of  colors,  also  silver  and  gold,  used 

for  trimming  dresses  for  afternoon,  tea  and  evening 

wear.     Black  and   white  are  predominating  notice- ably. 

See  these  new  novelties,  illustrated  on  Page   45 

Manufactured  at 

38-42   Clifford  Street 
TORONTO 

H.  P.  RITCHIE  &  CO. 
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Don'f  fie  Geared  for  "Low" 

When  Business  Gets  Running  On  "High" 
BE  PREPARED]      . 

Take  your  cue  from  the  merchant  whose  business  is    booming 
right  now. 

His  staff  is  busy  because  he  handles  Racine's  Value-giving    and 
correctly-priced  merchandise. 

THERE'S  BUSINESS  FOR  YOU 
But  you  must  be  ready  for  it. 

Ready  with  the  right  kind  of  Stock— Ready  witrTthe'right  sort  of 
Prices; 

LINK  UP  WITH  RACINE'S 
It  means  Prosperity  and  Profit. 

A  visit  to  our  nearest  salesroom  will  convince. 

N.B.—A  New  Sample  Room  has  been  opened  at 
85  Germain  Street,  St.  John,  N.B. 

-&. 

Manufacturers  and  Wholesale  Distributors  of  Dry  Goods 

60-98  ST.  PAUL  STREET  WEST,  MONTREAL 
FACTORIES:  Beaubien  St.,  Montreal;  St.  Denis,  Que.^St.^Hyacinthe,  Que. 

SAMPLE  ROOMS: 

HAILEYBURY       SYDNEY,  N.S.  OTTAWA  QUEBEC  TORONTO  SHERBROOKE 
Matabanick    Hotel  269  Charlotte  Street    111  Sparks  Street   Merger  Building       123  Bay  Street        4  London  Street 

SUDBURY  RIVIERE  DU  LOUP  THREE  RIVERS        CHARLOTTETOWN,  P.E.I. 
Nickle   Range  Hotel  Hotel  Anctil  Main  Street  Queen  and  Sydney  Sts. 



DRY     GOODS     REVIEW 

This  is  one  of  the  series  of  striking 
illustrations  appearing  in  Hoover 
national  advertising.  Over  six 
hundred  thousand  Hoover  full 
pages  are  circulated  monthly  through 
leading  Canadian  magazines 

The  Hudson's  Bay  Company  Did  a  $22,055 
Hoover  Business  Last  Year  at  Vancouver 

on  the  Resale  Plan 
The  opportunities  that  exist  to  sell  Hoovers 
in  quantity  are  excellently  illustrated  by  the 

success  of  the  Hudson's  Bay  Company  at 
Vancouver  with  a  population  of  124,000. 

This  big  department  store,  as  do  many  other 
of  our  dealers,  operates  on  the  Hoover  Resale 

Plan — an  arrangement  under  which  we  secure 
leads,  demonstrate,  sell  and  service  Hoovers 

in  co-operation  with  the  store,  thereby  supply- 
ing the  dealer  with  a  retail  organization 

trained  to  get  and  to  care  for  a  large  volume 
of  business  on  Hoovers. 

As  a  result,  289  Hoovers,  plus  many  sets  of 
attachments,  were  disposed  of  through  this 
Hudson  Bay  store  in  1920. 

Demonstrations  were  regularly  conducted 
both  on  their  main  floor  and  in  the  carpet 

department,  while  window  displays  and  news- 
paper advertising  were  used  consistently. 

This  year  their  sales  will  exceed  those  of 
1920. 

They  find,  as  all  Hoover  dealers  do,  that  The 
Hoover  attracts  desirable  new  patronage,  as 
well  as  cements  the  relationship  with  old 
customers,  and  therefore  it  is  a  valuable  asset 
to  any  store  aside  from  the  direct  profits. 

The  Hoover  and  the  Hoover  Resale  Plan  are 

gaining  every  day.  Are  you  willing  to  con- 
sider them  now? 

The  Hoover  Suction  Sweeper  Company  of  Canada,  Limited 
Factory  and  General  Offices:  Hamilton,  Ontario 

<dhe  HOOVER It     Beats...      as     it    Sweeps       as     it     Cleans 
MADE  IN  CANADA— BY  C A N A D I A N S— F O R  CANADIANS 
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Merchants  need  National  Cash  Registers 
now  more  than  ever  before 

(1)  They  stop  mistakes. 

(2)  They  stop  losses. 

(3)  They  decrease  expenses. 

(4)  They  improve  trade. 

(5)  They  increase  profits. 

We  make  cash  registers  for  every  line  of  business. 

Price  $110  and  up. 
Easy  payments.    Liberal  allowances  for  old  registers. 
Old  registers  bought,  sold,  repaired,  and   exchanged. 

We  make  cash  re^istefrs  for  every  line  of  business 

NATIONAL 
CASH    REGISTER    CO. 

OF    CANADA    LIMITED 
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TYPICAL  "INTER-PL ACE- ABLE"  UNITS 

The   Sale   of  ALL  Merchandise 

is  influenced  by 

the  judgment  of  the  eye. 
These  fixtures  keep  your  wares 

always  in  full  view. 

Write  for  Catalog  and  Prices 

feflt-tfQan (jbaoNroSffowCASFCo)  Ltnubra 

181-199  CARLAW  AVENUE 

TORONTO 
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You  Want  Satisfied  Customers— 
SELL  THEM 

Sunset  SoapDyes 
THE  REAL  DYE 

Sunset  sales  make  friends  for  Sunset  dealers — and  the  register 
rings  up  the  steady  profits  of  "repeats."  Satisfied  buyers  boost 
Sunset  because  it  does  all  the  advertising  claims  for  it.  Honest 
quality,  truthful  national  advertising,  linked  up  wth  attract- 

ive Sunset  store  display,  move  Sunset  quickly  at  good  margin 
— PUSH  IT  for  permanent  good  will. 

SHOW  the  Sunset  COLOR  CARD.  If  your 
card  is  soiled,  or  lost,  write  us  for  a  new  one. 
If   you   have   any  trouble   getting   Sunset,   write 

Sales  Representatives : 

HAROLD  F    RITCHIE  &  CO.,  Ltd. 
Toronto,  Canada 

North  American  Dye  Corporation  Ltd.,  Manufacturers 
Toronto,  Canada 

New  Window 
Cut-Out  FREE 

Size  28"x40" Many  beautiful 
colors.  If  you 
have  one,  use  it 
for  profit :  if  not, 
write  the  manu- 

facturers of  Sun- 
set.    Sent  free. 

22 
FAST 

COLORS 
Keep  Your   Stock 

Complete 

Counter 

Display  Case 
Your  jobber  can 
supply  Sunset 

packed  1  gross  as- 
sorted in  this  at- tractive display 

case,  with  Color 
Card.    Ask   him. 

Reasonable  Reasons 
There  must  be  some  good  reason  for  the  popu- 

larity of  Tapatco  Gloves  and  Mitts,  two  kinds  of 
reasons — the  Dealer's  and  the  Manufacturer's. 

The  most  important  reasons  from  the  Dealer's 
standpoint  are  rapid  turnover  and  lasting  satis- 
faction. 

From  the  Manufacturer  —  careful  selection 
of  high  grade  leather,  best  quality  cantons  and 
constant   attention   to    every   minute    detail    of 
workmanship. 

These  seem  to  be  the  most  reasonable  reasons 
for  the  large  sale  of  Tapatco  Gloves  and  Mitts. 
And — the  fact  is  that  Dealers  are  finding 
greater  demand  for  the  superior  Tapatco  Brand 
every  year. 

STYLES 

Gauntlet,  Knit  Wrist  and  Band  Top.  In  Heavy,  Medium  and  Light 
Weights.  Also  Leather  Tip  and  Leather-faced  Gloves,  Jersey  Gloves 
and  Mitts  in  Tan,  Slate  or  Oxfords. 

THE  AMERICAN  PAD   &  TEXTILE  COMPANY 
CHATHAM,  ONT. 
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STOFFEL  &  CO. 
The  Largest  Manufacturers 

of  Cotton  Fabrics  in 

SWITZERLAND 

TENSTEIG 

ST.  GALL 

NEUHAUS 

SCHMERIKON 

TRANSPARENT  ORGANDIES 
Batistes 

Fine  Muslins 

Nainsooks 

Voiles 

Jaconas Crepes 

Fancies 

Dotted  Swisses 

»o»» 

"IT  IS  STOFFEL'S' 
—the  finest  praise  that  can  be  bestowed  upon  an  organdie 

STOCK  CARRIED  IN  TORONTO  IMMEDIATE  DELIVERY 

To  the  Wholesale  and  Manufacturing  Trade  only 

HERON  &  TAYLOR 
11    YORK  STREET 

TORONTO 

Sole  Agents  for  Canada 

][ :c 
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Many  Reductions  On  British  Lines 
Quotations  Show  Big  Drop  in  Towellings — Forty  Per  Cent.  Reduction  in  Satin  Quilts 

And  Honeycomb  Styles — Novelty  Cotton  Wash  Goods — English  Represent- 
ative Does  Not  See  Lower  Prices  in  Cottons. 

ONE  OF  the  most  educative  o
f  Bi-it- 

ish  exhibits  of  household  linens 

and  cotton  goods  was  on  view  re- 
cently at  the  offices  of  the  British  Trade 

Commissioner  at  Montreal,  the  products 
of  some  half  a  dozen  leading:  British 
manufacturers,  some  of  whom  have 
never  hitherto  made  an  attempt  to  cap- 

ture Canadian  trade  in  these  lines.  To 
a  staff  member  of  Dry  Goods  Review, 
James  M.  Connaughton,  of  Manchester, 
to  whom  has  been  entrusted  the  task  of 
taking  a  world  tour  for  the  purpose  of 
ascertaining  the  needs  of  the  different 
countries  insofar  as  these  commodities 

are  concerned,  very  kindly  pointed  out 
the  fact  that  prices  on  such  merchandise 
a?  made  in  England,  have  shown  a  decided 

decline.  "I  find  that  people  on  this  side 
of  the  Atlantic  have  the  idea  that  Eng- 

lish prices  are  still  very  high  and  show 
no  signs  of  coming  down,  but  this  is 
altogether  incorrect.  I  might  give  many 
examples  to  show  that  in  such  lines  as 
towels,  quilts,  linen  canvas  linings,  table 
covers,  cotton  dress  goods,  etc.,  prices 
are  very  much  lower  and  in  some  cases 
have  dropped  as  much  as  50  per  cent. 

over  last  year's  figure." 

Towels  Show  Big  Drop 

In  illustration  of  this  point,  Mr.  Con- 
naughton showed  a  line  of  linen  towels 

that  in  January  1920  were  priced  at  $3 
a  dozen,  according  to  our  currency,  but 
now  are  $2.  Still  another  line  was 
quoted  at  18/4  or  $4.50  a  dozen,  and  now 
is  selling  at  $3.25.  A  third  line  of 
striped  towels  which  were  formerly  $8 
a  dozen  are  now  $5,  and  so  on.  The 
latter  type  were  hemstitched  but  all  were 
of  the  finest  Turkish  towelling  in  a 

quality  unknown  to  Canadians  in  gen- 
eral. 

In  Terry  towellings  a  wide  variety  of 
patterns  and  colorings  was  shown,  in- 

cluding about  15  different  striped  ef- 
fects. Bath  towellings  in  extra  heavy 

weights  which  were  formerly  $20  a  dozen 
in  March  of  last  year,  now  may  be  got 
for  $12.  Although  the  samples  exhibit- 

ed were  somewhat  different  to  what  Can- 
adians are  accustomed  to  purchase,  yet 

Canadian  buyers  make  no  suggestions 
as  to  changes  in  design,  according  to  Mr. 
Connaughton.  In  such  lines  as  these, 
the  English  mills  would  gladly  welcome 
any  suggestions  as  to  ways  in  which 
to  make  their  merchandise  more  attrac- 

tive or  suitable  for  the  various  countries 
in  which  it  is  introduced,  yet  in  the  vast 
majority  of  cases,  orders  are  placed  for 
towels,  etc.,  just  as  they  are  shown. 

Forty  Per  Cent.  Drop  in  Quilts 
A  magnificent  line  of  satin  quilts  and 

honeycomb  styles  was  next  shown,  and 
in  the  case  of  these  lines  also  the  usual 

drop  of  40  per  cent,  in  ten  months  was 
noted.  Table  covers  in  a  range  of  color- 

and  in  extra  heavy  reps  and  other 

fabrics  were  quoted  at  $1.50  as  against 
a  former  price  of  $2.00.  Linen  canvas 
linings  are  now  available  to  Canadian 
trade  at  prices  at  least  10  per  cent,  lower 
than,  the  last  quotation  last  May,  the 
reason  being  given  that  the  increase  in 
supply  of  raw  materials  is  improving 
while  a  reduction  in  wages  to  labor  fur- 

ther influenced  the  trend  downward  in 

this  commodity.  Tea  towels,  with  dif- 
ferent names  woven  in  their  selvage, 

indicating  their  purpose,  and  which  were 
decidedly  scarce  throughout  the  past  few 
years,  are  offered  by  British  firms  at  a 
substantial  saving. 

Fancy  Cotton  Dress  Goods 

Apart  from  the  household  linens,  Mr. 
Connaughton  exhibited  a  very  novel 
range  of  fancy  cotton  dress  goods  for 
1922,  including  a  very  unusual  fibre  silk 
brocaded  fabric,  which  is  half  cotton  and 
half  fibre.  This  material  was  shown  in 
a  number  of  shades,  among  which  gold 
color  stood  out  as  quite  the  most  strik- 

ing novelty  seen  for  some  time.  It  was 
hard  to  believe  that  this  material,  closely 
resembling  cloth  of  gold  heavily  bro- 

caded, could  be  purchased  for  little  over 
$1.00  a  yard.  Among  the  other  novel- 

ties shown  were  striped  and  checked 

cotton  voiles,  poplins  striped  in  "candy" 
patterns,  cotton  crepe  de  chines  in  shadow 
stripes,  ginghams  in  new  checks  and 
plaids,  fibre  silk  striped  cottons  and 
others  showing  pretty  drawn-work  mo- 

tifs, odd  little  futurist  printed  motifs  in 
different  colorings,  broken  stripe  effects 
on  voiles,  also  voiles  in  crepe  and  mar- 

quisette weaves  showing  an  overcheck. 
There  were  also  new  ideas  in  staple 
ginghams  featuring  a  faint  colored  thread 
woven  upon  a  plain  black  and  white  pat- 

tern. A  new  cellular  fabric,  with  or 

without  stripes,  was  shown  for  men's 
shillings,  a  most  ideal  fabric  for  hot 
weather  wear.  All  sorts  of  cotton  crepes 
in  plain  and  fancy  weaves  were  also 
shown  for  shirtings,  and  from  the  orders 
booked  in  advance,  it  seems  that  crepe 
fabrics  will  be  decidedly  popular  with 
the  large  shirt  manufacturing  companies. 

In  practically  every  case  these  cottons 
represented  novelties  that  have  never 
as  yet  been  shown  on  this  side  of  the 
Atlantic,  and  it  is  somewhat  disappoint- 

ing to  learn  that  placing  has  not  been 
as  large  as  expected.  Mr.  Connaughton 
is  not  of  the  opinion  that  any  reduction 
in  price  can  occur  in  cotton  goods  in  the 
near  future,  because  cotton  operatives 
are  now  working  on  their  pre-war  wage 
of  $7  per  week,  below  which  figure  wages 
certainly  will  never  drop.  Unless  raw 
materials  can  be  secured  at  lower  rates, 
there  is  no  possible  way  in  which  prices 
can  be  lowered  by  next  year. 

In  connection  with  colored  cotton  goods 

the  common  habit  of  "setting"  the  col- 

ors in  salt  and  water  is  employed  by 
many  customers  as  a  preventive  of 

fading  or  running  colors.  The  follow- 
ing comment  is  worth  the  attention  of 

both    salesclerks    and    buyers: 

"What  we  need  is  a  campaign  of  edu- 
cation, to  teach  women  how  to  wash 

prints,"  was  the  comment  of  a  buyer  as 
he   O.K.'d   a  return. 
"Here  is  a  woman  who  bought  this 

cloth,  $1.25  a  yard,  and  before  mak- 
ing, soaked  it  in  salt  water.  The  color 

came  out,  and  she  returns  it  as  being 
unsatisfactory. 

"Now,  here  is  the  situation.  If — I 
say  if — soaking  any  kind  of  a  print  in 
salt  and  water  would  'set'  the  color, 
don't  you  believe  that  every  millman, 
manufacturer  and  perhaps  even  the  re- 

tailer would  use  it?  It  is  a  very  simple 
remedy,  and  cheap  in  the  bargain. 

"I  claim  that  salt  and  water — the  'set- 
ting' process  long  talked  about  and  seem- 
ingly endorsed  by  all  women — is  respon- 
sible for  the  removing  of  much  more 

color  than  it  ever  'set.'  The  mills  know 
how  to  finish  the  materials,  and  they 
are  finished  with  the  idea  of  laundering 
in  mind. 

"Eliminate  this  talk  of  'color  setting.' 
Teach  the  women  to  use  the  purest  soap 
on  the  market — there  is  only  one  that 
is  neutral  in  its  action — with  tepid  water, 

for  washing  and  this  habit  will  cease." 

MILNE     TO  BE  NEW     TRADE  COM- 
MISSIONER IN  CANADA 

Montreal: — Captain  Evan  J.  Edwards 
senior  British  trade  commissioner  in 

Canada  and  Newfoundland,  whose  re- 
signation was  exclusively  reported  in 

Women's  Wear,  is  now  informed  that 
G.  T.  Milne,  who  was  British  trade 
commissioner  some  years  ago,  will  be 
his  successor  and  that  he  should  arrive 

here  by  the  end  of  October,  when  Cap- 
tain Edwards  expects  to  return  to  the 

United  Kingdom.  Before  doing  so,  he 
will  probably  spend  several  weeks  there 
in  September. 

Milne  is  at  present  in  Johannesburg, 

taking  the  place  of  the  senior  trade  com- 
missioner in  South  Africa,  who  is  on 

leave. 
A.  M.  Wiseman,  secretary  to  Captain 

Edwards,  who  went  to  Winnipeg  to 
take  charge  in  absence  of  L.  B.  Beale, 
British  trade  commissioner  on  business 
over  in  the  old  country,  is  expected  to 
return   to   Montreal. 

Darwin's,  Corner  Elgin  and  Sparks 
Streets,  Ottawa,  are  showing  new  Fall 
suits  in  broadcloth,  tricotine  and  English 

velour,  guaranteed  all  wool,  silk  lined  in 
rooky,  navy,  nigger,  brown,  taupe  and 
black  at  pre-war  prices.  Coats  are  long, 
knee  length  and  skirts  are  short  with 
medium  flare  and  quite  plain. 
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Deputation  Lauds  British  Methods 
Dinner  Given  by  Retail  Merchants  Association    in    Windsor  Hotel,  Montreal — Refer- 

ence Made  to  Splendid  Entertainment — Approval  of  Apprentice  System  in 

Building  Sales'  Force — Some  of  The  Lessons  Learned. 
A  NOTE  of  wholehearted  apprecia- tion of  British  business  methods, 

British  hospitality  and  British  de- 
termination in  face  of  difficulties  was 

struck  by  the  returning  delegates  from 
the  Montreal  dry  goods  trade  to  the  dep- 

utation of  Canadian  and  American  dry 
goods  men  which  recently  visited  the 

British  Drapers'  Chamber  of  Trade  in 
England,  at  the  reception  and  dinner  ten- 

dered them  on  July  26th.  last  in  the  Wind- 

sor Hotel  by  the  Retail  Merchants'  Asso- 
ciation to  welcome  them  home. 

The  returning  delegates  were,  J.  D. 

Chesney,  General  Manager  of  Almy's 
Limited;  Armand  Dupuis,  of  Dupuis 
Freres  Limited;  A.  G.  Dugal,  Manager 
of  Dupuis  Freres  Limited;  and  Theo.  G. 
Morgan,  of  Henry  Morgan  Limited.  Mr. 
Morgan  however,  was  unable  to  be  pres- 

ent, as  he  had  returned  before  the  other 
delegates,  and  has  now  gone  back  to  Eur- 

ope for  a  further  visit.  The  deputation 
was  a  return  visit  in  exchange  for  the 
visit  paid  to  Canada  and  the  United  Sta- 

tes last  year  by  a  large  deputation  of  the 

British  Drapers'  Chamber  of  Trade.  All 
the  delegates  expressed  themselves  as 
delighted  with  the  reception  which  await- 

ed them  over  there  and  with  the  benefic- 
ial experience  they  had  gained  during 

their  visit. 

J.  D.  Chesney,  chairman  of  the  Can- 
adian Delegation  to  the  United  King- 

dom, and  General  Manager  of  Almy's 
Limited,  expressing  thanks  for  the  hear- 

ty welcome  which  awaited  them  on  their 
return,  paid  a  special  tribute  to  the  out- 

standing good  fellowship  and  companion- 
ship of  Theo.  G.  Morgan,  to  whom  he  said 

the  party  were  indebted  for  rendering 
the  trip  supremely  enjoyable. 

He  laid  stress  also  on  the  courtesy  of 
the  American  delegates.  Although  far  in 
the  minority,  the  Canadians  were  never 
allowed  to  feel  that  they  occupied  second 

place. 
When   Entertained 

The  Lord  Mayor  of  London,  Sir  Wood- 
man Burbridge,  Gordon  Selfridge,  the 

Mayor  of  Southampton,  the  Earl  of  War- 
wick, Duke  of  Portland,  and  numerous 

pubHc  bodies,  arranged  various  events 
to  welcome  and  entertain  them. 

He  drew  attention  to  the  custom 

amongst  the  different  trade  organiza- 
tions in  England  of  taking  care  of  or- 
phan children  amongst  their  own  indus- 

try. He  felt  the  idea  was  worthy  of  im- 
itation by  trade  organization  on  this 

side. 

The  lack  of  coal  and  consequent  dis- 
tress resulting  from  the  coal  strike  ex- 
cited his  sympathy.  Some  of  the  firms 

had  to  save  their  coal  for  a  whole  week 
in  order  to  be  able  to  give  the  delegates 
a  demonstration  of  their  factories  run- 

ning full   blast. 

He  was  impressed  with  the  evidence 
of  a   general  and   ardent  desire  among 
the  British  people  everywhere  to  see  the 
Irish  trouble  settled  fairly  and  honest- 

ly toward  everyone  concerned.  He  found 
evidence    of    as     progressive     a     spirit 
amongst   Old   Country  business  men   as 
was  to  be  found  in  this  country. 

Apprentice    System 
The  system  of  apprentices  ana  build- 

ing sales  forces  impressed  him  as  admir- 
able. The  skill  shown  in  laying  out  store 

displays  also  appealed  to  him.  The  color 
sense  shown    in    this    direction    was    re- 

markable. The  elimination  of  unnecess- 
ary services   in   English   stores   enabled 

them  to  run  at  a  lower  overhead  cost. 
He    found,    however,     their    system     of 

handling  cash  appeared  crude.  His  im- 
pression of  prices  was  that  they  were 

high.  Manufacturers  were  ready  to  fill 
any  orders  given,  but  were  not  ready  to 
risk  making  stock  in  advance. 

He  thought  it  would  do  much  good  if 
other  trades  would  exchange  visits,  as 
the  dry  goods  men  had  done. 

He  raised  a  voice  of  protest  against 

restriction  on  immigration  from  coun- 
tries with  a  reputation  for  hard  work, 

like  France  and  Belgium,  which  he  had 
visited.  Canada  needed  such  immi- 

grants, and  he  could  not  see  the  wisdom 
of    discouraging   them. 

Lesson  Learned 

Mentioning  that  he  had  travelled  to 
Berlin,  Frankfurt  and  Cologne,  and  dis- 

covered that  the  Germans  acknowledged 
that  they  were  defeated,  Mr.  Chesney 
spoke  of  their  great  industry  and  said 
that  while  he  held  no  brief  for  the  Ger- 

man, it  must  be  recognized  that  46  mill- 
ion people  could  not  be  exterminated  or 

disregarded. 
"The  time  will  come  when  we  will 

find  it  necssary  to  trade  with  them," 
he  said.  "This  is  the  attitude  which 
most  countries  are  taking  up,  and  I  hope 
Canada  will  do  the  same,  not  for  the 
sake  of  helping  the  German,  but  for  the 
benefit  of  the  general  inter-change  of 

trade." 
A.  G.  Duga',  of  Dupuis  Freres  Ltd., 

after  a  brief  chronological  review  of  the 
trip,  spoke  in  appreciative  terms  of  the 
lesson  they  had  obtained  during  their 
visit  to  Great  Britain  in  economical  op- 
eration. 

The    fall     in    wholesale     prices    had 
checked   production,   as    stocks   of   goods 
were  now  on  hand  in  some  lines  in  such 

quantities  as  to  create  a  buyer's  market. 
He  felicitated   Mr.  Chesney,  who  an- 

swered the  toast  of  Canada  seventy  times 
with  a  new  sneech  every  time. 
Armand  Dupuis,  of  Dupuis  Freres 

Limited,  spoke  of  the  influence  exercis- 
ed by  the  various  trade  guilds  for  the 

good   of  their   industries   and   the   com- 

munity in  general.  He  related  some  in- 
teresting tales  of  oil  customs  connected 

with  these  trade  guilds. 

N.  A.  Nixon,  Manager  of  Henry  Mor- 
gan Company,  Limited,  presided  and 

was  accompanied  at  the  head  table  by 
Aid.  Rubenstein,  representing  the  May- 

or of  Montreal,  Capt.  Edwards,  Armand 
Dupuis,  J.  D.  Chesney,  A.  G.  Dugal, 

Narcisse  Dupuis,  G.  B.  Fraser  of  Green- 
shields  Limited.  H.  Lvoie  of  Alphonse 
Racine  Limited,entertained  the  company 

during  the  evening  by  rendering  "Tor- 
eador" (Carmen),  "La  Marseilleise,"  and other  solos. 

ENGLISH    TEXTILE    TRADES    SHOW 

MORE   UNEMPLOYMENT 

London — Though  employment  in  Eng- 
land shows  signs  of  recovery  in  the  lat- 

est figures,  there  has  been  an  increase 
in  unemployment  in  the  textile  trades 
generally.  The  silk  industry  showed  a 
decrease  of  8  per  cent  in  employment 
during  the  last  month,  but  4,163  being 
at  work  on  July  8.  In  the  districts 
around  Macclesfield,  Congleton  and 
Leek,  62  per  cent  of  the  workers  are  on 
a   17-hour  week. 

There  was  a  decrease  of  6.2  per  cent 
during  the  month  in  the  woolen  industry 
though  the  worsted  trades  gained  2.1 
per  cent.  Around  Dundee  there  has 
been  a  decrease  in  employment  of  70.9 
during  the  year  and  51.6  during  the 
month.  All  2,465  workers  reported  up- 

on are  working  less  than  half  time. 
In  the  linen  trades  there  has  been  a 

decrease  of  20  per  cent  during  the 
month  and  62.5  during  the  year.  Many 
of  those  employed  are  working  short 

shifts. 
The  lace  industry  showed  little  change 

in  employment. 
There  were  approximately  50.000 

fewer  unemployed  in  England  than  dur- 
ing the  previous  month. 

British    Industries    Fair    1922 

The  next  BriMsh  Industries  Fair  will 

be  held  in  London  and  Birmingham  be- 
tween the  27th  February  and  10th 

March,  1922. 
The  British  Industries  Fair  is  open 

to  manufacturers  in  all  parts  of  the  Bri- 
tish Empire  and  buyers  from  all  over 

the  world  are  attracted.  It  affords  an 

excellent  medium  for  bringing  manu- 
facturers in  direct  contact  with  buyers 

as  only  bona  fide  manufacturers  are 
permitted  to  exhibit  and  buvers  are  ad- 

mitted to  the  Fairs  by  invitation  only. 
The   general   public   are   not   admitted. 

Full  details  regarding-  the  Fair  can 
be  obtained  from  H.  M.  Trade  Com- 

missioners at  248  St.  James  Street, 

Montreal,  260  Confederation  Life  Build- 
ing, Toronto,  or  610  Electric  Railway 

Chambers,  Winnipeg. 
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manufacturers  of  HABERDASHERY  &  SM  ALLWARES 
Owning  ten  of  the  best  equipped  modern  factories  in  Great  Britain 
producing  many  specialities  known  throughout  the  world,  such    as: 

HURCULACES— the  British  Laces 
for  Boots  and  Shoes — made  under 
the  most  approved  methods  of 

manufacture,  the  secret  of  their  durability 
being  the  great  strength  of  the  threads 
which  tenaciously  cling  together  and 
resist  wear.  STRENGTH  &  DURABILITY. 

SPHERE  HOSE  SUPPORTERS  for 
Ladies  Wear,  enjoy  the  widest  popu- 

larity because  their  quality  throughout 
is  the  finest  possible.  Made  and  finished 
with  thoughtful  attention  to  detail.  Each 

pair  fitted  with  the  famous  "  Grip  that 
grips  and  never  slips."  SPHERE  Suspen- 

ders, Garters  and  Arm  Bands  for  Mens 

Wear  are  supplied  in  many  neat  and  attrac- 
tive designs ;  also  Sphere  Brownies, 

the  Hose  Supporters  for  Little  Folks. 

ELASTICS :  The  St.  George's  Brand Elastics,  including  the  well-known 
"  Violet"  Quality,  Braids,  Cords, 

Garter  and  Loom  Elastics. 

COTTON   WEBBINGS   and  BIND- INGS :  Skirt  Bindings  (single  and 
duplex),    Glace    Bindings,   Tapes, 

Galloons,  Stay  Bindings,  Hat  Bindings.etc. 

Here  you  have  the  fast  selling  lines,  the  lines  for  YOU. 

MENDING  WOOLS  &  SEWING 

COTTONS.  The  St.  George's 
and  Crusoe  All- Wool  Mendings 

are  noted  for  their  softness  and  Strength 
in  wear,  their  Smoothness  in  working, 
and  their  high  quality  and  finish.  Crusoe 
Cottons    are    an   equally   famous    line. 

NAME    LABELS,    HANGERS   and 
LOOPS  for  Coats,  Shirts,  Mantles, 
etc.     This  is  a  notable  speciality 

of  ours. 

TO  WHOLESALERS.— Get  in  touch  with  us  AT  ONCE  for  fuller  particulars  of 
ALL     OUR     LINES.   We    will     do     our    part    with     prompt    service. 

i  iiiiii  mi  him  mi  inn  inn  mi  mi  i  mi  inn 

WHOLESALE  ONLY : 

FAIRE  BROs  &  Co.,  Ltd.,  LEICESTER, 
LONDON  :  Faire  Bros.  &.  Co..  Ltd.,  19  Fore  Street.  E.C.  2. 

SOUTH  AFRICA  i  Davies,  Gnodde  &.  Smith.  1  Strand  Street. 
Port  Elizabeth. 

MELBOURNE:  Alfred  F.  Smith.  2  Fink's  Buildings.  Elizabeth Street.  Melbourne. 

SYDNEY:    Alfred   F.    Smith,    39    Queen    Victoria    Buildings, 
George  Street. 

ENGLAND. 

CHRISTCHURCH  :  Robert  Malcolm,  Ltd.,  79  Lichfield  Street. 
Also  Auckland,  Wellington,  Dunedin. 

BOMBAY  :  F.  A.  Filmer  &  Co..  Gaiety  Buildings.  Hornby  Road. 

NORWAY  :  Hermod  Rils,  Grev  Wedels  Plass  4,  Christiania. 

SWEDEN :    Anglo-Amerikanska   Import   A.B.   Skeppsbron  3, 
Gothenburg. 

DENMARK  :  Adolf  Berendt.  St.  Kongensgade  36/8,  Copenhagen 
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The  Fine  Scotch  Underwear 
with  the  Fine   Scotch  Finish 

DESCO— the  first  Scotch  Under- 
wear  to  be  guaranteed  unshrink- 

able, was  placed  on  the  market 
twenty-three  years  ago  and  has  been 
sold  ever  since  on  the  distinct  under- 

standing that  shrunken  garments  will 
be  replaced. 
The  value  of  the  guarantee  lies  in  the 
fact  that  in  the  event  of  shrinkage  the 
wearer  is  compensated,  but  the  fact  re- 

mains that  the  guarantee  is  almost  orna- 
mental, for  Pesco  in  practice  is  really 

what  it  claims  to  be. 
If  there  is  no  doubt  about  Pesco  Wool, 
there  is  still  less  doubt  about  Pesco 

unshrinkability.  Given  ordinary  treat- 
ment, Pesco  comes  through  the  ordeal  of 

washing  with  flying  colours,  and  here  is 
the  point,  saves  both  wearer  and  dealer 
all  consequential  trouble. 

Sole  Makers: 

PETER  SCOTT  &  CO.J  LIMITED 
HAWICK       -       SCOTLAND 

London  (England):  CareyHouse,  CareyLane,  E.C.  2 

Agents  in  Canada: 

Messrs.  C.  &  A.  G.  Clark,  35  Wellington  St.  West,  Toronto 
Mr.  R.  C.  Poyser,  516  Drummond  Building,  Montreal 
Messrs.  Hanley  &  Mackay.Co.,  62  Albert  Street,  Winnipeg 

Showcards,  Window  Tickets  and  Literature  Supplied. 

Enquiries   invited. 

The  Pesco  Range 
Obtainable  in  Pure  Wool  and  Silk 

and  Wool  textures- — For  T.adies  —  Combinations.  Vests. 
Spencers.  Bodices,  Drawers.  Knick- ers. Nightdresses,  Eib  Vests,  etc., 

etc. 
For  Children  —  Combinations.  Night- 

dresses, Sleeping  Suits.  Shirts, 
Trousers.    Knickers,    etc..    etc. 

For  Infants — Binders,  Wraps.  Kilt- 
lets.    Gowns,    etc. 

For    Gentlemen   —    Shirts,     Trousers, 
Combinations,    etc.,   etc. 

Also Pes"o  Hose  and  Half  Hose  in  Black 
Colours  and  Mixtures 

and 
Pesco   Sports  Coats.    Jumpers,    Under- 
vests.      Sweater     Coats.      Scarfs 
Caps    in    the  latest    styles    and    colour 
effects. 

Guaranteed  Unshrinkable 
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BRADFORD  OFFICE 

195/6  SWAN  ARCADE 

BRADFORD. A.B.C    5"£6VEf  WESTERN  UNION  (5  LETTER), 
BENTLY,     MARCONI    INTERNATIONAL- 

AMERICAN     AGENTS 

j£W.  BASTARD  (BOSTON)  Cc 
184   SUMMER   ST BOSTON.  U.S.A. 

TELECRAPHIC  ADDRESS'YARNS" LEICESTER..  TELEPHONE  2470-1 

ill 
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Some  Notable 

Finishes 

Discerning  Buyers  pin  their  faith  on 

goods  dyed  and  finished  by  the  Brad- 

ford Byeis'  Association  Limited,  re- 
cognizing that  the  foundation  of  their 

worth  is  RELIABILITY. 

Patterns  showing  finishes  and 

full  particulars  may  be  obtained 
on  application  to 

"LUMENA" 
— the  most  successful  and  beautiful 
finish  for  artificial  silks. 

"WULMELLA" 
— a  rich,  mellow  finish  for  woolen  dress 

goods. "SUPASAYDA" 
is  a  cotton  fabric,  finished  with  a  silk- 

like texture  and  brilliancy. 

"VOILENA" 
greatly  enhances  the  natural  charm  of 
cotton  voile. 

"SUNBRITE  MARQUISE 

DE  LUXE" is  a  finish  for  cotton  Venetian  Linings 

that  gives  lustre  and  depth  of  shade 
second  only  to  silk. 

„^=  =THE  =77 

Bradford  Dyers'  Associations U? 
MANCHESTER 

6  OXFORD   ST 
ST  PETERS   SO. 

BRADFORD 
LONDON 

128  V  129 
ChEAPSI0E.E:C2. 

(copyright  ) 
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From  the  Home  of  the  PURE  SCOTCH  TWEEDS 

WE  SPECIALIZE  IN 

Highest  Class  Pure  Scotch  Tweeds,  Worsteds,  Etc 
FOR 

LADIES'  and  GENTS'  WEAR 
A  Hearty  Invitation  is  Extended  to  All  CANADAIN  Buyers  to  visit  Our  Mill 

PETER    ANDERSON,  Manufacturer 
BRIDGEMILL GALASHIELS SCOTLAND. 

TELEGRAMS: 

WAKEFUL 

GLASGOW 

CODE: 

A.B.O. 

5TH  EDITION 

WILSON&CO. 
48    ALBION    STREET 

GLASGOW 

Manufacturers 

Ecru    and    Colored    Madras     Muslins, 

Coin  Spots  and  Figured  Harness 

Book  Muslins  Robe  Muslins 

Voiles 

Anglo-Swiss   and    Broche  Muslins, 

"Wilsco"  Lawns,  "Zelette" 
LACE   CURTAINS 

LACE   NETS 

TEXTILE  SMALLWARES 

JAMES  CARR  &  SONS,  LIMITED 
CLARENCE  MILLS 

Clarence  Street,  Chester  Road 

MANCHESTER 

Manufacturers  of  all  classes  of  Webs, 

Cords  and  Bindings,  in  cotton,  wor- 

sted and  linen  ;  Curtain  Webs,  Edg- 
ings, Layon  Borders,  Blind  Cords, 

Carpet  Binding,  Cotton  Banding,  etc 

Original  Patentees  of 

CARR'S  WOVEN  LADDER  TAPE 

WHOLESALE     ONLY 

Agent  for  Canada : 
Mr.  D.  F.  MOORE 

Manchester  Building,  Melinda  Street, 
TORONTO 
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\$orralls 
rastto-RubbingDyes 

tfChifforv  finish 
for   

Velveteens 

The  Velveteens  that 
give  real  pleasure  and  complete  satisfaction  in 
wear  are  those  dyed  by  J.  &  J.  M.  Worrall,  Ltd., 
the  Premier  Velveteen  Dyers  of  the  World. 
Whatever  the  make — or  the  colour — you  should 
always  ask  for  a  guarantee  that  the  cloths  are 
in  Worrall's  Fast-to-Rubbing  Dyes. 

J.  &  J.  M.  Worrall,  Limited 
MANCHESTER, 

are  not  merchants.  All  enquiries  for  velveteens 
in  their  dyes  should  be  sent  through  the  usual 
wholesale  channels. 

»ects»,««*«» 
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SHEETS 
and  SHEETINGS 

" — the  standard  product  of  the  British 

Market—99 Steadily  maintain  that  irreproachable  quality  which 
has  made  them  famous  and  appreciated  throughout 
the  world. 

The  reputation  of  the  makers  is  a  guarantee  of  the 

worth  of  Rigg's  Sheets. 

Made  only  of  specially  selected  pure  cotton.  Contain 

no  filling  matter  whatever. 

RIGG'S  SHEETS  give  most  wear  with  the  highest 
degree  of  comfort.     They  neither  shrink  nor  roughen. 

Look  for  the  name  "Rigg's  Sheets"  on  the  selvedge.     Accept    no    substitutes. 

Rigg's  Motto:  Quality  at  a  Consistent  Price 
Canadian  Agents: 

From  Vancouver  to  Winnipeg:  E.  W.  Dean  &  Son,  32 
Seymour  Street,  Vancouver,  B.C. 

East  of  Winnipeg:   Mcintosh,  Banfield  &  McCleiland. 
25  Toronto  Street,  Toronto. 

Sole   Manufacturers: 

Rigg  Brothers,  Limited 
Cotton  Spinners  and  Manufacturers 

i  since  1836. 

6    Mosley   St.,   Manchester,    Eng. 
Cables:  Rigg  Brothers,   Manchester 

: 

3f^.ira^^iffggii^3n^^ 
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WHOLESALE 
WOOLLEN  MERCHANTS 

1 .  Brown 

a  n  d  white checks. 

2.  Black 

a  nd  white 
ivith  purple 
stripe. 

3.  Blue  and 
tan  mixture. 

4.  Blue  and 
tan  mixture 
with  blue 

stripe. 

5.  Black 

with  n  a  r- r  o  w  white 
stripe. 

6.  Brown 
and  purple 

mixture. 

Our  large  and  varied  Range  comprises :  COSTUME  CLOTHS  in  Tweeds.  DON- 
EGAL AND  HARRIS  EFFECTS,  DYED  CHEVIOTS  and  FRIEZES,  DYED 

BLANKET  CLOTHS,  VELOURS.  In  colours  and  fancy  checks.    JACKET 

CLOTHS,  MANTLE  CLOTHS,  LADIES '  SCARVES  and  TRAVELLING  RUGS. 

We  cater  entirely  for  the 
Ladies'   Trade   in 
PIECE  GOODS 

"SCOBRO"  materials  impart  to  the  wearer 
that  important  sense  of  satisfaction  and  con- 

fidence that  comes  with  the  knowledge  that 
the  material  is  always  correct,  always  smart, 
and     always     dependable — 

for    "SCOBRO"    invariably  ScOtt     BrOS.    &    Co. 
(Proprietor     -     Wm.  Scott) 

means— "THE  BEST." 

All  orders  and  enquiries 
receive  our  most  careful 
and  immediate  attention. 

WILTON  MILLS, 
HAWICK, 

SCOTLAND 
Cables: 
Scobro  Hawick 

Codes:  Marconi 
ABC,  6th  Edition 

LONDON  WAREHOUSE:  14  WATLING  ST.,  E.C.  4 
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ANDERSON     &     THOMSON 
103  UNION  STREET,    -  -     ABERDEEN 

Cables  :     "  Woollens  Aberdeen  " 

WHOLESALE  WOOLLEN  MERCHANTS 
SPECIALIZE    IN 

SCOTCH,  ENGLISH  and  IRISH  SUITINGS  IN  CHEVIOT,  SAXONY  AND  WORSTED, 

HOMESPUNS,  SERGES,  COATINGS  AND  LADIES'  COSTUME  CLOTHS 
London  Office:     59  Gresham  Street,  E.  C.  2.  Established  1773. 

LION  CREST  FABRICS 
CASEMENTS 

We  keep  up  our  large  variety  in  27in.,  30in.,  and  50in. 
Casements.     Best  value  on  the  market. 

CRETONNES 

Extensive  range  in  30in.     Domestic  and  Sateens. 

Specially  in  50in.  Reversible  and  50in.  Taffeta  Duplex. 
High  class  and  latest  styles. 

Through  Wholesale  and  Shipping  Only. 

JAUFFRED  &  GARIEL 
Manchester,  England. 
CANADIAN  REPRESENTATIVES 

George  H.  Napier,  417,  Coristine  Building,  MONTREAL 
Andrew  Wilson     -     -     -     91,  Albert  Street,  WINNIPEG 

JOHNIWATSON 
EAGLE  DOWN  QUILT  WORKS 

  £on  M  MANCHESTER,         -        ENGLAND 
Manufacturers  of  REAL  DOWN  and  KAPOK  Comforters 

Embroidered  and  lace  insertion  BED  SPREADS, 

CUSHION  COVERS  and  CASEMENT  CURTAINS 

Eagle  Chamoisette  dusters  and  polishers 
CANADIAN  REPRESENTATIVES         _,  t«iiMnic»D»/D     \      l-  L   I 

Messers  R.  H.  Ball  &  Company  Sole  proprietor  of  "LINWEAR    (Re
g)  a  h.gh  class 

716  Empire  Buildings.  cotton  cloth  with  the  wear  and  appearance  of 
64  Wellington  Street  West,     Toronto,  Ont.  LINEN 

Mr.  J.  F.  Hughes,  30  John  Street,  Montreal. 

Miss  Watson  will  again  be  visiting  Canadian  Representatives  in  the  Fall 
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Decorations  by 
DOBSONS  and 
MBROWNE&gl? 
(The  Amalgamated  firm^ 

Wholesalers  and 

Importers  onlv 

•  Factories'— 
Meadows  MilLNottin^Kam 
A       .1      Of  JTM-VI 

Beeston  ■ 
Victoria  Mills,Draycott 

Burn'Road  Mills, 

•DarveUIB." 

•Head  Offices:- 
Station  Street 
Nottin<sham,Eri£. 

Cables  :-Brun,Nottingham.Eng 

"Direct  Representative:  MR.  A.  J.  BURROWS 

The  Mark  of  Fine  Merchandise 

"Viyella" 
"Aza 

(Reg'd) 

(Reg'd) 

"Clydella" 
(Reg'd) 

Unshrinkable  Flannels 

-are  sold  'by  better-class  stores  in  every 
corner  of  the  English-speaking  world. 

The  registered  trade-mark  of  the  origin- 
ators [and  (manufacturers  of  Viyella  and 

its  sister  fabrics  is  accepted  by  discrimi- 

nating purchasers  every-where  as  an 
absolute  guarantee  of  quality,  depend- 

ability and  lasting  value.  Are  you  amply 

provided  to  meet  the  Fall  demand  for 
these  fabrics? 

Patterns  and  Price  List 

available  on  request. 

WM.  HOLLINS  &   CO.,  LTD. 
(of  England) 

62  Front  Street  W.,  Toronto 

45  E.  17th  Street,  New  York. 
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KING'S  CELEBRATED 
SCOTCH  WINDOW  HOLLANDS 

have  been  made  for  one 

are  recognized  throughout 

most  saleable  shading.  They 
are  unshrinkable,  fast  colors 

and  widths.  To  insure  get 
ers  are  advised  to  Examine 

Also  inside  Holland  Tab  on 

that    each    bears    name    of 

hundred  and  forty  years  and 
the  world  as  the  best  and 

are  unequalled  for  quality, 
and  made  in  all  colorings 

ting  genuine  goods,  custom- 
Tickets  and  Paper  Bands. 

nid  of  each  piece  and  see 

"John  King  &  Son." 

SOLD  BY  ALL  LEADING  WINDOW  SHADE  JOBBERS Made   by 

JOHN  KING  &  SON 
GLASGOW,  SCOTLAND 

Established  1775 

Canadian  Representatives  :  CAMPBELL,  SMIBERT  &  CO.,  MONTREAL  and  TORONTO 

HOSIERY 
WHOLESALE 

A?ROTf^ 

AND 

SHIPPING  ONLY        ̂ ^ 

GLOVES 
The  WORLD-FAMED  "Aberdeen"  and 
Scotch  knit  milled  woollen  gloves,  (men's, 
ladies'  and  children's),  ladies'  and  maids' 
woollen  gauntlets,  woollen  jumpers,  sports 

coats,  caps,  and  scarves,  men's  union  cash- mere shirts  and  pants  (unshrinkable), 
men's  worsted  and  all-wool  shirts  and  pants, 

fingering  and  wheeling  half 

hose,  miners'  hose,  men's 
knicker,  top  hose,  ladies'  finger- 

ing and  cashmere  hose,  chil- 
dren's fingering  and  wheeling 

combinations. 

Motor  Driving  Glove 
(WOOLLEN) 

HARROTT  &  CO.,  Ltd.  (Es,Sed) ABERDEEN,    SCOTLAND 
CODES:  A.B.C.  6th  Edition     BENTLEYS     LIEBERS.  CABLES:  HARROTT  ABERDEEN. 

Agents:    E.  H.  WALSH  &  CO.,  LTD.    -    63  BAY  STREET,  TORONTO 
AND    AT   MONTREAL,   VANCOUVER,    WINNIPEG 

FLEECY 

LINED 

LEATHER 
BOUND 
LEATHER 
PALMS 
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The  Motherland's Finest  Fabrics 
CP.  A.  Fabrics,  by  reason  of  their  high- 

•  grade  quality,  their  exclusive  and  dis- 
tinctive designs,  have  attained  a  position  of 

pre-eminence,  and  every  care  is  taken  that 
nothing  shall  compromise  this  reputation. 

THE  Canadian  Representative  for  The  Calico  Printers'  Asso- 
ciation, Ltd.,  is  Mr.  Edward  Foster.     He  carries  samples  of 

all  the  CP.A.  Fabrics  and  will  be  pleased  to  exhibit  these  to, 

and  receive   enquiries  from,  traders    interested    in    high-class 
voiles,   prints,   sateens,   drills,    printed   handkerchiefs   and   fur- 

nishing fabrics,  and  the  well-known  specialties: 

Grafton     Voile,      Potters'     Prints,     Cepea 
Serge,  Sheenore,  Gemarkord,  Cylkcel,  etc. 

Shadow  Tissues  for   Draperies  and 

Upholstering,  30  and  50  inches  wide. 

Address  your  communications  to: — 

MR.  EDWARD  FOSTER, 
426,  Coristine  Bldgs., 

20,  St.  Nicholas  Street, 
MONTREAL, 

and 

710,  Empire  Buildings, 
64,  Wellington  Street,  West, 

TORONTO. 

The  Calico  Printers  Association 
Limited 

England 
Manchester 
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To  be  had  from  any  of  the  Leading  Wholesale  Dry  Coods  House 

ruiiTttTimiiiiiiriiTrmiMiiiimiiTfmiiniTiniinTriiTiiiTis 

Robert  Morton  &  Sons 
MUSLIN    MANUFACTURERS 

34  Albion  Street,  Glasgow 

SPECIALTIES 

Buckrams  -  Sparteines  -  Marlys 

MILLINERY  MUSLINS  IN  BLACK, 
WHITE  and  COLORS 

ALSO 

PALE  BOOKS,  NAINSOOKS, 
LAWNS,  INDIAN  LINENS, 
PERSIAN  LAWNS,  CHECK 
CRINOLINES,  MADRAS  and 
HARNESS    MUSLINS,    Etc. 

CABLES:       MORTON,      GLUSCOW CODE:       MARCONI 

Canadian     Representative 

STRACHANS,  LTD. 
Empire  Building,  64  Wellington  St.  West 

TORONTO 

DOMESTIC 
UTILITY 
TOYS 

The  Toys  for  Economy 
These  cleverly  designed  toys  are  constructed  of  Dusters, 
Scouring  Cloths.  Dish  Mops,  Clothes  Pegs  and  other 
articles    of    real    household    use. 

After    providing    a    wealth    of    amusement    for    the    children, 
they   give    long   and    useful   service    in   the   home. 
Domestic     Utility     Toys     will     appeal     to     Mothers     with     a 
large    family    and    slender    purse.      Four    popular    patterns — 
AUNT   SALLY— SAMBO— LUOKY    SPRITE— DOG   TOBY 

DEAN'S 
"DAMASCLENE" 

DOILIES 
WASHABLE  FEEDING  MATS 

The    range    comprises    four    pretty    designs — Windmill-Land 
—  Baby  Ducks  —  Siee-Saw  —  Nursery  A.B.C.  —  in  a  pleas- 

ing   blue   on    "Damasclene"    Cloth. 
Dean's    "Damasclene"    Doilies — 

Feel   like   Damask, 
Wash   like   Marble, 
Look   like    Pictures,   and 
Cost    less    than   either. 

They    protect    the  table    and  its    cloth,    and  meet    a    real 
need     in     providing  Hygienic  Feeding     Mats  for     Babies. 
Their    cost    is    soon  recovered  by    the    saving  on     Laundry 

Bills.  * 

Canadian  Selling  Agents  for  Dean' 3  Rag  Book.  Co.,  Ltd.  London  Eng 

BARTON  &  IMRIE 
Room  19,    34  Victoria  Street 

TORONTO 
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I    ABERDEEN    GLOVE    I 
COMPANY,  LTD. 

70  CHAPEL  STREET.  ABERDEEN 
A.B.C.  CODE,  5th  EDITION        | 

Makers  of  the  | 
FAMED  ABERDEEN  GLOVE 

|  Specialties  :  I 

MEN'S.  LADIES'  AND  CHILDREN'S 
KNITTED  WOOLLEN  GLOVES,  GAUNTLETS,  etc. 

Agents  : 
|      JAMES  CROIL  &  SONS        ARCHIBALD  WRIGHT  &  CO.       1 

ST.  NICHOLAS  BLDGS.  32  SILVESTER  WILLSON  BLDC,  = 
MONTREAL  WINNIPEG 

Tiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiininiiiiniiiiiiiniiiininiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiini^ 

'■■'-' 

INFANTS  FOOTWEAR  Limited 

LONDON,  ENGLAND 

Soft  Sole  Shoes 
in  Kid,  Silk, 

Poplin,  Wool, 
etc,  and  Hard 
Sole  Shoes, 

Children's  Woolly-Wear,  Bonnets, 
Gaiters,  Mitts,  etc. 

CANADIAN     BRANCH 
GREENE-SWIFT     BUILDING 

LONDON,      ONTARIO. 

MILLINERY  AND  HABERDASHERY  WIRE, 
Chenilles,  Hat  Braids,  Dress  and  Mantle, 

Cords  and  Girdles,  Artificial  Silk,  Braids  and  Rib- 
bons, Russia  Braids,  Embroidery  Silks,  Tassels 

Pom,  etc.  Upholstery  Cords  and  Trimmings,  Scroll, 
Argyle,  Saddle  Bag  and  Flat  Gimps,  DRESS 
FRINGES,  Tassels,  etc. 

MADE  IN  SILK,  COTTON,  WOOL,  ETC. 

ARTIFICIAL  SILK  STRAW  BRAIDS 

for  MILLINERY  HAT  MANUFACTURING 

SUPPLIERS  TO  WHOLESALERS  AND  SHIPPING  HOUSES 

Shipping  and  Strictly   Wholesale  Trade   Especially    Catered  Fo 

♦XX* 

The  most  expensive  — 

And  the  most  -- 

Economical  thing  -- 

In  business  — 

Is  experience. 

Getting  it  — 

Is  expensive  — 
Using  it  -economical. 

It  is  expensive  — 

To  experience  — 

Poor  sales  service  -- 

But  economical  — 

To  use  Kelly  Service  — 

For  it  Is  the  result  -- 

Of  the  acid  test  — 
Almost  three  decades. 

This  is  no  time  — 

To  experiment  — 

With  your  sale  — 
Or  untried  service  — 

For  while  you're  learning  -- 
Opportunity  passes. 

Better  let  me  prove  — 

My  statements. 

It's  your  move. 

<^>P.  DAVENPORT 
Bridge  St.  Mills,  -  Macclesfield,  England 

Telegrams :   Davenport,   Macclesfield. 

MANCHESTER  OFFICE:  39  PICCADILLY 

Can.  Agent:  R.  C.  PARSONS,  213  CLOSE 
AVENUE,   TORONTO. 

^^^mbm^kto-,^^,^^^ I 

1     T.  K.  Kelly  Sales  System 

|     2548  Nicollet  Ave. 1     Minneapolis.  Minn. 

J     Size   of    my    stock   

Name   

I      City   -State- 

§te»«^**n?>*^««.^^ 
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Autumn 
We  are  carrying  now  in  our 

stock  in  Toronto  a  full  range  of 
colors  in  all  kinds  of  silk  materials. 

We  are  importers  of  the  best 
French  Silk  fabrics. 

Exhibition  Visitors 

of  the  Trade 
are  cordially  invited  to  call  at  our 
Showrooms  when  in  Toronto.  Make 

our  office  your  headquarters  for  our 
location  will  be  convenient  for  you 
at  all  times. 

In  Stock 
Canton  Crepe 

Crepes  Georgette 
Crepes  de  Chine 
Liberty  Satins, 

Ninons,  On  Yellow 

Chiffons  and     .    Boards  only. 
Printed  Novelties 

on 
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TO  THE  MERCHANTS. 

If  you  have  not  already  done  so,  we  suggest,  that  you  order  your 

requirements  for  Autumn  Trade,  NOW,  otherwise  when   the  de- 

mand comes,  you  may  not  get  your  requirements  filled. 
' 

Our  Travellers  are  now  showing  for  Autumn  1921 

MEN'S  UNDERWEAR             and     SOCKS 

WOMEN'S  UNDERWEAR     and     HOSIERY 

DRESS  GOODS                          and     MANTLE  CLOTHS 

BLANKETS,  FLANNELS        and     HOUSE  FURNISHINGS. 

Our  immediate  attention  and  efficient 

service  given  to  mail  orders. 
! 

The  W.  R.  BROCK  COMPANY,  LIMITED 

Wholesale  Dry  Goods 

MONTREAL 

/                            \ 
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C.M.C. 
ANNOUNCEMENT 

We  are  pleased  to  advise  the  Dry  Goods  Trade 
that  we  are  now  in  a  position  to  execute  orders  for  the 
genuine  C.  M.  C.  Hose  Supporters,  that  you  formerly 
bought  prior  to  war  days. 

When  the  Mill  which  always  supplied  us  with 
clasps  was  unable  to  make  delivery,  owing  to  munition 

work,  we  endeavored  to  have  the  clasps  made  else- 
where but  with  no  measure  of  success.  Therefore,  it  is 

with  great  gratification  that  we  are  now  able  to  supply 
you  with  precisely  the  same  goods  as  many  of  you 
handled  continuously  from  the  year  1903,  when  we  first 
introduced  C.  M.  C.  Hose  Supporters  in  Canada. 

We  are  making  this  Announcement  for  the  reason 
that  many  customers,  although  desirous  of  having  a 

clasp  hose  supporter  again,  were  still  under  the  impres- 
sion that  we  could  not  deliver  the  genuine  goods. 

As  prices  are  falling  slightly  from  time  to  time  we 
shall  be  glad  to  quote  prices  on  application. 

C.  H.  WESTWOOD  MFG.  CO.,  LTD 
Manufacturers  of 

Men's,  Women's  and  Children's  Hose  Supporters. 
TORONTO 

JrrTTTTiTXJttr&ttTsrTEEriisnz^^  r  -  :  I :  i 
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Wholesale   General   Dry  Goods,  Woollens,  Carpets,   Women's 

Ready-to-Wear,    Men's   Furnishings,    etc. 

To  the   Trade— 

We  announce  our  annual  Exhibition  Sale  to  take  place  as  usual  during  the 

two  weeks  of  the  Canadian  National  Exhibition — August  27th  to  Septemb- 

er 10th. — This  great  event  presents  an  excellent  opportunity  of  combining 
business  with  pleasure,  allowing  merchants  and  their  buyers  to    visit    the 

Toronto  market  and  procure  immediate  Fall  sorting  merchandise. 

W        In  this  connection  we  take  great  pleasure  in  announcing  to  our  friends  in  the 
trade  that  we  have  an  attractive  well  assorted  stock  awaiting  inspection 

including  staple  and  general  lines  in  particular  demand  at  this  season.  It 

is  advisable  to  point  out  to  our  customers  that  owing  to  the  slowing  up  of 

production,  the  reserve  of  ordinary  merchandise  will  be  quickly  disposed  of, 

and  therefore  prompt  action  to  protect  individual  stock  requirements  seems  a 

necessary  precaution. 
• 

It  is  anticipated  that  a  large  attendance  of  buyers  will  come  to  Toronto  this 

year,  to  many  of  whom,  we  trust  to  have  the  privilege  of  extending  a  wel- 
come and  to  have  the  opportunity  of  demonstrating  the  value  of  our  goods 

and  convenient  business  facilities. 

Warehouse-  Cor.  Bay  and  Wellington  Sts. 

TORONTO 

aoc-    r&s 8'  SS  ^^^^=^=r-^ 
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Economizing  on  Overhead  Expenses 
"The  Time  Has  Come  To  Economize  On  Overhead"  Says  Prominent  Dry  Goods  Mer- 

chant— Old  Methods  Must  Be  Abolished — Cutting  Salaries — The  Re-arrange- 
ment of  Departments — Efficiency  Of  The  Staff. 

THE  TIME  has  come  to  econo-
 

mize upon  overhead,"  said  a 
prominent  dry  goods  merchant 

to  Dry  Goods  Review,  this  month.  "As 
we  all  know,  the  value  of  turnover  in 
dollars  and  cents  increased  greatly  dur- 

ing the  war  and  especially  in  the  case 
of  the  retailer  this  must  be  brought 
down  during  the  coming  months,  before 
attention  is  turned  to  anything  else. 
Our  profits  up  till  last  year  were  fic- 

titious profits,  they  were  meant  to  be 
used  for  a  definite  purpose,  not  squan- 

dered on  personal  pleasure  after  the 

manner  r>f  shameless  profiteers.  I  may 
even  go  so  far  as  to  say  that  profiteering 
was  legitimate,  when  the  profits  were 
laid  aside  against  the  day  when  values 
would  decline  as  they  are  doing  now, 
and  were  available  in  the  form  of  a  re- 

serve on  which  to  base  replacement 
values.  I  do  not  consider  that  one  had 
to  be  a  prophet  to  foresee  all  this,  it  was 
all  so  perfectly  logical.  When  prosper- 

ity comes,  we  are  all  justified  in  taking 
our  share  of  it,  but  when  the  period  of 
keen  competition  sets  in,  then  the  quick- 

er we  regain  a  stable  basis  of  prices,  the 
better  for  us  all.  Throat  cutting  in  busi- 

ness is  one  of  the  attendant  evils  in 
this  period  of  deflation,  and  we  want 
to  avoid  that  particular  form  of  busi- 

ness as  far  as  possible,  for  we  are  apt 
to  find  that  the  man  from  whom  we  are 
trying  to  steal  business,  can  be  a 
very  thorough  throat-cutter  too,  and  we 
shall  have  gained  nothing  by  our  ef- 

forts. My  personal  belief  is  that  the  re- 
tailer should  combine  his  merchandising 

account  and  his  budget  in  one,  and  give 
away  as  little  as  he  possibly  can.  What  I 
mean  is,  that  he  is  entitled  to  sell  his 
service  now  as  part  of  his  stock,  and  his 

one  idea  should  be  to  "get  the  long 
green"  and  educate  his  customers  to  ap- 

preciate the  difficulties  under  which  he 

is   operating." 

Must   Abandon  Old    Methods 

"Most  businesses  need'  reorganizing 
now,"  hecontinued,  "as  few  of  us  can 
continue  along  the  old  methods  unless 
we  wish  to  remain  classed  among  the 
unprogressives  in  the  trade.  I  think  the 
question  of  overhead  expense  is  the 
most  important  to  be  considered,  as  I 
have  said,  in  order  to  ascertain  where 
retrenchment  can  best  be  made.  A  great 
many  retailers  would  find  that  if  they 
would  cut  out  the  maintenance  of  a  de- 

livery system,  which  means  the  upkeep 
of  a  livery  stable  or  a  garage,  a  number 
of  drivers,  bills  for  repairs,  etc., 
that  an  enormous  saving  could 
be  effected,  if  a  contract  is  made 
with  a  local  express  company  for  cer- 

tain hours  of  the  day.  Customers  should 
be  encouraged  to  carry  their  parcels  in 
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Above  is  a  reproduction  of  the  card  system  referred  to  in  the  ac- 
companying article.  Explaining  it  to  Dry  Goods  Review,  our  informant 

said : — 
On  the  upper  card  is  the  name  of  the  article,  the  department  in  which 

it  is  sold  and  the  retail  price. 
Then  on  the  left  we  have  the  stocktaking  and  the  receipts  with  the 

File  No.  of  the  invoice  and  the  invoice  price. 
On  the  right  of  card  we  have  returns  to  Manufacturers  or  Transfers 

to  a  Reduced  or  Advanced  Retail  Price. 

On  the  lower  card  we  have  the  total  number  of  sales  per  month,' 
which  are  taken  from  a  sales  sheefc  kept  daily,  therefore,  during  February 
we  only  sold  1  pair  but  we  reduced  five  (5)  pairs  to  $1.00,  which  made  our 
disbursements  from  this  stock  six  (6)  pairs,  on  the  list.  March  the 
stock  was  267  pairs,  we  received  during  March  as  per  front  of  card  180 
pairs,  making  stock  at  end  of  month  447,  during  March  we  sold  22  pairs, 
leaving  our  stock  at  end  of  month  425  pairs. 

dry  goods  stores,  just  as  they  do  at  gro- 
cery stores  or  butcher  shops,  or  else 

it  might  be  announced  that  free  deliv- 
ery will  be  provided  on  purchases  over 

a  certain  amount.  This  would  be  an  es- 

pecially good  plan  where  suburban  de- 
liveries are  concerned,  as  several  out  of 

town  families  could  pool  their  purchases 
together  and  save  our  delivery  man 

many  an  extra  trip." 
Cutting  Salaries 

"Another  saving  which  should  be  ef- 
fected if  possible,  is  on  salaries  paid 

to  the  staff,  especially  if  they  have  been 
rather  highly  paid  during  the  war  years. 
I  am  in  favor  of  a  10  per  cent,  cut  in  all 
wages,  and  I  have  personally  explained 
to  my  staff  that  this  is  really  no  hard- 

ship in  comparison  with  the  loss  which 
the  average  owner  or  manager  of  a 
store  has  to  take.  Our  own  loss  has  been 
more  than  20  per  cent,  all  round,  proof 
of  which  I  demonstrated  to  the  sales 
staff  in  a  conference,  and  I  am  glad  to 

say  that  my  explanation  was  cheerfully 
accepted  and  no  trouble  whatever  has 

arisen  from  the  reduction  in  wages." 

Watching  Departments 

"Another  point  to  look  into  carefully 
this  year  is  the  question  of  the  profits 
derived  from  each  department,  and  to 
eliminate  any  one  which  is  not  standing 
on  its  own  feet,  so  to  speak.  I  believe 

that  we  need  to  build  up  the  entire  busi- 
ness, of  course,  but  it  is  generally  better 

(Continued  on   page  41) 
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Showing  What  the  1921  Dollar  Can  Do 
Fall  of  1921  Will  Be  a  Good  Time  to  Show  That    the    Dollar    Can  Be  Made  to  Work 

Harder  Than  in  1920— The  Use  of  the  Window  in  Illustrating  the  Price  Argu- 

ment— Comparative  Values  Not  Comparative  Prices — A  Co-oper- 
ative Effort. 

METHODS  of  driving  h
ome  the 

P'ice  argument  in  fall  merchan- 
dising are  quite  as  important  as 

the  knowledge  that  the  price  argument 

is  to  be  an  outstanding  factor  of  busi- 
ness. It  i?  useless  to  admit  a  principle 

unless  some  effort  is  made  to  put  it 
into  effective  practice.  If  people  are 
looking  for  good  merchandise  at  prices 
which  show  a  considerable  recession 

from  those  of  a  year  ago,  something 

more  should  be  done  than  merely- 
telling  them  so  in  cold  black 

and  white  print.  It  is  better  to 
bring  the  truth  right  before  their  very 
eyes.  Impressions  that  are  conveyed 
through  the  eyes  are  more  lasting  and 

more  effective  in  bringing  about  re- 
sults than  any  other  impressions. 

Hence,  the  popularity  of  the  moving 

picture.  They  stimulate  the  imagin-. 
ation,  they  exert  an  influence,  they 
leave  an  impression  in  a  way  that  far 
surpasses  every  other  method.  They 
also  stimulate  desire  and  attract  atten- 

tion. Every  merchant  has  the  same  op- 
portunity as  the  moving  picture  in  bring- 

ing home  a  message  by  leaving  an  im- 
pression, stimulating  a  desire,  work- 

ing an  influence  through  mediums  that 
are  open  to  his  merchandising  plan. 

Window    Displays 

Conditions  have  never  offered  better 
or  bigger  opportunities  for  effective 
and  original  window  display  work  than 
they  offer  this  fall.  The  window  should 
be  made  to  play  a  big  part  in  fall  mer- 

chandising. And  the  price  arugment 
should  be  used  in  every  window  where 
it  is  possible  to  do  so.  People  will  be 
looking  for  fall  openings  with  a  new 
idea  in  the  back  of  their  heads — How 
are  prices  going  to  be  this  fall?  How 
are  they  going  to  compare  with  a  year 
ago?  How  do  they  compare  with  pre- 

war? It  seems  to  us  that  no  effort 
should  be  spared  to  answer  this  impor- 

tant question  through  the  medium  of 
window  display   work. 

Comparative    Values 

We  say  "comparative  values",  not 
"comparative  prices",  that  is,  it  occurs 
to  us  that  the  use  of  comparative  prices 
in  the  ordinary  acceptation  of  that 
phrase  is  still  inadvisable.  As  a  mat- 

ter of  fact,  it  seems  to  us  that  the 
wisest  time  to  use  comparative  prices 
is  only  during  a  sale.  We  would  not 
suggest  that  it  will  be  wise  to  use  show- 
cards  stating  that  such-and-such  an 
article  was  so  much  and  is  now  so  much. 
That   is   the  use  of  comparative   prices. 

Comparative    values    is    quite   another 
phase  of  the  question.     Merchants  know 

that  better  values  are  being  given  in 
merchandise  today  than  were  given  a 
year  ago.  Workmanship  has  reached 
a  more  efficient  standard,  better  mater- 

ials are  being  used,  the  whole  tone  of 
merchandise  is  better,  and  a  new  pride 
can  be  taken  in  displaying  and  advertis- 

ing values.  By  comparative  values  we 
mean  the  practical  demonstration  to 
the  consumer  that  his  dollar  will  go  con- 

siderably farther  in  the  fall  of  1921  than 
it  went  in  1920.  That  is,  after  all,  what 
the  consumer  wants  to  have  demonstra- 

ted to  him;  he  wants  to  feel  hat  his 
dollar  can  do  better  work  for  him  than 
it  did  the  previous  year  because  he  may, 
on  the  one  hand,  have  fewer  of  them; 

or,  on  the  other,  general  economic  con- 
ditions may  be  forcing  him  into  re- 

trenchment. He  will  require  many  ne- 
cessaries of  life,  but  he  wants  them  at 

the  least  possible  price. 

How    To    Demonstrate 

As  time  goes  on  new  methods  of 

bringing  this  argument  home  to  the 

pocket  book  of  the  consumer  will  em- 
erge. It  occurs  to  us,  however  that  many 

displays  might  be  arranged,  having  back 
of  them  the  one  big  idea  that  values  are 

better  than  a  year  ago.  How  can  this 

be  shown?  In  the  department  store  it 
could  be  shown  in  many  ways  and  with 

many  lines  of  goods.  Take,  for  instan- 
ce, $50.  or  $100.  as  a  given  amount  that 

the  consumer  may  wish  to  spend.  Per- 
haps there  might  be  a  dozen  articles 

(included  in  the  necessaries  of  life)  that 
could  be  purchased  with  that  $50  or  that 
$100  in  the  fall  of  1920.  Make  .a  dis- 

play of  them  in  the  window  or  in  one 
section  of  a  window.  In  another  sec- 

tion of  the  window  or  in  another  win- 
dow altogether  display  the  same  dozen 

or  so  articles,  adding  to  them  a  number 
of  others  that  could  be  purchased  with 
the  same  $50  or  $100  in  the  fall  of  1921. 
No  better  display  could  be  arranged  to 
show  the  increased  value  of  the  dollar, 
and  let  us  emphasize  the  fact,  no  better 
argument  could  bring  results  this  fall 
than  an  argument  that  shows  that  the 
dollar  has  a  greater  power  to  satisfy 
human  needs  in  1921  than  in  1920. 

For    Different    Stores 

This  idea  can  be  worked  out  in  dis- 
playing ar.y  kind  of  merchandise  in  any 

kind  of  a  store.  Suppose  it  is  a  man's 
wear  store.  Take  a  suit  of  clothes  that 
could  be  purchased  for  $65  in  the  fall 
of  1920.  Display  it  in  one  section  of 
the  window.  In  the  other  section  of  the 
window  show  what  the  same  $65  will 
purchase  in  the  fall  of  1921.     It  might 

be  found  that  this  $65  would  go  a  long 

way  toward  purchasing  a  complete  out- 
fit— surely  an  impressive  argument  to 

the  man  who  is  looking  for  the  oppor- 
tunity to  make  his  dollars  do  harder 

work  than  a  year  ago. 

If  a  number  of  articles  are  on  display 
an  arresting  window  could  be  arranged 
by  having  a  double  display  of  the  same 
articles  either  in  the  same  window  or  in 

adjoining  windows — better  in  one  win- 
dow. Little  showcards  could  be  used  on 

each  of  the  articles.  From  these  arti- 
cles ribbons  might  be  run  to  the  same 

article  in  the  other  section  of  the  win- 
dow. And  on  the  'article  in  this  section 

of  the  window  the  1921  fall  price  might 
be  shown.  Such  a  window  should  carry 
a  powerful  argument. 

A    Co-operative   Effort. 

Where  merchants  in  different  towns 
and  cities  are  on  friendly  enough  terms 
to  co-operate  in  a  scheme  of  this  kind 
one  whole  week  might  well  be  devoted 
to  bringing  home  to  the  people  of  that 
town  or  city  the  message  that  their  dol- 

lars can  serve  them  better  in  1921  than 
in  1920.  If  the  display  men  in  all  the 
retail  stores  would  get  together  to  ar- 

range displays  of  this  nature,  spreading 
over  a  week's  time  we  believe  it  would 
bring  surprising  results  to  retail  men 
all  over  the  country.  A  great  deal 
of  local  interest  and  pride  could  be  ar- 
roused  over  a  co-operative  effort  of  this 
kind.  A  note  might  well  be  interjected 
that  a  more  prosperous  town  or  city 
would  result  from  spending  their  dollars 
at  home.  Make  no  mistake  about  it, 
every  human  effort  will  be  made  to  get 
the  dollars  out  of  town  by  those  interes- 

ted in  getting  them  out  of  your  particu- 
lar town  or  city.  The  way  to  meet  it  is 

to  show  the  consumer  in  your  town  or 
city  not  only  that  his  dollar  is  bigger 
than  it  was  in  1920  but  that  it  is  bet- 

ter for  his  town  and  as  good  for  his 
pocket  book  that  he  spend   it  at  home. 

The  Murphy-Gamble  Company,  Sparks 
St.,  Ottawa,  seem  satisfied  with  their 
experiment  of  a  five  day  week  for  July 
and  August.  The  bargains  offered  on  a 
Friday  for  the  two-day  business  in  one, 
generally  had  the  effect  of  gingering 
up  business  and  helped  to  pull  up  salev 
to  the  regular  level.  There  is  no  shadow 
of  a  doubt  but  that  the  employees  have 
been  able  tc-  give  more  efficient  service 
especially'  as  the  snmnyr  tamed  out  op- 

pressively hot  and  for  such  a  long  time 
that  human  nature  was  strained  to  a 

point  when  politeness  was  a  task  for 
those  who  generally  smile  through  any 
thing. 
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J.  E.  Sansregret  Chosen  in  Quebec 
Succeeds  G.  J.  A.  Filion  as  President  of  The   Quebec  Branch  of  The  Retail  Merchants 

Association  —  Enthusiastic  Interest  Shown  By  Members  In  Recent  Con- 
vention in  Montreal —  Matters  of  Interest  to  Every  Merchant  Taken  Up. 

GENERALLY  credited  with  being 
the  most  successful  convention  of 

its  kind  that  has  so  far  been  held, 
the  Fourteenth  Annual  Convention  of 

the  Retail  Merchants'  Association  of 
Canada,  Quebec  Provincial  Board,  is  now 

a  matter  of  history.  The  convention, 

which  was  well  attended,  was  held  in  the 

Place  Viger  Hotel,  Montreal,  P.Q.,  in 
mid-July. 

From  the  accompanying  photograph, 
taken  on  the  steps  of  Frontenac  Brew- 

eries, Limited,  a  good  idea  may  be  se- 
cured of  the  class  of  men  who  were 

present.  There  were  a  good  many  more 
but  they  were  not  on  hand  when  the  pho- 

tographer pressed  the  button. 

Officers    of    the    Association. 

The  three  smiling  gentlemen  right  in 
the  centre  of  the  picture,  front  row, 
reading  from  left  to  right,  are:  Joseph 
F.  Elie,  First  Vice-President;  J.  E.  Sans- 

regret, President,  and  M.  Lapointe,  sec- 
retary of  the  Quebec  Branch  of  the  Re- 

tail Merchants'  Association,  to  whom 
"Dry  Goods  Review  is  indebted for  the  information  in  this  article.  E. 
Sauve,  Second  Vice  President,  is  the 
gentleman  in  the  dark  suit  looking  over 
the  shoulders  of  Mr.  Sansregret  and  Mr. 
Lapointe.  Henry  Walters,  of  Ottawa, 
may  be  seer,  in  the  grey  suit  to  the  left 
of  the  officials. 
The  convention  was  opened  with  an 

address  of  welcome  by  Aid.  J.  E.  Sans- 
regret, representing  Mayor  Martin  of Montreal. 

G.  J.  A.  Filion,  president  of 
the  Quebec  Provincial  Board,  occupied 
the  chair  and  extended  a  warm  welcome 
to  the  visiting  members.  He  thanked 
them  for  their  attendance. 

At  2.30  p.m.  of  the  first  day,  an  auto- 
mobile promenade  was  made  of  the  city 

and  from  4  p.m.  to  6  a  tour  of  the  Mont- 
real harbor  was  made  on  the  harbor  boat, 

Sir  Hugh  Allan,  through  the  courtesy 
of  the  secretary  of  the  Harbor  Com- 

mission, who  accompanied  the  party,  ex- 
plaining all  the  works  and  plans  for 

development.  At  the  conclusion  of  the 
trip   all   were  served  with   refreshments. 

At    8    p.m.    the    annual    banquet    was 

held  in  the  Place  Viger  Hotel  and  proved 
a  big  success. 

President    Filion    Retires 

Henry  Watters,  of  Ottawa  Ont., 
and  treasurer  of  the.  Dominion 

Association,  assisted  with  the  ceremo- 
nies and  delivered  his  address  in  the 

French   language. 

The  Quebec  Government  was  repre- 
sented by  Mr.  Bladeau  who,  with  Presi- 

dent Filion,  also  spoke. 
The  convention  finally  got  down  to 

business  at  10  a.m.  on  Wednesday,  when 
the  election  of  officers  took  place. 

G.  J.  A.  Filion  who  has  so  ably  guided 
the  association  for  the  past  three  years, 
was  again  proposed  as  president,  but 
declined  to  stand,  as  he  thought  it  only 
fair  to  give  someone  else  a  chance. 

J.  E.  rSamsregret  was  then  'elected 
President;  Joseph  F.  Elie,  First  Vice- 
President;  E.  Sauve,  second  Vice-Presi- 

dent; M.  Lapointe,  Secretary,  and  G. 
Filiatrault,  Treasurer. 
A  review  of  what  the  association  has 

done  for  the  retail  merchant  was  given 
the  members  and  problems  facing  the 
retail    trade    were   also   discussed. 

The  members,  as  a  whole,  took  a  more 
active  interest  in  the  association  than 

ever  before.  The  necessity  for  the  re- 
tail trade  being  organized  and  the  reali- 

zation of  the  work  done  by  the  associa- 
tion brought  about  this  feeling. 

Little   Behind  the  Times. 

An  interesting  case  brought  to  light, 
during  the  convention  was  that  of  a 
man  in  a  town  in  Quebec  who,  until  he 
attended  the  convention,  did  not  know 
the  luxury  tax  had  been  removed  from 

patent  medicines,  etc.  He  had  con- 
tinued to  use  and  attach  war  tax  stamps 

on  his  sales.  He,  needless  to  say,  was 

not  previously  a  member  of  the  associa- tion. 

The  members  of  the  association  are 

particularly  enthusiastic  over  the  sys- 
tem of  insurance  which  is  handled 

through  the  association.  This  system  is 
such  that  a  member  can  insure  his  busi- 

ness or  home,  properties  and  contents, 
at  the  regular  insurance  rates  and  at 
the  risk  carried,  receive  a  dividend  on  his 
premfium.  This  year  the  dividend  is 
35  per  cent,  and  during  the  past  ten 
years  it  has  varied  from  25  per  cent,  to 

40  per  cent.  This  arrangement  is  only 
made  with  members  of  the  Retail  Mer- 

chants' Association  and  has  been  used 
as  a  wonderful  means  of  increasing  the 
ranks  of  the  association,  the  dividend 

usually  more  than  offsetting  the  mem- 
bership fee. 

Some  Questions  Taken  Up. 

Matters  that  have  been  taken  up  by 

the  association  with  the  Federal  Gov- 
ernment this  year  include  the  follow- ing: 

Amendment  to  the  law  on  opium  and 
other  narcotics. 

Duty  on  American  magazines. 
Amendment  to  the  law  on  fraudulent 

advertising. 

Amendment  to  the  Criminal  Code  to 
forbid    hazardous    competitions. 
Amendment  to  the  Criminal  Code  to 

prohibit  such  methods  as  were  used  by 
the  Certificate  Shoe  Co. 
Amendment  to  the  Criminal  Code  to 

prohibit  the  Three  Card  monte  game. 
Amendment  to  the  Criminal  Code  to 

prevent  manufacturers  from  giving  cou- 

pons. 

Amendment  to  the  law  allowing  an 
extension  of  time  for  the  sale  of  oleo- 
margarine. 
Amendment  to  the  law  of  Maple  Pro- 

ducts. 
Amendment  to  the  law  on  Failures. 

Amendment  to  the  law  on  gold  and  sil- ver stamping. 

Amendment  to  the  law  on  weights  and 
measures  to  the  effect  that  the  names 

of  those  who  bale  pressed  hay  will  ap- 
pear on  each  bale. 

Optional  regulation  allowing  merchants 
to  sell  wood  by  weight. 
Amendment  to  the  law  on  Weights 

and  Measures  to  allow  merchants  to  sell 
all  fruits  and  vegetables  by  weights  and 
to  establish  necessary  standards. 
Amendment  to  the  Law  of  Interpre- 

tation, to  define  the  words  "retail  mer- 

chant." 

Constitution  of  a  Committee  appoint- 
ed to  appear  before  a  special  committee 

of  the  Senate  whose  duty  it  is  to  inves- 
tigate the  costs  of  transportation  by 

mail   of  pai  eels   and   catalogues. 

Study  of  the  amendments  to  the  Copy- 
right   Law. 

Immigration:   Re  Merchant-tailors. 
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Price- The  Big  Factor  in  Fall  Trade 
The  Consuming  Public  Will  Be  on  a  Shopping  Expedition,  and  Will  be  Open  to  The 

"Price"  Argument— Farmer  Believes  He  Is  Paying  Too  Long  a  Price  And 

Accepting  Too  Short  A  One— Unemployment  And  Conservatism— The  Value  Idea. 

IT  IS  becoming-  increasingly  evident 
that  "  price"  will  be  the  outstanding 
factor  in  fall  merchandising.  It  is  an 

exact  reversal  of  conditions  of  two  years 
ago  when  price  was  immaterial,  when 

"the-higher-the-price-the-better-we-like- 

it"  motto  was  on  everyone's  lips — buyer 
and  seller  alike,  when  salesmanship  con- 

sisted of  handing  goods  over  the  count- 
er and  taking  money  for  it.  New  times 

and  conditions  require  new  methods.  The 
retailer  who  sits  back  and  says  to  him- 

self, "Well,  I  bought  goods  at  high  prices 
and  the  public  will  pay  the  shot  or  go 

without"  is  living  in  a  fool's  paradise — 
the  public  will  neither  "pay  the  shot" 
nor  "go  without" — necessaries  will  be 
bought  and  some  luxuries  indulged  in 
no  matter  the  times.  If  you,  Mr. 
Merchant,  d"  not  meet  competition 
either  local  or  out-of-town  competi- 

tion, you  will  be  the  sufferer,  not  the 
public. 

Growth  of  Shopping  Habit 

Some  few  months  ago  it  was  notice- 
able that  the  consuming  public  had  re- 

trenched from  the  1919-20  habit  of  buy- 

ing on  bight.  People  began  to  "shop," 
to  "look  around."  In  both  the  men's  and 
the  women's  wear  fields  it  was  the 
same.  The  idea  that  prices  were  too 
high  had  taken  its  first  lodgement;  the 
consumer  wanted  to  find  out  if  by  a 
little  extra  effort  a  certain  article 

could  be  bought  at  a  lower  price  "some- 
where else."  That  was  the  beginning  of 

the  "shopping  habit."  From  that  very 
moment  aggressive  merchants  began  to 
figure  on  lower  overhead  expenses,  a 
narrower  margin  of  profit  and  better 
salesmanship  on  the  part  of  his  staff. 
Every  day  that  these  three  important 
factors  in  merchandising  were  put  off 
meant  loss  of  business — to  somebody 
else — because  there  is  always  somebody 
else  who  is  a  keen  competitor  either  in 
or  out  of  your  town. 

The  shopping  habit  has  grown  apace 
and  will  be  more  noticeable  this  fall 
than  it  has  been  for  some  years.  There 
are  additional  reasons  why  it  should  be, 
reasons  that  have  developed  during  the 
past  few  months.  It  is  well  for  mer- 

chants in  all  parts  of  the  country  to 
realize  these  conditions  and  face  them. 

Price  of   Farm   Products 

The  basis  of  Canadian  prosperity  is 
the  farm.  Whenever  the  sun  smiles  on 
the  country  it  likewise  smiles  on  the 
city.  In  other  words,  when  prices  for 
farm  products  bring  a  fair  return  for 
the  amount  of  capital  invested  and  the 
labor  involved  industry  reflects  that 
condition  accurately.  Manufacturers  are 
kept  busy;  retail  trade  is  good;  there  is 

the  normal  demand  for  necessaries  and 
luxuries  alike.  But  when  the  price  of 
farm  products  falls  to  such  an  extent 
that  retrenchment  begins  with  the  great 

farming  community,  depression  is  no- 
ticeable. The  farmer  may  have  the  money 

but  he  won't  spend  it  till  prices  suit 
him.  And  today,  prices  do  not  suit  the 
farmer. 

What  Two  Farmers  Said 

Some  time  ago  the  writer  was  in  con- 
versation with  two  farmers.  He  put  to 

each  the  same  question.  "Is  there  any- 
thing you  want  that  you  could  and  would 

buy  if  prices  suited  you."  One  said  he 
wanted  a  disc  harrow;  the  other  wanted 

to  build  a  new  home  for  himself.  "If 
prices  of  the  things  you  require  should 
come  down  25  per  cent  during  the  next 
month  would  you  buy  your  disc  harrow 

and  would  you  build  your  house?"  was 
the  next  question.  The  answer  in  both 
cases  was  in   the   affirmative. 

The  farmer  believes  that  he  is  still 

paying  too  long  a  price  and  accepting 
too  short  a  price.  In  other  words,  he  is 

accepting  pre-war  prices  for  his  com- 
modities and  is  asked  to  pay  prices  for 

other  commodities  which  he  thinks  are 
too  high.  The  appeal  to  this  man  has 
got  to  be  convincing  and  satisfying.  The 
great  farming  community  which  is  the 
backbone  of  business  for  hundreds  and 
thousands  of  retail  men  in  this  country 
must  be  appealed  to  with  a  price  argu- 

ment that  convinces  them  that  fall  prices 
are  within  reason  and  truly  reflect  the 
readjustment  period  as  far  as  it  has 
gone.  The  farmer  may  be  looking  for 
lower  prices  than  will  be  offered  this 

fall — he  may  expect  prices  that  are  im- 
possible taking  into  consideration  the 

cost  of  production —  but  he  is  open  to 

sound  argument.  The  merchant's  argu- 
ment must  be  made  through  his  adver- 

tising, by  window  display  and  by  expert 

salesmanship.  The  "price"  note  should 
never  be  silent;  it  will  be  watched  for 
this  fall  and  winter  as  it  has  not  been 
watched   for   some    years. 

The   City   Retailer 
The  outlook  for  the  city  retailer  is 

much  the  same,  perhaps  not  quite  so 

good.  Th»  farmer  has  the  money  ana 
»\ill  spend  it  if  convinced  that  prices 
are  light.  There  are  many  in  the  cities 
who  may  be  unable  to  spend  even  if 
so  disposed.  The  unemployment  situa- 

tion is  pressing.  Unless  labor  does  its 
share  in  solving  the  problems  of  the 
readjustment  period  by  meeting  reason- 

able demands  for  lower  wages,  the  un- 
employment situation  may  not  improve. 

Unemployment  affects  more  than  the 
unemployod;  it  has  an  influence  on  all 
and  creates   a  tendency  to  conserve,  to 

buy   only   the    bare   neccessities,    to    re- 
trench generally. 

It  is  an  absolute  certainty  that  "shop- 
ping" will  be  popular  in  the  large  cent- 

res of  population.  Necessity  will  drive 
many  to  it;  the  desire  to  conserve  will 

drive  others.  The  "price"  appeal  must 
be  made  powerful,  irresistable.  People 
are  going  to  look  for  values  in  all  they 

buy.  They  know  they  can  get  it  in  an- 

other store  if  you  haven't  it — some- 
thing that  retailers  who  are  inclined 

to  skimp  their  stocks  should  bear  in 
mind.  They  are  not  going  to  be  met  with 

the  plea  "Oh,  we  can't  get  it;  it  is  not 
to  be  had" — at  least,  they  will  not  be 

satisfied  with  it,  They  will  go  "shop- 
ping" and,  ultimately,  will  get  what 

they  want  and  at  the  price  they  want  it. 

"Value    Idea" 
We  know  of  one  store  that  is  having 

unusual  success  in  promoting  the  "val- 
ue" idea.  That  is,  they  are  everlastingly 

driving  nome  the  argument  of  "price" 
and  what  money  will  buy  at  their  store. 
The  store  we  refer  to  is  one  that  uses  a 

full  page  advertisement  in  one  of  the 
western  Ontario  cities. 

"Our  Values  are  right;  you  are  the 

judge." 

"The  full  searchlight  of  truth  is 

thrown  on  our  values." 
"Do  you  notice  how  the  crowds  res- 

pond  to  our   advertising  of  values." 
"If  economy  rules  your  expenditures 

you  will  welcome  these  values." 
"Competition  is  active  but  we  meet  it 

with  values." These  are  some  of  the  flare  headlines 
that  stretch  right  across  the  face  of 
their  full  page  advertisements  form  day 
to  day. 

They  are  worth  studying,  and  the  big 
idea  behind  them- — that  price  will 
count — is  worth  grasping. 

Linen  interests  in  the  United  States 

have  filed  a  complaint  against  the  Ford- 
ney  Bill  on  the  ground  that  it  does  not 
afford  sufficient  protection  for  the  final 
product.  They  claim  that  the  treatment 
of  raw  and  semi-completed  material  is 
unfair  to  manufacturers. 

The  beaver  industry  of  the  province 
of  British  Columbia  has  virtually  been 
made  a  government  monopoly.  This  ac- 

tion has  been  taken  as  the  result  of  the 

discovery  of  a  highly  organized  smugg- 
ling ring  which  dealt  in  beaver  skins  in 

the  Pacific  province. 

Fuller  &  Son  of  Bancroft  whose  wool- 
len mill  was  recently  destroyed  by  fire 

are  preparing  to  commence  operations 
again  within  a  few  weeks. 
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B.  C.  Provincial  Board  R.  M.  A. 
Reviews  Its  Work  For  Past  Year 
Annual  Convention  is  Held  at  Duncan,  B.C.,  on  27toh  and  28th  of 

July — B.C.  Merchants  Are  Given  a  Goodly  Share  of  Credit  for 
the  Abolition  of  the  Luxury  Taxes — Many  New  Branches  Are 

Organized  in  B.C. 
By  staff  Correspondent    Dry    Goods    Review 

DUNCAN,  B.C.,  Aug.  1— The  Pro- vincial Board  of  British  Columbia 

of  the  Retail  Merchants'  Associa- 
tion of  Canada  met  in  Duncan  on  July 

27  and  28.  There  was  a  very  good  at- 
tendance of  the  members  and  many  mat- 

ters of  importance  to  the  trade  were 
discussed.  The  president,  M.  Y.  Phillips 
of  New  Westminster,  was  in  the  chair 
and  delivered  his  address  at  the  opening 
of  the  proceedings. 

Delegates  in  Attendance. 

The  delegates  attending  the  meeting  of 
the  Provincial  Board  of  the  R.M.A.  were 
as  follows:  G.  H.  Jacobson,  R.  W.  Smith, 
Walter  G.  Ing  (secretary),  Stanley  Ross, 
M.  G.  Phillips  (president),  Wm.  Kerr, 
A.  P.  G.  McDonald,  all  of  New  West- 

minster, B.C.,  Richard  Thompson,  North 
Vancouver,  D.  H.  Kent,  James  Hark- 

ness  (president  Grocers'  section),  H.  B. 
Neelsen,  J.  F.  McDowell,  grocer,  E.  E. 
Bent,  Roy  A.  Hunter,  Maclean  National 
trade  papers,  George  S.  Hougham  (sec- 

retary), R.  H.  Fairley  (organizer),  J.  T. 
Crowder  (president  Vancouver  branch), 
Arnold  B.  Derifield,  Frank  M.  Grey, 
Chas.  Stinson,  and  George  Herring,  all 
of  Vancouver,  J.  A.  Knight,  Ladysmith, 
Currie  G.  White,  Duncan  (druggist),  J. 
P.  Fink,  general  merchant,  Cranbrook, 
A.  Peterson,  R.  A.  Thorpe,  furniture 
dealer,  S.  R.  Kirkham,  grocer,  W.  N. 
Dwyer,  F.  G.  Aldersey,  Duncan,  L.  E. 
Richards,  baker,  A.  E.  G.  Cornwell, 
baker,  N.  B.  Whitley,  insurance  dept., 
A.  Brockhurst,  Walter  W.  Ballard,  Vic- 

toria, J.  H.  Ashwell,  Chilliwack,  Fred  G. 
Cox,  dry  goods  merchant,  Port  Alberni, 
Harvey  Murphy,  J.  C.  Dakin,  R.  H. 
Ormand,  George  E.  Armstrong,  Nanaimo, 
D.  Leckie,  hardware,  Kelowna,  A.  T. 
Bind,  furniture  dealer,  Port  Alberni,  T. 
J.  Wilcox,  hardware  and  Chas.  Marsh, 
auto  dealer,  Kamloops. 

President's    Address 

Tribute  to  the  retail  merchants  of 
British  Columbia  for  the  fight  they  put 
up  for  the  taking  off  of  the  Luxury  Tax 
was  paid  by  M.  G.  Phillips,  New  West- 

minster, president  of  the  British  Colum- 
bia Board  of  the  Retail  Merchants'  As- 

sociation in  his  annual  report  presented 
at  the  convention  in  Vancouver  recently. 
The  president,  in  dealing  at  length  with 
this  matter,  said  in  part: 

"Upon  no  subject  have  the  retailers 
of  this  Province  ever  stood  so  solidly 
together  as  they  did  upon  this  issue.  It 
was  a  most  remarkable  demonstration 
and  was  an  experience  for  your  execu- 

tive   officers   which   greatly   encouraged 

them  at  the  time  and  proved  beyond  a 
shadow  of  doubt  that  any  honest  and 
legitimate  thing  that  the  retailers  want 
to  do  can  be  done  if  they  only  want  it 
badly  enough.  The  first  shot  in  the  cam- 

paign in  B.C.  against  the  stamp  method 
of  collecting  the  Luxury  Tax  was  fired 
by  the  Nelson  Branch  and  the  finishing 
broadside  was  given  by  the  Vancouver 
Branch,  who  staged  a  demonstration  at  a 
luncheon  in  Vancouver,  at  which  the  Fed- 

eral members  for  the  Lower  Mainland 
weve  present,  who  were  informed  in 
language  that  could  not  be  mistaken  that 
the  retailers  of  B.C.  would  not  stand 
for  departmental  inefficiency  so  flagrant 
as  the  stamp  method  of  collection  was 
proved  to  be. 

B.C.  Board  in  the  Lead. 

"In  connection  with  this  issue  your 
provincial  executive,  assisted  by  an  ad- 

visory committee  of  representative  re- 
tailers, waited  upon  the  Hon.  Arthur 

Meighen,  Premier  of  Canada,  and  his 
Minister  of  Immigration,  the  Hon.  J.  A. 
Calder,  upon  their  visit  to  Vancouver 
and  presented  a  memorandum,  which  was 
printed  verbatim  in  the  Press  at  that 
time.  The  two  Ministers  were  obviously 
impressed  by  the  weight  and  sincerity  of 
the  arguments  presented  to  them  in  con- 

nection with  the  Luxury  Tax  as  a  whole, 
and  the  stamps  and  cancelling  machines 
in  particular,  and  your  Executive  offi- 

cers have  no  doubt  that  the  impressions 
created  at  that  time  and  deepened  by 
other  impressions  made  upon  the  Pre- 

mier upon  his  return  to  Ottawa,  were 

largely  responsible  for  the  Government's 
decision  to  cancel  the  Luxury  Tax  entire- 

ly. It  is  interesting  to  know  in  this  con- 
nection that  other  provincial  boards,  not- 

ably Alberta  and  Saskatchewan,  followed 
the  initiative  taken  by  the  B.C.  Board 
and  in  the  case  of  Alberta  the  same 
memorandum  that  was  presented  to  the 
Premier  at  the  Hotel  Vancouver  was 

again  presented  by  a  representative  dep- 
utation at  the  Palliser  Hotel  in  Calgary. 

E.  R.  Golding  Secured 

"The  feehnsr  of  relief  which  every  re- 
tailer experienced  in  connection  with  the 

abolition  of  the  Luxury  Tax  was  coupled 
with  ungrudging  admission  on  the  part 
of  members  and  non-members  alike,  ex- 

pressed privately  and  through  the  press 
that  the  Retail  Merchants'  Association 
was  largely,  if  not  wholly,  responsible 

for  the  removal  of  the  Luxury  Tax." 
It  was  pointed  out  by  the  president 

that  the  association's  credit  reporting 
and  collection  departments  are  now  un- 

der one  management,  E.  R.  Golding, 
formerly  departmental  solicitor  for  the 
Attorney-General  of  Alberta,  having  been 
secured  as  collection  manager. 

George  H.  Hougham,  secretary,  sub- 
mitted a  lengthy  report  in  which  he 

gave  a  comprehensive  review  of  the  work 
of  the  Association  during  the  past  year. 
Touching  on  the  question  of  membership, 
he  said  that  it  gave  him  a  great  deal  of 
pleasure  to  report  a  substantial  increase. 
"Our  membership  now  stands  at  882 

members  in  the  province,"  he  said,  "341 
of  whom  are  in  greater  Vancouver  and 
the  balance  of  541  scattered  throughout 
the  province.  The  total  membership  of 
882  is  represented  in  18  branches  in  good 
standing  which  shows  a  net  increase  of 
193  members  and  an  addition  of  5  organ- 

ized branches  since  the  convention  of 

1920." 

Work  of  Local  Organizations. 

While  the  secretary  expressed  satis- 
faction over  the  provincial  increase,  he 

was  not  so  encouraged  over  the  work  of 
the  local  organizations  throughout  the 
province.  In  his  report,  he  pointed  out 
that  there  seemed  to  be  an  altogether 
false  impression  on  part  of  new  mem- 

bers as  to  the  actual  meaning  of  mem- 
bership. Their  impression  seemed  to  be 

that  results  could  be  obtained  by  the 

R.M.A.  only  for  the  asking  or  the  seek- 
ing; whereas  it  was  a  fact  that  the  mere 

payment  of  a  year's  membership  fee  did 
not  bring  about  this  expectation.  There 
was  abundant  evidence,  he  said,  that 
members  joined  without  the  faintest  idea 
of  the  scope  of  the  association  or  its 
work,  or  of  their  privileges  as  members. 
Somehow,  he  said,  they  had  failed  to 

bring  about  that  personal  contact  be- 
tween the  individual  and  the  provincial 

or  the  Dominion  office  that  was  desir- 
able. The  suggestion  of  the  secretary 

was  that  this  was  due  to  failure  to  hold 
meetings  in  the  different  local  centres. 
"In  other  words,"  he  said,  "we  need  to 
commercialize  the  association  idea  and 
sell  it  to  each  individual  line  of  business 
in  a  practical  manner.  It  may  well  be 
that  after  the  idea  has  been  so  sold  and 
definite  results  obtained,  the  member 
may  have  so  far  advanced  along  the  line 
of  association  work  as  to  respond  to  an 
appeal  to  join  his  local  branch  for  the 
sake  of  lining  up  with  his  fellow  retail- 

ers on  common  ground,  but  this  must 
necessarily  be  a  later  development  and 

cannot  be  the  starting  point."  In  con- 
cluding this  part  of  his  report,  the  secre- 

tary urged  strongly  the  formation  of 
Continued   on  page  37 
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local  associations  as  links  in  the  bigger 
chain  called  the  R.  M.  A. 

Resolutions. 

Among  the  resolutions  passed  was  one 
calling  on  the  Dominion  government  to 

prohibit  further  Oriental  immigration  on 
account  of  the  large  number  of  returned 

men  out  of  employment;  another  asking 

the  provincial  government  to  co-ordinate 
with  the  Dominion  government  in  the 

assessment  and  collection  of  income  tax; 

a  third  making  it  an  offence  punishable 

by  three  year's  imprisonment  for  issuing 
a  cheque  for  which  there  are  no  funds 

if  the  cheque  is  issued  with  intent  to  de- 
fraud; and  a  fourth  asking  the  provincial 

office  to  obtain  the  views  of  the  mem- 
bership of  the  provincial  association  re- 
garding the  inauguration  of  a  system  of 

collective  buying  as  an  offset  to  the  com- 
petition of  the  mail  order  houses  and  to 

meet  manufacturers  and  wholesalers  who 
sell  direct  to  the  consumer. 

It  was  pointed  out  that  the  Existing 

Provincial  Shop's  Regulation  Act  Re- 
lating to  Early  Closing  is  considered  by 

the  Grocers'  section  of  the  R.  M.  A.  to 
be  inadequate,  inasmuch  as  it  does  not 
close  establishments  carrying  fruits  and 
confectionery  and  other  lines  of  mer- 

chandise other  than  groceries,  and  a 
large  number  of  such  establishments  are 
thus  permitted  to  sell  groceries  at  hours 
when  other  grocers  are  compelled  to 
close.  The  Shops  Regulation  Act  now 
effective  in  Manitoba  would  meet  the 
situation  in  Vancouver,  and  the  resolu- 

tion to  have  the  B.C.  Board  apply  for 
similar  legislation  at  Victoria  was  en- 
dorsed. 

Organizer's    Report 
R.  H.  Fairley,  provincial  organizer  for 

British  Columbia,  in  his  report,  stated 
that  from  March  last  up  to  the  present 
date,  87  new  members  had  been  added 
to  the  association  and  123  had  renewed 
their  membership.  On  the  trip  from  Vic- 

toria to  Courtenay  and  Cumberland  dur- 
ing the  month  of  December,  in  the  inter- 

ests of  the  provincial  Automotive  Retail 

Dealers'  section,  37  new  members  were 
obtained.  In  January  three  new  branches 
were  organized,  namely,  Ladysmith  with 
24  members,  Courtenay,  Cumberland, 
Comox  and  Union  Bay  with  22,  known 
as  the  Comox  district  branch,  and  Ab- 
bottsford  Local  with  a  membership  of 
12,  making  a  total  on  these  trips  of  95 
new  members.  The  organization  of  the 
baby  branch  has  just  been  completed  at 
North  Vancouver  with  a  membership  of 
23.  The  cost  to  the  association  including 
salary,  commission  and  travelling  ex- 

penses, is  $1404.65.  The  balance  accruing 
to  the  B.  C.  board  from  the  305  new 
members  and  renewals  amounts  to  $3,- 
660.  The  percentage  of  revenue  is  ap- 

proximately 40  per  cent. 
There  is  a  general  recognition  of  the 

valuable  work  which  this  association  is 
accomplishing  in  matters  of  legislation, 

mm 

J.   E.   DUFF. 

One  of  the  young  men  in  East- 
ern Canada  who  bids  fair  to  be  a 

most  successful  business  man — 
has,  indeed,  achieved  no  small  de- 

gree of  success  already — is  J.  F. 
Duff,  of  Ottawa.  He  is  thirty- 
three  years  of  age  and  is  already 

the  proprietor  of  two  stores  deal- 

ing in  general  dry  goods,  men's furnishings  and  footwear.  He 
started  in  business  in  the  capital 
in  the  year  1916  and  three  times 
since  then  he  has  been  obliged  to 
increase  the  size  of  what  was,  in 
the  beginning,  a  modest  little 
store. 
New  Branch  Store  at  Westboro. 

Recently  Mr.  Duff  opened  a  new 
branch  store  at  Westboro — a  small 
town  about  two  miles  west  of  Ot- 

tawa, havivng  a  population  of 
about  3,000  people.  It  is  on  the 
C.P.R.  line  and  is  also  served  by 
the  Ottawa  Electric  Railway  that 
runs  through  the  town  on  the  way 

to  "Britannia  on  the  Lake"  park. 
This  business  was  purchased  from 

J.  A.  Clarke  &  Co.,  Mr.  Clarke  being  forced  to  give  up  business  owing  to 
ill-health.  While  the  new  branch  store  is  not  quite  as  large  as  the  parent 
store,  it  is  still  very  much  of  a  city  store,  with  splendid  windows,  an  invit- 

ing entrance,  and  located  in  the  centre  of  the  block  that  constitutes  the 
business  secion  of  the  town. 

Exactly  Like  Parent  Store. 
Mr.  Duff  has  followed  the  policy  of  keeping  exactly  the  same  goods  in 

the  branch  as  in  the  parent  store  at  Ottawa.  Similarly,  the  same  window 
display  ideas  are  followed  in  the  one  store  as  in  the  other.  Mr.  Duff 
personally  manages  both  stores,  though  spending  the  most  of  his  time 
at  Ottawa.  He  attends  to  the  buying  for  the  two  stores  himself.  C.  A. 
Mills  has  been  placed  in  charge  of  the  Westboro  store;  he  lives  in  that 
town  and  is  well  known  to  all  its  citizens. 

Is  Well  Satisfied 
To  a  representative  of  this  publication,  Mr.  Duff  stated  that  he  was 

well  satisfied  witn  results  to  date.  "I  have  done  a  satisfactory  business 
for  the  length  of  time  we  have  been  there,"  stated  Mr.  Duff,  "and  I  have 
fvery  confidence  that  in  future  years  there  will  be  extra  good  trade  there. 

I  commenced  business  just  five  years  ago  and  have  come  'over  the  bumps' 
finely,  but  have  had  to  stay  on  the  job  all  the  time.  I  have  just  ended 
my  sixth  anniversary  sale  in  July  and  it  was  the  most  successful  one 
I  have  ever  held.  I  commenced  with  about  a  $4,000  stock  and  now  carry  in 
the  two  stores  in  the  neighborhood  of  $20,000,  although  a  year  ago  I  had 
more  than  that  in  my  one  store  alone.  My  stock  is  about  as  low  now  as  it 

is  possible  to  have  it." Mr.  Duff  was  born  at  Avonmore,  Ontario,  where  he  attended  public 
and  high  school.  He  took  a  business  course  in  the  Cornwall  Commercial 
College  and,  prior  to  going  into  business  for  himself,  was  connected  with 

the  "Peerless  Clothing  Store,"  of  which  he  was  manager  for  the  last 
three  years.  He  is  the  father  of  two  sons  who  already  have  claimed  as 
their  inheritance  the  two  stores  operated  by  their  father. 

luxury  tax,  sales  tax,  etc.  Individual  ser- 
vice to  the  members  should  be  given,  by 

assisting  them  in  their  income  tax  re- 
turns,   their   bookkeeping    problems,   etc. 

Work    of    Dominion    Executive 

G.  H.  McRobbie,  vice-president  Dom- 
inion Executive  Council,  R.  M.  A.  of  Can- 

ada, reviewed  the  work  of  the  Dominion 

Board.  He  outlined  legislation  that  the 
Board  had  been  able  through  their  ef- 

forts to  bring  about,  and  other  matters 
directly  dealing  with  the  retail  trade, 
with  which  the  executive  council  had  tak- 

en prompt  action  in  the  interests  of  the 
retail  merchants. 

M.  Cooper  &  Co.,  Bank  Street,  offer 
exceptional  bargains  in  fur  goods,  A.  J. 
Friman  places  $150,000  worth  of  fine 
furs  on  sale  at  generous  reductions,  the 

R.  J.  Devlin  Company  offer  all  the  new- 
est creations  at  bargain  prices,  and  A. 

J.  Alexander  Furs  show  by  a  list  of  com- 
parative prices  with  the  figures  pre- 

vailing in  1920  and  today's  quotations 
how  much  patrons  can  save  by  buying 
now  when  the  market  is  again  on  the 

upgrade  for  raw  furs. 

A  new  Ladies'  Wear  store  has  opened 

its  doors  in  Ottawa,  the  "Diana"  having 
begun  business  at  179  M:   Bank  St. 
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ON  YOUR  TOES 

'( )n  your  toes"'  is  one  of  the  slang  expressions  that  seems 
to  convey  a  well-intentioned  meaning  in  inelegant  Eng- 

lish. Tt  is  baseball  language  and  is  used  to  express  an 
attitude  of  a  base-runner  when  he  is  about  to"steal"  the 
next  base. 

The  expression  is  not  inapplicable  to  the  present  out- 
look of  the  retail  trade.  "On  your  toes"  is  a  healthy 

attitude  of  mind  these  days:  it  signifies  intensity  of  pur- 
pose, concentration  of  energy,  and  the  application  of 

even-  faculty  to  the  accomplishment  of  the  object  which 
may  be  in  view.  "On  your  toes"  is  the  position  a  well 
trained  runner  would  assume  were  he  trying  to  make  a 
record  on  the  track.  It  is  likewise  the  position  a  well 
trained  retailer  should  assume  when  he  looks  forward  to 

the  fall  merchandising*  season.  There  is  a  record  to  be 
made,  a  record  that  will  show  what  intensity  of  purpose, 
what  concentration  of  energy,  and  what  application  he 
has  given  to  his  business  this  fall.  There  are  retailers, 
__  essive.  energetic  and  unsleeping,  who  have  beaten 

last  year's  record  of  business  despite  the  fact  that  1920 was  an  extraordinary  year.  These  are  the  men  who  are 

"on  their  toes"  at  this  moment,  planning  for  the  fall  sea- 
son and  anticipating  a  bigger  fall  than  the  year  1020 

gave  them. 
We  read  in  the  paper  the  other  day  of  a  retailer  who 

said  that  he  was  minded  to  lock  the  door  and  go  away 
for  a  holiday;  in  consideration  of  the  business  he  was 
getting  he  felt  that  he  miiht  as  well  do  this  as  stay  on 
the  job.  Tt  is  not  this  spirit  that  will  carry  the  aggressive 
retailer  through  the  fall  and  winter  season  of  1021-22. 
It  is  the  man  who  has  made  up  his  mind  to  stay  right 
on  the  job  from  morning  till  nio;ht,  every  day  in  the 
week,  who  will  surmount  the  difficulties  of  the  coming 
fall  and  winter  season.  This  is  the  man  who  has  beaten 

last  year's  record;  be  will  beat  it  again  this  fall.  He  is 
the  man  who  is  "on  his  toes."  Like  the  baseball  player 
waiting  to  steal  the  next  "bag,"  he  has  planned  the 
method  of  attack,  his  energy  is  ready  to  expend  itself  in 
one  successful  spring  toward  the  goal  that  lies  ahead. 

He  is  ready  and  about  to  "get  away." 

TRUTH  IN  ADVERTISING 

At  the  Sixth  Annual  Convention  of  the  Pennsylvania 

Retail  Clothiers'  Association  recently  held  in  Scranton, 
Louis  Blumenstock,  advertising  director  of  the  Stix,  Baer 
&  Fuller  Dry  Goods  Company  of  St.  Louis,  delivered  a 
remarkable  address  on  the  above  subject  in  which  he  gave 
utterance  to  some  very  plain  statements  regarding  meth- 

od- of  advertising  that  have  recently  been  followed  by 

many  retailers  all  over  the  continent.  The  burden  of  his 

argument  was  against  the  use  of  comparative  figures,  es- 
pecially at  this  time  when  old  values  have  passed  into 

history.  lie  takes  the  attitude  that  we  have  taken,  name- 

ly, that  to  say  such  and  such  an  article  "was"  so  much 
and  "now"  is  so  much  is  misleading  and  tends  to  create 
greater  uncertainty  in  the  minds  of  the  buying  public. 
It  cannot  be  too  strongly  emphasized  that  everything  in 
the  retail  field  that  lends  itself  to  greater  stability  at  this 
time  is  altogether  desirable.  The  use  of  comparative 
figures,  except  in  a  sale  (and  September  is  no  time  for 
sales)  does  create  uncertainty  in  the  minds  of  the  custom- 

ers; they  wonder  how  long  it  will  be  before  prices  will 
take  still  another  drop.  The  use  of  comparative  figures 
in  seasonal  merchandising  is,  we  believe,  unwise,  partic- 

ularly at  this  time. 
Mr.  Blumenstock  believes  that  the  use  of  comparative 

figures  in  advertising  began  with  the  inauguration  of  the 

"Bargain  Day" — usually  a  Friday.  "The  people  wanted 
bargains"  said  Mr.  Blumenstock,  "so  the  merchants  gave 
them  bargains — at  least  in  their  advertising.  You  know 
and  I  know  every  merchant  knows  that  there  is  only  a 

percentage  of  bargains  available —  that  goods  cannot 
always  be  sold  at  a  reduction — that  about  00  per  cent  of 
your  merchandise  must  bring  the  full  percentage  of 
profit  to  cover  the  loss  on  the  remaining  10  per  cent  that 

you  are  compelled  to  sacrifice  at  the  end  of  the  season." 
"Eliminate  comparative  prices"  said  Mr.  Blumenstock 

in  another  part  of  his  address,  "and  you  are  going  to  elim- 
inate from  the  retail  field  the  retailer  who  does  not  belong- 

to  it — the  retailer  who  has  no  service  to  sell,  who  has  no 
sense  of  obligation,  who  does  not  look  upon  himself  as  a 
merchant,  who  does  not  recognize  his  store  as  an  insti- 

tution, who  does  not  expect  to  remain  in  the  community 

and  to  serve  it  intelligently  and  faithfully.  No  legiti- 
mate business  needs  to  fear  the  truth — and  there  is  no 

one  so  strong  as  the  man  who  is  right.  The  reason  why 
business  has  not  adjusted  itself  is  because  of  the  fears 
that  have  existed  in  the  minds  of  the  business  man  to 

change  from  a  method  that  he  knows  to  be  wrong,  be- 
cause he  is  not  confident  that  he  can  run  the  right  kind 

of  store  and  make  a  profit.  I  want  to  assure  each  one  of 
yon  that  he  will  run  a  better  kind  of  a  store  and  will  make 
more  progress  in  his  community  if  he  has  the  courage  of 
his  convictions  to  do  the  right  thing,  if  he  will  adopt  the 

right  principles,  will  adhere  to  them,  and  will  perform 
his  duty  to  his  community  in  a  conscientious  way. 

NOVELTIES 

Manufacturers  in  a  number  of  lines  are  striving  to 
market  novelties.  They  believe  that  the  present  is  a 

very  good  time  to  do  so  because  it  will  stimulate  bus- 
iness, it  wdll  create  a  desire  on  the  part  of  the  consumer 

to  possess  where  he  otherwise  would  not,  particularly 
because  he  is  leaning  strongly  toward  the  economy 
wave.  There  is  no  gainsaying  the  fact,  either,  that 
such  manufacturers  are  meeting  with  no  small  degree 
of  success  in  this  venture.  We  have  talked  with  many 
retailers  who  have  expressed  a  desire  to  buy  novelties 

for  this  very  purpose  — that  is  gives  them  something 
new  to  place  for  sale  to  those  who  will  buy  in  any  case. 

This  might  also  be  suggestive  to  the  retailer  in  an- 
other way,  that  is,  the  more  frequent  use  of  novelty 

display  windows.  The  consumer  can  very  frequently 
be  sold  on  the  street  as  a  passerby  and  there  is  nothing 
that  will  attract  his  attention  like  a  novelty  display. 
We  believe  that  the  fall  season  will  be  a  very  good  one 
for  such  displays  and  that,  if  used,  they  will  be  fruitful 
of  results. 
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Selling  an  Article  Should  Mean  Selling  the  Store: 

Single  Act  of  Salesmanship  Does  Not  Live  Alone 
Every  Sale  Made  Creates  An  Attitude  Toward    The    Store— Familiarity  Breeds  Con- 

fidence In  Customer's  Mind  And  Makes    For    A    Reliable  Salesman— Com- 
municating Information  Interestingly 

AS  has  been  pointed  out
  in  Dry 

Goods  Review  a  number  of  times, 
there  are  greater  possibilities  of 

increasing  turnover  through  effective 
salesmanship  than  through  any  other 
channel  of  the  retail  organization.  Ag- 

gressive merchants  are  realizing  this 
more  and  more  and  are  making  efforts 

to  reach  their  sales'  force  with  talks  or 
suggestions  on  salesmanship  either  in  a 
personal  way  or  through  the  medium  of 

a  house  organ.  In  some  stores,  the  pro- 
prietor has  his  stenographer  type  out 

some  particularly  good  thing  he  runs 
across,  be  it  relative  to  salesmanship  or 
some  other  phase  of  merchandising.  He 
then  passes  this  around  to  the  different 

members  of  the  sails'  force,  having  them 
note  by  their  signature  that  they  have 
received  the  copy  and  have  read  it. 
There  is  something  to  be  said  for  the 
effort  on  the  part  of  the  head  of  an  or- 

ganization getting  in  as  direct  personal 

touch  with  the  members  of  the  sales' 
force  as  it  is  possible  for  him  to  do. 

Merchandise    Specialization 
G.  Glen  Gould,  assistant  treasurer  of 

James  McCreery  &  Co.  of  New  York,  is 

ft  Rowing  the  plan  of  periodical  confer- 
ences with  the  sales'  force  of  the  differ- 

ent departments  in  the  store.  He  de- 
sires to  improve  the  efficiency  of  the 

sales'  force  by  making  each  one  famil- 
iar with  the  merchandise  they  are 

handling  and  enabling  them  to  present  it 
in  an  attractive  and  effective  way.  For 
instance,  he  held  one  conference  on 
Chinese  rugs  in  which  he  went  into  the 
f.nciert  history  of  the  Chinese  people, 

tracing  it  into~~the  manufacture  of  Orien- 
tal rugs.  Mr.  Gould  believes,  and  right- 
ly believes,  that  a  knowledge  of  the 

Chinese  people,  their  religion,  customs 
and  habits,  places  in  the  hands  of  the 

sales'  staff  a  better  weapon  for  effective 
salesmanship. 

Some  of  the  Points  Made 

This  article  is  not  a  report  of  Mr. 

Gould's  address;  we  have  selected  some 
of  his  main  sentences  and  are  enlarg- 

ing upon  them.  "Familiarity  with  the 
article  offered  for  sale  breeds  confidence 

in  the  customer's  mind"  is  one  of  the 
striking  sentences  of  his  address.  One 
of  the  first  essentials  of  good  sales- 

manship is  a  knowledge  of  the  article 
that  is  being  sold.  A  man  walked  into 

a  department  store,  into  the  men's  fur- 
nishing department.  He  was  attracted 

by  a  very  pretty  tie.  "Is  this  one  of 
the  newest  ties?"  he  asked  the  sales- 

man standing  behind  the  counter. 

"Oh,  I  guess  it  is  as  new  as  anything 
you  can  get  these  days,"  he  replied. 

Not    only    should    the    salesman    have 

been  able  to  give  a  satisfactory  reply 

to  the  question,  but  he  failed  to  under- 
stand his  customer  to  the  extent  that  he 

was  looking  for  something  stylish,  while 
the  salesman  gave  the  impresion  that 
his  whole  store  was  only  superfically  in- 

terested in  the  newest  things  to  be  had. 
A  careless  remark  of  this  kind  not  only 
loses  a  sale,  perhaps,  but  it  is  a  rank 
failure  on  the  part  of  the  salesman  to 
sell  the  whole  store  to  that  customer. 

A  Reliable  Salesman 

It  logically  follows  that  if  the  sales- 
man is  familiar  with  the  article  he  is 

selling  the  customer  has  confidence  not 

only  in  the  article  itself  but  in  the  sales- 
man as  well.  This  is  desirable  both 

from  the  standpoint  of  the  store  and  the 
salesman  himself.  A  salesman  with  the 
reputation  of  reliability  is  on  a  fair  way 
to  success.  If  customers  discover  that 

a  salesman's  word  can  be  absolutely  tak- 
en as  gospel  truth,  they  find  their  way 

back  to  that  store  and  back  to  that 
salesman.  If  the  proprietor  is  the  right 
kind  of  a  man  he  will  recompense  that 
kind  of  a  salesman;  if  the  salesman  ac- 

quires that  reputation  he  can  always 
cash  in  on  it.  Where  salesmen  are 

working  on  a  commission  basis,  reliabil- 
ity is  one  of  the  virtues  that  help  to 

make  the  envelope  on  Saturday  night 
bigger  than  it  otherwise  would  be. 

Communicating  Information 

Perhaps  the  idea  has  become  too  prev- 
alent that  there  is  no  romance,  no  in- 
terest other  than  the  mere  selling  of 

goods,  in  business.  That  idea  is  due  to 
lack  of  knowledge.  There  is  a  bit  of 
interesting  history  in  connection  with 
the  manufacture  of  nearly  every  artic- 

le that  is  sold  over  the  retail  counter. 

Why  it's  name?  Where  it's  origin? 
The  different  processes  of  it's  manufac- 

ture? It  is  not  always  possible,  de- 
sirable or  necessary  to  impart  this  in- 

formation. But  the  time  comes  when 
this  information  can  be  presented  in 
an  interesting  way  to  some  customer 
whose  hesitancy  in  buying  requires 
something  beyond  the  mere  statement 
of  price.  To  be  able  to  present  that 
information  requires  a  good  working 

knowledge  of  the  King's  English  and 
a  thorough  knowledge  of  the  article 
that  is  being  handled.  As  Mr.  Gould 
said  along  this  point  in  his  address, 
"Attract  the  customer  and  he  becomes 
responsive — develop  his  interest  and  he 
buys."  Those  two  things  can  only  be 
done  by  the  salesman  who  can  com- 

municate information,  first,  because  he 

has  the  information  at  his  fingers' 
ends;  and,  second,  because  he  can  com- 

municate it  in  an  intelligent,  interest- 
ing way. 

Selling  the  Store 
Engineering   the   store   spirit  is   one 

of    the    essentials    of    successful    busi- 

ness. Every  salesman  in  selling  one 
article  is  either  helping  to  sell  the 
whole  store  or  is  driving  system  away 
from  the  whole  store.  The  single  act 
of  selling  an  article  does  not  live 

alone;  it  brings  to  bear  on  the  pur- 
chaser's mind  an  influence  that  makes 

itself  felt  in  an  attitude  toward  the 
whole  store.  This  fact  should  never  be 

lost  sight  of.  Mr.  Gould  recognizes 
this,  although  he  does  not  enter  into 
direct  relationship  with  people  who 

come  in  the  store  to  buy.  "I  want  to 
tell  you  that  I  know  a  good  deal  about 
it"  he  said  in  referring  to  salesman- 

ship. "I  want  to  tell  you  that  I  know 
a  good  deal  about  it  from  the  hard  job 
of  talking  to  irate  customers  who  are 
angry  and  disgruntled  with  the  store, 
having  closed  their  accounts,  and  not 
only  are  not  coming  into  the  store 
again,  but  intend  to  tell  all  their 
friends  of  their  treatment  and  what 

they  think  of  James  McCreery  &  Co.  I 
have  had  the  job  of  selling  the  whole 

store  merchandise,  bookkeeping  depart- 
ment, delivery,  and  management  to 

these  customers.  Perhaps  you  don't 
think  that  is  'some  job'  in  salesman- 

ship. I  do."  It  is  "some  job"  without doubt.  But  the  solution  of  that  job  is 

a  store  spirit  that  operates  through 
salesmanship  to  the  extent  that  when 
each  article  is   sold,  the  store   is  sold 
with  it. — -»-   

ALMY'S   DEFEAT  GOODWIN'S  IN 
SOCCER 

Two  thousand  spectators  witnessed 
one  of  the  most  exciting  soccer  games 

ever  played  in  Montreal,  when  the  team 

of  Almy's  Limited  defeated  Goodwin's 
by  2 — 1.  Frantic  excitement  was  evi- 

denced by  the  spectators  throughout  the 

event,  and  the  result  ensured  the  cham- 

pionship of  the  Mid-Week  League  with 
Almy's  team  heading  the  table  by  one 

point. 
The  spectators  were  not  all  recruited 

from  Montreal's  two  large  department 

stores,  but  included  also  the  most  pro- 
minent officials  of  the  game  in  the  city. 

The  band  of  the  Royal  Montreal  Regi- 

ment was  present  to  enliven  the  memor- 

able scene  and  nine  of  Almy's  largest 
motor  trucks  loaded  with  enthusiastic 
"fans"  formed  a  parade  which  has  sel- 

dom been  witnessed  in  the  history  of 
football. 

The  event  has  gone  down  in  the  annals 
of  Montreal  sporting  events  as  one  of 

the  best  in  point  of  work  as  well  as  the 

most  enjoyable  of  social  occasions  that 

the  joint  stores  have  ever  pulled  off 

together. 

As  an  opening  event  over  800  Dresses 
in  various  materials  were  placed  on 
sale  while  an  added  special  was  Navy 
Blue  Tricotine  Suits  at  $49.50. 
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The  Markets  at  a  Glance 
Consumer  Demand  is  Being  Felt  More  and    More     in  Wholesale  and  Manufacturing 

Circles — Advance  in  Cotton  Prices  Strongly  Hinted — Reports  Indicate  That 
Retail  Trade  Has  Been  Very  Good  and  That  Stocks  are  Now  Clean — 

Some  Linen  Advances 

CONSUMER  demand  is  beginning  to  make  itself 

felt  mere  and  more  in  wholesale  and  manufactur- 

ing circle-.  In  other  words,  the  wholesale  and  the 
manufacturing  interests  have  daily  evidence  that  the 
shelves  of  the  retailer  have  been  pretty  well  cleared  out; 
the  high  priced  goods  have  gone  and  the  way  has  been 

made  clear  for  new  stocks.  While  the  orders  being- 
placed  with  travellers  or  those  coming  in  by  mail  are 
never  large,  they  are  becoming  more  frequent.  The 
director  of  one  of  the  Toronto  houses  told  Dry  Goods 
Review  that  of  all  the  retail  men  who  had  come  into  their 
house  within  many  recent  weeks  there  had  not  been  a 
single  one  who  had  stated  that  business  was  bad;  in  all 
cases  they  said  business  was  good  and  in  many  cases  that 
it  was  better  [ban  a  year  ago.  The  information  we  have 
gathered  from  many  sources  is  that  stocks  throughout 
the  country  are  now  well  in  hand  and  that  the  retail  trade 
will  lie  in  the  market  much  more  frequently  than  it  has 
been  during  the  last  few  months.  Incidentally,  this 
condition  shows  that  stocks  must  have  been  very  heavy 
when  the  turn  of  the  tide  downwards  started  some  months 

ago.  It  is  well  for  the  merchant  who  has  finally  made 
the  clean-up:  it  becomes  worse  and  worse  for  the  man 
who  is  still  hanging  on  to  high-priced  merchandse, 
believing  that  he  can  get  his  price  for  it. 

THE  PRICE  TENDENCY 

In  some  lines  of  women's  wear  and  dry  goods,  the 
price  arrow  indicates  the  upward  tendency.  This  is 
more  noticeable  in  cotton  goods  than  in  any  other.  We 
know  of  one  large  Canadian  mill  that  has  notified  the 
wholesale  trade  that  all  former  lists  have  been  with- 

drawn, pending  a  likely  revision  of  prices  upward.  Other 
mills  are  asking  for  a  submission  of  requirements,  when 
large,  before  a  price  is  given.  We  are  informed  that 
some  of  the  American  houses  doing  business  here  are 
telling  their  customers  that  they  will  not  accept  repeat 
orders  at  the  same  prices  as  the  first  ones.  It  is  not  hinted 
that  a  revision,  if  any,  is  going  to  be  a  stiff  one— that  is 
altogether  problematical.  But  it  now  seems  a-sured 
that  the  mills  are  back  to  a  productive  cost  basis  of  manu- 

facturing: in  other  words  .they  will  not  produce  without 
a  legitimate  profit.  Distress  goods  seem  out  of  the  field 
altogether  and  necessity  for  sale  appears  to  have  forsaken 
the  market. 

There  are  also  some  lines  that  may  go  still  lower.  We 
were  informed  that  some  further  reductions  may  be 
made  in  embroideries.  So  far  as  we  are  able  to  judge  of 
all  other  lines,  they  are  holding  very  firm.  It  is  prob- 

ably not  far  from  the  mark  to  say  that  in  nearly  all  lines 
of  dry  goods,  stocks  are  comparatively  clean. 

STAPLE  COTTONS 

Staple  cottons  are  moving  off  well  and  there  is  a  feeling 
in  the  whole-ale  houses  that  prices  are  going  to  advance 
again.  Just  how  much  is  not  even  guessed  at,  but 
one  of  the  Canadian  mills  has  withdrawn  its  lists  pending 
a  revision  of  prices  and  others  have  notified  the  trade 
that  any  considerable  orders  will  have  to  be  submitted 
before  prices  are  quoted.     American  agent-  have  notified 

their  customers  that,  on  some  lines,  they  will  not  repeat 
at  former  prices.  The  mills  are  becoming  quite  active 
again  and  they  have  let  it  be  known  frankly  that  they  will 
tint  manufacture  any  more  at  a  loss.  They  are  about 
to  operate  on  a  legitimate  basis  of  production  costs  and 
profit.  Wholesalers  state  that  stocks  are  clean.  While 
the  retail  trade  is  not  buying  in  large  quantities,  orders 
are  frequent:  wholesalers  are  keeping  step  with  the  retail 
trade  in  their  oi'ders  from  the  manufacturer. 

WOOLEN   DRESS   GOODS 

In  this,  as  in  many  other  lines  of  dry  goods,  fall  bus- 
iness for  the  most  part,  has  yet  to  be  done.  The  business 

done  by  travellers  has  yielded  only  a  small  proportion  of 
the  usual  fall  business  and  wholesale  houses  are  looking 

for  a  big  sorting  trip  when  their  travellers  go  out  in  Sep- 
tember. There  is  also  a  feeling  that  business  will  be 

very  good  during  the  exhibition.  Last  year  this  was  not 
the  case  because  a  great  deal  of  the  placing  business  had 
already  been  done  by  the  retail  trade.  This  year  this 
is  not  the  case  and  wholesale  houses  are  preparing  for 
numerous  visitors  wdio  have  long  lists  to  be  filled.  There 
has  been  little  doing  in  the  woolen  dress  goods  tor  some 
months  now.  While  there  are  small  quantities  of  piece 
goods  still  being  offered  at  very  low  prices,  the  impression 
is  very  strong  that  the  distress  goods  are  about  off  the  mar- 

ket now  and  that  manufacturers  will  not  go  ahead  with 
further  orders  until  they  are  assured  of  a  profitable market. 

DRAPERIES  AND  CURTAINS 

Business  in  these  two  lines  is  fair,  showing  a  slow  im- 
provement from  week  to  week.  One  encouraging  feature 

within  the  last  week  has  been  the  visit  of  many  of  the 
western  buyers  who  have  placed  good-sized  orders  for  fall. 
These  buyers  have  visited  other  departments  of  the  whole- 

sale houses  as  well  and  have  given  them  a  very  good  week. 
One  wholesaler  stated  that  the  past  week  had  been  an 
exceptionally  big  one  and  he  was  of  the  opinion  that  the 
consumer  demand  was  on  the  increase  and  was  being  felt 

by  them  because  stocks  were  clean.  Some  of  the  travel- 
lers in  the  western  field  have  had  an  even  better  year 

than  last  year  and  this  is  the  result  of  very  recent  buy- 
ing in  that  section  of  Canada. 

Recent  shipments  of  English  curtains  and  nets  for 
curtains  have  arrived  showing  about  a  fifty  per  cent 
decrease  over  the  price  of  a  year  ago.  The  losses  have 
already  been  taken  by  the  wholesale  trade. 

CARPETS  AND  RUGS 

Following  the  very  recent  reductions  in  carpets  and 
rugs,  business  is  yet  slow  but  the  feeling  is  that  with  a 
firm  price  till  the  end  of  the  year  business  will  reach  a 
fairly  normal  level  during  the  fall.  Some  of  the  Amer- 

ican mills  have  been  closed  down  for  some  considerable 
time  with  the  result  that  Americans  are  in  the  Canadian 

market  for  what  they  can  buy  particularly  in  Wiltons. 
The  prices  of  oil  cloths  and  linoleums  remain  firm. 

SILKS 

In  -Mine  of  the  Swiss  lines  there  has  recently  been  a 

sharp  advance  to  manufacturers'  agents.     Advances  on 
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some  of  the  English  lines  average  about  one  shilling. 

The  Japanese  market  continues  to  be  very  linn  with 

here  and  there  a  tendency  to  advance  a  little.  There  are 

still  a  few  odd  lines  that  are  being  sold  below  the  cost  of 

production  but  silk  men  say  that  these  will  soon  be  gone 
and  that,  from  that  time  on,  it  might  be  expected  that 

manufacturing  will 'be  resumed  only  on  the  basis  of  a 
legitimate  profit.  Wholesalers  believe  that  stocks  have 
been  cleaned  up  this  summer  and  that  there  is  very  little 
left  in  the  hands  of  the  retailer.  They  are  looking  for  a 

good  fall  trade  because  the  placing  business  has  been  very 

small  up  to  the  present  time.  The  Swiss  stocks  have 

been,  probably,  the  most  distressed  and  recent  advices 
are  to  the  effect  that  advances  have  been  made  from  5  to 

1Y-2  per  cent. 
NOTIONS 

Mail  orders  for  notions  are  showing  a  rapid  increase; 
still  another  indication,  say  wholesalers,  that  retail  stocks 
are  clean.  There  has  been  a  big  demand  for  woolens 

recently,  due  to  the  fact  that  many  ladies  are  knitting 
their  own  sweaters.  This  is  one  of  the  after-effects  of  the 
war.  Wholesalers  thought  that  the  knitting  habit  had 
almost  died  but  there  has,  to  all  appearances,  been  a  dis- 

tinct revival  of  it  during  the  last  few  weeks.  Some  of 
the  other  notion  lines  that  are  moving  well  are  beads, 
safety  pins  (which  have  recently  dropped  about  40  per 
cent)  and  rick-rack  braids.  Wholesalers  state  that 
they  have  experienced  difficulty  in  meeting  the  demand 
for  these  braids  because  the  manufacturers  have  been 

unable  to  supply  them.  • 

LACES   AND   EMBROIDERIES 

Spot  business  on  laces  has  continued  very  good  for 
some  weeks  but  the  demand  for  embroideries  i-  very 

small  and  some  lots  are  being  offered  at  very  low  price-. 
Manufacturers'  agents  here  stale  that  a  readjustment  of 
labor's  wages  in  these  lines  has  got  to  be  effected  and 
that  there  is  every  posibility  of  lower  prices  prevail n-. 

LINENS 

August  seems  to  have  seen  a  turn  in  the  tide  so  far  as  lin- 
ens are  concerned  if  the  result  obtained  by  an  agent  of  sev- 

eral of  the  big  linen  bouses  is  to  furnish  an  indication.  He 
slated  to  Dry  Goods  Review  that  he  had  a  good  year  in 
L920  but  that  he  is  now  ahead  of  last  year.  The  < linen 
market  is  stiffening  up  because  practically  all  the  distress 
goods  are  now  disposed  of  and  manufacturers  have  stated 
that  they  will  now  manufacture  according  to  order  and 
with  profit.  Many  of  the  Belfast  mills  have  sent  out  word 
to  this  effect.  In  the  meantime,  there  is  no  improvement 
in  the  raw  flax  situation.  This  all  leads  linen  men  to  say 
that  nothing  but  an  advance  in  price  can  happen. 

As  a  matter  of  fact  some  of  these  advances  have  already 
come  through.  On  August  first  an  advance  on  small 
guest  towels  of  from  3  to  5  shillings  a  dozen  was  recorded. 
Many  of  the  ranges  in  linens  have  been  cut  down  about 
25  per  cent.  Manufacturers  are  concentrating  on  lines 
that  are  in  good  demand;  this  is  directly  due  to  the 
shortage  of  flax.  In  continental  buying,  the  Germans 
are  in  the  market  and  are  buying  considerable  quantities 
of  low  ends. 

ECONOMIZING  ON  OVERHEAD 
EXPENSES 

(Continued  from  paee  32) 
to  weed  out  the  weaker  sections  and 

concentrate  upon  those  which  are  forg- 
ing ahead.  In  my  own  case,  I  have  de- 

cided to  cut  out  one  large  department 
entirely  and  rent  the  space  to  another 
concern,  since  I  am  able  to  provide  them 
with  a  separate  entrance.  Expansion  in 

business  does  not  necessarily  mean  cov- 
ering more  and  more  ground  space,  it 

means  the  establishing  of  a  sound  re- 
serve, and  the  strengthening  of  each 

and  every  link  in  *  the  chain  of  units which  constitute  the  business  until  an 

absolute  impregnable  position  is  reach- 

ed." Re-Arranging  Departments 

"Departments  can  often  be  materi- 
ally benefited  by  rearrangement." 

he  went  on,  "especially  with  regard  to 
economy  of  space  and  artistic  effect.  In 
my  own  case,  I  have  recently  decided  to 
change  the  millinery  section  from  the 
large  room  which  was  especially  design- 

ed for  it,  outside  to  the  main  floor,  and 
to  replace  it  with  ready  to  wear.  The 
reason  for  this  is  that  millinery  is  more 
often  than  not  purchased  by  the  power 
of  suggestion  and  attraction,  than 
from  a  definite  need.  If  millinery  is 
placed  in  a  strategical  position  so  as  to 
be  passed  many  times  by  customers  in 
going  and  coming  from  the  ready  to 
wear  or  underwear  departments,  much 
more  will  be  sold,  than  when  it  is  all 
located  in  a  position  by  itself.  Ready  to 
wear  requires  a  quiet,  comparatively 
private   location,  well    lighted   and   con- 

veniently  fitted   with    rooms    for    trying 

on   garments." "If  there  is  space  enough  I  am  in  fav- 
our of  having  a  permanent  unit  dis- 
play of  up  to  the  minute  garments  shown 

on  a  wax  figure,  which  will  exemplify 
the  very  newest  ideas  in  wearing  ap- 

parel for  the  assistance  of  the  purchaser 
uncertain  of  what  to  buy.  Every  week 
I  would  jhange  this  little  display,  keep- 

ing a  keen  eye  on  the  latest  accessories 
to  accompany  the  different  costumes.  It 
would  be  a  little  study  in  harmony  and 
should  prove  interesting  to  every  type 

of  woman." Efficiency 

"Finally,  I  think  that  most  stores 
need  to  check  up  their  methods  of  bus- 

iness system  and  find  out  whether  they 
are  working  along  the  most  efficient 
lines  or  not.  I  find  that  a  stock  card 

system  works  out  better  than  the  ord- 
inary book  which  I  formerly  employed 

and  I  have  orginated  a  card  of  my  own 
v/hich  is  ruled  according  to  the  simpler 
methods  that  I  am  endeavouring  to  in- 

augurate  all   round."  , 
Sales    Policy 

"One  last  word  I  want  to  leave  with 
you,"  he  concluded,  "and  that  refers  to 
-ales.  I  am  consistently  opposed  to  the 
holding  of  sales  now,  as  they  certainly 
retard  the  process  of  stabilization.  I 
am  in  favour  of  offering  a  10%  dis- 

count on  ths  entire  stock  in  ths  store  up- 
on a  certain  day,  once  or  twice  a  year, 

but  that  should  be  sufficient.  If  many 
oddments  accumulated  they  might  be 
grouped  together  as  a  mid-season  clear- 

ing sale  but  the  continued  featm-ing  of 

cut  prices  will  kill  good  business  in  the 
long   run,  and   should   be   eliminated. 

"A  further  innovation,  which  if  care- 
fully handled  by  the  delivery  service 

wi'l  result  in  saving  of  time  and  money, 
is  a  double  perforated  C.O.D.  slip  with 

a  gummed  back,  which  is  separated  in- 
to halves  on  the  parcel  and  the  right 

half  is  put  on  file  with  the  invoice. 
The  left  hand  part  represents  a  receipt 
from  the  driver  who  is  made  personaly 
responsible  for  the  parcel,  and  must 
see  to  it  that  it  is  delivered  within  two 

days,  as  all  C.O.D.  parcels  have  to  be 
off  the  books  within  three  days.  This 
sticker  must  be  carefully  attached  or  it 
may  be  torn  off  anl  parcels  delivered 
containing  receipted  bills.  But  with 
due  care,  it  will  obviate  most  of  the 

errors  common  under  ordinary  systems." 

The  advance  showing  of  new  woollen 
dress  fabrics  for  fall  by  Chas.  Ogilvy, 
Rideau  and  Nicholas  Streets,  Ottawa, 

including  botany  serges,  pure  wool  gab- 
ardines, broadcloths  and  velours,  pure 

wool  cheviots,  popoinettes,  jersey  cloth 

and  fancy  tweed  skirtings,  proved  high- 
ly attractive  to  shoppers  who  are  look- 
ing forward  for  fall  clothing,  while  the 

prices    emoted    were    reasonable. 

Ottawa,  Ont.,  La  Mode  Limited,  182 
Sparks  Street,  Ottawa,  recently  added 
a  new  Dress  department  taking  over 
the  first  floor  of  the  building  as  well 
as  the  ground  flour  that  they  have  used 
for  some  time. 

M.  Davidson  &  Co.,  are  just  about  fin- 
ished  installing   their   new    front. 
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Autumn    Announcement 
-To- 

THE  DRESS  GOODS  TRADE 
The  support  given  to  us  from  Coast  to  Coast  since  the 
commencement  of  this  new  business  has  surpassed  the 
most  sanguine  expectation  and  is  appreciated  to  the  full 
— this  response  will  spur  us  on  to  still  greater  effort. 
We  aim  to  serve  you  by  having  in  stock  Fabrics  for 

Ladies'  Wear  that  are  up-to-the-minute,  correct  in  style, 
in  seasonable  shades  and  at  reasonable  prices. 

The  new  Autumn  range  known  and  sold  in  Canada  under 
the  name 

PENTLAND FABRICS 
TORONTO 

Includes  the  following: — 

BROADCLOTHS     SUEDE  CLOTHS     BOLIVIA  CLOTHS 

VELOURS FLANNELS HOMESPUNS 

TRICOTINES  SERGES  GABARDINES 
also  an  unequalled  assortment  of 

CHECKED  AND  STRIPED  NOVELTY  SKIRTINGS 
in  the  latest  BLACK  and  WHITE  and  BLACK  and  GREY 
effects,  with  striped  belt  and  checked  border. 

Keen  buyers  in  close  touch  with  the  newest  trend  of 
Fashion  admit  "PENTLAND  FABRICS"  for  Autumn  the 
most  complete  range  of  its  kind  in  the  Market,  backing 
their  belief  by  placing  orders  with  us. 

Dress  Goods  Buyers  visiting  the  City  are  invited  to  call 
at  the  Warehouse  which  is  conveniently  situated  in  the 
heart  of  the  Wholesale  Dry  Goods  District. 

While  completing  arrangements  for  representation  in  the 
various  Provinces  our  Special  Mail  Order  Department, 
equipped  upon  most  modern  lines  to  ensure  prompt,  acc- 

urate and  satisfactory  service,  is  at  your  disposal.  Let 
this  Department  send  you  samples  of  the  Fabrics  you  may 
be  specially  interested  in  for  Autumn  1921. 

DAVID    W.    ROSS 
Wholesale  Textile  Fabrics 

78  BAY  STREET TORONTO 



Dry  Goods  Review DRESS     FABRICS 43 

U 

THE  LATEST  NOVELTY  SKIRTING' 

Black 
Grey 

and 

White 

Combination 

44 

inches 

Wide 

£  Belt 

Shown 
in 

Stripes 

^1  Border 

Specially  made  in  44   inch  to  avoid   waste,  no  more  cloth  required 
of  this  for  plain  or  pleated  skirt  than  of  the  wider  width. 

Let  us  book  your  order  for  a  few  skirt  lengths.     If  not 
in   stock   on    receipt    of  order   delivery   can    be 

made  September  10th. 

DAVID  W.  ROSS 
Wholesale    Textile    Fabrics 

78  BAY  STREET  :  :         :  :        TORONTO 
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What  Paris  Will  Wear  Next  Winter 
Forecast  Is  That  Season  Will  Be  a  Dull  One    in    Colors — Woolens  Are  Very  Sober  In 

Shade — Serge  and  Broadcloth  for  Dresses — Bright  Colors  With  Some  Dark 
Shades — Some  Novelties  Described. 

Written  Specially  For  Dry  Goods  Review  By  Jeanne  Gsell,  Paris,  France. 

Paris,  July  20th,  1921. 

JUST  picture  to  yourself  the  follow- 
ing situation:  on  one  hand,  there 

are  people  who  every  morning 
when  waking:  up,  glance  at  the  sky. 

and  sigh,  "The  sun  still  shines, 
not  the  smallest  cloud  on  the 
horizon;  we  shall  die  with  heat 

and  thirst  to-day."  Even  at  the  seaside 
we  are  bound  to  suffer  from  this  heat 
wave,  and  the  lightest  nainsook  and 
voile  frocks  are  too  heavy  for  our  tired 
bodies.  On  the  other  hand,  in  Paris,  in 
a  stuffy  workroom,  many  girls  lean  over 
their  needlework,  and  in  spite  of  the 
horrid  noise  of  the  streets,  the  dust  and 
stifling  air,  find  strength  enough  to 
work  like  busy  ants,  and  even  to  sing 
the  newest  song  in  vogue.  The  poor 
things,  moreover,  are  working  in  thick, 
heavy  winter  materials,  furs,  etc.,  and 
the  mannequins  have  to  stand  hours 
fitting. 

But  they  know  what  we  long  to  guess, 
and  which  we  shall  only  be  allowed  to 

see  in  the  course  of  a  fortnight,  that  is: 

What   the  Big   Fashion  Rulers  have  de- 
cided we  shall  wear  next  winter. 

We  wonder  what  will  be  the  shade  in 
vogue.  What  effect  will  the  campaign 
against  black  have  on  the  new  collec- 

tions ?  Shall  we  go  on  wearing  short 
skirts,  chemise  dresses,  or  will  the  crino- 

line take  its  place  ?  What  about  cor- 
sets, etc.,  etc.  ? 

Our  midinettes  know  that,  but,  as 
they  are  proud  of  their  science,  they 

won't  give  out  their  secret,  and  we  are 
left  to  our  own  guessings  based  on  what 
we  have  seen  at  the  races. 

There,  as  I  told  you  above,  a  campaign 
was  made  against  black.  (You  will  re- 

member I  wrote  you  early  in  the  season, 
that,  in  my  opinion,  it  was  a  shame  to 
wear  dark  colors,  when  the  sun  shines 
and  the  sky  is  so  blue.  .  .  I  never  dreamt 
it  would  be  so  bright!) 

Almost  all  the  fashion  critics  were 
against  black  this  summer,  but,  as  their 
advice  is  never  followed  by  couturiers, 
let  us  hope  that  black  and  dark  colors 

will  continue  in  demand,  and  the  critics' 
aim    will    be    reached.      We    shall    have 

dark  colors  when  the  sky  is  dull  and  the 
wind  cold.  Next  summer  the  public  will 
be  tired  of  those  shades,  and  we  shall 
return  to  white  and  showy  pink,  blue, 

green,  yellow,  etc. 
The  present  woollens  collection,  as 

you  will  see  by  the  enclosed  patterns, 
are  very  sober  in  shade,  navy,  black, 
tete  de  negre,  etc.,  plain,  or  with  a  tinge 
of  red,  green,  yellow,  but  moderate. 

Serge,  broadcloth,  appear  to  be  the 
materials  for  dresses.  The  greatest  nov- 

elty, as  you  see  in  pattern  No.  1,  con- 
sists of  a  navy  ground  with  fairly  broad 

stripes,  and  fancy  weavings  to  imitate 
embroidery.  The  latter  having  been 
very  fashionable,  no  wonder  that  it  is 
continued  throughout  the  coming  winter. 
Grey  stripes  will  suit  the  lovers  of  sim- 

plicity, while  yellow  or  deep  red  on  navy 
although  more  fanciful,  are  by  no  means showy. 

No.  2,  seen  at  the  seaside  just  lately, 
will  win  favor  amongst  your  ladies.  The 
ground,  lighter,  is  embroidered  white  on 
black,  either  in  square  patches,  or  as  a 
border  like  a  laize.  (If  this  continues 
in  demand,  we  shall  probably  see,  later 

Illustrating  the  fabrics  described  in  the  accompanying  arti  cle  from  our  Paris  correspondent. 
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on,  laize  embroidery  and  lace,  and  print- 
ed  materials   for  summer  wear.) 

No.  3,  stripes  on  the  cross,  will  come 
in  as  trimmings  on  plain  materials; 
waistcoats,  cuffs,  collars,  etc.,  might  be 
made  of  them. 

Plain  tailored  costumes  will  be  devised 
in  the  thick  bure  of  pattern  No.  4,  if  the 
rough  appearance  is  wanted. 

No.  5,  finer,  will  do  for  more  dressy 
suits. 

Some  people  will  like  No.  6,  a  very 
effective  damasse  cloth,  that  will  require 
no  trimmings,  unless  they  are  fur. 

For  ladies  who  stick  to  stripes,  I  would 
counsel  No.  6bis,  which  is  devised  in  all 
shades,  has  only  black  stripes,  one  all 
black,  the  other  black  with  white  threads. 

If  fringes  are  favored,  this  green  and 
navy  Scotch  plaid,  No.  7,  finished  in 
fringes,  is  sure  to  be  much  in  demand, 
especially  in  the  coats  department. 

There  we  shall  have  nothing  but 
hairy,  thick  materials.  No.  8,  a  thick 
velours  de  laine,  rougher  than  hereto- 

fore, will  be  splendid  for  children,  and 
even  ladies,  especially  for  motoring,  and 
every-day   wear. 
When  mixed  colors  are  used,  we  have 

the  hairy  homespun  No.  9,  in  black 
and  red,  blue  and  green,  black,  green, 
yellow  -  black  -  green,  black  -  brown,  etc. 
that  are  so  comfortable  in  winter  and  so 
good  value,  too. 

We  may  also  have  only  stripes  home- 
spun, on  plain  ground,  as  on  pattern 

No.  10,  which  will  be  better  for  stout 
figures   than  whole  homespun  coats. 

Or  the  dainty  Scotch  plaid,  sample 
No.  11,  for  youngsters  especially  whose 
complexion  is  all  the  prettier  when  they 
are  clad  in  green  and  yellow  shades. 

Of  course,  our  garments  will  not  all 
be  plain  and  we  are  bound  to  see  fancy 
materials  even  only  as  trimmings.  Apart 
from  Scotch  plaid,  which  may  either  be 
straight,  as  in  pattern  No.  12,  or  cut 
slanting,  according  to  taste,  we  shall 
again  see  stripes  and  checks.  Like  last 
year,  the  latter  will  be  limited  by  col- 

ored stripes  instead  of  being  square 
patches  of  different  shades,  but  most  of 
them  will  be  on  the  cross,  so  as  to  give 
us  a  little  change. 

As  you  will  see  by  pattern  No.  13,  we 
may  have  any  amount  of  combinations: 
white  ground  with  black  and  grey 
stripes,  chocolate  ground  with  sake  and 
brown  stripes,  red  brick  with  green, 
grey  with  black  and  green,  etc.,  etc. 

If  regular  stripes  are  in  demand,  they 
will  be  a  mixture  of  all  shades:  red, 
brown,  yellow,  green,  white,  black,  blue, 
grey,  devised  in  as  many  patterns  as 
wished.  No.  14  gives  you  just  a  few  of 
tnem. 

In  a  word,  everybody  ought  to  be 
pleased;  for  those  who  will  stick  to  dark 
shades,  our  cloth  manufacturers  have 
devised  plain  materials,  and  for  those 
who  only  enjoy  bright  colors,  they  have 
mixed  these  in  such  a  way  that  nobody 
will  be  able  to  make  any  objection. 

The  thick  materials  proposed  are  ex- 
actly what  is  wanted  for  winter  wear, 

and,  as  far  as  Fashion  may  be  reason- 
able, we  may  say  that  it  ought  to  be. 

The  only  thing  now,  is  to  see  what  the 

shapes  will  be,  and  this  will  be  the  sub-     Canadian   and    foreign    buying    of   these 
jtct  of  my  next  letter.  firms   will   be  handled. 

Yours  truly,  Mr.    Ward's    accounts,    which    include 
J.  P.  M.  some   of   the   largest   stores   of   Canada, 

are    as    follows: 

A.  J.  Freiman,  Ottawa,  Ontario; 
Robinson  &  Company.,  Winnipeg,  Man- 

itoba; Stanley  Mills  &  Co.,  Hamilton, 
Ontario;  Angus  Campbell  &  Co.,  Victor- 

ia, B.  C;  Duncan  Ferguson  Co.,  Strat- 
ford, Ontario;  D.  E.  Mac-Donald  &  Bros., 

Ltd.    Guclph,    Ontario. 

Ritchie  Co.,  Belleville,  Ontario;  Peter 
McSweeney  Co.,  Moncton,  New  Bruns- 

wick; T.  H.  Smith  &  Co.,  New  West- 
minister, B.  C;  I.  L.  Matthews  &  Co., 

Port  Arthur,  Ontario;  McLaren  &  Co., 

St.  Catherines,  Ontario;  Winters'  Ladies 
Shop,  Halifax,  Nova  Scotia;  E.  B. 
Crompton  Co.,  Brantford,  Ontario;  Wm. 
Geddes    Co.,    Strathroy,   Ontario. 

F.  W.  Daniels  &  Co.,  St.  John,  N.  B.; 
Richard  Hall  &  Son,  Peterboro,  Ontario; 
Dundas  &  Flavelles,  Ltd.,  St.  Thomas, 
Ontario;  H.  S.  Falls  Co.,  Sirmcoe,  Ont- ario. 

Robert  Wright  &  Co.,  Brockville,  Ont- 
ario; W.  E.  Preston,  Ltd.,  Midland,  Ont- 

rio;  W.  Symon  &  Sons,  Wiarton,  Ont- 
ario; J.  F.  Merchant  &  Sons,  Sydney, 

N.  S.;  White  &  May  Co.,  St.  Mary's 
Ontario;  T.  W.  Gray  &  Son,  Woodstock, 
Ontario. 

Robinson  Co.,  Napanee,  Ontario;  Mi- 

lady's Shoppe,  Chatham,  Ontario;  F.  E. 
Shepard  <&   Co.,  Campbellton,  N.  B. 

New  black,  grey  and  white  combination 
of  novelty  skirting  shown  by  courtesy  of 
David  W.  Ross,  Toronto. 

To  Open  First 
Buying  Office 

In  Montreal 
28  Canadian  Firms  Buying  in  the  Unit- 

ed   States 

The  first  resident  buying  office  in 
Montreal,  Canada,  will  soon  be  opened 
by  B.  T.  Ward,  head  of  the  Canadian 
Merchant  Service  of  the  United  States, 
145  West  33rd  street,  who  returned  here 
yesterday  after  an  extended  survey  of 
the    situation    in    the    Dominion. 

At  the  present  time  Mr.  Ward  does 
the  American  buying  for  28  Canadian 
firms.  It  is  his  intention  to  expand  this 
service  here  and  also  to  have  a  buying 
office    in    Montreal    through    which    the 

Some  novelty  dress  trimmings  for  falL 
These  medallions  come  in  the  latest  com- 

binations; navy  and  tomato,  navy  and 
steel,  black  and  pearl,  rust  and  yamia 
green.  Shown  by  H.  P.  Ritchie  and  Co.% Toronto. 

The  French  Sample  Train  which  con- 
tains exhibits  of  the  finest  of  French 

productions   is   soon   to  visit  Ontario. 

O.  Besen  of  Woodstock  held  a  "Pros- 
perity Sale"  in  Woodstock  in  July.  The 

object  of  the  sale,  he  stated,  was  to 
show  the  people  of  that  city  and  county 
that  good  garments  could  be  made  by 
Canadian  manufacturers  at  attractive 
prices  and  that  the  purchasing  of  them 
would    give    greater    employment. 
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A  Foreword  On  Spring  Fabrics 
Tans  And  Navies  Promise  To  Be  Strong  In  Shades — Stripes    May    Take  Prominence 

Over  Checks — Grays  Will  Be  Good — Some  Novelty  Skirtings — Jersey  Cloth 
Still  Popular 

A  LEADING  Canadia
n  woollen 

company  has  opened  its  spring 

raiiire  of  samples  this  month,  ex- 
amination of  which  shows  little  change 

in  the  line-up  of  fashionable  fabrics 

for  the  coming  season's  apparel.  Chief 
among  the  showing  were  the  sports 
skirting;  for  which  is  predicted  as  great 
a  vogue  as  was  enjoyed  last  season. 

The  manufacturers,  however,  have  elim- 
inated a  number  of  the  designs  that  did 

not  prove  especially  well  liked  in  1921 
and  have  turned  their  attention  to  de- 

veloping new  combinations  of  sands  and 
navies  which  are  really  novel  and  art- 

istic in  the  extreme.  Women,  it  was 
explained  to  Dry  Goods  Review,  could 
not  get  enough  of  these  tan  and  blue 
skirting-,  either  in  striped  or  checked 

patterns,  and  it  is  certain  that  the  de- 
mand will  be  enormous  when  once  the 

winter  sre?on  is  over.  These  new  cloths 

are  in  light  weights,  of  course,  and  the 
majority  are  designed  to  permit  a  huge 
variety  of  plaiting  combinations,  the 
striping  being  effected  in  different 
widths  and  spacings,  so  that  either  knife 

plaits,    boxplaits,    clusters    or    panel    ef- 

fects can  be  arranged  with  the  striped 
line  showing  up  in  the  approved  style. 
In  the  piece  these  goods  are  decidedly 
peculiar  in  appearance  on  account  of 
this  reason,  and  would  be  much  more 

advantageously  displayed  by  the  retail- 
er in  carefully  simulated  plaits  to  en- 

able customers  to  judge  the  final  effect 
of  the  garment. 
Pronounced    Call    For    Sand    and    Navy 

Speaking  of  colors,  the  manufacturer 
pointed  out  that  it  was  probably  the 
continued  vogue  for  dark  brown  foot- 

wear and  hosiery  that  influenced  the 
large  demand  for  tan  in  combination 
with  the  navy.  Grays  are  also  shown 
but  it  is  thought  that  they  will  take 
second  place.  Black  and  whites  in  two 
inch  stripes  will  also  go  well.  Oi  the  two 

patterns,  it  is  said  that  stripes  will  be 
more  popular  than  the  checks,  although 
the  latter  are  shown  in  almost  number- 

less styles,  varying  from  the  small  con- 
ventional size  to  the  hugest  and  most 

complicated  combination  of  several  col- ors. 

Novelty    Skirtings 

Checked  velours  skirtings  will  be  ex- 

ceptionally effective  and  will  lead  in  pop- 
ularity over  the  fancy  worsteds  for  high 

class    lines. 

In  dress  fabrics,  broadcloths  and  light 
weight  velours  are  offered  in  plain  col- 

ors, in  the  following  range: 
Meadow   lark,  a  fawn  shade. 
Sphinx  and  Bamboo,  both  brown shades. 

Autumn,   a    rich    brown   shade 
Stag,  in  which  grey  predominates. 
Elephant,    taupe. 
Beaver,  closely  matching  the  natural 

Pelt. 

Lama  and  Saddle,  both  these  shades 
of  brown. 

Nubian,   a    very   dark   reddish  brown. 
Henna,  to  be  largely  used  for  trim- 

mings, a  warm  rusty  shade. 
Mallard,  green. 

Japan,    a    bright    blue. 
Delft,  !i  dull  blue. 
Jersey  cloth  continues  to  be  spoken 

of  and  reappears  for  spring  in  splendid 
new  weaves  and  colors,  many  novelties 
being  promised.  In  cloakings  the  newest 
idea  is  a  fancy  checked  velours,  a  de- 

( Continued  on   page  47) 

<l  in  the  above  illustration  is  pongee  silk,  tas  efully  draped  and  overhung  with  green  silk  ribbon.  The 
background  is  cut  out  of  beaver  board  and  is  in  two  sections.  The  sign  uaed  is  -painted  on  pongee  decorated  with 
yaily  colored  artificial  butterflies  and  had  a  neat  design  of  flowers  worked  in.  The  Oriental  characters,  lanterns 
»,.d  th",  orange  light  that  flooded  the  whole  window  gave  a  very  effective  display  that  attracted  much  attention.  The 
windi  ranged  by  /•'.  fli'stin  for-  McAuley  Bros.  St.  John,  N.  B. 

— Photo   by   LuKr,'n   Studio. 
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Lively  Business  in  Colored  Silks 
Season  is  a  Promising  One  for  the  Retail  Merchant — Some  of  the  Newest  Paris  Silks 

to  Reach  Canada — Good  Demand  for    Novelty    Silks — Popular     Colors  for 
Fall — Buying  in  the  West 

ONE  of  the  happiest  men  you  can 
meet  these  August  days  is  the 
wholesale  silk  merchant.  For  him 

the  days  ct'  uncertainty  are  over;  he  no 
longer  has  to  wait  for  business  with  the 
resigned  attitude  of  his  worthy  fore- 

father Job,  for  business  already  here. 
A  visit  to  the  silk  houses  is  one  of  the 
surest  cures  for  the  blues  that  a  retail 
merchant  can  get.  The  colors  alone 

are  enough  to  raise  the  hopes  of  any- 
one. With  the  gorgeous  array  which 

the  dry  goods  man  in  a  very  few  weeks 
will  be  able  to  offer  his  customers  and 
the  attractive  names  which  go  with 
them  business  this  fall  is  bound  to  be 
good.  In  this  matter  of  color  naming, 
a  traveller  for  one  of  the  large  firms  in 
Toronto,  says  he  has  noticed  that  the 
merchant  who  makes  it  a  point  to  famil- 

iarize himself  with  the  latest  names,  in- 
variably does  a  good  business  in  silks. 

It  is  even  well  to  know  the  colors  for 
next  spring  now,  he  claims. 
Paris  Silks  which  have  Reached  Toronto 

Probably  the  newest  fabric  for  after- 
noon wear  is  the  beautiful  embroidered 

tulle,  which  is  fascinating  French  wo- 
men just  now  and  which  should  sell  in 

Canada.  Tulle  has  always  had  a  splen- 
did market  here,  even  last  winter  when 

women  were  economizing.  The  soft 
clinging  lines  which  it  gives  and  the 
fact  that  it  sells  at  a  moderate  price,  are 
the  principal  reasons  for  its  popularity. 
French  manufacturers  have,  in  their 
own  ingenious  way,  made  capital  out  of 
it  by  adding  embroidery,  usually  in  a 
contrasting  color.  Paris  women  are 
now  using  it  to  veil  there  crepe  and  silk 
materials.  With  the  longer  skirts, 
which  by  the  way  are  not  to  the  ankle 
as  they  were  two  months  ago,  but  about 

six  inches  from  the  ground,  this  embroi- 
dered   tulle   is   particularly   effective. 

Some  very  lovely  brocaded  cottons  are 
among  the  latest  shipments.  Toronto 
houses  state  however  that  the  buying  of 
French  cotton  materials  is  always  a 
risk  because  of  the  fact  that  the  Pre- 

ferential tariff  on  British  made  goods 
makes  those  lines  from  other  countries 

much  more  expensive.  Some  firms  fol- 
low the  policy  of  buying  only  the  highest 

priced  exclusive  novelties  in  France, 
obtaining  the  more  staple  lines  in  Eng- 

land. Novelty  French  silks,  a  buyer 
who  returned  only  the  other  day  de- 

clares, are  not  likely  to  fall  in  price  for 
some  time.  Wages  are  still  high  in 
France  with  little  hope  of  reduction  this 
fall  and  the  export  trade  is  so  poor 
that  manufacturers  cannot  get  market 
enough  to  warrant  a  greater  output  and 
a  consequent  reduction  in  price. 
Novelty  Silks  will  Find  a  Good  Market 

This  Fall 

One  of  the  surest  signs  of  the  opti- 
mistic attitude  which  the  buying  public 

is  taking  at  present,  is  the  recent  de- 
mand for  novelties.  When  the  July 

number  of  Dry  Goods  Review  went  to 
press,  there  were  practically  no  novel- 

ty silk  or  cotton  goods  to  be  had  in  Tor 
onto.  There  was  moreover  no  demand 
for  them.  Now,  orders  are  already 
placed  and  wholesale  houses  are  mak- 

ing every  effort  to  fill  them.  Buyers 
are  more  ready  to  attempt  anything  new 
than  to  stock  up  with  staples. 

Canadian  West  is  Buying  Silk 

Probably  the  best  indication  of  busi- 
ness conditions  today  is  the  fact  that 

large  orders  are  coming  in  constantly 
from  points  west  of  Regina.  From 
Winnipeg  to  the  Atlantic  coast,  there 
has  been  very  little  change,  but  cities 
like  Regina,  Calgary  and  Vancouver  are 
getting  in  large  supples.  If  the  west  is 
already  seeing  prosperity,  there  is  every 
reason  to  believe  that  Ontario  and  the 
Eastern  Provinces  will  soon  do  the  same. 

Serges  Not  Going  Very  Well 
In  spite  of  the  fact  that  many  houses 

expected  that  serges  would  come  back 
for  fall,  there  has  been  little  tendency 
to  buy  so  far.  In  fact  one  buyer  re- 

commended that  the  retailer  who  wants 
some  immediately  could  procure  it  at 
no  better  time  than  the  present  for  the 
very  best  grades  bought  in  the  spring, 
are  being  marked  down  below  cost. 

The  lack  of  interest  in  serges  is  more 
than  made  up  for  in  tricotines,  particu- 

larly in  navy  b'ue.  Women  in  the  larg- 
er towns  and  cities  wear  blue  so  often  to 

the  exclusion  of  everything  else  that 
the  man  who  carries  this  alone  can  be 
sure  of  a  reliable  amount  of  business. 
In  the  matter  of  dyes  both  in  tricotines 
and  serges,  there  is  a  quantity  of  these 
goods  in  Toronto  just  now  from  Brad- 

ford, England,  which  are  said  to  be  as 
good  or  better  in  color  than  pre-war 
fabrics. 

Skirtings  are  stronger  than  ever.  In 
fact  these  are  the  only  excuse  for  the 
existence  of  serges.  The  very  high 
shades  are  combined  for  fall  with  navy 
and  brown  serges.  The  navy  and  tan 
combination  and  in  fact  none  of  the 
navy  mixtures  are  seen  as  much  as  in 
the  spring.  These  were  turned  out  in 
such  a  quantity  and  in  so  many  cheaper 
grades  that  women  have  become  tired 
of  them.  Most  of  the  skirtings  now  in 
this  country  were  designed  in  France 
but  several  English  firms  are  now  turn- 

ing them  out  very  successfully.  The 
red  shades  and  the  browns  are  selling 
best  of  all  and  the  stripes  are  very 
much  better  than  the  checks.  Some  of 
these  skirting  materials  will  be  used  as 
trimmings  for  suit  coats  and  many  of 
them  will  be  made  up  into  dresses. 
There  is  a  new  brown  shade  which  Paris 
is  favoring  at  present  in  these  lines.  It 

is   called    tortoise    shell,   a    coffee   brown 
with  a  hint  of  red  in  it. 

Black     and  White     or  Black  and     Grey 
Best  of  All 

No  matter  what  the  colors  which  will 
be  worn  for  fall  skirts,  there  can  be  no 
mistaking  the  fact  that  black  in  combin- 

ation with  either  white  or  grey  will  be 
used  most  of  all.  These  colors  more- 

over are  seen  oftener  in  checks  than 
the  brighter  ones  are,  though  of  course 
stripes  will  be  strongest.  The  stripes 
are  anywhere  from  one  to  three  and 
even  four  inches  in  width.  The  black 
and  white  craze  which  first  appeared  in 
Paris  in  the  early  spring,  reached  New 
York  six  weeks  ago  and  even  now  is 
felt  here.  This  goes  to  show  that  Cana- 

da is,  in  most  things,  less  than  a  year 
behind  Paris  in  the  question  of  styles. 

A   General  Change  of  Attitude 

Makers  of  woollen  goods  as  well  as 
silk  merchants  are  feeling  more  opti- 

mistic in  regard  to  fall  business.  They 
claim  that  the  general  reduction  in 
wages  which  is  taking  place,  will  mean 
more  employment  and  a  larger  output. 
As  a  greater  variety  in  the  fabrics 
made  in  this  country  is  what  the  trade 
has  been  crying  for  for  some  time,  this 

should  result  in  better  "business  all 
round. 

A  FOREWORD  ON  SPRING  FABRICS 

(Continued  from  page  46) 

velopment    of   the   sports    skirtings    and 
which  will  very  probably  take  the  place 
of  the  plain  fabric  wrap  in  combination 
with  these  skirts. 

Forecast  in  Men's  Cloths 

In  the  line-up  of  fabrics  for  men's 
clothing,  a  continued  run  on  the  ever 
popular  homespuns  and  Donegal  and 
Halifax  tweeds  is  promised,  while  her- 

ringbone and  faint  striped  effects  with 
a  Saxony  finish  are  shown  for  regula- 

tion business  suits  in  the  usual  combina- 
tions of  greys  and  black  and  white 

blendings.  The  faint  pencil  stripe  effect 
reappears  in  new  color  combinatipns 
also. 

Prices  quoted  on  spring  woollens  are 
approximately  the  same,  with  the  ex- 

ception that  a  decline  of  25  to  35%  in 
the  prices  quoted  on  velours  is  announc- 

ed, over  the  figures  quoted  in  1920. 
In  connection  with  the  new  fabrics, 

it  is  of  interest  to  note  that  a  promin- 
ent American  firm  has  just  announced 

its  newest  fabrics  under  the  following 

copyright    names: 
Duvet  do  Laine,  Marvella,  Armida 

Mochatex,  Cachemire  Fur,  Delphine, 
Moussyne,  Piquetine,  Cachemireine, 
Moussetyne,  Veldyne,  Gerona,  Panvel- 
aine,    Evora,   Twillcord,    Orlanda. 
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It  is  Fortunate 
for  us,  as  well  as  for  our  customers, 

that  the  first  season's  production  of 

^Hprmandy  Fabrics 
was  placed  in  the  hands  of  high 
class  merchants  and  manufacturers! 

It  is  fortunate  also  that  these  same 
merchants  and  manufacturers  were 

so  successful  with  the  fabric  that 

they  have  been  able  to  keep  us 

running  to  capacity  ever  since. 

We  say  it  is  fortunate  because  it 
has  kept  the  fabric  out  of  the 
hands  of  manufacturers  of  cheap 

garments  and  of  the  retailers  who 
make  capital  by  selling  popular 
numbers  without  profit 

These  same  merchants  and 

manufacturers  have  bought  our 
entire  production  to  the  end  of 
this  year  on  Normandy  Fabrics 

FRED  BUTTERFIELD  &  CO.,  Inc. 
361-363  Broadway,  cor.  Franklin  Street,  NewYork,  N.Y. 

Established  1838 

Sell  and  Repent" 
Copyright 
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Canadian  Fur  Auction  Sales  Company,  Limited 

. 

MONTREAL,  CANADA 

will  offer  for  sale  by  public  auction 

MONDAY,   SEPT.   12th,  1921 
and  days following 

OLLOWING  GOODS: 

175  Bear 6,000  Wolf 
5,500  Beaver 25,000  Skunk 

30,000  Ermine 2,000  Australian  Fox 
200  Fisher 16,000  Australian  Opossum 
200  Cross  Fox 3,500  Fitch 

5,000  Red  Fox 3,500  Kolinsky 
130  Silver  Fox 7,000  Persian  Lamb 
200  White  Fox 2,000  Shira 

3,500  Grey  Fox 12,000  Marmot 
130  Lynx 125,000  Mole 

3,000  Marten 2,000  Nutria 

10,000  Mink 15,000  Opossum 

.20,000  Muskrat 600  Otter 

15,000  Raccoon 1,700  Wild  Cat 

ALSO  SUNDRIES  CONSISTING  OF 

3  Polar  Bear 

4  Buffalo  Robes 

250  Hair  Seal 

27  Musk  Ox 

2  Buffalo  Heads 

35  Russian  Sables 

2,000  Squirrel 

GOODS  WILL  BE  ON  DISPLAY  AT  OUR    WAREHOUSE    AND    CATA- 

LOGUES ISSUED  SEPTEMBER  8th,  1921. 

Purchasers  will  be  allowed  a  discount  of  1  %  on  all  goods  cleared  on  or  before  October 
17th,  1921,  which  is  PROMPT  DAY  for  this  sale.  All  goods  must  be  cleared  and  paid 
for  on  or  before  December  19th,  1921. 

All  bids  will  be  made  and  accepted  and  all  settlements  shall  be  in  Canadian  funds. 

Canadian^  Fur  Auction  Sales  Company ,   Limited 
132  Lagauchetiere  Street  West  :  :  :  :  Montreal,  Que. 
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The  Montreal  Fall  Fur  Openings 
Inaugurating  the  Season  by  Liberal  Reductions  During  August — Simplicity  of  Lines 

Veiy  Manifest — Many  Unique  and  Distinctive  Models — Length  of  Service  a 
Main  Consideration — Some  of  The    Models  Described. 

WITH  the  advent  of  August  the 
leading  furriers  of  Montreal  are 
holding  their  fall  openings,  in 

many  cases  inaugurating  the  season  by 

allowing  a  discount  of  20r'c  upon  all  pur- 
chases during  the  month.  The  various 

salons  are  overflowing  with  lovely  pel- 
trios  of  every  description  and  are  being 
liberally  patronized  by  Montrealers  as 
well  as  the  tourist  element.  Window  dis- 

plays are  more  than  usually  elaborate, 

featuring  wraps  for  the  greate.-  part, 
and  although  the  garments  represent 
the  latest  and  most  exclusive  designs 

yet  every  display  is  liberally  besprinkled 
with  price  tickets,  a  significant  indica- 

tion of  the  trend  of  the  times  in  merch- 
andising higher  grade  furs. 

3  From  an  inspection  of  the  displays  in 
three  leading  uptown  stores  as  well  as 
several  wholesale  houses  in  the  St.  Paul 
street  district,  one  is  convinced  that  furs 
were  never  more  lovely  nor  more  reas- 

onably priced,  and  what  is  more  satis- 
factory still,  fur  styles  seem  to  be  more 

practical  and  worth  while  as  an  invest- 
ment from  the  standpoint  of  the  less 

well-to-do  customer,  than  ever  before. 

Practical  Features  Prevail 

The  silhouette  of  1920  is  completely  a 
thing  of  the  past  and  in  its  place  comes 
simplicity  of  line,  the  loose  unhampering 
skirt  effect,  softly  rippling  shoulders, 
roomy  armholes,  becoming  collar  effects 
adjustable  in  several  styles,  cuffs  of  gen- 

erous proportions  fitted  with  comfort- 
able wind  shields,  pockets,  and  last  but 

perhaps  quite  as  important,  linings  of 
sumptuous  and  unusual  designs  applied 
in   most  original  ways. 

Every  fur  house  seems  to  have  origin- 
ated its  own  unique  and  distinctive  mod- 

els to  describe  which  would  be  impos- 
sible, the  variety  is  so  great.  Generally 

speaking  however,  most  leading  firms 
unite  on  the  common  ground  of  featuring 
Hudson  seal  in  various  ways,  the  chief 
characteristic  of  which  is  the  fact  that 
there  is  decidedly  less  of  the  extreme 
and  more  of  the  practical  in  even  the 
most  dressy  and  elaborate  wraps.  One 
leading  furrier  pointed  out  to  Dry  Goods 
Review  that  any  of  his  new  creations 
would  probably  be  suitable  to  wear  for 
the  next  four  or  five  years,  as  only  min- 

or alterations  would  be  necessary  from 
a  style  point  of  view. 

Long  Lines  And  Fullness 
The  introduction  of  sleeves  in  the  big 

wrappy  models  is  universal  and  big 
cuffs  are  also  noticeable.  The  46  inch 

coat  in  flared  lines  with  44  inch  in  gen- 
eral, the  shortest  models  displayed,  em- 

phasizes the  designers'  belief  in  the 
full  length  or  almost  full  length  items. 
The  convertible  belt  is  another  feature, 
the  front  drawn  in  and  the  back  swing- 

ing free.  Most  furriers  think  well  of  the 

long  coats  falling  from  yokes,  with  the 
extia  fullness  carefully  rippled  into  the 
yokeline  just  underneath  the  collar  edge. 
The  yoke  effect  ensures  perfect  fitting 
shoulders,  usually  with  the  lowered  or 
kiniona  armhole  which  permits  all  the 
fullness  desired  but  shows  not  the  slight- 

est bulkiness  or  awkward  folds  when  the 
coat  is  worn.  Interesting  expressions  are 
also  displayed  in  the  collars  of  the  coats 
which  vary  from  high  rolling  and  con- 

vertible effects  to  tuxedos  of  unusual 
width  and  novelty  of  design.  Some  new 
collars  can  be  worn  in  as  many  as  four 

different  ways,  either  flat  down  in  open 
effect,  slightly  open  and  lifted  at  the 
back,  perfectly  straight  in  choker  effect, 
the  lower  edge  snapped  to  the  neck  line 
of  the  coat,  etc.  just  as  the  wearer  pleas- 

es or  the  temperature  dictates.  Pockets 
and  big  cuffs  throw  the  muff  entirely 
out  of  the  running,  and  sets  are  said  to 
be  as  extinct  in  furs  as  the  parlor  set  in 
furniture. 

Gorgeous  Linings 
The  linings  in     some     displays  stress 

self-toned  brocades,  a   great  variety  be- 
( Continued  on  Page  119) 

Two  views  of  an  exceptionally  novel  and  sumptuous  wrap  coat  of  Hudson 
Seal,  combining  the  utility  of  a  practical  garment  with  the  style  and  lux- 

ury of  the  wrap.  In  this  model  there  are  many  original  features,  such 
for  instance  as  the  convertible  back,  which  can  be  worn  either  loose  in 
cape  style  with  heavily  tasselled  points,  or  hooked  up  to  simulate  the  new 
pouch  effect.  The  collar  is  designed  after  the  Elizabethan  outline,  with 
a  slight  boning  at  the  sides  to  hold  it  up,  but  many  other  charming  effects 
may  be  arranged  by  deft  handling.  The  irregular  hem-line  is  yet  another 
feature  that  stamps  this  wrap  with  the  1922  hall  mark  of  style.  Wrap 
from  A.  J.  Alexander,  Ltd.,  Montreal. 
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Prices  Lower  At  Montreal  Auction 
In  Comparison  With  1920  Prices  Some  Are  Down  Nearly  50  Per  Cent. — Tourists  Are  Buying 

Heavily — Fur  Catch  Has  Been  a  Poor  One — Educational  Advertising  Being 
Used — Avoid  False  Sales. 

THE  August  fur  sal
es  are  the  one 

topic  of  interest  in  the  Montreal 

fur  trade  this  month,  and  retailers 

and  wholesalers  are  busy  figuring-  out 
the  reductions  they  are  in  a  position  to 

offer  to  the  jaded  public  which  apparent- 

ly cannot  realize  how  advantageous  an 

opportunity  the  present  season  affords. 

Prices  on  all  kinds  of  fur  garments  and 

pieces  are  decidedly  lower  than  in  the 

corresponding  months  of  last  year.  To 

give  an  idea  of  the  prices  which  prevail 

during  the  August  sales  as  compared 

with  1920  prices,  one  leading  St.  Cather- 
ine Street  store  is  advertising  Hudson 

seal  coats  in  40  inch  length  trimmed  with 

either  Alaska  sable,  beaver  or  natural 

grey  squirrel  for  $320.  The  1920  price  on 
such  coats  was  $600.  Similarly,  a  very 

fine  natural  muskrat  coat  of  evenly 

marked  dark  skins,  which  has  a  four 

strand  border  running  horizontally  all 

round  the  skirt  with  collar  and  cuffs  of 

Hudson  seal,  is  offered  this  year  at  $265 

as  compared  with  $410.  last  season. 

Silver  fox  neck-pieces  show  a  coi-res- 
ponding  mark  down,  being  quoted  last 

year  from  $300.  to  $700.  but  now  obtain- 
able for  as  low  as  $125.  to  $475.  The 

most  popular  line  of  animal  scarves  is 

undoubtedly  the  fox  in  either  brown, 

taupe,  or  black,  and  many  of  these 
showy  but  economical  pelts  are  being 

purchased  at  prices  varying  from  $37.50 
to  $50.  which  last  year  could  not  have 
been  considered  under  $85. 

Tourists   Buy  Heavily 

As  Montreal  is  at  present  a  popular 
resort  with  American  tourists,  leading 
furriers  are  doing  an  excellent  business 
in  those  furs  which  are  more  difficult  to 
obtain  across  the  border.  The  fact  that 
manufactured  furs  to  the  value  of  $100. 
per  head  may  be  taken  duty  free  into  the 
United  States  is  a  boon  to  the  trade  at 
large,  and  families  travelling  together 
are  not  slow  in  availing  themselves  of 

this  offer,  frequently  purchasing  sever- 
al articles  at  a  time.  Beaver  is  a  popular 

choice  with  tourists  just  now  as  well  as 
squirrel  and  fox  for  immediate  wear. 

The  manufacturing  retailers  have  hit 
upon  an  excellent  plan  by  which  they 
can  protect  themselves  against  losses  in 
case  buying  is  lighter  than  usual.  Their 
range  of  samples  is  unusually  large 
and  varied  this  month  and  consequently 
it  is  not  a  difficult  matter  for  a  custom- 

er to  select  just  what  she  requires.  How- 
ever the  coat  selected  is  not  sold,  but  an 

exact  copy  is  promptly  made  up  and  put 
into  storage  for  the  customer  until  she 
needs  it  later  on,  and  the  full  price  of  the 
garment  is  not  paid  until  it  is  delivered. 
Thus,  with  no  reserve  stock  to  worry 
over,  the  manufacturers  who  follow  this 
plan  are  ready  for  any  fluctuation  in  the 
market,  safe  in  the  knowledge  that  they 

are  personally  protected,  as  well  as  their 
customers  to  whom  they  promise  to  re- 

fund the  difference,  should  prices  drop 
further.  Other  makers,  however,  have 
maintained  full  workrooms  throughout 
the  summer  and  are  consequently  able 
to  offer  excellent  prices  on  any  quantity 
of  garments  if  orders  are  placed  early 
while  stocks  are  complete.  They  argue 
that  retailers  of  fur  garments  all  over 
Canada  have  carried  practically  nothing 
over  from  last  season  and  will  conse- 

quently be  in  the  market  for  an  unlimit- 
ed supply  at  the  present  low  prices. 

They  anticipate  that  by  October  the  de- 
mand for  furs  will  be  so  great  that  few 

makers  will  be  able  to  handle  their  or- 
ders promptly  and  that  as  a  result  prices 

will  be  a';  least  20 %  higher  than  at  pre- 
sent. This  prophecy,  it  may  be  noted  in 

passing,  is  the  general  belief  of  the  maj- 
ority of  Montreal  firms.  It  is  therefore 

advisable  to  place  orders  for  limited 
quantities  at  least,  as  early  as  possible, 
that  makers  may  have  an  idea  of  the  de- 

mand to  be  expected  later  on. 
Prices  on  both  raw  and  manufactured 

furs  are  slightly  higher  than  quoted  last 
March  with  the  exception  of  squirrel 
which  is,  fortunately  more  plentiful. 

First  quality  skins  are  now  quoted  at  85 
cents  as  against  $1.25  last  winter. 

Poor   Catch    Affects    Supply 

The  catch  on  all  furs  this  year  was  ex- 
ceedingly small  and  quantities  of  pelts 

at  the  September  auction  are  therefore 
likely  to  be  very  limited.  Trappers  have 
refused  to  exert  themselves  for  the  pal- 

try sums  paid  for  pelts  of  all  kinds  this 
season  but  it  is  believed  that  they  must 
soon  realize  that  values  have  dropped 
permanently  and  bestir  themselves  if 
they  would  make  a  living.  In  the  mean- 

time the  trade  must  suffer  for  educating 
the  trapper. 

"The  present  low  prices  need  not  be 
regarded  as  ruinous  to  business,"  re- 

marked another  fur  manufacturer  to 

Dry  Goods  Review,  "because  they  will 
now  put  furs  of  the  better  qualities  with- 

in the  reach  of  those  who  hitherto  could 
not  afford  them.  There  are  far  more 
people  at  the  present  time  able  to  buy 
a  coat  for  $200.  than  for  $400.  and  it  be- 

hooves retailers  to  apply  this  axiom  all 

along  the  line  from  chokers  to  wraps." 
Fur  Ads.  on  Educational  Lines 

In  connection  with  advertising  of  furs 
during  the  coming  months  whether  for 
special  sales  or  as  announcing  the  open- 

ing of  the  fall  season,  the  larger  con- 
cerns favour  unanimously  the  adoption 

of  the  educational  type  of  advertisement. 
It  is  believed  that  the  average  man  or 
woman  will  respond  readily  to  a 
straight-forward  explanation  of  how  fur 
prices  have  fluctuated,  together  with  a 
summary  of  present  market  conditions. 
The   publishing   of  a   table   showing   the 

comparative  wearing  qualities  of  the  dif- 
ferent furs  would  also  be  beneficial  to 

those  who  desire  to  purchase  but  are 
lacking  in  confidence.  Window  displays 
showing  the  different  pelts  in  their  var- 

ious stages  of  preparation  would  also 
tend  to  open  the  eyes  of  the  average  cus- 

tomer who  inclines  to  the  belief  that 
furs  are  sewed  together  like  cloth  just 
as  they  come  from  the  animal. 

Avoid  Fictitious  Bargains 

One  thing  the  fur  retailer  must  bear 
in  mind  in  offering  so  called  bargains 
during  August  with  the  claims  that 
prices  will  advance  30  p£  or  thereabouts 
in  September  or  October  is  that  the  pub- 

lic has  lost  confidence  entirely  with  such 
statements  and  will  not  respond  unless 
it  is  made  clear  that  August  prices  are 
actual  inductions  from  regular  stock 
which  will  be  at  least  20 of  higher  again 
inside  six  weeks.  The  better  policy  as  re- 

gards the  early  sale  would  be  to  empha- 
size the  fact  that  customers  now  have 

the  pick  of  the  season's  offerings,  where- 
as those  who  delay  until  later  on  may 

not  obtain  so  great  a  choice  this  year. 

One  of  the  newest  Mink  Wraps  as  shown 
by  Cummings  &  Cummings,  Montreal. 
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SINGLE  SKINS 

TO  MATCH 
ANY  CURL 

Values  that  no  other 
House  can  Parallel 

C\JMMJNC5 

Limi-tred 

Montreal 
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Originality UNIVERSAL  HATS  q 
uality 

IF  YOU  ARE 
A  millinery  buyer  who  presents  something  different 

every  week  you  must  have  UNIVERSAL  HATS. 

If  you  wish  your  display  to  stand  out  above  the  com- 

mon-place you  cannot  afford  to   overlook 

UNIVERSAL   HATS 

Every  hat  trimmed  and  tailored  in  the  finest  quality 

fall  materials,  best  colors  trimmed  with  ornaments, 

ribbons,  pins,  metallic  effects.  Every  hat  is  unusual  in 

design  and  silk  lined,  prices  $3.00  to  $6.50  each. 

If  you  expect  to  get  timely  delivery  of  UNIVERSAL 

HATS  it  is  absolutely  necessary  that  you  place  your 
orders  now. 

♦  Jf*  jWclUmtcin  &Co.,3Umtteb 
Wellington  and  York  Streets 

Montreal 

TORONTO,  CANADA Winnipeg 

]CZ XII 
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Small  Crush  and  Picture  Hats  Shown 
[Montreal  Houses  Display  Them  Together — Vivid  Shades  For  Small  And  Black  Picture 

Hats — Nickel  Being  Used  For  Trimming — Peacock  In  Dress  Hats  Treated 
in  Argentee  Finish 

LSADING  Montreal  millin
ery  houses 

are  working  at  full  strength  this 
month  employing  larger  numbers 

of  girls  than  for  many  seasons  past. 

Workrooms  are  going  overtime  even  with 
the  added  strength  in  numbers  and  every 
manufacturer  voices  the  opinion  that  the 

coming  fall  and  winter  will  witness  an 
excellent  period  of  prosperity  in  the 
millinery  line.  Prices,  it  is  true,  will 
not  range  so  high  as  in  past  years,  but 
fortunately  women  to-day  demand  sev- 

eral hats  at  one  time  to  accompany  their 
many  costumes,  rather  than  aspire  to 
owning  exclusive  models  that  are  priced 
anywhere  up  to  $50. 

Fabrics  Are  Varied 

Getting  away  entirely  from  the  rather 
excessive  vogue  for  navy  blue  and  the 
all-white  effect  of  the  present  season, 

milliners  predict  a  heavy  demand  for 

bright  colorful  duvetyns  and  felts  as 
well  as  for  the  novelty  fabrics  such  as 

kid,  leather  and  Hindustan  (a  fabric 

treated  with  a  heavy  cire  finish  resemb- 

ling leather).  Even  the  old  favorite, 
velvet  plush,  reappears  in  a  delightfully 
soft  and  silky  finish. 

Montreal  milliners  are  featuring  small 
crush  hats  and  large  drooping  cloche  or 

picture  shapes  simultaneously.  In  con- 
sidering the  first  named,  the  small  hat 

is  shown  in  every  possible  sort  of  varia- 
tion of  two-fabric  or  two-color  combina- 
tions trimmed  with  novelty  effects  which 

strike  a  truly  original  note,  not  hitherto 
noticeable  on  millinery.  The  feather  hat 
is  not  regarded  seriously  as  anything  but 
a  passing  fad  for  August  and  September 
filling-in  sales,  the  fact  that  this  style 
of  hat  can  be  purchased  for  next  to 
nothing  has  relegated  it  to  limbo  as  far 
as  the  high  class  houses  are  concerned. 
The  latter  concentrate  exclusively  upon 
made  hats,  and  lavish  upon  the  modes 
of  the  moment  a  wealth  of  workmanship 
and  artistic  effect  that  tends  to  elevate 
the  trend  of  fashion  in  Canadian  made 
hats  to  a  plane  equal  to  that  of  foreign 
importations. 

Vivid  Shades  for  Small  Hats 

Where  these  smaller  shapes  are  con- 
cerned it  is  probable  that  the  vivid 

shades  will  predominate  with  emphasis 
duly  placed  upon  French  blue,  tomato, 
fuchsia,  Burgundy  and  the  pheasant 
shades.  Rumors  of  a  possible  purple 
craze  persist,  but  it  is  thought  that 
Canadian  women  will  have  none  of  this 
somewhat  trying  shade  for  general  wear. 
By  combining  two  of  these  popular  col- 

ors to  form  the  brim  and  crown,  some 
very  pretty  effects  are  achieved.  One 
such  model  noticed  in  the  show  rooms 
this  month  was  of  orange  felt  combined 
with  a  facing  of  black  velvet.  Another 
black  panne  model  was  faced  with  canary 
velvet    and    trimmed    with    two    feather 

mounts  over  each  ear  of  the  same  yel- 
low. Copper  and  black  is  yet  another 

good  combination  as  is  also  taupe  and 
China  blue.  An  effective  novelty  brought 
out  for  fall  consists  of  rubberized  silk 
which  can  be  made  to  adhere  to  another 
fabric  in  a  contrasting  color  by  ironing 
it  with  a  hot  iron.  Little  or  no  stiffen- 

ing is  necessary  to  preserve  the  line 
of  the  brim,  and  an  inch  or  two  of  fabric 
in  unstiffened  effect  generally  projects 
all  round  the  brim.  The  crowns  of  most 
hats  are  designed  to  appear  draped, 
whether  or  not  they  are  stiffened  under- 

neath, but  the  majority  of  models  seen 
so  far  in  sports  styles  favor  the  abso- 

lutely soft   effect. 

Black  Favored  for  Dress  Hats 

When  it  comes  to  the  dressy  model, 
it  is  a  totally  different  story.  Here 
clear  cut  lines  become  definitely  apparent 
and  the  soft  draped  effects  give  way  to 
stiffer  drooping  outlines,  suggestive  of 
the  picture  hat.  The  downward  move- 

ment in  trimmings  has  not  said  its  last 
word,  and  reappears  in  most  fascinating 
variations  in  both  plumage  and  ribbons. 
One  gorgeous  hat  just  completed  showed 

panne  velvet  upon  the  upper  side  and 
black  velvet  beneath.  The  brim 
followed  the  new  outline,  widening  at 
the  sides  and  narrowing  at  front  and 
back.  A  long  streamer  of  two-inch  heavy 
black  gros  de  Londres  ribbon  was  twist- 

ed about  the  crown  and  allowed  to  drop 

down  away  below  the  wearer's  waist. Another  wonderful  creation  of  copper 
corded  silk  was  enhanced  by  the  use  of 
the  new  very  large  silk  and  velvet  pop- 

pies which  were  flattened  out  to  cover 
the  entire  crown,  their  hearts  forming 
the  sole  outstanding  trimming  note. 
These  huge  poppies  will  be  employed 
lavishly  in  the  originating  of  such  ef- 

fects as  this. 

Nickel  in  a  New  Role. 

The  use  of  nickel  as  a  millinery  trim- 
ming is  another  hall-mark  of  the  fall 

season,  and  quantities  of  this  shiny  metal 
will  be  later  seen  adorning  crowns,  brims 
and  even  dangling  like  fringe.  The  most 
common  usage  is  in  large  shield-like 
buckles  or  plaques  upon  the  front  or 
side  of  sports  hats,  but  tiny  spangle-like 
bits  of  nickel  are  frequently  worked  on 

(Continued  from  page   54) 

Large  of  rim  and  low  of  crown  is  this  black  panne  velvet  hat,  which  has 
the  top  of  its  brim,  softened  by  dripping  fonds  of  glycerined  ostrich.     For 
any  function  in  the  afternoon  or  evening  such  a  model  as  this  would  be 

indescribably  lovely  as   the  complement  of   the   black  gown  decreed   by 
fashion.     Model  from  Debenhams  Canada  Ltd.  Montreal  branch. 

—   Photo   by   Photo-Kraft   Studios. 
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Trimmings  and  Accessories  are  Important 
Factors  in  Merchandising  Millinery 

The  Systematizing  Of  A  Millinery  Department^The    Displaying    of    Trimmings- 

Holding  Sales  To  Attract  New  Customers— Sales'  Staff  Should  Help  Select The  Models— Workmanship  And  Style  Will  Count  For  Fall 

MMi 
'ILLINERS  often  forget  that 
women  are  just  as  much  inter- 

ested in  trimmings  and  millin- 

ery accessories  as  they  ai*e  in  the  hats 
themselves,"  was  the  remark  made  by 
Mrs.  Kempson,  the  successful  manager 
of  the  millinery  departent  of  the  John 
Murphy  store  in  Montreal,  to  a  staff 

member  of  Dry  Goods  Review.  "What 
I  mean  is  that  they  concentrate  upon 
selling  hats,  either  trimmed  or  untrim- 
med,  often  forgetting  that  the  trimming 
is  just  as  apt  to  sell  the  hat  as  the  hat 

is  to  sell  the  trimming." 
In  explanation  of  this  theory,  Mrs. 

Kempson  continued,  "I  believe  in  so  co- 
ordinating all  the  parts  of  the  millinery 

section  that  they  will  blend  into  a  per- 
fect circle,  each  one  contributing  to  pro- 

mote the  success  of  another.  We  main- 
tain a  large  department  in  this  store, 

employing  a  considerable  staff  and  from 
experience  I  have  found  that  there  is  al- 

ways something  to  keep  them  busy  and 
consequently  there  are  no  dull  seasons 

or  unprofitable  months  with  us." 
System  Needed  to  Sell  Millinery. 

Asked  how  she  organized  this  efficient 
system,  Mrs.  Kempson  explained  her 
viewpoint  regarding  any  successful  mil- 

linery department.  "A  manager  should 
always  have  her  department  completely 
systematized  both  as  regards  its  lay- 

out and  the  daily  activities  of  its  staff. 
Each  line  of  hats  should  have  an  ap- 

pointed place  for  display,  so  arranged 
that  the  untrimmed  shapes  are  near  at 
hand  to  the  trimmings  for  the  greater 
convenience  of  the  staff.  Much  thought 
should  be  given  to  the  attractive  display 
of  millinery  upon  the  various  tables, 
and  the  choicest  models  should  be  en- 

hanced by  proper  lighting  and  back- 
ground in  an  atmosphere  suggestive  of 

a  E'rench  room  if  possible.  The  trim- 
mings should  have  special  attention  too, 

and  be  carefully  displayed  in  individual 
cases  according  as  they  are  feathers, 
flowers,  fruits  or  fancies. 

"I  do  not  advise  keeping  much  of  a 
stock  of  ribbons  in  the  trimming  section 
of  the  millinery  department,  with  the 
exception  of  cir«s  or  white  cords,  any 
extreme  novelty  effects  which  are  typi- 

cally suitable  for  hats  and  nothing  else. 
Customers  can  be  much  more  easily  and 
satisfactorily  suited  down  in  the  ribbon 
section  where  staple  lines  are  concerned. 
All  the  other  trimmings  should  be  at- 

tractively arranged  so  that  they  may 
be  readily  handled  to  show  a  customer 
how  they  would  look  on  a  hat,  for  very 
often  a  customer  will  change  her  mind 
completely  when  she  sees  a  certain  trim- 

ming and  instead  of  selecting  a  hat  of 
one  style,  she  will  take  something  quite 
different,  just  because  the  trimming  ap- 

pealed to  her.  One  cannot  emphasize 
too  strongly  the  necessity  of  displaying 
trimmings  from  the  standpoint  of  the 
woman  who  merely  requires  to  freshen 

up  a  last  season's  hat.  In  the  course  of 
a  season  a  very  tidy  profit  may  be  made 
by  introducing  novelties  to  customers 
and  explaining  what  is  being  worn  in  the 
way  of  flowers  or  plumage,  and  selling 
the  necessary  amount  that  the  customer 

may  remodel  her  hat  herself." 
Copies  Imported  Models. 

To  a  question  as  to  the  type  of  work 
most  frequently  called  for,  from  the 
workrooms,  it  was  pointed  out  that  im- 

ported model  hats  can  be  very  profitably 

copied  by  clever  milliners  for  a  frac- 
tion of  the  cost  of  the  originals,  and 

thus  customers  may  have  the  effect  of  a 
real  Paris  hat  for  about  a  quarter  of  its 

cost.  "Women  nowadays  prefer  to  have 
a  dozen  moderately  priced  hats,  each  one 
in  keeping  with  a  distinct  costume,  and 
the  day  of  the  $50  or  $80  hat  is  over. 
Of  course,  at  the  end  of  the  season,  the 
original  models  can  also  be  sold  at  suf- 

ficient reduction  to  be  worth  while 
which  is  perfectly  reasonable  since  they 
will  have  probably  paid  for  themselves 

by  means   of  the  copies  called  for." 

Remodels  Customers'  Hats. 
"The  workrooms  can  also  be  kept  busy 

making  over  last  season's  hats  for  cus- 
tomers who  have  paid  a  high  price  for 

them  and  desire  to  make  them  do  service 

awhile  longer.  So  often  a  shape  is  be- 
coming to  a  woman  and  she  is  reluctant 

to  abandon  it  for  a  new  model.  At  $5 
or  $10  she  can  have  it  recovered  or  re- 
trimmed  to  her  complete  satisfaction, 
and  the  store  thereby  gains  a  customer 
who  would  have  been  entirely  lost  other- 

wise. Mourning  millinery,  too,  should  be 
made  up  in  the  workrooms  during  the 
"between  season"  period  of  slackness, 
and  the  models  packed  away  carefully  in 
readiness  for  the  next  season.  This  line 
of  hats  is  usually  profitable  and  should 
be  displayed  in  a  less  conspicuous  part 
of  the  department,  so  that  customers 
need  not  betray  the  fact  that  they  are 
entering  into  mourning  for  the  rest  of 

the  world  to  see." 
Sales  Attract  New  Customers 

A  very  interesting  sidelight  on  mer- 
chandising was  also  afforded  by  Mrs. 

Kempson  in  regard  to  the  holding  of 

sales  of  millinery  and  trimmings.  "By 
all  means  hold  a  millinery  sale  once  or 
twice  a  year,  and  to  be  most  successful, 
the  buyer  should  endeavor  to  obtain  a 

good  supply  of  manufacturers'  samples, 
insisting  upon  a  low  price.  By  adver- 

tising this  sale  at  such  a  figure  as  $2 
or  thereabouts,  the  store  will  attract 
customers  whom  it  would  not  otherwise 

interest  in  the  least,  many  of  whom  will 
return  constantly  afterwards.  These 

samples  are  nearly  always  exceptionally 

pretty  and  will  create  a  good  impression 

in  the  minds  of  the  purchasers." 
Sales   Staff  Select  Models. 

"I  might  also  suggest,"  she  continued, 
"ihat  the  sales  staff  be  allowed  to  have 
a  hand  in  the  selection  of  the  new  models 
for  each  season.  I  know  that  this  is  not 
often  considered  feasible,  but  the  selling 
staff  must  be  interested  in  their  mer- 

chandise at  all  costs,  and  no  better  way 
could  be  devised  than  by  letting  them 
try  on  the  new  hats  themselves  first.  In 

this  way,  such  remarks  as  'My,  what 

ugly  looking  shapes,  I  wouldn't  want to  wear  them!'  or  'Who  ever  saw  such 
colors,'  and  'Who  would  look  well  in 
them,  I  wonder!'  will  no  longer  be  ut- 

tered by  a  critical  and  uninterested  sales 

staff." 

This  very  pertinent  suggestion  would 
undoubtedly  have  the  desired  result  of 
infusing  real  enthusiasm  into  the  sell- 

ing efforts  of  those  who  had  a  hand  in 
the  selection  of  the  models. 

Effect  and  Style  Paramount. 

"Get  the  effect  of  style  this  season 
above  all  things,"  concluded  Mrs.  Kemp- 

son, "for  women  are  not  going  to  spend 
a  great  deal  of  money  on  expensive 
models.  They  will  not  look  closely  into 
the  quality  of  the  fabrics  or  the  fineness 
of  the  workmanship.  They  will  insist 
upon  the  hats  being  smart  and  becoming 
and  wherever  they  can  purchase  two  for 
the  price  of  one,  they  will  do  so.  I 
would  recommend  that  new  styles  be 
constantly  featured  in  the  less  expensive 
varieties  of  duvetyn,  panne  or  Lyons 
velvet,  following  closely  the  ideas  of  the 
Paris  and  New  York  creators,  but  de- 

veloped so  as  to  permit  a  woman  to  pur- 
chase several  hats  at  once  without  feel- 

ing unduly  extravagant.  Finally,  I 
would  emphasize  the  necessity  of  keep- 

ing the  assortment  of  millinery  trim- 
mings fresh  and  up  to  the  minute  all 

the  year  round,  through  the  medium  of 
employing  a  girl  who  is  clever  with  her 
needle.  Such  a  girl  can  adapt  and  com- 

bine several  bits  of  trimming  to  make 
totally  new  conceits,  and  she  can  so 
alter  and  freshen  up  left  over  stock  that 
it  will  appear  delightfully  new  and  novel 
to  customers.  The  demand  for  corsage 
bouquets  is  constant  all  the  year  round 
and  a  very  satisfactory  profit  can  be 
made  out  of  made-over  millinery  flowers 
thus  transformed.  These  dainty  acces- 

sories displayed  with  veilings  or  made- 
up  veils  can  become  the  leading  centre 
of  interest  in  a  millinery  department, 
and  need  only  a  little  ingenuity  and  good 

taste  to  create." 
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Good  Profits  in  Machine-Made  Hats 
Wholesaler  Contends  that  Retail  Trade  Demands  Too  High  Profits  on  These  Hats  and, 

Therefore,  Does  Not  Develop  the  Business — Big  Drop  in  Millinery  Prices  for 
Fall — Shoe  Buttons,  The  Latest  Novelty  for  Hats. 

THERE  are  chances  for 
 good 

profit?  in  machine  made  hats  if 
milliners  will  only  learn  they 

cannot  be  sold  on  the  same  basis  as 

hand-made   ones." 
This  is  the  opinion  of  the  head  of  one 

of  Toronto's  largest  wholesale  houses 
in  legard  to  the  camparatively  new 
fie!d  into  which  milliners  on  this  side 
have  ventured.  It  has  been  generally 
accepted  by  the  trade  in  this  country 
that  the  reason  Canadian  women  do 

not  buy  as  many  hats  as  American  wo- 
men, is  because  of  a  difference  in  tem- 

perament and  tastes.  Consequently 
milliners  in  this  country  have  been  con- 

tent with  a  two-season  or  even  four 
season-business  instead  of  an  all-year 
round  one  as  exists  in  the  United 
States. 

This  great  difference  in  the  buying 
habit  of  the  two  nations  has  a  better 
explanation  according  to  Canadian 
manufacturers.  In  this  country  women 
have  never  been  able  to  buy  good  hats 
at  a  low  price;  that  is,  a  hat  which 
sold  by  a  milliner  at  seven  or  eight  dol- 

lars has  been  made  of  the  cheapest 
material  and  roughly  put  together  be- 

cause time  is  the  principal  factor  to  be 
reckoned  with  in  making  hand-made 
hats.  As  a  result  Canadian  Women  in 
the  past  have  found  it  advisable  to  buy 
better  hats  at  twelve  or  fifteen  dollars 
and  wear  them  longer.  In  the  United 
States,  where  machine  work  has  been 
used  for  some  years,  the  work  can  be 
done  so  quickly  that  the  time  occupied 
is  reduced  to  a  minimum  and  conse- 

quently the  very  best  materials  can  be 
used.  American  women  therefore  in- 

dulge in  several  hats  during  each  sea- 
son. "•"•■ 

Most  of  the  firms  in  this  country  now 
have  machinery  for  turning  out  this 
class  of  millinery  and  they  believe  that 
there  is  an  excellent  future  for  them 
and  the  trade,  if  milliners  will  take  the 
same  attitude  as  they  do  in  regard  to 
them. 

Should  not  Sell   at  a   Big  Profit 

Since  the  object  in  making  these  hats 
is  to  sell  more,  milliners  should  mark 
such  hats  very  closely  with  the  object 
of  selling  quantites  of  them  rather  than 
obtaining  a  large  profit  on  a  few.  For 
example,  the  wholesale  house  on  which 

Good  Review  called  in  connection 
with  machine-made  hats,  is  now  turn- 

'.iful  models  for  prices 
ranging  from  three  to  five  dollars. 
Many  of  them  are  copies  of  New  York 
and  Paris  hats  and  are  made  up  in  the 
same  materials  as  the  most  expensive 
ones.  Now,  the  milliner  who  sells  such 
hats  at  twelve  or  fifteen  dollars,  which 
nrice  she  can  easily  obtain,  is  defeating; 
her  own  end.  She  is  not  stimulating 
a  demand  for  more  hats  and  she  is  very 

often  endangering  her  own  business. 
Even  if  the  customer  does  not  realize 
at  the  time  of  purchase  that  the  hat 
was  not  made  by  hand,  she  or  her  friend 
will  discover  it  before  long  and  she  will 
go  to  milliners  where  it  is  known  that 
only  hand-made  hats  are  sold.  The 
proper  attitude  is  to  sell  these  hats 
only  for  what  they  are.  There  is  al- 

ways a  sale  for  them  among  women 
who  like  style  and  variety. 

Millinery    Twenty    Percent    Lower    this 
Fall 

Wholsesale  houses  have  so  far  done 
a  bigger  business  than  last  year  and 
in  many  cases  have  made  larger  profits. 
Western  Canada  has  made  a  record  for 
orders  and  Ontario  and  Quebec  are  not 
far  behind.  One  Toronto  house  is  em- 

ploying more  trimmers  than  ever  in  its history. 

As  to  price  next  spring,  many 
millinery  manufacturers  are  of  the 
opinion  that  there  will  be  a  further  re- 

duction, not  very  much  but  enough  to 
warn  them  against  buying  their  materi- 

als just  yet.  Paris  and  London  repre- 
sentatives are  responsible  for  this  feel- ing. 

The  fact  that  velvets  and  duvetyns 
have  advanced  in  price  from  two  to  four 
cents  per  yard  during  the  last  two 
weeks,  is  probably  the  best  indication 
of  a  good  fall  business. 

Shoe  Buttons  the  Newest  Fad 

Though  the  craze  has  not  yet  reach- 
ed this  country,  it  is  expected  that 

following  the  lead  of  Paris,  shoe  but- 
tons will  be  used  extensively  on  the 

'ater  fall  models.  These  will  be  used 
in  strips  and  also  separately.  All  col- 

ors and  combinations  of  colors  will  be 
shown.  One  of  the  most  effective  treat- 

ments is  made  by  using  a  strip  from 
base  to  very  tip  of  the  feathers  and 
quils  which  are  to  be  worn  right  through 
the  winter. 

The  violet  and  brown  shades  continue 
in  popularity  and  many  hats  of  the 
new  poppy  shade  are  shown. 

High  Crowns  for  Mid-Winter 

It  is  expected  that  October  and  Nov- 
ember will  find  high  crowns  the  favor- 

ites. New  York  is  showing  them  now 
but  they  will  not  be  seen  here  until  the 
shapes  already  bought  are  fairly  well 

disposed'  of.  This  crown  arrived  too 
late  for  early  fall  business.  It  is 
thought  that  these  hats  will  be  more  be- 

coming than  in  former  years  because 
the  general  outlines  of  the  high-crowns 
this  season  are  better  suited  to  most 
faces.  Soft  lines  will  be  used  both  in 

'he  high  crowns  and  in  the  brims.  In 
it  is  the  continuance  of  the  soft 

en  tour  which  has  made  this  crown 

possible. 

SMALL  CRUSH  AND  PICTURE  HATS 
SHOWN 

(Continued  on  page  56) 

in  patterns  upon  some  dark  fabric  against 
which  they  stand  out  with  quite  startling 
effect. 

The  new  heavy  satin  ribbon  that  is 
much  on  the  order  of  a  Baronette  satin 
is  used  in  combination  with  velvet  and 

panne,  the  crown  sometimes  being  of 
this  satin  with  the  cuff  or  brim  of  velvet. 
This  is  especially  good  in  the  dark  brown 
shades.  The  new  Hindoostan  cloth  is 
also  used  for  entire  hats  in  combination 

with  smart  quill  ornaments  or  wings,  al- 
though huge  bows  of  this  unique  fabric 

are  effectively  employed  as  the  sole trimming. 

Applique  Grows  in  Favor. 
Some  new  buckles  in  silver  and  enamel 

effects  are  shown,  combined  with  a  new 
striped  cire  ribbon,  forming  the  crown 
trim  of  large  drooping  shapes  of  black 
velvet.  Another  idea  is  seen  in  the  ap- 

p'ique  of  Duvenor  cut  out  in  fruits  and 
sewn  over  the  facing  of  a  large  rolling 
shape  of  panne,  while  an  extreme  novelty 
is  seen  in  the  trimming  of  string  beans 
made  of  different  colors  of  velvet  dang- 

ling from  the  high  brim  or  projecting 
points  of  the  hat. 
What  is  called  the  ostrich  veil  hat  is 

a  large  off-the-face  shape  of  panne,  trim- 
med around  the  brim  edge  with  a  veil 

of  glycerined  ostrich,  which  is  finished 
on  the  edge  in  a  pasted  band  of  multi- 

colored feathers. 

Cire  leather  in  bright  colors  is  used 
both  alone  and  in  combination  with  black 
felt  shapes.  It  is  variously  treated,  cut 
into  fringed  effects,  or  appliqued,  or 
features  stencilled  cut  work  to  show  an 
underlining  of  another  shade. 

In  the  line-up  of  dress  hats  of  really 
superb  design,  a  very  large  amount  of 
peacock  is  employed,  generally  treated 
in  the  now  argentee  finish.  Ostrich  also 
lends  itself  charmingly  to  this  novel 
metallized  effect,  and  in  one  chic  model 
of  French  blue  Lyons  velvet,  the  forward 
movement  was  excellently  presented  by 
means  of  a  huge  uncurled  plume  thup 
treated  so  as  to  become  a  kind  of  oxy- 
di-^ed  silver-grey.  This  plume  was  folded 
bark  upon  itself  and  swirled  around  to 
stand  out  stiffly  in  front,  lending  height 
and  a  kind  of  dashing  charm  to  the  hat 

itse'f.  Every  possible  form  of  feathered 
appendage  is  employed  this  season  to 
bring  out  novel  effects  and  even  flowers 
are  successfully  imitated  by  means  of 
colored    feather    bindings. 

Undoubtedly  the  long  peacock  flues  in 
silvered  effects  will  become  unusually 
prominent  in  the  course  of  the  next  few 
weeks  for  fall  and  winter  millinery  in 
all  black  effects,  which  will  gradually 
supplant  the  gay  little  fore-runners  of 
the    regular    season. 
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Conducting  "Buy-at-Home"  Campaign 
Meeting  Competition  from  Catalogue  Houses— Linking    Up    The    Buy-at-home  Idea 

with  Industrial  Life  of  Community— What  Ingersoll  Did  And  What  Hamilton 

Did  Not  Do— A  Co-operative  Effout  And  a  Co-operative  Catalogue. 

A  NUMBER  of  merchants  i
n  the 

town  of  Ingersoll  recently  band- 
ed together  to  promote  a  buy-at- 

home  campaign.  Once  a  week  they  took 
a  full  page  in  one  of  the  local  papers 

on  which  was  run  some  pointed  editor- 
ial matter  about  buying  at  home  and 

helping  to  maintain  and  develop  the  in- 
dustrial life  of  the  community.  They 

emphasized  the  fact  that  money  kept  in 
circulation  within  the  boundaries  of  the 
town  helped  to  make  it  a  better  town 
and  that  if  all  the  money  made  by  man- 

ufacturers, retailers  themselves,  clerks 
and  workingmen  were  spent  in  Ingersoll 

its  development  would  surpass  all  ex- 
pectations. In  addition  to  this  editorial 

matter,  the  merchants  who  are  asso- 
ciated with  the  campaign  inserted  ad- 

vertisements which,  in  character,  var- 
ied from  usual  advertisements  to  the 

small  one-inch  card  insertion.  In  their 
regular  advertising  space,  a  number  of 
the  merchants  referred  to  the  object 
which  the  campaign  had  in  view  and 
sought  to  appeal  to  civic  loyalty  and  so 
further    the    buy-at-home    spirit. 

A   Greater  Effort 

The  object  which  the  campaign  had  in 
view  is  a  most  laudable  one,  but  it  ap- 

pears to  us  that  it  might  have  been  car- 
ried on  with  considerably  more  vigor 

than  it  was.  Unfortunately,  not  all  of 
the  merchants  of  the  town  took  part  in 
the  campaign;  that,  in  itself  constitutes 
a  weak  link  in  the  chain.  Originally, 
the  campaign  was  inaugurated  by  the 
newspaper  that  is  handling  the  adver- 

tising. This  is  an  enterprising  venture 
on  the  part  of  the  newspaper,  but  it 
seems  to  us  that  both  the  newspaper 
and  the  merchants  themselves  would 
reap  more  benefit  out  of  it  if  it  were 
were  taken  up .  by  the  merchants  them- 

selves. A  co-operative  effort  to  bei 
successful  to  the  merchants  should  be 
shared  in  by  all  and  the  utmost  vigor 
should  be  infused  into  it  from  the  very 
beginning. 

Linking   It   With    Industrial   Life 

One  other  way  in  which  such  a  cam- 
paign can  be  made  to  be  of  great  benefit 

to  the  merchants  is  by  linking  it  up 
with  a  can  paign  showing  the  industrial 
life  of  the  town.  Any  town  or  city  having 
numerous  industries,  such  as  Ingersoll 
has,  can  create  considerable  civic  pride 
if  it  is  gone  about  in  the  right  way  and 
a  way  in  which  there  is  real  cash  value. 

The  city  of  Hamilton  recently  advertis- 
ed a  Made-in-Hamilton  week.  Hamil- 
ton is  an  industrial  centre  of  consider- 

able importance  in  the  Dominion;  yet 
the  effort  was  not  entered  into  heartily 
by  the  merchants   of  that  city.     It  was 

an  opportunity  missed  in  many  respects 
because  there  was  lack  of  understanding 
and  co-operation  on  the  part  of  the 
merchants  themselves.  In  talking  with 
a  number  of  the  merchants  about  this 

very  week,  regret  was  expressed  in  a 
number  of  cases  that  more  was  not 
made  of  it  and  that  the  merchants  had 
not  combined  to  a  greater  extent  in  the 
effort. 

Big  Chance   For   Window   Display 

Aside  from  the  newspaper  advertis- 
ing which  can  be  made  one  of  the  big 

features  of  such  a  campaign,  it  is  a  rare 
opportunity  for  the  window  display  men 
of  the  town  or  city,  as  the  case  may  be. 
Take  the  Hamilton  week,  for  instance. 
There  were  a  bare  half-dozen  windows 
which  promoted  the  idea  through  their 
windows  at  all.  If  the  window  display 

men  had  got  together  and  arranged  a- 
mongst  themselves  to  show  Hamilton 
products  in  their  windows,  it  would 
have  created  the  necessary  curiosity  on 
the  part  of  the  buying  public  to  come 
down  town  to  see  these  displays.  The 
advertising  manager  could  announce  to 
the  readers  of  the  newspaper  that  their 
firm  had  such  and  such  a  display  in 

their  window.  This  could  be  supplement- 
ed by  the  campaign  advertising  in  which 

a  full  list  of  the  window  displays  could 
be  given  and  the  nature  of  such  display. 
Had  there  been  two  dozen  windows 
showing  Hamilton  products  in  original 
settings,  it  would  have  been  a  great  in- 

centive to  the  people  to  come  out  to  see 

them.  And  the  passer-by,  be  it  remem- 
bered, is  always  a  prospective  customer. 

Referring  again  to  Ingersoll  for  a  sim- 
ilar illustration,  some  time  ago  a  new 

factory  was  started  in  Ingersoll.  One  of 
the  merchants  undertook  to  show  the 
products  of  this  factory  in  his  windows. 
He  was  surprised  at  the  sensation  caus- 

ed by  his  simple  display  and  the  hun- 
dreds of  people  who  stopped  to  see  it 

or  even  came  down  town  to  see  it.  The 
same  idea  worked  out  in  the  case  of  a 
couple  of  dozen  windows  would  do  just 
that  much  good  to  the  retailers  in  any 
town   or  city. 

Co-operating  Against  Mail  Order 
Competition 

One  of  the  disheartening  features  of 
the  retail  business  in  the  smaller  cen- 

tres of  population  is  the  money  that 
goes  out  of  town  immediately  after  it  is 
circulated  with  the  large  mail  order 
house  catalogue.  This,  in  fact,  consti- 

tutes one  of  the  gravest  problems 
of  the  retailer  in  the  small  towns  and 
cities.  But  the  big  mail  order  house  is 
simply  the  growth  of  several  little 
stores  and  their  final  merging  into  one. 
It  is  a  big  co-operative  effort.  And  the 

way  to  meet  this  problem  is  by  a  similar 
co-operative  effort  on  the  part  of  retail 
merchants  all  over  the  country  in  their 

respective  communities.  The  big  mail  or- 
der house  is  a  monument  to  the  lack  of 

co-operation  on  the  part  of  retail  mer- 
chants in  their  home  towns.  Year  in  and 

year  out,  one  can  do  just  as  well  by 
shopping  at  home  as  by  going  out  of 
town  or  sending  out  of  town. 
Why  not  meet  the  mail  order  house 

catalogue  with  a  catalogue  that  is  the 
result  of  co-operative  effort  on  the  part 
of  the  retailers  ?  Not  only  should  such 
a  catalogue  be  circulated  within  the 
limits  of  the  corporation,  but  through- 

out the  rural  section  contiguous  to  the 
town  or  city  itself.  The  movement  is 

opportune  for  such  a  co-operative  effort. 
Aggressive  firms  are  after  business  as 
never  before.  Price  counts  with  the  buy- 

ing public  as  it  has  not  counted  for 
years.  It  is  the  right  time  to  bring  home 

to  the  In  lying  public  the  "price  mes- 
sage." It  is  possible  to  stem  the  tide  of 

the  mail  order  competition  if  it  is  gone 
at  in  a  thoroughly  vigorous  manner.  Too 
many  retailers,  perhaps,  have  accepted 
this  competition  as  people  in  the  olden 
days  used  to  accept  a  scourge  without 
taking  any  precautions  against  its  re- 

currence. This  thing  can  be  done  and  the 
realization  that  it  can  be  done  is  the 

beginning  of  a  co-operative  campaign 
that  will  bring  untold  benefits  to  retail 
interests. 

Customers    Always    Right,    Because — 

They  pay  your  salary  and  support  the 
organization. 

Without  customers  the  store  would 
cease  to  exist. 

Customers  as  a  rule  have  a  clear  and 
definite   idea   of  what  they  want. 

If  argued  with  or  contradicted  they 
will    return   to    buy   no   more. 

Customers  are  hard  to  attract  and 
not   easy   to   retain. 

One  pleased  customer  tells  another, 
thus   they  multiply. 

A  feeling  of  good  will  is  instilled. 
There  is  no  reason  for  having  them 

feel   otherwise. 
Displeased  customers  can  wreck  a 

business   in   short   order. 
No  one  likes  to  have  their  judgment 

questioned. A  store  makes  money  from  its 
friends;  enemies  trade  elsewhere. 

It  is  the  first  rule  of  good  business 
ethics. 

It  is  the  only  way  a  business  will 
thrive  and  prosper. 

The  customer  develops  a  kindly  feel- 
ing for   the   sales    clerk. 

You  build  on  the  safe,  sure  ground 
of  progress. 
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AUTUMN  MILLINERY 

—MODEL    HATS— 
and    all    Millinery    requisites 

Dry  Goods  Revit  w. 

Our  stock  in  every  Depart- 

ment will  be  fully  maintain- 

ed throughout  the  season. 

Inspection  by  the  Trade 

cordially  Invited. 

Visit  us  when  you  are 

in    Toronto    for    the 

Exhibition. 

G.    GOULDING   &   SONS 
Winnipeg 

66  King  Street 

55  Wellington  St.  West,  Toronto 
Ottawa 

236-237  Jackson  Bldg. 

Hamilton 

28^  John  St.  N. 
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TELEPHONES:      MAIN   4480-4481-4235  TELEGRAMS:      DEBENHAMS 

DEBENHAMS  (canada)  LIMITED 
WHOLESALE  DRY  GOODS  &  MILLINERY 
MONTREAL      TORONTO      OTTAWA      QUEBEC 

DEBENHAM  &  COMPANY 
(DEBENHAMS  LIMITED) 

91  W1MPOLE  STREET  LONDON,  W.  I. 

ST.  PAUL'S  CHURCHYARD,  LONDON,  E.  C.  4. 

BRANCHES 

NEW   YORK MELBOURNE 
PARIS SYDNEY 
LYONS JOHANNESBURG 
BRUSSELS BUENOS     AIRES 
LA    HAYE VALPARAISO 
COPENHAGEN SANTIAGO 

AGENCIES 
INDIA                      BRAZIL 

NORWAY                  ROUMANIA 
SWEDEN                 EGYPT 
ITALY                      TURKEY 

SPAIN                        FINLAND 
PORTUGAL            POLAND 

CZECHO  SLOVAKIA 

WE  WISH  TO  ANNOUNCE 

That  we  have  special  facilities  to  produce  Exclusive  Model 

Millinery.  New  productions  may  be  seen  in  any  of  our 

branches.  We  invite  open  orders  which  receive  our  most 

careful  attention.    Models  selected  exclusive  to  the  buyer. 

In  our  Woollen  and  Silk  Piece  Goods  Sections  we  are  show- 

ing latest  fabrics  and  weaves  in  Novelty  shades. 

Imported  European  Model  Gowns  for  afternoon  and  even- 

ing wear  will  be  shown  from  time  to  time  in  our  Montreal 

and  Toronto  Houses. 

DEPARTMENTS:- 

Silk  Piece  Goods  Ribbons 

Novelty  Silk  Piece  Goods  Tulles 

Woollen  Piece  Goods  Hats 

Velvets  and  V elveteens  Millinery  Trimmings 

Laces  Model  Millinery 
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Cafeteria  Idea  in  Selling  Underwear 
Have  a  Liberal  Display  of  Moderately  Priced  and  Attractive  Lines— What  The  Mur- 

phy Store  in  Montreal  Has  Found  Out— Keeping  Stock  on  the  Tables— High Salaried  Clerks  and  Their  Bonuses. 

44  f^  UCCESS  in  selling  underwear  re- 
^^  quires  very  close  study  of  demand 
kJ  and  supply,  an  unusually  high 

standard  of  intelligent  salesmanship 
coupled  with  merchandise  of  real  value. 
To  attract  customers  of  today  in  large 
centres  one  cannot  find  an  apter  illust- 

ration of  progressive  merchandising  than 
in  the  cafeteria,  where  delicious  foods 
.ire  spreal  oui  to  tempt,  even  the  mos: 
jaded  pa.are  and  where  one  serves  one 
self  quickly  and  easily  in  a  few  seconds. 

Underweai,  vhich  is  dainty  and  in-esist- 
ibly  fascinating  to  every  woman,  can 
be  sold  along  precisely  the  same  lines 
as  the  various  dishes  are  disposed  of  in 
the  cafeteria,  all  that  is  necessary  are 
plenty  of  tables  for  display,  plenty  of 
stock  of  attractive  appearance  at  prices 
tempting  to  everybody,  plainly  marked. 
Sales  girls  should  be  always  at  hand  to 
handle  cash  and  wran  narcels  expedit- 

iously, just,  as  the  cashier  in  a  cafeteria 
punches  your  check  and  makes  change. 

It's  just  the  same  idea,  and  it  certainly 

is  productive  of  similar  results." 
This  theory  was  expressed  to  Dry 

Goods  Review  by  Mr.  Hill  the  manager 
of  the  underwear  department  in  the  John 
Murphy  store  of  Montreal,  who  has 
brought  his  department  up  to  a  state  of 
efficiency  and  development  which  has 
never  been  hitherto  reached  in  the  his- 

tory of  tno  firm.  Only  this  month  fur- 
ther changes  have  been  effected  by  which 

the  last  remaining  counter  disappeared 

and  tables  substituted,  still  further  car- 
rying out  the  idea  which  lies  behind  Mr. 

Hill's  success  in  merchandising  under- 
wear. "Underwear  is  partly  a  staple  line 

and  partly  sells  by  impulse,  depending 
upon  the  f.tyle  and  material  of  which  it 

is  developed."  said  Mr.  Hill.  "It  is  pecu- 
liar in  that  it  sells  all  the  year  round,  yet 

summer  stock  is  shown  in  January  as 
well  as  in  July.  While  every  line  carried 
requires  close  study  to  handle  success- 

fully, yet  broadly  speaking  we  find  that 
displaying  the  goods  attractively  out  on 
tables  at  the  lowest  prices  compatible 
with    real    values    is    the    secret    of   our 
SUCCf 

Needs  Intelligent  Sales  Staff 

"Regarding  some  of  the  special  points 
which  are  important  to  observe  in  mer- 

chandising underwear,  I  would  first 
mention  the  sales  staff.  We  find  it  by 
far  the  best  plan  to  have  fewer  girls  at 
higher  salaries,  girls  who  are  intelligent 
and  know  their  work.  They  should  have 
a  smart  appearance  and  possess  a  court- 

eous and  sympathetic  manner  since  cus- 
tomers are  decidedly  impressed  by  the 

manner  ard  bearing  of  a  store's  person- 
nel, even  before  they  notice  the  mer- 

chandise. Together  with  their  salary  our 

sales  staff  are  also  able  to  participate  in 
extra  bonuses  based  upon  the  per- 

centage of  sales  they  make.  They  are  ex- 
pected to  reach  a  certain  point 

and  if  their  sales  fall  below  this 

standard  we  show  them  just  what  per- 
centage they  are  averaging  and  also  try 

to  find  out  what  their  particular  diffi- 

culty is." Keep   Stock  on   Tables 

"Another  point  about  underwear  sel- 
ling is  displaying  the  merchandise.  I  do 

not  believe  in  keeping  underwear  away 
out  of  sight  in  boxes  or  on  shelves  or 
counters  where  customers  cannot  easily 
see  and  handle  if  they  want  to.  By  using 
many  small  tables,  literally  piled  with 
neat  rows  of  garments,  all  plainly  mark- 

ed by  a  large  card  on  a  stand,  customers 
are  able  to  walk  about  and  compare 

prices  and  save  hours  of  time  for  them- 
selves and  the  sales  staff.  We  find  it 

best  to  observe  a  strict  sequence  in  our 
display,  and  begin  with  the  corset  covers 
or  camisoles  and  continue  through  all 
the  different  lines,  keeping  each  class 
to  an  aisle  to  avoid  confusion.  I  do  not 
approve  of  displaying  miscellaneous  lots 

of  garments  ticketed  'assorted  prices,' 
for  to  my  mind,  this  is  worse  than  use- 

less. We  are  not  afraid  of  merchandise 
becoming  soiled  or  shop  worn;  it  moves 
too  quickly  for  that,  and  our  staff 
watches  constantly  to  see  that  piles  are 

neat  and  garments  correctly  folded." 

"Perhaps  the  most  important  thing 
after  all  is  to  have  plenty  of  good  value 

to  offer  each  season,"  Mr.  Hill  continued, 
"because,  surprising  though  it  may 
seem,  we  find  that  even  well-to-do  cus- 

tomers appreciate  inexpensive  under- 
wear and  call  for  it  constantly.  We  have 

therefore  found  it  distinctly  satisfact- 
ory to  have  a  manufacturer  make  up  a 

line  for  us  at  such  prices  as  ninety-eight 
cents  for  a  nightgown  or  camisole 
which  represents  exceedingly  good 
value.  These  could  easily  command  $2 
anywhere  and  are  of  the  best  advertise- 

ments we  have.  Customers  buy  them  by 
the  half  dozen,  as  they  are  dainty  and 
devoid  of  cheap  lace  or  crude  workman- 

ship, and  we  nearly  always  have  a 
waiting  list  of  customers  before  each 
lot  comes  to  hand.  The  sales  staff  take 
orders  in  the  meantime  and  the  under- 

wear is  sent  C.  0.  D.  on  arrival.  There 
is  much  business  to  be  got  by  any  store 
which  can  sell  really  good  looking  un- 

derwear at  rock  bottom  prices.  Realizing 
this,  we  have  inaugurated  a  new  idea 
of  designing  an  individual  style  in  each 
range  of  underwear  and  having  it  made 
up  solely  for  ourselves.  This  summer 
we  carried  a  line  of  Jap  silk  camisoles 
with    two    rows    of      elastic,    in    several 

colors,  which  we  sold  at  98  cents.  We 
disposed  of  hundreds  of  dozens  in  a 
couple  of  months,  so  popular  did  this 
line  become.  Women  wanted  a  washable, 
inexpensive  camisole  and  our  line  was 
different  from  any  other  on  the  market. 
Then  we  foresaw  the  demand  for  sha- 

dow proof  petticoats  and  had  a  line 
made  up  of  washable  Jap  silk  with  a 

very  deep  facing  and  four  rows  of  hem- 
stitching as  the  sole  trimming.  This  we 

can  sell  at  the  low  figure  of  $3.50  and 

are  practically  sold  out  of  it. 
"We  carry  the  same  idea  out  in  flan- 

nelette wear,  which  is  usually  unattract- 
ive to  look  at,  and  rather  high  priced  at 

the  best.  By  originating  simple  hut 
pretty  designs  and  pricing  them  at  little 
over  a  dollar,  our  flannelette  jgowns 

are  quickly  sold  and  the  supply  is  scarce- 
ly ever  large  enough.  The  whole  secret 

is  to  offer  simple,  well  made  garments, 
avoiding  any  cheap  looking  trimmings 
or  tawdry  elaborations.  The  public  does 
not  want  that  type  of  merchandise  any 
more  and  shows  its  real  preferences 

very   plainly." "When  it  comes  to  really  high  priced 
lines  of  silk  or  embroidery,  the  same 
principles  hold  good  in  our  department, 
namely,  accessible  merchandise  in  every 
possible  variety  with  prices  plainly 
marked.  Underwear  is  so  exquisitely 

made  in  the  finer  qualities  that  custom- 
ers need  little  urging  to  respond  to  our 

offers  and  $12  and  $25  gowns  sell  as 

easily   as   98   cent  varieties." Avoids    Cheap    Looking    Stock 
"Although  we  have  two  big  sales  each 

year,  in  January  and  July,  yet  we  find 
that  underwear  as  a  whole  sells  by  the 

single  piece  all  the  year  round.  When 
a  customer  comes  in  for  a  certain  article, 
she  may  discover  that  it  is  possible  to 
buy  two  garments  for  the  price  that 
she  intended  to  pay  for  one  and  she  is 
consequently  pleased  and  passes  the 
word  along.  Such  advertising  is  worth 
much  to  any  department.  But  the  value 
must  be  there  in  the  merchandise,  and 
in  few  lines  is  it  more  vital.  The  trim- 

mings must  be  of  the  finest  and  the  cut 
and  colors,etc,  up  to  date  or  customers 
will  not  return  again  and  again.  We 
emphasize  the  fact  every  garment  we 
sell  is  guaranteed  to  be  well  made, 

roomy  and  comfortable  in  every  par- 
ticular and  that  our  stock  offers  the 

utmost  value  for  the  money.  This  is  the 
basis  on  which  we  have  built  up  our 

present  department." The  appearance  of  the  underwear  sec- 
tion in  the  Murphy  store  is  also  worthy 

of  note,  since  location  has  undoubtedly 
much  to  do  with  the  success  of  any  de- 

partment.    Occupying  the  entire     fifth 

(Continued  on  page  119.) 



Dry  Goods  R<  view CO RSET    DEPARTMENT 

Relationship  of  Corsets  to  Health 
Specialty  Shops  Linking  Up  With  Medical  Men — Corset  of  18th  Century  Responsible 

For  Many  Of  Today's  Ills— The  Proper  Fitting    Of    A  Corset— Many  Useful 
Points  For  The  Corset-Fitter. 

61 

THERE  are  big  opportunities  ahead 
of  the  manager  of  a  corset  de- 

partment who  recognizes  the  de- 
finite relation  that  exists  between  cor- 

sets and  health.  Some  shops  are,  to- 
day, reaping  big  profits  by  linking  up 

with  medical  men  in  this  respect.  A 
very  definite  example  of  the  mutual  help 
a  corsetiere  and  a  doctor  can  be  to  each 
other,  was  recently  brought  to  light.  A 
woman  who  for  some  time  had  suf- 

fered from  a  serious  internal  disorder, 
was  advised  by  her  physician  to  have 
an  operation.  She  mentioned  this  to 
her  corsetiere  who  suggested  that  if  she 
could  talk  it  over  with  the  doctor  she 
might  be  of  assistance.  The  doctor 
consented  and  after  the  corsetiere  was 
given  to  understand  the  exact  nature  of 
the  trouble,  she  offered  to  have  a  pair 
of  corsets  made,  which  would  put  the 
pressure  on  the  right  place  and  relieve 
others.  This  corset  was  worn  for  six 
months  when  the  trouble  disappeared. 
The  same  can  be  done  in  many  cases, 
for  doctors  realize  that  where  organs 
have  been  misplaced,  a  corset  properly 
fitted,  will  obviate,  very  often,  the  ne- 

cessity of  an  operation. 

Why  the  Thin   Woman  Should  be  Prop- 
erly  Corseted 

Strange  to  say,  many  corset-fitters 
are  not  as  particular  about  fitting  wom- 

en who  are  thin  as  they  do  stout  wom- 
en. In  some  respects  it  is  even  more 

essential  that  the  slight  figure  be  given 
even  more  attention.  The  stout  woman 
is  always  more  careful  about  her  pos- 

ture because  pride  enters  in.  In  seven 
cases  out  of  ten  where  correction  of  pos- 

ture is  needed,  it  is  with  slender  women 
who  have  neglected  their  carriage.  Be- 

sides, such  disorders  as  floating  kid- 
neys and  allied  diseases,  are  the  result 

of  a  poverty  of  fat  which  has  resulted 
in  causing  too  much  strain  on  certain 
muscles  and  a  consequent  sagging. 
These  troubles  can  be  greatly  assisted 
by  properly-fitted  corsets. 

WheTe  the  Trouble  Began 

There  is  no  doubt  indeed  that  the  ab- 
solutely normal  form  could  go  uncorset- 

ed,  that  is  provided  that  form  were  giv- 
en the  proper  exercise.  Neither  of  these 

conditions  exists  to  any  extent  to-day. 
"The  trouble  began"  one  doctor  claims, 
"when  man  began  to  stand  on  two  legs 
instead  of  four."  There  is  no  doubt  that 
it  began  when  men  and  women  ceased 
to  exercise  the  muscles  of  the  body 
properly.  The  pre-historic  man  and 
his  mate  had  no  need  for  artificial  as- 

sistance. Specialists  in  physical  cul- 
ture agree  that  the  muscles  in  the  front 

part  of  the  body  are  weakened  by  lack 
of  use  and  that  if  these  were  properly 
exercised,  great  good  would  result.  Lax 
soft  muscles  are  of  little  use  in  support  • 

The  West  is  no  laggard  in  the  art  of  window  dressing  as  all  travellers  will 
agree.  The  window  shown  above  was  dressed  by  C.  Digney,  display  man- 

ager of  the  Hudson  Bay  Store  at  Edmonton.  The  display  is  of  corsets 
and  silk  lingerie  for  the  June  bride.  The  background  is  of  tapestry 
panels,  draped  ivith  heavy  curtains  of  purple  plush.  The  massive  relief 
cornice,  supported  by  Ionic  fluted  pilasters  was  tinted  in  tuscan  and  sepia. 
The  floor  was  tinted  in  creaim  and  warm  grey,  the  whole  presenting  an  at- 

tractive color  combination  of  good  sales  value. 

ing  the  organs  of  digestion  and  of 
course  fatty  tissue  accumulates  in  such 
muscles  and  burns  up  whatever  energy 
might  be  remaining  in  them.  There  are 
men  today  who  are  in  need  of  corsets 
but  not  to  the  same  extent  as  women, 
for  women  have  ceased  for  a  longer 

time  to  take  proper  exei'cise.  As  a  result 
of  the  different  physical  conditions 
which  now  exist,  there  should  be  a  class- 

ification of  figures  based  upon  struct- 
ural differences  in  the  human  frame  and 

proportionate  measurements  applied  to 
these  differences. 

Corset  of  18th   Century  Responsible   for 
Many  Ills  of  Today 

There  is  no  denying  the  fact  that  cor- 
sets instead  of  remedying  the  evils 

brought  on  by  a  sluggish  civilization 
have  in  the  past  increased  them.  In  the 
early  eighteenth  century,  which  was  the 
height  of  that  period  when  inertia  and 
ennui  were  considered  fashionable,  cor- 

sets really  became  a  necessity,  for  the 
feminine  form  was  fast  becoming  a  mis- 

shapen affair.  Of  course,  beauty  alone 
was  the  consideration  and  a  study  of  an- 

atomy in  making  corsets  did  not  enter 
into  the  question.  As  a  result,  according 
to  18th  century  standard  of  fashion,  the 
corset  with  a  small  waist  was  accepted 
as  natural  and  artistic  and  no  concern 
was  given  over  the  need  of  the  lower 
ribs  to  extend  with  the  action  of  the 
diaphragm.  History  proves  that  it  was 
towards  the  close  of  that  century  that 
tuberculosis  broke  out  to  such  an  alarm- 

ing extent.  It  has  been  traced  by  stud- 
ents to  these  corsets.  Women  breathe 

more  deeply  now  than  they  did  twenty- 

five  or  even  ten  years  ago.  There  is  a 
marked  difference  in  their  form  as  a  re- 

sult. Their  chests  are  broader  and  their 

diaphragms  more  extended.  The  abdom- 
inal walls  are  no  longer  pressed  down 

by  constriction  at  the  waist. 
Modern  Ideas  in  Corsets 

The  correct  corset  today  is  made  to 
fit  securely  and  evenly  in  all  the  curves 
of  the  back,  where  nature  lends  itself  to 
firmness.  Starting  from  this,  a  secure 
line,  the  tightest  in  all  correct  fitting, 
continues  all  around  the  body  under  the 
hip-bone  and  above  the  thigh  to  the 
bones  in  front.  The  corset  anchored  here 

cannot  exert  pressure  on  the  soft  cent- 
ral part  of  the  body,  at  the  waist.  The 

good  corset,  held  rather  securely  in  that 
way  around  the  pelvis,  tips  the  chest 
forward  and  the  lower  part  of  the  trunk 
back.  The  muscles  are  so  brought  into 
use  that  proper  deep  breathing  and 
muscular  action  results.  The  poorly  fit- 

ted and  cheap  corset,  being  insecure  at 
the  back,  cannot  attain  the  tight  line  as 
described  above  and  works  up  to  anchor- 

age at  the  waist.  Garters  and  straps 
must  be  depended  upon  to  hold  them 
down  and  a  miserable  pressure  results. 

It  is  a  very  good  test  of  a  corset  to 
determine  whether  there  is  too  much 

pressure  at  the  waist-line.  If  there  is,  it 
will  be  found  that  either  it  fits  loosely 
at  the  back  or  the  line  from  the  back  to 
the  lower  front  is  slack. 

The  complaint  that  this  firm  support 
at  the  lower  part  of  the  corset  results  in 
an  appearance  of  largeness  at  the  waist 

(Continued  on  page  99) 
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ELASTIC  GIRDLES 
Made  in  Montreal 

4  4TT,TARNER'S  Elastic"  is  the  latest  development  in  Girdles.    In  these 
V  V  Warner  Girdles  the  rubber  is  circled  in  such  a  way  that  it  gives 

as  much  shape  as  a  standard  Corset. 
Cloth  sections  are  properly  placed  to  give  a  flattening  effect  to  the  figure ; 
the  solid  sections  at  the  back  are  well  boned ;  broad  solid  sections  at  the 
front,  and  cloth  strips  where  required,  prevent  any  tendency  to  bulge. 
The  best  quality  covered  elastic  webbing  is  used ;  the  Warner  Standards 
for  cloth,  boning,  interlining,  and  rubber  button  hose  supporters  are 
maintained ;  and  Warner  Elastic  Girdles  represent  the  same  high  quality 
for  fit  and  wear  that  you  know  in  other  Warner  Models.  Every  pair 
is  guaranteed  not  to  Rust,  Break  or  Tear. 

We  have  added  four  Elastic  Models  to 
our  Canadian  line,  made  in  Montreal,  which 
will  prove  attractive  to  your  trade. 

Style  E — 322.     Price  $15.00  per  dozen. 
Pink  coutil,  Laces  in  Back.  3%  inch 

width  elastic  section  over  hips.  For  small 
figures.  10  inch  skirt.  Four  hose  support- 

ers.    Sizes  19  to  28. 

Style  E— 303.  Price  $21.00  per  dozen 

Pink  Coutil.  No  lacings.  4V2  inch  width 
elastic  section  over  hips.  For  average 
figures.  Short  clasp  with  hooks  above  and 
below  clasp.  14  inch  skirt.  Elastic  insert 
in  lower  skirt.  Four  hose  supporters. 
Sizes  22  to  30. 

Style  E— 702.  Price  $24.00  per  dozen 
Pink  Brocade.  Laces  in  back.  3  inch 

width  elastic  section  over  hips.  For  average 
figures.  14  inch  skirt.  Trimmed  with  bow. 
Four  silk  stripe  frill  hose  supporters.  Sizes 
19  to  28. 

Style  E— 907.  Price  $36.00  per  dozen 
Solid  elastic,  with  pink  brocade  section 

over  abdomen.  No  laces.  Side  steels  over 
hips  and  at  back.  For  average  and  medium 
full  figures.  13  inch  skirt.  Short  clasp 
with  hooks  above  and  below  clasp.  A  shaped 
elastic  corset.  Four  silk  stripe  frill  hose 
supporters.     Sizes  22  to  30. 

TERMS:--3%--10  days,  2^%~30  days,  net  60  days,  dating 
first  of  month  following  shipment.  F.  O.  B.  Montreal. 

L 
THE  WARNER  BROTHERS  COMPANY,  INC. 

Of  Bridgeport,  Conn. 

Canadian  Factory  &  Sales  Office-St. Ambroise  &  Turgeon  Sts., Montreal,  P.Q. 
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Advertised  goods  of  world-wide  fame,  such  as — 

G  O  S  S  A  R  D    £;;,"„',    CORSETS 
have  reputations  to  uphold  and  customer  confidence  to  maintain.  For  such  mer- 

chandise to  be  merely  good  is  not  enough;  the  manufacturer  must  produce  a  pro- 
duct so  superior  as  to  be  even  a  little  better  than  the  buying  public  expects. 

To  attain  a  worthy  reputation,  an  article  must  be  good  from  the  beginning;  to 
maintain  this  reputation  the  manufacturer  must  base  his  ideals  on  three  standards: 
quality,  service  and  value. 

From  the  time  the  first  Gossard  Front  Lacing  Corset  was  offered  to  the  public 
nearly  two  decades  ago,  up  to  the  present  day  every  garment  that  has  borne  the 
Gossard  label  has  been  as  perfect  a  product  as  skillful  artistry  and  high-grade 
materials  could  produce. 

In  many  of  the  most  representative  corset  departments  of  the  dominion  you  will 
find  Gossards  the  only  front  lacing  corset  carried.  This  fact  is  convincing  proof 
of  the  completeness  of  the  line.  Merchants  are  every  day  demonstrating  to  their 
own  satisfaction  that  there  is  not  a  type  of  figure  however  unusual  or  difficult  to 
fit  but  can  be  successfully  corseted  in  a  Gossard. 

The  Canadian  H.  W .  Gossard  Co.,  Limited 
366-378   West  Adelaide  St.,   Toronto,  Canada 
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DYNAMO  MALINES 
OF  FILMY,  SILKEN  LOVELINESS 

IN   BEAUTIFUL   COLORINGS 

They  are  selling  BIG  this  Season  for 
Scarves — for  Evening  and  Street 
wear.  To  display  Dynamo  is  an  as- 

surance of  bigger  sales. 
There  is  no  Maline  like  DYNAMO. 

It  combines  exquisite  beauty  with 
practical  value,  for  it  is 

GUARANTEED 
rain-proof,  moisture-proof,  perspir- 

ation-proof, sun-proof,  and  will  not 
fade. 

We  sell  to  the  Wholesalers  only. 

CHAS.  MOUTERDE 
United  Makers 

TORONTO, 

80  Wellington  St.  Wes-t. 
Tel.  Adel.  4184. 

MONTREAL, 

Room  705  Read  Bldg. 
Tel.  Main  6524. 

DYNAMO  BRAND 
Selling  Agents  for 

GROS    MILLION   &  CO., 

of  Lyons  (France,)  for  the  Dom.  of  Canada 

I * 
I 
: 

bo 

Announcing 

A  New  Firm 

Specializing 
in 

VEILS 
VEILINGS 

"BLUE-BIRD"  HAIR  NETS 
and 

BEADS 

You  are  heartily  invited  to  call,when 
in  Toronto  for  the  Exhibition.  See 

this   new   line — with    new  ideas. 

THE  ADAMS  -  BARRETT  CO. 
324    Empire    Building 

64  Wellington  St.  West 

TORONTO 

IMPORTERS  and  MANUFACTURERS 

Art  Needlework  and  Fancy  Goods 
"Peri-Lusta"  "Crystal" 

Mercerized  Cottons  Artificial  Silk 
Embroidery  Materials 

Fancy  Linens  and  Piece  Goods 
MADEIRA    HAND   EMBROIDERED 
LINENS  and  HANDKERCHIEFS 

Campbell,  Metzger  &  Jacobson 
932-938  Broadway  New   York  Cor.   22nd   St. 

Canadian  Showroom   and  Factory  : 

Bay  and  Wellington  Sts.,         -        Toronto,  Canada 
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IONDONKN1T 

Hose 
Includes  in  its  complete  range  all  the  lines  for  men,  women  and 

children  that  are  the  bulk  of  the  hosiery  business.  Knitted  into 

every  pair  and  dyed  into  every  thread  is  the  satisfaction  to  the 

wearer  that  makes  them  remember  London  Knit  and  your  store. 
For  your  cotton,  lisle,  silk  lisle,  fibre  silk  and  cashmere  hose  buv 

rONDONWNIT   

Hose 
NPONTADY     fONDONIASS     fONDONlAD     TONDONMAN 

£±&     LONDON  HOSIERY  MILLS  u.^    EEJfcS 

\Tl iffin 

for  Stylish  Economy 

The  clean  cut  neatness  and  fit  of  a  Parisian  tailored  suit  plus 

the  economy  of  long  wear  and  washability  have  placed 

Griffin  Gloves  in  an  enviable  position  in  the  opinion  of  Can- 
adian women.  So  much  so  that  it  is  important  that  orders 

be  placed  early  while  quantities  are  still  available. 

Limited 

linq  Agents 
Richard  L.Baker^CQ 

LIMITED 

84We11ingtonStWest 
Toronto 
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the 

Royalty  of  Silk  Gloves 
There  is  a  luxurious  richness  about  the  shades  that  the  pure  silk  of 
Queen  Quality  takes  that  is  a  compelling  attraction  in  itself. 
Whatever  color  scheme  milady  desires  in  her  costume  there  is  a 

Queen  Quality  silk  glove,  plain  or  fancy,  to  round  it  off. 

St.  Catharines  Silk  Mills 
Limited 

ST.  CATHARINES,         ONTARIO 

Quality 

Val ue 
PURE  SILK 

HOSIERY 

Venus  Silk  Hosiery  Mills 
Limited 

TORONTO  -  ONTARIO 

Sole  Sellina  Aaonts 
Richard  L.Baker^Oa 

84Wellin^tonStiVrest Toronto 

Variety 

Profit 
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$2,000,000  Lost  to  Wholesale  and  Retail  Trade: 
What  Failure  to  Place  for  Requirements  Costs 

By  Failing  to  Place  Orders  for  Bathing  Suits    Last  Spring  it  is  Estimated  that  This 
Amount  was  Lost  to  The  Trade — Small  Towns  Suffered  Most — Difficulties  of 

Manufacturers  in  Creating  Assortment  for  Canadian  Trade 

IT  IS  estimated  that  $2,000,000  worth 
of  business  was  lost  to  the  whole- 

sale and  retail  trade  of  Canada, 

through  failure  to  order  sufficient  quan- 
tities of  bathing  suits  last  spring.  One 

manufacturer  is  of  the  opinion  that  the 
mills  would  now  be  entirely  out  from 

under  the  pressure  caused  by  the  de- 
pression of  the  last  few  months,  had 

they  received  their  bathing  suit  orders 
in  time.  Last  February  and  March, 
manufacturers  were  showing  attractive 
designs  but  they  could  not  find  buyers  at 
any  price.  Consequently,  they  closed 
down  on  this  line  fearing  that  they 
would  not  be  able  even  to  dispose  of  the 
stock  on  hand.  In  the  whole  of  Canada 
there  were  not  more  than  two  or  three 
retail  stores  which  were  willing  to  take 
the  risk  of  placing  their  usual  orders. 
One  Vancouver  man  who  prophesied  a 
warm  summer  was  able  to  obtain  five 
hundred  dozen  in  April  at  a  very  low 
price.  When  the  first  days  of  June 
Drought  signs  of  hot  weather,  orders  be- 

gan to  come  in  to  all  the  knitting  mills. 
The  owners  however  were  not  willing 
at  that  date  to  start  their  machinery  in 
operation  for  they  realized  that  no  mat- 

ter how  hard  they  went  to  work  they 
could  not  turn  out  sufficient  quantities 
during  two  or  three  weeks  of  warm 
weather  to  warrant  their  attempting  it. 
As  a  result,  business  has  been  retarded 
all  round.  The  mills  which  have  been 

lying  in  idleness  this  summer  have  suf- 
fered, the  wholesale  houses  have  lost  a 

certain  amount  of  prestige  and  even  the 
smallest  retailer  has  missed  chances  of  a 
tig  turnover.  The  towns  have  lost  even 
more  than  the  cities  in  this  respect. 
When  orders  did  come  in,  manufacturers 
were  more  ready  to  supply  where  large 
quantities  were  required  than  to  fill  sev- 

eral small  orders. 

A  Lesson  to  the  Trade 

Several  manufacturers  throughout 
Ontario  have  mentioned  the  matter  of 
this  bathing  suit  shortage  to  Dry  Goods 
Review.  They  claim  that  it  should 
stand  as  a  real  lesson  to  the  trade.  A 
hot  summer  had  been  foretold  early  in 
the  year  and  my  man  in  business  knows 
that  articles  which  are  the  means,  direct 
or  indirect,  of  bringing  physical  comfort 
to  the  consumer,  will  be  bought,  wheth- 

er hard  times  or  not.  One  of  the  larg- 
est manufacturers  states  that  dozens  of 

these  articles  in  colors  which  were  poor 
and  could  not  be  sold  to  the  trade  at 
any  price  early  in  the  season  were 
Dought  up  when  the  demand  came.  Yet 
there  were  scores  of  retailers  in  the 
country  who  had  not  a  dozen  suits  in 
stock. 

Had  the  retail  and  wholesale  trade  of 
Canada   shown    a    little    more   confidence 

in  the  buying  public  and  a  little  more 

willingness  to  take  a  gambler's  chance, 
there  would  now  be  reason  for  congratu- 

lation  all-round. 

The  Same  Danger  Ahead 

Though  many  retailers  and  the  major- 
ity of  wholesale  houses  are  beginning 

to  place  orders  with  a  heart,  there  are 
some  which  continue  to  hold  back.  The 
same  state  of  affairs  will  happen  again. 
Manufacturers  cannot  be  expected  to 
stock  up  without  some  encouragement 
and  this  encouragement  can  only  come 
through  the  trade.  A  cold  winter  is  pro- 

phesied. If  it  sets  in  in  early  October 
there  is  a  chance  to  get  what  is  requir- 

ed but  if  it  does  not  come  until  Decem- 
ber, mills  cannot  get  their  help  educat- 

ed in  time  to  turn  out  good  results. 

The    Attitude   of   the   Canadian   Trade 

Again  and  again,  Canadian  manufact- 
urers are  criticized  for  not  making  up 

designs  which  are  as  attractive  as  thcsa 
made  in  the  United  States.  Several  of 
these  have  answered  this  criticism  in 
what  would  seem  a  very  satisfactory 
manner.  On  the  other  side,  in  trade  as 
in  everything  else  the  element  of  chance 

plays  a  big  part.  Even  in  the  smallest 
towns,  travellers  claim  that  merchants 
are  willing  to  try  out  anything  new.  In 

this  country  however,  there  is  a  ten- 
dency to  push  what  is  selling  to  the  de- 

triment of  lines  which  are  not  known. 

Pioneers  are  few  and  far  between  when 

it  comes  to  venturing  on  new  merchan- 
dising ideas.  Manufacturers  are  on  that 

account  afraid  to  install  expensive  ma- 
chinery when  they  are  in  nine  cases  out 

of  ten  uncertain  of  the  outcome  no  mat- 
ter how  well  that  same  new  line  is  sell- 
ing  in   the  United   States. 

In  this  question  of  ideas,  one  Ontario 
manufacturer  of  sweaters  and  gloves 
lines  claims  that  most  of  his  best-paying 
lines  have  been  modelled  after  those 
ideas  which  come  from  our  own  Cana- 

dian cities  rather  than  those  which 
originate  in  New  York.  Several  times  a 
year  he  makes  trips  to  New  York  and 
Chicago  and  comes  back  with  samples 
but  so  far  has  obtained  most  satis- 

faction from  cities  like  Montreal  and 
Toronto.  This  shows  that  there  is  a 

big  field  for  original  ideas  in  this  coun- 
try and  that  these  ideas  are  peculiar  to 

(Continued   on   page  68) 

Kimono  for  children.  It  is  made  of  fine  super-wool  yarn  for  children 
from  four  to  six  years  old.  This  little  garment  comes  right  to  the  feet 
and  buttons  up  to  the  throat  if  desired.  It  is  washable.  The  colors 
it  is  shown  in,  are;  blue  and  white  and  pink  and  white.  Bone  buttons 
and  a  white  cord  make  it  a  very  practicable  negligeee  for  the  small  boy 
or  a  girl.     Shown  by  the  Henry  Davis  Co.,  Toronto. 

\  : 
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(Continued  from  page  67) 
Canada  just  as  much  as  others  are  to 
France  and  the  United  States. 
The  Sweater  Business  has  Many  Pitfalls 

Women's  sweaters  have  given  many 
merchants  as  well  as  manufacturers 
much  cause  for  worry  during  the  last 
two  months  for  two  reasons:  when  the 
intense  heat  came  there  was  a  decided 
fall-off  in  the  buying;  of  them  and  this 
was  a  line  in  which  most  firms  stocked 

well.  Besides,  women's  taste  for  these 
garments  has  been  so  finely  cultivated 
that  it  is  almost  impossible  to  suit 
every  kind  of  desire.  The  proprietor  of 
one  of  the  largest  mills  in  Ontario  told 
Dry  Goods  Review  that  calls  came  to 
him  so  often  from  ladies  who  could  not 
obtain  what  they  wanted  in  the  stores, 
that  he  consented  as  an  experiment  to 
allow  two  of  them  to  pick  one  out  of 
the  mill.  He  had  at  the  time  eighteen 
different  lines  in  stock  yet  these  ladies 
walked  out  without  one  because  they 
could  not  find  the  style  they  wanted. 
When  men  buy,  they  want  what  other 
men  are  wearing  and  this  tendency  is 
peculiarly  noticeable  in  the  purchasing 
of  sweaters  but  when  women  buy  they 
want  what  other  women  are  not  wear- 

ing. This  point  was  emphasized  by  one 
or  two  manufacturers  as  a  guide  to  re- 

tailers in  buying  women's  sweaters. 
They  are  all  of  the  opinion  that  Sep- 

tember wnll  clear  out  most  of  the  sweat- 
ers now  in  stock  for  the  craze  for  them 

has  not  been  satisfied.  Many  of  them 
are  still  turning  out  new  ideas  for  ear- 

ly fall  confident  in  the  fact  that  they 
will  be  worn  until  late  October  with  the 

beautiful  sports  skirts  which  are  flood- 
ing the   fashionable   world. 

The  August  fur  sales  are  going  to  be 

well  remembered  in  Ottawa.  Heavy  read- 
justments of  prices  and  new  prices  do 

not  go  the  limit  of  price  reductions, 
Murphy-Gamble  of  Sparks  Street  offer- 

ing an  extra  20  per  cent  discount  even 
off  the  new  prices  and  at  the  same  time 
the  management  promise  clients  that 
they  can  rest  assured  that  all  furs  used 

are  "Grade  Extras"  of  "Number  One" 
quality. 

The  vest  on  the  figure  is 
rrilled  the  Trousseau  vest. 
It  is  made  of  a  fine  grade 
knitted  cotton  and  finished 
until  laoe  an  inch  und  a 
quarter  wide.  The  straps  of 
satin  ribbon  and  drawing 
string  of  the  same  make  it  as 
appropriate  for  evening 
wear  as  the  most  expensive 
silk  garment. 
The   bloomerB   are   the  result 

of  an  effort  to  make  better  garments  of  this  kind  for  the  Canadian  trade. 
The  inforced  and  have  strong  flat  seams.     The  elastic  at  top  and 
bottom  is  not  sewn  in  but  run  into  a  hem  an  inch  wide  so  that  the 
zlastic  nuay  be  renewed  without  injury  to  the  garment.  Shown  in  pink  and 
white  with  satin  bows  to  match. 

The  attractive  vest  being  held  by  the  model,  while  finished  to  stand  wear, 

is  a  ho   made   to,    the   fall   bride's   hope  chest.     Three  well-finished  lace 
dallione   arc    sewn    near   the   top.     The   straps   are   of   narrow   satin 

,  ibbon.     This  garment  is  made  to  come  hiqh  uder  the  arms. 

Shown  by  the  'Oxford  Knitting  Mills,  Woodstock,  Ont. 

The  Sound  Whitewear  Co.,  of  Owen 

Sound  are  quickly  getting  back  to  work 
after  a  recent  conflagration  in  which 
their  stock  was  ruined.  They  have  had 

an  exceptionally  busy  summer,  working 
three  nights  a  week.  In  spite  of  the  fire, 
they  hope  to  meet  their  orders  by  the 
first  of  Sentember. 
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Strong  Demand 
for  Brown 

for  Fall 
Manufacturer    With    Whom    Dry    Goods 

Review   Recently  Talked   Will.  Op- 
erate Only  on  Orders  Received 

A  KNIT  goods  manufacturer  sta
ted 

that  with  a  year's  poor  business 
behind  them  they  were  looking 

forward  to  a  good  year.  The  mild  wea- 
ther last  winter  made  business  poor 

for  them.  Their  stocks  were  clean, 
however,  and  they  had  no  intention  of 

making  up  new  goods  until  they  re- 
ceived the  orders  for  them.  "If  the 

trade  will  not  order  far  enough  ahead 
of  their  legitimate  requirements  and 
give  us  an  opportunity  to  make  them 
up,  then  the  trade  will  have  to  go  short 
on  some  of  the  lines  they  will  be 

wanting"  this  manufacturer  stared  to 
Dry  Goods  Review.  "I  believe  there 
will  be  a  shortage  of  a  number  of  lines 

of  knit  goods  this  fall,  he  said.  "Take 
for  instance,  ladies'  sweaters.  We  or- 

dinarily have  over  thirty  lines  of  these 
sweaters.  We  have  now  three  lines  in 
stock  and  we  will  not  manufactuie  un- 

til we  get  further  orders.  The  time  for 
speculating  so  far  as  we  are  concerned 

is  past;  we  will  make  up  only  to  order". 
Touching  on  the  matter  of  price  this 

manufacturer  stated  that  prices  were 
certainly  more  attractive  than  a  year 
ago.  So  far  as  their  factory  was  con- 

cerned their  raw  materials  were  down 

to  pre-war  prices  and  their  labor  was 
down  about  twenty  per  cent. 

This  manufacturer  was  of  the  opin- 
ion that  stocks  were  well  cleaned  up  on 

the  retailer's  shelves.  He  had  a  poor 
season  last  winter  and  the  hot  weather 
had  cleaned  out  his  spring  and  summer 
stock.  His  belief  was  that  they  would 
have  a  good  fall  and  winter  season  for 
knit  goods. 

The  latest  chemise  creation. 

It  comes  in  three  iveights  of 
glove  silk.  A  special  feature 
is  the  scalloped  edge  at  the 
bottom  which  is  half  an  inch 
wide  and  serves  as  a  rein- 

forcement for  the  garment. 
This  chemise  is  made  in  all 
the  new  colors  which  are 

ihown  for  undergarments  this 

fall.  Two-color  combinations 
are    used    oftener    than    one. 

The  garment  illustrated  here  is  of  the  honeydew  shade  with  straps  to 
match,  while  the  binding  at  the  top,  the  tie  and  the  scallops  arc  of  a  tur- 

quoise blue. 
The  dainty  step-ins  the  model  is  holding  have  also  a  scalloped  edge. 

The  upper  portion  is  of  the  finest  glove  silk  and  the  four-inch  border  is 
of  the  new  drop-stitch  pattern.  A  double  hemstitching  is  used  as  a  finish. 
This  garment  is  of  the  roseleaf  hue  but  almost  all  of  the  other  new  shades 
such  as  voiline,  aurora  and  cinder-grey  are  made  up  into  this  style. 
Shown  by  the  Niagara  Silk  Co.  Brantford.  Out. 
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The  Canadian  Co-operative  Wool  Grow- 
ers' Association  have  issued  a  report 

in  which  they  point  out  that  although 
prices  on  the  wool  market  have  sagged 
within  the  last  few  weeks,  they  believe 
that  stabilization  in  prices  is  nearsr 
than  at  any  time  during  the  past  three 
months.  The  report  states  that  manu- 

facturers are  buying  steadily  though 
in  small  ciantities. 
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Manufacturer  Says  Stabilization  Needed  in 

Knitted  Outerwear  Industry — Publicity 
Believes  That  Staple  Lines,  Urged  Upon  Consumer  by  Publicity  Campaign,  Will  Do 

More  Good  to  the  Industry  Than  Novelties — Desire  For  Novelties  Increases 
Costs  and  Creates  Uncertainties — Revival    of    Art    of  Knitting  as 

Result  of  War. 

COMMENTING  upon  the
  dullness 

in  the  knitted  outer  garment  indus- 
try in  Montreal,  a  prominent  man- 

ufacturer remarked  that  one  of  the 

greatest  factors  to  be  reckoned  with  this 
season  is  the  ever  increasing  vogue  for 
hand  knit  sweaters  among  the  Canadian 
women  of  all  classes,  and  which,  since 
the  war,  has  steadily  made  its  influence 
felt  season  by  season.  Coupled  with  the 
knitting  craze  has  come  the  fancy  for 
jersey  cloth  for  coats,  suits  and  dresses, 
(not  to  mention  bathing  suits.)  and  in 
consequence  ready  made  sweaters  have 
fallen  off  in  demand,  many  women  pre- 
ferring  to  get  instructions  and  make  up 

the  garments  themselves.  "This  activity 
in  sweater  making,"  it  was  remarked, 
"is  one  of  the  curious  by-products  of  the 
war.  Among  the  many  and  various  chan- 

ges effected  by  the  war  years  must  be 
recognized  the  revival  of  the  art  of  knit- 

ting and  it  is  the  usual  sight  to  observe 
women  in  all  walks  of  life  spending  their 
unoccupied  moments  in  fashioning  all 
manner  of  wool  or  silk  sweaters.  The 
number  of  women  who  carry  knitting 
bags  around  with  them  is  surprising  and 
moreover,  this  state  of  things  bids  fair 
to  become  permanent,  in  which  case  it 
will  make  a  vast  differencs  to  the  sweat- 

er branch  of  the  knit  goods  industry 
However,  while  trade  in  sweaters  is  slack, 

that  in  hosiery  is  reviving,  and  the  un- 
derwear mills,  too,  report  that  business 

is  picking  up  gradually,  and  there  is  a 
distinct  feeling  that  when  the  cooler 
weather  sets  in  merchants  will  resume 

buying  in  more   satisfactory  volume." 
Staples  are  Backbone  of  Industry 

In  considering  the  prospects  for 
another  season  in  the  line  of  knitted  outer 
garments,  the  opinion  of  a  prominent 

manufacturer  is  quoted  this  month.  "  The 
featuring  of  more  conservative  styles  by 
advertisers  in  the  field  of  knitted  outer 
garments  is  selling  style  above  all  other 
things.  It  must  be  remembered,  how- 

ever, that  it  is  the  smartly  dressed 
people  of  society  who  set  the  style.  All 
the  washerwomen  in  Canada  might  take 
to  wearing  a  certain  kind  of  sweater  and 
they  woull  not  be  the  style,  but  let  a  few 

ns  of  leading  social  position  appear 
wearing  them  at  any  well  known  and  ex- 

clusive country  club,  and  immediately 
that  particular  garment  becomes  the  mode 
of  the  moment.  What  many  manufac- 

turers and  reatil  buyers  of  knit  goods 
have  not  realized,  is  that  style  in  sweat- 

for  example,  means  conservatism. 
When  a  smart  woman  buys  an  expensive 

iter,  she  buys  a  simple,  plain  cut  gar- 
ment of  plain  weave,  and  usually  in  navy 

blue,  black  or  tan.  This  year  a  few  of 
the  brighter  colors  as  well  as  all  black 
have  sold  well. 

What  distinguishes  the  garment  and 
makes  it  smart  or  stylish,  is  nothing  but 
the  fineness  of  the  silk  or  wool  used  and 
the  excellence  of  the  workmanship. 

"For  publicity  purposes,  however,  man- 
facturers  have  to  use  oddly  designed 
models  with  extreme  features,  that  are 
neither  as  exclusive  nor  in  as  great  de- 

mand as  the  conservative  designs.  If  the 
woman  who  is  looking  for  a  sweater  sees 
these  odd  pictures,  she  immediately  says, 

T  don't  want  anything  as  fussy  as  that.  I 
wonder  why  they  don't  show  something 

plain  and  conservative.' 
"As  it  is  now,  some  maker  of  cheaper 

garments  immediately  sees  that  this 
fancy  article  can  be  reproduced  at  a  frac- 

tion of  the  original  cost  and  made  to  ap- 
peal to  the  masses.  As  a  result,  the  pub- 

licity of  the  first  man  helps  no  one  but  a 
man  who  is  trying  to  undersell  him. 

"An  excellent  example  of  how  publicity 
has  hurt  a  high  grade  product  is  seen  in 
the  knitted  dress.  A  year  ago  knitted 
dresses  were  imported  and  sold  by  ex- 

clusive stores  only.  A  few  manufactur- 
ers here  were  able  to  copy  them.  They 

were  smart,  they  were  talked  of  and  wei-e 
written  about.  Now  they  are  being  mads 
to  retail  as  low  as  $10.  The  result  is 
that  the  knitted  dress  has  lost  its  exclus- 

ive appeal.  Knitted  capes  were  an  ex- 
clusive luxury  when  first  introduced  but 

they  have  been  duplicated  and  advertised 
in  cheaper  yarns  and  can  be  bought  for 
less  than  $10.  Complaints  are  constant- 

ly being  received  by  specialty  shops  and 
better  stores  generally  that  these  capes 
were  misrepresented,  and  are  not  ex- 

clusive in  any  sense  of  the  word. 

"Therefore,  there  is  only  one  recourse 
open  for  the  manufacturer  who  wants  to 
cater  to  the  exclusive  trade.  He  must 
keep  originating  new  weaves,  and  a 
special  kind  of  yarn  must  be  used.  Small 
changes,  such  as  new  collars,  new  pocket 
effects,  a  different  belt  or  sash  must  be 
used.  The  general  conservative  cut  and 
many  of  the  colorings  must  be  preserved. 
If  a  manufacturer  has  to  be  making  such 

changes,  it  means  that  he  cannot  buy  ad- 
vantageously, cannot  operate  as  econom- 

ical'y  and  can  never  manufacture  in 
quanatity,  because  he  does  not  know 
when  the  style  will  be  changed  by  some- 

body else. 
Stabilization    is    Needed 

"What  the  knitted  outerwear  industry 
needs   is   more   stabilization.     If   a   cam- 

paign were  put  over,  telling  women  that 
one  good  silk  sweater  and  a  cauple  of 
woolen  ones  would  keep  her  well  dressed 
for  the  summer  or  fall,  it  would  do  the 
industry  a  whole  lot  more  good  than 
pages  of  talk  about  novelties.  It  is  the 
conservative  clothes  most  women  buy,  so 
why  not  tell  them  to  buy  more? 

"Another  important  point  is  that 
through  introduction  of  too  much  of  the 
style  element  by  many  manufacturers, 
the  retailers  of  our  products  have  become 
hand  to  mouth  buyers.  Where  they  used 
to  buy  a  considerable  distance  ahead,  they 
now  refuse  to  do  so  for  fear  someone  will 
introduce  a  new  style  and  leave  them  with 
a  large  number  of  garments  on  hand  that 
they  will  have  to  close  at  low  prices,  due 
to  the  slackening  of  the  demand  for 

them." 

Tuxedo   Leads  in  Montreal 

Discussing  this  idea  with  an  expert 

authority  upon  the  subject,  in  Montreal, 

Miss  McDonald,  buyer  of  knitted  goods 

for  Fairweather's  Limited,  told  Dry 
Goods  Review  that  in  her  opinion  the 
Canadian  woman  would  display  a  marked 

preference  for  the  plain  tuxedo  style  for 

some  time  to  come.  "Out  of  our  entire 
summer  stock,"  explained  Miss  McDon- 

ald, "I  find  that  the  plain  tuxedo  has 
outsold  the  slip-over  or  other  fancy  styles 
by  a  large  majority.  The  all  navy  or 
black  tuxedo  seems  to  have  been  preferred 
to  bright  colors,  although  when  it  comes 
to  novelties  the  latter  cannot  be  too  biz- 

arre and  unusual.  However  this  type  of 

novelty  garment  is  short  lived  in  popu- 
arity  and  the  staple  colors  go  on  indef- 

initely. The  slip-over  with  a  round  neck 
to  be  worn  with  Peter  Pan  collars  has  not 
taken  as  well  in  Canada  as  across  the 
border.  Probably  the  Canadian  type  of 
figure  has  much  to  do  with  this,  as  there 
is  not  the  same  proportion  of  slim  young 
women  to  adopt  this  type  successfully  for 
sports  wear.  On  all  sweaters,  the  braid- 

ed girdle  is  preferred  by  smart  women 
and  for  fall,  I  think  we  shall  see  a  de- 

cided preference  for  contrasts,  such  as 
white  tuxedo  collars,  cuffs  and  pockets 
upon  black  and  navy.  Much  metallic 
effects  have  been  employed  in  silk  sweat- 

ers and  are  very  lovely,  especially  silver 
on  navy  or  black.  Probably  the  long 
lengths,  averaging  about  36  inches,  will 
be  good  in  winter  sweaters,  designed  in 
tuxedo  effects,  in  brushed  wool  and  the 
lighter  mohairs,  alpaca  and  camels 

hair.  Iceland  yarn  sweaters  still  con- 
tinue in  great  demand  by  smarter  women 

(Continued  on  Page  73) 
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New  design   being  offered   in  circular  hose  at  a  very   reasonable  price. 
The  V-shaped  heel  which  is  less  conspicuous  than  the  old-style  square 
reinforcement,  is  featured.     It  is  particularly  good  because  it  stands  the 
strain  where  the  shoe  touches  just  as  well  as  the  square  style. 
Hosiers  Limited,  Woodstock.  Ont. 

Knit  Goods  Men 

Are  Optimistic 

A  DRY  Goods  Review  representa- tive has  returned  from  a  trip 
through  Western  Ontario  in  the  in- 

terests of  knitted  wear  departments. 
Manufacturers  in  this  district  are  feel- 

ing very  optimistic  abaut  business  this 
fall  and  winter  particularly  because  of 
the  new  regulation  requiring  that  all 
foreign  goods  be  stamped.  They  say 
that  Canadian  knitting  mills  which  have 
tried  conscientiously  to  turn  out  better 
grades  of  underwear,  particularly  for 
women,  have  been  so  long  hampered  by 
the  flooding  of  the  market  by  cheap 
foreign  lines,  that  they  have  in  many 
cases  stopped  making  some  garments. 
There  is  a  tendency  on  the  part  of 
both  retailer  and  consumer  to  think  that 

badly  fitted  garments  are  made  in  Can- 
ada, while  the  real  truth  is  that  very 

few  of  the  lowest  grades  originate  here. 

Spring   Prices 
There  is  a  difference  of  opinion  about 

prices  next  spring  in  knitted  goods. 
One  or  two  different  manufacturers  be- 

lieve that  there  will  be  quite  a  drop. 

Ladies'  vests  which  are  selling  for  S5 
per  dozen  now  will  go  for  $2.75  next 
spring.  One  man  thinks  that  a  good 
range  of  vests  will  be  sold  over  the 
counter   at  twenty-five   cents    each. 

Other  representatives  of  knitting  mills 
claim  that  this  cannot  possibly  happen, 

for  employers  are  just  as  reluctant 
about  a  general  reduction  in  wage:?  as 
their  employees.  Since  business  is 
gradually  growing  in  a  normal,  he  iitiiy 

On  the  left  is  a  tailor  made  combination 
garment.  There  is  a  reinforcement  under 
the  arms  and  from  the  waist-line  to  the 
knee,  which  gives  this  combination  a  long 
life.  The  strap  is  double  where  it  is  attach- 

ed to  the  garment  ensuring  not  only  against 
slipping  but  against  strain  as  well.  This 
is  a  very  comfortable  garment  coming  as 
it  does  just  below  the  knes.  On  the  right 

is  an  illustration  of  a  band-topped  vest  with 
under-arm  reinforcement  and  bloomers 
drawn  in  securely  at  the  knee  but  finished 
with  a  neat  frill.  There  is  a  double  rein- 

forcement where  the  ivear  is  greatest. 

Shown  by  the  Harvey  Knitting  Co.,  Wood- 
stock, Ont. 
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way,  there  is  no  treason  for  any  such  re- 
duction. 

However,  opinions  differ  in  regard  to 

next  spring,  all  manufacturers  are 

agreed  that  prices  will  not  drop  this  fall 
and  wiil,  if  anything,  advance,  because 
of  the  shortage  expected.  Since  not 

more  than  thirty  percent  of  winter  or- 
ders   have    beer,    bcoked    yet,    a    rush    is 

KNITTED    GOODS 

looked  for  in  late  September  and  the 

mills  are  not  ready  for  it.  Most  of  the 
business  so  far  has  come  from  the 

wholesale  houses  which  are  making  a 

determined  effort  to  promote  optimism. 
The   Bloomer   Business 

Several  mills  are  making  attempts  to 
revive  the  combination  business  which 
was    injured      so   badly   by  the     bloomer 

This  Cwmfi-cut  vest  has 
been  designed  to  answer 

the  demand  for  inexpen- 
sive vests  which  can  be 

worn  with  low-necked 

dresses.  It  comes  very 

low  both  at  front  and  back 

without  giving  the  wearer 

any  feeling  of  insecurity 

lest  the  shoulder-straps 

fall.  Shown  by  the  Peer- 

less Undeiwear  Co.,  Ham- 

ilton, Ont. 

Dry  (-'otitis  Review, 

craze.  Others  claim  that  bloomers  are 

still  good  for  another  winter,  particu- 
larly since  Canadian  makers  are  confin- 
ing themselves  almost  exclusively  to 

better  glides.  While  New  York  is 
favoring  other  shades,  than  pink  and 
white,  these  two  colors  are  still  strong 
here.  American  manufacturers  are 
turning  out  bloomers  in  heather,  steel 
grey  and  beaver  shades  but  when  colors 
are  demanded  here,  they  are  usually 

green   and   mauve. 
Kashmir  Hose  for  Ladies 

One  manufacturer  is  expecting  to 

place  on  the  market  within  the  next 
few  weeks,  a  new  stocking  made  of 
pure  kashmir.  Kashmir  is  the  name  of 
a  mountain  goat  which  comes  from  a 
little  principality  in  the  Himalayan 
mountains.  It  is  as  soft  as  silk  and 
ideal  for  women  who  like  a  combination 
of  the  softness  of  silk  with  the  warmth 
of  wool. 

Fall    Sweater   Designs 

There  is  a  tendency  to  make  the 
sweaters  only  waist  length  so  that  they 
can  be  worn  under  suits  as  well  as  by 
themselves.  Though  black  and  white 
are  probably  the  strongest  sellers  just 
now,  the  browns  and  heather  mixtures 
are  expected  to  be  taken  up  very  readily 

The  scarfs  are  shown  in  much  bright- 
er shades  than  last  year.  Rose,  all 

shades  of  pink  and  the  sunset  hues  are 
seen  most  of  all.  They  are  very  much 

wider,   some   being    three-quarters    of    a 
(Continued  on  Page  74) 

During  the  past  month  both  Canadian 
and  American  markets  have  had  a  re- 

markable run  on  fancy  silk  hose  of  the 
better  qualities,  such  as  Richelieu  rib, 
vertical  Jacquard  stripe  which  gives  a 
lacy  effect,  quite  unusual  and  extremely 
chic.  With  the  new  strapped  slippers 
these  dainty  stockings  will  make  a  smart 
ensemble  and  may  be  had  in  black,  cor- 

dovan, white,  etc.  These  stockings  are 
guaranteed  not  to  run  or  ravel,  a  most 
practical  feature. 
Hosiery  from  the  Perrin  Kayser  Com- 

pany, Montreal. 
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A  Bill-Board  Idea  That  Helped  to  Sell 
$2,000  Wortft  of  Hosiery  in  Five  Months 

Constance  Talmage  In  "A  Pair  Of  Silk  Stockings"  Conveyed  A  Good  Idea  to  G.  T. 
Smith  of  Toronto— Appealing  to  Theatre   Crowds — Confident   of   Business 

Conditions  For  Fall 

NOVEL  stunts  to  help  busines
s. 

Fifteen  years  ago  many  merchants 
would  disdain  to  try  out  schemes 

in  order  to  promote  trade.  Nowadays 
the  bigger  the  business,  the  more  likely 
is  an  original  idea  to  find  a  good  home. 

The  largest  department  stores  in  Ameri- 
ca find  that  it  pays  to  keep  a  high- 

salaried  man  whose  duty  it  is  to  dis- 
cover ways  and  means  of  interesting 

the  fickle  public.  The  store  which  is  al- 
ways finding  new  methods,  is  the  store 

which  is  keeping  alive  in  a  day  when 
competition    is    so    keen. 

A   Scheme  Which  Sold  $2,000  Worth  of 

Hosiery  in  Five  Months 

One  of  the  largest  stores  in  Toronto 

which  is  devoted  exclusively  to  women's 
wear  is  owned  by  G.  T.  Smith.  It  is 
situated  on  Bloor  St.  near  Bathurst  in 
one  of  the  best  business  districts  of  the 
city.  For  some  time  past  Mr.  Smith  has 
paid  special  attention  to  his  hosiery 
lines  for  the  reason  that  he  has  at  last 
been  able  to  satisfy  his  customers  with 
a  stocking  which  is  of  moderate  price. 
This  stocking  is  made  in  Canada  in 
twenty  different  colors.  Last  year  Mr. 
Smith  sold  $3,000  worth  of  the  line. 

This  convinced  him  that  all  he  needed 
in  order  to  dispose  of  unlimited  quanti- 

ties was  publicity.  In  fact  he  realized 
that  to  sell  every  possible  customer  her 
first  pair  was  sufficient.  In  all  the  time 
he  has  carried  the  line,  the  average  of 
returned  hose  has  never  been  higher 
than  one  in  fifty. 

A    Bill    Board    Idea 

Last  February,  Constance  Talmadge 
appeared  in  the  Bloor  St.  Allen  Theatre 

in  her  great  success  "A  Pair  of  Silk 
Stockings."  The  billboards  announcing 
this  gave  Mr.  Smith  an  idea. 
He  approached  the  manager  of 
the  theatre  with  the  proposi- 

tion that  he  would  be  glad  to 
show  a  picture  of  the  screen  star  in  con- 

junction with  his  favorite  stockings.  The 
manager  was  so  pleased  with  the  idea 
that  he  framed  a  lovely  picture  of  the 
actress  for  Mr.  Smith.  This  was  placed 
conspicuously  in  the  window  among  the 
hose  which  were  offered  at  $1.87  a  pair. 
Hundreds  came  to  admire  their  heroine 
before  and  after  the  show. 

Mr.  Smith  linked  up  the  window  idea 
with  the  Theatre  itself.  As  the  crowds 
poured  out  of  the  Theatre  each  night, 
booklets  paid  for  by  the  firm  which 
makes  the  hose,  were  handed  to  the 
ladies.  These  told  how  to  buy  hose  and 
how  to  care  for  them.  On  the  cover  was 
the  name  of  G.  T.  Smith  and  his  loca- 

tion.  Mr.    Smith   says   that   these  circu- 

lars brought  most  of  his  customers  to 
the  window  and  the  picture,  display  and 
price  did  the  rest. 
The  manager  of  the  theatre  ran  a 

guessing  contest  that  week,  the  prizes 
for  which  were  stockings  which  Mr. 
Smith  presented.  This  also  had  a  part 
in  the  general  scheme  of  placing  his 
goods   before   the  public. 

The  store  always  remains  open  until 
after  the  theatre  crowd  has  disappear- 

ed. The  first  night  of  the  show  Mr. 

Smith  soli  thirty  pairs  of  stockings,  Sat- 
urday night  he  parcelled  up  ninety-three. 

It  is  safe  to  say  that  since  that  time 
eighty  per  cent  of  those  women  have 
purchased  two  or  three  pairs  of  the  same 
hose  from  his  store. 

Since  February  Mr.  Smith  has  sold 
$2,000  worth  of  these  stockings.  He  de- 

clares that  this  one  scheme  alone  is  re- 
sponsible for  a  large  part  of  it.  Of  course 

his  regular  advertising  method  is  a  real 
help  as   well. 

Weekly  Circulars 

Every  week  at  very  small  cost  there 
are  delivered  at  the  homes  of  everyone 
in  the  district,  five  thousand  circulars. 
These  tell  the  special  offerings  for  the 
week  to  come.  In  fact  some  lines  are 
now  so  well  known  that  customers  ask 
for  those  which  are  offered  at  a  certain 
price  and  will  take  no  others  even  at 
less.  The  secret  of  this  lies  in  the  fact 
that  Mr.  Smith  carries  only  the  best 
that  can  be  offered  anywhere  for  the 
price  asked.  The  stockings  also  come  in 
for  a  big  share  of  this  advertising. 

Since  he  began  these  circulars  Mr. 
Smith  declares  that  some  of  his  depart- 

ments have  tripled  in  sales.  The  brass- 
ieres and  corset  department  he  mention- 

ed in  particular  as  having  profited  by 
the  publicity  given  them. 

A   Friend  is  Better  Than   a  Dollar 

The  policy  which  this  store  has  al- 
ways followed,  is,  that  at  any  cost  it  is 

unwise  to  lose  a  customer.  Mr.  Smith 
rarely  turns  away  a  woman  who  wants 
to  return  an  article.  He  overcomes  any 
losses  which  might  result  from  dealing 
with  customers  who  presume,  by  buy- 

ing the  best  line  which  can  be  offered 
at  a  certain  price  and  selling  only  at 
the  same  price  which  he  might  ask  for 
cheaper  lines.  He  knows  then  that  his 
store  does  not  suffer  by  comparison.  He 
never  has  trouble  with  the  purchaser 
who  complains  that  the  same  quality 
can  be  purchased  a  block  away  at  a  low- 

er r>rice. 
Reliable     Assistants     in  His  Store 

A  very  necessary  thing  for  a  success- 
ful   dry   goods    man    to    realize,    is    that 

competence  must  always  be  obtained  in 

a  dry  goods'  store.  Because  the  hours 
are  long  it  is  almost  impossible  and 

very  unwise  for  the  proprietor  to  re- 
main in  his  store  at  all  times.  Clerks 

who  know  the  business  should  be  obtain- 
ed whenever  practical.  It  is  then  possi- 

ble to  have  fewer  assistants  than  are 

required  when  less  capable  help  is  em- 

ployed. Confident  in  Business  Prospects  for  Fall 

In  spite  of  the  pressure  which  so  many 
merchants  are  feeling,  Mr.  Smith  has 
done  five  hundred  dollars  worth  more 
business  so  far  this  year  than  during 
the  corresponding  period  last  year.  He 
has  taken  his  losses  on  a  great  many 
lines  and  expects  to  take  more  during 
the  next  few  weeks.  That  is  why  the 
schemes  which  he  carries  out  so  effect- 

ively make  these  losses  so  much  easier 

to  carry.  If  a  line  will  sell  well,  he  de- 
clares, it  is  always  safe  to  push  it  to  its 

utmost,  for  people  will  buy  what  they 
want  whether  there  are  hard  times  or 
not. 

MANUFACTURER    SAYS    STABILIZ- 
ATION IS  NEEDED 

(Ccntinued   from   Page  70) 

and  are  very  attractive  when  matching 

the  skirt,  in  color." Wide    Scarves    For    Fall 

Miss  McDonald  explained  that  the 

sweater  or  knitted  set  for  sport's  wear 
in  Montreal  is  dead,  as  short  fur  coats 
or  the  regulation  breeches  and  jacket  are 

now  'de  rigeur'  for  out-door  winter  sports. 
She  predicted  a  big  vogue  for  the  wide 
brushed  wool  motoring  scarf  in  all  color- 

ings for  fall  wear,  and  a  continuation  of 
the  demand  for  real  silk  scarves  in  brush- 

ed and  plain  effects  for  street  wear. 

Among  the  very  few  real  novelties  no- 
ticed among  the  manufacturer's  displays 

was  a  tuxedo  sweater  with  removable 
collar  in  white,  which  can  be  washed 
when  soiled  and  replaced.  Brushed  wool 
was  decidedly  the  favorite  choice  in  these 
lines  and  occasionally  they  were  trimmed 
with  wool  fringe  after  the  manner  in 
dress  trimmings. 

In  capes,  longer  lengths  are  being  fea- 
tured, the  manufacturers  realizing  that 

emphasis  upon  practical  comfort  will 
ensure  the  popularity  of  this  useful  gar- 

ment long  after  its  novelty  has  worn  off. 
Scarf  ends  are  preferred  rather  than 
collar  effects  for  fall. 

The  employees  of  the  St.  Catherines 
Silk  Mills,  numbering  200,  held  their 
summer  picnic  at  Queenston  Heights  in Julv. 
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7  "  of  the  newest  lines  in  f all-fashioned  hose  to  be  offered  for  fall. 
The  one  on  the  left  is  of  glove  silk  combined  with  the  drop-stitch  in  a 

i!  design. .  .This  hose  is  reinforced  in  a  V-shape  at  heel.  Some  of 
Hi'-  colors  it  is  shown  in  are:  black,  white,  navy,  platinum,  leather  and 
hi  on- a.  The  stifle  on  the  right  is  made  of  a  silk  net  with  glove  silk 
elastic  top,  hrcl  n,'(l  toe.  It  comes  in  the  delicate  tints  as  well  as  in  the 
darker  shades.         Shewn  by  the  Niagara  Silk  Co.,  Brantford,  Out. 

KMT    GOODS    MEN    OPTIMISTIC 

(Continued  from   Page  72) 

yard   in   width     and  they  have     pockets 
and    sashes    in   many   cases. 

Vests 

Several  manufacturers  have  answered 
the  cry  for  cotton  vests  cut  lower  at 

and  front  in  a  satisfactory  way. 
They  are  also  making  ribbon  straps  on 
even  the  very  plainest  lines.  In  fact, 
so  hard  have  Canadian  mills  tried  to 
satisfy  all  demands  that  their  efforts 
should  be  rewarded  this  fall  by  a  will- 

ingness to  believe  in  their  efforts.  They 
are  even  making  a  splendid  ransje  of 
silk-top  vests  and  one  or  two  are  show- 

ing all  silk  garments. 

What    Manufacturers    Expect 

Out   of  thirteen    mills   visited   by  Dry 

The  garment  industry  of  New  York 
has  now  Keen  centralized  in  what  is 
known  as  the  Garment  Centre  Capitol. 
This  Capitol  consists  of  two  enormous 
skyscrapers  several  blocks  south  of 
Times  Square  in  Seventh  Avenue,  erect- 

ed   at    a    est    of   about      $20,000,000     It 

houses  some  46  separate  manufacturing 
concerns  employing  something  like  20, 
000  hands.  It  is  believed  that  with  co- 

operative buying,  lower  cost  of  floor 
space  and  other  reductions  in  overhead, 

women's  ap;:arel  will  be  cheaper. 

The  Helena  Cosume  Co.,  of  London 
held  their  18th  annual  picnic  at  the 
Heights  on  August   11. 

Goods  Review,  four  are  running  at  full 
sreed  and  five  at  three  quarters  of  their 
usual  strength.  This  has  been  done  in 
many  cases  at  a  loss  and  rarely  has 
there  been  any  profit  made  during  last 

spring  and  summer.  These  manufactur- 
ers however  are  quite  content.  From 

now  on  however,  they  say  that  a  norm- 
al profit  is  needed  if  they  are  to  con- 

tinue and  for  that  reason,  they  are  de- 
termined not  to  make  a  further  reduc- 

tion in   prices  for  fall. A  rival  of  the  coat  for  fall  is  the  new  knitted 
cape  in  full  length,  und>>: :  eath  which  not  a 
hint  of  the  wearer's  frock  can  be  seen.  In 
black  with  triple  striping  of  white,  the  col- 

lege girl  or  debutante  will  look  especially 
smart  and  will  find  such  a  cape  ideal  for 
chilly  hoars  daring  the  winter,  when  a 
sweater  would  not  be  appropriate.  Cape 
shown  by  courtesy  of  the  Regent  Knitting 

Company,  Montreal. I'hoto  by  Photo-Kraft  Studios,  Montreal. 
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NONE  ON  CONTINENT 
BETTER  THAN 

A.B.C.  HOSIERY 

^HE  time  has  passed  when  Canadians  had  to  look  to 
other  countries  for  the  best  in  hosiery.  The  severest 

critics,  comparing  this  season's  new  lines  in  A.B.C. 
Hosiery  with  imported  stock,  acknowledge  that  A.B.C. 
is    superior. 

Besides  our  staple  cashmere  lines  we  now  make  A.B.C. 
Hosiery  for  children  in  pure  thread  silk,  1  and  1  rib,  in 
silk  and  wool,  1  and  1  rib,  and  in  cashmere,  heather 

mixture,    three-quarter   length    sock. 

Our  new  lines  for  men  and  women  show  beautiful 
mixtures   in    silk   and    wool. 

A.B.C.  Hosiery  is  unexcelled  for  style,  quality  and 
durability. 

Our  representatives  are  now  on  the  road  with 

complete  range  of  samples,  and  will  be  calling  on 

you  shortly. 

Further  particulars  and  prices  gladly  sent  on  re- 

quest. 

Allen  Bros.  Co.  Ltd. 
883  Dundas  Street  East, 

TORONTO 

Selling  Agents  for  Canada: 

Wm.  G.  Evis  &  Co. 

28  Wellington  St.  W.  -  TORONTO 
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SOMETHING  NEW 

4( 

in* 
Silk  Hosiery 

You  will  be  delighted  when 

you    see    the    new     styles     in 

Winsome     Maid      Silk     Hos 

iery,  which    we   are    showing 

for  the  coming  season.     They 

surpass    everything    in    quality 

and  style. 

Don't  place  your  orders  for 
Autumn  stock  of  Silk  Hosiery 

until  one  of  our  representatives 

has  shown  you  samples  of 

our  complete  range.  How- 

ever exacting  the  demands  of 

your  customers,  they  can  be 

satisfactorily   filled  with 

Win- 
some    Maid     Silk      Hosiery. 

All  styles  for  men  and    women 

Wide  range  of  colors 

Selling  Agents: 
Wm.  G.  Evis  &  Company,  28  Wellington  St. 

West,  Toronto — Western  and  Northern  Ontario, 
Quebec,   Maritime   Provinces   and   Manitoba. 

Stanley  McLeod,  543  Granville  St.,  Vancouver, 
B.C. — British  Columbia,  Alberta  and  Saskatchewan 

H.  Switzer,  193  Sparks  St.,  Ottawa,  Ontario- 
Eastern   Ontario  and   Montreal. 

Allen  Silk  Mills  Ltd. 
43  Da  vies  Avenue 

TORONTO    -    ONTARIO 
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SPECIAL  ANNOUNCEMENT 
TO 

The    General    Dry  Goods   and 
House  Furnishing  Trade 

Porritts  &  Spencer  (Canada,)  Ltd., 
Hamilton,  Ont. 

Manufacturers  of  all   Pure  White  Wool  Blankets  and 

Blanket   Cloths 

Take  pleasure  in  announcing  the   appointment   of 

MESSRS  HARVEY  BROS. 
&  SEMPLE  LTD. 
Manufacturers '  Agents  and  Importers 

With  branch  offices  at 

Winnipeg,   Edmonton,   Vancouver,  Toronto, 

As  our  Sales  Agents  for  the  Dominion  of  Canada 
and  the  United  States 

We  respectfully  invite  all  buyers  to  visit  our  agents,   as    our    White 

Wool  Blanket  values  cannot  be  equalled-Every  pair  will  carry  our 
Guarantee  Label  which  means  Quality  and  Satisfaction. 

HARVEY  BROS.  &  SEMPLE,  LTD. 
Manufacturers'    Agents 

Winnipeg  Edmonton  Vancouver  Toronto 
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Attract 
The  Best  Custom 

You  want  the  best  custom  in  town. 

To  get  it,  you  must  carry  goods  to  satisfy  dis- 
criminating taste. 

Circle-Bar  Hosiery  helps  you  to  get  the  custom  you  seek, 

because  it  makes  an  unfailing  appeal  to  the  particular  people 
with  its 

Tapering  Toe — for  m  and  comfort 

ExlVa   Heel    Depth   for  fit  over  instep 

Narrowed  Ankle — for  shapeliness 

Elastic     Top   for  comfort 

Superior     Quality   for  style  and  wear 

Reinforced  Feet — for  durability 

You  can  Establish  a  Permanent  High  Class  Hosiery  Trade 

on    Circle-Bar  Hosiery   for  Men,   Women  and  Children 

All  styles  in  silk,  wool,  mercerized,  lisle,  cotton. 

Our  Representative  will  call,  or  write  direct  to:- 

The  Circle-Bar  Knitting  Co. 
Limited 

Head  Office:   Kincardine,  Ontario 
Mills  at  Kincardine  and  Owen  Sound 

HOSIERY. 
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Dry  Goods  Re>;,ew. 

The  demand  for  "Three  Eighties" 
is  steadily  increasing — the  special 
merits  of  this  popular  brand  gaining 
many  new  customers  and  repeat  sales 
every  day. 

Sizes  4K  to  &%,  8}4  to  10.  Colors: 
Black,  Tan  and  White.  Attractively 
boxed  in  dozens. 

Let  your  customers  know  you  carry 
"Three  Eighties"  in  stock  —  your 
hosiery  department  will  show  an  in- 

creased margin  of  profit. 

Hosiery 

""'kyWiJAy/    HfeS«. 
Twelve  pairs  of  perfect 

hose  in  every  box. 

The  Chipman-Holton  Knitting  Company,  Limited,  Hamilton,  Ontario. 
Mills  at  Hamilton  and  Wetland,  Ont. 
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m&s*.* 

Brand 

The  Underwear  of  Durability 

For  many  years  Men's 
Heavy  Underwear  made  by  us 
has  proved  its  durability  and 
comfort — thus  insuring  ready 
sale. 

We  take  pleasure  in  an- 
nouncing that  our  lines  from 

now  on  will  be  sold  under  the 

a 

Stonebridge"    Brand. 

Your  Wholesaler   Will    Supply  You 

Almonte  Knitting  Co.,  Ltd. 
Almonte,  Ont. 
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THE  makers  of  Hawthorn  Ho
se  left 

no  room  for  conjecture  as  to  the 
success  of  their  product.  They  de- 

cided that  nothing  but  the  best  was 

worthy  of  being  stamped  with  the  Haw- thorn label. 

The  fact  that  Hawthorn  Sport  Hose 

are  enjoying  an  ever-increasing  popu- larity is  the  most  fitting  tribute  to 

their  beauty  of  shade,  accuracy  of  fit 
and  supreme  serviceability. 

Made  in  a  variety  of  shades,  many  of 
which  blend  with  our  heather  knitted 
fabrics. 

Hawthorn  Mills,  Limited 
Carleton  Place,  Ont. 

makers     of     Hawthorn      Knitted 

Fabrics,  Velours,  Overcoatings,  Etc. 
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Harvey 

"Undies The  "New  Mode" As  Illustrated 

A  Special  Harvey  number  with  fea- 
tures that  are  different. 

The  drop-seat  combination  that  has 

proven  so  popular.  Suits  any  style 
of  Corset. 

Style  No.  61  (New  Mode) 

Ihis  unique  Harvey  combination 
makes  an  instant  hit  wherever  shown. 
It  fits  without  wrinkles.  Has  deep  seat 
fashioned  to  fit  over  the  corset.  Made 

in  ankle-length,  with  extra  long  cuffs 
to  facilitate  the  wearing  of  silk  hos- 

iery. Three  styles — V  neck,  (illustrat- 
ed) high  neck,  long  sleeves.  Egyptian 

cotton,  plain  or  with  silk  stripe,  silk 
ai:d  wool,  all  wool. 

Your  Customers  Remember  Longest 

the  satisfying  quality  and  comfort  of  their  Underwear — 
rather  than  the  price.  Long  after  the  price  is  forgotten 

the  wearing  and  comfort  features  are  making  good-will. 

Satisfaction  will  make  more  sales  and  build  a  more  last- 
ing business  than  the  question  of  price. 

HARVEY  Undies  are  highly  successful  merchandise  be- 
cause they  have  the  advantage  in  both  quality  and  price. 

The  HARVEY  range  meets  all  needs  and  tastes — from 

tiny  babies'  Undies  to  the  finest  and  daintiest  for  Ladies. 

-  Order  Now  for  Fall  - 

Harvey  Knitting  Company 
Limited 

Woodstock  -  Ontario 
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»«4&. What  have 

you  got 
to  Sell 

YOUR  store  is  worth  nothing  to  you  unless  it  is  stocked  with  goods  your  custo- 
mer will  buy — it  is  a  liability  unless  it  is  well  equipped  with  the  one  thing 

essential  to  sales  stock.  Are  you  giving  your  store  a  chance  to  be  profitable  to  you 
this  fall? 

Just  Time  —  and  No  More 
What  about  your  stock  of  knitted  outerwsar: — coats,  shawlettes,  smocks,  mufflers, 

toques,  tarns,  caps,  mitts,  gloves,  hosiery,  men's  and  boys'  jerseys,  children's  suits, 

young  men's  pullovers  and  the  Ballantyne  Glove  (Scotch-Knit)?  Have  you  a  suf- 
ficient supply  of  these  to  do  a  profitable  business?  Have  you  the  styles  and  qual- 

ities that  will  attract  buyers? 

You  have  now  just  time  and  no  more,  to  sort  up  your  stock  for  fall.  We  have  ar- 

ranged for  special  production  of  the  favorite  numbers  in  our  range  during  the  next 

few  weeks.  Goods  will  be  made  only  on  your  order  and  your  orders  must  reach 

us  quickly  to  be  filled  in  time. 

You  know  how  much  goods  you  must  sell  this  fall  to  do  a  profitable  business,  check 

that  off  against  your  present  stock  and  let  us  know  what  you  want. 

R.  M.  BALLANTYNE,  LIMITED. 

Stratford Canada 

Sort  up  your  stock now  in  these  lines  of  knitted  outerwear  :- 

Knitted    Coats Cap   and   Muffler   Sets             Mitts,  Gloves, 
Shawlettes Toques                                           Men's    and    Boys'    Jerseys 
Smocks Tarns                                             Children's   Suits 
Mufflers 

Caps                                               Young    Men's    Pullovers 
The  Ballantyne  Glove  (Scotch  Knit) 
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And  this  is  what  they  want— 
YOUR  Knit  Goods  Department  offers  your  customers  the 

most  their  money  can  buy  in  style  and  comfort,  because 

knitted  garments  cost  less  and  are  more  serviceable  than 

many  others  costing  more  money.  By  emphasizing  in  your 

selling  and  advertising  the  real  economy  features  of  knitted 

garments  you  can  materially  increase  your  knit-goods  sales 

this  fall  and  winter — especially  if  you  are  showing  the  attrac- 

tive, sales-creating 

Monarch-Knit 
Production  s 

Sweaters    --     Hosiery    —     Hand- Knitting  Yarns 

f^\  UR  travellers  will  be  out  in  September  with  Fall  sorting 
lines  and  a  complete  range  for  Spring  1922  of  Spring 

and  Summer  Sweater  Coats,  Bathing  Suits,  Jerseys,  Novelty 

Knitted  Lines,  Hosiery  and  Monarch  Hand-Knitting 
Yarns. 

The  Monarch  Knitting  Co.  Limited 
Head    Office:    Dunnville,    Ontario 

Factories:  Dunnville,  St.  Catharines  and 

St.  Thomas,  Ont.,  and  Buffalo,  N.Y. 
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OV.  BRAND 
OTTAWA     VALLEY  nto'o 

Puce lUaa£ Undecwear 

O.V.  BRAND 
VELVOKNrr  UNDERWEAR 
for  the  besl  trade  in  your  district. 

Ail-Wool  Underwear  that  gives  the  wearer 
what  the  wearer  wants — comfort  and  dur- 
ability. 

The  roomy  elastic  fit.  the  flat-locked 
scam-  that  never  chafe,  the  inset  military 
shoulder — these  are  but  a  few  of  the 
VELVOKNIT  features  that  appeal  to  the 
discriminating  buyer  of  underwear. 

We  invite  critical  inspection  and  compari- 
son of  the  VELVOKNIT  line. 

""IGteSXhitr  is  the  superfine 
grade  of  O.V.  Brand  Underwear 

Manufactured  by 

BATES  &  INNES,  LIMITED 
E"ATE.5&ca        Carleton  Place.  Ont 35  St.N.tholas   St. 
MONTREAL.Qut. 

6-IOeVel'  "(tsnSt  E. 
TORONTO.O.T. 

C.E.WINKS 
44Aikin  Block 
WINNIPEG 

MAN. 

What  Every  Merchant  is  Interested  in- 
Reduced  Prices  Plus 

A    Special     Discount 

MAPLE  LEAF  HOSIERY  protects 
you — ensures  you  a  good  margin  of 
profit.  Besides  recent  reductions  in 
prices,  it  offers  you  a  further  discount 
of  37c  to  equal  the  prevailing  Sales 

Tax.  Worth  considering,  isn't  it?  Re- 
member when  placing  your  Fall  Hosiery 

orders. 

New  Maple  Leaf  Lines: 
Heather  and  Lovet  shades   have  be»" 

added    to   our   fine   cashmere    socks   and 
stockings,  plain  and  wide  rib. 
You    will    be     interested     in 
these  new  lines. 

Trace 
fMARK 

SEE     OUR     SAMPLES 

MADE  6Y 

ti-'.iiERlCM  KNITTING  ZP 

The  Goderich  Knitting  Co.,  Ltd. 
Goderich,  Ont. 

JEM  KNIT  GOODS 
Made  in  Canada 

For  Infants  and  Children 

Illustrated  here  are  three  numbers 
of  JEM  Knit  Goods. 

JEM  Knit  Goods  are  made  from 

the  finest  yarns  and  in  such 
styles  as  are  bound  to  appeal  to 

your  customers. 

The  Quality  and  styles  will  give 

you^quick  turnover. 

The  variety  of  the  JEM  line 
insures  a  continuous  turnover 

the  year  round. 

Immediate  deliveries  can  be  made 

J.  M.  Robertson  Knitting 
Co.,  Limited 

35  BRITAIN  STREET,  TORONTO 

Sales  Rooms  66  Wellington  St.  West 
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S*5 

YES! 
Summer's  about  over  and  the 
wiseacres  prophesy  an  early  fall 
and  cold  weather — 

Be  Prepared 
Make  your  windows  distinctive 
arid  attractive  by  displaying 

Turnbull's. 

^^  ~Hi^$ P^#'^ 

Ladies'  &  Children's ribbed  underwear 
The  standard  for 
over  60   years. 

Be  sure  you  are 
supplied. 

You  know  only  the  best  stores  sell  Ceetee 

— it  is  the  sign  of  high  class  merchants — 
Our  National  Advertising  Campaign 
will  be  broader  than  ever  this  fall — link 
your  store  up  with  it — use  the  expensive 
show  cards,  etc.,  that  we  sent  you  and 
let's  all  boost  for  better  business. 

The  C.  Turnbull  Co.  Limited,  Gait,  Ont. 
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Distinctive  Underwear 
— not   alone    for   its   beauty   and    smoothness, 
but    also    for    its    unusual    wearing  qualities. 

Show  Peerless  Underwear  to  your  customers — 

you  can  be  assured  of  their  genuine  satisfaction. 

For  Women — Children — Infants. 

MOODIES 
Peerless   Underwear ■  *-i. filiT 

Company,  Limited 
Controlled  by 

J.  R.  Moodie  &  Sons,  Limited 

Hamilton  Ontario 

"Hustlers W 

There  are  the  boys — small  and  grown-up — who  wear  our  Jerseys. 

They're  always  Hustlers  for  our  Jerseys  always  appeal  to  the  regu- 
ar  all-boy,  all-man  fellows  and  once  they  wear  one  they  won't  have 
any  other  brand. 

Then  there  are  the  Jerseys  themselves.  They  are  so  good-looking- 

with  that  compelling  quality,  look  and  feel — the  "Quality  that  re- 
sells"— that  they  are  Hustlers  from  a  merchandising  view  point- 

They  never  linger  on  your  shelves — they  move  quickly  like  all  Hust- lers. 

Then  there  is  the  merchant  who  is  far-sighted  enough  to  see  the  wis- 

dom of  buying  NOW.  He  won't  be  caught  without  the  goods  when 
they  are  wanted.  He  knows  Jerseys  will  be  big  this  season  and  is 
shaping  up  accordingly.     He  is  the  BIGGEST  HUSTLER  of  all! 

BUY  NOW!  Jerseys  for  boys  and  men.  Positively  all-wool  garments. 
Not  one  ounce  of  cotton  in  our  plant.  You  can  GUARANTEE 
them. 

Our  Women's,  Men's  and  Children's  range  of 
Bathing  Suits  for  Spring  will  be  well  worth 
watching  for. 

JERSEYS,  LIMITED 
TORONTO 
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Why  are  We  So  Busy? 
Why  is  it  that  orders  have  been  pouring  in  to  us  during 
the  past  few  weeks  in  a  way  that  has  made  it  necessary 
for  us  to  speed  up  and  work  overtime? 

Simply  because  the  demand  for  Priscilla  Quality  Chil- 
dren's Woollies  has  become  so  well-established,  that  our 

dealers  can  anticipate  sure  business  in  these  lines  during 
the  Fall  and  Winter. 

Priscilla  Quality  Children's  Woollies 
have  won  the  hearts  of  mothers  by  their  pure-wool  quality  and  attractive  designs. 
Best  materials  and  expert  workmanship  ensure  long  wearing  qualities.  Their  popu- 

larity with  mothers  makes  them  a  profitab'e  line  for  the  dealer. 

Henry  Davis  &  Co.,  Ltd.,  259  Spadina  Ave. 
Toronto 

Montreal  Sample  Rooms: 

H.  B.  Taylor,  315  Mappin  Bldg. 

St.  Catherine  St.  West 

Western  Sample  Rooms: 

Geo.  G.  Smith,  403  Canada  Bldg. 

Donald  St.  Winnipeg 
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THE  CHOICE  OF  THE 
WELL  DRESSED 

Burritt  Hosiery  has  many  points  to  com- 
mend it  to  you — and  your  customers.  It  is 

designed  right,  it  is  styled  right,  it  is  made 
and  finished  right.  It  ensures  satisfaction 
all  around — to  dealer  and  wearer  alike! 
COMPLETE  STOCKS  always  on  hand  in  all  line-. 
BURRITT  SWEATERS  for  Fall  strike  a  new  note  in 
style  and  value.  The  smartest  of  designs  to  bring you  big  business. 

SEE  THESE  BURRITT  LINES 

along  with  others  of  our  manufacture, 
at  the 

CANADIAN  NATIONAL 
EXHIBITION 

TORONTO 

Manufacturers'  Building 
— Booth  39 — 

Be  sure  to  call  around 
at  our  display 

|  A.  BURRITT  &  CO., 
|  Mitchell,  Ont. 

rillllilllilillllllHIIIIIIIIIIIillilllllllHUllJilJlllllHTirii 
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"The  Wear  is  There 
"Italian  Silk,"  "Leader"  and  "Jack  and  Jill"  Brands  are  meeting 
a  popular  need.  They  are  made  in  Canada,  by  expert  Canadian 
Operators  for  the  special  requirements  of  the  Canadian  trade. 

The  superior  finish  of  these  brands  is  carried  out  in  New  Labels 
and  Attractive  Packages. 

Dealers  everywhere  in  Canada  find  these  brands  profitable 
sellers.  Give  these  three  popular  brands  a  prominent  place  in 
your  Hosiery  Department. 

WalianSih 
» 

Hosiery  for  Ladies  &  Misses 
44^    ̂     + 

2/1  Ribbed  Cotton  Hose  for  Children 

Ribbed  Cotton  Hose  for  Children 
nlarged  capacity  and  better  facilities  enable  us  to  guarantee 
itisfactory  and 

Immediate  Deliveries 
Place  Your  Crder  for  Spring  through  Your  Wholesaler 

Thomson  Knitting  Co.,  Ltd. 
Mc  nufacturers  of  Quality  Hosiery 

Factory  end  Office:         7-15  Morrison  Street 
TORONTO    -    ONT. 
SELLING  AGENTS: 

Wm.  R.  Begg  &  Company,  20  Wellington   St. 
West,  Toronto;  A.  E.  Montgomery,    212 

Hammond    Block,   Winnipeg,   Mar 
J.B.    Trow  &  Co.,  Old  T.rks 

Buiiding,  Montreal 



DRY     GOODS     REVIEW 

91 

Ready  for  the  approach  of  Autumn-with  complete  lines: 
Elastic  Rib  Underwear 

Heavy  Wool  Socks 

Jerseys  &  Sweaters 

Fine  Cashmere 

Only  the  best  materials  used  thoughout.  Prices  to  meet  present  day 
conditions.  We  invite  your  EARLY  inspection  of  our  Fall  Samples. 

MITCHELL  WOOLLEN  CO 
LIMITED 

MITCHELL,  ONTARIO 

The  Smart  All-Wool 

PLAIDS  CHECKS  STRIPES 

W  e  make  tl.em  in  a  widely  varied 

range  of  patterns  and  colors.  They 

are  quick  sellers! 

SPANISH 

COMBS 

Amber 

Brilliants 

Feathers 

All 
Colors 

-gorgeous 

snades- to  match 

Fans 

Trie  last  word  in  smartness  for  Evening  Wear 
ITEP  You  will  want  an  assortment  of  these  for  their  popularity  this  Season  is  already  assured.  They  are  the 
running  mate  of  the  universally  favored  Ostrich  Fan,  and  can  be  made  up  in  any  of  the  same  superb  shades 
to  match  the  Fans.  Your  customers  will  be  fascinated  with  them  for  the  smart  evening  coiffure  becomes  a 
stunning  one  if  finished  off  with  one  of  these  chic  combs. 

Full*Flue_Ostrich  Bands,  also  Glycerine  effects,  in  the  new  Silver  Metallic  finish.    These  are  good  for  Fall. 
Fuschia  and  Morning  Glory  combinations  are  the  latest  shades. 

DOMINION  OSTRICH  FEATHER  CO. 
LIMITED 

78  Wellington  Street  West,   Toronto 
REPRESENTA  TIVES 

J.  G.  MARTIN,  Hammond  Building, Winnipeg  H.  B.  TAYLOR,  202  Mappin  Bldg.,  Montreal 
E.  R.  BRiGGS,  Western  Ontario  GEO.  STRACHAN,  Welton  Block,  Vancouver,  B.  C 

ALL  WOOL 
FLANNELS 

Cream,     Natural,     Scarlet     and Navy. 

Prices    from    70c   to    $1.20— the 
last  a  fine  baby  flannel. 

Immediate   delivery   from    stock 
Samples  on  request 

JOHN  E.  RITCHIE 
Dry  Goods  Commission  Agent 

591    St.    Catherine    St.    W.,    Montreal,    Que. 

Branches : 
64  Wellington  St.  W.,  Toronto 

Vancouver.    B.C.     2ii  Miushull  St.,  Manchester,  Eng. 

ESTABLISHED   1849 

BRADSTREET'S Offices    Throughout    the    Civilized    World 

■Jl 

Calgary,  Alta. 
Edmonton,   Alta. Halifax,    N.S. 
London.   Ont. 
Sydney,  N.S. 

OFFICES    IN    CANADA: 
Ottawa.    Ont. 
St.   John   N.B. 
Vancouver.    B.C. 
Victoria,  B.C. 

Montreal,    Que. 

Quebec,   Que. 
Toronto,    Ont. 

Winnipeg,    Man. 

Hamilton.  Ont.,  and  St.  John's,  Nfld. 
Reputation    gained    by    long   years   of   vigorous, 

conscientious   and   successful    work. 

JOHN  A.  THOMPSON,  General  Manager,  Western  Canada 

TORONTO,   ONTARIO 
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UNSHRINKABLE 

The  Underwear 
that  Overyears 

ATLANTIC  UNDERWEAR 
LIMITED 

MONCTON        -  -         N.B. 

E.   H.  Walsh   8s   Company 
Montreal  fit  Toronto 

Selling  Agents  for  a 

Quebec,  Ontario  and  Western  Provinces 

Dexter 
COTTON 

Broad 
Variety 

UG.B.  Dexter 

Founder  1620 

Uniform 

Quality 
The  variety  of  Dexter  Cotton  Yarns  meets  all  the  various 

needs  in  fancy  work.  The  quality  of  all  the  varied  finishes, 
sizes  and  colors  makes  all  fancy  work  lastingly  satisfactory. 
The  economy  of  Dexter  Cotton  Yarns  takes  away  all 

cost  restraint  on  fancy  work,  promotes  rapidly  repeating 
sales. 

Sales    offices   carrying    complete    assortments    are   located   ai: 

881    Broadway,    New   York   City. 

505    New    Birks    Bide;.,    "cn'.rcal 

Write   today   for   our   new   illustrated   catalog   and   price   lis'.. 

Dexter  Yai'n  Co. 
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The  V eil  Season  is  here 

Stronger 
than  ever! 

WE  ARE 
SHOWING 
A   Wonderful 
Assortment 

W e  are  headquart- 
ers for 

"MONA  LISA" 
VEILS 

That    tight-fitting    Veil     that 

cannot  he    equalled,   for   style, 

fit  or  finish. 

3  BIG  WINNERS 

"Peeress 
"vodene 

ana  "Cumfy 

HAIR  NETS 

RADIUM  SILK  ALLOVERS  and  LACES 

PLAIN  and  FANCY  SILK  NETS 

are  very  prominent  this  season.  Our  range  of  colors  and  patterns    is  excellent. 

All  styles  of 

BEADS  and  BEADED  NECKLETS 

at  attractive  prices 

We  want  to  serve  YOU  for  we  know  we  can  please 

CANADA  VEILING  CO.,  LIMITED 
84-86  Wellington  Street  West T oronto 
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NEW  FALL  CATALOGUE  READY 
TO  MAIL  OCTOBER  15th. 

THE  "JULIAN  SALE"  TRAVELLERS 
ARE  HEADING  YOUR  WAY 
They  are  showing  one  of  the  most  complete  and  attractive  lines  of 

samples  that  they  have  ever  had  to  present  to  the  trade  for  selection — 
greater  in  assortment — greater  in  novelty — greater  values — just  such 
merchandise  in  leather  goods  and  novelties  as  you  will  appreciate  to 

meet  the  demands  of  your  own  particular  customers — for  present 
demands  and  for  the  holiday  trade  later  on. 

SOME  OF  THE  LINES 
THEY  ARE  CARRYING 

There  are  a  hundred  and  one  other 

things  which  might  have  a  place  in  a 
list  like  this,  but  these  lines  are  amongst 

those  to  have  the  grea'  est  sale. 

Leather  Suit  Cases 
Travelling    Bags 
Writing  Cases 
Letter    Cases 
Dressing   Cases 
Swagger  Bags 
Lucille  Bags 

Canadian  Beauty   Bags 
Vanity   Cases 
Silk  Bags 

Leather  Bags 
Suede  Bags 

Strap  Handle  Purses 
Coin  Purses 

Portsea  and  Tray  Purses 
Clasp  Purses 
Safety  Pockets 
Mu=ic  Holders 
Manicure  Cases 
Handkerchief  Cases 
Tie  Cases 
Collar  Bags 
Toilet  Roils 
Military   Brushes 
Military  Brush  Cases 
Tobacco  Pouches 
Playing  Card  Cases 
Bill  Folds 
Bill  Books 
Money  Belts 
Coat   Hangers   and   Cases 
Card  Cases 
Wrist  Watch  Straps 
Flasks,  etc.,  etc. 

The  Julian  Sale  Leather  Goods  Company,  Limited 
Wholesale  -  Factory  -  Sample  Room  -  and  Offices 

600  KING  STREET  WEST,  -        -  TORONTO 

WRITE— PHONE— WIRE— OR 
SEEj  THE     JULIAN     SALE TRAVELERS. 
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The  hit  of 

THE 

"Pilgrim" 

16-877 —New  Swagger 

Bag,  assorted  colors — made 
in  New  Spider  Grain  and 

other  Leathers. 

10-173 — Made  in  assorted 

colors — in  three  kinds  of 

Leather — Silli  and  Satin 
Linings. 

We  manufacture  a 

full  range  of 

Leather 

Goods 

the  Season! 

It's  selling 
BIG 

in  all  up-to- 
date  stores *3 
\ 

II^SJ 
16-878— Lucille  filled  Bag, 

assorted    colors,     with     outside 
Handkerchief     pocket, 

silk  lined. 

moire 

including  a  splendid  line  of 
Lucille  Bags 

Beauty  Boxes 

Ladies'  Belts 
Swagger   Bags 

Music  Cases 

Toilet  Cases 
Bill    Folds 
Collar  Bags 

Write  for  Samples. 
See  our  range  when  the  Traveller  calls 

We  have  been  established  18  years  and  have  built  up  a  reputation  for  fine  quality — the  quality  that 
will  make  an  impression  wherever  shown.  The  values  are  unquestionably  genuine  and  will  prove  big 
boosters  to  quick  selling.     The  styles  are  right  and  very  smart. 

WINNETT  &  WELLINGER  limited 
Manufacturers  of  Fancy  Leather  Goods. 

348-350  Sorauren  Ave.  -  TORONTO 
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[Wot  Western  leader  (Hoots!  Co.,  Ifo.  - 
255-257  Richmond  St.  W. Tor  on  to 

TIME  TO  THINK  OF  YOUR  FALL  NEEDS 

Western  range  offers  for  Fall  delivery  more 
distinctly  seasonable  styles  than  ever  before. 
Since  the  line  has  been  shown  the  response 
has  been  very  gratifying. 

Dependable  merchandise,  reasonably  pric- 
ed, continues  to  get  the  demands.    See  our 

leather  #oob£ 
Ladies'  Leather  Swagger  Bags 

Ladies '  Silk  Bags  Bill  Folds 
Ladies'  Belts  Cigar  Cases 
Children's  Purses  Vanity  Cases 
Music  Cases  Collar   Boxes 
Wallets  Brush  Cases 

What's  New? 
We9 re  showing  it! 

You  can  always  look  to  this  house  for  something  original 
and  distinctive. 

Clever,  odd  effects,  and  exclusive  importations  will  be 

found  in  our  Fall  range  now  showing. 

WE  HOPE  TO  SEE  YOU 
when  you  are  in  Toronto  at  the  Exhibition.  You  will  find 

our  Showrooms  conveniently  centred  in  the  Dry  Goods 

District  and  you  will  find  here  a  Fall  range  of  merchandise 

that  will  certainly  interest  you. 

-Special  Attention  to  Letter  Orders- 

WESTLAKE  BROTHERS  LIMITED 
24  WELLINGTON  ST.  WEST 

TORONTO 

INDIVIDUAL    VEILS: 
New  Novelties. 

VEILING: 

Large  assortment. 
NECKWEAR: 

Embroidered  Organ- 
die, also  wide  lace  ef- 

fects in  newest  de- 
signs. 

HANDKERCHIEFS: 

Fancy  effects  in  open 
stock  and  box  num- 

bers. Staple  numbers 
in  linen  and  lawn  for 
Men  and  Women. 

WOOL  GOODS: 

Baby  Bootees,  Mit- tens, Hoods,  Jackets, 
etc. 

EMBROIDERIES: 
Including  Mull,  Voile, 
Organdie,  Flouncings 

LACES: 

Fine  Vals,  Guipure 
Collar  Points,  Wide 

Guipure  Edges,  Met- al Bandings,  Etc. 

EARLY  DELIVERIES 
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Dru  Goads  Rerm  w. 

Some  Novel  Handkerchief  Displays 
How  Some  Canadian  Stores  Have  Made  the  Handkerchief  Appeal  to  The  Public — 

One  Store  Disposes  of  1,343  Samples — Christmas    Setting  Suggested — Draw- 
ing Customers  to  Handkerchief  Department. 

Written   for   Dry   Goods   Review    By    ERNEST    A.    DENCH 

UNUSUAL  window  
display  ideas 

from  other  stores  are  not  to  be 

despised-and  it  is  in  this  spirit 

that  some  handkerchief  trims  are  offer- 
ed. 

Even  though  some  of  the  suggestions 

may  prove  unsuitable  to  you  in  their 

present  form,  they  undoubtedly  contain 
excellent  ideas  which  can  be  developed 

in  accordance  with  your  individual  re- 
quirements. 

Disposing  Of  1343  Samples 

Henry  Morgan  and  Company,  Mon- 
treal, displayed  this  number,  or  many  at 

least,  of  sample  handkerchiefs,  in  a  re- 
cent window.  What  made  the  display 

particularly  attractive  was  the  employ- 
ment of  square  sections  of  lemon-col- 
ored paper,  the  handkerchiefs  being 

placed  over  these  at  right  angles,  or  in 
diamond-shaped  fashion.  The  background 

was  built  up  of  these  paper  squares  and 

some  were  placed  diagonally.  Over 

boards  previously  arranged,  the  window 
trimmer  had  built  up  panels  to  a 

height  of,  say  7  feet,  others  shorter,  but 
all  were  well-balanced,  and  the  whole 

attractive.  The  one  sign  read-"Special 
sale  of  1343  Sample  Handkerchiefs, 

Thursday,  at  25c.  each." 
Using  An  Eight  Foot  Fixture 

Goodwins,  Montreal,  used  a  big  circu- 

lar center  piece  in  a  recent  corner  win- 
dow for  displaying  handkerchiefs.  These 

were  lapped  over  each  other,  and  lightly 
fastened  to  this  center  ground,  raised 

slightly  from  the  floor  and  forming  the 
central  feature  of  the  background.  In 

the  center  of  this  big  "plaque"  was  a 
-even  point  star,  tinted  in  gold,  while 
alternate  stars  emanating  from  the  same 

center— somewhat  shorter  than  the  seven 

gold  points,  were  silvered.  Other  sim- 
ilar stars,  but  shorter,  were  placed  on  a 

latticed  door  at  each  extreme  end  of  the 

window,  forming  part  of  the  background. 

A  peuestalled  electric  lamp  with  red 

shades  was  placed  at  either  end.  Hand- 
kerchiefs were  shown  on  raised  bases, 

pedestal  stands  and  in  their  original 
boxes,  some  being  banked  effectively. 

The  placing  of  a  Kewpie  Doll,  here  and 
there,  relieved  the  showing. 

A  Christmas  Setting 

The  John  Murphy  Company,  Montreal, 
used  two  huge  Christmas  bells,  about 
three  feet  across  and  three  feet  high  in 
a  recent  Christmas  handkerchief  window. 
These  bells,  made  of  red  cloth  material, 
were  deftly  covered  with  handkerchiefs 
over  the  whole  of  the  outside.  They  were 

suspended  from  the  ceiling,  and  had  clap- 
-  "t  in  position  to  make  the  bells  realistic. 
I  .  lestal  stands  were  placed   well   back, 

in  front  of  background  and  were  taste- 
fully covered  with  generous  supplies  of 

handkerchiefs.  A  "stepped"  arrangement carried  other  handkerchiefs  in  center 
foreground,  loose  and  in  boxes.  Festoons 
of  evergreen  rope  interspersed  with  poin- 
settias  appeared  above  the  back  of  the 
display. 

Used   Huge   Shell   For   Women's   Wear 

Stober's,  Montreal,  displayed  a  huge 
artificial  shell  in  the  center  of  a  recent 

window.  The  same  had  been  "cast"  with 
good  effect  and  tinted  with  silver  and 
gold  within.  Just  at  the  base  of  the 
shell,  where  the  hinge  would  naturally 
be,  was  placed  a  shield  of  red  paper.  An 
electrical  lamp  was  placed  back  of  this 
shield  and  the  light  reflected  over  the 

face  of  inside  of  shell,  but  light  was  hid- 
den from  view.  This  revealed  the  huge 

shell,  some  two  feet  in  diameter,  very 

prettily.  Beneath,  and  from  the  forward- 
inclined  position  of  shell,  silver  thin 
ropes  were  suspended.  Above  the  shell, 
and  at  sides,  were  wood  arms,  suitably 
covered,  and  with  layers  of  pretty  hand- 

kerchiefs shown.  To  one  side,  at  right, 
was  a  pedestal,  with  a  circular  fixture 
some  five  feet  high  covered  with  hand- 

kerchiefs. In  the  foreground  were  wax 
figures,  suitably  dressed  in  delicate  even- 

ing gowns,  while  well-designed  displays 
of  hankies  here  and  there  completed  a 
very  excellent  display. 

Drawing  "Hankie"  Customers 
Henry  Morgan  and  Company,  of  Mont- 

real, made  a  fine  display  of  women's 
handkerchiefs  in  a  recent  St.  Catherine 

St.  window.  The  rear  "piece"  against 
which  the  displays  were  made,  was  con- 

structed of  wood,  eight  feet  high  and 
seven  wid'^.  The  pillars  were  round,  and 
above  them  was  a  cross  section  to  make 

this  "piece"  appear  as  a  mantel.  Dull 
white  paint  was  used  as  a  finish.  At  the 
side  were  built  extending  wingSi  or 
brackets,  these  being  of  tapering  effect 
to  the  floor.  Between  the  pillars  a  de- 

lightfully quaint  painting  was  placed, 
representing  a  couple  of  the  George 
Washington  type,  with  little  daught- 

er knocking  at  the  Colonial  door 
of  the  mansion  whence  they  had  gone  to 
be  guests  over  the  Yule  Tide.  The  colors 
used  in  the  painting  were  black  and  gold 
—ideal  for  the  setting.  The  garb  of  each 
visitor  was  appropriate,  the  pretty  hood 
of  the  woman,  and  poke  bonnet  of  the 
little  girl,  as  well  as  the  silk  hat  of  the 
male  member  of  the  trio,  all  contributing 
to  the  well-planned  picture.  A  large  box 
over  the  arm  of  the  mother,  with  added 
gifts,  and  others  in  the  arms  of  the  little 
girl,  gave  evidence  of  the  Christmas  spir- 

it.   The    handkerchiefs    were    tastefully 

tacked  to  the  front  of  the  pillars  of  cen- 
terpiece over  a  red  strip  of  ribbon,  while 

stands,  of  varying  heights,  and  with 
several  shapes  and  forms,  over  which 
handkerchiefs  were  arrayed,  gave  an  ef- 

fective and  pleasing  appeal— one  that 
would  draw  many  patrons.  Several  wood 
rings,  ribbon-covered,  were  used  for  some 
handkerchiefs,  Holly  leaves  with  vine, 
etc.,  helped  complete  a  very  excellent display. 

The  Handkerchief  Basket 

Woolworths,  Toronto,  had  an  attract- 
ing display  of  handkerchiefs.  The  units 

of  the  display  were  made  up  of  huge  bun- 
dles, made  by  the  handkerchiefs  being 

folded  in  triangle  shape  and  spread  out 
from  a  center  holder.  These  were  built  up 
into  a  group  about  a  foot  high,  topped  by 
a  small  fancy  basket,  so  covered  with 
handkerchiefs  that  only  the  handle  was 

visible,  giving  the  idea  of  a  basket  con- 
structed out  of  them.  Several  of  these 

units  made  up  the  display. 

The  Swagger  bag  continues  to  take  the 
fancy  of  Canadian  women.  This  one  is 
%  little  different  in  design,  being  wider 
at  bottom.  There  is  plenty  of  space  in 
centre  pocket  for  all  the  handbag  require- 

ments. Shown  in  popular  spider  web, 
in  real  patent  leather  and  in  vachette 
by  the  Canadian  Leather  Products, 
Toronto. 

Travellers  Are  Out  Now 
With   Complete  Lines 

French   Ivory 
Greeting  Cards  and  Post  Cards  for  all 

occasions 
Purses    and    Wallets 
Pennants,    Cushions    and    Textile     Novelties 

Supplies  for  Celebrations.  Old  Boys'  Re- unions, etc. 
Souvenir   Novelties    (a   tremendous    variety) 
Christinas    Stockings 
Conservo  Lunch  Sets,  Splashers,  Table 

Sets,    Infants'    Bibs    and    Sets. 
The  product  of  five  factories  we  own  or 

control 
Pugh  Specialty  Co.  Ltd. 

38   to  42  Clifford  St.,  Toronto,   Canada 
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Toy  Industry  Back  to  Normalcy 
Conditions  in  U.S.  are  Very  Healthy— Largest 

Fair  in  History  of  Trade  is  Held — Trade  is  Mak- 
ing Careful  Selections "C |ONDITIONS  in  the  toy  indus- 

try are  favorable,  with  good 
'prospects  of  a  rapid  return  to 

commercial  normalcy,"  said  Charles 
Graham,  president  of  the  Toy  Manufac- 

turers of  the  United  States  of  America, 

in  an  interview  with  "Playthings." 
"The  annual  American  Toy  Fair  which 

closed  recently  at  the  Breslin,  Imperial 

and  Union  Square  hotels,"  he  continued, 
"may  be  taken  as  a  fair  barometer  of  na- 

tional and  international  trade  tendencies 
in  the  toy  business.  It  was  the  largest 
toy  fair  ever  held  here  or  anywhere  in 
the  world  and  was  participated  in  by 
more  than  four  hundred  Amerif^n  manu- 

facturers. While  it  was  conducted  prim- 
arily for  the  benefit  of  the  buyers  of  the 

jobbing,  wholesale  and  retail  houses,  it 
reflected  pretty  accurately  the  demands 
of  the  consumer  public. 

Flimsy   Gimcracks   Ousted 

"Healthy  development,  applied  native 
ingenuity  and  a  firm  confidence  in  the 
desire  of  the  American  public  to  support 
this  typically  American  industry  by  the 
purchase  of  only  American  toys  for  their 
children,  was  evidenced  in  the  thousand 
and  more  lines  of  toys  shown.  There,  are 
plenty  of  new  toys,  but  no  freak  novel- 

ties and  no  flimsy  gimcracks.  Careful 
study  of  the  play  habits  of  children  has 
resulted  in  many  novel  articles  adapted 
to  all  ages  and  to  both  sexes.  The  trend 
of  American  toys  is  more  strongly  than 
ever  towards  educational  and  physical 
development  toys,  including  juvenile  ath- 

letic goods.  Even  the  toys  for  the  very 

small  children  permit  of  the  child's  par- 
ticipation in  their  operation,  which  fact 

marks  a  step  forward  in  the  efforts  of 
the  members  of  our  industry  to  supply 
children  with  such  toys,  games  and  books 
as  they  really  want  and  should  have  as 
opposed  to  the  old  system  of  producing 

merely  something  of  momentary  attrac- 
tiveness and  quick  selling  properties. 

Judicious  Buying  Noticed 
"In  1920,  following  the  toy  shortage  of 
1919,  the  buying  was  abnormal,  but  the 
increased  demand  for  American  made 

toys  helped  the  dealers  and  the  trade 
generally  so  that  the  retail  inventories 
at  the  close  of  1920  were  normal.  This 
year  the  buyers  have  lost  the  spirit  of  a 
year  ago  and  are  buying  more  judicious- 

ly. Some,  'however,  have  made  what 
seems  to  me  to  be  a  mistake  in  holding 
back  and  placing  only  orders  for  their 
partially  estimated  needs  and  expecting 
manufacturers  to  have  goods  ready  much 
later  in  the  season  when  such  backward 
buyers  decide  that  they  want  them.  It 
strikes  me  that  this  is  a  serious  error  in 
view  of  the  fact  that  wise  manufacturers 
must  necessarily  base  their  production 
very  largely  upon  early  buying  orders 
and  will  therefore  not  be  in  a  position 
to  fill  a  large  volume  of  belated  orders. 
This  might  cause  a  repetition  of  the  con- 

ditions caused  by  the  shortage  of  the 
end  of  1919,  seriously  embarrass  the  buy- 

ers and  create  bad  market  conditions  for 

1922.  The  average  manufacturer's  costs 

are  set  for  1921  and  cannot  be  changed. 
The  bulk  of  his  materials  are  already 
made.  All  toy  manufacturers  are  anxious 
to  get  back  to  normal  conditions  as  quick 
ly  as  possible  for  the  benefit  of  the  trade 
and  for  the  benefit  of  the  consumer. 

Lower  Prices  Quoted  Now 

"In  1920  manufacturers  were  forced  to 

advance  their  prices  because  of  material 
and  labor  troubles  between  January  and 
October.  Now  in  1921  the  prices  in  many 
lines  are  back  to  the  level  of  the  prices 
of  January,  1920.  This  reduction  is  based 

upon  more  favorable  present  manufac- 
turing cost  prices  and  estimates  of  fut- 

ure possible  lower  costs  during  the  cur- 
rent year. 

"I  cannot  at  the  moment  think  of  any 

industry  that  studies  the  needs  and  de- 
sires of  its  ultimate  consumers  more 

closely  than  toy  manufacturers.  We  are 
fortunate  that  with  the  American  child 

there  are  few  'whims'  in  playthings  and 
in  the  fact  that  the  number  of  our  poten- 

tial customers  is  constantly  on  the  Roos- 
eveltian  increase,  thus  increasing  the 
demand  for  toys  for  different  ages  in  an 
almost  exact  ratio  so  that  no  one  line 

of  toys  is  ever  out  of  date." 

BEADS 
Seed  Beads  Bugle   Beads 

Pearl   Beads 

Just  in  stock  some  new  novelties  in 
Bead  Necklaces 

Sample  selection  sent  on  approval 
THE  BEAD  HOUSE 

R.  A.  PHILLIPS 
77  YORK  ST, 

TORONTO. 

RELATIONSHIP  OF  CORSETS  TO 

HEALTH 

Circular  pouch  velvet  bag  \with  flat 
i  ilver  top,  roomy,  and  shown  in  many 
colors  by  Canadian  Leather  Products, 
Toronto. 

(Continued    from    page    61) 

is  not  true.  An  easy  waist  measure  is 
one  token  when  the  lungs  are  fully  dis- 

tended with  deep  breath.  A  good  med- 
ium difference  in  waist  and  hip  meas- 

urement is  twelve  inches. 

A  Big  Field  for  Corsetieres 
Customers  like  to  know  these  points 

concerning  the  relation  between  health 
and  corsets.  A  good  saleswoman  should 
be  able  to  tell  them.  There  is  a  day  com- 

ing when  women  will  realize  that  imper- 
fectly formed  bodies  are  detrimental  to 

their  mental  as  well  as  their  physical 
well-being  and  will  demand  only  good 
corsets.  The  field  is  large  for  the  ener- 

getic man  or  woman  in  the  corset  bus- 
iness today.  The  clientele  which  could 

be  built  up  in  a  very  short  time  on  these 
standards,  is  worth  serious  considera- 
tion. 

German  women  who  have  been  obliged 
to  wear  woollen  hose  for  some  months 
are  now  demanding  silk  hose  and  the 
woollen  hose  industry  has  suffered  a 
serious  relapse. 

The   new    Pilgrim   Bag,    designed    after 

models  carried  by  the  wives  of  the  Pil- 

grim Fathers  on  the  "Mayflower." 
Shown  by  Winnett  &  Wellinger  Limited, 
Toronto. 
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During  the  Canadian  National  Exhibition,  we  will  make  a  special  display  of 
Christmas  Goods  at  our  Toronto  Showrooms,  and  we  cordially  invite  our  customers 
and  friends  in  the  trade  to  make  our  warehouse  their  buying  headquarters  while  in 
the  city. 

Located  exactly  opposite  the  Union  Dspot,  visiting  buyers  will  find  our  Sample 
Room  a  convenient  place  to  leave  hand  baggage  on  arrival  or  while  waiting  for 
departing  trains. 

Ontario  Road  Salesmen  will  be  in  the  House  to  give  their  customers  personal 
attention. 

Our  range  of  holiday  lines  in  all  departments  is  now  at  its  best. 

FANCY  GOODS 
TOYS,  DOLLS 
CHRISTMAS 

DECORATIONS 

CHINA  AND 
GLASSWARE 

ELECTRIC 
FIXTURES 

DRUGGISTS'  AND 
TOBACCONISTS' SUNDRIES 

SMALL  WARES 

NERLICH  &  CO. 
146-148  Front  St.,  W.,   TORONTO 

Opposite  Union  Depot 

m 
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"Speed  weH" 
Tapes  spell 

%  "Satisfaction" Tailors  who  realize 
the  importance  of 
using  only  the  best 
in  trimmings  are 
emphatic  in  their 
praise   of 

THE   STAC. 

Super  India  Shrunk  Tape 
Manufactured  by 

George    H.  Wheatcroft    &   Co. 
WIRKSWORTH,  Eng. 

Does  Not  Stretch Are  you  one  of 
those  who  consid- 

ers his  workman- 
ship worthy  of  the 

BEST? 
Then  send  a  sample 
order  for  Super  In- 

dia Shrunk. 
Other      qualities 
kept   also     in      all 

Will   Not    Shrink       widths    and   
 PriCeS' 

Walter  Williams  &  Co.  Ltd. 
MONTREAL  TORONTO  QUEBEC 

508  Read  Building  2oWellington  St.W.  533  St.Valier  St. 
VANCOUVER,  217  Crown  Building 

[SPEEDWELL! 
'O    V p® 

i 

TO  RENT  IN  MONTREAL 

For   OFFICES,    SHOWROOMS, 
or  LIGHT  MANUFACTURING 

12,000  square  feet  in  Read  Building,  central 
location,  light  on  3  sides,  passenger  and  freight 
elevators — also 

Desirable  factory  sites  for  sale. 

WALTER  M0LS0N  COMPANY 
157  St.  James  St. Montreal,  P.  Q. 

The  Financial  Post 

is  a  paper  treating  of  finance  in  a  broad  way. 
It  gets  behind  the  figures  to  the  facts  that  shape 
the  figures.  It  will  help  you  to  that  sane  under- 

standing and  balanced  viewpoint  necessary  to  the 
leaders  in  each  community.  Send  for  a  sample 
copy  to-day. 

The  Financial  Post 
143-153  University  Avenue,  Toronto,  Canada. 

Three  Bee  and 
Gloria  Brands 

WOOLS 
IN  ALL 

COLORS 

STAMPED 

GOODS 
NOVELTIES 

BABY 
KNITTED 

GOODS 

EMBROIDERY 
CROCHET 

THREADS 

BOOKS    ON 

KNITTING 

CROCHETING 

FLOSSELL 
ARTIFICIAL 

SILK 

HAMBLY  AND  WILSON 
LIMITED 

11  Wellington  St.  W. 
TORONTO 

The  Mark 
of  Quality 

ELEGANT  DISTINCTION  IN 
HIGH  QUALITY  MERCHANDISE 

is  the  standard  accorded  to  "Moul- 
ton"  Trimmings,  Braids  and  Frin- 

ges for  Fall  and  Winter. 

We  ask  our  patrons  to  kind- 
ly remember  that  our  goods 

are  made  to  order  and  that 
the  demand  for  our  lines  is 
very  large  and  Dominion 
wide;  therefore,  please  OR- 

DER EARLY. 

The  Moulton 
MANUFACTURING  CO.,    Ltd. 

4  Inspect  or  St.,  Montreal 
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Fall  Brings  Brisk  Demand  for  Notions 
Many  Lines  Show  Appreciable  Price  Recession — A  New  Embroidery  Hoop  On  The 

Market — Continued  Scarcity  Of  Fine  Grade  Knitting  Wools — Some  Of  The 
Novelty  Trimmings. 

THE  FALL  season  usually  brings an  increased  demand  for  notions 

and  small  wares  of  all  sorts,  due 
to  the  varied  needs  of  the  average  fam- 

ily upon  its  return  from  holiday  relax- 
ations. With  the  neccessity  of  preparing 

the  childivn  for  school  comes  the  call  for 

"findings"  essential  to  the  making  of 
dresses  and  suits,  as  well  as  for  all  the 
little  incidentals  of  school  supplies  and 
personal  toilet  articles  that  are  common- 

ly found  on  the  counters  of  the  small- 
wares  department.  According  to  a  lead- 

ing Monti  eal  wholesaler,  all  kinds  of 

children's  school  bags  are  down  in  price, 
in  leather  or  canvas  styles,  and  station- 

ery supplies  also  show  a  slight  decline, 
including  the  finer  papeteries  and  writ- 

ing pads  as  well.  This  line  may  be  very 
well  included  in  the  small  wares  depart- 

ment this  month-  as  well  as  September. 
Attention  is  also  called  to  the  fact 

that  prices  on  American  and  Japanese 
brushes  and  combs  have  dropped  heavily, 
the  latter  being  exceptionally  low  in 
price  just  now,  some  of  the  best  quali- 

ties being  obtainable  at  $12  per  gross. 
Soaps  of  all  sorts  are  also  lower,  with 
the  exception  of  fine  French  importa- 

tions, which  are  higher,  being  now  quot- 
ed at  $4.50  a  dozen  cakes.  All  the  French 

perfumes  and  face  powders,  etc.,  show 
an  increase  of  about  30  per  cent,  in  price, 
due  to  the  tax  recently  placed  upon  this 
class  of  goods. 

Hair    Goods 

All  grades  of  hair  goods  including 
side  combs,  push  combs  and  ribbon  hold- 

ers are  in  great  demand  just  now,  and 
show  a  decline  in  price  of  10  or  15  per 
cent.  Hair  pins  in  shell  and  bone  finishes 
are  heavy  sellers  in  all  sizes,  but  there 
is  no  demand  for  the  fancy  combs  with 
inset  stone  decorations.  Hair  nets  are 
still  selling  heavily  but  supplies  are 
plentiful  still  with  little  fear  of  a  short- 

age until  next  year.  Prices  on  silk  hair 
nets  are  cut  again  so  that  they  can  be 
bought    Tor   next   to    nothing. 

Many  new  lines  and  styles  of  hair 
wavers  are  on  the  market,  and  are  also 
in  great  demand.  Retailers  are  also  ad- 

vised to  look  over  their  stocks  of  grey 
and  white  hair  nets  and  shell  goods 
while  assortments  are  good.  Most  retail 
stocks  are  decidedly  depleted  in  this 
range,  and  with  the  strong  probability  of 
an  increase  in  price,  the  necessity  for 
early  orders  will  be  appreciated.  Nets 
have  advanced  from  $5.25  to  $6.25  al- 

ready and  with  the  famine  and  other 
difficulties  still  cutting  down  exports 
from  China,  it  is  feared  that  prices  may 
stiffen  sooner  than  was  at  first  thought. 

The  coming  fall  season  will  also  ex- 
perience     a    heavy    demand      for      lead 

weights  of  all  kinds,  and  an  early  order 
on  these  goods  is  also  advised. 

Mercerized  crochet  cottons  are  like- 
wise still  in  good  demand,  for  the  mak- 

ing of  sweaters,  etc.  Threads  and  elas- 
tics show  no  recent  change,  and  the  lat- 
ter continues  scarce.  Skirt  beltings  are 

now  on  the  market  in  many  new  styles 
at  lower  prices  and  should  be  stocked 
up  in  anticipation  for  the  demand  by 
fall. 

There  is  a  heavy  call  for  chamois 
leathers  in  both  shaped  and  uncut 
grades,  the  largest  sizes  now  selling  at 

$18  per   dozen. 
In  small  fancy  wears,  the  outstanding 

feature  is  the  call  for  men's  snap  studs 
at  all  prices,  especially  around  $2  a 
dozen  up  to  $9.  This  little  accessory 

for  men's  wear  is  selling  ten  times  as 
quickly  as  the  old  fashioned  stud,  and 
is  being  brought  out  in  some  very  at- 

tractive new  finishes  of  enamel  and  gilt. 
There  is  also  an  increased  call  for  bar 

pins  and  tie  clips,  suitable  for  men's wear. 

Mending    Wools 

A  curious  reaction  is  noted  of  mend- 
ing wools  of  late,  namely  that  the  de- 

mand which  for  some  years  favored  the 
skein  type  of  mendings,  now  has  reverted 
to  cards  once  again,  so  that  the  present 

season's  supply  is  mainly  put  up  in  the 
latter  way.  No  change  in  price  is  record- 

ed  of   this  range. 

A  big  demand  for  large  buttons  of 
all  sorts  is  being  experienced  by  the 
different  wholesale  houses,  with  jet 

styles  leading  all  others.  A  gradual  im- 
provement in  the  appearance  and  packing 

of  domestic  buttons  is  noticed,  although 
much  can  still  be  done  in  order  to  bring 
the  boxing  and  mounting  up  to  the 
standard  of  imported  buttons.  Pins  are 
another  commodity  which  is  selling  in 
enormous  quantities  of  late,  more  es- 

pecially in  the  ordinary  brass  lines. 
Black  headed  pins  are  also  increasing 
in  popularity  but  the  fancy  headed  pin 
has  gone  out  completely.  Aluminum 
knitting  needles  have  gradually  worked 

their  way  to  the  top  of  the  list  of  "best 
sellers"  and  the  bone  needle  is  complex- 

ly dead.  The  English  varieties  of  this 
needle  are  still  considered  the  best  but 
are  hard  to  secure,  deliveries  being  still 
slow. 

New   Embroidery    Hoops 

A  great  success  has  been  registered 
by  one  Montreal  firm  with  a  new  type 
of  embroidery  hoops,  made  of  steel  with 
an  inner  cork  cushion  which  holds  the 
fabric  firmly.  This  comes  in  four  sizes 
ranging  from  four  inches  up  to  seven 
and  comss  in  boxes  containing  a  dozen 
hoops. 

There  is  a  continued  scarcity  in  fine 

grade  knitting  wools,  especially  in  pastel 
shades  such  as  shell  pink,  orchid  and 

pale  greens,  but  these  will  be  available 
in  large  quantities  in  the  near  future. 

In  the  meantime,  orders  are  being  ac- 
cepted for  these  shades  to  be  delivered 

as  fast   as   they     are   put  out     by  the 
makers. 

A  heavy  demand  is  anticipated  upon 
the  latest  shipments  of  real  British  an- 

gora yarn  which  has  just  come  to  hand 
in  quarter  ounce  balls  and  present  sup- 

plies cannot  last  long  at  the  rate  orders 
are  coming  in.  Four-ply  sweater  yarns 
in  warmer,  darker  shades  than  the  pre- 

vailing summer  colors  are  now  in  stock, 
including  some  dainty  new  lines  with 
a  silk  thread  mixed  with  the  wool.  It 
is  expected  that  black  and  white  yarns 
will  sell  better  than  most  shades,  owing 

to  the  wide  spread  vogue  for  these  col- 
ors in  ready  to   wear. 

Bag  frames  of  either  celluloid  or  met- 
al will  continue  in  popularity  for  making 

gifts  later  on,  and  these  are  shown  in 
new  shapes  at  extremely  attractive 

prices. Twill  covered  featherbone  is  another 
great  success  in  the  notion  line,  one 
wholesaler  reporting  that  nearly  20 
gross  boxes  of  it  have  been  disposed  of 
for  fall  trade.  Indications  are  for  a  lav- 

ish use  of  this  boning  in  the  new  even- 
ing frocks  to  lend  the  air  of  bouffancy 

necessary  to  smartness. 

Novelty  Trimming 

In  the  same  class  with  the  boning  is 
found  another  distinct  success,  namely, 
the  new  novelty  dress  and  hat  trimming, 

called  "lacing  cord"  by  some  and  "Rib- 
bonzene"  by  others.  This  very  narrow 
cord  or  ribbon  is  employed  by  the  dress 
and  millinery  trades,  etc.,  much  as  floss 
silk  is  used  to  develop  all  over  embroid- 

ery effects.  It  is  threaded  up- 
on a  needle  and  worked  similarly  to  the 

heavy  flosses.  Coming  as  it  does  in  all 
colors,  a  very  heavy  run  may  be  expect- 

ed as  it  supplies  an  effective  finish  at 
little  cost.  The  present  price  quoted  on 
this  cord  is  $1.25  a  gross. 

Important 
An  Order-in-Council  has  been 
passed  at  Ottawa  postponing  till 
December  Zlst.  the  application 
of  the  requirements  of  the  Act 
respecting  the  marking  of  im- 

ported goods  so  as  to  indicate 
the  country  of  origin. 



Dry  Goods  Review. FANCY    GOODS,    NOTIONS    AND    TOYS 103 

Says  There  is  Big  Opportunity 
for  the  Canadian  Manufacturer 

Canada  No  Worse  Off  Than  Other  Countries  in  Trade  Depres- 

sion—Unemployment Here  Much  Less  Than  Abroad — 
Manufacturers  Should  Not  Take  Advantage  of 

Duty — Textile  Industry. 

THE  present  is  the  fines
t  oppor- 

tunity Canadian  Manufacturers 
have  of  securing  a  good  market 

among  Canadian  people,  and  they 
can  build  up  strong  industries  if 
they  will  only  produce  the  class 
of  goods  that  the  Canadian  public 
require,  and  sell  it  at  a  price 

that  is  reasonable."  This  is  the 
view  expressed  by  J.  E.  Poole,  general 

manager  of  James  Ogilvy's  of  Montreal, 
who  has  just  returned  from  a  three  mon- 

ths' tour  through  the  British  Isles  and 
the  major  portion  of  Europe,  accompan- 

ied by  his  chief  buyer  Mr.  Byrens.  Con- 
ditions across  the  ocean  are  such,  in  his 

view,  that  a  wonderful  opportunity  is 
now  presented  to  Canadian  manufactur- 

ers to  push  vigorously  their  "Made  in 
Canada"  campaign.  "We  are  no  worse 
off  than  other  countries  in  the  matter 

of  trade  depression,"  declared  Mr.  Poole, 
"but  where  we  make  the  mistake  is  that 
we  are  bewailing  the  fact  that  there 

are  a  few  thousand  people  out  of  em- 
ployment, whereas  other  countries  where 

unemployment  is  much  worse,  insist  on 
looking  on  things  cheerfully  and  doing 
everything  in  their  power  to  make  their 
optimism    come    true. 

Not  Take   Advantage   Of   Duty 

"Unfortunately  in  many  of  our  Can- 
adian industries  a  great  deal  of  the 

raw  material  is  still  being  imported  from 
other  countries,  even  though  it  is  ob- 

tainable right  in  Canada,  and  as  a  fact 
there  are  a  great  many  articles  being 

put  on  '-he  market  stamped  "Made  in 
Canada"  which  ought  to  be  labelled 
"Assembled  in  Canada",  for  it  is  little 
else.  As  long  as  things  go  on  like 
that,  Canadian  industries  will  not  pro- 

vide the  employment  that  they  should 
for  our  Canadian  people.  Let  us  be 
honest  with  ourselves  and  with  the  pub- 

lic. Let  us  manufacture  goods  and  put 

them  on  the  market  at  a  reasonable 

price — not  the  price  that  would  be  paid 
for  them  if  they  were  imported  across 
the  border,  and  had  to  pay  a  heavy  duty 
as  well  as  the  difference  in  exchange — 

but  a  price  that  would  give  the  manufac- 
turer a  fair  return  on  his  investment. 

Canadian  made  goods  are  just  as  good 
if  not  better  than  imported  goods  in 
many  cases,  and  the  public  will  buy  them 

if  they  are  given  the  opportunity  of  se- 
curing them  at  a  fair  market  value. 

Let  the  manufacturers  base  their  fig- 
ures on  the  cost  of  their  own  raw  ma- 

terial, their  own  brains,  and  their  own 
manufacturing  cost,  and  never  mind 

what  the  importer's  price  will  be.  There 
has  never  been  an  occasion  when  the 
Canadian  manufacturer  had  such  an 
opportunity  as  today.  There  are  lots  of 
warehouses,  we  know,  filled  with  goods 
that  were  made  when  the  price  of  raw 
naterials  and  the  cost  of  manufacture 

were  high.  The  wholesale  houses  nat- 
urally want  to  get  rid  of  these  before 

ordering  new  stock.  The  public  know- 
ing that  prices  have  to  come  down  are 

naturally  hanging  back  from  purchasing. 
The  only  thing  for  the  manufacturers 
and  wholesale  people  to  do  therefore  is 
to  ask  themselves  what  price  the  pub- 

lic is  willing  to  pay  for  this  merchan- 
dise, and  make  their  figures  accordingly. 

The  sooner  they  do  this,  and  clear  out 
their  high  priced  stocks,  the  soone'r 
will  indlustry  improve,  unemployment 

lesson,  and  the  wheels  of  commerce  co- 
mence  to  revolve. 

Textile     Industry 

"In  the  textile  industry,"  continued 
Mr.  Poole,  "as  in  the  boot  and  shoe  in- 

dustry, the  present  is  a  time  when  Can- 
adian manufacturers  should  take  stock 

of   their   position.        The    people    in   the 

THIS  FIRM  IS  A  MEMBER  OF 

The  Retail  Merchants'  Association 
and  is  pledged  not  to  take  space  in  any  programmes  or  adver- 

tising schemes,  whatsoever,  which  have  not  been  passed  and 
approved  by  the  Association. 

The  ubiquitous  canvasser  for  advertising  in  church,  athletic  and  kin- 
dred papers  or  pamphlets  or  programmes  is  a  menace  to  business.  One 

does  not  like  to  refuse  them;  but  the  fact  remains  that  money  spent  in  this 
kind  of  advertising  is  regarded  by  most  merchants  as  thrown  away.  In 
St.  John,  N.  B.  the  merchants  organized  to  combat  this  evil,  appointed  a 
committee  to  go  into  all  such  requests  from  various  o-rganizations ,  and 
only  tv hen  they  are  approved  by  the  central  committee  is  there  any  chance 
for  the  canvasser.     In  this  xvay  attempts  are  nipped  in  the  bud. 

United  States  have  taken  all  the  out- 

put of  a  big  carpet  factory  in  Toronto 
for  the  vear  owing  to  labor  troubles 
in  their  own  country,  and  there  are  many 
industries  where  if  our  people  wake  up 

they  can  get  the  control  of  a  lot  of  bus- 
iness. Nobody  expects  merchandise  to 

come  back  to  pre-war  prices,  but  buy- 

ers in  England  found  the  manufactur- 

ers willing  to  accept  any  reasonable  of- 
fer for  goods  they  had  in  stock,  although 

the  prices  for  newly  manufactured  goods 
will  assuredly  be  higher  this  fall  and next  spring. 

Writing  case  being  placed  on  the  mar- 
ket for  Christmas  trade.  It  is  neatly 

made  and  of  real  leather.  The  price  is 

low  enough  to  make  it  a  popular  seller. 
Both  designs  shown  by  the  Canadian 
Leather  Products,  Toronto. 

This  is  a  flexible  key  case  which  is  very 

pliable  in  a  man's  pocket.  There  are  sev- 
eral features  claimed  for  it.  There  is 

no  metal  plate  or  bar  at  the  top  but  each 
hook  is  attached  separately  to  the  leather 

fold.  The  hooks  themselves  are  of  the' 
safety  variety  and  will  hold  more  than 
one  key.  The  cases  hold  4,  6  or  8  keys 
and  are  made  of  sheep,  pig  and  morocco. 
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Big  Sellers 

WM.  E.  WRIGHT  SAYS : 
"If  you  examine  the  seams  occurring  at  intervals  of 50  inches  in  a  piece  of  Wright's  Bias  Tape  you  will find  that  the  salvages  have  been  carefully  removed and  the  seams  opened  and  pressed. 

OPINIO  A\D  PQESSED  SEAM 

"In  applying  the  tape  this  neat  flat  seam  hardly shows.  The  botchy  lump  made  by  an  unpressed seam  is  entirely  absent.  The  users  of  tape  value  this feature  highly,  as  in  working  a  seam  always  lurns up  at  the  spot  where  it  isn't  wanted. 

BULKY  UNOPENED  SEAM 

"There  is  no  need  of  planning  ahead  for  the  flat  care- fully trimmed  seams  in  Wright's  Tape.  The  sewer may  let  them  come  wherever  they  will." 
Send  for  Color  Card  of 

WRIGHT'S  BIAS  FOLD  TAPE showing  our  full  line  of  fast  colored  percales, 
also  Wright's  E-Z  Trim.  You  will  find  this 
card  to  be  a  great  convenience  in  making  up 
your  orders.  It  shows  our  12  plain  and  6 
striped  colors  of  Tape  and  6  colors  of  E-Z 
Trim. 

Something  new  and  useful  for  the  Notion  Department. 
Sample  card  showing  colors  sent  on  request. 

Wm.  E.  Wright  &  Sons  Co.,  Mfrs. 

315-317  Church  Street  New  York 

Agencies 

CHICAGO 
R.   C.   Taft 

223   W.  Jackgon   Blvd. 

ST.   LOUIS 
L.   F.   Sherman 

613   N.   Broadway 

PHILADELPHIA 
Ja«.   F.   McCarriar 

1011    Chestnut    Street 

WRIGHTS 

BUS  FOLD  UPE 

k  It  dims  itsel/  J1 

In  U.  8.  Pat.  Off. 

in 

Smallwares 

The  Rage  for  Beads 

is  finding  expression  in  many  new 
effects  of  unusual  beauty,  in  color- 

ings that  are  new  and  outstanding  for 
the  coming  Season — a  wide  range  of 

which  we  are  now  showing  for  Fall. 
We  have  complete  assortments  for  Fall  in  up- 
to-the-minute  lines  of — Fancy  Hair  Ornaments 
— Fancy  Jewelry — Embroidered  Goods — Bags 
and  Purses  etc. 

Be  Sure  to  Call  on  Us 

when  you  visit  Toronto.  Cut  out  the  map  be- 
low showing  how  easily  accessible  our  Show- 

rooms are  and  how  you  can  save  time — and 
money — by  dropping  in.  We  will  be  glad  to 
see  you  any  time. 

NOTE  THE  LOCATION  I 

KING 

y- 

STREET 

■ 

UJ 

UJ 

<r 

Pnnc# 

Wot  »  t 

WELLINGTON 
\ 

STREET 

1 

>• 

1 

FRONT   ^. STREET 
H   UNION     1 

H  STATION 

Wttkrr 

House 

0 
> mm 

THE  SMALLWARE  SPECIALTY 

HOUSE: 

wrinch,  McLaren 
Limited 

120  Wellington  Street  West 

TORONTO 
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|  When  in  Toronto  I 
at   the    Canadian  National  Exhibition 

we  would  be  pleased  to  see   you  at  our 

Showrooms  —   563    College  Street  —  at 

Manning  Avenue.  Call  around! 
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|  Blouses 
Silk   Lingerie 
Neckwear 

|  Laces 
1  Veilings  I 

I  I  Handkerchiefs 
I  Hairnets  I  I 

i 

SMARTEST        [  *&**&>  !  HIGHEST 
STYLES  J  VALUE 
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Dry  Goods  /.'<  vii  w. 

Selling  Ribbons  Successfully 
Proper  Place  of  Departments — Encouraging  Women  to  Look  After 

New  Things— Sales'  Staff  Should  Avoid  Guess  Work— Value  of  Little 
Courtesies — Linking  Ribbons  With  Regular  Lines. 

1 
10  MERCHANDISE  ribbons  suc- 

cessfully," remarked  a  department 
manager  this  month  to  Dry  Goods 

Review,  "one  must  first  appeal  to  the  love 
of  dainty,  pretty  trifles  which  is  latent  in 

every  woman's  heart.  The  reason  why 
ribbons  are  selling  so  widely  this  summer 
is  because  their  multitudinous  possibilities 
have  only  recently  been  discovered,  and 
women  who  hitherto  were  unable  to  create 
exquisitely  dainty  little  conceits  with  their 
own  fingers,  are  discovering  that  with  a 
bit  of  ribbon,  and  some  trifling  accessory 
like  an  ivory  bodkin,  or  a  clasp,  etc,  they 
can  easily  devise  a  gift  of  distinctive  and 
original  effect,  not  in  the  least  home-made 
in  appearance,  and  infinitely  less  costly 
than  if  purchased  ready  made  in  a  store. 

"Then,  too,  ribbons  are  so  much  more 
serviceable  than  they  used  to  be,  and  even 
the  most  expensive  brocaded  types  will 
wash  or  dry  clean  readily,  so  that  their 
wearing  qualities  are  almost  unlimited. 
Prices  have  come  down  to  a  certain  extent, 
which  is  a  great  incentive  to  quantity 
selling,  and  supplies  of  European  ribbons 
are  now  back  to  normal.  Altogether,  we 
look  for  the  greatest  ribbon  year  in  our 
history,  and  I  do  not  think  vve  snail  be 
disappointed." 

Going  still  further  into  the  reasons  for 
the  success  achieved  by  her  depaitment, 
this  manager  continued.  "One  must 
consider  most  of  all  the  needs  of  the 
majority  of  customers  who  are  really 
helpless  when  it  comes  to  handling  such 
accessories  as  ribbons,  who  cannot  even 
tie  .a  decent  bow,  and  who  are  afraid  to 
attempt  anything  in  this  line.  To  this 
large  class,  the  store  makes  its  greatest 
appeal,  and  I  may  say  tnat  it  is  not  only 
popular  with  the  majority  of  shoppers, 
but  is  very  profitable  into  the  bargain.'' 

Keep  Both  Lines  Distinct 

"We  divide  our  department  into  two sections,  both  of  which  are  located  on  the 
main  floor,  close  to  the  front  door.  On  the 
right  hand  side  of  the  aisle,  are  found  the 
products  of  our  workrooms,  all  exquisite 
novelties  made  entirely  of  ribbons,  in  all 
the  different  shades  and  tones,  fabrics 
and  styles  which  our  cleverest  girls  can 
originate  All  the  year  round  we  keep 
quite  a  staff  of  girls  busy  creating  these 
novelties,  and  at  Christmas  time  there  are 
as  many  as  thirty  all  working  as  hard  as 
possible,  copying  and  originating  ideas 
which  may  be  used  by  women  both  for 
personal  use  and  as  gifts.  Easter  Is 
another  busy  time,  as  ribbon  novelties 
seem  especially  appropriate  then  as  gifts, 
but  the  summer  season  is  also  fairly  busy, 
as  it  provides  excellent  opportunities  for 
women  to  wear  pretty  camisoles,  girdles, 
sashes,  and  the  numerous  styles  of  corsage 
bouquets,  which  are  so  cleverly  evolved 
out  of  ribbons.     The  sheer  summer  frocks 

too,  need  the  effect  of  trim  little  bows  or 
rippling  streamers  of  baby  ribbons  to 
give  them  chic,  and  therefore,  one  may 
say  that  there  is  no  woman  who  cannot  be 

appealed  to  in  the  matter  of  ribbon  sell- 
ing. From  the  baby  up  to  the  grand- 

mother, a  need  exists  for  ribbon  of  some 
sort,  and  one  could  write  a  volume  on  the 
diffei-ent  aspects  of  merchandising  which 

will  bring  success." 
Yardage  Goods  in  Second  Section 

"On  the  left  hand  side  of  the  depart- 
ment we  stock  the  bolts  and  the  regular 

lines  of  ribbons  by  the  yard,  taking  care 
to  display  them  with  a  due  regard  for 
definite  arrangement.  Ribbons  must  be 
carefully  sorted,  so  as  to  keep  different 
types,  colors  and  designs  together,  and 
each  sales  girl  must  remember  to  put 

everything  back  where  she  found  it,  other- 
wise, confusion  would  result.  Each 

morning,  the  staff  dusts  and  polishes  the 
show  cases  and  re-arranges  the  stock,  so 
that  it  never  looks  the  same  from  day  to 
day.  Monotony  must  be  avoided  under 
all  circumstances,  to  encourage  customers 

to  get  into  the  habit  of  looking  for  some- 
thing new  each  time  they  enter  the  store. 

If  supplies  of  ribbons  in  the  show  cases 
or  remnant  basket  have  run  low,  replen- 

ishment must  be  looked  into.  It  is 
wonderful  how  much  more  ribbon  we  can 
sell  when  it  is  measured  off  into  bunches 
of  three,  five  or  a  dozen  yards.  Women 
like  it  that  way,  and  will  pick  up  a  bunch 
where  they  would  otherwise  have  only 
taken  their  exact  requirements.  Piles  of 
fluffy  wash  ribbons  in  pastel  colorings 
give  a  delightfully  dainty  appearance  to 
the  counters  too,  and  women  simply  can- 

not resist  them.  We  find  the  iaea  of 
having  sets  of  wide  ribbons  for  camisoles, 
and  narrower  widths  for  the  shoulder 

straps  and  draw  strings  altogether,  dis- 
played according  to  shade  and  pattern 

upon  a  form  which  gives  an  idea  of  how 
the  accessory  will  look  when  made  up, 
a  very  successful  plan.  Each  of  our 
sales  girls  is  instructed  in  how  to  make 
up  any  novelties,  and  she  invariably 
leads  up  to  this  when  a  customer  lingers 
by  the  counter  to  handle  a  bit  of  ribbon. 
Once  they  show  their  interest  in  the 
goods  one  can  practically  always  make 
a  sale;  that  is  the  wonderful  thing  about 

ribbons." Patience  and  Tact  Essential  to  Selling 
Speaking  about  the  attitude  of  the 

selling  staff  of  a  ribbon  department  it 
was  pointed  out  by  this  manager  that 
tact  and  patience  were  exceedingly  nec- 

essary qualities  to  possess,  for  the  reason 
that  women  nearly  always  got  bewil- 

dered and  impatient  amid  the  profusion 
of  styles,  and  were  inclined  to  buy  the 

wrong  thing  or  nothing  at  all.  If  rib- 
bons are  carefully  divided  into  clas- 

sifications,   easily    recognizable    by   Ithe 

customer  and  accessible  to  view,  there 
should  be  little  difficulty  in  making  sales. 
Wash  ribbons  should  be  kept  quite  dis- 

tinct from  ordinary  baby  ribbons,  and 

fancy  sash  styles  apart  from  the  equally 
elaborate  patterns  appropriate  for  fancy 
work,  bags,  etc.  Hair  ribbons,  millinery 
and  trimming  ribbons,  patriotic  and  col- 

lege ribbons,  etcy,  should  all  occupy  sep- 
arate and  well  arranged  locations  on  the 

counters  or  shelves.  A  customer  rarely  has 
an  idea  of  what  she  requires  when  asking 
for  ribbon  and  will  often  say  to  the  sales 

girl,  "What  do  you  suggest?"  By  allowing 
her  to  look  over  a  complete  range  of  the 
styles  that  she  prefers,  and  by  showing 
familiarity  with  the  approximate  meas- 

urements needed  to  make  any  given 

novelty,  a  sales  girl  can  build  up  a  most 
successful  trade.  Guess  work  on*  the 
part  of  the  selling  staff  must  be  absolutely 
forbidden  ;if  the  shade  or  pattern  wanted 
is  uncertain  for  any  reason,  due  to  lack 
of  proper  samples  for  matching,  or 
forgetfulness  as  to  the  amount,  width  or 
type  of  ribbon  required  on  the  part  of 
the  customer,  it  is  better  to  lose  a  sale 
than  to  urge  the  latter  to  purchase  some- 

thing which  may  turn  out  to  be  quite 
unsuitable.  Ribbon  is  difficult  to  match 
and  join  nicely,  besides  costing  a  good 
deal  in  the  better  varieties.  Hence,  to 
buy  too  much  will  be  quite  as  annoying  to 

the  customer  as  to  buy  too  little." 
Little  Courtesies 

With  reference  to  the  facilities  offered 
to  the  customer  by  a  progressive  ribbon 
department,  it  was  explained  that  much 
business  can  be  established  through  the 

simple  expedient  of  offering  to  tie-hair 
bows,  sashes  and  millinery  bows  for 
children  or  grown-ups,  if  the  ribbon  be 
purchased  in  the  store.  The  ready  tied 
hair  bow  on  a  clasp  is  still  very  popular 
and  will  be  more  so  as  school  days  draw 
near.  This  vogue  for  ribbon  covered 

garters  for  kiddies'  socks  is  a  very  pop- 
ular fad,  as  well  as  for  grown-ups  in  the 

wider  widths.  Wide  ribbon  sashes  with 
fringed  ends  made  of  the  narrowest 
baby  ribbons  knotted  in  simulating  fringe 
effect  are  the  latest  innovations  to  the 
ribbon  department,  and  retail  at  $7.50 
apiece.  The  fringe  alone  on  these  sashes 
requires  at  least  52  yards  of  baby  ribbon 

and  is  made  up  in  the  store's  workroom. 
Strikingly  handsome  black  moire  ribbon 
is  edged  at  the  ends  by  using  heavy  floss 
silk  worked  by  hand  to  resemble  fringe, 
while  very  wide  Roman  stripe  ribbon  is 
decorated  in  a  similar  effect  in  rainbow 
tinted  floss.  Frayed  effects  on  wide  satin 
ribbons  are  also  good  sellers,  but  they 

require  much  care  in  making. 
Window  displays  and  newspaper  adver- 

tising should  be  constantly  linked  together 
to  keep  the  ribbon  department  before  the 

(Continued   on   page    110) 
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Fascinating  New  Weaves  In  Veilings 
Sheer  Meshes  In  One  Yard  Square  Sizes— Chenille  Dots  In  Varied  Sizes— Alencon, 

Shetland  And  Chantilly  Nets  And  Laces  in  Novelty  Voiles — Sharp  Cut  In Prices. 

ENTICINGLY  low  price
s  and  fas- 

cinating- new  weaves  characterize 
the  fall  veilings  imported  from 

France  th;s  month.  Indications  point  to 
a  marked  demand  for  the  made  up  fancy 
veil  for  immediate  fall  selling,  as  an 

accompaniment  to  the  little  felt  shape 
so  popular  during  the  early  autumn, 

but  this  tendency  will  gradually  be  re- 
placed by  elaborately  dotted  chenille  and 

fancy  lace  veilings  by  the  yard,  as  win- 
ter approaches. 

Although  the  definite  trend  of  millin- 
ery is  not  yet  entirely  established  veil- 
ings are  being  offered  of  every  sort  and 

variety,  so  that  selection  becomes  a 

matter  of  "embarras  de  choix."  Montreal 
importers  predict  a  vogue  for  dainty 
sheer  meshes  in  one  yard  square  sizes 
embroidered  quite  heavily  in  bright  col- 

ored flower  effects  with  green  foliage, 
as  a  border  around  the  edge.  In  such 
contrasts  as  canary,  cherry,  Saxe  blue 
or  rose  in  combinations  with  green,  this 
treatment  is  exceedingly  effective  and 
novel.  Heavy  chain  stitching  is  most 
commonly  employed  to  achieve  this  ef- 

fect, while  other  new  ideas  are  develop- 

ed in  what  is  termed  "tapestry  effects" 
in  heavy  solid  colors  upon  fine  meshes. 
The  henna  shades  are  again  included  in 
this  line  to  be  worn  either  with  hats  of 
this  color  or  with  the  all  black  chapeau. 

The   Two-Tone   Effect 

The  two- tone  effect  so  frequently  no- 
ticed in  these  made  veils  is  decidedly 

the  outstanding  note  of  the  season,  al- 
though combinations  of  two  or  more 

meshes  are  being  offered  with  good 
chances  of  success.  Chenille  dots,  vary- 

ing in  size  from  large  fluffy  spots 
down  to  the  tiniest  pin  dot,  are  shown, 
both  in  figured  border  effects  and  in 
all-over  stripes  of  dots  covering  the  en- 

tire surface  of  the  veiling.  The  plain 
hexagon  weaves  with  colored  borders  of 
the  dotted  effects  are  especially  dain- 

ty, but  the  newer  and  decidedly  orig- 
inal combinations  of  hexagonal  and 

plain  meshes  combined  with  colored 
dots  are  irrestibly  attractive.  One 
mixed  effect  of  tiny  hexagonal  weave 
with  large  diamond  mesh  in  combina- 

tion showed  a  chenille  dot  in  bright  col- 
or set  on  two  inch  intervals,  while 

another  large  hexagonal  mesh  showed 
worked  motifs  of  black  centred  by  a 
colored  chenille  dot  in  the  same  effect. 
Chenille  also  is  run  as  an  edge  all 
round  made  veils. 

All  black  veilings  are  of  course  plen- 
tifully represented  in  the  fall  collec- 

tions, one  especially  smart  line  featur- 
ing an  extra  large  heavy  hexagonal 

mesh  overlaid  by  a  similar  one  of  trn". 
sparent  lightness  centred  by  a  pin  dot 

of  black  chenille.  Composite  effects  in 

large  designs  in  which  tiny  hexagonal 
or  diamond  mesh  motifs  are  combined 

with  exceedingly  large  weaves  of  con- 
trasting size  and  heaviness  are  among 

the  more  extreme  novelties  noticed  in 
the  show  rooms  of  the  importers. 

In  grounds,  the  preference  of  course 
is  for  all  black,  with  navy  running  a 
very  close  second  and  pearl  and  taupe 
grey  following.  The  demand  for  navy 
has  been  so  great  all  through  the  past 

summer  (.hat  importers  could  with  dif- 
ficulty fill  the  orders  received,  but 

with  the  coming  of  hot  weather  the 
call  has  become  less  insistent  so  that 

by  fall,  plentiful  supplies  will  be  on 
hand. 

Novelties    Promise    Big    Demand 

Veiling  buyers  would  do  well  to  lay 
emphasis  upon  the  newest  novelty 
made-veils  of  Alencon,  Shetland  and 
Chantilly  nets  and  laces,  which  come  in 
delightf""y  nnicme  shapes  and  sizes. 
One    such    example   seen    was    of   black 

Chantilly,  about  a  yard  in  length  one 
end  of  which  was  rounded  and  the  oth- 

er pointed  and  slit  up  about  17  inches 
to  make  scarf  ends.  This  veil  can  be 
worn  in  at  least  five  different  ways, 
the  most  novel  of  which  consists  of 
merely  draping  over  the  crown  of  the 

hat  and  allowing  the  two  ends  to  hang- 
down  in  fichu  style  over  the  wearer's 
shoulders  in  front.  These  may  be  tied 
under   the  chin   if  desired. 

Another  equally  remarkable  novelty 
was  shaped  like  an  enormous  ellipse 
and  made  of  silky  lace  in  rather  pro- 

nounced design.  This  may  be  worn  as 
the  preceding  one,  simply  draped  upon 
the  hat  and  the  long  ends  trailing  un- 

restrained at  either  side,  or  again,  one 
end  may  be  attached  closely  to  a  small 
hat  and  the  greater  part  of  the  veil 
allowed  to  hang  down  to  one  side  of 

the  wea;rer,'s  waist.  The  patterns  Ln 
these  veils  must  be  carefully  adjusted 
so  that  the  heavier  and  more  notice- 

able designs  occupy  the  centre  or  the 
(Continued   on   page    110) 

«  T  ITTLE  SISTER"»iow  wears  smart  kid  gauntlets,  just  like  Mother'^ 
i-^made  of  dark  grey  kid  tvith  mastic  appliqued  cuffs.  A  novelty  in 

gauntlets  is  also  shoivn  on  the  mother's  hands,  the  gloves  being  of  brown  with 
white  gussets  and  applique  work.  The  straps  fasten  with  a  press  button  of 
white  ivory. — Gauntlets  by  the  Hudson  Bay  Knitting  Company,  Ltd.  Mont- 
real. 

Photo  by  Photo-Kraft  Studios.  Montreal. 
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Style  Talk  Will  Help  Glove  Sales 
Production  Up  to  Eighty  Per  Cent  of  Normal — Prices    Show    Considerable  Decline — 

Novel  Features  Being  Introduced  To  Interest    The    Trade — Gauntlets  and 
Twelve  Buttons  Lead — Many  New  Colors  Shown 

THE  leather  glove  situation  a
waits 

but  the  cue  from  the  retail  trade 

to  show  vitality.  Montreal  manu- 
faetureis  are  proceeding  with  Fall  busi- 

ness and  state  that  production  is  80%  of 
normal  at  present.  All  grades  show  an 
appreciable  decline  from  the  high  levels 
averaging  40  to  5095  which  factor  is 
probably  accountable  for  the  encourag- 

ing advance  orders  that  are  now  coming 
in  to  the  factories.  This  improvement  in 
conditions  is  highly  encouraging  to  the 
Canadian  trade  which  has  long  endured 
a  period  of  depression  which  only  now 
seems  to  be  clearing  up.  Only  by  curb- 

ing production  to  meet  the  very  decreas- 
ed demand  and  by  reducing  the  prices  on 

almost  every  line,  have  Canadian  manu- 
facturers been  able  to  keep  going  at  all. 

Owing  to  the  very  limited  demand  for 
leather  gloves  of  late  seasons,  the  mak- 

ers have  not  felt  it  advisable  to  invest 
heavily  in  the  raw  skins,  nor  have  they 
been  working  on  reserves  to  any  extent 
therefore  Fall  stocks  are  not  likely  to 
be  either  as  large  or  as  varied  as  in  nor- 
mal   years. 

During  the  past  few  seasons  large 
quantities  of  distress  merchandise  or 
gloves  of  poor  quality  have  been  offered 
as  a  means  to  stimulate  purchasing  on 
the  part  of  the  public  during  the  period 
when  leather  gloves  would  have  been  too 
expensive  to  attract  the  usual  trade.  The 

The  charm  of  a  cunningly  draped  veil  used  to  be  the  exclusive  characteristic 
of  the  Parisienne,  but  now  Canadian  women  may  achieve  to  the  coveted  dis- 

tinction of  wearing  French  veils  with  every  type  of  costume,  safe  in  the  know- 
ledge  that  the  newest  fall  styles  are  particularly  becoming.  Veil  by  courtesy 
of  Hodges  &  Lettau,  Montreal.     Photo  by  the  Photo-Kraft  Studios,  Montreal. 

consumer,  it  is  believed,  has  had  enough 
of  inferior  gloves   and   has  proved   that 
such  goods  satisfy  neither  from  a  price 
standpoint  nor  from  that  of  style. 

Talk   Style  This  Fall 

Style  will  be  the  paramount  feature  to 
emphasize  in  selling  gloves  this  Fall,  ac- 

cording to  those  makers  who  have  been 
concentrating  upon  many  novel  and  or- 

iginal features  to  interest  the  trade. 
Since  the  designers  of  feminine  apparel 
have  decreed  that  the  shorter  length 
sleeve  shall  be  worn  this  winter,  both  in 
wide  flaring  outline  and  elbow  length  or 
shorter,  various  new  styles  of  gauntlets 
and  mousquetaires  are  offered,  as  well 
as  the  usual  staple  styles  for  dress  wear. 
Many  of  the  newest  suits  for  fall,  more- 

over are  to  have  long  tight  sleeves 
which  will  necessitate  the  use  of  wrist 
length  gloves  as  well  as  gauntlets  as 
the  wearer  prefers.  Older  women  are 
slower  to  take  up  the  gauntlet  feeling 
that  nothing  quite  takes  the  place  of  the 
white  glace  kid  short  glove  for  dress 
and  afternoon  wear. 

Gauntlet   And   Twelve   Button   Lead 
During  the  present  month,  although 

glove  sales  are  somewhat  quieter  owing 
to  the  continued  heat,  yet  12  button 
lengths  are  selling  very  rapidly  in 
white  and  the  mastic  and  semi-light 
shades.  This  is  expected  to  continue  un- 

til October  at  least,  when  the  tide  of 

popular  choice  will  probably  turn  in  fav- 
our of  the  gauntlet,  with  strapped  wrist 

and  fancy  trimmings.  Apparently  the 
possibilities  in  decorative  novelties  are 
limitless  for  the  fall  1921  gauntlet  bears 
little  resemblance  to  its  predecessors, 
either  in  width  of  flare  or  in  originality 
of  trim.  Special  attention  has  been  given 
to  gloves  of  better  qualities  in  cape,  mo- 

cha, and  suede  leathers  as  well  as  in  kid. 
Although  from  a  price  standpoint  the 
bulk  of  business  will  undoubtedly  be 
done  in  the  former  variety,  yet  the  new 
washable  mocha  leathers  are  remark- 

ably effective  and  practical.  Very  gener- 
ous width  has  been  included  in  the  flare 

of  the  cuff  in  the  new  gauntlets,  some 
of  which  are  reminiscent  of  the  accout- 

rements of  olden  time  swashbucklers, 

with  almost  exaggerated  flare.  An  invis- 
ible gusset  is  yet  another  improvement 

being  set  in  at  the  side  in  the  regular 
manner,  but  only  half  as  long  as  the 
sides  of  the  glove.  The  vent  thus  provid- 

ed enables  the  glove  to  be  pulled  on  or 
off  with  much  greater  ease. 

Novel  Colors 

In  colors,  Pilgrim  brown  and  willow 
gray  are  expected  to  lead,  both  in  plain 
effects  and  in  combinations  such  as 

putty  on  gray,  white  on  brown,  etc. 
Wide  cuffs  formed  of  fancy  cut  contrasts 
appliqued  on  to  the  gloves  promise  to  be, 
very  strong  later.  Even  the  children  are 

(Continued   on   page   110) 
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How  Credit  Accounts  are  Handled 
Experience  of  May  Company  of  Cleveland- 

Operating  With  the  Credit  Association- 
Points  to  be  Considered  in  Giving  Credit- 
How  Accounts  Are  Taken  Care  Of — Cut- 

Co- 

CREDIT  accounts  have,  in  the  past, 
proved  so  disastrous  to  many  mer- 

chants in  Canada  that  they  have 
been  almost  abandoned  in  the  last  few 

years.  Even  the  largest  department 

stores,  with  a  few  exceptions,  do  bus- 
iness on  a  cash  basis.  In  the  United 

States,  on  the  other  hand,  good  houses 
are  adding  credit  departments  every  day. 
This  increase  is  due  to  the  principle  that 

"Money  means  as  much  to  a  reliable 

house  in  thirty  days  as  it  does  now."  If 
credit  accounts  are  carefully  handled,  a 

firm  is  always  certain  of  steady,  sub- 
stantial business  with  a  fairly  accurate 

means  of  determining  the  amount  of 
cash  to  its  credit  every  month. 

Dry  Goods  Review  was  fortunate  in 
obtaining  the  opinion  on  the  question  of 
credit  accounts  of  a  man  who,  because 

of  his  judgment  and  experience,  is  con- 
sidered one  of  the  best  fitted  to  discuss 

the  subject  in  the  United  States.  This 
was  G.  C.  Driver,  credit  manager  of  the 
May  Company,  Cleveland,  Ohio.  The 
May  Company  is  a  member  of  the  Retail 

Credit  Men's  National  Association.  Most 
of  the  credit  houses  are  members  of  the 
Association  for  the  great  protection  it 
gives  them,  and  the  fact  that  the  very 
nature  of  the  credit  business  needs  a 

united  policy  on  the  part  of  retail  stores. 

Opening  an  Account 

The  most  important  thing  to  remem- 
ber about  a  credit  business  is  that  the 

merchant  must  know  when  to  open  an 
account  and  when  not  to  do  so.  Eighty 
per  cent  of  the  failures  in  the  past  were 
due  to  the  fact  that  poor  judgment  was 
used  in  the  selection  of  credit  custom- 

ers. In  the  May  Company,  clerks  are 
carefully  trained  before  being  allowed  to 
enter  the  department.  A  pleasing  per- 

sonality is  a  very  desirable  asset  of  the 
man  who  receives  an  application  for  an 
account.  Comfortable  surroundings  are 
considered  by  the  May  Company  very 
necessary,  for  if  a  customer  is  at  ease, 
much  of  the  difficulty  which  comes  of 
asking  questions  is  overcome.  A  suite 
of  private  offices  is  therefore  provided, 
into  one  of  which  each  applicant  for  an 
account  is  ushered,  thus  making  all 
transactions  strictly  private. 

An  effort  is  always  made  to  gain  the 
confidence  of  the  prospective  customer 
so  that  much  of  the  necessary  informa- 

tion is  given  voluntarily.  Questions  are 
asked  in  a  straightforward,  business-like 
manner,  which  impresses  the  applicant 
with  the  fact  that  the  firm  is  not  inter- 

ested in  the  finding  out  of  personal  mat- 
ters, but  only  in  knowing  what  is  really 

necessary. 
There   are    certain      points   which   are 

ting  Down  Credit. 
absolutely  essential  to  the  opening  of  a 
credit  account,  and  none  .of  these  is  ever 
omitted  from  the  form  provided  for  the 

purpose.     They  are: 
1.  Name.  This  must  be  taken  in  full. 

S.  Smith,  for  example,  is  not  sufficient, 
but  Samuel  F.  Smith  is  specific  enough 
to  identify  the  account  and  to  assist  in 
enforcing  the  collection  of  a  past  due 
account.  The  matter  of  obtaining  a 

full  name  is  simply  a  question  of  deter- 
mination and  training. 

2.  Residence  address.  This  is  always 

very  definite.  The  length  of  time  the 
customer  has  lived  at  the  address  given 

is  often  a  guide  as  to  whether  an  ac- 
count is  desirable. 

3.  Business  and  business  address.  The 
character  of  the  position  the  applicant 
holds  is  obtained  very  specifically.  If 

employed  in  a  large  corporation,  the  de- 
partment is  required  and  name  of  the 

immediate  superior. 

4.  References.  The  customer  is  asked 
to  submit  the  names  of  other  stores 
where  a  credit  account  is  run.  The  names 
of  two  relatives  or  close  friends  are  also 
obtained,  not  so  much  for  the  purpose  of 
arriving  at  a  basis  of  credit  but  to  trace 
customers  who  have  changed  their  ad- 
dresses. 

5.  Bank.  This  is  not  as  important  an 
agent  as  some  firms  think.  A  savings 
account  as  a  reference  is  of  little  value, 
because  a  bank  can  only  affirm  or  deny 
that  a  customer  has  such  an  account; 
but  in  the  handling  of  large  amounts 
where  the  credit  manager  interviews  the 

bank  personally,  information  of  vital  im- 
portance is  sometimes  gained. 

6.  Whether  property  owner  or  renter. 
If  the  home  is  owned  by  the  customer 
with  sufficient  equity,  the  risk  generally 
becomes  legitimate,  unless  there  is  an 
amount  of  undesirable  credit  informa- 

tion. There  is,  on  the  other  hand,  no 
reason  to  consider  that  a  man  who  rents 
his  home  is  not  entitled  to  credit. 

7.  Salary  or  income.  Nowadays  when 
salaries  and  wages  have  at  any  rate  the 
appearance  of  opulence,  people  are  not 
so  reluctant  about  giving  this  informa- 

tion, particularly  when  they  are  made  to 
understand  not  so  much  by  words  as  by 
manner,  that  such  is  strictly  confidential. 
The  nature  of  the  work  in  which  the  ap- 

plicant, or,  as  is  usually  the  case,  the 
husband  of  the  applicant,  is  engaged, 
does  not  matter  materially.  A  laboring 
man  who  has  steady  work  is  very  often 
as  good  a  customer  as  one  who  is  farther 

up  the  scale. 
Details  which  may  alter  matters 

should  also  be  considered  by  the  credit 
clerk.       These  are  such  as:  whether  the 

applicant  is  married,  whether  a  minor  or 
divorced,  and  if  there  is  any  domestic difficulty. 

Mr.  Driver  also  impressed  two  more 
points  in  connection  with  opening  credit 
accounts.  It  is  always  most  essential 
that  the  actual  signature  of  the  appli- 

cant be  obtained.  It  serves  as  a  check 
upon  real  estate  ownership,  is  necessary 
to  compare  signatures  on  sales  checks, 
particularly  on  fraud  purchases,  and  in 
identifying  bank  cheques.  It  also  ob- 

viates the  possibility  of  a  misunderstand- 
ing later  in  case  Mr.  or  Mrs.  deny  having 

made  the  application.  The  other  neces- 
sary point  is  that  a  guarantee  be  obtain- 
ed. It  is  very  rarely  required  to  collect 

from  the  guarantor,  but  when  a  firm 
holds  a  guarantee  the  debtor  makes 

good. 
Where  the  Credit  Association  Plays  Its Part 

As  the  May  Company  is  a  member  of 

the  Retail  Credit  Men's  National  Associa- 
tion, it  clears  the  name  of  every  appli- 
cant through  this  body  unless,  of  course, 

the  prospective  customer  has  never  open- 
ed a  credit  account  with  any  other  firm. 

The  Association  holds  a  card  for  every 

person  who  has  an  account  with  one  of. 
its  members.  This  shows  the  standing 
held  with  each  firm.  When  the  credit 
of  that  person  is  accepted  by  the  May 

Company,  a  card  is  made  .out  for  the 
new  customer  with  a  number  which 
shows  that  the  Association  has  given  its stamp. 

How  the  Accounts  Are  Taken  Care  Of 

The  applicant  for  credit  service  is 
rarely  given  to  understand  immediately 
that  such  will  be  given.  It  takes  a  week 
or  ten  days  before  either  the  Association 
has  been  communicated  with  or  personal 
references  obtained.  Sometimes  it  is 

necessary  to  write  the  prospective  cus- 
tomer for  more  information  before  a 

name  is  placed  on  the  list.  Clerks  are 
taught  that  they  must  not  follow  the  line 
of  least  resistance  by  giving  credit  in 
doubtful  cases.  Extreme  care  must  al- 

ways be  exercised  before  a  customer  is 
accepted.  A  new  name  is  first  of  all 
placed  on  the  Rand  index,  a  card  is  given 
the  customer  and  the  company  keeps  an- 

other. The  last  is  very  useful  as  a  cross 
check  as  well  as  serving  its  own  purpose 

— that  of  giving  detailed  information. 
Every  purchase  is  checked  against  the 
Rand  index  before  being  allowed  to  leave 
the  store. 

When  the  credit  of  a  customer  has 
reached  what  is  considered  a  safe  limit, 
a  mark  to  that  effect  is  placed  on  the 

(Continued   on   page    110) 
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FASCINATING      NEW      WEAVES   IN 
VEILINGS 

^Continued    from    page    107) 

back.  Haphazard  or  careless  arrange- 
ment of  veils  of  this  description  will  ut- 
terly ruin  the  charm  that  should  be 

brought  out   by  their  usage. 
Triangular   Veils   Continue 

In  small  tailored  made  up  veils, 
the  triangular  shapes  in  either  fancy 
or  plain  meshes  are  distinctly  popular 
still,  and  these  can  be  worn  either  with 
the  point  down  or  up  around  the  hat 
crown. 

Large,  square  or  narrow  oval  shapes 
together  with  the  stole  shapes  describ- 

ed above  will  undoubtedly  lead  in  pref- 
erence this  fall,  as  being  especially  well 

adapted  to  the  trend  towards  pictur- 
esqueness  which  is  definitely  announc- 

ed in  the  millinery  field. 

Prices    Sharply    Cut 

Yardage  veilings  show  a  decline  in 

price  varying  from  359c  to  50  c^  over 
1920  prices,  present  quotations  are  ex- 

pected to  remain  unchanged  until  the 
spring. 

The  trend  of  style  in  fall  veilings 
may  be  summed  up  as  showing  many 
novelties  in  shapes  and  color  combin- 

ations but  nothing  strikingly  new  in 
meshes  ot  weaves.  The  demand  in  fan- 

cy veilings  is  distinctly  towards  the 
novel  effects  in  made  up  styles  sui- 

table for  trimming  hats  rather  than 
for  providing  a  becoming  frame  for  the 
face.  In  the  former  line,  mesh  is  of 
secondary  importance  to  the  trimming 
note  while,  in  the  later,  the  style  of 
weave  takes   first   place   in   importance. 

From  present  indications  both  styles 
of  veils  should  sell  freely  over  the  coun- 

ters, since  it  is  seldom  that  more  attrac- 
tive and  artistic  novelties  are  shown 

at  prices  low  enough  to  appeal  to  the 
most    economical    purchaser. 

DRESS     ACCESSORIES 

SELLING  RIBBONS   SUCCESSFULLY 

(Continued   from    page    106) 

public.  The  idea  to  keep  uppermost  in 
publicity  is  novelty.  Ribbons  are  not 
really  staple  merchandise,  but  rather 
accessories,  even  luxuries,  according  as 
the  need  exists.  High  priced  merchandise 
can  be  sold  as  easily  as  the  less  expensive 
sort,  by  placing  more  emphasis  upon  the 
comparatively  small  quantity  required 
to  make  a  bag  or  sachet,  etc.  Where  it 
might  be  fatal  to  quote  the  ribbon  as  being 
$6.50  a  yard,  the  sales  clerk  may  safely 
point  out  that  only  a  quarter,  half  or 

five-eighth's  yard  will  be  needed,  which 
frequently  will  appeal  to  the  customer 
who  considered  the  price  far  too  high. 

This  is  an  unusually  good  season  for 
linking  up  other  departments  with  the 
ribbon  section,  such  for  instance,  as  the 
millinery,  baby  goods,  lingerie  and  even 
the  ready  to  wear  departments.  In  each 
of  these  the  products  of  the  ribbon  work- 

rooms can  be  displayed  and  utilized  as 
trimming  accessories  upon  the  regular 
merchandise,  publicity  being  duly  given 

One  of  the  Paris  novelty  veils  which 
Canadian  buyers  brought  over.  It  has 
a  border  of  braided  silk  on  a  hexagon 
mesh.  There  is  a  floral  design  on  the 
part  which  covers  the  hat  and  eyes. 
This  veil  is  worn  over  one  shoulder  and 

is  held  in  place  at  the  back  by  a  little 
ring.  It  comes  in  black,  brown  and  navy. 
Shown  by  the  Canada  Veiling  Co.  Toronto. 

that  other  lines  may  be  seen  on  the  main 
floor,  second  aisle. 

An  effort  should  be  made  to  get  away 
from  the  commercial  side  in  advertising 
ribbons,  placing  emphasis  upon  the  artis- 

tic possibilities.  Each  bolt  of  ribbon  will 
look  infinitely  more  individual  when 

stamped  with  the  store's  own  name  and 
distinguishing  mark  and  when  its  place 
of  manufacture  is  played  up.  French  or 
Swiss  ribbons  sound  tantalizingly  smart 
to  the  average  shopper  who  appreciates 
the  fact  that  ribbons  are  not  merely  so 
many  inches  of  fabric  but  rather  that 
they  are  something  from  which  an  in- 

finitely varied  number  of  beautiful  and 
useful  things  can  be  evolved. 

STYLE     TALK   WILL     HELP  GLOVE 
SALES 

(Continued   from   page    108) 

not  forgotten  this  season  when  it  comes 
to  gauntlets  and  many  charming  little 
gloves  are  offered,  fashioned  exactly  like 
those  for  adults,  even  to  the  strap  wrist, 
contrasting  stitchery,  etc. 

No   Leather   Glove   Surplus 

From  present  indications  there  cer- 
tainly will  be  no  surplus  in  leather 

gloves  of  the  better  quality,  because  the 
orders  for  fall  delivery  have  continued 
very  light  until  the  present  and  the 
makers  have  hesitated  to  incur  the  risk 

involved,  in  making  up  stocks  on  specul- 
ation. Prices  having  been  settled  fairly- 

early,  it  is  advisable  for  retailers  not  to; 
force   prices   upwards. 

Dry  Goods  Review. 
HOW  CREDIT     ACCOUNTS  ARE 

HANDLED 

(Continued   from   page    109) 

Rand,  and  a  colored  envelope  handed  un- 
ostentatiously or  mailed  to  the  customer. 

This  asks  the  purchaser  to  call  at  the 
credit  office,  where  it  is  explained  that 
a  further  guarantee  or  payment  will  be 
required  before  goods  are  sent.  This  is  a 

very  good  safeguard  against  the  'floater' 
type  of  customer,  who  wanders  from  one 
store  to  another  as  fast  as  credit  expires. 

A.  W.  Bramham  of  a  little  town  called 
Olar  in  South  Carolina  believes  he  has 
discovered  a  method  by  which  colored 
cotton  can  be  grown. 

The  Twentieth  Century  Button  Co.,  of 
Toronto  recently  suffered  a  $1,000  loss 
due  to  a  fire  in  their  building  at  263 
Queen  street  west. 

Fairweather's  Ltd.,  with  stores  in  To- 
ronto, Montreal  and  Winnipeg  have 

made  an  assignment.  In  the  meantime, 
the   stores   are    remaining    open. 

It  is  believed  that  the  Fordney  Bill, 
now  before  the  U.  S.  Senate,  will  offer 
a  sufficient  measure  of  protection  to  the 
dye   industry  of  that  country. 

A.  J.  Alexander  Co.,  of  Ottawa,  fur- 
riers, report  a  very  profitable  summer 

in  the  storing  of  furs.  He  also  looks  for 
a  big  fur  season  this  fall  and  winter, 
due  to  the  very  attractive  prices  at 
which  garments  will  be  offered.  He  says 
they  will  be  able  to  offer  a  good  electric 
seal  coat  for  $125.  Hudson  seal  coats, 
40  inches  in  length,  with  large  collars 
and  cuffs  of  skunk,  squirrel  or  beaver 
will  sell,  he  says,  for  $325.  which  is 
$275   better  than  a  year  ago. 

The  cuff  glove  which  is  the  latest  fancy 
in  the  gauntlet  style.  It  is  made  in  both 
tricot  and  milanese  silk.  The  pair  used 
in  this  sketch  are  of  the  new  bamboo 
shade  (a  deep  sand)  with  stitching  of 
seal  brown.  The  cuffs  are  also  brown 
with  an  edging  of  the  lighter  color. 
These  are  made  in  several  other  combi- 

nations; navy  and  grey,  black  and  white 
and  black  and  grey.  Shown  by  the 
Niagara  Silk  Company,  Brantford,  Ont. 



Dry  Goods  Rt  view. DRESS     ACCESSORIES 111 

Now  Is  The  Time 

to 

Sort  Up  For  Fall 

The  real  basis  of  success  in  the 

ribbon   business    is    expert   judgment 

in   selecting   the    proper  merchandise. 

BARRY'S  RIBBONS  assure  you 
maximum   quality    and    value. 

Buyers  who  omit  to  acquaint  themselves 
with  our  striking  new  lines  for  the 

coming  season  will  overlook  big  profit-makers. 

Ribbons  only 

But  EVERYTHING  in  Ribbons. 

Walter  H.  Barry  &  Co. 
The  Ribbon  House  of  Canada 

6  St.  Helen  Street        --  MONTREAL,  QUE. 

WINNIPEG  BRANCH  :  CANADA  BLDG. 
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BUY  DIRECT  FROM  THE  MAKER 

Dry  Goods  Review 

Made-in-Canada 

Pilgrim  Bags 

Swagger  Bags 

Vanity  Purses 

Lucille  Bags 

Velvet  Bags 

Beauty  Boxes 

Writing  Folios 

Bill  Folds 

Letter  Cases 

Collar  Boxes 

Ladies'  Belts 

Children's  Purses 

CANADIAN  LEATHER  PRODUCTS 
LIMITED 

144  rRONT  STREET  WEST  opp*/.tEunIOn station. TOROHTQ 

BUY    DIRECT    FROM    THE    MAKER 



Dry  Goods  Review EQUIPMENT     AND     DISPLAY 113 

INVEST 
IN 

DALE 

Forms  and  Fixtures. 

They  will  bring  returns! 

They  give  you  the  maximum  of  beauty 

reality  and  durability  -  therefore  they 

are  a  paying  investment  from  every 

viewpoint.  Absolute  perfection  is  the 
DALE  standard.  What  more  can  you 

possibly  obtain  ? 
DALE  Forms  and  fixtures  include 

everything  for  the  effective  display  of 
merchandise  of  every  kind. 

No.  I5I-E 
Children's    Wax  Fig- 

ure.    Naturally    posed 

and  Finished   in  flesh 

colour  washable  enamel. 

VANCOUVER 
E.  R.  Bollert  &  Son 

501  Mercantile  Bldg. 

AGENTS 

MONTREAL 
P.  R.  Munro 

259  Bleury  St. 

WINNIPEG 
O'Brien,  Allen  &    Company 

Phoenix   Block 

JUST  OPPOSITE 

PRINCE  GEORGE    HOTEL 

--  our  location  is  an  ideal  one  for  your 

convenience.  When  in  Toronto  don't 
fail  to  call  at  our  Showrooms  -  86 

York  Street.  Do  not  leave  the  City 

without  first  paying  a  visit  to 

CANADA'S  LEADING 

DISPLAY   FIXTURE 

HOUSE. 

We  will  be  glad  to  see  you    any  time. 

No.  3061 

PLATEAU 

Gives  distinction  to  your  window  trims. 

Made  in  Old  Gold  and  Old  Ivory  finishes. 

No.  4080    CARD  FRAME 
One   that     will  attract   attention 

anywhere. 
DALE  WAX  FIGURE  CO. 

~JmM^Mm&mimMjzmm.wwM^mi 
LIMITED [^w^s^a^r^i!^^ 

86  York  Street,  Toronto 

Your  Display  Reflects 
Your  Merchandise 
DELFOSSE 
Latest     Style, 

Wax    Mannequins,  Forms 
and  Fixtures 

will  get  you    the  maximum  results. 

Send  for  our  Catalogue  showing  Forms, 
Fixtures  and  Photographs  of  Wax  Man- 

nequins. 

New  -   Distinctive    -  Correct 
for 

1921  -  1922  Styles. 
Besides  our  own  make  we  are  the  sole 
Canadian  Agents  for  the  celebrated  French 
Wax  Mannequins  of  Pierre  Imans,  Paris. 

DELFOSSE  &  CO., 
This  magnificent  wax 
mannequin  is  made  of 

the  best  hard  wax,  won't 
crack,  nor  bend. 

247-249  Craig  St.  W. 
Montreal, 
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H ere Is  The  A nswer To 

"NEW  WAY"  Jewelry  and  Novelty  Goods  Djpartment 

■i  .'•. 
*«W!-;/ 

jr  f  "    :  •  - 

'NEW  WAY"   Toilet  Goods  Section 

Q  :  How  can  we  get  a  sufficient  increase 
in  the  efficiency  of  our  salespeople  to 
justify  maintaining  present  wages? 

Answer 

The  "New  Way"  System  is  answering  these  prob- 
lems for  hundreds  of  Canadian  merchants.  A 

greatly  increased  volume  with  a  marked  decrease 

in  overhead,  is  raising  the  profits  of  these  "New 
Way"  merchants  to  a  higher  level.  Literature  on 
the  "New  Way"  system  will  be  sent  on  request 
or  our  representative  will  call  and  explain. 

Q :  What  is  the  best  means  of  keep- 
ing up  our  sales  volume? 

*^— ̂ —  Answer 

Q:  How  can  we  offset  the  loss  in 
volume  as  a  result  of  reduced  retail 
levels  ? 
*4-^-^— — — ■— ■- — ^^^^—  Answer 

Q:    How    can  we    keep   down    our 
Overhead? 

£^— —■—■—■ — ■— — — . i  Answer 

Q:    How  can  we  lessen  '^Deprecia- 

tion"? ^*  ^ ^— ■  Answer 

"NEW  WAY"  Ribbon  Department 

JONES  BROS. 
29-31  Adelaide 
TORONTO, 

In  affiliation  with  and  manufacturing  under 
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Today's  Leading  Questions 
Q:    How  can  we  draw  New  Patron- 

age? 
Answer  ̂  ■— — — ► 

Q :    What  will  increase  the  effective- 
ness of  our  advertising? 

Answer  ̂ — — ■ ̂  ^^^^ 

Q:    How   can   we    effect   a   better 
Turnover? 

Answer  -^ l"™"— ■"^"'^^ 

Q:    How  can  we  increase  our  Good 
Will? 

Answer  — — i^ —  ^ 

i^2 
^  m 

i 

1 

JT    ll.» 

!gr 
■  lEH .  I;r  1* Kk 

fSfcfw  ■* ^-b*  ■  SS  -«* 
Z0$& 

m  ]j^^^^^tmsi"' 

"NEW  WAY"  Glove  Department 

&  CO.,  Ltd. 
Street  West 
ONTARIO 

'NEW  WAV  Shirt  Waist  Department 

A  Section  of  the  "NEW  WAY"  Dress  Department 

Q :     In  short,  how  can  we  maintain  our 

former  amount  of  "Net"  Profit  ? 

^^■M 
Answer 

Canadian  Patents  of  Grand  Rapids  Show  Case  Co. 

We  invite  you  to  call  at  our  show  rooms  when  vis- 
iting Toronto  to  inspect  samples  and  will  be  pleas- 

ed to  demonstrate  the  "New  Way"  system  by  vis- 
its to  a  large  number  of  installations  in  the  city. 

Our  offices  and  show  rooms  are  situated  at  29-37 
Adelaide  St.  West,  in  the  heart  of  the  city. 
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Appealing  to  the  Female  Mind 
What  Women  Have  Done  In  Advertising—  Purchasing    World    Is    Ninety  Per  Cent. 

Women— Woman's  Intuition  Seen  In  Ad-writing — Reaching  All  Classes  of 
Purchasers — Accuracy,   Simplicity,  Directness  and  Purposes. 

WHEN  considering  such  
a  subject 

as  mine  today — "Women  in  Ad- 
vertising:," one  instinctively  looks 

to  their  place  in  the  past  and  the  possi- 
bilities for  them  in  the  future.  As  con- 

cerns the  past,  women  have  been  success- 
ful advertisers  from  the  beginning  of 

history.  When  Satan  wanted  to  sell  Adam 
the  apple,  did  he  go  straight  to  him  with 
it? — He  did  not — he  employed  Eve  who 
most  certainly  told  Adam  the  Apple  pro- 

position. We  are  still  paying  the  bill  for 

that  transaction  but  we've  long  ago  for- 
given Eve,  for  her  descendents  have 

been  the  greatest  advertisers  the  world 

has  ever  known  and  there's  no  limit  to 
their  future. 

Not  untill  comparatively  recent  years 
have  we  used  the  press  as  an  advertis- 

ing medium  for  merchandising.  Through 
all  the  ages  women  have  advertised 
great  opportunities  andi  great  events 
through  their  acts  and  through  their 
spoken  words.  Consider  how  Queen  Es- 

ther advertised  the  sacrifice  and  re- 
demtion  of  her  people,  how  Queen  Isa- 

bella of  Spain  advertised  her  faith  in 
the  theories  of  Columbus  when  she 

pawned  hei  jewels  to  help  him  finance 
his  voyage  of  discovery.  In  doing  so 
she  also  advertised  the  fact  that  the 
King  was  either  too  mean  or  too  hard 
up    to    do    it   himself. 

Florence  Nightingale  advertised  to 
the  world  the  wonderful  courage  and 
self  sacrifice  of  woman  when  she  went 
fearlessly  into  the  Crimea,  under  the 
terrible  conditions  of  the  time,  and  be- 

came a  ministering  angel  to  the  wound- 
ed. ; 

Since  the  printing  press  first  came 
into  use,  the  growth  of  advertising  has 
been  steady.  Today  it  bears  little  re- 

semblance to  the  early  forms  when  such 
a  note  as  this  would  be  what  we  would 
now  term   a  Fall   Opening. 

"William  Brown  begs  to  inform  th? 
public  that  he  has  received  new  cloths 
from  England  and  silks  from  India, 
which  they  may  see  at  his  shop  near 

the  Haymarket"  Very  likely  Mrs.  Will- 
iam Bro.vn  was  the  instigator  of  that. 

If  she  wasn't  the  calls  she  paid  and 
her  new  dress  fov  church  advertised 
that    shipment    most    effectively. 

To-day,  advertising  is  undoubtedly 
one  of  the  greatest  arts,  and  its  future 
is  incalculable.  Men  have  devoted 
their  lives  to  it,  to  the  technical  diffi- 

culties of  presenting  to  the  public  in 
printed  form,  the  arguments  by  which 
they  plan  to  distribute  their  merchan- 

dise. A  great  producer  cannot  do  with- 
out advertising,  if  he  stops  the  insertion 

of  his  messages  in  the  press,  the  post- 
ing of  spectacular  colored  pictures  on 

the  bill   boards,  he   might  just  as   well 

The  accompanying  address  ivas 

one  given  by  Marian  Farell,  adver- 

tising manager  of  Almy's,  Montre- 
al, to  the  Women's  Press  Club  of 

that  city.  Not  only  does  it  outline 
what  ivomen  can  do  in  the  adver- 

tising field,  but  it  is  full  of  sugges- 
tions to  ad-writers,  be  they  men  or 

tvomen.  If,  as  Marian  Farell  sug- 
ests,  the  woman's  mind  is  better 
equipped  to  appeal  to  women,  then 
this  address  is  of  all  the  more  val- 

ue because  it  tells  how  that  appeal 
should  be  made— -and  there  are 
many  male  ad-writers  who  will 
welcome  suggestions  along  that 
line. 

slow  down  production  also,  for  the  pub- 
lic will  listen  to  the  man  who  keeps  on 

teling  them  what  and  where  they  should 
buy,  when  they  should  buy  it  and  what 
they  should  do  with  it  afterwards. 

Purchasers  90   Per  Cent.  Women 

Now  the  buying  public,  for  ordinary 
merchandise,  apart  from  machinery, 
shipping  and  real  estate,  is  90  per  cent 
women — what  more  natural  than  that 
a  woman  should  be  the  one  who  can  see 
why  other  women  should  buy  the  article 

she  is  exploiting!  All  a  woman's  inborn, 
inherited  knowledge  is  brought  to  play 

in  telling  the  good  points — the  useful- 
ness, the  style  value  of  merchandise. 

Some  men  have  been  very  successful  on 
these  lines,  but  unless  a  man  is  a  very 
lady-like  man  indeed  he  cannot  write 
certain  lines  of  advei*tising  as  satisfac- 

torily as  a  woman. 
Suppose  by  come  strange  chance,  a 

buyer  for  a  ready  to  wear  department 
should  find  in  his  stock  some  winter 

coats  of  the  vintage  of  1909 — he  calls  up 
the  ad  writer  and  tells  him  the  news. 

"Come  on  down,  old  man,  bully  good 
stuff  in  them,  can't  get  anything  like 
it  to-day."  The  ad  man  goes  down. 
"Say,  that  is  good  cloth,  it  will  wear 
forever — buttons  are  all  right,  and  they 
are  well  made  too.  Of  course  they  are 
not  cut  exactly  like  these  coats  you  got 
in  from  New  York  last  week,  but — well, 
I'll  feature  them  to-morrow."  He  does, 
and  remembers  to  insert  a  saving  clause 

to  the  effect  that  "these  coats  are  not 
quite  this  year's  style,  but  you'll  get  a 
long  wear  out  of  them."  Now,  if  that 
ad  writer  had  been  a  woman  the  con- 

versation would  have  been  somewhat 

different;  more  like  this:  "Nothing 
wrong  with  the  cloth,  but — do  you  think 
there's  a  woman  in  town  who'd  wear  one 
of  those,  She  might  buy  it  to  use  the 
material  to  make  a  coat  for  a  child  or  a 

school  suit  for  a  small  boy — but  don't 
think  you  can  fool  her  into  thinking  it's 
anything  but  a  style  of  ten  years  ago." 
And  she  proceeds  to  write  an  item  sett- 

ing forth  the  many  uses  to  which  the 
really  fine  cloth  in  the  old  style  coats 
may  be  put  and  those  coats  are  cleared 
out  in  an  hour  or  two  by  shoppers  who 

instantly  grasped  her  idea  and  who  ap- 
preciated the  service  of  the  store  in 

giving  them  such  an  opportunity. 

Woman's  Intuition 

A  woman  ad  writer  doesn't  have  to  be 
told  why  some  new  household  device  will 
save  time  and  labor,  she  knows  from  ex- 

perience how  many  hours  of  work  she 
might  have  escaped  had  that  thing  been 
invented  earlier,  therefore  instead  of  go- 

ing into  details  of  construction,  she  writes 
a  terse  description  of  what  it  will  do, 
and  women  flock  to  purchase. 

The  same  thing  holds  good  regarding 
furniture  and  home  furnishings,  she 
knows  how  a  woman  wants  her  home 
to  look,  how  the  desired  effect  must  be 
usually  achieved  with  the  smallest  out- 

lay of  money  possible  and  that  it  is 
therefore  necessary  that  details  as  to 
the  lasting  qualities  of  dyes  and  fabrics, 
and  even  the  question  of  the  eventual 
"making  over"  must  all  be  considered  by 
the  purchaser,  who  will  be  most  likely 
to  respond  to  the  advertisement  that  sat- 

isfies her  upon  these  points. 

Reaching   All   Classes. 

Whatever  an  ad  writer's  own  tastes 
may  be,  he  or  she  must  be  ready  to  look 
at  merchandise  from  a  higher  or  lower 
standpoint  in  order  to  reach  all  classes 
of  customers.  A  woman  is  more  apt  to 
be  able  to  do  this  than  a  man,  on  account 
of  her  breadth  of  understanding. 

One  whose  personal  tastes  are  quiet, 
who  prefers  good  fabrics  in  dark  shades, 
must  be  prepared  to  reach  customers 
who  desire  to  be  in  the  so-called  "front 
rank  of  style,"  who  will  buy  inferior 
fabrics  and  garments  so  long  as  they  are 
fashionable,  knowing  that  with  the 
changing  styles  they  must  purchase 
again  in  order  to  keep  up.  A  woman 
will  be  able  to  do  this,  to  write  con- 

vincingly of  these  things,  not  against 
her  own  convictions  but  because  she  un- 

derstands the  desire  of  other  people  to 
possess  them.  Yet  she  is  also  likely 
to  occasionally  tuck  in  a  few  lines  of 
educational  copy,  concerning  the  desira- 

bility of  better  merchandise. 
Women  are  making  good  at  writing 

copy  concerning  men's  and  boys'  wear, 
perhaps  it  is  because  they  know  how  she 
likes  their  own  men  folk  to  look.  The 

old  story  about  women  and  men's  ties 
should  have  been  buried  long  ago — for 

more  than  one  buyer  of  Men's  Furnish- 
ings whom  I  know  personally,  sends  up 

his  copy  with  the  request  for  a  write-up 
by  a  woman  member  of  his  staff. 
A  good  deal  of  present  day  advertis- 

ing is  educational,  we  hardly  realize  to> 
(Continued  on  page  118) 
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"Think  as  we  will,  'tis  a  woman  rules  us  still."  The  display  manager  of  Almy's,  of  Montreal,  carries  the  old  adage 
into  his  window  trimming,  for  he  believes  that  there  is  nothing  that  attracts  the  eye  of  the  man  like  the  fairer  sex. 

And  so,  when  he  wants  to  dress  a  particularly  attractive  window  with  men's  clothes  or  furnishings  he  uses  the 
figure  of  the  woman  as  well  as  that  of  the  man.  Being  me  .  e  man,  of  course,  the  passerby  first  concentrates  his  atten- 

tion on  the  woman  in  the  case;  but  he  can  hardly  see  the  wo  man  without  observing  the  man,  what  he  wears,  how  he 

wears  it  and  what  it  looks  like  on  him.  Thus  is  man  ensnared  by  Almy's  window  displayman  to  study  the  male 
fashions.  .-— ..._  v 

And  the  other  side  of  the  story  is  similar  to  this.  Woman,  too,  loves  to  observe  the  stalwart  form  of  her  master  (?). 
He,  therefore,  is  used  in  windows  where  the  dainty  creatio  is  for  the  fairer  sex  are  shown. 
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APPEALING  TO  THE  FEMALE  MIND 

Continued  from  page  116 

what  extent  we  are  affected  by  it.  So 

well  planned  is  this  educational  copy 
that  it  is  never  detrimental;  when  we 

stop  to  think  about  it,  we  find  it  is  al- 
ways influencing  us  for  our  own  good. 

So  interestingly  is  it  written  that  only 

a  few  days  ago  a  comment  appeai-ed  to 
the  effect  that  a  certain  magazine  had 

too  much  reading  matter  in  a  recent 
issue.  The  art  work,  the  copy  and  the 

ideas  set  forth  are  as  entertaining  as 

some  of  the  stories  and  much  of  it  is 

planned  and  executed  by  women.  Think 
then  of  the  power  of  an  ad  writer  who 
studies  her  merchandise  until  she  can 
talk  convincingly  about  it  because  she 
knows  of  what  benefit  it  can  be  to  oth- 

ers. Every  reader  may  not  have  a 
need  for  it,  but  when  the  need  is  felt, 
if  her  copy  has  been  clearly  written 
from  a  thorough  knowledge  of  the  sub- 

ject, then  nine  times  out  of  ten,  the 
name  of  that  product  will  be  the  one  to 
flash  into  the  mind.  Words,  phrases, 
pictures,  facts  make  an  impression  upon 

our  minds,  unknown  at  "the  time  per- haps, yet  long  after  they  will  reappear 
when  an  unusual  occasion  calls  for  the 
remembrance  or  a  need  presents  itself. 

The  fact  that  big  departmental  stores 
are  realizing  that  it  is  service  they  are 
giving  the  public,  opens  the  field  even 
wider  to  women  for  only  a  woman  can 
translate  into  print  the  multiple  ac- 

tivities of  a  big  organization,  can  un- 
derstand the  attractiveness  of  the  many 

conveniences  afforded  to  customers  and 
their  desire  to  hear  about  them. 
The  more  simply  a  woman  can  write, 

remembering  that  her  readers  include 
her  friends  and  neighbors,  remembering 
their  needs,  likes  and  dislikes,  and  re- 

membering that  she  can  tell  them  what 
they  want  to  know  about  the  things 
they  intend  to  buy  the  greater  will  be 
her  work.  She  must  likewise  set  up 
as  a  standard  these  four  words. 

Accuracy    -    Simplicity    -    Directness 
Purposes 

By  her  adherence  to  that  standard  will 
her  success   be  assured. 

If  you  have  made  even  the  smallest 
beginning  in  ad  writing,  open  your 
eyes  and  observe  everything  that  has 
the  slightest  bearing  on  your  subject, 

read  every  line  you  can  get  that  con- 
cerns it,  trace  its  history,  study  the 

process  of  manufacture  until  you  know 
it  as  well  as  you  know  your  own  past, 
then  cull  from  that  information  the 
facts  that  wili  interest  and  influence 
the  public  and  you  will  have  made  a 
long  stride  forward. 

In  department  stores  work  it  is  im- 
possible to  do  this  in  regard  to  every 

article  but  close  watching  and  listening 
to  buyers  who  have  made  a  life  study 
of  their  merchandise  proves  almost  as 
satisfactory. 
There  are  women  ad  writers  in 

Montreal,  some  well  known,  others  rap- 

idly forging  to  the  front  -  in  other  cit- 

New  Dress  Form  on  the  Market 
A  new  collapsible  di-ess  form  that 
can  be  laced  to  the  size  of  any 

woma>i's  measurements  is  shown  in 
the  Notions  and  Fancy  Goods  Div- 

ision of  the  Bush  Terminal  Sales 
Building,  New  York.  It  consists 

of  canvas  covering  set  about  com- 
pression piano  wire  springs.  The 

center  rod  of  the  form  is  made  of 
sectional  iron  piping  each  section 
of  which  fits  into  the  other,  making 
it  possible  to  regulate  the  height. 
It  is  a  simple  matter  to  set  the  sec- 

tions in  place  to  support  the  dress 
form  when  it  is  set  up,  while 
the  figure  can  be  drawn  to  any 
dimensions  by  placing  over  the 
dress  form  a  tight-fitted  lining  or 
orincess  slip,  previously  fitted  to  the 
form  of  the  person  whose  exact 
measurements  it  is  desired  to  dupli- 

cate. The  fortn  gives  and  fills  out 
the  slip.  The  latter  works  on  the 
form  just  as  a  perfectly  fitting 
corset  does  on  the  body.  Among 
the  advantages  of  the  new  form, 
which  has  just  come  on  the  market 
are  its  strength,  simple  arrange- 

ment, and  the  fact  that  it  can  Be 
taken  down  and  folded  up  into  re- 

markably small  compass. 

ies  their  numbers  are  sufficiently  strong 

to  enable  them  to  form  ad  clubs — sev- 
eral of  which  sent  members  to  the  rec- 
ent convention  of  Advertising  Clubs  of 

the  world,  at  New  Orleans,  where  they 
were  welcomed  by  the  women  ad  writ- 

ers of  that  city.  It  may  not  be  long 
before  such  a  club  may  be  inaugurated 

here,  then  we  will  hope  to  make  an  at- 
tempt to  adequately  return  the  hospital- 

ity of  the  Woman's  Press  Club  of  Mon- treal. 

posed  of  the  business  to  Joseph  Sussman 
of  Arthur  who  has  moved  the  entire 
stock  to   that  town. 

Millen  &  Forman  who  recently  con- 
ducted a  general  store  business  in  Dray- 

ton for  the  past   three   years  have  dis- 

KENT-McCLAIN  AGAIN 

Imrie   Bros. -Toronto 
Located  in  the  busiest  section  of  Yonge  St. 

Toronto,  is  the  new  gent's  furnishing  shop  of Imrie  Bros.  Being  in  a  downtown  district 
where  competition  is  unusually  keen  it  wat>  fully 
appreciated  that  the  appearance  of  this  store 
would  play  an  important  role  in  attracting  cus- 

tom, anil  for  this  reason  special  attention  was 
given  to  the  interior  fittings.  The  equipment 
now  consists  of  the  very  latest  in  genuine  Ma- 
OOgany  display  fixtures,  giving  to  the  whole 
store  an  "atmosphere  of  quality"  which  cannot 
fail  to  impress  the  prospective  customer.  The 
entire  contract  for  display  equipment  was  en- 
trusted  to  Kent-McClain  Limited  (Toronto  Show 
I  a  e  Co.) 
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MONTREAL    FALL    FUR    OPENINGS 
Continued  from   page   50 

ing  a  feature  of  this  detail,  in  the  vol- 
uminous coats  of  Hudson  seal,  mole, 

mink,  etc.,  which  are  being  designed  for 
both  daytime  and  evening  wear,  some 
firms  think  well  of  ornamental  linings 
set  in  in  long-waisted  effect,  the  upper 
part  being  plain  satin  of  one  color,  and 
the  lower  portion  being  of  rich  metallic- 
brocade  either  matching  in  tone  or  shad- 

ing into  a  harmonious  contrast.  The  use 
of  wide  ribbons  heavily  embroidered  as 
a  border  effect  near  the  bottom  of  the 
coat  is  a  new  conceit,  already  taking 
well  with  the  public.  Many  pastel  and 
delicate  colorings,  too,  are  featured,  des- 

tined for  use  upon  dainty  evening  gowns 
which  might  be  injured  by  darker  lin- 
ings. 

Coats   in  Preference   to   Wraps 

The  coat  is  regarded  by  the  majority 
of  furriers  as  likely  to  be  the  big  num- 

ber this  season,,  and  curiously  enough, 
where  a  few  years  ago  certain  types  of 
coat  were  chosen  with  particular  regard 
to  the  junior,  coats  stocked  for  the  cur- 

rent season  are  now  designed  for 

evei-ybody      irrespective    of    age    limits. 
One  well  known  Montreal  firm,  how- 

ever, has  instituted  a  departure  which 
has  proved  to  be  a  boon  to  certain  wo- 

men who  find  it  impossible  to  secure 
fur  coats  suitable  to  their  type,  name- 

ly to  design  garments  for  matronly  fi- 
gures in  lengths  and  with  sleeves  short 

enough  to  suit  the  short,  stout  figure 
that  is  completely  lost  in  a  coat  of  nor- 

mal proportions.  The  average  figure 
among  French  Canadians  tends  towards 
small  proportions,  and  ordinary  coats 
are  not  easily  made  suitable  by  altera- 

tions. The  entire  coat  must  be  designed 
especially  for  this    particular  type. 

In  coats,  besides  Hudson  seal,  its  less 
expensive  imitations,  French  and  near 
seal  are  featured  for  the  popular  pri- 

ced trade.  All  the  leading  furs  are 
being  employed  for  coats  as  well,  in- 

cluding mink,  mole,  kolinsky,  caracul 
and  broadtail,  muskrat  and  coon,  squir- 

rel and  beaver,  trimmed  for  the  most 
part  with  contrasting  collars,  cuffs  or 
bandings  of  another  fur.  Chinchilla  is 
notable  for  its  entire  absence,  while  er- 

mine is  looked  upon  rather  as  a  number 
which  appeals  mainly  to  women  who 
want   evening    wraps   only. 

Trimmings    Varied 

In  trimmings,  skunk  or  Alaska  sable, 
squirrel,  beaver,  Russian  silver,  mus- 

quash, (a  very  rare  and  lovely  pelt), 
lynx,  caracul  and  broadtail,  all  em- 

ployed  frequently   in    the   new   styles. 
One  particularly  lovely  new  wrap 

model  noted  this  month  was  of  rich  ko- 
linsky worked  in  horizontal  rows  round 

and  round  with  a  deep  cape  overhang- 
ing the  back  extending  round  to  cover 

the  arms  in  front  where  it  took  the 
place  of  sleeves.  A  convertible  col- 

lar which  might  be  worn  either  stan- 
ding or  flat  and  a  sumptuous  lining  of 

gold  brocade  contrasted  with  purple 
charmeuse  completed  this  stunning  mo- 

New  desigyis  in  Louis  Sixteenth  Period  store  fixtures,  developed  in  ivory 
enamel  finish,  in  antique  effect,  richly  carved  and  of  graceful  proportions. 
The  complete  set  includes  a  blouse  stand  with  wreathed  medallion  top  in 
which  a  price  ticket  can  be  slipped. 

Two  sizes  of  flat  pedestals  for  individual  objects.     A   collar  stand  for 

men's  styles,  three  styles  of  hat  stands  and  a  footwear  rest. 
Shown  by  courtesy  of  Delfossb      Company,  Montreal. 

del.  Another  semi-dolman  wrap  was  de- 
signed entirely  of  Hudson  seal,  with 

wide  comfortable  sleeves  and  collar  of 
convertible  effect.  Its  lining  was  of  blue 
brocade  bordered  half  way  down  by 
a  scroll  banding  of  military  braid  in 
black.  This  broken  line  is  a  marked 
trimming  feature   of  the  new   coats. 

A  magnificent  coat  of  real  Russian 
broadtail  had  wide  collar  and  cuffs  of 
real  sable.  The  working  of  this  fur  was 
marvellously  done,  so  that  not  a 
seam  or  sign  or  joining  marred  the  em- 

bossed velvet  appearance  of  its  surface. 
This  coat  is  priced  about  $3000.  at  pres- 

ent and  is  decidely  magnificent. 
Neck  Pieces  in  Animal  Effects 

In  neck-pieces,  the  long-haired  pelts 
have  the  lead  in  popular  favour,  prefer- 

ence being  shown  for  fox  in  all  its  var- 
ieties, Russian  sables,  fisher  and  stone 

marten.  The  smaller  furs  generally,  are 
preferred  because  of  their  heads  and 
paws  and  these  are  universally  popular 
in  larger  effects.  Chokers  are  not  so- 

called  this  season,  but  the  word  "boa"  is 
liked  better.  All  the  new  neck-pieces  are 
furred  on  the  under  side,  the  lined  effect 
being  passee.  Some  wonderful  scarves  of 
Russian  ?able  in  double  and  triple 
strand  effect,  merely  tacked  together 
and  showing  the  heads  and  tails  on  each 

one  are  among  the  more  luxurious  mod- 
els shown.  As  many  as  eight  skins  are 

often  employed  on  one  of  these  scarves. 
Good  looking  sports  coats  of  muskrat, 

coon  or  beaver  are  being  shown,  and 
these  will  undoubtedly  be  in  great  fav- 

our with  business  women  and  those  who 
need  practical  stvles.  Contrasting  collars 
and  belts  are  usually  worn  with  these 

pelts. 

CAFETERIA    IDEA    IN    SELLING 

UNDERWEAR 

(Continued  from  page  60.) 

floor  and  including  a  large  corset  and  in- 

fant's section  at  either  end,  white  wear 
and  silken  lingerie  seem  to  be  displayed 

in  amazingly  large  quantities.  Long 

glass  show  cases  run  along  the  walls  in 
which  a  display  of  the  daintier  garments 

is  kept  on  view,  well  lighted  and  set  off 
against  a  contrasting  color.  Customers 
are  at  liberty  to  wander  from  table  to 
table,  picking  up  whatever  appeals,  to 
them  and  afterwards  paying  the  total 
amount  to  the  sales  clerk  at  one  time. 

This  method  appeals  strongly  to  busi- 
ness women  to  whom  every  minute  is 

precious,  and  the  Murphy  store  is  de- 
sirous of  catering  to  and  increasing  its 

already  large  number  of  business  wom- 
en customers  for  the  reason  that  they 

demand  the  best  and  the  newest  and 

are  keen  judges  of  values.  "The  young 
business  woman  is  one  of  the  best  friends 

a  store  has,"  concluded  Mr.  Hill,  "and 
no  store  can  afford  to  ignore  her.  She 
spends  liberally  but  wants  merchandise 
in  good  and  of  the  better  qualities, 
and  she  appreciates  quick  service  during 
the  precious  minutes  of  her  lunch  hour. 
During  the  summer  months  when  reg- 

ular customers  are  still  away,  a  very 
good  plan  is  to  cater  especially  to  the 
business  woman  who  requires  new  out- 

fits for  her  vacation,  and  later  on  when 
fall  selling  is  under  way,  she  can  be 
counted  upon  to  buy  for  Christinas  gifts 

as  well  as  for  personal  use." 
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Order  your  stock  of 

Canham  Hangers  | 
For  your  Fall  Displays 

They  stand    the  test    of    time  and  long,     hard  5= 
wear.  = 
They  look  well.  EE 
They  hold  garments  correctly.  =5 
They  sell  well.  = 
Thev  advertise  vour  store.  =5 

Canham 

Felt-Padded     Hanger 
FOR  SKIRTS  or  TROUSERS 

6   inches   wide 

Canham 
Star    Skirt    or       Trousers 

Hanger   No.    7.    Same    as 
No.  1,    only  orange     color 
and  7  inches  wide 

Your  name  and 

address  printed  on 
each  hanger  in  lots 
of  ioo  and  over, 
if  desired,  FREE 
OF  CHARGE. 
Give  them  away  as 
an    advertisement. 

Canham 
Wishbone 
Hanger 

Canham 
Wood 

|    Combination 
Hanger 

No.   9 

=                                                                 No.  14  = 

Canham  The  Canham  No.  14  Waist  Hanger 

Waist  '8  made  from  hardwood  nicely  fin- 

Hanger  ished  and   polished  — — • 

|  Victor  H.  Canham  Co.  j 
Guelph,  Ontario 

Guelph  Factory  in  Operation  17  Years 

ll 

No.   3   Special. 
The   effectiveness   of   Art   in   Wax. 

Write  for  full  particulars. 

J.  R.  PALMENBERG'S  SONS,  Inc. 63-65  WEST  36th  ST.,  NEW  YORK 

BOSTON  CHICAGO  BALTIMORE 

26    Kingston    St.      204   W.  Jackson   Bivd.    108   W.    Baltimore   St. 

Money-Saving  Information 
"The  most  useful  information  contained  in 

any  paper  I  get" — so  a  Western  banker 
writes  in  to-day's  mail,  renewing  his  sub- 

scription for  FINANCIAL  POST. 

"Very  often,"  his  letter  goes  on  to  say,  "I 
am  called  on  to  suggest  investments  for 
small  amounts,  sometimes  as  low  as  a  few 

hundreds,  and  I  find  your  Investors'  Inquiry 
Service  a  reliable  partner  to  consult.  If 
every  investor  knew  there  was  such  a  ser- 

vice at  his  call  it  would  surely  lessen  the 

losses  of  many  of  these  people." 

The  Investors'  Inquiry  Service  fills  just  that 
need.  Unless  you  are  perfectly  sure  of 
your  investments,  write  us  before  you  buy. 
It  costs  FINANCIAL  POST  subscribers 

nothing  to  be  sure  before  placing  hard- 
earned  savings  in  stocks  that  may  never 
have  a  chance  of  paying  dividends. 

Trained  service  men  will  give  you  the  bene- 
fit of  keen  analysis  based  on  the  facts 

behind  the  securities  you  are  considering. 
This  is  one  of  many  features  enjoyed  by  our 
readers. 

THE  FINANCIAL  POST 
143  UNIVERSITY    AVE.,  TORONTO,  CAN. 

Send  me  for  one  year  (52  issues)  The  Financial  Post.     I  attached 
$5.00.     Commence  at  once. 
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Nation  &  Shewan  find  Lamson  cable  carriers 

a  quick,  safe  clerk  wrap  system 

Nation  &  Shewan  recently  installed  an  extensive  system  of  Lamson  cable  carriers 
in  their  up  to  date  store  in  Brandon,  Man.  Mr.  Shewan  finds  them  essential  to  the  ec- 

onomical operation  of  the  store.     He  states  : — 

"We  find  Lamson  cable  carriers  to  be  a  very  satisfactory  system  for  handling  our 
sales.  Money  from  every  department  goes  to  the  office  as  soon  as  a  sale  is  made — we 
consider  this  to  be  the  safest  and  best  way  of  handling  our  business. 

"Our  service  to  customers  is  very  quick  as  only  a  few  seconds  are  necessary  to  make 
and  return  change  to  the  clerks  in  any  part  of  the  store.  The  capacity  of  the  system 
seems  unlimited — during  our  busiest  sales  the  system  handles  our  trade  without  addi- 

tional floor  cashiers  and  without  extra  decentralized  equipment.  We  have  never  been 

able  to  handle  our  business  so  quickly  and  with  so  little  trouble." 

THE  LAMSON  COMPANY 
TORONTO, 

136SIMCOE  STREET 

VANCOUVER,   B.C., 

603  HASTINGS  STREET 

ii    i  i         ii  hi    n  i 

Lamson  improved  Service Flexibility         Economy .  iii„    . 

a  i       ii      i  _ 
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Good  Profit  In  Labor- Saving  Devices 
Fall  Housecleaning  And  Distaste  For  Household    Drudgery    Afford  Opportunity  For 

Promoting  These  Sales — Methods  of  Getting    After    Prospects    In  This 
Field — Demonstrations  And  Advertising. 

IN  the  very  near  future  the  tide  of  re- 
turning suburbanites  and  summer  re- 

sort visitors  is  due  to  roll  back  in  its 
customary  volume,  trailing  in  its  wake 
such  side  issues  as  housecleaning,  renov- 

ation and  repairing,  and  general  upheav- 
al of  homes  temporarily  suspended  dur- 

ing the  summer  months.  September  and 
October  are  the  months  when  such  topics 
as  fresh  wall-paper,  paint  and  white- 

wash, new  rugs,  carpets  or  linoleum,  cur- 
tains, blinds  or  draperies,  even  new  fur- 
niture and  household  necessities  are  par- 

amount in  the  minds  of  Canadian  women. 
On  an  average  it  is  safe  to  say  that  every 
household  will  purchase  some  commodity 
this  fall,  generally  necessities  which  need 

-no  special  publicity.  Consequently  there  is 
an  exceptionally  good  opportunity  for  the 
retailer  to  capture  this  regular  business 

as  well  as  to  push  sales  of  merchandise 

not  actually  considered  by  the  customer. 
This  fall  will  find  most  households  as 

destitute  of  servants  as  ever,  and  the 

housewives  thus  situated  will  in  all  prob- 
ability be  most  anxious  to  simplify  their 

work  and  do  away  with  as  much  drudg- 

ery as  possible.  In  fact,  few  lines  of  mer- 

chandise will  be  more  favorably  consid- 

ered by  customers  than  those  which  tend 
to  render  less  arduous  the  hours  spent  in 

dusting  and  polishing,  laundering  or 

cooking,  dish  washing  or  preserving  and 

all  the  other  manifold  tasks  of  the  house- wife. 

The  retailer  may  argue  that  such  lines 

as  these  properly  belong  to  the  hardware 

field  and  have  little  connection  with  the 

ordinary  dry  goods  or  department  store. 

But  the  idea  is  really  a  logical  one  which 

may  very  properly  be  considered  during 

any  period  when  the  average  retailer 

wants  to  increase  his  turnover,  and  can 

find  space  to  feature  something  entirely 

new.  If  the  store  boasts  a  housefurnish- 

ing  section  and  includes  most  of  the  reg- 
ular lines  of  carpets,  draperies,  blinds 

and  curtains,  what  is  more  natural  than 

that  the  apparatus  for  keeping  a  home 

clean  and  comfortable  should  also  find  a 

place  close  at  hand? 

labor  Saving  Devices 

There  is  a  labor  saving  device  design- 

ed for  every  room  of  the  modern  home 

and  what  is  more  important  still,  the 

woman  in  the  home  is  constantly  on  the 

'qui  vive'  for  ways  in  which  she  can 

simplify  her  work.  Thanks  to  wonderful 

inventions  like  the  fireless  cooker,  carpet 

sweeper  or  vacuum  cleaner,  washing  ma- 

chine, self-wringing  mops,  bread  mixers, 

etc.,  and  the  lesser  but  equally  important 

lines  from  a  hygienic  standpoint,  like 

aluminum  ware  and  thermos  appliances, 

mincing  and  whipping  machines,  scien- 

tific canning  appliances,  and  so  on,  any 

housewife  can  now  perform  the  accust- 

omed   routine    with    little    exertion    and 

even  a  feeling  of  pleasure  in  her  perfor- 
mance. 

To  encourage  and  guide  the  housewife 

to  purchase  wisely  is  the  duty  of  the 
housefurnishings  department  of  every 

store  that  promises  service  to  its  patrons 

and  wise  buying  is  all  that  is  necessary 
to  banish  drudgery  from  housework. 
But  to  accomplish  the  best  results  such  a 
department  as  this  must  be  typical  in  it- 

self of  perfect  management,  attractive 
as  to  appearance,  with  neat  and  orderly 
displays,  and  in  a  word,  as  artistic  as  its 
utilitarian  merchandise  will  permit.  The 
department  must  be  inviting  from  every 
point  of  view,  well  ventilated  and  lighted, 
uncrowded  and  spotlessly  clean  in  every 
respect.  The  store  manager  must  remem- 

ber that  the  very  nature  of  the  devices 
themselves  necessitates  eternal  vigilance 
on  his  part,  that  not  a  speck  of  dust  may 
belie  the  claims  set  forth  on  behalf  of  the 
merchandise.  The  stock,  moreover,  must 
be  kept  constantly  up  to  date,  and  every 
important  innovation  or  improvement 
should  be  immediately  featured.  There 
is  a  large  number  of  housewives  in  every 
community  who  pride  themselves  upon 
their  methods  of  management,  and  to 
whom  the  kitchen  is  a  workshop  in  which 

they  delight  to  work  along  scientific 
lines.  To  such  women  the  store  can  cater 
month  after  month  if  it  can  associate  it- 

self in  their  minds  as  a  bureau  of  mod- 
ern ideas  on  how  to  run  the  home  effic- 

iently. They  will  readily  respond  to  sug- 
gestions to  purchase  new  appliances  and 

generally  their  word  of  mouth  comment 
will  quickly  become  publicity  of  the  most 
valuable   kind. 

Appealing  to  Types 
There  is  also  another  type  of  woman 

to  whom  the  labor  saving  device  may 

appeal  profitably,  namely,  the  woman 

who  frankly  "hates  housework"  and  is 
looking  for  anything  and  everything  that 

will  enable  her  to  escape  from  the  kit- 
chen. Whether  or  not  she  or  her  more 

capable  sister  are  able  to  utilize  electrical 

appliances,  is  immaterial.  Fortunately  it 

is  possible  to  supply  nearly  every  type  of 
convenient  device  which  is  not  operated 

by  power  yet  requires  little  effort  to 
manipulate. 

Some    Labor    Savers 

Washing  machines  operated  by  water 

pressure  are  exceedingly  popular  with 
women  who  are  deprived  of  electricity, 

as  much  drudgery  is  eliminated  by  the 

simple  expedient  of  attaching  rubber  tub- 
ing to  a  fawcet  and  letting  the  water  do 

the  rest.  Managers  who  handle  this  ma- 
chine say  that  it  outsells  all  others,  and 

women  in  the  small  centres  write  in  for 

information  about  it,  having  heard  from 

their  friends  how  easily  clothes  can  be 

washed.  The  rocker  or  fly-wheel  type  of 

washers  are  also  popular  and  can  be  op- 
erated standing  or  sitting  with  very  lit- 

tle effort.  All  these  washers  are  well  ad- 

vertised by  the  makers  in  the  papers  and 

magazines  and  are  consequently  not  dif- 
ficult to  sell. 

The  fireless  cooker  is  not  only  a  sum- 
mer convenience  but  it  can  be  used  all 

the  year  round  at  a  great  saving  of  time 
and  cost  of  fuel.  They  have  recently 
shown  a  marked  drop  in  price  and  are 
now  within  the  reach  of  everyone,  more 
especially  if  the  method  of  instalments  is 
used  in  connection  with  payments. 

In  every  case,  the  manufacturers  of 
these  lines  supply  literature  of  a  most 
interesting  and  comprehensive  descrip- 

tion, generally  well  illustrated  and  full 
of  practical  information  to  the  housewife. 
Each  article  in  stock  must  be  thoroughly 
familiar  to  the  sales  staff  so  that  they 
can  tell  customers  the  little  things  that 

mean  so  much  in  the  establishing  of  con- 
fidence on  both  sides.  A  customer  appre- 

ciates being  told  to  oil  bearings  at  certain 
vital  places,  to  grease  the  top  of  her 
cooker  to  prevent  rust,  and  how  to  wash 
and  preserve  the  lustre  of  aluminum,  etc. 
The  sales  staff  must  not  only  know  their 

goods  but  they  must  be  enthusiastic 
about  them  and  be  prepared  to  demon- 

strate to  the  experienced  housewife  or 
the  inexperienced  bride  the  various 
points  about  these  efficient  aids. 

Effective  Advertising 

Sales  and  window  display  are  strongly 

advised  by  the  manufacturers  of  the  dif- 
ferent lines.  Often  a  model  kitchen  fitted 

with  several  of  the  appliances  mentioned 
will  attract  large  crowds,  especially  if 
the  washers,  etc.,  are  operated  right  in 
the  window.  This  summer  numberless 

refrigerators  were  sold  through  the  cle- 
ver expedient  of  inviting  the  public  to 

attend  an  interesting  demonstration  at 
a  certain  hour,  when  some  well  known 

personage  would  seal  up  food  products 
within  the  refrigerator  for  several  days 
and  then  unlock  the  food  later  to  prove 

that  not  a  vestige  of  dampness  nor  de- 
terioration  would    spoil    it. 

It  is  not  necessary  to  stage  demon- 
strations quite  so  elaborate  as  this,  it  is 

better  to  explain  to  customers  individu- 

ally the  merits  of  each  article  and  sug- 
gest means  whereby  it  may  be  purchased 

on  the  instalment  plan,  if  necessary.  It 

is  always  advisable  to  call  up  customers 

on  the  telephone  who  are  known  to  be  in- 
terested in  household  conveniences,  and 

inform  them  of  anything  newly  arrived 

in  the  department.  To  a  woman  who  has 

been  struggling  with  a  fork  and  soup 

plate  the  announcement  of  something (Continued  on  page  123) 



Dry  Goods  Review. HOUSE     FURNISHINGS 123 

Building  Trades  Help  Furnishings 
Lively  Demand  for  Many  Lines  Owing  to  Building — Scotch  and  Domestic  All  Wool 

Blankets  In  Demand — Handsome  Imported    Draperies — Carpet   Manufacturers 
Guaranteeing  Prices — Some  Novelty  Curtains. 

THE  demand  for  housefurnishings 
is  picking  up  in  Montreal  whole- 

sale houses  this  month  as  new 
stocks  are  coming  in.  Among  the  lines  in 
which  activity  is  reported  are  Scotch  and 
domestic  all  wool  blankets  varying  from 
45  to  75  cents  a  pound  for  colored  makes 
and  75  to  $1.25  for  all  white  varieties. 
Baby  blankets  are  shown  in  new  patterns 
in  soft  velours  and  nap  effects,  and  un- 

usual values  are  offered  in  Australian 
lamb  carriage  rugs  for  infants,  made  in 
bag  effect  finished  with  the  lamb  in  a 
heavy  silken  finish,  which  washes  per- 

fectly. These  are  now  obtainable  at  the 
remarkably  low  price  of  $3.90  and  should 
be  exceedingly  popular  with  customers 

for  next  winter's  selling. 
Prices  quoted  by  wholesalers  on  Mar- 

seilles and  fancy  quilts  range  from  $1.40 
for  domestic  made  styles  up  to  $8.00  for 
imported  lines,  a  decided  fall  from  last 

year's   quotations. 

Imported  Draperies 

In  draperies  some  very  handsome  pure 
linen  cretonnes  just  imported  from 
France  are  offered  by  one  house,  but 
these  are  limited  in  quantity.  The  pat- 

terns are  bold  and  rich  in  color,  featur- 
ing bird  and  floral  designs  of  quite  out- 

standing merit.  Domestic  cretonnes  range 
from  20  cents  to  $3.00  wholesale  in  the 
usual  range  of  patterns.  Very  handsome 
English  cretonnes  are  also  on  the  market 
which  show  entirely  new  designs  among 
which  some  rather  gigantic  patterns  are 
featured  very  cleverly.  One  new  design 
shows  a  swan  among  some  reeds  and  is 
developed  in  rich  natural  colors  appro- 

priate to  living  rooms  or  libraries.  Very 
heavy  tapestry  effects  in  cretonnes  are 
also  shown,  as  well  as  geometrical  and 
somewhat  futuristic  patterns,  developed 
in  startling  contrasts  to  the  ground  col- 

ors. A  single  rose  design  alone  measured 
fully  eight  inches  from  side  to  side,  and 
would  be  effective  only  in  very  large 
rooms  with  high  ceilings.  Dresden-like 
blendings  of  pastel  colors  were  very  pret- 

tily developed  on  shadow  cloths  with  grey 
grounds,  while  peacocks  disported  them- 

selves upon  still  other  cretonnes  of  con- 
ventional pattern.  Wide  Roman  stripes 

in  seven  different  colors  were  the  un- 
usual design  of  another  very  arresting 

cretonne,  the  stripes  running  vertically 
with  a  rather  rippling  effect.  Bordered 
effects  after  the  prevailing  designs  in 
scrims  were  cleverly  represented  upon 
cretonne,  the  centre  portions  being  cov- 

ered in  conventional  designs  in  grey, 
rose  or  red,  etc. 

Very  dainty,,  printed  sateens  for  dra- 
peries were  also  shown  among  the  recent 

importations  from  England,  especially 
effective  for  bedroom  furnishings. 
Demand  for  Nottingham  lace  curtains 

is  giving  way  for  the  domestic  made  nov- 

elty lines,  except  where  the  filet  pattern 
is  concerned,  but  sales  in  the  novelty 
styles  are  ahead  of  all  other  lines.  A 
plentiful  supply  of  Swiss  nets  has  just 
been  received  and  is  priced  from  seven- 

ty cents  to  $3.00  in  widths  from  18  to  72 
inches.  Casement  cloths  have  dropped 
about  40  per  cent,  in  price  and  can  be 
obtained  as  low  as  13  cents  up  to  38. 

Carpet    Prices    Confirmed 

Confirmation  of  the  drop  in  prices 
announced  last  month  on  all  ranges 
of  carpets,  took  place  during  the  last 
week  of  July,  and  according  to  leading 
carpet  buyers,  the  manufacturers  are 
guaranteeing  present  prices  until  the 
end  of  the  year  and  in  some  cases  up 
till  12  months.  There  is  a  determined 
effort  on  foot  to  stabilize  the  carpet 
market  so  that  no  future  fluctuations 
may  have  an  adverse  effect  upon  trade. 
No  further  change  may  therefore  be  an- 

ticipated until  January  1922,  and  pos- 
sibly not  until  late  spring. 

Spanish    Drill 

A  very  heavy  demand  is  felt .  for 
all  sorts  of  imitation  leather  upholstery 
fabrics,  especially  in  black,  brown  and 
tan  effects.  The  new  Spanish  Drill  is 

selling  Tapidly  for  upholstering  da.v- 
enport  beds  and  armchairs.  So  many 
uses  are  being  devised  for  these  fabrics 
that  stocks  are  quickly  exhausted.  Pri- 

ces on  all  lines  vary  from  40  cents  to 

$10  a  yard. 
Table  oilcloths  are  also  in  good  de- 

mand, this  commodity  now  being  recog- 
nized as  one  of  the  most  popular  general 

service  lines  selling  to-day..  The  wider 
widths  cannot  be  stocked  quickly  enough 
so  great  is  the  demand. 

Indications  are  for  a  good  season  dur- 

ing" the  fall  months,  owing  to  the  in- 
crease in  building  operations  recorded  in 

most  cities  and  the  inevitable  reaction 
after  a  prolonged  wave  of  economy  in 
matters  relating  to  the  decoration  and 
alteration  of  many  homes. 

Novelty    Curtains 

Leading  Montreal  curtain  manufact- 
urers have  been  busy  putting  out  new 

lines  of  novelty  curtains  in  preparation 
for  the  fall  trade.  One  maker  is  show- 

ing numberless  variations  upon  the  lace 
edged  and  inset  motif  theme,  which  seem 
the  product  of  handworkmanship  rather 
than  machinery.  Those  to  whom  the 
elaborate  curtain  appeals,  will  be  inter- 

ested in  the  newest  idea  developed  in 
heavy  marquisette  with  a  hands(ome^ 
combination  border  effect  composed  oi 
an  inner  hemstitched  edge,  rich  inser- 

tion of  Barmen  Cluny  lace,  a  wide  fac- 
ing inset  at  intervals  with  sheer  net  em- 

broidered in  vine  motifs,  which  are  re- 

peated upon  the  marquisette,  and  finally 
an  outer  edging  of  wide  lace  to  match 
the  insertion.  The  effect  of  this  cur- 

tain both  from  an  exterior  and  an  inter- 
ior view  point  is  incomparably  lovely, 

the  laces  being  mellowed  in  tone 
to  match  exactly  the  ivory  of  the  fabric. 

In  the  general  showing  of  novelties 
there  are  several  new  variations  of  the 
corner  motif  idea  featuring  Swiss  and 
St.  Gall  lace  motifs  in  round,  square  and 
oblong  shapes,  both  in  combination  with 
embroidery  and  without  any  elaboration 
whatever.  Antique  lace  is  also  effect- 

ively used  in  large  ovals,  cleverly  intro- 
duced against  the  marquisette  or  scrim 

to  lend  a  lacy  and  unusual  finish.  Bun- 
galow laces  in  fairly  wide  widths  in  the 

conventional  filet  designs  are  effectively 
employed  as  borders  with  edges  to 
match  or  plain  hemstitched  hems.  The 
oblong  pattern  is  proving  exceptionally 
popular.  Embroidered  motifs  set  about 
18  or  24  inches  apart  upon  single  facings 
embellish  hems  of  many  novel  lines, 
and  imitation  drawn  work  is  introduc- 

ed so  cleverly  as  to  be  scarcely  distin- 
guishable from  real  hand  stitchery.  Tor- 

chons are  finding  new  developments  as 
trimmings  on  curtains,  particularly  in 
the  less  pronounced  patterns,  but  Bar- 

men Cluny  is  undoubtedly  the  season's 
leading  favourite. 

Prices  are  showing  a  satisfactory  de- 
cline and  are  also  distinctly  wide  in 

scope,  some  very  pretty  lines  being  of- 
fered as  low  as  $2.  a  pair,  in  a  fine 

quality.  As  usual,  ivory  and  cream  out- 
sell pure  white  in  point  of  popularity, 

but  any  lines  can  be  supplied  in  the 
shade  required. 

GOOD  PROFIT  IN  LABOR   SAVING 

(  Continued  from  page  122) 

new  in  egg  beaters  or  mayonnaise  mixers 
will  be  hailed  with  delight. 

A  Profitable  Field 

Here  is  a  field  brimful  of  opportunity 
for  the  sales  force  to  become  efficient 
demonstrators,  for  the  man  or  woman 
who  can  demonstrate  and  interest  house- 

wives to-day  performs  the  same  function 
as  a  domestic  science  course,  and  further 
more,  such  trained  sales  people  would 
ensure  a  much  larger  profit  by  virtue 
of  increased  sales  and  by  a  decrease  in 

actual  selling  expense.  All  such  merch- 
andise is  a  necessity  and  it  bristles  with 

talking  points  which  the  sales  clerk  can 
use  in  selling  with  profit  to  both  depart- 

ment and  customer. 

Forty  thousand  textile  workers  within 
the  triangle  formed  by  the  cities  of 
Lille,  Roubaix  and  Tourcoing  have  gone 
out  on  strike.  They  refused  to  accept  a 
cut  in  wages  of  40  centimes  per  hour. 
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Half  of  Canada's  Homes  Use  Electricity What  Does  This  Suggest  To  The  Retailer?  —  Canadian    Manufacturers    About  To 
Launch  National  Campaign  In  Favor  Of  Greater  Use  Of  Electrical  Applian- 

ces— How  Almy's  of  Montreal  Merchandise     Electrical     Goods  — 
Hints  on  Salesmanship. 

ANY  RETAILER  who  has  not  seri- 
ously considered  profits  in  hand- 

ling electrical  goods  will  do  well  to 
think  over  the  information  here  present- 

ed, for  undoubtedly  few  people  realize 
the  volume  of  business  which  can  be  se- 

cured with  little  or  no  trouble  to  them- 
selves. 

Statisics  compiled  by  the  Dominion 
Government  recently  show  that  there 
are  1,416,311  occupied  dwellings  in  Can- 

ada, of  which  665,340  are  wired  for 
electricity.  Roughly  speaking,  these  fig- 

ures mean  that  nearly  half  the  homes  in 
Canada  are  wired  for  electricity,  and 
furthermore,  by  means  of  elaborately 
worked  out  statistics  it  is  proved  that 

Canada's  per  capita  electrical  develop- 
ment is  larger  than  all  other  countries 

except  Norway.  In  most  localities  the 
cost  of  electric  current  is  exceedingly 
reasonable,  so  much  so  that  it  is  decid- 

edly more  economical  than  either  coal 

or  gas.  In  places  where  hydro-electric 
power  is  accessible,  the  cost  of  operating 
electrical  equipment  is  low.  The  ad- 

vantages in  favor  of  this  form  of  house- 
hold equipment  as  regards  cleanliness 

and  ease  of  operation,  and  general  sav- 
ing in  wear  and  tear,  are  beyond  all 

question,  and  there  are  very  few  fami- 
lies in  Canada  who  do  not  possess  some 

form  of  electrical  equipment  among  their 
household  belongings. 

It  has  been  estimated  that  in  the 
million  and  a  half  families  who  consti- 

tute the  population  of  Canada,  the  fol- 
lowing articles  are  in  constant  use.  The 

most  popular  article  is  the  electric  iron, 
next  follow  the  toaster,  the  washing 
machine,  the  electric  fan,  the  vacuum 
cleaner,  the  air  heater  percolator  and 
cooking  range.  Besides  these  well 
Wiown  forms  of  equipment,  there  are 
many  other  less  familiar  lines,  such  as 
water  heaters,  hair  curlers,  hot  water 
bottles,  egg  boilers,  waffle  irons,  etc. 

Herein  lie  the  tremendous  sales  possi- 
bilities behind  the  commonplace  phrase 

"electrical  goods,"  for  with  such  a  wide 
range  of  things  to  simplify  the  all  too 
complex  and  exhausting  routine  of  the 
average  housewife,  there  is  no  limit  to 
the  appeal  which  they  exercise  upon  the 
minds   of  prospective   customers. 

On  Eve  of  National  Campaign 

The  manufacturers  of  the  various  lines 
upon  the  Canadian  market  this  year  are 
now  seriously  considering  the  advisa- 

bility of  instituting  a  national  campaign 
of  advertising  to  push  their  various 
products  more  rapidly  and  to  introduce 
and  distribute  electrical  labor-saving  de- 

vices throughout  the  country  from  the 
Atlantic  to  the  Pacific.  Not  only  will 
the  appliances  described  be  featured, 
but  also  the  promoters  of  electrical  en- 

ergy and  water  power  will  stage  simi- 
lar campaigns  in  every  locality  where 

the  proper  conditions  exist,  so  that  from 
present  indications,  Canada  is  on  the 
eve  of  a  wide  sweeping  wave  of  devel- 

opment from  an  electrical  standpoint. 
Hence,  the  question  naturally  arises, 

shall  all  this  extra  and  very  profitable 

business  pass  into  the  hands  of  the  regu- 
lar electricians  ?  Why  not  include  a 

comprehensive  display  in  the  housefur- 
nishings  department  or  the  hardware 
section,  or  anywhere  convenient,  if  there 
is  no  regular  electrical  goods  depart- 

ment already.  From  practical  experi- 
ence it  has  been  demonstrated  that  the 

store  with  efficient  saleswomen  can  sell 

this  line  twice  as  easily  and  as  satis- 
factorily as  the  average  electrical  shop 

which  specializes  in  repair  work  and 
installations  first  and  foremost. 

A  Successful  Department 

A  concrete  example  of  a  successful 

electrical  goods  department  was  afford- 
ed during  an  interview  with  the  buyer 

in  Almy's  Limited  of  Montreal  this 
month.     This  buyer  happens  to  be  a  girl 

Sectional  Pamel  curtain  of  fine  marquisette  inset 
vnth  Swiss  Lace  medallions  in  antique  design. 

New  design  in  frilled  door  panel  of  marquisette, 
with  large  oval  medallion  insert  and  conventional embroidery. 
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who  is  enthusiastic  over  the  possibilities 
behind  electrical  goods.  To  Dry  Goods 
Review,  Miss  Bigman  explained ,  her 
methods  of  selling-  each  article.  "One 
requires  unusual  imaginative  faculty  to 

sell  electrical  goods  successfully,"  she 
pointed  out.  "The  electrical  appliance 
is  nothing  in  itself,  it  is  what  you  can 
do  with  it  that  really  counts.  A  sales 
clerk  should  be  thoroughly  familiar  with 
the  working  of  each  and  every  appli- 

ance she  has  to  sell  and  should  be  able 
to  show  a  customer  how  to  perform 
minor  adjustments,  such  as  changing 
wires  or  sockets,  as  well  as  to  estimate 
the  approximate  cost  per  hour  to  run 
the  different  types  of  appliance.  Cus- 

tomers generally  have  the  mistaken  idea 
that  electrical  goods  are  extravagant  in- 

vestments and  are  luxuries  for  the  weal- 
thy, not  for  the  less  well  to  do.  Once 

you  impress  the  latter  class  with  the 
truth  of  the  matter  they  always  become 

a  store's  best  customers.  I  try  to  sell 
to  the  woman  who  does  her  own  work,  or 
the  business  woman,  as  well  as  to  insti- 

tutions, offices  and  even  to  bachelors 
who  are  trying  to  solve  the  mysteries  of 
housekeeping.  To  all  classes  I  believe 

in  demonsti'ating  the  low  cost  of  power 
to  operate  the  appliances,  and  I  explain 
that  here  in  Montreal  any  one  of  them 
can  be  run  on  a  cost  of  about  two  and 
one  half  cents  an  hour.  In  the  case  of 
a  vacuum  cleaner  I  point  out  that  it  will 
pay  for  itself  quickly  because  it  can  be 
operated  for  a  few  cents  a  week  and  do 
the  same  work  that  a  woman  would 
charge  $3  a  day  to  do.  It  can  be  oper- 

ated by  a  seven  year  old  child,  it  is  so 
simple  and  light  and  it  possesses  attach- 

ments which  will  even  take  the  dust  out 
of  summer  hats  besides  thoroughly  clean- 

ing fixtures,  mattresses,  pictures,  stairs, 

etc." 
"Then  there  is  the  clothes  washer,  the 

most  wonderful  invention  in  years.  By 
simply  inserting  the  plug  in  the  socket, 
washing  problems  become  a  thing  of  the 
past,  and  the  life  of  clothes  is  length- 

ened at  least  five  times.  Although  these 
cost  a  good  deal,  yet  I  seldom  fail  to 
sell  them  to  anybody  who  is  really  in- 

terested, and  I  find  that  the  instalment 
plan  method  readily  appeals  to  both 
husbands  and  wives  who  are  considering 
the  purchase  of  one  of  these  machines 

'some  day.'  Then  there  is  the  electric 
iron.  I  think  we  must  sell  thousands 
of  irons  every  year  and  yet  more  and 

more  people  want  them.  The1  large 
number  of  business  women  in  Montreal 
are  practically  all  users  of  this  handy 
convenience,  and  I  am  always  careful  to 
emphasize  to  customers  that  a  plug  out 
on  the  back  porch  will  ensure  real  com- 

fort in  ironing  in  hot  weather.  This 
little  idea  has  been  taken  up  by  many 
women.  Then  there  is  the  electric  grill 
which  appeals  so  strongly  to  the  woman 
doing  light  housekeeping,  because  she 
can  cook  three  different  things  at  once 
upon  it.  She  can  heat  water,  make  de- 

lectable chafing  dish  suppers,  etc.,  at 
little  cost." 

Practical  Demonstrations 

"What  about  toasters?"  was  the  next 
query    put.      "Toasters    sell    splendidly, 

too,  especially  the  kind  that  turn  the 
toast  over  automatically  without  the 
need  to  touch  it  at  all.  We  also  have  egg 
boilers,  coffee  percolators  and  all  the 
conveniences  for  breakfast  tables.  Of 
course,  to  sell  these  goods  successfully 
you  should  demonstrate  how  they  actu- 

ally work,  and  I  keep  a  piece  of  real 
toast  on  hand,  as  well  as  anything  any- 

body desires  to  try.  Seeing  is  believing 
and  once  a  thing  is  demonstrated  it  is 

sold  on  the  spot." 
Lamps    Sell    Readily 

"Electric  lamps  are  the  mainstay  of 
the  department  and  are  daily  becoming 
more  and  more  popular  with  the  pudlic. 
I  foresee  the  doom  of  .the  ceiling  fixture 
before  long,  because  the  table  lamp  has 
revolutionized  the  lighting  problem. 
Nowadays  people  go  in  for  several  lamps, 
such  as  piano  and  floor  lamps,  brackets, 
candle  effects,  table  or  bridge  lamps, 
etc.  We  sell  half  a  dozen  handsome 
lamps  and  their  shades  for  a  room  now, 
where  once  one  was  thonght  sufficient. 
The  modern  bedroom  has  to  boast  sev- 

eral dainty  lamps  for  the  dressing  table, 
walls  and  bedside  table,  and  so  on  with 
all  the  rooms  of  the  house.  Both  for 
gifts  and  for  personal  use  these  lamps 
are  in  demand  all  the  year  round,  and 
especially  so  in  the  spring  and  fall 
months  until  Christmas.  By  buying 
lightly  and  frequently,  I  keep  my  stock 
well  assorted  and  up  to  the  minute, 
and  it  is  plain  that  our  big  display  of 
bright  rose  or  blue  silk  shades  attracts 
customers  spontaneously  to  look  round. 
We  feature  shades  of  every  size  and 
shape  to  match  any  color  scheme,  and 
we  are  glad  to  offer  suggestions  regard- 

ing the  styles  and  selection  of  the  pro- 

per fixtures  and  lamps  for  any  room." 
Explain  A  B  C  of  Electricity 

"Women  appreciate  being  shown  how 
to  attend  little  alterations  and  repairs 

themselves,"  concluded  Miss  Bigman,  as 
she  deftly  explained  how  to  change  a 

plug  to  suit  a  different  socket.  "The 
A  B  C  of  electrical  terms  should  be  ex- 

plained to  customers,  so  that  they  may 
know  why  a  35  watt  bulb  differs  from 

one  of  115  or  why  two  wires  are  requir- 
ed to  transmit  the  current.  Encourage 

them  to  bring  in  their  problems  of  hous^ 
hold  management,  and  it  will  happen 
time  and  time  again  that  electricity  can 
solve  the  difficulty.  It  can  wash  dishes, 
or  clothes,  dust  and  clean,  iron,  heat  or 
cool  the  air,  bake  or  boil  or  toast  any- 

thing that  is  to  be  cooked,  it  can  run  a 
sewing  machine  or  make  a  cup  of  tea. 
Electricity  has  solved  the  servant  prob- 

lem and  paid  for  its  installation  very 
quickly  and,  best  of  all,  it  is  within  the 
reach  of  both  poor  and  rich,  city  and 
country  dwellers.  Most  electrical  ap- 

pliances are  ornamental,  serviceable 
and  universally  valuable,  and  any  store 
that  features  a  complete  line  cannot  help 
but  sell  laree  quantities.  They  just  sell 

themselves." 

except  those  of  the  African  ostrich  and 
the  eider  duck.  This  prohibition  extends 
to  dead  bodies  of  birds  with  the  plum- 

age on  them  but  does  not  apply  to  fea- 
thers worn  by  travellers  or  introduced 

in  travellers'  baggage  provided  it  can 
be  shown  that  they  are  for  personal use  only. 

— «»   

MANUFACTURERS  WILL  NO  LONG- 
ER MAKE  UP  AT  A   LOSS 

A  Toronto  man  has  just  returned 

from  a  trip  through  England  and  Scot- 
land in  the  interests  of  housefurnishing 

houses.  He  states  that  work  so  far  has 

reached  only  thirty-five  percent  of  nor- 
mal but  that  everyone  is  looking  for- 
ward to  an  early  revival  this  fall.  Prices 

are  one  and  a  half  times  pre-war  prices 
and  will  remain  there  for  several 
months. 

If  any  change  in  housefurnishing 
prices  takes  place  in  the  early  spring 
there  will  be  a  decided  tendency  to 
advance  even  with  plants  working  at 
full  capacity.  Mill  employees  are  more 
anxious  to  work  than  they  have  been 
for  a  year  and  it  is  expected  that  in  a 
short  time  the  very  best  grades  of 
curtain  and  drapery  materials  will  be 

produced. At  present  it  is  very  easy  to  obtain 
materials  at  a.  good  price  if  the  buyer 

is  satisfied  to  take  what  the  manufac- 
turer has  in  stock  but  if  the  lines  are 

made  to  order  the  price  is  high.  This 
is  due  to  the  fact  that  costs  are  consid- 

erably increased  as  a  result  of  the 
succession  of  strikes  and  because  manu- 

facturers are  determined  to  sell  only 
at  a  profit  from  now  on.  Many  of 
them  have  kept  their  mills  running  dur- 

ing the  summer  not  only  with  no  profit 
to  themselves  but  even  at  a  loss.  They 
feel  the  continuance  of  this  will  mean 
total   bankruptcy. 

Scotch  lace  houses  have  good  orders 
booked  but  these  are  mostly  from  the 
continent.  Scotch  madras  mills  are 
turning  out  30  per  cent  of  their  normal 
output. 

The  worst  state  of  affairs  is  at  Not- 
tingham. Manufacturers  in  that  city 

are  doing  very  little  business  and  are 
not  looking  forward  to  any  immediate relief. 

Manchester  has  recently  received 
some  splendid  Indian  and  Chinese  orders 
which  will  keep  the  mills  busy  until 
trade  revives  here  and  in  Europe. 

The  Plumage  Bill  which  was  recently 
passed  in  the  British  House  of  Commons 
prohibits  the  importation  into  the  Unit- 

ed Kingdom  of  the  feathers  of  any  bird 

WORKING    AT    FULL   CAPACITY    IN 
FRANCE   AND    GERMANY 

Though  French  prices  are  now  four 
times  what  they  were  previous  to  the 
war,  favorable  exchange  conditions 
make  their  top  prices  considerably  un- 

der British  costs.  Besides  this,  manu- 
facturers in  that  country  have  more  to 

gain  by  increasing  their  output  since 
they  are  not  hampered  by  government 
tax  to  the  same  extent  as  in  Britain. 

Of  all  the  European  countries,  Ger- 
many is  turning  out  by  far  the  most 

housefurnishing  materials  and  mills  pre 

working  sixteen  hours  a  day  to  m^et 
the  demand  from  Britain  and,  of  later 
days,  from  America. 
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V 

Cretonnes 

Chintzes 

Art 
Sateens 

Shadow 
Cloths 

Curtain 
Nets 

Scrims 

Marquisettes 

Plain 

Poplins 

Curtain  Nets  and 

D rapenes 

TL 

Inviting  Lines  for  Brisk  Selling  ! 

AUTUMN  brings  refurnishing  in  the  home — new  window 
hangings  to  be  put  up,  and  furniture  to  be  newly  covered. 

Homelovers  are  beginning  to  plan  their  needs  for  Fall,  and 
jo  prepare  accordingly.  NOW  is  the  time  for  you  to  make  your 
plans.  Mi1.  Merchant,  and  secure  the  advantages  of  early -election. 

When  yon  arc  in  Toronto  visit  us  at  our  Showrooms — 79 
Wellington  St.  West — right  in  the  centre  of  the  Dry  Goods 
District.  We  will  be  glad  to  show  you  the  interesting  lines  in 
our  Fall  range. 

VALUE?  No  better  anywhere! 

LACE  GOODS  CO., 
Limited 

79    Wellington  St.,  West  (Fifth  Floor  Wellington  Building) 

TORONTO 

y 
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ANOTHER  BILTMORE  CREATION 

THERE  IS  ALWAYS  SOMETHING  NEW  IN  THE  BILTMORE  LINE 

A  Window  Display  of  them  will  turn  shoppers  in  at  your  store 
TRY    IT 

Our  fine  assortment  of  Curtains  and  Piece  Goods,  in  Nets,  Scrims  and  Marqui- 
settes is  just  what  is  needed  to  put  your  House  Furnishing  stock  in  tip-top  shape 

for  Fall  business. 

Let  us  have  your  sorting  orders  as  soon  as  possible.  We'll  endeavor  to  satisfy 
you  with  quality,  price  and  service". 
Profit  for  the  merchant  on  Curtains  is  based  on  quality,  reliable  construction  and 
designs  that  are  snappy. 
This  combination  you  will  see  in  our  present  showing. 

The  Biltmore  Curtain  Company,  Limited 
332  Craig  Street  West,  MONTREAL 

Western  Representative,  I.  M.  Osier,  606  Builders' Exchange,  Winnipeg,  Man.   Maritime  Representative,  C.  F.  Cassidy,  46  Pitt  St.  John,  N.B. 
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Of  Special  Interest 
to  the 

Upholstery  and  Drapery  Trade 

For  the  greater  convenience  of  the  trade  in  Canada. 

The  MORRIS  BERNHARD  Co,  New  York,  Manu- 

facturers of  Drapery,  Furniture  and  Lampshade  Trim- 

mings, have  organized  a  separate  Canadian  concern, 

which  will  offer  in  Canada  a  service'  similar  to  that  main- 

tained by  the  parent  firm  in  New  York. 

CRETONNE  EDGINGS  LAMPSHADE  FRINGES 
SILK  EDGINGS  METAL   GALLOONS 
BALL  FRINGES  ROPE  PORTIERES 

FURNITURE  CORDS  and  GIMPS 

Immediate  Delivery  From 
Stock  in  Toronto 

Morris  Bernhard  Co.,  (Canada,)  Ltd. 
HARDING  P.  THOMAS,  Managing  Director 

24  WELLINGTON  ST.  W.,  TORONTO 

PHONE   ADELAIDE   924 
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Important    Announcement 

The  JAMIESON  LINE  of  CANADA 

will  be  displayed  at  the 

.  CANADIAN  NATIONAL  EXHIBITION  . 

In  the  Manufacturing  Section 
Booth  No.  61 

Every  Canadian  House  Furnishing  Buyer 

— Wholesale  or  Retail — should   not  miss  this  opportunity 

when  visiting  Toronto. 

Orders  will  be  accepted  from  bona  fide  Merchants  for  Import  or 

from  Toronto  Stocks — 100,000  dollars'  worth  of  merchandise 
now  on  our  shelves  for  immediate  shipment,    repriced    at  the 

lowest  prevailing  price  list  and  based  on  the 

present  low  sterling  exchange. 

Lace  Curtains,  Cream  and  Colored  Madras 

Curtain  Nets,  Sectional  Panels 

We  manufacture  what  we  sell 

It  will  pay  you  to  see  our  Exhibit — or  to  visit  our  Showrooms 

ALEX.  JAMIESON  &  CO. 
55  Bay   Street  1±  AJ.IU.  861  Toronto 

'JjjWc 
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Come  and  See  Us 
When  You  are  at 

The  Toronto  Exhibition 
We  will  have  an  extensive  exhibit  of  the  various 

products  we  manufacture  and  want  you  to  make 

it  a  point  to  come  and  see  it.  There  are  many  of 

our  products  which  you  probably  do  not  sell. 

These  will  appeal  to  the  retail  merchants  of  Can- 

ada, and  we  shall  welcome  your  inspection  and 

enquiries. 

Just  plan  to  visit  us — Make  a  note  of  it  now 
before  you  forget. 

Our  Location 

PROCESS   BUILDING 
Booths  108  A   and  108  B 

Canadian  National  Exhibition 
Many  Merchants  throughout  Canada  have  found  it  most 

profitable  to  handle  Dominion  Linoleums,  Oilcloth,  Feltol,  as 

well  as  Linoleum  Rugs.  If  you  will  plan  to  keep  these  goods 

prominently  displayed,  your  sales  will  show  a  wonderful  in- 
crease.    Ask  for  our  Dealer  Display  Helps. 

Dominion  Oilcloth  &  Linoleum  Co. 
Limited 

Montreal 

5imilIliHBIIIIIIllil!llllinmiII!iliiiBBiimmiii!iilliiliIllii iIIIilslIIilllllllliiiSilllllBlHllilllllliiliBiEi 
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OUR  NEWEST  LINE 

DALMOR  COMFORTERS 
We  have  in  stock  for  immediate  delivery  an  exceptionally  fine  range  of  English  down 

quilts.  We  would  ask  your  comparison  as  to  quality  and  price  with  any  imported  or 

domestic  lines  now  being  shown.  We  are  giving  you  the  advantage  of  to-day's  lowest 
prices  from  the  manufacturer.  We  might  say  that  these  quilts  are  filled  with  purified 
down  and  are  absolutely  down  proof. 

COTTON  FILLED  QUILTS  OF  OUR  OWN  MANUFACTURE 

As  you  know,  we  are  converters  of  silkolines  and  chintz  and  the  covering  being  the  larg- 
est item  in  a  cotton  filled  quilt  you  can  readily  understand  why  our  values  exceed  those 

shown  by  our  competitors,  quality  and  design  considered. 

DALY  &  MORIN,  Limited 
LACHINE MONTREAL 

Manufacturers  of  Window  Shades 
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^TQawwKtnMwft*: Prime  &  Rankin  Limited^^^^^^ 

We  are  ready  to  serve  you  for  Fall 
with  complete  lines  of 

Curtains         Drapery   Goods 
John  Brown  &  Son  Ltd.,  Madras   Muslin 

Handkerchiefs  -  etc. 

Drop  in  to  our  Showroom 
when  in  Toronto  for  the  Exhibition. 
We  are  just  above  Wellington  Street  on 
York    Street — right    near    the    Union 

Station.    You  can't  miss  it ! 

Prime  &  Rankin,  Limited 
Week  Day  Cross, 

Nottingham,  England 
74  York  St., 
Toronto 

mwwir*] 
VSS&SSE® 

;-ezzL 

Show  Cases, 
Wall  Cases, 
Counters, 
Tables, 
and 
Shelving 

Sections  for  Dry  Goods,  Gloves,  Hose,  Skirts,  etc. 

to  Order 
for  All 

Purposes 

A  Windsor  merchant  in 
discussing  fixtures  said: 
"You  certainly  ought  to 
be  busy.  Wages  will  not 
be  much  lower  with  us 

and  that  means  special- 
ized fixtures  to  reduce 

selling  cost." 

Send    Floor    Plan    with    measurements  and    your  ideas — 
we  will  work  out  plan  and  quote  you 

THE  WALKER  BIN  &  STORE  FIXTURE  CO.,  LTD. 
KITCHENER,   ONTARIO 
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White  and  Ecru  Madras 
Mixed  Colour  Madras 
Self  Colour  Madras 
Mercerized  Repps 
(Plain  and  figured) 
Muslins  (Assorted  widths) 
"Aurora"  Casement  Cloth 
Fine  Nottingham  Curtains 
Novelty  Curtains 
Cretonnes 
Grenadines 

Our  Specialties: 

Wm.  Strang  &  Son's  42"  Flat  Edge Madras,  in  Ecru  and  Arab 
Shades. 

John  King  &  Son's  Scotch  Holl- 
ands, stocked  in  White,  Cream 

and  Ivy.  All  widths  30"  to 

60." 

Agents  for 

Wm.  Strang  &  Son,  Glasgow,  Scot. 
Hood,  Morton  &  Co.,  Newmilns. 
Stirling-Auld   &   Co.,  Darvel. 

We  cordially  invite  you 
to  visit  us  when  in  Toronto  at  the  Canadian 
National  Exhibition.  You  will  find  our 
samples  interesting  and  our  location  very 
convenient — 

Many  New  Lines  Just  Received. 
All  Stock  Lines  Remarked. 

We  are  the  old  original 

J.  B.  Henderson  &  Company 
Limited 

8o  Bay  Street TORONTO 
Established  40  Years. 

ART  GARMENTS 
Have  the  Happy  Faculty 

of  Booming,  Business. 

Our  Fall  line  comprises 

DRESSES 

that  your  customers  will  buy  "on  si&ht" 

because  their  attractive  styles  and  except- 

ional value  are  so  apparent. 

They  are  live,  magnetic  numbers  that  you 

needn't  be  afraid  of  "sticking,."  They'll  sell 

fast  enough  and  net  £ood  profits. 

See  this  wonderful  assortment  in  our 

showrooms  or  write  for  samples. 

ART  GARMENT  CO.,  Ltd. 

WILDER  BLDG. 

321  Bleury  Street, 

MONTREAL 
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Soft  Fabrics  in  Suits  and  Wraps 
The  "Tailleur"  Is  Supreme  For  Fall — Broadcloths  And  Velours  Are  Very  Strong — Coats 

With   Uneven  Hemline   Are   Seen — Checkerboard  Effects  in  Embroidery — 
Some  Late  Developments  In  Jersey. 

WHEN   all   is   said  and  done   there 

is    something    especially    appro- 
priate about  the  autumnal  shades 

of  browns,  tans  and  the  so-called  reindeer 
shades,  for  the  first  fall  suits  or  wraps 
and  it  is  not  to  be  wondered  at  that  man- 

ufacturers have  given  preference  to  them 
in  the  samples  displayed  this  month.  One 
prominent  manufacturer     pointed  out  to 
Dry  Goods  Review  that  as  fashion  had  set 
her  seal  of  approval  upon  certain  furs,  it 
behooved  designers  to  select  those  fabrics 
which  best    enhance    the  peltries.    Thus, 
with  beaver,  both  real  and  its  close  imit- 

ation,   beaverine,    decidedly    popular  this 
season,  it  is  natural  that  various  tones  of 
brown  should  be  selected  to  set  off  the 
velvety  warmth  of  this  peltry.  An  equally 
insistent  call  for  squirrel  and  the  newest 
imitation     lamb    fur    cloths   which     are 

known  by  various  descriptive  names  un- 
doubtedly call   for  blues,  preferably  the 

medium  shades,  such  as  Ensign,  Corsair 
and   Sapin.   The  old   standby,  navy  blue, 
very  happily  combines  with  Hudson  seal, 
opossum,    or  even    the  brown    pelts  and 
does  not    adhere  to    any  hard    and    fast 
rule. 

Given  a  good  suit  the  average  woman 
may  approach  whatever  daytime  occasion 
the  gods  have  to  offer,  with  perfect  con- 

fidence in  her  appearance.  The  traveler 
finds  that  a  suit  with  a  fresh  blouse 

brings  her  to  her  journey's  end  little  the 
worse  for  wear,  sartorially.  She  may 
need  to  supplement  the  costume  with  a 
topcoat,  but  the  suit  is  the  main  motif, 
and  the  topcoat  and  the  blouse  are  but  a 
refrain. 

After  a  few  sessions  in  which  we  have 
been  beguiled  into  wearing  dresses  and 
coats,  we  have  gone  back  joyously  to 
the  tailor-made  and  the  blouse,  and  re- 

joice in  the  knowledge  that  for  Fall  the 

"tailleur"  is  supreme.  This  state  of  af- 
fairs is  largely  brought  about  by  the  re- 

action of  French  women  and  their  sudden 
enthusiasm  for  the  suit  with  its  pinched 
waist  and  its  skirt  that  is  neither  wider 
nor  longer  though  dresses  are  now  shown 
both  longer  and  wider. 

Soft  Finished  Fabrics  Lead 

Generally  speaking,  an.ong  the  smarter 
suits  for  Fall,  the  old  standby,  tricotine, 
has  been  relegated  to  second  place.  The 
broadcloths  and  velours  and  jerseys 
"have  it"  and  the  latter  fabric  shows  a 
surprising  improvement  over  its  first 
appearance. 
Broadcloths  and  velours  lend  themselves 

most  admirably  to  hand  embroideries 
and  the  designers  have  not  been  slow  to 
avail  themselves  of  a  chance  to  embellish 
the  products  of  their  skill  with  many  un- 

ique and  original  effects.  Chenille  and 
heavy  floss  silks  are  most  often  seen  in 
combination,  while  designs  appear  to 
favour     smaller  and  more     conventional 

motifs  than  the  former  somewhat  spraw- 
ling all  over  effects.  Duvetyns,  Bedford 

twills  and  the  new  Poilyana  cloths  are 
also  featured  most  successfully  this 
month. 

One  of  the  smartest  suits  seen  this 
season  was  shown  in  a  Montreal  show- 

room and  featured  tete  de  negre  Polly- 
ana  cloth,  designed  on  straight  tailored 
lines  untrimmed  save  for  a  few  rows  of 
self  colored  silk  stitching  ending  in 
large  arrow  heads.  The  collar  was  of  the 
same     material   in     high     choker  effect 

which  was  captivatingiy  smart  when 
worn  closed.  One  end  of  the  collar  slip- 

ped through  a  slot  on  the  right  hand 
side,  and  showed  about  four  inches  of  the 
material  crushed  into  minute  pleats.  Two 
neat  little  pockets  were  inserted  at  the 
waist  line  horizontally,  and  one  or  two 
large  fancy  buttons  served  as  fastenings. 

Another  taupe  broadcloth  model  feat- 
ured closely  stitched  box  pleats  across  its 

back,  and  was  belted  in  the  approved 

"string"  effect.  Its  collar  and  huge  pock- 
( Continued  on  page  137.) 

All  Out  Duors  Beckons  in' Early  Fall 
For  the  cross  country  ramble,  nothing  is  so  practical  nor  so  chic  as  the  black 
prunella  cloth  skirt  striped  with  white,  with  a  dashing  woollen  scarf  in  vivid 
lines.  One  might  also  don  a  smart  walking  suit  of  heather  jersey  trimmed 
with  the  newest  lamb  fur  on  collar  and  cuffs  and  be  ready  for  the  unexpected 
motor  {aunt  or  shopping  excursion  to  town.  Suit  and  skirt  from  the  W.  C, 
filo.nd  Company,  Montreal.     I'hoto  by  the  Photo-Kraft  Studios,  Montreal, 
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Simple  Frocks  with  Straight  Lines 
New  Models  Incorporate  Ideas  Seen  in  Sleeveless    Frock — Matelasse    Brocade  in  To- 

bacco Brown — Duvetyn,  Velours  and  Broadcloths    or    Tricotines    in  Cloth 
Dresses — Canton  and  Crepe  Finished  Satins    and    Charmeuse    for 

Dressy  Models — Some  New  Skirts 

SIMPLE  frocks,  favorably 
 straight 

lines  are  still  proving  the  choice  of 
Montreal  makers  this  month,  al- 

though the  simplicity  is  oftentimes  de- 
ceptive in  appearance,  being  achieved  at 

the  expense  of  no  little  ingenuity  and  or- 

iginality. Owing  to  the  unexpected  suc- 
cess of  the  sleeveless  frock  this  summer 

the  manufacturers  are  putting  out  a 
series  of  models  for  fall  incorporating 

the  charming  ideas  that  so  effectively 

enhanced  the  sleeveless  frock.  One  mak- 
er is  showing  such  a  dress  developed  in 

navy  blue  serge  with  a  detachable  blouse 
of  navy  charmeuse.  The  frock  part  is 
devoid  of  trimming  save  for  its  jaunty 
little  turn-down  collar^  Self-<rovered 
buttons  are  the  sole  ornament  on  the 
dress.  The  same  maker  has  created  quite 
an  original  magpie  frock  of  black  serge 
in  chemise  style,  heavily  bound  round 
edges  and  sides  with  inch  wide  white 
military  braid.  The  clever  feature  of 
this  frock  however,  is  the  fact  that  it 
is  trimmed  with  quantities  of  little  serge 
buttons  which  are  removable  by  a  mere 
twist  and  can  be  attached  in  any  way 
desired  without  any  sewing.  Thus  dif- 

ferent effects  can  be  achieved  with  the 
trimming  buttons  and  they  can  be  used 

again  and  again.  In  this  manufacturer's 
show  room,  several  models  were  shown 
featuring  the  quaint  Bertha  effect  on 
waists,  edges  sometimes  with  silk  fringe 
and  scalloped  round  the  skirt  hem.  In 
autumn  brown  shades  these  frocks  were 

exceedingly  smart  and  effective  for  ei- 
ther street  or  dress  wear  in  early  fall. 

Such  frocks  as  these  are  so  moderately 
priced  that  they  may  be  retailed  at  less 
than  $15  this  season,  clearly  indicating 
the  trend  of  the  market  in  this  line  of 
merchandise. 

Matelasse   Brocade 

In  more  eleborate  gowns,  another 
manufacturer  is  featuring  a  fabric  called 
Matelasse,  which  resembles  heavy  silk 
poplin  with  a  moire  finish.  In  tobacco 
brown,  several  models  are  made  up  in 
combination  with  facings  of  henna  or 
rust  charmeuse  and  are  decidedly  chic. 
Taffeta  also  is  much  featured  in  this 

maker's  collection,  especially  when  over- 
laid with  heavy  filet  lace  flouncing  and 

elaborated  by  hand-made  scallops  or  em- 
broidery. The  charm  of  crisp  bouffant 

taffeta  will  receive  more  than  usual  at- 
tention this  fall  and  winter,  when  it  will 

be  employed  to  make  up  dance  frocks 
for  the  debutante,  particularly  in  the 
delicate  pastel  shades  with  tight  fitted 
bodice  and  flaring  Victorian  skirts.  Much 
attention  is  also  paid  to  the  all  lace 
frock,  in  dyed  effects  including  black, 
brown  and  blue.  Although  New  York  is 
reported  to  be  somewhat  weary  of  so 
much  black  and  is  turning  its  attention 
to  the  violets  and  purples,  yet  the  Cana- 

dian woman  will  undoubtedly  show  a 
real  preference  for  this  really  practical 
fad  and  will  proclaim  the  popularity  of 

"la  robe  noire"  until  mid-winter  or  early 
spring. 

Velvet   Predicted 

In    gensi-al,    the    gown   showings    this 

month  may  be  divided  into  two  groups, 
cloth  dresses  for  street  wear  and  siik 
models  for  afternoon.  Of  the  cloths, 

duvetyn,  velours  or  broadcloth  and  trico- 
tine  are  the  favored  materials,  while 
Canton  and  crepe  finished  satins  as  well 
as  charmeuse  are  shown  in  the  dressy 
models.  Velvet  is  expected  to  become 

popular  later  on  and  a  few  models  are 
being  shown  tentatively.  Nothing  has 
ever  succeeded  in  surpassing  the  richness 
and  charm  of  the  all  black  velvet  frock, 
simply  trimmed  with  real  lace  or  fur, 
and  in  addition  to  this,  designers  will  in- 

vent quaint  effects  on  skirt  and  bodice 
by  means  of  added  fullness  and  unusual 

cut. Skirts 

A  leading  Montreal  skirt  manufactur- 
er is  showing  his  newest  sports  skirts 

this  month,  the  feature  of  which  is  the 
remarkable  variety  of  pleating  featured. 
This  is  of  course,  due  to  the  fact  that 
the  new  skirting  fabrics  are  characteriz- 

ed by  stripings  of  unusually  pronounced 
design  which  are  intended  to  be  adapt- 

ed in  wide,  narrow,  box  and  group  pleat- 
ed effects.  Prunella  cloth  skirtings  are 

in  the  lead,  in  all  these  striped  effects 
among  which  Roman  patterns  are  easily 
the  smartest  novelty.  Satin  striped 
serge  is  another  trimming  novelty  which 
is  made  up  to  show  the  stripe  when  the 
wearer  walks.  Checked  velours  in  small 
shadow  checks  is  exceptionally  smart  in 
two-tone  effects,  more  especially  in 
brown  and  tan  combinations.  Gaberdines 

(Continued  on  page  138.) 

A  spring  of  cuing  display  arranged  by  C.  Faunt  of  the  Regina  Trading  Co.,  Regina. 
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Palmistry  Helped  Ready-to-Wear 
Novel  Idea  Tried  Out  by  Sharron's  of  Plattsburg— Her    Services    Used    Every  Other 

Year — Benefits  to  the  Store  and  Basis  of    Payment — Twenty    Minute  Read- 
ings— Enlarging  on  The  Idea. 

DURING  the  summer  months  or  the 

period  usually  known  as  "between 
seasons"  in  the  ready-to-wear  de- 

partment, business  naturally  falls  off  as 
customers  leave  town  and  the  first  urg- 

ent call  for  new  clothes  has  somewhat 

abated.  How  to  attract  customers  be- 
comes the  problem  uppermost  in  the 

minds  of  most  managers  of  this  section, 
and  the  customary  habit  is  to  feature 

sales  of  seasonable  merchandise  at  pop- 
ular prices  or  regular  stock  reduced  in 

price. 
During  a  recent  visit  to  the  city  of 

Plattsburg,  N.  Y.  a  staff  member  of 
Dry  Goods  Review  learned  of  a  novel 
method  tried  out  by  a  leading  firm  in 
that  town  which  resulted  in  considerable 
extra  business  during  the  aforesaid 
months  of  summer,  and  which  might  be 
tried  out  with  equal  success  by  any  store 
when  business  is  not  as  brisk  as  at  the 
height  of  the  regular  season. 

The  firm  in  question,  Sharron's  of 
Plattsburg,  has  found  the  idea  so  suc- 

cessful, in  fact,  that  they  have  featur-ed 
it  every  other  season  for  the  last  ten 
years,  and  their  experience  has  been  that 
it  grows  continually  in  popularity  with 
the  public. 

Palmistry    Reading 

In  the  window  of  their  store  a  placard 
is  placed  announcing  the  fact  that  Mad- 

ame Baker  of  New  York  will  be  present 
in  the  store  for  a  fortnight,  when  she 
will  give  scientific  readings  by  palm- 

istry to  customers.  Besides  this  announ- 
cement, Sharron's  also  advertise  her  ar- 

rival in  their  regular  newspaper  ad  and 
as  Madame  Baker  is  now  well  known, 
little  other  publicity  is  necessary  as 
word  of  mouth  recommendations  can  be 
counted  upon   to   do  the  rest. 

According  to  one  of  the  members  of 
the  firm,  Madame  Baker  is  not  a  for- 

tune teller  or  a  clarevoyant  but  has 
made  a  life  study  of  palmistry  and  is 
therefore  no  mere  amateur  in  the.  sub- 

ject. Consequently,  customers  consult 
her  with  regard  to  all  manner  of  affairs 
and  her  advice  and  readings  are  a  gen- 

uine pleasure  and  guidance  to  many 
hundreds  of  residents  of  the  town.  The 

method  employed  by  the  store  in  feat- 
uring Madame  Baker  is  to  arrange  a 

suitable  space  for  her  own  private  use 
jus  off  from  the  ready-to-wear  depart- 

ment on  the  second  floor.  This  little 
sanctum  is  about  ten  feet  square  and  is 
attractively  situated  next  to  a  large 
window,  effectively  arranged  to  carry 
out   the   idea   of     professional   seclusion. 

Twenty-Minute  Readings 
Appointments  may  be  made  with 

Madame  Baker  by  her  would-be  clients 
or  they  may  just  drop  into  the  depart- 

ment and  wait  their  turn.  "The  average 
reading  will     take  about     twenty     min- 

utes and  as  her  hours  are  short  she  will 
not  average  over  twenty  readings  each 

day,"  said  Mr.  Sharron.  "At  times  she 
will  have  as  many  as  six  or  eight  ladies 
waiting  for  her  and  in  the  meantime, 
they  will  usually  spend  their  time  in 
looking  round  at  the  various  articles  of 
wearing  apparel,  perhaps  trying  them 
on.  This  has  resulted  in  quite  a  few 
sales.  Moreover,  many  people  will  come 
in  and  wait  awhile  and  then  leave  and 
return  each  day  until  they  secure  a 

ready  appointment  with  her.  Her  read- 
ings are  not  confined  to  the  ladies  and 

misses  only,  but  often  times  men  will 

come  in  and  have  their  palms  read." 
Thus  the  ready-to-wear  department  be- 

comes the  busiest  section  of  the  store, 

and  as  Sharron's  are  noted  for  their 
smart,  distinctive  merchandise,  few  of 
the  waiting  customers  can  resist  pick- 

ing up   something  here   and   there. 

Benefit  to  the  Store 

Regarding  her  charges  and  the  profits 
accruing  to  the  store,  the  firm  explained 

matters  as  follows.  "Her  charges  at  our 
store  are  sixty-five  cents  for  each  read- 

ing of  which  we  receive  twenty  cents, 
and  though  the  actual  profits  which  the 
store  derives  are  not  very  great,  yet  the 
sales  which  are  indirectly  due  to  her 
presence  here,  and  the  fact  that  it  will 
make  customers  talk  about  our  store 
warrants  our  securing  her  services  at 
least  every  two  years.  When  Madame 
Baker  visits  the  more  fashionable  resorts 
such  as  Lake  Placid,  she  invariably 
charges  $1  per  reading,  of  which  the 

store  receives  twenty-five  cents." 
The  idea  is  decidedly  original  for  a 

department  or  dry  goods  store  to  initiate 
yet  it  is  practical  and  unfailingly  suc- 

cessful wherever  it  has  been  tried  out  in 
the  United  States.  If  desired,  a  much 
more  elaborate  setting  can  be  provided 

for  the  palmist,  so  that  an  oriental  at- 
mosphere will  lend  still  more  interest 

and  charm  to  the  idea.  There  is  no  local- 
ity in  which  such  a  feature  would  not 

result  with  entire  success  because  hum- 
an nature  is  the  same  everywhere  and  is 

irresistibly  attracted  by  the  mysterious 
and  the  occult  no  matter  whether  it  bi 

palmistry,  phrenology  or  character  read- 

ings   by    hand-writing-. The  essential  thing  to  observe  is  the 
importance  of  securing  the  services  of 

a  bona  fide  exponent  of  the  art  in  ques-' tion.  Any  amateurish  effort  or  attempts 
by  imposters  would  be  worse  than  use- 

less. The  store  which  caters  to  a  high 
class  clientele  must  adopt  dignified,  ed- 

ucative methods  and  can  thereby  count 
upon  unfailing  success  with  absolutely 
no  loss  of  prestige  in  the  trying  out  of 
such  an  apparently  sensational  novelty 
as  a  palmist  or  clairvoyant. 

The  length  of  time  a  palmist  remains 
with  a  store  will  depend  of  course  upon 

the  approximate  number  of  readings 
which  it  is  estimated  she  can  give.  In 
large  cities,  she  might  be  retained  at 
least  a  month,  with  every  probability 
that  this  may  not  be  sufficient.  The 
summer  is  of  course,  the  ideal  time  to 
try  out  the  plan  although  there  is  also 
plenty  of  opportunity  to  feature  it  in 
mid-winter  months  as  well. 

The  Hudson  Bay  Co.,  have  recently 

completed  their  $2,000,000  store  in  Vic- 
toria, B.  C.  This  building  was  begun 

before  the  war  but  work  was  held  up 

on  it  during  the  war  period.  It  is  situ- 
ated at  the  corner  of  Douglas  and  Fish- 

guard streets. 

A  gown  which  typifies  the  new  enthusiasm 
for  draped  sleeves  is  this  striking  model 
of  navy  tricotine  and  rust  Canton  crepe 
heavily  trimmied  with  beading  and  em- 

broidery upon  the  flying  panels.  The 
cloth  section  of  the  sleeves  snaps  together 
at  the  wrists  to  form  a  cuff,  permitting 

the  softness  of  the  crepe  to  hang  in  flow- 
ing lines.  A  length  of  heavy  corded  rib- 
bon forms  the  simple  girdle.  Gown  by 

courtesy  of  the  M.  Gardner  Company  Ltd. 
Montreal. 

— Photo  by   Photo-Kraft   Studios,   Limited, 
Montreal. 
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ets  were  of  beaverine  and  quaint  motifs 
o?  two  shades  of  brown  silk  trimmed  the 
back  and  fronts. 

Coats  Show   Broken   Hem   Line 

In  another  Montreal  show  room,  a  nov- 
el variation  on  the  theme  of  uneven 

hems  on  coats  was  noticed.  A  costume  of 
autumn  brown  broadcloth  was  slightly 

nipped  in  at  the  waist  line,  and  its  pep- 
lum  flared  down  slantingly  from  one 
deep  point  in  the  back  to  another  in 
the  front,  the  lower,  edges  being  banded 
in  hand  embroidery  which  was  carried  up 
on  the  longer  point  both  behind  and  in 
front,  almost  to  the  waist  line,  and  the 
shorter  ends  were  hidden  under  the  ov- 

erhanging ones.  Gilt  threads  were  clev- 
erly interposed  in  the  floss  embroidery 

and  real  beaver  fur  was  used  for  the 
choker  collar. 

Checker  board  effects  in  embroidery 
are  quite  a  feature  with  one  manufactur- 

er who  employs  them  on  the  backs  and 
fronts  of  his  suit  coats,  with  complete 
success. 

This  design  is  a  welcome  relief  from  the 
somewhat  overdone  floral  design,  and  is 
distinctly  suitable  to  tailored  suits.  Clev- 

er applications  of  pockets  also  character- 

ize this  manufacturer's  designs,  and  sel- 
dom does  this  useful  accessory  appear  in 

ordinary  guise,  it  is  usually  constructed 
by  means  of  an  extension  of  the  coat 
fronts  imposed  upon  the  back  panel, 

leaving  plenty  of  room  for  Miladi's  hands 
to  enter.  Fur  is  often  used  to  face  this 
section,  so  that  not  only  additional  charm 
is  lent  to  the  garment  but  it  is  corres- 

pondingly  warm    and    comfortable. 

The    Development    in    Jersey 
No  collection  of  ready  to  wear  this 

fall  will  be  complete  without  several 
suits  of  the  new  heavy  weight  jersey  in 
delightful  new  heather  mixtures.  Thes2 
suits  are  designed  and  tailored  after  the 
regulation  lines  usually  developed  in  tric- 
otines,  etc.,  and  show  cuffs  choker  collar 
or  pockets  of  imitation  lamb  fur  which 
goes  by  various  names.  In  light  grey 
upon  ensign  blue  jersey,  this  trimming 
is  extremely  effective  and  the  manufac- 

turers predict  an  enormous  vogue  for 
the  suit  in  Canada. 

Wraps  continue  to  appear  in  more  and 
more    sumptuous    designs,    fur    trimmed 
and  lavishly  embroidered.  The  mandarin, 
or  loose  flaring  sleeve,  is  a  general  favor- 

ite and   often  shows   embroidery  carried 
right  up  to  the  shoulder  from  the  cuffs 
as  well   as   on   the  skirt  or  back   of  the 
garment.     One   such    wrap   was    of    oak 
brown    marvella     cloth,    embroidered     in 
chenille  and  floss   in   French  knot  effect 
to    simulate    foliage.      A    girdle    of    the 
fabric  was   heavily  weighted  with   enor- 

mous chenille  and  gilt  tassels  and  beaver 
collar    and    cuffs    completed    the    really 
gorgeous   ensemble. 

Back    Yokes    on    Wraps 

Reindeer  Normandy  cloth  is  admirably 
employed  on  one  of  the  newest  yoke 
models,  which  ripples  gracefully  down  at 
the  back  from  a  large  curved  yoke,  just 

visible  beneath  the  huge  collar  of  beaver 
which  rounds  off  the  back  into  two  deep 

points  at  the  waist  line  in  front.  A  con- 
vertible belt  is  used,  showing  only  in 

front,  allowing  the  back  to  retain  its 
graceful  fullness  unrestrained.  Two  gi- 
gigantic  and  very  decorative  buttons 
close  the  front. 

In  all  these  new  wraps  the  length  of 
the  skirt  is  perceptibly  longer,  and  in  no 
case  does  the  hem  of  the  skirt  of  the 
frock   beneath    show. 

vent,  if  Doesible,  extension  of  such  Brit- 
ish manufacturers  to  other  parts  of  the 

world. 

Japanese  woollen  mills  are  conducting 
an  aggressive  campaign  in  their  country 
for  the  wider  use  of  woollen  goods  of 
all  descriptions.  Since  the  beginning  of 

the  year,  buyers  from  these  mills  have 
been  very  active  in  the  Australian  mar- kets. 

The  Parisian  Knitting  Mills  have  com- 
menced operations  in  Brantford.  From 

"Factory  to  Wearer"  is  their  slogan. 
During  a  recent  Made-in-Brantford  week 
they  exhibited  some  of  their  newest 
lines. 

It  is  reported  that  the  Germans  are 
making  an  effort  to  exclude  British  dye- 
stuffs   from   their   country    and   to   pre- 

The  Empire  Cotton  Growing  Corpor- 
ation has  been  incorporated  in  England 

as  a  permanent  organization.  The  ob- 
ject of  this  corporation  is  the  active  en- 

couragement of  more  cotton  growing 
within  the  empire.  Irrigation  projects 

are  already  under  way  for  the  more  ex- 
tensive cultivation  of  cotton  in  Egypt 

and    India. 

This  new  and  delightful  version  of  the  chemise  frock  exhibits  several  inter- 
esting details,  including  the  flaring  bell  sleeve,  the  deeply  slashed  open- 

ing showing  a  champagne  colored  vestee  of  georgette,  and  the  new  fitted 
effect  with  gathered  skirt  attached.  Hand  embroidery  in  large  conven- 

tional motifs  is  cleverly  combined  with  embroidered  bandings  in  harmon- 
izing  shades,  and  the  string  sash  repeats  the  parti-colored  note  quite 
effectively.     Frock  by  Bishinsky  Brothers,  Montreal. 

— Photo    by    Photo-Kraft    Studio-.    Montreal. 
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and  serges  are  elaborately  embroidered 
at  least  half  way  up  the  skirt  in  con- 

trasting stitchery  in  floral  patterns,  pro- 
viding the  really  new  idea  in  skirts  of 

the  season.  These  are  generally  sashed 
in  the  same  material  as  the  skirt,  and 
weighted   with  silk  tassels. 

There  are  still  other  skirt  novelties 

of  gabardine  showing  embroidered  ■  mo- 
tifs on  the  pleats,  but  for  the  most  part 

the  manufacturer  stresses  the  striped 
Prunellas.  The  latter  are  showing  a  par- 

tiality for  red  striping  this  season,  the 
red  however,  not  being  pronounced,  but 

rather  a  single  narrow  line  visible  only  ' 
when  walking  disturbs  the  even  line  of 
the  pleats. 

Belts  placed  at  the  normal  waist  line 
are  a  part  of  every  skirt  shown  this 
fall,  and  may  be  composed  of  a  single 
piece  of  t.elf  fabric  showing  the  colored 
stripe  or  may  be  of  colored  leather,  or- 

namented with  novel  trimmings.  The 
belts  in  any  case  are  narrow  and  un- 

obtrusive in  the  general  effect,  The 
pleatings  on  the  skirts  shows  various 
treatments,  stitched  to  the  hip  line  or 
not  at  all.  Pleats  are  cleverly  placed  on 
some  models  in  cluster  effect  so  that 
none  will  come  in  the  centre  back.  The 
advantage  of  this  style  is  the  fact  that 
the  skirt  will  keep  its  appearance  longer 
than  were  the  pleats  to  become  crushed 
constantly. 

Among  coiors  favored,  is  a  combina- 
tion of  reindeer  and  Copenhagen,  having 

the  brown  thrown  into  relief  through 
the  box  pleating  and  belted  with  a  sash 
of  the  material,  the  ends  finished  in 
deep  fringe. 

Another  brown,  which  is  a  combina- 
tion of  African  and  chocolate,  is  one  of 

the  satin  finished  prunellas,  which  is 
pleated  in  such  a  manner  as  to  throw 
the  choolate  pattern  to  the  centre  of 
the  pleat,  while  another  skirt  shows  a 
wonderful  combination  of  blue,  gray,  tan 
and  gold,  pleated  to  throw  the  one  gold 
stripe  in  the  middle  of  the  front  box 
pleat.  The  rest  of  the  skirt  seemed  of 
solid  color. 

The  composition  of  the  sport  fabrics 
is  such  that  they  can  be  counted  upon 
to  retain  their  pleating  indefinitely  be- 

cause of  the  manner  in  which  the  wool 
and  cotton  is  combined  in  the  cloth.  This 
admixture  in  no  way  impairs  the  wear 
of  the  fabric  but  on  the  contrary  makes 
it  more  wiry  and   durable. 

Waist  Sizes  Larger 

A  curious  development  in  skirts  noted 
recently  by  a  manufacturer  is  that  waist 
measurements  are  changing,  the  small 
waist  beinjr  no  longer  fashionable.  In  the 
past,  the  26  and  28  inch  waist  was  the 
best  seller,  but  since  athletic  sports  have 
become  so  popular,  jt  is  no  uncommon 
thing  to  sell  30  and  even  32  inch  waist- 

line garments.  Patch  pockets  too,  have 
lost  favor,  the  set-in  or  slit  pocket  hav- 

ing the  preference. 

Strong  Demand 
For  Brown 

For  Fall 

Manufacturers  Say  it  is  Close  Second  to 
Black — New    Trimmings 

With  all  the  black  and  rumors  of 
black  which  we  hear  about  these  days, 
there  is  another  color,  quiet  and  unob- 

trusive in  itself,  which  has  slowly  work- 
ed its  way  to  the  top,  until  now  it  stands 

as  the  second  leading  lady  in  the  fash- 
ion parade.  This  color  is  brown.  Can- 

adians who  were  in  Paris  during  the 
v  early  part  of  August,  say  that  many 

women  have  taken  to  this  color  because 
it  does  not  interfere  with  the  sombre 
note  which  is  being  aimed  at  and  is 
often  more  becoming  than  black. 

Toronto  manufacturers  are  making 
almost  as  many  brown  dresses  as  black. 
They  are  using  the  autumn  and  seal 
shades  almost  exclusively  so  far.  There 
is  a  tendency  to  keep  away  from  the 
lighter  touches  in  trimmings  and  con- 

trasts, so  that  a  general  one-tone  effect 
is  obtained.  This  is  again  following 
the  lead  of  the  Parisienne  who  relies 
on  materials  just  now  and  not  on  bright 
colors  for  her  charm. 

Canton  Dresses  at  Popular  Price 

Buyers  who  prophesied  that  Canton 
crepe  would  have  a  good  sale  this  fall, 
had  the  view  that  dresses  of  that  ma- 

terial would  never  be  offered  at  a  price 
which  would  make  them  within  the 
reach  of  the  average  customer.  One  or 
two  firms  tried  out  this  fabric  in  cheap- 

er grades  but  the  cotton  back  used, 
prevented  the  soft  line  which  is  re- 

sponsible for  its  popularity.  A  ship- 
ment of  all-silk  canton  at  a  much  bet- 

ter price,  ($2.50  per  yard  instead  of 
$3.75)  has  enabled  Canadian  dress 
manufacturers  to  make  a  beautiful 
gown  of  cotton  crepe  at  a  price  which 
will  retail  at  not  more  than  $55  and 
very  often  as  low  as  $40.  . 

Charmeuse  and  Tricotine  Dresses 

Charmeuse  is  in  very  strong  demand 
for  fall  dresses.  This  material  lends 
itself  so  well  to  every  design  and  its 
price  is  so  much  lower  than  canton 
crepe  that  it  will  be  seen  in  most  of  the 
best  low-priced  dresses.  Meteor  crepe 
will  be  shown  in  many  of  the  misses' 
gowns.  Serges  are  seen,  though  not  to 
the  same  extent  as  tricotines  which  are 
fortunate  enough  to  run  still  another 
season. 

For  evening  there  are  many  draped 
dresses,  which  are  made  of  crepe  or 
velvet.  The  violine  shades  and  their 
twin  sister,  rose,  are  seen  most  of  all. 
White  velvet  and  a  rich  golden  yellow 
are  very  good.  Many  of  the  evening 
gowns  are  untrimmed,  relying  on  the 
skillful  handling  of  their  drapery  for 
their  attractiveness. 

Skirts   no   Wider   but    Appear  so 

There  is  a  tendency  to  have  panels 
at    the    sides    of    many    of    the    models. 

These  are  attached  only  at  top  and  bot- 
tom so  that  the  effect  of  a  wider  skirt 

is  obtained.  Sometimes  these  panels 
hang  below  the  hem. 

The  harem  skirt  is  again  seen.  It 
occasionally  has  an  elastic  at  the  bot- 

tom but  more  often  the  effect  is  ob- 
tained  by  just   narrowing. 

The  soft  materials  are  usually  Mous- 
ed at  the  waist  and  very  often  have 

kimona  sleeves.  In  the  heavier  materi- 
als a  long  waist  and  straight  lines  are 

used. 
The  three-quarter  sleeve  has  taken 

the  place  of  the  short  one.  This  sleeve 
is  made  very  wide  to  the  cuff,  which  is 
heavily    embroidered. 

Neck-lines  continue  wide  at  the  shoul- 
ders and  are  a  little  lower  at  front  and 

back.  The  high  front  of  last  spring 
was  not  as  becoming  to  most  women 
as  the  slightly  lower  line  in  the  fall 
dresses. 

The  Last  Word  in  Trimmings 

Ribbon  is  to  be  used  very  extensive- 
ly in  dress  trimmings.  One  model  has 

a  binding  of  ribbon  around  the  neck  and 
a  little  bow  of  the  same,  tied  like  a 
man's  tie  on  the  left  side. 

Cross-stitch  embroidery  is  perhaps 
used  more  than  any  other  design.  It 
appears  in  patterns  three  and  four 
inches  square  on  the  front  of  the  waist 
and  at  the  hips. 

Wooden  and  glass  beads  in  all  shapes 
are  placed  in  ingenious  little  designs 
anywhere  at  all.  Copper  and  nail-head 
beads  are  in  evidence  as  well.  Occa- 

sionally lace  appears  as  trimming  but 
its  position  this  year  is  more  as  a  com- 

plete drape  for  the  skirt.  When  this 
is  used  it  is  always  in  the  same  shade 
as  the  material  itself. 

Fringe  continues  to  be  asked  for  and 
painted  flowers  are  good.  It  is  prophe- 

sied that  by  October,  fur  will  be  seen 
again   on  the  winter  models. 

M.  Berger,  Manufacturing  Furrier, 
52  Rideau  St.,  is  celebrating  his  first 

Anniversary  Sale  and  considerable  dis- 
count off  regular  prices  is  the  rule. 

The  Dolly  Imbrey  blouse  shops, 
Loew  Theatre  Building  Bank  St.,  Ot- 

tawa, advertised  a  re-organisation  sale 
on  August  15th,  so  that  all  the  stock 
on  hand  could  be  disposed  of  before  the 
new  management  took  control  under  the 
new  charter  as  the  Dolly   Imbrey,  Ltd. 

The  Ontario  output  of  beaver  skins 
last  year  was  125,000.  The  catch  this 
year  is  estimated  at  less  than  thirty 
thousand,  the  trappers  making  no  effort 
to  secure  skins  on  account  of  the  drop 
in   prices. 

"Shop  in  your  district"  is  the  slogan 
that  has  been  adopted  by  the  Danforth 
Business  men  in  Toronto.  They  point 
out  that  prices  are  just  as  favorable 
in  that  district  as  in  the  downtown shops. 
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They're  Priced  To  Sell  Like  Lightning! 
ACME    DRESSES 

All  Wool  Botany  Serge,  carefully  tailored  and  beautifully  Hand  Embroidered. 
Always  between  two  and  three  thousand  on  the  racks. 

One  Price  Only. 

$10 
Now  is  the  time.     Choose  from  this  exceptional  line  six  or  more  models  on  three  days  approval.     We 
prepay  charges  on  sample  orders. 

THE  ACME  DRESS  COMPANY 
520  St.  Lawrence  St.  Montreal 

IF  IT'S  WAISTS- 
Snappy  Styles  at  Popular  Prices 
Silks  Crepes 
Cottons  Georgettes 

You    will    find    in  our  collection   the    very   business-getting   models  you   arft 
looking  for. 

P.  FARMER 227  CRAIG  STREET  WEST,  MONTREAL J.  H.  MILFORD 

The  McElroy  Mfg.  Co.,Ltd. 
MAKING 

FAMOUS  FOR  THEIR 

Fit,  Cut,  Style, 
Hang  and  Finish 

HEAD  OFFICE: 

47  Simcoe  St.  -  Toronto 

TRAINOR  MFG.   CO. 
49-53  East  21  st  St. 
NEW  YORK  CITY 

STAMPED 

NIGHT- GOWNS. 
Made-up 

No.  900  $6  dz. 
No.  300  $9  dz. 
No.200  $12  dz. 

Each 
number    in 

three    designs 

INFANTS'   DRESSES   $5.00   DOZ.   UP SAMPLES    ON    REQUEST. 
Terms,   3%— 10   days. 

Children's  Coats 
We  make  a  complete  line  in 

BABIES'  and  CHIL- 
DREN'S COATS 

Specializing  in  ALL  WOOL  BLAN- 

KET CLOTH  and  HEATHER  MIX- 

TURES. 

PERFECTION  CHILDREN'S 
CLOAK  CO.  LIMITED 

109  Simcoe  St. Toronto 

Rogers-Frankfort  Co. LIMITED 

Manufacturers  of 

Children's    Headwear 

Ladies'  Neckwear 
and  Belts 

Write  us  to  have  our  traveller  call  on  you 
with  our  Fall  Range. 

109  Simcoe  St. Toronto 

A 
FOR 

line  worth  seeing 
line  worth  buying 
line  worth  selling. 

Inspect  our  Coats,  Suits,  Wraps 
and  Dresses  at  our  showrooms  or 

with  our  representatives  on  the 
road. 

207  St.  Catherine  Street  West 
MONTREAL 

Cut  Your  Samples  This  Way 

With  Hardaker's 
"EASICUT" 
MACHINES 

It        makes        them        more       attractive 
Economical,       Fast,       Practical,       Nea' 

E.    W.  McMARTIN 
45    St.    Alexander   St.  MONTREAL 
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Dry  Goods  Review 

SHORT-SLEEVED 
GUIMPES 

For  the  Sleeveless  Dress 

For  the  Sleeveless  Sweater 

|  NET  AND  LACE  COMBINATIONS  I 
18.00  to  48.00  doz. 

i  LACE  POINTS  I 
LACE  TUXEDOS 

by  the  yard  § 

I  NETVESTINGS 
|   BANDINGS  to  match. 

-Prompt  Deliveries- 

PHOENIX       ! 
NOVELRY       | 

|     COMPANY      | 
|  154  Pearl  St.  [ 

Toronto 
=llllllllll<<,'>lIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIMIIIIIIIIIIIMIIIIIIIIlIIIMIM>MllllllllllllllllllllllllllllllllllllllllllllllllllllllllltllMIIIIIIIIIIIIII? 

We  invite  buyers  to  visit  our  plant 
when  in   Toronto   and  see  our  new 

Fall  and  Winter  Range 

CANADIAN    PERFECT 
GARMENT      COMPANY 

Manufacturers 

DRESSES  AND  HOUSE  DRESSES,  APRONS 

DRESSES  AND  APRONS,  CHILDREN'S 
DRESSES,  ROMPERS  AND  CREEPERS,  ETC. 

§gp=    A  Better  Made  Garment  for  Less  Money     °^| 

513-515  College  St.  TORONTO  Phone  Coll.  8928 

MONTREAJ- 

(New  Address) 
4th   Floor   Wilder   Bldg., 

321  Bleury  St. 

Visiting    buyers    cordially 
invited  to  our  showrooms. 

Large  assortment  of 
SUITS   $20.00  up  to  $72.50 
COATS   $15.00  up  to  $100.00 

Immediate    Delivery 
Samples  on   request 

THIS  MARK  YOUR 

GUIDE  IN  BUYING 

CLOAKS 
SUITS 

WAISTS 
You,  who  are  looking  for  Value  in  garments  of  the 
highest  style  standards,  would  do  well  to  see  our 
present  showing — a  collection  embracing  all  that 
is  new  in  current  modes  conceived  in  the  latest 
fabrics. 

One  of  the  most  remarkable  features  of  the  Atlas 
line  is  the  fact  that  merchandise  of  so  much  char- 

acter and  individuality  can  be  produced  at  prices 
so  unusually  low. 

Immediate  Delivery  if  desired. 

Atlas  Garment  Mfg.  and 
Trading  Company 

46  St.  Alexander  St.,  Montreal 
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BEAUTIFUL  CANTON  CREPE  DRESSES 

Vv  e  are  pleased  to  announce  that  we  are  now  in  position 

to  supply  Misses  Dresses  or  good  quality  (all  silk)  Canton 

Crepe  in  very  attractive  styles  and  at  reasonable  prices. 

If  our  representative  does  not  now  call  upon  you,  drop  us  a 

postal  card   and  we  will  be  pleased  to    furnish   full   particulars. 

s^Ete; 

THE  COUNTER  COSTUME  CO.,  Limited 
131-139  Spadina  Avenue, Toronto,   Canada. 

'cv 

Style 
is  ever  woman's  most  insistent 
demand. 

Style. aim. therefore,    is    our    first 

Our  present  showing  reflects 
the  alluring  charm  of  HIGH 
PRICED  GARMENTS  cleverly 
interwoven  with  the  fashion  de- 

mands of  the  Canadian  woman; 

and  this,  happily,  at  prices  ap- 
pealing to  the  wants  of  the  re- 

tailer today. 

See  this  wonderful  assortment 
in  our  showrooms  or  write  for 
samples. 

DRESSES 
in 

Silks 

Charmeuses 

Serges 

Suedines 

Tricotines,   etc. 

M.  Gardner  &  Co.  Ltd. 
233  Bleury  St.    Montreal. 
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"Juno  "  Handkerchiefs  —  All  Year  Sellers 
OF 

Plain  hemstitched  handker- 

chiefs, white  only,  of  excel- 
lent quality  and  fine  finish. 

MADE  IN  CANADA 

FOR    CANADIANS 

Scholars.  In  ladies'  and  men's 
handkerchiefs. 

Values  that  attract  and 

hold  the  trade. 

IMMEDIATE  DELIVERY 

A    Postcard   will   Bring    to    You    Samples    and    Quotations 

Dominion  Hemstitch  Works  Co.  Manufacturers 

2519  Notre  Dame  East 
Montreal 

Who  Never  Heard  of  the 
CANADA    COSTUME    CO.? 

A  "buyword"  in  the  mouth  of  every  aggressive  and  wide-awake  retailer  from  Coast  to 
Coast. 

WHY! 
Because  our  business  is  founded  and  conducted  on  PRODUCTION  only.  We  continually 
carry  a  large  stock  on  the  racks,  varying  extensively  in  designs.  Prices  from  ten  dol- 

lars up. 

The  CANADA  COSTUME  CO. 
198a  St.  Catherine  Street  East MONTREAL 

Proving  that  so  subtle  a  thing  as  Style  and   so  practical   a  thing  as  Price  can 

successfully  be    combined. — 

FALL  COATS  AND  SUITS  ON  VIEW 

When  visiting  the  city 
call  at  our  showrooms 
and  be  convinced. 

Why  Have  Those 
Unnecessary  Delays? 

All  kinds  of  Cash  and 
Parcel    Carriers 

Gipe-Hazard  Store  Service 

Co.,  Limited 
113  SUMACH  ST.,  TORONTO,  ONT. 

KENT-McCLAIN  AGAIN 
F.  Colwell  Limited,  Halifax,  N.S. 

mlsfung  outfh    !i;i     recently   been 
B  ore  of 

I  mlted,     of     Halifax.     N.S.     The 
•how    ra.ipi    an<l    wall    case*    are    all    of    the    latest 

ao'l    the    entire    equipment     la    thoroughly 
Is   every   res-  Ich   quarter  cut 

oak  from   which  the  fixtures  were  hullt   a-l 
I  e    shop    and    unmlMakahly    brands    it    as    a 

"quality"    home.    This   la   one   of   the   latest    |n- 
Bt'a  furnishing  fittings  to  be  ma'le 

by    Kent-Meflaln.    Limited     (Toronto    Show    Case 
Company) . 

Customers  appreciate  the  feature  made  possible  by  the  use 
of  our  Cash  Carriers,  viz.,  that  the  salesmen  are  enabled  to  re- 

main with  them  until  transactions  are  completed.  Time  is  saved 
to  them,  time  and  labor  are  saved  to  the  salesmen,  and  the 
money  is  deposited  in  the  office  where  it  is  in  the  custody  of  one 
person — the  cashier — and  where  it  is  not  exposed  to  the  entire 
selling  staff  of  a  store.  Is  there  any  profit  in  this  for  the 

merchant  ?       Let  him  consider  it. 

VX/ANTED— A  LEADING  WHOLESALE  GENERAL  DRY  GOODS 
house  is  open  to  engage  the  services  of  two  or  three  travellers  in 

several  districts  in  province  of  Quebec.  To  those  with  experience  and 

connection,  a  liberal  arrangement  will  be  made  on  either  salary  or 

commission  basis.  Correspondence  confidential.  Address  Dry  Goods 

Review.   The   MacLean    Publishing   Co.,    Toronto,    Ont. 
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DRESSES  OF  THE  FINER  GRADE 

TO  SELL  AT  MODERATE  PRICES 

That   is   the   cry   today — that's    what   every     wide-awake     buyer  wants- 
That's  what  we  offer  in 

ROYAL    DRESSES 

Any  one  can  claim  values.  Not  every  one  can  produce  them.  That's  why 
we  urge  you  to  see  the  Fall  showing   now  being  presented  to  the  trade. 

Merchants  who  sold  our  garments  last  season  look  back  with  great  satisfac- 
tion at  their  profitable  experienoe;  and  forward  with  keen  interest  to  the 

new  models  every  day  may  bring  forth. 

The  fact  that  we  are  running  FULL  capacity  to  fill  our  orders  evidences 
merit  of  product. 

Judged  by  either  of  two  features — smartness  and  elegance  of  design  or  ex- 
cellence of  value  offered,  the  verdict  of  buyers  who  have  already  been  to 

market  is,  that  they  are  the  very  models  wanted  for  a  big  successful  season. 

We  will  deem  it  a  pleasure  to  send  samples  or  our  salesman  will  call. 

Yours  respectfully, 

HAMER,  BRODKIN  LIMITED 

Our  range  for  Christmas  selling 
is  now  ready  for  showing,  in- 

cluding EVENING  and  LACE 
DRESSES,  CANTON  CREPE 
and  SATIN  CREPE  in  a  big 
variety. 

High  priced  imported  models 
reproduced  to  meet  the  present 
demand  of  a  moderate  market. 

makers  of 

ROYAL  DRESSES 

303  MOUNTAIN  STREET 

MONTREAL 

Representatives: 

Western  Provinces,  MR.   M.  HAMER;     Ontario,     MR. 
Maritime   and   Province   of   Quebec,    MR.  N.  BRODKIN. 

ROTHBART; 

^ 

EZ 3=31 ]CE 
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"LADY  JOSEPHINE"  UNDERGARMENTS 
Ready  for  Immediate  Delivery 

Lady  Josephine  Undergarments  have  the  Style  that  at- 
tracts buyers  and  the  quality  that  holds  them. 

Made  from  finest  Mull;  fashioned  for  comfort  as  well  as 
beauty;  exquisitely  finished  and  beautifully  trimmed.  A 
complete  range  of  styles  in  both  flesh  and  white. 

The  Lady  Josephine  label  is  your  guarantee  of  quality 
and  value. 

Make  your  store — headquarters — for  the  fast-selling 
lines  illustrated  on  the  opposite  page. 

Style  207— Envelope  Chemise,  two  rows  Filet  Lace 
around  bust  and  straps,  fine  Picot  Edge  Lace  at 
bottom.  Satin  Ribbon  pull  string.  Sizes  34  to  44. 
Price  per  doz   $12.00 

Style  105 — Corset  Cover,  Hand  Embroidery,  hem- 
stitched strap.  Sizes  34  to  44.  Price  per  doz. 

     .       $8.00 

Style  503— Night  Gown,  V  neck,  Filet  Lace 
around  collar  and  sleeves,  Satin  Ribbon 

bow,  one  inch  hem  at  bottom.  Sizes  52  to  60 

length.     Price   doz   $18.00 

Style     212 — Envelope    Chemise,    V    neck,    hem- 
stitched tucks   at   waist   with    Rose   Buds,   Hand 

made  Embroidery.    Sizes  34  to  44.    Price  per  doz. 
  $13.50 

Style  106— Corset  Cover,  two  rows  of  Filet  Lace 
around  bust  and  straps,  Satin  Ribbon  pull  string. 
Sizes  34  to  44.     Price  per  doz   $8.00 

Style  302 — Bloomers,  reinforced  seat,  wide  elastic 
at  knees.     Sizes  23  to  29.    Price  per  doz..  .$12.00 

Style  404 — Underskirt,  wide  Filet  Lace  at  bottom, 
hemstitched  and  Satin  Ribbon  Bow.  Size  32  to  38 
length.     Price,  doz   $16.50 

Style  108 — Corset  Cover,  wide  Filet  Lace  around 
bust,  French  shoulder  straps  with  fine  Picot  edge 
Filet  Lace,  hand  Embroidery,  satin  ribbon  pull 
string.     Sizes  34  to  44.     Price  per  doz.. .  .$10.50 

Style  301 — Bloomers,  frill  at  bottom,  hemstitched, 
Elastic  around  waist  and  knee,  reinforced  seat. 
Sizes  23  to  29.     Price  per  doz   $12.00 

Mail  orders  receive  prompt  attention. 

JOSEPH  G.  HAWA  &  COMPANY 

367  ST.  CATHERINE  ST.  WEST MONTREAL,  CANADA 
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How  Manufacturers  and  Wholesalers  Can  Cut  Down 

Sample  and  Excess  Baggage  Expense. 
A  synopsis  of  an  address  delivered 

before  the  National  Sample  Men's 
Association  in  Chicago,  by  Thomas 

L.  Styx  of  the  Louis  Styx  Company, 

who  has  experimented  with  commer- 
cial photography  and  proved  it  to  be 

the  most  economical  and  effective 

manner  in  which  to  present  mer- 
chandise. His  conclusions  as  out- 

lined in  his  address  contain  material 

peculiarly  applicable  to  trade  in  Can- 
ada, and  the  Photo-Kraft  Studios, 

Limited  are  herewith  publishing  an 

extract  from  it,  for  the  benefit  of 
Canadian  Manufacturers  and  Job- 
bers. 

According  to  Mr.  Styx,  whose  com- 

pany has  employed  the  method  of  samp- 
ling through  photographs  with  great 

success,  most  ready  to  wear  travelers' 
possibilities  on  the  road  are  very  much 

curtailed  for  the  reason  that  they  can- 
not show  customers  their  complete  line, 

and  consequently  the  articles  which 
make  the  most  trouble  with  the  least 

results  are  frequently  neglected.  In 

the  case  of  the  general  salesman,  he  is 
inclined  to  leave  the  ready  to  wear  lines 

alone  for  the  reason  that  re-packing  is 
no  small  task.  Furthermore,  the  travel- 

er for  the  specialty  house  is  not  inclined 

to  stop  long  at  the  smaller  centres  or 

stores  which  do  only  a  small  business, 

consequently,  many  valuable  opportun- 
ities are  lost  on  both  sides.  As  the  sol- 

ution to  the  twofold  difficulty,  we  sug- 
gest selling  merchandise  from  photo- 

graph, a  plan  which  has  been  proved 
both  practical  and  profitable. 

In  studying  its  advantages,  let  us 
first  take  into  consideration  the  fact 

that  a  complete  line  of  samples  can  be 

shown  to  the  trade  with  perfect  ease 

and  rapidity.  Once  you  have  made  up 

your  albums,  it  is  easy  to  display  a 
complete  line,  so  that  the  traveler  can 
show  the  merchant  his  entire  line  and  in 

turn,  the  merchant  gets  a  far  greater 
variety  to  choose  from  than  ever  be- 
fore. 

Second,  photographs  are  very  easy 
to  show.  An  album  may  be  shown  in  a 

few  seconds,  while  on  the  other  hand, 
to  display  a  line  of  thirty  house  dresses 

takes  considerable  time,  when  you  con- 
sider that  the  dresses  must  be  replaced. 

Further,  the  store  is  not  littered  with 

bulging  kits,  which  distract  not  only 
the  merchant,  but  also  any  of  his  trade 

present  in  the  store.  Then,  too,  for 

some  psychological  reason,  you  can  al- 
ways get  a  man  to  look  at  an  actual 

photograph. 

Third,  pictures  are  of  themselves 

much  more  attractive  than  samples,  and 
the  picture  of  a  pretty  girl  wearing  a 

suit,  a  sweater  or  any  other  article  of 

apparel,  will  prove  far  more  alluring 
to  the   merchant  than   those  same  gar- 

ments will,  after  they  have  been  drawn 
from  the  sample  trunk  for  the  dozenth 
time. 

Finally,  it  is  economical,  as  pictures 

are  cheaper  than  samples,  also  consider- 
able money  can  be  saved  on  excess 

baggage. 
The  honesty  of  pictures  is  not  to  be 

discounted.  It  is  quite  possible  to  make 

a  $9  gingham  dress  look  like  its  $36 
sister  on  a  photographic  model,  but  as 
the  manufacturer  values  his  customer, 

he  will  at  all  times  avoid  the  slightest 

attempt  at  such  deception.  He  will  be 

chary  of  re-touching  and  refuse  to  allow 

his  merchandise  to  be  purposely  misrep- 

resented. Display  your  garment  attrac- 
tively by  all  means,  but  if  it  is  skimpy 

do  not  represent  that  it  is  full.  You 

must  establish  confidence  in  your  cus- 
tomer, for  the  man  who  buys  a  dozen 

bungalow  aprons  from  a  picture  and 

gets  exactly  what  he  saw,  is  not 
only  pleased,  but  is  well  on  the  way  to 
buying  a  complete  line  by  the  same 

method.  Conversely,  the  man  who  is  dis- 

appointed in  his  first  purchase  by  photo- 

graph, will  be  a  dififcult,  if  not  impos- 
sible, man  to  convince  again. 

The  photograph  in  itself  tells  the 
truth  as  the  truth  is  presented,  but  it 

goes  without  saying  that  if  you  try  to 

show  outsize  garments  on  size  16  fig- 
ures, purposely  deceiving  the  eye  as  to 

the  real  appearance  of  the  articles  in 

question,  you  will  reap  only  disappoint- 
ment and   cancellations   in  consequence. 

The  deciding  point,  then,  in  this  ques- 
tion is  certainly  whether  as  much  mer- 

chandise can  be  sold  from  pictures  as 

from  the  actual  samples.  Manufactur- 
ers who  have  tried  out  the  idea,  state 

that  although  it  takes  time  to  establish 
real  confidence  in  this  method  it  proves 

so  satisfactory  to  both  parties  in  the 

transaction,  that  its  adoption  becomes 

permanent.  The  slogan  in  the  United 

States  relative  to  the  displaying  of  mer- 

chandise by  pictures  is  on  the  way  to 

become  equally  familiar  in  Canada,  "All 
the  good  houses  show  their  merchandise 

in  this  way." 
Educate  your  Salesmen  to  sell  from 
"Photographs"  made  by  Photo-Kraft 
Studios   Limited,    Montreal. 
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CANADIAN  BRAID  AND 
TRIMMING  CO.,  LTD. 

Manufacturers  of 

Girdles 

Braids 

Fringes 

Cords 

Tassels 

A  A 

i i 

Ornaments 

Buttons 

Fur  and 

Dress 

Trimmings 

39  DOWD  ST.,  MONTREAL 
TORONTO     64  Wellington  St.  W.       WINNIPEG— 16 
Sylvester  Wilson  Bldg.,  Representative     J.  R.  Galbraith 

J.  DUDGEON  &  CO. 
Manufacturers'  Agents 

809  Unity  Building      -     Montreal 

Representing  British  Manufactur- 
ers to  the  Wholesale  and  Manu- 

facturing Trade  for — 
.Madras  Muslins,  Curtains,  Curtain 
Nets,  Cottons,  Linens  of  all  kinds, 

Men's  Suitings,  Serges,  Overcoat- 
ings, Linings,  Dress  Goods,  Laces, 

and  Handkerchiefs. 

Brantford   Felt 
Novelty  Co. 

Brantford,       -       Canada 

Manufacturers  of 

High   Grade   Pennants,    Cushion    Tops, 
Felt  Emblems,  Paper  Hats,  Advertising 

Novelties. 

SPECIALISTS  IN 

NOVELTIES  for  CARNIVALS 
DANCES,  ETC. 

BRAND 
(REG.) 

"DRESS  FABRICS" 
F.  A.  RODDEN  &  CO. 

Dry  Goods 
Commissioners  and  Importers 

52  Victoria  Square  MONTREAL 

The   following     information   is   sup- 
plied   to    Dry    Goods   Review   by    F. 

W.   Field,     British     Trade   Commis- 
sioner  for   Ontario: — 

Hosiery. — The  general  outlook  in 
the  hosiery  and  knitted  goods 
trades  is  rather  more  favourable. 
Although  business  is  improving,  the 
rate  of  progress  is  still  slow,  but 
there  are  distinct  indications  of  an 
improvement  in  trade.  This  is 
especially  noticeable  in  various 
lines  of  knitted  goods,  sports  goods 
and  silk  and  light  weight  garments 
for    holiday    wear. 

In  addition  to  this  slightly  in- 
creased activity  on  home  trade  ac- 

count, the  export  outlook  is  also 
rather  brighter,  chiefly  owing  to 
an  improving  demand  from  the  U. 
S.  A.  and  some  of  the  Empire  mar- 

kets   for  British  hosiery. 

The  general  improvement  has,  in- 
deed, reached  the  stage  when  some 

of  the  works  have  returned  to  work- 
ing full  time  and  in  some  cases 

have  found  it  necessary  to  engage 
additional  operatives.  The  settle- 

ment of  the  coal  dispute  and  the 
prospect  of  an  early  increase  in  a- 
vailable  fuel  supplies  has  served  to 
support  the  more  cheerful  feeling 
and  manufacturers  are  generally 
optimistic  as  to  the  future,  and  are 
of  the  belief  that  a  fairly  material 
improvement  in  demand  is  in  pro- 

spect. This,  it  is  anticipated,  will 
be  especially  marked  when  the  win- 

ter season  opens,  and  although 
some  manufacturers  who  were 
left  with  considerable  stocks  of 
heavier  goods  on  their  hands  will 
not  immediately  feel  the  full  bene- 

fit, the  majority  appear  to  expect 
a  quite  pronounced  revival  of  trade 
and  the  necessity  of  increasing  out- 

put. 

Labour  troubles  have,  from  time 
to  time,  been  experienced  in  these 
as  in  other  industries  when  the  ne- 

cessity of  reducing  reduction  costs 
has  brought  into  question  the  exist- 

ing scales  of  wages.  Fortunately, 
these  difhcultirs  have  generally  been 
settled  amicably.  An  instance  oc- 

curs in  the  recent  announcement 
that  the  Hawick  Hosiery  Manufac- 

turers' Association  and  the  local 
operatives'  union  have  agreed  to 
an  immediate  reduction  of  wages 
by  17  1-2  per  cent,  in  the  case  of 
adult  workers,  and  of  20  per  cent, 
in   the  case   of  apprentices. 

This  and  other  similar  develop- 
ments will  undoubtedly  have  a 

marked  effect  in  improving  the  a- 
bility  of  British  manufacturers  to 
meet   foreign    competition. 

Complete  Lines  at  Keen  Values  in 

Underwear 
Shirts Ties 

Gloves Hosiery 

Miller  Men's  Wear  Limited Miller  Bldg. 

44-48  York  St.,      -        TORONTO 

"  Everything  in  Men's  Furnishings" 

Washable    Clothing 
AND    SPECIALTIES 

WHITE  DUCK  COAT8  in  All  Styles 
SUMMER  CLOTHING       LUSTRE  COATS 

WAREHOUSE   and   AUTO   DUSTERS 
DUCK    AND    FLANNEL   PANTS 

MEN'S    APRONS 

OFFICIAL  BOY  SCOUT  UNIFORMS  AND 
COMPLETE   OUTFITS 

MILITIA    AND    CADET    UNIFORMS 
BREECHES    AND    MILITARY    SUPPLIES 

The  Miller  Mfg.  Co.,  Limited 
44-46    York   Street,  -  TORONTO 

The   Oldest  and   Largest   Specialty 
Clothing:  House  in  Canada. 

Handkerchiefs,  Cam- 
i  s  o  1  e  s,  Neckwear, 
Boudoir  Caps,  Baby 

Yokes,  Spats,  Accor- deon  Pleating,  Fancy 

Dry  Goods  and 
Smallwares,  Veil- 

ings, Quick-on- Veils,  Cap  Shape 
Nets,  Knitted  Scarfs,  Baby  Bon- 

nets, Coats,  Ribbons,  Necklaces, 
Laces  and  Nets,  Embroideries, 
Buttons,  Beads,  Braids  and  Tas- 

sels, Marabou  Trimming,  etc., 
etc. 
We  can  give  immediate  delivery 

WESTERN  VEILING  COMPANY 
222  McDermot  Aye.  WINNIPEG 

W.  J.  COLLETT 

Manufacturers'  Agent 
302  Hammond  Bldg.,  63  Albert  St. 

WINNIPEG 

Wraps  and  Suits  for   Assort- 

ing- 

Canton  Crepe  Dresses. 
Kitten  Ear  Satin  Dresses. 
Taffeta  Dresses. 
Cotton  Voile  Dresses. 
Silk  Waists. 
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The 
and* 

SANITARY    NAPKINS 
Conveniently  and  attractively  packed ;  half 
dozen  and  dozen  cartons ;  individual  transparent 
envelopes:    and    compressed    in    individual    boxes. 

Write     for     interesting     prices. 
HYGIENIC       FIBRE        COMPANY 
200  Broadway      New  York  City 

RedSeal  Zephyr  Ginghams 
Everett  Classics 

Eden  Cloth  -  Peggy  Cloth 
Standard  Woven  Cotton  Fabrics 

SMITH, HOGG  &COMPANY 
115-117  WORTH  STREET- NEW  YORK 

Boston-77  Summer  St.        Chicago-226  West  Adam  c  t 

RIBBONS    OF    DISTINCTION 
'J-C"   Ribbons   have   peculiar 

/     "^Fm^^^\       cnarm       Widely    advertised    to 
y  —    MM  \^     Hk'      consumer      under      their 
f^JjL^^j  \    trade-mark     names     for     the ^^•^■^#  \\    iiioteeiiuu  of  the  dealer. 

"SATIN     DE     LUXE" 
"TROUSSEAU" 
"LADY    FAIR" 

"SA.VKANAC"    "VIOLET" 
"DtEMOOBAOY" 

JOHNSON.    COWiDIN    &   CO.,     40   E.    30th    St. 
New   York.   N.Y.  Made  in    U.S.A. 

CUSHIONS 
FOR 

Verandas  and  Boating 
At  Special  Prices 

The  Toronto  Feather  &  Down  Co.,  Ltd. 
2154-56-58  Dundas  St.,  W.,  Toronto 

B  LAN  K  E  T  S 
PRIESTLEY  BROTHERS 

Blanket  Manufacturers 

GROVE  MILLS  HALIFAX 

Telegrams  and  Cables,  "Blankets"  Halifax 

Codes,  A.B.C.  5th,  and  Bentley's 

TAPES 
ALL  WIDTHS  AND  QUALITIES 

CARRIED  IN  STOCK 

Walter  Williams  &  Co. 
508  READ  BLDC.  MONTREAL 

2:  WELLINGTON  ST.  W.,  TORONTO 

The  Dressmakers'  Supply   Co. 
Dressmakers'    Supplies 

Better  Quality  Beltings 
Buttons  for  Cloaks,  Suits  and  Dresses 

77  YORK  STREET         -  TORONTO 
Telephone  Adelaide  3292 

Lace. —  A  better  tone  developed 

toward  the  end  of  June,  in  thy  Not- 
tingham lace  and  making-up  trades. 

Demand  generally  has  shown  im- 
provement, lace  scarves  in  dainty 

designs,  embroidered  and  in  various 
motifs    being    especially    in    request. 

The  number  of  inquiries  being  re- 
ceived and  the  improved  industrial 

position  generally  have  given  rise 

to  a  more  hopeful  feeling  and  man- 
ufacturers regard  the  future  with 

more  optimism  than  has  been  no- 
ticeable for  a  long  time  past.  It  is, 

in  fact  thought  that  the  "fair  va'- 
ues"  scheme  which  manufacturers 
and  finishers  have  adopted  and 
which  has  served  to  stabilize  rates, 

at  a  fair  level,  together  with  the  de- 
pletion of  stocks  which  has  been 

taking  place  during  the  past  few 
month?,  renders  a  revival  in  trade 

in    the   near    future    practically   cer- 

It  will  be  remembered  that  at  the 

ys.rn  testing  bureau  at  Nottingham 
University  College  an  invitation  was 
extended  to  tl.e  lace  trade  so  take 

part  in  the  scheme.  It  is  row  re- 
ported that  tho  loce  trade  has  ac- 

cepted the  in  vicar  .on  and  in  conjun- 
ction with  the  hosiery  ̂ nd  yarn 

trades  has  guaranteed  the  cost  of 

equipping  and  maintaining  thi?  bur- 
eau, which  will  now  be  extended  to 

include    subjects   relating   to    lace. 

The  venture  promises  to  be  high- 
lv  successful  and  it  is  proposed  to 
commence  in  the  autumn,  a  course 

of  classes  in  commercial  subjects  re- 
lating  to    these    subjects. 

The  John  B.  Hutchins  Company, 

Toronto,  have  taken  over  the  Ideal 

Women's  Wear  company.  The  two 
plants  are  being  moved  to  the 
Ladies  Wear  Building,  559  Col- 

lege St.  West,  where  the  new  busi- 
ness will  be  carried  on  under  the 

name  of  the  John  B.  Hutchins  Co. 

Mr.  John  Tanner,  former  President 

of  the  Ideal  Women's  Wear  will  be 
associated  with  the  new  firm. 

Lady  Kingsmill  has  opened  up  a 
shop  at  the  very  entrance  of  the 
Chateau  Laurier,  Ottawa.  In  doing 
this,  she  is  following  the  example 
of  many  English  women  of  title, 
who  have  establishments  devoted 

to  women's  requirements  in  London 
"Paris  has  come  to  Ottawa"  said 
one  woman  after  visiting  Lady 

Kingsmall's  attractive  shop,  where 
all  kinds  of  beautiful  gowns  and 

alluring  lingerie  greet  the  Chateau's 
feminine    guests. 

SIGN  WRITING 
Do  your  own  card  writing 

Write  for  our  catalogue  which  will  tell  you 
what  you  need.    Best  goods  at  closest  prices 

ARTISTS'  SUPPLY  CO. 
77  York  St.,  Toronto 

Mention  this  paper  when  writing. 

WILL  P.  WHITE,  LIMITED 
Head  Office: 

Toronto 
65  Simtoe  St. 

Montreal 
137  McGill  Street 

Manufacturers'    Agents    and    Distributors 

Textile   and    Smallwares   Specialities. 

U  holesale  and  Manufacturers  Only  Supplied. 

MESH     BAGS 

In  Silver,  Gun  Metal  onci  Green 

Gold  Finish,  Metal  Frames  for 
Ladies'  Hand  Bags. 

Made  in  Canada  for  the  Canadian  Trade 

WHITING  &  DAVIS  CO. 
SHERBRCOKE  QUE. 

_j^D.B.F.sk&Co. 
cflb^Z**  Chicago 
Mr- RCH  ANDIi 

Chicago 

New  York  Salesroom: 
Open   Throughout  the  Year 

411  Fifth  Avenue 

When   in   Montreal    call  to  see  us 

at  our  New  Address 

Fraser  Publishing  Company 
Rooms  404, 405, 406  Southam  Bldg.,  128  Bleury 

Just  a  few  doors  north  of  our  old  address 

Are   you    using    1921    Textile   Products 
Directory  ? 

.Smallwares 
  AND   

Hosiery 
The  Robert  Hyslop  Cq  uwjisp 

HAMILTON.  ONTARIO 

Manufacturer  s 

329-331   Fourth  Ave.,  N.  Y. 

SUPERBA  BINDING 

BRAIDS,   CORDS,   DRESS   TRIMMINGS 

Fred  Jones  &  Company 
Manufacturers  and  Im  or  las 

Babies'  Hand  Crochet  Goods  Notions 
Babies'  Hand  Knit  Goods  NoveJties 

Art  Needlework  Materials 

Room   712,  Empire   Building 

64  WELLINGTON  ST.  WEST,   TORONTO 
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Thompson  Lace  &  Veiling  Co.,  Limited 

Laces,  Veilings,  Geor- 

jrettes.  Ninons.  "Mj 
Lady"  Silk  Hair  Net*. 
Princess  Pat  Human 
Hair  Nets,  Sport 
VeiU. 

Cor.     Wellington     and 
York    Sta.. 

Toronto,    Canada. 

Real     HARRIS,  LEWIS    and 
SHETLAND  HOMESPUNS 

Direct    from    the    makers.     Soeoial    litrht 

weights    for    Ladies'    wear — all    shades. 
Patterns   and   Prices  on   Application 

A.  NEWALL  &  SONS,  Stornoway,  Scotland 
State    thadt  desired  and  whether  for  Ladies   or  Cents 

"HOOSIER" 
The  belt  36-<nch  brown 
domestic  in  America 

Buy  it  by  the  bale; 
tell  it  by  the  bolt 

Indiana   Cotton    Mills 
Ca  n  nel  ton,  1  nd.,UJ5.  A. 

T.  H.  Birmingham  &  Co. 
LIMITED 

533  College  St.,  TORONTO 
Makers  of 

Women's  High  Grade 
Neckwear 

1  The   Exclusive  Neckwear  House' 

9 

TRADE  MARK 

rnth  _m     Prices 
Latest  \±;  JU£Z?  i>  from 

Popular 

Styles and 
Materials 

$  1 8.oo 

per  doz. tO  $12.00 

each. 

"EVERYTHING  IN  SILKS" 

M .  Ascher  Silk  Corp. 
Distributor* — Iroquois  Silk  Mills 

102    Madison    Avenue,    New    York 

MAKE     THE    BEST    OF    THE 
SPRING  SELLING  SEASON 

by  using 

Wooding' s  Sho-Cards and  Price   Tickets 
G.L.  WOODING.  P.O.  BOX  62,  SALMON  ARM,  B.C. 

•  Range  of  SKIRTS  in  Canada 
at  the  lowest  prices. 

eing  shown. 
Samples  and  Prio  lest. 

Wegler  Skirt  Co. 
Duhrule    Bid*.'.    Montreal 

At  the  recent  fur  auctions  held 
in  Winnipeg  this  month,  buyers 
were  present  from  Montreal,  New 

York,  Edmonton,  Seattle  and  Min- 
neapolis. 

Examples  of  the  work  done  by 
the  Painted  Fabrics  Association  of 
Sheffield,  England  are  being  shown 
at  the  Canadian  National  Exhibi- 

tion. The  association  which  is  re- 
sponsible for  this  industry,  is  com- 

posed of  three  hundred  war  veter- 
ans, who  have  now  undertaken  this 

work  as  the  outcome  of  their  occu- 
pational therapy  training  in  the 

English  military  hospitals.  They 

have  already  placed  it  on  a  self- 
supporting  basis.  A  very  success- 

ful exhibition  of  this  handicraft 
was  held  in  New  York  recently  and 

as  a  result  these  handpainted  fa- 
brics are  being  taken  up  by  some  of 

that    city's    best-known    women. 
For  beauty  of  color  and  design 

it  is  claimed  that  these  fabrics  can- 
not be  surpassed.  Besides  making 

materials  for  women's  wear,  such 
as  blouses,  lingerie,  scarves  and 
gowns,  the  veterans  have  a  branch 
devoted  to  interior  decorating,  the 
designs  being  carried  out  in  any 
period  and  after  any  idea  desired. 
Some  of  the  largest  English  thea- 

tres are  using  stage  scenery  made 

by  these  artists. 
It  is  through  the  courtesy  of  the 

Soldiers'  Comfort  Department  of 
the  D.S.C.R.  that  the  work  is  being 
shown  in  Toronto. 

W.  H.  Grey  has  been  appointed 
Western  Representative  for  Hodges 
and  Lettau,  the  Montreal  veiling 
house  and  will  cover  the  territory 
from  Montreal  to  Vancouver  for 

them.  Mr.  Grey,  prior  to  his  ap- 
pointment, was  a  member  of  the 

Overseas  Force  and  was  with  the 
British  forces  in  Palestine. 

Three  hundred  and  eighty  five 
miles  in  1G  rainy  days,  with  one 
dry  day,  tells  the  story  of  the  canoe 
trip  from  the  trading  post  of  At- 
tawapiscatt,  James  Bay,  made  by 
Louis  Martineau  a  Toronto  fur  deal- 

er. Mr.  Martineau  reports  that 
furs  were  not  as  plentiful  as  usual 
and  that  foxes  are  almost  extinct. 
This  is  the  result  of  the  ravages  of 
disease. 

The  offer  of  a  British  firm  to  sell 

40,000  ready-made  suits  of  men's clothes  at  £1  19s  each,  in  Vienna, 

Austria,  has  resulted  in  a  contro- 
versy  between     the   entire     Vienna 

VEILINGS  and 
SILK  NETS 

HODGES  &   LETTAU 
232  McGill  St. Montreal 

FOR    HONEST   VALUE   AND 
SATISFACTION 

CROWN  PANTS 
Will    increase   your   sales.      Our   production 
has   increased  60%   over   former  years. 

CROWN  PANTS 
322    Notre    Dame    West, MONTREAL 

FALL    1921 
BUCKRAM    SHAPES 
NATIONAL  HAT  FRAME  CO. 
SHOW  ROOM  66  Wellington  Street  W.Toronto. 

Special  Sample  Assortment  sent  on  Approval 

INQUIRIES     SOLICITED 

Mr.  J.  Munro  -  Representative 

Canada's 

Largest  Makers  of Cotton  Flags 
Write  for  Price* 

THECOPP,  CLARK  CO., 
517  Wellington  St.  West       Toronto 

J.  CH  AN  ANIE 
Wholesale  Dry  Goods  importer 

has  removed  to  larger  and   more  central  premises  at 

323  NOTRE  DAME  ST.  WEST 
MONTREAL 

where   he  will  render    still  more    efficient  service  than 
in  the  past 

J.  F.  Carnall  &  Co.,  England 
HOSIERY  MANUFACTURERS 

Men's,  Women's  &  Children's Heather    Hose 

Complete   Stock   Carried   in   Toronto  by 

A.  M.  Duncan 
39    Adelaide    St.    W..  -  TORONTO 

Canadian  Made  Underwear 
Commission  firm  with  sample 

rooms  and  offices  in  Montreal, 
Toronto  and  Winnipeg  desires  the 

agency  of  a  Canadian  manufactur- er of  Woollen  Underwear. 

Long  connection  with  the  trade. 
Wholesale  only.     Write  care  of 
BOX  182,  DRY  GOODS  REVIEW, 
143-153    University   Ave.,   Toronto 

BONTEX  IMPORT  CO. 

Ladies'  &   Children's   Whitewear Bloomers  our  specialty 

Children's  Rompers,  Girls'  Dresses, 
Always  in  Stock 

64   Wellington   St.  W.,  TORONTO 
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Choir  Gowns 
The  Best  in  Design 
The  Best  Made 
The  Most  Reasonable   in    Price 

HARCOURT  &  SON,   LIMITED 
103  King  Street  W.,  Toronto 

CLIMAX  PAPER 
BALERS 

ALL  STEEL-FIREPROOF 
"Turn*    Waste 

into  Profit" 12  SIZES 

Send  for  Catalog 

CLIMAX  BALER  CO. 
Hamilton,  Ont. 

STERLING  DRESS  CO. 

Popular-Priced  Ladies'  and  Misses' 
DRESSES  and  SKIRTS 

220  KING  ST.  WEST  -  TORONTO 
ADELAIDE  3857 

SILKS 
I  represent  in  this  country  some  of  the 
most  reliable  Manufacturers  of  High- 
Grade    SILKS,     In    plain,    fancy    weaves. 

Quality    and    Novelty    is    my    motto. 

J.  H.  GAGNON 
108  Dandurand  Bldg.        Montreal 

The  Canadian  Whitew^ar  Mfg.  Co. 
Manufacturers  of 

Whitewear  and  Silk  Underwear 

Ladies'  and   Children's 

Popular  Prices  -  Exceptional  Values 

15  NOTRE  DAME  ST.  E.,  MONTREAL 

Press  and  the  master  tailors  and 
clothing  merchants  of  that  city. 
The  press  demands  that  the  deal  be 
permitted  pointing  out  that  the 
native  dealers  charge  at  least  10,- 
000  crowns  for  a  suit  of  the  same 

quality  as  the  British  concern  of- 
fers for  4,600  crowns.  So  far  the 

Ministry  of  Trade  has  refused  the 
import   license. 

Lloyd  W.  Adams  and  T.  H.  Bar- 
rett have  recently  started  in  busi- 
ness under  the  firm  name  of  The 

Adams-Barrett  Co.  with  offices  and 

sample  room  in  the  Empire  Build- 
ing, Toronto.  The  lines  carried 

are  veils,  veilings,  beads,  hair  nets, 
and  kindred  lines. 

Hugh  J.  Fox,  the  well  known 
Toronto  amateur  hockey  player  has 

been  appointed  Toronto  Sales  re- 
presentative of  Bates  &  Innes,  Ltd. 

of  Montreal,  dealers  in  underwear 
and  blankets  and  Canadian  agents 
for  several  British  lines.  His  office 
is   152  Bay   Street. 

GERSTENZANG    BROS. 

Popular  Priced 
Flowers  and  Feathers 

670-674  Broadway,  NEW  YORK  CITY 

LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines, 
Window  Decorations,  Japanese  and 

Chinese  Decorations,  Papier  Mache 
Novelties,  Electric  Lighted  Flower 

Bushes.  Write  for  our  Catalogue.  It's 
free  for   the  asking. 

The  BotanicalDecoratingCompany 

(Incorporated) 
208  W.  Adams  St.,  Chicago,  111. 

JOSEPH  G.  HAWA  &  CO. 
367  St.  Catherine  St.  W.,  Montreal 

PENNANTS  PILLOW-TOPS 

CHAIR-PADS 
MADE  BY 

Canadian   Manufacturing  of  Novelty 
49-51  Boucher  St. 

MONTREAL 

REID  CHILDREN'S  DRESSES 

IT'S  NO  COINCIDENCE 
that  the  least  of  our  worries  is  the  marketing  of  our  Chil- 

dren's Dresses. 

Mothers  have  found  them  ideal  Children's  Dresses  in  every 
way — and  merchants  are  constantly  expressing  their  ap- 

proval in  substantial  orders. 

Designed  and  made  by  Specialists  in  Children's  Dresses. 

G.  F.  REID  &  COMPANY 
Brampton,  Ont. 
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INSPIRATION 

IN  "OLD  BLEACH" 

Just  to  handle  really  fine  Irish 

linen — the    heavy,    rich  'feel' 
of  the  fabric,  is  an  inspiration 

— to  your  sales  force  toward 

greater  selling  effort — 

— to    your    customers    in    a 

greater  inclination  to  buy. 

"Old  Bleach"  Pure  Irish  Linens 

combine  BEAUTY  —  QUALITY 

and  VALUE  in  making  the  invalu- 

able merchandising  asset  of  AT- 
mosphere. 

Old  Bleach  Linen  Co. Ltd. 
Regd.  Trade  Mark. 

23-  25  East  26th  Street    New  York 

Canadian  Representative:  W.  H.  STELEY 
22  West  Wellington  Street 

Toronto,  Ont. 
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Handy  Map  for  Visitors  to  Toronto 
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Tear  out  this  page  and  use  it  as  a  convenient  guide  when  making  calls  in  Toronto  at 
Exhibition  time.  The  firms  listed  below  cordially  invite  you  to  visit  them  when  you  are 
in  Toronto  for  the  Exhibition.    Read  their  advertisements  in  this  issue. 

Adams-Barrett  Co.,  324  Empire  Bldg.,  64  Wellington  St.  W. 
Allen    Bros.    Company,   883    Dundas   E.,   Broadview   car. 
Allen   Silk  Mills,  43   Davies  St.,  King  car  east. 

Artists'  Supply   Co.,  77  York   St. 
Baker,  R.  L.   &   Co.,  84  Wellington   W. 
Belding-Corticelli,  Ltd.,  79  Wellington  W. 
Bernhard,   Morris  Co.,  24  Wellington  W. 
Birmingham,  T.  H.  &  Co.,  533  College  St.,  College  car. 
Bontex  Import  Co.,  64  Wellington  W. 
Brock,  W.  R.  Co.,  Cor.  Bay  and  Wellington  Sts. 
Canadian   Leather   Products,  Ltd.,  opposite   Union    Station. 
Canadian   Perfect  Garment  Co.,  515   College   St.,   College  car. 
Canada   Veiling   Co.,   84  Wellington   St.   W. 
Clatworthy  &  Son,  161  King  W. 
Copp,  Clark  Co.,  517  Wellington  W.,  Bathurst  car. 
Counter  Costume  Co.,  131   Spadina  Ave.,  Belt  Line  car. 
Dale   Wax   Figure   Co.,  86   York   St. 
Davis,  Henry  &   Co.,  253  Spadina  Ave.,  Belt  Line  car. 
Debenhams,  Limited,  66   Wellington   W. 
Dominion    Ostrich   Mfg.    Co.,   78   Wellington    W. 
Dressmakers'   Supply   Co.,   77   York   St. 
Duncan,  A.  M.,  39  Adelaide  W. 
Gipe-Hazard    Store   Service   Co.,   113    Sumach    St.,    Broadview 

car. 
Godde,   Bedin,  Albert  &   Cie,  64   Wellington   W. 
Gossard,  H.  W.  Canadian   Co.,  366  Adelaide  W. 
Goulding,  G.  &  Sons,  55  Wellington  W. 
Hambly   &   Wilson,   Ltd.,   11   Wellington    W. 
Harcourt  &   Son,   103   King  W. 

Haugh,  J.  A.   Mfg.   Co.,  King  &  Bathurst   Sts.,   King  car. 
Henderson,  J.  B.  &  Co.,  80  Bay  St. 
Heron  &  Tavlor,  77  York  St. 
Hollins,  Wm.  &  Co.,  60  Front  W. 
Jamieson,  Alex.  &  Co.,  55  Bay  St. 

Jerseys,  Limited,  455  King  W.,  King  car. 
Jones   Bros.   &   Co.,   31    Adelaide   W. 
Jones,   Fred  &  Co.,  64  Wellington  W. 
Kent-McClain,  Ltd.,  181  Carlaw  Ave.,  King  car  east. 
King,  A.  S.  Silk  Co.,  59  Wellington  W. 
Lace  Goods  Company,  79  Wellington   W. 
Ladies'  Wear  Ltd.,  559  College  St.,  College  car. 
Macdonald,  John  &  Co.,  21  Wellington  East. 
McElroy  Mfg.  Co.,  47  Simcoe  St. 
McKinnon,  S.  F.  &  Cfl.,  Cor.  York  &  Wellington  Sts 
Miller  Mfg.  Co.,  44  York  St. 
Miller  Men's  Wear,  Ltd.,  44  York  St. 
Mouterde,  Chas.,  80  Wellington  W. 
National  Cash  Register  Co.,  40  Adelaide  W. 
National    Hat   Frame    Co.,   66    Wellington    W. 
Nerlich  &  Company,  opposite  Union   Station. 
Perfection  Children's  Cloak  Co.,  107  Simcoe  St. 
Phillips,  R.  A.,  77  York  St. 
Phoenix  Novelty   Co.,  152   Pearl  St. 
Prime  &  Rankin,  Ltd.,  74  York  St. 
Pugh   Specialty  Co.,  38   Clifford  St. 
Ritchie,  H.  P.  &  Co.,  38  Clifford  St 
Robertson,  J   M.   Knitting  Co.,  35  Britain   St. 
Ross,  David  W.,  78  Bay  St. 
Rogers-Frankfort    Co.,   107    Simcoe    St. 
Sale,  Julian  Leather  Goods  Co.,  600  King  W 
Sterling  Dress  Co.,  220  King  W. 
Stoffel  &  Co.,  77  York  St. 
Thomson   Knitting  Co.,   15   Morrison   St.,   King  car  west. 
Thompson  Lace  &  Veiling  Co.,  York  and  Wellington  Sts. 
Toronto  Feather  &  Down   Co.,  2154  Dundas  W.,  Dundas  car. 
Westlake  Brothers,  Limited,  24  Wellington  W. 
Western  Leather  Goods   Co.,  255   Richmond   W. 
Westwood,   C.   H.   Mfg.   Co.,  108   Wellington  W. 
Winnett  &   Wellinger,   Ltd.,   350   Sorauren   Ave.,   College   car. 

Wrinch,  McLaren,  Limited,  Cor.  York  &  Wellington   Sts. 

Queen   car  west. 
Queen  car  west. 

Belt  Line  car. 

King  car. 



K.4 DRY     GOODS     REVIEW 

INDEX  TO  ADVERTISERS 

A 

Aberdeen  Glove  Company        27 
Acme  Dress  Company       139 
Acme  Glove  Works,  Limited     
Adams.    Barret    Co       64 

Almonte  Knitting  Company         81 
Allen  Bros.  &  Allen  Silk  Mills   76-77 
American  Pad  and  Textile  Company     10 
Anderson,  Peter        18 
Anderson  &   Thomson          22 
Art  Garment  Co     133 

Artist  Supply  Company     151 
Ascher  Silk  Company        152 
Atlantic  Underwear  Limited        92 

Atlas  Garment  Mfg.  &  Trading  Co  140 

Baker,  Richard  L.  &  Company    ...65-66 
Ballantvne  R.  M.  &  Company       84 
Bastard,  J.  &  W       16 
Bates  &  Innes          86 
Belding  Corticelli  Limited   .  .Back  Cover 
Biltmore    Curtain    Company         127 
Birmingham,  T.  H.  Co.,  Limited   . .   152 
Bishinsky  Bros      139 
Botanical    Decorating    Company    .  .   153 
Bontex  Import   Company        152 

Bradford    Dyers'   Association   Ltd.  .      17 Bradstreets  Limited         91 
Brantford  Felt  Novelty  Company  .  .   150 
Brock  Co.,  W  .R.  (Montreal)          29 
Brock  Co.,  W.  R.  (Toronto)  Front  Cover 

         31 

Buritt  A.,   Company     -.-..     89 
Butterfield,  Fred  &  Co.,  Inc       48 

C 

Calico   Printers'  Association,  Ltd..  .     25 
Campbell,    Metzger    &    Jacobson.  .  .     64 
Can.  Braid  &  Trimming  Co     150 
Can.   Costume    Co     142 
Canada    Veiling    Company       93 
Canham  Co.,  Victor  H     120 
Can.  Fur  Auction  Sales  Co       49 
Canadian  Leather  Products,  Ltd.  .  . .    112 
Can.  Manufacturers  of  Novelties   .  .   153 
Canadian    Perfect   Garment        140 
Can.  Whitewear  Mfg.  Co      153 
Carr  &  Sons,  Ltd.,  James        18 
Carnall  Co.,  J.  F   152 
Castle  Braid   Company         151 
Chananie,  J      152 
Chipman,  Holten  Knitting  Co       80 
Clatworthy  &  Sons,  Ltd   Inside  Back 

Cover 
Climax  Baler  Co      153 
Circle  Bar  Knitting  Co             9 
Cumming  &  Cummings  Ltd        52 
Collett,  W.  J     150 
Copp,   Clark   Co      152 
Counter  Costume  Co     141 
Craftana          26 
Crown   Pants   Co     152 

D 

Daly  &  Morin,  Limited       131 
Dale  Wax  Figure  Company     113 
Davis  Henry  &  Company       89 
Davenport,   P          27 
Debenhams   (Can.)   Limited       59 
Dean  Rag  Book   Company   Ltd        26 
Delfosse  &  Company        113 
Dexter  Yarn  Company       92 
Dobson  &  M.  Brown  Co.,  Ltd       22 
Dominion    Hemstitch   Work   Co      142 
Dominion  Oilcloth  &  Linoleum  Co. .   130 
Dominion  Ostrich  Feather  Co        91 
Dominion  Textile  Co     146 
Dressmakers  Supply  Company      151 
Dugeon  J.  &  Company       150 

E 

English     Velvet     &      Cord      Dyers' 
Association       19 

European  Novelty  Company    64 
Exhibition  Map       155 

F 

Faire  Bros.,  Company  Ltd    14 
Farmer  Milford      139 
Federated  Leather  Goods  Co.,  Ltd.  .  .  94 
Fisk  &  Company      151 
Fraser  Publishing      151 

G 

Garland  Son  &  Co.,  John  M       3 
Gagnon  J.  H    153 
Gardner  M.  Company,  Limited    141 
Gertenzeny   Bros    153 

Gipe-Hazard  Store  Service    142 
Goderich  Knitting  Co    86 
Greenshields  Ltd      1 
Godde  Albert  Bedin  &  Cie    28 

Goulding  G.  &  Co     58 
Gossard,  Can.  H.  W.  &  Co.,    63 
Griffin  Gloves  Limited    65 

H 

Hambly  &  Wilson          101 
Harcourt  &  Sons,  Ltd     153 
Harvey  Knitting  Co       83 
Hawa,  Joseph  G.  &  Company  144-145-153 
Harrott  &  Company,  Limited         24 
Haugh  Mfg.  Company,  Ltd.,  J.  A..  .     28 
Hawthorn  Mills  Limited         82 
Henderson  &    Smyth        152 
Henderson,  J.  B.  &  Co     133 
Heron  &  Taylor           11 
Hollin  &  Co.,  Ltd.  Wm       23 
Hoover  Suction  Sweeper           7 
Hyslop  Co.,  Robert     5-151 
Hygienic  Fibric  Company        151 

I 

Infants  Footwear  Company       27 
Indiana  Cotton  Mills        152 

J 

Jamieson  Alex.  &  Company     129 
Jauffred  &  Gariel     22 

Jersey's   Limited       88 
>  Johnston,   Crowdin  &   Co.,       151 
Jones  &  Company,  Fred    151 
Jones   Bros.,   &    Company   Ltd..  .114-145 
Julien  Sales  Leather  Goods    95 

K 

Kelly  T.  K.  Sales  System       27 
Kent-McClain   Limited      9-118-142 
King  &  Co.,  John       24 
King  Silk  Co.,  A.  S.  Limited         2 

L 

Lace  Goods  Compnay    126 
Ladies'  Wear  Limited      105 
Lamson  Company      121 
Lazare  &  Novek    142 
London  Hosiery  Mills  Ltd    65 

M 

Macdonald,  John  &  Company    75 
Martin  &  Co.,  P.  P.  Limited    4 
McElroy  Mfg.  Company    139 
McKinnon,  S.  F.  &  Company    53 
McMartin  &  Co.,  E.  W    139 
Miller  Mfg.  Company    150 
Millers  Men's  Wear  Limited    150 
Mitchell   Woollen  Company       91 

Molson,  Walter  &  Co    101 
Morton  &  Co.,  Robert    26 
Monarch  Knitting  Co    85 
Morris    Bernhard    Co    128 
Moulton  Mfg.  Co.  Limited      101 
Mouterde,  Chas    64 

N 

National  Hat  Frame  Co      152 
National  Cash  Register  Co         8 
Nerlich  &   Co      100 

Newall  Mfg.  Company  S.  A      152 
North  American  Dye  Corp        10 

O 

Old  Bleach  Linen  Co    154 

P 

Palmenberg's   Sons,  Inc   120 
Peerless  Underwear  Co.  Ltd    88 
Phillips,  R.  A    99 
Phoenix   Noveltry    Company       140 
Photo  Kraft  Studio  Limited    147 
Porritts  &  Spencer  (Can.)  Ltd    78 
Perfection  Children's  Cloak  Co    139 
Priestley  Bros.   .    151 
Prime  &  Rankin  Ltd    132 
Pugh  Specialty  Company     98 

R 

Racine  Alphonse  Limited    6 
Regent  Cloak  Company     140 
Reid,  F.  G.  &  Company    153 
Rigg  Bros.  Limited       20 
Ritchie,  H.  P.  &  Company    5 
Ritchie,  John  E.  &  Company    91 
Robertson,  J.  M.  Knitting  Co    86 
Rodden,  F.  A.  &  Company    150 
Rogers  Frankport  Company    139 
Ross,  David  W   42-43 
Royal  Dress  Company    143 

S 

Scott  Bros.  &  Company    21 
Scott,  Peter  &  Company  Limited  . .  15 
Smith,    Hogg    Company       151 
Sterling  Dress  Company    153 
Stoffell  &  Company    11 
St.  Catharines  Silk  Mills    66 

T 

Thompson   Knitting   Co       90 
Thompson  Lace  &  Veiling  Co   152 
Toronto  Feather  &  Down  Co     151 
Trainor  Mfg.  Co     139 
Turnbull  C.  &  Company       87 

V 

Venus  Silk  Hosiery  Mills      66 
Veiglemann,    Robert        151 

W 

Walker  Bin  &   Store  Fixture   Co...  132 
Wabasso  Cotton  Co.  .Inside  Front  Cover 
Watson,  John    22 
Warner  Bros    62 
Wegler  Skirt  Co    152 
Western  Leather  Goods  Co    97 
Western  Veiling  Co    150 
Westlake  Bros.  Ltd    97 
Westwood,  C.  H.  Mfg.  Co    30 
White,  Will  P.  Limited      151 
Whiting  &  Davis       151 
Williams,  Walter  &  Co.,  Ltd.    ..101-151 
Wilson  &  Company    18 
Winnett  &  Wellinger  Ltd    96 
Wooding   G.   L    152 
Wright  Sons,  Wm.  E.  Co    104 
Wrinch  McLaren  Company    104 
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Adam  Period  Fixtures 
Already  this  new  style  of  fixture,  illustrated  above,  has  aroused  much 

comment  of  appreciation  and  approval.  We  have  made  such  a  careful  study 
of  the  details  of  this  Period  style,  we  know  our  Fixtures  to  be  accurate  adapt- 

ations of  the  original  Adam  style  of  design. 
Fixtures  following  designs  of  this  and  other  interesting  Periods  are  shown 

in  our  handsome 

New  Catalogue  of  "Decorative  Wood  Display  Fixtures" 
We  invite  you  to  send  for  a  copy— or  better  still— if  you  are  going  to  be  in  Toronto   call  at   our    Showrooms    for 

one.     We  are  at  161  King  St.  West— conveniently  located,  close  to  all  points  in  the  Drygoods    District. 

CLATWORTHY    &     SON,     LIMITED 
Incorporated  1908 Established  1896  161  KING  ST.  W.,  TORONTO 

REPRESENTATIVES : 

Vancouver,  B.C.— M       .  Hatt  &  Co.,  Mercantile  Bldg.        Halifax,  N.S.— D.  A.  Gorrie,  Box  273.        Montreal,  Que.— E.  O.  Barette  &  Co., 
301  St.  James  Ci-etec— Nap.  Eebigaie,  205  Rue  des  Fosses.  Travelling  Western  Representative— S.  J.  Barley. 

nil TTTTTT 

mi 
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SPERO  MODEL  FACTORIES.     LANCASHIRE 

SPERO 
ON    SELVEDGE    OUR    GUARANTEE 

BRITISH MAKE 

SUPER-STANDARDISED     QUALITY 

COTTON    GOODS 
"THE    BEST   IN   THE   WORLD" 

Flannelettes 

Longcloths 

Velveteens 
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Buy    VC^hat    You   Can  Sell   Quickly! 

A 

Here  it  is  -  La  Mode  Hair  Net! 

Made  of  the  finest  of  real  Human  Hair;  ab- 
solutely sanitary.  Cap  and  Fringe  styles. 

All  shades. 

Every  Net  Guaranteed! 

The  envelope  reproduced  above  is  the  result 
of  much  planning  and  designing  for  years, 
to  find  the  most  attractive  possible. 

See  our  Salesman,  wire,  write  or  phone  for 
sample  assortment.  Shipment  same  day  as 
received. 

This  is  one  more  line  added  to  our  pro- 
ducts, and  as  heretofore,  we  can  offer  this 

line  with  pride  and  complete  confidence  in 
its  ability  to  live  up  to  the  standard  repres- 

ented in  the  maker's  name — always  a  Pledge 
of  Quality. 

Colors: 
Mid. 

Dark 

Light 
Elonde 

Black 

Auburn 
White 

Grey 

Ladies   Wear,  Limited 
563    College   Street,    Toronto 

W.  F.    Goforth,  President. 

v. 
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GREENSHIELDS- 
1  HE  OPEN  DOOR  TO  NEW  ACCOUNTS 

Where  there 's  a  Store  in  Canada 
There's  a  place  for  our  Goods. 

OUR  MOTTO: 

Good  Merchandise -Good  Service 

This  dominated  our  ideals  as  an  Organization,  for  it 
was  rightly  realized  that  only  upon  Service  and  Mer- 

chandise could  an  enduring  market  be  built. 

OUR  SEVENTEEN  DEPARTMENTS 

are  replete  with  Goods  which  stand  for  Quality, 

Style  and  Value — it's  our  history — for  years,  and  we 
stand  ready  to  prove  it.  Send  in  an  open  order- today. 

Sample  rooms  from  the  Atlantic  to  the  Pacific 

"Everything  in  Dry  Goods" 

GREEHSHIELDS  LIMITED 

Victoria  Square1 
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I 

.  Etna  H>tlk  Company 
Himiteb 

"(Efje  g>tlb  ̂ outfe  of  Canaba" 

A  UTUMN 

The  Season  s  Smartest 

This  Fall  Madame  Fashion  has 

sponsored  Black  most  enthusiastically, 

varying  the  treatment  or  it  to  include 

many  striking  effects  when  combined 

with  other  shades,  bright  and  subdued. 

Especially  popular  and  appealing  are 
the  combinations  or  rare  Autumnal 

•hades    -with  rich   Blacks. 

5 
/ 

L 
K 
S 

Never  have  more  beautiful  line* 

been  shown  in  our  Showrooms  than  now 

at  such  advantageous  prices.  Superb 

quality  to  delight  the  eye  and  the  touch! 

Such  a  galaxy  of  appealing1,  striking  designs 
and  combinations!  Gorgeous  new  Autumn 

tints  rivalling  Nature  s  own  painting, 

including  such  new  shades  as  Matrix, 

Scarab,  Sunburst,  Whirlpool,  Fujiyama, 
Buddha,  Indian,  Firefly,  Navaho,  Fuchsia, 

and    many   others. 

A  visit  to  our  Showrooms  will  pay  you. 

See  samples  in  hands  of  our  Salesmen 

or   ■write   us   direct. 

Immediate 

Deliveries 

JAVANESE   SILKS 
CHINESE  SILKS 

CHARMEUSE 

DUCHESS  SATINS 

GEORGETTES 

CREPE  DE  CHINES 

FANCY  STRIPES 

PLAIDS 

FA  NC  Y  TRIMMING 
SILKS 

PYJAMA  SILKS 

ana 

SILK  SHIRTINGS 

NOVELTY  SILKS 

In  profusion 

%L  &.  2£mg  i£>tlk  Company 
Htmiteb 

59-61     Wellington   St.    West,     'Toronto 
Foreign     Offices: 

Zurich,  Switzerland 

Yokohama,  Jafaan Lyons,  France 
Chefoo,    China 

I 
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DC 

T HE  NEWEST  and  Daintiest  Ef- fects are  all  embodied  in  the 

splendid  range  of  Spring  Dress 
Goods  and  Wash  Goods  we  have 

now  ready  for  your  inspection 

and  conditions  all  point  to  the 

fact  that  you  will  be  wise  to  go 

into  the  question  at  once. 

Voiles 

Organdies 
Batistes 
Dimities 
Linens 

Silk  Ginghams 

Plain  and  Fancy  Tussahs 
Silk  and   Cotton  Tissues 
Domestic  and  Swiss  Muslins 

Canadian      and   Imported      Ging- 
hams. 

And  all  lines  of  staple  summer  goods. 

John  M.  Garland,  Son 
&  Co.,  Ltd. 

Ottawa  -  Canada 

Wholesale  Dry  Goods 

DC 
3E3C DC 
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DEPARTMENT  "G" 

Holiday  Combination  Perfume  Boxes 

Djer-Kiss  Holiday  Boxes,  6  different  lines 

Mavis                 "  "         2 

Lady  Mary       "  "         3 

Marceau            "  "       15 

Colgate             "  "        5 

L.  T.  Piver       "  "         6 

We  carry  in  stock  an  extensive  line  of  European  best  Per- 

fumery, Coty  Perfumery,  L.  T.  Piver,  Ary's,  Houbigant,  L'Hen- 
theric,  Guerlain,  Chs.  Fay,  Roger  Gallet,  Kerkoff,  Bertin,  Plassard, 
Violet,  Nestley,  Dufour  and  Dorin. 

You  may  wish  to  order  a  little  stock  for  Holiday  Season,  if 
so  please  write  us  and  we  will  give  your  orders  our  immediate 
and  careful  attention. 

We  are  sole  Agents  for  Ary's  Perfumery,  Chs.  Fay,  L'Hen- 
theric,  also  for  the  Celebrated  CHATELAIN  Patented  Medicine. 

P.  P.  MARTIN  &  CO.,  LIMITED 
50  ST.  PAUL  STREET  W.,  MONTREAL,  QUE. 

Quebec  :  7  Rue  Charest 

Toronto  :  152  Bay  Street 

Sherbrooke  :  103  Wellington  St. 

Ottawa  :  25  Sparks  Street 

Three  Rivers  :  82  Royal  Street 

St.  Hyacinthe   :  229  Cascade  Street 
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LINGERIE 
Modish    undergarments    of    the    finest 

materials    at     moderate     prices. 
Complete    range    for     Fall   and    Christmas 
now   being   shown   in   the    following  lines: 
CAMISOLES 

KNICKERS 
ENVELOPES 
UNDERSKIRTS 
BOUDOIR  CAPS 

BRASSIERES 
BLOOMERS 
STEP  INS 
NIGHT  GOWNS 
TEA  APRONS 

\ve    solicit    your    inspection. 

HANDKERCHIEFS 
Now   is   the   time    to    place   your    order    for  the 
Christmas  Season,   before  the  range  of  Novelties 
aud    Fancy    boxed    lines    are   sold   out. 
Write    for    a    sample     dozen   of    our   VENISE 
POINT   LACE     HANDKERCHIEFS   to 

retail    at   a    half-dollar.     \A/ondcrful     value   — 
12   patterns  to   dozen, 

H.  P.  RITCHIE  &  CO. 
also  manufacturers  of  Laces,  Embroideries,  Hand- 

kerchiefs, "Merri-Maid     Children  s  Dresses,  etc. 
38-42  Clifford  St,        -        TORONTO 
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OTTAWA 
111  Sparks  St. 

HAILEYBLRY 
Nfatabanlck 

Hotel 

SUDBURY 
Nlckle  Ranae 

Hotel 

SHERBROOKE 

50  Wellington  St. 
THREE  RIVERS 

Main  St. 

The  Proverbial  Latchstring 

Is  Always  Out ! 

Come  and  see  us  when  in  Montreal,  or 

visit  any  one  of  our  salesrooms. 

A  survey  of  our  Fourteen  Departments 

will  show  you  the  wisdom  of  concen- 

trating on  Racine's  live  goods — goods 
that  move  themselves  from  your  coun- 
ters. 

Get  rid  of  every  item  of  slow-moving 

merchandise  at  once.  The  profit  is  in 

turnovers — not  in  leftovers. 

Let  us  help  you  to  make  this  a  record 

season.  Quality  merchandise  at  rock- 

bottom  prices  will  do  it,  and  you'll  find 

it  at  Racine's. 

N.B.--A    new   sample   room    has    been    opened    at 
147    Carling   St.,    London,    Ont. 

QUEBEC Merger  Bldg. 

SYDNEY,  N.S. 

269  Charlotte 
Street 

ST. 
85 

JOHN,    N.B. 
Germain  St. 

RIVIERE  DU  LOUP 
Hotel  Anctll 

Queen  and  Sydney  Sts. 
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This  is  one  oj  tin  series  of  striking 
illustrations  appearing  in  Hooter 
national  advertising.  Orer  six 
hundred  thousand  Hoover  full 
pages  are  circulated  monthly  throni/h 
leading      Canadian      magazines. 

Twelve  Profits  a  Year  on  Your  Investment. 
The  Hoover  organization  has  always  been  opposed  to  overstocking  the 
dealer. 

Hoover  dealers  are  asked  to  order,  direct  from  the  factory,  only  a  single 

month's  supply  of  cleaners  at  a  time. 
This  enables  a  dealer  to  turn  over  his  capital  once  a  month,  to  earn 
twelve  profits  a  year  on  the  money  he  invests  in  Hoovers. 

Regardless  of  the  quantity  ordered  each  month,  whether  it  be  one  or  a 
hundred  Hoovers,  the  dealer  receives  our  maximum  discount. 

A  course  which  tempts  a  dealer  to  overbuy,  or  to  load  himself  up  with 
merchandise  requiring  many  months  to  sell,  is  a  procedure  which 
lowers  his  turnover,  reduces  his  profits  and  proves  a  handicap  to  his 
expansion. 
Our  trained  sales  organization  is  continually  at  your  elbow  to  assist 

you  to  sell  each  month's  quota  of  Hoovers  and  so  enable  you  to  get 
twelve  profits  per  year. 

The  foregoing  explains  why  so  many  dealers  will  tell  you  they  are 
making  more  money  on  Hoovers,  in  proportion  to  the  investment, 
than  on  any  other  merchandise  they  handle. 

If  such  a  policy  appeals  to  you,  investigate  our  proposition.  A  repre- 
sentative will  be  glad  to  call,  without  obligation. 

THE  HOOVER  SUCTION  SWEEPER  COMPANY  OF  CANADA,   LIMITED 
Factory  and  General  Offices:  Hamilton,  Ontario 

^e  HOOVER 
It       Beats.,.        as   it   Sweeps         as    it    Cleans 

MADE    IN    CANADA-BY    CANADI ANS--FOR    CANADIANS 
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11  mi  ir 

LACES 

EMBROIDERIES 
DRESS  TRIMMINGS 

GEORGETTES 
CHIFFONS 

The  Blue  Star  Lines 
for  Fall 

are  complete   in  assortment    and    up-to-the- minute  in  style 

HOSIERY 
BRASSIERES 

HANDKERCHIEFS 
WASH     GOODS 

RIBBONS 

We  ask  your  early  consideration  of  our  large  variety  of 
LACE  NOVELTIES  comprising  METAL  LACES;   Black 

and  Cream  Chantillys,  Venise,  Filet, 
Orientals  and  Valenciennes 

BEADED  NOVELTIES 
SILK  and  COTTON  NETS 

CHIFFONS 
HANDKERCHIEFS 

fflum  JProtterg  (Canaba)  Itmtteb 
Manufacturers     and     Importers    of    Laces, 
Dress    Trimmings    and    Embroideries.     Im- 

porters of  Fancy  Dry  Goods. 

1 2  ST.  HELEN  STREET,  MONTREAL 
New  York       Boston        Philadelphia      Chicago 

Baltimore        Los  Angeles  San  Francisco 
London      Nottingham       Paris      Calais 
Caudry  St.  Gall 

HI" 
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TYPICAL    "INTER-PLACE-ABLE"  UNITS 

INVEST  IN  DISPLAY 

To  increase  'turnover',  to  'unload' 
surplus  stock,  to  introduce  new 

'lines',    in  fact    To   Sell   Goods. 

DISPLAY  YOUR  WARES 

Write  for  Catalog  and  Prices 

Kent-lffqain ^TbRQjvro  ShowCasf  Co)    Limited 

181-199  CARLAW  AVENUE 
  TORONTO   
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*Iriow  to  dispose  of  those  overstocks  is  a  question  that  we 
have  the  ability  to  answer — not  because  we  are  better 
men — wiser  in  retailing — but  because  we  have  devoted 
the  larger  part  of  a  lifetime  to  the  business  of  rapid- 
mere  hand  lsing. 

*INo  gain  is  to  be  found  in  the  selling  of  large  quantities 
of  your  goods  at  the  cost  of  overloading  your  regular 
customers — no  profit  for  you  in  selling  at  ridiculously 
low  prices — and  this  is  neither  necessary  nor  good  retail- 

ing, and — 
•IThru  a  very  careful  analysis  of  local  conditions,  local 
sentiment,  and  your  standing  as  a  merchant — a  selling 
plan  is  built  up  in  our  organization  by  thinking  experts — 
that  is  individually  your  plan  of  operation — not  for  a 
short  sale — but  for  the  whole  year  over  which  the  service 
extends. 

^The  result — a  very  satisfactory  and  profitable  sale — one 
that  cleans  the  stock,  leaving  it  staple  and  salable, 
produces  a  healthy  growth  of  new  business,  and  provides 
the  means  for  a  continued  expansion  that  creates  volume 
— turnover  and  decreases  selling  costs. 

CJFor  a  complete  analysis  and  explanation  of  our  plans  for 
your  sale,  an  inquiry  on  your  letterhead  is  sufficient. 

■ 
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STOFFEL  &  CO. 
The  Largest  Manufacturers  of  Cotton  Fabrics  in 

SWITZERLAND 

TRANSPARENT  ORGANDIES 
Batistes Jaconas 
Fine  Muslins Crepes 
Nainsooks Fancies 
Voiles Dotted  Swisses 

"IT  IS  STOFFEL/S" 
—the  finest  praise  that  can  be  bestowed  upon  an  Organdie 

STOCK  CARRIED  IN  TORONTO  IMMEDIATE  DELIVERY 
To  the  Wholesale  and  Manufacturing  Trade  only 

HERON  &  TAYLOR 
77  York  Street Toronto 

SOLE  AGENTS  FOR  CANADA 

Dealers  Profit  by  Sunset   SUCCESS 
Display   Sunset — Show  YOU  Sell  It 

It  PAYS  to  PUSH  Sunset  because  it  is  well  advertised  to  the 

people  in  your  neighborhood.  When  they  enter  your  store- 

have  your  Sunset  display  prominently  placed.  That's  the  way 
Sunset  sells  easily  and  quickly,  and  you  reap  the  clean  profits 

which  this  real  dye  brings  by  making  good  with  home-dyers. 

USE   this   Counter    Display    Case 
Your    jobber   can    supply    Sunset 

packed    1     gross     assorted   colors    *^    C\ in    this     attractive  display   case.    ̂ ^    ̂ ^ 
with   Color   Card.      Ask   him.     If       _ 
the     Color     Card     you     have     is       fast 
soiled  or   damaged,   write   us  for 
a  fresh  one. 

Colors 

Sunset  SoapDyes 
The  Real  Dye  for  All  Fabrics 

Sunset  Window  Cut-Out-FREE  £  Zl  w^thi  «™ out  in  conjunction  with  the  Sunset  Display  Case,  Color  Card,  and 
a  quantity  of  loose  packages.  Size  of  CuSOut :  28"  x  40".  Litho- 

graphed in  many  beautiful  colors.  It  you  nave  one.  use  ic  lor 
profit  ;  if  not,  write  and  we  will  send  you  one,  free.  Address, 
NORTH  AMERICAN  DYE  CORPORATION.  Ltd..  Manufacturers: 

Toronto,   Canada. 

Sell  a  woman  Sunset,  and  she  boosts  for  you   thereafter;  anybody, 
without    any    dying    experience    whatever,    can    equal    professional 
work    with   the   modern   Sunset — One   dye   f;r   a!   fabrics. 
Keep  your  stock   of  beautiful   Sunset  colors  complete.      If  you  have 
any   trouble   in   getting   Sunset,    write : 

Sales    Representatives: 

HAROLD    F.    RI'ICHIE    &    CO.,    Ltd.,    T.  run  ...    Canada. 
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Piece  Goods  Buyers  Back  to  England 
Likely  to  be  Revival  of  English  Buying  Trips  in  January — Canadian  Stocks  are  Well 

Cleaned  Up  After  Cancellation  Period  —  Belief  That  English  Stocks  Are 
Also  Clean — Growing  Canadian  Competition 

FOR  a  year  or  eighteen  months 
many  of  the  piece  goods  buyers  in 
woolen  houses  in  Canada  have 

not  taken  their  regular  buying  trips  to 
the  Old  Lane).  There  are  various 

reasons  for  this,  the  first  of  which  is 
that  the  depression  in  business  began 
to  make  itself  felt  about  that  time 

resulting  in  the  re-consideration  of 
buying  policies  to  meet  the  changing 
conditions.  In  the  wholesale  houses 

the  need  for  curtailing  buying  began 
to  make  itself  manifest  immediately. 
Cancellations  began  to  pour  in  on  the 
wholesale  houses  to  the  extent  of  many 
hundreds  of  thousands  of  dollars  and 
an  acute  and  painful  period  in  trade 
relations  both  between  the  Canadian 
retailer  and  his  wholesaler  on  the  one 
hand,  and  some  Canadian  houses  and 
some  English  houses  on  the  other,  was 
passed  through.  At  that  time,  Dry 
Goods  Review  wrote  a  series  of  artic- 

les on  the  whole  question  of  cancella- 
tions and  argued  that  some  binding 

agreement  should  be  drawn  up  that 
would  be  mutually  acceptable  to  both 
buyer  and  seller.  We  believed  then  and 
believe  still  that,  unless  this  is  done, 
this  same  painful  experience  must  be 
passed  through  again  with  the  conse- 

quent disorganization  of  trade. 

Stocks  Were  Heavy 
Two  conditions  resulted  in  Canadian 

piece  goods,  stocks  being  very  heavy 
about  this  time.  First,  the  cancella- 

tions threw  hundreds  of  yards  of  piece 
goods  back  on  the  wholesalers'  hands. 
In  the  second  place,  the  Canadian  buy- 

er, in  fact,  Canadian  business  men 

generally,  did  not  look  for  the  "inev- 
itable break"  as  soon  as  it  came.  He 

had,  accordingly,  followed  a  buying 
policy  that  took  into  consideration  ever 

rising  prices.  He  bought — and  bought 
heavily — before  the  peak  was  reached, 
a  peak  that  came  in  the  spring  of  1920. 
He  had  bought  enough  to  carry  him 
over  that  peak  without  the  necessity 
of  buying  heavily  at  the  very  time  of 
the  peak.  His  own  stocks  therefore- 
heavy  buying  and  cancellations  com- 

bined— were  very  heavy  when  the  first 
signs  of  the  slump  began  to  make 
themselves    manifest. 

Getting   Rid  Of   Stocks 

The  first  problem  on  the  hands  of 
the  Canadian  woolen  dress  goods  man, 
therefore,  was  to  get  rid  of  his  own 
stocks.  It  involved,  in  the  first  place, 
a  non-buying  policy  with  regard  to  Eng- 

lish woolens,  except  for  a  "sweeten- 
ing" of  stock  that  was  advisable  if 

he  were  short  on  any  one  line.  In  the 
second  place,  it  involved  a  heavy  mark- 
down   in   present    stocks,    a    mark-down 

that  amounted  to  millions  of  dollars  to 
the  Canadian  wholesale  houses.  Those 
losses  have  been  taken  by  reputable 
and  aggressive  wholesale  houses  without 
complaint;  through  a  whole  year  losses 
have  been  accumulating  in  this  respect, 
and  are  still  being  taken  whenever  the 

necessity  arises  to  take  stock  on  ■  re- 
placement value  basis. 

It  has  been  a  painful  process  to  clear 
out  these  stocks  to  the  retailer  whose 
own  stocks  were  heavy  enough  in  piece 
goods.  Being  the  last  links  between  the 
manufacturer  and  the  consumer,  the  re- 

tailer has  had  to  keep  step  with  the 
consumer  demand,  and  that  demand  has 
been  a  tardy  one  for  some  months.  At 
last,  it  is  beginning  to  be  felt  by  the 
wholesaler;  in  other  words,  wholesale 
houses  tell  us  here  that  they  are  begin- 

ning to  feel  the  consumer  demand.  The 

retailer's  shelves  have  been  finally  clear- 
ed out  of  what  stocks  he  had  and  he  is 

waiting  impatiently  to  see  how  stren- 
uous   that   demand   will   be. 

The    National    Exhibition 

Canada's  National  Exhibition  in  many 
respects  shows  how  the  Canadian  pulse 
is  beating.  It  is  the  highest  expression 
of  Canadian  art,  science,  industry  and 
commerce.  It  provides  the  occasion  for 
many  retail  buyers  from  the  Atlantic 
to  the  Pacific  coming  to  Toronto  to  see 
the  Exhibition  and,  not  less  important, 
to  do  some  buying.  Last  year  Exhibi- 

tion business  was  poor  because  placing 
had  been  done.  This  year,  it  is  differ- 

ent. Very  little  placing  had  been  done 
by  the  time  the  Exhibition  started  and 
wholesalers  were  expecting  many  buyers 
in  to  select  the  bulk  of  their  fall  stocks. 
They  were  not  disappointed.  Exhibi- 

tion business  was  very  good.  But  the 
significant  thing  about  it  was,  perhaps, 
that  all  orders  placed  were  small  but 
there  were  many  of  them.  It  rather 
justified  the  belief  of  the  wholesaler 
that  retail  shelves  were  cleared  out  of 
stocks.  In  future,  the  retailer  will  keep 
step  with  consumer  demand  and  the  echo 
of  that  step  will  be  heard  in  the  whole- 

sale  houses. 

What  of  English  Stocks? 

Now  that  the  Canadian  stocks  of  piece 
goods  are  well  cleaned  up  many  of  the 
buyers  will  soon  return  to  the  Old  Land 
to  replenish  their  stocks.  January  is 
usually  the  month  for  many  of  them  to 
go.  A  few  have  gone  during  the  year 
but  their  purchases  have  been  small  and 
of  a  sorting  character.  We  have  talked 
with  a  number  of  these  buyers  who  have 
stated  that  they  were  going  to  renew 
their  English  business  relations  the 
first  of  next  year.  They  believe  that 
English  stocks,  too,  are  well  cleaned  up. 

One  buyer  stated  to  Dry  Goods  Review 
a  short  time  ago  that  the  merchandise 
he  was  seeing  now  as  shown  by  repre- 

sentatives of  British  houses  was  nearly 
all  trash.  It  convinces  him  that  this  is 
the  tail  end  of  the  accumulation  of  stocks 

held  in  England.  Some  Canadian  repre- 
sentatives of  British  houses  tell  us  that 

manufacturers'  stocks  are  cleaned  up 
there  and  that  they  are  now  back  to  a 
manufacturing  basis  where  they  will  not 

proceed  without  orders  or  without  pro- 
mise of  a  legitimate  profit.  This  is 

stabilizing  prices  and,  in  some  cases, 
sending  them  slightly  upwards.  Future 

prices,  they  say,  will  depend  consider- 
ably on  the  cost  of  production  which 

might  vary  a  little  if  those  costs  come 
down. 

Canadian     Competition 

The  competition  of  the  Canadian  wool- 
len mills  is  becoming,  is  already  a  fac- 
tor with  which  the  British  houses  must 

reckon.  They  are  turning  out  some 
very  creditable  piece  goods  and  many 
Canadian  wholesale  houses  have  fallen 
back  on  them  during  the  last  year  or 
eighteen  months  to  tide  them  over  the 

readjustment  period.  They  have  of- 
fered alluring  prices  and  attractive  pat- 

terns. With  a  wider  range  they  will  de- 
mand and  probably  secure  a  wider  pat- 

ronage from  Canadian  houses.  It  is  as 
well  for  the  British  houses  to  bear  this 
in  mind — and  to  reckon  upon  it  as  one 
of  the  factors  in  their  business. 

HALF  YEARLY  STATEMENT  SHOWS 

LOSS  OF  £1,262,000 

The  Manchester  Guardian  says: — 
"It  is  common  knowledge  that  Manches- 

ter warehouse  companies  have  suffered 
heavily  in  the  last  year  from  the  unpre- 

cedented depreciation  of  stock  and  losses 
under  contracts,  but  it  is  something  of  a 
shock  to  learn  that  a  great  company  like 
Rylands  and  Sons,  whose  finances 
have  always  been  marked  by  cau- 

tiousness, have  lost  in  this  way  no  less 
than  £1,263,315  in  the  half  year  to  the 
end  of  June  last.  The  directors  state, 
however,  in  their  report  that  the  losses 
in  stock  and  contracts  have  all  been 
cleared  or  provided  for.  Moreover, 
thanks  to  their  large  contributions  in 
the  past  to  the  nationed  revenue  in  ex- 

cess profits  duty  and  the  provision  in 
the  law  that  in  the  final  settlement  of 
excess  profits  duty  liabilities  the  re- 

sults for  seven  years  may  be  taken  into 
account,  the  company  will  be  able  to 
claim  from  the  Treasury  repayment  of 
£1,200,945,  which  reduces  the  actual  loss 
to  £62,370.  The  former  sum  is  made  up 
of  £283,851,  repayable  on  the  accounts  to 

(Continued    on    next   page) 
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Specializes  In  British  Knit  Goodsj  ̂  
Toronto  Woman  Is  Experimenting  With  All-British  Lines  Among  The  Exclusive  Set 

— Opened  By  Sending  Invitations — Advertising  of  Exclusive  Nature — Dis- 
plays In  Harmony  With  The  Merchandise 

DO  CANADIANS  pre
fer  British- 

made  goods?  If  so,  have  they 
sufficient  faith  in  them  to  make  a 

"Made  in  Britain  Shop"  worth  while? 
There  is  a  woman  in  Toronto  who  says 

"yes"  is  the  answer  to  both  questions. 
Moreover,  she  has  made  an  investment 
of  several  thousand  dollars  to  prove  it. 

This  experimenter  is  a  woman  who 
has  for  many  years  been  closely  in  touch 
with  the  manufacturing  industry  in  the 
British  Isles,  in  France  and  in  Germany. 
She  has  been  able  to  watch  very  closely, 
the  methods  used  in  various  countries  to 

produce  goods.  She  is  now  convinced 
that  nowhere  in  the  world  is  thpre  such 
care  taken  in  regard  to  quality  and  detail 

as  in  the  British  Isles.  "The  Frenchman 

creates"  she  says  "but  the  Englishman 

perfects   that  creation." 
The  more  Canadians  travel,  the  more 

ready  are  they  to  believe  in  the  merits 
of  British  goods,  is  her  firm  conviction. 
Men  who  spent  any  time  in  England  dur- 

ing the  war,  are  always  enthusiastic 
about  them.  They  know  that  the  shoes, 
uniforms  and  undergarments  which  they 
purchased  over  there  were  durable  and 
well-made. 

Why   She   Has   Attempted   to   Sell   Only 
British  Goods 

For  the  last  two  years,  England,  fol- 
lowing the  lead  of  Paris,  has  revelled  in 

knitted  outerwear.  The  English  woman 
has  been  wearing  a  knitted  suit  for  walk- 

ing and  golfing,  a  knitted  dress  for  af- 
ternoon wear  and  a  knitted  cape  over 

her  evening  dress.  This  has  not  been 
the  case  in  America  particularly  in 
Canada.  Even  with  the  moderate  win- 

ter of  last  year,  the  women  in  this 
country  did  not  wear  knitted  outerwear, 
despite  the  fact  that  these  are  particu- 

larly suited  to  weather  which  hovers 
around  the  zero  mark.  Skating  received 
a  fresh  impetus  last  season  and  golf  was 
played  throughout  the  winter  months. 
What  was  the  reason  that  Canadian 
women  did  not  wear  them  ?  Her  answer 
is  that  the  fault  Was  in  the  garments 
offered.     They  were   not  tailored. 

Her   Experiment 

Last  spring,  this  little  experimenter 
brought  over  samples  of  all  kinds  of 
knitted  wear  from  two  of  the  best-known 
factories  in  England  and  Scotland. 
These  were,  in  every  case,  garments 
made  after  the  style  of  Parisian  models. 
They  had  therefore  the  double  guarantee 
of  style  and  make. 

She  opened  up  a  shop  in  the  new  busi- 
ness district  of  Toronto  on  Bloor  St., 

near  Yonge.  The  store  itself  was  the 
living-room  of  a  beautiful  old  house. 
Very  little  expense  was  required  to  give 
an  air  of  distinction  to  her  establishment. 

The  equipment  was  chosen  with  a  view 
to  giving  her  garments  the  best  possible 
attention.  The  tiny  window  was  used 
more  as  a  method  of  piquing  the 
curiostity  of  the  feminine  passerby  than 
for  actual  display.  One  jaunty  knitted 

cap  and  a  coat-dress  to  match  for  ex- 
ample, constituted   the   window   trim. 

The  Advertiskig  Scheme 

This  retailer  was  firmly  convinced 
that  the  only  way  to  train  Toronto 
people  into  a  desire  for  knitted  wearing 

apparel  was  to  make  her  garments  "ex- 
clusive". If  she  could  make  the  women 

who  usually  go  to  the  United  States  and 
who  pay  any  price  for  what  they  want, 
buy  her  stock,  she  knew  she  would  be 
secure. 

She  sent  cards  of  invitation  to  families 
residing  on  the  Hill  and  in  Rosedale,  two 
sections  of  the  city  where  the  largest 
number  of  wealthy  people  reside.  She 
informed  them  that  only  one  of  every 
garment  was  sold  in  the  city.  When 
prospective  buyers  called,  she  proved  to 
them  why  her  diplay  was  unique.  The 
difference  in  the  price  of  her  line  and 
that  of  the  other  stores,  she  was  able  to 
say  was  for  a  very  good  reason.  She 
pointed  out  the  merits  of  the  flat  seams, 
the  fitted  sleeves  and  the  perfect  hem 
lines.  Many  purchasers  were  ready  to 
spend  the  extra  money  and  the  others 
went  away  firmly  convinced  of  the 
merits  of  her  goods. 

When  her  patronage  was  fairly  se- 
cured among  those  she  wanted,  she  ad- 

vertised in  the  daily  papers,  always  giv- 
ing her  advertisement  a  tone  of  exclu- 

siveness. 

Some  of  Her  Garments 

Very  few  models  are  placed  on  view 
in  this  shop.  When  high-priced  goods 
are  sold,  it  is  not  good  business,  this 
merchant  claims,  to  show  more  than  one 
of  each  at  a  time.  Each  has  so  many 
merits  that  a  woman  finds  difficulty  in 
choosing. 

The  afternoon  dresses  were  shown  in 
as  complete  a  range  of  colors  as  the  silk 
dresses  offered  in  other  shops.  They 
were  made  usually  on  loose  fitting  lines 
and  belted.  The  capes  were  probably 
the  most  charming  of  all.  They  were 
shown  up  in  beautiful  contrasting  colors, 
white  on  black  or  black  on  white  being 
seen  most  of  all.  There  was  only  one  de- 

sign of  each.  The  hats,  to  match  these 
as  well  as  the  suits,  were  shapely  little 
affairs.  The  suits  were  as  carefully 
tailored  as  the  best  made  Canadian  dress 
suits — the  essential  thing,  Dry  Goods 
Review  was  told,  if  Canadian  women  are 
to  be  induced  to  buy.  The  sweaters  were 
shown  in  both  silk  and  wool.  Each  day 
a  different  one  was  put  on  display  and 

any  other  shade  could  be  produced  upon 
request  from  numerous  hiding-places. 
When  a  sale  is  made  of  a  garment 

which  closely  resembles  another  one,  the 
second  is  always  sent  out  of  town  to  be 
sold.  This  little  woman  believes  that  in 

business  one's  word  should  always  be 
kept  at  any  price.  The  assurance  that 
the  same  things  will  not  be  sold  to  their 
friends,  is  the  reason  that  so  many  cus- 

tomers send  others  to  this  shop. 

Plans  for  the  Future 

If  British  knitted  goods  will  sell  be- 
cause they  are  British,  so  will  other 

things.  Within  the  next  few  months 
this  Toronto  woman  intends  to  bring 
over  several  lines  which  are  strictly  of 
English,  Scotch  or  Irish  manufacture. 
Walking  gloves  of  the  very  best  kind, 

woollen  stockings  and  socks,  infants' 
and  children's  knitted  garments  and 
probably  some  linens  will  be  the  most 

prominent. 
How   Any  Store  Can  Utilize  the  British Idea 

Though  it  might  not  be  practical  for 
many  shops  of  this  kind  to  open  up, 
especially  in  the  smaller  towns,  there  is 
no  reason  why  stores  cannot  emphasize 
the  fact  that  some  of  their  lines  are 
made  in  Britain.  This  might  be  by 
means  of  a  special  section  devoted  to 
such  goods  or  even  a  display  card  on 
the  counter.  This  would  be  a  test  as 
to  whether  goods  sell  because  of  the  be- 

lief that  British-made  articles  are  un- 
surpassed. 

HALF  YEARLY  STATEMENT 

(Continued  from  page  12) 

the  end  of  December  last,  and  £917,094, 
repayable  in  respect  of  the  last  half 
year.  The  Board  propose  to  draw  £250,- 
000  from  the  reserve  fund,  and  with 
£117,493  brought  forward  they  will  have 
£305,123  available  for  distribution,  on 
the  assumption  that  the  full  amount 
claimed  in  respect  of  E.P.D.  is  recovered. 
It  is  proposed,  therefore,  not  only  to  pay 
the  preference  dividend,  but  10  per  cent, 
per  annum  on  the  ordinary  shares.  This 
will  leave  £193,123  to  carry  forward,  and 
there  will  still,  owing  to  the  company's 
prudence  in  the  boomtime,  be  £600,000  in 
the  reserves,  the  general  reserve  being 
£250,000  and  the  insurance  contingency 
fund  £350,000. 

The  John  McLaughlin  Co.  of  Wood- 
stock, N.B.,<  have  rntoved  their  ladies 

wear  department  one  block  further  down 
the  street  and  now  have  their  three 
stores  together.  A  new  front  has  been 
installed  which  will  give  greater  op- 

portunity  for  display. 
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Robert  Morton  &  Sons 
MUSLIN     MANUFACTURERS 

34  Albion  Street,   Glasgow 

-     SPECIALTIES     - 

Buckrams  -  Sparteries  -  Marlys 

MILLINERY  MUSLINS  IN  BLACK, 

WHITE  AND  COLORS 

Also 

PALE  BOOKS,  NAINSOOKS, 

LAWNS,  INDIAN  LINENS, 

PERSIAN  LAWNS,  CHECK 

CRINOLINES,  MADRAS  AND 

HARNESS     MUSLINS,     ETC. 

Cables:     Morton,  Glasgow Code :    Marconi 

The  Hall-Mark  of 

Maximum  Comfort  and 
Durability  at  Minimum  Cost. 
FIRST  IN  THE   FIELD  AND  STILL  LEADING. 

Manufactured  on  THE  GRADUATED 

PRINCIPLE,  and  Commencing  with  TWO 
THREADS  in  the  TOP,  it  increases  in 
WEAR-RESISTING  PROPERTIES  as  it 
descends. 

Thus  THE  LEG  HAS  THREE  THREADS, 
THE    INSTEP   AND    FOOT    FOUR, 

and    the    HEEL   and  TOE    FIVE, 
making  it  essentially 

A  HALF   HOSE 
FOR    HARD  WEAR. 

ABSOLUTELY   SEAMLESS 
PERFECT  IN  FIT 

GUARANTEED  UN8HRINKABLE 

?E^crl0NjO2e™^ 
To  be  had  from  any  of  the  Leading  Wholesale  Dry  Coods  Houses. 

^m  i  m  in  i 1 1  irn  t  it  it  1 1  r  i  it  i  itrn 
i  trritrttTt!TTT*> 

Cables  :— Pumpkin 

Countesthorpe,    Eng. 

A.  B.  C.    Code 

5th    Edn. 

H.  TOMPKIN  &  Co. 

COUNTESTHORPE 

Near  LEICESTER. 

HOSIERY  MANUFACTURERS 

Men's  Knit  Hose  and  Half  Hose — 

Women's  and  Children's  Knit  Hose 

Women's  Plain  Cashmere  Hose. 

RUSH  ORDERS  FOR  FALL  TRADE 

WILL  RECEIVE  PROMPT  ATTENTION. 

Agents  :- For  N'  f  d& 

Maritime  Proe. 

Mr.    Thos.    Hallett, 

20    Walsh's    Sq.,    St.    John's, 
Newfoundland. 

For  Rat  of 

Canada 

Mr.    G.    B.    Oliver, 
116   Mail    Bids.,    106   Bay  St.. 

TORONTO. 

A  BIGGER  FALL  DEMAND 

FOR 

cottons- The  new  nation-wide  Advertising  Campaign 

starting  October  1st — will  create  an  unprece- 
dented demand  for  HORROCKSES'  products. 

Customers  will  ask  for  HORROCKSES'  LONG- 
CLOTHS,  NAINSOOKS,  MADAPOLAMS, 
CAMBRICS,  COTTONS  and  FLANNELETTE 
throughout  the  season.  We  therefore  suggest 
dealers  ordering  their  complete  stock  now,  so 
as  to  assure  complete  satisfaction  to  their  cus- 

tomers— and  to  assure  the  full  benefit  of  the 
Advertising  to  themselves. 

Write    for    our    latest    List — prices    are 
Subject  to  any  reduction  up  to  date. 

of  shipment. 

JOHN  E.  RITCHIE 
CANADIAN     AGENT: 

591    St.    Catherine   St.     W.,      Montreal 
Branches    in    Toronto    and    Vancouver 

UNITED    STATES: 
Wright    &    Graham    Co.,     110    Franklin    St.,    New   York 

HORROCKSES,    CREWSDON    &.    CO.,     Limited 
Cotton    Spinners    and    Manufacturers 

Manchester   ENGLAND 
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The  Fine  Scotch  Underwear 
with  the  Fine   Scotch  Finish 

THE    "Fine    Scotch    Finish"    of  | Pesco,  the  fine  Scotch   Under-  1 

wear,  is  a  point  of  great    im-    ' portance    to   the    public     and     the 
trade. 
This  finish,  which  imparts  to  every 
garment  an  almost  indescribable 
softness,  is  secured  by  a  secret  pro- 

cess and  is  exclusive  to  Pesco.  It  is 
obtained  not  by  groping,  ex- 

perimenting amateurs,  but  by  ex- 
perts under  the  direct  supervision  of 

a  qualified  textile  chemist,  and  in 
its  present  form  is  the  result  of 
laborious  research,  daily  experi- 

ment, and  profound  practical  and 
scientific   knowledge. 
It  is  NOT  obtained,  as  so  many  processes 
are,  at  the  expense  of  the  life  of  the  wool 
fibre.  A  leading  analyst  has  reported,  and 
this  is  a  point  for  the  attention  of  all  who 
must  have  confidence  in  the  goods  they  sell, 
"that  the  Pesco  methods  not  only  preserve, 
but  develop  the  pristine  qualities  of  the 
wool  and  increase  the  tensile  strength  and 
resisting  properties  of  the   garments  by  at 

least  8%fc." Sole  Maksr 

Peter  Scott  &  Company,  Ltd. 

v 

z~- 

Hawick, Scotland. 
Lcndcn    (England):   Carey   House,   Carey   Lcne,  E.C.  2 

Agents   in    Canada: 
Messrs.    C.    &    A.    G.    Clark.    35    Wellington    St.    West, 

Toronto..     Mr.    R.    C.    Poyser,    418    King's    Hall    Build- 
ing,  St.    Catherine   St.   W.,   Montreal.      Messrs.    Hartley 

&    Mackay    Co.,    Hammond     Building,    Winnipeg. 

Showcards,    Window   Tickets   and    Literature   Supplied. 
Enquiries    invited. 

The  Pesco  Range 
Obtainable  in  Pure  Wool  and  Silk 

and   Wool  textures — For  Ladies  —  Combinations,  vests. 

Spenrers.  Bodices,  Drawers,  Knick- ers,   Nightdresses,    Rib    Vests,    etc.. 

For    Children  —  Combinations,    Night- dresses,      Sleeping      Suits,      Shirts. 
Trousers,    Knickers,    etc..    etc. 

For    Infants— Binders.     Wraps.     Kilt- 
lets.    Gowns,    etc. 

For     Gentlemen   —    Shirts.     Trousers, 
Combinations,    etc.,   etc. 

Also 
Pes™  Hose  and  Half  Hose   in  Black, 

Colours  and  Mixtures 

and Pesco    Sports   Coats.    Jumpers.    TJnder- 
vests.      Sweater     Coats.      Scarfs      an'1 CaDS    in    the   latest    styles    and    colour 
effects. 

Guaranteed  Unshrinkable 
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manufacturers  of  HABERDASHERY  &  SM ALLWARES 
Owning  ten  of  the  best  equipped  modern  factories  in  Great  Britain 
producing  many  specialities  known  throughout  the  world,  such    as: 

HURCU LACES— the  British  Laces 
for  Boots  and  Shoes — made  under 
the  most  approved  methods  of 

manufacture,  the  secret  o{  their  durability 
being  the  great  strength  of  the  threads 
which  tenaciously  cling  together  and 
resist  wear.  STRENGTH  &  DURABILITY. 

MENDING  WOOLS  ck  SEWING 

COTTONS.  The  St.  George's 
and  Crusoe  All- Wool  Mendings 

are  noted  for  their  softness  and  Strength 
in  wear,  their  Smoothness  in  working, 
and  their  high  quality  and  finish.  Crusoe 
Cottons    are    an   equally    famous line. 

SPHERE  HOSE  SUPPORTERS  for 
Ladies  Wear,  enjoy  the  widest  popu- 

larity because  their  quality  throughout 
is  the  finest  possible.  Made  and  finished 
with  thoughtful  attention  to  detail.  Each 

pair  fitted  with  the  famous  "  Grip  that 
grips  and  never  slips."  SPHERE  Suspen- 

ders, Garters  and  Arm  Bands  for  Mens 

Wear  are  supplied  inmanyneat  and  attrac- 
tive designs ;  also  Sphere  Brownies, 

the  Hose  Supporters  for  Little  Folks. 

ELASTICS :  The  St.  George's  Brand Elastics,  including  the  well-known 
"  Violet"  Quality,  Braids,  Cords, 

Garter  and  Loom  Elastics. 

NAME    LABELS,    HANGERS   and 
LOOPS  for  Coats,  Shirts,  Mantles, 
etc.     This  is  a  notable  speciality 

of  ours. 

c TTON   WEBBINGS   and  BIND- 
INGS :  Skirt  Bindings  (single  and 

duplex),    Glace    Bindings,   Tapes, 
Galloons,  Stay  Bindings,  Hat  Bindings, etc. 

Here  you  have  the  fast  selling  lines,  the  lines  for  YOU. 

TO  WHOLESALERS— Get  in  touch  with  us  AT  ONCE  for  fuller  particulars  of 
ALL     OUR     LINES.   We     will     do     our    part     with     prompt    service. 

■  in  I  in  inn  1 1  ii  1 1  nil  1 1  in  i  mi  nun  mi  i  mi 
WHOLESALE  ONLY  : 

FAIRE  BROs  ck  Co,  Ltd,  LEICESTER, 
LONDON  :  Faire  Bros.  &.  Co.,  Ltd.,  19  Fore  Street,  E.C.  2. 

SOUTH  AFRICA  :  Davies,  Gnodde  &  Smith.  1  Strand  Street, 
Port  Elizabeth. 

MELBOURNE:  Alfred  F.  Smith.  2  FinW«  Buildings.  Elizabeth 
Street,  Melbourne. 

SYDNEY:    Alfred    F.    Smith,    39    Queen    Victoria    Buildings, 
George  Street. 

ENGLAND. 
CHR1STCHURCH:  Robert  Malcolm,  Ltd.,  79  Lichfield  Street. 

Also  Auckland,  Wellington,  Dunedin. 
BOMBAY  :   F.  A.  Filmer  &.  Co.,  Gaietv  Buildings,  Hornby  Road. 

NORWAY  :  Hermod  Rils,  Grev  Wedels  Plass  4,  Christiania. 

SWEDEN :    Anglo-Amerikanska    Import   A.B.   Skeppsbron   3, 
Gothenburg. 

DENMARK  :  Adolf  Berendt,  St.  Kongensgade  36/8,  Copenhagen 
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Pillars  of  the  Textile  Industry 

Textile  Goods  bearing 

this  mark- 

are  pillars  of  strength  to 
Dealers  who  are  anxious 

to  build  up  their  depart- 
ments of  Dress  Goods  and 

Cotton  Fabrics. 

means  finer  texture, 

longer  wear,  great- 
er variety  and  quality,  and 

is  the  recognized  standard 
the  world  over. 
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Bradford  Dyers'  Association,  U-? 
MASTER  BRA£FPRI)  LONDON 
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ST  PETERS  50 

128  V  129 
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(COPYRIGHT) 
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From  the  Home  of  the  PURE  SCOTCH  TWEEDS 

WE  SPECIALIZE  IN 

Highest  Class  Pure  Scotch  Tweeds,  Worsteds,  Etc 
FOR 

LADIES'  and  GENTS'  WEAR 
A  Hearty  Invitation  is  Extended  to  All  CA     \DIAN  Buyers  to  visit  Our  Mill 

PETER    ANDERSON,  Manufacturer 
BRIDGEMILL GALASHIELS SCOTLAND. 

TELEGRAMS: 
WAKEFUL 

GLASGOW 

CODE: 
A. B.C. 

5TH  EDITION 

WILSON  &  CO. 
48  ALBION  STREET 

GLASGOW 

Manufacturers 

Ecru  and  Colored  Madras  Muslins, 

Coin  Spots  and  Figured  Harness 

Book  Muslins         Robe  Muslins 

Voiles 

Anglo-Swiss  and  Broche  Muslins, 

"Wilsco"  Lawns,  "Zelette" 
LACE  CURTAINS 

LACE  NETS 

TEXTILE  SMALLWARES 

JAMES  CARR  &  SONS,  LIMITED 
CLARENCE  MILLS 

CLARENCE  STREET,  CHESTER  ROAD 

MANCHESTER 

Manufacturers  of  all  classes  of  Webs, 

Cords  and  Bindings,  in  cotton,  wor- 

sted and  linen;  Curtain  Webs,  Edg- 
ings, Layon  Borders,  Blind  Cords, 

Carpet  Binding,  Cotton  Banding,  etc. 

Original  Patentees  of 

CARR'S  WOVEN  LADDER  TAPE. 

WHOLESALE  ONLY. 

Agent  for  Canada: 

Mr.  D.  F.  Moore 

Manchester  Building,         Melinda  Street 
TORONTO 
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Velveteens 

The  Velveteens  that 
give  real  pleasure  and  complete  satisfaction  in 
wear  are  those  dyed  by  J.  &  J.  M.  Worrall,  Ltd., 
the  Premier  Velveteen  Dyers  of  the  World. 
Whatever  the  make — or  the  colour — you  should 
always  ask  for  a  guarantee  that  the  cloths  are 
in  Worrall's  Fast-to-Rubbing  Dyes. 

J.  &  J.  M.  Worrall,  Limited 
MANCHESTER, 

are  not  merchants.  All  enquiries  for  velveteens 
in  their  dyes  should  be  sent  through  the  usual 
wholesale  channels. r-vuCL^ 

TRADE    MARf 
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ANDERSON  &  THOMSON 
103  UNION  STREET        -     -        ABERDEEN 

Cables  :     "Woollens  Aberdeen" 

WHOLESALE  WOOLLEN  MERCHANTS 
SPECIALIZE    IN 

SCOTCH,  ENGLISH  and  IRISH  SUITINGS  IN  CHEVIOT,  SAXONY  and  WORSTED, 

HOMESPUNS,  SERGES,  COATINGS  and  LADIES'  COSTUME  CLOTHS 
London  Office  :    59  Gresham  Street,  E.  C.  2.  Established  1773. 

KING'S  CELEBRATED 
SCOTCH  WINDOW  HOLLANDS 

have  been  made  for  one 

are  recognized  throughout 

most  saleable  shading.  They 

are  unshrinkable,  fast  colors 

and  widths.  To  insure  get 
ers  are  advised  to  Examine 

Also  inside  Holland  Tab  on 

that    each    bears    name    of 

hundred  and  forty  years  and 
the  world  as  the  best  and 

are  unequalled  for  quality, 

and  made  in  all  colorings 

ting  genuine  goods,  custom- 
Tickets  and  Paper  Banps. 

end  of  each  piece  and  see 

"John  King  &  Son." 

SOLD  BY  ALL  LEADING  WINDOW  SHADE  JOBBERS Made   by 

JOHN  KING  &  SON 
GLASGOW,  SCOTLAND 

Established  1775 

Canadian  Representatives  :  CAMPBELL,  SMIBERT  &  CO.,  MONTREAL  and  TORONTO 

JOHN  WATSON 
EAGLE  DOWN  QUILT  WORKS 

C  on  M  MANCHESTER,         -        ENGLAND 
Manufacturers  of  REAL  DOWN  and  KAPOK  Comforters 
Embroidered  and  lace  insertion  BED  SPREADS, 

CUSHION  COVERS  and  CASEMENT  CURTAINS 

Eagle  Chamoisette  dusters  and  polishers 
CANADIAN  REPRESENTATIVES         „,  .  ,„.^™~ »«,,/»     .      ...     1 

Messers  R.  H.  Ball  &  Company  Sole  proprietor  of  "L  NWEAR    (Reg)  a  high
  class 

716  Empire  Buildings,  cotton  cloth  with  the  wear  and  appearance  ot 
64  Wellington  Street  West,     Toronto,  Ont.  LINEN 
Mr.  J.  F.  Hughes,  30  John  Street,  Montreal. 

Miss  Watson  will  again  be  Cisiting  Canadian  Rcprcscntalioes  in  the  Fall 
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A.B.C    5'"  &  6'"  f?  WESTERN   UNION  ( 5  LETTER), 
BENTLY,     MARCONI    INTERNATIONAL- 

AMERICAN    AGENTS 

j£W.BASTARD(BOSTON)Cc 
184   SUMMER   ST BOSTON.  U.S.A. 

TELEGRAPHIC  ADDRESS'YARNS"  LEICESTER ..  TELEPHONE  2470-1 
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LION  CREST  FABRICS 
CASEMENTS 

We  keep  up  our  large  variety  in  27in.,  30in.,  and  50in. 
Casements.     Best  value  on  the  market. 

CRETONNES 

Extensive  range  in  30in.     Domestic  and  Sateens. 

Specially  in  50in.  Reversible  and  50in.  Taffeta  Duplex. 
High  class  and  latest  styles. 

Through  Wholesale  and  Shipping  Only. 

JAUFFRED  &  GARIEL 
Manchester,  England. 
CANADIAN  REPRESENTATIVES 

George  H.  Napier,  417,  Coristine  Building,  MONTREAL 

Andrew  Wilson     -     -     -     91,  Albert  Street,  WINNIPEG 

"FOUNTAIN  BRAND" 
PURE  IRISH  LINEN  THREADS 

"FOUNTAIN    BRAND" 

Manufactured  by 

The   Island  Spinning  Co.,   Limited 
Lisburn,   Ireland 

Have    stood   the   test  of   years   and   established   a    reputation    for 
being    "second    to   none"    for   evenness,    strength    and    durability. 

Best    for   every   need. 
Write,    wire   or   phone   for   samples   and   prices. 

WALTER  WILLIAMS  &  CO.,  LTD. 
MONTREAL  TORONTO  QUEBEC 

508    Read    Building        20    Wellington    St.W.        683    St.    Valier   St. 

VANCOUVER,    217    Crown    Building. 

^IMIIIIIIIMIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIHIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIII^ 

I    ABERDEEN    GLOVE    I 
COMPANY,  LTD. 

70  CHAPEL  STREET,  ABERDEEN 
|  A.B.C.  CODE,  5th  EDITION        | 

|  Makers  of  the  § 
FAMED  ABERDEEN  GLOVE 

|  Specialties  :  | 

I  MEN'S,  LADIES'  AND  CHILDREN'S 
KNITTED  WOOLLEN  GLOVES,  GAUNTLETS,  etc. 

Agents  : JAMES  CROIL  &  SONS         ARCHIBALD  WRIGHT  &  CO. 
ST.  NICHOLAS  BLDGS. 

MONTREAL 
32  SILVESTER  WILLSON  BLDG. 

WINNIPEG 

iiiiiiiitiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiir- 

INFANTS  FOOTWEAR  Limited 

LONDON,  ENGLAND 

Soft  Sole  Shoes 
in  Kid,  Silk, 

Poplin,  Wool, 

etc,  and  Hard Sole  Shoes, 

Children's  Woolly-Wear,  Bonnets, 
Gaiters,  Mitts,  etc 

CANADIAN     BRANCH 
GREENE-SWIFT     BUILDING 

LONDON,      ONTARIO. 
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SHEETS 
and  SHEETINGS 

■the  standard  product  of  the  British 

Market- 
9  9 

Steadily  maintain  that  irreproachable  quality  which 
has  made  them  famous  and  appreciated  throughout 
the  world. 

The  reputation  of  the  makers  is  a  guarantee  of  the 

worth  of  Rigg's  Sheets. 

Made  only  of  specially  selected  pure  cotton.  Contain 
no  filling  matter  whatever. 

RIGG'S  SHEETS  give  most  wear  with  the  highest 
degree  of  comfort.     They  neither  shrink  nor  roughen. 

Look  for  the  name  "Rigg's  Sheets"  on  the  selvedge.     Accept    no    substitutes. 

Rigg's  Motto:  Quality  at  a  Consistent  Price 
Canadian  Agents: 

From  Vancouver  to  Winnipeg:   E.  W.  Dean  &  Son,  32 
Seymour   Street,   Vancouver,   B.C. 

East  of  Winnipeg:   Mcintosh,  Banfield  &  McClelland. 
25  Toronto  Street,  Toronto. 

Sole   Manufacturers: 

Rigg  Brothers,  Limited 
Cotton  Spinners  and  Manufacturers 

since   1836. 

6    Mosley   St.,   Manchester,    Eng. 
Cables:  Rigg  Brothers,   Manchester 

rtramTTtraraitTrtra^ 
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WHOLESALE 
WOOLLEN  MERCHANTS 

1.  Brown and  white 
checks. 
2.  Black 
a  nd  white 
with  purple 
stripe. 

3.  Blue  and 

tan  mixture. 

4.  Blue  and 
tan  mixture 
with  blue stripe, 

5.  B  la  ok 

with  nar- row white stripe. 

6.  Brown and    purple 

mixture. 

Our  large  and  varied  Range  comprises :  COSTUME  CLOTHS  in  Tweeds.  DON- 
EGAL AND  HARRIS  EFFECTS,  DYED  CHEVIOTS  and  FRIEZES,  DYED 

BLANKET  CLOTHS,  VELOURS.  In  colours  and  fancy  checks.    JACKET 

CLOTHS,  MANTLE  CLOTHS,  LADIES '  SCARVES  and  TRAVELLING  RUGS. 

We  cater  entirely  for  the 
Ladies'   Trade  in 
PIECE  GOODS 

"SCOBRO"  materials  impart  to  the  wearer 
that  important  sense  of  satisfaction  and  con- 

fidence that  comes  with  the  knowledge  that 
the  material  is  always  correct,  always  smart, 
and     always     dependable —  *\      *~+ b,y  Scott  Bros.  &  Co. 

(Proprietor     -     Wm.  Scott) 
means— "THE  BEST." 

All  orders  and  enquiries 
receive  our  most  careful 
and  immediate  attention. 

WILTON  MILLS, 
HAWICK, 

SCOTLAND 

Cables: 
Scobro  Hawick 

Codes:  Marconi 
ABC,  6th  Edition 

LONDON  WAREHOUSE:  14  WATLING  ST.,  E.C.  4 
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Codes:-A.B.C.  5"?  Marconi  Bentleys 

Eace  Window 
Decorations  by 
DOBSONSand 
MBR0WNE&€C 
(The  Amalgamated  firrn^ 

Wholesalers  and 

Importers  only 
.    "Factories^" 
Meadows  MilLNottiitfliam 

Cables  :-Brun,Nottingham.Eng 
Direct  Representative:  MR.  A.  J.  BURROWS 

^-    \\WEAR 

The  Mark  of  Fine  Merchandise 

"Viyella" 
[Reg'd] » 

"Aza 

[Reg'd-] "Clydella" 
[Reg'd] 

Unshrinkable 

Flannels 

— are  durable,  light,  soft,  washable 

and — let  us  repeat — unshrinkable. 

They  are  superior  flannels  classed 

among  the  accepted  materials  for 

making  garments  of  all  kinds. 

These  are  the  points  always  em- 

phasized in  our  consumer  advertis- 

ing. We  suggest  that  you  take  ad- 
vantage of  this  publicity  by  featur- 

ing Viyella  in  your  windows  at  in- 
tervals during  the  Fall  and  Winter 

Season. 

WM.  HOLLINS  &  Co.,  LTD. 
(of  England) 

62  Front  Street.,  W.  Toronto 

45  E.  17th  Street,  New  York. 
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Cables: 

TOWELLINGS,  MANCHESTER 
A.P.C.  5th  EDITION 

THOS.  POTTER  &  SON 
LATE  ELI  LEES  &  CO.,  LTD. 

MANUFACTURERS  OF 

WHITE,   GREY,  FANCY  TURKISH   AND 
HONEYCOMB 

TOWELS 
BATH     BLANKETS,     TERRY    CLOTHS, 

ROLLERINGS 
BLEACHED  TWILL  AND  PLAIN 

Sheets   and    Sheetings 

31,  MAJOR  STREET,  MANCHESTER 

AGENTS 

H.  WARD  DIBB  &  CO. 

MONTREAL  OFFICE 

SOS  NEW  BIRKS  BLDG. 

HARLING  &  EAST 

CARLAW  BUILDiNGS 
30  WELLINGTON  ST.  W. 

TORONTO 

Telegrams- 
'Wardibb,  Toronto. 

Telephone: 

"Adelaide  1802' 

Wouldn't  It  Be 
Good  Business 
to  Concentrate  on 
a  RELIABLE  Line 
of  T ape THE   STAG. 

SUPER  INDIA  SHRUNK 
is  the  very  essence  of  reliability;  unequalled  for 
strength  and  durability;  gives  the  utmost  in  service 
and  does  not  shrink  nor  stretch. 

Super  India  is  manufactured  by 

[SPEEDWELL! 

Geo.  H.  Wheatcroft  &  Co. 
Wirksworth,  Eng. 

A  full  stock  including 

other  qualities  in  all  widths 
and  at  prices  to  meet  every 
need  carried  by 

Walter  Williams  &  Co.  Ltd. 
MONTREAL  TORONTO  QUEBEC 

508  Read  Building    20  Wellington  St.  W.     533  St.  Valier  St. 

VANCOUVER,  217  Crown  Building 

DOMESTIC 
UTILITY 
TOYS 

The  Toys  for  Economy 
These  cleverly  designed  toys  are  constructed  of  Dusters, 
Scouring  Cloths,  Dish  Mops,  Clothes  Pegs  and  other 
articles    of    real    household    use. 
After    providing    a    wealth    of    amusement    for    the    children, 
they   give   long   and  useful   service   in   the   home. 
Domestic   Utility   Toys    will   appeal    to   Mothers    with   a   large 
family    and    slender   purse.     Four    popular   patterns — 
AUNT    SALLY— SAMBO— LUCKY    SPRITE— DOG    TOBY 

DEAN'S 
"DAMASCLENE" 

DOILIES 
WASHABLE  FEEDING  MATS 

The    range    comprises    four. pretty    designs — Windmill-Land 
— Baby     Ducks — See- Saw — Nursery     A. B.C. — in     a     pleasing 

blue    on    "Damasclene"    Cloth. 
Dean's    "Damasclene"    Doilies — 

Feel  like  Damask, 
Wash  like  Marble, 
Look   like   Pictures,   and 

Cost   less   than   either. 

They    protect    the    tab!e    and    its    c'.cth,    and    meet    a    real 
need     in      providing     Hygienic     Feeding     Mats     for     Babies. 
Their    cost    is    soon    recovered    by    the    saving    on    Laundry 
Bills. 

Canadian  Selling  Agents  for  Dean's  Rag  Book  Co.,  Ltd. London,    England 

BARTON  &  IMRIE 
Room    19,    34  Victoria  Street 

TORONTO 
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1921 
THE  SORTING  YEAR 

THE  MOST  IMPORTANT 

FACTOR    IN    MERCHAN- 
DISING  IS    A    WELL 

ASSORTED     STOCK 

If  not  convenient  to  wait  till  our  traveller  calls — mail  us 
a  list  of  the  lines  of  which  you  are  short.     OUR  MAIL 
ORDER    DEPARTMENT    is    well    equipped    to    give 
prompt  and  efficient  attention  to  your  requirements. 

9 

The W.  R.  Brock  Company,  Limited 
Wholesale  Dry  Goods, 

Montreal 

We  have  a  large  range  of  stripe  and  check  Skirtings.    Ask  for  samples. 

- 
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Proprietors  of  tie  u*lh  known 
-       SHEETS  &  SHEETING 
  SHEETING 

_         ...       SHEETING 
UNFADABLE  FABRICS 

          FLANNELETTE. 
_  ITALIANS  &  VENETIANS 

BLIND  CLOTH 

,   PRINT 
^fea$2ffia@s&sHiRTiNcs     *     pyjama 

FABRICS 

SNOWBERRY 
ESBJFLSBOJ 

HOLLY      ... 

HOLLY 

The  HOLLINS  MILL  CO.,  LTD. 
SPINNERS  AND  MANUFACTURERS        5  PORTLAND  ST.,  MANCHESTER,  ENC. 

The  Directors 
WISH  to  announce  that  their  fabrics  must  not  be  confused 

with  others  advertised  under  "Hollins"  belonging  to  a 
different  firm,  but  as  The  Hollins  Mill  Company,  Ltd.,  has 
been  very  widely  known  for  a  great  number  of  years  under 
the  abbreviated  title  "Hollins"  it  has  been  decided  for  the 
protection  of  the  Company  and  their  Clients  to  exercise  their 
right  to  use  this  abbreviated  title. 

Calicoes,  Sheetings,  Longcloths,  Shirtings,  Flannelettes,  Window  Hollands,  Pillow 

Cottons,  Apron  Cloths,  Cotton  Poplins,  Gabardines,  Voiles,  Casement  Fabrics,  Tail- 

ors' and  Dressmakers'  Linings,  Sateens,  Cotton  Italians,  Fadeless  Casement  Cloths, 
Printed  Pyjama  and  Blouse  Fabrics,  Plain  and  Fancy  Muslins,  Lawns,  Nainsooks, 

Madapolams,  Cotton  Georgettes,  etc. 

WHOLESALE  AND Holly 

LONDON: 
1 1  and  12  Foster  Lane, 

Cheapside,  E.C.   2 

MILLS: 

Hollins  Mills,  Marple, 

Wellington  Mill, 
Hazelgrove 

SHIPPING  ONLY 

Brand 

CANADIAN  REPRESENTATIVE 

Canada C  W.  Dunning 

Empire  Buildings,  Toronto 

Telegrams: 

"SHEAF,    MANCHESTER" 

"CZAR,  LONDON" 

i 

I 

^^slsS^  HAZEL  GROVE,  CHESHIRE 
ENGLAND 



DRY     GOODS     REVIEW 29 

f* 
1 

TORONTO 
Wholesale  General  Dry  Goods,  Woollens,  Carpets,  Etc. 

Imported 
Wilton 
Rugs  j 

Sizes  include — 

27x54 

36x72 

4.6x6 

4.6x7.6 

6.9x7.6 

6.9x9 

9x9 

9x10.6 

9x12 

Canadian 
Made 
Rugs 

A  very  special  range  of  English  Wilton  Rugs  now  in  stock 

in  all  desirable  sizes — among  which  are  new  ranges, 

distinctly  original  patterns,  attractive  harmonious  color 

combinations.  These  rugs  are  made  up  in  the  depend- 

able British  wearing  qualities,  such  as,  the  well  known 

Lux,  Super,  Rock,  Tasman  and  Imperial  grades. 

In  Tapestry,  Brussels,  Wilton  and  Axminsters,  always 

in  stock  in  the  best  selling  sizes  and  latest  designs. 

Inspection  invited  or  see  samples  on  the  road  with  our 

travellers. 

Letter  order  department  always  at  your  service. 

Warehouse  Cor.  BAY  &  WELLINGTON  Sts. 

TORONTO 

S4C3 

^»kJ 
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Another  improvement  in  National  Cash  Registers. 

Low-priced  receipt  printer. 

To  all  merchants: 

When  you  press  a  key  on  this  register — 

(1)  It  shows  the  price  of  the  article. 

(2)  It  prints  a  record  for  the  merchant. 

(3)  It  prints  this  receipt  for  the  customer.    

(4)  It  opens  the  cash  drawer. 

(5)  It  adds  up  the  money  received  for  the  day. 

J.  BLANK 214  Main  Street 
Blankville -.40 

Amount  of 
Purchase   Shown 

Above 

05     SEPT  10 

Copy  of  receipt  printed  for 
each  customer 

Now  there  is  a  receipt-printing  National  Cash  Register  for  every  line  of  business. 
Old  registers  bought,   sold,  repaired,   and  exchanged. 

Easy  payments.       Liberal  allowance  for  old  registers. 

We  make  cash  re^istefrs  for  every  line  of  business 

NATIONAL 
CASH    REGISTER    CO. 

OF    CANADA    LIMITED 
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Problem  of  Bonus  System  is  to  Adjust  Quota 
Month  by  Month  According  to  Season  of  Year 
Ontario  Firm  Found  that  Unequal  Volume  of  Business  in  Department  Worked  Against 

Bonus  System — The  "Quota  Plan" — In  Busy  Season  Old  Plan  Helped  Staff 
And  in  Dull  Season  Helped  Nobody 

A  LARGE  department  store  in  cen- 
tral Ontario  has  recently  found 

it  advisable  to  alter  their  system 
of  bonusing  the  members  of  the  sales 
staff.  The  reason  at  the  base  of  this  al- 

teration was  due  very  largely  to  the  fact 
that  many  of  the  departments— prac- 

tically all  of  them —  are  seasonal  and 
that  there  is,  therefore,  not  a  satisfac- 

tory workable  average  for  the  whole 
year.  Dry  Goods  Review  here  repro- 

duces the  scheme  now  being  used  and  the 
explanations  given  by  the  firm  for  the 
change. 

This  plan  is  adapted  to  larger  stores, 
where  the  sales  people  are  restricted  to 
certain  departments  in  their  selling, 
and  is  a  form  of  what  has  been  called  a 

"Quota  Plan,"  because  it  gives  to  each 
sales  person  a  certain  definite  quota  to 
sell,  in  order  to  earn  his  or  her  salary, 
and  pays  a  commission  or  bonus  on  all 
over  and  above  that  quota. 

The  first  step  in  working  out  such 
a  plan  is  to  ascertain  from  our  own 
figures,  what  has  been  the  average  cost 
on  selling  in  each  department  over  a 
given  period.  For  instance,  it  might  be 
5  per  cent.  Then  it  is  evident  a  sales 
person  receiving  $15.00  per  week 
through  the  year,  would  have  to  sell  an 
average  of  $300.00  per  week,  and  on 
all  over  this  $300.00,  she  would  be  paid 
a  bonus.  This  was  practically  the  basis 
of  our  previous  scheme. 

If  the  volume  of  our  business  was 
fairly  equal  week  by  week,  this  plan 
would  work  out  satisfactorily,  but  it 
constantly  varies,  so  that  in  the  busy 
season,  it  is  greatly  to  the  advantage 
of  the  sales  staff,  while  in  the  dull  sea- 

son, they  fall  behind,  and  the  store  be- 
comes the  loser,  or  it  would  have  to  com- 

pel each  sales  person  to  make  up  the 
deficiency,  which  we  have  thought  would 
be  inadvisable. 

Accordingly,  the  problem  has  been  to 
adjust  the  quota  month  by  month  in 
accordance  with  the  season  of  the  year. 

CHART   2 

SALESPERSONS  OFFICE  RECORD  CARD 

NAME  Mary  Jones DEPT.  A SALARY  $15.00 
QUOTA  £  4.25 

ilonth 

Quota 

Est imatea 

Requirement 

Av.Dai ly 

Sales 
Actual 
Sales 

Days 
W'kd 

Actual 

Requi reroent 

Diffe rence 
Com 

Amt.  JRese 

Bonus|  rv- 
2?e  i) . 

?■ 

857.14 35.71 1041.18 

23 

821.43 
219.75 

6. 

13.20 
3.30 

Mar. 
5.75  1130.43 43.47 1103.25 

26 

1130.43 

+27.18 

4.75 

+  1.56 

1.74 
April 

5.751  1130.43 

5.50!  1227.27 

43.47 982.00 

22 

956,55 25.45 
4.75 1.21 

2.04 

May 

45.45 1352.21 

27 

1227.27 
124.94 

4.5 5.62 

3.44 Ju'ie 4.75!  1315.55 52.62 
1421.15 24 

1262.93 
158.22 

4. 

6.34 
5.02 

July 

5. 
1350.00 

50.00 1525.00 27 1350.00 175.00 

4. 

7.00 

6.77 
TOTAL 

|  7010.82 7424.79 
6748.61 676.18 

31.81 

6.77 

+  This  stands  for  Minus. 

EXPLANATION  OF  ABOVE 

Feb.: — There  are  24  week  days  in  Feb.,  hence  Miss  Jones  would  receive 
$60.00  if  she  worked  or  was  paid  for  every  day.  From  the  Chart  No.  1 
we  see  that  this  is  a  7  per  cent,  month,  therefore  she  would  have  to  sell 
$857.14  (Estimated  Requirement)  to  earn  her  salary  or  an  average  ofi 
$35.17  per  day.  But  she  is  out  and  not  paid  for  one  day,  hence  her  Esti- 

mated Requirement  is  reduced  by  $35.71.  (one  day's  average  sales)  and 
her  Actual  Requirement  becomes  $821.43.  She  actually  sells  $1041.18  giv- 

ing her  an  avera-je  of  8219.75  on  which  she  will  be  paid  a  OTvni'.sion 
of  6%  amounting  to  $13.20.  75%  of  this  ($9.90)  you  pay  her  in  cash 
the  other  25%  goes  into  the  Reserve.  Amount  of  Reserve  at  end  of  Feb. 

$3.30. 
Mar.: — As  there  are  26  week  days  in  this  month  her  salary  will  be  $65.00 
figured  on  the  basis  of  5.75%  her  Estimated  Requirement  is  $1130.43  and 
is  paid  for  every  day;  her  Actual  Requirement  is  the  same  ($1130,43.) 
She  only  sells  $1103.25,  a  shortage  of  $27.18  and  as  her  salary  is  figured 
for  this  month  on  the  basis  of  5.75%  she  now  owes  on  the  month  $1.56 
which  deducted  from  her  reserve  of  $3.30  leaves  a  Net  Re  erve  of  $1.74 
at  the  end  of  this  month. 

The  other  months  are  figured  in  the  same  way. 

Attached  hereto  is  a  chart  (Chart  No.  1) 
which  will  graphically  illustrate  a  sci- 

entific way  for  establishing  these  quotas 
and   the   one   which   we  have  adopted. 

The  figures  used  in  this  chart  are 
actual  figures  obtained  from  a  Leather 
Goods  Department  in  a  large  store,  and 
and  a  similiar  chart  has  been  made  out 
for  every  department  of  our  business, 
averaged    over    a     three     year      period. 

You  will  note,  according  to  these  figures 
the  standard  established  was  4.25%. 
(The  standard  we  have  taken  is  the 
per  cent  which  each  department  has 
been  working  under  for  the  last  few 
years).  It  was  decided  to  pay  a  bonus 

or  commission  of  3%%.  You  will  no- 
tice the  monthly  quotas  are  figured  from 

2.25  %  to  7  %   and  the  commission  from 
(Continued  on  next  page) 
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To  Travel  on  Reputation 
Alone  Is  Like  Rowing 

A  Boat  With  One  Oar 
Necessary  To  Keep  Up  With  the  Times  And  With  Modem 

Methods  of  Merchandising — Class  Distinction  Is  No 
More— Quality  Is  Good  But  You  Must  Tell 

The  People  So 

DO  YOU  know  that  there
  are  doz- 

ens of  stores  in  the  United  States 

and  Canada  which  have  been  run- 

ning for  the  last  ten  years  on  the  re- 
putation their  founders  established  for 

them."  This  was  the  statement  made  to 
Dry  Goods  Review  by  a  man  who  has 

just  returned  from  a  tour  of  thirty- 

seven  of  the  leading-  cities  of  North 

America.  "They  are  suffering  from 

what  I  would  call  a  'dry  rot',"  he  went  on 
to  say.  "During  good  times  this  was 
not  so  evident  but  the  pressure  of  the 
last  nine  months  has  brought  amazing 

facts   to  iight." 
This  statement  was  made  by  a  rep- 

resentative of  one  of  the  oldest  retail 
stores  in  Toronto,  a  store  which  has  a 

past  reputation  as  well  as  a  very  pre- 
sent activity  to  carry  it  through.  Years 

ago,  this  house  cai'ried  on  a  large  part 
of  the  "'carriage  trade"  in  Toronto.  It 
had  as  natrons  women  who  went  no- 

where else  to  shop.  They  came  down 
regularly  in   their  carriages   and  bought 

PROBLEM  OF  BONUS 

(Continued  from  page  31) 

2<- ;  to  6%.  The  rate  used  in  figuring 
commissions  has  been  slightly  lower 
than  the  rate  used  to  determine  the 

quota.  This  is  because  we  have  figur- 
ed, that  the  instance  in  the  department 

as  shown  here,  4.2591-  was  the  amount 
we  could  afford  to  pay  for  selling  in 
that  department.  In  every  department, 
there  are  some  that  fail  to  reach  their 

quotas,  and  this  slight  diffei*ence,  which 
in  our  case  will  average  about  %  to  1%, 
is  necessary  for  the  protection  of  the 
store. 

A  further  point  is  that  only  75  %  of 
the  amount  of  bonus  due  will  be  paid 
to  the  sales  person  monthly,  the  balance 
is  used,  first  as  a  fund  to  protect  the 
store  in  case  sales  person  falls  behind 
their  quota  in  the  following  months, 
and  second,  to  encourage  the  staff  to 
remain    entire   six   months. 
On  Chart  No.  2  will  be  found  a 

copy  of  a  card,  which  has  been  pre- 
pared for  each  sales  person,  with  an  ex- 

planation as  to  how  this  scheme  works 
out.  The  form  on  Chart  No.  1  will 

show  how  these  different  percentages 
have   been  arrived   at. 

In  connection  with  this  scheme,  each 
sales  person  will  receive  before  the  first 

of  the  month,  a  slip,  showing  the  re- 
quired sales  for  the  following  month, 

which  is  the  quota,  and  the  amount  that 
will  be  paid  above  it  as  bonus. 

what  they  liked,  with  price  a  secondary 

consideration.  In  those  days  price-tick- 
ets were  never  allowed  to  be  displayed. 

It  was,  moreover,  more  correct  to  run 

charge  accounts  than  to  pay  cash.  High- 
class  customers  only  were  expected  and 
the  very  best  grade  of  goods  was  kept 
for    them. 

When  this  kind  of  business  was  car- 

ried on,  sven  the  wealthiest  pati'ons  did 
not  go  to  New  York  to  shop.  If  they 
travelled,  which  was  very  seldom,  they 
bought  clothes  here  before  leaving.  The 

woman  who  "shopped  around"  before 
making  her  purchases  was  very  rare  in- 

deed. The  word  of  the  department-head 
was  the  guarantee  for  everything  she 
bought.  Most  of  the  business  of  the 

day  was  dene  between  the  hours  of  eight 
and  ten  in  the  morning.  The  trade  of  the 
working  girl  was  not  considered. 

Today  all  customers  must  be  reckon- 
ed with  and  the  business  girl  most  of  all, 

for  she  has  more  money  and  thinks  pro- 
bably more  of  fashion  than  any  other 

class  of  patron.  The  carrying  of  reliable 
merchandise    alone,    will    not    do    today. 

Every  store  that  has  any  pretensions 
has  good  as  well  as  the  cheaper  lines. 
People  have  learned  to  shop  and  shop 

they  will,  because  they  want  value  re- 
ceived. One  of  the  daily  papers  recently 

took  up  arms  against  the  general  at- 

tacks being  made  now-a-days  on  the  ex- 
travagance of  women.  It  stated  that  on 

the  whole  the  woman  of  this  generation 

is  more  economical  than  her  grand- 
mother was.  She  buys  what  she  needs 

and  only  when  she  needs  it.  In  the  old 

days,  women  stocked  up  their  houses 
with  things  which  they  were  often  never 
able  to  use.  They  had  moreover  not  that 
acute  sense  of  value  which  comes  with 

experience  and   comparison. 

Very  recently  a  representative  from 
Dry  Goods  Review  made  a  call  upon  a 
firm  established  in  Ontario  nearly  sixty 

years.  Thirty  years  ago  this  house  had 

a  reputation  for  its  linens  and  its  wool- 
len goods.  Its  clientele  consisted  of  the 

leading  families  not  only  in  its  own  city 
but  in  all  the  neighboring  towns.  Today 
that  store  is  not  turning  over  half  the 
amount  of  business  it  did  even  ten  years 

ago.  The  answer  which  was  given  when 
one  of  the  managers  was  asked  how  he 
merchandises  his  linens  in  these  trouble- 

some times,  is  probably  one  of  the  best 
indications  why  this  house  is  on  the 

down-grade.  He  declared  "We  do  not  be- 
lieve in  using  methods  to  bring  in  busi- 
ness. Cheap  publicity  is  not  wanted.  We 

do  not  even  send  circulars.  Our  goods 

alone  are  our  only  advertisement."  He 
was  proud  of  this  declaration.  He  is  one 
of  the  type  of  business  men  who  treat 
innovations  much  as  the  lordly  heir  to 
an  old  title  treats  those  who  wish  to 

make  changes  in  his  family  escutcheon. 
CHART  #1 

DEPT. QUOTA     4 . 25# 
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NORMAL  <& 

SALARY  t 

) KONTH 
DF  SALES DF  SALARIES SALES SALARIES 
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1 2 3 4 5 6 7 
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3.82 
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$  27.62 
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7. 
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5.75 4.75 

'JAY 

5.63 7.50 
563.00 

31.88 
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4.50 
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4.75 

4. 
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7.50 
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4.91 
5. 

4. 
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7.50 
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31.88 

4.95 

5. 

4. 

SHP1 7.29 
7.50 729.00 

31.87 
4.37 

4*.  2  5 

3.50 
OCT. 

7.02 

7.50 
702.00 

31.88 4.54 
4.50 

3.50 NOV. 
9.20 10.00 920.00 42.50 4.62 

3.75 

3. 
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B1.32 16.00 313L.00 68.00 
2.17 

2.25 

2. 

JAN. 

5.19 

7.50 
519.00 31.88 

6.14 

6. 

5. 

fOTAJ IOC. 00 

_  100.00 

$10000.00 
$425.00 

4.25 
4.25 3.50 

EXPLANATION 

Average  monthly  per  cent,  of  business  to  total  for  a  period  of  three 

years. The  approximate  monthly  selling  per  cent,  over  a  period  of  three 

years. Distribution  of  $10,000.  business  over  year  on  the  monthly  per  cent 
shown  in  column  No.  1. 

Quota  basis  of  4.25  per  cent  yearly,  equals  $425.00  on  every  $100,000 
of  sales.  Distributed  over  months  on  the  basis  of  the  per  cent  shown 
in  column  No.  2. 
The  per  cent  column  No.  4  is  of  column  No.  3. 
Quota  per  cent  determined  from  column  No.  5. 
The  per  cent  to  be  used  in  determining  the  monthly  commissions  on 

sales  in  excess  of  quota. 
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Where  Commodities  Are  Sold  at  Replacement  Value  —  Bearing  of  Problem 

On  Unemployment  —  Retailers'     Representative     on     Advisory 
Committee  Makes  Strong  Appeal 

Written  by  R.  J.  Fitzpatrick,  Representative  of  Retail  Trade  on  Advisory  Committee 

SOME  time  ago  Premier  Drury  call- ed a  meeting  to  which  he  invited 

three  representatives  from  the  fol- 
lowing organizations — manufacturers, 

wholesalers,  retailers,  banks  and  finan- 
cial institutions,  farmers  and  labor — to 

discuss  ways  and  means  whereby  the 
wheels  of  industry  might  be  kept  turn- 

ing and  employment  given  to  thousands 
of  men  now  idle,  and,  at  the  same  time, 
to  keep  the  present  army  of  workers 
as  fully  employed  as  possible.  The 
Premier  declared  that  there  was  a  key 
to  the  whole  situation  if  it  could  be 
found  and  he  asked  for  a  frank  and 
open  discussion  with  a  view  to  finding 
out  what  organization  or  organizations, 
if  any,  were  not  doing  their  share  to- 

ward getting  business  back  to  a  normal 
basis.  It  was  pointed  out  that  the  pub- 

lic were  not  buying  as  they  ordinarily 
would  if  they  felt  that  prices  were  down 
to  bedrock.  Individuals  and  firms  were 
not  building  because  prices  on  building 

hardware,  lumber  and  builder's  supplies 
were  not  down  to  where  they  should  be. 
Labor,  it  was  felt,  should  be  cheaper. 
Maunfacturers,  wholesalers  and  retail- 

ers should  be  willing  to  sell  their  com- 
modities at  a  price  at  which  they  could 

be  replaced  at  today's  market  value  and 
it  was  quite  obvious  that  if  all  the  or- 

ganizations co-operated  with  this  end 
in  view  and  the  public  made  aware  by  a 
well-organized  publicity  campaign  it 
would  not  be  long  before  business  in  all 
lines  would  be  back  to  normal  and  the 
extra  demand  that  would  be  created  for 
the  different  lines  of  manufactured  ar- 

ticles would  give  employment  to  the 
thousands  of  men  now  out  of  work  in 
towns  and  cities  all  over   Canada. 

On  a  Working  Basis 

Just  how  to  give  the  practical  turn  to 
these  suggestions  was  a  matter  for 
consideration  and  at  the  second  con- 

ference called  by  Premier  Drury  a  re- 
solution was  passed  authorizing  each 

trade  section  to  send  in  the  name  of 
one  man  to  represent  it,  thereby  reduc- 

ing the  size  of  the  committee  to  seven 
men  with  the  Premier  as  chairman. 
The  office  of  this  committee  was  to  act 
in  an  advisory  capacity  to  the  govern- 

ment on  this  all-important  matter.  I 
have  the  honor  to  represent  the  retail 
merchants  of  Ontario,  taking  in  all  the 
trade  sections,  and  I  will  do  my  utmost 
to  advance  your  interests  at  all  times. 
At  the  same  time,  I  must  pass  on  to 
you  the  criticisms  of  the  committee  and 

if  these  criticisms  hurt  it  must  be  be- 
cause there  is  some  justification  for 

them.  They  may  not  be  for  you  indi- 
vidually but  for  others  in  your  particu- 

lar trade  section  and  it  is  up  to  you  to 
help  to  rectify  what  difficulties  there 
are. 

Important  Resolution  Passed 

When  this  special  committee  met  on 
August  17th.  they  drew  up  the  follow- 

ing resolution: — 
The  Committee  on  Unemployment, 

having  considered  that  the  resumption 
of  activity  can  be  reached  mainly 
through  normal  channels  of  employment 
instead  of  through  special  relief  works, 
and  believing  that  this  end  can  be 
reached  by  facilitating  the  process  of 
price  reduction  to  normal  levels,  there- 

by stimulating  consumption  and  pro- 
duction, agrees: — 

1.  That  Labor  shall  be  asked  to  take 

willingly  a  reduction  in  wages  propor- 
tionate to  progressive  decrease  in  cost 

of  living. 

2.  That  Manufacturers  should  be  ask- 
ed to  take  a  price  for  goods  on  hand 

equal  to  the  cost  of  replacement,  having 
regard  to  decreased  cost  of  raw  mater- 

ial and  of  labor  used  in  manufacture. 

3.  That  wholesalers  should  be  asked 
to  sell  goods  on  hand  at  replacement 

prices. 4.  That  Retailers  should  be  asked  to 
sell  at  replacement  prices. 

5.  That,  believing  that  costs  of  build- 
ing at  the  present  time  have  been  con- 

siderably reduced,  and  can  be  further 
reduced,  those  desiring  to  build  should 
be  encouraged  to  ask  for  new  tenders 
on  their  proposed  work;  and  that  build- 

ing contractors  and  builders'  supply 
people  should  make  a  special  effort  to 
reduce  prices  to  a  minimum  in  order  to 
restore  this   important  key  industry. 

6.  That  Banks  and  financial  institu- 
tions should  be  prepared  to  co-operate 

to  the  utmost  with  all  productive  enter- 
prise by  allowing  all  reasonable  credits 

and  by  decreasing  rates  as  rapidly  as 
conditions  may  allow. 

7.  That  farmers  should  be  asked  to 
maintain  reasonable  production,  and  in 
the  event  of  a  proportionate  reduction 
being  reached  in  other  lines,  should  be 
prepared  to  make  needed  improvements 
and  betterments. 

As  the  executive  of  each  association 

should  be  given  an  opportunity  to  re- 
ject or  adopt  the  resolution  as  it  affect- 

ed their  particular  association,  it  was 
deemed  advisable  at  the  time  to  treat 
the  matter  confidentially,  but  as  the 
Premier  has  made  reference  to  it  in  a 
recent  address  and  as  the  executives  of 
our  various  trade  sections  have  been 

given  an  opportunity  to  deal  with  the 
matter  and  have  unanimously  adopted 
the  resolution,  I  feel  free  to  use  it  for 

publication.  The  resolution  is  of  suf- 
ficient importance  to  show  how  vitally 

urgent  it  is  for  all  retail  merchants  to 
co-operate  in  every  possible  way.  Ac- 

cording to  good  authority  this  co-opera- 
tion is  not  being  manifested  by  all  our 

trade  sections  at  the  present  time. 

Case  of  Shoe  Men 

For  instance,  at  the  joint  meeting  of 
all  the  trade  sections  at  which  it  was 

agreed  that  all  retail  merchants  should 
sell  at  replacement  prices,  the  shoe  men 
came  in  for  some  criticism.  It  was 
shown  that  some  shoe  merchants 
bought  shoes  at  a  fair  market  price  and 
offered  them  at  100%  profit.  It  was 
stated  that  some  merchant  tailors  could 

not  justify  the  prices  they  were  asking. 
The  butchers  were  criticized  for  the 

prices  they  were  asking  for  some  cuts. 
The  result  of  these  criticisms  was  that 
a  special  committee  was  appointed  to 
gather  any  further  information  that 
would  be  of  assistance  to  the  Advisory 
committee  so  far  as  it  had  a  bearing 
on  the  retail. 

An  Obligation 

As  your  special  representative,  I  ear- 
nestly entreat  of  you  that  you  live  up 

to  your  obligation  to  dispose  of  your 
merchandise  at  the  lowest  possible  price 
and  in  no  case  ask  more  for  your  goods 
than  the  price  at  which  they  can  be 

replaced  at  today's  market  values.  Any 
merchant  who  does  not  do  this  is  stand- 

ing in  his  own  light.  Not  only  that;  he 
places  his  fellow-merchants  in  a  very 
unfair  light  because  the  section,  as  a 
whole,  must  suffer  for  the  wrongs  of  the 
few.  We  have  a  golden  opportunity  to 
play  our  part  and  let  us  play  it  well.  It 
may  appear  hard  to  face  the  real  issue 
if  you  have  not  already  faced  it  but 
you  may  be  sure  of  reaping  the  reward 
in  the  end  and  there  is  a  great  satis- 

faction in  feeling  that  you  have  done 
your  part  in  bringing  business  back  to 
normal  basis  and  thus  helping  to  solve 

problems  of  unemployment  which  will 
always  bring  distress  and  hardship  to  a 
considerable  proportion  of  our  popula- 
tion. 
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AN  EXHIBITION  COMPLAINT 

JpKO.M  a  number  of  exhibitors  who  had  displays  at  the 
Canadian  National   Exhibition   we   heard  the  same 

complaint,  a  complaint  that  should  he  seriously  consid^ 
ered  by  many  of  the  smaller  merchants  throughout  the 
country.  Many  people-who  were  interested  in  their  dis- 

plays of  various  dry  goods  lines  would  come  to  them,  ad- 
miring the  class  of  goods  shown,  but  regretting  that  it 

was  impossible  for  them  to  buy  such  merchandise  from 
the  retail  trade  in  the  section  of  the  country  from  which 

they  came.  ■The  stores  in  our  town  don't  seem  to  get 
hold  of  these  goods'"  was  the  remark  frequently  heard by  ex  hi  hi  tors  of  dry  goods  lines. 

The  present  is  a  time  above  all  others  when  the  small- 

-  ores  throughout  the  country  should  not  fail  in  lead- 
ership. Big  mail  order  houses  are  keener  after  business 

than  they  have  been  for  some  years  and  they  are  able  to 
go  to  the  consumer  with  the  latest  that  is  to  be  had  in 
all  lines  of  dry  goods.  While  it  may  be  impossible  for 
the  small  dealer  to  carry  the  stocks  carried  by  the  larger 
metropolitan  .-tores,  it  is  quite  within  their  power  to 
kyep  in  touch  with  all  that  is  latest  in  the  drv  goods 
field  and  bring  it  right  to  the  doors  of  the  consumers  in 
their  localities.  By  attending  the  National  Exhibition, 
people  from  all  over  Canada  see  the  very  newest  crea- 

tions on  the  market  and  an  appetite  is  created  for  these 
things.  If.  when  they  return  to  their  homes,  they  are 
unable  to  see  what  they  have  seen  at  the  Exhibition,  in 
their  local  stores,  they  are  disappointed  and  feel  that 
the  merchant  there  is  failing  in  leadership.  It  is  one 
of  the  things  that  give  a  dangerous  opening  to  the  mail 
order  house.  It  is  one  of  the  dangers  that  local  dealers 
can  face  and  overcome. 

*     *     *     *     * 

THE  SPIRIT  OF  COMPETITION 

^yK  HAVE  frequently  observed  during  the  last  rune 
months  that  the  period  through  which  we  were  pa«s- 
ing  and  would  pass  for  some  years  to  come  was  to  be 

one  of  the  keenest  competition,  there  is  no  better  dlus- 
t ration  of  ibis  than  the  visit  of  the  French  Exhibition 
train  through  Canada.     Thia  train  brings  to  the  very 

doors  of  the  Canadian  people  the  progress  of  France  in 
art.  science,  industry  and  commerce,  and  gives  them  an 

opportunity  to  buy  from  the  very  center  of  the  world's 
fashions  in  all  lines  of  women's  wear.  While  a  temporary 
business  depression  may  result  in  a  smaller  amount  of 
business  than  the  promoters  of  this  venture  had  hoped 

for,  the  venture  itself  will  not  be  forgotten  because  of 

the  enterprise  shown  by  the  French  people  and  the  op- 
portunity it  affords  the  Canadian  buyer  to  purchase 

French  wares. 

It  is  an  excellent  illustration  of  the  spirit  of  compe- 
tition that  is  manifesting  itself  not  only  in  the  local  field 

but  in  an  international  way.  France  hopes  to  derive 
more  business  from  Canada  by  this  venture  and  the 
popularity  of  the  scheme  as  shown  by  the  thousands 
who  visited  the  train  is  a  good  augury  for  its  growing 
success.  To  the  retailer  it  is  an  object  lesson  not  to  be 

slightingly  passed  over.  It  shows  how  keen  competi- 
tion is  becoming  the  world  over.  To  the  manufacturer 

and  the  wholesaler,  the  object  lesson  is  none  the  less  im- 
portant. It  places  a  greater  obligation  on  their  should- 

ers to  meet  competition  from  whatever  quarter  it  may 
arise. 

***** 

A   TIMELY  APPEAL 

The  appeal  of  R.  F.  Fitzpatrick,  printed  in  this  issue 
of  Dry  Goods  Review,  should  receive  the  earnest  consid- 

eration of  every  retailer.  Mr.  Fitzpatrick  is  the  select- 
ed representative  of  the  retail  trade  of  Ontario  to  act  on 

an  advisory  committee  to  the  provincial  government. 
The  object  which  this  committee  has  in  view  is  to  meet 
the  problem  of  unemployment  this  winter  in  the  best 
possible  way  so  that  the  least  amount  of  hardship  and  in- 

convenience may  be  occasioned  in  the  domestic  and  in- 
dustrial fields. 

Mr.  Fitzpatrick  rightly  points  out  that  one  way  in 

which  the  retailer  can  give  a  full  measure  of  co-opera- 
tion is  by  marking  his  goods  strictly  on  the  replacement 

value  basis  and  by  shading  his  margin  of  profit  as  close- 
ly as  circumstances  will  permit.  In  this  way — and  per- 

haps only  in  this  way — can  the  public  be  induced  to 
enter  the  various  markets  for  their  legitimate  require- 

ments. 'The  consumer  this  fall  is  seeking  the  opportun- 
ity to  make  his  dollar  work  harder  than  it  did  a  year 

ago ;  it  is  the  duty  of  the  retailer  to  show  him  how  this 
can  be  done.  And  it  can  be  done.  Normal  buying  is  the 
solution  of  the  unemployment  problem.  If,  as  Mr. 

Fitzpatrick  asks,  the  retailer  can  help  to  re-establish  the 
period  of  normal  buying  by  shading  his  profits  or — if 
there  are  any  who  have  not  yet  done  it — by  marking 
their  goods  on  a  replacement  value  basis  then  it  is  as- 

suredly to  his  own  interests  to  do  so.  ?. 
There  is  an  even  stronger  obligation  than  this  —  the 

obligation  to  help  one's  fellow-men.  If  the  wheels  of 
industry  can  be  set  in  greater  motion  again  by  one 
single  action  of  the  retailer,  then  the  retailer  is  in  duty 
hound  to  take  such  acion.  By  so  doing,  he  will  open 
the  closed  door  to  many  a  man  who  is  eager  to  work 
hut  who  is  denied  the  opportunity.  , 
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The  Blue  Store,  Winnipeg,  Deals  Personally 

With  Over  Eighteen  Thousand  Customers 
Have  Had  Pronounced  Success  with  Contests— The  "Stringless"    Contest  —  Turning 

to  Good  Account  the  Enthusiasm  of  Youth— Some  Sample  Personal  Letters 

—Good-will  Defined— Twenty  Letters  a  Year  to  18,000  Customers 

A  YOUNG  woman  stood  reg
arding 

herself  in  the  tall  pier-glass  of 
the  fur  department  show  room. 

Her  hair  was  fair,  her  cheeks  rosy,  her 
eyes  —  but  after  all  that  has  nothing 
to  do  with  the  story.  The  important 

point  was  the  smile  upon  her  lips.  She 

was  pleased.  She  had  bought  a  perfect- 
ly ducky  fur  coat.  She  had  wanted  the 

coat  for  ever  so  long,  and  she  just  loved 
it.  Now  it  was  hers  and  she  was  just 
waiting  to  discuss  with  Mr.  Chevrier 
the  arrangements  for  Dad  to  pay  the 
twelve  hundred  odd  dollars  indicated 

as  the   purchase  price. 
Now  it  would  be  no  more  right  for 

us  to  listen  in  on  the  conversation  re- 
garding settlement  than  for  the  writer 

of  romances  to  eavesdrop  when  he 
leaves  his  hero  and  heroine  at  the 
close  of  a  successful  story.  The  first 
thing  the  young  lady  said  as  the  pro- 

prietor greeted  her,  however,  was  too 
good  to  keen. 

Making    A    Customer 

"Mr.  Chevrier,"  said  the  thousand 
dollar  customer,  "there  is  one  thing  I 
shall  never  forget  about  your  store. 
I  was  just  recalling  it  as  I  looked 
about.  One  Christmas  week  when  I  was 

a  little  girl  of  three — I  won't  say  just 
how  many  years  ago — my  mother 
brought  me  to  this  store.  I  do  not  rem- 

ember the  details  of  what  was  going 
on,  but  I  do  remember  that  as  I  enter- 

ed the  store  in  the  company  of  my 
mother  a  very  kindly  man  bowed  to  me 
and  presented  me  with  a  most  gorgeous 
bottle  of  real  perfume.  It  may  not  have 
been  a  very  expensive  gift  at  the  time, 
but  I  remember  it  was  a  gift  fit  for  a 
queen  in  my  childish  imagination.  That 
it  was  presented  to  me  for  my  very  own 
self  was  the  crowning  glory.  I  do  be- 

lieve you  won  a  new  customer  then  and 

there." 
Horace  Chevrier,  of  Chevrier  and 

Sons,  Winnipeg,  will  to  this  day  give 
anyone  an  affidavit  as  to  the  bona  fides 
of  this  incident.  He  tells  me,  further- 

more, he  has  any  number  of  customers 
he  could  call  up  by  name  who  would 
recall  a  similar  instance  in  their  early 
days.  It  Arould  hardly  be  safe  to  estim- 

ate the  age  of  the  young  lady  of  the 
perfume  bottle,  but  let  us  say  to  be 
kind  the  incident  took  place  twenty 
years  ago.  It  is  indeed  a  far-sighted 
policy  which  builds  for  a  trade  twenty 
years  hence. 

"Stringless"  Contests 

I  recently  heard  at  a  meeting  of  re- 
tail merchants,  a  lecturer  propound  the 

theory  that  contests  and  prize-giving  in 

retail  merchandising  were  out  of  date. 
Such  methods  no  longer  attracted,  he 
claimed.  Though  his  lecture  sounded 
pleasingly  modern  and  efficient,  he 
strangely  enough  took  for  illustrations 

of  his  point  the  decline  of  contest  meth- 
ods in  boosting  newspaper  circulation. 

The  giving  away  of  prizes  for  bringing 
in  the  greatest  number  of  new  custom- 

ers was  no  longer  a  means  of  interest- 
ing the  public  in  a  business  establish- ment. 

This  is  not  a  debate  with  the  learned 

lecturer.  He  knows  more  about  retail- 
ing than  I  hope  to  learn  for  some  time. 

It  appears  possible,  however,  that  his 
theory  applies  to  the  old  fashioned  con- 

test methods  only.  Well  can  I  remember 
the  competitions  with  a  string  to  them 
advanced  by  all  manner  of  firms  a  few 

years  ago.  "The  Blue  Store,"  as  Chev- 
rier's  is  known,  have  incorporated 
"stringless  contests"  as  an  important 
part  of  their  "Future  business"  policy 
which  makes  customers  for  twenty 

years  from  now. 
Every  year  one  or  two  contests  are 

held  by  this  store  in  which  boys  may 
win  genuine  useful  prizes — no  string 
attached.  There  is  nothing  intangible  or 
indefinite  about  a  bicycle  with  coaster 

brake  and  motorcycle  handle-bars.  No 
less  concrete  is  the  award  of  a  ticket 

to  a  Y.  M.  C.  A.  camp  with  fare,  board 
and  pocket  money. 
Take  for  instance  the  1920  contest 

for  boys.  As  is  the  case  with  all  the  con- 
tests for  young  folks,  the  time  is  set 

just  near  the  close  of  the  school  year. 
It  is  found  far  more  satisfactory  to 
hold  the  contests  while  school  is  on  be- 

cause at  other  times  the  youngsters  will 
likely  be  out  of  town.  In  any  event  their 
interest  Is  more  easily  obtained  than 

during  vacation  days.  An  added  advan- 
tage is  that  teachers,  given  sufficient 

encouragement,  help  their  pupils  in  the 
contests. 

The  object  of  the  competition  was  to 
write  an  essay.  For  a  subject  the  judges 

selected  "Why  I  like  to  deal  at  Chev- 
rier's."  This  necessitates  visiting  the 
store.  It  was  excellent  proof  of  the 
contest  idea  when  several  teachers  es- 

corted classes  of  youngsters  to  the  Blue 
Store  after  school  hours  that  they 
might  inspect  it  and  become  sufficient- 

ly interested  to  write  about  it.  One  of 
the  side  issues  of  the  contest  offered 
three  prizes  for  teachers  having  the 
greatest  number  of  pupils  among  the  en- 

trants. Here  again  the  Chevrier  way  of 
doing  it  proved  that  contests  would  not 
lose  popularity  when  run  on  the  string- 

less plan — with  real  awards.  The  teach- 
ers   were   offered   for   prizes   fur   pieces 

ranging  as,  high  as  $100.  in  value  foi 
the  first  and  proportionate  values  for 
second    ind    third. 

Enthusiasm  of  Youth 

Any  man  who  has  ever  been  a  boy 

himself  need  not  overtax  his  imagin- 
ation to  picture  the  rapture  with  which 

any  red  blooded  youngster  would  regard 
the  list  of  real  boy's  treasures  offered 
in  the  mam  prize  list.  Were  I  to  attempt 

to  analyze  the  reasons  for  the- unques- 
tionable success  achieved  by  all  the 

Blue  Store  contests  I  should  point  out 
as  the  basic  element,  common  sense 
selection  of  prizes.  No  agent  on  earth 
can  be  surer  of  results  than  a  youngster 
with  a  given  objective.  With  something 
his  heart  desires  to  work  for,  all  the 

King's  horses,  and  the  same  proportion 
of  the  King's  men  could  not  stop  him 
making  a  try  for  it.  What  is  more,  he 
will  do  nis  best — than  which  no  more 
could  be  hoped  or  asked  for. 

Young  Winnipeg  literally  swarmed  to 
the  Chevrier  store.  Singly,  in  pairs,  in 

bunches  and  in  classes  under  the  guid- 
ance of  teachers  they  made  visits  of  in- 

spection. Like  true  authors  they  haunted 
the  scene  of  their  story  for  local  color. 

Already  in  my  imagination  I  can  hear 
several  experienced  merchants  exclaim 
— "What  a  nuisance  to  have  the  store 

over  run  with  kids."  Some  men  are  like 
that,  but  not  so  the  Chevrier  Brothers. 
They  liked  it.  Every  boy  or  group  of 
boys  who  came  to  the  store  were  as 
welcome  as  a  cash  customer — and  why 
should   they  not  be  forsooth? 

Looking   To   the    Future 

"Out  of  the  number  of  boys  who 
swarmed  through  our  store  during  the 

contest  a  goodly  per  cent,  will  be  found 
listed  among  our  regular  customers 

several  years  hence,"  Mr.  Horace  Chev- 
rier explained.  "Don't  get  the  impress- 

ion that  we  think  half  of  them  will  con- 
tinue to  buy  here  from  the  closing  day 

of  the  contest  till  the  end  of  their  lives; 
nothing  so  imaginative  as  that.  The 
fact  of  the  matter  is,  though,  many  of 

these  boys  will  remember  Chevrieir's! 
whenever  they  have  a  say  in  the  pur- 

chase of  their  own  clothing.  Most-  of 
them  are  of  the  age  when  their  buying 
is  done  for  them  by  their  parents,  so 
they  are  not  immediate  prospects  as 
customers. 

Getting  the  Parents  Interested 

"On  the  other  hand,  future  business 
from  a  percentage  of  the  boys  grown  to 
manhood  is  not  the  only  definite  return 
on  our  contest  investments.  We  have 
had  parents  come  in  with  their  boys 
who  tell  us  they  never  would  have  peace 
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in  the  family  unless  they  bought  the 

boy's  new  suit  from  Chevrier's.  Such 
incidents  are  only  natural.  The  boys 

know  more  about  Chevrier's  than  any 
other  store  in  town.  They  know 
we  are  interested  in  boys  and  know 

boys'  tastes.  They  know  we  even  adver- 
tise our  toys'  department  as  "Winni- 
Boys'  Store."  To  their  minds  no 

other  store  is  competent  to  serve  their 

special    requirements." 
When  we  stop  to  analyze  once  more, 

you  and  I  and  the  next  man  know  there 

is  no  more  effective  spreader  of  pro- 
paganda than  a  boy.  Give  him  something 

worth  a  boy's  while  talking  about  and 
he  will  spread  the  news  faster  than 

thistle-down  on  a  windy  day.  Twenty- 
four  sheets  and  free  readers  play  no 
more  important  part  in  the  advertising 
of  a  circus  coming  to  town  than  the 
mouths    of   the   boy   population. 

Boiled  right  down,  then,  the  bald  ex- 
cuse for  contests  is  that  they  bring 

more  business  to  the  store.  To  anyone 
in  business  for  more  than  his  health 
that  is  good  and  sufficient  reason  in 
itself.  Added  to  this  are  two  further 
features,  one  of  which  demands  its 
share  of  the  purchase  price  in  the  sale 
of  a  going  concern.  Good  will  —  it  is 
termed.  The  dictionary  defines  business 
good  will  merely  as  "the  right  to  take 
up  a  business  trade  or  connection." 
Mr.  Che  .rier's  definition  goes  deeper 
and  would  call  for  a  much  higher  val- 

uation in  a  bill  of  sale. 

What  is  Good-will? 

"Good-will,"  he  described  to  me,  "is 
an  elusive,  intangible,  hard-to-hold 
asset.  It  is  an  established  desire  on  the 
part  of  purchasers  to  come  back,  to 
bring  friends  as  new  customers,  and 
to  take  pride  in  seeing  the  firm  in 
which  they  are  interested  grow  in  size, 
merit  and  popularity.  Its  second  element 
is  a  real  impartial  wish  to  see  a  busi- 

ness grow  into  goodly  proportions  on 
the  part  of  wholesalers — and  manufac- 
turers." 
The  second  of  the  points  mentioned 

is— personality.  Here  lies  Chevrier's 
main  distinguishing  feature.  To  the 
boys  the  store  has  a  personality.  To 
the  old  timers  who  have  dealt  for  twen- 

ty years  and  to  the  new  customers  the 
store  has  a  personality.  Even  to  the 
French-speaking  population  from  the 
little  city  across  the  river  from  Winni- 

peg, the  store  has  a  personality  speak- 
ine  their  own  tongue. 

If  after  writing:  a  theme  along  with 
more  thar.  two  thousand  boys  you,  at 
the  age  of  fifteen,  had  been  presented 
with  a  sweil  bicycle,  and  the  papers  had 
been  full  of  it,  with  your  name  and 
your  picture  published,  do  you  think  for 
a  momeni  you  would  forget  it?  Not  by 
a  long  shot.  You  would  no  more  forget 
the  event  than  you  have  forgotten  the 
various  treasured  boyhood  incidents  of 
which  you  could  tell  us  today,  if  you 
would  only  throw  off  the  cloak  of  grown- 

up diffidence  and  out  with  it.  The  donor 
of  that  bicycle  would  be  to  you  a  person- 

ality— would  in  fact  to  this  day  remain 
a  memory  to  you  just  as  the  young  lady 
who  introduced  our  story  recalled  the 

big  day  in  her  life  when  she  was  present- 
ed with  a  bottle  of  perfume.  That  is  how 

the  Blue  Store's  personality  is  estab- 
lished with  its  future  customers. 

Endless  Chain  of  Letters 

Chevrier,  however,  does  not  let  it  rest 
there.  The  backbone  of  the  personal 
touch  is  an  endless  chain  of  letters  to 
old,  new  and  possible  customers.  Every 
excuse  is  used  to  send  a  letter.  Most  of 

them  are,  it  is  true,  form  letters.  Per- 
haps it  would  be  more  descriptive  to  call 

them  duplicate  letters,  for  they  bear  no 
resemblance  to  form.  They  are  personal. 
They  are  the  means  by  which  contests 
are  linked  up  with  the  cash  register. 

Take  as  a  specific  instance  the  case  of 
one  of  the  lads  who  won  a  prize  in  this 

year's  contest.  His  was  a  new  name, 
which  was  not  included  in  the  long  list 
built  up  from  the  years  of  contests. 
His  parents  had  never  dealt  in  the  Blue 
Store  before.  They  came  in  with  the  boy 
one  day  and  bought  a  suit  because  he 
would  have  it  purchased  nowhere  but 

at  his  store — Chevrier's.  After  a  reason- 
able while  it  was  noted  by  the  records 

they  had  made  one  or  two  further  visits 

to  the  boys'  department,  but  were  not 
recorded  in  other  departments.  A  letter 
was  sent  to  Dad  something  as  follows: 
"Dear  Sir. 

"We  have  greatly  appreciated  your 
patronage  of  our  boys'  department,  and 
assure  you  of  our  desire  to  serve  you 
further  and  to  your  satisfaction. 

"Knowing  you  as  one  of  our  regular 
customers  we  feel  it  is  only  just  that 
your  attention  should  be  called  to  an 
opportunity  to  economize  this  summer 

on  your  personal  needs.  Our  men's  wear 
department  is  equipped  to  render  com- 

plete service  at  all  times,  but  you  will 
be  especially  interested  in  the  Summer 

Sale  of  men's  goods  scheduled  to  start 
next  week. 

"Your  son  has  mentioned  the  fact  that 

Chevrier'n  is  a  place  where  a  fellow  is 
treated  right.  Let  us  assure  you  it  is 
our  aim  to  treat  you  right  in  all  our 
dealings.  Drop  in  and  see  us  next  week 
some  time;  it  will  be  a  pleasure  to  see 

you  in  any  one  of  our  departments." 
Twenty    Letters   a    Year 

Something  like  twenty  letters  a  year 
are  available  for  mailing  to  the  entire 
mailing  list,  so  it  would  be  useless  to  at- 

tempt to  give  a  comprehensive  idea  of 
them  all.  The  idea,  however,  may  be 
gained  from  the  sample  above,  and  the 
following  special  letter  sent  to  a  clergy- 

man in  the  French  parish  over  the  river. 
Its  personal  flavor  cannot  be  adequately 
translated  into  English,  for  the  letter 
was  in  the  expressive  language  of 

France:— "Reverend  Father. 

"We  have  much  appreciated  your 
trade  in  our  hoys'  department,  and 
would  like  to  serve  you  this  Fall  in  oth- 

er departments  as  well. 

"You  will  likely  be  needing  a  black 
Fall  overcoat  and  black  felt  hat  within 
the  next  few  weeks.  Be  assured  in  these 
lines  you  will  have  full  and  complete 
satisfaction  with  us,  as  well  as  an  op- 

portunity  to   economize   on   your  needs. 

"We  specialize  in  black  suits — either 
of  clerical  or  lay  styles.  We  stock  also 
a  goodly  range  of  black  trousers  in 
Serge,  Venitian  or  other  cloths.  You  will 
find  these  are  real  values  at  reasonable 

prices. "Should  you  prefer  a  heavy  black  Par- 
amatta rain-proof  to  black  Chesterfield, 

you  will  appreciate  the  careful  study 
we  have  given  to  the  minutest  details 
of  style  and  cut  which  assures  the  severe 
coiTectness  of  line  black  wearing  appar- 

el   must   have." Words  in  the  English  fail  to  cope  with 
the  closing  paragraph  of  the  letter  in 
its  courtesy  and  personality.  The  idea 
is  clear  without  my  slaughtering  the 
translation  of  the  rest.  Instead  of  gen- 

eralising, the  letter  hits  the  nail  right 
on  the  head,  and  goes  directly  to  the 
personal  requirements  of  the  person  to 
whom   it  is   addressed. 

Mailing   List  of  18,000 

More  than  eighteen  thousand  people 
receive  letters  of  similar  nature  from 
the  Chevrier  store.  This  list  is  built  up 
from  sales  slips,  on  which  salesmen  are 
instructed  to  obtain  names  whenever 

possible;  from  delivery  orders  and  from 
names  sent  in  during  contests.  Ages, 
occupation,  size  of  family  if  any  and 
other  useful  data  is  unobtrusively  glean- 

ed and  entered  upon  simple  index  cards. 

These  are  filed  by  departments — furs, 

men's  wear,  ladies'  ready-to-wear  and 
others.  A  separate  file  is  kept  for  out- 
of-town  cards.  These  form  an  important 
part  of  the  system  as  there  are  hundreds 
of  former  residents  of  Winnipeg  who 
still  deal  with  the  Chevrier  brothers  by 
mail.  They  are  never  allowed  to  forget  the 
store,  as  the  letters  they  receive  average 
better  than  one  a  month.  Many  of  the 
long  distance  customers  started  with 
Chevrier  thirty  years  ago. 
When  a  letter  is  returned  through  lost 

address,  the  card  is  placed  in  the  rear 
of  the  file.  In  the  course  of  time  the  cus- 

tomer's new  address  is  found,  entered 

and  the  card  replaced  in  the  "Live"  list. If  the  customer  be  so  situated  as  to  be 

a  prospect  for  furs  as  well  as  men's 
furnishings,  the  name  is  filed  in  both  de- 

partment indexes.  Every  Fall  Fur  Open- 

ing, men's  wear  sale,  boys'  sale  or  other 
special  is  announced  personally  as  well 
as  by  newspaper  advertising,  for  Horace 
Chevrier   says: 

Giving    Oneself 
"While  general  publicity  is  for  the  pur- 

pose of  getting  people  into  the  store, 
it  should  not  be  necessary  to  pay  as 
much  to  bring  them  back  again.  The 

personal  i'ol low-up  method  of  letters  re- 
quires time,  thought  and  earnestness  in 

lieu  of  heavy  cash  outlay.  A  proprietor 
must  give  more  of  himself — must  keep 
more  closely  in  touch  with  the  goods 

(Continued  on  Page  42) 
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Getting  Ready  for  Christmas 
Elsewhere  in  this  issue  of  Dry  Goods  Review  will  be  found  one  or  two 

articles  dealing  with  methods  of  handling  Christmas  trade  that  have  been  tried 

out  with  success  by  retailers  in  this  country.  Only  the  casual  or  the  super- 
ficial will  say  that  it  is  too  early  to  talk  or  even  think  about  Christmas,  that 

the  problems  of  the  fall  season  are  still  pressing  upon  them  for  solution,  and 
that  conditions  are  too  uncertain  to  make  very  definite  plans  for  the  Yuletide 
season.  Expert  advertising  and  merchandising  men  plan  their  campaigns 
months  ahead;  big  departmental  stores  are  constantly  conducting  research 
work,  looking  to  the  future  for  new  and  wider  avenues  of  trade.  Aggressive 
business  men  are  ever  on  the  lookout  for  new  ideas  that  will  help  them  to  put 

across  new  schemes  for  a  successful  season's  merchandising.  A  season  Joes 
not  come  upon  them  unprepared;  a  sale  is  not  launched  without  mature  consid- 

eration of  the  minutest  details;  an  event  in  the  store's  life  does  not  pass  into 
history  except  it  be  carefully  arranged  for  from  all  angles.  Plan  your  work, 
then  work  your  plan  is  a  sound  basis  for  successful  merchandising. 

THE  BIGGEST  SEASON 

Christmas  is  the  big  season  of  the  year — one  of  the  biggest  for  many 
and  the  very  biggest  for  some — and  the  time  to  get  ready  for  it  is  now.  That  is 
why  we  are  running  one  or  two  article-;  this  month — and  will  run  others  from 
month  to  month — on  successful  methods  of  making  Christmas  a  real  business- 
getting  season.  It  seems  to  uj  that  one  of  the  first  considerations  is  that  of 
selecting  the  merchandise  for  the  Christmas  trade.  In  some  cases  and  in  some 
lines  this  has  already  been  done,  but  there  is  still  much  of  it  to  do.  Merchants 
should  make  a  careful  analysis  of  their  community  and  the  possibilities  of 
Christmas  trade.  There  are  certain  communities  in  this  country  where  trade 
has  shown  an  increase,  month  for  month  this  year,  over  the  corresponding 
months  of  last  year.  There  are  other  communities  where,  unfortunately,  this 
is  not  the  case. 

WILL  THERE  BE  AS  MANY  BUYERS? 
The  number  of  sales  made,  however,  has  remained  as  high,  and,  in  many 

cases,  much  higher  than  a  year  ago.  While  it  is  likely  that  consumers  will  be 
looking  for  less  expensive  merchandise  than  a  year  ago,  it  should  be  remember- 

ed that  the  number  of  those  looking  will  not  be  decreased.  That  suggests  two 
things:  First,  that  the  number  of  lines  carried  shou'd  br>  4->~~^as<?d;  second,  that 
the  store  service  will  need  to  retain  the  same  level  of  efficiency. 

Merchants  will  be  given  the  widest  possible  range  ot  Christmas  merchan- 
dise from  manufacturers  and  wholesalers  and  at  prices  that  should  and  will 

meet  the  consumer  demand.  The  consumer,  in  many  instances,  will  be  looking 
for  the  chance  to  make  this  Christmas  dollar  do  more  work  than  it  did  a  year 
ago.  The  merchant  will  be  in  a  position  to  show  him  that  this  can  be  done. 
Added  to  this  will  be  the  attraction  of  some  altogether  new  things  in  Cnnsimas 
showings  by  manufacturer  and  wholesaler.  Prices  have  pretty  well  adjusted 
themselves  to  the  public  purse  and  while  there  might  be  some  reason  for  sup- 

posing that  many  will  not  spend  as  much  money  as  a  year  ago,  there  is  no 
reason  for  supposing  that  the  volume  of  sales  will  materially  decrease. 

DON'T  STARVE  YOURSELF 

The  policy  of  hand  to  mouth  buying  has  been  followed  and  is  still  being 
followed  by  many  merchants  throughout  the  country  with  regard  to  the  pur- 

chasing of  seasonable  merchandise.  It  can  readily  be  eeen  that  this  same  policy 
cannot  obtain  to  the  same  safe  extent  in  Christmas  purchasing.  As  we  have 
said,  the  store's  service  cannot  afford  to  suffer  in  efficiency;  in  lact,  Keener 
competition  dictates  that  it  be  improved.  Clerks  this  Christmas  will  need  to  be 
better  salespersons  than  they  were  a  year  ago.  The  merchant,  therefore,  who 
starves  himself  is  going  to  lose  business.  Competition  from  within  and  without 
will  get  that  which  he  fails  to  give  if  he  allows  his  service  to  deteriorate.  The 
shopping  habit  will  be  more  pronounced  this  Christmas  than  las-i.  You,  Mr. 
Merchant,  are  doing  more  shopping  than  a  year  ago.  You  are  look"n<r  around 
to  compare  prices,  values  and — by  no  means  the  least  important — deliveries.The 
manufacturer  or  the  wholesaler  who  can  "deliver  the  goods"  immediately  is  the 
man  who  appeals  to  you  very  strongly.  Manufacturers  and  wholesalers  tell  us 
that  merchants  were  never  so  insistent  upon  getting  their  merchandise  im- 
mediately. 

Don  t  forget  that  human  nature  is  about  the  same  the  world  over.  Con- 
sumers will  adopt  the  same  attitude  toward  you  that  you  do  toward  the  grad- 
uations of  trade  beyond  you.  You  will  need  to  have  the  goods  at  the  right  time. 

It  is  not  safe  to  wait  until  the  demand  is  created  for  Christmas  merchandise;  it 
is  safer  to  try  to  create  the  demand. 

ADVERTISING 

Advertising  will  play  a  big  part  in  Christmas  trade  as  it  always  does.] 

There  is  no  time  of  the  year  when  advertising  is  more  read  than  at  Christmas" Aggressive  firms  this  year  are  not  cutting  down  their  advertising;  they  will 
not  cut  it  down  at  Christmas.  They  will  make  special  efforts  to  advertise  their 
store  service,  their  various  Christmas  lines  and  the  bigger  opporunity  of  com- 

pleting the  Christmas  list  of  presents  for  less  money  than  a  year  ago.  Money 
will  be  a  factor  to  be  reckoned  with  this  Christmas.  One  of  the  important 
tasks  of  the  retailer  is  to  show  its  greater  power  in  1921. 

Important 
Convention 

at  Hamilton 
Advertising    Affiliation    To    Meet    There 

September  30  and  October   1- 

The  Advertising  Affiliation  Conven- 
tion will  be  held  in  Hamilton  this  year  at 

The   Royal   Connaught. 
In  addition  to  the  present  Clubs  which 

hold  membership  in  this  organization, 
viz. — Cleveland,  Rochester,  Buffalo,  Can- 

ton and  Hamilton,  five  new  clubs  will 
line  up  for  the  event  and  it  is  expected 
that  they  will  be  granted  permanent 
membership  in  the  organization.  Among 
the  newcomers  are  Erie,  Ohio,  Toledo, 
Ohio,  London,  Ont.,  Toronto,  Ont.,  and 
Montreal,  Que. 

The  slogan  adopted  for  the  Conven- 
tion is  "Let's  to  Business"  and  it  will  be 

the  theme  of  this  businesslike  assembly. 
The  dates  of  the  meetings  will  be  Friday 
Sept.  30  and  Saturday  Oct.  1,  and  much 
will  be  accomplished  in  this  short  period. 

On  Friday  morning  an  International 
Golf  Match  between  teams  representing 
the  various  Clubs  will  take  place  at  the 
Links  of  the  Hamilton  Country  Club 
which  is  regarded  as  the  finest  course  in 

Canada  and  according  to  "Chick"  Evans 
is  one  of  the  very  finest  in  America.  A 
handsome  trophy  has  been  donated  for 
this  event. 

Many  will  motor  to  Hamilton  but  in 
addition  special  trains  will  be  run  from 
Rochester,  Buffalo  and  Cleveland. 

Premier  Meighen  of  Canada  has  con- 
sented t°  speak  at  one  of  the  sessions 

and  another  member  of  his  Cabinet  will 

in  all  probability  speak  on  world  trade 
conditions. 

The  speakers  who  will  introduce  busi- 
ness subjects  have  been  very  carefully 

selected  and  the  complete  programme 
which  will  soon  be  announced  will  be 
exceedingly  interesting. 

HEAVY    LOSS    FOR    HAWTHORNE 
MILLS. 

An  immense  stock  of  raw  wool,  valu- 
ed at  $60,000,  and  owned  by  Hawthorne 

Mills,  Ltd.,  together  with  the  building  in 
which  it  was  stored,  was  destroyed  at 
Carleton  Place  August  21st  by  a  fire 
which  started  in  a  stable  adjoining  the 

storehouse.  The  total  damage  is  estima- 
ted at  $7,000,  with  insurance  of  $55,- 

000  on  the  stock  of  wool,  and  $5,000  on 
the   building. 

The  cause  of  the  blaze  has  not  been 
ascertained,  but  it  was  first  noticed 
shortly  after  midnight  bursting  from 
the  roof  of  a  small  stable,  owned  by 

Wesley  Coats,  adjacent  to  the  Haw- 
thorne Mills  property.  Although  the 

local  fire  brigade  was  at  once  sum- 
moned and  all  available  streams  brought 

into  use,  the  building  was  almost  totally 
destroyed.  The  stock  of  wool  was  soaked 
with  water  and  filled  with  smoke,  ren- 

dering it  practically  valueless. 
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THE  MARKETS  AT  A  GLANCE 
T^  VIDENCE  accumulates  that  retail  stocks  through- 
■*-'  out  the  country  are.  in  the  vast  majority  of  eases. 
cleaned  up.  Three  factors  contribute  a  fairly  equal 
share  to  this  evidence,  the  National  Exhibition,  reports 
from  travellers  on  the  road,  and  orders  by  letters  com- 

ing into  the  wholesale  houses.  During  the  exhibition 
there  were  many  buyers  in  the  city  from  outside  centres; 
their  number  far  exceeded  that  of  a  year  ago.  They 
bmight.  in  the  majority  of  cases,  not  heavily  but  they 
bought  just  the  same,  many  of  their  purchases  being  in 
staple  lines.  In  speaking  to  the  wholesalers,  they  stated 
that  their  stocks  were  low  and  that  they  were  ready  to 
buy  as  the  consumer  demand  required  that  they  should. 
Since  the  exhibition,  travellers  have  taken  to  the  road 
again  and  the  reports  they  are  sending  m  are  very  en- 

couraging. Again,  the  buying  is  not  in  great  quanti- 
ties but  orders  are  numerous.  A  director  of  one  of  the 

Toronto  houses  told  Dry  Goods  Review  that,  all  in  all, 
the  quantities  were  not  quite  as  heavy  as  a  year  ago, 
though  not  a  great  way  behind.  Of  course,  they  have 
not  expected  that  tins  would  be  the  case;  but  they  re- 

gard this  condition  in  the  trade  as  being  very  healthy 
in  consideration  of  the  times.  And,  in  the  third  place, 
the  number  of  orders  being  received  by  letter  and  by 
telegram,  orders  which  invariably  ask  for  immediate  de- 

livery, indicate  that  .-tocks  are  clean  and  that  consumer 
demand  requires  frequent  replenishment. 

Prices  Firming  Up 

The  spectacular  rise  in  cottons  a  couple  of  weeks 
ago.  according  to  wholesalers,  is  a  distinct  indication  of 
the  firming  up  of  prices.  They  do  not  believe  it  is 
indicative  of  a  sudden  and  tempestuous  rise  in  all  cot- 

ton prices,  though  it  has  had  its  •  immediate  effect  on 
staple  cottons.  They  regard  it,  rather,  as  the  handwrit- 

ing on  the  wall.  There  is  a  world  scarcity  of  cotton 
and  the  cost  of  production  of  the  finished  article  is  not 
much  lower  than  it  was  a  year  ago.  The  fact  of  the 
matter  is.  as  every  retail  dealer  knows,  he  has  been 
-citing  many  lines  of    dry   goods   at  a  price  below  the 

-  of  production.  Perhaps,  the  definite  turn  of  the 
road  has  conic:  the  time  has  arrived  when  the  manu- 

facturer is  looking  for  new  business,  he  has  figured  out 
bis  cost  of  production,  plus  a  reasonable  profit,  and  busi- 

ness, in  future,  will  be  conducted  along  regular  lines. 
Distress  goods  have  largely  disappeared  in  many  lines. 

rl  he  immediate  effect  of  this  rise  in  cottons  has  been the  withdrawal  by  the  Canadian  cotton  mills  of  their 
rid,  al  this  time  of  writing,  new  ones  have  not  been 

ed.  Some  whole-ale  stock-  have  advanced  in  price 
since  this  jump  in  cottons.  The  buyer  of  staple  cottons 
in  one  of  the  wholesale  houses  -bowed  Dry  Goods  Review 
i  letter  from  one  of  the  mills  in  which  they  were  accept- 

ing an  order  for  certain  goods  at  prices  which  they  would 
accept.  The  point  is  that  this  mill  felt  itself  in  a  posi- 

tion to  dictate  the  [»rice.  in  view  of  the  change  in  cotton 
prices 

Spot  business  in  staple  cottons  has  improved  within 
the  last  two  weeks  and  wholesalers  say  that  some  retail- 

er- who  were  hesitating  before  this  sudden  jump  in  pri- 
ce- have  now  placed  their  orders. 

Cotton  Affects  Other  Lines 

Cotton  is  regarded  by  men  in  other  lines  as  a  sort  of 
basis  of  the  whole  trend  of  the  trade.  Even  since  this 

most  recent  increase  woolens  have  shown  a  greater  tend- 
ency toward  stabilization  and  the  price  of  raw  wool  has 

advanced.  Business  in  piece  goods  in  woolen  lines  has 

been  exceptionally  good  during  the  last  month.  One  of 
the  Toronto  novelty  houses  stated  to  Dry  Goods  Review 
that  they  had  never  had  as  good  business  in  their  history 
as  they  were  having  at  the  present  time.  There  has  been 
a  big  sale  of  plain  cloths  on  account  of  the  new  fad  for 
young  women  to  make  their  own  dresses  in  the  simple 
lines  that  are  being  followed.  A  fifteen  cent  pattern 
and  a  few  yards  of  cloth  and  the  dress  is  nearly  made. 

The  "jazz"  flannel  has  had  a  great  run  and  many  of  the 
houses  have  found  it  impossible  to  meet  the  demand. 
Incidentally,  the  blouse  trade  is  being  helped  out  by 
(his  new  style  of  dress  which  requires  a  blouse. 

Guaranteed  Prices 

T'he  action  of  a  number  of  the  British  carpet  manu- 
facturers in  guaranteeing  the  prices  of  their  merchan- 

dise until  the  end  of  the  year,  following  their  reductions 
on  the  first  of  July  has  practically  resulted  in  similar 
action  being  taken  by  the  Canadian  mills.  A  meeting 
was  held  a  couple  of  weeks  ago  between  the  wholesalers 

and  the  carpet  men  and  it  was* told  Dry  Goods  Review 
by  one  of  the  large  buyers  that  the  Canadian  mills  had 
practically  agreed  to  guarantee  their  prices  until  the  first 
of  May  next  year.  This  is  regarded  as  a  very  hopeful 
indication  by  the  wholesalers  and  gives  them  a  much 
safer  basis  on  which  to  work.  While  the  same  action 
has  not  been  taken  with  regard  to  linoleums,  oilcloths. 
etc.,  it  is  felt  that  the  price  is  now  well  stabilized. 

Must  Submit  Orders 

There  has  been  a  very  good  movement  of  novelties 
recently,  and  of  laces.  The  cotton  novelties,  also,  have 
felt  the  recent  increase  in  cotton  prices  and  one  whole- 

saler stated  to  Dry  Goods  Review  that  he  had  to  submit 
an  order  for  acceptance  before  it  was  accepted.  There 
has  been  a  big  run  on  red  and  black  beads;  some  new 
creations  will  shortly  be  shown  the  trade  which  are  very 
attractive. 

The  opening  of  the  social  season  has  greatly  pro- 
moted the  sale  of  faces.  All-over  laces  in  Spanish  de- 

signs are  in  good  favor.  While  the  demand  is  mostly 
for  black  ,all  other  popular  Fall  shades  are  being  asked 
for  in  good  quantities.  The  demand  for  various  ac- 

cessories— umbrellas,  fans,  etc. — has  been  quite  active 
within   recent  weeks. 

Advance  Brings  Business 

A  recent  advance  in  some  underwear  prices,  due  to 

the  rise  in  cotton  prices,  brought  some  immediate  bus- 
iness. One  manufacturer  stated  to  Dry  Goods  Review 

that  he  was  inundated  with  orders  following  a  recent 
advance  of  about  one  dollar.  Reports  from  other  cen- 

tres indicate  that  there  is  good  business  in  many  of 
the  standard  lines  and  the  fact  that  the  prices  have 
been,  in  most  cases,  guaranteed  for  the  season  has 
helped  business  a  great  deal. 
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Spring  Styles  Reflect  National  Tendencies 
Toward  More  Outdoor  Life  and  Exercise 

Toronto  Designers  Say  Rochester  Recommendations  Will  be  Followed  Only  in  General 

Way— Canadian  Models  More  Conservative— Models  Reflect  Sporting  Life 
and  Desires  of  Younger  Men — Materials    Brighter— Prices    Show 

Slight  Recession 

AT  A  RECENT  convention  of  
the 

Dry  Goods  merchants  of  Ontario, 
an  address  on  national  designing 

was  given  by  Mrs.  C.  S.  McMichael  of 

the  Canadian  Women's  Designing  Club 
in  which  she  said,  "Because  Canada  has 
a  small  population  is  no  reason  why  it  is 
to  be  without  distinction  in  national  de- 

sign— as  a  matter  of  fact  there  is  a  very 
good  reason  why  it  will  stand  out  in  its 
individuality,  and  it  is  my  belief  that  it 
will  have  a  better  chance  to  start  while 

the  population  is  small — a  better  chance 
to  interpret  the  needs  of  its  people  and 

to  make  that  interpretation  a  true  one." 
Spring  Styles  Reflect  National  Tendency 

Whether  or  not  women's  styles  for 
spring  1922  will  reflect  national  char- 

acter, life  and  habits  along  the  lines  sug- 
gested by  the  president  of  the  Canadian 

Women's  Designing  Club  remains  to  be 
seen;  but  the  fact  remains  that  the  men's 
styles  will  very  accurately  reflect  cer- 

tain national  tendencies  that  have  grown 
since  the  conclusion  of  the  war.  There 
is  no  doubt  but  that  the  out-door  life  of 
the  army  has  had  a  marked  effect  on  our 
national  life  and  habits.  This  tendency 
has  found  its  expression  in  more  out- 

door exercise,  the  indulgence  in  out-door 
sports  to  a  considerably  greater  extent 
not  only  by  young  men  who  participated 
in  the  war  but  in  older  men  as  well.  And 
this  tendency  is  reflected  in  spring  styles 
for  men,  1922,  according  to  designers 
of   Toronto   clothing   firms. 

Rochester    Recommendations 

At  the  international  convention  of  de. 
signers  held  in  Rochester  recently,  the 
style  committee  reported  that  the  pre- 

sent era  was  distinctively  toward  out- 
door life  necessitating  clothes  in  con- 

formity with  ease  and  comfort.  It  stated 
that  the  spirit  of  the  times  showed  a 
trend  toward  the  adoption  by  men  of 
all  ages  of  styles  typical  of  and  accept- 

ed by  the  younger  generation.  In  the 
United  States  this  will  be  carried  out  in 

spring  styles  in  the  characteristic  man- 
ner of  American  extremism.  In  Canada, 

the  general  tendency  will  be  followed 
out  in  a  truly  Canadian  conservative 

way.  "It  will  be  the  best  season  for  sport 
clothes  that  we  have  seen  since  the  war 

started,"  said  one  designer  to  Dry 
Goods  Review.  It  was  this  designer's 
opinion  that  spring  1922  would  be  a 
particularly  appropriate  time  to  feature 
something  entirely  new,  though  not  too 
extreme.  It  would  place  a  better  selling 
argument  in  the  hands  of  the  retailer; 
it  would  give  him  an  entirely  new  stock; 
and   it  would   strengthen   his   appeal  to 

the  consumer  because  it  truly  reflected 
national  tendencies. 

Young  Men  Govern 

As  indicated  in  the  Rochester  recom- 
mendations, young  men  and  their  likes 

and  dislikes  are  more  and  more  govern- 
ing styles.  While  conservativeness  will 

be  closely  followed  in  styles  for  older 
men,  the  general  outlines  will  reflect  a 
youngishness  that  has  not  been  seen  for 

Some  designers  state  that  next  spring 

will  see  the  zenith  of  sports'  clothing. 
Sirice  the  conclusion  of  the  great  war 
there  has  been  a  rapid  development  of 
sporting  life  and  styles  and  fashions  have 
reflected  that  development.  Above  is 
shown  one  of  the  popular  models  for 
spring  1922.  It  is  really  a  golf  coat  but 
it  will  be  seen  on  many  a  young  man  who 
is  a  stranger  to  the  golf  links. 

Note  the  pleat  at  the  shoulder  that 
gives  greater  freedom  to  the  arms,  and 
the  pockets  which  permit  of  carrying  a 
flask,  for  instance,  without  putting  the 
pocket  out  of  shape. 

many  years.  For  the  younger  men  there 
will  be  coats  with  split  sleeves,  box  pleats 

over  the  shoulders,  and  belted  backs. 
There  will  be  fancy  yokes  and  fancy 

pockets,  and  cuffs  with  some  new  wrink- les in  them  and  new  cuts.  There  will  be 

U  shaped  vests  that  will  give  plenty  of 
view  of  the  silk  shirt  or  the  fancy 

zephyr.  There  will  be  golf  coats  design- 
ed only  for  the  golfer  but  worn  by  young 

men  who  have  never  set  foot  upon  the 

golf  course.  There  will  be  a  profusion 
of  buttons  used  on  some  which  are  not 

treme  models,  and  there  will  be  plenty 

of  buttons  used  on  some  which  are  not 

considered  extreme.  While  the  Rochester 

recommendations  are  for  much  looser 

garments,  Canadian  designers  will  not  go 
to  the  same  extreme  in  this  respect. 
There  will  be  a  leaning  that  way  and  a 

roominess  will  be  given  to  some  models 

by  the  use  of  pleats,  but  they  will  not 

approach  a   raglan   roominess. 
Materials  And  Linings 

In  materials  there  will  be  the  same 

disposition  to  get  back  to  pre-war  bright- ness. It  will  be,  generally  speaking,  a 

light  season.  Materials  are  better  in 

quality  and  fancier  in  design.  During  the 

war,  these  were  of  secondary  considera- 
tion because  of  the  great  world  interests 

at  stake  in  the  conflict;  in  the  two  years 
that  followed  the  war  there  was  no  time 

to  devote  to  fancies  and  quality  depre- 
ciated to  a  considerable  extent.  Now, 

we  are  getting  back  to  quality  produc- 
tion and  values  are  getting  better  and 

better  all  the  time.  The  feeling  amongst 

clothing  men  is  that  nearly  all  the  poor- 

er grade  stuff  that  has  flooded  the  mar- ket since  1918  is  off  the  market.  Spring, 

1922,  will  see  many  light  shades  and 

many  fancy  weaves  that  will  be  attract- 
ive both  in  appearance  and  quality  and 

will  make  a  strong  appeal  on  the  part 
of  the  retailer  possible. 

Prices 

There  will  probably  be  a  slight  shad- 
ing off  in  prices — perhaps  somewhere 

between  five  and  ten  per  cent  due  to  the 
drop  in  materials  and  trimmings,  not 
to  lower  costs  of  manufature.  Dry 

Goods  Review  has  been  practically  as- 
sured that  the  scale  for  the  spring  sea- 

son which  begins  on  December  1.  will  be 

the  same  as  at  present.  One  manufactu- 
rer in  explaining  this  to  Dry  Goods  Re- 

view stated  that  with  conditions  as  they 
are  they  did  not  feel  that  wages  could 
be  cut  any  further.  With  many  of  the 
factories  running  between  four  and  five 
days  of  the  week  and  with  the  costs  of 
rents,   fuel,   light    and    gas    as    high    as 

(Continued  on  page  42) 
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Left — Tan  mixture  in  silk  finish  with  light  brown  band,  side  bow.     Shown  in  mixtures  of  all  shades  or  in  plain  colors. 
(  entrc — Raw  edge  natural  velour,  back  bow,  with  light  bro  wn  band.     Shown  in  all  colors. 

Right — 22  Line  band,  young  man's  hat,  light  brown  mixture  with  dark  broivn  band  and  fancy  cord  at  bow. 
Neva  models  in  Brock  hats  shown  by  }]'olthausen  Hat  Corporation,  Brockville. 

''THE    KING'S    HAT" 

This  is  the  exact  hat  worn  by  His  Majesty  the  King  this  season,  and  has  at 
last  become  obtainable  in  Canada.     Made  of  champagne  colored  felt  with 

bow   and    band    of   chocolate    brown   corded   ribbon,    the    coming    spring's 
hcadwear    is    accurately    indicated. 

The  necessity  for  smart  fall  gloves   will  soon   become   apparent,   and   the 

nevjest  line    of    buckskin   in    a   rich    beaver   shade,   prix-seam    sewn,    will 
undoubtedly  be  the  choice  of  the  particular  man  about  town. 

Hat  shown  by  courtesy  of  Boulter-Waugh  Company,  Montreal.     Gloves  by 
courtesy  of  the  Acme   Glove  Company,  Montreal.     Photo   by  Photo-Kraft 
Studios,  Montreal. 

The  principal  object  of  this  invention  is 
to  protect  the  person  wearing  either  a 
jersey  or  bathing  suit  or  similar  garment 
equipped  with  the  clinch  style  of  dome 
fasteners  from  the  contact  of  the  metal 
with  the  skin  and  its  attendant  possibil- 

ities of  poisonous  conditions.  This  can 
be  done,  as  will  be  seen  by  the  above 
photograph,  at  a  nominal  cost.  By  plac- 

ing a  covering  strip  of  fabric  over  the 
inner  member  of  the  clinching  type  of 
dome  fastener  which  goes  right  through 
the  fabric,  the  metal  is  not  allowed  to  rub 
against  the  skin  at  all.  Not  only  does 
this  rubbing  cause  some  discomfort  but 
there  is  in  it  an  element  of  danger.  This 
new  invention  shown  by  the  Aberley 
Knitting  Mills,  Ltd.  of  Toronto,  will  over- 

come this  difficulty  and  danger. 

New  holiday  silks  for  neckwear.     Shown  by  Wm.  Milne,  Toronto. 
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The  statement  that  "comparisons  are  odious"  was  never 
more  neatly  contradicted  than  in  the  several  instances 
afforded  this  month  of  differences  between  prices  as  quoted 
in  1920  as  against  those  featured  at  present.  Several 
leading  Montreal  stores  have  taken  up  the  idea  in  their 

window  displays  and  in  their  advertising  and  are  endeav- 
ouring to  drive  home  to  their  customers  the  cold  facts 

which  are  really  startlingly  different  to  expectations 

Th<'  photograph  accompanying  this  article  shows  how 

David's  Limited  of  Montreal  are  handling  this  interesting 
method  of  comparison.  The  window  in  question  was  fea- 

tured towards  the  end  of  A%igust  and  attracted  much  atten- 
tion because  of  its  novelty  and  appeal.  On  the  left  of  the 

window  is  a  solitary  suit  of  pure  Botamy  wool  indigo  dye 
navy  serge,  which  twelve  months  ago  was  sold  for  the  sum 
of  $55.  Alongside  of  this  suit  was  shown  a  yawning  pocket 
book,  utterly  devoid  of  even  the  wherewithal  to  purchase 
car  fare  home.  On  the  right  side  the  same  suit  is  shown, 
but  labelled  plainly  $35.  this  being  the  current  price  for 
the  same  type  of  suit  as  the  other.  In  addition,  grouped 
around  the  suit  are  shown  a  neat  colored  shirt,  a  soft  fall 
felt  hat,  a  suit  of  underwear,  a  pair  of  pyjamas,  three 
pairs  of  socks,  two  neckties,  eight  collars  and  last  of  all, 

change  in  silver  and  a  crisp  green-back  amounting  to 
$1.60,  and  all  this  may  be  bought  for  the  same  price  as 
the  suit  on  the  left  side,  namely,  $55. 

The  fact  that  the  prices  on  staple  commodities  such  as 
these  have  shown  siwh  a  radical  decline  has  escaped  the 
attention  of  most  zzople,  who  intently  scanning  the  hor- 

izon for  bargains  are  apt  to  miss  the  fact  that  there  are 

few  lines  of  merchandise  nowadays  which  cannot  be 
honestly  termed  bargains  in  every  sense  of  the  word. 

"Such  a  method  of  publicity  as  this  would  have  been  con- 
sidered absolutely  impossible  and  absurd  twelve  months 

ago,"  explained  J.  N.  Soloman,  display  manager  of  the 
David's  stores,  "but  to  get  the  attention  of  the  man  in  the 
street,  one  has  to  play  up  the  idea  which  is  novel,  original 
and  different.  The  human  touch  makes  all  the  difference 
nowadays  in  windows  that  pull  and  one  must  simply  watch 

the  trend  of  the  times  and  vary  one's  methods  accordingly." 

The  finishing  touch  to  the  window  was  the  reproduction 

of  a  very  pungent  cartoon,  depicting  the  various  commod- 
ities entering  into  the  costs  of  living  taking  the  high  dive 

from  the  burning  deck  of  a  burning  vessel.  Alone  remain- 

ed "rents'"  up  on  the  high  deck,  well  described  by  the 
words,  "The  boy  stood  on  the  burning  deck,  whence  all  but 

he  had  fled." The  same  idea  has  been  variously  represented  in  the 

grocery  store  windows  of  Montreal  as  ivell  as  in  the  larger 
department  stores,  and  each  time  it  is  featured,  the  public 
stops  and  poyiders  upon  this  fact,  and  dimly  comprehends 
that  prices  have  dropped  lower  than  they  were  really 
axvare  of. 

This  type  of  publicity  also  fulfills  another  purpose,  in 
that  it  shows  the  public  conclusively  that  the  retailer  is 
not  the  profiteer  that  some  authorities  woidd  make  out, 
and  in  many  cases,  such  explicit  proof  is  really  necessary 

to  offset  the  unfair  criticism  and  the  "retail-profiteer" 
propaganda  which  has  been  all  too  common  during  the 

past  few  months. 
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THE   BLUE   STOKE 

(Continued  from  Page  36) 

Us  and  the  people  to  whom  he  sells. 
His  reward  comes  in  the  establishment 

of  personal  relations  with  his  clientele, 
getting  continued  attention  and  interest, 
and  winning  that  elusive,  intangible, 
hard  to  hold,  and  supremely  desirable 

asset — good-will." Mr.  Chevrier  knows  whereof  he 

speaks.  During  the  time  I  talked  with 
him  in  his  office  recently,  no  less  than 

four  customers  "just  dropped  in"  to 
chat  for  a  moment  about  nothing  in 
particular.  Another  caller  was  the  win- 

ner of  the  last  contest — for  men,  with 
the  prize  a  forty  dollar  seat  at  the  Carp- 
Demp.  fight  and  railway  to  and  from; 
which  amounts  to  something  from  Win- 

nipeg. Incidentally  I  left  Mr.  Chevrier 
counting  the  new  names  secured  by 
means  of  this  contest,  sorted  for  the 
various  departments — 333  who  needed 

general  furnishings;  255,  men's  suits; 
230,  overcoats,  underwear  and  Winter 
garments;  98,  collars,  ties,  etc;  and  last 
but  far  from  least  30  prospects  for  fur 
coats. 

SPRING  STYLES  REFLECT  NATION- 
AL      TENDENCIES     TOWARD 

MORE  OUTDOOR  LIFE  AND 
EXERCISE 

(Continued  from  page  51) 

ever  they  did  not  feel  that  further  cuts 
were  justified. 

But  materials  are  down  somewhat.  In 
comparison  with  six  months  ago,  we 
have  been  told  that  Canadian  woollens 

are  down  between  10  and  15  per  cent; 
worsteds  are  down  about  10  per  cent; 
some  cheaper  British  lines  are  down 
about  20  per  cent;  there  is  little  change 
in  Scotch  tweeds  because  Scotch  prices 
were  never  advanced  quite  as  high  as 
the  English;  sleeve  linings  are  down 
about  40  per  cent;  body  linings  about 
5  per  cent;  canvas  about  10  per  cent; 
and  buttons  about  10  per  cent.  These 
reductions  will  make  possible  a  slight 
reduction;  but  manufacturers  state  that 
the  reduction  for  spring  will  not  be  as 
great  as  it  was  for  fall. 

ELABORATE   SETTING  FOR   READY 
TO    WEAR 

The  Quality  Dress  Company  of  Mon- 
treal has  set  the  fashion  so  widely  adopt- 

ed in  New  York  of  displaying  frocks  in 
a  setting  calculated  to  create  the  admir- 

ation of  all  visitors.  Their  show  room  in 
their  new  premises  in  the  Dubrule  Build- 

ing eclipses  anything  hitherto  attempted 
along  that  line,  being  a  perfect  reproduc- 

tion of  a  Louis  the  Sixteenth  drawing- 
room,  finished  in  rich  ivory,  pannelled  in 
blue  satin  brocade,  and  furnished  in  per- 

iod furniture  to  correspond.  Old-gold 
candle  sconces  are  set  above  the  quaint 
long  mirrors  at  intervals  down  the  room, 
and   French  screens  provide  a  measure 

of  privacy  for  the  greater  convenience  of 
buyers.  Tall  floor  lamps  shaded  in  blue 
provide  a  mellow  illumination  on  dark  af- 

ternoons, while  adorable  little  French 
figurines  arrayed  in  silks  and  satins 

shade  individual  lights  wherever  nec- essary. 

According  to  the  members  of  the  firm, 

this  idea  of  a  sumptuous  setting  has  be- 
come a  necessity  in  the  ready  to  wear 

trade,  since  gowns  cannot  be  properly 
appreciated  in  the  ordinary  show  room. 
Models  will  be  employed,  of  course,  to 

display  the  features  of  the  new  season's designs. 

U.  S.  PUBLISHERS  BUY 
CHEAPER    NEWSPRINT 

In   an     effort   to     reduce     production 

costs   by    getting-   lower   prices   on   their 
paper  supplies,  publishers  who  are  mem. 
bers    of    the    Canadian    National    News- 

papers and  Periodicals  Association  asked 

"  for    a   conference    with    paper    manufac- 
turers.       This    conference    was    held    in 

Toronto   on   Sept.   8,  when  the   situation 

was  fully  discussed.       Today  some  pub- 
lishers   are     actually     paying   more   for 

paper     than   in   1920,     while   the   ruling- 
price  on  book  paper  is  100  per  cent  high- 

er than  in  1914.  In  some  cases  even  more 
than  100  per  cent  increase  is  being  paid. 
Unfortunately  no   relief  is   promised   by 
the  paper  manufacturers.  This  does  not 
of  course,  refer  to  the  grade  paper  used 

by    daily    newspapers,    which    is    mater- 
ially lower  in  price  now   than   in   1920. 

Publishers    of      Agricultural,    Business, 
Educational,     Religious     and     Technical 
Newspapers      and      Magazines      in      the 
United  States,  all  of  them  in  direct  com- 

petition   with    Canadian    publishers,    are 
today  buying  their  paper  at  from  25  to 
40  per  cent,  less  than  the  prices  paid  for 
paper  used  in  Dry  Goods  Review.  These 
U.S.    publications    are    all    admitted    to 
Canada  free  of  customs  duty. 

F.  J.  Graham,  president  and  J.  B.  Bry- 
son,  Vice-president  of  Bryson-Graham, 
Limited,    Sparks    Street,    Ottawa,    were 

All  wool  English  cashmere  ribbed  host 
with  hand  clocking.  This  is  a  new  line 

of  brogue  hosiery  which  has  taken  par- 
ticularly well  with  the  trade.  It  is 

shown  in  black,  navy,  gray,  dark  brown 

and  green  and  in  each  shading  there  is 
an  assortment  of  different  colored  clocks. 

Shown  by  E.  &  S.  Currie  Co.,  Ltd.,  To- ronto. 

pleased  to  find  a  nice  bouquet  of  flowers 
on  their  desks  and  a  lovely  basket  of 
51  American  Beauty  roses  in  the  main 
aisle  of  the  store  to  which  the  employees 
had  attached  a  message  of  goodwill  to 
the  management  reading: 

"Employees  congratulate  Bryson- 
Graham,  Limited,  on  this,  their  51st 
Anniversary  and  extend  sincere  wishes 
for  many  more  successful  anniver- 

saries." 

jt/ttmjk  '"■'■■  :""":-■"=,  ■    -■  -  ■  :    "  ■-; 

m  fat* 
' 

An  early  showing  of  fall  felts  by  W.  F.  Boughner  of  London,  Ontario. 
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SLEEP  fails  to  be  quite  as  refreshing  as 
it  might  be,  if  the  bed  lacks  long,  wide, 

smooth    aud   snowy    coverings.     Crisp, 

fresh-looking  sheets  and  pillow  cases  should 

be  the  right  of  tired  bodies  and  tired  nerves. 

Long,  smooth  threads,  fine-spun  or  heavy, 

closely  and  evenly  woven  by  Canadians  in 

Canadian  mills,  goto  make  "Prue" sheetings 
and  pillow  cottons  the  most  serviceable,  the 

most  comfortable  and  the  least  expensive. 

Show  your  customers  the  mark.oj quality  on  the 
end  of  the  piece. 

DOMINION    TEXTILE    COMPANY 

MONTREAL 

LIMITED 
TORONTO WINNIPEG 
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Dry  Goods  Review. 

Promoting  Sales  In  Lace  Department 
The  Swing  of  Fashion's  Pendulum  Need  Not  Determine  The  Growth  of  This  Depart- 

ment— Its  Varied  Uses  Make  it  A  Profitable    Line — Encouraging    Quantity 
Buying  And  Attractive  Displays— The  Place  of  The  Sales   Staff. 

LACE  is  one  line  of  merchandise 

which  is  peculiarly  affected  by  the 
vagaries  of  Dame  Fashion.  It  may 

either  be  at  the  crest  of  the  wave  of 
popularity  01  it  may  be  absolutely  dead, 
in  the  parlance  of  the  trade.  In  the 
latter  case  very  careful  study  of  con- 

ditions by  the  staff  may  result  in  a  steady 
demand  for  certain  types  of  laces,  but 
when  the  rumor  goes  forth  from  Paris 
that  lace  is  decreed,  then  is  the  psycho- 

logical time  for  the  wide  awake  buyer 

to  "cash  in"  on  the  big  demand  that  is 
sure  to   arise. 

The  present  season  and  the  coming 
winter  are  exceedingly  favorable  to  the 
use  of  lace  in  practically  every  form, 
the  demand  reported  from  most  of  the 
leading  Canadian  stores  demonstrating 
that  practically  everything  from  the 
cheapest  to  the  most  expensive  varieties 
sells  at  sight. 

Lace  is  generally  supposed  to  be  a 
luxury  article,  the  use  of  which  is  op- 

tional and  depending  in  great  measure 
upon  the  tastes  of  different  individuals. 
To  a  certain  extent  this  is  true,  where 
the  real  or  handmade  laces  are  concern- 

ed, but  cheap  lines  are  now  manufac- 
tured which  are  infinitely  more  artistic 

and  dainty  than  the  average  consumer 
has  any  idea  of. 

A   Many-Sided    Line. 

In  studying  the  problems  connected 
with  laces  and  trimmings,  a  few  general 
conclusions  seem  to  stand  out  for  first 
consideration,  each  of  which  in  a  way 

suggests  a  reason  for  further  develop- 
ment from  a  merchandizing  viewpoint. 

These  might  be  classified  under  such 
heads  as  the  following:  The  decorative 
appeal  latent  in  lace,  its  numberless  pos- 

sibilities for  use  by  the  woman  who  sews 
as  well  as  for  accessories,  the  exhibit 
value  of  lace  in  which  its  distinction 
and  elegance  is  emphasized,  and  lastly 
the  opportunity  it  affords  for  quantity 
selling. 

Fashion    Need    Not    Affect    Lace 

That  success  of  the  lace  section  de- 
pends upon  the  pendulum  of  fashion  is 

an  exploded  fallacy,  according  to  J.  A. 
Varmette,  manager  of  the  lace  depart- 

ment in  the  Dupuis  Freres  store,  Mont- 
real. "It  can  be  sold  all  day  long  and 

every  day,"  he  explained  to  Dry  Goods 
Review.  "All  that  is  needed  is  to  buy 
stock  that  the  public  wants,  keep  it 
moving  briskly  at  reasonable  prices, 
never  let  remnants  or  dead  stock  accu- 

mulate and  keep  the  department  per- 
petually before  the  public  eye  by  means 

of  attractive  bargains  or  displays  which 

appea'.  to  the  average  woman's  love  of 
pretty  things  or  low  prices." 

Developing  his  ideas  according  to  the 
general  headings  outlined  above,  Mr. 
Vermette    explained    that    laces    can    be 

successfully  sold  the  year  round  irres- 
pective of  fashion  merely  because  they 

represent  to  a  high  degree  an  intrinsic 
worth  not  found  in  all  merchandise, 
based  upon  beauty,  daintiness,  utility  and 
distinctiveness,,  all  peculiarly  feminine 
qualities.  From  a  comparatively  small 
department,  the  lace  section  in  the  Du- 

puis store  has  grown  until  it  overflows 
into  other  subsections,  and  scarcely  an 
hour  of  the  day  finds  the  counters  un- 

frequented by  eager  shoppers  who  turn 
oyer  the  lace-wound  bits  of  cardboard 
unceasingly  in  their  search  for  bargains. 
All  sorts  and  styles  of  laces  ai-e  car- 

ried, of  course,  for  the  stock  must  in- 
clude every  possible  type  used  for  every 

day  needs,  as  well  as  for  the  more  un- 
usual requirements  in  addition.  By  fea- 

turing sales  very  frequently,  interest  in 
the  department  is  constantly  sustained 
and  the  world's  markets  have  tol  be 
thoroughly  ransacked  in  order  to  provide 
the  merchandise  for  such  sales.  In  the 
early  spring  months  as  well  as  through- 

out the  autumn,  especially  October  to 
November,  lace  sells  in  enormous  quan- 

tities for  lingerie,  children's  clothing, 
summer  accessories,  etc.,  and  in  the  fall 
the  demand  goes  still  further,  including 
<  urtain  and  other  laces  for  household 
use  and  all  lines  suitable  for  gift  pur- 

poses. So  successful  has  this  particular 
department  become  of  late  that  it  ranks 
second  only  to  yardage  goods  in  point 
of  sales,  in  the  entire  store,  a  note- 

worthy achievement  in  this  particu^r line. 

Encourage  Quantity  Selling 

Quantity  selling  should  always  be  en- 
couraged, pointed  out  Mr.  Vermette,  and 

special  inducements  should  be  offered 
to  the  purchaser  to  take  the  entire  piece 
without  any  cutting.  Twelve  yard  pieces 
priced  at  low  figures,  especially  in  Vals, 
torchons,  or  inexpensive  filets  sell  rap- 

idly by  this  plan,  and  thus  the  disagree- 
able feature  of  accumulated  remnants 

is  entirely  avoided.  When  laces  are  not 
sold  in  this  manner,  and  odd  lengths 
have  accumulated,  it  is  advisable  to  sell 
them  quickly,  allowing  the  customer  an 
extra  quarter  or  half  yard  in  the  case 
of  shorter  lengths  which  would  be  worth- 

less if  cut.  Customers  appreciate  this 
policy  and  are  often  willing  to  change 
their  original  choice  in  order  to  take 
advantage  of  the  opportunity  of  secur- 

ing an  extra  auantity  of  lace. 

Half  of  the  charm  and  distinctiveness 

of  lace  comes  from  a  proper  understand- 
ing of  displaying  it.  In  the  Dupuis  store, 

the  glass  cases  are  lined  with  pastel 
tinted  crepe  papers  against  which  the 

rarer  qualities 'show  up  much  more  at- 
tractively than  they  would  if  set  off 

against  an  all  white  ground.  The  me- 
tallic laces  also  are  carefully  draped 

over  strongly  contrasting  grounds  and 
are  usually  kept  well  lighted  up  to  dis- 

play  the   glitter   and    shimmer   of   their 
weave. 

Expert  Sales  Staff  Essential 

To  sell  lace  successfully,  the  sales 
staff  must  be  possessed  of  exceptionally 
wide  knowledge  regarding  the  different 
possibilities  latent  in  a  yard  or  so  of 
this  delicate  merchandise.  Customers 
are  singularly  ignorant  regarding  the 
names  and  patterns  or  designs  of  the 
standard  qualities  and  often  ask  for 
something  that  they  really  do  not  want 
at  all.  Where  regular  stock  is  con- 

cerned, it  is  best  kept  in  carefully  clas- 
sified divisions  behind  the  counters,  so 

that  whenever  a  customer  specifies  her 
choice,  an  entire  rack  of  one  kind  of  lace 

may  be  quickly  placed  before  her,  to  se- 
lect from.  Insertions  and  edges  to  match 

should  be  kept  close  at  hand,  and  both 
sold  together  if  possible.  Prices  should 
also  be  clearly  marked  on  the  cards, 
since  much  time  can  be  saved  in  serving 
customers  when  all  the  patterns  and 
widths  and  prices  are  available  at  one 
time.  Then,  if  nothing  seems  to  attract 
the  customer,  it  is  only  a  matter  of  a 
second  to  remove  the  pile  of  laces  already 
seen  and  substitute  another  of  a  differ- 

ent type.  As  many  as  five  customers 
can  be  served  by  one  sales-clerk  when 
stock  is  kept  in  this  manner. 

Talking   Points. 

The  sales  staff  must  be  carefully 
trained  to  know  the  characteristics  and 
qualities  of  the  different  laces,  must  be 
a>ble  to  differentiate  immediately  be- 

tween machine  and  hand-made  varieties 
and  be  able  to  advise  those  types  which 
can  be  guaranteed  to  wear  well,  and 
wash  perfectly  as  well  as  being  adapted 
to  the  texture  of  the  material  with  which 
they  are  to  be  used.  Nowadays  many 
unusual  uses  are  constantly  being  de- 

vised for  laces  in  addition  to  their  or- 
dinary utility.  The  sales  staff  should 

keep  themselves  posted  regarding  new 
combinations  of  lace  and  fabrics  for  the 

construction  of  curtains,  pillows,  cami- 
soles, bureau  scarves  or  table  covers, 

and  should  not  ovei-look  the  opportunity 
to  push  handmade  laces  even  in  small 
quantities  for  trimmings.  A  quarter  of 
a  yard  of  real  lace  is  often  worth  more 
than  twelve  yards  of  cheap  merchandise 
and  its  appearance  when  the  garment  is 
finished  will  often  times  be  infinitely 
more  effective  from  a  style  viewpoint. 
Filet  motifs  and  medallions  are  being 
much  used  as  dress  trimmings  just  now 
apart  from  their  regular  use  on  curtains, 
and  there  are  many  clever  possibilities 
latent  in  insertions  for  use  on  camisole 

tops  and  as  straps.  Threading  dainty  rib- 
bons through  laces  often  enhances  their 

appearance  so  greatly  that  customers 
will  buy  a  quantity  that  otherwise  might 
have  been  completely  overlooked.  Made 

(Continued   on   page   81) 
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Small  Stores  Miss  Big  Opportunity 
Exhibitors  at  National  Exhibition  State  That  Many  People  Admire  Their  Fabrics  But 

State  They  Cannot  Procure  Them  in  Home  Towns— The  Jazz  Flannel— Bor- 

dered Sports  Skirts— New  Silk  Material  on  the  Market 

TORONTO  wholesa
le  houses  are 

making  up  for  their  past  reluct- 
ance in  stocking  with  fall  fabrics. 

In  fact  they  are  now  well  supplied  with 

their  winter  lines.  This  they  assert  is 

due  almost  entirely  to  the  changed  at- 

titude of  the  merchants.  Though  the  lat- 

ter are  still  buying  very  carefully,  and 

the  wholesale  houses  affirm  this  is  the 

only  safe  policy,  they  are  neverthele
ss 

buying,  in  such  a  way  that  importers
 

can  obtain  some  idea  of  what  is  really 

required. 

It  is  remarkable  however,  that  in  spite 

of  the  fact  that  Canadian  women  are 

buying  more  and  more  expensive  mater- 
ials and  specializing  in  fancy  silks  and 

woollens.  Canadian  merchants,  exceptt 

in  the  very  largest  centres,  are  not  sup- 

plying them.  The  game  of  chance  with 
the  trade  on  this  side  is  never  played. 

One  buyer,  who  has  just  returned  from 

a  pleasure  trip  through  the  Western 

States,  claims  that  in  the  very  smallest 

stores  in  the  United  States,  fancy  mater- 
ials can  be  obtained.  They  follow  the 

policy  that  the  customer  buys  what  the 
trade  urges  upon  it. 

The  same  opinion  was  expressed  by 

several  manufacturers  who  had  booths 

at  the  Canadian  National  Exhibition  this 

year.  Many  people  were  interested  in 
the  materials  shown  but  declared  that 

these  could  not  be  obtained  in  the  stores. 

This  indeed  was  given  as  a  reason  for 

having  displays  at  the  exhibition.  Several 

representatives  have  done  so  on  the  ad- 
vice of  their  travellers,  who  state  that 

their  only  hope  in  selling  fancy  lines, 
lies  in  making  the  public  insist  on  get- 

ting them. 
In  Britain  the  Retailer  Leads  the  Way 

The  Canadian  representative  of  a  Brit- 
ish firm  established  last  February  is  of 

the  opinion  that  this  hesitancy  in  at- 
tempting new  goods  exists  with  the 

Canadian  retailer  to  a  marked  degree. 
He  showed  Dry  Goods  Review  several 
lines  which  are  selling  in  some  of  the 
country  districts  of  the  British  Isles, 
which  will  not  be  taken  up  by  the  mer- 

chants of  Canada.  For  example  printed 
chiffons;  English  women  are  wearing 
tliem  according  to  the  dictates  of  Paris. 
American  houses  are  selling  them  very 
well,  yet  the  wholesale  firms  on  this 
side  are  disposing  of  them  only  in  lim- 

ited quantities. 
The  Toronto  agent  for  one  of  the  larg- 

est silk  houses  in  the  world  makes  the 
same  assertion.  It  is  not  that  Canadian 

people  are  short  of  money  or  are  not  will- 
ing to  spend  it.  Merchants  have  taught 

them  to  go  to  the  United  States  for  any- 
thing unusual  and  it  will  take  some 

time  to  show  them  that  such  can  be  ob- 
tained here.  This  is  also  the  reason  why 

so  many  women  buy  ready  to  wear  dress- 
es when  they  want  something  exclusive. 

Ready  to  wear  manufacturers  are  al- 
ways glad  to  see  the  new  materials 

which  dress  fabric  firms  are  offering 
and  will  make  them  up  knowing  that 
women  in  this  country  cannot  duplicate 
them  at  home. 

Jazz  Flannel  The  Very  Last  Cry 

With    the    sudden    popularity    of    the 
Jumper   dress,   merchants   have    had    an 
unexpected  call  for  a  new  flannel  called 
sports   or   jazz.    In   fact   the   demand   is 
very  much  larger  than  the  present  sup- 

ply  but    so    confident    is    the    wholesale 
trade  that  these  jumper  dresses  will  be 
worn  all  fall  and  throughout  the  spring 
that  they  are  pressing  the  mills  for  more 
and  one  or  two  mills  are  working  over- 

time. The  high  shades  are  good  at  pres- 
ent, rose,   yellow   and   green  being  best 

of  all  but  it  is  expected  that  navy  and 
brown  will  sell  all  winter.  The  west  is 
not    ordering   this   flannel   to    the   same 
extent  as   Ontario,  particularly  Western 
Ontario  and  the  Lake  Erie  shore. 

Bordered    Sports    Skirts    Selling 
With  the  continued  demand  for  sport 

skirtings  it  is  not  surprising  that  some- 
thing  new    has    found    a    place   for    fall. 

This   is   the  border   at  the   hem   of   the 

skirt — a   pleasant  change  from  the   all- 
stripe  skirt.  In  selling  these  borders  one 
Toronto    woollen    house   says    that   mer- 

chants are  a  little  dubious    as  to  whether 
such  can   be   made  at  home.  They  have 
in  mind  the  borders  which  were  offered 

ten  years  ago  when  the  skirts  were  gor- 
ed. It  was  then  a  very  difficult  matter 

to  make  an  even  hem  line  with  a  border 
cut    on    the    straight.    Today    skirts    are 
fitted  from  the  waistline  and  hang  plain 
with  only  a  seam  at  back  or  sides.  The 
border  adds  no  complexity  to  the  making 
of  the  skirt.  It  is  thought  however  that 
not  until  the  ready  to  wear  man  starts 
on    the    road   with    these   and   convinces 
the  trade  that  they  are  practical   skirts 
will  the  merchant  buy  these  borders  in 
very  large  quantities. 

In  the  regular  sport  skirtings,  the 
colors  which  are  selling  almost  to  the 
exclusion  of  everything  else  are:  black 
and  white,  navy  and  sand  and  navy  and 
white.  Mills  are  about  ten  days  behind 
on  orders  for  these. 

Velours  Good  and  Bolivia  Increasing 

The  demand  for  velours  coatings  Is 
even  stronger  than  was  expected  and 
every  day  finds  bolivia  getting  better. 
The  very  best  grades  of  coats  are  being 
made  from  bolivia  and  the  millinery 
world  is  using  up  amazing  quantities 
of  ve'ours. 

Outside  of  these  materials  there  is 
very  little  selling,  although  the  Toronto 

houses  find  it  necessary  to  keep  a  fair 

supply  of  general  stock  for  sample  or- ders. 

Krepe-Knit   a   New   Silk  Material 

One  fall  fabric  which  has  found  its 
way  into  Canada  and  is  going  very  well 
is  Krepe-knit.  It  has  somewhat  the  ap- 

pearance of  a  heavy  canton  crepe  which 
has  been  combed. 

The  back  is  plain  and  the  face  of  the 
material  is  like  a  brushed  silk  which 
when  made  up  has  a  warm  furry  appear- 

ance. The  high  colors  are  seen  as  well 
as  white  and  black. 

Outside  of  canton  crepe,  crepe  meteor 
and  charmeuse,  nothing  is  meeting  with 

very  great  approval  except  the  velours 
brocades.  With  the  evening  dresses  it  is 
expected  that  these  will  be  greatly  taken 
up.  Velvets  of  course  will  be  strongest 
ox  all  and  merchants  cannot  go  wrong 
by  featuring  their  velvets  this  fall. 

The  buyers  for  Toronto  houses  con- 
fess that  is  was  with  much  trepidation 

that  they  stocked  up  for  Exhibition  visit- 
ors. The  buying  however  was  surprising- 
ly good.i  Crowds  of  eager  merchants 

called  every  day  to  place  their  delayed 
orders.  The  yardage  sold  in  one  houss 
is  greater  than  at  this  time  last  year. 
In  skirtings  and  coatings  many  manu- 

facturers have  had  to  disappoint  their 
clients.  There  is  also  a  note  of  cheer  in 
the  statement  that  all  the  goods  that 
were  shipped  this  time  last  year  were 
to  fill  rather  uncertain  spring  orders, 
those  selling  today  are  being  ordered 
today  and  there  is  money  at  hand  to 

pay   for   them. 
SPRING  SEASON  IN  DRESS  FABRICS 

(Continued  from  page  42) 

colors,  and  also  there  are  to  be  novelty 
Chinchilla  cloths  made  in  the  brightest 
of  bright  colors  as  well  as  the  neutrals. 
Among  the  former,  mention  should  be 
made  of  the  coral,  Paddy  green,  jade 
and  fuchsia  shades,  which  have  hardly 
ever  been  seen  before  in  coat  fabrics, 
yet  which  will  make  superb  garments 
for  the  more  exclusive  trade  next  sum- mer. 

SPorts   Clothes    Reach   Zenith 
By  those  most  closely  in  touch  with 

the  trend  of  ready  to  wear,  it  is  said 
that  the  sports  garment  craze  will  reach 
its  zenith  next  year  and  that  every  con- 

ceivable hue  and  style  will  be  featured 
in  decidedly  vivid  effects,  more  as  a  re- 

action after  the  sombreness  of  the  pre- 
sent  season. 

Prices  too  are  extremely  satisfactory 
on  all  lines,  even  the  novelties  being  well 

below  this  year's  margin.  Indications 
are  for  an  unusually  good  season,  since 
already  several  lines  are  closed  out. 
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Spring  Season  in  Dress  Fabrics  to  Surpass 
In  Variety  and  Quality  the  Last  Five  Years 

Montreal  Men  Say  Homespuns  Will  Be  Decidedly    Popular    on    Account  of  Service- 

ability—Bolivias  for  Cloth  Coats— Sports'    Clothes   to    Reach  Their  Zenith 
Next  Spring — Wide  Range  of  Shades 

THE  NEW  spring  woollen
s  recent- 

ly received  in  Montreal  indicate 

the  trend  in  fabrics  most  complete- 

ly. All  classes  of  fabrics,  including-  skirt- 
ings, suitings  and  dress  materials  are 

represented  in  exceedingly  wide  var- 
iety, and  it  may  be  said  that  the  coming 

spring  season  will  eclipse  the  preceding 

five  years  in  point  of  variety  and  qual- 
ity. 

Even  among  the  staples  there  are  var- 
ious new  offerings  featured  and  it  seems 

probable  that  the  day  of  undisputed 
leadership  of  tricotines  and  twills  is 
waning.  Twilled  fabrics  still  remain  in 
the  lead  for  dresses  and  suits  but  the 
weave  is  improved  and  weights  are  more 

varied,  while  the  names  such  as  "Poir- 
ell"  strike  a  new  note  which  will  be  de- 

cidedly welcome  after  such  a  protracted 
term   of   tricotines    and    gaberdines. 

New  Home«Puns 

Among  the  lines  being  shown  by  Mont- 
real importers  are  the  usual  staples  of 

Poiret  twills  and  twill  cords,  and  a  few 
serges,  but  by  far  the  most  emphasis 
is  being  placed  upon  the  new  patterned 
homespuns  which  feature  plaids  and 
stripes  of  really  beautiful  design  and 
will  undoubtedly  be  among  the  leaders 

when  next  spring's  ready  to  wear  goes 
on    the    market.   Both    for      skirts      and 

sports  suits  as  well  as  the  universal 
sleeveless  frocks,  there  is  nothing  so 
effective  as  this  serviceable  and  artistic 
cloth.  Its  durability  will  be  yet  another 
feature  to  commend  it  next  season,  since 
it  will  readily  wash  without  interfering 
with  its  surface  appearance.  The  Ameri- 

can public  have  adopted  the  homespun 
craze  with  more  than  ordinary  enthus- 

iasm and  in  certain  localities  it  is  even 
more  in  demand  than  the  ever  popular 

sports'  skirtings.  In  soft  blue,  mauve, 
rose  or  green,  tan  and  all  white  the  tex- 

ture of  the  homespun  is  particularly 
attractive  in  plain  colors,  but  the  newer 

plaids  and'  striped  effects  in  brightly 
contrasting  tones  will  perhaps  take  bet- 

ter as  being  more  novel. 

Ve'.ours  for  either  suitings  or  coatings 
are  again  offered  in  new  shades  which 
are  quite  as  lovely  as  those  of  last  year. 
Here  is  the  list  of  shades  featured  by 
one  of  the  largest  woollen  mills  in  the 
United  States  which  is  putting  out  a 
wide  assortment  of  velours  and  broad- 
cloths. 

Among  the  browns  and  allied  shades 
are  included:  Eagle,  Olive,  Madeira,  and 
Bate.  Then  there  is  Stag,  which  is  grey- 

ish, Corsair,  a  deep  blue,  and  Ensign,  a 
somewhat  similar  shade  which  outsold 
all  other  shades  last  season  and  will 
probably  continue  its  success.  Navy  and 

black  are  also  expected  to  be  big  sellers, 
although  the  craze  for  the  latter  color 
may  have  spent  itself  before  winter  is 
over. 

Prunella  cloths  with  stripings  of  al- 
most every  color  of  the  rainbow,  woven 

in  silk  upon  the  wool  base  of  the  fabric 
are  particularly  good.  Some  lines  which 
feature  white,  blue  or  green  stripes  upon 

a  navy  ground  are  offered  in  combina- 
tions of  designs  of  varied  widths,  so  that 

many  different  effects  of  pleating  may 
be  effected.  Box  pleats  will  possibly  lead 

in  popularity,  but  the  range  includes 
every  known  variety  of  pleating  possi- 

bility. 

Bolivia  cloths  are  again  slated  for  a 
heavy  run  for  spring  coats  and  the  range 
of  styles  in  these  fabrics  is  larger  than 
ever.  The  most  liked  are  those  which 

have  a  heavy  velvety  surface  well  des- 
cribed by  their  names,  such  as  Delysia, 

Shawsheen,  Normandy  which  is  a  little 
heavier  in  quality,  Deloraine  (a  suiting 

fabric)  and  Vedrenne,  which  is  a  coat- 
ing, Veldette,  with  a  wide  wale  rib,  For- 

mosa, a  coating  of  very  silky  texture, 
Ormadale,    and    Luxura. 

For  sports  coats  there  are  some  partic- 
ularly fascinating  lines  of  Pola  cloths 

in  mixtures  which  will  he  decidedly  pop- 
ular after  so  long  a  run  on  the  plain 

(Continued  on  page  45) 

Display  o)  Cotton  in  Dupuie  Freres  window,  Montreal.     A       negro  figure  is  placed  in  the  centre  by  a  basket  of  raw 
cotton.     The  annwxncements  are  in  French. 
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"If  You  Rest,  You  Rust"  is  Motto  of  Successful 
Manager  of  Dress  Fabrics  Department  that  Pays 
Some  of  The  Old  Methods  of  Display  Have   to  Be  Shelved — Having  Pattern  Depart- 

ment Nearby  Has  Helped  Sales  in  Bryson-Graham  Store  of  Ottawa — Using 
Male  Clerks  and  Aiming  at  Thirty  Day  Turnover 

IT  is  perhaps  going  too  far  to  say 
that  dress  goods  and  silks  used  to 
sell  themselves.  They  hardly  did 

that,  but  before  the  advent  of  improved 

ready  to  wear  garments  a  few  years 

back,  yardage  goods  moved  out  of  stock 

so  quickly  that  salesmanship  was  scar- 

cely a  factor  in  merchandising.  Then 

came  a  reversion  to  ready  made  cloth- 

ing, formerly  regarded  with  suspicion, 

and  popular  taste  deserted  the  dress- 
maker or  the  tailor  except  for  cases  of 

necessity.  The  problem  in  many  stores 
became  acute.  How  to  stimulate  sales 
in  silks  and  woollens  as  in  former  years  ? 
An  explanation  of  how  one  store 

managed  to  promote  sales  of  yardage 
goods  to  a  position  second  to  none  at 
the  present  time  in  the  entire  depart- 

ment store  was  given  to  Dry  Goods  Re- 
view by  W.  H.  Kalbfleisch,  manager 

and  buyer  of  dress  goods  in  the  Bryson- 
Graham  Company  store  at  Ottawa. 

Inaugurating  New  Methods 

"I  had  to  effect  many  changes  to  be- 
gin with,"  said  Mr.  Kalbfleisch,  "for  in 

the  dress  goods  department,  old  fash- 
ioned methods  are  as  fatal  as  anywhere 

else.  First,  I  considered  the  question  of 
display,  and  I  decided  to  show  as  much 
goods  as  possible  out  on  tables,  counters 
in  fact  anywhere  where  a  bolt  of  mater- 

ial could  be  attractively  featured.  The 
price  was  always  used  with  each  unit 
and  I  endeavoured  to  feature  moderate 
prices  rather  than  expensive  ones  even 
when  silks  and  woollens  went  sky 
rocketing  upwards.  The  old  methods  of 
keeping  goods  on  shelves  was  one  of  the 
reasons  why  dress  goods  went  behind 
in  point  of  sales,  and  lack  of  variety  was 
another  bad  point.  I  believe  in  varying 
my  displays  three  or  four  times  a  week, 
never  letting  any  sort  of  merchandise 
reappear  in  its  original  position.  I  see 
to  it  that  the  goods  are  always  fresh  and 
that  all  the  latest  novelties  are  included 
in  my  displays.  The  sight  of  the  latest 
kind  of  dress  fabric  or  silk,  labeled  so 
that  women  may  recognize  that  these 
are  real  novelties  always  attracts  inter- 

ested customers.  The  stuff  may  be  $14 
a  yard  but  if  it  is  fashionable  and  talk- 

ed about,  it  does  not  harm  to  carry  a 
quantity  in  stock.  In  this  connection,  I 
might  point  out  that  it  is  good  policy  to 
keep  in  touch  with  regular  customers 
whenever  new  merchandise  comes  in. 
Many  women  appreciate  being  informed 
as  to  what  is  very  new  and  like  to  be 
the  first  to  appear  wearing  it.  A  tele- 

phone    call  to  Mrs.  Smith,     announcing 

thearrival  of  any  fabric  which  is  of 

a  sort  to  appeal  to  her  taste,  will  un- 

doubtedly result  in  a  visit  at  least." 

Family  Trade 

The  main  thing  according  to  Mr.  Kalb- 
fleisch, is  to  go  after  family  trade. 

Yardage  goods  are  of  no  interest  what- 
ever to  transients  or  business  women, 

unless  dressmakers  are  available  and  re- 
liable. Family  trade  which  usually 

means  a  steady  demand  from  reason  to 
season  is  the  bread  and  butter  trade 
that  brings  the  best  results.  In  the 
Bryson-Graham  store,  it  is  estimated 
that  95%  of  the  shoppers  for  yardage 
goods  are  residents  of  Ottawa,  constit- 

uting a  family  trade  demanding  a  high 
class  range  of  fabrics.  The  pattern  de- 

partment is  located  in  the  same  section 
with  yardage  goods  and  proves  to  be  ex- 

tremely efficacious  in  working  in  with 
this  merchandise.  Customers  will  drop  in 
and  glance  over  a  style  book  and  then 
look  round  the  department.  Large  dis- 

play cards  showing  one  of  the  latest 
frocks  in  realistic  colors,  are  placed  here 
and  there  around  the  walls,  and  a  clerk 
has  only  to  point  out  to  a  customer  that 
5  yards  of  broadcloth,  for  instance,  will 
make  up  just  like  the  drawing  in  any 
color  desired  and  that  many  other  varia- 

tions on  that  design  will  be  found  in 
the  pattern  range. 

If  You  Rest  You  Rust 

Sales  must  be  stimulated  constantly 
all  the  year  round,  according  to  Mr. 
Kalbfleisch.  It  is  not  necessary  to 
stage  sensational  events,  nor  to  feature 
comparative  prices,  for  there  are  no 
longer  any  comparative  prices  in  the 
true  sense  of  the  word.  All  skins 
have  shown  a  decline  from  their  former 
prices  and  the  less  said  about  their 

former  prices  the  better.  "Get  your 
store  talked  about,  is  the  motto  of  the 

Bryson-Graham  store,  "for  if  you  rest, 

you  rust." 
Male  Clerks 

Men  are  employed  as  sales  clerks  ra- 
ther than  women  in  this  department, 

because  customers  have  shown  a  marked 
preference  for  the  male  salesman.  The 
selling  staff  is  expert  in  the  art  of  in- 

troducing goods  and  finds  that  this  me- 
thod of  selling  brings  exremely  good  re- 

sults. Knowing  the  family  personally 
assists  a  salesman  to  sugget  new  ma- 

terials for  children's  dresses  or  clothing 
and  samples  are  freely  given  and  even 
exchanges  are  effected  willingly,  in  or- 

der to  ensure  the  most  perfect  satisfac- 
tion. 

Quick  Turnover 
As  silks  depreciate  quickly,  Mr.  Kalb- 

fleisch operates  on  the  policy  of  always 

buying  lightly  and  making  a  quick  turn- 

over. A  month's  supply  is  all  that  he 
advises  at  a  time,  but  he  personally  is 

always  in  the  market  for  novelties  in 
limited  quantities.  That  stock  should 
be  turned  over  at  least  three  times  a 

year  in  normal  times  is  his  belief,  and 

remnants  should  be  avoided  as  a  funda- 

mental necessity.  All  through  the  Bry- 

son-Graham store  the  method  of  parcel- 

ling up  any  remnants  which  occur,  la- 
belling them  with  the  description  of  con- 

tents and  amount  of  length  and  price,  is 

followed.  A  periodic  sale  quickly  dis- 
poses ofthese  remnants  in  a  few  hours. 

Another  of  Mr.  Kalbfleisch's  theories 
is  that  a  buyer  should  always  allow  his 
staff  to  have  a  hand  in  the  selection  of 
new  merchandise.  As  they  come  in  con- 

tact with  the  public  they  should  have  a 
say  in  the  buying  as  well.  Many  a  sales 
clerk  will  double  his  enthusiasm  in  his 
work  if  he  personally  has  had  a  hand  in 
the  selection  of  the  goods,  and  he  will 
feel  as  though  he  were  responsible  for 
the  successful  disposal  of  all  the  goods 
in  stock. 

Free  Pattern 

Sales  have  been  greatly  stimulated  in 
wool  dress  goods  by  giving  a  free  pat- 

tern with  every  purchase  in  this  section. 
Customers  are  still  influenced  by  the 
"something  for  nothing"  idea  and  after 
the  Bryson-Graham  store  advertised  this 
feature,  sales  leaped  ahead  surprisingly. 
Patterns  have  improved  so  of  late  that 
women  are  no  longer  hesitant  about  mak- 

ing up  a  skirt  or  dress  for  themselves, 
and  with  intelligent  co-operation  from 
the  sales-girls  at  the  pattern  depart- 

ment, every  customer  should  be  freely 
encouraged  to  attempt  something  for 
herself  instead  of  having  a  seamstress 
in  or  going  to  a  dressmaker. 

Mr.  Kalbfleisch  is  intending  to  fea- 
ture the  latest  novelties  in  velours  and 

other  new  fabrics  for  fall  at  very  mo- 
derate prices,  which  he  believes  will 

have  a  helpful  effect  upon  business  in 
his  department.  He  does  not  believe 
in  carrying  any  line  of  merchandise  for 
more  than  two  seasons,  for  a  third  con- 

secutive season  is  apt  to  prove  disas- 
trous. "Don't  be  too  conservative  in 

buying  dress  goods.  It  is  the  novelty 
that  attracts  nowadays  and  the  material 
that  cannot  be  secured  in  a  ready  made 
costume,"  it  was  explained. 
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The  Line  is  Busy!// 
We  Suggest 
(Putting  your Call  in  now  for 

NORMANDY 
FABRICS 

for  January  -February  Delivery 
WE  are  as  anxious  to  deliver  your  orders 

for  Normandy  Fabrics  on  time  as  you 
are  to  receive  them. 

The  demand,  however,  has  been  so  great 
that  we  have  nad  to  limit  delivery  dates. 

We  are  now  opening  our  stocks  for  January 
and  February,  1922,  deliveries.  And  we 
urge  you  to  place  your  orders  immediately. 

The  popularity  of  Normandy  Fabrics  has 
developed  into  a  national  fashion.  The 
demand  is  unrelenting.  We  have  never 
been  able  to  completely  fill  all  orders  for 
Normandy  Fabrics,  and  the  prospect  of  a 
new  season  bigger  than  ever  leads  us  to 
again  urge  you  to  place  your  orders  for 
January  and  February  now. 

We  thank  you. 
WA 

FRED  BUTTERFIELD  &  CO.,  Inc. 
361-363  Broadway,  Corner  Franklin  Street,  New  York,  N.Y. 

Established  1838 

"Sell  and  Repent" 
Copyright 
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Ready  for  a  Gay 

Winter  Season? 

We  are  carrying-  in  any  line  a 
complete  assortment  in  stock 
at  Toronto  of  several  quali- 

ties of  crepe  de  chine,  crepes, 
Georgette,  Satin  Grenadine, 

Liberty,  Ninon  and  silk  Mus- 
lins. 

Look  for  our  canton  crepe 
coming  in. 

Will  send  you  samples  and 

shade  cards  upon  enquiry. 

Newest  Impor- 

tations of  :- 

Crepes  de  Chine 

Georgettes 
Chiffons 
Ninons 

Satins 
Printed   Silks 
Silk  Shirtings 
Plain  and  fancy 

Cotton  Novelties 

Albert  Godde,Bedin  &Cie 
PARIS 

LONDON   TARARE   NEW  YORK 
LYONS 

Empire   Building,  64   Wellington   Street  West 
Telephone.  Adelaide  3062 

TORONTO 
E.  Desnoux,   Rep. 

Western  Canada  Agent:  Edwin  J.  Kirkbright,  205  Bower  Bldg., 
Vancouver,  B.  C. 

On 

Yellow 
Boards 

Only 

OCX  — —  IP  i 
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We  Never   Supposed  You   Carried- 
So  extensive  a  range. 

This  remark  has  been  made  to  us  repeatedly  by  Dressgoods  Buyers  visiting  our 
Warehouse  for  the  first  time  and  after  looking  over  the  up-to-date  Fabrics 
displayed. 

We  want  to  get  it  known  by  Buyers  of  Women's    Dressgoods    that   our   entire 
efforts  are  concentrated  upon  the  development  of  the  Newest  in 

Costume   Cloths — Shirtings — Coatings 
We  are  specialists  in  these  lines  and  aim  to  be  constantly    ready    with    Correct 

Fabrics — and  Styles  at  reasonable   Prices  when  Fashion  calls. 

Let  our  sample  department  which  is  equipped  upon  most  modern  lines,  send 
you  a  specially  prepared  range  of  samples. 

It  will  p&y  you  to  get  into  touch  with  us. 

DAVID  W.  ROSS 
Wholesale  Textile  Fabrics 

78  Bay  Street  TORONTO 
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Fur  Salesmen  Should  Have  Thorough  Know- 
ledge of  the  Different  Furs  They  Are  Handling 

New  Furs  Being  Used  This  Fall  Require  Intimate  Study  If  They  Are  To  Be  Sold  Suc- 
cessfully— Monkey  and  Lamb  Already  in  Brisk  Demand — History  of  These 

Furs — Canada  as  Fur  Growing  Country 

TORONTO  who
lesale  house  in- 

forms Dry  Goods  Review  that  one 

of  the  most  important  selling- 

points  which  a  salesman  should  have  on 

his  finger-tips  when  introducing  a  new 

fur,  is  a  thorough  knowledge  of  that  fur 

For  some  years  now  there  has  been  no  fur 

put  on  the  market  with  which  the  aver- 

age customer  is  not  fairly  familiar.  This 

season  however,  two  new  trimmings  are 

being  shown,  one  of  which  has  never  be- 
fore been  used  as  a  popular  fur  and  the 

other  has  not  been  seen  to  any  extent 

for  many  years.  These  are  monkey  and 
lamb    (both   black   and    grey). 

Already  several  houses  report  a  great 

demand  for  these  two  furs.  Many  women 

who  have  been  in  Paris  and  New  York 

during  the  past  two  months  will  be  sat- 
isfied with  nothing  else.  In  fact,  monkey 

skins  which  sold  ten  years  ago  for  ninpty- 
five  cents  are  going  now  anywhere  from 

twenty-four  to  thirty  dollars.  The  grey 
lamb  which  came  over  here  before  the 

Russian  Bolshevik  days  in  great  quanti- 

ties to  be  used  on  children's  coats  for 
two  dollars  a  skin,  is  now  selling  any- 

where from  twelve  to  fifteen  dollars. 

The  salesman  should  be  able  to  talk  ac- 

curately and  convincingly  of  the  facts 
that  account  for  so  great  a  change  in 

price  and  should  be  able  as  well  to  tell 
something  of  the  history  and  habits  of 
these  animals. 

The  Story  of  the  Monkey 

The  monkey  fur  used  today  is  of  the 
black  or  colobus  type.  This  is  more  prac- 

tical than  the  grey,  the  red  or  the  blue 
variety.  The  colobus  is  an  inhabitant  of 
both  the  east  and  west  coasts  of  Africa 
but  is  especially  abundant  on  the  Gold 
Coast.  It  is  from  two  to  two  and  a  half 
feet  long  not  including  the  tail,  which 
varies  from  two  to  four  feet  in  length. 
The  fur  or  hair  is  of  a  silky  nature  in 
some  districts  but  in  others  it  is  very 
coarse  and  harsh.  Sometimes  there  is  a 
natural  parting  of  the  hair  in  the  centre 
of  the  body.  Some  animals  of  the  colobus 
species  have  shoulders  of  a  yellowish 
shade,  others  have  the  lower  part  of  the 
body  white  and  nearly  all  have  white 
tails.  The  Abysinnian  black  monkey  has 
rich  black  fur  on  the  back,  surroundpfl 
by  white  silky  hair  in  the  form  of  a 
circle.  Its  tail  is  black  with  a  beautiful 
white  at  the  end.  The  length  of  the  fur 
on  the  colobus  monkey  varies  from  two 
to  seven  inches  in  length.  The  thickness 
and  fineness  of  the  fur  on  some  animals 
and  the  length  of  hair  on  body  and  tail, 
besides  a   great  abundance  of  white,   is 

found  on  those  monkeys  living  in  a  cooler 
climate.  The  greater  length  of  the  fur  at 
the  sides  make  this  animal  very  suitable 

for  trimmings  where  a  minimum  amount 
of  bulk  is  required.  The  value  of  the 

rarest  monkey  skin  was,  according  to 

Sir  Henry  Poland,  one  of  the  greatest 
authorities  on  fur-bearing  animals,  ten 
shillings  in  1892  and  the  ordinary  ones 
could  be  obtained  for  about  two  shillings. 

Though  fashion  is  mostly  responsible 

for  increases  in  the  prices  of  certain 

furs,  there  are  other  things  to  be  con- 
sidered as  well.  These  are,  a  decrease  in 

numbers  due  to  the  ravages  of  disease 

or  the  constant  pursuing  of  the  animal, 

and  the  distance  which  the  animal  must 

be  carried  (the  black  monkey  was  once 
obtainable  near  the  coasts  but  now  can 

be  procured  only  by  going  much  further inland). 

Black  Lamb 

The  lamb  used  most  frequently  this 

year  is  of  two  varieties — the  Persian 
and  the  krimmer. 

The  Persian  sheep  is  said  to  be  the 
most  ancient  breed  of  sheep.  Its  color  is 
black,  brown  or  white;  the  wool  is  very 
coarse  and  dense.  Unlike  its  parent,  th  j 
skin  of  the  Persian  lamb  is  very  soft  and 
beautifully  curled;  the  prevailing  color 
is  black  but  a  few  are  mottled  with 
white.  Occasionally  a  grey  or  brown  skin 
is  met  with,  but  all  skins  of  whatever 
color  are  dyed  black.  This  process  of 
dyeing  is  done  either  on  the  European 
continent  or  in  America.  The  waters  of  the 

English  rivers  are  not  suitable  for  dye- 
ing lamb.  Unlike  many  lamb-skins,  the 

Persian  lamb  takes  a  brilliant  dye. 
The  Broadtail  Persian  lamb  is  the 

baby  lamb,  which  has  a  tighter  curl  than 
the  other  and  is  finer  and  more  silky.  It 
is  undoubtedly  the  skin  about  which  so 
much  nonsense  has  been  written  about 

slaying  the  parent  sheep  for  the  sake 
of  its  skin.  Sir  Henry  Poland  says  that 
this  is  a  great  fallacy. 

Persian  lamb  derives  its  name  from 
the  country  from  wbich  it  comes.  There 
was  a  time  when  700,000  skins  were  col- 

lected annually  but  this  has  dropped 
considerably  due  to  the  small  demand, 
during  the  war-years.  This  lack  of  de- 

mand was  due  to  the  fact  that  it  was  im- 
possible to  obtain  it  in  any  quantities 

while  the  war  lasted.  That  these  skins 
have  not  risen  as  high  in  proportion  as 
monkey  skins,  is  said  to  be  due  to  the 
great  numbers  obtainable  after  the  per- 

iod of  quiet. 
This  lamb  derives  its  name  from  the 

celebrated    Crimean    peninsula.    Though 

a  few  black  skins  are  found,  the  major- 
ity are  grey.  Sometimes  this  grey  is  of 

a  dark  slate  color  and  at  other  times  it 
is  of  a  shade  so  light  that  it  is  almost 
white.  The  curl  also  varies  considerably; 
most  skins  are  between  the  two  ex- 

tremes of  large  and  small. 

Canada's  Place  Among  Fur-Buying Countries 

It  is  interesting  to  note  how  Canada 
is  now  to  be  reckoned  with  among  the 

fur-buying  countries  as  well  as  among 
the  fur-producing  ones.  Sir  Henry  Po- 

land, in  his  book  entitled,  "Fur-bearing 
animals  in  nature  and  commerce,"  writ- 

ten in  1892,  says  on  several  occasions, 
that  the  poorer  grades  of  certain  animals 
like  the  Astracan  lamb  are  only  bought 

by  Canadians  for  low-priced  coats  to  be 
used  in  the  North-west  territory  or  in 
the  farming  districts  of  Ontario  or  Que- 

bec. Nowadays,  thoug-h  these  are  still 
bought  for  that  purpose,  they  are  not 
nearly  so  many  as  those  of  the  very 
finest  grades  bought  for  fashionable 
wearing  apparrel. 

Canada  moreover,  is  obtaining  a  cer- 
tain amount  of  fame  for  dyeing.  Persian 

lamb  is  said  to  obtain  better  results  from 
the  dyeing  process  used  here  than  from 
any  other  country  except  Germany. 

The  best  indication  of  the  buying  pow- 
er of  Canadians  is  seen  from  the  recent 

success  which  the  fur  markets  at  Mont- 
real and  Winnipeg  met  with.  These  were 

established  not  only  because  of  the 
amount  of  furs  shipped  annually  from 
Canada  but  because  of  the  demand  for 
them  here.  Victoria  promises  to  be  a 
third  centre  to  which  fur  buyers  from 
all  over  the  world  will  come. 

PRICES  AT  NEW   YORK   AUCTION 

Officials  of  the  New  York  Fur  Auc- 
tion Sales  Corportion  issued  the  follow- 

ing comparison  of  prices-  with  their  May 
sale,  after  selling  Sept.  21. 

"Badger,  declined  15  per  cent;  gray 
fox  advanced  15  per  cent:  white  fox,  ad- 

vanced 20  per  cent;  cross  fox  advanced 
30  per  cent;  silvers,  blacks,  unchanged; 
best  clear  skins,  advanced  30  per  cent; 
blue  foxes,  advanced  25  per  cent;  eastern 
skunk,  advanced  30  per  cent;  northern 
skunk  advanced  30  per  cent,  southwestern 
skunk,   advanced   25    per  cent. 

According  to  Norman  H.  Bacon,  presi- 
dent of  the  sales  corporation,  the  follow- 
ing proportions  of  the  offerings  were 

actually  sold:  Badger,  80  per  cent;  gray 
fox,  50  per  cent;  white  fox,  80  per  cent; 
cross  fox,  more  than  90  per  cent;  silver 
fox,  85  per  cent;  blue  fox,  75  per  cent. 
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Toronto  Wholesalers  Say  Scarcity  Has  Been 

Created  by  Retailer's  Reluctance  to  Place 
Distress  Merchandise  Cleared  From  Retail  Shelves— Big  Demand  For  Muskrat,  and 

Hudson  Seal  with  Wide  Collar — Chokers  in  Winter  Furs — Coon  Coats  Good 
For  The  West 

WHOLESALERS
  fur  houses  in 

Toronto  declare  there  has  never 

been  such  a  general  scarcity  in 
furs  as  there  is  this  fall.  This  follows 

in  the  wake  of  the  retailer's  reluctance 

in  buying  last  spring.  There  is  no  dis- 
tress merchandise  in  the  stores  and  peo- 

ple are  ordering  furs  as  much  or  more 
than  they  ever  did  before.  There  is  a 
feeling  that  almost  all  the  most  wanted 
furs  will  be  scarce  in  a  month.  The 
number  of  animals  caught  during  the 
summer  season  was  considerably  small- 

er than  usual  and  the  sales  at  Canadian 

cities  this  year  took  a  great  many  furs 
out  of  the  country. 

The  manufacturers  are  working  stead- 
ily in  an  attempt  to  keep  up  with  the 

demand  which  has  sprung  up  during 
the  last  month.  They  expect  to  be  kept 
very  busy  until  the  end  of  the  year.  As 
to  prices,  they  declare  furs  are  cheap- 

er than  they  were  in  September  last  year 
but  are  considerably  higher  than  they 
were  two  months  ago. 

Muskrat  In  Demand 

Women  are  taking  very  kindly  to 
muskrat  coats  this  year  for  the  reason 
they  are  being  turned  out  in  much  bet- 

ter style  than  last  year.  The  new  coats 
have  not  that  bulky,  cumbersome  ap- 

pearance of  other  seasons  and  are  as 
carefully  lined  as  the  seal  ones. 

Electric  seal  is  also  selling  well  as  a 
result  of  the  scarcity  of  muskrat  on  the 
market  and  the  consequent  firm  prices 
which  the  hudson  seal  coats  are  being 
offered  at.  One  retailer  informs  Dry 
Goods  Review  that  forty  per  cent  of  the 
electric  seal  coats  shown  today  cannot  be 
distinguished  by  the  ordinary  purchaser 
from  the  hudson  and  for  that  reason  it 

is  particularly  necessary  for  the  con- 
scientious merchant  to  impress  on  pros- 

pective customers  the  fact  that  this  ap- 
pearance with  ordinary  wear  will  not 

last  longer  than  one  season. 

The  Hudson  Coat  Must  Have  Wide 
Collar 

So  strongly  have  Canadian  women 
taken  to  the  extremely  wide  collar  com- 

ing several  inches  over  the  shoulder, 
that  most  of  the  styles  now  being  made 
are  shown  with  it.  Even  the  short  girls 
who  at  one  time  thought  they  could  not 
wear  these  collars,  are  turning  in  their 
coats  with  a  request  that  the  collar  be 
made  broader.  The  popularity  is  in 
great  part  due  to  the  fact  that  dark  furs 
are  shown  so  much  as  trimmings  and 
sable  most  of  all.  There  are  a  certain 
amount  of  seal  coats  which  are  self- 
trimmed  but  not  nearly  as  many  as  those 
which  are  shown  with  the  oldfashioned, 
long-wearing   skunk. 

Models  for  1922  have  not  nearly  so 
large  a  sweep  as  formerly  and  in  fact 
are  quite  tailored  in  appearance.  Some 
have  belts  and  others  are  plain.  The 
best  length  is  now  thirty-eight  inches  as 
coats  are  not  so  heavy  for  walking  when 
made  comparatively  short.  Orders  from 
the  west  are  usually  for  forty  or  forty- 
two  inch  coats.  While  the  bell  sleeve  is 
having  a  run  at  the  present  moment, 
one  or  two  manufacturers  are  of  the 

opinion  that  next  spring's  models  will 
show  the  large  plain  cuff  almost  en- 

tirely. The  coats  made  just  now  are 
fashioned  to  correspond  with  the  skins 
obtainable  and  for  that  reason  many  odd 
combinations  may  be  seen.  Cuffs  of 
self  material  and  collars  of  contrasting 
fur  are  often  shown  and  quite  as  often 
where  fox  or  other  furs  difficult  to  ob- 

tain, are  used  for  trimming,  the  collar 
will  have  three  or  four  inches  of  the 
lapel  made  of  seal. 

Chokers  Are  Now  Winter  Furs 

When  the  choker  first  came  into  pre- 
valence it  was  usually  in  vogue  for  five 

or  six  weeks  every  spring  and  fall.  This 
year  merchants  expect  to  sell  them  all 
through  the  winter.  They  will  be  worn 
to  such  a  great  extent  on  afternoon 
dresses  when  the  fur  coat  is  taken  off, 
that  manufacturers  are  turning  them 
out   in    great   quantities.  It   is    hard 
to  say  which  choker  is  best — the  long 
or  the  short-haired  one.  As  the  season 
advances  it  is  claimed  that  the  furs  like 
squirrel,  martin,  fitch  and  the  kolinsky 
dyes  will  be  used  almost  exclusively  be- 

cause the  fox  fur  is  so  scarce.  For  the 
next  two  months  however  Brother  Fox  in 
the  cinnamon  shade  will  appear  most  of all. 

Muffs  Less  in  Demand  Than  Ever 
One  manufacturer  who  held  over  two 

hundred  muffs  expecting  that  they  would 
appear  this  season  because  of  the  small 
demand  for  them  last  year  and  the  year 
before,  has  finally  jobbed  them  out  at  a 
very  low  price.  So  far  there  has  been 
practically  no  request  for  them.  Muffs 
are  one  of  the  hardest  fur-pieces  to  re- 

model so  none  of  the  houses  are  inclin- 
ed to  make  any  up  for  samples. 

Coon  Coats  Selling  Well 

Following  the  example  of  the  Amer- 

ican west  headed  by  Chicago,'  the  west- ern provinces  are  sending  in  for  large 
orders  of  coon  coats.  The  coon  offered  is 
of  the  dark  shade  and  is  not  usually 
shown  with  a  contrasting  fur.  Many 
Toronto  women  are  asking  for  coon  coats 
as  well.  One  retail  house  claims  that 
most  of  the  orders  for  these  are  from 
women    who    have    outworn    their    seal 

coats  in  the  last  five  or  six  years  and 
are  anxious  for  a  change.  The  best 
grades  of  coon  coats  are  selling  at  a 
slightly  lower  price  than  the  best  seal 

garments. 
Little      Merchandise      Among 

Manufacturers'  Stock 
Canadian  fur  makers  have  been  too 

busy  filling  orders  since  the  middle  of 
June  to  make  up  any  merchandise  for 
stock.  Unitl  the  first  real  cold  spell 
creeps  in  many  of  them  intend  to  work 
on  their  stock  so  that  when  retailers 
send  in  hurry-up  orders,  they  will  be 
able  to  meet  them  to  some  extent. 

A     MISAPPREHENSION 

A  misapprehension  seems  to  have  been 
created  as  the  result  of  an  article  in  this 
section  of  Dry  Goods  Review  for  the 
month  of  August.  Under  the  caption 

"Prices  Lower  at  Montreal  Auction"  we 
had  a  sub-heading  stating  that  in  com- 

parison with  the  1920  prices  some  were 
down  nearly  50  per  cent.  These  head- 

ings gave  the  impression  that  the  ar- 
ticle referred  to  one  of  the  regular  auc- 
tions of  fur  skins  held  in  Montreal  per- 

iodically and  that  there  had  been  anoth- 
er appreciable  slump  in  the  prices.  And 

the  body  of  the  article  did  not,  perhaps, 
stress  sufficiently  that  the  prices  quoted 
were  retail  and  not  wholesale  prices. 
Readers  of  the  article  could  see,  however, 
that  the  information  given  in  the  article 
was,  in  the  majority  of  instances,  col- 

lected from  retail  sources,  that  it  refer- 
red to  August  sales  amongst  the  retail- 
ers and  did  not  refer  to  an  auction  held 

in  Montreal  during  that  month.  The 

heading  should  have  read  "Sales"  and 
not  "Auction",  in  which  case  there  would 
have  been  no  misapprehension  that  it  re- 

ferred to  lower  prices  of  raw  skins. 
The  recent  auction  in  Montreal  in 

September  shows  that  prices  took  a  sur- 
prising and  appreciable  jump  upwards. 

This  auction  is  more  fully  dealt  with  in 
another  article  in  this  issue. 

It  is  reported  from  the  west  that  bus- 
iness during  the  first  three  weeks  in 

September  showed  a  more  marked  im- 
provement than  in  any  period  since  the 

signing  of  the  armistice  in  1918.  Fall 

openings  in  men's  and  women's  wear 
showed  a  decline  of  about  25  per  cent 
with  about  the  same  percentage  in  im- 

provement in  qualities. 

Great  Britain  is  taking  an  increasing 
interest  in  the  growth  of  cotton  in  Bra- 

zil. It  is  said  that  a  British  syndicate 
is  quietly  acquiring  land  in  that  country, 
having  in  view  the  wider  cultivation  of 
the   raw  cotton. 
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Number  of  Buyers  at  Montreal  Fur  Auction  is 
The  Largest  in  the  History  of  The  Company 

Over  One  Million  Dollars'  Worth  of  PeltsDisposed  Of— Only  Buyers  Are  in  Attend- 
ance—Sales Will  no  Longer  be  Confined  To    Canadian   Furs,    But   Will 

Include  Those  From  International  Sources— Prices,  in  Many  Cases, 
Advance 

THE  fourth  sale  of  the 
 Canadian 

Fur  Auction  Sales  Co.  of  Mont- 
real took  place  during  the  week  of 

September  12  last,  and  was  attended  by 
the  largest  number  of  buyers  in  the  his- 

tory of  the  company.  The  sale  was  held 
as  usual  in  the  Windsor  Hall  and  the 

auctioneer  was  John  Phillips  of  Mont- 
real, who  so  ably  filled  this  function  on 

the  occasion  of  the  May  sale  of  this 

year. 
There  were  many  interesting  features 

about  this  sale  which  has  now  become 

one  of  the  most  widely  known  inter- 
national events  in  Canadian  trade  as 

well  as  in  all  parts  of  the  world  where 
furs  are  purchased,  For  one  thing,  the 
attendance  was  limited  to  buyers  only, 

who  included  representatives  of  the  lead- 
ing fur  houses  of  Montreal,  New  York, 

London,  Paris,,  Japan,  Constantinople, 
Pekin,  Buenos  Aires  and  Czecho  Slovak- 

ia, and  the  merely  casual  sight-seer  was 
conspicuous  by  his  absence. 

Opens   With   300    Buyers 

When  the  sale  opened  there  were  over 
.300  buyers  in  attendance,  most  of  whom 
first  visited  the  skins  offered  at  \,he 

company's  warehouses  on  Lagauchetiere 
Street,  Montreal.  The  terms  of  the  sale 
were  read  in  both  French  and  English 
and  the  total  value  of  the  furs  offered 
was  estimated  at  considerably  over  one 
million  dollars,  on  the  basis  of  Montreal 
fends  while  Canadian  pelts  played 
a  leading  part  in  the  collection  of  skins 
offered,  there  were  many  fine  skins 
from  the  Southern  States,  from  Afghan, 
istan  and  other  remote  parts  of  the  world. 
The  outstanding  result  of  the  sale  apart 
form  the  financial  aspect  was  the  fact 
that  Montreal  may  now  be  said  to  con- 

trol the  raw  skin  market,  at  any  rate, 
insofar  as  skins  from  this  country  are 
concerned.  According  to  R.  S.  Coltart, 
vice-president  of  the  company,  the  s^l^s 
will  no  longer  be  confined  solely  to  Cana- 

dian furs  in  future,  but  will  include  offer- 
ings from  Siberia  and  other  famous  inter- 

national sources.  Great  steps  have  been 
taken  in  the  development  of  the  com- 

pany and  even  greater  expansion  is  y fan- 
ned for  in  the  near  future.  Contracts 

have  already  been  made  for  the  purchase 
of  skins  that  will  not  reach  Montreal 

till  next  August  and  are  not  even  trap- 
ped as  yet. 

Monday's  Selling 
Canadian  mink,  marten  and  fisher 

with  other  furs  were  the  feature  of  the 
opening  event  on  Monday,  September  12. 
The  first  lot  presented  was  a  collection 
of  fisher  skins  derived  mostly  from  the 

Lake  Superior  and  Nipegon  sections,  and 
prices  ranged  from  $19.  per  skin  for 
some  slightly  damaged  to  $135  each  for 
some  excellent  dark  ones.  The  average 

price  for  large  good  quality  fishers  was 
about  $70.  The  main  demand  was 
from  New  York  buyers,  and  it  was  stated 
that  prices  ruled  15  per  cent  higher  than 
during  the  spring  sales. 

Ermine  prices  ranged  from  five  cents 
for  damaged  ones  to  $1.02  each,  for  the 
large  quantity  comprising  over  30,000 
skins.  This  bidding  did  not  register  any 

great  advance,  the  general  price  being 
about  the  same  as  in  the  spring. 

Russian  sables  were  scarce  and  not  of 
extra  good  quality.  The  highest  price 
for  these  was  $165  and  the  average  $93 
per  skin,  the  majority  going  to  New 
York  buyers. 

Wolverines  averaged  about  $12  for  16 
skins,  while  some  keen  bidding  occured 
over  a  lot  of  2656  marten  skins,  which 
varied  all  the  way  from  $17.50  for  poor- 

er grades  up  to  $83  for  the  best  skins. 
A  quantity  of  Canadian  mink  skins 

to  the  number  of  over  9,000  proved  decid- 
edly attractive  to  the  New  York  buyers, 

and  prices  were  quietly  run  up  to  a  de- 
cided advance  over  spring  figures.  $20.50 

was  paid  for  the*  best  skins. Another  advance  was  shown  in  rac- 

coon sins,  with  14.500  offered,  the  high- 
est price  brought  being  $5.50  for  some 

particularly  fine  skins,  this  figure  show. 
ing  an  advance  of  some  20  per  cent  over 
spring  prices. 

Muskrat  sales  resulted  in  some  lively 

competition,  with  104,716  offered,  in- 
cluding Canadian,  Michigan  and  South- 

ern skins,  which  ran  from  $1.30  to  as 
high  as  $2.60  per  pelt. 

Monday's  sales  concluded  with  11,979 
marmot  skins,  which  sold  around  fifty 
cents,  approximately  the  same  as  spring 

prices. Tuesday's  Selling 

Tuesday  was  "fox  day"  at  the  Fur 
Auction  and  considerable  interest  was 
evinced  by  foreign  buyers  for  the  many 
choice  lots  offered.  A  large  number  of 
buyers  were  again  present  and  bidding 
varied  from  exceptionally  high  figures 
to  some  low  levels  compared  with  spring 
prices.  Grey  fox  did  not  draw  much 
enthusiasm,  the  highest  price  being  but 
$2,  while  some  of  the  sins  of  inferior 
quality  fetched  as  little  as  fifty  cents. 

Red  fox  skins  however,  proved  much 
more  interesting  and  were  offered  in  lots 

of  50  skins.  Competition  became  abnor- 
mally keen  for  these  pelts  and  London 

buyers   secured   many  valuable  lots.  For 

a  lot  of  20  skins,  the  sum  of  $33  apiece 
was  paid,  and  it  was  stated  by  experts 
that  this  was  an  exceptionally  high  price 
for  this  year.  The  lowest  figure  was  $1 
for  small  skins  of  the  third  and  fourth 

grades. ine  feature  of  the  sale,  a  collection 
of  146  silver  fox  skins  was  started  with 
one  lot  at  the  low  figure  of  $25  per  skin, 

which  rose  gradually  until  it  was  knock- 
ed down  at  $130.  The  lowest  price  for 

silver  fox  was  $90  and  some  skins  rose 
above  the  average  $200  as  far  as  $380, 
which  was  the  peak,  and  was  paid  by  a 
St.  Louis  buyer.  Other  fine  pelts  were 
knocked  down  to  a  New  York  firm  for 

$355,  while  another  went  to  a  Paris 
house  for  $335.  A  small  lot  of  white 
foxes  went  chiefly  to  Montreal  and  Paris 

buyers   at  prices  around  $40. 
The  surprise  of  the  sale  came  with  the 

offering  of  skunk  skins,  24,613  in  num- 
ber, mostly  Canadian,  and  these  were 

eagerly  bid  for  by  American  and  Cana- 
dian buyers,  the  latter  buying  heavily 

for  Montreal,  Quebec,  Winnipeg  and  Ed- 
monton, prices  running  as  high  as  $5.- 

60,  which  was  a  big  advance  over  the 

May  prices. An  offering  of  15,000  American  op- 
possum  went  chiefly  to  American  and 
Canadian  buyers,  while  another  collection 
of  6,994  Persian  lambs  went  almost  en- 

tirely to  Canadian  buyers  at  about  $4 
for  better  qualities.  Some  shiras  from 
Afghanistan  went  at  bargain  prices  ap- 

proximately $2  apiece. 

Wednesday's   Selling 

Buffalo  heads  were  the  disappointment 
of  the  sale.  Two  or  three  of  these  were 
offered  but  bids  did  not  come  up  to  the 
upset  figures  and  although  the  heads 
were  fine  specimens  and  worth  around 
$1,000  a  head,  the  highest  bids  were  only 
$300.  They  were  thereupon  withdrawn 
from    the   sale. 

A  large  collection  of  beaver  skins  were 
sold  at  prices  averaging  about  20  per 
cent  over  the  spring  figures,  most  of 
these  going  to  New  York  buyers.  The 
otter  skin  collection  sold  up  to  $45  for 
the  best,  with  a  general  advance  of  about 
20  per  cent  over  spring  prices.  Lynx, 
of  which  there  was  a  good  offering,  went 
up  to  $45  with  a  20  per  cent  advance. 
Bear  skins  showed  one  of  the  biggest 
advances  of  the  sale,  running  up  to  $22 
per  skin,  an  advance  of  50  per  cent. 

Another    big    jump    was    recorded    of 
wolf  skins,  which  were  in  keen  demand 
particularly    by    European      buyers,      at 
good   prices.     Moleskins   did   not  attract 

(Continued   on  next  Page) 
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Russian  Furs  Finding  Their 
Way  to  American  Markets 

First  Consignment  Since  the  War  Are  Coming  Out — Balloon 
Collar  for  Light-weight  Furs — Retail  Prices  in  Toronto 

Stores  Not  Affected  by  Montreal  Auction 

"T'T'TiTH  the  scarcity  of  rat  skins, 
V/V/  furriers  have  been  able  to  meet 

™  "  th^  demand  for  fur  coats,  by 
turning  out  a  considerable  quantity  of 
Persian  lamb.  The  accumulation  of 

years  has  at  last  found  its  way  fr^m 
Russia  to  various  parts  of  Europe  and 
over  to  America. 

Most  of  the  big-  cities  in  Canada  are 
favoring-  mink  and  squirrel  coatees. 
Even  the  dealers  in  smaller  places  are 
finding  a  demand  for  these.  They  are 
very  becoming-  to  most  figures  and  take 
the  place  of  suit-coats. 
New  York  is  showing  more  coats  of 

the  Russian  blouse  style  than  any  others. 
In  the  furs  of  light  weight  it  is  expected 
that  this  effect  will  be  strong  here.  Most 
of  the  wraps  which  have  been  made  up 
so  far  are  very  long  so  that  the  bloused 
waist-line  is  exaggerated.  Semi-dolmans 
are  worn  and  the  kimono  sleeve  is  good. 

The  newest  collar  and  one  which  is 
only  suited  to  the  light-weight  furs  is 
the  balloon  collar.  It  is  a  double  collar 
the  under  one  being  a  little  wider  than 
the  other. 

In  the  more  expensive  furs  there  is  a 
tendency  to  use  crepe  linings  which  are 
guaranteed  to  wear  almost  as  long  as 
the  fur  itself.  Canton  crepe  of  the  best 
grade  is  the  usual  fabric  in  these  cases. 
In  capes  of  mink  and  ermine,  furriers 
are  using  silver  brocades  as  linings.  One 
Toronto  store  on  Yonge  St.  is  showing 
an  ermine  cape  with  a  balloon  collar  and 
lined  with  this  brocade  to  within  four  in- 

ches of  the  bottom.  The  lining  is  finish- 
ed off  with  a  row  of  ermine  tails  two 

inches  apart.  These  come  almost  to  the 
bottom  of  the  wrap. 

Another  beautiful  fur  creation  is  a 
mole  dolman  with  trimming  of  monkey- 
fur  on  the  skirt,  the  sleeve  and  the  col- 

lar. This  monkey  fur  seems  particul- 
arly suited  to  the  grey  furs. 

Beaver  is  gaining  favor  every  day  in 
spite  of  the  fact  that  it  is  higher  than 
last  year.  This  is  used  not  only  in  coats 
but  for  trimmings. 

Summer   Prices   Prevailing 
There  has  been  no  very  noticeable  ef- 

fect on  retail  prices  so  far,  as  a  result 
of  the  last  auction  sale  in  Montreal. 
None  were  more  surprised  than  the 
furriers  themselves  at  the  increase  of 
twenty  per  cent  on  many  furs.  Septem- 

ber prices  are  remaining  just  about  the 
same  as  those  of  August. 

Another  favorable  outlook  for  the  fu- 
ture of  the  business  in  Canada  is  the 

fact  that  the  largest  retail  houses  in  this 
country  no  longer  import  their  models. 
All  out-of-the  ordinary  designs  were  at 
one  time  sent  from  Paris  or  New  York. 
Manufacturers    here   have     made      such 

strides  in  the  last  two  years,  that  they 
now  have  models  on  the  road  within 
four  weeks  after  they  are  shown  in 
Paris. 

Will  Fur  Coats  Have  Small  Collars 

Next  Year? 

There  is  a  feeling  among  furriers  that 
it  is  not  wise  to  make  up  more  of  the 
very  large  collars  than  they  will  need 
for  this  year.  There  is  a  whisper  which 
is  growing  louder  every  day  that  the 
shawl  collar  will  be  used  in  the  fall  of 

1921  and  even  in  the  very  advanced  mo- 
dels next  spring.  Just  now  however 

there  is  no  call  for  anything  but  the 
wide  cape-collar. 

Wholesale  Furriers  Doing  Brisk  Business 
With   Garment    Makers 

The  vogue  for  fur-trimmed  garments 
has  brought  some  splendid  business  for 
wholesale  houses  that  have  had  a  sup- 

ply of  trimming  on  hand.  Brown  furs 
are  asked  for  especially  Jap  Mink  and 
Kolinsky.  Natural  and  dyed  squirrel  is 
also  asked  for  though  the  price  is  rather 
high.  Of  course  the  hair  furs  are  strong- 

est of  all  at  the  moment  but  as  the 
winter  season  advances,  fur  dealers  de- 

clare that  there  will  be  a  leaning  to- 
ward light  colors  like  platinum  and  the 

tan  shades. 

Canadian  Linoleums  and  Oilcloth, 
Limited,  Cornwall,  Ontario,  are  sending 
to  the  wholesale  trade  sample  books  of 
their  spring  patterns  among  which  are 
included  many  new  and  artistic  patterns. 
Many  interesting  developments  have 
been  effected,  so  that  the  present  range 
compares  favorably  with  the  best  on 
the   market. 

NUMBER    OF   BUYERS 

(Continued   from   Page  52) 

much  competition,  a  collection  of  125,- 
000  skins  selling  at  about  the  same  price 
as  in  the  spring. 

At  the  conclusion  of  the  sale  the  re- 
presentatives of  the  various  fur  buying 

houses  were  unanimous  in  stating  that 
the  sales  had  been  well  conducted.  It 
was  also  stated  that  while  prices  for 
the  best  qualities  were  running  high 
there  was  an  indication  that  they  might 
not  hold  their  present  level,  while  the 
medium  and  lower  qualities  of  furs  would 

befoi-e  long  be  sold  at  prices  within  or- 
dinary reach.  In  all,  over  one  million 

dollars'  worth  of  pelts  were  disposed  of, 
and  the  general  opinion  of  the  fur  trade 
was  to  the  effect  that  the  September 
sale  had  been  successful  beyond  expecta- 

Soviet  Republic 
Offers  Furs At  Leipzig 

TERMS  OF  THE  SALE  STRICTLY 

CASH 

The  Soviet  Government  of  Russia  is 

behind  the  big  fur  auction  held  at  Leip- 

zig, commencing  on  the  28th  of  Septem- 
ber. Cables  to  the  effect  that  this  auc- 

tion would  be  held  were  received  in  Am- 

erica during  the  past  week,  and  the  in- 
formation regarding  the  furs  to  be  of- 

fered was  that  they  were  in  very  good 
condition.  The  news  that  Russian  furs 
are  again  to  be  offered  in  the  various  fur 
markets  of  the  world  will  be  welcome  to 

many  furriers.  These  furs  are  the  pro- 
perty of  the  Russian  Soviet  Republic  and 

are  being  auctioned  under  the  manage- 
ment of  the  Rauchwaren  Lagerhausge- 

sellschaft  of  Leipzig.  The  terms  of  the 
sale  were  strictly  cash. 

The  following  offerings  were  adver- 
tised for  sale: 

32,000  dressed  whole  squirrel  skins; 
130,000  dressed  whole  squirrel  backs; 
12,000  raw  ermines;  1,000  dressed  er- 

mines; 14,000  raw  kolinsky;  18,000  raw 
fitch;  8,000  raw  red  foxes;  40,000  gray 
hares;  20,000  dressed  hares;  10,000  raw 
pony;  120  raw  otter;  500  dressed  otter; 
800  raw  lynx;  800  raw  beaver;  1,000  raw 
wolf;  3,000  raw  white  foxes;  500  dressed 
white  foxes;  5,000  raw  broadtail,  and 
5,000  dyed  broadtail;  600  Russian  sable; 
240  baum  and  stone  marten,  and  5.000 
pounds  of  squirrel  tails. 

The  greater  part  of  the  broadtails  are 
of  fine  quality,  consisting  of  fresh  goods. 
Five  thousand  are  dyed,  the  work  having 
been  done  in  Russia. 

The  kolinsky  collection  consists  of 
many  Tomsk  skins  of  fine  quality  and 
size.  Other  Russian  sections  are  includ- 

ed in  this  offering.  There  are  no  Chinese kolinsky. 

The  ermine  offering  consist  largely  of 
fine  Ishimsky  and  Berosower  skins. 

The  squirrel  backs  comprise  a  good 
collection.  All  the  skins  were  dressed  in 
Russia. 

The  white  foxes  are  in  part  of  fine 
quality,  many, of  the  skins  being  jakut- 
skys. 

There  is  a  mixed  collection  of  red 
foxes,  which  along  with  inferior  grades, 
includes  some  highly  desirable  Kam- 
chatkas. 

The  Russian  sable  collection  consists 
of  Amurs  and  Jennisseisky  skins.  There 
are  no  extra  fine  goods  in  the  present collection. 

The  ponies  are  a  mixed  collection, 
with  some  fine  skins  among  them. 

According  to  several  successful  mana- 
gers, everybody  wants  lace  if  they  are 

told  about  it  in  the  right  way,  and  pro- 
vided the  merchandise  lives  up  to  the 

publicity,  and  the  price  is  low  enough  to 
induce    quantity   selling. 
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Best 

Workmanship 
Finest 

Materials. 

F urs 
of 

Fashion 

Our 
Winter  line 
i  n  all  the 

predominat- ing styles 
now  ready 

for  inspec- 
tion. 

Brereton  &  Moore 
Yonge  &  Wellington  Sts. 

Toronto 

What 
is 

there 
new? 

All    kinds   of 

FEATHER     TRIMMINGS 

for     Millinery 

Ostrich     and       Marabou 

RUFFS    &     SCARVES 

FEATHER      FANS       and 

COMBS 

FEATHER    NOVELTIES 

A  Question  constant- 
ly put  to  us,  for  our 

business  is  Novelties 

in  Feathers, — and  we 

always  have  the  lat- 
est! 

Our  experience  in 

specialization  on  these 
lines  enables  us  to 

give  you  the  best 
grade  and  the  best 
selling  goods  to  be had. 

|    Dominion  Ostrich  Feather  Co.,  Ltd, 
78  Wellington  Street   West,   Toronto =  REPRESENTATIVES 

illllll 

H.     B.    TAYLOR,    Mappin    Building.    Montreal  ; 
J.    G.    MARTIN,    Hammond    Building.    Winnipeg; 

GEO.    STRACHAN,   Welton   Block.   Vancouver,  B.   C. 
J.   A.   AYEARST,    111    Sparks   St.,   Ottawa; 

E.    R.    BRIGGS.    Western    Ontario. 

Only  equalled  by 

Nature's  Own  Tints- 
are  the  exquisite  shades  of  silken  misty 
DYNAMO  MALINE  for  stunning  Even- 

ing Scarves — in  every  shade  imaginable 
to  match  or  contrast  with  evening 
gowns. 

There  is  no  Maline  like  DYNAMO! 

It  has  all  the  appearance  of  luxury, 
without  the  extravagance  of  it,  being 
GUARANTEED,  rain  proof,  moisture- 
proof,  perspiration-proof,  sun-proof, 
and  will  not  fade. 

You  will  want  a  color  assortment? 

We  sell  to  the  Wholesalers  only 

CHAS.    MOUT[ERDE 
United    Makers 

Selling  Agents  for  MONTREAL,  TORONTO, 
GROS  MILLION  &  CO.,  Room  705  Read  Bldg   80  Wellington  St.  West 

of  Lyons  (France),  for  the  Dom.  of  Canada      Tel.  Main  6524.  Tel.  Adel.  4184. 
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Large  Shapes  Coming  for  Spring? 
New  Millinery  in  French  Train  Still  Shows  Large  Shapes  for  Next  Spring— Big  Sa

le 

of  Sailors— Duvenor  Is  a  Popular  New  Fabric— Fuchsia  Shades  in  Demand-
 

Fewer  Shapes  Being  Sold 

EVEN  though  the  seas
on  has  been 

exceptionally  late  for  milliners, 

salesmen  are  sending  in  encourag- 

ing reports  from  the  road  and  wholesale 
houses  in  Toronto  say  that  another  three 

weeks  will  find  fall  hats  well  established. 

It  is  surprising  to  note  the  number  of 
summer  hats  which  are  still  on  hand  in 
the  retail  stores.  In  other  years  these 

would  have  been  i-elegated  to  the  shelves 
at  the  end  of  August.  It  is  however 

another  indication  of  the  times;  millin- 
ers, like  others  of  the  trade,  are  deter- 

mined to  buv  only  as  they  need. 
Early  in  the  summer,  DRY  GOODS 

REVIEW  informed  its  readers  that  lead- 

ing wholesale  houses  in  this  country,  ex- 
pected fall  hats  would  be  small.  This 

was  in  spite  of  the  fact  that  large  hats 
had  found  their  way  from  Paris  to  New 
York  even  in  June.  There  is  every  rea- 

son to  expect  that  the  spring  hats  will 
follow  the  dictates  of  French  designers 
however,  particularly  since  they  are  fav- 

oring a  continuance  of  the  large  shapes. 
Almost  all  of  the  hats  displayed  on  the 
French  train  which  is  touring  Canada 
are  large  and  as  these  are  for  next 
spring,  Paris  has  not  yet  tired  of  her 
latest  conceit. 

One  wholesale  house  reports  that  the 
sale  of  sailor  hats  so  far  has  been  so 
great  that  for  a  time  he  was  alarmed  as 
to  whether  the  dress  hats  would  find  a 
market  at  all.  These  sailors  are  eith- 

er hatter's  plush  or  felt.  Of  the  two  the 
first  is  strongest.  In  some  sections 
there  is  a  marked  tendency  to  order 

piece  hats -of  felt  rather  than  body  hats. 
This  is  explained  by  the  fact  that  they 
are  cheaper  as  well  as  being  a  little  less 
tailored  than  the  piece  felt  ones. 
After  many  unsuccessful  attempts 

one  millinery  house  has  succeeded  in 
making  a  plush  hat  which  has  a  roll 
brim.  The  soft  line  which  this  gives  to 
the  face  is  in  marked  contrast  to  the 
severity  of  the  straight  brim.  It  is 
shown  in  bronze  as  well  as  black. 
Some  manufacturers  are  combining 

duvetyn  with  plush  and  others  are  mak- 
ing a  hat  of  plush  and  chenille.  Velvet 

and  felt  are  a  popular  combination  in 
the  more  dressy  hats. 

Duvenor  The  Newest  Fall  Fabric 

The  American  manufacturer  who  pro- 
duced the  fabric  known  as  duvenor,  has 

done  something  which  will  greatly  please 
the  millinery  world.  This  material  is 
midway  between  a  duvetyn  and  a  velvet. 
It  gives  a  hat  a  less  tailored  effect  than 
an  all  duvetyn  fabric  and  it  wears  bet- 

ter than  velvet. 
Gold  and  silver  metallic  cloth  are  find- 

ing a  place  this  year  on  dress  hats.  It 
requires  so  little  of  any  other  trimming 
that  milliners  are  glad  to  use  it. 

Two  Types  of  Hats 

There  are  two  types  of  hats  shown  for 
the  season  which  follows  the  early  sailor. 
These  are  the  all-black  one  without  sign 
of  color  and  the  hat  of  brilliant  hue.  In 

the  latter,  everything  is  heavily  feather- 
ed. Feathers  and  plumes  always  droop, 

sometimes  as  low  as  the  shoulders. 
While  the  black  hat  is  smart  during  th>; 
suit  season,  it  is  expected  that  women 
will  again  prefer  the  bright  colored 
chapeaux  when  the  fur  coats  arrive. 

Fuchsia  Shades  Are  Here  For  The 
Moment 

Milliners  just  back  from  New  York  re- 
port a  cry  for  the  fuchsia  colorings.  Sev- 
eral of  them  have  tried  them  out  already 

and  travellers  report  a  certain  demand. 
Milliners  who  made  any  attempt  at  win- 

dow trimming  are  anxious  to  obtain  at 
least  one  of  these  for  show  purposes. 
They  claim  that  customers  who  read  or 
travel  to  any  extent  find  assurance  in  the 
fact  that  a  milliner  has  something  at 

hand  which  is  New  York's  latest  fad. 
Brown  and  Bronze  Very  Good 

While  brown  did  not  find  a  place  in  the 
millinery  houses  as  quickly  as  it  did  in 

the  modiste's,  there  is  no  doubt  that  it 
will  be  worn  not  only  now  but  right 
along  until  spring.  A  shade  of  brown 
with  a  touch  of  gold  is  good  and  bronze 

is  shown  particularly  in  hatter's  plush. 

Lace  To  Be  Worn  Extensively 

Since  the  early  fall  hats  are  favoring 
feathers  so  strongly,  designers  are  mak- 

ing every  effort  to  bring  back  to  the  mid- 
winter millinery  chantilly  lace,  which  has 

not  been  seen  very  much  for  several 
seasons.  With  the  craze  for  lace  in 
dresses  there  is  every  reason  to  expect 
that  it  will  take.  Gold  and  silver  are 
most  in  favor  with  black  and  cream  com- 

ing next  in  order. 
Cire  ribbons  are  as  good  as  ever  and 

one  firm  reports  that  they  are  stronger 
than  in  the  spring.  Black  is  the  leading 
color  still  and  after  that  navy  and  seal. 
Plain  metal  ribbons  and  metal  brocades 

are  also  selling.  Picot-edged  ribbons  are 
also  asked  for  but  there  is  no  rush  as 

yet  for  velvet  ones.  Moires  are  report- 
ed good,  particularly  in  black,  tete  de 

negre,  and  the  high  shades  like  rust, 
jade  and  flame. 

Decline  In  Demand  For  Shapes  Means 
Business 

Many  milliners  and  department  stores 
report  that  there  is  not  the  demand  now- 
a-days  for  shapes  and  loose  trimmings 
that  there  was  in  former  years.  The  old 
art  of  making  up  hats  at  home  is  fast 
declining  and  women  want  to  see  the 
finished  product.  The  amount  of  time 
and  material  which  was  used  formerly  in 

made-at-home  hats  was  enormous,  says 

a  milliner  who  has  watched  her  custom- 
ers for  years.  In  those  days  the  profit 

was  small  for  the  quantity  sold.  Wo- 
men who  made  their  own  hats  want 

everything  that  goes  into  them  at  the 
lowest  price. 

The  last  two  years  however,  she  has 
remarked  that  the  same  women  who  used 
to  buy  shapes  at  one  dollar  and  a  quarter 
are  willing  to  spend  twelve  or  fifteen  dol- 

lars on  finished  hats.  Whether  this  is 
because  they  have  learned  in  the  school 
of  experience  the  difficulties  which  at- 

tend the  millinery  trade,  she  does  not 
know.  She  is  inclined  to  think  that  the 
change  has  been  brought  about  by  the 
increased  time  the  modern  woman 
spends  in  motors  and  at  movies. 

A  reminiscence  of  the  mode  of  Napol- 
eon lurks  in  the  piquant  outline  of  this 

stunning  hat  imported  from  Paris  this 
month.  Made  of  sapin  blue  velvet  its 
sole  trimming  is  the  magnificent  plume 
of  silvered  ostrich  which  sweeps  from  the 
side  to  the  centre  front  and  is  doubled 

over  again  to  droop  softly  over  the  up- 
turned brim.  Hat  by  courtesy  of  Farrell- 

Belisle  Company,  Montreal. 
— Photo  by  Photo-Kraft  Studios,  Mon- 

treal. 

The  retail  clothiers  of  the  United 
States  in  convention  at  Rochester  sent 

a  message  to  the  American  public  stat- 
ing that  they  would  resume  normal  buy- 
ing so  that  manufacturing  might  be 

stimulated,  unemployment  relieved  and 
a  general  improvement  in  the  business 
outlook  effected. 
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Spanish  Influence 
|Dominates  Millinery 

Is  Being  Shown  Very  Strongly  in  the  West— High-priced  Mil- 
linery Shown  at  Toronto  Openings— Fur  Prominent  As 
Trimming — Demand  on  Millinery  Houses 

Forecasts  Big  Season 

THE    Spanish    influence    in 
   millin- 

ery   has    found    ready    expression 
in    this    country.    Canadian    towns 

in  fact   have   taken   to   it      much     more 
quickly    than    they    usually    do    to    new 
fads   during  a  first  season.  Winnipeg  is 
for   the   moment   dominated    by   Spanish 
modes.    Vancouver    is    showing    a    great 
many   of  them   and   Toronto  is   dividing 
attention    between      tailor-made      effects 
and  Spanish  millinery.  In  the  latter  there 
are    the    jaunty   belero    shapes    and    the 
sweeping  hats  of  large  dimensions.  There 
is  a  lavish  use  of  laces,  grelots  and  pom- 

poms, rich  combs,  mantilla  arrangements 
and    underbrim  trimmings. 

Extravagant    Hats    Shown    in    Toronto. 
The  retail  houses  in  Toronto  are  feel- 

ing  very   optimistic    about   business    for 
the   next  few   months   judging  from   the 

models   they  offered  at  their  recent   op- 
enings. Thoue-h  there  were  a  few  placed 

at  twelve  ?nd  fifteen  dollars,  the  general 

ran~e  was  from  thirty-five  to  sixty-five 
and   there   were    many   approaching   the 
one  hundred  dollar  mark.  Gainsboroughs, 

toques,    turbans    and    pokes    were        on 
view.    The    materials    chiefly    used    were 
panne   velvet,   dull    velvet,   duvetyn   and 
metallic    brocade.    The    order    in    which 

colors   predominated  were:   Black,  fuch- 
sia, brown,  navy  and  grey. 

All  Hangings  Reach  the  Shoulder. 
The  milliner  who  wants  to  show  her 

patrons  only  the  very  newest  in  dress 
hate  should  have  a  large  sprinkling  of 
those  which  feature  a  trim  hanging  on 
either  the  left  or  the  right  side.  Tassels 

made  of  long-sfemmed  flowers  are  seen 
placed  on  in  this  fashion  and  fringes 
are  very  good.  There  is  a  new  ornament 
made  of  celluloid  and  formed  in  two 

links  resembling  an  old-fashioned  ear- 
ring. The  upper  link  is  just  clamped  to 

the  brim  and  the  lower  ring  hangs  very 
gaily  over  the  shoulder.  Metal  and 
nail-head  ornaments  are  also  used  ex- 

tensively but  the  ostrich  has  first  place. 
This  is  not  usually  shown  in  long  plumes 
which  sweep  the  air  majestically  as  in 
days  of  old  but  is  simply  the  fibres  cut 
off  from  the  shaft  and  hanging  from 
the  brim.  In  order  to  give  the  appear- 

ance of  a  veil,  these  fibres  are  some- 
times attached  end  to  end  by  a  very 

fine  thread  so  that  there  is  a  fringe 
of  ostrich  seven  or  eight  inches  deep 
at  the  back  or  side.  The  glycerined  os- 

trich has  given  place  to  the  natural 
fibre  in  this  trim. 

Fur  to  be  Prominent. 

The  Canadian  West  has  already  res- 
ponded to  the  vogue  for  fur  trimmings. 

One  Toronto  house  has  sent  out  several 

orders  for  two  and  three  dozen  fur- 
trimmed  hats  alone,  to  points  in  the 
middle  west.  While  New  York  is  talking 
monkey  fur  extensively,  sable,  mole  and 
kolinsky-colored  furs  are  best  here.  In 
the  hats  with  this  trim,  snug  turbans 
are  best.  Squirrel  will  be  seen  more  and 
more  as  the  season  advances,  particul- 

arly on  women  who  have  all-seal  coats 
or   coats    with   sable    collars. 

Demand    is    Already    Exceeding    Supply. 
The  warm  weather  of  late  August  and 

early    September    is   responsible   for   the 
fact  that  milliners   are  not  now  able  to 

obtain   the    hats   they   want.    The   manu- 
facturers  allowed   their  trimmers   to   go 

on    holidays    during    that    period.    They 
are  now  working  very  hard  to  fill  orders 
but  feel   very  strongly  the  necessity  of 
impressing  on  the  trade  that  they  should 
look    beyond    little    weather    drawbacks. 
Had  the  retail   milliners  given  any  idea 
of    the    quantity    of    styles    which      they 
needed  for  early  fall,  the  manufacturers 
would  have   had  something  to   work   on. 
The    millinery    business    is    not    affected 
by  trying  times   to  the   same  extent   as 
other  lines  and  the  last  year  and  a  half 
has    proved    it.    Milliners      should      not 
blame    the    fact    that    women    are    not 
asking    for   their   fall    hate    on    business 
conditions.   They   should   take  advantage 
of  the   weather   to   clear  ithem    of   their 
last  season  stock  but  have  a  supply  of 
new  hats   on   hand  to   show   at   a   mom- 

ent's  notice. 

No    Matron    Hats    Being    Made. 

A  manufacturer  informs  Dry  Goods 
Review  that  he  is  making  nothing  this 
season  but  "chicken"  hats.  Milliners  are 
not  asking  for  hats  for  older  women. 
The  only  essential  difference  in  the  ap- 

pearance of  a  girl  and  her  mother  is 
in  the  way  they  put  on  their  hats.  The 
young  girl  tilts  the  hat,  the  matron 
places  hers  on  straight.  In  this  way 
some  of  the  shapes  which  were  at  one 

t:me  considered  suitaVe  for  only  middle- 
aged  customers  are  set  at  a  jauntv  an- 

gle on  the  heads  of  the  "flappers." 

The  managers  of  the  several  girls 
clothing  sections  of  the  department 

stores  of  Ottawa  had  a  busy  time  pre- 
paring their  stocks  so  that  all  would  be 

in  readiness  for  the  school  bell.  This 

business  is  growing  rapidly  as  every 
year  the  children  seem  to  need  more 
clothes,  probably  lower  prices  this  time 
have  been  a  great  factor  in  booming 
sales,  at  any  rate,  the  volume  of  busi- 

ness done  has  been  very  satisfactory. 
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New  President 
For  The  N.C.R. 

Announcement  has  just  been  made  of 

three  important  changes  affecting  lead- 
ing executives  of  The  National  Cash 

Register    Company. 
John  H.  Patterson  has  resigned  as 

President  and  General  Manager  of  The 
National  Cash  Register  Company  but 
will  continue  actively  in  directing  the 
affairs  of  the  Company.  As  chairman  of 
the  Board  of  Directors,  Mr.  Patterson 
will  advise  the  directors  and  help  form- 

ulate the  policies  of  the  Company.  His 
son,  Frederick  B.  Patterson,  was  elected 
to  succeed  him  as  President,  while  J.  H. 
Barringer  was  made  General  Manager. 

John  H.  Patterson  has  been  President 

of  The  National  Cash  Register  Comp- 
any for  37  years.  He  is  regarded  as  one 

of  the  world's  greatest  business  leaders. 
The  institution  he  has  built  in  Dayton  is 

regarded  as  the  world's  model  factory. He  built  it  from  a  workshop  of  one 

room  with  two  employees  to  an  organi- 
zation employing  more  than  ten  thous- 

and men  and  women  in  all  parts  of  the 
world. 

Frederick  B.  Patterson  is  29  years 
old.  His  first  work  was  on  a  farm.  He 

attended  school  for  two  years  in  Eng- 
°nd,  and  has  been  connected  with  the 
N.  C.  R.  for  11  years.  He  has  been 
taught  the  principles  of  business  by  his 
father,  learning  the  N.  C.  R.  business 
from  the  ground  up.  He  started  in  as  a 
workman  in  the  foundry. 

In  the  interests  of  the  Company  he 
has  visited  all  of  its  agencies,  except 
Africa,  Australia,  India,  Russia,  and 
Mexico.  He  was  manager  of  the  Foreign 
Department  for  two  years,  and  until  he 
entered  the  service  of  his  country  in 
1917.  In  the  late  war  he  rose  from  a  pri- 

vate in  the  ranks  to  a  commission  in  the 

air  service. 
This  change  in  the  official  family  of 

the  N.  C.  R.  places  more  responsibility 
on  F.  B.  Patterson.  The  N.  C.  R.  business 
is  one  of  the  largest  businesses  in  the 
world.  There  are  many  problems  to  be 
solved.  He  has  stated  time  and  again 
that  the  policies  of  his  father  are  the 
ones  which  will  govern  him  in  all  that 
he  does.  This  means  that  the  world  situ- 

ation will  take  much  of  his  time  and  at- 
tention in  an  effort  to  help  bring  order 

out  of  chaos. 

J.  H.  Barringer,  the  new  general  man- 
ager, was  promoted  from  the  ranks.  He 

started  with  ;he  Company  14  years  ago, 

holding  a  minor  position.  He  earned  pro- 
motion very  rapidly  and  in  1918  was 

made  First  Vice-President  and  Assist- 
ant General  Manager.  Mr.  Barringer  is 

only  38  years  old. 

T.  E.  George,  formerly  of  Boisetown, 

N.B.,   has   opened   a   dry   goods   store  in 
Fredericton,   N.B.,  and   reports   business 

very  favorable. 
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.v..  C.  X.  Q154—  In  black,  brown  or  navy.  The  crown  and  upper  brim  is  made  of  beau- 
tiful lured  zebeline  plush,  the  correctly  proportioned  brim  is  of  good  quality  velvet  nicely 

finished,  topped  off  with  stylish  wide  band  and  tailored  bow  of  grosgrain  ribbon  .     .     £1.75 

The  (greatest 
Value 

in  the  zJxtarket 

$1.75 for  either  of  these  fine  styles.    Really,  we've  never  before  been  able  to  offer  such 
values  in  "High  Lustre"  materials  as  these  unusual  sailors. 

One,  you  see,  has  a  saucer  brim  with  round  crown,  the  other  as  jaunty  and 
smartly  tailored  as  it  is  formal. 

They  are  correctly  proportioned,  well  made  and  finished  with  a  wide  grosgrain 
ribbon  that  snaps  them  up  into  the  front  ranks  of  style. 

Just  think  of  the  price  and  then  order  all  you  possibly  can  because  there's  no 
limit  to  the  demand.  You  can  well  afford  to  make  these  sailors  your  leaders, 
mark  them  close  for  quick  turnover  or  be  generous  with  the  profit  and  feature 

them.  They're  yours  to  lead  with.  But,  take  our  word  for  it,  they're  the  great- 
est values  in  the  style  market. 

Read  the  descriptions.  The  quality  is  at  once  apparent.  The  illustrations  do  not 

do  j  ustice  to  the  materials.  They  're  as  slick  and  spick  as  the  finest  sailor  you  ever  saw. 
Order  as  many  as  you  think  you  can  use  and  then  order  double  that  number. 

It'll  repay  you  immediately  and  the  hats 
will  pull  business  clear  across  the  street. 

Order    immediately,    please!     The  I 

demand  will  start  and  we'll  be  taxed 
to  the  limit  to  manufacture  fast  enough. 

Wonderful 

Counter 
Seller 

N>-  9>S3 — 'n  black,  brown  or  navy,  high  lustre  material  witb  a  smartly  tailored  crown  and 
brim.  Same  materials  as  in  No.  C.  X.  9154.  Every  woman  wants  a  distinctive  tailored  hat. 
This  is  it.  Make  a  leader  of  it,  display  it  and  sell  it  right  along  with  every  sale  you  make. 

Big  profits,  many  sales,  pleased  customers  that  "tell  the  town."    $>-7S 

EDSON  KEITH  &  COMPANY 
24     South     Michigan     Avenue,     Chicago 
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The  New  Sleeveless  Dress 

made  from 

Hawthorn   Knitted    Fabric 

Seldom  have  fabric  and  style  been  more 

aptly  combined  than  in  the  new  sleeveless 
dress  made  from  Hawthorn  Knitted  Fabric. 

The  style  itself  is  a  free  and  easy  one, — a 

dress  designed  to  give  comfort  and  at  the 

same  time  to  set  off  any  type  of  figure  to 

the  best  advantage.  The  fabric  carries  out 

this  idea  to  the  letter.  It  is  soft  and  yield- 

ing and  drapes  in  graceful  folds. 

And  as  for  utility,  Hawthorn  Knit  Goods 

will  not  wrinkle  or  stretch  and  the  colors 

are  guaranteed  permanent. 

HAWTHORN    MILLS 
LIMITED 

CARLETON  PLACE,  ONT. 

MWTHOR^rABRIC 
CANADA  PRODUCT 

The  label  of  dependability 

in  garments  made  from 
Hawthorn  Fabric. 

Above'modeHs  by  Elite  Mfg.  Co.,  Montreal. 
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Fair  Placing  in  Spring  Knit  Goods 
Many  Repeat  Orders  Indicate  Clean  Stocks  and  Active  Consumer  Buying  —  Spring 

Prices  Not  Guaranteed  After  October  1st — Roll-Top  Socks  Helped  by  Pulpit 
Controversies — Permanency  of  Outer  Knitted  Wear 

WHILE  wholesale
  houses  and 

manufacturers  of  knitted  wear 

are  kept  very  busy  these  days, 

most  of  them  admit  that  business  is  ra- 

ther 'spotty',  Orders  from  the  West  are 
pouring  in  fast,  a  fair  number  are  being 
received  from  Ontario  but  the  East  is 

very  poor.  Quebec  seems  to  have  re- 
covered during  the  last  few  weeks  to 

some  extent  but  there  is  no  sign  of  im- 
provment  in  the  Maritimes. 

One  of  the  oldest  Toronto  representa- 
tives for  British  and  Canadian  knitted 

goods  firms  told  Dry  Goods  Review  that 

it  is  the  number  of  "Repeat"  orders 
which  he  has  received  that  have  given 
him  his  greatest  encouragement  as  to 
the  future.  When  the  first  fall  placing  was 

done,  orders  amounted  to  only  about  six- 
ty per  cent  of  normal  requirements.  In 

many  cases  however,  second  calls  have 
been  for  even  larger  quantities  than  the 
original  ones.  This  applies  to  the  West 
particularly  and  to  some  parts  of  On- 

tario. Nowhere  in  the  latter  province 
has  there  been  less  than  fifty  per  cent 
asked  for  on  repeat  orders.  The  few  se- 

cond calls  which  have  come  from  East- 
ern Canada  amounted  to  only  five  per 

cent  of  the  placing  orders. 

SPRING  LINES  PROMISING 

The  few  manufacturers  who  have  sent 
out  travellers  with  spring  goods  report 
very  favorably  on  the  attitude  of  the 
trade.  They  claim  that  this  is  because 
of  the  new  prices,  which  are  consider- 

ably lower  than  last  spring.  Most  houses 
will  not  guarantee  these  prices  after 
October  1  and  merchants  are  therefore 

taking  advantage   of   thsm. 

MACHINERY  FOR  CIRCULAR 

HOSE  IMPROVED 

Merchants  are  beginning  to  feel  that 
there  is  no  longer  that  gap  between  cir- 

cular and  full-fashioned  hose  that  there 
was  some  years  ago.  The  process  of 
boarding  and  shrinking  is  not  now  the 
only  method  used  in  shaping  circular 
hose.  In  fact  the  latest  improvements 
made  by  Canadian  manufarturers  make 
some  of  the  lines  turned  out  here  equal 
in  appearance  and  wearing  quality  to 
any  hose  that  are  made  in  Europe  or  the 
United  States.  The  method  of  cutting 
out  the  hose  at  the  calf  instead  of  de- 

pending on  the  board  for  the  shape  has 
resulted  in  a  stocking  which  will  keep 
its  appearance  as  well  as  the  full-fash- 

ioned hose.  The  new  V-shaped  heel  is 
another  improvement  which  is  a  boon  to 

the  trade.' 
As  to  dye,  one  manufacturer  in  Tor- 

onto of  women's  silk  hose,  is  willing  to 
wager  that  his  stockings  will  not  fade 
under  any  ordinary  washing  process. 
The  color  will  last,  he  declares,  as  long 

as  the  hose  itself.     Sunlight  is  the  only 
thing  which  will  affect  his  dyes. 

ROLL-TOP   SOCKS   AGAIN 

Those  who  are  responsible  for  innova- 
tions in  women's  wearing  apparel,  de- 
clare that  they  welcome  the  discussions 

which  take  place  in  the  daily  papers  in 
regard  to   them.     Whether  the   outcome 

A  Striking  sweater  in  silk.  The  svieat- 
er  is  of  the  waterfall  blue  shade  which 
is  used  so  extensively  and  the  trimmings 
are  a  cocoa  shade.  The  shawl  collar  is 

one  of  the  outstanding  features. 

Shown   by  B elding -C or ticelli,  Limited 

of  controversies  and  pulpit  orations  is 
favorable  or  otherwise,  the  publicity 
gained  is  often  the  only  advertising 
needed.  This  has  been  probably  the 

strongest  factor  in  making  "Bull  Dur- 
ham" socks  famous.  Women  who  did 

not  wear  them  last  summer  have  de- 
termined to  try  them  next  spring.  There 

are  some  of  course  who  wear  them  all 
the  year  round  and  it  is  expected  that 
the  number  who  do  this  will  be  greater 
than  ever  this  winter. 

A  new  factory  has  recently  opened  in 
Ontario  which  makes  socks  for  women 
and  children  exclusively.  The  increase 
in  colored  and  striped  socks  for  children 
has  warranted  this  undertaking. 

KNITTED    OUTERWEAR    IS      HERE 

TO    STAY. 

An  optimistic  sign  for  retailers  who 
are  specializing  in  knit  goods  for  outer 
wear,  was  the  discussion  held  at  a  con- 

vention the  other  day  in  New  York.  It 
was  the  fourth  annual  meeting  of  the 
National  Knitted  Outwear  Association. 
The  chief  topic  was  the  advisability  of 
holding  a  fashion  show.  The  project  was 

urged  on  the  ground  that  it  would  stim- 
ulate the  creation  of  new  designs  and 

ideas  and  would  help  manufacture  in  the 
same  way  as  style  shows  help  ready  to 
wear  men.  This  shows  that  sweaters, 
knitted  capes,  dresses  and  suits  are  here 
to  stay  and  that  they  must  be  reckoned 
with  among  the  staple  lines  that  a  mer- 

chant carries. 

THE   BEST  KNITTED   SPORTSWEAR 

There  is  no  doubt  that  the  woolen 

sweater  has  at  last  been  laid  low  and 

the  silk  one  which  struggled  so  hard 
all  summer  to  get  into  the  public  eye, 

is  here  in  all  its  glory.  These  are  good 

in  both  the  slip-on  and  Tuxedo  styles  in 
New  York  at  present  but  the  coat  swea- 

ters have  a  little  firmer  ground  here. 
Gay  tones  are  extremely  good,  combina- 

tion colors  being  made  up  most  of  all. 
The  newest  line  of  wool  sweaters  off- 

ered is  the  brushed  wool,  shown  mostly 

in  tan  and  yellow.  Silk  and  wool  mix- 
tures are  good  also  because  they  are  not 

as  expensive  as  the  all-silk  and  are 
warmer  for  fall  wear. 

Knitted  dresses  in  all  styles  are  sell- 
ing well.  So  far  they  have  been  taken 

up  mostly  by  women  who  have  money 
and  time  for  sports.  Since  London  and 
Paris  are  favoring  them  so  strongly, 
there  is  every  reason  to  expect  that  late 
fall  and  early  spring  will  find  them  at 
their  height  here. 

The  cape  which  many  retailers  felt 
discouraged  with  in  the  spring  is  now 
having  its  day.  This  garment  reached 

(Continued  on  Page  63) 



Dry  Goods  Review KNITTED     GOODS 

61 The  Romance  of  Two  Businesses 
The  Blue  Bird  Store  of  Westmount  That  Specializes  on  Knitted  Goods — Started  on 

Fifty  Dollars  Capital  And  Faced  with  Assignment,  It  is   Now  Successful  Ven- 

ture— Fanagh's  of  Newcastle  Got  First    Capital    from    Travelling 
Waggon 

PERHAPS  the  last  field  that 
 rom- 

ance invades  is  business.  Yet, 
there  is  a  good  deal  of  romance 

in  business  that  gives  an  inspiration  to 
seekers  of  success  in  the  business  world. 

To  study  the  careers  of  some  of  the  great 
captains  of  industry,  commerce  and 
business  is  to  become  acquainted  with 
unusual  hardships  endured  in  the  early 
days  of  boyhood  or  womanhood,  to  run 
into  poverty  which  did  not  discourage 
but  bred  determination,  to  see  the 
candle  burning  at  both  ends  of  the  day 
so  that  sufficient  knowledge  be  gained 
to  carry  the  searcher  one  step  higher 
on  the  ladder  that  leads  finally  to  ach- 
ievement. 

The  "Blue  Bird"  Shop. 
One  of  the  little  romances  in  business 

in  the  dry  goods  field  comes  from  the 

"Blue  Bird  Shop"  on  Sherbrooke  Street, 
Westmount,  P.Q.  In  November  of  1919, 
Mrs.  Walker  started  in  business  with 

$50  capital  behind  her.  A  two  months' lease  was  taken  on  a  little  basement 

store  across  from  the  present  "Blue 
Bird  Store"  with  the  idea  of  getting 
some  of  the  Christmas  trade  of  that 
year  when  money  was  being  spent  with 
prodigal  recklessness.  Behind  the  ef- 

fort, which  was,  at  first,  only  considered 
as  a  temporary  one,  was  a  war  tragedy; 
and  the  little  store,  it  was  hoped,  would 
take  up  a  good  deal  of  attention  and 
time  formerly  given  over  to  worry  and 
regret.  Mrs.,  Walker  and  her  'mother 
were  both  very  clever  with  their  knitting 
and  crotcheting  and  it  was  with  their 
own  manufactured  articles  that  they 
started  in  business  on  the  10th  of  Nov- 

ember,   1919. 

A    Brisk  Demand  Changes   Plans. 
The  new  venture  seemed  borne  on  the 

wings  of  success.  The  demand  for  their 
little  articles  was  brisk  and  they  de- 

cided to  go  into  business,  adding  new 
lines  to  those  of  their  own  make.  All 
the  money  they  had  made  was  turned 
back  into  the  business.  This  was  to  be 

used,  and,  in  addition,  five  hundred  dol- 
lars worth  of  stock  from  each  of  two 

wholesale  houses.  It  seems  that  the 
wrong  class  of  merchandise  was  bought 
and  a  good  deal  of  it  still  adorns  the 
shelves   of  this   little   store. 

Faced  With   Assignment. 

The  promoters  of  this  little  business 
venture  were  soon  faced  with  the  pos- 

sibility of  assignment.  But  this  was  not 

to  Mrs.  Walker's  liking.  Previous  to 
starting  in  business  she  had  been  the 
secretary  to  the  president  of  a  large 
corporation  in  the  city  of  Montreal.  Back 
to  this  corporation  she  went,  asking  for 
a  position  in  which  she  could  earn 
enough    money    to    pay    her    debts — she 

did  not  want  to  assign.  Each  week  she 
turned  her  salary  over  to  the  wholesale 
companies  until  the  accounts  were  paid; 
then  she  went  back  to  her  little  store. 

During  her  absence  in  Montreal,  the 
business  of  the  little  basement  store 
gradually  increased  and  it  became  nec- 

essary to  search  for  new  and  larger 
quarters.  A  house  across  the  street  was 
selected,  remodelled,  and  business  begun 
in  a   larger  way. 

The   Business. 

In  the  new  home,  special  attention  is 
given  making  of  sweaters  in  both 
silk  and  wool  and  the  demand  has  be- 

come so  great  that,  at  times,  it  has  been 
impossible  to  meet  it.  Tourists  have 

been  frequent  purchasers  at  the  "Blue 
Bird  Store"  because  of  the  exclusive- 
ness  of  the  designs  and  the  yarns  used. 
Many  of  them  have  paid  for  their  sweat- 

ers in  advance  to  secure  them.  Ten 
ladies  who  do  knitting  and  eight  who 
do  crocheting  constitute  the  manufactur- 

ing staff  of  the  "Blue  Bird  Store."  The business  is  conducted  on  a  strictly  cash 
basis. 

A.   D.  Fanagh   of  Newcastle. 

There  is  another  romance  in  the 
business  of  A.  D.  Fanagh  and  Co.,  dry 

goods  and  ladies'  wear  merchants  of 
Newcastle,  N.B.,  who  recently  held  their 
28th  anniversary.  This  modest  business 
started  28  years  ago,  was  capitalized 
from  the  money  made  from  the  sale  of 
dry  goods  from  a  waggon  that  traversed 
the  countryside.  To-day  it  is  one  of  the 
finest  businesses  in  that  section  of  the country. 

A   Year  to   Advertise. 

C.  G.  Cowdsi  is  the  manager  of  this 
store  and  he  told  a  representative  of 

Dry  Goods  Review  that,  although  condi- 
tions were  against  better  business  this 

year  than  last,  they  had  done  thirty- 
five  per  cent,  more  business  during  the 
first  six  months  of  the  year  than  last 
year.  One  of  the  reasons  for  this  is  the 
amount  of  advertising  that  is  being  done 
by  the  firm.  Mr.  Cowdsi  believes  that 
this  is  the  year  to  do  a  good  deal  of advertising. 

"When  things  are  slow,  that  is  the 
time  to  advertise  and  do  it  big;  I  would 
cut  any  other  expense  in  the  store  in 

preference  to  advertising,"  he  says.  A- 
side  from  the  live  newspaper  advertis- 

ing they  do  consistently,  they  have  a 
well-selected  mailing  list  to  which  they 
mail  circulars  every  three  months  at 
least,  and  if  there  is  anything  special 
to  announce  it  is  done  between  times. 
They  are  getting  very  good  results  from 
their    circular    advertising. 

Carry   Full    Lines. 

"Notwithstanding  conditions,"  said 
Mr.  Cowdsi,  "a  merchant  can  accom- 

plish anything  if  he  will  believe  in  him- 
self, study  the  right  methods  to  use 

and  push  his  merchandise  for  all  he  is 
worth."  The  Fanagh  store  carries  good 
full  lines  of  all  merchandise  and  is  care- 

ful not  to  lose  sales  by  starving  his 
several  lines.  They  believe  that  this  is 
not  the  time  to  lose  sales  and  one  way 
to  avoid  this  is  to  have  complete  stocks 
for  the  selection  of  their  customers. 

Many  contests  of  various  desciip- 
tions  are  run  by  the  Fanagh  store.  By 
this  method  they  endeavor  to  maintain 
a  lively  interest  in  themselves  not  only 
as  a  store  but  as  a  centre  of  interest  in 
the   whole    community. 

A  1922  bathing  suit.    Made  in  the  fol-  David  Weinberg  who  for  six  years  was 

lowing   color   combinations:      grey   with  connected   with    the   Barlow-Kimnet   Co., 
navy  stripes,   tangerine  and   black,  jade  has    Joined    the    sales    forces    of    J.    R. 
and   black,   orange   and  blue  as   well  as  Palmenberg   Son,  Inc.,  manufacturers  of 
the   heather  mixtures.       Shown   by   the  display  fixtures,  forms  and  wax  figures, 
Aberley  Knitting  Mills,  Toronto.  of   New  York. 
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Retailer  Looks  for  Guaranteed  Price:    Building 
Trades  and  Transportation  Holding  Things  Up 

President  Frank  Stanfield  Believes  That  Productive  Costs  Must  be  Further  Liquidat- 
ed— Labor  Costs  Will  Not  Go  Back  to  1914  Levels — Guaranteed  Price  Will 

Bring  About  More  Normal  Buying — Survival  of  the  Fittest 
THAT  the  retailer  is  looking  for 

a  guaranteed  price  and  will  not 
buy  normally  until  he  gets  it;  that 

productive  costs  have  got  to  be  liquid- 
ated ;that  transportation  and  the  build- 
ing trades  are  holding  things  up  in  Can- 

ada; and  that  the  textiles  are  down  more 
than  any  other  lines  in  Canadian  indust- 

ry are  some  of  the  opinions  that  Presi- 
dent Frank  Stanfield  of  Stanfield's  Limi- 

ted expressed  to  Men's  Wear  Review  in 
a  recent  interview.  While  Mr.  Stanfield 

does  not  believe  that  the  coming  fall 
and  winter  will  see  normal  times  restor- 

ed in  Canada,  he  thinks  that  we  are  well 
on  the  way  and  that  the  readjustment  of 
a  few  of  the  problems  that  immediately 
confront  us  will  materially  help  along  the 
situation.  Though  he  says  productive 
costs  must  be  liquidated,  as  stocks  have 
had  to  be  liquidated  during  the  last  nine 
months,  he  does  not  believe  that  we  will 
ever  again  go  back  to  1914  standards  of 
wages  and  prices,  nor  does  he  think  it 
is  desirable  that  we  should.  Labor  is  in 
a  better  position  than  it  was  then  and 
will  not  go  back. 

Transportation  And  Building 

"Transportation  and  building  costs 
have  got  to  go  down"  said  Mr.  Stanfield, 
to  Men's  Wear  Review,  "they  are  hold- 

ing things  up  in  Canada.  Transporta- 
tion is  responsible  for  the  high  cost  of 

fuel  which  is  a  big  item,  not  only  in 
manufacturing  costs  but  in  the  house- 

hold budget  as  well.  The  big  items  of 
the  yearly  household  budget  have  not 
yet  gone  down  very  materially — rent 
and  fuel.  They  are  just  as  high  as  they 
have  ever  been  and  until  these  have  gone 
down  we  cannot  expect  that  labor  can 
work  for  less.  Therefore,  production 
costs  can  not  be  properly  liquidated.  Un- 

til the  building  trades  go  down  and  car- 
penters and  masons  are  content  to  work 

for  less  so  that  contractors  can  start 
on  work  that  awaits  them,  we  need  not 
expect  that  rents  will  come  down.  Rents 
are  dependent  on  the  cost  of  building  to 
a  considerable  extent;  and  in  many 
places  rents,  rather  than  come  down, 
have  gone  up  within  the  last  few 
months.  I  think  that  as  soon  as  trans- 

portation and  the  building  trades  come 
down  to  their  proper  levels  we  will  begin 
again  to  see  good  times  in  Canada,  but 
not  till  then. 

Not  Going  Back  To  1914 

"Production  costs  have  got  to  be 
liquidated  as  manufacturers  and  re- 

tailers have  had  to  liquidate  their  stocks 
in  the  last  nine  months.  Today,  it  is  not 
possible  with  the  costs  of  production 
what  they  are  to  produce  an  article  as 

cheaply  as  the  consumer  thinks  it  should 
be  produced.  But  I  do  not  think  we  will 
ever  get  back  to  1914  levels,  nor  is  it 
desirable  that  we  should.  Labor  will  nev- 

er again  accept  the  wages  that  were 
paid  during  the  years  just  before  the 
war. 

Looking  For  Guaranteed  Price 

"The  retailer  today  i.s  looking  for  a 

guaranteed  price"  declared  Mr.  Stan- 
field in  discussing  some  of  the  problems 

that  confront  the  dealer.  "That  applies 
not  only  to  our  own  particular  line  but, 
I  think,  to  all  other  lines.  We  have 
guaranteed  our  prices  till  the  end  of 

the  year,  that  is,  we  have  told  our  cus- 
tomers that  any  decline  in  prices  that 

may  occur  will  be  credited  to  them.  I 
think  the  retailer  is  looking  for  this  in 
all  other  lines.  He  is  uncertain  about 

the  future  of  prices  in  many  lines;  con- 
sequently, he  buys  from  hand  to  mouth 

and  places  orders  for  very  lttle  stuff. 
We  have,  at  the  present  time,  an  indi- 

cation of  how  this  is  working  out.  Say, 
we  have  5,000  accounts.  Perhaps  3,000 
of  these  placed  orders  for  a  proportion 
of  their  requirements.  Now,  the  other 
2,000  are  beginning  to  ask  us  for  some 
stuff  and  we  are  unable  to  give  it  to 
them  just  when  they  want  it.  We  are 
considerably  behind  in  deliveries  of 

some  of  our  standard  lines  but  this  can- 
not be  helped.  We  know  that  the  retail- 

er is  uncertain  and  that  that  is  why  he 

does  not  place  orders  for  legitimate  re- 
quirements. 

"There  may  be  one  other  reason  for 
this,  that  is,  the  retailer  has  bought  too 
many  lines  in  the  past.  He  has  spread 
his  accounts  too  much  and  he  is  now 
getting  back  to  a  normal  buying  basis 
in  regard  to  the  accounts  he  used  to 

purchase  from." Textiles  Down  The  Lowest 

Mr.  Stanfield  believes  that  the  textile 
trades  have  shown  greater  reductions 

than  any  other  line  of  Canadian  manu- 
facturing, in  fact,  he  believes  that  pre- 

sent prices  are  some  what  below  the 
costs  of  production.  Asked  whether  he 
thought  labor  would  have  to  take  a  low- 

er wage  yet,  he  hesitated.  He  pointed 
out  that,  in  the  textile  industry,  the  pro- 

portion of  female  to  male  help  was  about 
3  to  1.  While  it  was  possible  to  get 
plenty  of  male  help,  such  was  not  the 
case  with  female  help;  there  was  still 
a  scarcity  of  this  and  he  thought  there 
would  continue  to  be  for  some  time  yet. 
He  pointed  out,  however,  that  fuel  was 
one  of  the  big  items  in  the  textile  trades 
and  that  transportation  costs  affected 
the  price  of  fuel.  The  impression  given 

by  Mr.  Stanfield  was,  however,  that 
prices  were  more  apt  to  advance  than 
tn   recede. 

A   Warning 

Mr  Stanfield  issued  a  slight  word  of 
warning,  arising  from  a  visit  he  had 
paid  to  Hamilton  where  there  was  a 
Dollar  Day  in  progress.  He  said  he 

thought  it  a  mistake  for  first  class  mer- 
chants to  fill  their  customers  up  with 

dollar  underwear.  Later  in  the  year  when 
the  demand  for  the  better  lines  should 

come,  that  demand  would  already  be  par- 
tially met  by  the  sale  bargains.  This 

cheaper  underwear  would  not  give  the 
service  and  the  purchaser,  when  it  wore 
out,  would  forget  the  price  he  paid  for 
it  but  he  would  remember  the  place 
where  he  bought  it.  That  would  tell 
against  the  retailer  in  the   end. 

"Survival  of  The  Fittest" 
"Business  today"  concluded  Mr.  Stan- 

field "is  the  survival  of  the  fittest,  not 
only  in  our  line  of  manufacturing  but  in 
the  retail  trade  as  well.  It  is  a  time  to 

work,  to  stick  to  business  and  to  devote 
all  the  energy  one  has  to  it.  I  know  there 
are  many  merchants  who  are  finding 
golf  and  other  sports  very  expensive 
because  they  are  losing  business  by  it, 

they  are  not  attending  to  business  when 
business  needs  their  every  attention.  The 
good  will  survive  the  present  period  and 

the  weak  will  go  to  the  wall." 

FIVE  PER  CENT  AVERAGE  IS  MAX- 
IMUM   OF    LONDON   DRAPERS 

What  can  a  retail  draper  afford  to 
pay  in  wages  at  this  day?  To  put  the 
question  another  way:  What  relation 
may  salaries  and  commision  safely  form 
to  his  turnover?  The  answer  is  deter- 

mined for  him  by  the  results  that  other 
drapers,  competing  with  him  in  business, 
are  attaining.  It  is  necessary,  therefore, 
to  know  what  is  being  done  in  other 

establishments  than  one's  own 
The  staff  manager  of  one  of  the  larg- 

est London  stores  has  been  consulted 

upon  this  point  by  a  representative  of 

The  Drapers'  Organiser;  and  for  the  rea- 
son that  he  is  one  who  has  given  close 

attention  to  the  subject.  Besides  ascer- 
taining his  own  costs  with  precision,  he 

has  sought  the  experience  of  others,  and 
with  important  results. 

His  own  conviction  is  that  a  really 
successful  business  cannot  now  be  run 

at  a  greater  average  cost  in  salaries  and 
commissions  than  5  per  cent.  In  many 
houses  the  ratio  is  higher,  and  in  at  least 
one  known  instance  reaches  10  per  cent. 
However,  under  existing  conditions  a 
draper    ought   not   to   be    satisfied   until 
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^Silk  hose  with  the  Richelieu  rib  which  is  a  strong  feature  for  spring t 

The  pair  illustrated  have  the  ribbed  top  but  they  are  also  made  with  the 
elastic  top.  Shown  by  the  Monarch  Knitting  Company,  Toronto. 

the  turnover  is  at  least  twenty  times  the 
total  of  the  wages  bill. 

Drapers  whose  salary  costs  are  higher 
than  5  per  cent  are  not  selling  enough. 
A  man  paid  £2  a  week  stands  in  at  a 
salary  cost  of  2  per  cent  when  he  sells 
£100  worth  of  goods.  Let  him  sell  £200 
worth,  and  the  wages  cost  in  only  1  per 
cent.  The  case  is  the  same  whether  pay- 

ment is  by  salary  or  commision,  and  it 
is  desirable  that  assistants  should  make 
plenty  of  commision,  but  the  rate  needs 
adjusting  to  the  mutual  advantage  of 
the  man  and  his  firm.  Dependent  on  the 
rate  of  commision,  one  salesman  may 
be  as  well  off  in  selling  £100  worth  as 
another  in  selling  twice  the  amount. 
Granting  that  the  goods  have  been  well 
bought,  however,  there  is  no  question 
of  which  is  the  more  advantageous  to 
the  employer.  Larger  orders  beget  larg. 
er  discounts,  and  the  more  money  a  drap- 

er handles  the  more  goods  he  can  buy  and 
sell    again. 

In  one  London  house  no  assistants 
are  retained  who  do  not  average  £2  a 
week  in  commision.  As  affairs  are  ar- 

ranged in  that  establishment,  a  saleman 
who  does  not  make  this  minimum  is  good 
neither  to  himself  nor  to  his  employer. 
Regard  has  to  be  paid  to  all  the  circum- 

stances of  the  case.  Staffs  cannot  be 
cut  down  below  a  certain  point,  for  if 

more  customers  arrive  than  the  assis- 

tants can  serve  a  proportion  drift  else- 
where. Too  few  assistants  lead  to  an 

increase  in  pilfering,  and  there  are  al- 
ways those  about  who  will  steal  rather 

than  buy  if  opportunity  is  .given  to  them. 
Drapers  Organizer 

FAIR  FLACING 

(Continued  from  Page  60) 
here  too  late  for  spring  wear  and  was 
not  suited  to  the  warm  evenings  of  last 
summer.  This  is  the  explanation  that 
many  give  rather  than  the  one  that  it 
is  was  too  "ultra-smart"  for  Canadian 
women.  Nothing  is  beyond  the  reach  of 
the  women  in  this  country  that  goes  in 
the  big  American  cities.  This  of  course 
does  not  include  New  York  which  is  nev- 

er taken  as  a  standard  for  slocking  the 
large  centres  in  the  United  States.  The 
majority  of  novelties  which  are  favored 
in  the  metropolis  reach  Cleveland,  Buffa- 

lo, Detroit,  Montreal  and  Toronto  in 
periods  which  vary  from  five  to  eight 
weeks  but  many  innovations  which  are 
solid  in  New  York  for  two  or  three 
weeks  fall  by  the  wayside  when  they 
leave  that  city. 
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John  G.Turnbull 
Passes   Away 

Stricken  with  paralysis  in  following 

a  game  of  golf  in  Stratford,  John  G. 
Turnbull,  director  and  sales  manager  of 
C.  Turnbull  Knitting  Company,  and  one 

of  the  city's  most  prominent  men,  pass- 
ed away  at  noon,  Sept.  6th,  He  was  in 

his  59th  year  and  was  born  and  educated 

at  Gait,  and  early  in  life  entered  that 
business  established  by  his  father,  the 

late  Robert  Turnbull,  in  1858.  He  had 

been  a  most  successful  business  man,  but 

was  best  known  as  a  community  worker, 

taking  an  active  interest  in  any  project 

brought  forward  for  the  betterment  of 

the  city.  He  had  served  as  reeve  and  al- 
derman in  the  Town  Council,  but  never 

aspired  to  the  mayoralty.  At  the  time 
of  his  death  he  was  chairman  of  the 

Suburban  Roads  Commission  and  one  of 

the  most  active  members  of  the  Board 

of  Trade.  He  was  the  1921  president  of 

Waterloo  Golf  and  Country  Club,  and 

ex-president  of  South  Waterloo  Auto- 
mobile Association.,  and  an  enthusias- 

tic curler  and  supporter  of  all  branches 

of  sport.  He  was  a  member  of  the  board 

of  managers  of  Central  Presbyterian 

Church,  and  treasurer  of  Alma  Lodge, 

A.  F.  &  A.  M.  A  widow,  two  daughters 

and  one  son  survive,  Mrs.  Beverly  H. 

Neill,  Miss  Marion  and  Douglas,  Gait, 

as  well  as  two  brothers  and  two  sisters, 

Charles  and  George,  and  Mrs.  F.  J. 

Brown,      Gait,      and      Mrs.      Dr.      Hugh 
Robrrts,  Guelph. 

— ■»   

A  bill  designed  to  prevent  the  de- 
struction of  birds,  such  as  the  osprey 

and  bird  of  paradise,  for  their  feathers, 

has  been  finally  passed  in  Great  Britain. 

The  importation  of  feathers,  or  the  dead 
bodies  of  birds  with  the  feathers  on 

them,  into  the  British  islands  is  prohi- 
bited by  this  bill.  An  exception  is  made 

of  the  feathers  of  the  African  ostrich 
and  the  eider  duck.  Feathers  worn  by 

travellers,  or  carried  in  their  baggage, 

will  also  be  admitted  if  it  can  be  shown 

that  they  are  for  personal  use  only.  The 

passage  of  the  bill  is  the  result  of  a 

long  campaign  against  cruelty  to  an- 
imals. 

According  to  a  recent  report  issued  by 

the  government,  all  lines  of  Canadian 
textiles  are  figured  to  be  about  40  per 

cent  below  last  year's  level.  Hides, 
leather  and  boots  show  an  even  greater 
decline. 

Reports  that  the  Soviet  government 
of  Russia  is  about  to  offer  some  very 
rich  furs  for  sale  are  receiving  daily 
confirmation.  Some  of  the  big  houses 
in  New  York  have  delayed  operations 

awaiting  more  definite   information. 

Recently  Sowan  &  Murdock  Co.,  was 
formed  and  they  are  now  conducting  an 
up-to-date  store  selling  a  complete  line 
of  ladies'  and  men's  wear  at  291  Bruns- 

wick St.,  Halifax. 
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Double  Selling  Power 

YOUR    customers   do    not   have    to    take 
Penmans  Hosiery  on  faith.     The  quality 

is  apparent.     It  can  be  easily  seen  and 

felt.     That's  why  they  sell  so  readily. 

When  you  recommend  Penmans  Hosiery 

you  know  that  they  will  live  up  to  their 

appearance  and  feel.  You  know  that  the 

quality  goes  clear  through.  That's  why  they 
stay  sold. 

\ 
'THE  STANDARD 

Of  EXCELLENCE" 

Hosiery Penmans  Limited 
Paris 

l63  T 
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Griffin 

Permanent  Satisfaction 
When  the  customer  once  purchases  Griffin  ChamoisSuede 
Gloves  you  are  assured  a  permanent  Griffin  Glove  wearer, 
because  Griffin  Gloves  give  satisfaction.  Their  service  ;s 
all  that  could  be  expected  of  any  glove  and  more  than 
would  be  expected  from  any  glove  at  the  price. 

V/P 
TORONTO 

Limited 

ONTARIO 
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Quality 

Variety 

Val- 
ue PURE  SILK 

HOSIERY 
Venus  Silk  Hosiery  Mills 

Limited 

TORONTO  -  ONTARIO 

Profit 
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Glove    Silk   Hosiery 
The  richest  silk  hose  obtainable.  Full  fashioned  and  fitting  like  a 
well-made  glove,  made  of  the  rich  knitted  pure  silk  fabric  that  dis- 

tinguishes Queen  Quality  Silk  Gloves  it  has  an  appeal  to  your  best 
class  of  customer.  All  the  popular  and  many  original  shades  are 
shown. 

'ueeti?. 

Glove  Silk  Lingerie 
The  increase  in  the  demand  for  Queen  Quality  glove  silk  lingerie  from 
merchants  who  began  with  a  small  stock  of  a  few  garments  is  evidence 
of  the  favor  it  finds  with  discriminating  Canadian  women.  It  is 
particularly  successful  when  prominently  and  temptingly  displayed. 

St.  Catherines  Silk  Mills 
Limited 

ST.  CATHARINES,     ONTARIO 

lONDONKNlT 

Hose 
Men's  Women's  Children's 

Fancy  Lovatts 
These  Made-in-Canada  union  and  all  wool  cashmere  hose  and 
half  hose  are  of  the  finest  yarn,  expertly  made  and  perfectly 
finished.  For  Fall  and  Winter  wear  they  are  the  most  popular 
hose  with  particular  men  and  women.  If  your  stock  is  not  fully 
assorted  make  it  so  now. 

[ONDONKN1T   

HOSE 
IONPONIAPY     lOHPONlASS     fONPONlAD     KHMMMIW 

LONDON  HOSIERY  MILLS  united   l°™°S 

Sole  Selli 
Richard  L 

84- Wellington  StWest 
Toronto 
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Of 
Oxford 
Origin 

That  goes  a  long 

way,  in  warranting 
the  workmanship, 

quality,  appearance, 
and  wearing  qualities 
of  an  undergarment. 

Also 

are     so 
unique 

the  designs 
varied,     so 

in  point  of 
comfort  and  distinct- 

ive touches,  that  Ox- 
ford Origin  can  be 

counted  on  to  mean 
"something  differ- 

ent." 

ILLUSTRATED 
The  TROUSSEAU 

VEST  (on  figure)  — 
fine  grade  of  Cotton, 
daintily  trimmed  with 
lace  and  ribbons. 

BLOOMERS  —  the 
better  sort.  Elastic  at 
waist  and  knees. 
Colors,  Pink  and 

White,  with  match- 
ing satin  bows. 

VEST,  on  display, 
trimmed  with  lace 
medallions,  with 
straps  of  narrow  satin ribbon. 

These  samples  -merely 
representative  of  a  large 
range  of  other  styles  in 
each  garment. 

SOME  OTHER  OXFORD 
LINES: 

Athletic  Underwear 

Children's  Combinations Jerseys 

Bathing  Suits 

Drop  us  a  request  to  see 
the  Oxford  range 

The  Oxford  Knitting  Company,  Limited,  Woodstock,  Ontario 

T.  H.  WARDELL. 

24  Aikins  Block,  Winnipeg 

Representatives, 

H.  R.  BLADE, 

Carleton  Chambers,  Ottawa 
F.  W.  McLEAN. 

5  Paddock  St..  St.  John,  N.  B, 

lS**-2][«» 
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This  Season's 
A. B.C.  Hosiery 
Shows    many    new    smart    styles 

Sure   to    please    your    customers 

\  V/E  consistently  maintain  the  same  high  standard  of  quality 

W     and  durability  which  has  won   universal   popularity    for 
A.B.C.  Hosiery. 

ORDER  FROM  THESE  LINES 
FOR  CHILDREN—  Beautiful  pure  thread  silk,  1  and  1  rib. 

Silk  and  wool,  1  and  1  rib. 
Cashmere  in  heather  mixture,  three  quarter 
length  sock. 
Cashmere,  plain  colors,  1  and  1  rib. 

FOR  MEN  &  WOMEN — Silk  and  wool  mixtures,  many  combinations  of 
colors. 

Cashmere — plain  colors,  fine  weave,  all  sizes. 

Every  pair  seamless,  with  reinforced  heels  and  toes. 

Allen  Bros.  Co.,  Limited 
883  Dundas  St.  East 

TORONTO 

Selling  Agents  for  Canada: 
WM.  G.   EVIS  &  COMPANY 

28  Wellington  St.  West  -  TORONTO 



Dry  Goods  Review KNITTED     GOODS 69 

"Follow 
The  Leader' 

■-That's  the  game  being 
played  by  Silk  Hosiery 
manufacturers  in  Can- 

ada when  new  Styles 
are  introduced. 

And    Winsome 

Maid  Silk  Hosiery 
is  the  leader 

every  time. 

Feature  Winsome  Maid  and 

you  attract  the  best  custom 

because  we  always  have  the 
new  styles  first. 

Winsome  Maid  Silk  Hosiery  is  also 
unequalled  for  quality,  perfect  fit 
and  durability. 

All  Styles  for  Women.  Wide  range 
of  lovely  colors. 

Allen  Silk  Mills  Limited 
43   Davies  Avenue 

TORONTO        -        ONTARIO 

Selling  Agents : 
Wm.  G.  Evis  &  Co.,  28  Wellington  St.  W.,  Toron- 

to— Western  and  Northern  Ontario,  Manitoba, 
Quebec  and  Maritime  Provinces. 

Stanley     McLeod,    543     Granville    St., 
Vancouver — British  Columbia,  Alberta 
and  Saskatchewan. 

H.  Switzer,  193  Sparks  St.,  Ottawa, 
t  Ont. — Eastern  Ontario  and  Montreal. 
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Six  of  Our 

m 1    / 

Dufferin — Men's  Light 
Weight  Merino 

No.  83— Plain 
White  Fleece 

No.  82— White 
Ribbed  Fleece 

THE  wholesale  trade  is  well  advised  to  get  in 
touch  with  our  selling  agents  for  prices  and 

particulars  on  our  fall  and  winter  lines.  All  prices 

are  based  absolutely  on  to-day's  markets. 

Many  of  our  lines  enjoy  the  largest  sale  in 
Canada.  The  trade  and  the  consumer  know  their 

quality,  and  prices  are  always  reasonable.  As 
a  guarantee  of  a  continuance  of  this  policy  we  have 
decided  to  identify  our  lines  to  the  trade  and  the 
consumer.  In  future,  consignments  leaving  our 
factories  will  be  stamped  with  our  registered  trade 
mark. 

Any  retailer  who  does  not  handle  Dods-Knit 
Underwear  should  write  to  our  selling  agents,  or  to 
us  direct,  and  he  will  be  promptly  informed  as  to 
where  our  lines  can  be  secured. 

The  Dods 
Orangeville 

Selling  Agent:— Ontario  &  Western  Canada, 
R.  Reade  Davis 

Manchester  Building,  33  Melinda  St., 

Toronto,  Ontario 
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Best  Sellers 
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No.  145— Scotch  Knit 
Warranted  100%   Wool 

No.  400 — Elastic  Knit 
Warranted   100%   Wool 

\ 

No.  65 

Random Fleece 

Dufferin  and  No.  110  (Merino). 
These  are  two  of  our  best  sellers.  They  are 

lighter  in  weight  and  preferred  by  business  men 
and  all  indoor  workers.  They  are  made  in  two 
piece  and  combinations  for  men  and  boys. 

No.  145.  (Men  and  Boys). 

There  is  a  very  big  demand  for  this;  men's  and 
boys'  very  fine  all  wool  (warranted  100%)  two 
piece  and  combinations;  Scotch  knit,  ribbed  tail; 

very  strong,  flat  seams. 

Ladies'  Fleece  (No.  83). 
This  is  a  very  fine  line  of  Ladies'  Fleece 

bleached  plain  white,  form  fitting,  extra  well 
finished  seams;  two  styles  of  necks  can  be 
secured,  in  two  piece  and  combinations  for  girls 
and  women. 

Ladies'  Fleece.  (No.  82). 
A  good  selling  line  in  white  ribbed  fleece 

bleached  white,  form  fitting,  two  piece  and  com- 
binations for  girls  and  women. 

No.  400.  (Men  Only). 

This  is  good  heavyweight  warranted  one 
hundred  per  cent,  all  wool  underwear,  for  men 

only.  It  is  elastic  knit,  in  two  piece  and  combin- 
ations. It  is  a  well-made  garment,  the  best  kind 

of  underwear  for  outdoor  workers. 

No.  65.  Random  Fleece  (Men  and  Boys). 

This  is  a  line  that  appeals  to  the  buyer.  An  ex- 
ceptional two-color  effect;  two  piece  and  combin- 

ations. It  is  the  best  grade  Beaver  Fleece  and  is 

one  of  the  best  selling  lines  in  Canada.  Every  re- 
tailer knows  it,  and  most  of  them  carry  it. 

Knitting  Co.,  Limited 
Ontario 

Selling  Agent:— 
Quebec  &  Maritime  Provinces, 

William  C.  Forster 
148  Bleury  Street, 
Montreal,     Que. 
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Fall  is  Not  Future 

It's  Here 
The  Fall  season  is  not  in  the  future — it  is  here  now — the  cool  evenings  and  mornings 

when  a  knitted  coat,  shawl  or  wrap  is  a  necessity.  If  you  are  not  now  in  a  position 

to  supply  these  garments,  you  have  no  time  to  lose — your  customers  want  them  and 

no  matter  what  else  you  have  in  stock,  nor  the  size  of  yourstock,  these  are  what  will 

sell. 

BALLANTYNE  KNITTED  OUTERWEAR  for  Fall  has  done  a  great  deal  to  promote 

the  popularity  of  KNITTED  OUTERWEAR  in  general.  Here  the  new  styles  originate 

and  here  Quality  and  Dependability  are  ever  present.  Special  arrangements  have 

been  made  to  secure  adequate  delivery  of  favorite  numbers  in  the  BALLANTYNE 

RANGE.  Write  or  wire  your  requirements  at  once  and  have  these  garments  to  sell 

while  the  seasonable  demand  for  them  is  strong. 

KNITTED  COATS 

SHAWLETTES 

SMOCKS 

MUFFLERS 

CAP  AND  MUFFLER  SETS 

TOQUES 

TAMS 

CAPS 

MITTS,  GLOVES 

MEN'S  AND  BOYS'  JERSEYS 

CHILDEN'S  SUITS 

YOUNG  MEN'S  PULLOVERS 

THE  BALLANTYNE  GLOVE 

(SCOTCH  KNIT) 

R.  M.  BALLANTYNE,  LIMITED 
STRATFORD,  CANADA 



Dry  Goods  Review KNITTED     GOODS 

73 

Sells  Steadily 
EVERY  time  you  sell  an  Atlantic 

garment  you  can  meet  the  pur- 
chaser's demand  for  a  moderate-priced 

suit  that  will  give  excellent  wear  with 
absolute  comfort. 

Sold   in    a    large    range 
weights  and  qualities. 

of   different 

UNSHRINKABLE 

The  Underwear 
ihcd  Overyears 

ATLANTIC  UNDERWEAR 
LIMITED 

MONCTON  -  -  N.B. 

E.   H.  Walsh   8b   Company 
Montreal  &  Toronto 

Selling  Agents  for  Quebec,  Ontario  and  Western  Provinces 

33 

miiinm ..........I  ■«riirin:ii»'. 

JEM  KNIT  GOODS 
Made  in  Canada 

For    Infants    and    Children 

Does   Quality  matter  with   you? 
Does  Price  matter  with   you? 

Does    Prompt    Delivery    matter   with    you? 

If    so,  Jem   Knit   Goods  will   interest  you? 
The    Best    pays    the    Best! 

J.  M.  Robertson  Knitting- 
Co.,  Limited 

35  BRITAIN  STREET,  TORONTO 

Sales   Rooms  66  Wellington  St.   West 
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Sell  Comfort, 
Durability 

and 

Appearance 
COMFORT  first  then  durabil- ity and  finally  appearance  is 

the  mother's  plan  in  buying 
underwear  for  her  children.  She 
knows  that  fine,  soft,  easy  fitting 
underwear  will  give  her  kiddies 
solid  body  comfort,  but  she  also 
wants  a  garment  that  will  give 
real  service,  and  retain  its  ori- 

ginal appearance  in  spite  of  the 
rough  usage  it  is  going  to  get. 

Show  her  a  suit  of  Mercury  Chil- 
dren's Underwear.  Draw  her  attention 

to  the  fine  even  knitting,  to  the  high 
quality  of  the  materials.  Then  point 
out  how  Mercury  Underwear  is  cut  to 
really  fit  the  body  snugly  and  comfort- 

ably. It  doesn't  draw  and  strain  in  one 
part  and  bulge  and  wrinkle  in  another, 
but  follows  correctly  and  easily  the  lines of  the  body. 

Do  not  hesitate  to  recommend  Mer- 
cury   Underwear    for    wearing    qualities. 

MERCURY  CHILDREN'S  HOSIERY 
is  made  to  give  the  utmost  wear  and 
to  keep  its  original  appearance  to  the 
last.  The  best  of  materials  and  work- 

manship are  employed.  Parts  exposed 
to  the  most  wear  are  reinforced.  The 
dyes  are  fast.  Mercury  stockings  will 
give  complete  satisfaction  in  spite  of  the 
hard   wear  they   are   bound   to  get. 

MERCURY   MILLS 
LIMITED 

Hamilton,   Canada 
Makers  of  Underwear  and 

Hosiery     for     Men,     Women 
and  Children. 

Underwear 
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Heather  Hosiery 
You  Can 
Guarantee 

ARE  you  prepared  this  Fall to  offer  your  customers  a 
really  high-grade  line  of  full 
fashioned  Heather  Hose  —  a 
line  that  you  can  guarantee  to 
be  of  the  same  quality  ma- 

terials and  workmanship  as 
your  regular  silks  and  cash- meres? 

Mercury  Sports  Hose  embody 
the  same  salient  features  of  excel- 

lence that  have  made  the  name 
"Mercury"  synonymous  "with 
"Perfection"  in  women's  hosiery. 

They  are  seamlessly  full-fashioned. 
The  shape  is  knit  right  into  them  (not 
pressed  and  stretched  in)  and  no 
amount  of  washing  or  wear  can  change 
it.  The  ankle  is  narrowed — the  calf  has 
the  proper  size  and  extra  stitches  are  put 
into  the  tops.  The  stocking  naturally  fol- 

lows the  shape  of  the  limb.  There  are 
no  wrinkles — no  bulges — no  strains  any- where. 

Mercury  Heather  Hose  are  made  in 
all  sizes  and  outsizes  of  pure  cashmere 
in  the  latest  heather  and  Lovat  shades 
and  also  in  fancy  silk  heathers. 

MERCURY  MILLS 
LIMITED 

Hamilton,    Canada 

Makers  of  Mercury  Under- 
w ear   and   Hosiery   for 
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Your  Customers  Will  Appreciate 

the  Advantages  of 

Circle  Bar  Hosiery 
as  indicated  here 

A  favorite  with  women,  Circle-Bar  Hosiery  means 

profitable  sales,  and  increasing  custom. 

Our  cashmere  lines  for  Fall  trade  will  in- 

terest you.     Our  representatives,  now 

on  the  road,  have  new  samples  in 

silk,  wool  and  cotton. 

Superior  Quality 
gives  satisfaction. Elastic  Top 

gives  comfort. Perfect  Weave 

gives   beauty. 
Narrowed  Ankle 
adds  shapeliness. 
Deeper  Heel 
prevents  wrinkled 
instep. 

Reinforced   Foot 
gives  durability. 
Tapering  Toe 
provides  comfort. 

The  Circle  Bar  Knitting  Co.,  Ltd., 
Head  Office:  KINCARDINE,  ONT. 
Mills  at  Kincardine  and  Owen  Sound. HOSIERY. 

"Quality  that  will  Re-sell" 

Jerseys 
For  Men  and  Boys 

Knitted  Suits 
For  Children 

t^zrzz^1' 

The  Race  is  to  the  Quick 
and  those  who  are  alert  enough  to  see  profits  and  quick  turnovers  buy  our 
JERSEYS  and  invariably  come  out  on    the  right  side  of  the  Ledger. 

We  cannot  supply  everybody  with  our  JERSEYS  and  so  those  who  order  early 
have  the  advantage.  It  is  good  business  to  know  that  orders  will  be  shipped  when 
wanted. 

Are  you  going  to  send  in  your  order  to  day? 

Our  Women's,  Men's  and  Children's  range  of  Bathing 
Suits  for  Spring  will  be  well  worth  watching  for. 

JERSEYS,  LIMITED 455  King  St.  West 
TORONTO 
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Hundreds  of  your  Customers 
admired  our  various  lines  at  the 
Canadian  National  Exhibition. 

They  received  very  marked  at- 
tention because  they  represent 

That  Something  Different 
that  catches  the  eye  every  time. 
Different  in  style,  different  to  the 
touch,  and  different  in  value — 
BURRITT  SWEATERS  create 
constant  interest  in  your  Knitted 
Goods  Dept. 

The  Tuxedo  illustrated  to  be 
worn  with  a  Lace  Vestee,  made 
in  all  the  popular  colors: 

Black 
White 

Navy 
Chinese  Blue 

Mauve Sea  Green 
Salmon Maize 

Lemon Scarlet 
Pink Sand 
Paddy Rore 

American 
Beauty 

Shipment  in  ten  days  after  re- 
ceipt of  order. 

Large  range  of  other  attractive 
styles. 

Be  sure  to  see  the  Burritt  range ! 

A.  BURRITT  &  CO., 
Mitchell, Ont. 

Established     1875 

Manufacturers   of   Sweaters,    Pure    Camel    Hair   Men's 
Seamless    Gloves,    Pullovers,    Toques,    Boys' 

and    Men's    Ribbed    Worsted    Hosiery 

Dexter 
COTTON 

Paxils 
102 

Y ears 

•■.- 

Of 
TIG.B  Dexter 

Founofcrl620 
Lead 

ership 

Millions   of   women — your    customers — know    Dexter  Cotton    Yarns   from 
use    since    girlhood.      They    have   proved    the    strength    of   each    article; 
the  fastness   and   lustre  of  all  the  colors. 

They    are    convinced;    no    need    to    argue.     Show    tliem    Dexter    Cotton 
Yarns. 
A  century  of  experience  goes  into  every  new  Dexter  article.     A  triumph 
is   Dexter   "Silko"    Cordonnet,    Art.    851.     Its  smoothness   and   evenness 
make   fancy    work    a   pleasure.      Its   lustre,    increasing   with   laundering, 
doubles    the    value   of    crocheted    work.     Its    fame    is  spreading   on    the 
century-old  reputation  of  all  Dexter  Cotton  Yarns. 

Send    at    once    for    price    list    and    detailed    description    of    all    Dexter 
Cotton   Yarns. 
Sales  offices  carrying  complete  assortments   are  located   at; 

881    BROADWAY.    NEW    YORK    CITY. 
50   Sansome   St.,    San    Francisco,    Calif. 
323    W.   Jackson    Bvld..    Chicago,    III. 
67   Chauncey  St.,    Boston.    Mass. 

505    New    Birks    Bldg.,    Montreal,    Canada. 

Dexter  Yam  Co. 
£pawluc!cei  I\J.  l^S.A. 
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Satisfied  Customers 
are  assured  when  you  sell  them  Peerless 
Underwear.  Supreme  in  comfort,  in  quality 
— and  in  demand. 

From  a  standpoint  of  profit  to  the  retailer 
Peerless  Underwear  is  particularly  desirable. 

For  Women — Children — Infants. 

Our  Spring  1922  samples  now  being  shown 
— up  to  date  styles — latest  trims. 

MOODIES 

Representatives: 
E.R.Woodill,    123  Roy  Bldg.  Halifax, 

'  <N.S. 

Ernest  Hamel,     66  Rue  de   L'Eglise, 
Quebec,    Que. 

R?C.;Poyser.    417    Kings   Hall    Bldg. 
St. Catherine)  St.  W.  Montreal,  Que. 

C& A.G.Clark,!  35  Wellington  St.  W. 
Toronto,    Ont. 

Hanley  &  MacKay  Co.  407  Hammond 
Bldg.'  Winnipeg,  Man. 

J.J.MacKay,  504 Mercantile  Building, 
Vancouver,  B.C. 

PEERLESS  UNDERWEAR 

Company  Limited 
Controlled  by 

J.R.MOODIE  &  SONS 
HAMILTON,  ONT. 

PURE 
For  Men 

WOOL 
Women  and  Children 

Our  travellers  left  early  in  September;  it  will  be  to  your 
advantage  to  await  a  visit  before  placing  orders  for  Fall 
sorting  and  Spring.  You  will  be  interested  in  many  new 
lines  we  have  added  to  our  already  extensive  range.  Nov- 

elties are  coming  to  hand  daily. 

Underwear,  Shirts,  Hosiery,  Gloves,  Sweaters,  Cardigans, 

Spencers,  Dressing  Gowns,  Jackets,  Ulsters  and  Overcoats, 

Blankets,  Rugs,  Knitted  Scarfs,  etc.,  etc. 

THE  JAEGER  COMPANY,  LIMITED 
Head  Office  and  Wholesale  Warehouse 

243   BLEURY   STREET,    MONTREAL 

We  are  op*n  to  appoint  Agents  where  we  are  not  already  represented.     Our  traveller  will  pay  an  early 
visit  to  anyone  interested.     Catalogue  on  application. 
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KNITTED  COATS 

CAPS 

MUFFLERS 

TOQUES 

MITTS  GLOVES 

MEN'S  and  BOYS' 
PULLOVERS 

BOYS'  JERSEYS 
BATHING  SUITS 

Fall  Sorting 
To  those  merchants  who  will  anticipate  their 

Fall  sorting  requirements  without  further  de- 

lay satisfactory  delivery  can  be  made.  Under- 

buying has  resulted  in  under  production  and 

we  anticipate  with  the  coming  of  cool  weather 

a  decided  shortage  in  knitted  goods. 

For  1922 

We  are  showing  the  popular  Bentro  Knit  Bath- 

ing Suits  and  Boys'  Jerseys. 

The    Williams  -  Trow    Knitting    Company,    Limited 
STRATFORD  CANADA 
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OV.  BRAND 
OTTAWA   VAUiV 

Puce UIao£ '  Undecwecu; 

TRADE       MARM 

"VELVOKNIT" 
Pure  Wool  Underwear 

Takes  the  Guesswork 

Out  of  Underwear  Buying 
Superfine  Quality  at  a  Moderate  Price  is  the 
selling  combination  offered  you  in  VELVO- 

KNIT UNDERWEAR. 

VELVOKNIT  superiority  has  built  up  a  solid 
following  among  men  who  are  not  content  with 
haphazard  methods  of  underwear  buying.  That 
is  why  progressive  dealers  everywhere  are 
finding  VELVOKNIT  the  surest  means  of  se- 

curing the  very  best  underwear  trade  of  their 
community. 

VELVOKNIT  is  made  in  all  sizes  of  Combina- 
tion and  Two-Piece  Suits — every  garment  guar- anteed. 

""^fflfafT   is  the  superfine grade  of  O.V. Brand  Underwear 

Manufactured  by 

BATES  &  INNES,  LIMITED 
«"™2tca        Carleton  Place,  Oni. SS  St.  Nicholas  St. 
MONTR6AL.Qut. 

•-lOWcll.nattnSlC. 
TORONTO. Oh. 

C.E.WIN  KS 
44Aikin  Block. 
WINNIPEG 

MAN. 

Are  You  Getting 

Your  Share  of 

this  Business? 

The  fact  that  we  have  never  been  more  busy,  and 

that  repeat  orders  are  coming  in  from  our  old 
dealers,  indicates  the  real   selling  power  of 

PRISCILLA  BRAND 
Knit  Goods  for  Kiddies 

Our  complete  line  of  knitted  woollen  garments  for 
children  represents  the  very  best  in  materials  and 

workmanship  at  a  popu- 
lar price.  Mothers  be- 

iV^^s^isSs^*./^*.  come     your    steady     cus- tomers   if   you   carry    the 
Priscilla  line. 

HENRY  DAVIS 
&  CO.,  LIMITED 

259  Spadina  Ave., 

TORONTO,    CANADA 
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French  Kid  Gloves  Prove  Open  Sesame  to 
Valuable  Mailing  List  for  Bridgewater  Merchant 
G.  A.  Hubley  Secures  Mailing  List  Through  Teachers  in  County  Schools — A  White- 

wear  Sale  and  Cotton  Growing — Running  a  Pumpkin  Contest  to  The  Advan- 
tage of  The  Fall  Fair — A  Successful  Limerick  Contest 

HOW  to  get  a  reliable  maili
ng  list 

is  always  one  of  the  perplexing 
problems  of  the  retailer.  The 

silent  step  of  time  that  steals  so  swiftly 

by  is  dotted  here  and  there  with  remov- 
als from  the  community,  deaths  etc.,  that 

go  by  unnoticed  by  the  dealer  and  it  is 
not  long  before  an  up-to-date  mailing 
list  becomes  a  bit  of  ancient  history.  To 
keep  this  list  up  to  the  minute  is  an 
ever-present  question. 

A  Novel  Scheme 

G.  A.  Hubley  of  Bridgewater,  N.  S. 
seems  to  have  solved  this  problem  very 
satisfactorily  and,  at  the  same  time,  to 
have  secured  a  good  deal  of  business  in 

so  doing.  He  had  used  voters'  lists  and 
other  methods  well  known  to  the  average 
dealer  but  had  found  that  it  was  out  of 

date  owing  to  removals  and  deaths.  Mr. 
Hubley  started  in  business  over  twenty 
years  ago  and  his  store  is  known  as  the 

"Big  Birch  Block." 
Mr.  Hubley  realized  that  a  good  deal 

of  matter  was  wasted  each  year  in  send- 
ing out  advertising  matter  that  was 

"dead"  because  the  prospects  were  not 
to  be  found.  He  decided  that  the  heads 
of  the  different  families  in  the  commun- 

ity were  the  ones  he  wanted  to  reach 
with  his  advertising  matter.  The  prob- 

lem was,  how  to  get  their  correct  names 
and  addresses.  He  decided  to  get  them 
through  the  children  attending  the  var- 

ious schools.  He  sent  each  teacher  in 
the  county  a  personal  letter  in  which  he 
asked  them  to  furnish  him  with  the 
names  and  addresses  of  the  parents  of 
children  attending  their  schools.  Realiz- 

ing that  this  would  cause  them  a  good 
deal  of  trouble  he  asked  each  teacher,  in 
answering  the  letter,  to  give  him  the 
size  of  the  gloves  which  they  wore,  also 
the  color  they  preferred,  and  he  would 
be  glad  to  send  them  a  pair  of  gloves 
for  the  inconvenience  to  which  they  had 
been  put  in  securing  the  names.  The  re- 

sponse was  full  and  immediate  and  al- 
though it  cost  him  more  than  one  hun- 

dred and  twenty-five  pair  of  French  kid 
gloves,  he  believed  the  results  were  well 
worth  the  price  of  the  gloves.  In  addi- 

tion, many  of  these  teachers  subsequent- 
ly became  regularly  customers  of  the 

store. 

A  Whitewear  Sale 

One  of  the  first  occasions  on  which  Mr. 
Hubley  used  his  new  mailing  list  was  a 
whitewear  sale.  Here  again,  he  secured 
the  co-operation  of  the  teachers  in  an- 

other original  way.  A  week  before  the 
sale  he  sent  out  samples  of  goods  and 
circulars  announcing  the  sale  to  be  held 
to  each  of  the  teachers.  In  the  letter 
he  enclosed  a  ball  of  raw  cotton,  telling 

the  teacher  that  it  was  a  souvenir  of  the 
whitewear  sale  about  to  be  launched. 
Inside  the  ball  was  a  cotton  seed  which, 
it  was  pointed  out  in  the  circular,  would 
grow  and  would  prove  to  be  a  valuable 
object  lesson  for  the  pupils.  This  im- 

mediately secured  the  interest  of  the 
teachers  and  the  pupils  who  went  home 
and  told  of  the  cotton  plant  that  Mr. 
Hubley  had  sent  up  for  them  to  study. 
In  this  way,  the  Hubley  store  was  ad- 

vertised and  further  interest  created  in 
the  whitewear  sale. 

A  Pumpkin  Contest 
One  of  the  most  novel  schemes  tried 

out  successfully  by  the  Hubley  store  was 
in  the  nature  of  a  pumpkin  contest.  In 
this,  the  mailing  list  again  played  a  big 
part.  In  the  spring  of  the  year,  Mr. 
Hubley  brought  a  large  number  of 
pumpkin  seeds,  putting  them  up  in 

packages  and  calling  them  "Hubley 
specials."  Two  thousand  of  these  pack- 

ages were  sent  out  to  the  farmers 
whose  names  were  on  the  list  with  the  in- 

formation that,  at  the  time  of  the  fall 
fair,  the  persons  having  the  three  largest 
pumpkins  would  receive  cash  prizes.  In 
discussing  this  feature  with  Dry  Goods 
Review  Mr.  Hubley  stated  that  he  had 
never  attempted  anything  that  had 
created  such  interest.  The  farmers 
sent  away  to  the  Agricultural  college 
asking  for  special  instructions  regarding 
the  cultivation  of  pumpkins.  A  case  was 
cited  where  one  farmer,  finding  that  a 
neighbor  had  a  larger  one  than  he,  cut 
the  stem  to  prevent  further  growth. 
It  cost  Mr.  Hubley  five  dollars  to  hush 
the  matter  up. 

Pumpkins!  Pumpkins! 

In  the  fall  the  pumpkins  were  brought 
in  and  they  came  so  fast  that  it  was  hard 

to  find  a  place  to  store  them.  In  all,  be- 
tween three  and  four  hundred  were 

brought  in.  The  understanding  was  that 
those  submitted  for  the  contest  were  to 
become  the  property  of  the  store.  When 
all  were  brought  in  they  were  loaded  on 
a  truck  and  taken  over  to  the  fair 

grounds  and  it  was  said  to  have  been  the 
best  pumpkin  exhibit  that  the  local  fair 
had  ever  had.  The  total  weight  of  the 
exhibited  pumpkins  exceeded  a  ton.  A 
wholesale  house  in  Halifax  wired  offer- 

ing to  take  all  the  exhibit  off  Mr.  Hub- 
ley's  hands,  but  the  offer  was  turned 
down  and  the  following  Friday  the 
pumpkins  were  returned  to  the  store  and 
given  out  in  quarter  pieces  to  all  who 
cared  to  come  to  the  store  and  get  them. 

By  four  o'clock  in  the  afternoon  all  the 
pumpkins  were  gone.  The  winning 
pumpkin  in  the  contest  weighed  over  two 
hundred  pounds.       A  great   many   farm- 

ers in  the  community  are  still  raising 
pumpkins  from  these  early  seeds  and 

they  are  still  given  the  name  "Hubley 

specials." 

A     Limerick 

One  other  scheme  tried  out  by  Mr. 
Hubley  was  that  of  having  a  limerick 
contest  to  be  written  about  the  store. 
Nearly  three  hundred  answers  were  sub- 

mitted, some  coming  from  the  state  of 
Massachusetts.  After  the  winners  were 
announced  a  half  dozen  of  these  were 
used  as  advertising  matter  in  the  paper 
and  the  longer  they  ran  the  more  in- 

terest was  taken  in  them.  There  were 
enough  answers  to  supply  advertising 
copy  for  a  year. 

"Bright  advertising,  unusual  publicity 
and  good  service"  sum  up  the  reasons which  Mr.  Hubley  gives  for  the  success 
that  has  attended  his  efforts  in  Bridge- water. 

Leather  combined  with  bakelite  is  shown 

for  the  Christmas  trade.  The  one  on  the 

left  is  of  jade  and  ivory  with  braided 

leather  strap.  The  centre  one  is  of  am- 
ber and  ivory  with  straight  strap.  The 

handle  on  the  right  s  ebony  and  amber 

with  linked  loop  of  leather.  These  han- 

dles are  usually  shown  with  silk  um- 
brellas having  tips  to  mutch  the  color 

of  the  handle. 

Shown  by   the   Brophey   Umbrella   Com- 

pany,  Toronto. 
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Big  Demand  for  Eye  Veils 
Being  Featured  With  Spanish  Hats — Social  Season  Promises 

Big  Accessory  Business — New  Things  In  Umbrellas — Some 
Of  The  Novelty  Fans— Cuffs  For  Gloves 

OF  ALL  the  lovely  veilings
  which 

have  reached  here  from  Paris 
during  the  last  six  weeks  none 

have  taken  the  fancy  of  the  Canadian 
trade  like  the  eye-veils.  Milliners  are 
featuring  them  with  the  Spanish  hats, 
with  the  sport  ones  and  even  with  the 
Gainsborough  models.  They  work  in  very 
well  with  the  craze  for  laces. 

Cut  veils  are  meeting  with  a  certain 
amount  of  demand  also,  especially  with 
women  who  are  buying  sport  and  tail- 

ored hats.,  The  t(ight-)fitting  veil  ywill 
never  be  abandoned  no  matter  what 
other  styles  come  and,  go.  Side  an)d 
back  veils  and  the  mantillas  are  selling 
even  better  than  was  expected  when  im- 

porters brought  them  over  a  few  weeks 
ago.  Of  course  the  vogue  for  Spanish 
effects  is  responsible  for  this  popular- 
ity. 

Big  Range  of  Lace  in  Toronto 

With  the  first  mention  of  formal  danc- 
ing, wholesale  dealers  in  imported  laces 

are  looking  forward  to  the  biggest  sea- 
son they  have  ever  had.  They  state  that 

novelties  of  this  kind  are  rarely  order- 
ed in  advance  because  the  trade  usually 

waits  the  pleasure  of  dressmakers  and 
designers  before  ordering.  Travellers 
are  having  unusually  good  fortune 
in  those  they  have  shown.  Accessories 
of  every  kind  whether  it  he  hair  orna- 

ments, jewelry,  trimmings  or  gloves, 
reach  America  more  quickly  than  regu- 

lar lines,  and  laces  are  no  exception. 
French  laces  of  every  kind  are  shown  by 
importers  in  widths  varying  from  six 
to   thirty-six  inches. 
Though  black  is  favored  most  of  all 

for  wear  with  evening  dresses,  there  is 
a  certain  demand  for  every  one  of  the 
new  fall  shades.  All-over  laces  are 
strong  especially  in  Spanish  types.  They 
have  straight  picoted  edges  or  shallow 
scallops.  Filet  is  shown  as  well  as  Car- 
rickmacross   and   Chantilly. 

Demand   for   Black,   Purple   and  Navy   in 
Umbrellas 

The  higher  priced  models  in  umbrel- 
las are  usually  made  up  in  colors  but 

there  is  a  very  decided  tendency  on  the 
part  of  the  trade  to  order  black  in  the 
medium  priced  ones.  Handles  are  more 
elaborate  than  ever.  The  ring  handle 
dominates  whether  in  bakelite,  silver  or 
leather.  There  are  numerous  novelty 
leather  handles — some  are  plain  and 
others  have  stripes  or  are  braided.  Nar- 

row wrist-straps  are  also  made  of  lea- 
ther. 

The  better  handles  show  a  great  deal 
of  amber  and  ivory.  One  model  is  of 
amber  inlaid  with  discs  of  ivory.  Most 
of  the  handles  of  this  type  are  straight 
with  knob  tops  but  have  leather  wrist 
straps   finished   with   amber  beads. 

Sterling  silver  is  used  as  much  as 
ever.  Bracelets  of  silver  filigree  are 
noticed  on  the  umbrellas  which  retail 

at    twenty-five    dollars. Fans 

The  retail  trade  may  expect  a  bigger 
business  in  fans  than  last  year,  if  the 
stocks  which  the  importers  have  laid  in 
are  any  indication.  The  woman  of  fash- 

ion, they  declare,  will  have  a  fan  to 
match  or  harmonize  with  every  gown. 
There  is  really  no  one  type  prevailing 
although  those  affecting  the  Spanish  are 
accepted  very  readily.  These  are  the 
ones  which  have  lace  and  spangles.  Fea- 

ther fans  are  shown  also,  especially 
combinations  of  ostrich  and  peacock. 

Gauntlet   Gloves   Have   Cuffs 

Very  few  firms  are  featuring  the 
straight  gauntlet  glove  this  season.  They 
claim  that  it  is  the  addition  of  the 
cuff  which  has  added  new  life  to  the 
gauntlet.  Besides  it  gives  more  chance 
for  contrast.  Black  and  white  are  selling 
over  the  counters  at  present  but  there 
is  every  indication  that  the  bright  col- 

ors will  be  asked  for  before  Christmas. 
The  drop  in  prices  in  French  kid  gioves 
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during  the  last  two  weeks  is  looked  on 
with  favor  in  this  country.  For  nearly 
two  years  now,  the  trade  have  been  sell- 

ing silk  ones  where  they  might  have  had 
sales  in  kid  gloves,  had  the  prices  been 
within  the  range  of  the  average  cus- 
tomer. 

PROMOTING  SALES  IN  LACE 
DEPARTMENT 

(Continued   from   page  44) 

up  camisoles  or  collar  sets  and  even  the 
wide  flouncings  can  be  displayed  upon 
forms  to  show  the  final  effect  of  the 
goods,  thus  attracting  the  interest  of 
customers  more  quickly  than  if  the  mer- 

chandise were  merely  displayed  in  rolls 
or  folded  flat. 

Special    Advertising 

Advertising  regarding  laces  must  be 
often  featured,  emphasis  being  placed 
upon  copy  that  interests  women  in  why 
they  admire  laces,  explaining  about  the 
different  varieties  and  their  special  uses 
and  applications  as  well  as  of  their 
values.  Play  up  the  romance  connected 
with  this  oldest  of  home  crafts  especial- 

ly whei'e  brides  are  concerned  and  em- 
phasize veils  and  other  lines  which  can 

be  bequeathed  as  cherished  possessions. 
Dwell  on  the  characteristics  of  Cluny, 
Valenciennes,  Filet,  Irish,  Chantilly,  Tor- 

chon and  the  beauties  of  Pointe  de  Ven- 
ise,  so  that  people  may  fully  appreciate 
laces  and  lace  accessories  apart  from 
their  fashion  appeal. 

New  French  laces  for  wear  ivith  evening  and  afternoon  gowns.  The  illustra- 
tion on  the  left  is  of  a  filet  flouncing  with  a  scalloped  border.  It  comes  in 

widths  varying  from  twelve  to  thirty  six  inches.  The  colors  shown  are  aurora, 
lemon,  champagne  and  flame  as  well  as  all  the  staple  shades.  The  other  is  a 
radium  allovcr  lace  thirty-six  inches  wide.  There  are  twenty  shades  of  this 
and  a  plain  silk  dress-net  is  sold  to  match.     Shown  by  the  Canada   Veiling 

Company,  Toronto. 
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Demand  for  Blouses  Very  Active 
Georgette  Is  Still  The  Leader  Though  Tricolettes  Are  Very  Strong — Panels  Used  in 

Both  Front  and  Back  of  Blouses — Many  Colors  Sought  —  Prospects  For 
Brown  Are  Being  Considered  by  Manufacturers. 

"W 
HERE  do  all  the  blouses  go 

that  are  bought  in  Toronto?" 
asks  a  manufacturer.  "Other 

makers  of  merchandise  for  dry  goods 
stores  tell  me  that  they  are  making  only 

goods  required  for  immediate  delivery. 
Certainly  the  majority  of  the  waists  we 
sell  are  not  for  immediate  delivery  and 

those  which  ai'e,  seem  to  be  ordered  for 

display  rather  than  in  response  to  a  con- 
sumer demand.  I  am  sure  of  this  be- 
cause I  do  not  see  women  wearing 

blouses  on  the  streets  either  with  separ- 
-  Kirts  or  with  suits.  We  have  sold 

since  July  15,  100  per  cent  more  blouses 
than  we  did  during  the  same  period  last 
year.  Our  factory  is  working  three 
nights  a  week  and  on  some  lines  we  can- 

not promise  delivery  before  November 

I." 
Georgette  is  the  Best  of  All 

While  canton  crepe  is  undoubtedly  the 
most  papular  for  dresses,  georgette  is 
made  up  more  than  any  other  material 
for  the  Canadian  blouse  trade.  One 
firm  is  turning  out  five  georgette  blouses 
to  one  of  canton.  The  chief  reason  is 
that  the  best  canton  cannot  be  made  up 
into  blouses  which  will  retail  for  less 

than  $18  while  the  very  best  gi-ades  of 
georgette  waists  sell  for  $10  this  fall. 
The  public  here  will  not  pay  the  prices 
which  must  be  asked  for  models  after 
the  Paris  standards.  Canadian  women 
will  buy  the  most  expensive  dresses  and 
suits  but  will  not  accept  expensive 
blouses.  At  present  they  prefer  those 
which  sell  at  not  less  than  $7  and  not 
more  than  $10. 

Not    Many   Washable   Blouses   Being 
Bought 

Though  New  York  has  taken  very  fav- 
orably to  the  washable  materials  be- 

cause of  the  sudden  demand  for  tailored 
effects,  the  women  on  this  side  are  still 
clamoring  for  dressy  blouses.  In  fact 
one  house  which  has  attempted  to  make 
tailored  lines  has  given  up  at  the  request 
of  its  travellers  and  begun  again  on  the 
elaborate  blouses  which  were  in  vogue 
all  spring.  It  is  expected  however,  that 
the  washable  materials  will  be  used  ex- 

tensively in  the  spring  and  will  have  a 
run  of  at  least  a  year  in  this  country. 

Tricolettes  Still  Strong 

One  manufacturer  who  thought  that 
the  low  prices  at  which  tricolette  blouses 
were  being  offered  this  summer  would 
injure  sales  in  the  better  class,  tried  to 
give  up  making  them  of  this  material. 
However,  he  was  forced  into  it  again  be- 

cause of  the  insistent  demand  and  while 
he  compromised  by  declaring  that  he 
would  not  make  lines  which  retailed  at 
such  ridiculous  prices  as  $3.95  and  $4.95, 
he  is  turning  them  out  in  huge  quantities 

for  immediate  delivery.  The  material  he 

uses  is  called  mignonette,  which  is  much 
finer  and  better  than  tricolette. 

Panels  and  Three-Quarter  Sleeves 

The  very  last  demand  is  for  panels 
both  at  front  and  back  in  blouses.  These 

are  very  often  of  a  contrasting  color. 

Jumper  blouses  are  also  good  especially 

in  the  tricolette.  The  three-quarter 
sleeve  is  seen  almost  exclusively  in  the 
fall  models. 

Never  was  more  elaborate  trimming 
so  much  wanted  as  now.  Jet  beads, 

ivory  beads,  nail-heads  and  celluloid 
plaques,  are  sprinkled  very  profusely 
over  the  whole  blouse  and  even  run  down 

the  panels  of  the  over-blouses.  Laces 
are  almost  as  good,  the  three  favorites 
being  the  heavy  Venetian,  real  filet  and 
Valenciennes.  Fringe  is  worn  but  not  to 
the  same  extent  as  on  the  fall  dresses. 

Color  Combinations  No  Longer  A 

Problem 

One  Toronto  blouse  manufacturer  de- 
clares that  in  his  ten  years  of  experience 

in  that  line,  he  has  never  found  a  season 
when  a  choice  of  colors  caused  him  so 

little  worry.  There  was  a  time,  he  de- 
clares, when  he  made  visits  to  New  York 

for  no  other  purpose  than  to  haunt  the 
Broadway  theatres  for  color  ideas.  These 
he  would  take  home,  try  out  in  several 
combinations  and  after  much  misgiving 
select  one  or  two  as  probable  sellers. 
These  might  or  might  not  take  with  the 
consumer.  Today  he  can  select  any  two 
or  three  colors,  choose  a  suitable  and  ef- 

fective style  and  leave  the  rest  to  the 
women.  Some  years  ago,  the  different 
reds  were  rarely  combined  with  other 
colors,  now  they  are  seen  with  black, 
maize  or  navy.  Pink  and  blue  is  con- 

sidered very  chic  and  grey  can  be  com- 
bined with  any  shade  ranging  from  the 

brightest  henna  to  a  soft  seal  brown.  It 
is   a  consolation  to  the  manufacturer. 

What  of  Brown? 

There  has  been  quite  a  flurry  among 
manufacturers  as  to  the  probable 

chances  for  brown  among  the  fall's  best 
blouse  colors.  It  is  mentioned  as  hav- 

ing great  possibilities  both  in   crepe  do 

chine  and  crepe  satin,  in  combination 

with  bisque  and  also  with  orange.  Al- 
though some  brown  laces  have  been  seen 

they  are  not  spoken  of  as  much  as 
Georgette.  Though  the  bright  colors  are 
by  fpr  the  best  so  far,  there  is  no  doubt 
that  with  the  advent  of  cold  weather  and 
all  the  suits  of  the  brown  family,  there 
must  come  blouses  of  the  same. 

Cire  Binding  and  Pleated  Ribbons 
Some  of  the  best  sample  blouses  have 

cire  ribbon  used  as  binding  or  as  trim- 
ming. This  is  particularly  effective  in 

the  mourning  models.  Very  fine  pleat- 
ing is  seen  particularly  on  models  which 

have  a  cascade  front.  The  blouse  with 
a  cascade  front,  it  is  declared,  is  a  style 
which  the  retailer  can  never  make  a  mis- 

take in,  for  it  is  becoming  to  all  women, 
has  a  charm  for  the  girlish  figure  and  is 
probably  the  safest  choice  for  the  stout 
woman. 

One  Manufacturer's  Complaint 
A  blouse  manufacturer  who  has  had 

many  years  of  experience,  declares  that 
the  small  retailer  is  very  often  too  in- 

tent on  pleasing  his  customers  at  any 
price.  In  selling  such  delicate  materials 
as  georgette  and  crepe  de  chine  he  can- 

not expect  to  have  them  all  in  perfect 
condition  after  leaving  them  on  his  coun- 

ter for  a  week  or  two.  Customers  who 

buy  in  large  stores  do  not  expect  it  so 
why  should  they  in  the  small  shop?  Of 
ten  blouses  which  are  returned  to  the 
manufacturer  with  the  complaint  that 
they  were  not  in  perfect  condition  when 

sold  by  the  retailer,  the  ten  are  invariab- 
ly from  stores  which  order  twelfth  of  a 

dozen  of  every  sample.  In  the  depart- 
ment stores  when  lines  made  of  these 

perishable  fabrics  do  not  sell  after  a 
reasonable  amount  of  showing  they  are 
placed  on  the  counters  and  allowed  to 
go  at  a  reduction.  The  bigger  the  store 
the  fewer  complaints  and  for  that  reason 
the  manufacturer  finds  it  more  profitable 
to  deal  with  the  large  ones. 

The  annual  report  of  Canadian  Wool- 
ens, Ltd.,  shows  a  net  profit  for  the  fin- 

ancial year  of  $423,227.  Manufacturing 
and  trading  profits  amounted  to  $292,- 
275  as  compared  with  $599,072  last  year. 
Dividends  to  the  amount  of  $166,250 
were  declared  on  preferred  and  common 
stock.  In  his  annual  statement  the 

president  stated  that  cancellations  dur- 
ing the  year  had  resulted  in  turning  back 

to  the  company  some  $500,000  worth  of 
merchandise. 

Furs  to  the  value  of  $1,500,000  were 
offered  at  the  recent  fur  auction  in 

Montreal    held    in    September. 
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Forerunners  of  Canadian  Styles — Canadian  Trade  Keenly  Interested  in  Exhibition 
Train  from  France — Gloves,  Sweaters,  Bags,  Fans,  Dress  Ornaments  and  Bri- 

dal Veils  Described — A  Link  Forged  by  The  War "C ^  AN  ADA,"  declares  one  of  the  po- 
lite officials   on  the  French  Ex- 

k  hibition  train,  "is  seeing-  what 

Paris  has  not  yet  looked  at."  Knowing 
this,  the  Canadian  merchant  views  with 
an  added  relish  creations  which  in  the 

ordinary  course  would  not  reach  here 
before  next  fall  or  even  the  spring  of 
1923.  In  each  of  the  Canadian  cities 
visited  by  this  train,  there  are  certain 
hours  set  apart  for  the  trade  when  the 
general  public  is  excluded.  During  the 

days  spent  at  the  Canadian  National  Ex- 
hibition in  Toronto,  this  was  a  necessity, 

for  the  crowds  poured  constantly  into 
the  train  to  see  and  marvel  at  the  ra- 

pidity with  which  French  manufacturers 
have  adapted  themselves  to  the  trades  of 
Peace.  In  fact  this  idea  of  sending  over 

goods  for  the  inspection  of  our  mer- 
chants and  our  people  might  never  have 

originated  had  it  not  been  for  the  link 
which  the  war  has  made  between  France 
and  Canada. 

Keen  Attitude  of  the  Canadian  Trade 

A  representative  from  Dry  Goods  Re- 
view, during  several  visits  to  the  train 

was  impressed  by  the  spirit  which  mem- 
bers of  the  various  trades  and  the  dry 

goods  trade  in  particular,  showed  in  re- 
gard to  the  exhibit.  Merchants — men 

and  women  from  all  over  Ontario  and 

Quebec  as  well  as  from  the  west — spent 
hours  with  the  energetic  officials  com- 

paring French  prices  and  merchandise 
with  our  own.  It  seemed  evident  proof 
of  the  fact  that  the  trade  realises  how 

narrow  the  gap  is  growing  between  the 
fountain-head  of  fashion  and  the  small 
shop  in  Canada.  No  longer  is  it  con- 

fined to  the  larger  towns  to  walk  in  the 
shadow  of  Mademoiselle  La  Mode  and 
the  sooner  the  dry  goods  stores  in  the 
small  towns  realize  the  big  opportunities 
which  will  result  in  their  keeping  wide- 

awake, the  sooner  will  the  public  be  sat- 
isfied to  listen  to  the  buy-in-your  home 

town  cry. 

The  Parisienne's  Gloves 
There  will  be  nothing  particularly  dif- 

ferent in  the  style  of  kid  glove  which 
will  be  worn  after  the  New  Year  in 
Paris.  The  only  change  in  the  cuff 
glove  is  that  it  has  a  little  more  cuff.  It 
will  continue  to  be  as  stiff  as  the  upper 
part  of  a  driving  guantlet  and  will  be 
shaped  high  at  the  centre  and  shorter 
at  the  sides.  Most  of  the  decoration 
shown  on  these  gloves  was  on  the  cuff, 
if  there  was  no  little  design  like  a  fleur 
de  lis  or  a  quaint  leaf,  then  there  was 
a  border  of  contrasting  color.  As  to 
color,  the  French  designer  eijther 
expects  that  Paris  will  have  satisfied  its 
taste  for  sombre  black  or  if  not  will 

want  bright  accessories  to  relieve  it,  be- 

cause the  gloves  are  of  brilliant  hue. 
Even  the  white  ones  have  embroidered 
designs  of  red  beads  or  gold  holders.. 

The  black  gloves  on  display  have  in- 
variably white  or  black  and  white  strip- 

ed cuffs.  There  were  several  pairs  of 

red  gloves  shown — a  red  closely  resem- 
bling the  buddha  shade  so  much  used 

here  this  season.  One  remarkable  pair 
was  of  navy  with  gold  stitching  and 
there  were  white  ones  with  squares  like 
a  checkerboard. 
Chamois  gloves,  the  guide  informed  us, 

are  always  smart  in  Paris.  Most  of  those 
on  exhibit  were  stitched  on  the  outside 
with  black.  Some  were  of  the  deep 
guantlet  style  with  long  fringe. 

It  was  the  glove  for  evening  wear 
which  attracted  most  attention.  It  was 

at  least  twenty-seven  inches  long  and 
looks  like  a  determined  effort  on  the 
part  of  the  French  manufacturer  to 
make  the  glove  take  the  place  of  the 
sleeve. 

The  Silk  Slip-Over  Sweater 
Though  Paris  has  just  now  abandoned 

sweaters,  the  well-dressed  woman  will 
wear  them  again  next  spring.  There 
are  two  important  things  to  be  remem- 

bered about  the  new  style  sweaters,  they 
are  invariably  of  silk,  not  wool  and  they 
are  of  the  slip-over  style.  The  colors 
are  very  gay,  mostly  gold,  yama  green, 
and  rose  with  an  occasional  white  one. 

Hand-Painted  Bags  and  Fans 
To  see  the  work  that  France  has  sent 

over  for  our  inspection,  is  to  convince 
Canadians  that  every  Frenchman  is  an 
artist.  At  any  rate  every  manufacturer 
is  a  man  of  artistic  taste  and  a  genius 
for  finding  men  and  women  to  work  for 
him  who  know  how  to  put  colors  and  fa- 

brics  together  in  a  marvellous   manner. 
The  officials  of  the  exhibition  train  in- 

formed their  visitors  that  only  men  who 
have  earned  a  reputation  for  their  art 
were  employed  to  paint  designs  on  the 
velvet  bags  and  fans  shown  in  Toronto. 
The  Frenchman  never  considers  that  the 
making  of  articles  for  use  of  Madame 
will  endanger  his  standing  in  the  realm 
of  art.  After  all,  he  argues,  is  a  beauti- 

ful painting  on  the  fan  of  a  lovely  lady 
in  the  ball-room  or  on  her  shopping  bag, 
less  beautiful  than  it  is  when  hung  on 
the  wall  ?  He  may  be  right  and  whether 
he  is  or  not,  it  is  this  willingness  to  ex- 

pend so  much  time  on  trifles  which 
makes  the  French  designer  the  envy  of 
the  world. 

The  fans  were  of  the  same  size  and 
shape  as  our  grandmothers  used  and 
made  of  that  frail-looking  real  lace  com- 

bined with  ivory  or  ebony  which  they 
loved  a  century  ago.  The  motifs  were 
often    done    in    gold    and    they   were    of 

every  conceivable  design,  from  quaint 
little    children   to     water-scenes.  The 
hand-bags  were  usually  of  a  delicate 
cream  or  pink  and  were  large  enough 
to  display  to  advantage  the  work  of  the 
artist. 

Dress  Ornaments  For  Next  Year 
The  new  dresses  for  French  women 

will  have  ornaments  on  the  sides  which 

will  be  placed  carelesly  about  three  in- 
ches below  the  waist  line.  This  the 

guide  told  us  as  a  secret  which  must 
not  get  to  the  ears  of  the  Parisienne.  To 
strengthen  his  assertion,  he  showed 
fashion  sheets  which  invariably  used 
trimmings  on  the  hips  rather  than  on  the 
bodice  or  hem  itself.  These  ornaments 
varied  from  multicolored  beads  to  lace 
and  chenille.  Sometimes  even  gold  and 
silver  were  used. 

As  a  necklace  or  as  a  girdle  the  wo- 
man of  fashion  will  wear  all  manner  of 

birds.  She  will  probably  favor  the  par- 
rot and  the  cock.  These  stood  out  like 

cameos  on  a  celluloid-looking  substance. 
We  were  told  that  only  one  manufactur- 

er has  yet  been  able  to  make  it  suc- 
cessfully and  he  of  course  will  not  give 

away  the  secret. 
The  Bridal  Veil 

Probably  the  French  genius  for  detail 
was  most  apparent  in  the  wedding  veil 
which  was  displayed.  The  foundation 
was  of  tulle  almost  as  fine  as  a  cobweb 
and  on  this  white  chenille  was  embroid- 

ered by  hand  in  a  very  intricate  design. 
The  flowers  made  by  the  deft  fingers 

of  the  little  French  factory  girls  were 
worthy  of  special  mention.  They  were 
usually  of  the  finest  silk  but  occasionally 
there  were  some  of  velvet.  The  leaves 
were  made  of  silver  or  gold  and  the 

stem  was  invariably  '  silver.  Many  of 
them  hid  centres  of  tiny  seed  pearls. 

"Canada  is  better  able  to  face  the  fu- 
ture than  almost  any  other  country  in 

the  world,"  says  Sir  Robert  Kindersley, 
director  of  the  Bank  of  England  and 

Governor  of  the  Hudson's  Bay  Com- 
pany. He  points  out  that  a  country 

strong  in  agriculture  has  a  distinct  ad- 
vantage in  times  of  depression. 

The  Montreal  Gazette,  on  September 
10th,  devoted  some  twenty  pages  to  a 
review  of  the  latest  fashions  as  shown 
in  the  retail  stores  in  that  city. 

The  Fashion  Art  League  of  America 
which  held  their  annual  style  show  early 
in  September  in  Chicago,  found  it  dif- 

ficult to  secure  models  on  account  of  the 
intermittent  employment  given  to  young 
ladies  and  because  of  the  high  cost  of beauty. 
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French  Train 
Draws  Buvers 

From  Afar 
Buyers  Keenly  Interested  in  Styles  And 

Prices — Returning   To  Montreal 
From  the  standpoint  of  business,  the 

results  obtained  by  the  French  Exhibi- 
tion train  during  its  days  at  the  National 

Exhibition  at  Toronto  were  not  all  that 

its  promoters  could  desire.  But  there 
will  be  ample  time  to  retrieve  this  posi- 

tion, for  the  French  train,  after  its  trip 
to  the  western  coast,  will  return  to  Mon- 

treal and  will  stay  there  for  some 
three  months.  It  is  due  to  arrive  in 
Montreal  again  early  in  October.  The 
French  train  was  one  of  the  popular  at- 

tractions of  the  exhibition  for  business 

men  particularly  and  for  thousands  of 
others  as  well.  Perhaps  it  was  its  very 
popularity  that  made  it  next  to  impos- 

sible to  do  as  much  business  as  the  pro- 
moters had  hoped.  It  was  open  in  the 

mornings  to  the  trade  and  in  the  after- 
noons and  evenings  to  the  general  pub- 
lic. The  "trade"  was  characteristic  in 

its  inspection  of  the  various  French  ar- 
ticles of  ladies'  and  men's  wear.  Mer- 

chants and  representatives  of  wholesale 
houses  were  keenly  interested  in  the 
styles  shown  and  in  the  prices  asked  and 
buyers  with  whom  Dry  LJ^od  review 
talked  stated  that  the  prices  were  very 
reasonable.  But  the  general  public 
flocked  to  the  train  in  such  numbers  that 

buying,  during  the  hours  it  was  open  to 
the  public,  was  next  to  impossible. 
In  discussing  the  project  M.  F. 

L'Heureux,  the  official  in  charge  of  the 
train,  told  Dry  Goods  Review  that  there 
were  two  main  reasons  why  buying  was 
made  difficult  during  the  exhibition  in 

Toronto.  The  first  was  "the  business  de- 
pression in  Canada  and  the  second  was 

the  great  crowds  that  came  to  the  train 
and  made  it  impossible  to  do  other  than 
demonstrate  their  merchandise.  He 
stated,  however,  that  they  were  entirely 
satisfied  with  the  results  up  to  the  pres- 

ent time  and  that  they  expected  to  book 
a  good  deal  of  business  when  the  train 
returned  to  Montreal  from  the  west  and 
remained  there  for  some  three  months. 
During  that  three  months,  he  said,  not 
only  the  present  exhibit  would  be  seen 
by  the  members  of  the  trade  but  new  ad- 

ditions would  be  made  by  the  receipt  of 
new  merchandise  from  France.  Mr. 

L'Heureux  stated  that  the  goods  shown 
had  not  even  been  shown  in  France  as 

yet  and  Canada  was  seeing  some- 
thing that  was  right  up  to  the  minute 

in  the  way  of  fashion  and  style. 

The  idea  of  this  French  train  was  or- 
iginally conceived  by  a  Canadian  sen- 

ator. It  is,  pei-haps,  a  link  that  was 
forged  during  the  white  heat  of  battle  in 
the  great  war,  when  Frenchmen  and 
Canadians  stood  shoulder  to  shoulder 
against  the  German  invasion.  France 
got  a  new  vision  of  Canada  and  her  sons 
and  it  was  but  natural  that  new  efforts 
should  be  made  to  foster  greater  trade 
relations  between  the  two  countries.  This 
French  train  is  a  little  bit  of  France,  a 
little  of  her  art,  her  science,  her  industry 

and  her  history.  At  the  National  Ex- 
hibition it  was  enjoyed  by  thousands  of 

Canadians. 

COUNTRY  CUSTOMERS  SHOULD  RE- 
CEIVE   SPECIAL    ATTENTION 

A  representative  from  Dry  Goods  Re- 
view in  a  recent  trip  to  towns  in  the 

farming  districts  01  Ontario,  was  im- 
pressed with  the  attitude  of  the  most 

progressive  merchants  toward  the  farm- 
ers. Several  of  them  made  the  open  state- 

ment that  they  were  neglecting  the  town 
people  for  the  time  being  in  their  anxiety 
to  get  after  the  country  trade.  One  or 
two  are  even  running  special  Saturday 
night  sales. 

The  manufacturing  towns  especially 
have  felt  the  effects  of  the  closed  fact- 

ories and  those  working  on  only  part 

time.  This  has  the  general  effect  of  re- 
straining others  who  really  have  money, 

from  buying.  The  sight  of  idle  men 
standing  around  street  corners  is  never 
conducive  to  the  buying  spirit.  For  this 
reason  business  during  the  summer 
months  might  have  been  very  slack  had 
the  merchants  not  taken  advantage  of 

the  good  crop  conditions. 
Most  of  the  farmers  have  money  this 

year  and  are  willing  to  spend  it.  The 
sooner  some  of  this  spirit  is  carried  into 
the  towns,  the  sooner  will  the  angel  of 
optimism   hover  over  the   country. 

It  is  reported  that  a  new  organization 
has  been  formed  in  Germany  whose  pur- 

pose is  to  prevent  the  importation  of 
foreign  goods  into  that  country. 

'    ore  the  first  fancy  ribbons  to  be  made  in  Canada.  From  left  to  right  they  are  as  follows:  Rose  floral  spray  on  a 
grey  ground,  dark  and  light  blue  flower  on  white,  black  cire  ribbon,  pink  rose  design  on  light  blue,  deep  yelow  design 

on  lighter  yellow  ground.     Made  and  shown  by  the    D elding  Corticelli  Company,  Toronto. 
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Canada's Best 
Ribbon 
Selection 

Our  range  is  the  best  proof  for  our 

contention  that  we  have  the  best  as- 
sortment and  values  in  the  country. 

Ribbons  are  in  real  demand  for  the 

new  Fall  Fashions ;  they  will  be  used 

very  generally  for  Sashes,  Dress 
Trimmings  and  Millinery.  Full 

range  of  Standard  and  Novelty 
lines  in  stock. 

Satisfaction-giving    quality. 

Genuine  values  in    every    line   is  what  we  offer 

We  invite  inspection 

Walter  H.  Barry  &  Co. 
The    Ribbon    House    of    Canada 

6  St.  Helen  Street     -     MONTREAL,  QUE. 

WINNIPEG  BRANCH  :  CANADA  BLDG. 
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MADE 

IN 

CANADA 
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Pilgrim  Bags 

Swagger  Bags 

Vanity  Purses 

Lucille  Bags 

Velvet  Bags 

Beauty  Boxes 

Music  Rolls 

Writing  Folios 

Bill  Folds 

Letter  Cases 

Key  Cases 

Collar  Boxes 

Ladies'  Belts 

Children's  Purses 

MANUFACTURED       BY 

CANADIAN  LEATHER  PRODUCTS 
*  LIMITED 

144  FRONT  STREET  WEST  °pp*/.tc  union •tation. TORONTO 

BUY    DIRECT    rROM    THE    MAKER 



Dry  Goods  Review DRESS    ACCESSORIES 

87 

FINE  GLOVES 
for 

MEN 
WOMEN 
CHILDREN 

A  complete  range — and 
a  Stock  that  enables  us 

to  give  you  a  Sorting 
Service  that  is  unsurpassed  ! 

ACME  GLOVE  WORKS,  Limited 
MONTREAL •  •  •  • 

•  •  •  • 

QUEBEC 
Winnipeg:  c-o   Archibald  &  McDougall,  Limited,  370  Donald  St. 
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Shorter  Underskirts  Being  Made 
Retailers  Express  Satisfaction  With  Latest  Offerings — Number  of  New  Colors  Being 

Shown  With  Bloomers  to  Match — Athletic  Garments  Are  Still  Very  Strong — 
Demand  For  Mull  Nightdresses "A T  LAST,"  says  a  well-known  re- 

tailer to  DRY  GOODS  REVIEW, 
manufacturers  have  awakened 

to  the  fact  that  they  should  make  short- 
er underskirts.  I  am  firmly  convinced 

that  one  of  the  reasons  for  the  decline  in 

the  sales  of  colored  petticoats  and  prob- 
ably in  white  ones  as  well  is  that  they 

were  not  sold  in  lengths  which  women 
could  put  on  without  alterations.  For 
nearly  two  years  now  short  dresses  have 
been  used  almost  entirely,  yet  I  .have 
until  now  not  been  able  to  obtain  under- 

skirts shorter  than  size  32  and  in  many 
cases,  size  34.  As  a  result  many  women, 

especially  the  younger  ones,  have  dis- 
pensed wkh  them  rather  than  put  in 

tucks  and  pleats." 
This  complaint  was  followed  up  by 

our  representative  and  it  was  found  that 
many  manufacturers  did  not  in  the  past 
keep  closely  enough  in  touch  with  the 

prevailing  conditions  in  women's  wear. 
Length  was  not  the  only  point  over  which 
the  retailer  who  knows  what  his  cus- 

tomers want  was  at  variance  with  the 
maker.  The  question  of  width  was  the 
other  difficulty.  With  the  narrow  skirts 
which  have  been  worn  more  or  less  for 
the  last  four  years,  there  were  offered 
underskirts  which  were  often  two  and  a 

half  yards  wide  at  the  frill.  This  was 
even  more  noticeable  in  the  white  petti- 
cats.  Walking  with  tight  skirts  is  a 
c  mparatively  easy  matter  compared 
with  walking  in  a  tight  skirt  with  the 
danger  of  the  loose  underskirt  tying  in 
a   knot   at   every   step. 

Underskirt  makers  defended  them- 
selves in  the  past  with  the  assertion  that 

women  would  rather  buy  garments  which 
it  was  possible  to  shorten  than  garments 
which  would  be  of  no  use  when  longer 
skirts  returned.  They  seemed  to  forget 
that  the  underskirt  wears  out  almost  as 
quickly  as  the  skirt. 

Developed  Bloomer  Trade 

One  manufacturer  while  confessing 
that  such  conditions  may  have  existed  in 
regard  to  underwear,  asserts  that  the 
bloomer  business  developed  because  of 
it.  Women  who  wanted  short  garments 
could  buy  bloomers  the  length  of  which 
was  very  easily  regulated  by  means  of 
the  elastic.  The  biggest  feature  of 
course,  in  their  favor,  was  the  fact  that 
they  could  be  worn, with  the  very  narrow- 

est   skirts. 

Women  are  again  returning  to  the  un- 
der skirts.  With  their  revival,  many  of 

the    large    manufacturers   are      showing 

them  in  all  sizes  am)  widths  so  that  every 
desire  can  now  be  met  with.  Sizes  28  to 
38  is  the  usual  range.  Moreover,  many 
of  them  are  making  bloomers  and  petti- 

coats   to    match. 

New  Underskirt  Colors 

The  shades  and  combinations  of 
shades  which  are  offered  are  very  good. 

They  are:  whirlpool  blue,  buddha,  aut- 
umn, scarab,  cauldron  and  cherry.  The 

pastel  shades  are  also  shown  to  meet 
the  requirements  of  evening  wear.  The 
new  pelican  grey  is  finding  great  favor 
especially  in  combination  with  the  high- 

er colors. 
Silk  Lingerie  Offers  Little  New  For Fall 

Toronto  houses  report  that  the  last 
month  has  brought  out  very  little  which 
is  really  new  in  lingerie.  Step-ins  are 
selling  more  than  ever  and  in  fact  are  al- 

most as  strong  as  the  bloomers.  The  cam- 
isole and  chemise  business  is  rather 

poor  however.  One  manufacturer  thinks 
that  with  the  cooler  weather  and  the  con. 
sequent  buying  of  new  fall  garments 
for  outer  wear,  there  will  be  a  big  rush 
on  these  the  first  weeks  of  October.  If 
there  is  any  difference  shown  so  far,  it 

Sircom  petticoats  for  late  fall  and  Christmas  trade.  1.  Tricolette  Jersey  with  deep  acordeon  pleated  flounce.  Made  in 
several  combinations  of  three  colors.  2.  The  figure  on  the  le  t  is  wecrnnp  a  ">*•»<?•?/  pHrt  w'+*>  «*»"•»*  s^-a^es  of  contrast- 

ing colors.  The  other  is  a  Milanese  jersey  in  two-color  combination.  3.  The  skirt  on  the  left  is  a  two-color  Milanese 
jersey;  that  on  the  right  is  made  of  Dorisoie  silk  with  trimming    of    French    knots    and    pleated    gussets.     Shown    by R.  R.  Ball,  Toronto. 
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is   for   the   colored   camisoles,   especially 

the  navy  and  brown  ones. 

Big  Demand  for  Mull  Nightdresses 

Retailers  are  not  relying  very  much 

on  the  high-priced  garments  this  fall. 

For  example,  the  demand  for  Philippine 

work  and  silk  and  satin  gowns  is  not 

nearly  as  strong  as  in  the  spring.  They 

can  dispose  of  all  the  mull  garments 

that  they  can  stock,  especially  those 

which  they  can  offer  for  $1.75  and  $2.00. 

The  pink  are  asked  for  more  than  any 

others  and  they  sell  to  better  advantage 

because  of  the  good  showing  that  color- 
ed work  makes  when  embroidered  on 

them. 

Athletic  Garments  Have  Passed  Experi- 
mental Stage 

The  ever-increasing  display  space  giv- 
en to  athletic  garments  on  the  counters 

in  retail  stores  proves  that  they  have 

come  to  stay.  Originally  designed  for 

sportswear,  they  are  now  being  worn  by 

women  generally.  Their  appeal  to  busi- 
ness women  because  they  are  so  easily 

laundered  is  especially  strong.  The 

many  styles  offered  and  the  great  var- 
iety of  materials  used  are  other  features. 

They  are  now  displayed  in  batiste,  nain- 
sook, voile  and  silk  mulls.  All  of  these 

show  a  tendency  to  the  tailored  lines 
with  hemstitching  as  trimming. 

Big  Run  on  Brassieres 

The  increasing  demand  for  girdles  and 

elastic  belts  has  brought  a  correspond- 
Continued  on  page  125 
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A  French  Corset 

The  recent  controversy  which  occur- 

red amoung  French  designers,  as  to 

whether  the  corset  is  essential  to  cor- 

rect dressing  or  not,  has  at  any  rate  not 

resulted  in  the  downfall  of  that  sacred 

armour,  according  t>  the  displav  shown 

in  Canada.  One  case  was  devoted  to  cor- 

sets and  corset  fabrics  made  by  special- 

ties. The  designs  shown  were  good  be- 
cause of  the  appearance  of  ccvnfort  as 

well  as  support  which  they  gave. 
It  was  the  samples  of  damask  for 

corsets  which  were  most  remarkable. 
These  were  shown  not  oniy  in  wni.e  Due 

in  all  the  pastel  shades  as  well.  In  fact 
the  guide  asserted  with  a  great  amount 
of  assurance,  that  it  is  his  choice  of  the 

very  best  materials  as  well  as  trie  caie- 

French  Train 
Shows  Corsets 

and    Lingerie 
Parisian  manufacturers  are  prepar- 

ing for  a  return  to  the  embroidered  cot- 
ton lingerie  of  ten  years  ago.  The  work 

which  was  displayed  on  the  French  Ex- 
hibition train  was  a  delight  to  the  thou- 

sands of  women  who  saw  it.  In  fact  the 
carefully-finished  hand-work  which  was 
shown  seem  indicative  of  a  tendency  on 
the  part  of  women  to  return  to  the 
homely  sewing  of  years  ago.  For,  if  the 
manufacturer  finds  that  women  prefer 
hand-work  to  all  other  kinds,  the  wo- 

man themselves  will  not  be  tardy  in  go- 
ing back  to  the  art  of  button-holing  and 

embroidering. 
There  were  on  view,  chemises,  night- 

gowns, combinations,  knickers  and  neg- 
ligees of  fine  Paris  net  embroidered  with 

motifs  of  batiste.  Others  were  of  real 

lace  with  drawn-work  designs.  Some- 
times there  was  eyelet  work  shown  but 

oftener  solid  embroidery  done  with  the 
finest  of  silk  or  cotton  thread  was  used. 

Even  the  scalloped  edges  of  the  gar- 
ments showed  an  infinite  amount  of  care. 

A  hand-made  garment  in  every  case 
meant  made  by  hand  throughout,  even 
to  the  sewing  of  the  seams  and  the  in- 

serting of  the  lace. 

i'ul  forming  of  the  corset  itself,  which 
m  ikes  the  French  corset  manufacturer 
so  successful. 

The   Infants'   Department 
The  Frenchman  seems  to  take  as  much 

delight  in  inventing  beautiful  little  gar- 
ments for  the  small  babes  as  he  does 

for  the  grown-ups.  The  newest  under- 
garment for  the  French  market  is  the 

short  pullover-drawer  made  of  lamb's wool.  Sweaters  and  coats  are  also  made 
for  the  infant  from  the  wool  of  the 

Pyrenees  mountain  sheep — a  type  of 
wool  which  is  particularly  fine  and  soft. 
These  articles  should  be  particularly  at- 

tractive to  the  Canadian  merchant,  for 

they  seem  fashioned  more  for  the  needs 
of  the  child  in  this  country  than  for  the Paris  baby. 

Erquisite  in  material  and  workmanship  is  the  lingerie  which  this  fall 

season  offers  to  the  September  bride.  The  dainty  chemise  de  nuit  feat- 
ures a  novel  sleeve  treatment  and  empire  ivarist  line,  daintily  set  off  with 

satin  ribbon  bows,  while  the  "step-in"  is  designed  upon  the  new  full  lines, 
with  camisole  top  and  effective  pointed  hem,  handsomely  edged  with  filet 
laces.  Double  ribbon  shoulder  straps  are  caught  with  tiny  bouquets  of 

French  posies.     Lingerie  by  ths  Parisian  Ladies'  W-eeur-,  Montreal. 
—Photo  by  Photo-Kraft  Studios,  Montreal. 
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Attractive  Brocade  Models 

JfjSrher's 
%ust -Proof 

CORSETS 
Made  in  Canada 

Brocade  corsets,  made  from  patterns  that  have  been  proven  for  comfort  and 
style;  of  beautiful  brocade  cloths  that  will  give  all  the  wear  of  a  strong 
coutil,  at  prices  which  will  readily  attract  your  trade,  and  guaranteed  with 
the  Warner  guarantee  not  to  rust,  break  or  tear — They  are  corsets  well  worth 
vour  consideration. 

The  following  models  are  carried  in  stock  for  immediate  delivery.    Order  to- 
day and  get  the  advantage  of  the  early  Fall  shopping.     , 

0998.  Pink  brocade,  standard  corset  for  average  0963.  Heavy  White  brocade.     All  rubber  top  for 
figures.     Sizes  20  to  32.      $24.00  per  dozen.  average  figures.    Sizes  20  to  30.  $36.00  per  dozen. 

984.  Pink  brocade.     All  rubber  top.  An  exception-  0984-     Pink  brocade.  For  tall  figures.     Rubber  in 
al  model  at  the  price.    Sizes  19  to  30.     $24.00  per  Dust  and  sk}rt     sizes  22  to  32.  $36.00  per  dozen, dozen. 

0978.    Heavy  Pink  Silk  brocade.    For  average  and 
0931.    Heavy  Pink  brocade.     Rubber  top,  for  aver-  large  figures.    Rubber  in  bust.     Sizes  22  to  32. 
age  figures.     Sizes  20  to  30.    $30.00  per  dozen.  $48.00  per  dozen. 

These  are  suggested  styles  in  back  lace.  There  are 
many  others,  either  back  lace  or  front  lace,  to  meet 
the  varied  demands  of  your  trade,  and  the  above  are 
all  good,  safe  models  to  stock. 

Terms  3  per  cent.  10  days,  2V£  per  cent.  30,  Net  60, — 
dating  first  of  month  following  shipment,  f.o.b. 
Montreal. 

Wot  Earner  Pro*.  Company,  3mc, 
OF  BRIDGEPORT,  CONN. 

Canadian  Factory        -        St.  Ambroise  &  Turgeon  Streets, 
MONTREAL,  P.  Q. 
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GOSSARDS  CORSETS 

August  business    Shows 

35%  INCREASE 
Compared   with    August   of   last   year 

Canadian   Merchants   Should 

BUY   NOW! 

Prices  as  far  as  we  know  have  reached  the  bottom. 

There  is  no  reason  for  delaying  corset  buying.  Stock 

up  now  for  Fall  business  and  do  not  lose  sales  through 

not  having  stock. 

Business  is  good  but  you  can  make  it  better  by  buy- 
ing Canadian  made  corsets  and  brassieres. 

Keep  your  money  in  Canada  for  Canadian  workmen 

and  you  will  help  your  own  business.  Canadians  can- 
not buy  goods  from  Canadian  merchants  with  the 

money  they  spend  for  goods  in  a  foreign  market. 

The  Canadian  H.  W.  Gossard  Co. 
Limited 

366-378  West  Adelaide  St.,   Toronto,   Canada. 
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Putting  New  Interest  In  Xmas  Story 
Almy's  of  Montreal  Believed  That  Even  Children  Tired  of  The  Old  Methods  of  Santa 

Clauses  Arrival  and  Tried  Out  New  Ones — Indians  and  Pigeons  are  Featured 
With  Mystic  Names — How  The  Interest  Was  Maintained  Daily 

THE  modern  child  is  inclin
ed  to 

find  Christmas  a  little  monoton- 
ous, if  the  same  old  festivities 

are  carried  out  year  after  year  with 
little  variation.  If  he  lives  in  a  large 

city  such  as  Montreal  or  Toronto  he  has 
probably  become  accustomed  to  ex- 

tremely elaborate  receptions  held  in 
honour  of  Santa  Claus  by  various  in- 

stitutions and  stores  of  the  city.  He 
has  in  all  probability  seen  the  genial 
saint  arrive  in  every  sort  of  convey- 

ance from  an  ordinary  sleigh  (minus 
reindeer)  to  a  powerful  aeroplane,  not 
to  mention  trains,  motors  and  various 
fanciful  chariots. 

How  to  go  one  better  on  all  these  al- 
ready well-known  ideas  in  connection 

with  a  store's  Christmas  celebration  be- 
comes a  more  perplexing  problem  each 

successive  year,  and  more  so  at  the 
present  time,  when  it  is  no  longer  ex- 

pedient to  go  in  for  costly  and  elabor- 
ate features. 

Indians   and  'Xmas 
A  plan  which  may  easily  be  adopted 

in  any  locality,  was  very  successfully 
featured  for  two  successive  years  by 

the  firm  of  Almy's  of  Montreal,  in 
which  the  outstanding  theme  was  In- 

dians, the  one  topic  ̂ ever  irresistibly 
fascinating  to  childish  hearts.  Indians 
and  Santa  Claus  at  first  sight  seem  to 
have  no  apparent  connection,  but  as 

worked  out  by  Almy's,  the  combination 
proved  to  be  one  of  the  most  popular 
of   any    Christmas   plans    yet  devised. 
Away  back  in  the  beginning  of  Nov- 

ember the  fun  began.  A  photograph 
of  a  fine  group  of  Indians  in  full  war 

paint  appeared  in  the  store's  daily  ad- 
vertisement and  showed  a  chief  with  his 

Council  sitting  before  their  tents.  The 
story  began  as  follows: 
Word  reached  us  last  night  that 

mysterious  news  had  come  to  Wog-Chat- 
Ka,  the  camp  of  the  Chilkoot  Indians, 
out  at  the  edges  of  the  pine  barriers 
near  the  ice  fields.  We  sent  a  messen- 

ger who  came  back  with  a  remarkable 
tale. 

Chief  Tew-A-Ser-Ake  called  his  coun- 
cillors together  to  hear  what  the  swift 

Indian  runner  from  the  camp  Tiohtiake 
had  to  say.  He  told  them  of  mysteri- 

ous marks  that  hunters  had  seen  in  the 
snow  fields,  two  queerly  shaped  holes, 
close  together,  deep  at  one  end  and  all 
leading  one  way,  towards  the  Aurora 
Borealis.  Yet  they  couldn't  find  out 
what  made  the  marks,  so  they  wanted 
aid  from  the  aged  Medicine  Man,  Kon- 
wa-wen-ron,  whose  magic  might  solve 
the  mystery." 

Further    Annnouncement 

Next   day,   still    greater   interest   was 
aroused   by   the   announcement   that   the 

Santa  Clans  on  his  way  to  Almy's  in  Montreal  last  Christmas.  The 
float  represented  the  side  of  a  house  with  chimney  above.  It  formed 
part  of  a  monster  procession  from  the  train  to  the  store. 

Medicine  Man  could  not  solve  the  myst- 
ery and  so  two  braves  had  gone  north- 

ward taking  many  swift  pigeons  with 
them,  trained  to  carry  messages.  Soon 

the  pigeons  began  returning  with  mess- 
ages from  the  Medicine  Man,  half  a 

dozen  or  so  altogether  every  few  days, 
in  which  the  mystery  was  gradually  un- 

ravelled. One  of  the  messages  ran  as 
follows: 

The  word  brought  by  the  Pigeon 

"Fly  Straight"  from  Kon-wa-wen-ron 
the  Medicine  Man:  "I  am  old  and  have 
seen  wonderful  things  but  never  have 
I  seen  anything  so  strange.  From  all 
quarters  these  marks  point  towards  the 
place  where  the  sky  flames  into  glory  at 
night,  great  banners  of  scarlet  and  blue, 
green  and  gold,  with  shimmering  light 
that  quivers,  the  home  of  the  Aurora 
Borealis,  the  fairy  of  the  Northern 
Lights.  Just  as  the  night  came,  one  of 
the  keen-eyed  chiefs  spied  a  strange 
tower  out  of  which  came  smoke!  We 
must  wait  till  the  sun  rises,  therefore, 

we  will  camp  in  the  snow  tonight." 
Soon,  however,  the  mystery  was  sol- 

ved. The  announcement  on  November 
5th  was  given  out  thus:  (with  Santa 
Claus'  photo. 

Word  brought  by  the  Pigeon  "Twink- 
le Toes."  Great  News!  !  We  travell- 
ed fast  after  sunrise,  the  way  led  uphill 

and  beyond  we  could  see  the  strange 
tower;  when  we  reached  the  top  of  the 
hill,  there  on  the  other  side  stood  a  log 
cabin  and  the  strange  tower  was  the 
chimney,  from  which  came  the  smoke. 

The  marks  were  very  close  together 
on  the  hill  and  there  in  the  valley  were 
many  strange  animals  all  with  wide 
branching  horns. 

As  we  followed  the  marks  SANTA 
CLAUS,  fat  and  jolly,  came  out  of  the 
cabin!  Think  of  it,  SANTA  CLAUS! 

whom  we  hadn't  seen  for  nearly  12 
moons.  He  had  called  in  his  reindeers 
to  choose  those  that  were  to  pull  his 
sleigh.  He  showed  us  their  queer 
hoofs  that  leave  the  strange  marks  as 
they   run. 

Santa  Claus  says  to  be  sure  to  watch 
for  him.  He  has  planned  to  reach 
Montreal,    Saturday,    November    13th! 

Keeping  Up  The  Interest 

The  messages  carried  by  the  pigeons 

were  kept  up,  relating  all  the  difficul- 
ties which  Santa  Claus  had  to  combat 

in  order  to  reach  civilization.  Many 
struggles  had  to  be  gone  through  with 
the  Black  Storm  Imps  who  tried  to  pre- 

vent Santa  Claus  from  entering  their 
country,  but  finally  the  wonderful  sleigh 
was  packed  with  toys  and  the  journey  to 
Montreal  began.  In  order  to  heighten 
the  illusion  of  Indian  lore,  a  drawing 
representing  the  messages  in  Indian 
language  was  reproduced  in  the  news- 

papers, with  the  announcement  that 

Santa  expected  to  reach  Almy's  by  Sat- 
urday, November  the  13th. 

Soon  afterwards,  a  large  advertise- 
ment was  featured  in  which  it  was  an- 

nounced that  there  was  "Great  rejoic- 
( Continued  on  Page  125) 
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Activity  In 
Fancy  Goods 

And  Notions 

MANUFACTURERS
  in  Toronto 

of  fancy  goods  and  notions  are 

already  working  on  repeat  or- 
ders for  many  of  their  early  fall  lines. 

They  say  that  there  is  very  little  reason 
for  gloom  in  those  lines  which  are  not 
staples.  In  cases  where  the  trade  are 
not  disposing  of  expensive  articles  as  in 
other  years,  they  are  selling  quantities 
of  medium-priced  goods.  Throughout 
the  whole  country  there  is  a  decided 

tendency  to  push  dress  and  household 
accessories.  One  Moose  Jaw  merchant 
told  an  Ontario  manufacturer  that  he 
has  trebled  his  sales  of  fancy  goods 
and  notions  this  year.  Alarmed  by  the 
decline  in  sales  in  ready-to-wear  and 
staple  lines  last  spring,  he  decided  to 
give  small  goods  a  place  of  prominence. 
In  the  main  aisle  and  near  the  door  he 

placed  toilet  articles,  fancy  lines  and 
leather  goods.  In  leather  alone  his 
order  this  fall  amounted  to  one  thous- 

and dollars;  last  year  it  was  scarcely 
two  hundred   dollars. 

There  are  several  new  leathers  on  the 
market.  There  is  the  ecrise,  which  has 
a  bright  glazed  finish  and  is  shown  in 
colors  as  well  as  black,  the  rhino,  a 
coarse  heavily-embossed  leather  and  the 
paisley  which  resembles  the  shawl  of 
that  name. 

The  swagger  bag  is  as  prominent  as 
ever,  in  fact  one  house  is  working  on 
nothing  else  but  this  style.  The  pil- 

grim bag  has  a  great  many  devotees  es- 
pecially in  the  middle  west  and  strap- 

backed  purses  are  being  ordered.  The 
newest  offering  however  is  the  English 
Avenue  bag  which  is  one  of  the  neatest 
purses  that  has  been  shown  for  some 
time.  It  is  built  on  straight  lines,  has 
a  wide  centre  pocket  and  is  quite  deep. 
It  is  shown  in  all  the  new  leathers  as 
well  as  in  morocco  and  cobra. 

The  public  have  not  yet  tired  of  ivory 
for  toilet  use.  One  Toronto  firm  has 
almost  abandoned  the  ebony  in  favor  of 
ivory.     Better   grades   are   noticed.      In 

order  to  give  more  weight  to  even  the 
small  articles,  manufacturers  are  using 

heavier  shee's  of  French  Ivory  than 
formerly.  The  color  is  remarkably 

good  this  year.  There  is  a  fad  in  Lon- 
don, England,  just  now  for  toilet  article-, 

of  the  real  elephant's  tusk.  These  can 
only  be  made  up  in  the  very  smallest 
pieces.  The  slight  difference  in  the  ap- 

pearance of  the  two  substances  is  quite 
remarkable  and  shows  the  degree  of 
perfection  which  manufacturers  have 
reached  in  making  this  celluloid  com- 

position. 
Burnt  work,  especially  burnt  leather 

work  is  being  revived.  Since  the  great 
vogue  for  it  seven  years  ago,  there  has 
only  been  an  indifferent  amount  turned 
out.  One  of  the  big  Toronto  stores  has 
just  issued  a  catalogue  in  which  it  has 

given  a  full  page  to  this  line.  Women's 
bags  of  the  pilgrim  order  with  a  burnt 
design  are  offered  and  there  is  strong 
call  for  pipe  and  tie  racks  for  Christmas selling. 

Christmas  Cards 

Low-priced  cards  are  being  turned  out 
in  bigger  quantities  than  ever  but  the 
d^m^nd  for  expensive  ones  is  almost 
nil.  The  card  which  retails  for  five  cents 
or  ten  cents  is  wanted.  So  far  manufac- 

turers have  disposed  of  very  few  to  the 
retailer  at  more  than  three  dollars  a 

dozen.  Steel  dve  engraving1  is  very  pop- 
u'ar  on  all  cards.  "Nowadays,"  says  a 
man  who  has  made  these  for  manv 

years,  "it  is  the  sentiment  which  sells 

the  card." 
One  manufacturer  is  instructing  his 

travellers  to  impress  on  retailers  the 
necessity  for  preventing;  waste  in 
Christmas  cards.  Some  merchants  look 
on  the  numbers  of  cards  which  are  soil- 

ed and  torn  every  year  as  part  of  the 
overhead.  There  need  not  be  a  loss  of 
five  per  cent  if  the  merchant  handler 
his  cards  properly.  A  sample  of  every 
card,  even  the  very  cheapest,  should  be 

placed  on  view  with  a  number  on  iL 
corresponding  to  the  number  on  the  box 
containing  this  line.  Customers  like  to 
buy  this  way.  It  saves  their  time  and 
ensures  feeing  every  crd  on  display. 
But  the  best  feature  is  the  money  saved 
the   merchant. 

English  Avenue  bag  made  of  morocco. 

Shown  by  Canadian  Leather  Product*, 
Toronto. 

BUTTONS  ARE  FEW 

BUT  VERY  ELABORATE 

The  well-dressed  women  does  not 
wear  more  than  half  a  dozen  buttons 
on  her  garments  this  season  but  they 
are  always  elaborate  and  nearly  always 
very  expensive.  Bright-colored  bone  or 
jet  are  used  most  frequently.  Some 
suits  are  shown  without  fur-trimming 
but  in  those  cases,  small  fur  neck- 

pieces are  always  used.  This  is  espec- 
ially the  case  with  tricotine;  the  duvetyn 

and  velours  suits  nearly  always  have 
fur    trimmings    on    collars    and    cuffs. 

BUY  NOW 
For    your    Christmas    trade. 
Business  will  be  good  if  you  prepare 

for   it. 
Our   travellers   are   on   the   road. 

Our  Fall  Catalogue  will  be  ready  Oct. 

loth.      It's   yours   for   a   post   card. 
No  matter  how  your  order  reaches  us 

we   can   give  you  service. 
The  sooner  we  get  your  order  the  better 

for    both    of   us. 

Pugh  Specialty  Co.   Ltd. 
38  to   42   Clifford   St.,   TORONTO,   Canada. 

English  Avenue  bag  made  in  ecrise 
leather.  Shown  by  Canadian  Leather 
Products,   Toronto. 

New  ivory  goods  for  the  Canadian  trade.  The  photo  frames  are  made  in 
attractive  shapes  in  any  size.  The  clock  is  one  of  several  novel  designee. 
Shown  by  the  Pugh  Specialty  Contpany,  Toronto. 
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Fancy  Goods 
Toys,  Dolls,  Games 

Select  your  Christmas  order  now. 

Write  for  copy  of  our  new  Complete 

Catalogue  which  contains  more  than 

■  200  pages  of  particular  interest  to  the 

i  retail  merchant. 

TOYS,    DOLLS,    FANCY  GOODS,    CHINA,    GLASS    WARE, 

ELECTRIC  FIXTURES,  DRUGGISTS'  AND  TOBACCONISTS' 

SUNDRIES,  LEATHER  GOODS,  MUSICAL  GOODS, 

STAPLES  AND  SMALLWARES 

Nerlich  &  Co. 
146 148  Front  St.  W.  Toronto 
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Leather  Suit  Cases 
Travelling  Bags 
Writing  Cases 
Letter  Cases 
Dressing  Cases 
Swagger  Bags 
Lucille  Bags 
Canadian  Beauty  Bags 
Vanity  Cases 
Silk  Bags 
Leather  Bags 
Suede  Bags 
Strap  Handle  Purses 
Coin  Purses 
Portsea  and  Tray  Purses 
Clasp  Purses 
Safety  Pockets 
Music  Holders 
Manicure  Cases 
Handkerchief  Cases 

The   Julian   Sale   Leather   Goods   Company 

CATALOGUE 
FORTY-ONE 

TO  BE  READY  TO  MAIL  ON  OCTOBER  FIFTEENTH 
To  use  a  homely  expression 

Catalogue  Number  "41" 
"speaks  for  itself"  and  should 
be  a  most  acceptable  and  com- 

prehensive buying  guide  for  the 
trade. 

The  merchandise  illustrated 

and  described  gives  you  an  ex- 
cellent line  on  the  lines  made 

and  sold  by  "Julian  Sale" — but 
there  are  many  perhaps  just  as 
attractive  and  just  as  valuable 

to  your  own  particular  assort- 

ment which  space  in  No.  "41" could  not  accommodate. 

The  catalogue  will  be  ready 
for  mailing  on  or  about  the 
15th  of  October — we  believe  it 
to  be  one  of  the  best  we  have 

issued  up  to  now,  and  in  due 
course  it  will  reach  every 
member  of  the  trade  to  whom 

it  will  be  of  interest  —  to  be 
sure  that  your  name  is  on  the 
list  for  a  copy  of  CATALOGUE 
No.  41  send  a  post  card  request 

by  return  mail  —  and  then 
watch  for  it  at  mailing  date 
— October  15th. 

"Julian  Sale"  Goods  are 
manufactured  under  ideal 

.conditions  —  the  plant  is 
Dne  of  the  largest  on  the 
continent  producing  high 

class  leather  goods  and  novel- 
ties— bright,  clean,  sanitary — 

and  most  modevnly  appointed 

— and  the  goods  produced  in 
the  "Julian  Sale"  factories  are 
sold  on  their  quality  and  value 
merit. 

Catalogue  No.  41  will  be  a 
first  rate  introduction  to  the 
house.  SEE  THAT  YOU  GET 
IT. 

THE  JULIAN  SALE 
LEATHER     GOODS 
COMPANY  LIMITED 
WHOLESALE  -  FACTORIES 
OFFICES  -  SAMPLE  ROOMS 
600  KING  ST.  W.,      TORONTO 

Tie  Ca*es Collar  Bags 
Toilet  Rolls 

Military  Brushes 
Military  Brush  Cases 
Tobacco  Pouches 
Playing  Card  Cases Bill  Books 
Bill  Folds 
Honey  Belts 
Coat  Hangers  and  Cases 
Card  Cases 
Wrist  Watch  Straps 
Flasks,  etc.,  etc. 
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TOURIST  CASE 
In  Alligator  grain.  Also  made  in  the 
Spider  and  Lizard  grain.  Fitted  with 
writing  pad,  envelopes,  space  for  pen  and 
stamps.  Neat  compact  case  for  a  travel- 

ling  bag. 

Heatfjer 

Ladies'  Leather 
Swagger  Bags 

Ladies'  Silk   Bags 
Ladies'  Belts 

Children's  Purses 
Music  Cases 

Wallets 
Bill  Folds 

Cigar  Cases 
Vanity  Cases 
Collar  Boxes 
Brush   Cases 

Above  are  two  suggestions 

for  your  Christmas  Trade. 
Make  your  selections  from 
the  Western  range  and  you 
have  appealing  goods  at 

popular  prices. 

THE    SWAGGER    BAG 

Wood    grain,    containing    purse    and    mir- 
ror,     lined     with      floral     silk.     Expansion 

gussets    making   a    roomy    bag. 

Buy  RIGHT  by  Buying  NOW 

€fc  OTestent  leather  #oote  Co.,  Mi. 
255-257  Richmond  St.  W. Toronto 

THE  ADAMS-BARRETT  CO. 
324   Empire  Building, 

64  Wellington  St.  West 

TORONTO 

Ready  !  ! 
With  Fall  Line 

Stunning,  Styles 

Select  Quality- 
Moderate  Prices 

"W"C  TT  C  Every  number 

VEILINGS         A  new  Firm 

"BLUE-BIRD"    All  new  Goods 

HAIR  NETS  -'- 
and 

BEADS 

FOR  FALL  DELIVERY 

Ladies'  and  Misses'  Flannelette  Night 
Gowns. 

Knitted  Sleeping  Combinations, 
"Hatch"  one  button  style,  in  seven 
sizes. 

Infants'  vests,  in  Rubens  and  button- 
ed style. 

Ladies'  Knit  Vests  and  Drawers  and 
Combinations,  in  all  qualities  and 
sizes. 

FOR    IMMEDIATE    DELIVERY 

We  have  made  special  prices  on  our 

stock    of    House    Dresses,    Children's 
Wash  Dresses,  and  Ladies'  and  Child- ren's Sweaters. 

Write  for  quotations. 

VASSIE  &  CO.,  LIMITED 
Wholesale  Dry  Goods  and  Woollen  Merchants 

ST.  JOHN,     NEW  BRUNSWICK 
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Novelties  for  Infants                       Needlework  for Women 

Everything, 
Hand  and to  Interest 
Machine Needlewomen 

Rattles Made 

— and  Catch  their  Trade  ! Bibs 

Hoods 

Bootees Stamped  Goods  of  all  Kinds 
Diapers 
Carriage 

Jackets Knitting  Wools         Instruction  Books Covers 

Toques Threads                     Needles Etc. 

Overalls 
Flossell  Royal  Artificial 

Embroidery  Silk 

HAMBLY  &  WILSON  LIMITED 

11  Wellington  St.  West                 -                           Toronto 

THE  SECRET  OF  SUCCESS 
in  selling  Buttons  is  having  the  wanted 
styles  at  the  right  prices.  Buttons  while  a 
necessity  may  also  be  a  complement  to  the 
New  Dress  Fabrics  for  Fall,  to  the  Trimming 
Department  throughout  and  to  your  valued 
customers  who  will  ask  to  see  them. 

Forsyth  Kimmel  Company's 
Fall  Range  of  Buttons 

now  being  shown  is  unusually  smart  and 
new.  For  your  fancy  lines  and  staples  of  the 
better  sort  you  cannot  do  better.  It  will  be 
good  business  to  handle  them,  they  are  in 
demand  every  day,  everywhere. 

FORSYTH  KIMMEL  COMPANY, 
Limited 

The  Button  House 
Kitchener  -  -  Ontario 
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to  buy  More  Leather  Goods! 
Every  woman  customer  you 

have  carries  a  purse  or  bag  of 
some  kind  and  she  can  be  either 
up-to-date  or  decidedly  out-of- 
date  in  her  selection. 

Just  show  her  the  newest! 
With  the  many  new  designs 
forthcoming  at  all  Seasons, 
smartly  dressed  women  are 
realizing  more  and  more  that  a 
smart,  correct  bag  is  a  most 
important  acquisition  to  cor- 

rect attire. 

The  nicety  and  refinement 
of  WINNETT  &  WELLINGER 
Leather  Goods  make  them  the 
choice  of  persons  who  realize 
the  importance  of  a  correct 
Bag,  just  as  they  do  of  correct 
apparel. 
Why  not  persuade  your 

Trade  to  be  guided  by  VALUE 
as  well  as  style — strength  of 
construction,  durability,  capac- 

ity and  compactness!  Their 
choice  and  your  stock  will  then 
be  the  WINNETT  &  WELLIN- 

GER Line. 

Lucille  Bags  Music  Cases 
Beauty   Boxes  Toilet  Cases 

Ladies'  Belts  Bill  Folds 
Swagger  Bags  Collar  Bags 

Write  for  Samples. 

See  Travellers'  Samples 

WINNETT  &  WELLINGER 
LIMITED 

Manufacturers  of  Fancy  Leather  Goods 

348-350  Sorauren  Ave. 

TORONTO 

Mark 

Buy  your  trimmings  from  a  reliable 
source. 

Braids,  Cords,  Drops,  Girdles,  Orna- 
ments, Tassels  and  Trimmings  of 

all  kinds. 

Place  your  order  now  if  you  would 

share  in  the  Fall  Trimming  busi- 
ness. 

The   Moulton 
MANUFACTURING  CO.,  Ltd. 

Canada's  Oldest  and  Original 
Trimming  House. 

4  Inspector  St.,  Montreal 

IMPORTERS  and  MANUFACTURERS 

Art  Needlework  and  Fancy  Goods 
"Peri-Lusta"  "Crystal" 

Mercerized  Cottons  Artificial  Silk 

Embroidery  Materials 

Fancy  Linens  and  Piece  Goods 
MADEIRA    HAND   EMBROIDERED 
LINENS  and  HANDKERCHIEFS 

Campbell,  Metzger  &  Jacobson 
932-938  Broadway  New   York  Cor.   22nd   St. 

Canadian  Showroom  and  Factory  : 

Bay  and  Wellington  Sts.,         -        Toronto,  Canada 
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"Handkerchief  House  of  Canada" 

See  that  your  Xmas  counters 
contain  a  fair  showing  of  our 
better  boxes  Handkerchief 

numbers. 

They  sell  themselves  because 
of  the  compelling  attention 

they  draw. 

A  New  Way 

Exclusive,  dainty  Handker- 
chiefs, put  up  in  specially 

designed  boxes. 

LACE   GOODS   CO.,  Limited 
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LACE  GOODS  CO.,  LIMITED 
Big  Business  can  be  Done  with  these  Popular  Priced  Boxed  Handkerchiefs. 

Assorted  white  and  colored  corners,  hand  embroidered,  hand  drawn  hemstitching,   Irish  J 
Handkerchiefs,  two  in  fancy  box,  in  seven  different  styles.     Per  dozen  Boxes  $5.70 

Assorted  white  and  colored  embroidered  corners,  nicely  tied  with  silk  bow,  three  in  fancy 

box,  in  five  styles.     Per  dozen  Boxes  $4.20. 
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Fine  Swiss  Handkerchiefs,  colored  embroidered  corners,  put  up  three  in  new 

shaped  box,  in  eight  styles.     Per  dozen  Boxes  $9.00. 

Plain  and  Initial  Linen  and  Lawn  Handkerchiefs 
Complete  stocks  of  both  women's  and  men's  Initial  Handkerchiefs  are  now  to  hand  in 
fine  lawn  and  various  qualities  of  linen.  All  nicely  hand  embroidered  and  with  hand 
drawn     hemstitching.     Neatly    put   up     three    in   box.     Also    our     usual  stock  numbers  of 

plain  lawn  and  linen. 

79  WELLINGTON  ST.  WEST TORONTO 
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Fashion  Calls  For  Radium  and  Metal  Laces 
These  Goods    vi'ill  Look  Better 

On  Closer  Acquaintance 

RADIUM   FLOUNCING  570-36— $3.00  yd.  METAL 

,„„     ,  „e                                                                         pjmiiwAiinvrp  EMBROIDERED  LACE  AND 

12"-1.75                                                                         RADIUM  ALLOVER  BANDING-many     different 

18"— 2.50                                                                          Thig  ̂   a  rea.  one,  designs      in      Gold,      Silver, 
27"     3.50  Steel,  Antique. 

.,;••_  4'50  COLORS:      Black,     Ivory,  4"    Banding      1.10 Zinc,        Lavender,        Orcii  d,  5V  Banding   1.75 

COLORS:   Black,  Navy,  Nig-  Pink,        Coral,         Porcelain,  9"  Banding     2.75 

Copenhagen,       Navv,       Nile,  6"   Lace      1.10 
ger,     Lemon,     Jade,     Flame,  Adriatic,     Sprite,     Humming  10"   Lacs      1.75 

Grey,      Royal     Blue,     Ivory,  ,?ird',     Peac°ck-        Apricot,  ^Lace      3.30 
J  Honeydew,      Tomato,      Rust,  27"    Lace       4.50 

Champ.  Brown.  3G"   Lace      5.75 

Piain  Silk  Dress  Net,  No.  5320 — Comes  in  all  shades,  same  as  No.  570  Allover, 
36  ins.  at  90c. 

No  other  house  in  Canada  showing  as  fine  a  range  of  shades  as  we  are  in  these 

goods. 
METALLINE  CLOTH  -  ALL  SHADES 

It  will  pay  to  see  our  Salesman's  Samples,  or  write  us. 

CANADA  VEILING  CO.,  LIMITED 
84-86    Wellington    Street    West,   Toronto 
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Showing 

How  Perfectly 
the 

Canada  V eilmg 
Real 
kMona  Lisa 
Veil 
Fits 

It  is  easy   to 

ft/ease  customers 
with  this  veil 

This  is  our  No.  101  square  mesh,  all  silk,  Shetland  Veil  (No.  100  sim- 
ilar  in    round   mesh.)      COLORS:    Black,   Brown,   Navy,   Taupe— 72.00 

gross. Finer  Meshes — 23.00  per  gro.  up.  No.  3053  is  our  special  value — 36.00  gro. 

A  good  size  and  perfect  fit.     YOU  might  just    as  well 
handle  the  best  with  NO  EXTRA  COST 

Our  Assortment  of  Fancy  Veils  is  worth  inspection 

Three  Winners  in  Real  Hair  Nets 

'Peeress  vodene      and   "Cumry   6    in   Box 

All  styles  BEADS    and    BEADED    NECKLACES    at  attractive 

prices 

vve  want  to  serve  you  for  we  know  we  can  please 

CANADA  VEILING  CO.,  LIMITED 
84-86    Wellington  .Street    West,    Toronto 

inr=~.-=no 
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77  York  St. 

TORONTO 

"DONNINGTON B 
OLIVIA" 

The  Season's  Newest  Fabric 

"Bonnington" We  have  purchased  the  entire  output  of  a  leading  Canadian  Mill  of 
"Bonnington"  Bolivia — this  season's  latest  Fabric,  made  in  the  new- 

est shades. 

COLORS  :  French  Blue,  Navy,  Ostrich, 

BUY  NOW! 
Every  Garment  has 

*<¥ 
No.  120 

$17.50 
Ladies'  and  Misses'  Coat.  Side  Panels,  button 
trimmed.  Fancy  Silk  Stitching  on  collar,  bach 
and  strap  pockets.  Double  belted  front.  Full 
lined  with  good  quality  Fancy  English  Sateen, 
Convertible  collar.  A  snappy  garment.  Sizes  16 

to   44.     Length    46". 

No.  121 
$17.50 Ladies'  and  Misses'  Coat.  Wrappy  full  back, 

large  convertible  collar,  inset  pockets,  Fancy 
Silk  Stitching  on  back,  collar  and  cuffs.  Full 
lined  with  good  quality  Fancy  English-  Sateen. 

Sizes  16  to  44.     Length  46". 

No.  122 

$17.50 

No  travellers'  expenses  or  commissions  to  pay. 

77  YORK  ST. 

Ladies'  and  Misses'  all  around  Belted  Coat.  ]Janel 
back,  Fancy  stitching  and  self  covered  button 
trimming.  Large  convertible  collar.  Full  lined 
with  good  quality  Fancy  English  Sateen.  Sizes 

16   to  44.     Length   46". 

Delivery  one  week  on  receipt  of  order 

COATS, 
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The  Season's  Newest  Fabric 

Bolivia 
The  keen  ready-to-wear  buyer  will  grasp  this  sales-producing  oppor- 

tunity. "Coats"  unexcelled  in  Style,  Wear,  Quality  ar.d  Workman- ship, 

Reindeer,  Brown  and  Black. 

TODAY ! 
The  Label  "  Bonnington" 

77  York  St. 

TORONTO 

"DONNINGTON 

►OLIVIA" 

( 

No,   125 $22.50 
Ladies'  and  Misses'  Loose  ripple  back  coat.  Fancy 
silk  stitching  and  self-covered  button  trimmed 
back.  Front  with  well  pockets  and  rancy  Silk 

Stitching,  Cross  over  front  bc't.  Large  fine 
quality  Beaverette  collar.  Full  lined  with  super- 

fine Fancy  English  Sateen.  S.zes  16  to  44. 

Length   46". 

No.  123 
$21.75 Ladies'  and  Misses'  Loose  ripple  b?ek  coat.  Double 

belted  Front.  Fancy  Silk  Stitching  on  back,  pock- 
ets and  cuffs.  Fine  quality  Beaverette  Collar. 

Full  lined  with  superfine  qja'ity  Fancy  English 
Sateen.      Sizes    16   to   44.      Length    43". 

No.  124 

$22.75 
Ladies'  and  Misses'  Loose  Ripple  back  Coat.  Hand- 

somely Embroidered  on  Back,  Front,  Collar  and 
Cuffs.  Front  tie  Belt.  Large  convertible  collar. 
Full  lined  with  superfine  Fancy  English  Sateen. 

Sizes   16   to   44.     Length   46". 

Postage  or  express  charges  and  Government  Sal?s  Tax  3%  not  included  in  price. 

Lit  JV11  1  MliU  TORONTO 
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"N  i  a  g  ara    M  a  i  d" 
Pure  Silk  Products 

will  meet  all  desires  of  the 

most  exacting  purchaser 

Styles — Correct  and  Attractive 

Fabrics— Of  Fine  Weave,  and  Pure  Silk 

Finish — Perfect  in  every  Detail 

Salesmen  are  now  showing  the  Complete  range  of  "Niagara  Maid" 

Silk  Gloves  (Double  Tipped) 

Glove  Silk  Hosiery 

Thread  Silk  Hosiery 
Glove  Silk  Underwear 

Manufactured   in    Canada    by 

The  Niagara  Silk  Co.,   Limited,  Brantford,  Ont. 

Sole  Sales  and  Distribution  Representatives 

Mclntyre,  Son  &  Co.,  Limited 
1  3  Victoria  Square  Montreal 
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Never  a  Shopping  Trip 
without  its  quota  of  Smallwares  to  be 

purchased — little  things  that  are  needed 
all  the  year  round,  of  which  the  supply  is 

never  complete — and  they  count  up  in 
dollars  and  cents  too! 

Don't  lose  those  Smallware  sdes.  Keep  your  Department 
bright  and  interesting  with  new,  up-to-the-minute  goods,  of 
a,  class  to  bring  them  back  the  next  time. 

Of  course  you  already  know  that  we  are 

The  Smallware  Specialty  House 
and  as  such  can  best  equip  you  with  the    merchandise  that  appeals  and  satisfies. 

Hair  Pins,  Hair  Nets,  Pins  and  Safety  Pins,  Hair  Wavers — the  famous  "Kurley  Kew" 
brand — Heads,  popular-priced  Jewelry,  fancy  Bags — and  a  host  of  other  attractive  lines 
for  your  Smallware  Department. 

WRINCH,  McLAREN,  Limited 
120  Wellington   Street,  W. TORONTO 

Cotton 

Batting 

Do  not  delay  your 

buying  if  you  hope 

to  satisfactorily  sup- 

ply your  Fall  and 
Winter  Trade. 

V 

Your  Wholesaler  can  supply  you  with  the  following  lines 
VICTORY 
NORTH  STAR  Small  size  POLAR  BEAR  Comforter  Size 

PEARLNT  Batting  K.  P.  Batting 

MADE  IN  CANADA  By  THE  DOMINION  WADDING  COMPANY,  LIMITED,  MONTREAL 
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Profits  in  Notion  Department  Can  Be  Made 
To  Equal  Returns  From  Any  Other  Lines 

Murphy-Gamble  of  Ottawa  Have  Had  Phenomenal  Success  With  This  Department   
Carrying  of  Large  Stock  Unnecessary— Open  Display  The  Most  Effectual — 

Salesmanship — Advertising 

tif^*  IVE  the  noti< 
I     -yand  you  will 
^^  results."    was 

lotion  section  a  chance 
be  surprised  at  the 

k-as  the  encouraging 
introductory  remark  made  to  a  staff 
member  of  Dry  Goods  Review  who  visit- 

ed the  store  of  the  Murphy-Gamble 
Company  at  Ottawa  this  month.  In  the 
Murphy-Gamble  store,  notions  and 
small  wares  occupy  the  place  of  honor 
on  the  main  floor,  extending  from  the 
front  entrance  right  along  both  sides  of 
a  double  side  aisle  to  the  centre  back,  a 
space  equal  to  an  entire  floor  in  a  smal- 

ler establishment. 

Manager  Lucas  of  this  department 
explained  that  selling  notions  required 

close  and  unremitting  study.  "Although 
these  lines  mean  but  small  sales,"  he 
stated,  ''yet  it  is  possible  to  push  them 
by  means  of  expert  salesmanship  so 
they  become  as  profitable  as  any  line 
in  the  store.  The  manager  of  this  sec- 

tion needs  to  be  possessed  of  unlimited 
patience  and  shrewdness,  as  well  as 
genuine  interest  in  his  lines.  Other- 

wise, notions  degenerate  into  mere  un- 
interesting bits  of  metal  and  fabric, 

sold  because  they  are  useful  and  not 
because  they  have  any  artistic  merit. 
Notions  really  are  the  building  materi- 

als with  which  the  nimble  fingers  of  the 
home  dressmaker  constructs  the  crea- 

tions of  her  brain,  and  without  the  aid 
of  snaps,  tapes,  beltings,  buttons,  fea- 
therbone,  braids,  etc.,  even  the  most 
sumptuous  fabric  is  useless.  One 
needs  to  visualize  the  possibilities  be- 

hind notions  and  to  devise  ways  and 
means  to  keep  interest  in  these  lines 
stimulated  all  the  year  round. 

"Fancy  goods  likewise  need  extreme 
care,  because  the  fashion  element  in 
them  makes  them  precarious  stock  at 
the  best  of  times." 

Large  Stock  Unnecessary 

Mr.  Lucas  has  studied  closely  the  best 
methods  of  displaying  and  selling  no- 

tions and  is  of  the  opinion  that  it  is  by 
no  means  advisable  to  carry  a  large 
stock  of  these  lines.  It  is  easier  to 
make  a  good  turnover  by  buying  very 
sparingly,  perhaps  every  month,  watch- 

ing the  stock  closely  that  nothing  ac- 
cumulate or  be  overlooked.  Following 

this  policy  the  Notions  section  in  the 

Murphy-Gamble  store  has  recently 
become  quite  transformed,  owing  to  the 
fact  that  little  extra  space  is  required 
in  which  to  store  reserves.  Where  form- 

erly a  large  amount  of  valuable  wall- 
space  was  tied  up  with  all  manner  of 
merchandise  in  notions,  now  it  may  be 
utilized  for  reserves  by  the  more  crowd- 

ed    departments  without     the   need     of 

An  effective  unit  display  of  liandkerchief s  featured  during  a  recent 
sale  by  the  John  Murphy  Co.,  Montreal. 

sending  to  a  distant  part  of  the  store. 
Elimination  of  old  stock  is  easily  effect- 

ed by  the  use  of  bargain  tables  in  the 
centre  of  the  aisle,  upon  which  any  odd 
lots  are  placed  marked  at  a  good  re- 
duction. 

Displaying  Notions 

The  same  efficient  methods  have  been 
employed  in  connection  with  the  display 
of  the  stock  itself  upon  a  long  counter. 
Each  distinct  line  of  notions  is  provided 
with  its  own  little  space  in  this  huge 
display,  ticketed  with  its  own  price. 
These  sections  are  arranged  in  stair 
fashion  or  in  tiers,  for  the  greater  con- 

venience in  display.  Orderly  arrange- 
ment prevails  everywhere  on  the  coun- 

ters, and  buttons,  threads,  needles,  etc., 

occupy  well  denned  and  distinct  divi- 
sions. 

A  very  admirable  plan  is  followed 
with  regard  to  buttons.  Each  style  is 
kept  on  cards  only  in  a  box  by  itself, 
not  only  the  largest  but  all  the  buttons 
of  one  design  meant  to  be  sold  altogether. 
A  sample  of  each  is  fastened  outside  the 
box,  and  is  removed  as  soon  as  any  line 
is  sold  out.  In  most  stores,  each  size 
of  button  is  kept  separate  and  necessi- 

tates extra  time  in  hunting  up  all  the 
sizes  which  complete  a  set.  It  is  found 
to  save  time  and  confusion  if  the  plan  of 
keeping  all  sizes  in  one  box,  is  followed. 

Novelties 

"Buy  sparingly  of  novelties  if  you 
would  have  your  section  up  to  date  all 

the  time,"  said  Mr  Lucas,  and  although 
this  sounds  paradoxical,  yet  it  is  sound 

advice.  "If  a  certain  kind  of  lingerie, 

braid  or  camisole  straps  is  widely  ad- 
vertised in  the  consumer  papers  and 

every  woman  wants  it,  keep  just  enough 

to  satisfy  the  demand  for  a  few  months 
and  then  drop  it.  There  will  be  some- 

thing else  even  more  attractive  if  you 

watch  the  trade  papers  carefully." 
In  fancy  goods  this  advice  is  espec- 

ially true,  and  furthermore,  Mr.  Lucas 
has  found  that  it  pays  decidedly  to  dis- 

play everything  the  store  has  openly  and 
out  on  the  counters  if  possible.  An  illus- 

tration was  given  to  prove  the  wisdom 

of  this  theory.  "We  had  an  exception- 
ally lovely  range  of  ladies'  handbags  to 

retail  at  $7.50  which  we  displayed  with 
exceptional  care  inside  the  glass  show 
cases  down  the  aisle  in  my  department 
but  at  the  end  of  a  few  days  I  enquir- 

ed why  they  were  not  moving  as  quick- 
ly as  they  should  and  one  of  my  staff 

advised  placing  the  bags  right  on  the 
top  of  the  counter  with  a  price  card. 
We  did  so,  simply  showing  the  price 
$7.50  as  before,  on  a  large  card,  and 
by   evening   almost   every   one   of   those 
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This  sofa  cushion-cover  is  the  latest  no- 
velty which  Japan  has  sent  over.  The 

design  is  printed  on  crash.  A  combina- 
tion of  rose,  mauve  and  green  is  printed 

on  a  natural-colored  ground.  A  black 
silk  piping  is  used  as  an  edging.  Shown 

by  Novelties  Limited,  Toronto. 

bags  had  been  sold,  whereas  in  the  show 

case  they  merely  attracted  a  few  "look- 

ers." Must  Have  Open  Displays 

"Under-glass  displays  do  not  sell 
merchandise  any  more.  The  goods 
must  be  shown  freely  and  customers 
must  be  attracted  by  direct  methods 
such  as  this  if  business  is  to  be  kept 

up  in  fancy  goods,"  continued  Mr.  Lucas. 
"I  advise  this  method  particularly  in  the 
case  of  toilet  articles,  which  are  purely 
impulse  goods  and  can  be  sold  in  quant- 

ities to  customers  who  had  not  previous- 
ly thought  of  purchasing.  Generous  dis- 

plays of  goods,  clearly  priced  in  con- 
spicuous lettering,  and  constant  variety 

are  necessary  to  successful  merchandiz- 
ing nowadays.  I  believe  in  changing  the 

arrangement  of  all  my  counters  as  often 
as  possible,  lest  customers  get  into  the 
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habit  of  thinking  that  we  have  nothing 
new,  just  the  same  old  things  in  the 

same    place." To  his  sales  force,  also,  Mr.  Lucas  has 

something  to  say  as  regards  their  sell- 
ing methods  which  has  invariably  en- 

sured successful  results.  "Show  all 
that  you  have  whenever  a  customer  ap- 

proaches you  with  a  request  for  a  cer- 
tain thing.  Do  not  say  too  much  or 

distract  her  with  a  lot  of  unnecessary 
conversation.  Be  explicit  and  brief. 
Too  much  explanation  is  wearisome  to 
customers  in  this  line  of  goods.  Helpful 
information  as  to  quantities  or  sizes  is 
much  more  to  the  point.  Satisfaction 
should  be  assured  as  far  as  possible  to 
all  customers,  even  if  they  seem  un- 

reasonable in  their  requests." 
In  this  connection  Mr.  Lucas  explain- 
ed that  this  point  was  often  carried  to 

extremes  but  never  failed  to  win  friends 
for  his  department.  He  cited  one  case 
of  a  woman  who  wished  to  purchase  a 
tube  of  tooth  paste,  but  who  could  not 
decide  which  flavor  or  brand  she  pre- 

ferred. Rather  than  lose  her  custom 
the  sales  girl  offered  to  let  her  take 
a  tube  on  trial,  with  the  option  of  re- 

turning it  and  having  the  money  back  if 
she  did  not  like  it.  The  customer  as 
it  happened  did  not  like  the  paste  and 
brought  it  back  promptly  and  was  given 
another.  This  happened  twice,  but 
when  she  finally  discovered  the  paste 
of  her  choice,  she  purchased  half  a  doz- 

en tubes  and  has  become  a  regular  cus- 
tomer for  all-her  toilet  requisites. 

Advertising  of  small  wares  and  not- 
ions should  receive  special  attention  in 

the  store's  copy,  according  to  Mr.  Lucas. 
The  advertising  will  start  interest  in 
these  lines,  but  it  must  be  good  and  it 
must  give  women  new  ideas  and  new 
view  points.  A  good  window  display 
several  times  a  year  will  help  to  create 

[09 

Christmas  novelties  which  should 
prove  attractive.  The  necklace  is  crystal 
and  jet  for  wear  with  black  and  white 
goivns.  The  pins  are  new  in  that  they 
are  shorter  than  usual  and  while  serv- 

ing as  ornaments,  they  are  not  as  eas- 
ily lost  as  longer  ones.  They  have  a 

brilliant  arid  silver  filigree  design. 
Shown  by  R.  A.  Phillips,  Toronto. 

BEADS 

Headquarters  for  all 

kinds  of  Trimming  Beads 

Immediate   Delivery 

BEAD   NECKLACES 
In  all  the  latest  designs 

Largest  variety  in  Canada 
Assortment   on  approval 

"The  Bead  House" 

R.  A.  PHILLIPS 
77  YORK  ST. TORONTO 

»« 

A  table  cover  which  should  prove  at- 
tractive as  Christmas  goods.  A  blue 

floral  s^ray  is  printed  on  the  four 

corners.  The  cover  is  twenty-nine  in- 
ches. These  Japanese  lines  are  very 

inexpensive.  Shown  by  Novelties  Lim- 
ited,   Toronto. 

interest  as  well,  especially  at  those 
seasons  when  home  sewing  naturally  oc- 

cupies  the  minds  of  most  women. 
So  successful  have  the  various  im- 

provements and  efficiency  methods  tried 
out  recently  by  Mr.  Lucas  proved,  that 
it  has  been  actually  possible  to  reduce 
the  sales  staff  at  the  notion  counter 
from  nine  clerks  to  four  and  yet  render 

far  better  service.  By  avoiding  the  ac- 
cumulation of  old  stock,  confusion  in  ar- 

ranging and  displaying  the  various 
lines,  but  varying  displays  constantly, 
results  cannot  fail  to  be  satisfactory. 

This  necklace  is  an  Italian  creation 
which  is  a  revival  of  the  chain  necklace 
worn  several  years  ago.  The  illustra- 

tion is  of  a  jade  green  one  with  a  design 
of  pearls.  Made  also  in  black  and 
white,  opal  blue,  aniethyst  and  amber. 
Shown  by  Wrinch,  McLaren  Company, 
Limited,    Toronto. 
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Jobbers  Everywhere  Recommend 

Absolutely 
the  last 

thing  in 
Fasteners 

Attractively 

mounted 

on 

three- colored 
card 

First 
this 

and  each  snap  lines  up  true 

The  SURE-FIT  HOLE-- 
How  to  Use  It: 

AFTER  you  have  sewed  on  the  stud  as  you 
always  do,  simply  hold  the  garment  closed 
and  pull  your  needle  and  thread  directly 
through  the  center  of  the  stud,  from  the 
outside  of  the  garment  and  through  the 
other  half  of  the  closing.  Now  open  it  and  the 
thread  marks  the  spot  where  the  other  half 
of  the  fastener  goes.  Take  a  pin  and  pick 
up  the  other  half  of  the  fastener  through  the 
hole  in  the  center.  Then  stick  pin  through 
where  the  thread  indicated  its  proper  posi- 

tion. The  pin  will  hold  the  fastener  while 
you  sew  it  on. 

The  Hole  is  in  AH  Sizes 
Black  and  White Sold  by  All  the  Leading 

Jobbing  Houses 
Manufactured  by 

COLONIAL  FASTENER  CO.  LTD.,  Montreal 
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STOCK 

BARBOUR'S  &  KNOX'S 
SUPERIOR  QUALITY 

LINEN  THREADS 
FOR 

Carpet,    Tailoring, 
Fur  and  Retail  Trade 

It   will   pay  you   to   write   our  nearest 

Branch  for  our  latest  THREAD  prices. 

GOOD  STOCKS  CARRIED 

FRANK  &  BRYCE,  Limited 
Toronto  MONTREAL  Quebec 

And  when  she  got  there 

The  Cupboard  was  bare! 
— And  so  the  customer  went  elsewhere. 
Has  your  clerk  ever  had  to  admit  that 

your  Button  Assortment  was  nil — and 
thus  lost  profitable  sales  through  ne- 

glecting to  order? 

An  inadequate  stock  is  almost  as  bad  as 

none  at  all — it  only  leaves  a  bad  im- 

pression. 
This  is  a  New  Era  for  Buttons.  Today 

they  are  veritable  "Works    of  Art" — 
and  our  Autumn  Display  is  a  regular 
Art  Gallery! 

Button  Sales  Limited 
Successors    to 

A.  Weyerstall  &  Co. 

66  Wellington  St.  W.  Toronto 

fill 
WM.  E.  WRIGHT  SAYS: 
"Our  variety  of  widths  enables  the  notion  counter  to 
give  the  customers  genuine  tape  service. 

'"A  skilful  sewer  doesn't  want  the  same  width  tape 
for  finishing  wedding  lingerie    and     for     binding     a 
kitchen   apron. 

"Wright's  Tapes  are  made  in  13  different  widths 
from  1-4  inch  to  1  inch  inclu:ive.  This  enables  you  to 

supply  every  tape  requirement. 

"By  carrying  a  good  variety  of  widths  as  well  as  a 
good  variety  of  colors  and  materials,  the  tape  busi- 

ness of  the  notion  department  may  be  very  ma- 
terially increased. 

"Standardize  on  brands,  of  course,  but  carry  a  good 

variety   of  widths   and   materials." 
Width   -  Numbers  Actual  Size 

No.l         No.  2  No.  3 

III 
No.  4 

No.  5 

No  6 No.  7 No.  9 

[^Send.for  Color  Card  of 

WRIGIO  BIAS  FOLD  TAPE 
showing  our  full  line  of  fast  colored  percales, 

also  Wright's  E-Z  Trim.  You  will  find  this  card  to 

be  a  great  convenience  in  making  up  your  orders.  It 

shows  our  12  plain  and  6  striped  colors  of  Tape  and 
6  colors  of  E-Z  Trim. 

re 

Something   new   and   useful   for  the  Notion  Depart- 
ment.   Sample  cards  showing  colors  rent  on  request. 

Wm.  E.  Wright  &  Sons  Co.,  Mirs- 
315-317   Church   Street 

New  York 
I 

Agencies: CHICAGO 

R.    C.    Taft 
223   W.  Jackson  Blvd. 

ST.   LOUIS 

L.    F.   Sherman 
613   N.   Broadway. 

WRIGHTS 

BIAS  FOLD  TAPE 
k  It  turns  itself  A 

PHILADELPHIA 
Jas.   F.  McCarriar 

1011    Chestnut    Street 
r 

.SJ 
**«(  MAM  » 

In    U.    S.    Pat.    Off 



Thirty  Day  Buying  Policy  Responsible  for 
Series  of  Very  Successful  Sales  in  Ottawa 

A.  A.  Founder  Co.  of  Ottawa,  Run  Some  Novel  Sales — Fifty  Cent  And  Dollar  Days — 
Giving  More  For  The  Same  Money  or  The  Same  For  Less  Money  —  Old 

Fashioned  Friday  Bargains 

BELIEVING  that  the  day  had  ar- 
rived for  a  general  price  cut  all 

round  in  merchandise  the  A.  A. 

Eournier  Company,  of  Ottawa,  have  car- 
ried out  several  unusually  successful 

ideas  in  the  way  of  sales  this  summer, 
the  results  of  which  have  been  instru- 

mental in  levelling  prices  permanently 
to  a  more  moderate  basis. 

The  policy  of  the  Fournier  firm  is 
responsible  for  the  holding  of  these 
unique  sales,  and  briefly  expressed 

it  runs  thus," Always  to  give  more  for 
the  same  money  or  the  same  for  less 

money,"  and  whichever  way  the  idea  is 
carried  out,  the  customer  benefits  and 
knows  that  she  benefits. 

To  differentiate  from  the  monotony 
of  ordinary  sales,  this  firm  decided  early 
in  June  to  adopt  drastic  measures.  Ac- 

cording to  Mr.  Warren,  Manager  of  the 
store,  a  clean  sweep  reduction  in  prices 

was  instituted  in  a  series  of  "Re-adjust- 
ment sales,"  commencing  in  June  and 

running  for  two  months.  An  appeal  was 
made  to  the  Ottawa  public  to  recognize 
that  a  big  cut  in  prices  had  been  effected 
in  every  line  of  merchandise  carried  in 
the  Fournier  store  and  they  were  cor- 

dially invited  to  participate  in  the  feast 
of  bargains  at  the  new  prices.  The  res- 

ponse to  these  sales  was  accordingly  ex- 
cellent and  every  bit  of  merchandise  in 

stock  was  disposed  of  before  the  end  of 
July. 

Fifty  Cent  Sale 

Then  the  management  decided  to  de- 
vise some  new  style  of  sale  to  keep  up 

the  interest  so  plainly  manifested  in 
their  efforts  to  bring  prices  down  and 

keep    them    there.    A   "Fifty   cent    sale" 

after  the  plan  of  dollar  days,  was  tried 
out,  announced  through  the  medium  of 
exceptionally  striking  advertising  in 
the  press,  in  which  the  figure  50  and  no 
other  appeared.  Each  distinct  offering 
was  boxed  in  heavy  black  borders  and 
an  entire  newspaper  page  was  filled  from 
edge  to  edge  with  bargains.  Again  the 
response  was  prompt  and  exceptionally 
satisfactory. 

"Again  we  racked  our  brains,"  said 
Mr.  Warren,  "and  decided  to  run  a  dol- 

lar day,  with  every  offering  almost  at 
cost  price.  We  were  fortunate  enough  to 
obtain  a  quantity  of  dainty  voiles  from 
a  manufacturer  at  a  very  small  price, 
and  so  we  offered  a  limited  quantity  in 
two  separate  sales  at  29  cents  a  yard, 
selling  one  length  only  to  a  customer. 
The  first  time  that  these  were  advertised 

there  were  fully  75  people  waiting  out- 
side the  store  in  the  morning  for  the 

doors  to  open,  and  the  entire  lot  were 
sold  before  four  o'clock.  On  the  second 
occasion  of  the  voile  sale,  there  must 
have  been  more  than  one  hundred  peo- 

ple waiting  and  again  the  goods  were 

disposed    of   in    no    time." 
When  the  question  of  early  closing  on 

Saturdays  came  up  before  the  Ottawa 
merchants,  the  Fournier  store  decided 
to  adopt  the  measure  although  it  meant 
the  loss  of  considerable  business  usually 
done  on  Saturdays  by  out  of  town  people. 

It  was  decided  to  feature  a  series  of  "Old 
fashioned  Friday  bargain  days,"  and  to 
to  carry  the  said  bargains  over  to  Sat- 

urday morning  in  order  to  bring  up  the 
total  sales  as  nearly  as  possible  to  an 

average   day's   business. 
On  Thursdays  therefore,  a  large  spread 
was   featured    in   the   press,   announcing 

the  list  of  "Old  fashioned  bargains"  and 
on  Fridays,  a  smaller  announcement  was 
run  in  connection  with  Saturday  morn- 

ing's offerings.  Later  It  was  found,  how- 
ever, that  people1  were  asking  for  Satur- 

day's specials  on  Friday  and  vice  versa, 
so  a  combination  sale  was  accordingly  ar- 

ranged, to  run  on  both  days,  and  this 
last  arrangement  proved  to  be  the  crown- 

ing climax  in  the  series  of  successful 
selling  events  under  the  management  of 
the  Fournier  store. 

The  success  reaped  by  all  these  vari- 
ous events  was  due,  according  to  Mr. 

Warren,  to  the  fact  that  merchandise  is 
bought  in  only  sufficient  quantities  to 
carry  the  store  over  a  month  or  so.  They 
are  in  the  market  for  fresh  stocks  all 
the  time  and  consequently  are  in  a  posi- 

tion to  offer  rock  bottom  prices  to  Otta- 
wa people.  All  the  departments  in  the 

store  record  increased  volume  of  sales 
and  increased  turnover  this  year,  and 

changes  and  improvements  in  the  ar- 
rangement of  the  various  departments 

are  constantly  being  effected,  so  that 
the  very  best  service  can  be  rendered 
by  the  staff.  The  store  itself  presents  a 

most  agreeable  appearance,  being  flood- 
ed by  daylight  all  round  by  means  of  a 

glass  "clear  story"  above  the  display 
windows.  These  extra  windows  are  large 

and  uncurtained,  and  consequently,  day- 
light and  sunshine  flood  the  entire 

building  besides  an  improvement  in  ven- 
tilation which  naturally  follows.  A  new 

system  of  indirect  lighting  is  also  pro- 
vided, which  almost  exactly  duplicates 

natural  daylight,  enabling  the  staff  to 
sell  colored  materials  with  as  great  a 
degree  of  sureness  as  though  they  were 
out  of  doors. 

This  is  the  Holt  Renfrew  window  which  attracted  Yonge   street  crowds  during  Exhibition  wsek  in  Toronto.  There 
no  more  effective  dressing  thorn  the  one  used  here;  black  and  white.     It  is  particularly  good  this  year  because 

of  the  vogue  for  those  colors. 
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Make  Every  Line  of  Advertising  Pay 
Mediums  Should  be  Carefully  Selected  and  Results    Should    Justify  the  Selection- 

Wasteful  Advertising  Should  be  Eliminated— Studying  the  Mail  Order  Cata- 
logue— Copy  Should  Not  be  Overloaded 

Written  For  Dry  Goods  Review  By  Mr.   Gilbert,   Adevrtising  Manager  of  Blumenthal's  Ltd.,  of  Montreal. 

IN  the  face  of  a  decrea
sing  volume 

of  business  and  a  static  advertising 

cost  per  line,  what  is  the  retail  clo- 
thier going  to  do  with  his  advertising 

next  fall?  Can  the  average  Canadian 

clothier  afford  a  higher  advertising 

cost?  Must  the  clothier  use  less  space? 

Must  he  advertise  less  frequently  ?  What 
is  to  be  done? 

To  cover  the  subject  exhaustively 

would  also  be  to  cover  it  exhaustingly. 

Rather  then  a  brief  sketch  of  the  sit- 

uation than  a  verbose  entrance  into  de- 

tails which  must  necessarily  be  to  a  de- 

gree obvious  to  all  thinking  merchants. 

The  subject  should  be  considered  from  its 
general  aspects  first. 

In  the  first  place,  how  many  merch- 
ants use  their  advertising  accounts  as 

a  whatnot  of  their  financial  allocation 

of  expenses?  Now  that  we  are  unani- 
mous, there  is  at  least  a  fellow  feeling— 

so  that  the  first  point  to  be  made  in  a 
discussion  of  how  best  to  appropriate 
advertising  moneys  for  fall  and  winter 

is  to  cut  out  the  junk  of  our  advertising- 
accounts.  If  you  buy  twenty  tickets  to 

the  Taxi  Cab  Drivers  Grand  Ball,  don't 
charge  them  to  advertising.  If  you  don't 
know  what  to  charge  them  to,  don't 
buy  them.  A  half  page  in  the  Garbage 
Men's  Carnival  Program  is  not  adver- 

tising—that card  space  in  the  Washer- 
women's Journal  is  not  advertising- 

cut  them  all  out  of  your  advertising  ex- 
penditures. So,  my  first  recommendation 

is  to  eliminate  the  waste. 

Again  after  having  thrown  out  all  the 
wasted  expenditures  we  must  get  to 
brass  tacks  and  consider  how  to  spend 
our  money  in  the  media  of  known  value. 
Now  of  advertisements  there  are  two 
types:  that  which  brings  in  immediate 
response  in  the  form  of  sales,  and  of  this 
type  the  newspaper  and  the  direct  mail 
matter  are  the  foremost  exponents.  And 
secondly  that  which  makes  for  good  will, 
prestige,  reputation  and  their  synonyms 
and  in  this  class  we  must  place  bill- 

boards, posters,  street  car  ads  and  road 
signs.  Then,  careful  supervision  of  adver- 

tising expense  is  the  order  of  the  day— 
and  such  iL.  must  be  for  Fall— the  first 
class  of  advertising  is  the  more  potent, 
the  more  essential.  Make  your  advertis- 

ing for  Fall  bring  immediate  results — ■ 
stress  that  in  your  mind,  in  your  ads, 
in  your  merchandising.  Appropriate 
at  least  85  per  cent,  of  all  advertising 
moneys  for  immediate  result-producing 
copy.  Use  newspapers,  use  direct 
mail,  use  them  forcefully  for  they 
bring  immediate  response — and  cut 
down  if  needs  must  on  the  painted  dis- 

plays, on  the  posters  and  other  pub- 
licity forms  of  advertising.  Advertise, 

then,  for  results. 

There  is  of  course  a  certain  danger 
that  such  a  broad  statement  should  be 
carried  to  the  reductio  ad  absurdum.  It 
is  not  necessary  that  you  should  ignore 
the  prestige-building  power  of  your 
ccpy,  rather  the  reverse.  It  is  essential 
that  reputation  and  good  will  be  in- 

creased. One  need  not  strive  for  results 
at  the  expense  of  prestige.  But  every 
advertisement  that  appears  above  your 
name  plate  must  add  its  bit  to  your  good 

will  and  at  the  same  time  must  bring- 
home  the  bacon.  Keep  your  advertising 

dignified  but  make  it  pull— that's  the 
third  suggestion. 

Study   Mail  Order  Catalogue 

What  is  the  most  resultful  form  of 

advertising?  It  will  be  generally  con- 
ceded that  the  mail  order  catalogue  is 

the  most  potent  of  result  producing  forms 
of  advertising — and  it  is  from  the  mail 
order  advertising  that  the  retail  cloth- 

ier should  derive  his  inspiration  for  fall 

advertising.  Study  the  mail  order  cata- 
logues— notice  how  the  space  is  used — 

how  effective  are  the  layouts  of  each 

page  and  each  spread —  see  how  pithy 
and  yet  how  complete  are  the  descrip- 

tions of  the  articles —  each  article, num- 
bered and  priced  and  described  in  detail. 

And  then  recall  your  own  advertise- 
ments. How  profligate  you  have  been 

with  expensive  space —  how  you  have 
filled  space  with  unimportant  copy  in- 

stead of  properly  spacing  important 
copy.  We  must  set  aside  the  idea  that 
large  space  of  itself  is  good  advertising. 
We  must  recall  the  days  when  adver- 

tising was  more  or  less  of  a  novelty  and 
we  used  space  to  its  full  advantage. 
Thrift  in  advertising  expense  is  the  o 
der  of  the  day  just  as  thrift  in  personal 
expenditure  is  the  crying  need  of  the 
times. 

It  is  safe —  almost  bromidic  to  predict 
for  fall  a  return  to  the  smaller  space 

advertising.  It  is  essential  to  most  re- 
tailers. We  must  watch  our  advertising 

accounts.  How?  If  it's  a  newspaper  ad. 
test  it  this  way — every  hundred  dollars 
you  spend  must  bring  in  two  thousand 
dollars'  worth  of  business.  Your  adver- 

tising cost  per  day  shouldn't  exceed  five 
per  cent,  of  your  gross  business.  If  it 
does,  study  your  business  and  study 
your  advertising.  Perhaps  your  medium 
was  wrong — perhaps  your  appeal  was 
misjudged —  perhaps  your  message  was 
not  clear.  Perhaps  you  wrote  the  ad 
five  minutes  before  closing  time  with- 

out giving  sufficient  thought.  Perhaps 
you  were  not  convincing  because  you 
were  not  sincere  in  what  you  said.  Oh, 

there  are  a  thousand  "perhaps."  There 
is  only  one  reason  why  your  advertising 
is  not  pulling — there  is  something  wrong 

somewhere.  And  it  is  your  business  to 

find  out  just  what  it  is  that  is  wrong and   correct    it. 

It  is  my  personal  belief  that  the  com- 
ing form  of  advertising  in  newspapers 

is  the  message  which  treats  of  one  ar- 
ticle fully  yet  pithily  described,  stating 

its  price,  and  correctly  illustrated  with 

a  good  drawing.  That  is  the  mail  order 
style — we  clothiers  can  take  all  that  the 
mail  order  style  teaches  us  and  yet  em- 

bellish it  with  a  bit  more  class,  and  a  bit 
more  of  the  personal  appeal.  In 

our  own  advertising  we  have  eliminated 

entirely  the  large  meaningless  illustra- 
tions of  the  average  cut  services.  I 

have  never  seen  a  cut  service  yet  a  large 

proportion  of  which  is  not  given  over  to 

splashes  of  long  legged  Adonises  wear- 
ing— Well  just  clothes.  And  to  use  them 

in  space  of  150  lines  by  two  or  three 
columns  seems  to  me  to  be  sheer  disre- 

gard of  economical  and  forceful  adver- 
tising. If  it  is  attention  you  desire,  it 

can  be  secured  by  good,  clean  typo- 

graphy, a  neat  letter  or  a  hand  lettered 
headline.  Effective  layout  of  just  plain 

type  can  secure  complete  attention  and 
conserve  space  at  the  same  time.  So  for 

fall  advertising  one  might  safely  rec- 
ommend a  careful  study  of  the  value 

of  illustrations  but  eliminate  from  our 

space  bills  the  wastage  of  merely  decor- ative  figures. 

Newspaper    Copy 

In  newspapers  which  carry  a  consider- able amount  of  competitive  copy,  it  is 
far  more  economical  to  buy  100  lines  by 

two  columns  in  good  preferred  position 

and  pay  twice  the  price  for  it  than  to 
attempt  to  secure  attention  by  500  lines 
in  the  run  of  the  paper.  It  may  make 

your  cost  per  line  higher,  but  it  will 
save  expense.  I  would  rather  have  one 
item  well  handled  than  a  dozen  jumbled 
— I  would  rather  insure  a  half-second 
of  attention  than  hope  for  five  minutes 
reading.  Write  so  that  he  who  runs  may 
reac[ — that  means  write  briefly  but 

completely.  It  was  Robert  Curtis  Ogden 
who  recreated  one  of  the  greatest  retail 

businesses  of  the  world  (Wanamaker's New  York)  on  the  grave  of  a  business 
that  had  been  dead  for  two  decades, 

(Stewarts)  who  said  "write  for  the  ass — 
then  everybody  will  understand  you." 
Good  advertising  is  always  true  and  in- 

teresting. False  or  dull  advertising  is  im- 
pertinent. It  is  also  foolish  and  wasteful. 

It  is  no  mean  task  to  produce  advertis- 
ing that  will  be  read  upon  its  merits. 

Newspaper  columns  are  overloaded  with 
dreary,  dead  level  advertising  of  goods 
at  retail.  If  newspapers  edited  advertis- 

ing carefully  much  would  be  thrown 

out  as  "too  stupid  to  print." Let  us  remember  it  for  Fall. 
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Seasonable  Displays  in  the  West 
How  McGowan  &  Co.,  Featured  Plaid  Skirts— Fine  Coat  Dis- 

play by  Hudson  Co.  of  Vancouver — An  Original  Anni- 
versary Display  by  Famous  Suit  &  Coat 

Co. — Tanzman's  of  Vancouver 
By  Ernest  A.  Dench 

BELOW  are  some  of  the  seasonable 

window     displays  of  wearing     ap- 
parel   arranged      by   some   of     the 

western  stores: — 
McGowan  and  Co.,  Saskatoon,  Sask., 

had  a  combined  display  of  white  lawn 
waists  and  plaid  skirts.  White  lawn 
waists  are  draped  over  bust  forms,  sus- 

pended on  brass  stand.  Draping  from 
the  waist  of  each  blouse  was  a  plaid 
skirt  length  of  a  different  pattern.  Each 
skirt  length  trailed  to  the  floor.  The 
rear  centre  was  occupied  by  a  walnut 
table  with  crooked  legs,  with  billows  of 
white  and  a  mixed  floral  design  cre- 

tonne extending  to  the  front  left  and 
the  right  rear.  On  top  of  the  cretonne  at 
the  centre  was  a  bust  covered  with  a 
blouse,  with  one  end  of  a  length  of 
green  plaid  skirting  tucked  in  at  the 
waist,  the  end  of  the  plaid  skirting  not 
quite  touching  the  floor.  A  card  an 

nounced:  "For  Your  New  Skirt,  Let  it 
be  Plaid." 

An  Imposing  Coat  Display 

The  Hudson's  Bay  Company,  Van- 
couver, B.  C,  made  effective  use  of  a 

corner  window  for  display  of  Autumn 
coats.  The  main  background  was  suppli- 

ed by  a  deep  purple  plush  curtain,  with 
a  flight  of  three  steps  across  the  back 
to    fit    the    corner.    At    the    background 

centre  a  portico  was  constructed.  The 
portico,  which  had  two  narrow  pillars, 
was  topped  with  a  shallow  arch.  Hang- 

ing from  the  portico  was  a  grey  curtain 
with  a  deep  rectangular  piece  cut  out 
up  the  middle.  The  corner  steps  were  cov- 

ered with  an  Oriental  rug,  with  a  large 
vase  filled  with  orange  flowers  plac- 

ed at  the  middle  of  the  steps.  Flanking 
the  middle  portico  were  two  smaller 
porticos,  made  of  grey  curtain  with 
black  squares,  and  containing  in  a 
frame-like  setting,  pictures  of  women 
painted  on  cloth.  The  whole  was  overlaid 
with  very  fine  black  net.  The  front 
centre  was  occupied  by  a  floral  filled 
vase,  with  smaller  vases  in  front  of  each 
of  the  side  porticos.  The  right  side  of 
the  trim  was  devoted  to  three  wax  fig- 

ures wearing  stylish  Autumn  coats.  At 
the  left  side  was  a  single  model  clad  in 
one  of  the  coats  with  another  coat  drap- 

ed over  a  stand. 

An  Anniversary  Sale 

The  Famous  Suit  and  Coat  Co.,  Van- 
couver, arranged  special  window  dis- 

plays for  their  coat  and  suit  sale.  Every 
one  of  their  windows  bore  a  large  colored 
replica  of  an  Oriental  magician,  stand- 

ing with  folded  arms  before  a  mysteri- 
ous    looking   urn,   from     which   ascend- 

ed circles  of  smoke.  Each  ring  of 
smoke  bore  a  different  year,  covering 
from  1909,  when  the  store  was  establish, 

ed,  until  the  present  time.  "Like  a  Tale 
from  the  Arabian  Nights"  was  the  head- 

line to  the  announcement.  Beneath  this 
the  text  matter  ran  as  follows: 

"From  Maker  To  Wearer** 
Has  become  the  magic  method  of 

modern  merchandising.  How  it  has  dem- 
onstrated its  advantages  during  the  past 

eleven  years  to  the  women  of  Vancouver. 
From  the  two  small  back  rooms  on 

Granville  Street  in  1909,  the  Famous 

has  grown,  not  because  the  Ladies'  Ap- 
parel has  grown,  but  because  there  has 

grown  up  in  Vancouver  during  these 
past  eleven  years  a  demand  for  helpful, 
domestic  prices,  which  would  enable,  not 
one  woman,  but  every  woman,  to  dress 
as  successfully  as  women  must  dress. 
Our  Anniversary  Sale  comes  to  the 

need  of  every  woman's  hour — with  its 
magic  touch  of  style — by  limitless 
wealth  of  its  selection — is  the  greatest 

sale    in    the    city's    history. 
To  celebrate  this  great  event  on  Fri- 

day, starting  at  9  a.  m.,  we  reduce  styl- 
ish "From  Maker  to  Wearer"  modes  to 

prices  never  before  known  to  the  wom- 
en of  Vancouver. 
As  a  special  inducement  to  get 

country  people  to  attend  the  sale,  liber- 
al railway  and  steamship  fare  conces- 

sions were  made.  On  a  purchase  of  $25 
or  over,  one-half  the  full  incoming  and 
outgoing  fare  was  refunded.  On  a  pur. 

chase  of  $50  or  more,  the  entire  trans- 
portation expenses  were  refunded. 

Making  the  Most  of  Limited  Space 

Tanzman's,  Vancouver,  make  the  most 
of  their   small   establishment.   The   store 

One  of  the  most  original  and  arresting  window 

displays  of  infants'  wear  was  the  above,  featured  in 
the  Bryson  Graham  Department  store  in  Ottawa 
by  the  display  manager,  Fred  Ashfield.  The  theme 
of  the  display  was  decidedly  novel  being  adapted 

fro-m  a  joke  in  "Life"  in  which  Mr.  Stork  inadver- 
tently  left  «  colored  baby  at  a  certain  home,  and  in 
the  u  indow  herewith  depicted,  the  butler  is  express- 

ing dismay  and  disapproval  while  in  the  background 
another  stork  is  seen  flying  to  the  rescue  with  a  baby 

of  the  proper  color.  All  sorts  of  infants'  wear  is  ar- 
tistically arranged  in  this  window  and  the  addition 

of  numerous  portraits  of  pretty  children  and  mothers 
against  the  walls  lent  an  unusual  note.  Lighted 
lamps  were  placed  on  pedestals  and  softly  shaded  to 
harmonize  with  the  pastel  tints  predominating  in  the 
display.  The  whole  display  was  arranged  in  honour 
of  the  Baby  shop,  which  has  recently  been  placed  un- 

der the  efficient  management  of  Mrs.  Freeman-Lake 
under  whose  direction  the  shop  is  becoming  a  most 
popular  resort  with  Ottawa  people. 
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Bryson  Graham's  race  week  window  displays  are  becoming  noted  on.  account  of  their  characteristic  and  life- 
like touches,  hi  the  accompanying  display  Fred  Ashfield,  the  display  manager,  has  provided  an  unusual  effect  by 

the  use  of  a  huge  panoramic  photograph  as  background,  draped  in  the  colors  of  the  Connaught  Park  Jockey  Club  of 
Ottawa. 

The  three  horses  were  modelled  from  heavy  beaver  board,  realistically  colored  and  very  life-like  in  attitude. 

This  windoiv  ivas  awarded  a  prize  by  the  Display  Men's    Association   of    America.      The    circidar    medallions    are 
original  paintings,  the  work  of  the  display  manager  of  the  Papuet  Co.  of  Quebec,    J.  H.  Roy. 

front  consists  of  two  narrow  windows, 

divided  by  a  door  in  the  middle.  Gener- 
ally the  display  comprises  a  costume 

exhibited  on  a  wax  model,  with  a  stand 
holding  a  hat  or  coat,  plus  a  basket  of 
seasonable  flowers.  All  the  woodwork  is 
executed  in  cream,  with  blue  velvet 
draperies  and  furniture,  and  floor  cov- 

erings to  match.  The  trying  on  cabinets 
are  stationed  at  each  side  of  the  store 
interior,  with  store  cupboards  at  the 
rear.  In  the  middle  of  the  rear  cup- 

boards, is  an  alcove  with  concealed 

lights.  A  fully-clothed  figure,  wearing 
either  a  stylish  evening  gown  or  a  cos- 

tume, is  stood  in  this  alcove  and  chang- 

ed every  day.  A  full  view  of  this  alcove 
is  possible  through  the  doorway,  with 
the  result  that  it  forms  an  excellent  aft- 

er  store    hours    display. 

Gordon  Selfridge,  the  big  London 
(England)  retailer,  states  that  the  thing 
most  needed  these  days  to  bring  about 
a  basis  of  reasonableness  is  good,  hard 
honest  work  when  class  laziness  or 
shirking  shall  be  regarded  as  a  crime. 

L.  Hoffman  has  recently  taken  over 
the  dry  goods  business  in  Chatham,  N. 
B.,  which  has  been  carried  on  by  his 
father  for  the  past  twenty-three  years 
under  the  name  of  Hoffman  and  Son. 

KENT-McCLAIN  AGAIN 
MARSHALL    SHIRT    SHOP— TORONTO. 

The  Marshall  Shirt  Shop,  located  on 
Bay,  near  King  Street,  Toronto,  is  one  of 
the  newest  and  most  exclusive  men's  shops 
in  that  City.  Catering  only  to  a  high- 
class  trade  it  was  recognized  that  the  ap- 

pearance of  this  store  would  have  much 
to  do  with  its  success,  and  a  great  deal 
of  careful  attention  was  therefore  given 
to  the  details  of  the  interior  furnishings. 
As  a  result  the  Shop  has  proven  attractive 
to  custom  of  the  better  sort  and  further- 

more the  Walnut  fixtures  give  to  it  a 

richness  and  a  "tone"  of  quality  which 
seem  to  substantiate  the  claims  of  excel- 

lence made  for  the  "Marshall  Shirt."  The entire  contract  for  Walnut  fixtures  was 
awarded  to  Kent-McClain,  Limited,  (To- 

ronto Show   Case   Co.). 



Beside  our  • 
own   line  of   wax 
mannequins  we  arc 

Canadian      represeuta- 
-  of  the  celebrated 
]\'ax  of  Pierre 

Ima-Jis  of 
Paris. 
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No.  2025 
Ladies  and  Girls 
Enamel  Forms 

YOU    NEED 

New  Forms 

New  Wax  Figures 
New  Fixtures 

For  Your  Fall  Displays 

Let  us  help  you  select  your  wants. 
Have  you  our  catalogue,  if  not, — 
let  us  hear  from  you. 

Have  you  our  New  Enamel  Dress 
and  Waist  forms — brighten  your 
displays  with  them. 

We  Make  Them  All 

DELFOSSE  &  COMPANY 
MONTREAL 

247-249  Craig  St.  W.  Factory:  1  to  19  Hermine  St. 

Largest  makers  of  store  equipment  and  papier 
mache  forms  in  Canada 

No.  147 
Dress  Stand 

OHM 
TOlJiiii«HlC5| 

THE  WALKER  BIN  &  STORE  FIXTURE  CO.,  LTD. 
KITCHENER,  ONTARIO 

What's  your  guide  in  buying  your  Fixtures? 
A  good  price  doesn't  always  mean  good  quality.  Our  name  does;  in 
our  Fixtures  you  get  what  you  pay  for.  It's  our  business  to  see  that 
you  do ! Send  your  Floor  Plan  with  measurements  and  your  ideas.      We 
will  work  out  plan  and  quote  you. 

SHOW  CASES— COUNTERS— WALL  CASES 
TABLES —SHELVING 

U Sections  for  Dry  Goods,  Gloves,  Hose,  Skirts,  etc. 

T 
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Adam  Period  Fixtures 
Already  this  new  style  of  fixture,  illustrated  above,  has  aroused  much  com- 

ment of  appreciation  and  approval.  We  have  made  such  a  careful  study  of  the 
details  of  this  Period  style,  we  know  our  Fixtures  to  be  accurate  adaptations 

of  the  original  Adam  style  of  design. 
Fixtures  following  designs  of  this  and  other  interesting  Periods  are  shown  in 

our  handsome 

New  Catalogue  of  "Decorative  Wood  Display  Fixtures'' We  invite  you  to  send  for  a  copy — or  better  still — if  you  are  going  to  be  in  Toronto  call  at  om 
Showrooms  for  one.  We  are  at  161  King  St.  West — conveniently  located,  close  to  all  points  in  th( 
Dry  Goods  District. 

CLATWORTHY  &    SON,  LIMITED 
Established  1896 161  KING  ST.  W.,  TORONTO Incorporated  1908 

Representatives : 
Vancouver,   B.C.— M.     E.  Hatt  &  Co.,  Mercantile  Bldg.      Halifax.   N.S. — D.   A.   Gorrie.   Box  273.  Montreal.  Que— E.   O.   Burette  &   Co. 

301   St.  James.  Quebec — Nap.    Debigare,    205    Rue    des    Fosses.        Travelling    Western    Representative — S.    J.    Barley. 
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Canham  Hangers— The  Hangers  that  are  noticed! 
They  get  attention  every  time  through  their  good  appearance,  their  specially  designed  lines  anc 

features,  and  their  solid,  sturdy  make-up,  which  bespeaks  quality  and  long  wear. 
Your  customers  will  consider  them  WORTH  HAVING — whether  you  sell  them  or  give  them  away 

as  an  -advertisement,  with  your  name  printed  thsieon. 

Use  them  in  your  own  Ready-to-Wear  Dept.  lor  hanging  your  garment  displays.  They  hold  the 
garments  correctly  and  give  the  maximum  of  appearance  and  wear. 

Your  name  and  address  printed  on  each  hanger  in  lots  of  100  or  over,  if  desired,  free  of  charge, 

Victor  H.  Canham  Co.,  Gueiph,  Ontario 
Guelph  Factory  in  Operation  17  Years  ™ 

Canham 
Felt-Padded  Hanger 

FOR  SKIRTS  or  TROUSERS 

6  inches  wide 

No.  1 

Canham 
Waist 
Hanger 

The  Canham  No.  14  Waist  Hanger 
is  made  from  hardwood  nicely  fin- 

ished   and    polished. 

No.    14 

Canham  Star  Skirt  or 
Trousers  Hanger  No.  7 
Same  as  No.  1,  only 

orange  color  and  7 
inches   wide. 

Canham 
Wood 

Combination Hanger 

Canham Wishbone 
Hanger 

No.   9 
No.  13 

*■«""«»"""""' 

NO.    3    R 

R    Girl's    wax    figure   complete    with    head, 
wax    full    arms    and    body.      3    year. 

J.  R.  PALMENBERG'S  SONS,  Inc. Established   1852. 

63-65  WEST  36th  ST.,  NEW  YORK 

BOSTON  CHICAGO  BALTIMORE 
26   Kingston   St.    204      W.    Jackson    108  W.  Baltimore  St. 

Blvd. 

ESTABLISHED  1849 

BRADSTREET'S Offices    Throughout    the    Civilized    World 

OFFICES    IN   CANADA: 

Calgary,  Alta.  Ottawa,    Ont.  Montreal,   Que. 
Edmonton,   Alta.  St.  John  N.B.  Quebec,   Que. 
Halifax,    N.S.  Vancouver,   B.C.     .         Toronto,    Ont. 
London,  Ont.  Victoria,  B.C.  Winnipa*,   Man. 

Sydney,  N.S.  Hamilton,  Ont.,  and  St.  John's,  Nfld. 
Reputation   gained   by    long   years   of   vigorous, 

conscientious   and   successful   work. 

JOHN  A.  THOMPSON,  General  Manager,  Western  Canada 

TORONTO,  ONTARIO 

Have  You  a  Grocery  Department 
in  Your  Store  ? 

"How  do  you  expect  me  to  do  my  buying 
without      my       CANADIAN      GROCER 
Market  Reports  ?  Last  week  I  lost  $10.00 
on    sugar   alone.      Please    speed    up    my 
copy    because    I    cannot    afford    to    take 

chances  buying  in  the  dark." 
This  is  only  one  of  hundreds  of  letters  sent  us 

during  the  Printers'  Strike  in  June.     Does  it  not 
interest   you  ?      A   check   or   a   money   order  for 
$4.00  will  bring  you   CANADIAN  GROCER  for 

52  issues — one  year's  service. 
Canadian  Grocer 

143-153   University   Ave.,   Toronto 



D  tj  (roods  Review E  QI'II'MKNT    AND     I)  I  S  V  L  A  Y 

ll'.t 

Clerks   are   always   near   a   Lamson   cable   carrier   station    in    this   well   planned   store'      Note   also   that   the   carrier   system 
occupies  no  space   which  might  be  used  for  the  display  of  merchandise. 

How  Lamson  cable  carriers  in  the  Zolling- 
er store  make  salespeople's  work 

most  productive 

"One  of  the  best  ways  to  reduce  selling 
costs  is  to  increase  the  productiveness  of  sales- 

people," says  Mr.  Wm.  R.  Zollinger,  who 
operates  an  up-to-date  dry  goods  and  depart- 

ment store  in  Canton,  Ohio. 

"We  are  using  a  complete  system  of Lamson  cable  carriers  in  our  store  to  enable 
the  salespeople  to  spend  the  greatest  possible 
time  with  customers  showing  and  selling 
goods.  This  is  the  only  time  during  which  a 
salesperson  is  actually  producing  business. 

Systems  that  require  much  walking  on 
the   part   of  the   salespeople   and   leaving   of 

customers  tend  to  kill  efficiency  and  make  for 
high  selling  costs. 

"We  have  therefore  arranged  our  cable 
stations  near  together  at  important  points 
about  the  store,  the  clerks  using  the  nearest 
station  after  completing  a  sale. 

"Salespeople  do  not  waste  time  in  change 
making,  but  give  prompt  attention  to  custom- 

ers. They  are  therefore  enabled  to  handle 
more  sales  per  day  than  where  other  systems 
are  used. 

"All  in  all  we  believe  this  is  the  best 

type  of  service  for  a  store  like  ours." 

THE  LAMSON  COMPANY 
TORONTO, 

136  SIMCOE  STREET 
VANCOUVER,  B.C., 

603  HASTINGS  STREET 

Lamson  improved  Service Flexibility        Economy 
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The  Name  "Dale" 
Is  to  the    Buyer  what  the 

Lighthouse"  is  to  the  Sailor — A  Guide  to  Safety,  in 
quality  and  endurance 
investments. 

— An  assurance  of  fur- 
ther success  in  the  bus- 

iness of  displaying  and 
SELLING. 

CANADA'S Leading 

Display 

FIXTURE 

HOUSE 

Forms     and     Fix- 
tures   for   display- 

ing   all    kinds    of 
merchandise. 

/ 

(Above)   No.  177EN 
ENAMEL        AND        WHITE 

JERSEY  CLOTH 
The  new  narrow  shoulder 
waist  form,  mounted  on 
heavy  round  metal  base, 

highly  polished  and  finish- 
ed in  any  colour  desired. 

DRESS  AND  SUIT  FORM 
(Right)    No.   19  N 

The  new  narrow  shoulder 
form  for  displaying  suits 
and  dresses.  Beautifully 
finished  in  flesh  colour 
washable  enamel,  mounted 
on  heavy  9-inch  base,  pol- 

ished and  finished  in  any 
colour.  Made  in  sizes  16 
and  36. 

Send  for  our  new  catalogue 

DALE  WAX  FIGURE  CO. 
LIMITED 

86  York  Street,  Toronto 

MONTREAL 
P.  R.  Munro 

259  Bleury  St. 

VANCOUVER 
AGENTS  E.  R.  Bollert  &  Son 

501  Mercantile  Bldg 

WINNIPEG 

O'Brien,  Allen  &  Companj 
Phoenix   Block 

The  kind  of 

Draperies  and 

Tapestries 
that    are   a    drawing    card    to 

your  Furnishings  Department 

— and  your  Store  ! 

Autumn  lines  of  striking 

beauty — of  a  quality  that 
creates  confidence. 

White  and  Ecru  Madras 
Mixed   Colour  Madras 
Self   Colour  Madras 
Mercerized   Repps 

(Plain  and  figured) 
Muslins  (Assorted widths.) 

"Aurora"    Casement 

Cloth 
Fine   Nottingham 

Curtains 
Novelty   Curtains Cretonnes 

Grenadines 

Our  Spe.-ialties: 
Wm.  Strang  &  Son's  42"  Flat  Edge 

Madras,  in  Ecru  and  Arab 
Shades. 

John  King  &  Son's  Scotch  Holl- ands, stocked  in  White,  Cream 

and  Ivy.     All  widths  30"  to  60." 
Agents  for 

Wm.  Strang  &  Son,  Glasgow,  Scot. 
Hood,  Morton  &  Co.,  Newmilns. 
Stirling-Auld  &  Co.,  Darvel. 

J.  B.  Henderson  &  Co. 
Limited 

8o  Bay  Street      TORONTO 
Established  40  years. 
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Keep  your  Linoleum 
siodk  well  Q$$oried 

phone  your  jobber! 
Be  Prepared   for  Early   Fall  Orders 
IT  is  an  easy  matter  to  carry  an  attractive  show- 
*  ing  of  Linoleum,  Floor  Oilcloth  and  Feltol.  For 
your  jobber  stocks  it  in  wide  variety  of  design. 

Orders  will  be  pouring  in  to  live  retailers  very 
soon.  The  dealers  who  are  prepared  by  having 
the  assortment  will  reap  the  business  and  the  pro- 

fit.    Reap  your  full  share  and  reap  it  early. 

Our  Canada-Wide  advertising  is  stimulating  the 
demand  for  these  popular  floor  coverings.  Many 
merchants  are  finding  the  quick  and  frequent  turn- 

over a  more  attractive  return  than  is  ob- 
tainable from  the  same  investment  in  other  lines. 

Some   prefer   rugs   to    piece    or    yard    goods    and 
you  can  carry  and     display     both     with     profit. 

Plan  early.  Let  us  help  you  with  our 

Window  Display  Selling  Helps—  they  are 
sent  free  of  cost,  prepaid. 

Tell  your  Customers  that  these  Floor  Coverings  are  made  in  Canada  by  Cana- 
dians to  meet  Canadian  climatic  needs.      Telephone  your  Jobber  NOW. 

Dominion  Oilcloth  &  Linoleum  Co.  Limited 
Montreal 
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Drapery  Fabrics  in  Strong  Demand 
Chintz  and  Cretonnes  in  Bizarre  Designs  Are  Being  Sought  by  Home  Furnishers   In- 

terest of  Trade  in  Printed  Materials — The    Process    of  Making  The  Pattern 
Described 

Fully 

THE  amount  of  printed  
drapery 

fabrics  being  sold  this  season  ex- 
eeeds  by  far  the  expectations  of 

the  most  optimistic  buyers.  Chintz  and 

cretonnes  of  every  design  are  sought  for 

by  the  buying  public  in  the  furnishing  of 
their  homes.  For  upholstering,  creton- 

nes have  had  an  "enormous"  run,  states 
the  representative  of  one  of  the  oldest 
Canadian  drapery  houses.  He  adds  that 
the  most  bizarre  designs  are  the  first 

choice  and  that  almost  any  color  combin- 
ation has  some  followers.  The  Oriental 

patterns  are  perhaps  strongest  of  all. 
A  Toronto  wholesale  firm  is  of  the  op- 

inion that  the  retail  trade  is  becoming 
more  interested  every  day  in  learning 

something  about  the  production  of  print- 
ed fabrics.  Customers  ask  them  and  they 

like  to  be  able  to  tell  something  of  the 
engraving  of  the  rollers  used  in  the 
printing,  the  preparation  of  the  dyes  and 
the  intricate  machinery  which  singes  and 
bleaches. 

Making  The   Pattern 

The  first  stage  in  the  production  of  a 
fabric  pattern  is  placing  the  original 
design  on  paper  just  as  it  is  worked  out 
by  the  a.rtist.  This  is  made  as  nearly 
as  possible  to  resemble  in  size  and  color, 
the  pattern  as  it  is  to  appear  on  the 
printed  cloth.  The  design  is  then  trans- 

ferred to  sketch  paper  carefully  divided 
into  square  sections.  Every  color  shape  is 
drawn  in  fine  line  and  each  section  is  en- 

larged separately  by  means  of  a  camera, 
the  enlargement  varying  from  three 
to  nine  times  the  size  of  the  original. 

After  enlarging,  each  part  of  the  de- 
sign is  redrawn  with  an  outline  of  soft 

black  color,  which  will  transfer  readily 
to  zinc  plates.  Each  section  in  another 
enlarged  sketch  is  colored  like  the  colors 
in  the  original  design. 

Next,  a  coat  of  varnish  and  when 
dried,  the  black  sketch  is  placed  face 
downwards  on  it.  The  back  of  the  paper 
is  then  rubbed  with  a  hand-burnisher 
which  transfers  the  soft  black  outlines 

from  the  paper  to  the  plate.  An  en- 
graver cuts  out  by  hand  the  lines  thus 

transferred  to  the  zinc.  The  color  on 
each  side  of  the  figure  must  also  have 
a  line  drawn  far  enough  away  from  the 
black  outline  so  that  on  the  finished  work 
they  will  just  meet,  neither  lapping  nor 
leaving  space. 

The  zinc  plates  are  next  scoured  and 
the  different  parts  colored  to  correspond 
with  the  colors  in  the  original  design. 
This  enables  the  operator  of  the  panta- 
graph  machine  to  distinguish  the  differ- 

ent shapes  of  each  color  which  is  to  be 
traced  on  the  copper  roller. 

Engraving  the  Copper  Rollers 

A  huge  copper  cylinder  is  placed  in  a 
receptacle  at  the  top  of  the  pantagraph 

machine.  The  big  zinc  plate  is  fastened 
on  the  table  of  the  machine.  The  oper- 

ator, who  is  instructed  as  to  the  color  to 
be  used  on  a  particular  roller,  traces  on 
the  zinc  plate  the  outlines  of  all  forms 
of  that  color  by  means  of  a  needle.  Since 
the  needle  controls  the  carrier  which  is 
attached  to  the  cylinder,  the  machine 
automatically  reproduces  an  engraved 
line  exactly  similar  on  the  roller.  The 
machine  may,  if  required,  be  set  to  re- 

duce the  size  in  any  desired  proportion 
and  may  at  the  same  time  cut  a  num- 

ber of  similar  figures  across  the  width 
of  the  roller. 

The  figures  on  the  roller  are  filled  in 
with  slanting  parallel  ground  lines,  far 
enough  apart  so  that  after  the  rollers 
are  etched,  they  will  furnish  just  enough 
color  to  produce  the  desired  shade. 

Roller  Given  an  Acid  Bath 

After  being  placed  in  a  water-trough 
to  wash  off  any  particles  of  dust,  the  rol- 

ler is  placed  in  an  acid  bath  until  the 
desired  depth  of  etching  is  obtained. 
The  varnish  is  then  washed  off  and  the 
roller  is  ready  to  print. 

In  the  making  of  the  best  grades  of 
drapery  fabrics,  a  separate  roller  is  re- 

quired for  each  roller  and  for  each  shade 
of  a  color.  Sometimes  a  design  requires 
thirteen  rollers.  Copper  cylinders  are 
not  discarded  after  engraving  but  are 
polished  by  grinding  with  coarse  and 
fine  stones.  After  a  coat  of  varnish  is 
applied  they  are  ready  for  another  etch- ing. 

Preparing  the  Fabric  For  Printing 

To  avoid  spots  and  streaks  from  ap- 
pearing in  the  printed  material,  the  fab- 

ric is  passed  over  a  red  hot  drum  to  re- 
move the  fuzz  and  then  through  a  steam 

box  to  extinguish  any  clinging  sparks. 
This  process  is  known  as  singeing. 

All  accidental  and  chemical  impurities 
are  removed  by  bleaching,  the  fabric  is 
brushed,  sheared  and  finally  wound  in 

large  rolls  ready  for  the  printing  ma- chine. 

Making  the  Dies 

In  the  preparation  of  dye  a  thorough 

knowledge  of  chemistry  and  a  well- 
equipped  laboratory  is  required.  A 
small  hand-printing  machine  is  also 
necessary  for  experiments  in  developing 
and  fixing  the  colors.  Expert  chemists 
are  employed  in  making  and  mixing  col- 

ors, which  wil  produce  permanent  effects 
in  the  finished  fabric. 

Printing  and  Drying 

The  fabric  is  placed  around  a  large  cyl- 
inder which  brings  it  into  contact  with 

the  copper  rollers  arranged  on  the  print- 
ing machine  in  a  certain  order.  In  print- 
ing a  fabric  which  requires  ten  or  twelve 

rollers,  one  for  each  of  the  colors  and 
shades  used,  a  corps  of  skilled  artisans 
is  necessary. 

Immediately  after  leaving  the  printing 
machines  the  fabric  is  passed  over  the 
heated  cylinders  of  the  drying  machines. 
Usually  the  drying  room  is  directly 
above  the  printing  press  so  that  the  fa- 

bric can  be  passed  through  an  opening 
in  the  ceiling  without  losing  any  time. 
This  ensures  against  danger  of  blurring 
or  uncertain  coloring. 

The  Final  Process 

To  the  query  "Will  it  wash?"  in  the 
case  of  printed  fabrics,  the  reply  may  be 
made:  it  is  thoroughly  washed  before  it 
is  sent  out.  This  is  a  very  necessary 

opera' ion  in  order  to  take  out  anv  sti~<»~- fluous  coloring  and  to  fix  the  dye.  Most 

materials  are  "tentered"  after  washing, 
that  is  drawn  out  to  their  original  length 
and  width. 

Calendering  or  ironing  is  the  last  op- 
eration. This  is  done  by  heavy  heated rollers. 

After  inspection  for  defects,  the  fa- 
brics are  double-rolled,  measured  for 

yardage  and  tagged  for  color,  design 
and  price.   ■+■    « 

A.  S.  King  of  the  A.  S.  King  Co.,  Ltd., 
Toronto,  is  on  a  business  trip  to  Eng- 

land,   Switzerland,    Italy   and   France. 

Canadian  Dyes  Ltd.,  have  organized 
to  manufacture  dyes  at  Trenton.  Thev 
are  preparing  to  manufacture  1,000 
pounds   of  dyes   per  day. 
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Furnishings  Pay  in  Small  Store 
Sales  In  Some  Lines  Heavier  Than  In  Metropolitan  Stores— Adding  New  Lines  Whe

n 

Old  Ones  Are  Dull— Unusual  Success  With  Floor  Lamps— A  Specialty  Shop 
—Points  To  Be  Remembered  in  Opening 

HOW  to  make  
housefurnishings 

sell  in  a  small  store,  is  a  problem 
which  has  vexed  many  a  dealer, 

particularly  those  who  are  situated  in 

the  larger  towns  and  in  the  cities. 

There  is  a  store  in  Toronto  which  in  a 

year  has  made  a  net  profit  of  $3000  in 

housefurnishings  alone.  This  has  been 

done  at  a  time  when  business  conditions 

did  not  warrant  taking  risks  and  for 

that  reason  the  proprietor  is  confident 

that  the  next  two  or  three  years  will 

bring  him  even  greater  profits. 
The  man  who  conceived  the  idea  of  a 

small  housefurnishings  store,  was  a 
traveller  who  for  years  had  been  in  the 
employ  of  housefurnishing  houses  and 
had  a  good  knowledge  of  the  taste  of 
the  consumer  and  his  buying  capacity 
under  various  conditions.  Last  July  he 
decided  to  venture  out  for  himself  and 
spent  some  time  in  getting  his  location. 
Always  a  believer  in  the  encouraging  of 
high-class  merchandise,  he  considered  it 
inadvisable  to  open  a  store  of  this  type 
in  a  poor  or  even  middle-class  district. 
The  man  or  woman  who  is  an  inveterate 
bargain-hunter  usually  patronizes  the 
large  stores.  Moreover,  customers  who 
are  in  a  position  to  know  values  are 
more  inclined  to  buy  at  the  small  stores, 
than  at  the  department  houses.  He 
therefore  chose  a  location  on  Ronces- 
valles  Ave.,  a  street  sufficiently  remov- 

ed from  the  business  district  to  ensure 
some  patronage  and  in  a  locality  which 
borders  on  a  wealthy  as  well  as  on  a 
middle-class  section. 

Lines  in  his  Original  Stock 

His  first  intention  was  to  devote  his 
store  to  bedroom  fittings  alone  and  he 
therefore  stocked  with  beds,  mattresses, 
pillows,  eiderdowns  and  sheetings  ex- 

clusively. Of  these,  the  mattresses  sold 
best  of  all,  the  eiderdowns  came  second 
and  the  beds  last.  The  reason  for  his 
lack  of  success  in  handling  beds  he  gives 
is  that  furniture  requires  display  room 
more  than  anything  else.  The  very  best 
lines  will  not  make  a  good  appearance 
when  crowded  and  there  is,  moreover,  a 
certain  amount  of  damage  done  in  the 
rubbing  closely  packed  pieces.  As  to 
mattresses,  he  states  that  he  could  not 
procure  enough  in  the  late  fall  and  that 
this  spring  there  was  a  big  demand  for 
them.  One  lesson  he  learned  in  this  con- 

nection was  that  cheaper  mattresses  are 
not  wanted  now-a-days  and  that  this 
does  not  apply  only  to  customers  who 
have  money  but  to  all  the  buying  public. 
Street-car  posters,  magazine  advertise- 

ments and  common  talk  have  educated 

the  people  to  want  comfortable  mattres- 
ses. In  fact,  the  few  cheaper  ones  he 

did  stock,  were  finally  sold  at  a  loss  of 
fifty  cents  each.     The  only  object  in  fu- 

ture which  he  will  have  in  mind  in  keep- 

ing poorer  lines  will  be  to  compare  them 
with  better  ones.  Many  a  customer  who 

came  in  last  year  to  buy  at  a  price,  went 
away  with  a  high-grade  mattress,  yet, 
had  the  merchant  informed  each  of  these 

that  he  only  kept  them  above  a  certain 

price,  they  would  have  undoubtedly  re- fused to  look  at  them. 

It  is,  moreover,  advisable  to  sell  mat- 
tresses which  are  beginning  to  soil,  at 

a  loss  rather  than  it  is  to  keep  them 

around.  They  give  a  very  bad  impres- 
sion of  the  whole  store. 

The  Craze  for  Eiderdowns  as  Gifts 

The  claim  is  made  that  more  eider- 
downs were  handled  by  this  little  shop 

last  year  than  by  one  of  the  largest 
metropolitan  stores  in  Canada.  Window 
display  is  said  to  be  responsible  for  it 
and  the  fact  that  it  was  a  bedding  spe- 

cialty shop  brought  many  customers*, who  were  looking  for  variety.  There  is, 
the  proprietor  says,  a  desire  on  the  part 
of  every  individual  for  the  luxury  of  an 
eiderdown.  Many  men  who  stood  wait- 

ing for  street-cars  were  enticed  into 
buying  these  comforters  through  the 
windows  alone.  The  chief  factor  how- 

ever, in  their  success,  was  due  to  last 

year's  fad  for  giving  them  as  a  birth- 
day and  Christmas  gifts.  This  idea  he 

intends  to  work  up  even  stronger  for 
next   Christmas. 

As  the  early  fall  approached  and  it 
was  felt  that  there  would  be  a  lull  in 
the  demand  for  regular  bedroom  fittings 
two  other  lines  were  added.  These 
were  toys  and  cushions.  The  former 
were  considered  by  this  man  a  real 
success  because  again  lack  of  space  was 
a  drawback  and  because  they  are  hand- 

led by  all  the  stationery  and  dry  goods 
stores  in  the  district.  In  the  cushions 
he  met  with  signal  success.  Ten  days 
before  Christmas  ten  dozen  of  these 
were  brought  into  the  store  and  on 
Christmas  Eve  all  but  seven  cushions 
were  sold.  In  price  they  ranged  from 
$5.00  to  $20.00.  Care  was  taken  that 
not  too  many  of  the  same  style  were 
stocked,  since,  with  few  exceptions,  they 
all  went  into  homes  in  the  same  locality. 
With  the  idea  of  a  big  turnover,  the  pro- 

fit asked  on  these  was  small.  The  pro- 
prietor is  a  man  who  thinks  a  fair  price 

to  all  brings  more  customers  back  to 
his  store  than  a  high  price  to  some  and 
a  bargain  to  others,  on  those  articles 
which  will  not  sell  at  the  original  steep 

price. Floor  Lamps  his  Greatest  Pride 

As  an  experiment  after  the  Christmas 
rush  died  down,  lamps  were  installed. 
These  were  of  all  varieties,  stress  be- 

ing laid  particularly  on  the  table  lamps. 

It  was  soon  discovered  however,  that 

the  floor  lamps  sold  fastest  and,  before 

obtaining  more  of  these,  the  merchant 
found  out  the  reason  why.  He  made 

trips  to  the  large  department  stores, 
following  the  custom  of  his  patrons, 

nearly  all  of  whom  he  found  had  re- 
turned from  downtown  to  buy  his  lamps. 

The  startling  discovery  was  made  that 
he  was  offering  them  at  seventy  per  cent 

of  the  prices  asked  in  the  larger  stores. 
Instead  of  boosting  his  charges  as  many 
merchants  are  inclined  to  do,  he  held 
them  at  the  same  price  and  even  tried, 
where  it  was  possible,  to  cut  them  a  little. 
He  was  satisfied  with  a  normal  profit  on 
the  lamps  and  was  not  looking  for  a  price 
for  these  which  would  compensate  for 

his  slower  lines.  As  a  result  his  turn- 
over on  floor-lamps  during  the  months 

of  January,  February  and  March  was  al- 
most startling.  The  reason  he  gives  for 

the  fact  that  the  table  lamps  did  not 
sell  so  well  is  that  it  is  harder  to  obtain 
distinctive  styles  in  these.  The  shades 
are  not  made  along  individual  lines.  In 
the  floor-lamps  on  the  other  hand,  he 
did  not  sell  any  two  which  were  exactly 
alike.  This  made  a  great  appeal  to  the 
class  of  customers  who  could  afford 
such  things. 

His  Plan  for  this  Fall 

Following  his  original  idea  of  trying 
out  new  lines  before  stocking  them, 

some  handiwork  in  table  and  bed  linens 

was  tried  out.  These  sold  so  well  dur- 

ing the  summer  when  business  was  ra- 
ther quiet  in  the  locality,  that  the  pro- 

prietor has  decided  to  add  them  as  a 
Christmas  line.  Madiera  work  and 
Cluny  lace  will  be  among  the  fancy 
goods  carried.  Always  a  believer  in 
variety  as  a  big  selling-force,  he  says 
that  he  can  show  a  great  deal  of  this  in 
a  small  space. 

A  Point  to  Remember  in  Opening  a  New Store 

Where  one  or  more  lines  are  planned 
for  a  specialty  shop,  this  merchant 
states  that  the  essential  thing  is  to 
make  known  what  things  are  sold.  In 
this  way  customers  will  learn  to  think 
of  that  shop  in  a  certain  connection. 
Stores  in  Canadian  towns  are  so  often 

dry  goods'  stores  on  a  small  scale,  that 
the  public  often  think  of  them  as  carry- 

ing everything  and  nothing.  This  pub- 
licity idea  can  be  obtained  in  two  ways: 

one  is  the  name  and  the  other  is  the 
window.  Let  the  name  convey  the 
kind-of-shop  idea  correctly  and  let  the 
windows  indicate  that  certain  things  are 
specialized.  Where  only  three  or  four 
lines  are  carried,  show  one  as  a  general 
rule  at  a  time. 
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To  a  Linoleum  Customer 
Things  That  A  Linoleum  Salesman  Should  Know  About  The 

Article  He  Is  Selling — A  Form  of  Address 
Suggested — It  Is  Worth  Trying  Out 

THE  BETTER  one  knows  hi
s  goods 

the  more  easily  will  he  make  sales. 
Not  less  important  than  this  is 

the  enthusiasm  he  can  inject  into  his 

sales  arguments*.  Hence,  a  few  facts  re- garding linoleum  should  be  of  service 
10  the  floor  covering  merchant  and  his 
salesmen. 

We  shall,  for  the  purposes  of  this 
brief  article,  suppose  that  a  customer 
has  come  into  the  store  for  a  floor  cover- 

ing. She  does  not  know  just  what  her 
taste  's  and  is  looking  for  advice.  If 
she  has  been  fortunate  enough  to  enter 

the  right  store  "Mr.  Star  Salesman," 
after  a  pleasant  greeting  will  have  this 
to  say  regarding  linoleum:,— 

"Linoleum,  madame/  has  become 
very  popular  as  a  floor  covering  in 
recent  years.  Not  that  it  is  a  new  and 
untried  product,  for  it  has  been  very 
generally  used  as  a  floor  covering  in 

the  cosy  homes  of  European  house- 
wives for  generations.  There  they 

learned  the  unique  advantages  of  lino- 
leum, while  in  Canada  this  knowledge 

is  being  acquired  gradually. 
"Linoleum  is  made  of  ground  cork 

and  many  other  materials  known  for 
their  wearing  qualities.  Among  these 
materials  a  most  important  one  is  lin- 

seed oil,  oxidized  by  special  process 
over  a  period  of  several  weeks.  That 
is  why,  when  linoleum  is  placed  on 
your  floor,  you  find  it  so  easy  to  walk 
on.  The  combination  of  selected  cork, 
linseed  oil  and  other  materials  affords 
us  this  comfortable  treading  surface 

and  makes  one's  housework  easier. 

"Then  you  will  be  interested  to  know that  linoleum  is  built  over  a  base  of 
strong  burlap  as  you  can  readily 
see  on  this  linoleum  rug — (turning 
the  corner  to  point  this  out).  That  is 
something  you  should  always  ask  to 

see — this  burlap  back, —  when  buying. 
"When  you  buy  linoleum,  either  by 

the  yard  or  in  the  form  of  a  rug,  you 
are  really  buying  floor  satisfaction. 
In  the  first  place  all  you  need  do  to 
keep  it  fresh  and  bright  is  to  pass  a 
mop  or  damp  cloth  over  it  a  few  times 

each  week — labor  is  wonderfully  less 
when  you  cover  your  floors  with  this 
moderately-priced   material. 

"One  of  the  real  advantages  of  lino- 
leum is  that  of  the  wide  choice  one  is 

afforded  in  selecting.  There  are  scores 
and  scores  of  designs,  each  skilfully 
evolved  by  artists  who  do  nothing 
else.  Thus,  you  see,  any  color  plan  can 
be  matched,  whether  you  desire  to 
cover  the  floors  of  dining  or  living 
room,  bedroom,  kitchen  or  hall. 

"It  is  very  important  that  you  have 
every  piece  of  linoleum  or  rug  laid 
carefully.      Projecting      knots,      wide 

cracks,  nail  heads,  etc.,  should  be  re- 
moved. It  is  well,  in  fact,  even  over  a 

smooth  floor,  to  lay  carpet  felt  first. 
It  will  mean  longer  life  to  the  lino- 

leum and  a  more  comfortable  tread 
for  your  feet.  We  make  a  specialty  of 
laying  linoleum  for  a  nominal  charge. 

"This  little  booklet  contains  just 
the  information  you  will  be  glad  to 
possess  regarding  linoleum  and  its 
care.  It  has  been  prepared  just  for 

this   purpose." Couched  in  similar  language  the  sales- 
man cannot  fail  to  interest  his  prospect. 

In  the  first  place  he  has  imparted  in  a 
few  minutes,  real  information  that  few 
are  conversant  with.  He  will  have  been 
able  to  further  develop  his  arguments 

under  the  heading  of  "attractiveness" — 
"convenience" — (requires  no  tacking) 
"sanitary" — cannot  harbor   dirt,   etc. 

It  would  surprise  many  merchants  to 

know  what  a  sane,  sensible,  interest- 
compelling  talk  like  this  would  do  to  in- 

crease business  for  their  -department. 

Try  it.   ♦   

Conditions  in 
Textile  Trades 

Sir  Chas.  W.  Macara  Says  Labor  Trou- 
bles Caused  by  Extremists 

In  course  of  an  article  in  the  Septem- 
ber issue  of  the  Nineteenth  Century  Sir 

Chas.  W.  Macara  writes  that  it  is  utterly 

foolish  for  people  to  imagine  that  we 

could  get  along  better  had  we  no  trade 

union  organizations  to"  contend  with.  I 
am  not,  and  never  was,  an  advocate  for 

"smashing  the  unions."  My  experience 
as  president  of  the  Master  Cotton  Spin- 

ners' Federation  and  of  twenty-one 
years  presiding  over  numerous  confer- 

ences of  masters  and  men  in  connection 
with  disputes,  convinced  me  that  we 
could  not  go  back  to  the  chaotic  state 
of  things  which  existed  before  we  had 
collective  bargaining.  It  would  not  be 
good  for  either  masters  or  men;  indeed 
it  would  be  the  greatest  mistake  ima- 

ginable to  attempt  such  a  thing,  even 
were  it  possible.  During  the  whole  of 
the  period  to  which  I  am  referring  only 
one  general  stoppage  of  the  cotton  in- 

dustry relating  to  a  question  of  wages 
occurred.  Collective  bargaining  is  in- 

dispensable nowadays,  and  no  one  who 

has  had  experience  of  negotiation  -.vould 
wish  to  be  without  it.  Granted  that  the 

unions  ait  -frorm'  and  well  handled,  and 
the  members  throughly  loya'  and  united, 
demands  can  be  voiced  and  agreements 
made  which  would  be  impossible  if  each 
employee  or  master  was  a  law  unto  him- 

self.  Such  an  industry  as  the  cotton  in- 
dustry, owing  to  its  size  and  complexity 

could  not  be  carried  on  at  all  if  the 
leaders  of  the  big  unions  could  not  be 
called  together  to  settle  with  the  em- 

ployers the  hundred  and  one  points 
which  are  constantly  cropping  up  in  the industry. 

It  will  be  noted  that  I  make  a  point  of 
the  loyalty  of  the  members  to  their  own 
unions.  It  is  the  disloyalty  of  an  ex- 

treme, if  small,  element  in  our  unions 
which  has  been  responsible  for  much  of 
the  trouble  we  have  had  in  this  country 
of  late,  and  that  this  noisy  section  does 
more  harm  than  good  there  can  be  no 
doubt  whatever.  We  had  a  telling  case 

of  what  I  mean  in  the  twenty  weeks' 
struggle  which  took  place  in  the  cotton 
industry  in  1892-3,  and  we  have  seen 
how  this  in  discipline  has  affected  the 
coal  dispute  of  the  last  few  months.  In 
both  instances  these  were  prolonged  by 
the  action  of  extremists.  In  the  case  of 
the  cotton  dispute  the  terms  actually 
agreed  upon  were  proposed  at  a  confer- 

ence held  six  weeks  before  the  actual 
settlement,  but  the  extremists  would  not 
agree  to  them,  and  we  all  know  now 
that  the  coal  strike  coud  have  been  set- 

tled four  weeks  before  it  actually  was 
on  terms  quite  as  good  as  those  se- 

cured— indeed,  Mr.  Frank  Hodges  has 
made  the  statement  that  the  earlier 
terms  were  even  more  advantageous 
than  those  which  were  accepted  in  the end. 

Perhaps  we  shall  learn  to  see  things 
more  clearly  in  time,  and  meanwhile  we 
must  be  thankful  that  something  really 
useful  has  been  achieved  in  the  way  of 
getting  the  country  to  work  again.  Mat- 

ters have  improved  considerably  recent- 
ly, and  with  proper  management  and 

harmonious  relationship  between  Capi- 
tal and  Labor  there  are  great  prospects 

in  store  for  the  country  and  the  Empire. 
With  practical  men  managing  the  affairs 
of  the  country  instead  of  theorists,  my 
opinion  is,  with  the  world  scarcity  of 
goods  caused  by  the  war,  we  ought  to 
have  a  very  prosperous  time. 

DEMAND   FOR   EVENING 

DRESSES   INCREASING 

Several  manufacturers  in  Toronto  are 
devoting  themselves  altogether  to  even- 

ing dresses  for  the  next  few  months. 
Though  New  York  designers  are  talking 
velvet  very  extensively,  Canadian  women 
are  favoring  charmeuse  or  crepe  with 
over  dresses  of  lace.  In  fact  lace  of  every 
kind  and  width  is  being  used  on  foun- 

dations of  a  fabric  of  the  same  shade. 
There  is  a  tendency  to  the  very  high 

shades  in  evening  wear.  After  black 
the  best  colors  are  American  Beauty, 
Sapphire  and  the  Yellow  hues.  Silver 
is  very  good  in  filet  and  radium  laces 
with  almost  any  shade  of  gown.   -♦   

J.  H.  DeRoche  who  has  been  with  the 

John  O'Neil  dry  goods  store  in  Moncton 
N.B.,  for  some  years,  has  opened  a  dry 
goods  and  ready-to-wear  business  of 
his  own  in  the  same  city. 
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ing  at  Wog-Chat-Ka,  Santa  Claus  with 
his  great  sleigh  overflowing  with  toys, 

reached  there  safely."  Thereupon, 
plans  were  laid  for  a  monster  parade 
from  the  train  to  the  store,  in  which 

Santa  was  to  be  escorted  by  a  throng 

of  Indians,  squaws,  papooses,  cowboys, 

clowns,  two  bands  and  a  calliope.  Owing 
to  the  fact  that  there  was  no  snow  in 

Montreal  at  that  time,  Santa  was  ob- 
liged to  dispense  with  his  sleigh  and 

drive  in  state  in  a  chariot  made  for  him 

by  Almy's.  The  chariot  was  built  to 
resemble  the  roof  of  a  brick  house 
from  the  chimney  of  which,  Santa  held 

a  continuous  reception  amid  the  enorm- 
ous crowds  who  gathered  to  welcome 

him,  and  continued  his  drive  around  the 
city  in  this  unique  vehicle. 

On  arrival  at  the  store,  squads  of 
police  had  to  be  called  in  to  Keep  the 
crowds  back,  and  after  a  brief  reception 
he  disappeared  into  the  store,  there  to 
remain   until   Christmas. 

On   a   Throne 

A  throne  had  been  erected  for  him  in 
a  quiet  corner  of  the  toy  department  and 
on  which  he  held  daily  receptions  as 
well  as  walking  through  the  store  from 
time  to  time.  The  toy  department  was 
specially  decorated  in  scarlet  and  pres- 

ented a  wonderfully  cheery  and  brilliant 
effect.  Toys  seemed  to  overflow  from 
every  counter  and  electric  trains,  mot- 

ors, flying  machines,  in  fact,  every  con- 
ceivable type  of  moving  toy  was  being 

demonstrated  to  the  huge  delight  of 
thousands  of  youngsters  every  day. 
Parents  flocked  in  hundreds  also  to 
honour  the  saint  and  a  curious  feature 

of  last  season's  Christmas  shopping  was 
the  fact  that  most  parents  shopped  at 
night,  so  that  the  toy  department  was 
exceptionally  busy  then  and  much  quiet- 

er during  the  daytime. 
Santa  was  decidedly  an  asset  to  the 

store,  as  the  vast  quantities  of  toys  rap- 
idly melted  away  and  the  genial  Saint 

slipped  away  almost  unnoticed,  after  his 
work  had  been  accomplished. 

Retailer  Knows  Power  of  Advertising 

SHORTER  UNDERSKIRTS  BEING 
MADE 

Continued  from  page  89 
ingly  increased  call  for  brassieres.  The 
combination  brassiere  and  hose  support- 

er is  strongest  of  all.  It  takes  the  place 
of  the  full  corset  for  the  slim  miss  and 
adds  to  the  straight  line  silhouette  of 
the  stout  figure.  Some  of  the  styles 
fasten  at  the  back  and  others  at  the  side 
or  front.  Some  have  two  hose  supporters 
and  others  four. 

THE  FALLOWING  is  an  a
ccount 

af  an  address  given  by  Hugh  Sav- 
age, editor  of  the  Cowichan  B.  C. 

Leader,  at  a  gathering  of  retail  mer- 
chants in  Vancouver: 

In  the  country  newspaper  and  those 
who  are  engaged  in  the  retail  trade  I 
see  two  of  the  greatest  forces  in  com- 

munity building.  In  scores  of  centres  in 
this  province  these  forces  are  amicably 
allied,  working  toward  a  common  goal. 
Indeed  I  might  venture  the  assertion 
that  the  progress  of  these  centres  is  in 
direct  ratio  to  the  firmness  of  the  bonds 
which  link  retailer  and  editor. 
What  do  I  mean  by  these  bonds  ?  Is 

it  the  link  of  materialism,  of  business, 

of  buying  and  selling?  To  a  certain  ex- 
tent it  is,  but  it  would  be  a  grievous 

error  to  imagine  that  this  business  tie 
was  the  sole  tie. 

Far  greater  and  more  lasting  is  the 
pride  they  share  in  belonging  to  and 
working  for  the  development  and  bet- 

terment tf  their  common  community. 
The  retailer  is  a  business  man,  but, 

stripped  of  his  apron  and  obliging  mien, 
we  see  him  playing  a  greater  part  on 
the  stage  of  our  rural  life.  He  is  the 
pillar  of  the  church,  the  backbone  of  the 
Board  of  Trade,  the  business  brain  be- 

hind the  activities  of  the  fall  fair.  I 
frequently  see  him  the  object  of  those 
countless  appeals  for  charities  and  sub- 

scriptions for  every  cause  under  heaven. 
Once  a  farmer  supported  his  desire   to 

canvass  the  storekeepers  for  subscrip- 
tions by  the  statement  that  they  were 

making  their  money  out  of  him  and  his 
kind.  Of  a  piece  with  this  fallacy  is  the 
sentiment  of  those  who  strive  to  fan 

enmity  between  the  rural  town  dweller 
and  those  actually  on  the   land. 
We  know  that  the  country  town  or 

its  nucleus,  the  store  and  post  office 
near  the  railway  station,  are  the  result 
of  the  development — agricultural  or 
otherwise — of  the  surrounding  country. 
The  interest  of  store  and  farm  are  one. 

As  a  centre  grows  it  becomes  the  duty 

and  in  general,  actually  is  the  self-im- 
posed task,  of  the  retailer,  allied  with 

his  felloes,  to  induce  settlement,  initiate 
industries,  and  speed  up  the  wheels  of 

progress. It  is  the  retailer  who  is  building  up 
the  superstructure  of  our  village,  on  the 
foundation  laid  by  agriculture  or  other 
development.  It  is  the  retailer  who  is 
in  the  main  responsible  for  the  inaugur- 

ation of  the  weekly  newspaper.  He  may 

or  may.  not  found  it  himself — the  paper 
I  represent  was  so  founded — but  it  is  he 
who  provides  it  with  that  business,  with- 

out which  it  would  be  exceedingly  dif- 
ficult  for   it   to   operate. 

In  turn,  the  advertising  columns  of 
the  weekly  press  are  his  greatest  ally  in 
creating  an  influence  which,  in  propor- 

tion to  its  quality,  restricts  the  outflow 
of  that  trade  which  might  and  does  still 

Continued  on  page  134 

In  a  recent  advertisement  Nisbet  and 
Auld  of  Toronto,  stated  that  while  they 

cancellations    and    ̂ '"s  motor  rug  is  all-wool.    It  is  eighty  inches  long  and  sixty  wide.     The  rug  itself  is were    receiving    more    ccmctuiauoiis    anu    -'»••»  »<~w<    <ny   io  i»i-iwi/i,     it   (l-.  ciy;ua  tiwsiuvo  wnj  u.«.u   *i.ii<f  w/iac.     ±  n&  i  u,y  n 

returned  goods  than  orders,  to-day  they   dark  brown  in  color  and  the  stripes  are  buff  and  white.     The  fringe  is  nearly  four 
Its  weight  is  four  pounds.      Shown   by   the   Brooks    Woolen   Company, 

Sirncoe,   Ont. 
were    receiving 
pre-war  days. 

more    orders    than      in    inches  deep. 



HOUSE     FURNISHINGS  Dnj  Goods  Review 

The  Public 
on  the 

OR  A  P  E  R  Y  .N\  \  X>x  W 
buyers         o  f  \  \     N     N  vx       'x  \ 

Canada  need  have  no  \   '-,       »»,      *%\       "s.^   '  .. 
iear  as  lo  what  will  hap-  \   \      **».,     *»%,  X,       *>^ 
pen    when    they    buy    our  *\  \      X,  'x^ 
line — not  only  does  it  com-  \  X,  *X, 
pel  the  admiration  of  the  re-  \ 
tailer,  and  add  a  touch  of  real 
distinctiveness  to  his  stock,  but  the  \ 
consumers,    the    women    who    know 

good   goods,   are  asking — by  the  hun- 
dreds, indeed  thousands — where  they  can  \ 

obtain  the  Jamieson  Line.  \N 

That  the  public  eye  is  focused  on  The  Jam-  \% 
ieson   Line  is  proven  by  the  thousands  of  enquiries 
that  came  to  us  at  our  booth  at  the  Canadian  National 

Exhibition,  seeking  information  as  to  where  they  can  ob- 
tain our  p-oods. 

From  the  information  we  have  received  from  many  dif- 
ferent sources  we  are  convinced  that  there  will  be  heaviet  buy- 

ing this  Fall  than  conditions  heretofore  have  led  us  to  believe. 

So  convinced  are  we  that  a  trade  revival  is  upon  us,  that  we  have 
placed    large    stocks    of    goods    in    our    showrooms    at    55    Bay    Street, 

Toronto,  all  priced  at  to-day's  mill  quotations  and  ready  for  immediate 
shipment. 

We  have  on  hand  a  complete  line  of  new  goods — no  broken  lines, 
oddments,  or  seconds,  but  perfect  goods — direct  from  our  own  mills  at 
Darvel,  Scotland. 

The  Jamieson  Line  enjoys  a  world-wide  reputation. 

Alexander  Jamieson  &  Company 
55  Bay  Street,  -  Toronto,  Ont. 

Telephone:  Adelaide  861 
^flrt^tffflrtffirtaMM^^ 
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ynviu Eye  is  Focused 
Jamieson  Line 

The  Jamieson  Line  Consists  of — 
Lace  Curtains,  Cream  and  Colored  Scotch  Madras,  Curtain   Nets, 

Sectional  Panels,  Brise  Bise,  Vitrage,   Poplin  Repps,   Fast  Dyed   Case-' 
ment  Cloth,  Hand-blocked  Printed  Cretonnes. 

Give  us  a  call  or  write  us  for  prices,  etc.     We  render  service  on  all 
orders,  large  or  small. 

The  most  complete  line  on   the  market  to-day 

WHOLESALE  ONLY 

Alexander  Jamieson  &  Company 
55  Bay  Street,  Toronto,  Ont.     Telephone:  Adelaide  861 

Scotch 

Drapery 
Fabri 

^ElMM^T^iT^tfgja^ti^if^ie  MJTMMMM'm^im.^ur^i  aiiiji  iu  A^ur^irzttttiLAiL  air  iAih^tmtfxvzttu^^ 
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Ikautp  Jflafeeg  £>ale* 
^nb  <©ualitj»  permanent  Customer* 

It  is  the  exquisite  delicacy  and  grace  of  the  Biltmore  patterns  that 

determines  your  customer's  selection,  but  it  is  their  quality  and  their 
ability  to  wear  long  and  withstand  many  launderings,  that  makes  her 
a  permanent  Biltmore  customer. 

Biltmore  leadership  has  been  built  upon  Beauty  and  broad  variety 

of  designs  combined  with  that  quality  which  never  fails  to  give  satis- 
faction. 

This  season  we  are  showing  the  most  appealing  and  easiest  selling 
designs  in   Scrim,   Marquisette   and   Net,   Curtains   and   Piece   Goods, 

9 

ft 

* 
X 

we  have  ever  offered. 

DO  NOT  FAIL  TO  SEE  THEM 

|        Cfje  ptltmore  Curtain  Compan2>,Htmtteb 
332  Craig  Street  West,  MONTREAL 

Western  Representative:  J.  M.  Osier,  696  Builders'  Exchange,  Winnipeg,  Man. 

Maritime  Representative:  C.  F.  Cassidy,  46  Pitt,  St.  John,  N.B. 

Insure  Your  Blankets  Against  Moth 
A  cedar  chest  will  absolutely  protect  furs,  overcoats  and  woollens  from 

this  destructive  pest.  This  fact  has  been  established  by  the  Depart- 
ment of  Agriculture  of  the  U.  S.  Government. 

Red  Seal  Cedar  chests  are  "Made  in  Canada"  from  Tennessee  Red 
Cedar  bought  in  car  lots  direct  from  the  mills  in  the  South. 

Place  Your  Order  Now  For  Holiday  Season- 
Catalogue  and  Prices  on  Request 

THE  H.  E.  FURNITURE  CO.  LIMITED 
MILVERTON,   ONTARIO 
Warehouse  Manager  at  Winnipeg: 

D.  Mclniyre,   187  Florence  Avenue,    Winnipeg,   Man. 
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A 
Word  To 

the  Curtain  Buyer 

Our  Lace  buyer  has  just  returned  from  Europe  after  having  purchased 
the  choicest  selection  of  curtain  trimming  we  have  ever  had.  These  were 
bought  at  the  lowest  prices  we  have  seen  for  years. 

£|j||!|We  have  also  covered  on  Marquisettes  and  Scrims  at  the  very  lowest  prices  the  M 
ket  has  touched. 

ar- 

The  Result  is  that  the  new  fDallQOr"  line  of  Marquisette  and  Scrim  Curtains, 
Piece  Goods  and  Panels,  will  be  the  finest  we  have  ever  produced, 
and  at  prices  which  will  demand  your  consideration  as  a  keen  and 
discriminating  buyer. 

A  Word  of  Advice:  Place  your  orders  NOW  for  immediate  and  Spring  Re- 
quirements if  you  wish  to  be  in  a  position  to  compete. 

Daly  &  Morin,  Limited 
Lachi 

ine, 
Montreal 
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Paris  Gowns  Help  Canadian  Sales 
W.  &  D.  Dineen  of  Toronto,  Find  That  New     Enthusiasm  Is  Put  In  Sales  Force  By 

Handling  Paris  Creations— Simplicity  the  Keynote  of  Paris  Styles— The  Suc- cessor of  The  Sweater  Coat 

F ,ROM      Paris?      I'll    try      it     on, 
please." That  is  what  Canadian  women  are 

saying  more  and  more  and  that  is  also 

the  reason  why  they  are  now  content  to 

buy  in  this  country.  There  was  a  time 

when  our  stores  bought  what  New  York 

was  showing-  or  what  New  York  said 

Paris  was  showing.  Nowadays  when  they 

send  out  buyers  they  instruct  them  to 

go  and  see  for  themselves  what  Paris 

is  showing.  Not  that  they  pretend  to 

deal  to  any  extent  in  Parisian  goods  or 

that  they  are  not  well-stocked  with  Can- 
adian merchandise  but  that  they  realize 

the  business  which  is  to  be  obtained 

through  showing  French  styles.  When 
women  see  hats  and  suits  and  dresses 

which  have  the  label  of  Paris  houses, 

they  feel  more  confident  that  that  store 

is  offering  what  is  really  new.  Moreover, 

seeing  how  merchandising  is  carried  on 

in  Paris  and  just  breathing  the  atmos- 

phere of  that  city  for  a  few  weeks  twice 

a  year  has  such  an  effect  on  the  buyer 

that,  granted  he  or  she  has  some  person- 
ality, the  spirit  is  soon  imparted  all 

along  the  line  even  to  the  smallest  par- 
cel-girl. 

\Y.  &  D.  Dineen  Company  Find  it  Profit- able 

One  of  Toronto's  largest  retail  fur 
and  ready  to  wear  houses  for  both  men 

and  women  is  that  of  the  W.  &  D.  Din- 

een Company  of  Toronto.  Frank  Dineen 

had  just  returned  from  a  trip  to  Europe 

when  a  representative  from  Dry  Goods 

Review  dropped  in  on  him.  Hats,  dresses 

blouses,  coats  and  suits,  all  redolent  of 
the  big  fashion  metropolis  were  to  be 
seen  everywhere.  The  effect  on  the  staff 
was  quite  remarkable.  They  were  not 

showing  styles  copied  from  Paris  models; 
they  were  showing  creations  which  came 
all  the  way  from  the  smartest  establish- 

ments over  there  to  be  displayed  in  the 
Dineen  store.  What  if  many  of  these  did 
not  sell  immediately  because  they  were 
a  little  extreme  either  in  price  or  style? 

They  were  needed  on  so  many  occasions 

to  show  an  exacting  customer  how  closely 

Canadian-made  articles  can  be  made  to 

resemble  them.  And  what  a  wealth  of 

chic  Parisienne  designs  were  to  be  seen. 

Not  from  one  or  two  houses  but  from 

probably  a  score  were  the  mode's  in  each 
field  chosen.  Yet  what  a  similarity  there 

was  in  them  all,  which  perhaps  is  the 

real  reason  why  Paris  remains  supreme, 

in  spite  of  those  people  who  thought  the 

war  would  bring  the  centre  of  fashion 

to  this  continent.  Though  French  mod- 
istes and  milliners  and  designers  may  de- 

cry each  other's  models  in  terms  which 
are  little  less  than  libellous,  they  usually 

have  the  happy  gift  of  getting  down  to 

a  basis  which  means  uniformity  before 

our  buyers  go  over  to  obtain  their  wares. 

The    Gowns 

The  key-note  of  the  gowns  is  simplic- 
ity; a  simplicity  which  at  first  glance 

one  would  think  rivalled  that  of  the 
Puritan  wives.  But  a  second  look  and  one 

could  see  the  detail  in  cut  and  workman- 
ship which  was  needed  to  give  that  air 

of  simplicity.  Truly  the  French  are  won- 
derful people.  It  would  be  hard  to  say 

whether  black  or  brown  was  the  prevail- 
ing color  in  these  dresses.  Certainly 

either  can  be  worn  better  than  navy  this 
fall  and  winter.  As  to  length  of  skirt, 

eight  or  nine  inches  is  the  correct  dis- 
tance from  the  ground,  though  many  of 

the  gowns  which  have  been  sold  so  far, 
have    been    shortened    to    conform    with 

For  the  debutante  who  adores  fluffy 

frocks,  this  little  model  of  black  Canton 

crepe  faced  with  jade  will  be  a  delight. 
Petal-like  bits  of  ribbon  cluster  at  the 

ends  of  the  four  flying  panels  and  the 

jaunty  little  cape  in  the  back  is  tipped 
with  tassels.  Frock  by  courtesy  of  the 
M.  Gardner  Company  Limited,  Montreal. 

— Photo  by  Photo-Kraft  Studios,  Mon- treal. 

Canadian  styles.  In  fact,  it  is  affirmed 
that  not  until  next  spring,  will  the  long- 

er skirt  be  worn  to  any  extent  here. 
Sometimes  a  little  bit  of  lace  is  seen 

around  the  neck  or  three-quarter  sleeve 
but  never  is  it  worn  in  any  quantity. 
Bronze  beads  are  probably  used  more 
than  anything  else  for  trimming  and 
are  seen  more  profusely  on  the  lower 
part  of  the  skirt  than  anywhere  else. 
In  fact  there  is  often  a  design  seven  or 
eight  inches  deep  on  the  skirts.  French 
waistlines  are  almost  back  to  normal 
and  where  there  is  a  lengthened  line, 
there  is  nearly  always  an  elastic  running 
string  where  waist  and  skirt  join,  so 
that  the  dress  hangs  much  better  over 
the  hips  and  back  than  in  the  spring 
models. 

Those  Paris  Blouses 

What  the  Frenchwoman  loses  in  splen- 
dor in  her  dresses,  she  gains  over  and 

over  again  in  her  blouses.  So  profusely 
are  the  minature  beads  sprinkled  over 
the  material,  that  one  has  to  look  sever- 

al times  before  discovering  whether  it 
is  of  canton  crepe  or  of  georgette.  These 
beads  are  mostly  the  little  white  ones 
of  the  same  family  as  those  we  used  to 
make  daisy  chains  from  in  our  youth. 
The  most  frequent  design  is  in  straight 
lines  an  inch  apart  at  the  neck  and 
widening  out  to  two  inches  at  the  waist. 
Sometimes  they  use  henna  beads  and 
sometimes  orient  blue  but  nearly  always 
it  is  white, — white  on  a  blue  ground  or 
white  on  red  just  so  long  as  the  beads 
are  white. 

Coats  and  Suits 

When  we  speak  of  Paris  coats  and 
suits,  we  mean  some  suits  and  many 
coats  for  Paris  seems  to  tend  more  and 
more  each  year  to  the  suit  dress  rather 
than  the  real  suit  and  to  the  sport  skirt 
for  wear  with  blouses  rather  than  any- 

thing else.  The  few  suits  which  are 
shown  are  not  very  different  from  our 
own  but  the  coats  are  as  far  apart  as 
the  poles.  In  the  matter  of  fur  trimming 
alone  for  instance.  The  Parisienne  does 

not  see  the  point  in  having  collar  and 
cuffs  of  fur;  when  she  wears  furs  she 
likes  them  in  separate  pieces.  That  is 
very  well  of  course  where  furs  are  only 

an  accessory  and  not  as  important  al- 
most as  shoes.  However,  no  matter  how 

hard  it  is  for  the  Canadian  to  wear  the 
things  that  the  Frenchwoman  does,  she 

likes  to  see  them.  Besides,  there  are  al- 
ways some  women  who  will  buy  them 

as  between-season  garments.  Then  there 
are  the  races  when  nothing  could  be 

more  appropriate  than  the  blue  cape- 
coat  which  buttons  right  up  to  the  neck 
and  resembles  the  historic  old  military 

cape  still  worn  by  smart  men.  Of  course, 
(Continued    on   Page    134) 
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Straight  Lines  in  Paris  Ready-to  Wear: 

Embroideries  and  Trimmings  in'Profusion 
New  Shade  Combinations  Being  Used — Broadcloth  Is  Again  Revived  —  Velvet  Is 

King  of  The  Season — Two  Distinct  Types  of  Evening  Dresses — Tailored  Suits 
Are  Few 

Written  Specially  For  Dry  Goods  Review  by  Our  Paris  Correspondent 

I    HAVE  now  seen  pretty  well  all  the 
collections  of  the  big  Couturiers,  and 
I  am  pleased  to  be  able  to  report  on 

them  as  follows: 

The  people  who  came  here  on  purpose 
to  see  and  buy  something  really  new, 
have  been  somewhat  dissappointed,  for 
there  is  nothing  in  the  way  of  innovation 
in  the  styles;  the  straight  line  is  contin- 

ued everywhere,  in  most  of  the  garments 
except  as  regards  evening  dresses  and 
Misses'  frocks. 

But  the  people  who  are  interested  in 
embroideries,  fancy  trimmings,  shades, 
combinations  must  have  been  simply  in 
rapture  with  some  of  the  things  that 
were  displayed. 

Plain  materials  are  used  extensively: 
in  fact,  there  are  hardly  any  printed 

stut* s  t:l;own.  Black  is  in  great  fa\orf but,  in  order  that  it  may  not  appear 
mournful,  it  is  mixed  with  showy  shades, 
such  as  red  (in  small  quantities),  green 
and  mostly  purple.  You  will  think  that 
the  latter  color  is  generally  used  for 
mourning  garments,  which  is  quite 
true,  but  the  particular  shade  of  purple 
I  refer  to,  has  quite  a  lot  of  red  in  it, 
and  all  silks  thus  dyed  are  much  too 
gorgeous  to  be  used  by  a  widow,  for instance. 

There  are  some  really  new  shades, 
used  mostly  in  the  evening  gowns  and 
capes,  either  in  satin  or  velvet,  which 
are:  fuchsia,  a  kind  of  deep  mauve  with 
a  strong  reddish  hue,  which  is  most  suit- 

able for  ladies  of  all  ages.  Also  a  love- 
ly shade  of  lavender  blue,  and  a  cycla- 

men pink  for  girls  and  young  ladies. 

Broadcloths  Revived 

In  the  Woolens  Depts.,  the  materials 
mostly  used  are:  broadcloth  which  is 
quite  a  novelty,  having  been  neglected 
for  quite  a  number  of  years.  It  is  gen- 

erally seen  in  black,  which  is  the  better 
shade  to  chose,  to  bring  this  material 
into  vogue  again.  Then  a  little  serge, 
in  those  fancy  walking  dresses  for  the 
early  fall,  when  it  is  not  cold  enough  to 
wear  a  coat. 

For  the  latter,  we  have  duvetyne, 
which  is  a  great  deal  more  beautiful 
than  Velours  de  laine.  The  latter  has 
had  its  time,  too.  Ratine  is  also  seen  in 
many   instances. 

Travelling  coats,  as  I  suggested  in  a 
previous  mail,  are  made  of  plain  thick 
materials,  trimmed  with  tartan.  Young 
girls'  and  children's  coats  are  entirely made  of  Scotch  plaid,  with  plenty  of  red in  it. 

evening  dresses  as  capes,  or  tailored 
suits,  or  tea  gowns.  The  latter,  how- 

ever, are  very  often  devised  in  those 
aerial  chiffons,  plain,  or  with  velvet  in- 

sertions,  or    embroidered. 

Plenty  of  "crepe  marocain",  and  a  few 
fancy  silk  fabrics,  heavy  in  appearance, 
but  light  in  weight,  are  used  in  the 
robes  chemises,  which  have  decidedly 

made  up  their  minds  to  stand  "jusqu'au 

bout"! •Embroidery  For  Trimming 
As  written  above,  to  make  up  for  the 

Velvet  Is  King 

Velvet  is  the  king  of  the  season:  every 
Dept.  has  used  it,  and  you  have  as  many 

Very  graceful  is  this  new  fall  suit  of 
heather  jersey  cloth  in  the  new  heavy 
weight  especially  designed  for  winter 
wear.  Trimmed  with  pearl  grey  lamb  on 
pockets,  cuffs  and  high  choker  collar,  the 
utmost  in  smartness  a?id  warmth  is  ex- 

pressed, -while  the  lines  spell  fashion's 
latest  dictate  in  correctness.  ..Costume 
from  the  W.  C.  Bland  Company,  Mon- treal. 

— Photo  by  Photo-Kraft  Studios,  Mon- treal. 

plainness  of  the  materials,  all  the  art  of 
the  embroideries  has  been  put  into  ac- 

tion: almost  every  garment  is  embroid- 
ered, either  with  silk,  in  which  case  we 

see  the  usual  point  de  chainette,  and 
point  de  reprise,  or  with  beads  of  all 
sizes,  shapes  and  colors,  jet  being  very 
often  favored,  or  with  paillettes,  moth- 

er of  pearl  coins,  steel  in  beads  (mar- 
cassite),  in  chains,  or  openworked  into 
belts.  Fringes,  very  long,  made  of  a 
narrow  silk  braid,  called  liliane,  which 
is  either  made  into  loops  about  30  inches 
long,  or  cut  into  regular  fringes. 

Lace,  gold  and  silver,  or  silk,  embroid- 
ered like  filet,  come  in  very  often. 

Ribbons,  as  a  rule  narrow  in  shape, 
are  seen  in  flows,  ruffles,  puffs,  or,  if 
extremely  small,  deeply  gathered  so  as 
to  make  dainty  flowers.  In  tMs  case, 

they  trim  our  "debutante's"  first  ball 
dress. 

Fur,  of  course,  comes  in  quite  exten- 
sively. However,  as  my  next  letter  will 

be  devoted  to  this  special  item,  I  will 
say  no  more  about  it,  in  this  mail. 

Evening    Dresses 

Evening  dresses  are  of  two  types.  As 

a  rule,  those  for  ladies  are  very  straight, 
narrow  silk  fourreaux  covered  with  lace 

panels,  ended  irregularly  in  points,  scal- 

lops, or  simply  straight  at  bottom.  Now 
and  again,  a  panel  comes  from  the 
shoulders,  and  ends  in  a  small  train,  or 
the  material,  rolled  around  the  body, 
finishes  up  in  a  point,  also  sweeping  the 
floor.  As  a  rule,  however,  the  present 
evening  dress,  just  shows  the  ankle,  and 
is  narrow.  The  bodice  is  low  necked,  of 
course,  but  there  are  quite  a  few  with 
tiny  sleeves. 

Several  houses  have  some  very  wide 
skirts,  fairly  long,  deeply  flounced  at 
the  waist,  on  a  very  short  straight  bo- 

dice, very  much  in  the  shape  of  an  Em- 
pire shape  corset  cover.  Such  skirts 

have  "cerclettes"  at  the  hips.  The  ma- 
terials used  are  generally  brocade,  and 

silver  lace. 

For  "debutantes",  evening  dresses  are 
devised  everywhere  as  follows: 

A  great  big  skirt,  long  and  exceeding- 
ly wide,  in  .silk  of  all  kinds  generally 

made  of  several  frills  scalloped  like  the 
petals  of  a  flower,  a  flat  bodice  cut 
quite  straight,  in  the  1850  style,  show- 

ing the  beginning  of  the  shoulders,  and 
small  sleeves  of  the  same  style.  The 
hair  dressing  is  either  a  wreath  of  flow- 

ers, if  there  are  any  trimmings  on  the 

dies;;  or  bead  rnot*fi>,  or  ribbon  Hewers 
as  explained  above. 

Of  course,  velvet,  especially  in  black, 
("Continued    on    Pajre    133) 



182 READY-TO-WEAR 
Dry  Goods  Review 

A  group  of  models  parading  at  the  fashion  revue  held  at  the  Ritz 
Fashion  Shop,  Ottawa. 

"Atmosphere"  Has  Important   Bearing  on 
Sales  in  Ready-to-Wear  Says  Ottawa  Firm 

Ritz  Fashion  Shops  Have  Had  Unusual  Success  During  Few  Months  of  Their  History- 
There— Members  of  The  Sales'  Staff  Are  Experts  —  Started  With  Fashion 

Revue 

WHETHER  it  is  because  the 
gowns  and  costumes  of  the  pre- 

sent day  demand  a  highly  orna- 
mental setting  to  bring  out  their  mani- 

fold charms  or  whether  it  be  that  the 
woman  of  today  likes  to  purchase  her 
wardrobe  amid  luxurious  surroundings, 
to  which  she  is  little  accustomed  in  the 
ordinary  routine  of  existence,  is  a  dif- 

ficult question  to  decide.  At  all  events, 
every  one  who  is  engaged  in  the  mer- 

chandising of  ready  to  wear  clothing 
knows  that  the  more  sumptuous  the 
background  the  more  appreciative  do 
customers  become  and  prices  may  rise 
to  undreamed  of  height,  yet  are  cheer- 

fully paid  for  the  reason  that  that  elu- 

sive thing  "atmosphere"  exercises  an 
irresistible  effect  upon  imaginations 
and   pocket  books. 

Possibly  for  this  reason,  the  manage- 
ment of  the  newest  women's  store  in 

Ottawa  decided  as  part  of  their  policy, 
to  feature  their  merchandise  against  a 
setting  of  incomparable  loveliness  and 
to  this  end  they  named  this  particular 

store  the  "Ritz  Fashion  Shop,"  which  in 
itself,  suggests  visions  of  London  and 
Paris,  with  perhaps  a  dash  of  New  York. 

Ritz   Fashion    Shop 

There  are  many  unusual  features 
about  the  Ritz  Fashion  Shop  that  ac- 

count for  the  success  which  it  has  regis- 
tered during  the  few  months  of  its  exis- 
tence. Through  the  courtesy  of  Miss  Lip- 

son  who  presides  in  the  capacity  of  man- 
ager over  the  shop,  a  staff  member  of 

Dry  Goods  Review  was  enabled  to  obtain 
particulars  regarding  its  very  attractive 
equipment  and  the  various  forms  of  ser- 

vice which  it  offers  to  its  clientele. 
The  most  unusual  thing  about  the  Ritz 

Shop  is  first  its  location.  It  is  rare  in 
Canada  that  importers  of  exclusive 
frocks  should  patronize  a  downtown 
building  in  the  business  section  of  a  city, 
and  likewise  find  that  an  upstairs  shop 
can  be  operated  as  successfully  as  one 
on  the  ground  floor.  Yet  in  the  case  of 
the  Ritz  Shop,  such  a  locale  has  been 

ed  with  complete  success.  The  Jack- 
son Building  on  Bank  Street  is  the  ex- 
act location,  and  just  overhead,  a  very 

popular  dancing  resort  beckons  the 

smart  set  to  "trip  the  light  fantastic." 
any  afternoon  or  evening.  Thus,  fashion 
and  pleasure  are  linked  closely  in  this 
commercial  atmosphere,  and  one  helps 
the  othftr  in  the  matter  of  convenience 
and  publicity. 

Fashion    Revue 

To  inaugurate  the  Fashion  Shop  last 
spring,  the  management  conceived  the 
idea  of   holding   a   public   fashion    revue 

in  the  dancing  hall  above,  and  issuing 
tickets  gratis  to  any  one  who  cared  to 
call  at  the  Shop  for  them.  The  revue 
was  managed  along  the  lines  customary 
in  such  events,  with  half  a  dozen  attract- 

ive young  girls  from  Montreal  and  else- 
where, in  the  capacity  of  professional 

models,  in  addition  to  the  regular  staff 
of  the  shop.  So  successful  was  the  idea 
of  the  revue  that  over  900  persons  avail- 

ed themselves  of  the  invitation  to  attend 
i  nd  the  event  was  featured  on  two  con- 

secutive evenings.  With  so  auspicious 
an  opening  the  Ritz  Fashion  Shop  could 
not  fail  to  become  immediately  popular, 
especially  when  visitors  returned  again 
and  again  to  view  its  resources  in  the 
way  of  exquisite  gowns  and  costumes. 
A  second  fashion  revue  had  to  be  featur- 

ed to  satisfy  the  insistent  demand  from 
its  patrons  and  it  also  registered  an 
equally  satisfactory  response. 

The  Effect  of  Atmosphere 

"Atmosphere  has  much  to  do  with  our 
success,"  it  was  explained,  and  with  this 
opinion  everyone  would  most  heartily 
agree.  The  interior  of  the  shop  is  both 
distinctive  and  harmonious,  the  qolor 
scheme  of  deep  rose  and  French  grey 
being  a  perfect  blending  of  color  values. 
The  fixtures  and  furnishings  are  of 
conventional  Louis  Sixteenth  design  in 
grey  enamel  finish,  while  rugs  and  cush 
ions  which  are  scattered  about  the  vast 
rooms  emphasize  still  further  the  same 
blendings  of  rose  and  grey.  Ten  very 
completely    equipped    fitting    rooms    are 

provided  at  intervals  down  the  walls, 
and  glass  fronted  wardrobes  alternate, 
disclosing  tempting  glimpses  of  ex- 

quisite finery.  Tall  floor  lamps,  softly 
shaded,  and  quantities  of  freshly  cut 
flowers  are  used  wherever  the  effect  is 

required,  and  in  a  quiet  corner,  an  in- 
formal rest  room  is  arranged,  with  wick- 

er arm  chairs,  desk  and  writing  mat- 
erials, telephone  and  many  other  little 

personal  conveniences  appreciated  by 
tired  shoppers.  This  is  generally  known 

to  Ottawa  people  as  the  "appointment 
corner"  and  is  not  the  least  of  the  ser- 

vices rendered  by  the  management. 
Sales  Staff 

The  sales  staff  is  selected  with  ex- 
traordinary care,  in  fact,  they  must  be 

experts  in  the  art  of  fitting  and  selling 

high  grade  ready  to  wear,  or  they  can- 
not hope  to  become  associated  with  the 

Ritz  Fashion  Shop.  An  advertisement 
for  extra  help  was  shown  to  Dry  Goods 
Review,  which  showed  the  extreme  care 
exercised  in  the  selection  of  the  staff. 

High  wages  are  paid  to  competent  sales- 
women but  they  must  be  prepared  to 

show  results  both  from  a  selling  point 
of  view  and  in  their  relation  to  the  cus- 

tomers themselves.  "Women  appreciate 
and  expect  unusual  courtesy  and  skill 
from  those  who  serve  them  in  such  a 

shop  as  this"  it  was  explained.  "Cater- 
ing as  we  do  to  women  of  wealth  and 

rank,  connected  with  the  Government  cir- 
cles and  even  the  British  nobility,  we 

believe  that  capable  salesmanship  ranks 
quite  as  highly  as  exclusive  goods,  and 
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one  naturally  requires  the  other.  We 

make  not  the  slightest  difference  be- 
tween people  who  drop  in  to  look  round, 

tempted  by  the  sight  of  our  show  cases 
at  the  entrance  to  the  elevators  in  the 
corridor  outside,  but  endeavor  to  make 
them  feel  we  apprecitae  their  calling, 

just  as  one  would  in  one's  own  home." 
Prices  on  the  various  frocks  and  cos- 

tumes range  from  $20  upwards  to  $250 
and  every  effort  is  made  to  carry  a  com- 

plete range  of  styles  at  prices  which 
represent  really  worth  while  values. 
Later  on,  millinery  and  lingerie  will  be 
added  to  the  Shop  and  it  is  expected 
by  the  end  of  September,  everything  will 
be  complete.  The  fall  opening  is  sched- 

uled to  occur  on  the  15th  of  this  month. 
The  essence  of  success  in  selling  cloth- 

ing in  such  a  store  as  the  Ritz  Fashion 
Shop,  is  to  recognize  the  fact  that  cus- 

tomers must  be  permitted  to  slip  on 
anything  which  appeals  to  them,  for  the 
sirht  of  a  complete  transformation  from 
ordinary  attire  to  something  really 
distinctive  and  unusual,  will  do  far  more 

to  influence  a '  woman  that  she  needs  a 
new  gown,  than  any  amount  of  verbal 
persuasion. 
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has  a  prominent     part  in  the     evening 
gowns   and   dresses. 

The  great  fashion  is  to  have,  say  an 
evening  dress  of  fuchsia  colored  silk, 
devised  in  any  of  the  shapes  that  are 
prevailing,  and  to  wear  over  it  a  cape 
of  velvet  of  the  same  shade,  lined  exact- 

ly with  the  same  material  as  the  dress. 
The  only  drawback  to  this,  is  that  one 
would  require  as  many  capes  as  even- 

ing dresses,  which  would  perhaps  not 

agree  always  with  one's  means! 
There  are  not  very  many  coats  worn 

for  afternoon  purposes,  capes  replace 
them.  I  will  tell  you  more  on  the  sub- 

ject in  my  next  letter,  when  I  take  up 
fur  trimmings.  The  same  applies  to 
the  Robe  manteau,  which  is  still  fashion- 
able. 

Few  Tailored  Suits 

Tailored  suits  are  not  plentiful.  They 

are  expected  to  come  in  really  in  fashion 

next  Summer.  For  the  present,  they 
are  mostly  composed  of  a  dress,  the 
bottom  of  which  is  in  plain  material,  the 
bodice,  with  a  very  long  waist  in  silk, 
plain  or  embroidered,  quite  flat,  and  a 
jacket,  either  long,  in  which  case  it  is 
slightly  fitting,  and  has  often,  on  each 
side,  a  godet,  which  gives  it  a  new  line. 

Sometimes,  the  long  jacket  is  replac- 
ed by  a  short  flaring  coat  that  goes  just 

below  the  hips,  where  it  meets  the  bot- 
tom of  the  bodice  of  the  dress,  just 

where  the  plain  material  comes  in. 
When  a  blouse  is  preferred  to  the  one 
piece  gown,  then  it  is  a  tunic  as  long  as 
the  above  bodice.  In  both  instances,  the 
dress  has  a  high  collar,  and  a  long  fit- 

ting sleeve,  and  the  jacket,  whatever  its 
shape  may  be,  has  pagoda  sleeves,  em- 

broidered inside,  or  with  fur.     The  col- 

R  E  A  1 )  Y  -  T  ( >  -  W  ti  A  u 

lars  are  not  new,  most  of  them  are 

straight,  not  very  big,  except  in  the  tra- 
velling coats,  or  they  surround  the  head, 

and  are  larger  at  the  top  than  at  the 
bottom. 

Walking  Dresses 

The  serge  walking  dresses,  and  the 
afternoon  silk  or  velvet  dresses  are  simi- 

larly devised:  straight,  plain,  with  a 
fancy  belt  around  the  hips;  the  serge 
ones  generally  have  long  sleeves,  and 
high  collars,  while  the  velvet  ones  are 
lower  neck,  and  with  small  sleeves,  not 
going  below  the  elbow.  To  make  the 
latter  more  fanciful,  a  lace  tunic,  or 
some  beaded  panels  are  used,  and  frocks 
thus  devised,  are  quite  suitable  for  din- 

ing parties,  and  even  for  the  theatre. 
The  teagowns  are  nothing  but  a  heap 

of  flying  panels  of  all  shapes  and  sizes, 
over  a  narrow  fourreau.  The  belts  are 

often  a  garland  of  flowers,  but  it  is  al- 
most impossible  to  describe  any:  there 

are  no  two  alike. 

To  sum  up,  I  might  say  that  I  consider 

LOO 

the  present  fashion,  which  has  been  pre- 
vailing for  some  years  now,  like  a  peri- 

od in  the  history  of  dressing Yours  truly, 

Jeanne  Gsell 

SHORT    SKIRTS 

Tailors  and  dressmakers  report  that 
the  general  request  is  for  short  skirts, 
that  is  at  least  ten  inches  from  the 
ground.  Not  very  many  women  are 
wealing  them  twelve  inches  from  the 
ground  as  they  did  during  the  summer. 

There  is  a  generally  accepted  idea  a- 
mong  Toronto  designers  that  American 
and  Canadian  women  will  not  wear  long 
skirts  until  Paris  decides  to  make  them 

very  long.  The  'in-between'  length  is 
not    popular. 

Long  line  suit-coats  are  worn  belted 
with  very  narrowest  belts,  to  give  a  slim 
effect.  Some  of  the  suits  have  coats 
which  come  right  to  the  knees.  The 

Bleeves  are  usually  wide  below  the  el- 
bow but  fit  snugly  at  the  shoulders. 

A  smart  costvme  for  any  occasion  is  this  taupe  broadcloth  model, 

heavily  trimmed  with  beaverine  fur  and  embroidered  in  self  colored  mo- 
tifs upon  the  box  pleated  panels  of  the  coat.     Suit  by  the  Regent  Cloak 

Company,  Montreal, 
Photo  by  Photo-Kraft  Studios,  Montreal. 
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A  notable  window  display  shown  by  the  Henry  Mor  gan  &  Company  of  Montreal  this  month,  in  connection 
with  their  Fall  opening.  The  delicate  pastel  tint  of  the  background  admirably  enhanced  the  superb  gowns  and 

wraps  featured,  while  the  illusion  of  a  formal  drawing-room  was  admirably  carried  out  by  means  of  French  doors 
opening  from  one  sectioyi  to  another.  Louis  Fourteenth  furniture  and  quantitia  of  fiot  house  flowers  completed 

an  atmosphere  both   realistic  and  completely  harmonious  from  every  view  point. 

PARIS  GOWNS  HELP 

(Continued  from  page  130) 

the  brown  and  taupe  shades  are  best  in 
French  coats  as  in  everything  else. 

The    Sweater-Coat's    Honored    Successor 
The  smartest  thing  which  Mr.  Dineen 

brought  over  for  the  sports-woman  is 
the  knitted  dress  or  the  knitted  suit.  The 
Parisienne  is  never  seen  these  days  in 
a  separate  sweater-coat.  The  bright 
shades  are  very  good  in  these  but  white 
is  best  of  all;  and  what  charming  cos- 

tumes there  are!  One  is  all-white  and 
one  is  black  and  white  but  the  most  at- 

tractive of  all  is  the  one  with  bands  of 
henna  knitted  in  across  the  back  of  the 
coat  three  inches  in  depth  and  across 
the  skirt  as  well.  The  dresses  are  so 
much  more  tailored  than  those  that  came 
over  in  the  spring  and  so  much  more 
worthy  of  Paris.  They  usually  button  up 
to  the  throat  either  at  the  front  or  at 
the  sides.  These  garments  will  be  taken 
up  very  quickly  by  Canadian  women 
because  they  are  so  practi"al  for  golf- 

ing and  because  they  are  extremely  rea- 
sonable in  price. 

The  city  of  New  York  is  about  to 

launch  a  "Business  Revival  Week."  May- 
or Hylan  has  sent  an  invitation  to  250 

different  organisations  asking  for  their 
co-operation  in  the  project.  The  step  is 
being  taken  to  alleviate  unemployment. 

L.  Hume  has  commenced  business  with 
a  first  class  stock  and  an  up-to-date 
store  at  1807  Gerrard  Street  east,  To- 
ronto. 

KENT-McCLAIN,  AGAIN 
Elgin  Mitton-Walkerville,  Ontario. 

INTI.U  PLACB-ABLE"     Inlt    wall    flx- 
pUj    of    Kent's    furnishings    have 

i   for   Mr     Elgin   Mltton,    of   Walker- 
These   new  display  flxtuies   are   in 
0 ■■>'  »ere  supplied  by  Kent- 

M'<  lain,    I. unite.  1.    (Toronto  Show  Case  Company). 

RETAILER  KNOWS  POWER 

Continued  from  page  125 

go  outside  to  build  up  fortunes  for  the 

few  in  the  big  cities,  instead  of  remain- 
ing at  home,  a  life  giving  trade,  creating 

opportunities  and  livelihood  for  more 
local  people. 

The  weekly  newspaper  is  the  shop- 
window  of  the  individual  retailer  in 
which  his  displayed  goods  are  inspected 
in  every  country  home,  by  the  entire 
family.  It  is  a  whole  town  of  shop-win- 

dows, compelling  attention  from  the  out- 
side— holding  up  the  mirror  of  country 

life,  not  merely  in  its  function  of  a  re- 
tailer of  news,  but  a  message  bearer, 

a  salesman  of  salesmen,  serving  every 
progressive  retailer  in  its  community. 

The  past  eight  years  has  seen  a  great 
change  in  the  relationship  of  the  retail- 

er and  the  country  newspaper.  No  longer 
is  it  necessary  for  the  editor,  in  his  cap- 

acity of  advertisement  salesman,  to 
pound  and  pound  into  prospective  cus- 

tomers die  truths  of  that  great  power 
we  call  advertising. 

Every  wide-awake  and  progressive  re- 
tailer knov/s  and  realizes  that  in  news- 

paper advertising  he  has  an  indispens- 
able business  builder.  The  rank  and  file 

in  many  branches  of  trade  have  awaken- 
ed to  the  amazing  power  of  publicity. 

The  trail  blazers  are  those  whose  names 
are    household  words   in   commerce. 

There  are  still  those  who  look  on 

newspaper  advertising  as  an  "expense." 
The  ranks  of  retailers  who  have  "ar- 

rived" are  swelling  with  those  who  look 
on  their  advertising  as  a  dividend-pay- 

ing investment,  as  an  additional  and 
indispensable  member  of  their  sales 
staff. 

Consider  your  advertising  in  the  same 

light  as  buying  me~chandise.  The  pos- 
session of  merchandise  alone,  no  matter 

how    advantageously    bought,    will    nev- 

er make  a  merchant  rich.  He  must  sell 
it  at  a  profit  to  make  money.  And  it 
is  advertising  of  the  right  kind  that 
will  accomplish  this.  There  are  many 
forms  of  advertising,  but  experience 
has  shown  that  the  newspaper  is  by 

long  odds  the  best  and  most  remun- erative. 

The  weekly  paper  is  the  logical  med- 
ium, for  it  is  taken  into  the  home  by  at 

least  85  per  cent  of  the  people.  It  is 
read  by  all  members  of  the  family.  It 
is  the  one  journal  from  which  the 

people  buy,  through  the  advertisements. 
For  this  reason  every  merchant 

should  devote  more  time  to  the  prepar- 
ation of  his  announcements.  Many  re- 

tailers pay  little  or  no  attention  to  the 
arrangement  or  composition  of  their 
advertisements.  They  scribble  them 
off  at  the  last  minute  on  a  piece  of 

wrapping  paper,  sending  them  to  the 
publisher  without  any  particular  mes- 

sage, resulting  in  an  advertisement 
which  represents  the  skill  of  the  print- 

er in  mind  reading.  He  may  or  may 
not  interpret  aright  the  features  the 
retailer  desires  to  be  stressed.  It  is 

like  throwing  a  lot  of  miscellaneous 
merchandise  into  the  shop  window,  and 
leaving  its  arrangement  to  chance. 
The  main  thing  is  that  advertising, 

properly  thought  out,  and  persistently 
inserted  in  the  paper,  will  bring  re- 

sults. Do  not  overlook  the  value  of  il- 
lustrating your  message  with  cuts. 

Spasmodic  advertising  will  not  accom- 
plish results,  for  its  effect  is  lost  just 

at  the  time  when  it  is  beginning  to  be 
felt.  Watching  a  garden  once  in  the 
season  will  never  make  a  bountiful 
crop. 

At  their  fall  opening  in  Hamilton,  G. 

W.  Robinson's  Ltd.,  held  a  very  success- 
ful mannequin  parade  on  the  opening 

day.  For  this  parade  the  entire  ready- 
to-wear  department  was  used. 
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Matchless   Values  in  Acme  Dresses 
The  Utmost  in  Style,  Quality  and  Tailoring  at  One  Price 

NO  MORE 

$10 
NO  LESS 

Models  of  all  Wool  Botany  Serge,  exquisitely  embroidered  by  hand.        Between  two  and  three 
thousand  dresses  on  racks  for  immediate  delivery. 

Call  at  our    showrooms  or    write  us  for    12    or    15  of  our  best  models  on  three  days  approval. 
We  prepay  charges  on  sample  orders. 

THE  ACME  DRESS  COMPANY 
520  St.  Lawrence  St. Montreal 

Favorites  In   The  Race 
For  Fall  Waist  Profits 

Chic---Stylish---Durable 
in   Silks,  Cottons,  Crepes,  Georgettes 

Priced  with   an  eye  for  quick   turnover   on  your   part 

P.  FARMER 227  Craig  Street  West,  MONTREAL J.  H.  MILFORD 

DRESSES  of  the   BETTER  KIND 
at  REASONABLE  PRICES 

IF  YOU  WANT  TO  SEE  AND  COMPARE 

DROP   US  A  CARD 

M.  Gardner  &  Company 
233  Bleury  Street  -  MONTREAL 

TRAINOR  MFG.  CO. 
49-53  East  21st  St. 

NEW  YORK  CITY 

STAMPED 

NIGHT- GOWNS. 
Made-up 

No.  900  $6  dz. 
No.  300  $9  dz. 
No.200  $12  dz. 

Each number    in 
three    designs 

INFANTS'   DRESSES   $5.00   DOZ.   UP. 
SAMPLES   ON    REQUEST. 

Terms,  3%— 10  days. 

The  McElroy  Mfg.  Co.,ud. 
MAKING 

FAMOUS  FOR  THEIR 

Fit,  Cut,  Style, 
Hang  and  Finish 

HEAD  OFFICE: 

47  Simcoe  St.  -  Toronto 

"Garments  of  the  Better  Kind" 

COATS,  WRAPS,  SUITS  &  DRESSES 
See  our  Newest  Designs  for  your 

sorting    and     immediate    needs 

it 
4M 

207  St    Catherine  St.  West 
ui-rs 

9j 

MONTREAL 
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2,000  Coats ! 
On  Our  Racks 

Ready  for  Shipment 
Wonderful  values  which  are  real  magnets  to  draw  trade  to  your  store. 

Styled  To  Make  Sales  Quick  and  Easy 

Assorted  Fabrics  Colors  and  Sizes 
Wi  r  e, 
Phone 

or 
Write 

For  Sample  Shipments 
We  are  prepared  for  a  tremendous  Fall  business. 

Write  for  our  Fall  catalogue 

Pullan   Manufacturing  Co. 
LIMITED 

Pullan  Building     Bay  and  Wellington  Sts.     TORONTO 
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Now  Located 
at  our  new  address 

South- West  Corner 
Bathurst  and  College  Sts. 

Toronto 

Take  Bathurst  Cars  from   Union  Sta- 
tion or  take  College  Cars  from  Down 

Town.       Get  off  right  at  our  door. 

The  new  location  is  a  convenient  one, 
with  a  better  Manufacturing  Plant 

from  every  angle.  These  advantages 

will  enable  us  to  give  you  better  ser- 

vice than  ever  — 

prompt  deliveries  of 

efficiently  made  gar- 
ments in  all  our  well 

known  lines: 

Haugh  Brand 

KIDDIES' GARMENTS 

2  to  7  years 
The  original  garment 

of  its  kind 

ARM  &  HAMMER 
SHIRTS  AND 
OVERALLS 
BLOOMERS 
TROUSERS 
SHOPCOATS 

BIG  88 
OVERALLS 

"^jB^ 
We  are  ready  for 
your  Call  or  Mail 

Order 

The  J.  A.  Haugh  Mfg.  Co., 
LIMITED 

TORONTO     -     CANADA 

u n 

Designers  and  Makers of 

Misses'  and  Juniors' 

DRESSES 
The 

Counter  Costume  Co. 
LIMITED 

New  Address:  131-139  Spadina  Ave. 
Spadina  Bldg. 

TORONTO 

Representatives : 
Western    Canada: 

J.    HOWARD 

City: 

R.  0.  HARGRAVH 

Western  Ontario 
R.    KENNEDY 

Eastern  and  Northern 
Ontario: 

A.  B.  C0LLWELL 

Maritime    Provinces: 
W.  A.  TALLMIRE 
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REID  CHILDREN'S  DRESSES 

IT'S  NO  COINCIDENCE 
that  the  least  of  our  worries  is  the  marketing  of  our  Children's 
Dresses. 

Mothers  have  found  them  ideal  Children's  Dresses  in  every 
way — ancl  merchants  are  constantly  expressing  their  approval 
in  substantial  orders. 

Designed  and  made  by  Specialists  in  Children's  Dresses. 

G.  F.  REID  &  COMPANY 
BRAMPTON,   ONT. 

Unequalled  for  Service  by  any 

other  Glove  or  Gauntlet  of  Can- 

adian or  American  make 

A  strong  statement,  no  doubt,  but  this  is  the  written 
testimony  accorded  TAPATCO  Gloves  by  a  firm 
supplying  working  Gloves  to  their  men,  after  experi- 

menting with  all  lines  on  the  Market. 

That's  the  SERVICE  that  has  made  TAPATCO 
Gloves  famous.  That's  the  Service  that  makes  sales 
and  steady  customers  for  you.  You  make  no  mistake 
in  stocking  and  displaying  TAPATCO  GLOVES  to 

your  Trade. 

STYLES— Gauntlet,     Knit     Wrist     and Band  Top. 

WEIGHTS— Heavy,  medium  or  light. 

MATERIALS— Leather  Tip,  Leather  Faced, 
Jersey  Gloves  and  Mitts  in 
Tan,  Slate  or  Oxford. 

inmniiiiinnllnilniTlT 

"Months  oj  Wear 

in  Every  Pair" 

The  American  Pad  &  Textile  Co.,  Chatham,  Ont. 
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Coats  and  Suits 
Shrewd  buyers  have  learned  to 
come  here  for  styles  a  little  in  ad- 

vance of  other  houses,  a  bit  better 
in  quality  and  meeting  a  little 
more  perfectly  their  own  ideas  as 
to   workmanship   and  finish. 

No.  869 

Coat  in  Bolivia,  ful- 
ly lined  fancy  *,:lk 

and  interlined.  Collar 
and  cuffs  Beaverette, 
semi-fitted  Flare. 
Trimmed      with      silk 
stitching,  Colors 
Reindeer,  Bark,   Mole, 
Brown  and  Navy 

  $39.50 

No.  837 

All  wool  vel- 
ours in  Rein- 

deer, Moose 
Brown,  Navy  & 

Black.  Half 

lined  and  inter- 
lined    $19.50 

Cor.  St.  Catherine  &  Mountain  Sts. 
MONTREAL 

Who  Never   Heard  of  The 
CANADA     COSTUME     CO.? 

A  "buyword"  in  the  mouth  of  every  aggressive  and  wide-awake  retailer  from Coast  to  Coast  for 

DRESSES. 
Our  business  is  founded  and  conducted  on  PRODUCTION  only.  We  continually 
carry  a  large  stock  of  Dresses  on  the  racks,  varying  extensively  in  designs. 
Prices  from  ten  dollars  up. 

THE  CANADA  COSTUME  COMPANY 
198a  St.  Catherine  Street  East, MONTREAL. 

Montreal 
321  Bieury  St. 

Visiting    buyers   cordially 
invited  to  our  showrooms. 

Large  Assortment  of  Coats  on  the    Racks 

SUITS   $15.00  up  to  $72.50 
COATS   $12.50  up  to  $75.00 

Immediate  Delivery 

Samples  on  request 

The  careful  opinions —  backed 
solidly  by  facts.. — the  accurate 
news  and  the  weekly  market  re- 

ports that  appear  in  the  FINAN- CIAL POST  are  your  sure  guides 
to  the  knowledge  that  means  safety 
to  your  investments. 
Send  for  a  sample  copy  today — 
we  shall  be  pleased  to  hear  from 

vou. 

THE  FINANCIAL  POST 
143-153  University  Ave.,  Toronto,  Canada 
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Is  Optimistic  on  Future  of  Canadian  Trade 
J.  A.  Banfield  Tells  Retail  Merchants'  Association  at  Winnipeg  Remedy  for  Unemploy- 

ment Must  be  Permanent— Unnecessary  Government   Departments  Should 
Be  Discontinued — Discussion  On  Early  Closing  and  Freight  Rates 

WINNIPEG,  Aug.  30.— 
The  Dom- 

inion Board  of  the  Retail  Mer- 

chants' Association  of  Canada 
met  in  annual  convention  here  last 

week,  when  several  matters  of  vital  im- 
portance to  the  trade  in  the  Dominion 

were  discussed.  The  official  welcome  to 

the  convention  was  made  by  A.  F.  Hig- 
gins,  president  of  the  Manitoba  Beard 
and  W.  E.  Humphries,  president  of  the 
Winnipeg  branch. 

I'resident's  Address. 
J.  A.  Banfield.  president,  occupied  the 

chair,  and  in  welcoming  the  members  of 
the  Board,  declared  that  there  was  every 
reason  for  a  hopeful  and  optimistic  out- 

look of  the  future.  Mr.  Banfield, 
speaking  on  the  unemployment  question 
asserted  the  cause  must  be  ascertained 
and  whatever  remedy  is  provided  must 
be  based  upon  sound,  economic  princ- 

iples, if  it  is  to  produce  permanent  and 
lasting    results. 

"It  is  our  duty,"  he  said,  "to  reflect 
an  optimistic  spirit  and  to  guide  the 
public  mind  along  helpful  lines.  It  is 
our  duty  also  to  give  very  close  and 
careful  study  to  the  question  of  un- 

employment, which  is  now  being  so 
prominently  discussed.  We  must  as- 

certain its  cause  and  find  out  how  far 
it  can  be  traced  to  general  trade  con- 

ditions, or  how  far  it  may  be  traced  to 
personal  reasons.  Whatever  remedy  is 
provided  must  be  based  upon  sound, 
economic  principles  if  it  is  to  produce 
permanent   and   really   lasting  results. 
"For  the  municipality  or  the  state 

to  give  unnecessary  work  to  some  and 
then  to  tax  others  to  pay  the  same  is 
a  makeshift  that  no  true  Canadian 

should    tolerate." 
Mr.  Banfield  urged  that,  all  unnec- 

essary or  superfluous  departments  of 
the  government  should  be  discontinued 

and  public  moneys  conserved.  He  point- 
ed out  that  in  England,  H.  Gordon  Sel- 

fridge,  one  of  the  largest  retail  mer- 
chants of  London,  had  been  invited  to 

assist  the  government  in  its  difficulties 
of  business  management.  He  believed 

that  a  number  of  prominent  retail  mer- 
chants of  Canada  woud  gladly  respond 

if  asked,  to  assist  ir  pi  'cim;  the  linan- 
e;p!  affairs  of  the  Dominion  upon  the. 
b(?t   and   most    Tinomic   plane. 

The  president  pointed  out  to  the  con- 
vention the  great  strides  that  have  been 

made  by  retailers  during  the  past  few 
years.  After  contrasting  events  as 
they  were  a  few  years  ago  he  aaid: 
"To-day  universities  are  recognizing  the 
importance  of  the  distributor  to  the 
community  and  have  established  classes 
in  commercial  courses  and  are  issuing 

diplomas  after  three  years.  The  day  is 

rapidly  di- appearing  when  any  man 
without  proper  qualifications  can  enter 

the  retail  merchandising  field  and  make 

a  success.  It  takes  more  than  bone  and 
sinew;  it  take  careful  study  and  a 

thorough  knowledge  of  the  world's 
markets.  Past  business  methods  won't 
do.  New  and  advanced  ideas  must  be 
put  into  force  to  get  proper  results. 
Thvj  o-reat  trouble  in  the  past  has  been 
that  we  have  not  sufficiently  regarded 

the   dignity   of  our   calling." Mr.  Banfield  closed  his  address  with 
a  warm  testimony  to  the  work  of  the 
Dominion  Association  secretary,  E.  M. 
Trowern,  and  an  appreciation  of  the 
wcrk  done  by  the  secretaries  of  the 
provincial    associations. 

Following  the  president's  address, 
speakers  representing  the  various  prov- 

inces briefly  addressed  the  meeting.  In 
British  Columbia  during  the  last  two 
years  it  was  shown  the  association 
membership  had  increased  133  per  cent. 

The    Present   Credit    System. 

The  credit  system  was  the  chief  topic 
of  discussion  at  Thursday  mornings 
session  of  the  convention,  particularly 
in  regard  to  the  Western  Provinces. 
Several  speakers  addressed  the  dele- 

gates on  the  present  disadvantages  un- 
der which  the  small  storekeeper  oper- 

ates, and  curtailment  of  the  wide  open 
credit  system  was  hinted  at  strongly  as 
a  possible  policy  of  the  association. 

Collective  buying  and  price  mainten- 
ance were  given  some  consideration  as 

well,  and  the  meeting  was  unanimous 
in  its  demand  that  a  uniform  system 
of  credit  rating,  at  least,  be  established 
by  the  Dominion  Executive. 

In  a  discussion  on  sales  taxes  and 

manufacturers'  license  fees  from  retail 
merchants,  it  was  said  that  amendments 

to  the  act  re'ieving  retailers  from  cer- 
tain parts  of  the  war  revenues  had  not 

been  adhered  to  by  the  Government 
officials  who  were  still  collecting  all 
taxes.  A  resolution  was  passed  asking 
that  the  incoming  executive  obtain  a 
correct  reading  of  the  act  and  see  that 
its    intentions   were   carried   out. 
A  resolution  favoring  a  uniform 

system  of  taxation,  "whereby  the  great- 
est amount  of  money  could  be  raised  at 

the  lowest  possible  expense"  instead  of 
by  municipal  provincial  and  Dominion 
authorities,    was    adopted. 

Uniform  Dominion-wide  early  closing 
laws  also  came  in  for  some  discussion 

by  the  delegates  and  after  it  had  been 
pointed  out  that  the  Government  would 
have  difficulty  in  enforcing  uniform 
legislation,  it  was  decided  to  request  the 
Domnion  Executive  Council  to  consid- 

er the  question. 
Preserve   Unity   of   Empire. 

A.  J.  Reid  of  Nova  Scotia  moved  a 
resolution  seconded  by  S.  E.  Fawcett, 

Saskatoon,  to  the  effect  that  in  the  ec- 
onomic  interests    of  the    British    Empire 

as  well  as  with  the  aim  of  preserving 
the  unity  of  the  Empire,  buying  of 
goods  made  under  the  British  flag 
should  be  adopted  where  possible.  A 
supplementary  resolution  was  adopted 
later  with  the  aim  of  making  the  re- 

tailer the  instrument  of  a  greater  dis- 
play of  National  colors  in  Canada.  An 

address  was  given  by  Ben.  H.  Morgan, 
chairman  of  the  British  Empire  Prod- 

ucers   Association   along   these   lines. 
Present  rates  on  freight  came  in  for 

much  criticism  in  view  of  decreasing 
prices  and  the  matter  was  referred  to 
the  Dominion  executive  council  in  a 
resolution  requesting  that  body  to  take 
the  question  up  with  the  Board  of  Rail- 

way Commissioners  and  endeavor  to 
obtain  a  reduction. 

Assistance  will  be  given  by  the  as- 
sociation to  the  Printers  and  Publish- 

ers' section  in  their  aim  to  have  them 
come  under  the  exemption  clause  of 
the  Special  Revenue  Act.  It  was 
claimed  that  the  printers  are  entitled 
to  be  regarded  as  retailers  and  exempt 
from   paying  a   sales   tax. 

A  resolution  providing  for  the  grad- 
ing of  potatoes  and  onions  by  legislation 

to  be  prepared  by  the  association  was 
also   concurred   in. 

Exclude   the   Orientals. 

Complete  exclusion  of  the  Orientals 
as  the  only  means  of  combating  the 

Japanese  and  Chinese  "menace"  on the  Western  Coast  and  in  other  parts  of 
Canada  was  urged  by  George  Hougham 

of  British  Co'umbia,  at  the  closing 
session  of  the  Retail  Merchants'  Assoc- 

iation convention.  The  convention  then 
adopted  his  resolution  asking  that  the 
viewpoint  of  each  provincial  branch  be 
ascertained  and  that  subsequently  the 
retail  merchants  make  strong  repres- 

entation to  the  Dominion  Government 
for  drastic  action  on  the  Chinese  im- 

migration   question. 
The  queston  of  licensing  mail  order 

houses,  either  in  the  municipality  where 
they  do  business  or  in  the  province  was 
taken  up,  but  is  was  decided  that  the 
association  had  no  power  to  control  this 
phase   of  business. 

Election  of  Officers. 

J.  T.  Banfield,  Winnipeg,  was  re- 
elected Dominion  President  at  final  ses- 

sion of  the  Retail  Merchants'  Associa- 
tion convention.  Other  officers  of  the 

Dominion  Executive  Council  were  elect- 
ed as  follows:  First  Vice-President,  J. 

G.  Watson,  Montreal;  Second  Vice- 
President,  Jack  Wood,  Swift  Current, 
Sask.;  Third  Vice-President,  J.  De 
Wolffe,  St.  Stephen,  N.B.;  Fourth  Vice- 
President,  T.  A.  Gaetz,  Red  Deer,  Alta.; 
Fifth  Vice-President,  W.  J.  Hopgoode, 

Halifax,  N.S.:  Sixth  Vice-President,  G. 
(Continued  on  next  page) 



DRY     lion  I>S     I!  K  V  I  I<:  W 111 

&»W»W//WWW/////////////W///////W///////////W///W^ 

GENERAL  NEWS  OF  THE  TRADE 
a    __   ,   >///////////////////////////////,//,//////,/,,////////////////////////////////////////////////////w^ 

Canadian  Marten  is  said  to  have  been 

the  finest  showing  of  raw  pelts  at  the 
recent  auction  sale  in  New  York. 

The  capital  stock  of  Brock  and  Pat- 
terson Co.,  Ltd.,  Fredericton,  has  been 

increased    from    $75,000   to    $300,000. 

Steines  have  announced  a  grand 

opening  of  a  first  class  ready-to-wear 
store  at  1450  Gerrard  Street  east,  To- 
ronto. 

The  woolen  mill  at  the  Ontario  Re- 

formatory at  Guelph  is  to  be  re-opened 
shortly  according  to  a  statement  issued 
by  the  provincial  secretary,  Hon.  H.  C. 
Nixon. 

The  Kirsh  Manufacturing  Co.,  manu- 
facturers of  curtain  rods  and  articles 

Used  for  draping  windows,  etc.,  have 
opened  a  branch  firm  at  Woodstock.  The 
parent  firm  is  at  Sturgis,  Mich. 

Miss  Bell  has  recently  established  a 
millinery  and  ladies  wear  to  order  at 
245  Brunswick  St.,  Halifax,  N.  S. 

An  interesting  exhibit  was  prepared 
by  the  Manchester  Municipal  College  of 
Technology  showing  the  progress  of  cot- 

ton manufacture  in  all  its  stages  from 
the  raw  material  to  the  finished  prod- 

uct. This  exhibit  was  seen  at  the  British 

Trade  Commissioner's  stand  in  the 
Government  Building  at  the  Canadian 
National  Exhibition.  The  arrangements 
for  the  exhibit     made  by  the  Man- 

chester   Chamber   of    Commerce. 

Babb's  Department  stor-e.  West  St. 
John,  have  recently  opeced  a  new  branch 
at    104   King   street. 

Fletcher  Sparling,  formerly  manager 
of  the  Hudson  Bay  store  at  Winnipeg, 
has  been  transferred  to  the  store  at 
Calgary. 

J.  H.  Clarke,  formerly  with  the  J.  D. 
Creighan  Co.  of  Moncton,  N.  B.,  has 

onened  a  ladies'  ready-to-wear  store  in 
Woodstock,    N.B. 

Mrs.  F.  Wi'son  has  recently  opened 
a  ladies'  ready-to-wear  store  in  Liver- 

pool,  N.S. 

William  T.  Bisrgar  will  in  future  rep- 
resent BeWing-Corticelli,  Ltd.,  of  To- 
ronto, as  special  ribbon  salesman 

throughout  Ontario. 

Orkin's  Millinerv  Shop,  Bank  street. 
Ottawa,  has  added  a  ladies  suit  and 
coats   department. 

Important  fur  sales  in  Paris  are  sche- 
duled from  October  15th  to  37th.  It  is 

believed  that  some  very  choice  -kins  are 
to  be  offered. 

The  Toronto  Carpet  Manufacturing 
Co.  Ltd.,  have  been  given  the  contract 
for  supplying  18,000  yards  of  carpet  to 
the  King  Edward  Hotel. 

Resk  Bros,  are  new  dry  goods  and 
ladies  wear  merchants  at  195  Brunswick 
St.,  Halifax,  N.  S. 

Fines  Are  Reduced 

From  Fifty  To 

Ten  Dollars 
According  to  Secretary  W.  C.  Miller, 

of  the  Retail  Merchants'  Association,  a 
number  of  merchants  in  Ontario  were 

negligent  in  making  proper  income  tax 
returns,  and  as  a  result  of  which  were 
fined  fifty  dollars,  ten  dollars  for 

each  day  the  default  continued. 
However  in  most  instances,  the 

incomplete  returns  were  a  result  of  not 
knowing  that  certain  matters  had  to  be 

entered,  as  for  example,  the  number  of 
employees  engaged  in  a  store,  and  on 

this  account  the  Retail  Merchants'  Asso- 
ciation took  the  matter  up  with  the  in- 

come Tax  Department  at  Ottawa,  and 
succeeded  in  having  the  fines  reduced 
from  fifty  dollars  to  ten  dollars. 

IS    OPTIMISTIC 

(Continued  from  page  140) 

H.   McRobbie,  Vancouver,  B.   C;    Treas- 
urer, Henry  Watters,  Ottawa;  Secretary 

E.  M.  Trowern,  Ottawa.     It  was  decided 
to  hold  the  next  convention   at  Halifax. 

Entertainment    Features. 

Among  the  entertainment  features  of 
the  convention  was  a  dinner  tendered- 
the  secretaries,  by  the  Winnipeg  tire 
and  accessories  section  en  Monday  even- 

ing, and  at  noon  on  Tuesday  the  Win- 
nipeg Kiwanis  Club  entertained  the  del- 

egates to  luncheon  at  the  Fort  Garry 
Hotel.  At  this  luncheon  E.  M.  Trow- 

ern, secretary  of  the  Dominion  Board 
was  chief  speaker.  The  same  evening 
the  secretaries  were  entertained  to  din- 

ner at  the  St.  Charles  Hotel  by  the 
Associated  Retail  Credit  Exchange. 
Thursday  evening  the  Winnipeg  branch 

of  the  Retail  Merchant's  Association 
gave  a  dinner  in  the  Fort  Garry  Hotel 
to  the  visiting  delegates.  Premier  T.  C. 
Norris  of  Manitoba,  and  Mayor  Ed- 

ward  Parnell   were  the  chief  speakers. 

Toronto  Merchants 

Will  Combine  In 

One  Association 
A  meeting  of  the  merchants  on  Yonge 

Street,  Toronto,  from  King  Street  north 
to  Dundas  Street,  was  held  in  the  office 

of  the  Retail  Merchants'  Association  on 
Monday  last.  The  meeting  was  called 
for  the  purpose  of  protesting  against  the 

increased  assessment  on  merchants'  pro- 

perty in  this  district.  The  increase  am- 
ounts to  more  than  three  and  a  half  mil- 

lions, and  at  yesterday's  meeting  it  was 
decided  to  engage  the  legal  services  of 
T.  P.  Phelan  to  go  before  the  Toronto 
Board  of  Control  to  fight  this  increase. 

A  meeting  is  to  be  held  next  Monday 

at  the  R.M.A.  offices,  of  leading  Toron- 
to merchants  from  each  section  of  the 

association  for  the  purpose  of  forming 

a  united  Toronto  branch,  a  combined  or- 
ganisation of  all  retailers'  sections. 

There  are  between  1,500  and  1,800  mem- 
bers in  Toronto,  and  it  is  the  intention 

of  the  combined  forces  to  interest  them- 
selves municipally,  and  they  will  en- 
deavor to  have  some  representatives  to 

the  Toronto  City  Council. 

WILL   KNICKERS    BECOME 

POPULAR  HERE? 

"Dry  Goods  Review"  was  informed 
that  the  vogue  for  knickers  which  has 
spread  from  New  York  and  Chicago  to 
Philadelphia  and  is  now  taking  the 
fancy  of  the  middle  west,  has  not  been 
felt  in  Toronto  yet.  Though  women  on 
this  side  wore  bloomers  all  during  the 
war  in  the  munition  factories  and  on 

the  fruit  farms,  they  have  not  yet  de- 
cided to  use  them  for  street  wear.  There 

has  been  no  call  for  them  here  and  the 
retail  trade  so  far  has  not  prepared  for 
one. 

Too  Good  to  Be  True. 

"Taste  that  syrup,  once,  and  see  if  it 
isn't  the  real   maple!" 

"I  did.  It  tastes  so  perfectly  like 
maple  that  it  surely  must  be  adulter- 

ated with  something!  That  we  used  to 

make  from  the  tree  didn't  taste  that 

way." 

Artcraft  Cravat  Co.  is  the  name  of  a 
new  neckwear  firm  that  has  just  started 

up  in  business  on  Richmond  street,  To- 
ronto. Mr.  Gagnon,  who  is  the  pro- 
prietor, stated  that  he  would  specialize 

on  neckwear  that  could  be  sold  to  the 
consumer  at  $1.00  and  $1.50.  He  reports 
very  encouraging  business  to  date. 
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CANADIAN  BRAID  AND 
TRIMMING  CO.,  LTD. 

Manufacturers  of 

Girdles  A -''-A'  Ornaments 
Braids  Buttons 

Fringes  Fur  and 

Cords  jl     |        Dress 
Tassels  I        1  Trimmings 
39  DOWD  ST.,  MONTREAL 

TORONTO     64  Wellington  St.  W.       WINNIPEG-16 
SyUester  Wilson  Bldg.,  Representative — J,  R.  Galbraith 

J.  DUDGEON  &  CO. 
Manufacturers'  Agents 

$09  Unity  Building      -     Montreal 

Representing  British  Manufactur- 
ers to  the  Wholesale  and  Manu- 

facturing Trade  for — 
Madras  Muslins,  Curtains,  Curtain 
Nets,  Cottons,  Linens  of  all  kinds, 

Men's  Suitings,  Serges,  Overcoat- 
ings, Linings,  Dress  Goods,  Laces, 

and  Handkerchiefs. 

Brantford   Felt 
Novelty  Co. 

Brantford, Canada 

Manufacturers  of 

High    Grade    Pennants,    Cushion    Tops 

Felt  Emblems,   Paper  Hats,   Advertising 
Novelties. 

SPECIALISTS  IN 

NOVELTIES  for  CARNIVALS 

DANCES,  ETC. 

BRAND 
(REG.) 

'DRESS  FABRICS" 
F.  A.  RODDEN   &  CO. 

Dry  Goods 

Commissioners  an  J  Importers 

52  Victoria  Square  MONTREAL 

The  Hudson's  Bay  Company  in- 
tends to  feature  furs  in  its  new 

Victoria  sttr.  e.  Although  a  large 

proportion  of  the  furs  handled  by 

this  company  are  trapped  in  Cana- 
da, other  countries  are  also  repre- 

sented. With  the  newly  establish- 
ed tracing  pests  in  Russia  and 

London  as  a  centre,  millions  of  dol- 
lars worth  of  furs  will  be  shipped 

over.  The  department  will  be  in 

charge  of  men  who  have  a  thorough 

knowledge  of  trapping  and  pre- 
paring and  there  will  also  be  a 

cold  storage  plant  of  the  most  mo- 
dern type. 

William  Henry  Sweatman,  buyer 

for  the  Murray-Kay  Company  and 
manager  of  the  curtain,  electric 
fixtures  and  decorative  furnishings 

department,  died  in  Toronto,  Au- 
gust 23.  Mr.  Sweatman  was  a  re- 

cognized authority  on  art  decora- 
tions and  was  held  in  high  esteem 

by  his  business   associates. 
It  is  interesting  to  ascertain  how 

the  Canadian  toy  industry  is  far- 

ing. One  Canadian  company  or- 
ganized in  1911,  flourished  during 

three  years  prior  to  the  outbreak  of 
the  war.  Its  capital  was  increased 

from  $10,000  to  $14,000  by  1914,  in 
the  face  of  German  competition. 

This  capitalization  has  been  trebl- 
ed during  the  last  seven  years. 

The  Paris  correspondent  for 

Dry  Goods  Review  reports  that 
there  is  little  change  in  conditions 
in  France.  The  financial  condition 

of  the  Government  does  not  seem  to 

be  improving  and  it  is  difficult  to 

say  what  effect  the  reduction  of 

the  Bank  of  France  rate  to  hVz  per- 

cent will  have  on  general  condi- 
tions. 

A  large  manufacturer  of  silks, 

however,  states  that  things  are  in 
much  better  shape  in  Lyon.  The 
large  stock  of  goods  accumulated 
during  the  last  year,  has  been  com- 

pletely disposed  of  and  there  is 
now  very  little  unemployment  in 
the  district.  The  same  may  be  said 
of  the  cotton   area  around   Roubaix. 

M' 

rANIII-'ACTURERS'  AGENT  LEAVING  FOR 
England  and  Europe  would  like  to  represent 

Canadian  manufacturers.  Has  very  good  connec- 
tions.     Address    P.    O.    Box    891,   Montreal,   Que. 

Complete  Lines  at  Keen  Values  in 

Underwear 
Shirts Ties 

Gloves Hosiery 

Miller  Men's  Wear  Limited Miller  Bldg. 

44-48  York  St.,      -        TORONTO 

"Everything  in  Men'*  Furniihingm" 

Washable    Clothing 
AND    SPECIALTIES 

WHITE  DUCK  COATS  in  AU  Styles 
SUMMER  CLOTHING       LUSTRE  COATS 

WAREHOUSE   and   AUTO   DUSTERS 
DUCK    AND    FLANNEL    PANTS 

MEN'S    APRONS 

OFFICIAL  BOY  SCOUT  UNIFORMS  AND 
COMPLETE   OUTFITS 

MILITIA    AND    CADET    UNIFORMS 

BREECHES    AND    MILITARY    SUPPLIES 

The  Miller  Mfg.  Co.,  Limited 
44-46    York    Street,  -  TORONTO 

The    Oldest   and    Largest    Specialty 
Clothing  House  in  Canada. 

Handkerchiefs,  Cam- 
i  s  o  1  e  s,  Neckwear, 
Boudoir  Caps,  Baby 

Yokes,  Spats,  Accor- deon  Pleating,  Fancy 

Dry  Goods  and 
Smallwares,  Veil- 

ings, Quick-on-Veils,  Cap  Shape 
Nets,  Knitted  Scarfs,  Baby  Bon- 

nets, Coats,  Ribbons,  Necklaces, 
Laces  and  Nets,  Embroideries, 

Buttons,  Beads,  Braids  and  Tas- 
sels, Marabou  Trimming,  etc., 

etc. 

We  can  give  immediate  delivery 

WESTERN  VEILING  COMPANY 
222  McDermot  Ave. 

WINNIPEG 

W.  J.  C0LLETT 

Manufacturers'  Agent 
302  Hammond  Bldg.,  63  Albert  St. 

WINNIPEG 

Wraps  and  Suits  for   Assort- 

ing. 

Canton  Crepe  Dresses. 
Kitten  Ear  Satin  Dresses. 
Taffeta   Dresses. 
Cotton   Voile  Dresses. 
Silk  Waists. 
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Band 
SANITARY    NAPKINS 
Conveniently  and  attractively  packed;  half 
dozen  and  dozen  cartons:  individual  t-ansparent 
envelopes :    and    compressed    in    individual    boxes. 

Write     for     in'eresting     prices. 
HYGIENIC       FIBRF.        COMPANY 
2O0  Broadway      New   York   City 

RedSeal  Zephyr  Ginghams 
Everett  Classics 

Eden  Cloth  -  Peggy  Cloth 
Standard  Woven  Cotton  Fu^.  ics 

SMITH, HOGG  &  COMPANY 
IIS -117  WORTH   STREET- NEW  YORK 

Boston-77  Summer  St.        Chicago-226  West  Adam  Gt 

RIBBONS 

JOHNSO.N,    COW 
New    York.    NY. 

OF    DISTINCTION 
"J-C"   Kibbons   have   peculiar 
charm.     Widely   advertised   to 
the      consumer      under     their 
trade-mark     names     for     the 
protection  of  the  dealer. 

"SATIN     DE     LUXE" 
"TROUSSEAU" 
"LADY    FAIR" 

"SANKANAC"    "VIOLET-' 
"DEMOCRACY" 

DIN    &   00.,     40   E.   30th    St.. 
Made  in    U.S.A. 

CUSHIONS 
FOR 

Verandas  and  Boating 
At  Special  Prices 

The  Toronto  Feather  &  Down  Co.,  Ltd. 
2154-56-58  Dundas  St.,  W.,  Toronto 

B  LAN  K  E  T  S 
PRIESTLEY  BROTHERS 

Blanket  Manufacturers 
GROVE  MILLS  HALIFAX 

Telegrams  and  Cables,  "Blankets"  Halifax 

Codes,  A.B.C.  5th,  and  Bentley's 

TAPES 
ALL  WIDTHS  AND  QUALITIES 

CARRIED  IN  STOCK 

Walter  Williams  &  Co. 
508  READ  BLDG.,  MONTREAL 

2<  WELLINGTON  ST.  W.,  TORONTO 

The  Dressmakers'  Supply   Co. 
Dressmakers'    Supplies 

Better  Quality  Beltings 
Buttons  for  Cloaks,  Suite  and  Dresses 

77  YORK  STREET  -  TORONTO 
Telephone  Adelaide  3292 

Canada  is  again  getting-  a  large 

proportion  of  its  dyes  from  Ger- 

many, W.  F.  Prescott,  of  Mon- 
treal, disclosed  in  an  address  be- 

fore the  division  of  dye  chemistry 

of  the  American  Chemical  Society 

in  session  there. 

"As  regards  dependence  upon 

imported  commodities,"  said  Mr. 

Prescott,  "Canada  looks  to  for- 

eign countries  for  her  total  re- 
quirements of  dyes.  Previous  to 

1914,  her  consumption  of  coal  tar 

products  was  approximately  one 

half  million  dollars.  To-day  the 
dominion  consumes  over  three  and 

a  quarter  million  dollars  worth 

of  artificial  color.  To  be  sure,  a 

fair  portion  of  this  latter  figure 

represents  inflated  value,  but  there 

is  little  doubt  that  normal  re- 

quirements will  be  close  to  two 

million    dollars." 
Mr.  Prescott  said  at  the  present 

time  Canada  received  dyes  from 

Germany  and  Switzerland  at  the 

rate  of  $1,250,000  worth  per 

year;  from  the  United  States, 

$2,250,000,  and  from  Great  Brit- 
ain $650,000.  He  pointed  out  that 

the  figures  on  the  imports  from 
the  United  States  may  include 
overseas  colors  shipped  through 

New  York  in;  bond  and  conse- 
quently actual  imports  from  Ger- 

many and  Switzerland  reach  a 
much  higher  figure  than  one  and 
a    quarter    millions. 

"As  regards  the  future  source 
of  supply  of  dyes  for  Canada,  it 
is  a  most  hazardous  opinion  to 

say  which  country  will  succeed  in 

taking  the  Canadian  color  trade," 
continued  Mr.  Preseptft.  Ati  Itihe 

present  moment  dyes  from  any 
source  einter  the  domjnion  free, 
with  the  exception  of  a  universal 
sales  tax.  There  is  every  reason 
to  expect  that  German  products 
should  flood  the  market,  as  they 
enter  at  a  German  value,  greatly 

depreciated  from  the  Canadian 
dollar.  Were  dyes  dutiable  and 
taxable,  then  the  present  day 
value  of  the  mark  would  be  taxed 

on  a  value  of  pre-war  equity, 
which  would  prohibit  the  use  of 
dyes  of  this  origin.  English  dyes 
are  finding  an  increasing  market 
in  Canada  but  as  yet  the  range  of 
British  colors  has  not  been  great 

enough  to  take  much  of  the  busi- 

ness." 

SIGN  WRITING 
Do  your  own  card  writing 

Write  for  our  catalogue  which  will  tell  you 
what  you  need.    Best  goods  at  closest  prices 

ARTISTS'  SUPPLY  CO. 
77  York  St.,  Toronto 

Mention  this  paper  when  writing. 

WILL  P.  WHITE,  LIMITED 
Head  Office: 

Toronto 
65  Simcoe  St. 

Montreal 
137  McGill  Street 

Manufacturers*    Agents    and     Distributors 
Textile   and   Smallwares   Specialities. 

Wholesale  and  Manufacturers  Only  Supplied. 

MESH     BAGS 

In  Silver,  Gun  Metal  and  Green 

Gold  Finish,  Metal  Frames  for 
Ladies'  Hand  Bags. 

Made  in  Canada  for  the  Canadian  Trade 

WHITING  &  DAVIS  CO. 
SHEREROCKE,  QUE- 

^J^DJ.  Fisk&Co. 
cft^A*D  Chicago 

New  York  Salesroom: 

Open   Throughout  the  Year 
411  Fifth  Avenue 

When   in   Montreal    call  to   see   us 

at  our  New  Address 

Fraser  Publishing  Company 
Rooms  404, 405, 406  Southam  Bldg.,  128  Bleury 

Just  a  few  doors  north  of  our  old  address 

Are    you    using    1921    Textile   Products Directory  ? 

.Smallwares 
  AND- — Hosiery 

The  Robert  Hyslop  Cq  l-mjup 
HAMILTON.  ONTARIO 

Manufacturers 
329-331  Fourth  Ave.,  N.  Y. 

SUPERBA  BINDING 

BRAIDS,  CORDS,    DRESS  TRIMMINGS 

Fred  Jones  &  Company 
Manufacturers  and  Im-.orlers 

Babies*  Hand  Crochet  Goods  Notion* 
Babies'  Hand  Knit  Goods  Novelties 

Art  Needlework  Materials 

Room   712,  Empire   Building 

46  WELLINGTON  ST.  WEST,   TORONTO 
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Tnompson  Lace  &   Veiling  Co.,  Liniited 
Lace*.  Veilings.  Geor- 

gettes. Ninons.  "My 
Lady"  Silk  Hair  Nets. 
Princess  Pat  Human 
Hair  Net».  Sporl Veils. 

Cor.    Wellington     an<l 
York    St»., 

Toronto.    Canada. 

GERSTENZANG    BROS. 

Popular  Priced 
Flowers  and  Feathers 
670-674  Broadway,   NEW  YORK  CITY 

wm 
®®tt$k 

"HOOSIER" 
The  best  36-«rich  Sf3*rn 
domestic  in  America 

Buy  it  by  the  bale; 
sell  it  by  the  bolt 

Indiana    Cotton    Mills 

Cannelton,  IncL.U.S.A. 

T.  H.  Birmingham  &  Co. 
LIMITED 

533  College  St..  TORONTO 
Maters  of 

Women's  High  Grade 
Neckwear 

"The   Exclusive  Neckwear  House" 

f 
"EVERYTHING   IN  SILKS" 

M.  Ascher  Silk  Corp. 
Distributors — Iroquois  Silk  Mills 

102    Madison    Avenue,    New    York 

MAKE     THE    BEST    OF    THE 
SPRING  SELLING  SEASON 

by  using 

Wooding' s  Sho-Cards and  Price   Tickets 
G.L.  WOODING.  P.O.  BOX  62,  SALMON  ARM,  B.C . 

JOSEPH  G.  HAWA  &  CO. 
367  St.  Catherine  St.  W.,  Montreal 

pY^a^^sTillow-tops 
and 

CHAIR-PADS 
MADE  BY 

Canadian   Manufacturing  of  Novelty 
49-51  Boucher  St. MONTREAI 

A  pronounced  decrease  in  the  li- 
ber and  textile  business  was  a 

feature  of  Canadian  trade  in  Au- 

gust, which,  according1  to  a  sum- 
mary issued  by  the  Department  of 

Customs,  showed  a  very  sharp  de- 
cline  as   compared   with      August, 

1920.  Importations  of  these  pro- 
ducts totalled  $28,590,352,  as  com- 
pared  with  $12,659,G38   in   August 

1921.  Exports  of  these  products, 

both  domestic  and  foreign,  in  Au- 
gust 1920,  totalled  $1,598,716,  as 

against    8381,098    in    August    1921. 

Total  Canadian  trade  for  Au- 

gust 1921,  amounted  to  $127,510,- 
299,  as  compared  with  $238,085,- 
409  for  August  1920.  For  the  five 
months  of  the  fiscal  year  closing 

with  the  end  of  August  total  trade 
was:  1921,  $602,315,038;  1920, 

$1,063,358,170;  a  reduction  of 
$461,038,132. 

An  order  governing  wages  to 

be  paid  female  employees  in  retail 
r.tores  in  Ottawa,  Hamilton  and 
London  has  been  issued  by  the 
Minimum  Wage  Board  of  Ontario. 
The  lowest  wage  prescribed,  that 

to  be  paid  inexperienced  girls  un- 
der eighteen  years  of  age  is  $8.00 

per  week,  with  an  increase  of 
$1.00  a  week  after  each  six 

month's  period  until  $11.00  is 
reached.  The  minimum  wage  for 

experienced  adults  is  placed  at 

$12.00  a  week  and  for  inexperi- 
enced adults  at  $10.00  for  the 

first  six  months  and  $11.00  for 

the  second  six  months.  It  is  pro- 
vided that  the  number  of  inexper- 

ienced adults  or  young  girls  shall 
not  exceed  25  per  cent  of  the  total 
female  working  force  unless  there 
are  fewer  than  four  in  such  a 
force. 

No  decision  has  been  reached  by 
the  Board  regarding  wages  in 

sma'ler  centres,  for  the  reason 

that  practically  all  the  young  wo- 
men employed  in  stores  in  towns 

and  villages  live  at  home  and  no 

boarding  house  rate  is  discover- 
able. The  Board  will  conduct  an 

inquiry  into  the  cost  of  living  in 
such  centres  before  determining 

upon   a   minimum  wage  scale. 

The  Department  of  Trade  and 
Commerce  at  Ottawa  is  organis- 

ing a  sample  train  to  visit  France 
next  year.  This  will  be  similar  to 

Ihe  French  train  that  is,  at  pres- 
ent touring  Canada.  The  French 

government  has  made  the  follow- 
ing offer  to  the  Canadian  govern- 

ment: 

VEILINGS  and 
SILK  NETS 

HODGES  &   LETTAU 
232  McGill  St. 

Montrea 

FOR    HONEST   VALUE   AND 
SATISFACTION 

CROWN  PANTS 
Will    increase    your   sales.     Our   production 
has    increased   50%    over  former  years. 

CROWN  PANTS 
322    Notre    Dame    West, MONTREAL 

FALL    1921 

BUCKRAM    SHAPES 
NATIONAL  HAT  FRAME  CO. 
SHOW  ROOM  66  Wellington  Street  W.Toronto. 

Special   Sample   Assortment  sent  on   Approval 

INQUIRIES    SOLICITED 

Mr.  J.  Munro  -  Representative 

Canada's 

Largest  Makers  of Cotton  Flags 

Write  for  Pricem 

THECOPP,  CLARK  CO., 
517  Wellington  St.  West       Toronto 

BONTEX  IMPORT  CO. 

Ladies'  &   Children's    Whitewear 
Bloomers  our  specialty 

Children's  Rompers,  Girls'  Dresses, 

Always  in  Stock 
64   Wellington   St.  W.,  TORONTO 

J.  F.  Carnall  &  Co.,  England 
HOSIERY   MANUFACTURERS 

Men's,  Women's  &  Children's Heather    Hose 

Complete   Stock   Carried  in   Toronto  by 

A.  M.  Duncan 
39    Adelaide    St.    W.,  -  TORONTO 

Canadian  Made  Underwear 
Commission  firm  with  sample 

rooms  and  offices  in  Montreal, 
Toronto  and  Winnipeg  desires  the 

agency  of  a  Canadian  manufactur- er of  Woollen  Underwear. 

Long  connection  with  the  trade. 
Wholesale  only.     Write  care  of 

BOX  182,  DRY  GOODS  REVIEW, 
143-153    University   Ave.,   Toronto 

LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines, 
Window  Decorations,  Japanese  and 
Chinese  Decorations,  Papier  Mache 

Novelties,  Electric  •  Lighted  Flower 

Bushes.  Write  for  our  Catalogue.  It's free  for   the  asking. 

The  Botanical  Decorating  Company 

(Incorporated) 
208  W.  Adams  St.,  Chicago,  111 
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Choir  Gowns 
The  Best  in  Design 
The  Best  Made 
The  Most  Reasonable    in    Price 

HARCOURT  &  SON,   LIMITED 
103  King  Street  W.,  Toronto 

CLIMAX  PAPER 
BALERS 

ALL  STEEL-- FIREPROOF 
"Turn*    Watte 

into  Pro/it" 12  SIZES 
Send  for  Catalog 

CLIMAX  BALER  CO. 
Hamilton,  Ont. 

STERLING  DRESS  CO. 

Popular-Priced  Ladies'  and  Misses' DRESSES  and  SKIRTS 

220  KING  ST.  WEST  -  TORONTO 
ADELAIDE  3857 

SILKS 
1  represent  In  this  country  some  of  the 
most  reliable  Manufacturers  of  Hlgh- 
Grade    SILKS,     In    plain,    fancy    weaves. 

Quality    and    Novelty    is    my    motto. 

J.  H.  GAGNON 
108  Dandurand  Bldg.        Montreal 

The  tailoring  business  of  Nap  Lafleur, 
Rideau  Street,  has  been  taken  over  by 
J.  E.  Paquette.  It  will  be  remembered 
that  the  former  died  suddenly  after  un- 

dergoing treatment  in  a  doctor's  office 
a  few  weeks  ago. 

The  sales  manager  of  the  Premier 
Hat  Shop,  Sparks  Street,  Ottawa,  Ed- 

ward Morrell,  was  fined  $2  and  costs  for 
painting  a  black  hat  on  the  sidewalk  in 
front  of  the  shop.  People  were  obliged 
to  walk  round  the  hat  or  get  paint  on 
them  so  the  police  took  action.  Pre- 

vious advertising  stunts  of  a  like  na- 
ture have  been  used  for  the  past  two 

years,  this  being  the  first  time  action 
has  resulted. 

1 — Free  transportation  of  the 
sample  goods,  both  ways  across 
the  ocean. 

2 — Free  warehousing  of  the 
Canadian  sample  goods  in  the 
docks  of  the  French  port  selected. 

3 — Gratuitous  use  of  the  rail- 

ways and  other  equipment  requir- 
ed for  a  complete  exhibition  train, 

and  its  circulation  throughout 
the  principal  cities  of  France. 

4 — Use  of  the  best  theatres  in 
practically  every  city  visited  by 
the  Canadian  train,  with  the  net 
proceeds  of  the  entrance  receipts 
for  theatrical  displays  of  films 
and  other  devices  demonstrating 
the  natural  resources,  industrial 
development  and  natural  beauties 
of  Canada. 

5 — Free  use  for  a  period  of  six 
months  of  the  most  suitable  build- 

ing in  the  City  of  Paris,  presum- 
ably the  Petit  Palais,  on  the 

Champs  Elysees,  for  a  fixed  exhi- 
bition of  the  Canadian  sample 

goods. Active  steps  are  being  taken  in 
connection  with  the  arrangements 
for  the  British  Empire  Exhibition 
to  be  held  at  Wembley  Park  in 
1923.  The  purpose  of  this  exhibi- 

tion is  to  demonstrate  the  com- 
mercial and  industrial  possibilities 

of  the  Empire.  All  the  Overseas 
Dominions  will  be  represented, 
and  the  event  will,  without  doubt, 
attract  visitors  in  large  numbers 
from  every  part  of  the  world.  The 
scope  and  object  of  this  great  ex- 

hibition are,  of  course,  widely  dif- 
ferent from  those  of  the  ordinary 

trade  fairs  and  markets  organised 
in  connection  with  specific  indus- 

tries. These  supply  a  want  and 
perform  services  of  quite  a  dif- 

ferent kind.  There  is  no  question 
of  competition  between  the  two. 
This  1923  Exhibition  will  display 
the  wealth  and  resources  of  the 
British  Empire  from  every  point 

of  view,  and  will  be  made  the  oc- 
casion for  patriotic  demonstra- 

tions of  various  kinds. 

The  Canadian  Women  Design- 

ers' Club  held  their  first  annual 

banquet  at  the  King  Edward  Ho- 

tel, Toronto,  on  Wednesday  Sep- 
tember 21.  There  were  about 

eighty  present  including  many 

manufacturers..  Mrs.  C.  S.  Mc- 
Michael  the  President  and  Mils 

Charlotte  M.  Storey  (the  origina- 

tor of  the  club)  acted  as  hostesses. 

The  speakers  of  the  evening 

were:  Professor  Currelly  of  the 

Royal  Art  Museum,  J.  B.  Hutchins, 

President  of  the  J.  B.  Hutchins 

Co.,  Mr.  Leberman  of  Leberman 

&  Drew,  Mr.  Murcheson  of  the 

Canadian  Underskirt  Co.,  and  Mrs. 

McMichael. 

The  Executive  board  who  were 

responsible  for  the  affair,  the  first 

of  its  kind  in  Canada,  are; 

Mrs.  C.  S.  McMichael,  Presi- 

dent— Proprietor  of  the  Caroline 

Heyes    corset    shops. 

Miss  Shanklin,  Vice-President — 

Designer   for   the   A.    T.   Reid   Co. 

Miss  Dennish,  Secretary — De- 
signer for  the  T.  Eaton  C. 

Miss  Malone,  Asst.  Secretary — 

Designer  for  the   Murray-Kay   Co. 

Miss  Rothwell,  Treasurer — De- 

signer for  Modern  Waists  Limited. 

Miss  McLean,  Councillor — De- 
signer for   the    Ontario    Cloak   Co. 

Miss  Thompson,  Councillor — De- 

signer for  Burton's  Limited. 

Why   Not  Have  a  Double 
Check  on  all  Sales? 

All  kinds  of  Cash  and   Parcel 

Carriers 

Gipe-Hazard      Store     Service 
Co.,   Limited 

113  SUMACH  ST.,  TORONTO,  Ont. 

By  the  aid  of  our  Cash  Carriers  all  transactions  of  sales,  wheth- 
er cash  or  credit,  are  placed  on  file  in  your  office  without  need- 

less steps  of  the  salesman,  thus  saving  time  and  labor  to  them. Does  this  mean  anything  to  the  merchant? 

All  monev  and  records  are  in  the  care  of  one  person  who  is 
responsible  for  them.     Does  this  mean  anything  to  the  merchant. 

Also  there  is  the  double  check  against  errors,  viz.,  the  cashier 
thus  checking  the  salesmen,  and  the  salesmen  the  cashier.  Is 
there  any  other  method,  or  mechanical  device  to  accomplish  this  . If  so  we  are  desirous  of  seeing  it. 
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Three  Eighties"  Hosiery  for  Repeat  Sales 

THREE   EIGHTIES"  stockings for  women  have  the  largest  sale 
of  any  one  style  of  hosiery  in  Canada. 

The  style,  comfort  and  service  in- 

corporated in  "Three  Eighties"  com- 
bined with  economy  in  price,  creates 

an  incessant  demand,  both  in  resales 
and  from  new  customers. 

"  Three  Eighties "  are  seamless 
cotton  hose,  with  three-ply  heels  and 
toes  which  saves  much  darning. 

They  come  in  black,  tan,  and  white, 

in  sizes  \x/i  to  8}^  for  misses,  8J/2  to 
10  for  ladies,  attractively  boxed  in 
dozens. 

The  growing  demand  for  "Three 
Eighties"  is  your  opportunity  for 
enlarging  the  margin  of  profit  in  your 

hosiery  department.  If  you  are  un- 
supplied  you  will  do  well  to  lay  in  a 
stock  at  once  from  your  wholesaler. 

ElGHTIESDRAND  for     T"61™ pairs of periect 
hose  in  every  box. 

The  Chipman-Holton  Knitting  Company,  Limited,  Hamilton,  Ontario 
Mills  at  Hamilton  and  Welland,  Ont. 
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Our  Attractive  Leaflet 

on  Knitting 

Be  sure  that  you  are 
supplied  with  our  new 
knitting  leaflet,  giving 

suggestions  and  full 
directions  for  knitting 

many  new  and  attrac- 
tive articles  including 

the  stylish  Highland 
Sweater  and  the  Smart 

Country      Club     Scarf. 

Fingering  Yams 
The  yarns  that  wholly  satisfy.  The  in- 

sistent demand  of  all  experienced 
knitters. 

Pure  Australian  long-staple  wool—soft, 
pliable,  elastic,  most  durable. 

Extensive  advertising  of  these  yarns  in 
the  leading  Canadian  magazines  right 

up  to  Christmas. 

A  wide  variety  of  exceptionally  lovely 
shades.     Fast  colors. 

One  oz.  balls — 16  balls  to  the  box. 

Manufacturers  of  Corticelli  Spool  Silks,  Corticelli  Crochet  and  Embroidery 
Cottons,  Corticelli  Knitting  Silk,  Corticelli  Embroidery 

Silk,  Corticelli  Roll  Tape,  Corticelli  Lingerie  Braid. 
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Hawley's Hygienic 
Biaclc 

British  Dve 
FOR  STOCKINGS  AND  SOCKSjlN 
ALL    MAKES    AND    MATERIALS 

STOCKINGS  and  Socks  that  make 
for  sales  and  satisfaction  are 

those  dyed  with  Hawley's  Hygienic Black  British  Dye. 

EVERY  pair  is  unconditionally 

guaranteed  to  withstand  the 
roughest  washing  and  wear,  all 
weather  vagaries,  and  the  acids  of 

perspiration.  The  dye  retains  its 
inimitable  brilliant  dense  blackness 
to  the  very  end. 

ASK  your  wholesaler  for  Hawl
ey- 

dyed  Black  Stockings  and  Socks, 

and  see  the  name  "Hawley's"  is  on every  pair. 

ATTRACTIVE  showcard
s  and 

other  advertising  material  can 

be  had  on  application  to  the  Ad- 

vertising Department   Write  us 
to-day. 

Sole]Dyers  (to  the  trade  only)  _   _ 

A.E.HAWLEY&CO.,Ltd. 
Hosiery    Dyers,    Bleachers   and    

Finishers. 

SKETCHLEY  DYE  WORKS. 

HINCKLEY.         ENGLAND 

—  SKU^^RCr'lO 
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HEADQUARTERS  FOR. 

^    oweaters 
Toques  &•  Stockings 

The  MOYER  line  of  Hockey  Uniforms  get 
you  the  cream  of  the  trade  from  your  local 
Hockey  fraternity.     We  specialize  in 

Special  Club  Colors 
And  Monograms 

Your  local  Hockey 
Teams  will  come  to 
you  for  Uniforms  if 
you  let  them  know 
you   can   supply 
them  promptly  with  special  Uniforms  em- 

bracing their  own  colors  and  crests. 
Take  all  their  orders  and  send  them  to  us. 
We  can  give  you  prompt  service  while  the 
quality  of  our  goods  and  reasonable  prices 
will  assure  complete  satisfaction  to  your 
customers. 

Send  Us  Your  Orders  Also  For 

Gym  Jerseys  &  Knickers 
Girls'  Middies  &  Bloomers 

We  manufacture  an  extensive  assortment  of  Gym  Cloth- 
ing with  a  complete  range  of  standard  sizes  in  each  of 

our  smart  styles.  Just  what  your  customers  want — 
attractive  style  combined  with  easy  fit  and  excellent 
wearing  qualities.  Mail  us  your  orders  for  anything  in 
this  line.     Our  prices  allow  you  a  liberal  profit. 

aw:mOYER&c9 
Manufacturers  to  the  Trade  Only 

124  King  St.  W.  TORONTO 

LINE 
Boy    Scout    Uniforms 

Baseball     Uniforms 

Hockey   Suits 

Soccer   Suits 

Rugby    Suits 

Gym   Suits 

Toboggan    Cushions 

Butchers'    Coats    and    Aprons 

Abattoir    Clothing 

Restaurant    Clothing 

Factory    Uniforms 

Hospital     Clothing 

Operating     Gowns 

Dental    Coats 

Barbers'   Coats 

Lustre    Office    Coats 

Outing    Hats 

Write   For 
New  Fall  and 

Winter  Catalogue 
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SIX  BIG  HOSIERY  SPECIALS 

That  will  increase  sales  and  stimulate  your  entire  busi- 
ness.    Our  travellers  are  now  booking  for  spring  1922.     If 

they  do  not  reach  you  in  time  write  us  for  samples  of  the 

following  lines 

LADY    GAY 
Women's    Plain    Cotton 
Hose,    Seamless,    Wide 
Flare  Top. 

Black,    White,     Brown. 

Best  25c  Stocking  pos- 
sible. 

HAPPY  LASS 
1-1  Rib  Cotton  Stocking 

for  Girls,  Superior  Qual- 
ity of  Soft  Cotton  Yarn, 

Very  Elastic. 

Black,    White,     Brown, 
to  Retail  at  25c  a  Pair. 

HAPPY  LAD 
Strong   2-1    Rib    Cotton 
Stocking  for   Boys   and 
Girls   Who   Play   Hard, 

Like     Their     Brothers. 

Black,    Cordovan 
Retails   at  25c   a  Pair. 

No.  55 
Women's  Fine  220  Nee- 

dle    Full     Mercerized 

Lisle,  Extra  Wide  Flare 
Top. 

Black,   White,    Colors. 

Nothing  Better  to  Retail 
at  50c  a  Pair. 

No.  66 
This  is  a  Beautiful  Hose, 

240  Needle,  Mercerized 

Lisle,  Double  Sole,  High 

Spliced  Heel. 

Black,   White,    Colors. 

Worth   75c    a   pair  but 
could   be  sold   for  60c. 

No.  77 
A  Fine  Mercerized  Lisle 

Double       Sole,        High 

Spliced  Heel  with  Elas- 
tic  440  Needle  Ribbed Top. 

Black,   White,    Colors. 
Retails    at    75    cents. 

GREENSHIELDS  LIMITED 

" Everything  in  Dry  Goods" 

Victoria  Square,  MONTREAL 

SALESROOMS  FROM  THE  ATLANTIC  TO  THE  PACIFIC 
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&  &  &ma  g>tlfe  Company 
liuriteo 

"Clie  Mb  fyouse  of  Canaoa" 

Rich  Blacks 
Rare  Autumn  Shades 

Exquisite  Pastels 

Sufierh  quality — Advantageous  prices. 
Largest    stock    of     Si/ks    in    Canada. 

A  visit  to  our  Showrooms  will  pay  you. 
See  samples  in  hands  of  our  Salesmen 
or  write  us   direct. 

JAPANESE  SILKS 
CHINESE  SILKS 

CHARMEUSE 

DUCHESS  SATINS 

GEORGETTES 

CREPE  DE  CHINES 

FANCY  STRIPES 

PLAIDS 

FANC  Y  TRIMMING 

SILKS 

PYJAMA  SILKS 
and 

SILK  SHIRTINGS 

NOVELTY  SILKS 

In  profusion 

Immediate 

Deliveries 

9.  §>.  Htng  &tlk  Company 
Htmtteb 

59-61    Wellington  St.    West,   Toronto 
Foreign  Offices  : 

Zurich,  Switzerland 

Yokohama,  Japan Lyons,  France 
Chefoo,  China 
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DC DEZ3C DC DC 
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Comforters 

W/E  have  a  good  stock  on 
hand  of  the  newest  patterns 

and  colorings  in  Comforters  in 
all  sizes  and  qualities. 

Sateen,  Chintz  and  Cambric 

coverings,  Cotton  or  Kapok  fill- 
ed to  retail  at  popular  prices. 

Satin,  Silk  and  Sateen  coverings 
or  with  fancy  centres,  framed 
in  solid  colors,  down- filled 
from  the  lowest  priced  up  to 
$43.00  each. 

S&  i'ff?-' 

John  M.  Garland,  Son 
&  Co.,  Ltd. 

Ottawa  -  Canada 
Wholesale  Dry  Goods 

DC DEZIC DC 
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WAYAGAMACK 
PURE 

S53v 

KRAFT 

.- 

Kraft  Means  Strength 
Every  time  a  parcel  bursts  or  a  bag  leaks  it  means  not  only  a  loss 

to  your  customer  but  often  the  loss  of  a  customer.  It  creates  a  bad 

impression  and  bad  impressions  are  not  easily  eradicated. 

All  risks  of  such  accidents  can  be  avoided  by  using  the  best 

wrapping  paper  and  having  your  bags  and  containers  made  of  the 

highest  quality  of  Kraft  paper. 

WAYAGAMACK  PURE  KRAFT 
either  in  the  form  of  a  wrapper  or  bag  is  unequalled  as  a  protector  for 

every  class  of  goods  from  nails  to  motor  cars  and  in  fact  for  hardware 

of  all  descriptions.  It  is  strong  and  resists  moisture.  It  protects 

the  goods  in  the  store  and  outside.  It  is  economical  to  use  giving 

fifty  per  cent,  more  service  than  a  sheet  of  an  inferior  grade  of  paper 

of  equal  weight.  Any  wholesaler  will  satisfy  you  on  this  point  by 

a  practical  demonstration. 

Insist  on  being  supplied  with 

Wayagamack  Pure  Kraft 
which    means 

Strength  and  Security. 
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E 



DRY     GOODS     REVIEW 



DRY     GOODS    REVIEW 

DEPT.  "G" ^omejfurntsfjtng  department 
IS 

A   SPECIALTY   DEPARTMENT 
IN  WHICH 

The  House  of  Racine  Excels 

FLOORS  TO  WALK  ON—LINOLEUMS,  OILCLOTHS,  CARPETS,  RUGS,  MATS, 
ETC. 

WALLS    TO   GAZE   ON  -CURTAINS  AND  DRAPERIES  OF  ALL 
KINDS. 

BEDS    TO   SLEEP  ON    COMFORTERS,    QUILTS,     BLANKETS, 
PILLOWS,  ETC. 

THREE   SEPARATE   AND    DISTINCT    SHOWINGS    IN   ONE 
BIG   DEPARTMENT. 

N.B.-The  DRAPERY  [DEPARTMENT  has 
just  been  added  to  our  Home  Furnishings, 
and  offers  for  your  inspection  a  varied 
assortment  of  Staples  and  Novelties. 

ALPHONSE   RACINE,   LIMITED 
60-98   ST.  PAUL  STREET  WEST MONTREAL 

13   SAMPLE  ROOMS: 

OTTAWA,  1  1 1  Sparks  St.  HA1LEYBURY,  Matabanick  Hotel.   SUDBURY,  Nickle  Range  Hotel. 
SHERBROOKE,  50  Wellington  St.    THREE  RIVERS,  Main  St.  HALIFAX,  N.S.,  1 19  Roy  Bldg. 
LONDON,  ONT.,  147  Carling  St.       QUEBEC,  Merger  Bldg.  TORONTO,  123  Bay  St. 
SYDNEY,  N.S.,  269  Charlotte  St.      ST.  JOHN,  N.B.,  85  Germain  St.        RIVIERE  DE  LOUP,  Hotel  Anctil. 

CHARLOTTETOWN,  P.E.I. ,  Queen  and  Sydney  Sts. 
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This  is  one  of  the  series  of  striking 
illustrations  appearing  in  Hoover 
national  advertising.  Over  six 
hundred  thousand  Hoover  full 
pages  are  circulated  monthly  through 
leading  Canadian  magazines 

Twenty  to  Twenty-four  Turnovers  a  Year, 
with  Sales  as  Large  as  in  1920  — on  the 

Hoover  Resale  Plan 
Working  in  friendly  rivalry  with  five  other  dealers 
who  are  also  busy  selling  Hoovers  in  the  same 
city,  the  Robert  Simpson  Company,  Limited,  of 
Toronto,  during  the  first  seven  months  of  this 
year,  sold  271  Hoovers  valued  at  $  19,025. 

Last  year  this  large  department  store  sold  499 
Hoovers,  total  value,  $32,550,  while  in  1919  the 
Hoover  volume  was  $9,375. 

Operating  on  the  famous  Hoover  Resale  Plan, 
this  store  has  for  the  past  twenty  months  been 
turning  over  its  stock  of  Hoovers  at  the  rate  of 

from  20  to  24  times  a  year.  Knowing  that  turn- 
over to  a  large  extent  determines  profit,  we 

encourage  rapid  turnover  with  all  Hoover  dealers 
by  maintaining  a  steady  flow  of  shipments  to  keep 
pace  with  current  sales. 

At  the  Robert  Simpson  store,  Hoover  demonstra- 
tion tables  are  maintained  on  both  the  main 

floor    and    in    the    carpet    department.     Hoover 

window  displays  are  installed  at  least  monthly. 
One  or  two  Hoover  advertisements  are  used 

weekly  in  the  store's  newspaper  announce- ments. 

As  is  usual  with  dealers  who  heartily  co-operate 
with  us,  the  Robert  Simpson  Company  is  thor- 

oughly satisfied  with  the  business  being  secured  on 
Hoovers.  In  the  past  they  tried  selling  other 
cleaners,  but  experience  has  shown  them  that 
The  Hoover  is  the  easiest  to  sell  and  that  it  gives 
lasting  satisfaction  to  its  purchasers. 

The  Resale  Plan  is  also  open  to  other  dealers.  It 
is  an  arrangement  whereby  we  procure  the  leads, 
demonstrate,  sell  and  service  Hoovers  as  a  part 

of  the  dealer's  organization. 
Are  you  ready  to  consider  The  Hoover  and  the 
Hoover  Resale  Plan  ?  Now,  during  fall  houseclean- 
ing  time  and  prior  to  Christmas,  is  a  most  favor- 

able season  to  start. 

The  Hoover  Suction  Sweeper  Company  of  Canada,  Limited 
Factory  and  General  Offices:  Hamilton,  Ontario 

Qfe  HOOVER 
It    Beats...       as    it    Sweeps       as    it    Cleans 

MADE  IN  CANADA- BY  C  A  N  A  D  I  A  N S- F  O  R  CANADIANS  - 



DRY     GOODS     REVIEW 

Let  the GuideYou 
WHEN    YOU    THINK    OF  REPLENISHING   YOUR 

STOCK  FOR  THE  CHRISTMAS  SEASON 

OUR 

Laces 

Embroideries 

Dress   Trimmings 

Georgettes 
Chiffons 

Wash  Goods 

Ribbons 
Hosiery 

Etc. 

COMBINE  QUALITY,  ECONOMY 
AND    BEAUTY 

Jfluger  Protfjerg  (Canaba)  Etrntteb 
Manufacturers  and  Importers  of  Laces, 

Dress    Trimmings    and    Embroideries. 

Importers  of  Fancy  Dry  Goods. 

1  2  ST.  HELEN  STREET,  MONTREAL 
New  York       Boston  Philadelphia         Chicago 

Baltimore       Los  Angeles  San  Francisco 
London         Nottingham        Paris        Calais 

Caudry         Le  Puy         St.  Gall 



D  R  Y     G  O  0  0  S     R  E  V  I  E  W 

j-
 

I 

§ 

ifannrn  n  ini  11  n  11  11  n  n  n  n  11  11  11  n  11  u  n  mini  loiumji  n  n  11 11  n  11  nnnngggg  n  n   ipoio 

e 

TYPICAL  "INTER-PLACE-ABLE"  UNITS 

INVEST  IN  DISPLAY 

All  your  goods  will  sell  more 

quickly  if  well  displayed. 
See  our  line. 

DISPLAY  YOUR  WARES 
Write  for  Catalog  and  Prices 

KMfqai 
^JonoNToSffowCASFCb}  Limited 

181-199  CARLAW  AVENUE    m& 
  TORONTO   
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{jjBetween  a  successful  and  an  unsuccessful  sale  in  your 
store  lies  in  the  distance  your  buyers  travel  to  purchase 
your  mere h and ise. 

fJThe  wider  the  area  over  which  the  goods  are  distributed 
then — is  the  measure  of  the  success  of  your  campaign. 

^Consider  your  store  as  the  center  of  a  pool  into  which  a 

pebble  h?s  been  thrown  and  the  widening  ripples — the 
gradual  expanding  of  your  influence. 

([Force  is  necessary  to  start  the  ever-widening  circles  and, 
in  the  case  of  your  Kelly  Sale,  this  force  is  the  advertising 
that  is  written  as  a  result  of  a  very  thorough  investigation 
of  the  districts  that  you  do  and  should  serve. 

^As  the  territory  taken  in  expands,  a  greater  and  greater 
number  of  prospective  buyers  are  taken  into  your  confi- 

dence, with  a  result  that  your  merchandise  is  not  only  sold 
but  the  selling  has  brought  you  in  contact  with  hundreds 
of  new  people  who  remain  your  customers. 

*JTo  these  new  people,  the  odds  and  ends,  broken  lines,  and 
the  unseasonable  portions  of  your  stock  are  as  new  mer- 

chandise, and  so.  the  disposal  of  this  part  of  your  investment 
is  brought  about  without  loss  or  profit. 

(Jin  a  small  way  this  will  give  you  an  idea  of  the  scientific 
principles  that  are  used  in  Kelly  operation  in  your  store, 

principles  that  are  not  necessarily  new — but  are  applied  in 
a  profitable  way  as  a  result  of  a  quarter  century  s  exper- 
ience. 

^jUnless  we  were  prepared  to  furnish  you  with  the  most  con- 
vincing kind  of  proof  of  our  ability  it  would  be  folly  for  us  to 

even  attempt  to  secure  your  business. 

We  have  this  proof  and  your  inquiry  giving  us  the  size  and 
character  of  the  stock  you  carry  is  sufficient  to  bring  you 
not  only  the  proofs,  but  the  explanation  of  the  methods  that 
will  be  individually  applied  to  develop  your  business. 

• ¥#&%  SaDes  System 
MINNEAPOLIS      MINN 
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STOFFEL  &  CO. 
The  Largest  Manufacturers  of  Cotton  Fabrics  in 

SWITZERLAND 

TRANSPARENTORGANDIES 
Batistes 

Fine  Muslins 
Nainsooks 

Voiles 

Jaconas 

Crepes 
Fancies 

Dotted  Swisses 

"IT  IS  STOFFEL'S" 
---the  finest  praise  that  can  be  bestowed  upon  an  Organdie 

STOCK  CARRIED  IN  TORONTO  IMMEDIATE  DELIVERY 

To  the  Wholesale  and  Manufacturing  Trade  only 

HERON  &  TAYLOR 
77  York  Street Toronto 

SOLE  AGENTS  FOR  CANADA 

Tie  Up  to  Sunset  Profits _n  r 
Sunset  sells  itself 
when  DISPLAYED 

--Always     satisfies 
customers   
REPEA  TS  quicklv 
--Clean,  P  RO  FIT- 
ABLE    business  .  .  . 

.  Sunset 
SwDyes 
The  Real  Dye  for  All  Fabrics 

— they  grow  fast.  Each  Sunset  sale  pays  its  own  gen- 
erous profit,  then  keeps  right  on  multiplying  itself  into 

additional  sales  and  profits.  For  women  who  use  Sunset 
tell  others  of  their  wonderful  success.  Boosting  cus- 

tomers build  that  permanent  good  will  upon  which 
dealers  prosper. 

Display  Sunset.  Tie  your  store  to  Sunset  advertising 
and  Sunset  good  will.  Keep  the  attractive  Counter  Dis- 

play Case  with  Color  Card  always  within  easy  reach  of 
customers.  Run  an  occasional  window  with  the  hand- 

some Cut-Out,  Display  Case,  Color  Card  and  Packages. 
Place  the  Cut-Out  in  the  store  when  not  in  window. 
Sunset  sells  itself  when  you  show  people  you  have  it. 
If  you  have  any  trouble  in  getting  Sunset,  write 

Sales  Representatives 
HAROLD  F.  RITCHIE  &  CO 

Toronto,   Canada 

COUNTER  DISPLAY  CASE  pack- 
ed 1  gross  assorted  colors  of  Sun- 

set, with  Color  Card.  No  extra 
charge.  Ask  your  jobber.  If  Coloi 
Card  you  have  is  soiled  or  damaged, 
write   for   frtsh   one. 

WINDOW  CUT-OUT,  FREE  28"  x 
40".  Many  beautiful  colors.  If  you 
have  one,  keep  it  working  for  you : 
if  not.  write  and  we  will  send  you 
one,    free.      Address : 

Manufacturers 
NORTH  AMERICAN  DYE  CORP.  LTD, 

Toronto,  Canada 

LTD. 

Fast Colors 

L 
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m*< 
OUR  ATTRACTIVE 

TOILET  ARTICLES 
PACKED  IN  FANCY  BOXES  DE  LUXE 

MAKE  CUSTOMERS  AT 

XMAS  TIME. 
The  following  Popular  Lines  arelstocked^by  us:— 
COTY  PERFUMERY        L.  T.  PIVERT 

ARY'S 
L'HENTHERIC 
CHR.  FAY 
KERKOFF 
PLASSARD 
NESTLY 

HOUBIGNANT 
GUERLAIN 
ROGER  &  GALLET 

BERTIN    . 
VIOLET 
DUFOUR 

N\^ 

DORIN ** 
vv\ II 

:old"cr"ea^ "'•<iMiiiiii|^fcr  j /*• 

%       %       #       ̂       % 

We  stock  all  these  lines  in  Lotion,  Toilet 
Water,  Eau  de  Cologne,  Creme  de  Beaute, 
Face  Powder,  Soap,  Talc  Powder,  Denti- 
frice,  Lips  Pommade,  Liquid  Rouge,  Eye 

Crayons,  etc. 

mil  mini  mum Mllflltl   HIM 

TALCUM 
POWDER 

jltri  •  ii  in  if  mi 

P.  P.  MARTIN  &  CO.,  LIMITED 
50  St.  Paul  St.  W.        -        MONTREAL,  QUE. 

SOLE  AGENTS  FOR  :-   Ary's,  Chr".  Fay,  L'Hentheric  Perfumery  :    Also  for  the celebrated  Chatelain  de  Paris. 
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THIS  CASE  MAHOGANY  FINISH 
With  Five  Gross  Order 

"Peeress" 
Selected  from  the  Best  Hair  Nets  that  are  made. 

Human  Hair;  Invisible,  Sanitary,  Attractive  envelopes. 

Have  very  good  selling  point.    All  Colors,  Cap  or  Fringe. 
Browns  and  Blacks  $9.00  Gro.,  White  and  Gray  $20.00  Gro. 

Special  prices  for  quantities. 

"Vodene" 
Similar  Net,  Brown  and  Black  $7.50  Gro. ;  White  and 

Gray  $18.00  Gro. 
Five  Gro.  to  Case.     Special  prices  in  quantities. 

"Cumfy" 
Packed  Six  in  Attractive  Box,  easy  to  sell. 

Big  Selection  Fancy  Veils.     "Mona  Lisa"  Veils,  all  colors 
and  prices. 

Black  Spanish  Lace  Scarves  $3.00  to  $15.00  each. 

Exceptional  Value. 
Radium  Allovers  and  Flouncing. 

Don't  place  your  order  till  you  see  our  samples. 

Voiles  and  Stoffel's  Organdy  and  Dotted  Swiss  for  Spring. 

Samples  on  Request 
Our  aim  is  to  please  you 

Canada  Veiling  Co.,  Limited 
84-86  Wellington  Street  West 

TORONTO 

■■  -  Sssg^  5 — 
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" A. B.C.  is  a  Hose  Guarantee" 

A.B.C.  HOSIERY 
For  Men,    Women  and  Children 

Has  Quality,  Style  and  Durability 
THAT  IS  WHY  THE  A.B.C.  TRADE  MARK  IS  A 

GUARANTEE  OF  ALL-ROUND  EXCELLENCE 

Order  your  Winter  Stock  from  these  Lines 
For  Men  and  Women — For  Children — 

Beautiful  pure  thread  silk,  1  and  1  rib. 
Silk  and  wool,  1  and  1  rib. 
Cashmere  in  heather  mixture, 

three  quarter  length  sock  with  roll  top 

Cashmere,  plain  colors,  1  and  1  rib. 

Silk  and  wool  mixtures,  many  combina- 
tions of  colors. 

Cashmere — plain  colors,  fine  weave, 
all  sizes. 

All  seamless,  with  reinforced  heels  and 
toes. 

ALLEN  BROS.  CO.,  Limited 
883  Dundas  St.  E.  -  TORONTO 

Selling  Agents  for  Canada : 
WM.  G.  EVIS  &  COMPANY 

28  Wellington  St.  W.         -        TORONTO 
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"The  Finest  Trade  buys  Winsome  Maid" 

ALLEN  SILK  MILLS,  Limited 
43  Davies  Ave. TORONTO 

W.  G.  Evis  &  Co.,  28  Wellington 
St.  W.,  Toronto  —  Western  and 
Northern  Ontario,  Manitoba,  Que- 

bec   and    Maritime    Provinces. 

Selling  Agents : 
Stanley  McLeod,  54S  Granville  St.. 
Vancouver — British  Columbia,  Al- 

berta   and    Saskatchewan. 

H.  Switzer,  193  Sparks  Street,  Ot- 
tawa, Ontario  —  Eastern  Ontario 

and    Montreal. 
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Satisfaction  Guaranteed. 

Satisfied  Customers  are  the  bul- 

wark of  every  prosperous  busi- 
ness. Concentration  on  honest 

value  enough  to  insure  satisfac- 
tory selection  gains  the  confid- 
ence and  patronage  of  your 

customers. 

It  therefore  is  of  paramount 

importance  that  the  quality 
line  you  select  to  feature  in 

your  store  be  of  unquestion- 
able character,  backed  by  the 

reputation  of  the  Haugh  Mfg. 
Company. 

AVe  are  ready  to  submit  an 

attractive  range  of  Kiddies'  gar- ments. 

Arm  and  Hammer  Shirts  and 
Overalls. 

Bloomers,    Trousers  and  Shdp foals. 

The  J.  A.  Haugh  Mfg.  Co., 
LIMITED 

TORONTO     -     CANADA 
Note  our  new  address 

472-474  Bat  hurst  St.:       Cor.   College  St. 

I 

I 

SCARVES 
Do  we  need  to  say  more? 

There  is  no  Maline  like  Dyna- 
mo— It  is  a  name  synonymous 

with  fine  scarves.  These  beau- 
tiful creations  in  every  shade 

imaginable  for  evening  wear. 
It's  role  is  but  that  of  a  misty 
cloud,  that  fluent,  expressive 

will-o-the  wisp  of  woman's 
dress,  her  scarf,  the  finishing 
touch  to  the  smart  evening 
frock.  A  suggestion  for  the 
coming  season,  and  Christmas shopping. 

Selling  Agents  for 

GROS  MILLION  &  CO. 

of  Lyons  (France),  for  the  Dominion  of  Canada 

MONTREAL 

Room  705  Read  Bldg. 

Tel.  Main  6524. 

We  sell  to  the  Wholesalers  only 

CHAS.   MOUTERDE 
United  Makers 

TORONTO 

80  Wellington  St.  West 

Tel.  Adel.  4184 

I 
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%  Glov&s  and  7/os/bzr  7/ou&e  <o/'  Qanada 

iue&rO\ 

Glove  Silk  Hosiery Glove  Silk  Lingerie 

For  the  Evening  Toilette 
The  time  of  dinners,  dances  and  other  formal  affairs  is  at  hand. 

Two  necessities  of  Mi-Lady's  toilette  are  an  evening  vest  to  wear 
under  the  gown  and  hose  to  match  it.  Queen  Quality  Glove  Silk 
Lingerie  leaves  nothing  to  be  desired  in  the  comfort  of  perfect  fit 
and  line.  Queen  Quality  Glove  Silk  Hosiery  is  unequalled  in 
richness  of  quality  and  beauty  of  shade. 

St.  Catharines  Silk  Mills 
Limited 

ST.  CATHARINES,      ONTARIO 

lONDONKNlT 

Hose 
comfortable  and  good  looking  wear 

For  All  the  Family 

Though  the  range  of  London  Knit  Hose,  from  children's  1-1  rib 
cotton  to  women's  thread  silk,  is  a  wide  one,  every  line  is  given that  individual  attention  that  achieves  the  finest  finished  result  from 

the  finest  materials.  The  London  Knit  Family  will  assist  your 
business. 

ES^JMS    BSSSiEII    l^ig9SI£g    EWS2SM™     mmS£& 

M^f™     LONDON  HOSIERY  MILLS      London Limited 
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Griffin 

Are  Here  to  Stay 
Each  year,  each  season  sees  Griffin  Gloves  gaining  new  (friends  and  increas- 

ing the  respect  of  old.  Women  know  them  by  the  satisfaction  they  give  and 
ask  for  them  by  name.  It  is  important__to  have  them  in  stock  when  asked 
for.  To  insure  delivery  be  ready  to  place  your  requirements  when  our  tra- 

veller calls  for  Spring  1922. 

^  wrl/Mis 

PURE  SILK 

HOSIERY 

The  Significance  of 

VENUS 
In  Greek  Mythology  Venus  stood  for  perfec- 

tion in  woman.  In  present  day  merchandis- 
ing Venus  stands  for  perfection  in  silk  hose 

on  the  double  score  of  beauty  and  satisfaction. 

For  Spring  1922  Venus  will  be  made  in  the 

same  superior  quality  with  the  addition  of  a 
line  of  hemmed  top  with  silk  clocking.  See 

our  Spring  1922  range  before  buying. 

Venus^Silk  Hosiery  Mills Limited 

TORONTO      jrSi  ONTARIO 

pllina  Agents 

Richard  JLBakerLCtx 
84-We11in^tonSt\Vest 

Toronto 
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1  he  Hallmark  a:  hxcelL 

in  me  lextile  World 

ixcellervce/ 

The    /jmJJ\    Mark  on  fabrics  is  a   guarantee  of   the   utmost 
\~J/*y  in  Dyeing  and  Finishing. 

Merchants  seeing  this  mark  know  that  they  are  buying  fabrics 
of  quality  and  reliability. 

Their  customers,  too,  look  for  the  B  DA  mark  on  the  fabrics 

they  select,  and  justly  so,  for  B  DA  products  are  truly 
representative  of  a  progressive  era. 

ii » 

SUPASAYDA 
A  new  achievement  in  the  manufacture  of  cotton  fabrics, 

possessing  a  firmness  of  texture,  weight  of  body  and  permanent 

silk-like  brilliancy — a  creation,  not  an  imitation — its  compelling 
beauty  gives  to  Frocks,  Waists  and  Lingerie  a  happy  individu- 

ality that  makes  them  irresistible. 

^ 
THE 

7a 

Bradford  Dyers'  Association:!?? 
master     bradford     ̂ ^ 

6  OXFORD  ST ST  PETERS   SO. 
128  &>  129 CMEAPSIDE.E  C2. 

((OPYiuont) 
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British  Industries  Fair  of  1922 
Will  Be  Held  in  London  and  Birmingham  from  February  27  to  March  10 — Under 

Direction  of  Department  of  Overseas  Trade  —  Britain's  Annual  Display  of 
Manufactured  Goods — Buyers  from  Overseas  Dominions  Cordially Invited 

UNLESS  a  trade  fair  is  of  use  to
 

the  trade  buyer  he  will  not  visit 
it,  and  no  fair  can  succeed  without 

the  trade  buyer.  The  steady  growth  of 
the  British  Industries  Fair  is  clear  proof 
that  the  buyer  who  visits  it  finds  what 
he  wants  and  places  orders. 

How  the  Trades  are  Grouped 

Since  its  inception  in  1915  the  British 
Industries  Fair  has  grown  until  it  is- to- 

day the  most  important  national  trade 
fair  in  the  world.  In  fact,  one  of  the 

great  difficulties  with  which  the  organ- 
isers have  had  to  contend  has  been  the 

lack  of  adequate  buildings,  for  the  Fair 
has  grown  to  such  an  extent  that  it  has 
been  no  easy  matter  to  adhere  to  the 
policy  of  housing  each[  section  under 
one  roof.  To  those  familiar  with  the  con- 

tinental fairs  which  are  held  in  innumer- 
able separate  buildings  scattered 

throughout  the  length  and  breadth  of  a 
city,  the  advantages  of  such  an  arrange- 

ment will  be  obvious.  For  the  1922  Fair 
it  has  fortunately  been  possible  to  secure 
enough  additional  accommodation  both  in 
London  and  Birmingham  to  provide  not 
only  for  the  annual  growth  of  the  Fair, 
but  also  to  find  room  for  the  great  in- 

dustries which  have  hitherto  exhibited  at 

Glasgow.  Textiles  will,  however,  not  be 
included  in  the  1922  Fair.  This  concen- 

tration will  save  the  visitor  unnecessary 
travelling,  and  at  the  same  time  there  is 
every  indication  that  the  resulting  ad- 

vantages will  prove  a  great  incentive  to 
British  manufacturers  of  the  trades 

affected  to  exhibit,  so  that  a  more  repre- 
sentative display  of  goods  will  result. 

The  London  Section  of  the  Fair  will, 
as  in  1921,  be  housed  in  the  White  City, 
an  enormous  range  of  exhibition  build- 

ings within  a  few  minutes  of  the  centre 
of  London,  and  connected  with  every 

part  of  the  London  area  by  trains,  omni- 
buses and  trams,  while  the  Birmingham 

Section  will  again  be  in  the  great  build- 
ings of  the  Castle  Bromwich  Aerodome, 

which  may  now  be  regarded  as  perman- 
ent Exhibition  Buildings,  within  easy 

reach  of  the  centre  of  the  city. 
Not  only  are  both  sections  of  the  Fair, 

in  London  and  Birmingham,  in  each  in- 
stance under  one  roof,  but  it  has  been 

found  possible  so  to  arrange  matters 
that  the  various  trades  are  themselves  in 

separate  but  adjoining  buildings,  with 
the  result  that  the  buyer  need  not  waste 
time  wandering  through  section  after 
section  which  does  not  interest  him. 

The  careful  grouping  of  exhibitors  ac- 
cording to  their  various  trades  is  of  the 

greatest  help  to  the  buyer,  as  he   finds 

side  by  side  with  well-known  firms  busi- 
nesses of  which  he  has  probably  never 

heard,  but  which  are  of  equal  interest. 
To  the  trade  buyer  new  sources  of  supply 
are  as  important  as  are  new  markets  for 
a  manufacturer. 

Another  great  advantage  enjoyed  by 

the  buyer  who  visits  the  British  Indus- 
tries Fair  is  the  fact  that  participation 

in  it  is  confined  to  manufacturers.  There 

is  therefore  no  duplication  and  no  con- 
fusion caused  by  finding  identical  articles 

unnecessarily  repeated  at  different 
prices  on  different  stands.  This  does  not 
mean  that  merchants  do  not  do  business 

in  connection  with  the  Fair,  for  many 
exhibitors  prefer  to  pass  orders,  particu- 

larly those  for  export,  through  merchant 
houses  who  have  special  facilities  for 
handling  them.  None  the  less,  from  the 

buyer's  point  of  view,  the  Fair  has  the 
great  advantage  that  he  comes  into  per- 

sonal contact  with  the  actual  producer. 

A  Strictly  Trade  Fair 

Moreover,  the  British  Industries  Fair 

is  purely  a  trade  fair,  and  not  an  exhibi- 
tion. Admittance  is  restricted  to  trade 

buyers,  and  business  is  not  impeded  by 
crowds  of  sightseers. 

In  organizing  the  Fair  the  Depart- 
ment pays  particular  attention  to  the 

comfort  and  convenience  of  the  foreign 
buyer.  A  special  club  is  provided  for 
him,  where  reading  and  writing  rooms 
are  available,  where  the  gratuitous 
services  of  interpreters  are  placed  at 
his  disposal,  and  where  he  may  consult 

specially  qualified  officers  of  the  De- 
partment of  Overseas  Trade,  who  will 

be  able  to  assist  in  indicating  the 
sources  of  supply  of  any  goods  required 

and  to  give  informatidn  regarding  tar- 
iffs, shipping  and  transport,  trade  con- 

ditions, etc.,  ets.,  throughout  the  world. 
Last,  but  not  perhaps  least,  he  will  find 
in  the  catalogue  which  is  given  to  him 
a  mine  of  information,  for  it  is  not 
merely  a  list  of  exhibitors  but  a  book 
of  reference  of  considerable  value.  It 

contains,  among  other,  things,  a  compre- 
hensive index  translated  into  seven 

foreign  languages,  thus  ensuring  that 
practically  every  foreign  visitor  shall  be 
able  to  find  readily  each  exhibitor  of  the 
class  of  goods  which  he  requires. 

Support  of  British  Manufacturers 

In  a  word,  the  function  of  the  British 
Industries  Fair  is  to  bring  buyer  and 

seller  together,  and  to  facilitate  busi- 
ness between  them  by  every  legitimate 

means.  It  is  obvious  that  the  promotion 

of  a  successful  trade  fair  cannot  be 
achieved  by  good  organization  alone,  for 
the  later  is,  after  all,  of  minor 
importance  in  comparison  with  the 
quality  and  price  of  the  goods  shown. 
Much  as  the  organizers  in  London  and 
Birmingham  pride  themselves  on  the 
convenience  and  completeness  of  their 

arrangements,  they  congratulate  them- 
selves still  more  on  the  support  and 

assistance  which  they  recieve  from 
British  manufacturers.  In  both  centres 
the  management  enjoys  the  advice  of 
Committees  which  include  the  names  of 

prominent  business  men  known  all  over 
the  world.  Busy  as  they  are,  they  yet 
devote  much  time  and  thought  to  the 
perfection  of  the  British  Industries 
Fair,  in  which  they  recognize  such  an 

admirable  and  up-to-date  method  of  ex- 
tending   British    trade. 

The  Stimulus  of  Competition 

The  progressive  man  of  business, 
whether  he  is  a  buyer  or  seller,  has  re- 

cognized in  the  trade  fair  an  essential 
component  of  the  machinery  of  modern 
commerce.  Indeed,  for  many  of  the  par- 

ticipating industries  it  is  the  starting 

point  of  the  year's  trade  cycle,  for  at 
past  fairs  many  firms  have  booked 
orders  sufficient  to  absorb  the  whole 

year's  output  of  their  factories.  This  is 
especially  the  case  in  those  industries 
which  depend  for  their  existence  as 

much  upon  novelty  and  ingenuity  of  de- 
sign as  upon  good  workmanship  and 

finish,  such  as  fancy  goods,  jewellery, 

toys  and  games,  etc.  It  is  at  the  British 
Industries  Fair  that  new  models  make 
their  first  appearance.  The  buyer  who 

wishes  to  keep  up  to  date  cannot,  there- 
fore, afford  to  miss  the  opportunity  of 

inspecting  the  latest  novelties  and  of 
placing  his  orders  for  the  following 
season's  trade. 

Another  point  which  it  is  important 
that  the  buyer  should  remember  is  that 
the  Fair  provides  a  great  stimulus  to 
competition.  With  all  the  principal 
manufacturers  in  an  industry  side  by 

side,  rivalry  is  naturally  very  keen,  and 
the  buyer  profits  accordingly,  especially 
when  he  comes  from  a  market  Which  is 

new  to  the  exhibition  and  which  the  lat- 
ter  is    anxious   to   enter. 

The  goods  exhibited  in  the  London 
Section  comprise  boots  and  shoes,  fancy 

goods,  paper  and -stationery,  pottery  and 
glass-ware,  scientific  and  optical  goods, 

chemicals  and  drugs,  jewellery,  electro- 
plate, cutlery,  watches  and  clocks,  toys 

and  games,  sports  goods,  hard  haber- 
dashery, furniture,  musical  instruments. 
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Many  German 
Goods  Travel 
To  England 

Will  P.  White  Says  They  Are  Important 
Factor   in    British   Trade 

The  fact  is  no  longer  glossed  over 

that  German  goods  are  becoming  an  in- 

creasingly powerful  factor  to  be  reckon- 
ed with  in  international  competition. 

Not  in  spite  of  the  fact  but  rather  be- 
cause Germany  is  faced  with  enormous 

indemnities,  she  is  able  to  flood  the  mar- 

kets of  the  world  with  cheap  goods.  Si' 
John/  Aird,  General  Manager  of  the 
Bank  of  Commerce,  who  is  just  out  of 

Germany,  states  that  Germany  is  pro- 
ducing a  class  of  goods  cheaper  than 

they  can  be  produced  in  Engird  at  the 

present  time  and  that  it  is  almost  in- 
conceivable that  Germany  go  bankrupt 

even  though  the  value  of  the  mark  be 
obliterated. 

The  reason  for  this,  of  course,  is  ob- 
vious' — German  labor  costs  very  little. 
Germany  knows  that  her  goods  have  to 
undersell  those  of  other  countries  if 

she  is  to  pay  the  indemnities  she  owes. 
She  must  pay  her  debts  by  selling  goods 
abroad.  And  the  only  way  to  do  it  is 
through  persistent,  hard  work  at  low 
wages.  Germany  appears  to  be  as  well 
organized  for  peace  as  she  was  for  war. 

Labor    The    Trouble 

Will  P.  White  of  Toronto  who  holds 
the  agencies  for  a  number  of  British 
firms  has  recently  returned  from  a  busi- 

ness trip  overseas.  He  stated  to  Dry 
Goods  Review  that  while  conditions 
over  there  were  gradually  improving, 
there  was  still  a  good  deal  of  unem- 

ployment arising  out  of  the  wage  ques- 
tion, and  a  great  many  German  goods 

coming  into  the  British  markets  and  un- 
derselling those  manufactured  by  Brit- 

ish captains  of  industry.  The  trouble, 
he  said,  was  due  to  the  labor  situation. 
Under  a  government  regulation,  manu- 

facturers were  unable  to  reduce  wages 

except  on  a  sliding  scale  and  this  pre- 
vented the  British  manufacturer  from 

producing  goods  as  cheaply  as  they 
could  be  produced  in  Germany  with  very 
cheap  labor.  At  the  time  he  was  there, 
Mr.  White  said  that  labor  seemed  will- 

ing to  take  lower  wages  if  they  were 
given  work  for  five  or  six  days  of 
the  week  instead  of  two  or  three,  as  at 
present. 

Mr.  White  expressed  the  view  that 

many  German  goods  wei'e  coming  to 
Canada  today  through  Holland  and  Brit- 

ish   sources.     By    coming     from      these 

countries,  they  were  escaping  the 

stringent  clauses  of  the  Canadian  bud- 
get referring  to  German  goods. 

Getting  Better  Deliveries 

Mr.  White  stated  that  deliveries  from 

the  British  houses  were  greatly  im- 
proving. They  were  getting  deliveries, 

he  said,  from  firms  that  they  could  get 

nothing  from  inside  of  six  months  dur- 
ing the  war  and  after  it.  Now,  however, 

these  firms  were  out  after  business  and 
were  prompt  with  their  shipments  of 

goods. 

Appeals  for 
British  Empire 

Exhibition 
Prince  of  Wales  Makes  Notable  Appeal 

At  Mansion   House   Dinner 

Great  preparations  are  already  under 
way  for  the  British  Empire  Exhibition 
to  be  held  in  London,  England,  in  1923. 
This  idea  was  started  in  1913  by  Lord 
Strathcona  with  the  object  of  bringing 
together  an  exhibition  of  the  resources 
of  all  parts  of  the  Empire  and  it  was 
estimated  that  the  necessary  buildings 
and  large  sports  stadium  connected  with 
them  would  cost  one  million  five  hundred 

thousand  pounds,  and  could  not  be  start- 
ed without  a  guarantee  fund  of  one 

million   pounds. 

The  Prince  of  Wales  in  a  speech  at 
the  Mansion  House  a  couple  of  weeks 
ago  made  an  eloquent  appeal 
on  behalf  of  the  Exhibition,  urg- 

ing that  the  necessary  guarantees  be 
given  so  that  work  could  be  started  and 
employment  given  to  men  out  of  work. 

Want  It  Speedily 

"I  want  it  guaranteed  now,"  he  said. 
"I  cannot  believe  that  if  you  are  asked 
for  a  million  pounds  in  cash  fr  such  a 
fine  national  purpose,  one  would  ask  in 
vain,  but  I  am  not  asking  for  cash.  I 
am  asking  only  for  guarantees  on  which 
the  banks  are  prepared  to  lend  the  mon- 

ey, which  can  be  spent  now  in  construc- 

tional work." Then  the  Prince  referred  to  his  own 
optimism  in   the  future,  and  said: 

"But  I  hope  there  is  no  optimist  in 
this  room  who  fails  to  recognize  the  dif- 

ficulty of  being  cheerful  when  you  are 
out  of  work  and  hungry  and  see  those 
who  are  nearest  and  dearest  to  you  also 
hungry.  So  I  want  to  make  a  practical 
suggestion.  Here,  on  one  hand,  you  have 
thousands  of  able-bodied  men  who  in  the 
darkest  hour  of  trial  offered  their  ali 
for  their  country.  Here,  on  the  other 
hand,  you  have  an  enterprise  which  I 
hope  I  have  proved  is  one  solely  in  the 

interests  of  the  Empire's  future.  Why 

delay   the  work?" 

New  Brunswick 
Association  at 

Fredericton 
The  seventh  annual  convention  of  the 

New  Brunswick  Provincial  Board  of  R. 

M.  A.  was  held  in  the  city  of  Frederic- 
ton  on  September  28th.  The  work  of  the 
Board  during  the  year  was  set  forth  in 
the  report  of  the  provincial  secretary, 
Miss  F.  P.  Alward.  In  this  report  Miss 
Alward  referred  to  the  part  which  the 

provincial  board  has  played  in  the  abol- 
ition of  the  Luxury  Tax,  the  adoption  of 

the  present  turnover  tax,  and  the  deci- 
sion of  the  courts  with  regard  to  the  ap- 

plication of  a   manufacturer's   tax. 
Insurance  Department 

"Another  thing  we  have  accomplish- 
ed," said  Miss  Alward  in  her  report, 

"during  the  year  which  will,  and  has  al- 
ready to  a  great  extent,  been  a  great 

help  to  our  New  Brunswick  organization, 
as  well  as  of  every  other  province  in  the 
Dominion.  Last  September  at  the  pro- 

vincial convention  at  St.  Stephen  the 
memlbers  agreed  to  establish  an  Insur- 

ance Department  for  our  province  and  in 
pursuance  of  this,  an  agreement  was 

signed  by  the  provincial  president  and 
the  secretary  with  the  North  Western 
Mutual  Fire  Association,  under  the  name 

of  the  Retail  Merchants'  Underwriters' 
Association.  From  September  till 
March  the  insurance  work  which  amount- 

ed to  very  little  was  carried  on  by  the 
provincial  office.  In  March,  the  head- 
office  which  was  in  Hamilton,  Ontario, 
sent  us  a  manager  who  made  his  head- 

quarters with  his  stenographer  and  of- 
fice equipment  at  the  provincial  office 

at  Germain  street.  This  arrangement  did 
not  work  satisfactorily  and  our  work 
was  seriously  interfered  with  for  a  time. 
In  July  1,  other  arranbements  were  made 
and  a  new  manager  sent  us.  Since  that 
time  our  work  with  the  Insurance  comp- 

any has  made  great  progress  and  we  are 
sure  that  bv  January  1922  when  the  first 

dividend  will  be  paid  to  one  of  our  mem- 
bers, the  Insurance  department  will  be 

of  great  value  to  our  work." 
Other   Work  Accomplished 

Miss  Alward  also  stated  that,  during 
the  year  there  had  been  10,986  letters 
sent  from  the  provincial  office,  and  that 
the  office  had  assisted  the  members  of 
the  Association  to  collect  $1,502,89 
which  was  considerably  under  the 
amount  collected  last  year.  One  reason 
for  this  decrease  was  the  unemployment 
that  was  rife  throughout  the  province. 
During  the  year  the  provincial  office 
had  received  748  calls  from  merchants 
outside  the  city  of  St.  John,  showing  the 
interest  taken  by  the  merchants  in  the 
work  of  the  Association  and  the  reliance 

they  had  placed  in  it  for  help.  The 
membership  now  stands  at  735,  an  in- 

crease of  fifty  during  the  year. 
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"Where  to  buy  British  Goods" A  directory  of  some  of  the  lines  made  by  British  firms  advertising  in  this  issue. 

BEDFORD  CORDS 

H.   Cohen   &  Co.,  Manchester. 

BEDSPREADS 

John    Watson.    Manchester,    "Linwear 

Brand." 

BLANKETS  (WOOL) 

Priestley  Brothers,  Halifax. 

BLANKET  CLOTHS 

Scott  Bros.  &  Co.,  Hawick. 

BLINDS 

Brise  Bise,  W.  G.  Emmett  &  Co.,  Not- 
tingham. 

BLIND  FITTINGS 

James  Carr  &  Sons,  Ltd.,  Manchester. 

BLOUSE  FABRICS  (Cotton) 

The  Hoi  ins  Mill  Co.,  Ltd.,  Manchester. 

BUCKRAMS 

Robert  Morton  &  Sons,  Glasgow. 

CAP  LININGS 

H.  Farden  &  Co.,  London. 

CASEMENT  CLOTHS 

The  Hollins  Mill  Co.  Ltd.,  Manchester. 

Gauffred  &  Gariel,  "Lion  Crest  Brand" Manchester. 

John  King  &  Son,  Glasgow. 

Lowthian  Drake  &  Co.,  Manchester. 

CASEMENT  NETS 

C.  &  J.  Robertson,  Glasgow. 

CASHMERES    (COTTON) 

H.  Cohen  &  Co.,  Manchester. 

CHEVIOTS 

Scott  Bros.,  &  Co.,  Hawick. 

COATS  (KNITTED)  MEN'S  &  BOYS' 
Peter  Scott  &  Co.,  Ltd.,  Hawick. 

COATS  (Ladies'  Misses  &  Girls')  "Esiw" 
Registered 

Heaton's   (Leeds)   Ltd.,  Leeds. 

COLLAR  VELVETS 

H.  Farden  &  Co.,  London. 

COMBS 

A.  Burnet  &  Co.,  London. 

COSTUME  CLOTHS 
Scott  Bros.  &  Co.,  Hawick 

COTTON  SERGE 

Lowthian  Drake  &  Co.,  Manchester 
"Burbage" 

Lowthian  Drake    &     Co.,     Manchester 
"Joffre" 

CREPES 

H.  Cohen,  &  Co.,  Manchester. 

CRETONNES 

Jauffred  &  Gariel,  Manchester — 
"Lion  Crest  Brand" 

CURTAINS   (Casement) 

John  Watson,   Manchester. 

CURTAINS  (Lace) 

Dobsons  &  M.  Browne  &  Co.  Ltd.,  Not- 
tingham. 

C.  &  J.  Robertson,  Glasgow. 
W.  G.  Emmett  &  Co.,  Nottingham. 

CUSHION  CASES 

John   Watson,   Manchester. 

DRESS   FABRICS    (COTTON) 

The  Hollins  Mill  Co.  Ltd.,  Manchester. 

DRESS  LININGS 

The  Hollins  Mill  Co.  Ltd.,  Manchester. 

DUSTERS  &  POLISHING  CLOTHS 

John  Watson,  Manchester. 

ELASTICS 

Faire  Bros.  &  Co.  Ltd.,  Leicester. 

FABRICS  (COTTON) 

Lowthian  Drake  &  Co.,  Manchester — 
"Linnene" 

Lowthian  Drake  &  Co.,  Manchester — 
"Cote  Romaine" 

D.  R.   Williamson    &    Co.,   Bradford— 
"Ninsleine" 

FLANNELETTES    (COTTON) 

The  Hollins  Mill  Co.  Ltd.,  Manchester. 

FOOTWEAR  (INFANTS) 

Infants'  Footwear  Ltd.,  London. 

FRIEZES 

Scott  Bros.,  &  Co.,  Hawick. 

FRINGE 

James  Carr  &  Sons,  Ltd.,  Manchester. 

FURNISHING  FABRICS 

John  Watson,  Manchester. 

GABARDINES 

Lowthian  Drake  &  Co.,  Manchester. 

HABERDASHERY  NOVELTIES 

A.  Burnet  &  Co.,  London. 

HOSE    (LADIES') 
Wills  &  Hutchinson,  Leicester. 

HOSE   (MEN'S) 
Wills  &  Hutchinson,  Leicester. 

HOSE   (CHILDREN'S) 
Wills  &  Hutchinson,  Leicester. 

HOSE   (SPORTS) 

Wills   &   Hutchinson,   Leicester. 

HOSIERY    (LADIES') 
Peter  Scott  &  Co.,  Ltd.,  Hawick. 

HOSIERY  (MENS) 

Peter  Scott  &  Co.  Ltd.,  Hawick. 

ITALIANS  (COTTON) 

The  Hollins  Mill  Co.,  Ltd.  Manchester. 
Dr.  R.  Williamson  &  Co.,  Bradford. 

KNITTED   COATS  &  JUMPERS 

(LADIES') Peter  Scott  &  Co.   Ltd.,  Hawick. 

KNITTED      COATS    AND     JUMPERS 

(Children's) Peter  Scott  &  Co.,  Ltd.,  Hawick. 

KNITTING  WOOLS 

J.  Carmichael  &  Co.,  Leicester. 

KNITTED    WOOLLEN    GLOVES   AND 

GAUNTLETS  (Ladies') 
Aberdeen  Glove  Co.  Ltd.,  Aberdeen. 

KNITTED    WOOLLEN    GLOVES    AND 

GAUNTLETS  (Men's) 
Aberdeen  Glove  Co.  Ltd.,  Aberdeen. 

KNITTED  WOOLLEN    GLOVES    AND 

GAUNTLETS   (Children's) 
Aberdeen  Glove  Co.,  Ltd.,  Aberdeen. 

LABELS,  HANGERS  &  LOOPS 

Faire  Bros.,  &  Co.,  Ltd.,  Leicester. 

LACES  (BOOT  AND  SHOE) 

Faire  Bros.  &  Co.,  Ltd.,  Leicester. 

LAUNDRY  CLOTHS 

Riggs  Bros.  Ltd.,  Manchester. 

LAWNS   (PERSIAN) 

Robert  Morton  &  Sons,  Glasgow. 

LAWNS    (VICTORIA) 

Robert  Morton  &  Sons,  Glasgow. 
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LININGS   (COTTON) 

D.  R.  Williamson  &  Co.,  "Venetalian" Bradford. 

LININGS  (SILK)  LADIES 

Henry  Farden  &  Co.,  London. 

LININGS   (SILK)   MEN'S 
Henry  Farden  &  Co.,  London 

LININGS  (Artificial  Silk) 

D.  R.  Williamson  &  Co.,  Bradford. 

LONGCLOTHS 

Riggs  Bros.,  Ltd.,  Manchester. 

MADAPOLAMS 

Riggs  Bros.,  Ltd.,  Manchester. 

MUSLINS  (Fancy) 

Robert  Morton  &  Sons,  Glasgow. 

MUSLINS    (Harness) 

Robert   Morton  &  Sons,  Glasgow. 

MUSLINS    (Madras) 

Robert  Morton  &  Sons,  Glasgow. 
C.  &  J.  Robertson,   Glasgow. 

MUSLINS  (Millinery) 

Robert  Morton  &   Sons,  Glasgow. 

MUSLINS    (Robe) 

Robert  Morton  &  Sons,  Glasgow. 

NAINSOOKS 

The  HolMns  Mill  Co.  Ltd.,  Manchester. 
Robert  Morton  &  Sons,  Glasgow. 

NETS   (Fancy) 

Dobsons  &  M.  Browne  &  Co.  Ltd.,  Not- 
tingham. 

W.  G.  Emmett  &  Co.,  Nottingham. 

NETS   (Hair) 

A.  Burnet  &  Co.,  London. 

NETS  (Mosquito) 

Dobsons  &  M.  Browne  &  Co.,  Ltd.,  Not- 
tingham. 

NOTIONS 

A.  Burnet  &  Co.,  London. 

PILLOW  CASES 

John    Watson.    Manchester    "Linwear" 
Brand. 

POPLINS 

D.  R.  Williamson  &  Co.,  Bradford. 

PYJAMA  FABRICS  (Cotton) 

The  Hollins  Mill  Co  .Ltd.,  Manchester. 

QUILTS  (DOWN) 

John  Watson,  Manchester,  "Eagledown 
Brand." 

RAINCOATS  (Ladies,  Misses  &  Girls) 
"Alwetha," 

Leeds. 

Heaton's      (Leeds)     Ltdn 
REPPS 

H.  Cohen  &  Co..  Manchester. 

RUGS  (Travelling) 
Scott  Bros.,  &  Co.,  Hawick. 

SATEENS 

Lowthian  Drake  &  Co.,  Manchester. 

SCARVES  (Ladies) 

Peter  Scott  &  Co.,  Ltd.,  Hawick. 

Scott  Bros.  &  Co.,  Hawick. 

SCARVES  (Men) 

Peter  Scott  &  Co.,  Ltd.,  Hawick. 

SERGES 

Anderson  &  Thomson,  Aberdeen. 

SEWING  COTTONS 

Faire  Bros.  &  Co,  Ltd.,  Leicester. 

SHANTUNG  (Cotton) 

Lowthian   Drake   &   Co.,   Manchester. 

SHEETING— SCOTCH  COTTON 
(Plain  &  Twilled) 

John  King  &   Son,  Glasgow. 

SHEETS   AND   SHEETING 

The  Hollins  Mill  Co.  Ltd.,  Manchester. 
Riggs  Bros.,  Ltd.,  Manchester. 

SHIRTINGS   (COTTON) 

The  Hollins  Mill  Co.  Ltd.,  Manchester. 

SKIRTS    (Ladies)   "Esiw"  Regd. 
Heaton's  (Leeds)  Ltd.  Leeds. 

SMALLWARES 

James  Carr  &  Sons  Ltd.,  Manchester. 

SUITS  (Ladies,  Misses  and  Girls  "Esiw" Regd. 

Heaton's   (Leeds)   Ltd.  Leeds. 

SUSPENDERS  AND  GARTER 

Faire  Bros.  &  Co.,  Ltd.,  Leicester. 

SWEATERS  (KNITTED)  MEN'S 
AND  BOYS 

Peter  Scott  &  Co.  Ltd.,  Hawick. 

TAILORS  TRIMMINGS 

Anderson  &  Thomson,  Aberdeen. 

TAILORS  LININGS  (Cotton)         | 

The  Hollins  Mill  Co.  Ltd.,  Manchester. 

TAPES 

James  Carr  &  Son.  Ltd!,  Manchester. 
Geo.  H.  Wheatcroft  &  Co.,  Wirksworth. 

THREADS  (Linen) 

The  Island  Spinning  Co.,  Lisburn, 
Ireland. 

TWEEDS  (SCOTCH) 

Peter   Anderson,   Galashiels. 
Anderson  &  Thomson,  Aberdeen. 
Scott  Bros.  &  Co.,  Hawick. 

TWILLS 

D.  R.  Williamson  &  Co.,  Bradford. 

UMBRELLA    CLOTHS    (Cotton) 

D.  R.  Williamson  &  Co.,  Bradford. 

UNDERWEAR    (Ladies)    KNITTED 

Peter  Scott  &  Co.,  Ltd.,  Hawick| 

UNDERWEAR  (Men's)  KNITTED 
Peter  Scott  &  Co.,  Ltd.,  Hawick. 

UNDERWEAR  (Children's)  KNITTED 
Peter  Scott  &  Co.,  Ltd.,  Hawick. 

UPHOLSTERY  WEB  &  TRIMMING 

James  Carr  &  Sons  Ltd.,  Manchester. 

VELOUR  CLOTHS 

Scott  Bros.  &  Co.,  Hawick. 

VENETIANS 

D.   R.   Williamson   &   Co.,   Bradford. 

VITRAGES 

W.  G.  Emmett  &  Co.,  Nottingham. 

VOILES 

Lowthian  Drake  &  Co.,  Manchester. 

WATERPROOFING  FABRICS 

Riggs  Bros.  Ltd.,  Manchester. 

WEBBING 

James  Carr  &  Sons.  Ltd.,  Manchester. 
Faire  Bros.  &  Co.,  Ltd.,  Leicester. 

WINDOW  AND  BED  DECORATIONS 
(Lace) 

Dobsons  &  M.  Browne  &  Co.  Ltd.,  Not- 
tingham. 

WINDOW  HOLLANDS    (Scotch) 

John  King  &  Son,  Glasgow. 

WINDOW  SHADE  CLOTH 

John  King  &  Son,  Glasgow. 

WOOLLENS 

Anderson  &  Thomson,  Aberdeen. 

WOOLS  (Hand  Knitting) 

J.  Carmichael  &  Co.,  Leicester. 

WOOLS  (Mending) 

Faire  Bros.  &  Co.,  Ltd.,  Leicester. 

WORSTEDS 

Peter   Anderson,   Galashiels. 

YARN  MERCHANTS 

J.  Carmichael  &  Co.,  Leicester. 

YARN  SPINNERS 

J.  &  W.  Bastard,  Leicester. 

YARNS   (BOTANY) 

J.  &  W.  Bastard,  Leicester. 

YARNS  (DRY  SPUN) 

J.  Carmichael  &  Co.,  Leicester. 

YARNS  (HOSIERY) 

J.  Carmichael  &  Co.,  Leicester. 

YARNS   (KNITTING) 

J.   &  W.   Bastard,  Leicester. 

YARNS  (Weaving) 

J.  Carmichael  &  Co.,  Leicester. 

YARNS    (Worsted) 

J.  &  W.  Bastard,  Leicester. 
J.  Carmichael  &  Co.,  Leicester. 

ZEPHYRS 

H.  Cohen,  &  Co.,  Manchester. 
Lowthian  Drake  &  Co.,  Manchester. 
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mmmftmmmmzmmm 
AGENTS  IN   CANADA 

A  LIST  OF  NAMES  AND  ADDRESSES  OF  AGENTS  AND  REPRESENTATIVES  IN  CANADA 
FOR   BRITISH   HOUSES   ADVERTISING   IN  THIS   ISSUE. 

ABERDEEN  GLOVE  CO.,  LTD..  ABERDEEN 

James  Croil  &  Sons.,  St.  Nicholas  Bid.,  Montreal. 

Archibald  Wright  &  Co.,  32  Silvester  Willson  Bid.,  Win- 
nipeg. 

J.  &  W.  BASTARD,  LEICESTER 

The  J.  &  W.  Bastard  (Boston)   Co.,  184  Sumner  St.,  Bos- 
ton, Mass. 

A.  BURNETT  &  CO.,  LONDON 

G.  W.  Ellison,  117  Board  of  Trade  Bid.,  Montreal. 

W.  Herb'inoon,  222  Portage  Ave.,  Winnipeg. 
BARBOUR  &  KNOX 

Frank    &    Bryce   Limited,   Toronto,   Montreal,   Quebec. 

JAMES  CARR  &  SONS,  LTD.,  MANCHESTER 

D.  F.  Moore,  Manchester  Bids.,  Toronto. 
H.  E.  Walker,  601  Mercantile  Bids.,  Vancouver. 

DOBSONS  &  M.  BROWNE  &  CO.,  LTD.,  NOTTINGHAM 
Mr.  Alf.  J.  Burrows  travels  Canada. 

DEAN'S  RAG  BOOK  CO.,  LTD.,  LONDON 
Barton  &  Imrie,  34  Victoria  St.,  Toronto. 

W.  G.  EMMETT  &  CO.,  NOTTINGHAM 

J.  Dudgeon   &   Co.,  809  Unity  Bldg.,  Montreal. 
A.  FARDEN  &  CO.,  LONDON 

I.  C.  Allan,  14  Front  St.  East,  Toronto. 

CANADIAN  AGENTS  FOR  FAIRE  BROS.  &  Co.,  Limited 
H.  M.  Jockel,  Guarantee  Buildings,  Beaver  Hall  Hill   Mon- treal. ' 

E.  J.  C.  Norrie,  &  Co.,  56-58  King  St.  West,  Toronto. 
P.   C.  Mars  &  Co.,  Smallwood  Buildings,  St.  Johns. 
P.    Wait,    502,    Mercantile   Buildings,   Vancouver. 

THE  HOLLINS  MILL  CO.,  LTD.,  MANCHESTER 
C.  W.  Dunning,  Empire  Building,  Toronto. 

HORROCKSES,  CREWSDON  &  CO.,  MANCHESTER AND  LONDON 

John  E.  Ritchie,  591  St.  Catherine  St.  W.,  Montreal 
WM.   HOLLINS   CO.,  LTD.,   LONDON 

Canadian  Branch   Office,  62  Front  St.  W.,  Toronto. 

ISLAND  SPINNING  CO.,  LISBURN,  IRELAND 
Walter  Williams  &  Co.,  Limited, 

Montreal,  508  Read  Building,  Toronto;   20  Wellington  St. 

W.;  Quebec,  533  St.  Valier  St.,  Vancouver,  217  Crown  Bid. 
Crown  Bid. 

JOHN  KING  &  SON,  GLASGOW 

Campbell,  Smibert  &  Co.,  329  Craig  St.  W.,  Montreal; 
Campbell,  Smibert  &  Co.,  76  Bay  St..  Toronto. 

LION   CREST  FABRICS 

A.  Wilson,  91  Albert  St.,  Winnipeg. 

G.  H.  Napier,  417  Coristine  Bldg.,  Montreal. 

LOWTHIAN  DRAKE  &  CO.,  MANCHESTER 

F.  King,  &  Son,  45  St.  Alexander  St.,  Montreal. 

THOS  POTTER  &  SON,  MANCHESTER 
H  Ward  Dibb  &  Co,  505  New  Birks  Bid,  Montreal; 

30  Wellington  St.  W.,  Toronto. 

RIGGS  BROS.  LIMITED,  MANCHESTER 
E.  W.  Dean   &  Son,  32  Seymour  St.,  Vancouver. 

Mcintosh,   Banfield    &    McClelland,  25   Toronto   St.,   Tor- 
onto. 

C.  &  J.  ROBERTSON,  GLASGOW' 
Edgar  Fenton,  718  Empire  Building,  Toronto. 
James  B.  Jamieson,   108  Wellington   St.   W.,  Toronto. 

PETER  SCOTT  &  CO.,  LTD.,  HAWICK 

C.  &  A.  G.  Clark,  35  Wellington  St.  W.,  Toronto. 
R.  C.  Poyser,  41  Kings  Hall  Bldg.,  St.  Catherine  St.  W.. 

Montreal. 

Hanley  &  Mackay  Co.,  Hammon  Bid.,  Winnipeg. 

H.  TOMPKIN  &  CO.,  COUNTESTHORPE 
G.  B.  Oliver,  106  Bay  St.,  Toronto. 

JOHN  WATSON,  MANCHESTER 

R.  H.  Ball  &  Co.,  716  Empire  Building,  Toronto. 
J.  F.  Hughes,  30  St.  John  St.,  Montreal. 

GEO.  H.  WHEATCROFT  &  CO.,  WIRKSWORTH 
Walter  Williams  &  Co.,  Ltd., 

Montreal,  508  Read  Bid.;  Toronto,  20  Wellington  St. 

W.;  Quebec,  533  St.  Valier  St.;  Vancouver,  217  Crown Bid. 

D.  R.  WILLIAMSON  &  CO.,  BRADFORD 
Evans  McBride  Limited,  207  St.  James  St.,  Montreal. 

JOHN  WATSON 
EAGLE  DOWN  QUILT  WORKS 

C  on  M  MANCHESTER,         -        ENGLAND 
Manufacturers  of  REAL  DOWN  and  KAPOK  Comforters 

Embroidered  and  lace  insertion  BED  SPREADS, 
CUSHION  COVERS  and  CASEMENT  CURTAINS 

Eagle  Chamoisette  dusters  and  polishers 
CANADIAN  REPRESENTATIVES 

Messers  R.  H.  Ball  &  Company  So,e  proprietor  of  "LINWEAR"  (Reg)  a  high  class 716  Empire  Buildings,  cotton  cloth  with  the  wear  and  appearance  of 
64  Wellington  Street  West,     Toronto,  Ont.  LINEN 
Mr.  J.  F.  Hughes.  30  John  Street,  Montreal. 

Miss  Watson  will  again  be  oisiting  Canadian  Representatives  in  the  Fall 
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25. 

The  Fine  Scotch  Underwear 

with  the  Fine  Scotch  Finish 

THE  well-dressed  woman  who 
makes  shapeliness  and  fit  the  acid 

test  in  selecting  her  underwear  will 
not  be  disappointed  with  the  store 
that  offers  her  Pesco 

Pesco  is  wool,  and  it  is  wool  well 
made  up.  It  is  shaped  as  it  is  knitted 
and  is  anatomically  correct  in  outline 
and  in  detail.  It  fits  with  the  easy 
grace  of  well-proportioned  sizes  and 
offers  a  perfectly  natural  basis  for  the 
elegant  gown. 

There  is  nothing  more  attractive  to 
women  than  the  charm  and  comeli- 

ness of  Pesco.  Nor,  under  these  fav- 
ourable circumstances,  is  there  any- 

thing more  easily  sold. 

Sole  Makers  : 

PETER  SCOTT  &  CO.,  LTD. 
Hawick,  Scotland 

London  (England):  Carey  House, Carey  Lane,E.C.2. 

Messrs. 
Agents   in   Canada  : 

&     A.    G.    Clavk,     35    Wellington     Street, 
West,  Toronto. 

Mr.    R.     C.     Poyser,     418    King's    Hall    Building,    St. Catherine   Street   W.,   Montreal. 
Messrs.    Hanley    &    Mackay    Co.,    Hammond    Building, Winnipeg. 

Showcards,   Window   Tickets  and    Literature   Supplied. 
Enquiries   invited. 

The  Pesco  Range 

Obtainable  In  Pure  Wool  and  Silk 

and  Wool  textures — For  Ladies  —  Combinations,  Vests, 

Spencers,  Bodices,  Drawers,  Knick- ers, Nightdresses,  Rib  Vests,  etc., 

etc. For  Children  —  Combinations,  Night- 
dresses. Sleeping  Suits,  Shirts, 

Trousers,    Knickers,    etc.,    etc. 

For  Infants — Binders,  Wraps,  Kilt- lets,    Gowns,    etc. 
For     Gentlemen  —    Shirts,     Trousers. 

Combinations,   etc.,  etc. 

Also Pesco  Hose  and  Half  Hose  in  Black, 
Colours  and  Mixtures 

and Pesco   Sports  Coats,    Jumpers,    Under- 
vests.      Sweater     Coats,      Scarfs      and 
Caps    in   the    latest   styles    and    colour 
effects. 

Guaranteed  Unshrinkable 



26  DRY    GOODS    REVIEW 

From  the  Home  of  the  PURE  SCOTCH  TWEEDS 

WE  SPECIALIZE  IN 

Highest  Class  Pure  Scotch  Tweeds,  Worsteds,  Etc. 
FOR 

LADIES'  and  GENTS'  WEAR 
A  Hearty  Invitation  is  Extended  to  All  CA  l\DIAN  Buyers  to  visit  Our  Mill 

PETER    ANDERSON,  Manufacturer 
BRIDGEMILL GALASHIELS SCOTLAND. 

TELEGRAMS: 
WAKEFUL 
GLASGOW 

CODE: 
A.B.C. 

5TH  EDITION 

WILSON  &  CO. 
48  ALBION  STREET 

GLASGOW 

Manufacturers 

Ecru  and  Colored  Madras  Muslins, 

Coin  Spots  and  Figured  Harness 

Book  Muslins         Robe  Muslins 

Voiles 

Anglo-Swiss  and  Broche  Muslins, 

"Wilsco"  Lawns,  "Zelette" 
LACE  CURTAINS 

LACE  NETS 

Robert  Morton  &  Sons 
MUSLIN     MANUFACTURERS 

34  Albion  Street,  Glasgow 

-    SPECIALTIES    - 

Buckrams  -  Sparteries  -  Marlys 

MILLINERY  MUSLINS  IN  BLACK, 

WHITE  AND  COLORS 

Also 

PALE  BOOKS,  NAINSOOKS, 

LAWNS,  INDIAN  LINENS, 

PERSIAN  LAWNS,  CHECK 

CRINOLINES,  MADRAS  AND 

HARNESS      MUSLINS,     ETC. 

Cables:    Morton  ,  Glasgow Code:    Marconi 
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.  SHEETS 
and  SHEETINGS 

"■ — the  standard  product  of  the  British 

Market—99 Steadily  maintain  that  irreproachable  quality  which 
has  made  them  famous  and  appreciated  throughout 
the  world. 

The  reputation  of  the  makers  is  a  guarantee  of  the 

worth  of  Rigg's  Sheets. 

Made  only  of  specially  selected  pure  cotton.  Contain 

no  filling  matter  whatever, 

RIGG'S  SHEETS  give  most  wear  with  the  highest 
degree  of  comfort.     They  neither  shrink  nor  roughen. 

Look  for  the  name  "Rigg's  Sheets"  on  the  selvedge.     Accept    no    substitutes. 

Rigg's  Motto:  Quality  at  a  Consistent  Price 
Canadian  Agents: 

From  Vancouver  to  Winnipeg:  E.  W.  Dean  &  Son,  32 
Seymour  Street,  Vancouver,  B.C. 

East  of  Winnipeg:   Mcintosh,  Banfield  &  McClelland, 
25   Toronto   Street,  Toronto. 

Sole   Manufacturers: 

Rigg  Brothers,  Limited 
Cotton  Spinners  and  Manufacturers 

since   1836. 

6    Mosley   St.,   Manchester,    Eng. 
Cables:  Rigg  Brothers,   Manchester 

: 
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ANDERSON  &  THOMSON 
103  UNION  STREET        -     -        ABERDEEN 

Cables  :     "Woollens  Aberdeen" 

WHOLESALE  WOOLLEN  MERCHANTS 
SPECIALIZE    IN 

SCOTCH,  ENGLISH  and  IRISH  SUITINGS  IN  CHEVIOT,  SAXONY   and  WORSTED, 

HOMESPUNS,  SERGES,  COATINGS  and  LADIES'  COSTUME  CLOTHS 
London  Office  :    59  Gresham  Street,  E.  C.  2.  Established  1773. 

Tele&raphic  Address  "LLAMA,  LEICESTER. 
5t  Editih.on  A.  B.  C.  Code  Used 

0VO  JOff/y 

Registered  Trade  Mark  No.  156702 

WILLS  &  HUTCHINSON 
ifflanufacturera  of  Rosier? 

Deacon  Street,  Leicester,  England 

LADIES'  Plain  and  Ribbed  Hose  in  Black  and  Colours. 
LADIES'  Fancy  Sports  Hose. 
CHILDREN'S  Ribbed  Hose,  made  with  our  patent  sixfold  knees  and  spliced  ankles. 
KIDDIES  %  Hose  Fancy  T.  O.  Tops. 

MEN'S  Plain  and  Fancy  Half  Hose  in  all  Colours. 
SPECIALITIES:  "Old  John"  Unshrinkable  Hose,  in  both  Ribs  and  Plains.  Goods  of 

this  finish  bear  our  "Old  John"  trade  mark,  which  is  a  guarantee  of  their comfort  and  durability. 

Agent  for  CANADA 

R.  Reade  Davis,  3 1  Melinda  Street,  Toronto 

LION  CREST  FABRICS 
CASEMENTS 

We  keep  up  our  large  variety  in  27in.,  30in.,  and  50in. 
Casements.     Best  value  on  the  market. 

CRETONNES 

Extensive  range  in  30in.     Domestic  and  Sateens. 

Specially  in  50in.  Reversible  and  50in.  Taffeta  Duplex. 
High  class  and  latest  styles. 

Through  Wholesale  and  Shipping  Only. 

JAUFFRED  &  GARIEL 
Manchester,  England. 
CANADIAN  REPRESENTATIVES 

George  H.  Napier,  417,  Coristine  Building,  MONTREAL 
Andrew  Wilson     -     -     -     91,  Albert  Street,  WINNIPEG 
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JAMES  CARR  &  SONS 
LIMITED 

CLARENCE    MILLS,    HULME, 
MANCHESTER,    ENGLAND 

WHOLESALE    ONLY- 

THE  ORIGINAL  PATENTEES  OF 

CARRS'  PATENT  WOVEN  LADDER  TAPE 
FOR  VENETIAN  BLINDS 

Manufacturers    of    all    kinds    of    WEB    for    the 

Saddlery,    Brace     and    Upholstery     Trades 

Curtain  Layon  Borders,  Curtain  Webs,  Casement 
Edgings,  Blind  Cords  in  Glace  Cotton,  Hemp  and 

Linen,  Carpet  Bindings,  Furniture  Gimps,*  Chair 
Webs,  Cushion  Cords,  Blind  Tassels,  Blind  Fittings, 
Ball  Fringes  in  Wool,  Silk  and  Cotton,  Sash 
Cords,  Acorns,  ( Wood  and  Veg.  Ivory),  etc. ,    etc. 

AGENTS : 

D.  F.  MOORE,  -  Manchester  Buildings, 
Melinda  St.,  TORONTO 

H.  E.  WALKER,  -  601  Mercantile  Bldgs., 
Homer  St.,  VANCOUVER,  B.C. 
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HOME  &  EXPORT 

J.  CARMICHAEL  &  CO. 
JAS.  CARMICHAEL 
F.  T.  CARMICHAEL 
A.  D.  CARMICHAEL 

BOWLING  GREEN  ST. 
LEICESTER 
Telephones:  Central  1789-1790 
Telegrams:  Textile  Leicester. 
A.  B.C.  Code  Sth.  Edition 

WOOL  YARNS 
INGRAIN  DYED 
SOLID  COLOURS 
AND  MIXTURES 
H  EATH  ERS, 

LOVATS  & 
GRANDRELLES. 
DOUBLE   KNITTING 
&    FINGERING 
YARNS.      TEAZLE 
WOOL.    VEST  WOOL. 

YARNS  FOR  CAPS,  SCARVES,  GLOVES, 
SWEATERS,  SPORTS  COATS,  JERSEYS, 

ETC. 
ALSO  FOR 

DRESS  GOODS 
COATINGS  AND  SHIRTINGS 

Weaving 

Hosiery  &  Knitting 
Yarns 

And  at  BRADFORD 
282-283'Swan  Arcade 
Telegram*:  "Spindle"  Bradford 
Telephone:       1146     Bradford 

And  at  GLASGOW 
144  West  Regent  Street 

Telegrams:  "Looms"  Glasgow 
Telephone:     2087     Douglas 

JS 

Simpson   Quality 

Knitting  Pins 
JS 

Are  the  World's  Best 
Knitting  pins  in  Vulcanite 

ARE  NECESSARY  FOR  GOOD 
KNITTING  AND  ENABLE 
MORE  WORK  TO  BE  AC- 
COMPLISHED, 
because  they  are  pliable,  and  there- 

fore do  not  tire  the  hand.  They  do 
not  rust,  do  not  discolour  the  wool  or 
silk,  do  not  lose  their  shape,  nor 
split  the  wool,  the  points  being  uni- form. 

If  you  have  previously  interested 
yourself  in  Vulcanite  knitting  pins, 
you  will  know  that  it  saves  time  and 
money  to  have  prompt  shipment, 
uniform  polish  and  smoothness,  neat 
labelling  and  boxing  from  special- 

ists of  this  class  of  goods. 

We  are  those  Specialists! 
Our  sole  agent  for  Canada  is: 

H.  B.  COLLES, 
314  St.  Catherine  Street,  W. 
Montreal,  P.Q. 

'Phone — Uptown  4550. 

Who  will  be  pleased  to  send  you  sam- 
ples and  quotations. 

OUR  PRODUCTS 
Black  Vulcanite  Knitting  Pins, 
Tan  Vulcanite  Knitting  Pins, 
"Simco  Patent  Knitting  Pins  in 
White"  with  Steel  Centre 

Manufactured  Only  by 

J.  Simpson  &  Co. 
60  Pentonville  Rd. 

London  N.  I.  -  England 

J  L 
The  All  British  Firm  with  the 

Quality  Pin. 
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WHOLESALE 
WOOLLEN  MERCHANTS 

1.  Brown 
and  white checks. 

2.  Black 
a  nd  white 
with  purple stripe. 

3.  Blue  and 
tan  mixture. 

4.  Blue  and 
tan  mixture 
with  blue stripe. 

5.  B  la  ok 

with  nar- row white stripe. 

6.  Brown and  purple 
mixture. 

Our  large  and  varied  Range  comprises:  COSTUME  CLOTHS  in  Tweeds.  DON- 
EGAL AND  HARRIS  EFFECTS,  DYED  CHEVIOTS  and  FRIEZES,  DYED 

BLANKET  CLOTHS,  VELOURS.  In  colours  and  fancy  checks.  JACKET 

CLOTHS,  MANTLE  CLOTHS,  LADIES'  SCARVES  and  TRAVELLING  RUGS. 

We  cater  entirely  for  the 
Ladies'   Trade  in 
PIECE  GOODS 

"SCOBRO"  materials  impart  to  the  wearer 
that  important  sense  of  satisfaction  and  con- 

fidence that  comes  with  the  knowledge  that 
the  material  is  always  correct,  always  smart, 
and     always    dependable —  _       ~^ bly  Scott  Bros.  &  Co. 

(Proprietor     -     Wm.  Scott) 
means— "THE  BEST." 

All  orders  and  enquiries 
receive  our  most  careful 
and  immediate  attention. 

WILTON  MILLS, 
HAWICK, 

SCOTLAND 

Cables: 
Scobro  Hawick 

Codes;  Marconi 
ABC,  6th  Edition 

LONDON  WAREHOUSE:  14  WATLING  ST.,  E.C.  4 
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KING'S  CELEBRATED 
SCOTCH  WINDOW  HOLLANDS 

have  been  made  for  one 

are  recognized  throughout 

most  saleable  shading.  They 

are  unshrinkable,  fast  colors 

and  widths.  To  insure  get 
ers  are  advised  to  Examine 

Also  inside  Holland  Tab  on 

that    each    bears    name    of 

hundred  and  forty  years  and 
the  world  as  the  best  and 

are  unequalled  for  quality, 

and  made  in  all  colorings 

ting  genuine  goods,  custom- 
Tickets  and  Paper  Bands. 

end  of  each  piece  and  see 

"John  King  &  Son." 

SOLD  BY  ALL  LEADING  WINDOW  SHADE  JOBBERS 
Made  by 

JOHN  KING  &  SON 
GLASGOW,  SCOTLAND 

Established  1775 

Canadian  Representatives  :  CAMPBELL,  SMIBERT  &  CO.,  MONTREAL  and  TORONTO 

Before  the  Days  of  Advertising 
125  years  ago  Horrockses  Fabrics  were  easily 
sold.  The  name  in  Britain  was  a  household 
word  and  the  goods  sold  themselves. 
To-day  they  do  the  same,  but  a  Canada-Wide 
advertising  campaign  is  now  in  full  swing  too. 
and  this  winter  and  spring  will  see  an  un- 

precedented demand  for  Horrockses  products. 
The  public  is  re-stocking  its  depleted  linen 
cupboards.  The  time  has  come  for  the  re- 

turn of  this  thrifty  and  satisfactory  custom 
and  sheets  and  pillow  cases  are  selling  freely 
everywhere. 

STOCK  UP  NOW  ON    r^W\ 

LONGCLOTHS        NAINSOOKS        CAMBRICS 
MADAPOLAHS  COTTONS   and   FLANNELETTES 

All  prices  subject  to    reduction  up 
to  date  of  shipment 

John  E.  Ritchie 
Canadian    Agent — 591    St.    Catherine    St.    W.,    MONTREAL. 

Branches    in    TORONTO    and    VANCOUVER 
United   States   Agents — Wright   &  Graham   Co., 

110    Franklin  St.,    NEW    YORK    CITY. Made    by 

HORROCKSES,  CREWDSON  &  CO.,  LIMITED 
Cotton    Spinners    and    Manufacturers 

MANCHESTER,   ENGLAND 

Does  Not  Stretch 

THE 

Our 
Standard 

Sfflfial]  of  {Excellence XS37    is  Always 
*3Sm*ZSif  the 

Will  Not  shrink  oame. 

Super  India  Shrunk  Tape 
Manufactured  by 

George  H.  Wheatcroft  &  Co. 
WIRKSWORTH,»Eng. 

is    used    extensively    by    discriminating 
CLOTHIERS.     Those  who  have  used  it, 
find  that  it  gives  great  satisfaction  from 
its  strength  and  durability. 
Have  YOU  tried  it? 

MONTREAL 
508  Read  Bldg. 

TORONTO 

*k_     %    7  20  We,lins,on  s»-  W. 
Walter  jntVi    QUEBEC 
Williams  V  \jtii  O    533  St-  Va,ier  St- 
&  Co.,  r*t     *$M*  VANCOUVER 
Limited  the  stag.       217  Crown  Blds- 
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LOWTHIAN  DRAKE  &  CO. 
Aytoun  Street,  MANCHESTER,  ENG. 

"LINNENE" | "BURBAGE"  SERGE N — 
A  SUPERIOR  COTTON  SERGE 

THE  POPULAR  FABRIC = 

with  a  soft,  silky  finish. 
— manufactured  for  the 
— 

Better   Class    Trade. 
Obtainable  in  all  shades = 

Its  Fine  Finish,  Hard  Wear, 
— in  dyes  that  do  not  run = 

Smart  Hair-Line  Stripes*  are 
A  Material  suitable  for = points  which  will  appeal  to 

THE  NEW  SPRING = you    and   your   customers. 

STYLES 
— 

For 

Linnene  is  stocked n SMART  COSTUMES,  SKIRTS 
in  both  single  and 

= 
SPORTS  WEAR,  etc. 

double  widths 

e| 

it  is  ideal. 

Besides  the  four  popular  cloths  mentioned,  we  are  proprietors  of  the  following 

branded  cloths.-" Mer-surah,"  "Amoret"  Voile,  "Cassella" 
and  "Mercord"   Casement   Cloths,   "Rajah"  Cotton 
Shantung,  etc. 

Also  large  makers  of  Mercerised  Twill  Shirtings,  54  inch  Tussore 
Suitings,    White    and   Dyed   Fancies,    Dyed  and  Printed  Voiles, 

llllllllllllllllllllllllllll llllllllll   lllllllllllllll 

Dyed  Dress  Cloths,  Sateens,  Gabardines,  Zephyrs,   Ratines,  Nurse 
Cloths,  Madras  Shirtings,  etc. 

SOLD  through  WHOLESALE  and   SHIPPING  ONLY 
"C( 

DTE  ROMAINE" 

= 

"JOFFRE"  SERt 
^E — 

(All  Cotton) 
38-9  INCH 

EEE THE  SERGE  WITH  THE  PERFECT 

An    absolutely     new     dainty 

=| 

WOOL  EFFECT 

and   silky    Fabric   of   Poplin- — An   attractive  Serge   made 
especially  for  everyday]  use. 

ette    Weave    in    the   newest, = Produced    in   Navy    and 

choicest  and  smartest  designs. — Black    strip'cs  on    cream 
grounds —   and    the    latest 

FAST  COLOURS 
= up-to-date  coloured  stripes 

— suitable  for    all    seasons. 

A  most  desirable  and  delec- — 
"JOFFRE"  SERGE 

table  material    for    Ladies' 
— 

is  the  material  for  those  who 

and  Children's  wear. 
zzz 

consider  style  and  economy 

Canadian  Representative: 

F.  KING  &  SON,  45  St.  Alexander  St.,  Montreal 

1 
\ 
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TELEGRAPHIC  ADDRESS  :  Ventalian,  Bradford.     CODE  :  Bentleys.     TELEPHONE  :  3184 

D.  R.  Williamson  &  Co. 
WELLINGTON  ST.,  BRADFORD 

MANUFACTURERS  OF 

Cotton  Italians,   Twills,  Venetians,   Umbrella 

Cloths,  Poplins,  Cotton  Dress  Goods    and 
Artificial    Silk   Linings. 

Makers  of  the  "Ventalian"  (Regd.)  range  of  Cotton  Linings  and  "Ninoleine" 
(Regd.)  the  new  cotton  fabric  suitable  for  blouses,  robes  and  lingerie. 

"FOUNTAIN  BRAND" 
PURE  IRISH  LINEN  THREADS 

A  PARAMOUNT 
THREAD 

As  far   as  strength,   durability  and   evenness 
are  concerned. 
Island  Linen  Threads  are  best  for  every  pur- 

pose where  these  qualities  are  required. 
Manufactured  by 

THE  ISLAND  SPINNING  CO.,  LIMITED 
Lisburn,  Ireland 
Best   for  every  need. 

Write,  wire  or  phone  for  samples  and  prices. 

WALTER  WILLIAMS  &  CO.,  LTD. 
MONTREAL  TORONTO  QUEBEC 

608    Read    Building    20  Wellington   St.  W.     533  St.  Valier  St. 
VANCOUVER,    217    Crown    Building. 

W.  G.  EMMETT  &  CO. 
BEESTON  NOTTINGHAM 

Manufacturers  of 

Lace  Curtains 

Fancy  Nets 
Vitrages 

Brise  Bise  Blinds 

Agents: Messrs   J.  Dudgeon   &   Co. 
809  UnityiBuilding,  MONTREAL 

^liMMllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll   llllNIIIIIIIIIMIIIIIIMIIIIIIIIIIHIIIIIIIIIIIIimillllllllllllllllllllltH 

I    ABERDEEN    GLOVE    I 
COMPANY,  LTD. 

70  CHAPEL  STREET,  ABERDEEN 
|  A.B.C.  CODE,  5th  EDITION        1 
I  Makers  of  the 

FAMED  ABERDEEN  GLOVE 

Specialties  : 

MEN'S,  LADIES'  AND  CHILDREN'S 
KNITTED  WOOLLEN  GLOVES,  GAUNTLETS,  etc. 

Agents  : 
|      JAMES  CROIL  &  SONS        ARCHIBALD  WRIGHT  &  CO. 

ST.  NICHOLAS  BLDCS. 
MONTREAL 

32  SILVESTER  WILLSON  BLDC, 
WINNIPEG 

iiitiiiiiiiiiiiiiiiiiiiiiiiiiHiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiiiiiiiiiniiuiiniiSI 
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manufacturers  of  HABERDASHERY  &SMALLWARES 
Owning  ten  of  the  best  equipped  modern  factories  in  Great  Britain 
producing  many  specialities  known  throughout  the  world,  such as 

HURCULACES— the  British  Laces 
for  Boots  and  Shoes — made  under 
the  most  approved  methods  of 

manufacture,  the  secret  of  their  durability 
being  the  great  strength  of  the  threads 
which  tenaciously  cling  together  and 
resist  wear.  STRENGTH  &  DURABILITY. 

MENDING  WOOLS  &  SEWING 

COTTONS.  The  St.  George's 
and  Crusoe  All- Wool  Mendings 

are  noted  for  their  softness  and  Strength 
in  wear,  their  Smoothness  in  working, 
and  their  high  quality  and  finish.  Crusoe 
Cottons    are    an   equally   famous    line. 

SPHERE  HOSE  SUPPORTERS  for 
Ladies  Wear,  enjoy  the  widest  popu- 

larity because  their  quality  throughout 
is  the  finest  possible.  Made  and  finished 
with  thoughtful  attention  to  detail.  Each 

pair  fitted  with  the  famous  "  Grip  that 
grips  and  never  slips."  SPHERE  Suspen- 

ders, Garters  and  Arm  Bands  for  Mens 

Wear  are  supplied  in  many  neat  and  attrac- 
tive designs ;  also  Sphere  Brownies, 

the  Hose  Supporters  for  Little  Folks. 

ELASTICS :  The  St.  George's  Brand Elastics,  including  the  well-known 
"Violet"  Quality,  Braids,  Cords, 

Garter  and  Loom  Elastics. 

NAME    LABELS,    HANGERS   and 
LOOPS  for  Coats,  Shirts,  Mantles, 
etc.     This  is  a  notable  speciality 

of  ours. 

COTTON   WEBBINGS   and  BIND- INGS :  Skirt  Bindings  (single  and 
duplex),    Glace    Bindings,   Tapes, 

Galloons,  Stay  Bindings,  Hat  Bindings, etc. 

Here  you  have  the  fast  selling  lines,  the  lines  for  YOU. 

TO  WHOLES  A  LERS.—Get  in  touch  with  us  AT  ONCE  for  fuller  particulars  of 

part    with     prompt    service. 
ALL     OUR     LINES. ■We    will     do     our 

MMIIIIIMIIMIIIIIIMIIIIIIIIIIIIMIIIIIIIIIII 

WHOLESALE  ONLY  : 

FAIRE  BROs  &  Co.,  Ltd.,  LEICESTER, 
LONDON  :  Faire  Bros.  &  Co.,  Ltd.,  19  Fore  Street,  E.C.  2. 
SOUTH  AFRICA:  Davies,  Gnodde  &  Smith.  1  Strand  Street. 

Port  Elizabeth. 

MELBOURNE:  Alfred  F.  Smith.  2  Fink's  Buildings.  Elizabeth Street.  Melbourne. 

SYDNEY:    Alfred    F.    Smith,    39    Queen    Victoria    Buildings, 
George  Street. 

ENGLAND. 

CHRISTCHURCH  :  Robert  Malcolm,  Ltd.,  79  Lichfield  Street. 
Also  Auckland,  Wellington,  Dunedin. 

BOMBAY  :  F.  A.  Filmer  &  Co..  Gaietv  Buildings.  Hornbv  Road. 

NORWAY  :  Hermod  Riis,  Grev  Wedels  Plass  4,  Christiania. 

SWEDEN:    Anglo-Amerikanska   Import   A.B.   Skeppsbron   3, Gothenburg. 

DENMARK :  Adolf  Berendt,  St.  Kongensgade  36/8,  Copenhagen 
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The 

Coogan 
Kid 

THIS  title  is  on  the  lips  of  nearly 

every  child  in  the  kingdom.  It  is 

the  name  of  a  wonderful  child  actor  ap- 

pearing in  the  most  successful  "Chap- 
lin" Film  yet  shown,  whose  adventures 

appeal  straight  to  every  youngster — boy 
or  girl — who  sees  him.      * 

You  can  now  offer  them  their  favour- 

ite in  the  form  of  a  patent  "Evripoze" 
Doll. 

The  Coogan  Kid,  with  its  patent  flex- 
ible limbs,  can  be  bent  and  set  at  will  in 

imitation  of  all  the  amusing  attitudes 

and  poses  of  its  namesake.  At  the  same 
time  it  is  soft  and  cuddly. 

Can  you  imagine  a  better  plaything? 

Samples  and  Prices 
Sent  on  Request. 

Manufacturers  and  Patentees: 

THE  BRITISH  NOVELTY 

Wf\  D  V  C     ( Proprietors:      DEAN'S      RA
G URNJ    BOOK    CO.,    LTD.,)  ::: 

ELEPHANT  AND  CASTLE, 

LONDON,     -      -     -    S.E.I. 

"TWILENA  CLOTHS" 

Guaranteed 

Fast  Colours 

Printed    and    Dyed    Cotton     Cash- 
meres,     Crepes,      Bedford      Cords, 

Repps,  Woven  Zephyrs,  etc. 
for 

Shirts,  Pyjamas,   Blouses,  Overalls, 

etc. 

H.  Cohen  &  Co. 
31  Lloyd  Street, 

Manchester,  Eng. 

CABLE  ADDRESS,  "TWILENA",  MANCHESTER 

Telegraphic  address; 

'FARDESILCO,  London 

H.  FARDEN  &  CO., 
SILK  AGENTS  AND  IMPORTERS, 

28  &  29  CHEAPSIDE, 

LONDON,  ENGLAND 

POLO  LININGS,  ETC. 
FACINGS,  SILK  LININGS  AND  COLLAR  VELVETS. 
CAP  POLOS. 

J.  C.  ALLAN 

Representative  in  Canada:-  14  Front  St.  East,  Toronto 

INFANTS  FOOTWEAR  Limited 

LONDON,  ENGLAND 

Soft  Sole  Shoes 
in  Kid,  Silk, 

Poplin,  Wool, 

etc,  and  Hard Sole  Shoes, 

Children's  Woolly-Wear,  Bonnets, 
Gaiters,  Mitts,  etc. 

CANADIAN     BRANCH 
GREENE-SWIFT     BUILDING 

LONDON,     ONTARIO. 
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The  HOLLINS  MILL  CO.,  LTD. 
SPINNERS  AND  MANUFACTURERS        5  PORTLAND  ST.,  MANCHESTER,  ENG. 

The  Directors 
WISH  to  announce  that  their  fabrics  must  not  be  confused 

with  others  advertised  under  "Hollins"  belonging  to  a 
different  firm,  but  as  The  Hollins  Mill  Company,  Ltd.,  has 
been  very  widely  known  for  a  great  number  of  years  under 
the  abbreviated  title  "Hollins"  it  has  been  decided  for  the 
protection  of  the  Company  and  their  Clients  to  exercise  their 
right  to  use  this  abbreviated  title. 

Calicoes,  Sheetings,  Longcloths,  Shirtings,  Flannelettes,  Window  Hollands,  Pillow 

Cottons,  Apron  Cloths,  Cotton  Poplins,  Gabardines,  Voiles,  Casement  Fabrics,  Tail- 

ors' and  Dressmakers'  Linings,  Sateens,  Cotton  Italians,  Fadeless  Casement  Cloths, 
Printed  Pyjama  and  Blouse  Fabrics,  Plain  and  Fancy  Muslins,  Lawns,  Nainsooks, 

Madapolams,  Cotton  Georgettes,  etc. 

I 

WHOLESALE  AND Holly 

LONDON: 

1 1  and  1 2  Foster  Lane, 

Cheapside,  E.C.  2 

MILLS: 

Hollins  Mills,  Marple. 

Wellington  Mill, 
Hazelgrove 

SHIPPING  ONLY 

Brand 

CANADIAN  REPRESENTATIVE 

Canada 
C  W.  Dunning 

Empire  Buildings,  Toronto 

Telegrams: 

'SHEAF,    MANCHESTER" 

"CZAR,  LONDON' 

MILLS:  MARPLE  AND      ̂ ^«£^  HAZEL  GROVE,  CHESHIRE 
ENGLAND 
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Codes-AB.C.  5^* Marconi Bentleys 

Eace  Window 
Decorations  by 
DOBSONS  and 
MBROWNE&gl? 
(The  Amalgamated  Firm^ 

Wholesalers  and 

Importers  onlv 
•  Factories--" 

Meadows  MilLNottirtfliam 

Andlo-Scoiian  Mills 

■  Beeston  ■ 
Victoria  Mills J)raycott, 

DarvelNB 

■Head  Of fices:- 
Station  Street 

Nottinghamjntf. 

Doisons  established  1855 

Brownes  established  1870 

Cables  :-Brun,Nottingham.Eng. 

C.  &  J.  ROBERTSON 
87  McAlpine  Street,  Glasgow 
Manufacturers  of  Lace  Curtains  and  Piece  Goods,  Case- 

ment Nets,  F.cru  and  Coloured  Madras  Muslins,  Fast 
Stitch  Lace  Nets,  Fast  Colour  Madras  Muslins. 

Represented  by:- 

Central  Canada     -    Edgar  Fenton 
718,  Empire  Buildings,  64,  Wellington  Street,  W.,  Toronto      ij 

Western  Canada  &  Newfoundland 
James  B.  Jamieson, 

108,  Wellington  Street,  W.,  Toronto. 

The  "Slippon"  Real  Human  Hair  Net 
(CAP  SHAPE) 

Once  used 

always  used 

"OCEANS   of   NOTIONS" 
Write    for    samples: — 

World  wide 

reputation 

A.  Burnet  &  Co.  Hair  Net  Manufacturer 48  Golden  Lane,  London,  England 
Agents  in  Canada G.   W.   ELLISON, 

117    Board    of    Trade    Bldgs., 
MONTREAL. 

W.   HERBINSON, 

222    Portage    Avenue, 
WINNIPEG. 
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BRADFORD  OFFICE 

195/6  SWAN  ARCADE 

BRADFORD. A.B.C    5TH&6TrE°  WESTERN  UNION  (5  LETTER), 
BENTLY,     MARCONI    INTERNATIONAL- 

AMERICAN     ACENTS 

JfiW.  BASTARD  (BOSTON)  C° 184    SUMMER    ST 
BOSTON.  USA. 

&.. TELEGRAPHIC  ADDRESS"YARNS"  LEICESTER..  TELEPHONE  2470-1 
III 
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Trying  to  cut  down  expenses 

National  Cash 

Registers  pay  for 
themselves  out  of 

part  of  what  they 
save. 

New  business  conditions  have  forced  every  merchant  to  face  the 

problems  of  reducing  expenses. 

Thousands  of  merchants  have  solved  the  problem  by  using  new 

model  National  Cash  Registers. 

These  cash  registers  reduce  costs  of  selling,  delivery,  and  book- 

keeping. They  stop  expensive  leaks  and  losses.  They  also  point 
the  way  to  other  economies  by  giving  merchants,  every  day, 

necessary  business  facts 

1  Sales  made  by  each  clerk. 

2  How  goods  are  moving  in  each  department. 

3  Amount  of  capital  tied  up  in  outstanding  accounts. 

4  Volume  and  profit  on  credit  business  compared  with  volume 

and  profit  on  cash  business. 

5  Total  of  money  paid  out. 
These  facts  show  how,  when,  where,  and  how  much  to  reduce  ex- 

penses. 
A  National  Cash  Register  is  the  only  machine  that  issues  a 

receipt,  indicates,  adds,  prints,  classifies,  and  distributes  records 
at  the  time  of  the  sale,  all  in  one  operation.  No  figure  work. 
No  delays.  No  mistakes.  Just  read  the  totals 

SH   REGISTER    COMPANY 
OP     CANADA.    LIMITED        —         TORONTO    ONTARIO 
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The 

W.  R. 

Co. 
Limited 

WHOLESALE  DRY  GOODS 

MONTREAL 

/ 

ALWAYS  AT  YOUR   SERVICE 

THROUGH  OUR  TRAVELLING  STAFF 
AND 

OUR  LETTER  ORDER  DEPARTMENT 

We  have  in  stock  a  large  range  of  Men's  Elastic 
Rib  Underwear,  Cashmere  and  Wool  Sox, 
also     Flannelette     Nightgowns     and     Pyjamas. 

/ \ 
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H.  P.  RITCHIE  &  Co 

CAMISOLES 
KNICKERS 
ENVELOPES 
UNDERSKIRTS 
BOUDOIR  CAPS 
BRASSIERES 
BLOOMERS 
STEP-INS 
NIGHT  GOWNS 
TEA  APRONS 

New  Fashions  in 

LINGERIE 
Some  of  the  fascinating  features  in 

Lingerie  are  the  enviable  achievements 

of  dainty  design  and  fine  fabric.  Crepe 

and  filmy  fabrics  chosen 
in  delicate  and  natural 

tints.  If  you  are  really 
interested  in  the  last 

moment's  style,  the  wid- 
est selection  and  true 

value,  inspect  our  full 

range  now  being  shown 
for  fall  and  Christmas 
shopping. 

Are  Your  Stocks 

Complete 
for  Christmas  ? 

MANUFACTURERS 

OF  LACES 

EMBROIDERIES 

HANDKERCHIEFS 

"MERRI  MAID" 

CHILDREN'S  DRESSES 

H.  P.  RITCHIE  &  Co.,  38-42  Clifford  St.,  TORONTO 
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Christmas  Handkerchiefs 
Customers  will  find  it  to  their  advantage  to  select  sorting  lines  of  Handkerchiefs  for  Xmas 

selling  at  once.  Delay  means  sure  disappointment.  Our  stock  is  exceptionally  well  assorted 
at  present,  and  we  can  supply  best  values,  novel  features  and  exclusive  designs.  Our  Letter 
order  department   will   give   you   prompt   service,  if  you  send  in  your  order  NOW. 

FANCY  BOXES 
HANDKERCHIEFS  IN  ATTRACTIVE  BOXES   MAKE  USEFUL  AND  ACCEPTABLE  GIFTS. 

We  know  it  and  consequently  pay  particular   attention  to  our  selections. 
We  have  in  stock  all  desirable  prices. 

2-12  2-12  2-12  3-12  3-12  4-12 
$3.96  $4.50  $5.10  $6.60  $8.50  $9.00 

Per  dozen  boxes. 

Figure  over  price  gives  you  number  of  handkerchiefs  in  each  box. 

3-12       4-12 
$10.5 

6-12 

$18.00 

Turkey   Red   and   Indigo  Blue 

Price  per  dozen  handkerchiefs 
Blue,  $1.35,  $1.80,  $2.00,  $2.25 
Red   $1.25,  $1.35,   $2.00,   $2.25 

Also  a  very  special  number  in  Red,  extra 
large    and    heavy   weight   cotton 

Per  dozen  $2.25 

Gent's  Mourning  Hemstitched  Handkerchiefs 
Price  per  dozen  handkerchiefs 

Excelda     $2.25 

Gent's  Hemstitched  Khaki   Cotton 
Handkerchiefs 

Price  per  dozen  handkerchiefs 
Excelda   $2.25 

Gent's   White   Hemstitched   Silk 
Handkerchiefs 

Price  per  dozen  handkerchiefs 
$4.00,  $5.40,  $6.50,  $7.80,  $9.00,  $12.00 

Gent's   Plain   White  Hemstitched   Lawn   Hand- kerchiefs 

Price  per  dozen  handkerchiefs   $1.00,  $1.80 
$2.00,  $2.25 

Gent's  "Linenette"  Handkerchiefs 
Price   per  doz.    handkerchiefs... 

50  per  cent.  Linen,  50  per  cent.  Cotton 
$3.00 

Gent's  Plain  "Linen"  Hemstitched Handkerchiefs 

Price  per  dozen   handkerchiefs 
$4.00,  $6.50,  $7.50,  $9.00 

Gent's    Printed    Bordered 
Hemstitched    Handkerchiefs 

Price  per  dozen  handkerchiefs 
$1.65,  $2.00,  $2.25,  $3.00 

Gent's   Polka  Dot   Handkerchiefs 
Price   per   dozen    handkerchiefs.  ..  .$2.00,    $2.25 

Gent's   Hemstitched  Initialed   Linen Handkerchiefs 

1-2    dozen    handkerchiefs    to    box. 
50  per  cent.  Linen. 

Price  per  box 

$2.00 

Gent's   Khaki   Hemstitched  Silk  Handkerchiefs 
Price  per  dozen  handkerchiefs 

$4.00,  $5.40,  $6.00,  $6.50,  $7.80,  $8.50,  $9.00, $10.50,  $12.00 

Ladies'  Plain  White  Hemstitched  Lawn 
Handkerchiefs 

Price  per  dozen   handkerchiefs 

Ladies'    Plain 

50c,   75c,  90c 

Handker- 

Any    initial 

Linen"    Hemstitched chiefs 

Price     per    dozen     handkerchiefs 
$2.25,   $2.75,   $3.50,    $4.25,   $5.40 

Ladies'  Mourning 
Hemstitched     Handkerchiefs 

Price  per  dozen  handkerchiefs 
90c,  $1.65,  $2.10,  $2.75,  $4.80 

Ladies'  Mourning  Escalloped  Edge  Handker- chiefs 

Price  per  dozen  handkerchiefs 

$4.50 
Linen    Hemstitched    Handkerchief 

Centres 

Price  per  dozen  centres      $1.25 

Ladies'  Initialed  Hemstitched  Cambric 
Handkerchiefs 

Price  per  dozen  handkerchiefs 
$1.25  (5    dozen    to    box) 

Assortment    A — assorted    A    to    M 
Assortment    B — assorted    N    to    Z. 

Ladies'    Lace    Edged    Handkerchiefs 
Price  per  dozen  handkerchiefs 

90c,  $1.10 
Ladies'  White  Hemstitched  Silk  Handkerchiefs 

Price  per  dozen   handkerchiefs 
$2.25,    $4.00 

Ladies'    Colored    Borders,    Hemstitched 
Silk  Handkerchiefs 

Price    per    dozen    handkerchiefs 

$2.25 
Children's    Xmas   Picture   Handkerchiefs 

Price    per    dozen    handkerchiefs 
65c,  75c,  85c 

Ladies'   White  Cambric,  Swiss,  Lawn   or 
Organdie 

Embroidered   in  White  or  Natural   Grey   Shade 
Price    per   dozen    handkerchiefs 

90c,  $1.25,  $1.50,  $1.80,  $2.00.  $2.25,  $2.65,  $3.25, 
$3.50,  $4.00,  $4.25,  $6.50 

Ladies'    Colored   Embroidered    White   Handker- 
chiefs,  in   Swiss,   Organdie  or  Cambric, 

Assorted    Patterns    and    Colored Embroidery. 

In  box  of  one  dozen 
Price   per  dozen   handkerchiefs 

$1.50,  $2.00,  $2.25,  $2.75,  $3.00,  $3.25, 
$3.60,  $3.75,  $4.00 

W.  R.  Brock  Company,  (Limited) 
Bay  and  Wellington  Sts. 

TORONTO 
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See    That    You    Get    It 
The  "JULIAN  SALE"  New 
CATALOGUE 

Is  Just  Ready  To  Mail 
Drop  a 

Post  Card  * 
For  No.  / 

Do  It To-day 

Catalogue  No.  41  is  ready  for  mailing — the  best  that  "JULIAN  SALE"  has  issued  to 
date — shows  more  lines — better  lines — bigger  lines — all  illustrations  are  made 

from  photographs  direct  from  the  goods  themselves  —  the  descriptions  are 
complete  enough  to  allow  you  to  order  from  No.  41  as  satisfactorily 

as  though  you  were  making  selections    from    the   "Samples" 
themselves.    It's  a  comprehensive  buying  guide,   and  no man  in  the  trade  should  count  his  Information   File 

complete  without  a  copy  of  it  —  And  we  are 
ready  to  give  all  orders   selected    from    it 

speedy  and  careful   attention  • —   See 
That  You    Get  It. 

Leather  Suit  Cases 
Travelling  Bags 
Writing  Cases 
Letter  Cases 
Dressing  Cases 
Swagger  Bags 
Lucille  Bags 
Canadian  Beauty  Bags 
Vanity  Cases 
Silk  Bags 
Leather  Bags 

Suede  Bags 

Strap  Handle  Purses 
Coin  Purses 
Portsea  and  Tray  Purses 
Clasp  Purses 
Safety  Pockets 
Music  Holders 
Manicure  Cases 
Handkerchief    Cases 
Tie  Cases 
Collar  Bags 

Toilet  Rolls 
Military  Brushes 
Military  Brush  Cases 
Tobacco  Pouches 
Playing   Card   Cases Bill  Books 
Bill  Folds 
Money  Belts 
Coat  Hangers  and  Cases 
Card  Cases 
Wrist  Watch  Straps 

CATALOGUE  NO.  41  puts  the  emphasis  on  "MADE  IN  CANADA"  leather 
goods — best  in  the  world. 

The  Julian  Sale  Leather  Goods  Company 
Wholesale  Factories 
600  King  Street  West 

LIMITED 

Sample  Rooms Offices 
Toronto 
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A  No-Profit  Sale  for  the  Jobless 
If  A  Man  Can't  Work,  He  Can't  Buy— What  A  Firm  in  Brooklyn  Did  to  Help  Solve 

The  Unemployment  Problem— Buying  $500,000  Worth  of  Merchandise  and 
Selling  at  Manufacturer's  Cost — Snowing  Connection  Between  Buy- 

ing and   Working. 

INDUSTRY  is  the  basis  of  all  com- 
merce, whether  it  be  industry  in  the 

field,  in  the  mine,  in  the  forest  or  in 
the  stream.  If  men  do  not  work  they 
cannot  buy — neither  can  their  women- 

folk, that  is  fundamental.  A  hundred 
reasons  may  be  given  for  the  temporary 
lull  in  business;  but  the  net  result  of 
them  all  is  that  men  are  out  of  work  and 
cannot  buy  merchandise.  The  problem, 
therefore,  is  to  get  them  back  to  work. 
There  must  be  created  the  demand  for 
the  thing  they  have  to  sell— labor.  If 
the  man  (the  manufacturer  or  the  whole- 

saler) for  whom  the  unemployed  has 
been  working  has  a  surplus  of  the  things 
which  he  sells  to  the  retailer,  then  there 
is  no  call  for  the  unemployed — his  abil- 

ity or  his  willingness  to  labor  is  a  drug 
on  the  market.  Commerce's  contribu- 

tion to  the  problem  of  unemployment, 
therefore,  is  that  of  creating  a  demand 
for  more  merchandise.  If  the  manufac- 

turer or  the  wholesaler  or  the  retailer 
has  a  surplus  stock  on  hand,  every  con- 

ceivable effort  should  be  made  to  get  rid 
of  that  surplus.  If  there  is  no  surplus 
an  effort  should  be  made  to  create  a 
demand  for  legitimate  purchases  that 
are  not  being  made  because  the  public 
may  be  misinformed  or  laboring  under 
a  misapprehension  with  regard  to  the 
real  progress  of  deflation.  It  is  an  ab- 

solute certainty  that  the  purchasing  pow- 
er of  the  public  will  stand  a  much  great- 
er strain  than  it  is  bearing  at  this  time. 

How,  therefore,  can  the  public  be  in- 
duced by  the  retail  merchant  to  buy 

more  goods  which  will  create  a  market 
for  more  labor  and  thus  help  to  solve 
the  problem  of  unemployment? 

A.  I.  Namm  &  Son  of  Brooklyn 

The  firm  of  A.  I.  Namm  &  Son  of 
Brooklyn,  New  York,  have  tackled  this 
problem  in  an  altogether  new  and  ef- 

fective manner.  They  have  made  a  val- 
uable contribution  to  the  solution  of  a 

difficulty  that  is  confronting  many  gov- 
ernments in  the  world  today  and  engag- 

ing the  attention  of  many  experts.  On 
Wednesday,  October  5th,  this  firm  start- 

ed a  series  of  "No  Profit"  sales.  They 
decided  to  do  their  bit  by  buying  $500,- 
000  worth  of  merchandise  from  local 
manufacturers  and  putting  it  on  sale  at 
exactly  the  wholesale  prices  they  paid 
for  it  with  no  charge  made  for  handling, 

overhead  or  any  sort  of  profit.  A  re- 

presentative of  Printers'  Ink  interview- 
ed a  member  of  the  firm,  Herman  Nead- 

erland.  Mr.  Nearland  said,  "We  real- 
ized that  nobody  was  going  to  be  able  to 

do  anything  for  us  that  we  couldn't  do 
for  ourselves,  so  we  decided  to  try  to 
take  the  lead  in  increasing  buying  power 
and  thus  put  more  men  back  at  jobs  in 
the  factories  producing  the  merchandise. 
We  realized  that  manufacturers  and  job- 

bers were  our  partners  in  this  effort, 
and  that  in  a  sincere  attempt  to  start 
the  wheels  of  industry  gcing,  we  had  no 
points    of    difference. 

Could  Not  Believe  Them 

"When  we  first  went  to  manufacturers 
and  jobbers  and  offered  to  buy  new  mer- 

chandise then  on  their  shelves  and  sell 
it  at  exactly  the  price  they  sold  it  to 
us,  with  nothing  at  all  added,  some  of 
them  at  first  scarcely  believed  our  pro- 

position. But  as  we  explained  the  rea- 
son and  the  fundamental  purpose  we  had 

to  aid  the  government  and  to  conform 

to  Mr.  Hoover's  request  for  mobilizing 
the  spirit  of  service  of  the  American 

people,  we  found  all  sorts  of  co-oper- 
ation. In  this  effort  to  put  the  dollars  to 

woi-k  making  jobs  for  other  men  we 
were  talking  a  language  that  every 
manufacturer  who  sincerely  wanted  to 
help  conidtions  could  understand,  and  we 

found  them  as  ready  as  ourselves  to  co- 
operate to  give  up  present  profits  for 

the  sake  of  insuring  future  purchasing 

power." 

Open  Letter  to  Manufacturers 

In  addition  to  approaching  manufac- 
turers, the  Namm  firm  used  a  full  page 

in  local  papers  with  an  open  letter  to  the 
manufacturers  in  which  their  plan  was 

announced  to  the  public.  "Let  the  only 
profit  from  the  sale  of  this  merchan- 

dise" said  the  advertisement,  "go  Into 

the  now  empty  pay  evelopes."  The  an- 
nouncement was  made  that  every  de- 

partment was  ready  to  buy  its  share  of 
the  half  million  dollars  worth  of  mer- 

chandise. In  the  meantime,  their  own 
stock  was  advertised  at  very  low  prices 
in  order  to  reduce  stocks  and  make  way 
for  new  merchandise. 

Evidence  of  Good  Faith 

Such  steps  were  taken  as  would  give 
the  imprint  of  absolute  good  faith  to  the 

public  in  this  "No  Profit"  sale.  The 
price  at  which  goods  were  purchased 
from  the  manufacturer  or  the  whole- 

saler were  printed  in  the  papers.  If, 
therefore,  any  fake  claim  were  being 
made  by  this  particular  retailer,  the 
manufacturer  or  the  wholesaler  could 
quickly  label  the  whole  thing  as  a 
fake.  One  way  in  which  this  possibility 
could  be  overcome  would  be  by  the  re- 

tailer having  fac-similes  of  his  bill  from 
manufacturer  or  wholesaler  reproduced 
in  his  advertising. 

Educating  The  Public 

In  the  advertising  and  the  window  dis- 
play work  done  by  the  firm  of  Namm  & 

Son,  an  educational  campaign  was  car- 
ried out.  It  was  shown  the  close  re- 

lationship between  buying  when  they  see 
good  values  and  general  prosperity.  No 
effort  was  spared  to  show  that  more 

buying  would  mean  more  employment  to 
men  who  were  out  of  work  and  whose 

purchasing  power,   therefore,  was    dead. 
Is  It  Worth  A  Trial 

Is  such  a  plan  worth  a  trial  in  Cana- 
da? There  are  many  industrial  centres 

today  suffering  from  the  unemployment 
that  is  rife.  It  is  needless  to  point  out 

the  prestige  that  would  come  to  a  store 
(Continued  on  page  46) 
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Meeting  Mark -Downs  by 
Averaging  the  Cost  Price 

System  That  Is  Being  Followed  by  Western  Ontario  Department  Store — Case  Applies 
Only  To  Staple  Lines — Ways  Must  Be  Devised  To  Meet  Necessity  of  Lower 

Overhead,  Competition  and  Mark-downs  In  New  Goods. 

IN  chatting  with  the  merchandising: 
manager  of  one  of  the  largest  depart- 

ment stores  in  western  Ontario,  he 

told  Dry  Goods  Review  that  he  was  con- 
tinually being  asked  by  the  smaller  re- 

tail merchants  throughout  the  neighbor- 
ing country  how  they  could  solve  one  of 

the  very  pressing  problems  of  the  present 
business  situation.  This  problem,  he 
said,  arose  from  a  combination  of  cir- 

cumstances. First  there  was  the  necessity 

of  doing  business  with  a  smaller  over- 
head expense.  Second,  there  were  the  de- 

clining prices,  bringing  new  goods  into 
his  store  the  same  as  lines  already  in 
stock  (these  would  be  staple  lines,  of 
course)  but  at  a  lower  price.  Third,  there 
was  the  excessive  competition — the 
greatest  of  all  price  regulators.  The 
problem  was,  how  to  meet  these  circum- 

stances and,  at  the  same  time,  merchan- 
dise legitimately  and  safely. 

The  problem  becomes  more  acute  to 
the  smaller  merchant,  perhaps,  because 
he  does  not  get  to  the  market  centres  as 
often  as  the  larger  merchants  and,  there- 

fore, is  obliged  to  buy  in  larger  propor- 
tionate quantities.  It  is  a  problem  af- 
fecting staple  lines  rather  than  fancy  or 

accessory  lines,  and  consequently,  here 
again  it  affects  the  smaller  merchant  in 
ways  that  it  will  not  affect  the  merchan- 

dising manager  of  a  department  store. 
In  the  department  store,  losses  sustained 
in  staples  can  be  covered  in  seasonable 
and  fancy  lines.  Not  so  with  the  merchant 
the  bulk  of  whose  stock  is  in  staples. 

Hard    to    Force    Bus:neSs 

It  was  the  deliberate  judgment  of  this 
merchandising  manager  that  it  was  im- 

possible to  so  force  business  that  the 
mark-down  necessary  on  declining  mar- 

ket prices  could  be  taken  care  of.  "So 
far  as  we  are  concerned,"  he  told  Dry 
Goods  Review,  "we  marked  down  during 
the  last  year  more  than  we  marked  up 

during  the  whole  five  years  of  the  war." 
He  believed  that  many  another  man  or 
firm  had  done  the  same  thing  and  he 
scouted  the  idea  that  the  retailer  had  not 
taken  his  losses  like  a  man.  He  further 
believed  that  many  of  the  smaller  mer- 

chants were  gradually  eating  up  the  re- 
serve they  had  built  up  during  the  last 

two  or  three  years  and  that,  therefore, 
the  problem  of  financing  their  business 
was  becoming  more  and  more  acute  as 
the  months  pass.  And  if  this  reserve  is 
finally  wiped  out  and  if  the  smaller  mer- 

chant is  constantly  faced  with  the  nec- 
essity of  taking  losses  on  old  stock  be- 

cause the  newer  stock  is  costing  him  less 

what  is  going  to  be  the  position  of  the 
smaller  merchant  in  time  ?  Assuredly, 
his   position  cannot  be  an  enviable   one. 

His  Point  of  View 

It  is  necessary  in  giving  the  system 
adopted  by  this  store  in  meeting  this 
problem  to  get  their  viewpoint  with  re- 

gard to  the  immediate  future  of  busi- 
ness. Whether  or  not  that  viewpoint  is 

the  correct  one  does  not  matter.  If  his 
viewpoint  is  right  then  those  who  agree 
with  him  might  well  follow  the  system. 
If  it  be  wrong  then  his  solution  of  the 
problem  is  not  applicable  to  the  man 
who  disagrees  with  him.  This  is  what 
he  says  himself. 
He  believes  that  we  shall  see  some 

years  pass  before  we  are  back  to  normal 
business  and  he  believes  that  "normal 
business"  will,  when  it  comes,  be  con- 

ducted on  considerably  lower  prices  than 
at  present.  Why  he  has  come  to  this 
conclusion  about  business  need  not  here 
concern  us;  the  firm  of  which  he  is  the 
merchandising  manager  believe  it  and 
are  shaping  their  policy  accordingly.  He 
believes  that  there  will  be  ups  and 
downs  to  business  during  these  years, 
that  there  will  be  some  bright  spots  and 
some  dull  ones  but  that  the  general,  un- 

alterable tendency  is  toward  lower 
prices  which  shall  come  about  by  lower 
costs  of  production  and  other  factors 
that  develop  with  the  trend  of  business. 

Higher  Mark-Up 
He  believes  that  the  solution  of  the 

problem  lies  in  a  higher  mark-up,  or,  to 
put  it  another  way,  in  averaging  up  for 
purposes  of  cost  price  the  stock  on  hand 
with  what  new  stock  comes  in,  mark- 
downs  have  got  to  be  taken  care  of,  over 
head  expenses  must  be  cut  down;  com- 

petition is  so  keen  that  it  is  impossible 
to  so  force  business  that  these  can  be 
taken  care  of  during  the  coming  years 
when  prices  are  seeking  a  stable  level 
by  taking  in  what  remains  of  staple 
lines  when  new  goods  of  the  same  lines 
are  placed  upon  the  shelves  at  the  exact 
replacement  value.  There  must  be  an 
averaging  up  on  the  cost  price  of  this 
merchandise,  he  says.  Suppose,  for  in- 

stance, it  be  the  case  of  shirts.  The 
merchant  has  three  dozen  on  hand  and 
he  ig  ordering  twelve  dozen  more  of  the 
same  kind.  The  three  dozen  cost  him 
$18.00;  the  value  of  the  twelve  dozen 
cost  him  $12.00.  He  takes  them  all  in 
therefore,  at  $15.00. 

The  merchandising  manager  stated  to 
Dry  Goods   Review   that  this  was  what 

they  were  doing  in  many  of  their  depart- 
ments and  that  it  was  working  out  suc- 

cessfully. In  other  words,  it  was  taking 
care  of  the  frequent  mark-downs  conse- 

quent upon  falling  prices  of  their  staple 
lines.  He  stated  that  there  were  in- 

stances where  this  could  not  be  done 
even  on  staple  lines  because  competition 
often  dictated  prices  and  no  rigid  system 
could  be  adhered  to  for  fear  of  having 
to  take  heavier  losses  later  on. 

Principle  Recognized 

It  will  be  recalled  that  this  principle 
of  merchandising  was  recognized  by  the 
defunct  Board  of  Commerce  when  the 

market  was  rising  and  not  declining- 
Merchants  were  allowed  to  average  up 
on  staple  lines  when  they  had  some  in 
stock  and  were  buying  more  of  the  same 
line.  Of  course,  this  was  only  felt  in 
Toronto  and  others  did  not  know  how  it 
worked  out  because  the  order  of  the 
Board  of  Commerce  was  only  applicable 
in  Toronto.  But  now  that  prices  are 
falling  this  merchandise  manager  is 
finding  that  the  operation  of  the  same 
system  is  safe  and  will  take  care  of 
whatever  losses  are  bound  to  ensue  if 
prices  continue  to  fall  for  some  time  to 
come. 

A  NO  PROFIT  SALE 
Continued  from  page 

that  undertook  such  a  scheme.  If  every 
precaution  were  taken  to  dissuade  the 
public  from  believing  that  the  whole 
thing  was  a  particular  kind  of  sale,  j> 
new  merchandising  effort,  and  that  it 

was  a  really,  truly  "No  Profit"  sale, 
it  would  be  a  stroke  worth  the  effort. 
While  it  is  not  a  sound  principle  to  ask 
a  man  to  operate  his  business  without 
a  profit,  the  present  conditions  might 
wan-ant  a  trial  of  this  plan.  There  is 
certainly  something  in  it  to  commend 
itself  both  from  the  standpoint  of  the  re- 

tailer and  the  buying  public.  Certainly, 
the  men  who  were  helped  back  to  work 
by  such  a  sale  would  not  forget  the  man 

who  put  it  across. 
How  It  Worked  Out 

The  plan  met  with  altogether  unex- 
pected success.  It  received  the  endorse- 

ment of  Senators  the  Governor  of  the 

state  and  other  prominent  officials.  On 
the  first  day  of  the  sale  the  public  en- 

dorsed the  sale  to  such  an  extent  that 

by  noon  all  previous  records  for  attend- 
( Continued   on   page   49) 
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To  Start  Campaign  Soon 
Well-Known  Advertising  Agency  Will  Conduct  Publicity  Cam- 

paign for  Provincial  Government  to  Help  Unemploy- 
ment Problem — Hope  to  Create  Confidence In  Trade 

THE  Provincial  Advisory  Committee 
on  Unemployment  held  a  meeting 

on  October  12,  and  took  definite 

steps  with  regard  to  the  matter  they 
have  had  under  consideration  for  some 

weeks  past.  As  ha«  been  stated  in  a 

previous  issue,  the  object  which  this  com- 
mittee has  had  in  view  is  the  urging  up. 

on  people  of  the  province  the  desirability 

of  purchasing  their  needful  requirements, 

rather  than  holding  off  for  further  anti- 
cipated reductions,  so  that  many  people 

out  of  work  at  the  present  time  would  be 

able  to  find  employment  during  the  com- 
ing winter  months. 

Will   Launch  Campaign  Soon 

As  a  result  of  the  meeting  held  on 
October  12,  this  committee,  backed  by 
the  Provincial  Government,  will  launch 
a  publicity  campaign  in  the  very  near 
future  in  which  it  will  be  pointed  out  to 

the  people  of  Ontario  just  what  reduc- 
tions and  losses  have  been  taken  and  sus. 

tained  by  the  different  branches  of  the 
retail  trade  during  the  past  year  or  even 
six  months.  The  government  has  given 

a  well-known  advertising  agency  full 
charge  of  this  campaign.  The  agency 
will  keep  in  touch  with  the  different 
branches  of  the  retail  trade  in  the  pro- 

vince and  will  ascertain  from  them  for 
publication  the  losses  they  have  taken  in 
the  last  year  and  the  reductions  they 
have  made  on  te  merchandise  they  carry. 

The  deduction  that  will  be  drawn  from 

these  inquiries  will  be  urged  upon  the 
buying  public,  that  is,  that  rock  bottom 
has  been  reached  at  the  present  time 
and  that  there  is  no  necessity  or  justifi- 

cation for  waiting  longer  to  purchase 
goods. 

This  step  has  not  been  taken  without 
foreknowledge  that  such  is  really  the 
case.  The  Manufacturers'  Association, 
for  instance,  sent  out  a  questionnaire  to 
their  members  on  the  question  and 
found  out  from  them  their  views  of  the 
matter  and  secured  their  willingness  to 
co-operate  on  the  lines  suggested  by  the 
accompanying  resolution.  Every  branch 
of  the  retail  trade  has  been  taken  into 
consideration  and  will  be  asked  to  lend 
their  full  measure  of  support  in  the 
campaign.  The  Committee,  as  has  been 
pointed  out,  includes  representatives  of 
the  retail,  manufacturing,  wholesale, 
labor,  agricultural,  financial  and  build- 

ing trades. 

Create   Confidence 

R.  F.  Fitzpatrick,  who  has  been  the 
representative  of  the  retail  trade  on  the 
Advisory  Committee,  in  discussing  the 
matter  with  Dry  Goods  Review,  elab- 

orated on  the  work  which  this  commit- 
tee had  in  view. 

"What  we  are  going  to  try  to  do,"  he 
said,  "is  to  create  confidence  in  the 
minds  of  the  public  so  that  they  can  go 
out  and  buy  their  requirements,  knowing 
that  prices  are  down  as  low  as  they  can 
be.  We  will  try  to  show  the  actual  drop 
that  has  taken  place  in  given  periods, 

say,  of  six  months  or  a  year.  It  is  the 
intention  of  this  Advisory  Committee  to 
appoint  a  committee  of  itself  to  assist 
the  advertising  agency  to  show  where 
the  reductions  have  taken  place  and  to 

what  extent." 

George  Sumner  Passes 

Away  at  Montreal 
Was   Head   of    Hodgson,   Sumner   &   Co. 

And   Former  President  of  Board  of 
Trade 

The  death  occurred  on  Sept.  25,  of 
George  Sumner,  former  president  of  the 
Montreal  Board  of  Trade  and  head  of 
the  firm  of  Hodgson,  Summer  &  Co.,  at 

his  residence,  "Oaklands,"  Belvedere 
Road,  Westmount,  at  the  age  of  eighty- 
three.  He  was  taken  ill  about  six 
weeks  ago  with  pleurisy,  heart  failure 
which  supervened  being  held  responsible 
for  his  death. 

Mr.  Sumner  was  born  in  Leadwell, 
England,  on  Jan.  21,  1839,  and  when 
about  21  years  of  age  came  to  Canada. 
Shortly  after  his  arrival  he  married  Miss 

Anna  Hawkins,  niece  of  Thomas  Haw- 
kins of  Montreal.  He  took  employment 

with  the  firm  of  Foulds  and  Hodgson, 
forerunners  of  Hodgson,  Sumner  and 
Co...   in   1860. 

Headed   Board   of   Trade 

Never  very  prominent  in  politics,  Mr. 
Sumner,  however,  took  a  close  interest 
in  any  questions  affecting  civic  reform. 
He  was  a  prominent  figure  in  the  Board 
of  Trade,  of  which  he  was  president  in 
1920.  He  was  also  vice-president  of  the 
Consolidated  Mining  and  Smelting  Com- 

pany. A  member  of  the  Council  of  the  Art 
Association  of  Montreal,  Mr.  Sumner 
maintained  an  active  interest  in  art  mat- 

ters. He  was  the  owner  of  a  valuable 
and  carefully  chosen  collection  of  works. 

The  following  is  the  report  ad- 
opted by  the  Provincial  Advisory 

Committee  at  their  meeting  in 
October    12th. 

"The  Provincial  Advisory  Com- 
mittee on  Unemployment,  having 

considered  the  industrial  situation 
endorses  the  following  statement 

of  proposals: — 1.  That  Labor  shall  be  asked  to 
take  willingly  a  reduction  in  wag- 

es proportionate  to  progressive 
decrease  in  cost  of  living. 

2.  That  Manufacturers  should  be 
asked  to  take  a  price  for  goods  on 
hand  equal  to  the  cost  of  replace- 

ment, having  regard  to  decreased 
cost  of  raw  material  and  of  labor 
used  in  manufacture. 

3.  That  wholesalers  should  be 

asked  to  sell  goods  on  hand  at  re- 
placement prices. 

4.  That  Retailers  should  be  ask- 
ed   to    sell    at    replacement    prices. 

5.  That,  knowing  that  costs  of 
building  at  the  present  time  have 
been  considerably  reduced,  those 

desiring  to  build  should  be  en- 
couraged to  ask  for  new  tenders 

on  their  proposed  work;  and  that 

building  contractors  and  builders' 
supply  people  should  make  a  spe- 

cial effort  to  reduce  prices  to  a 
minimum  in  order  to  restore  this 
important  key  industry. 

6.  That  Banks  and  financial  in- 
stitutions should  be  prepared  to 

co-operate  to  the  utmost  with  all 
productive  enterprise  by  allowing 
all  reasonable  credits  and  by  de- 

creasing rates  as  rapidly  as  con- 
ditions may  allow. 

7.  That  farmers  should  be  ask- 
ed to  maintain  reasonable  produc- 

tion, and  in  the  event  of  a  pro- 
portionate reduction  being  reach- 

ed in  other  lines,  should  be  pre- 

pared to  make  needed  improve- 
ments and  betterments. 

The  above  statement  has  been 
submitted  to  and  endorsed  by  the 

following  interests: — manufactur- 

ers, wholesalers,  retailers,  build- 
ing and  construction  industries, 

agriculture  and  financial  interests. 

It  has  been  impossible  to  con- 

sult labor  in  respect  to  concur- 
rence in  this  statement  but  it  has 

been  submitted  that  labor  is  co- 
operating in  this  general  scheme, 

but  the  committee  hopes  that  la- 

bor will  further  co-operate." 

Mrs.  Sumner  predeceased  her  husband 
in  1917.  Three  sons  and  three  daught- 

ers survive,  Frank  Sumner,  of  Montreal; 
Ernest  Sumner,  of  New  York;  Arthur 
Sumner,  of  Saskatchewan;  Mrs.  James 
F.  Slessor,  of  Westmount;  Mrs.  L.  Roe- 
ver,  of  Barcelona,  Spain,  and  Mrs  Ben- 

nett  Webb,   Truro,    Cornwall,   Englard. 
The  funeral  service  was  held  at  St. 

George's  Church  following  which  inter- 
ment took  place  in  Mount  Royal  Cem- 

etery. 
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What  Is  The  Matter,  Jim?"  I  asked  my  friend: 
"I  Cut  Down  My  Overhead  Expenses,"  he  replied 
The  Story  of  a  Man  Who  Cut  Down  His  Overhead  at  the  Expense  of  Business- 

Took  the  "Pep"  Out  of  His  Organization — "You   Have   Missed  the  Point"  I 
Said  to  Him — Decreasing  Overhead  Percentage  by  Increased  Sales 

-He 

"Wr 
HAT    is    the    matter,   Jim?"    I 
asked   of  my   old   friend   whom 
happened  to  meet  in  a  hotel 

in  a   neighboring  city. 
Jim  and  I,  in  our  boyhood  days,  had 

lived  in  the  same  town.  After  a  few 
years  in  the  high  school  we  had  come 
to  the  conclusion  that  we  knew  all  that 
was  worth  knowing  in  text  books,  and 
we  had  left  school  unannounced.  From 

there,  we  drifted  to  the  largest  provin- 
cial city,  determined  to  make  our  for- 

tunes and,  with  the  sun  still  creeping 
up  to  the  meridian  of  life,  settle  down 

to  a  life  of  ease  and  comfort.  Jim's  rise 
in  the  business  world  had  been  rapid 

and  not'  without  its  spectacular  feat- 
ures. He  had  entered  a  large  clothing 

and  furnishing  house  as  a  junior  clerk. 
He  seemed  to  have  a  natural  gift  for 
salesmanship  and,  taking  advantage  of 
courses  in  salesmanship  conducted  in 
the  store,  he  soon  had  charge  of  a  de- 

partment, then  general  manager  of  the 
whole  store.  Connections  which  he  had 
formed  with  large  manufacturing  and 
wholesale  houses  engendered  confidence 
and  he  decided  to  start  in  business  for 
himself.  This  was  in  the  early  months 
of  the  great  war. 

Made  Money  East 

Jim,  with  many  another  man  in  busi- 
ness, made  money  fast  during  the  pros- 

perous years  toward  the  end  of  the  war 
and  during  the  two  years  following  the 
war.  He  was  a  careful  merchandiser  and 
a  keen  one.  He  seemed  to  foresee  the 
depression  following  the  fat  years  and, 
when  it  came,  was  not  loaded  with  high 
priced  stock.  What  he  had  he  soon  got 
rid  of.  Six  or  eight  months  ago  he  had 
as  clean  a  stock  as  could  be  found  in  the 
province-and  he  was,  to  all  appearances, 
ready  to  meet  the  readjustment  with 
equanimity. 
My  question  to  Jim  was  prompted 

by  a  worried  look  on  his  face,  a  look 
that  I  hardly  believed  would  ever  find 
its  way  there  after  the  prosperity  that 
had  visited  him  during  the  last  four 
years.  * 

"Well,"  said  Jim,  with  that  frankness 
that  had  always  characterized  our  life- 

long friendship,  "my  business  is  falling 
off  much  more  rapidly  than  it  should, 
even  considering  the  temporary  depress- 

ion through  which  we  are  passing." 
I  did  not  tell  Jim  that  I  knew  of  num- 

bers of  retail  establishments  that  were 
doing  even  a  bigger  business  than  a 
year  ago  in  spite  of  the  "temporary  de- 

pression"; I  wanted  to  hear  his  story because  I  had  an  idea  what  the  trouble 
was.  Jim  was  always  somewhat  of  a 
crank  on  cutting  down  overhead  to  the 

exclusion  of  other  things  that  hung  in 
the  balance. 

Cutting    Down    Overhead 

"You  know,"  continued  Jim,  "I  believe 
we  have  reached  the  time  when  we 
should  look  to  our  overhead  expenses  and 
cut  them  down  to  the  bone.  When  busi- 

ness was  good  I  gave  the  members  of 

my  sales'  staff  good  commissions.  Some 
of  them  were  making  from  $75  to  $100 
a  week  during  the  busy  seasons  of  the 
year.  When  business  slackened,  I  cut 
out  the  commissions  and  put  them  all 

on  a  straight  salary.  I  didn't  have  a 
poor  clerk  in  the  place  but  I  had  to  let 
two  of  them  out.  I  cut  down  my  adver- 

tising appropriation.  I  sold  one  of  my 
delivery  trucks.  In  one  way  and  another 
I  made  a  considerable  saving  in  overhead 
expenses.  Business  did  not  seem  to  suf- 

fer to  any  great  extent  for  a  time.  Then 
it  became  noticeable  and  each  week  I 

noticed  it  more  and  more.  The  "pep" 
seems  to  have  gone  out  of  my  organiz- 

ation. And  I'm  looking  for  the  reason." 
He  Missed   The  Point 

"Jim,  my  boy,"  I  said,  with  the  ut- 
most candor,  "you  have  missed  the 

point  of  the  present  period  of  readjust- 
ment. It  is  perfectly  right  that  you 

should  try  to  keep  your  overhead  expen- 
ses down,  that  is,  you  should  try  to 

keep  them  from  mounting  higher  than 
they  have  been.  This  is  certainly  not  the 
time  to  add  to  overhead.  But  you  should 
not  have  tried  to  lower  your  overhead 
in  actual  dollars  and  cents;  you  should 
have  tried  to  lower  the  percentage  of 
your    overhead. 
"What  have  you  done?  By  cutting 

salaries  you  have  struck  a  blow  at  the 

morale  of  your  sales'  organization.  This, 
combined  with  the  dismissal  of  the  two 

clerks,  has  created  a  feeling  of  uncer- 
tainty in  the  ranks.  Nobody  is  just  sure; 

the  ranks  are  wavering  and  no  general 
ever  won  a  battle  with  the  rank  and  file 
of  his  men  shaken  with  uncertainty  and 
doubt.  You  have  cut  down  your  adver- 

tising and  by  so  doing  have  created  a 
note  of  uncertainty  in  the  minds  of 
your  customers,  not  to  say  anything 
about  lessening  your  striking  power  for 
business  day  after  day  and  week  after 
week.  Altogether  you  have  struck  a 
reeling  blow  at  the  efficiency  of  your 
whole  organization  when  your  organiz- 

ation should  be  pulling  together  as  nev- 
er before. 

Increase  Your   Sales 

"I  say,  you  have  altogether  missed 
the  point.  What  you  want  to  do  is  to 
decrease    the    percentage    of   your   over- 

head by  increasing  your  sales.  I  be- 
lieve you  have  a  perfect  right  to  expect 

harder  work  and  greater  efficiency 
from  every  arm  of  your  organization; 
it  is  certainly  a  time  when  the  inefficient 
should  be  weeded  out.  Every  ounce  of 
energy  you  have  should  be  devoted  to 
more  sales,  more  sales,  more  sales. 
People  have  dropped  off  from  coming 
to  your  store  as  of  yore  because  they 
see  that  the  service  you  have  been  used 
to  giving  is  not  so  good.  The  pep 

has  gone  out  of  the  sales'  organization; 
your  delivery  service  is  poorer  and  less 
certain;  your  advertising  fails  to  carry 
the  note  of  optimism  and  conviction  that 
it  carried  a  year  ago. 

"And  the  sum  total  of  it  all  is  that 
your  sales  are  falling  off,  you  are  los- 

ing business.  Take  my  advice  and  put 

the  old-time  pep  into  your  sales'  or- 
ganization. Tell  them  that  what  you 

want  is  sales,  sales,  sales,  and  that  you 
are  willing  to  pay  them  for  making 
these  sales.  Buy  what  you  want  and 

turn  it  over  quickly.  Don't  lose  sales 
for  want  of  merchandise.  The  object 

you  had  in  view  in  cutting  down  over- 
head was  right  enough.  But  you  start- 

ed to  work  it  out  the  wrong  way.  In- 
creased sales  will  decrease  the  percent- 

age of  overhead.  Work  for  increased 

sales." 

The   late  George   Sumner  who  was   the 

head  of  Hodgson,  Sumner  and  Co..  Ltd., 

of  Montreal. 
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Contends  for  Educational  Requirements  and 
Apprenticeship  Before  Entering  Retail  Trade 

Henry  W.  Watters  at  Convention  in  New  Brunswick  Makes  Reasoned  Appeal  for  High- 
er Ethics  in  the  Trade — Condemns  Sacrificial  and  Specially-Priced  Sales  as 

Harmful  to  Individual  and  Nation  Alike. 

AT  THE  September  convention  of the  New  Brunswick  Provincial 

Board  of  the  R.  M.  A.  Henry  Wat- 
ters of  Ottawa,  Treasurer  of  the  Domin- 

ion Board,  gave  an  address  on  "The 
Social  Value  of  the  Retail  Merchant."  In 
the  course  of  his  address,  Mr.  Watters 
devoted  some  very  appropriate  remarks 
to  the  question  of  sacrificial  or  special- 
priced  sales,  quoting  Professor  Taussig 
as  saying  that  such  sales  were  not  prof- 

itable to  the  individual  business  nor  to 
the  nation  as  a  whole.  :Mr.  Watters  then 

went  on  to  say: 

A  Strong  Argument 

"The  last  reference  constitutes  the 
special  reason  and  strongest  argument 
against  unsound  business  practices;  that 
they  are  wasteful  and  unprofitable  to 
the  nation  and  should  be  condemned  and 

their  significance  exposed  for  the  en- 
lightment  of  the  buying  world.  It  is  to 
be  deplored  that  such  a  large  number 
of  merchants  should  feel  compelled  to 
imitate  and  follow  those  low  standards 
of  business  conduct,  thus  creating  the 
impression  in  the  mind  of  the  public  that 
the  retail  business  is  devoid  of  all  sound- 

ly  established   principles. 
"That  these  low  notions  of  trade 

methods  have  a  degrading  effect  on 
everyone  concerned  has  been  strikingly 
put  by  Professor  H.  A.  Adams  when  he 

says,  'Suppose  ten  manufacturers  com- 
peting with  each  other  to  supply  the 

market  with  cotton,  assume  that  nine  of 
them,  recognizing  the  rights  of  child- 

hood, would  gladly  exclude  from  their 
employ  all  but  adult  labor,  but  the  tenth 
man  has  no  moral  sense.  His  business  is 
conducted  solely  with  a  view  to  large 
sales  and  a  broad  market.  As  child  labor 
is  actually  cheaper  than  adult  labor  he 
gives  it  a  decided  preference.  Since  his 
goods  come  in  competition  with  the 
goods  of  other  manufacturers,  and  since 
we  who  buy  goods  only  ask  respecting 
quality  and  price,  the  nine  men  whose 
moral  instincts  we  commend  would  be 
obliged  if  they  maintain  themselves  in 
business  to  adopt  the  methods  of  the 
tenth  man,  whose  immoral  character  we 
condemn.  Thus  the  moral  tone  of  busi- 

ness is  brought  down  to  the  level  of  the 
worst  man  who  can  sustain  himself  in 

it.'  " 
Applies   to    Business 

Continuing  Mr.  Watters  said: — "The 
moral  underlying  the  statement  of 
Prof.  Adams  is  as  accurately  applicable 
to  the  conditions  of  unregulated  compe- 

tition of  our  own  times.  It  should  be  one 

of  the  prime  objects  of  our  association 
to,  in  every  possible  way,  spread  knowl- 

edge and  information  regarding  this  un- 
sound, unsocial  manifestation  of  extrem- 

ely crude,  faulty  notions  of  business 
conduct,  knowledge  and  information  not 
alone  for  the  merchant  or  manufacturer, 
but,  for  the  general  mass  of  mankind,  no 
less,  nay  even  more,  on  the  part  of  the 
general  public.  In  the  case  cited  by  Prof. 
Adams  it  might  be  inferred  that  the 
tenth  man  supposed  to  be  capable  of  set- 

ting the  low  standard  of  social  ethics 
was  alone  responsible  for  the  degrada- 

tion of  ideals.  Now,  while  one  cannot 
absolve  the  tenth  man  from  responsibil- 

ity in  the  circumstance  we  cannot 
relieve  the  nine  other  competitors  from 
their  share  of  criticism  for  having  yield- 

ed its  weak  deference  to  the  standard  of 
competition  which,  were  it  the  sole 
function  to  be. considered,  could  not  pre- 

sent an  insurmountable  element  of  com- 
petition. For  consider,  is  it  not  an  un- 

assailable doctrine  that  the  strength  of 
business  management  is  like  the  figur- 

ative exemplification  of  the  chain — no 
stronger  than  its  weakest  link  in  the 
structure;  so  that  it  is  a  safe,  sound  de- 

duction that  the  best  competitor  a 
merchant  or  a  manufacturer  could  have 
is  one  by  low  ideals  of  business  and  social 
well-being.  If  we  find  the  majority  of 
manufacturers  and  merchants  following 
the  lead  of  inferior  standards  of  busi- 

ness what  shall  we  say  of  the  mentality 
of  the  masses  that  unthinkingly  favor 

and  applaud  any  line  of  business  appeal- 
ing to  the  mere  instincts  of  personal  ad- 

vantage, and  advantage  that  could  be 
shown  dearly  bought  when  its  true  sig- 

nificance becomes  apparent.  So  are  we 

not  justified  in  charging  the  great  ma- 
jority of  mankind  with  the  responsibility 

of  inspiring  and  approving  unsound,  un- 
settled systems  of  manufacture  and  dis- 

tribution?" 
High    Ideals    Will    Stand 

Mr.  Watters  admitted  that  a  super- 
ficial interest  in  the  matter  might  lead 

to  the  conclusion  that  the  amelioration 
of  social  conditions  by  human  effort  was 
a  hopeless  task.  Sixty  years  ago,  Her- 

bert Spencer  had  said  that  it  would  only 
be  by  general  enlightment  that  there 
could  be  any  improvement  in  the  morals 
of  trade.  Here  lay  the  duty  of  the  re- 

tailer; to  understand  and  to  diffuse  the 
information  that  none  of  the  laws  of 

life — physical,  moral,  social  or  commer- 
cial— could  be  tampered  with  without  a 

lowering  of  the  social  tone  of  the  com- 
munity and  the  nation. 

Educational    Requirements 

"It  appears,"  concluded  Mr.  Watters, 
"that  only  the  most  elementary  educa- 

tion is  considered  necessary  in  general 
lines  of  merchandise.  In  fact,  instances 
are  so  numerous  of  individuals  having 
no  education  and  having  no  previous 

training  and  experience  in  business,  but 
having  a  few  hundred  dollars  capital, 

jumping  into  the  retail  business,  gen- 
erally with  diastrous  results  to  the  in- 

dividual and  no  little  disturbance  to  the 
established  trade.  There  should  be  some 

standard  of  educational  requirements 

demanded  of  anyone  aiming  to  serve  the 

community  in  its  necessary  life  require- 
ments, with  an  apprentice  period  and 

final  examination  by  competent,  prac- 
tical men  as  to  the  fitness  to  fulfill  the 

function  designated;  and  with  especial 

reference  to  sound  views  as  to  overhead 

expense  and  the  correct  manner  of  ap- 
plying its  allotment  of  charge  to  any 

business  transaction,  and  more-  especi- 

ally as  to  the  indecent,  unsocial,  un- 
sound principle  of  attracting  trade  by 

inducements  through  publicity  and  other- 

wise appealing  to  the  meanest  stand- 
ards of  morals.  This  should  be  a  worthy 

ambition  on  the  part  of  our  association. 

It  has  been  and  is  the  fundamental  objec- 
tive in  its  constitution,  but  up  to  the 

present  it  has  had  abundant  scope  for 

the  pursuit  of  the  more  obvious  mani- 

festation of  irregular  trade   conditions." 

A  NO  PROFIT  SALE 

(Continued  from  page  46) 

ance  and  sales  had  been  broken.  During 

the  first  five  days  of  the  sale,  there  was 

not  a  day  when  the  attendance  did  not 

exceed  100,000  and  on  some  davs  it  doub- 
led that  figure.  During  these  days  the 

entire  $500,000  worth'  of  merchandise had  been  sold  and  the  store  buvers  were 

out  after  more.  The  chipf  difficulty  was 

in  the  delivery  of  merchandise  from  the 

store.  The  store  had  made  extra  pre- 

parations for  th;s  very  contingency,  be- 
lieving that  there  was  a  possibility  it 

would  be  worked  hard.  But  by  the  first 

Saturday  it  had  become  so  jammed  that 

not  another  package  could  be  delivered. 
The  Brooklvn  post  office  came  to  the 
rescue  of  the  Namm  fn-m  and  put  all  its 
facilities  at  the  disuosal  of  the  firm. 

Meanwhile,  the  firm  has  been  beseiged 

with  letters  of  congratulation  and  en- 
quiries from  other  retailers  asking  them 

for  details  so  thnt  th°v  might  inaugurate 
a  similiar  sale  in  their  own  town  or  city. 
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FRAUDULENT   ADVERTISING 

There  is  cause  for  satisfaction  in  the  amended  statute 

which  became  operative  on  the  first  of  September  where- 
by a  more  vigorous  prosecution  of  fraudulent  advertisers 

will  be  undertaken.  The  fraudulent  advertiser  has  always 

been  a  menace  to  the  trade,  with  his  flaring  headlines, 

his  ridiculous  claims,  his  self-appointment  to  a  position 
of  separatism  from  all  his  brother  traders  who  are  casual- 

ly consigned  to  a  place  of  second  or  third  rate  import- 
ance. And  about  the  next  thing  that  happens  this  class 

of  advertiser  is  a  notice  in  Bradstreets'  that  he  has  made 
an  assignment  and  is  able  to  pay  anything  from  thirty  to 

fifty  cents  on  the  dollar  to  a  list  of  creditors  as  long  as 
your  arm. 

Machinery  has  now  been  established  whereby  it  will 

be  much  easier  to  reach  this  type  of  fake  advertiser. 

Formerly,  it  was  incumbent  on  the  Retail  Merchants'  As- 
sociation, generally,  to  get  after  this  man,  and  to  bear  the 

expense  of  the  same.  In  future,  the  onus  of  prosecution 
will  rest  with  the  Crown  once  the  information  has  been 

laid,  and  the  Retail  Merchants'  Association,  as  an  organ- 
ization, is  very  anxious  to  take  all  responsibilty  of  even 

laying  such  information,  from  the  shoulders  of  the  in- 
dividual merchant. 

What  tin-  Association  asks  is  the  fullest  co-operation 
of  merchants  throughout  the  country  in  bringing  to 
speedy  account  the  fraudulent  advertiser.  If  Mr.  Smith 
in  the  town  of  A,  believes  that  Mr.  Brown  is  advertising 
fraudulently,  is  making  claims  that  cannot  be  substan- 

tiated by  the  hard  light  of  fact,  he  is  asked  to  immed- 
iately communicate  with  the  Provincial  Office  (by  wire 

or  telephone)  laying  the  full  facts  of  the  case  before  a 
provincial  officer.  The  provincial  officer  will  do  the  rest. 

There  is  every  reason  to  feel  that  a  new  era  has 
dawned  with  regard  to  this  menace  to  the  trade.  Premier 
Meighen  has  promised  the  appointment  of  a  special  of- 

ficer whose  sole  duty  it  will  be  to  scan  the  advertising 
field  to  ferret  out  the  fraudulent  advertiser  and  bring  him 
into  the  courts  of  the  land.  A  few  rigorous  prosecutions 
will  have  a  salutary  effect  both  on  the  class  of  advertis- 

ing done  in  certain  quarters  and  on  business  generally. 

POWER    OF    ADVERTISING 

Ever  and  anon  there  comes  to  light  additional  evi- 
dence of  the  power  of  advertising.  Some  new  trial  is  be- 

ing  given  to  it  in  quarters  that,  at  first  glance,  might  ap- 
pear to  shun  this  method  of  reaching  the  people  with  a 

message.  While  the  principles  of  Bolshevism  are  abhor- 
rent to  Constitution-loving  Britons,  it  cannot  be  denied 

that  the  hold  which  this  new  fetish  has  obtained  in  differ- 
ent countries  in  the  world  is,  in  no  small  measure,  due  to 

the  world-advertising  that  it  has  done  for  itself.  Its 
agents  are  everywhere,  filling  the  columns  of  daily  news- 

papers with  propaganda  setting  forth  the  benefits  of  this 
form  of  government. 

Quite  recently  it  has  been  suggested  to  the  government 

of  the  United  States  that  an  active  campaign  of  advertis- 
ing be  undertaken  to  stimulate  business  in  that  country. 

In  making  the  suggestion  to  President  Harding,  William 
H.  Rankin,  of  the  firm  of  William  H.  Rankin  Co.,  of 

Chicago,  states  that,  "I  happen  to  know  that  the  concerns 
which  led  the  way  in  price  reduction  are  today  six  months 
ahead  of  those  who  have  not  and  I  know  that  price  reduc- 

tion has  stimulated  buying  and  that  advertising  is  the 
only  way  to  let  people  know  where  they  can  buy  goods  at 
pre-war  prices  and  on  a  basis  where  the  long  margin  of 

profit  has  been  cut  down  to  a  fair  margin."  Mr.  Rankin 
goes  on  to  suggest  to  the  President  that  manufacturers 
and  retailers  alike  should  let  the  public  know  that  they 
have  reduced  the  prices  and  that  now  is  the  time  to  buy. 

As  a  matter  of  fact,  the  provincial  government  of 
Ontario  have  already  acted  on  this  theory  that  aggressive 

advertising  is  a  powerful  method  of  helping  to  solve  prob- 
lems of  unemployment  and  business  depression.  Acting 

in  conjunction  with  a  select  committee  of  manufacturers, 
wholesalers,  labor  representatives  and  retailers,  the  gov- 

ernment are  launching  a  campaign  the  fruits  of  which 
will  be  watched  with  considerable  interest. 

Assuredly,  now  is  not  the  time  to  regard  advertising  as 

an  unimportant  arm  of  any  aggressive  business  organiza- 
tion. Tt  is  the  one  arm  that  should  be  worked  for  all  it  is 

worth. 

SALESMANSHIP    AND    ADVERTISING 

The  duty  of  the  advertising  manager  is  to  bring 
customers  into  the  store.  He  sells  the  store,  that  is,  he  con- 

veys the  message  to  the  consumer  that  here  is  a  store  that 

offers  merchandise  of  a  quality,  price  and  general  char- 
acter worthy  the  attention  of  the  buyer.  But  after  the 

buyer  has  come  into  the  store,  the  duty  of  the  advertising 
manager  is  at  an  end.  As  powerful  as  his  appeal  might 

be,  there  is  still  something  more  to  be  done;  the  actual  ex- 
change of  money  for  goods  is  to  be  made  and  that  trans- 

action is  dependent  upon  salesmanship.  Indifference, 
discourteous  treatment,  lack  of  knowledge  of  the  goods 

being  handled  by  the  salesman — these  and  many  other 
deficiencies  in  the  character  of  the  salesman  may  result 
in  making  the  message  of  the  advertising  manager  of  no 

avail.  He  may  have  done  his  work  well;  but  the  follow- 
up  of  the  salesman  may  lack  a  something  essential  to  an 
cactual  transaction. 

Tt  is  advisable,  therefore,  that  these  two  branches  of  the 
organization  work  hand  in  hand.  It  has  been  found  that 
conferences  between  the  advertising  staff  and  the  sales- 

men have  worked  out  to  the  benefit  of  the  store.  By  a 

better  understanding  of  each  other's  position  and  diffi- 
culties, the  message  and  the  necessary  follow-up  of  the 

salesman  can  be  better  harmonized. 
At  a  time  when  salesmanship  counts  for  so  much  in 

maintaining  the  turnover  of  the  business,  it  is  surely  the 
part  of  wisdom  that  salesmanship  and  advertising  work 
hand  in  hand. 
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The  Markets  At  A  Glance 
Recent  Rise  in  Cotton  Prices  Has  Stimulated  Trade  all  Along  the  Line — Immediate 

Demand  for  Staple  Cottons  Hard  to  Satisfy — Upward  Grade  of  Linen  Prices 
— Big  Demand  for  Accessory  Lines — Merchants  Buying  Fixtures 

RECENT  advances  in  cotton  have  been  responsible 

for  more  active,  buying  for  immediate  delivery  in 

many  lines  of  dry  goods.  This  business  may  be  des- 

cribed, perhaps,  as  forced  business.  Convinced  that  cot- 
ton prices  have  reached  the  bottom  and  that  the  future 

of  prices  points  upwards,  many  merchants  have  rusliedl 

orders  which  they  were  holding  back  and  have  well- 
nigh  created  a  shortage  in  some  staple  lines  of  cotton 

goods.  It  should  not  be  forgotten  that  wholesalers,  like 

many  retailers,  are  operating  on  small  stocks.  In  talking 

with  many  wholesalers  and  manufacturers,  Dry  Goods 

Review  gathers  the  impression  that  the  trade  is  determ- 
ined to  pursue  its  policy  of  hand  to  mouth  buying  for 

some  time  yet.  Uncertain  with  regard  to  general  busi- 
ness conditions  and  uncertain  with  regard  to  the  fu- 
ture of  prices  in  many  lines,  merchants  are  still  buying 

warily. 

Other  than  this  forced  business,  trade  is  enjoying  the 

usual  seasonal  activity.  Orders  are  numerous  and  fre- 

quent— but  small.  There  is  practically  no  placing  as 
yet,  except  in  imported  lines,  and  on  these  commitments 
for  the  future  are  not  heavy.  The  approaching  social 

season  is  making  trade  very  active  in  some  of  the  acces- 
sory lines  and  some  of  the  wholesalers  have  been  hard 

put  to  it  to  supply  the  demand. 

STAPLE  COTTONS. 

On  August  27th  one  of  the  leading  Canadian  cotton 
mills  issued  a  new  list.  Within  a  few  days  it  was  with- 

drawn. And  on  October  oth  the  revised  list  was  issued 
which  showed  advances  averaging  between  15  and  20 
per  cent.,  some  going  as  high  as  25  per  cent.  Whole- 

salers immediately  felt  the  benefit  of  this  increase  in 
cotton  prices.  The  trade  quickly  responded,  and  business 
in  staple  cottons  ever  since  has  been  much  more  active 
than  had  been  the  case  for  some  months.  A  well  known 

(•(Won  corporation  of  foreign  name  some  months  ago 
advised  their  customers  that  they  expected  a  dTop  in 
cotton  sheets  and  sheetings  in  August.  Subsequently, 
they  withdrew  this  advice,  pointing  out  that  as  cotton 
was  some  50  per  cent,  higher  than  in  August,  their  prices 
would  advance  somewhat. 

Merchants  would  be  well  advised  to  follow  closely  the 
cotton  market.  Cottons  not  only  constitute  a  very  large 
part  of  their  business  but  it  is.  undoubtedly,  the  basis  of 
prices  in  many  other  lines  of  dry  goods.  The  very  fact 
that  there  has  been  an  added  activity  in  many  lines 
since  the  recent  advance  in  cotton  a  few  weeks  ago  bears 
testimony  to  this.  It  has  been  hinted  to  us  that  there 
will  be  further  cotton  advances  the  first  of  the  year.  At 
present,  at  all  events,  there  is  nothing  thai  points  in  the 
other  direction.  Trade,  in  general,  will  lie  helped  by 
as  much  future  placing  as  is  consistent  with  safety.  Mer- 

chants might  ask  themselves,  therefore,  it  it  is  not  safe 
to  commit  themselves  on  many  cotton  materials. 

COTTON  WASH  GOODS, 

Likewise,  lines  of  cotton  wash  goods  have  been  active 
since  the  rise  in  cotton  prices.  Some  of  the  wholesale 
houses  are  well-nigh  cleaned  out  of  their  flannelette 
stocks.  There  is  an  active  demand  for  prints,  too.  Trav- 

ellers have  not  been  out  on  the  road  yet  with  any  of 
their  Spring  lines;  many  of  the  orders  being  solicited  are 
on  old  rather  than  the  new  stock.  Not  a  great  deal  of 

placing  is  being  done;  there  is  still  uncertainty  with  re- 
gard to  the  future  of  prices  in  the  mind  of  the  retailer. 

There  is,  as  yet,  very  little  being  shown  of  Spring  ging- 
hams and  Summer  voiles. 

DRAPEPJES  AND  CURTAINS 

It  may  be  somewhat  tiresome  to  refer  again  and  again 
to  the  advances  in  cottons  but  it  cannot  be  overlooked 

in  the  majority  of  dry  goods  lines.  Draperies  and  cur- 
tains have  felt  the  result  of  it.  The  booking  on  cotton 

fabrics  has  been  marked  since  this  increase,  though 
most  of  the  'business  is  for  immediate  delivery.  There  is 
some  booking  on  import  orders  being  received  from  the 
West.  There  is  a  very  lively  demand  for  a  converted 
cretonne  which  is  being  put  on  the  market  at  a  very 
reasonable  price.  The  head  of  one  of  the  drapery  houses 
who  has  just  returned  from  an  American  trip  states 
that  business  there  is  showing  improvement.  Some  of 
the  American  mills,  he  says,  have  withdrawn  their 
prices  and  are  looking  for  advances  so  far  as  cotton 
fabrics  are  concerned.  Wholesalers  are  feeling  the  usual 
seasonal  activity  in  many  lines  of  house  furnishings 
consequent  upon  the  numerous  weddings  happening  at 
this  time  of  the  year. 

LINENS 

This  is  one  other  line  which,  it  seems  to  us,  the  mer- 
chant should  seriously  consider  as  one  of  the  lines  for 

commitments.  One  of  the  leading  Toronto  houses  re- 
ceived a  cable  from  Belfast  within  the  last  week  stating 

that  there  wajs  active  buying  in  yarns  and  cloth,  that 
prices  were  considerably  higher;  and.  what  is  most  signi- 

ficant, perhaps.  American  buyers  were  there  in  num- 
bers placing  large  orders.  We  can  get  confirmation  of 

this  from  many  sources.  Prices  are  advancing.  A  certain 
handkerchief  linen  that  has  also  been  used  for  lingerie 
and  waist  material  was  sold  three  months  ago  at  85 
cents.  A  (doth  that  is  taking  its  place,  with  200  less 
counts  is  selling  at  $1.10.  A  certain  buyer  of  Madeiras 
took  a  hurried  passage  for  Ireland  a  few  days  ago  to 
book  his  entire  requirements  for  the  year  1922.  One  of 
the  leading  handkerchief  houses  in  Belfast  recently  noti- 

fied customers  that,  on  account  of  rising  prices,  orders 
would  lie  taken  subject  to  confirmation  at  Belfast 
Everything  points  to  higher  prices  in  the  pure  linens. 
There  may  be  heavy  stocks  of  unions  on  the  market  hut 
the  pure  linen  stocks  are  to  be  found  in  very  limited 
quantities.  This  is  likely  to  be  the  case  until  the  world 
supply  of  the  raw  flax  is  much  more  encouraging  than 
at  present. 

(Continued  on  page  53) 
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Handling  Minor  Store  Complaints 
Best  in  The  Store's  Interest  to  Find  Out  How  Mistakes  Originate  and  How  They  Are Finally  Rectified  —  The  Use  of  The     Opportunity    Slip  —  Tracing    The 

Mistake— The  Use  Made  of  Slip 

THERE  are  few  things  mor
e  an- 

noying: to  the  average  depai-tment 
head  than  the  customer  with  a 

complaint.  Of  course,  it  is  trite  to  quote 

the  time-worn  saw  about  the  customer 

being  always  right,  because  in  every  up- 
to-date  store  it  is  not  even  spoken  of, 
derstood  that  it  is  not  even  spoken  of, 
except  to  raw  recruits  among  the  sales 

staff  who  cannot  be  expected  to  under- 
stand the  ways  of  customers  all  at  once. 

The  department  head  nevertheless 

has  a  perfectly  legitimate  desire  to  know 

just  who  really  was  to  blame  in  the  mat- 
ter when  a  customer  comes  back  with  a 

complaint,  and  the  store  furthermore 

can  provide  exceedingly  valuable  and 
educative  information  to  its  employees, 

important  and  otherwise,  by  means  of 
a  tabulated  list  of  causes  and  results 

connected  with   complaints. 

Handling  Minor  Store 

It  is  not  enough  by  any  means  to  let 
Mrs.  Jones  pick  out  another  blouse  in 
place  of  the  one  which  was  torn  under 
the  arm  according  to  her  storv  wrap  it 

up,  and  send  her  away  smiling.  The 
event  should  not  be  allowed  to  stop  there. 
We  are  considering  of  cours?,  minor 
complaints  in  which  the  customer  goes 
direct  to  the  department  in  which  her 

purchase  was  made  and  does  not  have 

recourse  to  th°  adjustment  bureau,  if 
such  exists  in  the  store. 

How  Complaints  Originate 

At  the  time  a  sale  is  made,  the  sales 
clerk  should  make  it  clear  that  satisfac- 

tion is  guaranteed  and  failing  which,  the 
customer  is  invited  to  return  and  make 
her  dissatisfaction  clear.  In  the  case 

for  example  of  Mrs.  Jones  wno  came  in 

one  morning  and  picked  out  a  hand-made 
blouse  of  white  lawn  costing  $10  the 

dificulty  might  be  that  she  did  not  try 
on  the  blouse  until  she  got  home,  and  in 
merely  putting  on  her  suit  coat  over  it, 
caused  the  sleeve  seam  to  rip  so  that  the 
blouse  could  not  possibly  be  worn.  Mrs. 
Jones  naturally  returns  to  the  sales 

clerk  who  sold  h°r  the  said  blouse  and 

displays  the  evidence  of  the  faulty  mer- 
chandise. She  is  accordingly  given  a 

new  garment  and  thee  the  matter  ends. 
This  is  simile  enough,  but  supr>rse  Mrs. 

Jones  has  purchased  a  blouse  by  tele- 

phone to  be  s-mt  up  to  h°r  address  and 
charged  to  her  account.  After  waiting  at 

least  two  da"S  to  fi^d  that  no  blouse 
has  appeared,  she  descends  upon  the 
store  in  question  to  ask  whv  she  has 

been  treated  in  th;s  fashion.  Not  having 
dealt  with  anv  sales  clerk  in  person  she 
sf-f-ks  out  th«  adi-ictment  bureau,  there 
to  a'r  h'-r  grievance. 

Upon   referring  to  th°  o^ooer  sources, 
it  is  finally  ascertained  that  Mrs.  Jones 

did  purchase  the  blouse  and  the  same 
was  debited  to  her  account  as  desired. 

And  the  blouse  had  apparently  left  the 
department  shortly  after  her  telephone 
call  was  received,  to  be  wrapped  up  and 

delivered.  Where  it  had  g-one  to  was  a 
mystery.  Mrs.  Jones  could  of  course  be 

immediately  given  another  blouse  as  be- 

Form  324-1,  JOM,  17-5-21 

No          OPPORTUNITY  SLIP 

fore,  but  the  fact  remained  that  the  orig- 
inal garment  was  not  to  be  found. 

How  does  the  store  act  in  the  matter? 

Does  it  allow  the  matter  to  drop  and 
trust  to  the  shirt  turning  up,  forgotten, 

it  may  be,  in  some  van  by  a  careless  de- 
livery man,  or  delivered  at  a  wrong  ad- 

Date. 

.He 

Identification 

Name   

Address   

Cross   Street... 

Tel. No.       BookNo.   

Salesperson' s  No.   

  —Charge   C.  O.  D.. 

Appro.   P.  T.  No. 
"        Date    Purchased 

Chech  No. 

...  Paid Phone 

Apt.  No. 
Time 

Observations  from  Customer's  Standpoint ; 

TRACER'S  REPORT 

What  might  be  done 

in  the  matter  ? 

To  Dept. 
No. 

In  Whom  and  in   What  in  them  do  you  think  is 

the  cause  of  the  above  in  your  department  only  ? 

Hat  it  been 
done  ? 

To  Dept. 
No. 

In  Whom  and  in  What  in  them  do  you  think  is 

the  cause  of  the  above  in  your  department  only? 

What  might  be  done 

in  the  matter  ? 

Hat  it  son 

done  ? 

Above  is  a  reproduction  of   the  Opportunity  Slip  used   by  an   eastern 
Canadian  retail  store  for  the  purpose  of  tracing  complaints  that  arise  in 
the  store.     Its  use  is  fully  outlined  in  the  accompanying  article. 

Where  a  line  is  drawn  across  to  the  word  "Cont'd"  indicates  the  other  s'de 

of  the  s'-'y. 
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dress    or    inadvertently      packed      inside 
another  parcel? 

"Opportunity    Slip" 
This  is  how  one  very  up  to  date  store 

handles  its  complaints  of  this  descrip- 
tion. The  adjustment  bureau  keeps  on 

hand  a  convenient  form  for  just  such 

contingencies,  which  is  termed  an  "op- 
portunity slip"  upon  which  can  be  enter- 

ed each  separate  comment  necessary  to 
the  constructing  of  a  correct  hypothesis 
as  to  the  cause  and  probable  reasons 
for  the  defection  complained  of.  First 
of  all,  the  customer  relates  his  story, 
and  gives  name,  address,  telephone, 
apartment  number,  the  date  of  the  pur- 

chase and  whether  paid,  charged  or  C.  0. 
D.  He  is  also  identified  in  some  way 
upon  the  form  for  future  reference.  By 

reference  to  the  sales  clerk's  duplicate 
slip  of  the  purchase,  the  book  number, 
date,  etc.  are  verified  and  noted  down. 
Every  possible  observation  from  the  cus- 

tomer's standpoint  is  jotted  down  on  the 
space  provided  and  which  may  run  as 

follows:  "I  telephoned  down  about  11 
o'clock  on  Tuesday  morning  and  ordered 
one  of  those  shirts  that  you  advertised 
for  sale.  The  clerk  said  that  it  would 
be  up  at  my  house  by  4.  P.  M.  but  after 
waiting  until  Thursday  I  decided  it  had 
never  been  sent  at  all,  and  I  thought 

it  best  to   ask  if  it  had  been  charged." 

Systematic  Tracing   Methods 

After  the  customer  has  been  question- 
ed, the  tracer  next  proceeds  to  work 

backwards  from  the  sales  clerk  who  took 

the  order  to  the  wrapper,  parcel  boy, 
delivery  man,  etc.,  investigating  every 
possible  source  in  any  way  connected 
with  the  department,  as  to  the  where- 

abouts of  that  shirt.  He  may  note  that 
the  sales  clerk  is  slightly  hard  of  hear- 

ing and  also  has  made  not  a  few  mistakes 
of  the  same  sort  in  the  past.  This  is 
duly  noted  down  and  retained  in  the  re- 

cord book  against  the  clerk  in  order  that 
his  future  progress  may  be  watched.  If 
no  definite  case  seems  established 
against  the  clerk  but  the  blame  seems 
due  to  carelessness  or  an  accident,  the 

tracer  may  have  recourse  to  the  depart- 
ment head,  asking  him  to  enter  his  re- 

port upon  the  same  form,  emphasising 
in  detail  his  reasons  for  attributing  the 
cause  of  the  error  to  any  given  person. 
"In  whom  and  in  what  in  them,  do  you 
think  is  the  cause  of  this  error  in  your 

department  only?"  runs  the  query  put 
to  the  department  head.  This  refers  to 
the  clerk  and  to  his  particular  failing 

or  shortcoming  which  may  be  held  ac- 
countable for  the  loss  of  the  shirt,  but 

as  the  head  may  naturally  feel  inclined 
to  place  the  blame  upon  some  other 

branch  of  the  store's  personnel  than 
upon  his  own,  it  is  necessary  to  confine 
his  remarks  strictly  to  his  own  sphere  of 

activities.  Thus  the  words  "in  your  de- 
partment only"  are  underlined  on  the 

form. 

A  soon  as  the  head's  opinions  in  the 
matter  are  duly  noted,  the  tracer  pro- 

ceeds to  enquire  what  might  be  done  in 
the  matter.  This  naturally  has  only  one 
answer,  namely  to  ensure  satisfaction  to 
the  customer  at  all  costs,  and  to  eith- 

er refund  his  money  or  to  provide 
another  shirt  if  it  is  desired.  A  last 
column  upon  the  form  provides  for 

another  query,  "Has  it  been  done?"  to 
which  an  affirmative  is  usually 

promptly  attached. 
Plenty  of  space  is  permitted  in  all 

the  columns  on  the  form  for  all  the  re- 
marks possible  from  everyone  con- 
sulted, as  the  store  reasons  that  it  is 

better  by  far  not  to  condense  such  in- 
formation but  to  write  as  fully  as  pos- 

sible. Clearness  and  fullness  are  there- 
fore insisted  upon  in  all  explanations, 

so  that  any  tendencies  to  similar  er- 
rors may  be  more  easily  handled  in 

future. 

Helps  Educational  Department  Too 

By  constantly  employing  this  simple 
form,  a  store  can  save  itself  much  re- 

petition of  errors  on  the  part  of  the 
staff,  besides  protecting  itself  against 
unscrupulous  customers  who  are  prone 
to  take  advantage  of  an  over  courteous 
sales  clerk.  It  has  another  advantage 

as  well,  in  that,  by  means  of  this  sys- 
tem of  tracing  errors,  very  often  it  will 

be  discovered  that  a  certain  clerk  is 
suffering  from  deafness  or  is  in  some 
way  unfitted  for  his  particular  work 
and  would  do  much  better  if  transferred 
to  another  section.  Habitual  errors  will 
be  entirely  eliminated  and  the  records 
provided  by  the  department  heads  will 
enable  the  educational  department  to 
know  ho>v  to  act  in  aiding  the  sales  clerk 
to   overcome   her   difficulties. 

Such  a  form  therefore  systematizes 
selling  routine  besides  providing  a 
really  efficient  method  of  clearing  up 
the  thousand  and  one  little  mistakes 

which  seem  so  incapable  of  solution  un- 
til  a  thorough  search  is  instituted. 

It  might  be  added  however,  that  in  the 
case  of  minor  troubles  the  customer  will 
receive  better  satisfaction  were  he  to 
take  his  difficulty  to  the  department 
head  himself.  In  matters  concerning 
alterations  etc.,  it  is  far  better  to  en- 

sure satisfaction  if  possible  without 

recourse  to  the  "money  back"  plan.  The 
former  ensures  the  future  return  of  the 

customer,  the  latter  is  apt  to  breed  un- 

certainty in  the  customer's  mind  and 
cause  him  to  wonder  if  the  shirt  will 
really  be  all  right  or  if  it  will  turn  out 
defective  like  the  other. 

The  slip  or  form  described,  well  mer- 

its its  title,  "Opportunity  Slip"  as  it  pro- 
vides ths  store  with  an  opportunity, 

best  described  as  "golden,"  to  improve 
its  service  just  where  the  links  of  the 
chain  are  weakest. 

The  Markets  at  a  Glance 
(Continued  from  page  51) 

ACCESSORY  LINES 

There  is  reported  a  scarcity  of  wool  for  knitting  pur- 
poses. The  return  to  the  knitting  of  sweaters  by  women 

has  resulted  in  a  big  demand  for  the  various  colors  that 
are  in  use  and  some  of  the  manufacturers  are  hard  out 

to  it  to  meet  this  demand.  It  is  also  reported  that  there 
is  a  scarcity  of  leather  goods  and  some  of  the  Toronto 
houses  are  not  promising  delivery  of  orders  placed  for  a 
period  of  five  weeks.  Three  of  the  largest  houses  in 
Toronto  are  working  night  and  day  trying  to  get  out 
the  orders  that  are  rushing  in  at  the  last  minute  for 
the  Christmas  trade. 

The  Toronto  wholesalers  state  that  the  run  on  face 
veilings  is  bigger  than  it  has  been  for  many  years  back. 
One  firm  that  had  a  large  shipment  arrive  from  Paris 
in  August  has  dispatched  its  buyer  post-haste  ba^k     to 

France  for  another  supply.  Even  the  most  expensive 
veils  are  soiling  well.  In  fabric  veilings,  laces,  etc.,  there 
is  not  a  great  demand  for  the  underwear  variety  but 
for  other  purposes  it  is  in  big  demand. 

THE  RETAIL  TRADE. 

Reports  gathered  from  wholesale  houses  in  Toronto 
go  to  show  thai  retail  trade  all  over  the  country  is  en- 

joying very  good  business.  In  some  of  the  very  large 
industrial  centres  where  unemployment  is  more  acute 
than  in  the  more  rural  sections,  it  is  not  quite  so  good; 
but.  on  the  whole,  there  is  little  cause  for  complaint. 

One  indication  of  the  trend  of  business  can  'be  gathered 
from  some  of  the  fixture  houses.  They  are  ve&y  busy  at 
the  present  time,  and  the  heads  of  these  houses  point 
out  that  there  is  little  call  for  their  wares  unless  the 
merchants  have  ready  money  to  spend. 
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Handling  Tobacco  Helps  Men's  Wear Novel  Idea  Being  Worked  Out  Successfully  by  Dupuis  Freres  of  Montreal — Work  on  a 
Very  Small  Margin  of  Profit  to  Bring  in  Male  and  Female  Customers — Island 

Showcase  in  Main  Entrance  to  Introduce  New  Department. 

At  EW  months  ago  the
  Montreal 

firm  of  Dupuis  Freres  took  over 

an  adjoining-  store  and  turned 

it  into  a  men's  furnishing  section  in  con- 

junction with  their  already  large  cloth- 

ing department.  In  this  furnishing  sec- 
tion the  usual  lines  were  featured  but  in 

addition,  the  management  decided  to 

try  out  the  idea  of  featuring  a  tobaccon- 
ist stand,  or  rather  a  section  devoted  to 

smokers'  supplies,  and  locate  this  right 
beside  the  front  door  for  the  greater 
convenience  of  customers. 

According  to  A.  J.  Dugal,  merchandise 

manager  of  the  firm,  sales  in  this  de- 
partment have  doubled  and  tripled  since 

its  inception,  and  without  doubt  the  idea 
has  proved  its  practicability  beyond  all 
question.  The  problem  now  is  to  find  an 
outlet  in  which  to  handle  properly  the 
overflow  of  business  which  at  such  hours 

as  noon  and  between  five  and  six,  be- 
comes almost  too  large  to  handle  easily 

in  the  present  snace. 

The  Arrangement 

The  present  stand  comprises  three  si- 
lent salesmen,  placed  against  the  corner 

of  the  store  to  form  a  counter,  the  entire 
area  of  the  section  being  no  more  than 

9  feet  by  5.  The  top  of  the  cases  is  di- 
vided into  display  sections  in  which  large 

quantities  of  pipes,  and  other  smoking 
accessories  are  arranged,  each  section 
ticketed  with  the  price  of  its  contents. 
Pipes  sell  in  large  quantities  and  are 
bought  as  advantageously  as  possible, 
because  low  price  has  much  to  do  with 
stimulating  the  sales  in  this  section.  In- 

side the  cases,  there  is  displayed  a  large 
assortment  of  silver  and  plated  cigarette 
cases  in  all  styles,  and  tobacco  pouches, 
holders,  cigar  lighters,  etc.  In  fact,  all 
the  more  ornamental  smoking  accessories 
find  their  place  in  the  display.  In  the 
farther  case,  a  fine  display  of  boxed  cig- 

ars is  on  view,  and  in  this  connection  it 
was  pointed  out  that  cigars  provide  the 

bulk  of  the  day's  sales  on  the  average. 
According  to  E.  Pigeon,  manager  of  the 

department,  boxes  of  cigars  sell  extra- 
ordinarily well,  in  fact  so  well  that  a 

shipment  of  25,000  boxes  received  at  the 
beginning  of  August  is  now  practically 

gone.  In  an  average  day's  business  this 
little  stand  can  dispose  of  from  50  to  100 

of  cigars,  both  in  the  entire  box 
and  in  single  sales  of  three  cigars  or 
more. 

Incidently,  it  was  pointed  out  to  Dry 
Goods  Review,  that  a  decided  wave  of 
economy  is  becoming  felt  in  the  matter 

of  smokers'  sunp'ies,  in  that  formerly  it 
was  a  habit  with  customers  to  purchase 
a  single  cigar  or  three  for  a  certain 

price,  jusf  as  they  were  needed.  Now, 
however,  entire  boxes  of  cigars  are 
bought  at  a  saving  of  50  cents  on  the  re- 

The  tobacco  counter  in  the  Men's  Wear  Section  of  Dupuis  Freres  of  Mon- 
treal.    They  say  that  this  counter  has  materially  helped  business  in  the  men's wear  section. 

tail  price  to  the  customer.  Customers  in- 
variably enquire  what  saving  can  be 

effected    in    purchasing   the    entire   box. 

Close   Margin   of    Profit 

Despite  this  attitude  on  the  part  of 
the  consumers,  the  firm  finds  it  possible 
to  handle  tobacco  supplies  profitably  by 
following  the  policy  of  buying  and  sell- 

ing at  a  close  margin.  Even  with  little 
profit,  the  handling  of  this  line  undoubt- 

edly interests  customers  in  the  store 
and  brings  in  men  who  might  not  have 
called  in  but  for  this  incentive.  Matches 
are  also  carried  of  course,  boxed  in  neat 
little  cartons  with  the  name  of  the  firm. 
Thse  are  sold  at  present  at  two  for  five 
cents,  but  in  the  case  of  purchases  of 

considerable  amount-,,  matches  are  often 
included  gratis. 

Women  Crstomers 

As  might  be  expected  in  a  department 
which  forms  part  of  a  large  store,  women 

form  a  good'y  proportion  of  its  custmers, 
although  be  it  understood,  not  on  their 

own  account.  "Fully  twenty-five  per  cent 
of  our  customers  are  women,"  explained 
Mr  Pigeon,  "  and  they  count  upon  our 
assistance  to  a  great  extent  to  aid  them 
in  picking  out  the  right  brands  or 
strength,  of  tobacco.  We  advertise  this 
section  considerably  in  the  papers  and 
consequently,  the  wives  are  most  often 
the  ones  to  do  the  shopping,  as  they  come 
down  to  the  store  bent  on  buying  other 

commodities  as  well.  I  am  quite  sure 

that  the  presence  of  smokers'  supplies 
has  much  to  do  with  the  growth  of  busi~ 

ness  in  our  men's  furnishings,  and  as  we- 
have  a  separate  entrance  and  a  male 
selling  staff,  the  atmosphere  is  proving 
more  and  more  attractive  to  men  shop- 

pers as  time  passes." "Island"      Showcase 

As  an  extra  precaution  to  familiarize 

the  public  with  the  fact  that  smokers' 
supplies  are  carried  in  the  store,  Dupuis 

Freres  have  placed  an  "Island"  show- 
case in  the  lobby  of  the  entrance  in  which 

an  enticing  array  of  Panatellas  or  Ovidos 
is  set  forth.  The  passer-by  who  stops  to- 
glance  in  at  the  contents  of  this  case 
cannot  help  but  notice  the  well  supplied 
counters  just  inside  the  entrance.  Loca- 

tion, in  this  instance  also,  has  a  pro- 
nounced effect  on  volume  of  sales. 

The  idea  of  selling  such  a  line  as  this 

in  a  men's  clothing  section  was  also 
tried  out  wiuh  great  success  by  the  well 
known  London  department  store  of  Sel- 

fridge  and  Co.,  in  En-rland,  and  accord- 
ing to  reports  from  returning  buyers, 

the  same  unprecedented  success  is  being 
registered  in  the  London  store  as  in  the 
case  of  Dupuis  Freres.  Tobacco  may 
ultimately  prrve  to  be  a  universal  side 

line  in  men's  stores,  at  all  events,  it  will 
never  become  dead  stock  and  is  alto- 
rethpr  likely  to  prove  the  best  fillip 
possible  for  a  slack  season. 
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Neckwear  Situation  is  Improving 
Retailers  Are  Indicating  by  Their  Purchases  that  Their  Stocks  are  Cleaned  Up- 

the  Narrow  Tie  a  Profitable  Line? — Fall  Styles  Drift  to  Wider  Shapes- 
The  Retailer  and  His  Profit — Prices  Advance 

-Was 

DURING  the  last  four  weeks  th
ere 

has  been  a  decided  improvement 

in  the  neckwear  situation.  Manu- 
facturers state  that  the  retailers  are 

bringing'  them  evidence  that  their  stocks 
are  well  liquidated  and  that  they  are 
in  the  market  again  for  new  styles  and 

patterns.  The  narrow  tie  gave  tem- 
porary relief  to  a  very  dull  period  in 

neckwear  that  began  with  middle  spring 
and  lasted  all  through  the  summer.  It 
followed  the  introduction  of  a  narrow 
collar  and  had  a  strong  vogue  for  a 
number  of  weeks.  Manufacturers  ex- 

perienced a  lively  few  weeks  in  meeting 
the  demand. 

Was    It    Profitable? 

The  question  has  been  discussed  in 
many  quarters  whether  the  narrow  tie 
was  or  is  a  profitable  investment  either 
for  the  manufacturer  or  the  retailer. 
Dry  Goods  Review  has  discussed  it 
with  manufacturers  and  retailers  and 
has  listened  to  varying  views  on  the 
matter.  One  manufacturer,  who  takes 
the  view  that  the  narrow  tie  has  been 

an  unprofitable  line,  stated  that  the  re- 
tail trade  labored  under  the  misappre- 

hension that  the  manufacturer  was 

making  money  on  the  narrow  tie  be- 
cause he  saved  silk.  As  a  matter  of 

fact,  the  narrow  tie  takes  the  same 
amount  of  material  as  the  wider  tie. 
In  the  narrow  tie,  the  silk  on  the  under 
side  of  the  tie  is  brought  right 
down  to  the  end;  while  in  the  wider  one 
this  is  not  the  case.  This  manufacturer 
laid  out  a  number  of  ties  on  his  table, 

ranging  in  various  widths.  To  the  cas- 
ual observer  it  appeared  that  the  tie 

with  the  flowing  end  took  much  more 
silk  than  the  narrow  one.  As  a  matter 
of  fact,  though  there  were  five  different 
widths  they  all  took  the  same  amount 
of  silk  per  dozen  ties.  He  strongly  con- 

tended, therefore,  that  so  far  as  the 
manufacturer  was  concerned  there  was 
not  an  inch  of  saving  of  silk. 

The  Life  Of  The  Tie 

There  is  one  other  phase  of  the  ques- 
tion that  is  important  that  is,  the  life  of 

the  tie.  Undoubtedly,  the  narrow  tie 
has  a  longer  life  than  the  wider,  all- 
over  pattern.  If  it  be  a  dot  or  a  small 
pattern  it  does  not  show  the  result  of 
tieing  nearly  as  quickly  as  the  wider, 
all-over  pattern.  Consequently,  it  lasts 
longer.  There  are  retailers  who  have 

to'd  us  that  they  did  not  see  their  neck- 
wear customers  as  frequently  as  they 

used  to  and  they  think  that  this  may 
partially  account  for  the  fact. 
On  the  other  hand,  there  were  other 

retailers  who  expressed  the  view  that 
the  narrow  tie  had  not  hurt  business 

with  them.  "It  has  not  affected  our 
business,"  said  one  neckwear  buyer. 
"Look  at  the  knitted  tie,  for  instance. 
The  life  of  the  knitted  tie  is  much  long- 

er than  the  silk  tie;  yet  the  fact  remains 
that  our  knitted  tie  business  is  growing 

all  the  time."  It  was  the  opinion  of  this 
retailer  that  the  general  slacking  up  of 
business  was  responsible  for  the  little 
business  that  had  been  done  in  neck- 

wear. He  stated  that  his  own  stocks 
were  heavy  last  April  and  that  from 
that  time  up  to  a  few  weeks  ago  he 
had  bought  practically  nothing  save  the 
narrow  ties  that  there  had  been  the  call 

for.  Now,  however,  business  was  pick- 
ing up,  he  was  in  the  market  again  and 

the  consumer  demand  was  for  the  wider 
ties  again.  Other  retailers  stated  that 
they  could  not  get  the  same  profit  on 
the  narrower  tie  because  consumers 
were  not  willing  to  pay  quite  the  same 
price  for  a  tie  that  looked  so  much 
smaller  than  the  ones  they  had  been  in. 
the  habit  of  wearing.  This,  they  con- 

sidered an  important  factor  in  the  neck- 
wear trade. 

Wide  Ranges  Shown 
Another  manufacturer  stated  to 

Dry  Goods  Review  that  the  retailer 
was  seeing  the  widest  range  of  neck- 

wear at  the  present  time  that  he  had 
seen  for  many  years.  The  cause  of  this 
was  that  the  stocks  were  still  rather 
heavy  and  that  all  manufacturers  were 
continually  brightening  up  their  stocks 
with  novelty  lines.  This  gave  a  very 
wide    range    for    the   retailer    to    choose 

from.  In  discussing  the  question  of 
range  with  a  number  of  retailers,  Dry 
Goods  Review  was  informed  almost 
without  exception  that  they  had  no 
complaint  to  make  with  regard  to  the 
ranges  shown.  In  both  pattern  and 
price,  retailers,  on  the  whole,  seem  more 
than  satisfied.  Here  and  there  we  have 
heard  a  retailer  say  that  the  novelty 
lines  were  not  numerous  enough  and 
that  one  had  to  get  such  lines  from 
British  or  American  sources.  We  have 
also  heard  a  few  complaints  about  the 

"peddling"  of  neckwear  lines  by  Cana- 
dian manufacturers,  that  is,  that  an  in- 

sufficient effort  was  made  to  give  exclu- 
siveness  to  their  lines.  In  Montreal,  for 
instance,  one  retailer  said  that  if  Cana- 

dian manufacturers  would  guarantee 
the  exclusiveness  of  a  restricted  area 
in  that  city,  they  would  buy  more  from 
them  than  they  did. 

Too  Much  Profit 

We  have  heard  the  complaint  from  a 
few  of  the  manufacturers  that  retailers 
have  been  taking  too  long  a  profit  on 
some  of  the  lines  that  have  been  sold. 
"For  instance,"  said  one  manufacturer, 
"we  made  up  a  line  by  reducing  our  own 
price,  for  the  retailer  to  sell  at  $1.00  and 
make  a  fair  margin  of  profit  on.  It  was 
a  line  of  silk  that  we  had  used  in  mak- 

ing ties  that  formerly  sold  up  as  high 
as  $2.00,  but  we  had  cut  the  price  to 
meet  a  popular  demand  for  a  dollar  tie. 
We  know  of  many  instances  where  that 
tie  was  sold  at  $1.35  and  even  $1.50. 
That  has  hurt  the  neckwear  trade  and 

has  restricted  sales  to  some  extent." Manufacturers  state  that  there  has 
not  been  a  great  deal  of  placing  as  yet 
even  for  the  Christmas  trade  and  they 
point  to  the  possibility  of  there  being 
a  shortage  if  they  are  not  given  a  fair 
indication  of  how  they  should  proceed 
with  Xmas  lines.  Prices,  they  say,  are 
showing  some  advances  within  the  last 
few  weeks.  One  manufacturer  stated 
that  a  line  of  silk,  Swiss,  that  they  had 
bought  to  make  up  to  sell  at  $7.50  was 
now  $8.50  and  $9.00. 



56 M  E  N  '  S     \Y  E  Ali     SECTION Dry  Goods  Review 

Many  Pennies  in  Grandfather's  Hat 
Successful  Contest  During  Exhibition  Week — Service  to  Exhibition  Visitors— Some 

Christmas  Features  By  the  Magnusson  Store  of  St.  John,  N.B. — Benefits 
Derived  From  Contests 

AVERY  successful  guessing  contes
t 

was  recently  tried  out  by  the  firm 
of  Charles  Magnusson  &  Son,  of 

St.  John,  X.  B..  dealers  in  men's  high 
grade  clothing  and  furnishings,  as  a 
means  of  interesting  and  attracting  both 
local  and  out  of  town  customers  in  their 

fall  displays  both  in  the  store  windows 

and  inside.  According  to  Harry  Magnus- 
son, one  of  the  members  of  the  firm, 

contests  of  different  sorts  have  proved 
of  considerable  worth  from  a  publicity 

standpoint,  to  the  store,  but  the  one  des- 
cribed herewith  resulted  exceptionally 

well  in  bringing  people  in  who  would 
not  have  thought  of  calling  otherwise. 

For  example,  as  there  was  no  age  limit 
as  to  restriction  as  to  purchases  being 
necessary  in  order  to  obtain  a  guess  in 
the  contest,  entire  families  dropped  into 
the  store  to  try  their  hand  at  a  guess 
or  two.  The  contest  was  of  course  wide- 

ly advertised  in  the  press,  and  in  each  of 
the  three  largest  windows  one  of  the 

prizes  was  displayed.  In  the  main  win- 
dow, the  object  of  the  competition  was 

duly  featured,  namely,  a  gigantic  silk 

hat,  approximately  size  14  or  there- 
abouts, made  for  the  store  by  a  Canadian 

hat  manufacturer  for  advertising  pur- 
poses. In  this  hat  were  poured  pennies 

of  Canadian  currency,  small  and  large, 
and  everybody  was  invited  to  guess 

"How  many  pennies  there  are  in  Grand- 
father's Hat." 

Many  Thousands  Guess 

A  printed  form  was  supplied  by  the 
firm,  on  which  the  guesses  were  record- 

ed, together  with  the  name  and  address 
of  the  contestant.  A  number  on  each 
slip  corresponded  with  a  duplicate  stub 
memorandum.  All  together,  the  number 
of  guesses  recorded  exceeded  many  thou- 

sands, and  in  the  majority  of  cases,  al- 
though no  attempt  was  made  to  induce 

visitors  to  the  store  to  purchase  goods, 
sales  were  made  in  no  small  quantity.  A 
feature  of  the  case  was  that  children 

would  first  call  and  register  their  guess- 
es, later  on  returning  with  their  father 

or  both  parents,  who  would  apologetically 

remark  that  Willie  had  "wanted  to  try 
another  guess  and  they  thought  they 

might  as  well  have  a  shot  too."  As  this 
competition  coincided  with  the  annual 
Provincial  Exhibition,  the  number  of  out- 

of-town  visitors  was  more  than  usually 
large. 

The  names  of  the  prize  winners  were 
announced  in  the  daily  papers  in  due 
course  and  each  was  given  his  or  her 
choice  of  either  a  pair  of  shoes  or  half 
a  barrel  of  flour,  a  soft  hat  or  a  ham,  a 

shirt  or  'a  bag  of  sugar.  It  was  inter- 
esting to  note  that  the  shoes  were  pre- 

Harry  Magnusson  of  the  firm  of  C. 
Magnusson  and  Son,   of  St.  John,  N.B. 

ferred  to  the  flour  by  the  winner  of  the 

first  prize,  but  the  other  winners  elect- 
ed to  take  their  rewards  in  groceries. 

"Baggage  Checked   Free" 
The  Magnusson  store  went  still  fur- 

ther in  rendering  service  to  its  many 
friends  during  Exhibition  week  and  later 

still  inaugurated  this  same  courtesy  dur- 
ing Christmas  week  for  the  benefit  of 

out-of-town  shoppers.  This  consisted  in 
the  opening  of  a  baggage  checking  de- 

partment wherein  any  visitor  to  the 
store  might  check  his  or  her  parcels, 
grips  or  other  impediments  in  order  to 
be  the  more  free  to  shop  with  comfort. 
A  regular  baggage  check  was  provided 

by  the  management,  equipped  with  num- 
ber and  string  tag,  together  with  the 

address  of  the  store,  and  the  courteous 

little  reminder,  "Baggage  checked  free." 
The  firm  made  no  restriction  as  to  the 
length  of  time  that  packages  might  be 
left  at  the  store,  and  quite  frequently 
they  remained  more  than  24  hours,  while 

their  owners  made  a  .prolonged-  shopping 
tour  preparatory  to  Christmas.  Many 
customers  remarked  to  the  sales  staff 

that  they  appreciated  this  form  of  ser- 
vice more  than  any  other  that  could  be 

offered,  and  the  management  received 
many  congratulations  as  well  as  a  large 
amount  of  extra  business  on  this  account. 

Features   Luggage 

A  luggage  department  is  one  of  the 
signal  features  of  the  store,  and  as  the 
customer  enters  bv  the  front  door  he  is 
confronted  by  a  high  rack  in  which  are 

displayed  four  long  rows  of  suit  cases 
and  grips  of  every  sort  of  leather  and 
fabric.  These  bags  are  merely  samples 
and  are  not  sold  to  customers,  the  re- 

serve being  kept  elsewhere  in  the  store. 
The  idea  of  showing  all  these  grips, 
clearly  marked  with  their  prices,  in  such 
a  conspicuous  manner  is  proving  exceed- 

ingly satisfactory,  and  the  suit  case  busi- 
ness done  by  the  store  would  be  a  credit 

to  any  firm  handling  luggage  exclusive- 
ly. Trunks  are  also  featured  upstairs, 

and   are   another  profitable  line. 
Christmas     Features 

At  Christmas  the  Magnusson  store 
makes  elaborate  plans  for  the  entertain- 

ment of  its  customers,  especially  where 
the  children  are  concerned.  In  addition 
to  regular  gift  lines  attractively  boxed 
to  appeal  to  both  men  and  women  shop- 

pers, an  extensive  line  of  toys  and  dolls 
is  carried,  which  has  been  proved  increas- 

ingly popular  and  profitable  as  a  holi- 
day side  line.  Business  men  appreciate 

the  fact  that  they  can  do  the  necessary 
but  usually  worrying  routine  of  Christ- 

mas shopping  for  the  youngsters  of  the 
family  with  a  minimum  of  trouble  and 
expenditure  of  precious  time,  and  as 
they  are  waited  on  by  the  same  staff 
who  attend  to  their  own  personal  wants, 
there  is  considerably  less  trouble  all 
round  to  all  concerned. 
The  window  displays  at  Christmas 

time  deserve  special  mention  too,  for 
several  elaborate  and  seasonable  set- 

tings are  regularly  carried  out  by  the 
display  manager  with  a  view  to  attract- 

ing every  youngster  in  town  and  not  a 
few  parents  incidentally.  Last  season 
a  large  chimney  was  built  in  the  window, 

together  with  the  approved  fireplace,' and  a  handsome  tree  was  set  in  the  win- 
dow also,  loaded  with  a  great  variety 

of  presents.  Santa  Claus  was  duly  pre- 
sent at  stated  intervals  during  the  after- 

noons and  evenings  for  a  week  or  so  be- 
fore Christmas,  on  which  occasions  he 

stood  in  the  window  and  pointed  out  the 
various  gifts  scattered  about  the  win- 

dow. By  means  of  a  changeable  sign 
he  could  keep  the  crowd  outside  inter- 

ested and  amused,  and  as  every  other 
sign  he  showed  was  an  advertisement 
for  the  store,  the  main  object  of  the  pub- 

licity was  achieved.  The  alternate  signs 
were  generally  funny  sayings  and  pic- 

tures which  appealed  to  +hq  sense  of 
humor  of  grown-ups  and  children  alike. 

Annies    for    Children 
The  year  previously  the  store  made  a 

great  hit  with  local  customers  at  the 
?ame  season  by  having  Santa  Clans  dis- 

tribute rosy  apples  to  every  child  who 
could  catch  them  as  they  were  tossed 
out  from  barrels  in  the  store. 
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Lower  Prices  and  Natty  Styles  Should  Make 
Brisk  Business  for  Retailer  in  Raincoats 

Prices  About  Thirty  Per  Cent  Lower  Than  in  1920 — Navy  Blues  That  Can  be  Worn  as 
Topcoat  Are  in  Strong  Demand — Browns  Among  the  New  Creations — Scotch Tweeds  for  Raincoats. 

MEN'S  raincoats  are  in  a  f
air 

way  to  witness  a  revival  of  in- 
terest on  the  part  of  the  con- 

sumer this  fall,  according-  to  a  lead- 
ing- Montreal  manufacturer,  who  has 

just  returned  from  a  buying  trip  to 
England  and  is  obliged  to  return  in  or- 

der to  again  purchase  stocks  of  the  bet- 
ter quality  gabardines.  The  public 

having  become  accustomed  to  the  ubi- 
quitous tan  colored  rain  coat,  or  to  the 

cumbersome  rubberized  style  in  the 
same  garment,  has  been  inclined  to  look 

upon  anything  in  the  line  of  rain  resist- 
ing coats  with  something  akin  to  dis- 

like. Furthermore  prices  on  the  better 
grades  of  waterproof  coats  were  so  high 

Smart  navy  blue  Eyiglish  gabardine 
raincoat  lined  throughout  with  heavy 
black  silk-finished  fabric,  belted  in  rruili- 
tary  style  and  with  convertible  collar. 
The  navy  blue  raincoat  is  becoming  style 
with  well-dressed  men.  Shown  by  Fels, 

Ltd.,    Montreal. 

that  the  consumer  needed  little  urging 

to  form  the  conclusion  that  this  par- 
ticular type  of  garment  was  really  a 

luxury  after  all,  and  not  a  necessity  in 
any  sense  of  the  word. 

Between  the  styles  and  the  prices  of 
a  year  ago  and  those  quoted  this  month 
for  future  selling,  there  is  a  wide  gulf 
fixed.  Manufacturers  of  piece  goods  on 
the  other  side  have  been  able  to  resume 

operations  and  have  succeeded  in  put- 
ting out  a  range  of  materials  in  color- 
ings and  weights  unsurpassed  in  the 

history  of  fabrics  of  this  kind.  More- 
over, any  Canadian  manufacturer  who 

goej  over  to  England  armed  with  ready 
cash  can  pick  ur>  the  choicest  and  finest 
materials  practically  at  his  own  price, 
which  confutes  the  argument  put  forth 
by  many  retailers  that  a  raincoat  is  too 
expensive  a  proposition  nowadays  on 
account  of  the  high  cost  of  British  fab- 

rics. English  gabardines  for  the  com- 
ing fall  and  next  spring  are  different 

from  anything  yet  displayed  in  these 
lines.  In  the  all-wool  lines  there  is  a 
wide  choice  of  two-tone  effects,  resemb- 

ling shot  silks,  ranging  from  blues  of 
a  slaty  shade  down  to  the  sands,  greys 
and  greens. 

The  navy  blue  gabardine  coat  is  also 
likely  to  become  most  popular  with  bus- 

iness men,  and  can  be  worn  as  a  util- 
ity coat  far  into  the  winter,  owing  to 

the  fact  that  it  is  full  lined  with  heavy 
satin-finished  Italian  cloth,  and  smartly 
tailored  on  military  lines.  Another 
novelty  in  this  style  is  the  brown  coat, 
in  a  chocolate  shade  decidedly  smart 

although  rather  unusual  to  "yes  accus- 
tomed to  the  regulation  sand  or  tan 

color.  These  models  are  cut  on  double 
breasted  lines,  belted  and  made  in 
either  raglan  or  set-in  sleeve   effect. 

Scotch  tweeds  tare  also  shown  this 

winter  for  men's  raincoats,  and  are  in- 
distinguishable from  smart  top  coats 

for  every  day  wear.  In  neat  greys  lin- 
ed with  a  heavy  mercerized  fabric  in 

Scotch  plaid  effect,  these  rainproof  coats 
are  decidedly  the  smartest  innovation 
in  raincoats  shown  so  far  to  the  trade. 

In  length  the  45  inch  predominates, 
and  on  most  models,  real  leather  but- 

tons are  employed,  as  well  as  large  con- 
vertible collars. 

From  a  price  standpoint  the  rain- 
coat merits  careful  investigation  this 

fall  for  the  majority  of  Montreal  hous- 
es who  specialize  in  high  grade  coats 

for  men  and  women  are  quoting  prices 
so  low  as  to  sound  improbable.  Yet  it  is 
stated  that  many  retailers  are  not  yet 
aware  of  the  opportunities  in  this  line 
and  are  reluctant  to  let  their  old  stocks 
go  at  a  loss  in  order  to  feature  the  new 
lines    which    are    priced    at    least    30% 

below  1920  figures.  One  particularly 

smart  model  noticed  in  a  leading  Mon- 

treal show  room  this  month  of  all-wool 

tweed  in  a  smart  grey  shade  with  leath- 
er buttons  and  belt  buckle  was  priced 

at  $18  wholesale,  while  another  double 
breasted  model  in  navy  blue  wool  ga- 

bardine, in  full  length  and  cut  on  mili- 
tary lines,  was  only  $20.50.  The  maker 

who  quoted  these  figures  emphasized  the 
fact  that  the  margin  of  profit  has  been 
cut  to  the  bone  this  fall,  whereas  the 

qualiyt  of  materials  and  workmanship  is 
probably  higher  than  in  any  time  for 
the  past  few  years. 

A  new  design  in  men's  single  breasted cravenetted  utility  coats  in  all  wool 
English  gabardine,  showing  a  raglan 
sleeve  designed  to  give  a  smart  shoulder 
line.  Leather  covered  buttons  ana:  ouckle 
are  used.  This  coat  may  be- had  in  var- 

ious shades  of  gray,  brown,  biue  or 
olive.  Shown  by  courtesy  of  Fels,  Ltd., 
Montreal. 
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An  important  new  development  in 

Canada's  rapidly  growing  Silk  Industry 
is  announced  to  the   Canadian    Trade 

SOME  one  said  the  other  day  that  the  Silk  Industry  of  Canada  reminded  him 
of  the  absent  minded  professor  who  dressed  himself  immaculately  for  an 

afternoon  walk,  went  out  on  the  street,  and  was  only  reminded  by  someone 
treading  on  his  bare  toes  that  he  had  forgotten  to  put  on  his  shoes  and  socks ! 

Meaning  that  the  Canadian  Silk  Industry  is  to-day  in  the  position  of  having  at- 

tained great  proportions  but  with  a  great  weakness  "down  at  the  foot",  namely 
the  absence  of  a  Canadian  Industry  devoted  expertly  to  the  dyeing  and  finishing 
of  silks,  natural  and  artificial,  in  the  skein  or  in  the  piece. 

The  Guaranty  Dyeing  and  Finishing  Co.,  Limited,  is  now  operating 

and  believes  that  it  will  adequately  meet  the  requirements. 

Situated  on  the  banks  of  the  old  Welland  Canal  at  St.  Cathar- 

ines, Ont.,  in  a  section  where  atmosphere  conditions  are  spec- 

ally  favorable,  we  have  established  our  industry  and  are  al- 
ready operating  successfully. 

The  Canadian  Silk  business  needs  the  flexibility  and  ready 

adaptation  to  changing  colour  demands  which  expert  dyeing 

and  finishing  service  such  as  ours  can  give  it.  Silk  throwing 

and  weaving  on  an  important  scale  is  impossible  in  Canada 

without  this  specialized  service.  Thus,  in  asking  for  your  or- 
ders, we  want  you  to  appreciate  with  us,  the  important  service 

we  are  seeking  to  render  in  Canada,  that  of  rounding  out  our 

Silk  Industry  so  that  in  time  it  may  be  as  self-contained  as  it  is 

to-day  in  Switzerland,  Japan  and  the  United  States. 

Permit  us  to  introduce  our  personalities: 

Mr.  Benjamin  S.  Griffin,  President  and  Gen- 
eral Manager,  is  widely  known  to  the  Canadian 

Silk  Trade.  Has  been  a  "silk  man"  all  his  life 
with  a  long  early  training  in  the  great  silk 
centres,  experienced  in  business  for  himself  in 
the  United  States,  the  founder  of  the  first  U.  S. 
Fownes  Glove  Co.  plant,  for  silk  gloves  at 

Amsterdam  and  founder  of  the  silk  glove  in- 
dustry in  Canada. 

Mr.  Frank  W.  Kreuger,  a  man  in  his  early  thir- 

ties with  fifteen  years'  training  in  important 
laboratories  in  the  large  silk  centres;  several 
years'  experience  in  dyehouse  plants  in  U.  S. 
and  Canada  with  an  international  reputation 
as  a  leader  in  modern  dyeing  practice. 

Mr.  W.  Gordon  McGhie,  Secretary  Treasurer,  a 
trained  business  executive  and  master  of  the 
routing  and  recording  services  necessary  for 
the  smooth  execution  of  orders. 

Frank  W.  Kreuger 
Secretary  Treasurer 

Benjamin  S.  Griffin 
President  and  General  Manager 

W.  Gordon  McGhie 

General  Superintendent 
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The  Guaranty  Dyeing  and  Finishing  Co.,  Ltd. 
with  unusual  skill  and  experience,  guaran- 

tees satisfaction  to  the  Canadian  Silk  Trade 

know 

could 

after 

WE  ARE  fully  alive  to  the  requirements  of  the  Canadian  Silk  Trade.     We 

how  much  stronger  the  position  of  the  Canadian  importer  would  be  if  he 

buy  heavily  in  the  greige  and  have  his  goods  dyed  and  finished  as  required 

importation.     We  know  that  much  the  same  thing  ap- 

plies to  the  manufacturer — who  could  have  his  greige  »[  \  T ti 
skeins  or  manufactured  goods  dyed  and  finished   as 

required.     We  know  this  flexibility  in  marketing  con- 
ditions in  Canada  is  wanted  and  we  can  and  will  give 

it.     We  will  be  the  "right-hand-man"  to  the  hosiery 
and  underwear  manufacturer,  the  broad  silk  jobber, 
the    neckwear    and    braid    manufacturer    or    whoever 

needs  dyeing  and  finishing  from  the  greige — or  wants 

to  turn  "off  colour"  silks  into  re-dyes  and  so  into  money. 

Our  Service  will  include  the  Dyeing 
and  Finishing  of: 

Broad  silks.  Georgettes. 

Piece  goods.  Crepe-de-Chine. 
Jersey  cloth.  Canton  crepe. 
Tricolette.  Wash  satin. 
Habutai.  Charmeuse. 

Chiffons.  Crepe  satin. 

Hosiery — in  silk,  or  silk  and  cotton. 
Artificial  Silk  in  the  Skein. 

Pure  Dyes  in  the  Skein. 

Skein  Weighting,  etc.,  etc. 

Our  Service — 
We  are  prepared  to  dye  to  standard  American 
card  shades  or  as  per  sample.  Our  equipment 
is  modern  and  complete — for  instance,  we  have 
installed  one  of  the  largest  and  most  modern 
Permutit  Water  Softener  Systems  in  Canada 
which  absolutely  ensures  water  of  zero  soft- 

ness. Our  workmanship  is  guaranteed  and  our 
service  will  be  prompt  so  as  to  encourage  small 
trial  orders  to  become  bigger  ones.  Our  dyes 
are  the  best  that  money  can  buy  and  all  are 
tested  and  analyzed  before  use.  We  are  "on 
our  toes"  to  give  you  the  service  you  want 
when  you  want  it. 

Will    you   t>y   us?    Correspondence    invited. 

GUARANTY  DYEING  AND  FINISHING  CO. 
LIMITED 

Head  Office  and  Works  St.  Catharines,  Ontario 
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Dry  Goods  Review 

Extraordinary  Vogue  for  Laces  and  Nets; 
Back  to  Pre-war  Varieties  in  Merchandise 

Popularity  of  Radium  Lace — Two-toned  Metal  Laces  An  Outstanding  Novelty  of  the 

Season — New  Things  in  Bandings  and  Collar  Laces — Vestee   Laces   by   the 
Yard — Volume  of  Business  Better  Than  Year  Ago. 

NO  MATTER  what  
subject  of  con- 

versation is  under  discussion  be- 
tween wholesalers  where  dress 

materials  are  considered,  the  chief  topic 

is  certain  to  be  the  extraordinary  vogue 

for  laces  and  nets'  this  winter.  Accord- 

ing to  one  leading  Montreal  wholesale 

house  Radium  lace  has  broken  all  records 

for  quick  selling  and  as  soon  as  a  con- 
signment arrives  it  is  disposed  of  within 

a  week.  Recently  a  lot  comprising  500 

pieces  arrived  from  Switzerland  and 

within  six  days  not  a  yard  remained. 

All  this  is  highly  satisfactory  from  the 

buyer's  standpoint  and  it  is  fortunate 

that  laces  are  fashionable  this  season  be- 
cause the  recent  decline  in  prices  has 

left  most  firms  with  an  almost  too  gener- 
ous amount  of  expensive  merchandise  on 

hand  upon  which  they  have  been  obliged 

to  write  off  sums  varying  from  five  to 

six  figures.  Despite  a  drop  in  price  ap- 
proximately about  60  per  cent  in  laces, 

wholesalers  say  that  volume  of  business 
done  this  month  and  in  September  is 

ahead  of  last  year  on  laces  and  is  now 

beginning  to  assume  good  proportions 

in  beaded  and  sequined  nets  as  well. 

Last  year  was  generally  conceded  a  re- 

cord year  from  the  point  of  view  of  de- 
mand for  high  priced  goods,  and  any 

amount  of  elaborate  merchandise  was 
sold  at  such  a  figure  as  $40  a  yard.  The 
same  style  of  lace  or  embroidery  can 
be  obtained  today  for  less  than  $20  a 

yard. 
"Getting  back  to  pre-war  varieties  in 

merchandise"  was  the  phrase  used  by  a 
wholesaler  who  showed  Dry  Goods  Re- 

view an  unusually  wide  assortment  of 

lace  novelties.  Novelties  are  repre- 
sented this  fall  in  generous  array  and 

quantities  and  designs  are  characterized 

by  superb  and  truly  artistic  skill  in 
workmanship. 

Radium    Lace 

In  the  wide  laces  and  flouncings  Ra- 
dium lace  carries  the  dav.  This  beauti- 

ful and  lustrous  material  is  decreed  by 
fashion  for  all  manner  of  gowns  and 
can  be  worn  equally  well  upon  the  street 
as  in  the  ball-room.  Chantillys  in  the 
favored  36  inch  widths  are  likewise  much 
in  demand,  especially  in  dark  colors,  but 
the  sheen  and  beauty  of  coloring  of  the 
Radium  laces  has  assured  the  instant 
favor  of  the  latter  variety.  Spanish 
designs  are  in  greatest  demand  and  nig- 

ger brown  and  navy  blue  are  two  shades 
in  which  most  houses  find  it  difficult 
to  keep  a  full  supplv  on  hand. 

Two   Toned   Metal   Laces 

The  outstanding  novelty  in  these  fab- 
rics are  the  two-toned  metal  laces  com- 

bining   silver    and    black    or    navy    and 

Right — Ntiv   rose   design  in   all-over   Radium    lace.   Shown   by   courtesy   of   Muser 
Brothers    (Canada)    Limited,   Montreal. 

Left — Radium    lace    flouncing    obtainable    in    10    different    colorings    in    36    inch 
widths.   Shown   by  courtesy   of  Debenhams   Ltd.,  Montreal   branch. 

black  and  gold  in  medium  sized  con- 
ventional patterns  of  floral  effect.  It 

has  been  noticed  that  the  heavier  qual- 
ities of  lace  are  by  far  outselling  the 

other  grades  this  season,  and  the  de- 
mand is  entirely  for  the  best  obtainable 

regardless    of     price.  The     complete 
range  of  colors  stocked  by  the 
Montreal  importers  includes  the  fol- 

lowing; navy  grown,  grey,  pink.  sk". 
mauve,  maize,  stone,  ivory,  and  black 
Prices  on  Radium  laces  are  quoted  from 
$1.95   upwards. 

The  last  word  has  by  no  means  been 
said  on  the  subject  of  metallic  laces  and 

trimmings.  The  "dernier  cri"  is  an 
extremely  narrow  gimn  trimming  made 
of    fine    metal    threads    caught    with    a 

colored  silk  stitch.  The  same  idea  is 
also  expressed  in  wider  widths  varying 
from  an  inch  to  three  inches 

These  are  effective  for  millinery  pur- 
poses as  well  as  for  u^e  on  dresses,  as 

their  very  inconspicuous  yet  distinctive 
appearance  ensures  them  wide  popular- 

ity. Silver  and  gold  flouncings  are 
again  offered  in  new  designs,  and  steel 
color  is  now  established  n*  a  favorite 
among  metallic  effects.  Sequin  and  bead- 

ed bandings  are  probably  the  leaders  in 
expensive  laces,  from  reports  received 
by  importers.  One  especially  novel 
banding  about  6  inches  wide,  was  of 
white  not  heavily  worked  in  irridescent 
sequins  in  a  solid  effect,  centred  by  col- 

(Continued  on  page   63) 
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Montreal  Fabric  Men  Say  Volume  of  Sales 
This  Year  is  Heavier  Than  a  Year  Ago 

Believe  That  Retailer  is  Still  a  Little  Uncertain  With  Regard  to  the  Future  of  Prices — 
Recent  Advances  in  Silk  Prices — Velvets  Again  in  Demand — Some  of  the 

New  French  Shades. 

ONE  OF  the  leading-  importers  of dress  fabrics  in  Montreal  inform- 
ed Dry  Goods  Review  this  month 

that  business  is  steadily  improving  in 
these  lines  each  week,  and  the  opinion 

reached  after  viewing  the  advance  sam- 
ples of  spring  merchandise  is  that  the 

selections  shown  for  spring-  1922  are 
practically  equal  in  quality  and  variety 

to  the  pre-war  showings.  This  opinion 
is  especially  true  of  high  grade  woollens 
and  silks. 

"Things  are  fundamentally  better  on 
the  other  side,  and  we  have  no  reason  to 
anticipate  any  price  recessions  for  some 

time  to  come,  if  at  all,"  was  the  opinion 
given  in  answer  to  a  query  as  to  pros- 

pects for  the  coming  season.  "Absolute 
stability  is  of  course  retarded  by  the 
continued  presence  of  distress  merchand- 

ise on  the  market,  but  insofar  as  regular 
business  is  concerned,  orders  received 
demonstrate  conclusively  that  the  gener- 

al demand  is  for  the  best  grades  in  all 
classes  of  fabrics,  including  woollens, 
silks  and  linens.  People  would  buy 
more  freely  if  they  could  be  assured  that 
the  lowest  prices  have  been  reached;  as 
it  is  now,  buying  is  sporadic,  coming 
in  spurts  from  different  localities  ac- 

cording as  retailers  have  been  stocked 
heavily  or  lightly.  Volume  of  business 
done  in  fabrics  this  season  shows  that 

we  are  actually  shipping-  more  orders 
than  in  the  corresponding  months  last 
year,  yet  quantities  ordered  are  smaller. 
In  silks,  double  the  yardage  is  being 
sold  this  month  than  was  the  case  in  1920 
but  with  prices  at  their  present  level, 
turnover  is  but  slightly  in  excess  of  last 

year's." This  opinion  is  corroborated  by  men 
closely  in  touch  with  conditions  in  the 
several  markets.  The  present  weakness 
must  be  ended,  they  say,  before  the  look- 

ed for  firmness  can  become  an  establish- 
ed certainty.  Placing  for  spring  must 

inevitably  be  moderate  in  volume  for  a 
few  months  yet,  although  with  raw  wool 
prices  firm  and  the  steadv  absorption  of 
existing  stocks  of  yardage  goods  ack- 

nowledged as  a  fact,  no  further  depres- 
sion   is    anticipated. 

Heavy   Demand    For   Tweeds 

In  woollens,  tricotines  and  gabardines 
are  reported  as  selling  very  heavily 
for  spring  in  the  staple  shades,  while  a 
heavy  demand  is  expected  for  Scotch 
tweeds  in  checks,  stripes  and  Lovat 
shades,  particularly  in  fancy  blues  and 
mixtures.  Another  house  interviewed 

this  month  stated  that  they  had  exper- 
ienced an  unusual  demand  for  cream 

dress    goods    and    skirtings    for    spring 

selling.  This  feature  of  spring  orders 
is  causing  comment  in  the  larger  whole- 

sale houses  as  it  may  indicate  a  change 
from  the  somewhat  elaborate  sports  pat- 

terns in  favor  of  the  simpler  "all  white" costume. 

Prices  On  Jap  Silks  Advance 

Advices  from  the  foremost  silk  mark- 
ets indicate  a  marked  advance  this 

month  in  prices  as  against  the  Septem- 
ber quotations.  One  quality  of  Jap  silk 

which  was  quoted  on  September  3  at 
59  cents  is  now  70  cents,  while  the  stan- 

dard grade  of  Jap  pongee  which  was 
quoted  at  58  cents  in  September  is  now 
worth  71  cents,  and  so  on.  European 
silks  are  back  again  on  the  market  in 
their  old-time  qualities  and  variety  and 
are  now  sold  to  compete  successfully 
with  American  importations,  which  are 
temporarily  scarce  owing  to  the  ex- 

change and  the  duty  charges. 

Following  a  careful  survey  of  business 
conditions  in  the  retail  stores  in  Mont- 

real and  elsewhere  insofar  as  silk  is 
concerned,  importers  are  of  the  opinion 
that  business  is  quite  as  good  as  ever  it 
was.  Most  silk  buvers  admit  that 
double  the  yardage  is  being  sold,  despite 
the  fact  that  less  silk  is  being  worn  than 
formerly.  The  workingman  and  woman 
who  formerly  arrayed  themselves  in  silk- 

en underwear  and  outer  garments  are 
now  obliged  to  content  themselves  with 
more  durable  fabrics  and  the  consump- 

tion of  silk  is  therebv  considerably  cur- 
tailed. Despite  this  fact,  however,  sales 

are  estimated  by  importers  as  fully  35 

per  cent  better  than  last  year's  volume, 
and  on  the  better  qualities  esoecially. 
This  successful  result,  achieved  during 

one  of  the  most  trving  years  in  the  his- 
tory of  the  trade  is  attributable  to  the 

policy  of  keeping  a  full  ranee  of  new 
shades  always  on  hand  and  watching 
stocks  closely. 

Velvets   Again   To  The  Fore 

Among  the  novelties  for  spring  and 
late  winter  sellinq-  there  are  several  in- 

teresting items  offered.  Velvets  are  com- 
ing in  for  an  unusual  amount  of  consid- 

eration, especiallv  the  exquisite  French 
fabrics  showing  printed  floral  designs 
in  autumnal  and  hand  brushed  effects 
closely  resembline  the  finest  painting. 
One  wonderful  velvet  of  jettv  black 
showed  a  rich  allover  pattern  of  blue 
cornflower  woven  across  its  lustrous 
surface,  while  over  all  was  printed  a 
light  design  of  wheat  sheaves,  in  dull 

gold. 

Gold  tissue  cloth  in  combination  with 
black  velvet  in  the  fashionable  Lame 
brocade  effect  is  another  favourite  with 
buyers  this  fall,  and  is  now  selling  to  the 
exclusive  furriers  to  be  employed  as  coat 
linings  in  rich  Persion  lamb  coats  and 
wraps. 

Crepe   Silks   Still   Strong 

Many  new  silk  weaves  are  being 

shown  in  crepe  finishes,  such  as  Kitten's 
ear  or  crepe  back  satin.  Cantons  are 
expected  to  last  over  in  the  best  quali- 

ties but  their  vogue  will  depend  in  large 
degree  upon  the  way  in  which  they  are 
copied  by  imitators,  Should  any  quanti- 

ty of  cheap  imitations  become  prevalent 
upon  the  market,  Cantons  will  immedi- 

ately share  the  fate  which  overtook 
georgettes  this  year.  That  there  will  be 
a  continued  strong  demand  for  extra 
heavy,  fine  quality  crepe  de  chines  is 
certain,  as  all  the  leading  waist  and 
dress  manufacturers  have  bought  heavily 
on  the  best  grades  obtainable. 

A  very  striking  weave  in  heavy  Rosh- 
ariara  crepe  is  to  be  shown  for  spring 
in  various  colors,  as  well  as  a  really  new 
and  effective  weave  in  silk  jersey  which 
is  best  described  as  a  crepe-knit  jersey 
with  a  chinchilla  finish,  closely  resem- 

bling wool  cloth.  This  latter  fabric  will 
be  shown  in  15  different  plain  colors 
and  should  be  exceptionally  popular  for 
suits  and  dresses  for  next  summer. 
Suede  finished  georgette  is  another  nov- 

elty, sure  of  immediate  adoption. 

It  is  generally  conceded  in  the  silk 
houses  that  prices  are  on  the  up  grade 
in  earnest,  and  that  stocks  now  on  the 
shelves  could  not  be  replaced  at  former 

figures. 

Fascinating   New   Shades 

The  newest  color  card  issued  by  the 
French  silk  firms  represented  in  Mont- 

real includes  many  interesting  new 
shades.  Much  emphasis  is  placed  upon 
the  purples  of  which  there  are  as  many 
as  five.  The  fuchsia  shades  are  also 
well  represented.  The  complete  list  is 
as  follows: 

taffy  (fawn)  jade 
minora  (yellow)  coral 
lark  (deeper  shade  of 

fawn) 

flame 
Newport  (blue) vervain  (mauve) 

pumpkin 
belladonna    (purple) 

Duck woodviolet    (purple) 
canna  (rust) prunella  (purple) 

wall  flower 
concord    (purple) 

Persian  rose 
rubellite  (deep  red) 
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A  striking  fall  display  of  ready  to  wear  featured  this  month  by  The  F.  A. 
Dykeman  Company  of  St.  John,  N.B.  The  dominant  note  of  the  foliage 
background  ivas  a  warm  autumnal  coloring  which  was  effectively  heightened 
by  the  addition  of  numerous  vividly  colored  birds  placed  here  and  there. 
This  original  background  was  designed  by  F.  A.  Nicholls  of  the  Dykeman  Co. 

Cotton  Outlook  Points  to  Shortage 
Many  Factors  Have  Contributed  to  Make  1922  Supply  Much  Below  Usual  Require- 

ments— Character  of  Crop  is  Low  Grade  —  Much    Unspinnable    Cotton    in 
Supply  of  9,605,000  Bales— Some  New  Cotton  Wash  Fabrics 

DURING  the  past  month
  one  of 

the  foremost  Canadian  cotton 

mills  issued  its  price  list  on  print- 
ed and  white  staples.  In  discussing  the 

situation  as  regards  the  trend  of  the 
<v>tton  market  with  Dry  Good-  Review 
this  month,  an  official  member  of  one 

oi  the  lead;ng  textile  organizations  sta- 
te i  iiaA  the  lists  had  oevi  received  by 

tlip  trade  in  general  vs:.-  favorably.  It 
was  pointed  out  that  whin:  cotton  has 
advanced  about  100  per  cent  on  the  raw 
material,  yet  the  recent  prices  quoted 
for  finished  goods  approximated  oniy  a 
10  to  15  per  cent  advance,  which  is  not 
nearly  as  much  as  conditions  in  the 
market  warrant.  Business,  consequently 
is  extraordinarily  good  and  orders  are 
coming  in  plentifully  with  not  a  single 
cancellation  recorded. 

The  lists  just  issued  of  course  guar- 
antee buyers  against  fluctuation  within 

the  next  few  month?,  but  if  the  pres- 
ent market  continues  and  the  upward 

tendency  becomes  more  and  more  mani- 
fest, some  increases  will  have  to  Be 

made. 

Crop  Low  Grade  In  Character 

The  same  official  gave  as  his  opin- 
ion with  regard  to  the  amount  of  cot- 
ton available  for  consumption  during 

the  next  twelve  months  that  "there  will 
be  no  greater  amount  available  than 
there  was  consumed  last  year,  consider- 

ing the  total  supplies  and  deducting- 
all  old  supplies  of  unusuable  cotton  from 
the  cairy-over  of  last  year.  The  cotton 
crop,  as  everybody  now  knows,  seems 
to  have  been  ill  fated  this  year,  and  is 
reported  as  the  smallest  crop  in  thirty 
years.  Not  only  is  the  crop  scanty  but  it 
is  practically  all  short  staples  and  low 

errade  in  character." 
Despite  repot  ts  emanating  from  good 

sources  that  there  will  be  no  shortage 
in  cotton  during  the  coming  year,  the 
same  authority  differed  in  his  view 

point  from  this  statement.  "There,  is 
bound  to  be  a  great  need  for  cotton 

goods,"  he  said,  "on  account  of  prolong- 
ed curtailment  and  also  to  a  marked 

improvement  where  purchasing  is  con- 
cerned the  world  over. 

"This  improvement  while  scarcely 
noticeable  in  many  commodities  is  per- 

ceptible in  cottm  goods  because  these 
,are  not  any  too  pl?ntiful  and  are  in- 

cluded among  the  necessities  of  life  that 
are  not  expensive.  That  the  need  < 
cotton  goods  really  exists  is  proved  by 
the  fact  that  all  the  Canadian  mil's  are 

sold   up  en    practicaHy  all   lines." 

Supply    Below   Normal 

^  aricus  reasons  have-  contribute:!  to 
the   extraordinary   failure    of  the  cotton 

crop,  including  excessive  rainfall,  both 
ueavil  and  army  worm,  besides  pro- 

longed drougV.  in  other  sections.  The 
total  estimated  supply  exclusive  of  lin- 
ters  is  given  at  9,605,000  bales,  but  the 
amount  of  unspinnable  cotton  included 
in  the  total  amount  is  impossible  to  es- 

timate and  is  feared  to  be  very  large. 
Thus,  there  is  hardly  a  doubt  that  the 
amount  of  good  grade  cotton  available 
for  use  during  the  coming  year  will  be 
much  below  normal.  It  is  little  use  to  at- 

tempt to  predict  the  probable  consump- 
tion for  1922,  but  the  conjecture  has 

been  hazarded  by  a  competent  authority 
that  it  will  exceed  the  amount  consumed 
for  use  during  the  coming  year  will  be 
much  below  normal.  It  is  little  use  to 
predict  the  probable  consumption  for 
1922,  but  the  conjecture  has  been  haz- 

arded by  a  competent  authority  that  it 
will  exceed  the  amount  consumed  during 

the  year  ending  July  31st,  1921,  whic'h was  around  10,000,000  bales.  The  de- 
mand is  bound  to  be  greater  in  1922  than 

it  was  in  the  last  twelve  months  and  as 

the  world's  stocks  are  now  considerably 
depleted  there  are  now  unmistakable 
signs  that  the  need  for  cotton  goods  is 
going  to  be  acute  before  very  long. 

Higher  Prices  Feared 

Thus,  with  an  increasing  demand  at 
home  for  domestic  ard  dress  cottons  and 
an  increasing  export  trade  to  consider, 
the  present  situation  con  only  indicate 
one  logical  result,  namely,  higher  prices. 

The  public  is  not  yet  willing-  to  take 
kindly  to  increases  in  staple  commodities 
yet  any  further  advance  will  come  grad- 

ually and  will  not  necessarily  disturb 
business.  Cotton  at  twelve  cents  was  not 

profitable  to  the  growers,  or  any  one 
else  and  with  cotton  around  20  cents  in 
the  near  future  prices  on  the  finished 
goocte  must  inevitably  be  revised  al! 
round. 

Cottons 

Although  a  little  early  as  yet  for  much 

definite  information  to  be  available  re- 
garding the  range  of  spring  cotton  fab- 

rics, Montreal  wholesale  houses  speak 

favorably  of  checked  ginghans  as  be- 
ing the  leader  for  spring  1922.  There 

has  never  been  a  time  when  wholesalers 
were  so  certain  of  the  popularity  of  any 

given  line  as  in  the  case  of  checked  ging- 
hams, particularly  in  the  medium  blocks. 

Ratines    Returning 

The  indications  also  point  to  contin- 
ued demand  for  Swiss  organdies  and 

cotted  Swisses,  while  voi1 -s  in  certain 
patterns  will  foFow  closely.  Cotton  rat- 

ines are  beginning  to  ba  spoken  of  fur 
next  summer,  particularly  in  the  more 

striking  striped  effects,  and  further  de- 
velopments are  rumored  in  the  crepe  fin- 

ished cotton  fabrics,  especially  the  pop- 
ular line  with  a  mohair  finish.  In  the 

latter  class  the  nc  e  t  line  featured  is 

"Moss  crepe"  which  is  quite  an  im- 
provement ever  the  somewhat  .wiry  tex- 

ture of  the  popular  mohair  crepe  for 
sports  wear.  M)ss  crepe  is  said  to  drape 
well  as  well  as  possess  a  high  lustrous 
surface  and  will  be  available  in  a  variety 

of  checks,  herringbone  stripes,  plain  sa- 
teens and  woven  stripes  and  31  colors. 

Smart  French  Novelties 

Speaking  of  the  1922  line  of  wash  fab- 
(Continued  on   page   63) 
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Dyeing  and  Finishing  Silks        jj 
Will  be  Done  at  St.  Catharines 

Guaranty   Dyeing  and   Finishing   Co.  Starts  tnis  Industry  On 
Canadian  Soil— Will  be  of  Great  Advantage  to  the 

Silk  Trade — Personnel  of  the  New  Company 

T |  HAT  the  Silk  Industry  in  Canada should  have  reached  such  giant 
proportions  comparatively  speak- 

ing-, as  it  has  in  Canada  without  the  ser- 
vices of  a  very  important  basic  industry, 

namely  the  dyeing  and  subsequent  fin- 
ishing of  silk  fabrics,  is  certainly  a  tri- 

bute to  Canadian  silk  leaders.  That 
such  a  condition  could  long  continue  to 
permit  expansion,  however,  is  hardly 
thinkable,  so  it  is  no  surprise  to  find 
shrewd,  far-seeing  business  men  found- 

ing an  industry  in  St.  Catharines,  Ont., 
The  Guaranty  Dyeing  and  Finishing 
Company,  Limited,  the  first  plant  of  its 
kind  in  Canada  where  silk  in  the  skein 
or  in  the  piece,  natural  or  artificial,  can 
be  dyed  to  any  required  shade  and  given 
the  proper  finish  to  make  it  readily  mar- 
ketable. 

This  service  will  be  particularly  valu- 
able in  connection  with  silks  imported 

from  countries  other  than  the  United 

States.  The  latter  market  being  so  ac- 
cessible readily  furnishes  small  parcels 

of  silk  goods  dyed  in  the  popular  shades 
and  conditions  there  are  perhaps  reas- 

onably flexible.  In  connection  with 
goods  imported,  sav  from  Switzerland 
however,  it  would  certainly  be  an  ad- 

vantage to  have  the  dyeing  and  finish- 
ing done  in  this  country.  No  exception 

would  be  taken  to  this  course  by  the 
Swiss  makers  who  would  just  as  well 
sell  their  silks  in  the  greige  and  leave 

the  touchy  problem  of  dyeing  and  fin- 
ishing to  others.  It  would  undoubtedly 

be  an  advantage  to  the  Canadian  buyer, 
by  watching  his  market,  to  be  able  to 
buy,  say,  50,000  pieces  in  the  greige 
from  our  little  brown  brothers  across 

the  Pacific,  and  afterwards  have  the  as- 
sortment divided  up  and  dyed  and  fin- 

ished here  in  all  the  overnight  color 
variations  which  Dame  Fashion  is  often 
pleased  to  order,  and  have  a  clean  stock 
at  the  end  of  the  season. 

Ben.  S.  Griffin,  one  of  the  fathers  of 
the  silk  industry  in  Canada,  is  Presi- 

dent and  General  Manager  of  the  Guar- 
anty Dyeing  and  Finishing  Company, 

St.  Catharines.  Mr.  Griffin  was  bo"n  "in 
the  silk."  His  early  training  was  re- 

ceived in  the  great  silk  centres  and  he 
has  been  in  business  for  himself  in  the 
United  States  with  success.  He  has 
sold  silks  of  all  kind  \  he  h^s  manufac- 

tured them  under  many  conditions,  hav- 
ing for  instance  started  the  first  silk 

glove  factory  for  the  Fownes  Glove  Co., 
at  Amsterdam,  N.  Y.  Mr.  Griffin  came 
to  Canada  some  eight  years  ago  and 
founded  the  silk  glove  manufacturing 
industry  at  St.  Catharines. 

Another  member  of  the  Company  is 
Frank  W.  Kreuger,  Chemist  and  Gener- 

al   Superintendent    of    the    plant.      Mr. 

Kreuger  received  his  technical  training 
under  expert  imported  old  country 
chemists  in  the  big  silk  centres  over  a 
period  of  fifteen  years.  Later  on  he 
became  head  chemist  and  dyer  in  two  or 
three  plants  of  importance  in  the  United 
States  and  Canada  and  is  now  striking 
out  for  himself  with  Mr.  Griffin.  Mr. 
Kreuger  is  well  known  on  both  sides  of 
the  line  for  his  research  work  and  is 

considered  in  particular  to  be  an  author- 
ity in  reference  to  artificial  dyeing. 

Mr.  Gordon  McGhie,  Sscretary-Tr us- 
urer, has  a  wide  commercial  training 

and  has  specialized  on  business  systems 
which  will  be  useful  in  guiding  and 
routing  the  complicated  orders  as  they 
go  through  the  plant. 

The  Guaranty  Dyeing  and  Finishing 
Company,  occupies  a  commodious  plant 
situated  on  the  old  Welland  Canal  in 
St.  Catharines.  The  plant  equipment  is 
new  and  the  latest  that  money  can  buy. 

The  Permutut  System  of  water  soften- 
ing is  used  (one  of  the  largest  equip- 

ments of  its  kind  in  Canada)  and  ad- 
vantage has  been  taken  of  ample  capital 

resources  to  buy  everything  needed  of 
the  most  modern  type. 

EXTRAORDINARY   VOGUE 

(Continued   from  page  60) 

ored  embroidered  in  silk.  The  effect  was 
rich  and  elaborate,  and  will  be  especially 
effective  as  part  of  the  bodice  of  the 
new  evening  frocks. 

Sequin  Effects 

Sequin  and  bead  tunics  are  very 
strong  just  now,  the  latest  arrivals  from 
France  showing  many  new  touches 
which  takes  them  out  of  the  class  of  mere 

"overdresses."  The  newest  models  in 
black  net  feature  double-decker  skirts 
with  wide  scallops  of  the  sequins  outlin- 

ing the  hems,  and  all  the  way  up  the  skirt 
medallions  of  beads  are  clustered  in  bor- 

dered effect.  Narrow  shoulder  straps 
complete  the  empire  bodice  which  may 
be  sashed  or  not,  as  the  wearer  desires. 

In  bandings  and  collar  laces  also  there 
are  many  delightful  novelties.  Although 
the  collar  lace  so  called  is  somewhat  too 
well  known  to  attract  much  attention, 

yet  its  latest  variations  compel  instant 
attention  on  account  of  their  extreme 
daintiness  and  individuality.  One  espec- 

ially pretty  lace  is  an  imitation  Carrick- 
macross  design  mount ?d  on  organdy  m 
a  deep  ecru  shade,  very  effective  upon 
velvet  or  cloth  as  well  as  noon  silk 

frocks.  Another  charming1  Vpi'"e  point 
lace  shows  inset  medallions  of  organdy 
embroidered    in    bnght      colors      with    a 

glint  of  metal  thread.  This  idea  is  de- 
veloped in  several  interesting  ways  in 

many  color  combinations. 

Yardage  Vestee  Laces 

The  vogue  for  vestees  is  apparently 
unquenchable  and  lace  manufacturers 
have  hit  upon  the  idea  of  introducing  a 
7  inch  banding  on  the  Venetian  style 
with  the  pattern  especially  appropriate 
for  vertical  effects,  while  centering  the 
lace  is  a  row  of  brightly  colored  em- 

broidered medallions.  An  edging  about 
three  inches  wide  is  provided  to  match 
and  this  forms  the  collar  part  of  the vestee  set. 

Vals  and  torchons  have  been  selling 
in  large  quantities  during  the  past  few 
months,  and  the  very  low  prices  asked 
for  good  qualities  has  induced  many 
buyers  to  place  large  orders,  which  have 
consequently  depleted  the  stocks  in  the 
hands  of  the  wholesalers  very  decidedly. 

Fringe  Sales  Decline 

In  passementerie  trimmings  a  pretty 
rose-bud  effect  is  on  the  market,  made 
of  pink  charmeuse  and  chiffon,  very 
realistically  reproducing  the  natural 
effects  of  the  flowers  and  mounted  upon 
a  stem-like  foundation.  The  vogue  for 
fringe  appears  to  be  at  last  waning  as 
orders  now  coming  in  are  for  very 
limited  quantities  mostly  for  millinery 

purposes. Business  in  laces  and  nets  is  expected 
to  continue  good  until  November  at 

least,  and  the  coming  winter  will  prob- 
ably witness  such  a  revival  of  the  wear- 

ing of  lace  as  has  not  been  seen  for 

many  years  past. 

COTTON  OUTLOOK 

(Continued  from  page  62) 

Speaking  of  the  1922  line  of  wash  fab- 
rics seen  in  Paris  wholesale  houses,  a 

buyer  stated  to  Dry  Goods  Review  this 
month  that  he  had  never  seen  so  many 
eharming  novelties  before.  Amonj  the 

ran~e  which  he  mentioned  fs  like'y  to 
take  on  this  side  of  the  Atlantic  was 
the  new  fabric  c  lied  Organdina  and 

another  called  Crepe  Marte'a.  The  for- 
mer is  partly  a  voile  and  partly  an  or- 

candie  weave,  and  is  exception  illy  well 
suited  for  drawn  wo-k  effects.  Linetta 
is  a  third  niateri.  1  which  is  half  cotton 
and  half  linen  and  admirably  adapted 
for  the  making  up  of  tub  frocks.  Wide 
stripes  and  black  and  white  effects  ap- 

pear to  be  leading  in  point,  of  designs, 
while  differen  green,  lavender  and  yel- 

low 'cnes  seem  to  have  crept  ahead  of 
other   shades   in  popular  demand. 

Silk  stockings  made  from  ordinary 
sand  is  reported  to  be  the  latest  inven- 

tion of  a  Russian  by  the  name  of  Roi- 
boul.  He  states  that  by  combining  silica 
with  other  ingredients  he  has  succeeded 
in  creating  a  material  which  can  be 
woven  as  easily  as  the  choicest  silks, 
while  the  cost  will  be  less  than  one- 
fourth. 
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As  soft  *  as  lustrous  *•  and  more  practical 
than  silk  -  Jbr  all  of these  Qarments 

PERHAPS  you  have  not  yet  heard  of 
Lingette.  Nobody  heard  of  Lingette 

until  the  present  fashion  in  women's  dress 
created  a  demand  for  more  substantial  ling- 

erie— a  demand  which  silk  could  not  satisfy. 

Then  came  Lingette — a  marvelous  fabric, 

which  has  all  of  silk's  lustre  and  feel,  but 
is  more  practical  than  silk  for  all  those  gar- 

ments of  intimate  wear  which  are  now  being 
made  with  silk. 

Lingette  has  a  charmeuse  finish  that  is  ab- 

solutely permanent.  There  is  a'soft-as-skin' 

feeling  about  Lingette  which  identifies  its 
quality  instantly-and  which  makes  it  differ- 

ent from  any  other  fabric  on  the  market.  Ling- 
ette wears  better  and  lasts  longer  than  silk. 

It  is  predicted  that  Lingette  will  revolu- 
tionize the  undergarment  field.  Manufac- 

turers who  have  seen  our  sample  lines  are 
enthusiastic.  Women  who  have  seen  it  have 
asked  us  where  they  may  buy  the  garments. 

It  will  repay  you  to  see  and  consider 
Lingette  without  delay.  Let  us  send  you 
samples — or  have  our  representative  call. 

FRED  BUTTERFIELD  &  CO.,  INC. 
361-363  Broadway,  cor.  Franklin  Street,  New  York,  N.Y. 

ESTABLISHED  1838 

4  'Sell  and  Repent* 
Copyright 
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Fur  Prices  Show  Slight  Stiffening 
Wholesalers  State  There  is  an  Absence  of  Cancellations  This  Year— Rumor  That  Ouan tity  of  Undesirable  Persian  Lamb  Skins  on  the  Market— Heavv  ImDortatinn 

Of  Rabbit  Skins.  '       pouanon 
THAT  stocks  of  manufactured  furs 

are  low  at  the  present     time  was 
the      statement     made       to      Dry 

Goods   Review  this   month   uy  a  leading 
wholesale    house.      This    is    particularly 
true  of  the   better    furs    as    there    are 

plenty  of  the  cheaper  varieties  available 
on  the   market,  which   are   being  exten- 

sively advertised  and   sold  at  the  pres- 
ent time.     A   rather  notable  feature  of 

the  present  season  is  the  amount  of  im- 
itation seals  which  are.  being  offered  in 

the   shape   of   coats    and    small    pieces, 

some  of  which  are  exceedingly  good  val- 
ue and  are  attractive  to  th^  woman  in 

moderate  circumstances  who  cannot  af- 
ford furs  of  really  lasting  worth.     The 

demand  for  furs  in  general  has  become 
very  marked  since  August  last,  although 
a  temporary  slowing  up  was  experienced 
by  one  or  two  houses,  attributed  to  the 
rather     unseasonaole      warm      weather 

which    Montreal  enjoyed    through    Sep- 
tember.    Most  of  the  large  houses  have 

sent   out   their   Winter    catalogues     and 
are  now  awaiting  results,  which  so  far 
have    not    been    up    to    expectations   in 
point  of  volume  in  several  cases.     Other 
leading   firms    however,    report    that    it 
is  necessary  to  operate  on  overtime  and 
night  work  is  being  carried  on  in  several 
of  the  St.  Paul    Street    factories.      En- 

quiries from  all  over  Canada  are  receiv- 
ed  with   regard   to   the   more    expensive 

furs   and  the  probability  is   that  orders 
will  shortly  be  placed  in  larger  quanti- 

ties than  for  many  years  previously. 

Scarcity  in  Wanted  Furs 

Retailers  bought  very  sparingly  last 
spring,  it  was  explained,  and  stocks 
could  not  possibly  be  plentiful  anywhere. 
A  dearth  of  good  furs  is  reported  in  the 
eastern  part  of  Canada  especially  and 
orders  received  this  month  are  all  for 
the  wanted  varieties,  such  as  Hudson 
seal,  skunk,  coon  and  squirrel.  All  of 
these  pelts  are  scarce  at  present,  the 
manufacturers  state,  in  the  better 
qualities  and  brands,  and  rats  and  el- 

ectrics being  especially  difficult  to  pro- 
cure in  the  best  grades.  An  unexpected 

impetus  has  been  given  to  the  exporting 
of  furs  to  foreign  countries  lately  and 
one  Montreal  house  is  shipping  large 
quantities  of  furs  abroad  to  New  Zea- 

land   and    oth-^r    British    possessions. 

Prices  Show  Slight  Stiffening 

Nearly  every  house  interviewed  this 
month  commented  on  the  fact  that  no 
cancellations  have  come  in  this  season. 
This  is  attributed  to  the  fact  that  retail- 

ers are  buying  more  sparingly  and  pre- 
fer to  send  in  orders  for  a  few  garment: 

at  a  time  rather  than  commit  them- 
selves to  the  generous  quantities  form- 

erly in  vogue.     Price  is  the   paramount 

issue  this  season,  where  the  buying  of 
furs  is  concerned,  both  with  the  trade 
and  the  consumer,  and  the  feeling  that 

This  effective  sports  model  is  developed 
in  a  combination  of  mole  and  Hudson 
seal  and  features  a  fitted  effect  at  th" 
waist.  Wide  panel  cuffs  of  the  seal 
form  a  striking  contrast  to  the  inset 
portions  made  of  reversed  half-inch 
strips  of  the  mole,  set  in  between  wider 
strips.  A  voluminous  collar  envelopes 

milady's  chin  and  the  entire  wrap  is 
lined  with  rich  pussy  willow  silk.  Coat 
by  courtesy  Boulte*  Waugh  and  Com- 

pany, Montreal.  Photo  by  Photo-Kraft 
Studioc 

any  sudden  advance  will  work  out  to  the 
detriment  of  the  trade  is  commonly  ex- 

pressed.     In    common    with    most    other commodities    raw   furs    have    registered 
a  marked     advance  at  the  recent     auc- 

tions and  the  public  is  now  asking  anx- 
iously  whether   this   will    be   echoed    in 

the  price  of  manufactured  garments  in 
the    near  future.     It    is   common    know- edge  that  there  were  few  furs  trapped last  season  and  in  many  cases  the  raw 
skins   purchased   now,   instead   of   being 
held   over  for   a   year,   are   being   made into  coats  or  smaller  articles  as  the  case 
may  be,  without  delay.     It  wil  be  fatal 
to  the  fur  business  at  large  if  any  ten- 

dency to  inflate  prices  becomes  appar- 
ent  this   wirtler.      The   time    is   not   yet come  for  adding  on  the  extra  cost  which 

many  manufacturers  claim  they  are  en- 
titled  to.     This   warning  has   been   also 

emphasized   in  the  case  of  raw  furs  as 
well,  and  is  well  expressed  by  the  mes- 

sage  given   to   the   trade   by   the    Cana- dian Fur  Auction  Sales  Company  at  the 
close  of  their  recent  sale  in   Montreal 
In  their  report  on  the  trend  of  prices which  generally  registered  an  all  round 
advance,  they  state  that  they  considered 
it  their  duty  to  caution  the  trade  "that 
a   conservative   policy   this  fall   is   most 
desirable,     as   conditions     do     not  war- 

rant our  shippers    to    again    make    the 
oft-repeated  mistake  of  creating  a  wild aimless  market  in  the  start,  which  has 
invariably   resulted   in   disastrous   losses 
during  the   year." 

Persian  Lamb 

The  return  of  Persian  lamb  as  well 
as  of  the  grey  and  black  lambs  to  pop- ular favor  is  an  interesting  feature  of 
the  season's  selling.  It  is  rumored  that 
there  is  a  considerable  quantity  of  un- 

desirable skins  of  the  Persian  lamb 
on  the  market,  which  should  be  avoided. 
Some  of  these  skins  are  merely  old 
stock  which  has  lain  in  reserve  during 
the  years  that  Persians  wer;  relegated 

to  the  limbo  of  fashion,  but  are" now brought  out  to  pass  muster  with  those 
of  recent  importation.  Other  skins  it 
is  claimed  have  not  been  properly  cured 
and  are  equally  undesirable  for  this 
reason.  There  are  large  quantities  of 
really  fine  skins,  however,  available  and 
coats  of  Persian  lamb  in  combination 
with  other  dressy  furs  are  likely  to  be 
a'most  as  popular  with  the  fashionable 
women  as  is  Hudson  seal.  Grey  lamb 
is  fairly  high  priced  and  is  not  likely 
to  become  as  commonly  adopted  as  it 
was  some  fifteen  or  twenty  years  ago. 
A  recent  quotation  on  average  skins  in 
New  York  was  $28  apiece.  Canadian 
women  are  not  as  a  rule  attracted  bv 
showy  contrasts  in  fur  garments  and 

(Con  inued  on  Page  69) 



Dry  Goods  Review F  U  R     D  E  P  A  R  T  MEN  T 

67 

Notable  Absence  of  Extreme  Styles 
Lively  Demand  For  Large  Scarves — Some  New  and  Exclusive  Models  Described- 

dieted  That  Monkey  Fur  Will  be  in  Big  Demand  by  Christmas— Muffs  are 
Still  Quiet. 

-Pre- 

DURING  an  interview  with  one  o
f 

the  leading  designers  of  fur  gar- 
ments in  Montreal  this  month, 

Dry  Goods  Review  was  informed  that 
the  flat  furs  such  as  Hudson  seal  and 
mole  are  outselling  the  long  haired  pelts 

by  a  considerable  amount.  During  the 
past  summer  it  seemed  as  though  no 
smart  wardrobe  was  complete  without 
a  choker  of  marten  or  fisher,  but  with 
the  advent  of  October,  the  demand  for 
large  scarves  which  can  be  thrown  about 
the  shoulders,  or  wrapped  snugly,  is  de- 

cidedly brisk.  No  particular  lengths  or 

widths  are  definitely  called  for,  the  pro- 
portions of  the  scarves  being  determin- 

ed by  the  wearer's  appearance,  but 
generally  speaking,  the  length  is  72 
inches  while  the  width  does  not  exceed 
15  inches.  The  ends  are  usually  finished 
with  pockets  and  contrasting  bands, 
either  of  some  other  fur  or  of  the  same 
worked  in  a  transverse  direction. 

The  range  of  small  neck-pieces  featur- 
ed by  the  Montreal  wholesale  furriers 

for  the  coming  winter  includes  models  in 
such  pelts  as  squirrel  in  grey,  dark  grey, 
mink-dyed  and  taupe-dyed  varieties; 
mole;  mink;  fox  in  natural  Canadian, 
black  dyed  Canadian,  Lucille  brown  dyed 
Canadian  and  taupe  dyed  Canadian 
varieties;  beaver;  skunk;  Hudson  and 
French  seal;  natural  and  taupe  dyed 
Australian  opossum;  wolf  in  black, 
Lucille  and  taupe;  American  opossum  in 
natural  and  skunk  d^ed;  coon,  both 
natural  and  dyed;  badger;  mink  mar- 

mot; American  wolf,  also  the  Manchur- 
ian  and  Siberian  varieties,  and  white 

thibet  and  foxilene  in  junioi-  misses' 
styles. 

Triple  End  Scarves  Wanted 

Many  different  styles  in  scarves, 
throw-overs  and  chokers  are  offered,  the 
majority  of  these  being  in  triple  end 
effect,  allowing  considerable  variety  in 
appearance.  Animal  effects  showing 
heads  and  tails  are  much  shown  in  mink, 
fox,  wolf,  coon  and  marmot,  while  tiny 
fur  balls  are  usuallv  featured  on  the 
flat  furs  which  do  not  permit  the  use  of 
animal  effects.  A  particularly  lavish  use 
is  made  of  fur  covered  buttons  on  many 
neck-pieces,  although  these  are  purely 
for  ornamental  purposes.  Fur  cape 
collars  are  not  so  numerous  among  the 
fall  collections,  except  in  the  case  of 
squirrel  Australian  onossum  and  seal. 
The  double  or  triple  strand  effect  is 
very  popular  with  the  high  class  trade, 
and  immense  neck  pieces  in  wide  scarf 
effect  are  shown  featuring  as  many  as 
four  strands  of  mink  skins  to  a  side, 
with  a  reversed  collar  portion  heavily 
trimmed  with  tails. 

Owing  to  the  fact  that  so  many  suits 
are  fur  trimmed  this  season,  furriers 
are  noticing  a  marked  falling  off  in  the 
demand  for  neckpieces  to  accompany 
fall  costumes.  This  fad  has  also  had 
the  effect  of  creating  an  extra  demand 
for  such  pelts  as  squirrel  and  muskrat 
which  are  decidely  scarce  on  the  market 

at  present. 
Muffs    Still   Quiet 

Muffs  are  included  in  the  fall  show- 
ings, but  are  almost  entirely  confined 

to  sets.  Where  the  fur  coat  is  worn  and 
boasts  the  large  cuff,  so  characteristic 
a  style  of  this  season,  no  need  is  felt  for 
a  muff  for  added  protection.  The  bar- 

rel shape  predominates,  but  the  canteen 
shape  may  be  had  in  most  pelts,  both 
styles  being  equippsd  with  dainty  satin 
frills  which  act  as  wind  shields. 

The  vogue  for  capes,  so  strong  a  fea- 
ture in  New  York  just  now,  has  not  reg- 

istered any  marked  effect  upon  Mont- 
real trade  as  yet.  For  one  thing  the  cli- 

mate militates  against  their  adoption 

here  to  any  great  extent  as  in  cold  wea- 
ther they  lack  the  real  protection  essen- 

tial in  a  fur  garment.  However  for  for- 
mal wear,  some  of  the  exclusive  houses 

are  featuring  several  superb  capes  in 
the  more  luxurious  peltries,  trimmed  on 
the  inside  as  well  as  outside  and  lined 
with  such  elegant  fabrics  as  brocaded 
velvets,  embroidered  crepe  de  chines  or 
metallic  cloths 

A  New  Model 

Several  novel  styles  have  been  design- 
ed by  a  leading  furrier  which  have  found 

ready  acceptance  with  the  exclusive 
trade.  One  model  of  Hudson  seal  has  a 

semi-fitted  back  running  down  into  a 

point  at  the  back,  unde^-  which  the  skirt 
section  ripples  out.  The  collar  of  this 
.garment  is  notable,  being  very  high  and 
crushed  into  soft  becoming  lines  about 
the  wearer's  face.  This  collar  fastens 
with  large  fur  buttons  about  the  chin 
and  is  so  designed  as  to  stand  erect 
without  the  necessity  of  any  inside  stif- 

fening-. Large  self  cuffs  are  folded  back 
upon  the  sleeve*  and  a  slender  string 
sash  completes  the  front.  Another  mod- 

el designed  for  stout  figures  is  perfectly 
plain  in  line,  but  adequately  full.  The 
fullness  is  distributed  from  shirring  in- 

visibly arranged  at  the  back  and  a  stand- 
ing collar  of  the  seal  is  arranged  in  the 

manner  above  described  which  a1  so  lends 
slenderness  to  the   silhouette. 

In  the  majority  of  fur  coats  this  fall 
the  length  varies  from  36  to  40  and  45 
inches,  with  a  sweep  of  70  to  80  inches. 
The  average  sweep  is  about  74  inches. 
The  cape  shawl  collar  prevails  on  staple 
styles  while  the  flare  or  choker  style  is 
liked  on   more   extreme   effects.     In   the 

former    variety    the   collars    range   from 
10  to  14  inches  in  width. 
Honours  are  about  equally  divided  as 

regards  belts.  Coats  which  show  a  de- 
cided flare  are  generally  belted,  while 

the  newer  semi-fitted  effects  are  natur- 
ally allowed  to  fall  unrestricted. 

Exclusive   Designs 

A  very  sumptuous  coat  model  seen  in 

a  leading  furrier's  showrooms  this 
month  was  of  chinchilla-trimmed  Hud- 

son seal  with  a  full  Japanese  sleeve, 

edged  by  a  band  of  chinchilla  five  inches 
from  the  wrist,  and  a  bolster  collar  in 

roll  effect  which  is  a  new  note  this  sea- 
son. The  skirt  of  the  coat  is  gathered 

into  a  long  waist  line  just  above  the 

pockets,  giving  a  very  graceful  line  to 
the  garment.  The  lining  of  this  coat  is 
most  unusual  in  design,  being  of  shot 
brocade  in  tangerine  and  silver  tones 
and  as  an  additional  decorative  touch, 
there  are  three  bands  of  black  velvet 
ribbon,  two  inches  wide,  running  the  full 
length  of  the  wrap — one  in  the  centre 
and  one  on  each  side,  terminating  in  an 
ostrich  feather  tip  in  tangerine  and  sil- 

ver tones. 

A  wrap  in  Hudson  seal  had  deep  scal- 
lops round  the  bottom  of  the  garment.  The 

trimming  on  this  coat  was  molesMn. 
which  was  aranged  in  an  unique  wav. 

Around  the  shoulders  was  a  deep  ban'1 
of  the  mole  and  a  soft  Elizabethan  collar 
of  the  mole  formed  the  neck  finish.  In 
this  garment  the  decorative  effect  in  the 
lining  was  the  outstanding  feature.  Tt 
was  of  gold  radium  silk,  covered  with 

tete  de  negre  chiffon.  Tiny  bands  ̂  
moleskin  outlined  the  seams  and  the 
chrffon  was  fulled  between  the  bands. 

A  Mink  Confection 

An  eastern  Canadian  mink  wrap  made 

of  perfect  skins  and  modelled  in  the  dol- 
man pattern  had  the  top  body  of  the  coat 

made  of  the  peltries  laid  on  diagonally. 
Round  the  bottom  of  the  coat  skirt  was 
a  six  skin  border  with  the  skins  running 
horizontally.  A  large  soft  collar  and  deep 
cuffs,  the  latter  endine:  in  a  sharp  point, 
with  two  Russian  sable  tails  on  each, 
added   much   to   this   creation. 
A  combination  of  Hudson  seal  and 

kolinsky  was  in  a  full  length  stvle.  The 
bodv  was  a  full  kknona  blouse  gathered 
at  the  natural  waist  line  into  a  narrow 
band  of  the  kolinskv.  Inset  panels  on 
the  skirt  of  kolinsky  fur  gave  a  sort  of 

ripple  effect  to  the  wrap.  The  lining 
of  this  model  was  tiimo  crene  de  chine 
embroidered   in  tanererine   chenille. 

Enter  Monkey — Fashion's  Favorite 
Mention   should   also   be   made   of  the 

fact   that   the    demand   for   monkey   fur 
(Continued   on  page   69) 



68 FUB     DEP A  RTM ENT Dry  Goods  Review 

Fashion  for  Whole  Fur  Coats  Diminishes  in  Paris: 
Heavy  Materials  Used  With  Fur  Trimmings 

Use  of  Cape  With  Fur  Collar— Mink  the  Most  Fashionable  Fur— Skunk  Most  in  De- 
mand  Among   Staple   Furs— Monkey   Fur  Still  Retains  Popularity — Some 

Tailored  Costumes  And  Coats  Described. 
Written  Specially  for  Dry  Goods  Review  by  Miss  Jeanne  Gsell  of  Paris,  France 

AS  I  hinted  in  my  last  letter,  I  will 
tell  you  this  month  about  Furs, 
but  I  must  at  the  same  time  take 

up  Tailored  Costumes  and  Coats  as 
both  garments  are,  this  year,  in  very 
close  touch  with  the  fur  line. 

As  Furs  have  reached  such  high 
prices,  the  fashion  for  whole  fur  coats 
diminished  accordingly,  and  trimmings 
were  much  more  in  demand,  especially 
in  France,  where  the  climate  is  not 
very  cold  as  a  rule;  a  good  many  ladies 
got  coats  made  of  a  thick  warm  ma- 

terial and  had  them  trimmed  with  fur. 
In  fact,  there  are  not  many  to  be  seen 
walking  with  a  fur  coat;  these  are  used 
for   motoring,   and   for  evening   wear. 

For  this  latter  purpose,  as  I  told  you 
last  month,  Capes  only  are  being  de- 

vised; they  are  made  of  velvet,  and 
have  a  huge  collar  of  white  or  grey 
fox,  and  very  often  a  band  5  to  7  inches 
deep  all  round  the  bottom  and  front  of 
the  cape,  which  is  highly  fashionable 
and  very  rich.  Lynx,  sitka  fox  and  even 
beaver,  beautifully  blended,  are  seen  on 
such  capes.  Cheaper  garments  are 
trimmed  with  Coney,  either  dyed  black, 
brown  or  platinum,  which  is  a  nice 
shade  of  grey  quite  new,  or  with  black 
hare,  but  this  less  often,  on  account  of 
the  scarcity  of  the  article.  Sable, 
Squirrel,  Kolinsky,  Mink,  Mole,  Hud- 

son Seal,  Broadtail,  Caracul,  may  come 
in  as  trimmings  but,  as  a  rule,  they 
make  whole  garments.  Mink  is  un- 

doubtedly the  most  fashionable  fur  of 
the  time,  especially  when  dark,  silky 
skins  can  be  procured  to  replace  Sables, 
which  are  very  scarce. 

Broadtail  and  Mole,  also  Caracul, 
whose  light  pelt  allows  draping  may 
make  capes  of  a  fairly  important  width, 
without  being  troublesome,  as  they  are 
very  light.  Besides,  the  way  they  can 
be  gathered,  pleated,  etc.,  make  them 
very  useful  in  that  Department. 
Amongst  the  staple  articles,  Skunk 

is  the  most  in  demand.  Oppossum 
Skunk,  as  a  cheaper  article,  as  also 
wanted,  all  kinds  of  Foxes,  made  up  in- 

to ties  of  no  new  shapes,  Raccoon,  etc., 
are  in  demand.  Natural  Squirrel  is 
greatly  in  demand  in  the  Travelling 
Coats   Department. 

Muffs  are  only  wanted  with  straight 
coats,  of  which  I  will  speak  by  and  by. 
Capes  wrapped  all  round  the  body,  cov- 

er the  arms  and  hands,  and  don't  nec- 
essitate the  use  of  a  muff.  If  the  win- 

ter is  very  cold,  and  in  fact,  in  every 
country  where  the  climate  is  very  se- 

vere, such  capes  may  be  adopted,  but 
they  will  have  to  be  furlined.  For  that 
purpose,  Squirrel  locks,  natural  or  sab- 

le  dyed,   will   be  much  favored.      As   a 

Samples   of  fabrics   referred   to  in   the  accompanying   article   from  our  Paris 
Correspondent. 

matter  of  fact,  in  the  Couturiers'  col- 
lections, a  few  capes  were  devised  in 

that  fur,  which  is  original,  but  not  very 
pretty,  for  the  outside  of  a  garment. 
Marmot,  Squirrel,  Coney  and  perhaps 
Musquash  will  also  be  favored. 

In  the  fancy  line  of  furs,  I  must  men- 
tion Monkey,  whose  vogue,  far  from 

going  out,  is  stronger  than  ever.  Ev- 
erywhere, you  can  see  some  Monkey. 

Capes  have  collars  thus  made,  there  is 
some  on  hats,  on  dreses,  on  bags,  on 

cushions,  in  fact  on  everything.  Per- 
sonally, I  don't  like  it  at  all,  but  I  must 

own  I  saw  it  displayed  in  a  rather  nice 
way:  it  was  a  collar  made  of  natural 
black  Monkey  with  the  white  stripe 
(for,  as  you  know,  some  Monkeys  have 
white  stripes  just  like  Skunk),  at  the 

top,  close  to  the  face,  which  was  cer- 
tainly dainty.  The  main  objections  I 

have  to  Monkey,  is  that  when  it  is  close 
to  the  face,  the  hair,  which  is  very  stiff 
makes  one  look  as  if  one  had  whiskers! 
There  is  one  way  of  preventing  this,  by 

having  a  ruffle  of  velvet  ribbon  at  the 
top  of  the  collar,  and  the  Monkey  just 

underneath,  worked  with  the  hair  down- wards. 

Every  year,  something  is  devised  to 
replace  fur,  or  to  get  something  cheap- 

er: in  the  previous  years,  I  wrote  you 
on  this  subject,  I  mentioned:  uncurled 
Thibet,  Slink  dyed  grey,  brown  or 
beige.  This  season  we  still  have  Slink, 
but  it  is  dyed  in  every  shade:  cherry 
red,  green,  blue,  etc.,  in  fact  every color. 

Hairseal,  which  is  nothing  but  the 
hair  taken  out  of  sealskins  (which  are 
then  sold  for  the  leather),  stuck  on 
cloth.  Some  15  years  ago,  this  had  al- 

ready been  tried,  but  with  little  suc- 
cess. Now,  it  is  dyed  all  shades,  and  is 

not  particularly  nice:  it  looks  like  coarse 
caracul,  or  pony,  but  is  more  like  a 
curiosity   than   anything   else. 

If  something  is  to  take  the  place  of 
Continued   on   page   69 
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fur  in  some  instances  (not  often,  for 
there  is  too  much  value  in  furs,  to  al- 

low them  to  be  neglected  to  any  extent, 
not  even  by  working  classes,  where 
people  want  good  valuable  things),  I 
would  have  more  confidence  in  the  en- 

closed material  (No.  1)— which,  worked 
into  bands  for  trimmings,  is  rather  ef- 

fective, and  might  win  favour,  especially 
in  the  Children's  Dept.  At  any  rate, 
the  Couturiers'  models  I  saw  trimmed 
with  it,  did  not  look  bad.  These  were 
dyed  red,  green,  purple,  which  I  did  not 
really  like,  but  in  black,  (to  imitate 
astrakan)  grey  or  brown,  it  could  be 
asked    for. 

And  now  I  must  tell  you  about  Tail- 
ored Costumes  and  Coats. 

When  the  former  are  adopted,  they 
are   of  two  styles: — 

1 — A  dress  composed  of  a  band  of 
cloth  (I  wrote  you  that  this  material 
was  fashionable  again),  plain  or  strip- 

ed, or  checked  as  in  samples  No.  1  and 
No.  2,  with  the  top  in  plain  silk  of  the 
same  shade.  Crepe  marocain  comes  in 
very  useful  in  that  instance.  Then,  we 
we  have  a  flaring  short  coat,  going 
down  to  the  top  of  the  cloth  band,  and 
finished  by  a  band  of  fur  (Astrakan, 
Hudson  Seal,  etc.,)  all  around.  The 
collar  is  straight  and  narrow,  they  have 
a  fur  band  outside,  but  when  they  are 
pagode  shape,  the  fur  is  inside,  which  is 
much  warmer,  and  inside  the  collar  as well. 

2 — We  may  have  a  dress  similar  to 
the  former,  but  instead  of  cloth,  a  band 
of  fur,  more  or  less  wide.  The  jacket 
may  be  straight,  or  fairly  wide  down 
the  bottom,  by  means  of  godets.  The 
former  shape,  however,  is  preferred 
and  is  then  trimmed  with  deep  fur 
band  down  the  bottom,  has  a  straight 
fur  collar,  some  revers  in  front  that 
can  be  fastened,  so  that  the  fur  be  in- 

side, like  it  is  in  the  pagode  sleeves. 
Winter  coats  are  similarly  devised, 

but  in  a  thicker  material,  like  pattern 
No.  4,  which  looks  very  neat  and  valu- 

able, and  allows  some  extremely  dainty effects. 

The  collars  are  also  more  important, 
but  always  straight  and  covering  the 
ears.  It  is  mostly  then  that  natural 
Squirrel,  of  a  nice  dark  shade,  comes  in 
useful,  also  in  travelling  coats. 

Travelling  Coats  are  now  made  of 
ratine,  plain  or  with  fancy  stripes  or 
checks,  as  in  patterns  No.5,  No.  8,  No. 
6,  and  No.  7,  especially  will  come  in 
useful  in  the  Children's  Dept.  to  make coats  for  school   purposes. 

As  to  the  linings,  the  tendency  is  to- 
wards plain  ones.  However,  as  we 

have  been  used  for  quite  a  long  time  to 
showy  insides  of  cloaks,  it  is  rather 
difficult  to  change  them  at  once. 

Patterns  of  printed  satin  are  still  in 
demand,  and  are  often  veiled  with  plain 
chiffon,  to  make  them  look  less  bright. 
Cachemire  duvetyne  ought  to  win 

favour,  it  is  very  pretty  and  quite  cosy, cosy. 

Plain  velvet  is  often  used,  and  also 
plain  dark  satin  with  rather  gaudy  em- 

broidered motifs,  which  are  veiled  with 
chiffon. 

There  is  a  rather  neat  way  of  com- 
bining dark  and  bright  colors,  by  hav- 

ing, say,  a  dark  brown  or  black  lining, 
on  which  are  sewn  three  or  four  rows 
of  ribbon,  one  inch  wide,  in  red  brick, 
or,  green,  or  blue,  according  ,to  Ithe 
shade  of  the  lining.  When  this  is  no 
longer  fashionable,  the  ribbons  can  be 
taken  off. 

Next  month  I  will  tell  you  about  the 
latest  novelties  in  HATS  &  SHOES. 

Yours    truly, 

Jeanne  Gsell 

FUR    PRICES 

(Continued   from  page  66) 

apart  from  a  certain  appeal  to  the  de- 
butante or  the  follower  of  extreme 

styles,  lamb  trimmings  will  not  create 
much  furore  in  Canada. 

Heavy   Demand  for  Rabbit  Skins 

In  connection  with  the  increased  de- 
mand for  cheap  furs,  especially  the 

dyed  imitations  of  seal,  it  is  of  interest 
to  know  that  last  year  one  Montreal 
company  imported  more  than  60(^000 
rabbit  skins  from  Europe,  which  were 

to  be  subsequently  dyed  and  sold  as  el- 
ectric seal  or  some  other  trade  name. 

This  heavy  demand  is  leading  to  the  es- 
tablishment of  rabbit  farms  in  different 

localities  and  a  few  months  ago  the 
first  Canadian  Exhibition  devoted  ex- 

clusively to  rabbits  was  held  in  Mon- 
treal, when  many  splendid  specimens 

were  entered.  There  was  an  excellent 

exhibit  of  raw  and  dressed  skins  by  lo- 
cal manufacturers  who  demonstrated 

samples  of  rabbit  skins  dyed  and  pre- 
pared for  making  up.  Authorities 

state  that  Belgian  hares  raised  in  Can- 
ada have  no  superiors  in  the  world,  and 

that  the  only  genuine  Rufus  Red  Bel- 
gians are  at  the  present  time,  raised  in 

England  and  on  the  American  contin- ent. 

NOTABLE   ABSENCE 
(Continued  from  page  67) 

is  also  a  marked  feature  of  the  fashion 
this  fall.  Monkey  fur  is  used  on  millin- 

ery, frocks,  bags,  fans,  scarves,  in  fact 
anywhere  where  a  touch  of  fur  may  be 
placed.  Furriers  say  that  monkey  fur  will 
be  all  the  rage  in  Canada  by  Christmas 
snd  it  will  be  difficult  to  obtain  suffic- 

ient supplies  of  this  bizarre  but  fascina- 
ting peltry  later  on. 

Luncheon  Served 
To  Their  Friends 

During  the  exhibition  in  Toronto  many 
retailers  who  are  customers  of  the  W. 

R.  Brock  Co.,  Ltd.,  were  greatly  assist- 
ed to  make  the  very  best  of  their  time 

here  by  a  midday  luncheon  which  was 
served.  Realizing  that  the  city  is  crowd- 

ed at  this  time  of  the  year  and  that  in- 
coming buyers  would  have  difficulty  in 

finding  adequate  accommodations  for 
their  mid-day  meal,  the  Company  sent 
special  invitations  to  their  friends  to 
have  luncheon  with  them  on  any  or  every 
day  while  in  town. 

It  was  very  gratifying  to  the  officials 
of  the  Company  to  meet  with  such  a 
hearty  response  on  the  part  of  their 
friends.  Many  hundreds  of  them  took 
advantage  of  the  invitation  and  enjoyed 
their  mid-day  meal  in  one  of  the  large 
rooms  of  the  warehouse  that  was  special- 

ly decorated  for  the  occasion  and  every 
convenience  provided.  In  this  way,  a 
great  deal  of  time  was  saved  by  visitors 
to  the  city,  as  well  as  the  enjovment  of 
a  quiet  hour  that  would  have  been  im- 

possible in  the  crowded  hotels  and 
cafeterias  of  the  city. 

That  the  beaver  and  the  muskrat  in 
Canada  are  facing  extinction  if  some 
action  is  not  taken  to  preserve  them,  is 
the  contention  of  a  special  writer  in  the 
Toronto  Star.  The  failure  to  impose  a 
closed  season  for  some  years,  he  says, 
has  been  responsible  for  the  slaughter 
ing  of  many  hundreds  of  these  animals. 

A  fall  opening  display  of  furs  and  millinery  arranged  by  E.  C.  Stuart  of 
Nation  and  Shewan,  of  Brandon,  Manitoba. 
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Effective  Lighting  has  Important  Bearing  on 
Millinery  Display  Work  and  Sale  of  Hats 

Deteimine  Whether  Your  Lighting  is  All  It  Should  be  by  Finding  if  Displays  Attract 
More  People  at  Night  Than  in  Day— Arrangement  of  Display  Lights— Ec- 

onomy of  Lighting — Lark  Hats  and  Bright  Lights. 

HOW  LARGE  a  part  does  window 
lighting  play  in  making  millinery 
sales?  This  ;s  a  question  which 

every  milliner  should  ask  herself  from 
time  to  time.  There  are  not  many  shops 
today  which  can  depend  on  an  establish, 

ed",  clientele  for  business.  The  public 
is  harder  to  please  than  ever  before, 
competition  is  keener  and  hats  above 

everything  else  are  bought  on  the  spur 
of  the  moment.  Because  a  milliner  re- 

mains open  at  night  she  need  not  expect 
patronage.  Moreover,  the  lure  of  a  dim 

arc-light  is  not  nearly  so  effective  as 
that  of  a  100  watt  lamp. 

The  biggest  factor  in  dete-mining 
whether  a  window  is  well  lighted  or  not, 
is  to  find  out  if  it  attracts  more  people 
at  night  than  in  daylight.  Good  artific- 

ial lighting  is  better  than  sunlight  be- 
cause of  the  contrast  between  it  and  the 

darkness  outside.  A  window  that  causes 

fewer  women  to  stop  at  nn,h  than  dur- 
ing the  day  is  not  helping  night  saljs. 

For  this  reason  stores  on  strests  which 

are  well-lighted  need  more  lighting  than 
those  on  dark  streets. 

Display  Lighting  And  Distance  Lighting 

Display  lighting-  is  the  arrangement 
of  lamps  in  such  a  way  that  the  articles 
in  the  window  appear  at  their  best  ad- 

vantage. Lighting  from  a  distance 
means  attracting  people  to  look  at  a  win- 

dow by  means  of  lights.  Other  factors 
of  course  enter  into  the  latter  method. 
These  are  the  location  of  the  store,  the 
brightness  of  other  stores  and  the  gener- 

al lighting  of  the  street.  To  attract 
from  a  distance  does  not  mean  that  the 
strongest  lights  should  always  be  used 
and  in  any  case  these  should  never  be 
visible.  The  color  of  the  light  has  a 
very    great    influence.     For    example,    a 

rose-shaded  lamp  in  one  millinery  shop 
on  Yonge  St.  Toronto,  has  been  known 
to  bring  people  two  blocks  out  of  their 
way  because  of  the  soft  shadow  it  casts 
across  the  street. 

Display  lighting  is  much  more  diffi- 
cult to  manage  well  because  it  is  depen- 

dent on  many  other  things.  The  most 

important  of  all  is  a  sense  of  th -  art;s- tic  in  the  window  dresser.  Hats  very 
often  are  at  their  best  under  indirect 
lighting.  This  is  because  they  are  sold 
for  general  outline  and  effectiveness  of 
trimming  rather  than  for  the  texture  of 
the  materials  used  in  the  making.  In- 

direct lighting  prevents   shadows. 

This  is  an  important  point  to  remem- 
ber in  dressing  a  millinery  window 

where  it  is  possible  for  some  hats  to  be 

eclipsed  by  shadows. 
(Continued  on  Page  71) 

A  view  of  the  Parisian  Millinery  establishment  of  Barrington  Street,  Halifax,  S'.S. 
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Montreal  Houses  Have  Brisk  Demand  for  Dress 

And  Sports  Hats  With  Black  Predominating 
Some  of  the  New  Effects  in  Brim  Treatment — Yellow  in  Favor  as  Trimming  on  Black 

— Jet  and  Its  Imitations  for  Over-the-face  Trim — Fuchsia  Tints  Demand 
Clear  Skin. 

MONTREAL  millinery  h
ouses  are 

busily  engaged  upon  mid-winter 

millinery  this  month  and  report 

an  unprecedented  demand  for  all  black 

hats.  Despite  the  depression  prevailing 

in  some  other  dry  goods  commodities, 

millinery  continues  to  flourish  apace  and 

from  present  indications,  the  coming 

season  promises  to  b  exceptionally  suc- 
cessful. 

Taken  as  a  whole,  millinery  this  fall 

falls  into  two  defin.tely  distinct  cate- 
gories, dress  and  sports  hats.  This 

distinction  is  insisted  upon  rather  than 
the  classification  of  large  and  small 
sizes,  since  size  no  longer  applies  to  any 
type  of  headwear.  The  large  hat  for 

dress  wear,  however,  pi'edominates  for 
winter  and  its  sweeping  brim  is  still 
mrther  accentuated  by  the  addition  of 
enormously  deep  fringe,  long  drooping 
ostrich  fronds  or  great  bows  of  self 
fabric.  Black  continues  to  be  the  dom- 

inant note  of  the  season,  this  being  true 
of  the  m'ost  exclusive  as  well  as  the 
popular  priced  models.  During  Sep- 

tember one  wholesale  house  manufac- 
tured nothing  but  all  black  hats  and 

reports  a  demand  for  still  more.  One 
of  the  reasons  for  the  popularity  of 
the  black  hat  is  said  to  be  due  to  the 
fact  that  velvets  and  other  black  fabrics 
are  now  obtainable  in  absolutely  raven, 
jet  black  of  a  particularly  rich,  even  hue. 

Hatter's  plush,  panne  and  Lyons  velvet 
are  the  outstanding  feature  in  fabrics 
for  mid-winter  selling,  but  fur  fabrics 
are  expected  to  assume  no  little  degree 
of  popularity  later  on. 

The  Cleft  Brim 

Large  dressy  shapes  of  panne  show 
many  interesting  variations  in  the  way 
of  brim  treatment.  Seldom  is  the  brim 
left  plain  and  even  in  proportion  all 
around.  Rather  it  must  be  cleft  some- 

where in  its  circumference  and  perhaps 
one  portion  drawn  down  in  a  drooping 
line  while  the  other  slants  upwards  off 
the  face.  Frequently  these  clefts  are 
filled  in  by  a  rosette  of  ribbon,  or  else 
plumage  is  cleverly  introduced  to  fill 
the  breach.  One  rather  notable  model 
answering  tihis  description  was  of 
black  Lyons  velvet,  with  the  front  part 
of  the  brim  wider  than  the  back.  A 
cluster  of  canary  yellow  ostrich  tips 
were  posed  on  the  under  side  of  the 
brim  and  pushed  through  a  slit  to  ap- 

pear in  a  fluffy  border  on  the  upper 
side.  Incidentally,  yellow  is  enjoying 
quite  an  unprecedented  vogue  just  now, 
and  is  especially  effective  on  black. 

Simplicity  Prevails 

Regarding  trimming  in  general,  Mon- 
treal milliners  seem  agreed  that  in 

whatever  form  this  is  expressed  it  must 
be  simple.  Simple  trims  at  the  side  are 
the  most  striking  and  the  latest  note 

is  the  "under  the  brim"  trim.  Quite 
often  this  takes  the  form  o^  multi- 

colored clipped  flues  of  ostrich,  but 
when  the  trimming  is  from  over  the 
brim,  a  longer  sweep  of  ostrich,  coq  or 
peacock,  frequently  metalized,  is  a 
leading    development. 

Lace   Draperies  are   Smart 

The  off-the-face  uiim  is  receiving- 
much  attention  also,  particularly  when 
covered  with  jet  and  its  imitations. 

Spanish  effects  after  this  style  are  ex- 
ceedingly popular  in  Montreal  and 

there  is  still  a  demand  for  the  dangl- 
ing ear  ornaments  as  a  side  trimming. 

Even  more  popular  than  either  jet  or 
plumage,  the  draped  veil  has  taken 
milliners  by  storm  and  scarcely  a  new 
model  is  created  tnat  does  not  show 

a  drapery  of  Chantilly  lace  at  either 
side  or  to  the  left  only. 

An  exceptionally  lovely  collection  of 
French  hats  was  imported  by  a  Mon- 

treal house  this  montn  and  were  viewed 

by  a  staff  member  of  Dry  Goods  Re- 
view. The  colors  featured  were  violet, 

grey  and  black  and  the  material  was 
almost  always  velvet.  One  large  shape 

of  dark  grey  velvet  had  its  orim  turn- 
ed sharply  upwards  in  front  and  ?plit 

exactly  in  the  centre.  A  kind  of  super- 
buckle  in  double  effect  held  the  two 

halves  together  and  served  as  a  decor- 
ation. A  second  stunning  model  was  a 

picture  shape  of  black,  trimmed  simply 
by  a  huge  sweeping  willow  plume  which 

reached  downwards  to  the  wearer's 
waist  on  the  left  side.  A  third  shape 
was  of  violet  trimmed  on  the  side  of 
its  wide  brim  by  three  large  roses  o^ 
varying  degrees  of  red. 
Among  the  small  tailored  shapes,  one 

of  nigger  brown  velvet  showed  a  nar- 
row upturned  brim  cleft  in  four  parts 

and  trimmed  by  a  double  pompom  of 
fur  standing  out  at  the  right.  Another 
developed  in  Venetian  red  velvet  had 
its  trimming  of  uncurled  ostrich  placed 
exactly  at  the  back  where  it  dropped 
down    to   the    shoulders. 

A  Warning  Note  as  to  Fuchsia 
Despite  the  continued  rumors  of  the 

popularity  of  the  fuchsia  tints  in  New 
York,  Montreal  milliners  say  that  they 
are  difficult  to  wear  and  require  ex- 

ceedingly clear  skins  to  be  quite  be- 
coming.   American    women,    it    is    said, 

make  up  for  any  deficiencies  on  the 

part  of  nature  in  the  matter  of  com- 
plexions by  the  judicious  use  of  make- 

up and  are  thus  able  to  indulge  their 
taste  for  fashionable  colors,  no  matter 
whether  fuchsia  suits  them  or  not.  A 
clever  milliner  advises  the  addition  of 
a  suspicion  of  violet  face  powder  to  the 
skin  if  the  coloring  is  sallow,  and  then, 

she  declares,  "Madame  is  quite  charm- 
ing." Browns,  on  the  contrary,  need  n:> 

such  assistance,  and  are  proving  re- 

markably popular  for  millinery  to  ac- 
company the  suit  for  street  wear. 

Cire  effects  also  seem  even  more 

popular  thaSn  ever  for  winter,  par- 
ticularly as  bindings  on  self  fabric 

bows  or  ai'ound  brims,  as  well  as  to 
form  huge  bows.  The  new  cire  ribbons 
seem  almost  possessed  of  the  pliability 

of  leather  and  make  charming-  street 
models  for  tailored    wear. 

Effective  Lighting 

Large   Lamps   More    Economical   Than 
Small  Ones 

(Continued  from  page  70) 
Ten  lamps  with  a  currency  of  60  watts 

do  not  give  as  much  light  as  five  with  a 
currency  of  120  because  the  larger  the 

lamp  the  more  light  is  given  for  the  cur- 
rency used.  It  is  therefore  more  eco- 

nomical when  installing  a  system  to  use 

the  stronger  lights.  This  does  not  mean 
that  there  will  be  a  glare  on  the  eyes  of 

the  passersby.  Lamps  of  strong  curren- 
cy can  be  made  to  give  a  very  soft  light 

by  means  of  opaque  shades  which  will 
diffuse  the  light  to  the  best  advantage. 
As  a  general  rule,  milliners  should  use 
only  soft  lights.  Covering  one  or  two 
lamps  with  a  dark  color  and  allowing  the 
rest  to  do  the  illuminating,  is  often  the 

simplest  way  of  softening  window-light. 
A  cold  white  light  is  usually  disastrous 
to  a  millinery  window  while  it  is  the 
most  effective  for  one  which  displays 
motor  cars. 

Since  indirect  lighting  is  dependent 
on  the  ceiling  for  reflection,  it  is  always 
necessary  for  the  ceiling  to  be  white  or 
light-colored.  Dark  oak  or  mahogany  is 
often  responsible  for  a  poor  window 
when  the  lighting  system  itself  is  good. 

Dark  Hats  Reouire  More  Light 

The  vogue  for  black  this  fall  brings 
out  the  all-important  point  as  to  the 
amount  of  light  required  to  make  an  ef- 

fective window.  A  window  of  black  hats 
would  require  about  twice  the  amount 
of  illumination  that  a  window  of  red  hats 
needs.  A  trim  which  uses  both  light  and 
dark  hats  needs  more  than  one  with 
light   hats   alone. 
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THE  CAREFUL  BUYER  feels  that  he  is  running 
a  grave  risk  in  purchasing  any  brand  of  under- 

clothing with  which  he  is  not  familiar.  The 
scarcity  of  material  has  forced  so  many  inferior  gar- 

ments on  the  market  that  the  wise  purchaser  has  learned 
to  let  a  trade-mark  be  his  guide, — a  trade-mark  that 
has  a  house  with  a  sound  reputation  behind  it. 

The  name  "Penmans"  has  been  synonymous  with 
quality  underwear  for  so  many  years  that  you  may, 
with  a  feeling  of  assurance,  stock  up  with  these  well- 
known  lines,  knowing  that  they  will  meet  with  a  ready 
response  from  your  trade. 

Underwear 
THE      STANDARD      OF      EXCELLENCE" 

Penmans  Limited,  Paris Also  makers  of  Hosiery  and  Sweater  Coati  yt 

<l_ 

<$) 
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Srass* 
The  Underwear  of  Durability 

For  many  years  Men's 
Heavy  Underwear  made  by  us 
has  proved  its  durability  and 
comfort  thus  insuring  ready 
sale. 

We  take  pleasure  in  an- 
nouncing that  our  lines  from 

now  on  will  be  sold  under  the 

<« 

Stonebridge"    Brand. 

Your  Wholesaler  Will  Supply  You 

Almonte  Knitting  Co.,  Ltd. 
Almonte,  Ont. 
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New  Knitted  Novelties  for  Spring 
Montreal  Houses  Show  Many  New  Styles  for  Spring,  1922 — Tuxedo  Coats  with  Con- 

trasting Trimming  Bands — Believed  That  Camel's  Hair  will  be  Strong — Styles 
For  Young  Girls — The  Jersey  Jumper 

AFTER  a  somewhat  protracted 
period  during  which  little  real  act- 

ivity in  the  way  of  producing  new 

samples  was  apparent,  Montreal  manu- 
facturers of(  knitted  goods  are  again 

showing  a  full  range  of  attractive  and 
artistic  knitted  goods  for  spring  1922. 
Commenting  upon  the  fact  that  it  has 

been  qui'.e  a  few  months  since  the  last 
showing  of  samples,  a  leading  sweater 
manufacturer  stated  to  Dry  Goods  Re- 

view that  he  expected  that  trade  was 
now  in  a  position  to  be  interested  in  the 
spring  models,  and  he  was,  therefore, 

prepared  with  many  exceptionally  good 
styles  sufficiently  different  from  mod- 

els of  other  years  to  stimulate  business, 
yet  not  extreme  or  impractical  for  wear 
by  Canadian  women. 

Tuxedo    Continues 

That  the  vogue  for  the  tuxedo  effects 
will  continue  unabated  seems  to  be  a 
foregone  conclusion,  yet  the  absolutely 
plain  and  untrimmed  style  is  not  nearly 
so  popular  with  the  exclusive  trade  as  it 
was.  Even  the  best  models  show  some 
little  note  of  contrast  which  detracts 
from  the  too  severe  atmosphere  of  the 
strictly  tailored  sweater. 

Tuxedo  coats  for  spring  will  in  many 
cases  feature  contrasting  trimming 
bands  either  of  self-color  stripe  or  of 
brushed  wool  in  white  or  some  vivid 
color  contrast.  It  may  be  that  the 
stitch  only  will  be  be  varied  to  achieve 
the  effect  of  diversity,  and  quite  often 
a  sweater  developed  in  the  plainest  of 
stitches  will  gain  distinction  by  the  ad- 

dition of  a  narrow  threaded  band  of  white, 
also  of  the  wool,  which  is  run  through 
slots  in  the  manner  of  insertion.  Such  a 
model  as  this  in  navy  blue,  knit  in  soft 
yarn  in  tuxedo  style  is  quite  unusual  in 
appearance  with  this  touch  of  white,  and 
the  latter  may  be  removed  if  desired  for 
cleansing  or  merely  to  gain  the  appear- 

ance  of  another   model. 

Camel's  Hair   In  Demand 

Camel's  hair  is  predicted  as  one  of 
the  best  sellers  for  spring  and  one  ef- 

fective model  noticed  this  month  was  of 
a  particularly  creamy  tone,  the  tuxedo 
collar  and  cuffs  as  well  as  the  contrast- 

ing trimming  band  being  of  the  same 
shade  stripec^  in  chocolate  brown.  A 
brown  belt  finished  the  waist. 

That  there  will  be  also  a  certain  de- 
mand for   sweaters   in  the   high  shades, 

such  as  bright  blue,  is  anticipated  by  the 
makers,  and  an  effective  little  coat  of 
this  shade  in  a  blending  of  silk  and  wool 
mixed  was  attractively  trimmed  with 
bandings    of   brushed    wool. 

Pull-overs  For  The  Young  Girl 

This  manufacturer  also  believes  that 
the  cult  of  the  Peter  Pan  or  Puritan 
collar  will  really  reach  a  climax  in 
Canada  by  next  summer  and  that  the 
demand  for  round  neck  pull-over  sweat- 

ers will  be  an  important  development  in 
the  trade.  Buyers  until  now  have  re- 

ported that  few  Canadian  women  really 
adopted  this  style,  partly  because  their 
figures  were  not  adapted  to  the  straight 
lines  demanded  by  this  model  and  partly 
because  they  were  still  wearing  the 
tuxedo  collar  blouse.  Many  charming 
models  in  delicate  shades  are  now  feat- 

ured, among  which  a  cool  grey  and  a 
pastel  blue  are  shown  in  pull-over  style, 
trimmed  very  simply,  if  at  all.  One 
clever  touch  noticed  was  a  drop  stitch 
or  drawn  work  effect  in  the  wool,  em- 

ployed as  a  border,  which  lent  a  lacy 
appearance    decidedly    good      in      warm 

Continued  on    page   76 

Here  is  a  very  novel  netting  to  a  display  of  children's  wear    an  any ed    by    W.    Oliver   Johnson    for    the    Johnstone 
Walker  Co.,  of  Edmonton.  It  is  needless   to  say   that  su  ch  a  window  created  a  good  deal  of  curiosity  and  favor- 

able comment.  It  is  typically  western  in  its  conception  a  nd   execution. 
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Feature  Fancy  Work  Early  ̂ For  Xmas 
Desire  of  Public  to  Make  Their  Money  Go  Further     Affords     Rare  Opportunity  For 

Fancy  Goods — Yarns  and  Silks  for  Sweaters  Ought  To  Be  Good — Demonstra- 
tions Will  Help  Along  With  Xm  as  Selling — Suggested  Methods 

IT  is  never  too  late  to  commence  to 
interest  customers  in  fancy  work  for 
Christmas.  This  fall  more  than  any 

other  year  for  some  time  past,  there  will 
be  an  opportunity  for  the  needlework 
department  to  register  one  of  its  great- 

est successes.  Money  is  admittedly  not 
plentiful  and  the  fear  of  its  still  greater 
scarcity  will  affect  gift  buying  to  a 
certain  extent.  Economy  in  gift  giving 
will  be  paramount  in  the  minds  of  nine 
out  of  ten  women  who  begin  their  an- 

nual search  for  Christmas  presents. 
Many  women  who  have  never  attempt- 

ed fancy  work  will  take  it  up  this  year 
in  the  endeavour  to  remedy  this  state 
of  affairs,  because  the  hand-made  gift 
has  yet  to  meet  its  rival  in  acceptabil- 

ity where  any  recipient  is  concerned. 
The  ordinary  gift,  purchased  and  sent 
with  a  store  card,  does  not  begin  to  ap- 

proach the  table  runner  or  cushion  top 
or  collar,  worked  during  the  spare  mom- 

ents of  some  busy  person.  Yet  the  lat- 
ter will  probably  cost  only  a  fraction  of 

the  former  and  need  not  necessarily  en- 
tail much  labour  or  outlay  of  time. 

Early  Featuring 

The  principle  thing  therefore,  is  to 
commence  featuring  fancy  work  suit- 

able for  gift  purposes  as  early  as  pos- 
sible. To  enumerate  a  lengthy  list  of 

things  appropriate  as  gifts  and  to  quote 
their  prices  is  an  admirable  plan,  espec- 

ially when  the  total  cost  is  given  of  the 
materials  required  to  complete  the  gift. 
A  few  illustrations  might  also  be  in- 

cluded in  the  announcement,  and  depict 
exactly  several  of  the  newest  ideas  in 
needlecraft. 

Since  the  vogue  for  knitting  sweaters 
still  seems  to  hold  undisputed  sway, 
it  is  well  to  play  up  yarns  and  floss 
silks  at  once,  because  the  average  sweat- 

er takes  some  time  to  complete.  This 
rule  applies  to  all  lines  of  goods  such 
as  crochet  and  elaborate  laces,  for  the 
completion  of  which  a  few  months  is 
none  too  much  time.  Hand-made  linger- 

ie, bedroom  sets,  pillows  and  linen,  and 
baby's  accessories  should  also  be  feat- 

ured early,  leaving  the  "last  minute" 
trifles  to  the  last  few  weeks  before 
December  25th. 

Window  Display 

An  excellent  idea  to  promote  interest 
in  fancy  work  early  in  the  fall  is  to 
feature  \a  comprehensive  window  dis- 

play of  completed  articles  for  a  few 
days,  advertising  that  stamped  mater- 

ials may  be  obtained  in  the  needlework 
department.  Holding  demonstrations  is 
a  fruitful  source  of  increased  sales,  and 
lessons    in    the    construction    of    ribbon 

novelties,  or  handicrafts,  such  as  bead 
work,  paper  novelties,  etc.  The  chief 
fault  found  with  demonstrations  of  var- 

ious kinds  is  that  the  demonstrator 

rarely  stays  long  enough  to  teach  con- 
structively and  the  pupil  customer  does 

not  attain  a  degree  of  proficiency  after all. 

If  a  demonstrator  is  not  considered 
advisable  in  the  needlework  department 
their  regular  staff  should  be  in  a  pos- 

ition to  show  how  various  stitches  and 
patterns  are  done.  A  full  supply  of 
direction  books  on  knitting  and  crochet 
articles  should  be  on  hand  for  sale  in  the 
department,  especially  in  the  fall,  and 
a  wide  demand  will  be  experienced  for 
them  when  properly  displayed.  A  good 
idea  is  to  keep  one  of  a  kind  upon  a 
small  table  at  which  customers  may  sit 
down  in  comfort  and  select  the  one 
which  appeals  to  them  most.  As  many 
as  four  dozen  of  these  instruction  books 
may  be  sold  in  a  day  in  this  manner. 

Early  September  is  none  too  early  to 
begin  featuring  made  up  fancy  work 
novelties  in  the  department  itself,  and 
the  more  shown,  the  better  the  results 
in  the  sale  of  stamped  goods.  Keep  the 
fine  pieces  well  protected  from  dust  and 
as  soon  as  the  stamped  pieces  are  sold 
out,  dispose  of  the  model  and  quickly 
substitute  something  else  in  a  different 
pattern.  The  daintily  made  up  pieces 
of  fancy  work  are  the  best  stimulator  of 
merchandise  the  department  can  obtain 
and  it  is  advisable  to  any  store  to  en- 

gage the  services  of  outside  persons  to 
work  up  a  good  number  of  show  pieces 
for   the   early   display. 

Indications  point  for  a  continued 

vogue  for  the  hand-knit  all  black  or  navy 
sweater  in  both  wool  and  silk  this  fall, 
as  well  as  for  a  new  type  of  fancy  work 
to  be  done  in  a  sort  of  ribbon  or  braid 
in  floral  effect.  This  latter  novelty  is 
very  new  and  as  it  works  up  quickly, 
the  demand  for  it  in  connection  with 
pillows,  runners,  etc.,  will  be  large. 

Stamped  Goods 

Stamping  of  initials  and  embroidery 
designs  should  be  promoted  this  fall  in 
such  departments  as  this,  particular 

emphasis  being  given  to  infants'  wear 
of  all  sorts,  as  this  line  is  a  perennial 
seller.  Two  alphabets  should  be  suffic- 

ient to  feature  when  stamping  is  under- 
taken for  customers,  so  long  as  a  com- 

plete range  of  sizes  is  carried  in  each. 
Whenever  business  in  the  fancy  work 

section  becomes  somewhat  quiet  it  is  ad- 
visable to  announce  that  private  lessons 

will  be  given  by  the  head  of  the  de- 
partment to  any  who  require  assistance. 

The  materials  will  be  purchased  in  the 

store    and     a     nominal    fee    should    be 
charged. 

It  is  always  advisable  for  the  sales 
staff  to  become  proficient  in  suggest- 

ing substitutes  for  any  particular  des- 
ign or  novelty  if  the  particular  thing 

wanted  is  not  in  stock.  A  quick  sug- 
gestion of  something  quite  as  attract- 

ive and  at  the  same  cost  will  readily 
please  a  customer  who  is  disappointed 
at  not  getting  what  she  came  for. 

Children's   Wares 

Prior  to  Christmas  furthermore,  a 

goodly  range  of  novelties  such  as  baby's celluloid  toys,  ribbon  accessories,  bags, 
beads  and  laces  may  be  advantageously 

displayed,  since  all  customers  who  fre- 
quent the  department  may  not  wish  to 

buy  fancy  work  only.  Early  in  Dec- 
ember, a  counter  of  quickly  made  little 

trifles  will  be  a  distinct  advantage  to  the 

department,  preferably  if  they  are  in- 
dividual in  type  and  fairly  easy  to  copy. 

Children  especially  like  to  make  their 
own  gifts  and  parents  would  gladly  en- 

courage such  buying,  if  the  little  gifts 
are  of  a  distinctive  and  practical  design. 

All  kinds  of  doll's  clothes  will  prove  us- 
ually acceptable  at  this  time,  and  nimble 

little  fingers  can  be  soon  taught  to  cro- 
chet a  minute  sweater  or  a  cap  to  give 

to  a  child  friend. 

The  important  thing  to  remember  in 
connection  with  fancy  work  is  to  play  up 

the  economical  side  this  fall,  emphasiz- 
ing the  added  value  which  personal  ef- 
fort always  imparts  and  showing  that  a 

certain  sum  of  money,  say  ten  dollars, 

may  be  made  to  cover  half  a  dozen  real- 
ly distinctive  gifts  when  home  made, 

whereas  in  the  regular  manner,  one 
can  buy  very  little  of  real  value  for  the 
same  amount. 

Attractive  announcements  such  as 

"Come  in  and  let  us  show  you  how  to 
make  ten  dollars  cover  your  Christmas 

gifts,"  will  attract  numberless  custom- 
ers to  whom  the  greatest  festival  of  the 

year  presents  more  than  the  usual 
harassing  problems. 

Canadian  failures  for  the  week  ending 
October  7,  were  higher  than  for  any  of 
the  five  preceding  weeks,  and  three 
times  the  number  reported  for  the  same 
week  last  year.  Total  failures  in  Canada 
amounted  to  60,  compared  with  21  last 

year,  and  52  for  the  week  ending  Sep- 
tember 30.  By  provinces  the  figures 

are:  Ontario,  16;  Quebec,  32;  Saskatche- 
wan, 2;  British  Columbia,  4;  Nova  Sco- 

tia, 5;   Newfoundland,   1. 
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Sudden  Impetus  to  Knitting  has  Created 
Scarcity  of  Yarns  and  Wools  of  All  Kinds 

Wholesalers  Hint  that  Manufacturers  Did  Not    Anticipate  Requirements  —  Merchants 
Throughout  Country  Carrying  Knitted  Dresses  and  Caps — Many  Vivid  Colors 

Being  Used 

T^T^ITH  the  scarcity  of  yarns  and 
y\  wools  of  all  kinds  as  a  result  of 
"  ™  the  sudden  impetus  which  has 

been  given  to  knitting-  during  the  last 
six  weeks,  wholesalers  are  inclined  to 
blame  manufacturers.  They  say  that 
early  in  the  summer  the  factories  asked 
them  to  anticipate  orders  for  fall,  al- 

though at  that  time  there  was  little  in- 
dication of  any  business  in  wools.  Yet 

many  manufacturers  were  not  willing 
to  anticipate  in  their  turn.  One  whole- 

sale house  states  that  it  is  now  unable 
to  obtain  a  pound  of  white  floss  of  the 
make  it  desires.  Because  the  trade  did 
not  order  this  particular  line,  none  of 
it   was   made. 

Retailers  have  now  disposed  of  nearly 
all  of  their  distress  merchandise.  It  was 
thought  earlier  in  the  season  that  there 

was  a  sufficient  supply  of  men's  sweat- 
er? on  hand  to  last  until  Christmas,  but 

the  trade  is  now  asking  for  them,  par- 
ticularly for  the  cheaper  grades.  One 

mill  in  Owen  Sound  has  had  to  double 
its  help  and  work  overtime  in  order  to 
turn  out  its  orders.  Retailers  will  take 

anything  in  men's  and  boys'  coats  but 
navy  is  made  up  most  of  all. 
Increase    On    Spring    Lines    Announced 

There  has  been  a  more  or  less  general 
announcement  of  an  increase  in  the  pri- 

ces on  all  knitted  goods  for  spring.  Un- 
derwear has  added  ten  per  cent  to  last 

spring's  prices,  and  hosiery  has  advanc- 
ed from  five  to  fifteen  per  cent.  Travel- 

lers who  have  shown  samples  so  far, 
report  that  these  increases  have  not  re- 

tarded business. 

Because  of  the  mild  winter  last  year 
most  retailers  were  left  with  very  large 
supplies  of  women's  winter  underwear. 
The  mills  received  so  few  orders  dur- 

ing July  and  August  that  they  practic- 
ally abandoned  the  line.  Merchants, 

however,  began  asking  for  underwear 
on  October  1,  and  both  wholesale  and 
retail  houses  now  declare  that  there  will 

be  a*  shortage  by  Christmas. 

Women's    Knitting    Sets 
It  is  found  that  knitter:?  are  int  de- 

voting their  time  to  sweaters  as  much 
as  in  previous  years.  They  make  one 
sweater,  a  cape,  a  scarf  and  a  hat.  This 
requires  the  very  best  grades  of  wool. 
Slyn.<  trimming  or  what  was  at  one 
time  called  nigger-head  is  used  on 
sweaters  and  capes.  An  imitation 
fringe  is  also  popular.  Brushed  wool 
continues  to  bo  favoured  on  any  gar- 

ment  devoted   to    sports'  wear. 
Tuxedo  collars  are  by  all  means  the 

favourites  especially  in  those  worn  sep- 
senarately.     One   or  two   manufacturers 

are  featuring  the  hem  fold  on  the  slip- 
on  sweaters.  Both  wool  and  silk  mod- 

els are  trimmed  with  stripes  or  silk 
braid  of  a  contrasting  color.  Openwork 
designs  are  not  shown  as  much  as  they 
were  a  month  ago.  Long  tassels,  girdles 
of  beads  or  leather  and  narrow  ribbons 
are   used   on  many   sweaters. 

Toronto  firms  are  selling  sweaters  of 
wool  in  the  following  shades:  red, 
mauve,  tangerine  and  navy  (when  they 
can  obtain  it).  Silk  sweaters  are  want- 

ed in  black  and  white,  all  black  or  all white. 

Knitted     Dresses     and     Capes     Carried 
By   Most  Merchants 

A  representative  from  Dry  Goods 
Review  noticed  during  a  recent  trip 
through  central  Ontario,  that  merchants 
in  even  the  smallest  towns  are  carrying 
suits,  dresses  and  capes  of  wool.  There 
is  enough  demand  for  them  to  warrant 
it.  Merchants  realize  that  they  must 
stock  sufficient  of  such  things  as  these 
to  satisfy  customers  who  take  occasion- 

al trips  to  the  cities  or  who  read  the 
fashion  notes  in  the  papers.  That  knitted 
capes  and  dresses  are  not  becoming  to 
stout  women  is  declared  by  several  firms 
to  be  altogether  wrong.  A  well-made 
garment  of  knitted  wool  is  one  of  the 
most  becoming  costumes  for  stout  wo- 
men. 

The  matter  of  price  on  these  lines  has 
until  now  been  a  bone  of  contention 
among  manufacturers  and  retailers.  It  is 
thought  that  before  next  spring  this  will 
be  sufficiently  stabilized  to  enable  them 
to  be  offered  at  prices  as  firm  as  sweat- 

ers. The  present  fluctuation  is  the  nat- 
ural outcome  of  attempting  to  market 

lines  which  have  not  been  categorized 
as  staples.  The  public  must  determine 
for  itself  what  are  staples  and  they 
have  now  declared  in  favor  of  all  knitted 
outerwear. 

Vivid  Colors  in  Scarfs 

With  the  dark  suits  of  navy  tricotine 
and  tweed,  women  want  scarfs  of  the 
very  highest  shades.  Indian  colorings  in 
stripes  and  bandings  are  best  of  all. 
Tam-o-shanter  caps  in  one  or  two  shades 
are  worn  with  them  as  well  as  with  the 

capes.  Manufacturers  are  looking  for- 
ward to  business  in  knitted  cuff  gloves 

shortly,  for  wear  with  these  outfits. 
Small  knitted  vests  are  now  made, 

usually  of  a  vivid  hue,  to  be  worn  with 
any  of  the  wool  outfits.  They  are  par- 

ticularly good  with  the  heather  sweat- 
ers and  suits,  as  they  brighten  up  the 

outfit  and  are  more  serviceable  than 
most  fabric  vests. 

No   Rush   For   Christmas   in  Silk Stockings 

While  the  demand  for  silk  hose  has 

been  fairly  steady  all  fall  and  the  bet- 
ter grades  are  wanted  more  than  any, 

Canadian  mills  have  not  yet  felt  any 
increased  pressure  for  Christmas.  They 
say  that  they  are  more  satisfied  with 
the  hose  business  than  most  of  the 
other  knitted  lines.  There  is  hardly  a 
manufacturer  in  Canada  who  is  not 

worlcing  on  some  improvement  in  his 
machinery.  They  no  longer  wait  for 
American  firms  to  lead  the  way.  In  fact 
some  of  the  biggest  manufacturers  in 
the  United  States  are  watching  carefully 

the  progress  which  is  being  made  here. 
Dyeing  is  one  part  of  the  work  which 
Canadian  mills  are  specializing  in.  One 
Toronto  firm  does  the  dyeing  of  much 
of  the  Italian  silk  hose  which  is  import- 

ed by  one  of  that  city's  largest  depart- ment stores. 

NEW  KNITTED  NOVELTIES 

(Continued  from  page  74) 

weather  apparel.  Another  simple  little 
pull-over  was  checked  in  white  in  large 
four  inch  blocks.  Two  trig  little  pock- 

ets and  narrow  string  belt  provided  the 
sole   embellishment. 

Tricolette  in  Novel  Effects 

Those  who  have  predicted  the  death 
knell  of  the  tricolette  coat  or  sweater  will 
have  reason  to  change  their  opinion 
somewhat  after  viewing  the  advance  col- 

lections of  new  models.  Navy  blue  tri- 
colette is  exceedingly  smart  when  made 

up  into  simple  tuxedo  coats  with  a  trim- 
ming of  white  brushed  wool  all  round 

the  edge.  Black  is  also  effective  in  this 
manner  but  there  are  few  other  colors 

spoken  of.  A  distinct  novelty  is  the 
navy  blue  tricolette  tuxedo  embroidered 
in  all-over  effect  in  white  chain  stitch- 

ing, with  its  collar  band  and  cuffs  of 
white   self   material. 

The   Jersey    Jumper 

Returning  manufacturers,  who  have 

lately  visited  New  York  market,  tell  of  de- 
lightful jersey  cloth  middies  or  pull- 

over blouses  trimmed  with  original  hand 
embroidered  effects  and  with  scalloped 
hems.  Some  quite  stunning  models  for 

copying  purposes  were  shown  to  Dry 
Goods  Review  including  a.,  sand  colored 

jumper  with  trimmings  of  sapphire  blue 
chenille.  The  chenille  was  worked  into 

tiny  flowers  in  circular  motif  form  in- 
set in  scallops  of  heavy  floss  silk,  and 

the  round  neck  was  finished  with  a  plain 
binding  of  the  blue. 
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Owen  Sound  Merchant  Makes  Speciality  of 
Stocking  Lines  Not  Carried  by  Other  Stores 

Has  Big  Trade  With  Summer  Tourists — Big  Knitted  Goods  Trade  All  the  Year  Round 
— Gives  Free  Instructions  to  Customers — Corsets  and  Brassieres  Are  Featured 

Strongly. "K NITTING  materials  sell  all 
year  round  in  Canada.  There 
is  business  in  even  the  very 

small  towns  in  this  line,"  Mrs.  F.  A. 
Rolston  of  Owen  Sound  told  Dry  Goods 

Review.  "I  do  not  think  that  yarns 
alone  will  carry  a  small  store  but  along 
with  some  other  speciality  they  should 
bring^  a  good  profit.  In  Owen  Sound, 
corsets  have  proved  a  very  good  line  for 

me." 
Mrs.  Rolston  has  a  fancy  goods  shop 

on  2nd  Ave.,  Owen  Sound,  which  is 
known  all  over  the  Georgian  Bay  dis- 

trict. Cottagers  and  tourists  from  dif- 
ferent parts  of  this  country  and  the 

United  States  do  a  certain  amount  of 
business  with  her  all  winter  as  well  as 
during  the  summer  season.  How  she 
has  built  up  this  mail  order  business 
was  a  question  which  interested  our  rep- 

resentative. "My  aim  has  always  been 
to  sell  everything  which  no  one  else 
has.  I  make  it  a  point  to  find  out  what 
other  stores  do  not  carry  in  fancy  goods, 
linens,  wools  and  needlework  of  all  kinds 
and  I  procure  those  lines.  As  a  result 

I  'am  indepensable  to  my  customers." 

How  This  Plan  Works  Out 

This  scheme  of  stocking  what  other 
stores  do  not  handle  is  one  which  is  par- 

ticularly applicable  to  fancy  work  shops. 
Even  in  the  largest  cities  women  com- 

plain that  they  are  not  able  to  obtain 
what  they  want. 

Situated  as  Mrs.  Rolston  is,  in  a  city 
which  is  the  centre  of  summer  resort 
trade,  she  sells  a  great  deal  of  needle- 

work and  knitting  materials  to  women 
who  want  something  to  occupy  their 
leisure  time.  When  these  women  re- 

turn to  their  homes  in  the  fall  they  very 
often  cannot  duplicate  these  materials 
and   are   forced   to   write   her   for  them. 

"I  try  to  sell  everything  in  sets,"  says 
Mrs.  Rolston.  "In  this  way  I  rarely  find 
that  my  first  sale  to  a  customer  is  my 
last.  The  conclusion  of  a  transaction 
does  not  take  place  when  I  have  parcel- 

led up  a  purchase  and  given  my  custom- 
er her  change — it  ends  when  she  has 

completed  a  set  of  the  same  design  as 
the  one  she  chose  when  she  first  came 

into  my  shop.' 

Favors  Manufacturers  Who  Do  Not 

Change  Designs  Frequently 

With  Mrs.  Rolston's  method  of  aim- 
ing at  steady  patronage,  it  is  impossible 

to  push  every  new  line  that  a  manufac- 

turer, turns  out.  Needlework  is  very  slow 
requiring  very  often  years  of  patient  la- 

bor on  the  part  of  customers  before  a 
set  is  completed.  Some  women  take  on- 

ly one  article  each  summer  to  work  on. 
Manufacturers  who  try  new  designs  to 
the  exclusion  of  old  ones  are  not  favor- 

ed bv  this  merchant. 

Chocolate  and  cream  form  the  combin- 
ing   tones    of    this    simple    tvxedo    coat 

sweater.  The  use  of  contrasting  stripe 

effect  is  a  feature  of  the  sweater  ranges 
)f  Spring  1922.  Sweater  by  courtesy^  of 
Fainer  Knitting  Co.,  Montreal.  Photo 

by  Photo-Kraft  Studios. 

Instruction  Free 

Whenever  a  purchase  is  made,  custom- 
ers are  given  to  understand  that  they 

may  return  at  any  time  during  the  pro- 
gress of  their  work  to  obtain  instruction. 

This  was  a  boon  to  knitters  especially 
during  the  war  and  later  when  the 
craze  for  sweaters  came  in.  Mrs  Rol- 

ston makes  it  a  point  to  guarantee  as 
far  as  possible  that  she  will  obtain  the 
same  wools  when  desired. 

A  big  business  is  done  in  designing  in 
this  shop.  Original  ideas  are  executed 
and  all  kinds  of  stamping  are  made  a 

specialty.  Complete  bedroom  sets,  living- 
room  and  dining  room  sets  are  sold.  Pil- 

low-cases, sheets,  table  linens  and  cush- 
ions may  be   obtained. 

Corsets  And  Brassieres  Sell  in  Fancy 
Goods  Shor> 

With  the  city  trade,  Mrs.  Rolston  has 
built  up  a  good  corset  business  simply 
by  learning  how  to  sell  corsets.  She  is 
a  firm  believer  in  fitting.  A  well-fitted 
corset  gives  a  woman  a  permanent  feel- 

ing of  satisfaction  toward  a  store.  Then 
in  the  summer  time  there  is  the  trade  in 

girdles.  Tourists,  especially  Americans, 
wore  them  almost  exclusively  this  year. 

To  the  retailer  who  takes  corsets  seri- 
ously, brassieres  are  important.  Mrs. 

Rolston  tries  to  sell  a  brassiere  with 

every  pair  of  corsets  and  is  careful  that 
this  is  fitted  too.  She  claims  that  a 
saleswoman  in  this  line  needs  training 
and  experience.  She  has  made  a  study 
of  the  rudiments  of  hygiene  as  they  ap- 

ply to  the  wearing  of  corsets  but  she 

says  that  this  alone  is  not  sufficient. 
It  is  year  in  and  year  out  fitting  which 
makes  a  saleswoman  competent  to  judge 

the  correct  corset  for  each  figure.  When 
women  wait  until  the  summer  time  to 

get  their  supply  of  corsets  for  wear  in 
California  or  New  York  they  know  when 

they   have   found   a    good   fitter. 

OPENS  UP  NEW  STORE 

Mr.  Meyers  who  has  for  the  last 

few  years  successfully  carried  on  his 
ladies'  wear  store  on  Gottingen  Street, 
Halifax,  N.S.,  has  recently  opened  a 
new  and  more  up-to-date  store  on 
Barring-ton  Street,  Halifax,  which  is 
the  main  business  street.  This  store 

is  catering  to  a  higher  class  trade  and 
none  of  the  cheaper  lines  of  goods  are 
carried.  This  store,  while  having  only 
been  open  since  June  1st  this  year,  is 
steadily  increasing   in   business. 
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No.  L.626 

This  stylish  model  is 
kni  t  full-fashioned 
from  extra  quality 
Australian  Botany Yarns. 

Monarch-Knit 
Sweater  Coats 

A  big  range  of  stunning  new  styles  and  extra  special 
values    for   Spring,   1922  —  Watch  for   our  travellers 

The  Monarch  Knitting  Co.,  Limited 
Head  Office:   DUNNVILLE,  ONTARIO 

Factories  at:   Dunnville,  St.  Catharines,  and  St.  Thomas,  Ontario 
VANCOUVER  MONTREAL  TORONTO 

The  Monarch  Knitting  Co.,  Limited       The  Monarch  Knitting  Co.,  Limited       Room  322,  Ryrie  Bldg. 
408-409  Mercantile  Block  Dubrule  Bldg.,  Phillips  Square  229  Yonge  Street 
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Monarch-Knit 
Hosiery 

Be  sure  to  see  the  Spring  range  of 

Monarch-Knit  Hosiery 
For  Men  and  Women 

Just  what  your  customers  want — smart  style,  good  fit,  assured 
comfort  and  long-wearing  qualities,  at  a  moderate  price.  See  the 
Spring  samples  now  being  shown  by  our  travellers.  You  will  be 
especially  interested  in  our  range  of  exceptional  values  in  silk 
hosiery. 

Monarch    Yarns 
FLOSS— DOWN— DOVE— BUTTERFLY 

The  yarns  that  are  made  up  to 

a  standard — not  down  to  a  price 
One  of  the  most  effective  methods  of  maintaining  and  extending  the 
sale  of  hand-knitting  yarns  in  Canada  is  the  publication  of  the  Mon- 

arch Style  Books.  Book  No.  7  is  having  the  same  success  as  its  pre- 
decessors. It  is  selling  steadily  in  all  parts  of  the  country.  We  are 

advertising  it  in  all  the  leading  magazines  and  farm  papers  and  in 
several  of  the  larger  city  dailies.  Every  copy  sold  means  more  yarn 
sales.  Push  Monarch  Books  and  Monarch  Yarns  and  you  will  in- 

crease the  business  of  your  yarn  counters. 

The  Monarch  Knitting  Co.,  Limited 
Head  Office:   DUNNVILLE,  ONTARIO 

Factories  at:   Dunnville,  St.  Catharines,  and  St.  Thomas,  Ontario 
VANCOUVER  MONTREAL  TORONTO 

The  Monarch  Knitting  Co.,  Limited      The  Monarch  Knitting  Co.,  Limited       Room  322,  Ryrie  Bldg. 
408-409  Mercantile  Block  Dubrule  Bldg.,  Phillips  Square  229  Yonge  Street 
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Quick  Delivery 
on 

Quick  Sellers 
The  lines  of  Ballantyne  Knitted  Out- 

erwear shown  here  are  the  big  favorites 
for  this  fall  and  winter.  Take  the  Bal- 

lantyne Shawlette,  for  instance:  This 
big,  warm,  fleecy  wrap  is  desired  by 
every  woman  and  girl.  Have  you  got 
it  to  show  your  customers?  Then  there 
are  the  skating  sets  and  the  fashionable 
novelties  in  coats  for  men,  women  and 

girls. 

Boys'  Jerseys,  too — they  sell  big  at 
this  season,  one  of  the  lines  that  has 
established  the  reputation  of  Ballan- 

tyne Knitted  Outerwear. 

We  can  give  you  quick  delivery  on 
these  lines.  Send  us  your  sorting  orders 
without  delay. 

No.  1430— The  shawlette  is  the 
big  idea  in  knit  goods  for  fall 
— they  can't  resist  them.  What 
every  woman  wants  is  one  of 

these  big,  fluffy,  attractive 
shawls.  This  one  is  seventy- 

two  inches  long  and  twenty- 
four  inches  wide.  The  colors 
are  coralette,  mauve,  sea  green, 

pink,  apricot,  canary  and  Cop- 
enhagen with  contrasting 

stripes.  Price  $51.00  per  doz- en. 

T/vfl  (i  /( 
So.  7067—Ladies'  Coat  in  smart 
black  and  white  effect — ab- 

solutely all  wool  in  popular 

jersey  stitch — also  made  in  any 
color  combinations.  $82.00  per 
dozen. 

Send  for  Advertising 
Electros 

We  have  prepared  electros  of  cuts 
showing  the  best  selling  lines  of  Ballan- 

tyne Knitted  Outerwear  for  Fall.  Send 
for  them.    They  are  free  for  your  use. 

R.  M.  Ballantyne  Limited 
STRATFORD,  CANADA 
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Mr.  Merchant:— 

You  remember,  last  year,  owing  to  the  ex- 
tremely mild  winter,  and  to  the  buying  public 

purchasing  only  what  was  absolutely  necessary, 

that  only  about  25  per  cent,  of  the  normal  under- 
wear buying  was  done. 

This  year  all  indications  point  that  we  are 

going  to  have  a  long,  cold  winter — and  under- 
wear must  be  purchased.  The  public  are 

through  buying  underwear  of  inferior  quality. 

They  are  going  to  spend  their  money — but  only 
on  Brands  that  have  proven,  and  will  stand  the 

test  of  being  good  underwear — from  point  of 
view  of  SERVICE,  STYLE  and  COMFORT. 

"CEETEE"  has  passed  the  economical  buy- 
ing test,  and  is  recognized  all  over  Canada — by 

dealers  and  the  public — as  the  "good  under- 

wear." 
This  year  there  will  be  more  "CEETEE" 

sold  than  ever  before.  This  year  we  are  reach- 
ing the  buying  public  by  National  Advertising 

bigger  and  better  than  before.  Full-page  ad- 
vertisements will  appear  in  National  periodicals, 

and  an  intensive  newspaper  campaign  will  be 

behind  you  in  selling  "CEETEE." 

"CEETEE"  is  one  "mover"  that  you  can  de- 
pend upon  to  show  a  profit  on  the  right  side  of 

the  ledger. 

Link  up  your  local  advertising  with  ours. 

Have  a  "CEETEE"  window-week.  Use  our 
beautiful  show  cards  and  display  advertising. 
We  will  gladly  furnish  you  FREE  OF  CHARGE 
with  any  stereos  to  use  in  your  advertising. 

Remember  this  is  "CEETEE"  year. 
You  will  be  proud  to  handle  it. 

MANUFACTURED   ONLY   BY 

Sold  by  the  best  dealer 

For   Bigger  Profits 
Push 

"CEETEE 
THE  PURE  WOOL 

UNDERCLOTHING 
THAT  WILL  NOT  SHRINK 

OR #% 

TURNBULL'S      PERFECT      FIT 
TING     RIBBED     UNDERWEAR     in 
Wool,  Wool  and  Cotton  and  Cotton, 
is  up  to  the  same  high  standard  as 
employed  in  the  making  of  the  fam- 

ous "CEETEE"  underclothing.  The 
raw  materials  used  are  the  very 
best  and  no  effort  is  spared  to  make 
them  as  perfect  as  possible ;  the 
seams  are  strong  and  smooth  and 
the  fabric  is  extremely  elastic  and  ^ comfortable.  ^ 

On  top  of  all  this  you  have  Turn-  § 
bull's  reputation  as  makers  of  good  ̂  underwear    for   over    60    years.  ^ 

I 

of  Gait 
Worn  by  the  best  people 
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Underwear 

Infants'  Vests  of  Downy,  Soft  Wool 
INDIFFERENT  quality  or  careless  workmanship 

in  baby's  clothes  reacts  on  you  more  quickly 
and  more  strongly  than  in  any  other  line. 

Therefore  be  careful  when  you 

buy.  Mercury  infants'  vests will  completely  satisfy  the 

mother.  The  finest — the  choic- 
est of  Australian  wool  or  silk 

and  wool  is  knit  into  a  gar- 
ment that  will  keep  baby  warm 

and  comfortable. 

It  is  soft.  It  is  smooth.  There 

are  no  knots — no  strains— no 
wrinkles  to  chafe  the  skin.  The 

seams  are  beautifully  worked 

with  silk  and  are  perfectly  even 
— no  ridges  or  rough  edges  to 

worry  him.  The  little  garments 

are  nicely  finished  throughout. 

We  also  make  infants'  bands 
and  ties. 

Ask  the  purchaser  to  examine 
it  closely.  Let  her  see  that  you 

are  confident  that  you  are  of- 
fering her  the  best  you  could 

buy. 

MERCURY  MILLS 
LIMITED 

Hamilton  Canada 

Makers  of   Underwear    and    Hosiery 

for  Men,  Women  and  Children 

For  Older 

Children — 
Underwear  of  the 

same  famous  Mer- 

cury quality. 
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Hosiery 
The  Distinctive  Line 

that  Sells  Best 
The  experience  of  Mercury  deal- 

ers is  the  same  everywhere.  :  Even 

your  most  inexperienced  saleswo- 
man can  talk  enthusiastically  about 

the  Mercury  line  that  has  such  a 
wealth  of  distinctive  and  superior 
features.  Never  was  a  line  so  easy 
to  sell! 

5  Points  of 
Superiority 

Familiarize  your  salespeople  with  the  famous  Mer- 
cury five  points  of  superiority  and  watch  results. 

1 — Seamless — Not  a  seam  anywhere  to  rip  and  cause  foot 
discomfort. 

2 — Fashioned  ankle — narrowed  and  perfectly  shaped,  fitting 
snugly.     Neither  washing  nor  wear  can  mar  the  comfort. 

3 — Full  Fashioned  Calf — The  shape  is  knitted  in  and  is  per- 
manent. 

4 — Widened  Top — Generously  wide,  roomy,  elastic  and  fash- 
ioned to  cling  to  the  leg  without  binding. 

5 — Shaped  Foot — Will  not  lose  shape  in  washing.  No  seams 
— comfortable. 

Silk  (plain  or  drop  stitch),  cashmere,  lisle  mercer- 
ized and  cotton — or  two-tone  effect  of  heather  and 

lovat  shades. 

SEAMLESS 
run-  FASHIONED 

CALF 

SHAPED  FOOT 

NO    SEAMS 

MERCURY  MILLS,  LIMITED 
HAMILTON  -  CANADA 

Makers  of  Hosiery    and    Underwear    for    Men,     Women    and    Children 
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Buy  right  the  first  time.  First  Im- 

pressions count.  Perfect  Satisfaction 

is  guaranteed  in  the  Jersey's  Ltd. 
Bathing  Suits  for  women,  men  and 

children.  Their  superior  quality 

coupled  with  reasonable  prices  mark 

them  as  a  "Good  Buy."  Part  of 
their  unusual  success  may  be  attri- 

buted to  their  original  up-to-date 
minute  styling. 

455  King  St.  West 
Toronto 

i 
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The  Story  of  Three 
Underwear 
Trade  Marks 

T HE   INSTITUTION    now   known   as   The  Dods  Knitting  Company,  Limited, was   founded   more   than   fifty   years  ago. 

Millions  of  Dods-Knit  undergarments  have  been  worn  by  Canadians  since 
then. 

••••** 

The  Dods-Knit  trade  mark  is  familiar  to  the  trade  and 

the  public — especially  to  outdoor  workers  with  whom  the 
warm,  comfortable  Dods  Elastic  Knit,  Dods  Scotch  Knit  and 

Dods  Merino  Lines  are  exceedingly  popular. 

Another  well-known  line  of  underwear  is  "Beaver"  Fleece,  made  by  the 
Beaver  Knitting   Mills,   Limited,   of  Alton,  Ontario,  which  is  also  controlled  by 

The  Dods  Knitting  Company,  Limited.     The  Beaver  Fleece 
trade  mark  is  known  from  coast  to  coast. 

For  reasons   of  trade   policy,  these  two   old  familiar 
trade  marks  have  been  combined  into  one  new  trade  mark. R  E  G'O FLEECE 

The  New  Trade  Mark 
This  new  trade  mark  will  be  stamped  across  the  garments  of 

both  the  Dods-Knit  and  Beaver  Fleece  lines. 

To  distinguish  one  line  from  another,  the  word  "Elastic"  will  be 
printed  under  the  trade  mark  on  all  Dods  Elastic  Knit  garments. 

Similarly,  the  words  "Scotch,"  "Merino"  and  "Fleece"  will  be 
used  under  the  trade  mark  on  each  of  these  line?. 

Dods-Knit  Underwear  is  also  being  advertised  to  the  consumer 
this  Fall  in  a  list  of  leading  newspapers  with  national  circulations.  The 
trade  will  find  Dods-Knit  a  profitable  line  to  handle. 

Order  From  Your  Wholesaler. 

The  DODS  Knitting  Company 
ORANGEVILLE ONTARIO Limited 

Selling  Agents  to  the  Trade 

Ontario  and  Western  Canada:  Quebec  and  Maritime  Provinces: 
R.  Reade  Davis,  Manchester  Building,    Wm.  C.  Foster,   128  Bleury  Street,  Montreal,  Quebec. 

33  Melinda  Street,  Toronto,  Ontario. 
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UNSHRINKABLE 

The  Underwear 

that Overyears   34 
ATLANTIC  UNDERWEAR 

LIMITED 

MONCTCN        -         .         N.B. 

E.   H.  Walsh   8b  Company 
Montreal  &  Toronto 

Selling  Agents  for  Quebec,  Ontario  and  Western  Province! 

MARK 

REGISTERED 

O.V  BRAND 
PURE  WOOL  UNDERWEAR 

For  Men  and  Soys 

For_15  years  the  standard  underwear 

for  outdoor^  workers.  Made  in  com- 

binations^[and  Two-piece  Suits 
SOLD    THROUGH 
WHOLESALE    TRADE 

BATES  &INNES  Limited 
Carleton  Place,  Oni. 

ESBates&Co.Ltd.,    H-J-Fox,     CE.Winks.       W.R.Miller. 
3»5  S t  .Nicholas  St.       152 Boy  St.     44  Aiken  Block.  MercantileBM£ 
Montreal  Toronto       Winnipeg  Vancouver 

PRISCILLA 
BRAND 

KNIT  GOODS 

for  KIDDIES 

This    "Fetching"    Store    Card 
printed  in  two  colors  on  stout  cardboard,  14 
x  21  inches,  is  now  in  course  of  preparation 
for  our  dealers.  It  should  help  them  to 
sell  more  Priscilla  Brand  garments. 
Are  YOU  getting  a  share  of  the  profits  on 
this  quick-selling  line?  If  not,  drop  us  a line  today. 

HENRY   DAVIS  &  CO.,  LIMITED 
2.r>9  Spadina   Ave. -  Toronto,  Can. 
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The  proof  is  in  the  Wearing! 

If  Burritt  Hosiery  did  not  stand  up  so 
well,  it  would  not  sell  so  well! 

Burritt  Hosiery  stands  the  test  of  hard 
wear  and  laundering,  bringing  you 

the  kind  of  satisfaction  that  material- 
izes in  Sales — and  more  Sales! 

There  are  several  reasons — each  one 
a  special  Burritt  feature. 

All  Wool  Heather 
Pure  Silk 
Silk  and  Lisle 

They  need  no  introduction  to  hundreds 
of  your  customers  who  saw  them  at  the 
Canadian  National  Exhibition. 

A.  Burritt  &  Co. 
Mitchell,  Ont. 

Established     1875 

Manufacturers  of  Sweaters,  Pure 
Camel  Hair  Men's  Seamless  Gloves, 
Pullovers,  Toques,  Boys'  and  Men's Ribbed  Worsted  Hosiery. 

Welcomed  and  Demanded  by  Women 

Women  welcome  and  demand  this  smooth  appear- 

ing, neat  fitting,  durable  underwear — Peerless 
Underwear. 

Play  right  up  to  that  demand,  and  make  a  goodly 

profit   too. 

For  Women -—Children ---Infants 

•ii  i 

IE'S 
Peerless  Underwear 

Company,  Limited 
Controlled    by 

j=)\  J.  R.  Moodie  &  Sons,  Limited 
Hamilton Ontario 
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HARVEY   "UNDIES" 
The  quality  which  has  made  Harvey 

"Undies  celebrated  is  not  "subject  to 
change  without  notice  like  a  railway  time 
table.  That  quality  has  been  first  thought 

for  so  long  in  our  plant,  it  has  become  sec- 
ond nature  for  all  time. — Set  a  standard 

that  brings    them   back  season   after  season 

for  HARVEY'S 
Illustrated  herewith  Is  a  HARVEY  {New-mode)  combin- 

ation winter-weiffht  XJndernarment  with  a  drop  seat, 
fashioned  to  tauten  up  over  the  corset.  This  unique  gar- 

ment Jits  smoothly  without  a  icrinkle.  It  is  made  in 
ankle  length  with  extra  long  cuffs,  to  facilitate  Die 
wearing  of  silk  hosiery. 
Made  in  three  styles — low  neck,  no  sleeves,  also  with  V- 
neck,  half-sleeve  (illustrated  herewith)  and  with  a  high 
neck  and  long  sleeres — from,  white  combed  Egyptian  cot- 

ton, winter-weight,  also  same  with  silk  stripe,  also  from 
silk  and  wool  and  all  wool. 

Harvey  Knitting  Company 
Limited 

\Voodstock        -        Ontario 

KM«°MM«°Kr5Kr 
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HAWTHORN  FA5RIC 
CANADA  PRODUCT 

Have  you  learned  the 
Value  of  this  Label? 

IT  appears  inside  garments 
made  from  Hawthorn  Fab- 

rics. It  is  also  appearing  in 
large  attractive  ads  every  week 
in  the  leading  daily  papers 
and  in  color  ads  in  the  maga- 

zines from  time  to  time. 

That's  what  makes  it  valuable 
to  you.  Women  see  it  in  the 
papers  every  week  and  are 
learning  to  look  for  it  in  the 
garments  they  buy,  for  it  is  our 
guarantee  that  the  fabric  is 
enduring  in  wear  and  color. 

It  will  pay  you  to  stock  up 
with  garments  made  from 
Hawthorn  Fabrics.  Our  ad- 

vertising is  creating  a  big  de- 
mand. 

HAWTHORN  MILLS 
LIMITED 

Carleton  Place,      Ont. 

c^    *> 

^X^L^L 
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Mills  at 
Kincardine 

and 

Owen    Sound 

Circle— Bar   Hosiery 
For  Men,  Women  and  Children 

When  customers  want  stockings  to  wear  with  the 
fashionable  strap  slippers,  the  perfect  fit  of  the  entire  foot 
is  as  vital  as  the  neat  ankle.  The  feet  of  Circle— Bar 
Hosiery  fit  without  wrinkles  because  of 

the  tapering  toe  and  the  extra  heel 

depth  which  prevents  wrinkles  below 
the    instep. 

You  please  customers  when  you  sell  them  Circle — Bar, 
whether  in  silk,  wool  or  cotton. 

The    Circle — Bar  Knitting  Co.,  Ltd 
RtCHTIMO 

HOSIERY 
HEAD   OFFICE KINCARDINE,  ONT. 

ESTABLISHED   1849 

BRADSTREET'S Offices    Throughout    the    Civilized    World 

OFFICES   IN   CANADA: 

Calgary,  Alta.  Ottawa,    Ont.  Montreal.    Que. 
Sdmonton,   Alta.  St.   John   N.B.  Quebec,   Que. 
Halifax,    N.S.  Vancouver,    B.C.  Toronto,    Ont. 
London,  Ont.  Victoria,  B.C.  Winnip^.    Man. 
Sydney,  N.S.  Hamilton,  Ont.,  and  St.  John'*,  Nfld. 

Reputation   gained   by   long   yean  of  vigorous, 
coneeientious   and   successful    work. 

JOHN  A.  THOMPSON,  General  Manager,  Western  Canada 

TORONTO,  ONTARIO 

SPECIAL 

THE 
POPULAR  SILK  & 

XMAS 
LINES 

WOOL  HOSE 

in  two-colour  effects,  with  or  without  hand-finish- 
ed embroidered  clocks,  is  now  being  shown. 
We  are  also  showing  beautiful 

PURE  SILK  LINES 

AGENTS  WANTED. 

Scottish  firm  of  manufacturers  and 

merchants  want  Canadian  agents.  Scotch, 

English  and  Irish  woollens.  Hold  large 

stocks  of  best  designs.  Write,  Box  102, 

Dry  Goods  Review,  88  Fleet  Street,  Lon- 

don, England. 

with  fashionable  hand-finished  embroidered  clocks. 
See  these  lines,  note  the  perfect  fit  and  close 

weave,  and  compare  our  prices  with  others.  Be 
prepared  for  the  Christmas  demand.  Place  your 
order  early. 

Selling  Agents: 

HARVEY  BROS.  &  SEMPLE  Limited 
325  Howe  St. 

VANCOUVER 
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OUR  NEW  LINE  OF  KNITTED 

SWEATERS  AND  TUXEDOS 
ARE  ABSOLUTELY  THE  NEWEST   AND  SMARTEST  OF  THEIR  KIND. 

DON'T  MISS  SEEING  OUR  SAMPLES. 
EASY  TO  SELL ALWAYS  IN  DEMAND 

m  Jfatner  knitting  jWtlte  vnm 
399  ST.   LAWRENCE  BLVD. MONTREAL 

KNITTED  COATS 

CAPS 

MUFFLERS 

TOQUES 
MITTS  GLOVES 

MEN'S  and  BOYS' 
PULLOVERS 

BOYS'  JERSEYS 
BATHING  SUITS 

BENTRO  QUALITY 

The  intrinsic  value  of  Bentro  Knitted  Goods 

has  always  appealed  to  knit  goods  buyers  and 

made  this  line  their  choice  when  real  honest- 

to-goodness  quality  is  required.  Only  the  best 

yarns  go  into  Bentro-Knit  garments  and 
through  the  experience  of  veteran  knitters  the 

best  results  are  achieved.  This  season  your 

customers  are  seeking  knit  goods  that  will  give 

service.  Sell  them  Bentro-Knit  lines  and  they 
will  not  be  disappointed. 

The  Williams  -  Trow  Knitting  Company,  Limited 
STRATFORD  CANADA 

IMPORTERS  and  MANUFACTURERS 

Art  Needlework  and  Fancy  Goods 
"Peri-Lusta"  "Crystal" Mercerized  Cottons  Artificial  Silk 

Embroidery  Materials 

Fancy  Linens  and  Piece  Goods 
MADEIRA    HAND   EMBROIDERED 
LINENS  w  HANDKERCHIEFS 

Campbell,  Metzger  &  Jacobson 
932-938  Broadway  New  York  Cor.  22nd  St. 

Canadian   Showroom   and  Factory  : 

Bay  and  Wellington  Sts.,         -        Toronto,  Canada 
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Accessory  Lines  in  Big  Demand 
Montreal  Houses  Report  Active  Trading — Popularity  of  Bramley  Collar — Sleeveless 

Dress  Helping  Blouses — What  About  Separate  Sleeves?  —  New  Models  in 
Boudoir  Caps — Demand  for  Camisoles  is  Big 

NECKWEAR  for  the  Fall  
and 

Winter  season  seems  to  have  re- 
solved itself  into  practically  only 

one  or  two  leading  numbers  or  styles, 
according  to  the  statement  of  a  leading 
Montreal  manufacturer  this  month.  Even 

in  New  York,  while  variations  on  orig- 
inal themes  in  any  given  line  appear 

to  be  almost  endless  in  regard  to  mater- 
ials and  finish,  yet  when  it  comes  down 

to  a  fine  point,  neckwear  styles  are 
decidedly  less  numerous  than  in  other 
seasons.  Yet,  despite  the  lack  of  variety, 
business  is  excellent,  and  womeii  seem 
willing  to  purchase  more  freely  of  dainty 
accessories  for  the  neck  and  cuffs  of 
their  Fall  costumes  than  for  some  sea- 

sons past. 

New  York  is  sponsoring  a  very  charm- 
ing development  of  the  Puritan  or  Peter- 

Pan  collar  the  demure  outline  of  which 
was  an  ideal  complement  to  the  profile 
of  the  young  girl.  With  the  advent  of 
colder  weather,  a  new  type  of  dress  has 
been  brought  forward  which  sprang 
instantly  into  popular  favor,  especially 
with  school  and  college  girls.  This 
dress  is  composed  of  a  pleated  skirt 
and  a  pull-over  jumper  style  blouse, 
finished  with  a  simple  round  neckline. 
This  outline  required  a  particular  type 
of  collar  to  complete  its  somewhat  ex- 

treme simplicity  artistically,  and  so  the 
Puritan  collar  with  modifications  was 
pressed  into  service.  The  dress,  which 

by  the  way,  is  called  the  "Bramley" 
frock,  has  given  its  title  to  the  new 
collar,  and  from  all  indications  the 
Bramley  collar  has  come  to  stay  for  the 
winter  here  in  Canada  as  well. 

"The  Bramley  Collar" 

The  "Bramley"  can  be  obtained  in 
practically  every  wanted  fabric,  includ- 

ing pique,  natural  linen,  satin,  flannel, 
etc.,  and  both  collar  and  cuffs  are  us- 

ually bound  with  a  half-inch  binding  of 
some  contrasting  material,  either  in 
self  or  differently  colored  fabric.  In  the 
daintier  models  a  fine  lace  edging  pro- 

vides an  exquisite  finish,  and  occasion- 
ally insets  of  Venise  or  Guipure  lace 

are  added.  The  reason  for  the  unusual 

attention  devoted  by  neckwear  manu- 
facturers to  this  particular  style  is 

due  to  the  fact  that  practically  all 
frocks  this  Fall  are  designed  with  a 
round  or  slightly  curved  neckline,  and 
with  the  pronounced  vogue  for  black 
and  very  dark  shades  of  navy  or  brown, 

some  sort  of  relief  against  the  wearer's 
face  is  essential.  To  preclude  any 
chance  of  the  collar  not  being  suitable, 

the  designers  have  made  the  "Bramley" 
collar  in  such  a  way  as  to  permit  of 
its  being  adapted  to  almost  any  neck- 

line. It  is  split  both  back  and  front 
right  to  the  binding,  and  so  can  ba 
worn  with  a  perfectly  round  outline  or 
with  an  oval  or  boat-shaped  one.  Trig 
little  black  bows  are  usually  provided 
with  these  collars,  although  there  may 
be  a  revival  of  the  Windsor  tie,  so  be- 

loved  of   school   girls. 

Tuxedo  Sets  in  Finer  Qualities 

Ranking  after  the  "Bramley"  sets  in 
popularity,  tuxedo  sets  both  plain  and 
of  rich  lace,  continue  in  great  demand 
for  this  Winter.  Ecru  Guipure  lace  in  a 

Th/>.  hexagon  bag  is  dark  brown  and  wood-grained.  It  comes  in  navy,  tan  and 
grey.  The  other  is  the  new  Swagger"  canteen  bag  made  in  calf-skin  in  the  follow- 

ing  colors:    grey    navy   and   brown.   Shown   by    Western   Leather   Goods,   Toronto. 

rich  heavy  design,  and  fine  drawn- 
work  upon  voile  or  organdy  are  easily 
the  best  sellers  in  this  line.  Embroider- 

ed linen  sets  in  broderie  anglaise  are 
shown   this  month  for  suits   and   street 

Dainty    Guimpes   for    Sleeveless    Frocks. 

Although  not  strictly  classed  as  neck- 
wear, the  little  blouse  worn  with  the 

sleeveless  dress  has  leaped  to  the  fore- 
front of  popularity  for  the  moment  and 

sell?  as  quickly  as  any  other  collar  nov- 
elty. A  new  model  which  is  just  being 

shown  is  made  of  ecru  Bretonne  net  in 

kimona  style  with  the  "Bramley"  col- 
lar effect,  edged  with  fir,e  dyed  lace 

to  match.  A  pretty  vestee-front  effect 
is  made  of  heavier  lace  applied  in  a 
straight  piece.  Other  dainty  models  in 
simple  white  dimity  either  plain  or 
cross  barred  are  proving  to  be  ex- 

ceedingly popular  sehers.  Wash  satin 
models  are  likely  to  be  put  on  the 
market  before  long,  to  satisfy  the  de- 

mand for  something  a  little  heavier  for 
colder  weather,  for  it  is  expected  that 
women  will  not  relinquish  the  sleeve- 

less frock  this   Winter. 

Separate  Sleeves?? 

New  York  is  showing  decided  inter- 
est in  separate  sleeves  this  Fall,  es- 

pecially those  of  net  or  lace  with  vividly 
colored  contrasting  insets.  Owing  to  the 
vogue  for  sleeveless  growns  it  has  been 
found  a  good  idea  to  sell  separate 
sleeves  so  that  the  same  frock  may  have 
two  different  aspects.  Whether  or  not 
this  idea  would  prove  acceptable  to 
the  Canadian  trade  is  not  decided  in 
the  minds  of  the  manufacturers,  who 
consider  that  the  expense  of  these 
accessories  would  prevent  their  attain- 

ing much   popularity   in   Canada. 
Lace  vestings  and  regulation  vestees 

continue  to  be  in  demand  although  more 
for  wear  with  sweaters  and  frocks  now 

than  to  accompany  suits.  The  ruffle- 
front  style  is  quieter  this  month  ow- 

ing to  the  advent  of  heavy  coats  upon 
fashion's  horizon. 

Prices  on  neckwear  at  present  are 
exceptionally  attractive,  especially  wh;n 
it  is  considered  that  workmanship,  mat- 

erials and  style  are  faultless.  Cheap 
neckwear,  constructed  of  inferior  mat- 

erials and  carelessly  put  together,  is 
not  wanted  anywhere.  The  public  is 
willing  to  pay  for  the  best  and  should 
not  be  asked  to  purchase  poor  mer- 

chandise when  the  Canadian  'market 
provides  the  utmost  in  novelties  of  the 
.better  sort. 

Continued  on  page   96 



Dry  Goods  Revi<  w DRESS     ACCESSORIES 93 

Business  Started  with  House  Aprons 
Neilson  &  Mills  of  Spring  Garden  Road,  N.  S.  Now   Have    Quarter   Million    Dollar 

Turnover — Ended  Millinery  Season  With  One  Hat  in  Stock — Taking  the  De- 
cline— Service  in  Ready  To  Wear  Department. 

A  SMALL  stock  of  ladies'  hou
se  ap- 

rons made  by  the  nimble  fingers 
of  Mrs.  Neilson  was  the  beginning 

of  the  business  now  known  as  Neilson 
&  Mills  Co.,  Ltd.,  of  Spring  Garden  Road, 
N.S.,  with  a  turnover  during  the  last 

year  of  a  quarter  of  a  million  dollars. 
In  1916,  Mr.  Neilson  had  worked  up  a 
little  business  which,  originally,  had  had 
three  dollars  capital  behind  it. 

The  aprons  had  been  well  worked  and 

had  sold  quickly  and  Mrs.  Neilson  de- 
cided to  make  some  more.  They  sold  as 

quickly  as  the  first;  the  result  was  that 
a  smail  store  was  started  in  a  small  way 
containing  small  lines  of  dry  goods. 

Gradually  other  lines  were  added.  Then 
her  husband  gave  up  his  work  and  joined 
with  Mrs.  Neilson  in  what  was  grownig 
into  an  active  business  venture.  In 
March  of  1917,  they  moved  into  larger 
premises,  the  site  at  the  present  store  on 
Spring  Garden  Read. 

Why  It  Grew 
Dry  Goods  Review  asked  a  member  of 

the  present  organization,  Emanuel  Jen- 

sen (who  became  a  member  of  the  com- 
pany in  the  early  part  of  the  present 

year)  what  lay  behind  the  growth  of 

the  business.  He  quoted  a  well-known 

aphorism  of  Thomas  Edison's,  "In  times of  crisis  when  business  decreases  65% 

use  75%  more  energy."  That  has  been 
the  policy  of  this  store  from  the  day  of 
its  inception.  After  going  to  their  new 
store  in  March  of  1917,  the  business 
quickly  grew  and  in  January  of  1918,  a 
limited  stock  company  was  formed  and 
H.  O.  Mills  became  a  partner.  For  the 
next  two  years  they,  like  all  other  retail 
merchants,  had  good  business  and  when 
the  financial  statement  was  made  up 
last  year  it  was  found  that  turnover  had 
increased  sixty  thousand  dollars  over 
the  previous  year. 

Taking  the  Decline 

Many  were  the  blue  ruin  predictions 
in  the  fall  of  last  year  when  prices  be- 

gan to  rapidly  decline.  Neilson  &  Mills 
pushed  their  goods  out  as  fast  as  pos- 

sible when  the  decline  started  and  did 
not  have  to  take  great  losses  on  their 
merchandise.  They  had  built  up  a  re- 

serve and,  with  lower  prices  coming 
along,  they  were  able  to  buy  new  mer- 

chandise at  favourable  prices  and  make 
a  profit  on  it.  With  the  remarkable  in- 

crease in  the  volume  of  sales  during  the 
year,  it  was  found  that  the  value  of 
stock  had  increased  only  three  thousand 
dollars  over  1919,  and  this  was  all  in 
fresh  goods  at  the  new  prices.  To  clear 
out  the  old  stock,  a  branch  store  was 
onened  in  the  north  end  of  the  city,  and 
while  it  was  the  intention  to  keep  this 

EMANUEL  JENSEN 

Of   the   firm   of  Neilson   and   Mills   Co., 
>/    Spring    Garden   Road,    Nova   Scotia. 

store  only  for  the  time  it  took  to  dispose 
of  stock  merchandise,  it  is  now  a  per- 

manent part  of  the  organization  with  a 
steadily   increasing   turnover. 

Morning  Specials 

Many  merchants  in  Halifax  have 
claimed  that  it  was  impossible  to  get  ths 
women  of  that  city  to  do  their  shopping 
in  the  morning.  Neilson  &  Mills  have 
proved  that  this  is  not  the  case.  To  off- 

set the  loss  in  business  caused  by  the 

Wednesday  half-holiday,  they  ran  a  ser- 
ies of  morning  specials.  The  results  have 

shown  that,  in  1921,  these  sales  have 
quadrupled  over  those  of  the  correspond- 

ing days  of  last  year.  The  actual  fig- 
ures were  shown  Dry  Goods  Review;  it 

is  not  a  matter  of  hearsay. 

The   Millinery   Department 

The  millinery  department  is  on  the  se- 
cond floor  and  this  end  of  the  business 

is  keeping  pace  with  the  growth  in  other 
departments.  With  the  close  of  the  spring 
season  only  one  hat  remained  in  stock. 
It  is  a  policy  of  this  department 
to  make  hats  on  approval  and 
this  has  gone  a  long  way  to  mak- 

ing satisfied  customers.  As  many 
as  three  hats  have  been  made  for  one 
lady  and  she  was  urged  not  even  to 
take  the  third  one  unless  it  was  abso- 

lutely satisfactory  to  her.  In  spite  of 
lower  prices,  the  sales  this  year  were 
seven  hundred  dollars  ahead  of  the  same 

period  last  year.  The  demand  there  has 
been  for  a  moderately-priced  hat  rang- 

ing around  $5.00. 

Service    in    Ready-to-Wear 
A  new  thing  that  has  been  tried  out 

this  year  is  the  making  of  ladies'  suits 
and  coats.  This  has  proved  a  valuable 

accessory  to  the  ready-to-wear  depart- 
ment and  has  been  the  means  of  giving 

service  when  it  was  impossible  to  fit 

a  customer  with  a  ready-to-wear  gar- 
ment. A  lady  came  in  one  afternoon  late 

wanting  a  sport  suit  to  wear  the  next 
morning.  They  did  not  have  her  size 
in  stock  but  it  was  suggested  that  they 
make  one  for  her.  Her  measurements 

were  taken,  the  goods  cut  and  the  suit 
ready  for  the  lady  next  morning  when 
she  wanted  to  go  away.  This  lady,  need- 

less to  say,  has  now  become  a  regular 
customer  of  the  store  because  she  was 
convinced  of  their  desire  to  give  service. 

Display  and  Advertising 

Display  is  always  given  a  great  deal 
of  attention  both  in  window  woi-k  and 
in  interior  decoration.  Goods  are  dis- 

played from  every  available  point  such 
as  from  tables,  shelves  and  lines.  They 
are  neyer  left  out  long  enough  to  be 
shop-worn ;  changes  are  frequently  made. 
The  advertising  has  increased  gradually 
with  the  increase  of  the  business.  Claims 
are  not  made  that  cannot  be  backed  by 
the  store. 

There  are  fifty-two  sales'  persons  on the  staff  of  Neilson  &  Mills.  A  bonus  is 

paid  to  each  clerk  if  his  or  her  sales  ex- 
ceed a  certain  figure  and  good  natured 

rivalry  is  maintained  throughout  the 
store  by  showing  on  a  bulletin  board  the 
sales  of  each  clerk  for  each  week.  The 

management  believe  that  this  has  cre- 
ated a  better  feeling  amongst  the  mem- 
bers of  the  staff. 

The  English  pocket-book  bag.  Made 
of  spider  iveb  lamb-skin.  Lined  with 
two-toned  materials.  Shown  by 
Julian  Sale  Leather  Goods  Com- 

pany, Toronto. 
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The  newest  idea  in  the  development  of  mesh  bags  is  herewith 

shown.  The  elongated  shape  and  conical  frame  is  decidedly  attrac- 
tive and  embodies  the  latest  style  as  featured  in  leading  fashion 

centres.  Both  these  bags  are  made  of  soldered  mesh  in  either  silver 

plated,  green  gold  or  sterling  silver  and  vary  in  size  from  two  to 
three  and  a  half  inches.  There  are  two  styles  of  frames  featured 
this  season  embodying  plain  and  the  more  elaborate  designs,  and 

in  each  case  the  bag  is  hung  from  a  slender  link  chain.  Bags  shown 

by   courtesy  of   the   Whiting  and  Davis   Company,  Sherbrooke,   Que. 

NEW    APPARATUS    FOR    MAKING 
MESH   BAGS 

A  new  development  in  the  manufac- 
ture of  mesh  bags  which  are  so  popular 

an  accessory  with  well  dressed  women, 
is  the  enterprise  recently  shown  by  the 
firm  of  Whiting  &  Davis  of  Sherbrooke, 
in  installing  the  necessary  apparatus  for 
the  manufacture  of  soldered  mesh  with 
green  gold  finish.  This  firm  are  the 
owners  of  all  the  patents  of  the  mesh- 
making  machine  to  which  many  im- 

provements have  been  made  since  its  in- 
vention in  1909.  The  new  improvements 

have  had  the  result  of  considerably  re- 
ducing the  cost  of  the  bags,  which  are 

now  entirely  a  Canadian  product  in 
every  respect.  An  interesting  feature 
of  the  process  of  manufacture  in  con- 

nection with  mesh  bags  is  the  fact  that 
100,000  tiny  gold  or  silver  rings  can  be 
made  into  one  complete  mesh  bag  and 
soldered  securely  in  the  short  space  of 
60  seconds.  Each  tiny  ring  measures 
nine  one-thousandths  of  an  inch  in  thick- 

and  will  hold  a  weight  of  5% 

pounds. 

Whiting  &  "Davis  started  in  the  Cana- 
dian mesh  bag  industry  thirty  years  ago. 

The  Canadian  plant  is  affiliated  with 
the  factory  at  Plainsville,  Mass.,  which 
produces  90';  of  the  bags  in  the  United 
States,  but  is  a  distinctly  Canadian  in- 
durtry. 

Upper — Novel  collar  lace  fea- 
turing insert  medallions  of 

hand     embroidered    flowers     on 
lawn. 

Lower — Imitation     of    CarrieJc- 
macross    pattern    in    collar  edg- 

ing. 

— Shown     by    Debenhams,    Ltd., 
Montreal    Branch. 

In  answer  to  the  deynand  for  feathers, 

these  evening  dress  accessories  have 

been  made.  The  fan  is  of  coque  feath- 
ers with  handle  of  amber.  The  arm- 

bracelet  is  of  chased  silver  with  os- 
trich. The  buckles  are  of  brilliants  and 

ostrich.  These  may  be  had  in  all  colors 
in  sets  suitable  for  Christmas  gifts.  The 
ornaments  illustrated  are  in  the  new 

Spring  shade  known  as  pumpkin.  Shown 
by  the  Dominion  Ostrich  Feather  Com- 

pany, Toronto.  Photo  by  Photo-Craft 
Studio    Montreal. 

A  new  disease  has  broken  out  in 
France.  It  is  believed  to  be  due  to  the 
wearing  of  silk  stockings  which  were  not 
sufficiently  sterilized  by  the  boiling 
through  which  they  passed  during  the 
process  of  dyeing. 

At  the  St.  Louis  fur  auctioiv  which 

opened  or.  September  23th,  some  $3,500,- 
000  wor+h  of  furs  were  to  be  offered  for 
auction.  On  the  first  day  over  $1,000,- 
000  were  sold.  Seal  and  fox  skins  rang- 

ed from    $650   to   $230. 
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Big  Run  on  Laces  and  Trimmings  is  Created: 
Leather  Men  Weeks  Behind  in  Their  Orders 

Toronto  Houses  are  Feeling  the  Rush  Consequent  Upon    Evening   Dress   Demand- 
Ostrich  Trimming  Being  Widely  Used— Canadian  Women  are  Asking  for 

Tunics — Differing  Opinions  Regarding  Beads 

THE  DEMAND  for  evenin
g  dresses 

has  given  a  new  impetus  to  all  the 

dress  accessories,  Toronto  whole- 
sale houses  report.  In  laces  and  trim- 

mings they  are  doing  the  biggest  busi- 
ness in  years.  Though  all  kinds  of  lace 

are  selling,  radium  lace  is  by  far  the 

strongest.  These  are  used  for  over- 
dresses particularly.  One  might  say  that 

every  color  in  the  Fall  and  even  in  the 
Spring  color  card  is  shown  and  asked 
for  but  there  are  two  of  these  which 
are  wanted  to  a  surprising  degree.  They 
are  brown  and  black.  One  of  the  largest 
dealers  in  laces  has  only  a  few  yards 
of  the  black  left.  The  call  for  laces  has 
increased  the  demand  for  foundation 

materials.  Silver  and  gold  are  best  but 
other  fabrics  with  a  metallic  lustre  are 
asked  for. 

Ostrich  Trimming  Used 

The  houses  which  specialize  in  feath- 
ers are  turning  out  hundreds  of  yards 

of  ostrich  for  trimming  on  evening- 
dresses.  This  is  used  on  the  neck  and 
sleeves  and  even  on  the  hem  and  comes 
in  the  very  high  shades  like  aurora  and 
tangerine. 

Fringes  have  not  lost  ground  and 
are  very  much  in  favor  for  afternoon 
gowns.  In  these  black  and  brown  are 
best  with  navy  coming  third.  Gold  laces 
have  also  taken  a  sudden  flurry. 

Sequin  trimmings  in  fringe  and  lace 
have  jumped  into  prominence.  Western 
Ontario  and  British  Columbia  merchants 
are  asking  for  them  most  of  all. 

Diversity  of  Opinion  in  Regard  to 
Beads 

One  Toronto  firm  declares  that  neck- 
laces are  not  moving  very  fast  while 

two  others  say  the  demand  is  strong. 
The  fact  is  that  those  wholesale  houses 
which  emphasized  black  and  white  in 
necklaces  of  all  kinds  have  done  con- 

siderable business.  No  other  shade  is 
asked  for  except  red.  Beads  sold  by 
the  pound  for  dress  trimmings  are 
seen  in  every  shade  and  there  is  no 
tendency   to   a  falling-off. 
New  York  has  taken  to  the  latest 

Paris  fancy  for  carved  French  ivory 
and  Toronto  fancy  goods  houses  see  in 
it  a  splendid  opportunity.  Bracelets  will 
also  be  attempted,  in  fact  all  white 
jewelry  articles  are  expected  to  take  the 
place  of  black  and  white  very  shortly. 
Hooped  and  pendant  ear-rings  are  seen 
on  actresses  who  have  just  come  to 
Toronto  from  New  York.  Jade  is  the 
favorite  color  for  these. 

Bakelite,  which  has  caused  such  a 
sensation    in    umbrella    handles,    is    now 

attempted   in   necklaces   and  with   much 
success. 

Wholesale   Houses     Learned  a   Lesson 

Regarding    Hankerchiefs 

While  orders  for  Christmas  handker- 
chiefs are  fairly  well  placed  now,  the 

wholesale  houses  feel  that  they  will 
never  again  stock  in  large  quantities 
unless  the  trade  gives  an  early  indica- 

tion that  they  want  them.  It  is  doubt- 
ful if  all  their  lines  will  be  cleared 

out  before   the   New   Year. 

*ra»Ji$»raMH 

Vesting    with   collar   lace    to    match    of 
Venise   pattern  insert   with  colored   silk 
medallions  in  vivid  shades.       Shown    by 

Debenhams,   Ltd.,   Montreal   branch. 

The  favorite  types  of  handkerchiefs 
are  the  Venice  lace  edged  ones  and 
the  Donegal  hand-embroidery.  These 
are  both  high-priced  and  are  an  indica- 

tion of  the  class  of  handkerchiefs  the 

public  wants. 
One  firm  has  announced  to  the  trade 

that  there  will  be  an  increase  in  silk 
ribbons  after  November  1.  The  Swiss 
ribbons  which  they  carry  have  already 
advanced  but  they  are  making  a  spec- 

ial offer  until  that  date.  Ribbons  on 
the  whole  are  selling  well,  Dry  Goods 
Review  was  informed. 

Leather  Orders  Five  Weeks  Behind 

The  leather  goods  manufacturers  are 
working  three  or  four  nights  a  week 
and  are  still  unable  to  catch  up  to  the 
demand.  They  will  not  promise  to  fill 
orders  in  less  than  three  weeks.  One 
firm  is  even  five  weeks  behind.  The 
English  Avenue  bag  is  the  strongest 
of  the  new  designs  but  the  swagger  is 
still  holding  its  own. 

It  is  a  noteworthy  feature  of  the 

new  bags  that  only  the  very  best  fit- 
tings are  being  used.  Manufacturers 

find  it  better  not  to  use  fittings  at  all, 
where  the  price  of  the  bag  will  only 
allow  for  cheap  articles.  Mirrors  are 
now  larger  in  answer  to  the  popular 
cry  for  those  which  are  of  practical use. 

Evening   Dress  Accessories   Show  Great 
Promise 

One  or  two  retail  houses  have 
brought  over  from  Paris  during  the 
last  week  some  very  attractive  feather 
ornaments.  Canadian  manufacturers 

have  great  faith  in  them.  They  are  mak- 
ing them  up  with  slight  alterations  for 

their  customers. 
The  ostrich  fan  will  be  as  strong, 

they  declare,  as  it  was  the  year  before 
last.  It  is  shown  in  all  sizes  and 
shapes.  The  handles  are  either  ivory, 
amber  or  shell.  Bakelite  is  being  turned 
to  this  use.  Shoe  buckles  of  silver  and 
brilliants  as  well  as  jet  are  seen  with 
a  dainty  fringe  of  ostrich.  It  is  expected 
that  these  will  be  much  in  demand  for 
wear  with   black  or  white. 

The  outstanding  novelty  is  the  arm 
bracelet.  It  is  worn  above  the  elbow  and 
is   a  combination  of  silver  and  ostrich. 

The  newest  fan  is  the  coque  feather 
one.  It  is  not  as  expensive  as  the  os- 

trich and  is  just  as  effective.  All  of 
these  feather  novelties  come  in  the  high 
shades  as  well  as  black. 

(Continued  on  page  96) 
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Manufacturers 
Praised  for 

Novelties 
Buyer  States  That  Hosiery  Men  Have 

Helped  Retail  Business 

A  buyer  representing  a  large  Mont- 
real department  store  remarked  this 

month  that  there  was  an  outstanding 

feature  about  hosiery  this  season  which 

is  comparatively  of  recent  development. 

"The  majority  of  manufacturers  seem  to 
be  abandoning  the  making  of  standard 

hosiery  in  order  to  turn  out  novelties 

this  year,"  he  said.  "They  are  actuated 
by  the  motive  of  getting  away  from 
lines  of  which  there  has  been  a  big  out- 

put at  a  low  price,  but  chiefly  by  the 

desire  to  manufacture  'something  dif- 

ferent' and  the  majority  of  them  have 
been  exceedingly  successful.  Novelty 

hosiery  has  struck  the  popular  fancy  of 
late  which  is  borne  out  by  the  fact  that 

every  distinctive  type  of  hosiery  tried 
out  has  been  successful. 

"A  little  more  than  a  year  ago,  wool 
heathers,  in  combinations  of  colors,  were 
an  innovation  and  sprang  into  instant 
favor.  The  heather  which  was  a  novel- 

ty a  year  ago  is  in  the  'every  day'  class 
today,  but  in  silk  and  wool  combinations 
which  provides  lightness  with  a  snug 
fitting  fabric,  and  combines  wear  and 
comfort.  Hosiery  of  this  class  is  in 
great  demand  and  while  originally  made 
for  women,  men  now  have  a  preference 
for  them. 

A  Successful  Experiment 

"I  believe  that  deferred  business  forc- 
ed most  of  the  developments  in  hosiery 

and  provided  an  opportunity  to  under- 
take things  which  never  had  been  at- 

temped.  The  time  was  ripe  for  experi- 
ment, with  stocks  in  excess  of  demand, 

and  a  demand  being  created  for  some- 
thing new  at  prices  no  higher  than  pre- 
vailed for  standard  lines.  There  is  bet- 

ter and  finer  hosiery  today  for  every- 
body and  it  is  a  well  known  fact  that  the 

nationally  advertised  brands  are 
selling  in  enormous  quantities  to 
the  retail  trade  direct,  because 
the  consumer  likes  to  wear  a 
stocking  which  is  famous  the  country 
over.  The  number  of  women  who  come 

into  a  store  and  ask  for  'A  pair  of  stock- 
ings please,'  are  very  rare.  They  usual- 

ly prefix  their  request  by  such  a  re- 
mark as  'Do  you  keep  Illusion  brand 

hosiery?'  With  the  reply  in  the  af- 
firmative they  only  need  to  specify 

the  shade  and  size  and  the  sale  is  made. 
So  far  as  the  average  store  is  concerned, 
it  pays  to  feature  well  known  brands, 
or  else  to  make  one  of  your  own  dis- 

tinctive by  a  catchy  title.  The  name 
identifies  the  product  and  helps  it  to 

sell." 

ACCESSORY  LINES 
(Continued  from  page  92) 

Boudoir  Caps 

The  boudoir  cap  looms  up  as  an  im- 
portant accessory  in  the  Christmas 

trade,  and  the  latest  models  made  by 
Canadian  manufacturers  are  delight- 

fully dainty  and  original  jin  design. 
The  Dutch  shape  predominates  in  the 
present  showings,  with  quaint  wired 

wigs   framing  the  wearer's  face. 
All  caps  ate  not  transparent  by  any 

means  and  some  of  the  more  practical 
effects  are  entirely  of  wash  satin,  with 
just  a  soft  frill  of  lace  next  the  face 
and  an  inset  circle  of  net  or  lace  at 
the  crown.  Tassels  are  being  featured 
on  some  of  the  caps  and  some  even 
boast  wired  brims  which  stand  out  from 
the  face.  The  latter  sort,  however,  are 
merely  interesting  novelties.  The 
daintiest  range  of  caps  are  those  of 
fine  net  upon  which  rows  of  pastel- 
tinted  ribbon  are  shirred.  French 
flowers  made  of  ribbon  are  effectively 
employed   as  trimming. 

Camisoles 

There  is  a  heavy  demand  for  camis- 
oles for  the  Christmas  trad'e  this 

month,  especially  in  bright  colors  to 
wear  beneath  transparent  blouses  of 

georgette.  Such  shades  as  bright  yel- 
low, blue,  green  and  purple  are  being 

called  for,  and  are  being  supplied  in 
plain  tailored  models  unadorned  by 
any  trimmings.  The  double  elastic  top- 

ped camisole  is  said  to  be  the  most  prac- 
tical  and   best  fitting  in   appearance. 

One  of  a  collection  of  tunics  which  has 
just  arrived  from  Paris.  This  is  of 
fine  black  net  with  trimmings  of  jet 
and  sequins.  The  other  colors  in  the 
range  are  white,  jade,  brown,  midnight 
blue.  Shown  by  Thompson  Lace  and 
Veiling  Company,  Toronto.  Photo  by 

Photo-Craft    Studio,    Montreal. 

BIG  RUN  ON 

(Continued   from  page  95) 

Orders  for  Collars  Increasing 

The  principal  thing  needed  in  the 
collar  business  is  new  ideas.  When  the 
manufacturer  can  produce  attractive 
models,  retailers  will  take  them  for 
women  will  invest  in  collars  when  they 
can  be  persuaded  to  buy  nothing  else. 
The  collars  shown  by  Toront)  houses 
this  Fall  are  on  tailored  lines  and  re- 

semble those  shown  by  English  manu- 
facturers. Chamoisette  and  linen  are 

the  strongest  materials  in  collars  and 

the  "Buster"  and  "Bramley"  styles  have 
followed  tuxedos.  Manufacturers  say 
that  the  tuxedos  have  by  no  means  lost 
their  prestige;  women  are  still  fond  of 
them  for  wear  with  suits  and  sweaters. 

Tunics  Already  Have  a  Market 

Last  year  one  or  two  Canadian  fancy 
goods  houses  found  that  tunics  did  not 
appeal  to  Canadian  women.  They  were 
perhaps  a  little  ahead  of  time.  This 
year  the  trade  is  asking  for  them.  The 
price  is  about  one  third  lower  and  re- 

tailers are  not  afraid  to  push  them.  A 
recent  shipment  from  Paris  carries 
tunics  in  the  following  colors:  black, 
white,  jade,  mauve  and  midnight  blue. 
They  are  trimmed  with  sequins  or  jet 
or  with  both  of  these  ornaments. 
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NEW  COLLARS   FOR   FALL  AND  CHRISTMAS   TRADE. 

1.  Natvral  colored  chamoisette  vest  and  collar.  High-necked  tailored  model. 
2.  Linen  crash  collar  and  cuff  set  in  natural  shade.  Popular   Bromley  style. 
3.  Buster  collar  of  fancy  cotton  made  on  a  Jacquard  loom. 
4.  Wool  basket  cloth  Buster  set. 

5.  White  linen  collar  for  wear  ivith  the  boat-shaped  necks  on  the  latest  gown*. 
6.  Buster  collar  and  vest  of  natural  chamoisette.  Stitchi?ig  of   silk. 
7.  Collar  and  cuff  set  of  cotton  rep  with  overstripe  of  silk. 

Shown  by  the  Phoenix  Novelry  Company,  Toronto. 
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No   Decrease    in   Chain   Store   Business 

Eight  Months'  Record  Better  Than  in  1920 
— Mail  Order  Houses,  however,  Show  Heavy 

Drop  in  Sales 

Dry  Goods  Review 

DESPITE    the   pronounced  business 

depression  which  has  seriously  cur- 
tailed the  activities   of  practically 

even,'  business  in  the  country,  the  pros- 
perity of  chain  stores,  according  to  fig- 

ures   given    in    The    Financial    Review, 
(New   York),   appears   to   have   suffered 
least  of  all.     Reports  for  the  first  eight 
months  of  the  current  year  indicate  that 
1921  sales  will  at  least  equal,  if  not  sur- 

pass, last  year's  high  record.     The  sales 
of   the    Woolworth   stores,   for   instance, 
for  the  first  eight  months  amount  to  84 
million  dollars  as  against  82  million  in 
the   same  period  of  the   precedng   year. 
And  the  best  season  of  the  year  which  is 
round  about  Christmas  is  still  to  come. 

In    decided    contrast   to   the    favorable 

showing   of   the   chain   stores,   the   large 

mail  order  houses  report  a  huge  falling- 
off  in  sales.  Even  though  selling  prices 
have  been  cut  to  the     bone  in     order  to 

move    staggering   merchandise    inventor- 
ies  acquired    at     much     higher     prices, 

volume  of  business  does  not  recuperate 

at  all.       Sears     Roebuck's  sales,  for  in- 
stance, fell   from   173   million   dollars  to 

112  million  for  the     8-month  period  re- 
ferred   to    above    and   a    decrease  of   no 

elss  than  142  million,  or  more  than  half 
the  total     sales  is     anticipated     for  the 
year.       On  the  other     hand,  the     chain 

stores  have  hardly  reduced  their  prices 
at  all,  yet  they  enjoy  greater  prosperity 
than  ever  before. 

Chain  stores  depend  upon  small  prof- 
its and  quick  sales  for  their  business 

success.  The1  Woolworth  chain  system 
turns  its  merchandise  stock  over  no  less 
than  seven  times  in  a  year.  Only  goods 
that  move  rapidly  are  carried  in  volume. 
On  the  other  hand,  the  mail  order 
houses  must  carry  a  complete  line  of 
practically  every  article  of  merchandise 
that  may  be  called  for.  Turnover  is  thus 
held  severely  down,  and  working  capital 
requirements  tied  up  in  inventories 
greatly  inflated.  On  goods  putrchased 

at  last  year's  high  prices,  heavy  losses 
are  inevitably  in  store  for  the  mail  order 
houses.  This  condition  does  not  exist  in 
the  case  of  the  chain  store  systems. 

Efficiency  of  chain  store  business  is 
remarkably  high.  Merchandise  purchas- 

ing is  centralized,  and  is  generally  done 
from  producers  who  are  in  financial  dif- 

ficulties, and  tremendous  bargains 
are  thereby  possible.  Overhead  charges 
are  nominal.  All  sales  are  for  spot  cash. 
This  eliminates  selling  losses,  and 
largely  reduces  clerical  labor  in  keep- 

ing accounts.  These  economies  can  all  be 
passed  on  to  the  consumer — and  some- 

times   are. 

Monthly  Sales  Records  Compared 
CHAIN  STORE  SYSTEMS 

McCrory    Stores 
S.  H.  Kress     
S.  S.  Kresge     
F.  W.   Woolworth 
United   Cigars    .  .  . 

Sears  Roebuck 
Montgomery  Ward 

Aug.,  121 
$1,133,432 
2,191,202 
4,311,184 

11,637,578 
6,251,074 

8  mos. 
1921 

$8,399,361 
16,890,185 
32,584,305 
84,621,005 
50,102,228 

12  mos. 
1921    est 

$14,150,000 
28,000  000 
54,800,000 

144,000,  000 
80,500,000 

8  mos.  12  mos. 
Aug.    1920  1920  1920 
$1,133,842     $8,436,893  $14,199,346 
2,237,106     17,136,827     28,973,847 
4,040,825     30,213,932     51,245,311 

11,078,646     82,762,758  140,918,981 
6,491,082     49,860,399     80,000,000 

MAIL  ORDER   HOUSES 

8  mos. 

Aug.,  121  1921 
12,477,430  112,569,000 
5,483,413     46,982,969 

12  mos.  8  mos.  12  mos. 
1921    est  Aug.    1920  1920  1920 

165,000,000  16,271,950  173,483,142  254,595,059 
64,000,000  7,751,458     74,398,206  101,745,271 

New  style  Swagger  Bag.  Lamb- 
skin grained  to  resemble  wood  is 

used.  The  boxed  bottom  effect 
makes  it  large  enough  for  prac- 

tical purposes.  Shown  by  Julian 
Sale  Leather  Goods  Company, Toronto. 

A.  B.  Davies  purchased  the  entire 
stock  of  ladies'  coats  and  suits  of  the Canada   Cloak   Co.    Ltd.,  of  Toronto. 

S.  F.  McKinnon,  president  of  the 
Canadian  Manufacturers  Association  in 
addressing  the  Young  Men's  Club  of  the 
Toronto  Board  of  Trade,  on  October  24, 
stated  that  he  believed  there  would  be  a 
great  improvement  in  the  business  out- 

look between  now  and  spring. 

Another  Avenue  bag  in  the  Paisley  grain  and  a   top   handle   Vanity   bag 
in  the   Rhino   grain.  Shown   by   the  Canadian  Leather  Products,   Toronto. 

Suede  is  popular  in  bags 
for  late  Fall  trade.  This  one 
may  be  had  in  brown  or 
grey.  It  is  lined  with  satin 
and  has  excellent  fittings. 

The  frame  is  of  chased  met- 
al. Shown  by  Julian  Sale 

Leather  Goods  Co.,  Toronto. 
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FASHION   DECREES 
THAT  RIBBONS 

Silks 

Satins 

Velvets 

All  Colours 

All  Shades 

All  Widths 

BE  USED 
FOR 

Millinery,  Dress  Trimmings,  Sashes,  Girdles,  etc. 

THE  RIBBON  HOUSE  of  CANADA 
makes  VALUE  one  of  its  strong  points  and  our  prices 

will  permit  retailing  at  popular  figures. 

Inspect  our  stock — our  assortment  will  cover  any  demand. 

Walter  H.  Barry  &  Co. 
The  "RIBBON  HOUSE"  of  Canada 

6  St.  Helen  Street 

502  Canada  Bldg. 

Montreal,  Que. 

Winnipeg,  Man. 
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"Sorry!  We  Are  Just 
Out  of  Your  Size" 

Don't  Lose 
Glove 

Sales 
This  Way 

We  know  you  are  as  keen  to  have 

your  stock  right  as  we  are  to  help 

you  keep  it  so.  Therefore  this  is 

just  a  reminder  to  let  you  know  we 

can  immediately  fill  sorting  orders 
for 

Men's  -  Women's 

Children's Lined  and  Unlined 

Gl oves 

Acme  Glove  Works 
LIMITED 
Montreal 
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MADE 
IN 

CANADA 

MADE 

IN 

CANADA 

Pilgrim  Bags 

Swagger  Bags 

Vanity  Purses 
Lucille  Bags 
Velvet  Bags 

Beauty  Boxes 
Music  Rolls 

MANUFACTURED  BY 

Writing  Folios 
Bill  Folds 

Letter  Cases 

Key  Cases 
Collar  Boxes 

Ladies'  Belts 

Children's  Purses 

CANADIAN  LEATHER  PRODUCTS 
144 

LIMITED 

STREET  WEST  opp«/.tE union •tation. TORONTO 

BUY    DIRECT    FROM    THE    MAKER 
aa*S 
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Silk: 

Albert  Godde,  Bedin  &  Cie. 
PARIS 

LONDON     TARARE   NEW  YORK 
LYONS 

Empire  Building,  64  Wellington  Street  West 

Telephone — Adelaide    3^.(2 

TORONTO 
E.   Desnoux,  Rep. 

$?       V(  {stern  Canada  Agent:  Edwin  J.  Kirkbright,  205  Bower  Bldg., 
Vancouver,  B.  C. 

Not  only   under  the  soft    glow 

of    evening  light    do    the    new 
silks  reveal  the  subtle  beauties  of 

sheen  and  shades  but  what  you  choose 
from  our  assortment  will  be 

the  utmost  in  silk  fabric. 

Newest  importation  of — 

Crepe  de  Chine 

Georgettes 

Chiffons 
Ninons 

Satins 
Printed  Sill^s 

and Silk  Shirting 
Plain  and  Fancy ■
a
 

^^^^^^^^M^^^^^^r-^-^M^^^^S^^SS^M 

WAISTS 
Anything  that  satisfies  you 
from  an  artistic  standpoint  of 
distinction,  in  color,  line  and 
beauty,  is  assured  by  selecting 
our  waists,  neckwear,  guimpes 

and  rufflings.  They  are  char- 
acteristic of  the  Dress  Es- 

sentials Ltd.  for  style,  quality, 

and  service.  We  offer  an  at- 
tractive range  for  Christmas 

trade.  We  invite  your  inspec- 
tion of  our  stock. 

DRESS  ESSENTIALS  LTD. 
14  BREADALBANE  ST.,  TORONTO 
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Designers  and  Makers 

of 

Misses'  and  Juniors' 

DRESSES 
The 

Counter  Costume  Co 
LIMITED 

New  Address:  131-139  Spadina  Ave. 
Spadina  Bldg. 

TORONTO 

Representatives : 
Western  Canada:  City: 

J.  HOWARD  R.  O.  HARGRAVE 
Western  Ontario 
R.  KENNEDY 

Eastern     and     Northern  Maritime     Provinces 
Ontario:  W.    A.   TALLMIRE 

A.  B.  COLLWELL 

Si 

Lost 
Sales  and  Customers  are 
lost  at  times  by  not  having 
the  merchandise  at  the  right 
season. 

Now  is  the  time  to  look  into 

late  fall,  and  Christmas 
needs  and  to  order. 

It  is  not  necessary  to  be 

without  goods  —  Make  use 
of  our 

Mail  Order  Service 

on    any    of    the    following 
lines: 

WOOL  GOODS: 

Baby  Bootees,  Mit- 
tens, Hoods,  Jackets, etc. 

EMBROIDERIES: 

Including  Mull,  Voile, 
Organdie,  Flouneings. 

LACES: 

Fine  Vals,  Guipure 
Collar  Points,  Wide 

Guipure  Edges,  Met- al Bandings,  Etc. 

INDIVIDUAL   VEILS: 
New  Novelties. 

VEILING: 

Large  assortment. 
NECKWEAR: 

Embroidered  Organ- 
die, also  wide  lace  ef- 

fects in  newest  de- 
signs. 

HANDKERCHIEFS: 
Fancy  effects  in  open 
stock  and  box  num- 

bers. Staple  numbers 
in  linen  and  lawn  for 
Men  and  Women. 

WESTLAKE    BROTHERS    LIMITED 
24  WELLINGTON  ST.  WEST,        TORONTO 

aJi 
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Operating  a  Successful  Corset  Shop 
How  the  "Mary  Anthony  Corset  Parlor"  in  Montreal  is  Conducted — Handles  Nothing 

But  Canadian  Merchandise — Taking  a  Personal  Interest  in  the  Customer — 
Catering  to  Large  Women — Attracting  the  Masculine  Eye. 

BUSINESS  enterprises  of  any  de- 
scription nowadays  are  invariably 

based  upon  purely  commercial 
principles,  both  worldly  and  justifiable, 
yet  rarely  characterised  by  any  senti- 

ment, patriotic,  religious  or  artistic  as 
the  case  may  be,  because  sentiment  is 
not  supposed  to  have  any  place  in  busi- 

ness. It  is  all  the  more  refreshing  to 
come  across  an  instance  of  just  such  an 
enterprise,  based  upon  just  such  prin- 

ciples and  to  learn  that  it  is  proving  in 
every  way  to  be  an  unqualified  success. 

The  business  in  question  is  the  "Mary 
Anthony  Corset  Parlor"  at  286  St.  Cath- 

erine S  reet  West,  Montreal  Ihe  Par- 
lor, as  it  is  quaintly  termed,  is  managed 

by  specialists  in  the  art  of  scientific  cor- 
setry,  the  Misses  A.  M.  Burke  and  G. 
O'Coniell  Hayes,  both  of  whom  are 
its  most  fundamental  elements.  Both  are 
of  Irish  amilies  and  are  now  Canadians 

hv  adoption.  H  .>  ing  l:e;  :  a  so:iate  '  for 
several  ;  ears  wi  h  one  of  the  eading 
Canadian  ccrset  m  nufacturers,  as  trav 

elling  saleswToren  and  expert  corset 
ieres,  both  Miss  Burke  and  Miss  Hayes 
are  familiar  with  the  requirements  of 
the  Canadian  woman  in  every  section  of 
the  Dominion  ard  they  are  in  an  un- 

usually good  position  to  interpret  the 

word  "service"  in  ways  hitherto  un- 
dreamed   of   by   the   average    corsetiere. 

Genuine    Interest    Shown    To   Customers 

In  discjssing  the  reasons  for  their 
prompt  success  in  their  venture  the 
oartners  were  particular  in  emphasiz- 

ing their  interpretation  of  the  word  ser- 
vice. "We  understand  it  to  mean  per- 
sonal interest,"  explained  one  of  the 

ladles.  "«Ve  do  not  consider  it  sufficient 
merely  to  make  a  sale  or  to  fit  on  a  cor- 

set but  we  make  it  a  point  to  show  such 
genuine  interest  in  every  customer,  in 
her  own  peculiar  needs  and  preference 
that  she  instinctively  feels  th_t  she  can 

twits'-  OS  ti  sell  her  just  the  very  corset 
which  ?he  has  need  of.  We  urg;  her  to 

make  the  purchase  of  her  corset  a  mat- 
ter of  thought  and  time,  not  to  rush  in- 
to the  store  and  ask  for  something  in 

the  window  and  take  it  because  it  looks 
Dretty.  We  promise  her  that  if  she  will 
i>u:  herself  unreservedly  into  our 
hands  ha',  we  can  restore  her  normal 
figure  and  best  lines,  besides  improv- 

ing her  poise  and  sense  of  comfort  in 
a  way  che  has  perhaps  never  dreamed 
possible." 

Touching  on  how  the  Parlor  came  to 

be  a  reality,  the  two  ladies  expla:nel 
that  they  felt  it  a  duty  to  encourage 
the  sale  and  purchase  of  Canadian- 
made  corsets  and  accessories  at  the 

present  time.  Therefore,  when  the  de- 
dr-i'.n  was  made  to  open  a  shoo  in  Mon- 

treal, it  was  settled  that  nothing  but 
Canadian  corsets  and  brassieres  should 
be  included  in  the  stock  and  further- 

more that  two  or  three  lines  only  should 
l->f«  carried  so  selected  as  to  cover  prac- 

tically  every   need    today   in   corsetry. 
The  matter  of  choosing  a  site  for  the 

Parlor  was  no  little  task  in  itself  as 
onmir.gs  for  new  stores  in  Montreal 
are  exceedingly  difficult.  However,  .the 
privilege  of  opening  the-  'Parlor  was 
•'.•anted  to  Miss  Burke  and  Miss  Hayes 
by  the  firm  of  Myrand  and  Rousseau 

in  their  "St.  George's  Store"  on  the  un- 
derstanding that  the  corset  parlor 

mioht  co-operate  in  the  sale  of  ready 
to  wear  which  has  proved  to  be  the 
case  in  countless  instances.  The  location 
of  the  Parlor  is  therefore  an  unusually 

eood  one,  situated  as  it  is  midway  be- 
tween the  east  and  the  west  ends  of 

h'  busiest  secti  n  of  St.   Cathe  ine  St. 

An  Attractive  Window 

As  might  be  expected  the  window  in 
which  the  Mary  Anthony  Corset  Parlor 
displays  its  wares,  is  an  all  important 
asset.  According  to  the  two  partners 
it  is  undoubtedly  their  best  drawing 
card.  It  is  kept  dressed  in  the  daintiest 

possible  way  and  changed  very  fre- 
quently. The  main  feature  of  the  dis- 

play fixtures  are  several  large  bromide 
pictures  showing  how  attractive  the 

large  woman  can  appear  when  well  cor- 
seted. A  rather  unexpected  result  from 

these  has  been  attributable  to  the  crit- 
ical masculine  eye,  as  scarcely  a  day 

goes  by  that  a  customer  does  not  en- 
ter to  enquire  if  her  figure  can  be  im- 

proved to  look  like  the  subject  of  the 
picture.  And  the  explanation  is  always 

given,  "My  husband  noticed  the 
picture  and  wanted  to  know  why  I  did 
not  lovk  like  that."  And  the  gratifying 
thing  about  such  enquiries  is  that  they 
can  be  answered  in  the  unqualified  af- 

firmative, and  the  woman  in  question 

is  not  sold  a  corset  until  she  herse'f 
is  perfectly  satisfied  that  her  figure  is 
many     imes   improved. 

Caters  To  Large  Women 

The  Parlor  caters  more  especially  to 
the  large  woman,  and  the  partners  are 
frequently  called  upon  to  fit  43  wais: 
moasures  and  as  high  as  50  bust.  This 

type  of  custom  ca'.'ls  for  an  unusual 
amount  of  tact  in  salesmanship,  and  the 
lhr>  ordinary  method  of  selling  would 
be  quite  unsatisfactory.  The  subject  of 
a  customer's  waist  measurement  is  a 
delicate  one  with  the  larger  woman 

and  it  has  been  found  advisable  to  om- 
it the  question  of  what  size  is  worn 

and  to  estimate  the  exact  size  by  men- 
tal comparison.     Photographs  of  an  act- 

ual customer  were  shown  to  Dry  Goods 
Review,  demonstrating  what  had  been 

done  to  improve  an  apparently  impos- 
sible figure  and  the  result  was  little 

short  of  miraculous.  The  Mary  Anthony 
Corset  Parlor  advocates  the  use  of  the 
front  lace  corset  under  most  circum- 

stances, both  from  the  viewpoint  of 

hygiene  and  convenience,  but  also  car- 
ries a  well-known  brand  of  back  lace 

styles  as  well,  which  are  less  expensive 
and  at  rae;  !1rade  likewise.  There  are 
thousands  of  women  yet  in  Canada  who 
have  not  found  out  how  comfortable 
and  healthful  a  front  lace  co  se;  is, 

according  to  the  proprietors  of  the  Par- 
lor, and  some  of  the  new  converts 

nrove  to  be  amazingly  i;noran;  of  how- 
to  put  such  a  corset  on.  Cases  have 
actually  been  known  where  a  front 
lace  corset  has  besn  put  on  front  to 
back  but  the  majority  of  women  are 
inclined  to  put  on  their  corset  too  high 
up  on  the  figure.  The  Mary  Anthony 
Corset  Parlor  teaches  its  customers  how 

to  put  their  corsets  on  correctly  and 
insists  that  customers  return  with  any 
difficulties  that  arise  unfil  they  have 

perfectly  mastered  the  idea  of  correct 
adjustment.  Should  a  corset  prove  to 
be  unsatisfactory  for  some  reasm,  it 
will  be  exchanged  provided  it  is  not 
worn  and  is  perfectly  clean.  Customers 
are  invited  to  come  in  and  see  the  dif- 

ferent models,  yet  to  feel  under  no  ob- 
ligation to  (buy  until  a  need  arises. 

Fittings  are  insisted  upon  in  everv  case 
even  when  a  customer  is  unwilling  to 

undress,  and  then  a  trial  is  made  over 
her  clo  hes  in  order  to  nhow  tier  just 
where   the   corset  should   be  worn. 

There  are  many  other  features  about 
i he  Parlor  which  also  con Tribute  to  its 

unique  success.  For  example,  the  Miss- 
es Burke  and  Hayes  believe  in  keeping 

themrelvels  posted  upon  simple  yet 

efficacious  rules  for  diet  and  exercise 
which  will  assist  stout  women  to  re- 

duce weight.  They  also  advise  the  care- 
ful reading  of  the  current  fashion  mag- 

azines and  trade  journals  in  order  to 
be  in  a  position  to  tell  customers  what 
is  to  be  worn  and  how  the  corset  may 
best  serve  their  needs.  Their  fitting 
rooms  are  designed  to  be  unusually 
comfortable  and  well  lighted,  so  that 
customers  do  not  feel  anxious  to  get 

away  as  soon  as  possible.  Little  con- 
veniences, such  as  powder  balls  and 

hair  pins,  are  not  forgotten  either. 

A  Hint  on  Fitting  Brassieres 

An  excellent  point  was  brought  out  by 
Miss  Burke  in  speaking  of  the  fitting  of 

brassieres  on  stout  women.  "We  often 
find   that   there   is    danger   of   losing   a 
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10; Campaign  to  be  Waged 
Against  Corsetless  Fad 

Quarter  of  Million  to  be  Spent  in  U.S. — Little  Danger  in  Canada 
Say  Manufacturers — Encouraging  Orders  Placed  for 

Spring — Growing  Demand  for  Yellow 
Underwear 

MANUFACTURERS  of  cors
ets  in 

the  United  States  are  planning 

a  campaign  to  promote  the  cor- 
set business  in  that  country.  They  pro- 

pose to  spend  a  quarter  of  a  million 
dollars  in  propaganda  work  against  the 
latest  craze  for  dispensing  with  cor- 

sets. It  is  claimed  by  some  that  it 
will  take  years  to  get  figures  accus- 

tomed to  going  corsetless,  back  to  nor- 

mal. American  women,  the  same  au- 
thority says,  have  become  stout  to  a 

marked  degree  during  the  last  nine 
months. 

Dry  Goods  Review  interviewed  some 
of  the  best  known  corset  manufactur- 

ers in  Toronto  on  the  proposed  cam- 
paign and  learned  that  there  is  no 

need  for  alarm  in  this  country.  Cana- 
dian women  have  not  yet  adopted  the 

cors?tless  fad.  It  is  true  that  during 
the  summer  months,  girdles  were  sub- 

stituted but  'witlh  the  cool  weather 
there  has  been  a  return  to  the  straight 
corset.  It  is  worthy  of  note,  too,  that 
the  biggest  business  in  girdles  was  done 
in  those  summer  resort  districts  where 
a  great  many  Americans  visited.  One 
manufacturer  is  of  the  opinion  that 
those  Canadian  firms  which  are  mem- 

bers of  the  Corset  Manufacturers'  As- 
sociation may  take  some  small  part  in 

the  campaign  but  there  is  no  feeling 
here  that  a  large  amount  of  money 
should  be  set  aside  for  the  purpose. 

Retail  Business  Good 

Retail  stores  report  that  business  has 
been  very  good  during  the  last  week 
of  SeDtember  and  the  first  two  of  Octo- 

ber. Wholesale  houses  are  doing  very 
little  however;  they  take  it  that  the 
trade  is  well  stocked  for  Fall,  and  are, 
therefore,  turning  their  attention  to 
Spring  lines.  Orders  for  Spring  have 
been  quite  encouraging  for  this  time 
of  the  year.  Corsets  are  not  a  Christ- 

mas line  and  merchants  are  ,  never 
anxious  to  get  too  many  in  stock  until 
after  the  New  Year.  One  of  the  largest 
corset  manufacturers  says  that  those  re- 

tailers who  are  expecting  a  drop  in 
Spring  prices  will  be  disappointed.  The 
fact  that  cottons  have  already  ad- 

vanced is  one  of  the  surest  indications. 

The  longer  skirts  which  modistes  are 
predicting  for  Spring  will  bring  in 
longer  corsets,  manufacturers  say.  In 
fact,  they  think  that  long  skirts  will 
bring  new  life  to  makers  of  corsets. 
Present  styles  are  very  similar  to  those 

of  last  season — straight  with  very  low 

bust  line.  Pink  and  white  are  both  in 
demand.  Elastic  is  asked  for  in  both 
tops  and  gores.  The  only  change  is  in 
the  materials.  They  are  said  to  be  very 
much   better  than   last   season. 

Fad  for  Yellow  Underwear  Has  Reached Here 

New  York's  cry  for  the  yellow  shades 
in  silk  underwear  has  found  an  echo 

here.  Manufacturers  are  receiving  or- 
ders for  some.  Burnt  orange  in  under- 

skirts and  bloomers'  is  shown  also  and 
because  it  is  a  more  serviceable  color 
than  the  yellow,  manufacturers  are 
promoting   it   more   strongly. 

A  new  yellow  fabric  known  as  'crepe 
d'or,'  is  being  utilized.  It  is  a  heavy 
washable  crepe  de  chine. 

There  has  been  a  decided  flurry  in 
negligees  in  many  retail  stores  of  late 
and  as  «a  result  manufacturers  are 
giving  them  attention.  These  are  being 
turned  out  in  sets  to  match  the  under- 
wear. 
With  the  advent  of  cooler  weather 

there  is  a  return  to  the  more  elaborate 
styles  in  'underwear.  Net,  silk  voile, 
Venice  lace,  are  used.  Valenciennes  and 
filet  are  the  favorites  with  Georgette. 
Even  in  the  white  garments,  a  note  of 
color  is  usually  introduced.  In  camisoles 
it  is  found  in  the  straps  of  silk  or 
velvet  ribbons  of  deep  color.  Gold  or 

jet  shoulder  straps  are  seen  for  even- 
ing wear. 

It  is  taken  as  a  promising  indication 
of  better  times,  that  retailers  have  at 
last  consented  to  reduce  their  prices  in 
.glove  silk  and  the  best  grades  of  silk 
underwear.  Several  stores  have  featur- 

ed big  sales  during  the  last  few  weeks. 
So  encouraged  are  they  over  the  splen- 

did response  they  received,  that  thev 
are  now  ordering  new  lines  with  all 
their  old-time  vigor. 

OPERATING  A  CORSET  SHOP 

(Continuer  from  page  104) 

sale  of  a  back  fastening  brassiere  be- 
cause the  customer's  arms  are  too  short 

to  reach  round  to  the  back.  In  such 
cases,  we  show  them  how  to  pull  the 
brassiere  up  to  the  chest  in  front  and 
away  down  below  the  waist  in  the 
back  when  it  can  be  hooked  up  quickly 

and  then  adjusted  to  its  correct  posi- 
tion with  a  mere  touch.  This  simple 

idea  pleases  stout  women  very  much 
because  they  prefer  wearing  the  back 

fastening   bandeau   to   the   front   style." 

New  bandeau  brassieres  of  filet  lace 
with  rose-bud  trimming.  Made  in  sizes 
32  to  44.  Shown  by  H.  P.  Ritchie  &  Co., 
Toronto.  Photo  by  Photo-Kraft  Studio, 

Montreal. 

In  the  case  of  every  corset  sold  a 
record  is  kept  in  a  specially  designed 
card  catalogue  system,  wherein  the 
name  of  the  customer,  date  of  the  sale 
and  style  and  price  of  the  corset  are 
entered.  Twice  a  year  the  customer  is 

sent  a  personal  letter  enquiring  wheth- 
er she  is  ready  to  try  a  new  corset  and 

if  the  first  one  has  given  satisfaction. 

Remember  Customers'  Names 

Another  point  strongly  emphasized 
by  the  two  partners  was  the  necessity 

of  remembering  customers'  names  and 
greeting  them  as  though  they  were 
personal  friends  whenever  they  drop- 

ped into  the  Parlor.  This  little  courtesy 
means  infinitely  more  to  the  average 
woman  than  most  corsetieres  dream  of. 

"It  is  quite  wonderful  to  receive  such 

courtesy  and  real  interest,"  was  the  re- 
mark made  by  a  customer  in  the 

Parlor  the  other  day,  and  very  aptly 
summed  up  in  the  quality  of  the  service rendered. 
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Jffirner's   "W 
CORSETS 
Made    -    in  -    Canada 

Elastic 
Girdles 
Made  -  in  -  Montreal 

ARNER'S  Elastic"  is  the  latest  de- 
velopment in  Girdles.  In  these  War- 

ner Girdles  the  rubber  is  circled  in 

such  a  way  that  it  gives  as  much  shape  as  a 
standard  Corset. 

Cloth  sections  are  properly  placed  to  give 
a  flattening  effect  to  the  figure;  the  solid 
sections  at  the  back  are  well  boned ;  broad 
solid  sections  at  the  front,  and  cloth  strips 
where  required,  prevent  any  tendency  to 
bulge.      The  best  quality  covered  elastic 
webbing  is  used ;  the  Warner  Standards  for 

cloth,  boning,  interlining,  and  rubber  but- 
ton hose  supporters  are  maintained;  and 

Warner  Elastic  Girdles  represent  the   same  high  quality  for  fit  and  wear 
that  you  know  in  other  Warner  Models.     Every  pair  is  guaranteed  not  to 
Rust,  Break  or  Tear. 

We  have  added  four  Elastic  Models  to  our  Canadian  line, 
made  in  Montreal,  which  will  prove  attractive  to  your 
trade. 

Style  E — 322.      Price  $15.00  per  doz. 

Pink  Coutil,  Laces  in  Back.  31/2  inch 
width  elastic  section  over  hips.  For 
small  figures,  10  inch  skirt.  Four 
hose  supporters.     Sizes  19  to  28. 

Style  E — 303         Price  $21.00  per  doz. 

Pink  Coutil.  No  lacings.  4!/2  inch 
width  elastic  section  over  hips.  For 
average  figures.  Short  clasp  with 
hooks  above  and  below  clasp.  14  inch 
skirt.  Elastic  insert  in  lower  skirt. 
Four  hose  supporters.     Sizes  22  to  30. 

Style  E — 702.      Price  $24.00  per  doz. 

Pink  Brocade.  Laces  in  back.  3  inch 
width  elastic  section  over  hips.  For 

average  figures.  14  inch  skirt.  Trim- 
med with  bow.  Four  silk  stripe  frill 

hose  supporters.     Sizes  19  to  28. 

Style  E — 907.      Price  $38.00  per  doz. 
Solid  elastic,  with  pink  brocade  section  over 

abdomen.  No  laces.  Side  steels  over  hips  and 
at  back.  For  average  and  medium  full  fig- 

ures. 13  inch  skirt.  Short  clasp  with  hooks 
above  and  below  clasp.  A  shaped  elastic  cor- 

set. Four  silk  stripe  frill  hose  supporters. 
Sizes  22  to  30. 

TERMS  •— 3%— 10  days,  2j/£%— 30  days,  net  60  days,  dating 

first  of  month  following  shipment,  F.  O.  B.  Montreal. 

THE  WARNER  BROTHERS  COMPANY,  INC. 
Of  Bridgeport,  Conn. 

Canadian  Factory  &  Sales  Office  :    St.  Ambroise  &  TurgeonfSts., 

Montreal,  Que. 
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The     New     Neckwear      Material 

CHAMOISETTE 

We  are  producing  in 

Buster  and  Bramley  Sets 
Buster   Collared    Vestees 

Tuxedo  Vestees 

LACE  POINTS 
LACE  VESTEES 

LACE  &  NET  SETS 

BOUDOIR  CAPS 
CAMISOLES 
TEA  APRONS 

PHOENIX  NOVELRY   CO. 

154   Ptarl  Sreet 
Toronto 

iimmjmimim]mmm&mimwiwimimmi^W- 
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A 

BIG  OFFER 

CONCERNING 

100  Gross 

Genuine  Leather 

Ladies' 
Hand  Bags 

Will  be  mailed 

you    direct    by 

Federated  Leather 

Goods  Co.,  Limited 
11-13  Cathedral  Street 

Montreal 

KEEP  A  SHARP  LOOK  OUT  FOR  IT. 

SHOULD  WE  BY  ANY  CHANCE 

MISS  YOU  ASK  FOR  DETAILS. 

I 

I 
I 

| 

i 
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Dry  Goods  Review 

New  Designs  in  Fancy  Chinaware 
Production  Costs  Still  Keep  Prices  at  High  Levels — Canadian  Orders  Not  Yet  Deliv- 

ered— Colored  Bandings  With  Fine  Tracery  of  Black  and  Gold — Little  De- 
mand for  Pottery 

T^T^HEX  the  tired  and  well-nigh 
\  \  desperate  shopper  in  search  of  a 

last  minute  Christmas  grift  wan- 

ders round  the  store  in  search  of  inspira- 
tion, her  eye  will  invariably  be  attra 

by  a  Well  chosen  and  artistic  array  of 

china-ware  and  the  gift  will  be  quickly 
chosen  if  the  right  kind  of  stock  is  on 

display. 

In  discussing  the  question  of  china 
and  pottery  with  leading  wholesalers  and 

manufacturers'  agents  this  month,  Dry 
Goods  Review  was  informed  that  buying 
by  the  retail  trade  has  been  very  light 

:n  comparison  with  other  years,  owing 
to  the  fact  that  prices  are  still  high  and 
there  seems  not  the  slightest  probability 
of  their  reduction  for  some  time  to 
come. 

The  chief  reason  for  this  state  of  af- 
fairs is  the  recent  strike  over  in  England 

which  affected  the  pottery  and  china- 
ware  manufacturers  almost  to  a  worse 
extent  than  any  others.  Travellers  for 
these  concerns  report  that  orders  from 
Canadian  firms  have  not  yet  been  de- 

livered although  placed  last  fall,  and  in 
consequence,  no  one  feels  inclined  to  go 
on  placing  orders  when  deliveries  are 
such  an  uncertain  quantity.  Nevertheless, 
it  is  necessary  for  travellers  to  secure 
orders  now,  as  in  the  making  of  rare 
china  and  pottery  much  time  can  be  sav- 

ed when  definite  orders  are  received. 

The  process  of  manufacture  is  so  intri- 
cate and  so  lengthy  that  only  regular 

orders  are  now  executed,  and  reserve 
stock  is  not  carried  at  all.  It  is  not  gen- 

erally known  that  in  the  case  of  china 
with  a  rich  colored  border,  for  example, 
the  difficulties  of  matching  the  exact 
shade  often  entails  months  of  painstak- 

ing effort  to  carry  through,  one  firing 
often  resulting  in  a  deep  shade  while 
a  subsequent  one  will  produce  a  lighter 
tone.  The  retailer  today  who  places  an 
order  for  a  tea-set  of  one  of  the  leading 
British  firms  may  comnlain  about  the 
delay  in  receiving  his  china,  but  he  has 
at  least  thi«  much  consolation,  that  if 
he  does  not  place  an  order  in  advance, 
he  will  not  be  able  to  get  his  china  on 
any  condition.  Orders  have  so  piled  up 
in  the  English  potteries  that  it  will  be 
years  before  thev  can  b"  all  filled. 

Prices  Firm  On  Fine  China 

Labor  is  still  operating  at  a  high  cost 
in  this  line  of  goods,  due  to  the  fact  that 
the  agreement  between  employers  and 
workers  does  not  expire  until  next 
spring.    And   thus,   with   slow   deliveries 

and  high  cost  of  production  to  contend 
with,  English  potteries  are  faced  with 
many  difficulties  in  the  future  months. 
The  trade  and  especially  those  retailers 
who  have  made  it  a  practice  to  stock  the 
finer  grades  of  china  and  pottery  can 
rest  assured  that  there  is  no  advantage 
in  refusing  to  place  orders,  for  the 
reason  that  there  is  no  other  china  in  un- 

iversal demand  todav  which  can  surpass 
in  beauty  and  serviceability  the  products 
of  the  Staffordshire  and  other  leading 
manufacturing  centres.  Prices  cannot 
show  any  decline  for  many  wars,  or  un- 

til demand  becomes  normal  again. 

New  Designs  Featured 

Among  the  newest  patterns  in  fine 
china  ware  shown  this  year  are  several 
exquisite  designs  combining  colored 
bindings  with  a  fine  tracerv  of  black  or 
gold.  Color  is  a  marked  feature 
in  all  kinds  of  china,  and  entire  sets  in 

one  solid  color,  without  anv  relief  what- 
ever, are  much  in  demand.  Some  sets  in 

dull  blue,  yellow  and  mauve  were  shown 
each  set  being  characterized  by  a  trans- 

parency and  delicacy  almost  crystal- 
like in  appearance.  The  vogue  for  black 

is  also  on  the  increase,  and  a  particu- 
larly beautiful  tea-set  was  noticed  in 

dull  black  china,  with  rose  buds  in  a 
natural  wreath  effect.  This  pattern  is 
obtainable  in  vases  trays,  bowls,  etc., 
besides  the  conventional  tea  and  dinner 
services. 

Lustre    Returns 

Stripes  in  combination  with  floral 
effects  are  among  the  other  fashionable 
effects  in  chinaware.  One  of  the  best  sel- 
ing  effort  to  carry  through,  one  firing 
black  overlaid  with  yellow  or  pink  roses, 
both  inside  and  outside  the  cups  and  oth- 

er pieces.  A  leading  novelty  offered  this 
fall  is  a  particularly  beautiful  line  of 
lustre  ware,  reproducing  the  effects  so 
popular  several  decades  ago.  In  plain 
colors  heightened  by  the  lustre  finish, 
entire  tea-sets  are  offered  which  are  in- 

describably lovely.  There  is  also  obtain- 
able a  close  imitation  of  the  famous 

Crown  Derby  pattern,  in  a  fine  porcelain 
with  colors  of  the  same  density  and 
purity  that  characterizes  the  original 
china,  and  which  can  be  retailed  at  much 
less  than  the  price  of  the  former.  In  the 
really  expensive  pieces,  preference  is 
shown  this  year  for  incrustations  on  gold 
bandings,  around  the  edge  of  cups, 
plates,  and  all  other  dishes.  This  process 
costly  but  exceedingly  beautiful  and 
ranks  with  the  finer  bits  of  china  ex- 

hibited in  the  best  collections. 

Demand  For  Pottery  Quiet 

In  pottery,  the  same  conditions  exist 
as  prevail  in  the  china  ware  industry 
and  demand  is  not  as  good  as  it  should 
be  at  this  time  of  the  year.  The  new  de- 

signs in  bowls,  vases,  etc.,  are  lovelier 
than  have  been  shown  for  many  years 

past,  but  reports  received  from  the  trade 
appear  to  indicate  that  the  public  cannot 
afford  to  indulge  its  taste  for  artistic 
household  necessities  this  vear  at  least. 
One  of  the  newest  lines  to  be  shown  to 
the  Canadian  trade  is  Bretby  Ware, 

made  by  a  leading  pottery  in  England, 
and  features  all  manner  of  delightful 

pieces  in  as  many  as  ten  different  colors. 
Among  the  new  effects  featured  are 
Cloissonne  enamel  and  malachite,  gold- 
stone,  and  nlain  dull  fin;shed  colors  as 
well  as  highly  finished  surfaces  in  such 
shades  as  Tuscan  red,  bronze  green, 
midnight  blue,  autumn  brown  and  plain 
black.  Vases  are  shown  in  a  multitude  of 
designs  from  the  tiniest  receptable  for  a 

slender  bud  to  the  massive  but  well  pro- 
portioned urn  which  could  contain  an 

entire  bough  of  autumn  leaves  or  early 

spring  apple  blossoms.  Preference .  seem- 
ed to  be  given  to  the  squared  effect  in 

this  pottery,  as  most  of  the  vases  and 
urns  were  four  sided.  There  were  plenty 
of  flat  bowls  represented  with  several 
novel  flower  holders  of  pottery  included, 
perforated  with  holes  to  sustain  flowers 
of  varying  lengths  in  an  upright  posi- tion. 

Antique  Metal  Effects 

For  gifts  and  prizes,  there  was  an 
interesting  collection  of  samples  shown 
which  almost  exactly  reproduced!  the 
antique  metal  work  of  the  16th  century 
in  pottery.  This  line  comprised  a  variety 
of  ash  trays,  vases,  bowls,  etc.,  and  was 
shown  in  bronze  and  other  metal  effects 
marvellously  like  the  original.  Some 
amusing  novelties  were  shown  also, 
among  which  an  ordinary  tobacco  pouch, 

apparently  empty  of  contents,  and  made 
of  soft  rubber,  proved  to  be  made  of 
pottery  and  to  be  extremely  hard.  Other 
m)etalliz.ed  pottery  showed  interesting 

applications  of  jewel  effects  as  decora- 
tions, and  will  readily  prove  acceptable 

to  Christmas  shoppers  in  the  art  and 

gift  section. 

The  death  occurred  at  his  home  in 
Toronto,  on  October  21st,  of  Thomas 

W.  Miller,  for  over  thirty  years  an  em- 
ployee of  the  T.  Eaton  Co.,  Ltd.,  and 

latterly  one  of  the  department  mana- 
gers of  the  store.  He  is  survived  by 

his  widow  and  two  daughters. 
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Competition  Improves  Canadian  Toys 
Canadian  Manufacturers  are  Making  Better  Toys  Than  Ever  Before— Many    Retail 

Firms  Have  Stocked  with  German  Toys  —  Good  Demand  for  Stuffed  Ani- 
mals—Good Mechanical  Toys  Being  Made 

CANADIAN  manufacturer
s  are 

now  taking  a  very  matter  of  fact 

attitude  in  regard  to  the  importa- 
ion  of  German  toys.  One  Toronto  toy- 
maker  claims  that  there  are  in  the 

country  now,  large  quanties  of  these  toys 
and  that  the  only  thing  for  the  man 
who  makes  them  here,  is  to  put  his 
shoulder  to  the  wheel,  and  produce 
something  just  as  good  or  better.  The 
trade  made  every  attempt  a  year  ago  to 
keep  out  goods  of  German  manufacture 
but  the  public  forced  foreign  goods  on 
them,  because  they  were  not  satisfied 
with  those  which  were  made  in  America. 

The  result  is  that  many  of  the  depart- 
ment stores  in  Canada  and  the  United 

States  are  carrying  them. 
This  has  had  at  least  one  good  effect 

on  the  industrv  here.  Toymakers  have 
made  every  effort  to  produce  better 
lines  and  have  succeeded  so  well  that 
many  of  them  believe  the  wholesale  im- 

portation of  toys  will  not  be  permanent. 
Moreover,  since  the  value  of  the  German 
mark  hovers  at  a  point  somewhere  below 
one  cent  in  Canadian  money,  German 
toymakers  are  inclined  to  place  a  price 
on  their  export  goods,  which  is  far  above 
that  which  they  can  obtain  at  home. 
They  thus  receive  a  certain  amount  of 
profit  after  the  rate  of  exchange  has 
played  havoc  with  their  money.  When 
the  heavy  duty  required  on  foreign 
goods  is  added  to  this,  the  price  of  these 
imports  is  not  bv  any  means  so  low. 
Take  for  example  instruments  like  mouth 

organs  and  Jew's  harps:  one  or  two  of 
the  largest  fancy  goods  houses  have 
found  it  profitable  to  stock  them  as  con- 

ditions  now   stand. 

Canadian  Dolls  Are  Wanted 

Whatever  the  attitudel  of  the  buying 
public  in  regard  to  toys  in  general,  they 
are  gaining  confidence  in  the  doll  in- 
industry,  in  this  country.  One  doll  manu- 

facturer says  in  spite  of  the  increase  in 
foreign  competition  during  the  last  ten 
months,  his  business  is  much  better  than 
last  year.  He  has  specialized  in  faces 
which  are  as  different  as  possible  from 
the  Teutonic  type  and  this  has  had  its 
effect. 

There  is  nothing  new  in  dolls  on  the 
market  for  Christmas.  Doll  manufac- 

turers took  the  same  attitude  as  those 
in  other  lines.  When  the  trade  did  not 

order  at  th°  usual  time,  they  were  not 
willing  to  venture  into  new  fields.  They 
have  plenty  of  stock  on  hand,  however, 
in  the  regular  lines.  The  unbreakable 
doll  is  still  the  strong  favorite.  This 
is  seen  in  baby  dolls,  girl  dolls  and  in 
the  novelty  ones,  like  kewpies  and  beach 
flirts.  In  the  latter,  one  maker  claims 
that  he  can  do  enough  business  for  baz- 

aars and  picnics  to  warrant  steady  busi- 
ness all  the  year  round.  Dressed  dolls 

are  favored  more  than  the  others. 

High  priced  dolls  are  still  not  want- 
ed and  neither  are  the  very  cheap  ones. 

As  to  values,  a  good  doll  costs  about 
two-thirds  of  the  price  of  last  year. 
Those  who  predicted  that  foreign  dolls 
would  force  Canadian  prices  down  below 
that  of  1914  did  not  realize  that  this 
would  ruin  the  industry  here,  and  toy- 
makers  are  determined  to  make  good. 

Stuffed  Animals  Have  Steady  Market 

There  is  an  increasing  call  for  all 
stuffed  animals.  Teddy  bears  are  go- 

ing fairly  well  but  cats  and  dogs  and 
some  wild  animals  are  selling  very  fast. 
There  is  a  rabbit  doll  with  a  baby  face 
which  is  very  good.  It  is  known  as  the 
rab-doll. 

On  the  whole  the  toy  business  is 
about  the  same  as  in  1920.  which  means 
that  it  is  better  the  last  few  weeks, 
since  practically  no  orders  were  taken 
prior  to  that  time.  Many  retailers  are 
disposing  of  their  old  stock  as  fast  as 
they  can,  because  they  can  obtain  new 
and  better  goods  at  a  cheaper  price. 

At  least  two  tov  manufacturers  are 

willing  to  wager  that  Christmas  busi- 

ness in  toys  will  exceed  l?st  year's. 
There  is  scarcely  a  store  in  Canada 
which  is  not  making  special  preparations 
Almost  anything  will  go  in  some  sec- 

tions because  the  trade  is  getting  a  little 
panicky.  Th's  is  another  danger  which 
lies  •  in  postponing  Christmas  ordering. 
Neither  the  trade  nor  the  people  are 
able  to   get  what  they  want  and  a  bad 

This  is  Jackie  Coogan,  the  wonder-child 
of  the  screen.  The  doll  has  flexible  limbs 
which  can  be  bent  to  imitate  the  poses 

of  its  famous  namesake.  It  is  called  the 

"Coogan  Kid."  Shown  by  the  British 
Novelty   Works,  London,  England. 

impression  is  left  as  to  the  ability  of  the 
Canadian  maker.  With  a  little  encour- 

agement early  in  the  season,  manufac- 
turers could  work  on  just  what  is  want- 

ed. As  matters  stand  now,  they  feel 

that  they  are  getting  business  without 
any  special  effort  on  their  part.  This 
is  not  conducive  to  better  work. 

Mechanical  Toys  Now  Made  Here 

There  are  two  or  three  firms  in  this 

country  which  are  making  excellent  toys 
of  a  mechanical  nature.  They  go  in  for 

tin  toys  as  well.  Outside  of  dolls,  whole- 

houses  report  that  the  biggest  Christ- 
mas orders  have  been  for  these  toys. 

There  is  still!  a  dif  erence  of  opinion  as  to 

whether  the  British  mechanical  toy  is 

better  than  the  German.  Both  are  sel- 
ling well. 

The  one  line  which  has  rot  improved 

is  games.  Dealers  are  not  losing  heart, 
however,  as  they  say  these  usually  pick 

up  in  November  and  early  December. 

Export  Club  to  be 
Formed  in  Montreal 

An  organisation  meeting  of  the  Ex- 

port Club  of  Montreal  and  district,  is 
to  be  held  in  that  city  during  the  first 

week  of  November  in  the  local  offices 

of  the  Montreal  branch  of  the  C.M.A. 

Circulars  have  been  issued  to  the  dis- 

trict members  of  the  association,  com- 

prising some  1,050  names,  asking  wheth- 
er or  not  they  are  interested  in  the 

formation  of  such  an  organisation.  
The 

replies  received  have  been  very  
encour- 

aging, at  least  50  per  cent,  expressing  a 

desire  that  their  firms  should  
become 

identified   with   the   Export   Associ
ation. 

As  soon  as  the  Export  Club  is 
 estab- 

lished on  a  firm  basis,  steps  will  be  ta- 

ken to  elect  as  honorary  members  repr
e- 

sentatives from  the  banking  institu- 

tions, the  transportation  companies  t
he 

marine  insurance  companies,  an
d  others 

interested  in  Canadian  export
  trade 

They  will  be  invited  to  take  
an  active 

part  in  the  work  of  the  Expor
t  Club, 

with  a  view  to  co-ordinating  the
  ̂ li- 

ferent interests  connected  with  and  i
n- 

terested in,  the  exploitation  of  Canada  s 

foreign  trade. 

A  luncheon  will  be  held  in  co
nnection 

with  the  organization  meeting, 
 at  wnicn 

it  has  been  arranged  that  offic
ials  prom- 

inent in  the  Canadian  export  trade 
 will 

be  guests  of  the  club,  and  d
eliver  ad- 

dreses  on  export  conditions 

The  proposed  club  in  Mo
ntreal  will 

be  the  third  of  its  kind  for
med  in  Can- 

ada the  other  two  already  or
ganized 

being  in  Toronto  and  Vanco
uver  where 

they  are  doing  useful  work. 
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Dry  bloods  Rwiew 

This  Will  Interest  You  ! 

OUR  NEW  270-PAGE  CATALOGUE 

Profusely  Illustrated 

Sent  Free  to  Dealers  on  Request 
SEND   US  YOUR   NAME  TO  DAY 

Showing:  — 

Fancy  Goods 
Druggists'  Sundries 

Crockery 

Dolls Toilet  Goods Cut  Glass 
Toys Leather  Goods European  Glassware 
Wheel  Goods Musical  Goods Electric  Fixtures 
Decorations Stationery Electric  Glassware 
Novelties Fancy  China Electric  Appliances 
Toy  Books Hotelware Baskets 

Sporting  Goods 
Flags 

Seasonable  Specialties 

Tobacconists' 
Sundries 

The  Largest  and  Most  Complete  Stock  in  Canada  ! 

NERLICH  &  CO. 
146-148  Front  St  West.     TORONTO, 

Winnipeg,  Man.  Montreal,  Que. 

Opposite  Union  Station 

Quebec,  Que. 
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Buy  Christmas  Goods  Early 

On  having  One's  Handbag 
as  smart  as  One's  Clcthei 

The  woman  of  thorough- 
bred taste  admits  no 

compromise  in  this 

matter.  One's  personal 
standing  forbids  the 

carrying  of  a  disreput- 
able looking  bag  or 

purse. 
We  are  producing  the 
finest  range  of 
Made  in  Canada  leather 

goods  to-day.  Their 
practical  qualities 
have  given  the 
Western  Leather 
Goods  Co. 

its  splendid  reputation. 

Ladies'  Belts 

Children's  Purses 
Music  Cases 

Wallets 

Bill  Folds 

Cigar  Cases 
Vanity  Cases 

Collar  Boxes 

Brush  Cases 

Ladies'  Velvet  Bags 

Military  Brush  Sets 

Ladies'  Leather 
Swagger  Bags 

Write  for  Our  Special  Sample  dozen 
Bags,  each  one  different  in  price  and  Style. 

Retail  from  two  to  six  dollars. 
Canadian  Made 

®fje  Western  leather  <§oote  Co.,  Uto. 
255-257  Richmond  St.  W. Toronto 
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are  becoming  very  fashionable,  espec- 

ially in  the  GREEN  GOLD  FINISH. 

One  of  the  reasons  for  the  increas- 
ing popularity  of  these  Soldered  Mesh 

Bags  is  the  fact  that  they  are  now 

4* 

ifflabe  tn  Canaba" 
We  found  that  we  were  wasting 

money  in  paying  duties  and  exchange 
on  imported  Soldered  Mesh  and  so 
decided  to  create  the  industry  in  this 
country.  The  results  have  proved  en- 

tirely satisfactory —  the  Canadian  ar- 
ticle being  the  equal  of  the  imported 

one  in  every  way,  besides  being  more 
moderately  priced. 

The  "PICCADILLY  MESH  BAG," 
formerly  imported  but  now  manufac- 

tured by  us,  also  shares  in  the  general 
popularity. 

We  are  sure  you  could  better  your 
business  and  increase  your. profits  by 
handling  our  line  of  Mesh  Bags. 

Setting  &  Batri*  to. 
SHERBROOKE,  QUEBEC 

JULIEN  GIGUET 
2  COURS  DES  CHARTREUX,  LYONS 

France 

Manufacturer  of 

NATURAL  HAIR  &  SILK  HAIR  NETS 

PAULETTE 

Silk  Hair  Nets,  with  Elastic 

GALLIA    CAP 

Cap  Shape  Silk  Hair  Net,  Self  Adjusting, 

No  Elastic 

COIFFURETTE 

Silk  Fringe. 

We  Carry  These  in  Stock 

SOLE  AGENTS  FOR  CANADA: 

M.  CHASSAGNE,  LIMITED 
45  St.  Alexander  St.         -         Montreal 

Fascinating 

New  Ideas 
in 

FINNIE'S Neckwear 

made  from  all  fashionable  materials  and 

colors  in  a  galaxy  of  designs — ensuring  the 
meeting  of  every  demand. 

OUR  NECKWEAR  is  always   appreciated  in 

Stores  where  the  New' Styles  are    shown  first 
OUR  Christmas  Neckwear  is  specially  boxed. 

A.  B.  FINNIE  6-  CO. 
421   Union  Avenue 

MONTREAL 
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JVrHsHr  Jfogs  far  C£rtHr<tl  S) timers 
Style  Leaders  that  are  appealing  to  Ladies  in  a 

pronounced  and  profitable  manner 

Order  Now Holiday 

Music  Cases 

ToiletCases 

Bill  Folders 

Wallets 

Military  Brushes 
In  Cases 

Writing  Pads 

For  Your 
Trade 

Lucille  Bags 

Beauty  Boxes 

Swagger  Bags 

Ladies'  Belts 
Outing  Hals 

Strap  Purses 

We  have  been  manufacturing 

continuously  for  over  1 8  years 
We  Guarantee 

Novelty    and   art    in  design, 

High  Grade  quality  in  mater- 
ials and  workmanship. 

16-884 

New  Holiday  Novelty  Bat 

"19-70  Swagger  Canteen" 

348-350  Sorauren  Ave. fHamitacturcrs  of  giab  «rabt  Jfancp  leatfjer  6oob« TORONTO 

Look  for this  Mark 

THE  M0ULT0N 

MANUFACTURING    COMPANY 
LIMITED 

steadily  maintain  that  irreproachable 

quality  which  has  made  their  goods  appre- 
ciated   throughout  the  Dominion. 

Plain  and  Fancy  Braids,  Cords,  Drops, 
Fringes,  Girdles,  Ornaments  and  Tassels 

in  the  most  popular  designs  and  fashion- 
able colours. 

Make  sure  that  you  will  secure  your  re- 
quirements by  ordering  now. 

4  Inspector  St. Montreal 

HAMBLY  &  WILSON 
LIMITED 

11  Wellington  Street,  W.,  TORONTO 

Immediate    Delivery 

Bootees,    Mittens,    Hoods,     Veils, 

Jackets,      Pullovers,      Scarves, 

Leggings,  Toques,  Bibs,  Diapers, 

Shawls,  Silk  Pram  Covers,  Overalls, 

Novelties   in   Rattles,  Beads, 

Bureau  Scarves,  Lace  Trimmed 

And  Colored  Embroidery, 

Cushion  Slips  Embroidered, 

Fingering  and  Fancy  Wools 

Everything   in   Stamped   Goods 
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Buy  Direct 
From  Us 

Your  requirements  in  ostrich 
feathers  at  rock  bottom 
prices.  In  stock  now  ready 
to  deliver  largest  assortment 
of  ostrich  goods  in  Canada. 

1247 — A  32-inch  band  of  good  quality 
lull  Clue.  A  tip  on  each  end  and  all 
curled.  Long  enough  and  shaped  to 
go  completely  around  the  crown  of 
a  medium  sized  hat.  A  complete 
trimming  in  itself.       $18.00  doz. 

1296 — Similar  to  above  but  in  the 
glycerined  ostrich.  $15.00  doz. 

1899 — A  novel  half  band  and  tip  pat- 
tern. Most  effective  when  trimmed 

with  band  part  close  to  crown  and 
tip  at  edge  of  brim.  $19.50  doz. 

In  the  above  three  numbers 

we  carry  the  following  col- 
ors in  stock:  Black,  Nigger, 

Taupe,  Henna,  Pillar  Box 
Red,  Tangerine,  Fuchsia  and Navy. 

May  we  send  you  a  half- 
dozen  assorted  in  each  pat- 
tern? 

DOMINION 
OSTRICH 

FEATHER  CO. 
LIMITED 

78  Wellington  St.  West 
TORONTO 

Representa  tives 
H.  B.  TAYLOR,   202  Mappin  Bldg.,  Montreal 

GEO.  STRACHAN,  Welton  Block,  Vancouver,  B.  C. 

J.  G.  MARTIN,  Hammond  Building.  Winnipeg 

E.  R.  BRIGGS,  Western  Ontario 

J,  A.  AYEARST,  Ottawa 

Send  for 
Your 
Copy 

Today ! 

You  should  be  in  a  position  to  know  what  are  sound  stocks  and  bonds  and 

what  are  purely  speculative — perhaps  you  can't  afford   to    speculate — If 
not,  ycu  must  be  assured  that  you  are  really  investing. 
THE  FINANCIAL  POST  specializes  in  an  Inquiry  Service  noted   for  its 
accurate  and  sound  rei  li  )s  regarding  investment.     This  service  is  free  at 
all  times  to  subscribeis. 
The  careful  opinions  backed  solidly  by  facts,  the  accurate  news  and  the 
weekly  market  reports  that  appear  in  THE  FINANCIAL  POST   are  your 
sure  guides  to  the  knowledge  that  means  safety. 

Send  for  a  sample  copy  today.     The  subscription  price — $5.00  a  year  of 
fiftj-two  issues — is  really  insurance  on  your  invested  money. 

THE  FINANCIAL  POST  ftSMSraWR 
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THE  SEASON'S 
SELLERS 

Circular  Combs 

Pompadour  Combs 
Fancy  Metal  Girdles 
Bugle  Beads  all  Colors 
Celluloid  Ornaments 
and  Dress  Trimmings 

Lady  Dainty  Hair  Nets 

Bag  Frames 
Kurley  Kew  Hair 
Wavers 

We  have  a  complete   stock.  See  our 
travellers  or  write  for  samples 

on  approval. 

THE    SMALLWARE    SPECIALTY 
HOUSE 

wrinch,  McLaren 
Limited 

120  Wellington  Street,  W. 
TORONTO 

WM.  E.  WRIGHT  SAYS: 
"We  take  every  possible  precaution  to 
furnish  nothing  but  perfect  merchandise. 

"Our  tapes  are  super-calendered  and 
wound  very  slowly  at  an  even  tension 
while  still  warm.  This  slow  winding  en- 

ables the  inspector  to  detect  any  slight 
imperfection  and  reject  the  piece  of  tape 
in  which  it  appears. 

"The  sentence  which  appears  below  is 
torn  from  the  ticket  wrapped  with  each 
piece  of  tape: 'It  Turns 

ark  with  the  m^ 

Itself." 

Any  piece  of  WRIGHT'S  Bias Tape,  E-Z-Trim  or  other 
goods  found  to  be  imperfect 
may  be  returned  to  us  with 
the  label  and  we  will  send 
you  perfect  goods  in  return. 

"Once  in  a  great  while  we  get  a  piece  of 
tape  back  on  this  guarantee.  It  is  such  an 
unusual  event  that  everybody  in  the  of- 

fice wants  to  look  at  it  and  see  what 

could  be  the  matter." 

Send  for  Color  Card  of 

WRIGHT'S  BIAS  FOLD  WE showing  our  full  line  of  fast  colored  pircTl  S* 

also  Wright's  E-Z  Trim.  You  will  find  this  card  to 
be  a  great  convenience  in  making  up  your  orders.  It 
shows  our  12  plain  and  6  striped  colors  of  Tape  and 
6  colors  of  E-Z  Trim. 

LAMPSHADE  TAPE 
Something  new  and  useful  for  the  Notion  Depart- 

ment.   Sample  cards  showing  colors  sent  on  request. 
Wm.  E.  WrigSt  &  Sdiis  Co.,  Mfrs. 

315-317   Church  Street 
New  York 

Agencies: CHICAGO 

R.    C.    Taft 
223   W.  Jackson   Blvd. 

ST.   LOUIS 

L.   F.   Sherman 
613  N.   Broadway. 

PHILADELPHIA 

Jas.  F.  McCarriar 
1011     Chestnut     Street 

WRIGHTS 

BIASFOLDTAPE 
' .  It  turns  itself  . ' 

In    U.    S.    Pat.    Off 
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Inefficiency  of  Sales  Staff  in  Notions 
Department  Loses  Many  Customers  and  Sales 

Smaller  Stores  are  More  Courteous  in  Seeing  that  Little  Needs  are  Satisfied — How  a 
Lady  Went  to  Four  Department  Stores  to  Buy  One  Garter— Difficulty  Partly 

Overcome  by  Bonus  System — Fewer  Clerks  and  Better  Ones 

TT  THY  is  there  a  feeling  among 

Y'  Y  many  people  today  in  favor  of the  small  store  rather  than  the 
department  store?  Several  men  and 
women  who  were  approached  on  the 
subject  by  Dry  Goods  Review  gave  tne 
same  explanation  for  it.  They  said  that 
the  small  store  gives  more  courteous  at- 

tention. There  was  a  time  when  depart- 
ment stores  specialized  on  the  matter  of 

good  service  but  a  great  many  of  them 
seem  to  have  forgotten  it  in  their  quest 
for  publicity  and  magnificence.  That  is 
why  many  people  who  used  to  shop  in  the 
big  stores  buy  nearer  their  own  homes 
now.  If  they  do  come  downtown  they  go 
to  the  specialty  shops  where  they  are 
sure  of  attention. 

This  lack  of  courtesy  on  the  part  of 
clerks  in  Canadian  department  stores  is 
more  evident  in  some  departments  than 

in  others.  Usually  ready-to-wear  sales- 
women are  very  attentive  and  fabric 

clerks  also.  In  fact,  in  all  branches  where 

some  time  is  required  in  making  pur- 
chases, salespeople  are  satisfied  to  give 

time.  It  is  in  the  depai-tments  where  the 
customer  decides  in  a  minute  or  two  that 

many  clerks  want  the  purchase  com- 
pleted in  half  a  minute.  In  many  stores 

it  takes  longer  to  buy  a  package  of  hair- 
pins than  it  does  to  purchase  gloves. 

There  are  many  explanations  of  this.  The 
best  one  seems  to  be  that  the  more  in- 

efficient and  the  younger  clerks  are  plac- 
ed at  counters  where  the  amounts  of 

sales  are  small. 
Basement    Clerks   the   Worst    Offenders 

One  woman  told  Dry  Goods  Review 
that  she  was  eighteen  minutes  purchas- 

ing a  35c.  tin  pail  in  an  Ontario  depart- 
ment store  and  that  she  took  the  first 

one  shown  her.  There  seems  for  one 
thing:  an  amazing  lack  of  knowledge  as 
to  where  things  are  kept.  There  is  also 
a  great  deal  of  running  around  required 
before  the  wrapped  parcel  is  deposited 
in  the  customer's  hands.  This  may  of 
course  be  due  to  the  basement  method  of 
using  tables  instead  of  counters.  A 
counter  means  that  a  salesclerk  stays  in 
one  place  but  a  table  is  usually  one  of 
several  taken  care  of  by  two  or  three 
clerks  all  of  whom  may  disappear  at  the 
same  time  to  the  distant  parcel-wrap- 

ping booth. 

Shoe  Departments 
Some  stores  do  not  place  the  proper 

in  their  shoe  departments. 
Patience  is  one  of  the  outstanding  vir- 

tues for  a  shoe  clerk.  Most  customers 
walk  in  to  buy  shoes  with  the  conviction 
that  the  prospective  purchase  is  to  be 
the  shoe  de  luxe  for  comfort  and  shape. 

Nearly  everyone  has  had  some  sad  ex- 
perience in  buying  shoes  and  docs  not 

fancy  another.  Yet  clerks  so  often  are 
seen  to  hand  (not  fit)  a  shoe  to  some 
customer  and  depart  for  ten  minutes  or 

more  to  return  with  the  question  "Will 
you  take  these?"  Small  stores  of  both 
the  specialist  variety  and  the  general 
store  are  more  inclined  to  give  time  to 
selling.  The  attitude  in  these  stores  is 
that  if  the  sale  of  a  shoe  cannot  be 
effected  that  of  a  shoe  lace  may  be  but 
clerks  in  larger  stores  are  inclined  to 
the  buy-this-or-nothing  method. 
Notions  Counter  Can  Double  Sales  With 

Efficient   Heln 

The  sooner  many  stores  realize  the 
business  which  they  are  losing  in  notions 

every  year  by  not  giving  sufficient  atten- 
tion to  the  clerks  in  charge  the  sooner 

will  that  department  s^eed  up  sales.  In 
the  first  place,  many  customers  do  not 
name  correctly  articles  which  they  want 
at  the  notions  counter.  This  refers  par- 

ticularly to  dress  findings,  the  names  of 
which  change  so  frequently.  Care  should 
be  taken  that  they  are  not  turned  away 

with  the  answer,  "we  have  not  that."  Sel- 
ling notions  is  very  different  from  sell- 

ing a  hat.  One  article  may  be  substitut- 
ed  for  another  very   easily. 

Then  there  is  the  point  of  making  two 
sales  at  the  notions  counter  instead  of 
one.  Rarely  does  a  woman  walk  up  to 
buy  thread  without  needing  some  other 
article  for  her  sewing  basket.  Clerks  do 
not  appreciate  the  fact  that  one  hundred 
additional  sales  of  ten  cents  each  at  the 
notion  counter  during  the  day  mean  ten 
dollars  more  business. 

An  outstanding  example  of  the  sin  of 
omission  as  applied  to  a  notions  counter 
is  the  following  story:  A  woman  in  a 
large  Canadian  city  wanted  to  purchase 

one  garter  for  her  child,  She  was  inform- 
ed in  four  stores  that  these  were  only 

sold  in  pairs.  She  finally  bought  a  single 
garter  in  a  small  shop  and  returning  to 
the  first  department  store  saw  a  rack  of 

these  same  hose  supporters  on  the  count- 
er. She  approached  the  clerk  about  them. 

She  was  informed  that  they  had  +hem  but 
as  they  were  usually  sold  in  pairs,  she 
(the  clerk)  had  forgotten  the  store  had 
one  brand  which  was  sold  singly. 
Salesmanship  Should  Be  Taken  Seriously 

The  machinery  which  is  requird  in  op- 
erating a  department  store  is  partly 

responsible  for  the  fact  that  clerks  in 
large  stores  do  not  take  more  interest. 
In  the  United  States  the  bonus  idea  over- 

comes a  great  deal  of  this  and  ̂ in  some 
Canadian  stores,  a  bonus  is  given  also. 
Still,  women  who  shop  here  and  in  the 

United  States  say  there  is  a  difference 
in  the  attitude  of  the  clerks.  Those  on 

the  other  side  are  more  energetic  and  re- 
spond more  easily  to  the  idea  of  com- 

petition in  selling.  Canadians  have  not 
fully  realized  the  fact  that  selling  is  a 

profession,   not    merely   a   "job." There  is  no  reason  why  clerks  should 
not  be  made  to  feel  the  importance  of 
their  work  in  the  general  scheme  of 
producing  and  consuming.  Without  them 
the  law  of  supply  and  demand  would  not 
be  fully  satisfied  for  they  are  the  ones 
who  help  create  the  demand  which  brings 
about  production. 

Fewer  Clerks  And  Better  Ones 

Experts  in  store  efficiency  state  that 
the  store  which  stresses  the  calibre  of  its 
assistants  rather  than  the  number  will 
forge  ahead  fastest.  One  efficient  clerk 

they  say  is  actually  worth  two  indiffer- 
ent ones 

With  the  rush  of  Christmas  approach- 
ing, one  department  head  told  Dry  Goods 

Review  that  he  intended  to  issue  a  series 
of  memos  to  be  posted  up  conspicuously, 

telling  salespeople  just  what  the  stand- 
ard of  the  store  was  in  the  matter  of 

courtesy  and  in  what  particular  points 
each  clerk  was  expected  to  live  up  to 
that  standard. 

BEADS 
Seed  Beads  Bugle  Beads 

Pearl  Beads 

Just  in  stock  some  new  novelties 
in  BEAD  NECKLACES 

Send  for  $25  selection  to  retail 
from   $50.00   to   $75.00 

on  approval 
THE  BEAD  HOUSE 

R.  A.  PHILLIPS 
77  YORK  ST., TORONTO 

BUY  NOW 
For   your   Christmas    trade. 
Business  will  be  good  if  you  prepare 

for    it. 
Our   travellers   are   on    the   road. 

Our  Fall  Catalogue  will  be  ready  Oct. 
l'5th.     It's   yours   for  a  post  card. 
No  matter  how  your  order  reaches  us 

we   can   give   you  service. 
The  sooner  we  get  your  order  the  better 

for  both   of   us. 

Pugh  Specialty  Co.  Ltd. 
38  to  42   Clifford   St.,   TORONTO,   Canada. 
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New  and  fascinating  toys  for  the  Christmas  season.  The  doll's  house  is  fully 
equipped  with  all  modern  conveniences.  The  street  car  has  glass  windows  arid 
a  real  motorman,  while  both  touring  car  and  fire  engine  represent  the  latest 

models  for  1922.  Shown  hy  Nerlich  and  Company,  Toronto.  Photo  by  Photo- 

Kraft  Studios. 

Big  Christmas  Range  of  Toys  and  Dolls 
Doll  Variety  Greater  Than  in  Many  Years — Some  New  Japanese  Creations  On  the 

Market — Big  Demand  for  Electrical  Toys — Highly  Colored  Rubber  Balls- 
Picture  Blocks  in  Profusion 

"It's  a  long-  jump  from  the  rag:  dolls 
of  our  grandmothers'  days  to  the  superb 
beauties  imported  from  Japan,  France 

and  even  Germany  this  year,"  remarked 
a  Montreal  importer  to  Dry  Goods  Re- 

view this  month.  "It  is  many  years  since 
we  have  ?hown  such  a  variety  of  dolls 
from  kewpics  to  the  fully  dressed  bis- 

que headed  model  with  real  hair  and 
eyes  that  close.  We  anticipate  a  splendid 
season  this  Christmas  for  the  reason  chat 
prices  are  unusually  moderate.  The  call 
for  cheap  dolls  is  mostly  confined  to 
Canadian  made  croods,  while  for  the 
more  elaborate  types,  retailers  are  will- 

ing to  pay  almost  any  price,  provided 
the  doll  is  well  mad°  and  attractive. 
There  is  a  new  line  of  celluloid  kewpie 
dolls  made  in  Janan  whih  were  secured 

here  owing-  to  the  fact  that  they  were 
not  admissible  to  the  New  York  market, 
and  were  picked  up  for  a  fraction  of 
their  original  cost.  Some  of  these  kew- 
pies  have  got  real  hair  and  veil  which 
was  featured  on  the  pla-ter  and  paper 
mache  kewpies  of  last  vear.  Even  the 
very  largest  sizes  with  hair  may  now  be 
bought  for  a  dollar  and  less,  which  is 
decidedly  lower  than  their  original 

prices." 
Skin    Animals 

Next  in  demand  for  the  Christmas 
trade  are  the  skin  animals,  such  as  cows, 
lions,  donkeys,  cats,  etc.,  and  especially 
horses,  and  these  are  now  obtainable  in 
most  realistic  reproductions.  The 
harness  and  trappings  upon  the  horses 
are  especially  good  this  year,  while  the 
mechanical  effects  that  provide  for  the 

imitating  of  the  different  animals'  calls, 
will  certainly  delight  every  child's  heart. 
The  horses  range  from  the  largest  rock- 

ing horse  to  quite  small  ones  upon 
wheels,  some  being  supplied  with  carts 
and  other  trailers  to  represent  various 
sorts  of  delivery  wagons,  while  others 
have  handles  and  can  be  dragged  along 
by  a  child,  or  pushed  in  front. 

Soldiers 

The  demand  for  lead  soldiers  is  also 
larger  than  usual  and  many  fascinating 
new  sets  are  on  the  market,  featuring 
brighter  colors  and  more  varied  styles 
of  uniform  than  has  been  seen  for  many 
years.  Gravity  toys,  which  perform  some 
such  task  as  to  lift  sand  or  marbles  or 

haul  buckets,  etc.,  are  another  line  which 
is  being  called  for  and  sells  rapidly. 

Electrical  Toys 

It  was  stated  by  one  firm  interviewed 
that  the  call  for  the     educative     toy  or 

outfit,  is  not  so  noticeable  this  fall,  and 
there  is  more  of  a  marked  reversion  to 

the  purely  amusing  toy  as  a  result.  The 

exception  to  this  fact  applied  to  electric- 
al outfits  and  transformers,  which  are 

almost  impossible  to  keep  in  stock,  the 
demand  is  so  heavy  from  all  parts  of 
Canada.  Moving  picture  lanterns  and 
films  are  another  feature  that  should  be 

among  the  leaders  this  Christmas  as 

gifts,  and  are  quite  remarkable  value 

for  the  prices  asked  this  year.  Mechan- 
ical toys  show  a  decided  drop  in  price 

over  last  year  and  are  better  in  quality 
than  before,  an  even  better  point  in  their 
favor. 

Rubber  balls  in  highly-colored  sur- 
faces are  on  the  market  in  the  largest 

sizes,  which  have  been  unobtainable  for 
some  years,  and  these  are  particularly 
durable  and  artistic  in  design. 

Picture  Blocks 

Among  the  other  lines  which  should 
be  in  large  demand  for  this  Christmas 
are  picture  blocks  with  six  different 
stories  to  put  together  included  in  each 

set;  the  rubber  horse-shoe  game,  which 
is  adapted  from  quoits  of  olden  days; 
and  a  clever  range  of  conjuring  trick 

outfits,  which  permit  a  youngster  to  im- 
itate the  sleight-of-hand  tricks  seen  on 

the  stage  by  professional  conjurers. 
There  are  few  new  games  on  the  market 
as  nothing  can  eclipse  the  old  favorites 

in  perennial  popularity,  and  buyers  in- 
variably remark  that  there  is  nothing  to 

take  the  place  of  Parchesi,  checkers, 
dominoes  and  such  card  games  as 
Authors  and  Snap. 

New  styles  in  Christmas  tree  orna- 
ments are  now  offered,  particularly  in 

blown  glass  ball  novelties,  the  colors  of 
which  are  very  bright  and  include  half 
a  dozen  shades  upon  a  string.  Glass 

bugles  make  an  effective  new  tree  trim- 
ming and  are  often  combined  with  silver 

tinsel.  Tinsel  by  the  yard  is  plentiful 
and  considerably  reduced  in  price. 

Prices  on  Teddy  bears  continue  to  be 
too  high  to  interest  many  buyers,  but 
the  demand  continues  for  less  expensive 

grades. 

PASSING  OF   P.  J.  SAVILLE 

One  of  the  oldest  and  best-known  Eng- 
hsa  commercial  travellers  covering  the 

Canadian  held,  Philip  J.  Saville,  of  Kid- 
derminster, England,  died  October  5th  at 

St.  Michael's  Hospital,  Toronto,  follow- 
ing an  operation  the  previous  evening. 

Mr.  Saville,  who  was  familiarly  known 
among  his  fellow  commercial  travellers 
as  "Pop,"  was  the  representative  of  an 
English  carpet  house.  He  had  visited 
Toronto  regularly  for  thirty-five  years 
or  more,  and  always  made  his  head- 

quarters in  the  city  at  the  Queen's  Ho- 
tel. Up  to  last  year  he  had  made  a  total 

of  105  trips  back  and  forth  across  the 
Atlantic. 

Mr.  Saville  was  widely  known  through- 
out Canada,  especially  among  commer- 
cial men  and  the  business  houses  on 

whom   he  called. 
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Jobbers  Everywhere  Recommend 

Absolutely 
the  last 

thing  in 
Fasteners 

Attractively- mounted 
on 

three- colored 
card 

and  each  snap  lines  up  true 

The  SURE-FIT  HOLE- 
How  to  Use  It : 

AFTER  you  have  sewed  on  the  stud  asjyou 
always  do,  simply  hold  the  garment  closed 
and  pull  your  needle  and  thread  directly 
through  the  center  of  the  stud,  from  the 
outside  of  the  garment  and  through  the 
other  half  of  the  closing.  Now  open  it  and 
the  thread  marks  the  spot  where  the  other 
half  of  the  fastener  goes.  Take  a  pin  and 
pick  up  the  other  half  of  the  fastener 
through  the  hole  in  the  center.  Then 

stick  pin  through  where  the  thread  indi- 
cated its  proper  position.  The  pin  will 

hold  the  fastener  while  you  sew  it  on. 

The  Hole  is  in  All  Sizes 
Black  and  White 

Sold  by  All  the  Leading 
Jobbing  Houses 

Manufactured  by 

COLONIAL  FASTENER  CO.  LTD.,  Montreal 
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Umbrella  Section 

Fixtures 

That  Are 

Built  for 
Service, 

Efficiency, 
Good  Looks 

SHOW  CASES 
WALL  CASES 
COUNTERS 
SHELVING 
TABLES 

I 
Send  us  your  Floor  Measurements. 

Let  us  work  out  a  Plan. 

■ 

Sections    for   Umbrellas, 
Cloves,  Hose,  Skirts,  etc., 
to     match      Dry     Goods 

Shelving 

Planned 

by  Experts 
who  Know  the 
Needs  of  the 

Trade  and  How 
to  Meet  Them 

THE  WALKER  BIN  &  STORE  FIXTURE  CO.,  LTD. 
KITCHENER,  ONTARIO 

■ftr    ~\mmmmm\ 
aOBEEOOl 

I 
IQC3— DO( 

IMPORTANT  ANNOUNCEMENT  TO  THE  VARIOUS  TRADES 

VICTOR  H.  CANHAM  &  COMPANY 

Guelph,    Ont. 

Garment   Hangers   for   every   purpose 

Coat  hangers,  skirt  hangers,  pant  hangers,  waist  hangers,  blouse  hang- 

ers, hangers  for  Dry  Goods,  Notions,  Departmental  Stores,  Men's 
Clothing,  Hardware,  Dyers  and  Cleaners,  hangers  for  retail  stock 
use  and  advertising. 

All  kinds  of  hangers  for  every  use. 

We  desire  to  call  the  attention  of  the  trade  to  the  addition  to  our 

other  well  known  lines,  of  our  waist  or  blouse  hanger  and  evening 
gown  hanger,  both  plain  and  enamelled.  We  supply  these  hangers 
in  very  superior  enamel  as  well  as  plain. 

We  now  carry  a  complete  range  of  garment  hangers. 

Write  for  our  illustrated  price-list  and  full  particulars. 

CX  *-»— ■  )C| 
IOC. 
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Believes  Canadian  Shops  are  Ahead  of 
British  in  Decoration  and  Equipment 

C.  G.  Clatworthy  Gives  Impressions  After  Four  Months'  Visit  Across  the  Water — Says 
French  Wax  Models  the  Best  in  the  Wo:  Id — Canadian  Fittings  and  Fixtures 

Equal  to  British  and  French  Makes 

CG.  CLATWORT
HY,  of  Clatwor- 

thy and  Son,  Toronto,  specialists 

in  store  equipment,  has  just  re- 

turned from  a  four  months'  visit  across 
the  water.  While  abroad,  Mr.  Clatworthy 

made  a  study  of  the  shops  and  windows 

on  the  continent  and  in  England.  Those 

in  London  and  Paris  were  given  special 
attention. 

Mr.  Clatworthy  believes  that  the 

stores  in  this  country  compare  very  fav- 

orably with  those  abroad.  In  actual  at- 
tention to  decoration  and  equipment, 

Canadian  shops  are  very  much  ahead  of 

those  in  England.  The  great  lack  in  this 

country  is  in  the  goods  displayed.  The 
conservative  ltaste  of  Canadians  does 

not  encourage  retailers  to  show  the  elab- 

orate lines  which  go  far  in  the  beauti- 

fying of  London  stores.  Had  we  their 

goods,  however,  or  had  they  our  equip- 
ment, a  shop  could  be  made  a  real  vision 

of  loveliness.  In  Paris  it  is  different.  The 

smallest  magasin  makes  window  dis- 

play and  store  equipment  an  important 

part  of  trade.  No  doubt  a  great  deal 
of  this  tendency  is  merely  a  reflection 

of  the  artistic  nature  of  the  French. 

The  Frenchman  loves  to  surround  him- 
self with  beautiful  things,  he  likes  to 

appeal  to  the  aesthetic  taste  of  his  cus- tomers. 

French  Models  in  Wax  Best  in  the  World 

After  a  close  examination  of  the  work 

of  the  best  known  manufactu-ers  in 
France  and  England,  Mr.  Clatworthy 

believes  that  the  French  have  almost 

perfected  their  work  in  wax.  This  ap- 
plies to  figures  of  women  and  children 

in  particular  The  models  of  men  are 
not  probably  as  good  as  some  of  those 

made  in  England.  In  considering  this, 

however,  it  must  be  remembered  that 
reonle  of  the  Anglo-Saxon  race  are  not 

inclined  to  admire  types  of  other  coun- 
tries; ideals  in  regard  to  women  are 

more  or  less  universal — anv  beautiful 
model  in  wax  is  admired.  The  secret  of 
French  modelling  seems  to  be  that  it  is 
done  from  actual  life  or  from  pictures 
of  real  women. 

London    Learning   Value  of   Display 

">T.  rchants  in  London  are  showing 
interest  than  ever  before  in  win- 
dow dressing  and  store  fittings.  The 

shops  which  darken  their  windows  or 
hide  them  behind  heavy  shutters  from 
Saturday  at  noon  until  Monday  are  be- 

coming fewer — the  idea  of  perpetual  ad- 
vertising is  gradually  being  learned. 

Thei-e  are  no  stores  in  Paris  or  New 

York  which  can  outdo  Selfridge's  or 
Earrod'e,  rf  London,  for  display. 

The  shops  which  seemed  to  lose  in 
appearance    to    the    greatest    extent    be- 

An  unusually  dainty  window  display  of  French  perfume  featured  by  Dupuis 
Freres  of  Montreal.  Pastel  shades  only  were  employed  and  quantities  of  pink, 
red  and  yellow  roses  gave  the  appropriate  atmosphere.  The  display  was  ar- 

ranged to  advertise  a  mammoth  sale  which  attracted  many  customers. 

cause  of  lack  of  fittings  were  the  jewel- 
lery and  dress  goods  shops.  This  was 

particularly  noticeable  because  these 
lines  are  so  much  superior  to  ours.  Lon- 

doners still  have  a  tendency  to  dress 
their  windows  very  high.  They  often 
place  articles  up  near  the  top  of  the 
tall  windows  and  so  close  to  the  pane 
that  only  those  passersby  on  the  oppos- 

ite   side   of   the    street   can   see   them. 

Confectionery    Shops   Best   in  the   World 

Strange  to  say,  that  in  a  city  where 
display  is  more  or  lei,s  neglected,  the 
stores  which  are  demoted  to  confection- 

ery and  sweets — and  the  restaurants — 
are  the  best  in  the  world..  Fixtures, 
moveable  fittings,  decoration,  lighting 
and  arrangement  become  an  art  in  such 
places.  And  these  are  the  stores  which 
are  most  neglected  in  this  country. 

Saw    Little   New   In   Equipment 

Apart  from  the  beautiful  wax  work 
which  is  done  abroad,  Mr.  Clatworthy 
believes  that  London  and  Paris  have 
very  little  in  either  fixtures  or  fittings 
which  are  improvements  on  those  of 
American  and  Canadian  manufacturers. 
He  remarks  that  while  we  speak  of  all 
equipment  as  fixtures,  the  Englishman 
refers  more  correctly  to  equipment 
which  is  more  or  less  permanent  as 
fixtures  and  to  moveable  articles  and 
those  devised  for  displaying  individual 
things,  as  fittings. 

He  noticed  that  show  cases  in  both 

these  cities  were  rarely  made  altogeth- 
er of  glass,  as  they  are  here.  They  have 

a  narrow  melal  binding  along  the  top 
and  down  the  sides  which  make  them 
very  secure.  The  ends  of  these  cases 
are   round    or    oval    instead    of    square. 

Living   Models   Used  Extensively   in 

England 
While  most  stores  in  America  !use 

living  models  only  for  ready-to-wear  de- 
partments, English  houses  find  them  in- 

valuable in  many  other  lines.  One  store 
in  Leeds,  uses  a  living  model  with  ex- 

ceptional success  in  a  hair-waver  and 
curler  window.  A  chorus  girl  who  was 
able  to  dress  her  hair  effectively  was  en- 

gaged und  arrangement  was  made  to 
have  an  expert  demonstrator.  The  model 
sat  in  the  window,  which  was  fitted  up 
as  a  boudoir,  doing  her  hair  with  cur- 

lers and  taking  it  down.  The  demon- 
strator remained  inside  the  shop  explain- 

ing the  merits  of  the  curlers.  The  living 
model  is  claimed  to  have  a  big  advant- 

age over  a  wax  one  because  a  double 
purpose  is  accomplished.  This  girl,  as 
well  as  the  girl  inside,  acts  as  a  demon- 

strator, resides,  the  effect  of  the  curler 
on  what  people  know  to  be  real  hair, 
has  more  effect. 

English  firms  approve  very  highly  of 

the  living  model  method  of  display  be- 
cause it  is  attractive  as  well  as  educat- 
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Clerk  Can't  Sell  if  He  Doesn't  Know  Goods: 
Advertising  Manager  Not  Mere  Word  Coiner 

Address  by  T.  K.  Kelly  of  Kelly  Sales  System  to  Large  Body  of  Business  Men — Some 
Fundamentals  of  Successful  Advertising  and  Salesmanship — Gospel  of  Life 

Is  Gospel  of  Work 

WHEN  all  is  said  and  done,  the 
gospel  of  life  is  the  gospel  of 
work.  You  have  NEVER  found 

a  lazy  man  a  genius,  because  if  he  were 
an  idler  he  would  not  be  a  genius. 

That  is  the  reason  why  I  work  as  hard 
to-day  as  I  did  when  I  worked  in  a  gen- 

eral store  from  six  a.m.  to  nine  p.m., 
six  days  a  week  and  cleaned  horses  and 
washed  wagons  after  church  on  Sun- 

days, thirty-five  years  ago  for  $1.50  a 
week. 

I  realized  and  appreciated  what  my 
boss  was  doing  for  me — teaching  me  to 
work  and  think  and  that  this  would  be 
the  means  in  future  years  of  keeping 
the  "wolf  from  the  door." 

That  was  the  definite  reason  why  I 
put  the  best  of  me  into  it.  I  never 
assume  that  because  I  now  happen  to 
be  the  President  of  the  T.  K.  Kelly  Sales 
System  that  it  will  automatically  pros- 

per because  of  its  big  reputation.  My 
whole  attitude  toward  it  is  that  it  must 

"GET  OVER"  and  that  only  can  be  done 
through  hard  work  and  applying  the 
"Golden  Rule." 

I  have  known  business  men  who  be- 
came careless  after  a  first  success,  be- 
cause they  felt  that  their  reputation 

could  carry  the  overhead  burden  of  un- 
satisfactory service  but  that  burden  is 

always  excessive,  and  in  the  end  they 
go  into  discard  unless  they  get  back  to 
the  faith,  enthusiasm  and  determination 
that  marked  their  earlier  efforts,  be- 

fore it  is  too  late. 
The  moment  a  man  slacks  up  in  his 

sincerity,  or  thinks  that  he  can  afford 
to  be  slipshod,  he  sounds  his  own  doom. 

In  years  to  come,  we'll  all  feel  grate- 
ful for  the  experience  we  have  had  the 

last  year,  regardless  of  how  detrimental 
it  has  been,  because  conditions  are  such 
now  that  we  must  work  and  think  and 

the  man  who  does  both  is  bound  to  pros- 

per. But,  if  he  works  and  doesn't  think, 
he'll  not  reach  the  goal  or,  if  he  thinks 
and  doesn't  work,  he  will  not  accom- 

plish much. 

Theory  won't  go  to-day.  The  public 
wants  facts  quoted  in  reliable,  easy  to 
understand  English.  That  is  why  ad- 

vertisements should  be  written  in  mod- 
ern language.  That  is  why  they  should 

be  written  by  a  man  who  knows  the 
goods  and  not  by  a  mere  academic  word 
coiner. 
A  good  plan  to  follow  when  buying 

merchandise  is  to  make  sure  of  having 
truthful  advertisements  and  to  advise 
your  clerks  to  make  a  list  of  the  chief 
points  of  quality  and  style  at  the  time 
of  purchase  from  the  jobber  or  manu- 

facturer.    This  list  should  be  passed  on 

By  THOS.  K.  KELLY 

to  the  advertisement  writer.  Then  your 
advertisement  writer  can  write  intelli- 

gent and  descriptive  advertisements — as 
describing  your  merchandise  correctly  is 
very  important. 

Also — how  can  you  expect  your  clerks 
to  sell  goods  if  they  do  not  thoroughly 
understand  their  stock?  It  is  your  chief 
duty  as  owner  of  your  store,  to  educate 
your  clerks  regarding  the  quality  and 
style  of  nearly  every  article  in  your 
store. 

In  fact  first  sell  yourself  your  mer- 
chandise.    Then  sell   your  clerks   100%. 

The  first  thing  I  do  each  morning 
upon  arising  is  to  impress  myself  anew 
with  a  greater  sincerity  and  faith  in  my 
business,  as  well  as  to  determine  daily 
for  its  greater  and  steadier  improve- 

ment. Primed  to  the  core  with  this 
realization  that  I  have  the  biggest  and 
best  business  in  the  world,  I  cannot  help 
but  pass  my  enthusiasm,  my  loyalty, 
my  faith,  yes  in  fact,  my  deep  affection 
for  my  work  on  to  my  fellow  co-work- 

ers,  associates    and   employees. 

This,  in  terms  of  the  vernacular,  is  what 

a  salesman  means  hy  "selling  himself" 
first,  then  his  customer,  and  it  is  this,  my 
dear  merchants,  that  I  bid  you  do — sell 
yourself  and  do  it  strong,  as  to  the  merits 
of  your  store  and  stock.  Then  you  can  and 
will  surely  in  turn,  sell  your  clerks,  your 
customers  and  all  with  whom  you  come 
in  contact. 

I  regard  our  early  morning  meetings  as 
the  barometers  of  the  day's  happenings, 
virtually  the  pendulum  upon  which  swings 
the  enthusiasm  and  loyalty  and  unbounded 
efforts  of  all  my  employees  in  starting 
their  day's  work  right. 

It  is  this  custom  I  would  like  to  pass 
on  to  you.  Try  it  out  at  your  store — not 
once  a  week  or  bi-monthly;  but  give  it  an 
honest-to-goodness  fair  trial  daily  for  30 
consecutive  working  days. 
Assemble  your  clerks  promptly  at  8  a.m. 

in  your  office  or  the  rear  part  of  your 
store;  having  previously  prepared  yourself 
thoroughly  the  night  before  on  the  points 
you  wish  to  impress.  Take  for  instance,  a 
sample  garment  or  yardage  from  three  or 
four  of  your  slowest  selling  lines  in  the 
store.  Look  at  them  carefully  yourself  from 
all  angles;  their  beauty;  their  style;  their 
durability;  excellent  wearing  qualities; 
splendid  value  embodied  therein,  etc.,  and 
when  you  have  thoroughly  sold  yourself, 
start  right  in  with  dynamic  force  to  sell 
your  clerks.  In  this  way  you  can  eliminate 
from  your  stock  rooms  and  also  from  the 
vocabulary  of  your  salespeople,  the  very 
term  of  slow  movers  as  applied  to  any- 

thing  specific   in    stock. 
Then  for  instance,  take  your  new  =tock 

as  it  comes  in  from  the  jobbers.  Has  it 
been  your  custom  in  the  past  to  delegate 
the  task  of  unpacking,  sorting,  pricing  and 
assembling  this  on  your  shelves  without  a 
word  of  detailed  information  to  your  sales- 

people as  to  the   relative   merits  of  same? 
If  so,  I  beg  of  you,  stop  this  custom  at 

once!       When    you    are    expecting    consign- 

ments of  new  merchandise — be  the  articles 
great  or  small,  assemble  your  sales  force 

in  advance  of  the  good's  arrival,  and  elab- 
orate at  length  and  in  detail  to  them  upon 

the  reliability  of  the  makers  of  the  goods, 
the  class  of  stores  handling  the  same  brand; 
the  great  values  therein,  and  advance 
style,  the  beauty  of  texture,  or  any  one 
of  the  100  per  cent,  good,  impressive  sales- 

manship points  which  they  in  turn  can, 
should,  and  must  pass  on  to  their  cus- tomers. 

Because  in  90  per  cent,  of  the  cases,  cus- 
tomers in  entering  your  stores  have  not  in 

advance,  centred  their  minds  on  specific 
goods;  but  particular  brands  of  goods  you 
carry  that  they  want  and  need  and  must have. 

Seventy-five  per  cent,  of  salesmanship  is 
a  thorough  knowledge  of  the  product  you 
are  trying  to  sell  and  the  other  25  per 
cent,  is  not  to  follow  the  same  plan  in 
selling  Mr.  A.  that  you  would  in  selling  Mr. 
B.,  for  they  represent  two  opposite  and 
diverse    types    of    men. 

In  other  words,  don't  deal  in  generali- 
ties but  study  the  personality  of  your  cus- 

tomer, his  likes;  his  whims;  his  soft  side; 
yes,  even  in  fact,  his  grouches — for  if  you 
listen  closely  to  his  opening  requests  he'll 
usually  give  you  a  key-note  to  his  prefer- ences. 

The  Question 
of  Fraudulent 

Advertising 
The  matter  of  fraudulent  advertising 

is  being  prosecuted  with  increasing  vig- 
or by  the  Retail  Merchants  Association 

of  Canada.  Legislation  has  J  recently 
been  enacted  and  came  into  operation  on 
September  1,  whereby  the  prosecution  of 
fraudulent  advertisers  now  rests  with 
the  officers  of  the  Crown.  Formerly, 
this  had  to  be  undertaken  by  the  As- 

sociation and  was  a  very  expensive  mat- 
er. As  the  law  stands  now,  inform- 
ation may  be  laid  by  anyone  against  the 

writer  of  an  advertisement  that  is  be- 
lieved to  be  fraudulent  and  it  is  incum- 

bent upon  the  County  Crown  Attorney 
to  go  ahead  with  the  prosecution. 

What  the  Provincial  office  asks,  how- 
ever, is  that  retail  merchants  through- 

out the  province  co-operate  with  their 
office  to  the  fullest  possible  extent  in 
this  matter.  They  want,  wherever  pos- 

sible, to  take  from  the  shoulders  of  the 
individual  merchant,  the  responsibility 

of  laying  this  information.  The  Provin- 
cial office  is  ready  and  willing  and  eag- 

er to  go  ahead  with  these  prosecutions. 
(Continued  on  page  124) 
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Mrs."  Santa  Glaus  a  Good  Drawing  Card 
Goodwins  of  Montreal  Inject  a  New  Idea  Into  the  Old  Christmas  Story — "Toyville" 

And  the  Children  are  "Mrs."  Santa  Claus's  Special  Care — Letters  to  the  Chil- 
dren— Not  Forgetting  the  "Older"  Children 

ALTHOUGH  December  the  twenty- 
fifth  seems  a  long  way  off,  yet  it 
is  none  too  soon  to  commence 

planning  special  methods  of  attracting 

business.  Really  novel  ideas  in  connec- 
tion with  Christmas  are  few  and  far  be- 

tween, and  in  the  majority  of  stores  it 
happens  all  too  often  that  the  sentiment 
of  the  time  is  overshadowed  by  the 
purely  mercantile  aspect.  The  general 
habit  is  to  stick  closely  to  the  business 
side  of  the  season  right  up  until 
Christmas  Eve  and  then  run  to  a  brief 

line  of  copy  in  the  papers  wishing 
customers  a  very  merry  Christmas.  That 
is  the  conventional  and  somewhat  per- 

functory general  plan  followed,  varied 
occasionally  by  stunts  in  connection  with 

the  arrival  of  the  patron  saint,  who  per- 
haps aopears  a  few  times  in  the  window 

or  in  the  store  to  the  huge  delight  of  all 
the  kiddies  for  miles  around. 

Santa  Claus  is  the  biggest  drawing 
card  of  the  season,  and  as  old  as  he  is,  he 
still  attracts  and  holds  spell-bound  many 
thousands  of  children,  yes,  and  even 
grown-ups,  during  the  weeks  which  pre- 

cede the  greatest  feast  of  the  year.  Time 
and  custom  simply  cannot  stale  the  pop- 

ularity of  the  genial  old  saint  and  so 
with  but  few  modifications,  he  reappears 
season  after  season  to  delight  old  and 
young  and  incidentally  to  encourage  the 
spending  of  money  and  time  in  the  tan- 

talizing task  of  gift  giving. 
In  the  large  department  store,  where 

facilities  are  available  for  Christmas  cel- 
ebrations on  a  large  scale.  Many  original 

variations  may  be  tried  out,  which  would 
be  difficult  to  duplicate  by  smaller 
stores,  yet  which  may  be  adapted  with 
more  or  less  exactness  by  the  latter.  In- 

sofar as  results  are  concerned,  the  com- 
mon argument  put  forward  is  to  the 

effect  that  such  elaborate  displays  cost 
much  money  to  little  purpose.  On  the 
other  hand,  it  may  be  argued  that  no 
better  time  can  be  found  for  building  up 
a  first  class  mailing  list  and  with  that 
purpose  in  view,  the  extra  effort  and  ex- 

pense mav  well  be  justified. 
Goodwins  Limited,  of  Montreal,  may 

be  said  to  have  blazed  a  new  trail  in  the 
way  of  Santa  Claus  publicity  during  the 
season  of  1920,  their  Christmas  festivit- 

ies being  particularly  original  and  elab- 
orate. 

Opening  "Toyville" 
Away  back  on  the  twelfth  of  Novem- 

ber the  store  opened  its  new  toy  depart- 

ment appropriately  named.  "Toyville," 
upon  the  new  fourth  floor  and  to  cele- 

brate the  event  the  store's  advertising 
invited  all  and  sundry  to  be  present  to 
view  the  manv  wonders  there  displayed. 
A  week  later,  in  the  regular  copv  of  the 

firm,  a  big  section  was  set  apart  at  the 

top  of  the  spread  in  which  was  featured 
in  large  sprawling  writing  the  following 

message:  "I  am  bringing  my  wife  to 
Goodwins — Santa  Claus."  And  the  note 
was  added:  "Good  gracious!  His  wife! 
Mrs.  Santa  Claus.  After  all  these  years 
— Santa  Claus  married!  Its  wonderful 

news,  children — wonderful.  We  can't  re- alize it!  Whoever  can  she  be?  We  must 

wait  for  more  news,  and,  in  the  mean- 

time, get  ready  for  them." Thus,  interest  was  aroused  as  though 
by  a  bomb  shell,  for  of  all  the  myths 

dearest  to  childrens'  hearts,  the  appear- 
ance of  Santa  eclipsed  all  the  rest,  and 

yet,  nobody  had  ever  heard  of  a  Mrs. 
Santa.  Day  by  day  afterwards  letters 
from  Santa  Claus  to  his  boys  and  girls 

at  Goodwins,  appeared  in  the  advertis- 
ing, and  bit  by  bit  the  interest  grew  and 

grew.  One  day  three  children  wrote  a 
letter  in  which  th^v  srave  a  lis1"  of  the 
things  they  each  wanted  and  signed  their 

names  simply,  "Gordon,  Marie  and 
Earnest."  The  letter  bore  no  address  ex- 

cept "Santa  Cla"s"  but  the  Montreal 
Post  Office  authorities  knew  where 
Santa  was  to  sojourn  and  so  they  passed 
the  letter  along!  It  afterwards  appeared 

in  print  in  the  "Toyville  Times"  which 
was  edited  by  Santa  Claus  upon  his 
arrival  on  November  the  27th.  This  little 

"make-believe"  magazine  ran  through 
several  numbers  in  the  daily  press  ad- 

vertisements, and  included  installments 

of  an  interesting  tale  entitled  "A  Doll's 
Dream"  as  well  as  bulletins  on  things 
to  see  in  Toyville. 

Mr.    and    Mrs.   Santa   Arrive 

Elaborate  preparations  were  made  to 
welcome  the  Saint  and  his  wife  on  their 
arrival  early  one  Saturday  morning.  A 
throne  with  two  chairs  on  a  raised  plat- 

form was  specially  constructed  with  a 
runway  leading  front  of  it,  along  which 
the  throngs  of  tiny  admirers  might  pass. 
The  throne  was  placed  before  a  gorge- 

ous background  representing  entwined 
hearts  of  scarlet  and  gold,  and  on  either 

side,  decorated  'Xmas  trees  lent  the 
seasonable  touch. 

In  response  to  the  announcements,  a 
vast  throng  of  kiddies  and  parents 
assembled  in  Towille  on  the  27th  of 

November  and  promptly  at  ten  o'clock, 
heralded  by  their  Court  Chamberlain,  the 
"Wooden  Soldier"  and  to  the  strains  of 
the  wedding  march.  Santa  and  his  bride 
arrived  and  held  a  court  levee  seated 

upon  their  marvellous  thvone. 
The  ovation  was  immense  and  intense 

eagerness  was  manifested  by  all  the 
children  present  to  =hake  hands  with 
the  new  arrivals.  This  thev  were  of 
course  allowed  to  do,  nnd  afterwards, 

each  child     signed   a     register  or     form 

with  his  or  her  name  and  address.  All 
the  while  that  Santa  Claus  and  his  wife 
were  present  at  the  store,  their  receiv- 

ing hours  were  limited  to  two  hours  in 
the  morning  and  two  in  the  afternoon 
except  Saturdays.  As  might  be  expected 

Santa's  mail  rapidly  assumed  huge  pro- 
portions, and  soon,  the  management  had 

to  engage  outside  help  to  cope  with  the 
thousands  of  letters  that  poured  in.  A 
very  original  idea  was  planned  and  exe- 

cuted in  response  to  this  interest  on  the 

part  of  the  children,  namely,  the  send- 
ing of  a  charmingly  worded  letter  and  a 

slice  of  real  wedding  cake  with  Santa's 
visiting  card  enclosed,  to  each  and  every 
child  who  wrote  in  to  Santa. 

The  letter  ran  as  follows: 

Toyville At  Goodwins, 

the  1920th  Christmas 

My   dear   little   child, 
How  kind  and  how  clever  you  are  to 

write  to  me! 

I  will  tell     you  how  to     get  the     nice 
things  you  want. 
When  you  kneel  beside  your  bed, 
And  your  gentle  prayer  is  said, 

You  must  shut  your  eyes  so  tight, 

Till  the  morning  brings  it's  light. 
If  you  promise  to  be  good, 
As  all  little  children  should, 

Santa  Claus  will  bring  nice  toys, 
To  his  pleasant  girls  and  boys. 

Would  you  like  a  piece 

Of  my  wedding  cake  to  put  under  your 
pillow  to  dream  on? 
It  was  made  by  the  Queen  of  Hearts — 

but,  there,  I  mustn't  tell. Ask  Mammy  or  Daddy  to  please  get 
the  story  of  my  wedding,  which  will  tell 
you  all  about  it. 

Wishing  you  a 

Happy  Christmas. 
Your  own  dear  Santa  Claus. 

Will  you  come  and  see  me  in  Toyville, 

my   dear. Mrs.  Santa  Claus. 

The  wedding  cake  was  especially  pre- 

pared bv  the  store's  own  bakery  and  the 
best  wishes  of  Santa  were  written  upon 
the  card  which  was  attached  to  the  box 
by  a  silvered  arrow.  All  the  formalities 
of  a  real  wedding  announcment  were 
faithfully  observed  and  needless  to  say, 
the  children  hugely  enjoyed  the  fun. 

The  "Older  Children" 
The  store  followed  the  policy  of  clos- 

ing at  6  o'clock  right  up  to  Christmas 
for  the  benefit  of  its  staff,  and  although 
much  attention  was  devoted  to  the  child- 

ren yet  the  grown-ups  were  not  forgot- 
ten either^  Towards  the  middle  of  Decem- 

(Continued  on  page  123) 
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The  upper  and  lower  pictures  are  reproductions  of  the  opening  windows  of  Richard  Hall  and  Son,  Ltd.,  of  Peter- 
borough. The  background  is  in  old  ivory,  the  panels  in  King's  purple  velour  ayid  the  floor  of  the  windows  in  cork 

carpet  stained  in  purple  to  match  the  panels. 
This  is  really  one  stretch  of  window  but  to  reproduce  it  satisfactorily  it  seemed  advisable  to  cut  the  photograph  in 
two  and  have  two  separate  cuts  made  of  it.  It  will  be  noticed  that  one  or  two  of  the  figures  seem  to  be  behind 
supports  but  this  is  due  to  the  expansive  front  and  the  angle  at  which  the  photographer  was  obliged  to  take  the 
pictzire. 

MRS.  SANTA  CLAUS 

(Continued  from  page  122) 

ber  a  very  striking  announcement  ap- 
peared in  the  press,  featuring  gifts  un- 

der the  caption  "Gifts — for  the  girl  of 
your  heart.  Mother,  daughter,  sister, 

sweetheart,  wife  or  friend — there's  a 
gift  for  her  at  Goodwin's."  And  with  the 
usual  announcements  regarding  the  mer- 

chandise there  was  added  a  delightful 

little  sketch  or  dialogue  entitled  "Philli. 
da,"  which  conveyed  the  subtle  sugges- 

tion that  parents  might  very  profitably 
make  out  blank  cheques  for  the  benefit 

of  their  daughter's  shopping  needs! 
Another  original  feature  of  the  sea- 

son was  the  publishing  of  a  Christmas 

book  entitled  "The  Wedding-  of  Santa 
Claus  and  All  About  It."  This  clever 
book  contained  a  rhymed  history  of  the 
marriage  of  Santa  Claus  to  Mother 
Goose,  and  it  was  profuselv  illustrated 
by  delightfully  whim-ical  pictures, 

drawn  by     the  store's  own   artist,     Mr. 

Wyke.  Musical  selections  were  still 
other  features  of  this  clever  book  also 
the  productions  of  a  member  of  the  staff. 
Thus  the  entire  work  was  the  production 
cf  the  store's  own  talent,  and  sales 
reached  the  satisfactory  volume  of  over 
1,500   copies. 

"It  was  a  big  task  to  undeHake,"  said 
one  of  the  members  of  the  firm  to  Dry 
Goods  Review,  in  sneaking  of  the  entire 

celebration  "but  w°  all  enio^ed  it  and  it 
'mdoubtedly  familiarized  the  children  of 
Montreal  with  Goodwin's  and  their  tov 
department.  Children  will  eagerlv  await 
our  announcements  this  year  as  a  re- 

sult." 
DEATH  OF  JOS.  A.  AMYOT 

A  prominent  business  man  and  highly 
respected  citizen,  passed  away  at  Que- 

bec, in  the  person  of  Mr.  Joseph  A. 
Amyot,  of  the  firm  of  Jos.  Amyot  & Fils. 

He  was  really  a  self-made  man,  hav- 

ing worked  his  way  up  from  small  be- 
ginnings to  an  enviable  place  in  the  com- 

mercial circles  in  Quebec  and  province. 

Educated  at  the  Christian  Brothers' 
school,  he  entered  the  employ  of  the  firm 
of  Lemoine  &  Cimon,  Commission  Mer- 

chants and  Auctioneers,  in  1854.  In  1855 

he  was  employed  by  Mr.  Stanislaus  Dro- 
let,  grocer,  and  one  year  later  he  ac- 

cepted a  position  with  the  firm  of  A. 
Laurie  &  Co.  importers  of  wholesale 
dry  goods.  This  firm  dissolved  two  years 
later,  and  Mr.  Amyot  went  into  partner- 

ship with  the  members  of  the  firm  who 
remained,  under  the  name  of  McCall, 
Shehyn  &  Co.  He  remained  with  this 
firm  for  eighteen  years,  and  in  1876  he 
started  business  on  his  own  account.  A 
vear  later  he  formed  a  partnership  with 
his  brother,  G.  Elie  Amyot,  under  the 
firm  name  of  Jos.  Amyot  &  Freres.  This 

firm  continued  for  tw^-fit^-two  vea^s  and 
in  1899,  when  G.  Elie  Amyot  withdrew, 
the  firm  became  known  as  Jos.  Amyot 

&  Fils,  and  is  still  operating-  under  that name. 
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"Try  Hard  to  be  a  Little  Different" 
Suggestions  for  Christmas  Display  Work — The  Wise  Use  of  Colors — Too  Much  Time 

May  Be  Spent  on  Backgrounds — Importance  of  Showcards — The  Arrange- 

ment of  the  Window — Trying  Something  that  is  Differen': 
Written  For  Dry  Goods  Review   By  Joseph  N.  Solomon,  Display   Manager  of  Da.i J'  , Limited,  Montreal 

THE  FIRST  thing  that  display  men 
should  bear  in  mind  in  arranging 
their  Christmas  windows  is  to  try 

to  plan  the  effects  so  that  they  will  be 
individual,  different  from  any  others  in 
town  that  have  appeared.  All  people  are 
curious  by  nature  and  anything  out  of 
the  ordinary  is  sure  to  attract  attention 

and  visitors  to-  your  store.  Thousands 
or  iairdreds  of  people  are  passing  your 
store  every  day,  and  during  the  evening 
hoars:  consequently,  if  you  have  win- 

dows that  are  out  of  the  ordinary  people 
ar^  svre  to  be  attracted  to  them. 

1  should  like,  especially,  to  mention 
the  importance  of  one  thing — window 
lighting.  I  believe  that  a  Dry  Goods  or 

a  Men's  Wear  Store  cannot  be  too  well 
light  fed — the  more  light?,  the  better.  One 
other  thing  to  remember  in  this  connec- 

tion— never  turn  off  youi  lights  because 
the  s*ore  is  closed;  they  should  be  left 
on  until  midnight.  There  are  still  many 
stoves  which  are  kept  in  darkness  after 
the  closing  hours.  Many  men  call  at  a 
store  for  some  article  they  have  seen 
in  the  window  on  a  previous  evening 
when  the  store  was  closed  If,  therefore, 
the  windows  are  dark,  the  store  loses 
the  chance  of  picking  up  such  window 
salei.  If  the  display  man  will  watch  the 
theatre  crowds,  he  will  be  surprised  to 
notice  how  many  of  them  are  attracted 

by  the  "windows  along  the  streets. 

The  Use   Of   Colors 

In  arranging  displays,  it  should  be 
remembered  that,  perhaps,  the  most  at- 

tractive windows  are  those  in  dry  goods 
and  men's  wear  stores.  The  artistic  tem- 

perament, therefore,  can  be  used  to  the 
very  limit.  Christmas  windows  should 
be  made  artistic  and  color  schemes 
should  be  watched  very  carefully.  Use 
a  good  deal  of  red  and  green  in  your 
holiday  display  and  I  would  suggest 
that  your  price  tickets  be  of  white  card- 

board with  red  lettering.  If  the  display 
man  makes  his  own  cards,  holiday  stick- 

ers as  labels  can  be  bought  at  any  sta- 
tionery store  and  placed  on  the  price 

tickets,  considerably  adding  to  its  at- 
tractiveness. 

In  dressing  any  window  try  to  be  as 
artistic  as  possible  without  over-doing 
it.  The  display  man  in  any  high-class 
store  should  be  an  artist  in  every  res- 

pect for  there  is  much  beauty  lost  in 
not  knowing  the  harmony  of  colors  or 
when  to  use  them. 

Backgrounds 

Next,  a  word  about  backgrounds.  I 
have  frequently  seen  the  merchandise 
neglected  to  the  point  of  carelessness — 
all    thoughts    were    of    the    background. 

That  is,  indeed,  a  wrong  view  of  things. 
In  most  stores  a  mahogany,  fumed  oak, 
Circassian  or  American  walnut  can  be 
used  with  the  greatest  effect  and  will 
bring  out  the  real  beauty  of  the  goods. 
Some  display  men,  I  think,  give  alto- 

gether too  much  attention  to  the  back- 
ground and  forget  the  real  object  of 

their  displays.  I  have  seen  displays  with 
more  plush  and  artificial  flowers  than 
merchandise  which  not  only  added  to  the 
artistic  effect  of  the  window,  but  ac- 

tually accentuated  the  merchandise  it- 

self. Showcards 

Your  showcards  also  play  a  very  im- 
portant part  in  your  Christmas  displays. 

Make  them  very  bright  and  use  good, 
snappy  phrases.  I  would  suggest  some 
of  the  following:  A  picture  of  the  three 

wise  men,  and  under  it  the  words:  "Be 
one  of  the  wise  men" — and  buy  gloves. 
Or  a  little  baby,  minus  his  clothes,  and 

under  it  the  word:  "Give  him  something 
to  wear."  Little  catch  phrases  like  these 
are  sure  to  attract.  The  current  maga- 

zines very  often  provide  suitable  pic- 
tures which  may  be  pasted  on  the  show- 

cards.  It  is  always  best  for  the  display 
man  to  box  as  many  articles  as  he  can 
for  gift  suggestions.  It  is  wise,  however, 
to  avoid  crowding. 

Arranging  the  Window 
A  Christmas  window  can  be  arranged 

in  four  divisions,  or  if  there  are  two  win- 
dows to  dress,  divide  them  into  two  sec- 
tions each,  making  four  sections  in  all. 

In  the  centre  of  each  window  a  show 

card  might  be  placed  reading:  "Gifts 
that  will  be  appreciated — The  Lord  Lov- 
eth  a  Cheerful  Giver,"  or  any  other  good 
wording  that  might  suggest  itself  to 
you.  It  is  advisable  that  each  section 
should  have  a  showcard  of  its  own,  re- 

ferring to  the  articles  in  that  section  as 
suitable  for  different  occasions  in  either 
the  life  of  a  man  or  a  woman  or  a 
child.  The  articles  should  be  carefully 
selected  for  these  sections;  the  very 
sight  of  them  may  help  to  solve  the 
problem  of  the  Christmas  present  seek- 
er. 

Try    Something    New 

Always  try  something  new.  Don't  let 
the  old  scare-crows  of  "It  won't  work  in 
my  store,"  and  "that's  all  for  the  big 
fellows,"  frighten  you  away  from  new 
and  unused  ideas.  It  is  a  fact,  and  it 
has  been  demonstrated  time  and  time 

again,  that  nine  out  of  every  ten  plans 
that  succeed  in  one  type  of  store  can  be 
used  for  almost  all  sizes  and  classes  of 
stores.  Furtheimore,  competition  is  in- 

creasing so  greatly  nowadays  that  it  is 
necessary  for  display  men  to  draw  ideas 

from  more  than  one  source  of  inspir- 
ation. 

I  remember  trimming  a  display  case 
of  Christmas  gifts  one  day  in  August, 
when  the  temperature  was  around  90 
degrees  in  the  shade.  People  were 
thinking  of  anything  but  Christmas.  1 
used  artificial  holly  and  red  plush, 
showed  Christmas  neckwear  and  other 
suitable  articles  for  gifts  and  in  the 
centre  of  the  card  I  had  a  card  reading: 
"We  are  thinking  about  holiday  goods 
now."  Many  women  stopped  and  laughed 
at  the  early  Christmas  (display.  Men 
stopped  and  stared,  laughed  and  mopped 
their  brows.  And  at  many  a  dinner  table 
that  night,  women  told  their  husbands 
how  hot  it  had  been  all  day  around  the 
kitchen.  And  he,  no  doubt,  came  back 

with  the  reply:  "Hot!  Nothing.  I  saw  a 
Christmas  display  today  at  Blank's." That  little  conversation  was  worth 

money  to  Blank — people  were  talking 
about  his  store 

As  one  idea  is  worked  out  it  develops 
another  and  before  long  it  will  be  an 
easy  matter  to  work  out  others  and  use 
them  in  your  own  displays.  But,  above 
all  else,  try  hard  to  be  a  little  different. 

FRAUDULENT   ADVERTISERS 

(Continued  from  page  121) 

If  merchants,  therefore  will  communi- 
cate with  the  provincial  office  as  quick- 

ly as  possible  when  they  have  reasor 
to  beMeve  that  fraudulent  advertising  is 
being  done,  steps  will  be  taken  immedi- 

ately to  bring  the  case  within  the  courts. 
If,  for  instance,  a  merchant  believes 

that  there  is  fraudulent  advertising  in 
the  statement  printed  in  the  daily  press 
that  a  certain  thing  worth  so  much  is 
being  offered  for  so  much,  or  that  with 
a  certain  purchase  a  premium  is  being 
given  away  that  is  valued  at  so  much,  he 
is  asked  to  either  wire  or  telephone  the 
provincial  office,  setting  before  them 
the  facts  in  the  case.  A  provincial  of- 

ficer will  then  take  complete  charge  of 
the  case  and  will  take  such  steps  as  are 
necessary  to  prove  that  the  advertising, 
in  the  first  place,  is  fraudulent;  and,  in 
the  second  place,  to  get  the  case  before 
th3  courts. 

May   Change  Prosecuting   Officer 

There  may  be  cases  where  the  prose- 
cuting officer  or  the  magistrate  might 

prefer  not  to  act  in  the  case;  in  such 
cases,  provision  is  made  for  the  selec- 

tion of  other  officers.  It  is  hoped,  in 

this  way,  to  overcome  any  local  difficul- 
ty in  the  strict  enforcement  of  the  law. 
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The  side  picture  shown  here  is  the  dress 
goods  and  staples  department  of  the 
Doig,  Rankin  and  Robertson  Ltd.,  store 
of  Brandon,  Manitoba.  In  this  store  only 

general  dry  goods  and  women's  ready to  wear  are  carried  in  a  stock  which 

averages  at  invoice  about  $80,000.  This 

fiim  caters  to  medium  and  better  class 
trade  only  and  it  is  their  opinion,  after 

fifteen  years  of  experience,  that  a  last- 
ing trade  cannot  be  built  on  cheap  goods. 

The  fixtures  of  the  store  are  walnut 
stained  mahogany  which  cost  close  on 
to  $20,000.  They  are  designed  largely 
with  the  idea  of  saving  space,  made 

necessary  by  the  fact  that  quarters  are 
somewhat    restricted.    The    frontage     of 
the  store  is  70  feet  by  114  feet  in  length. 
The  store  decorating  is  in  charge  of  a 

son  of  one  of  the  heads  of  the  firm,  Mr. 
Robertson.  He  is  a  graduate  of  a  well 
known  school  and  after  graduating  from 

this  he  was  with  Emery,  Bird  and  Thay- 
er, the  most  exclusive  store  in  Kansas City. 

DEATH   07  W.'.l.  BRYCE 

William  Bryce,  one  of  the  best-known 
fancy  goods  men  in  Canada,  died  at  his 
residence,  276  Rusholme  road,  Toronto, 
at  noon  October  2nd,  in  his  76th  year, 
after  an   illness   of  some   months. 

Mr.  Bryce  was  born  in  Guelph,  and 
after  being  in  business  in  London,  mov- 

ed to  Toronto  while  still  a  young  man 
and  established  a  wholesale  fancy  goods 
business  here  55  years  ago.  He  was  ona 
of  the  oldest  established  dealers  in  this 
class  of  goods  in  Canada. 

In  religion  Mr.  Bryce  was  a  Methodist. 
The  funeral  will  be  held  on  Tuesday 
.afternoon,  to  Prospect   Cemetery. 

CANADIAN     REGULATION     CAUSES 
MANY    PROTESTS 

London. — The  Canadian  customs  re- 
gulations which  come  into  effect  next 

year,  requiring  the  marking  of  the  place 
of  origin  on  all  goods  imported  into 

Canada,  is  receiving  considerable  atten- 
tion from  manufacturers  in  Great  Brit- 
ain. Following  closely  a  letter  from 

Manchester  firms  to  the  Canadian  Min- 
ister of  Customs,  is  a  letter  from  the 

federation  of  British  industries  address- 
ed to  the  Canadian  Minister  of  Finance 

urging  more  elastic  regulations  regard- 
'n;-  the  marking  of  imported  articles. 
Bradford  woollen  dealers  are  also  reg- 

istering  a   similar   protest. 

KENT-McCLAIN  AGAIN 
Marceau   &   Cie.,  Cuebec,  P.Q. 
The  new  store  of  Marceau  &  Oie. ,  Quebec 
City,  is  one  of  the  finest  Dry  Goods  and 
Furnishings  stores  to  be  opened  in  Canada 
during  the  year.  It  is  representative  of  the 
newer  method  of  merchandising,  for  maximum 
display  of  all  lines,  plus  ease  and  efficiency 

in  handling  stock  is  the  "idea"  responsible 
for  the  very  attractive  lay-out  of  the  store. 

The  fixtures  are  built  on  the  "INTER- 
PLACE-ABLE"  Unit  plan  and  are  of  rich 
luarter  cut  Oak.  While  each  Unit  is  de- 

signed for  a  specific  purpose,  the  "INTER- 
PLACE-ABLE"  Feature  means  that  depart 
ments  may  be  re-arranged  and  augmented  at 
any  time.  In  determining  the  location  of  de- 

partments the  convenience  of  the  purchasing 
public  was  given  a  first  consideration  and 
this  fact  together  with  the  undeniably  bright 
and  attractive  appearance  of  the  store  should 
lnsr re  its  success  The  lay-out.  design  and 
construction  of  all  interior  fittings  was  en- 

trusted to  Kent-McClain,  Limited.  (Toronto ^''o'v   Case   Company.) 
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Where  to  Buy  Store  Equipment  for  Christmas 
A  Classified  Directory  of  Equipment  and  Fixtures 

ADVERTISING  HANGERS 
Victor  N.   Canham   Co.,  Guelph. 

ARTIFICIAL    FLOWERS 
Botanical   Decorating  Co.,  Chicago,  111. 
Clatworthy  &  Son,  Toronto. 
Dale   Wax   Figure   Co.,  Toronto. 

ARTIFICIAL  PALMS 
Delfosse  &   Co.,  Montreal. 

ARTISTS'  SUPPLIES 
Artists    Supply    Co.,   Toronto. 

BRASS  RAILINGS 
Clatworthy   &   Son,  Toronto. 

Bl  ST  FORMS 

Delfosse  &  Co.,  Toronto. 

CASH    CARRIERS 

Gipe-Hazard  Store  Service  Co,.  Toronto. 
Lamson   Company,  Boston,  Mass. 

CASH   REGISTERS 

National  Cash   Reg.ster  Co.,  Toronto. 

CHARACTER  WAX  HEADS 
.    Clatworthy  &  Son,  Toronto. 

CHILDREN'S   WEAR   CABLNETS 
Jones  Bros.  &   Co.,  Toronto. 
Kent-McClain,    Ltd.,    Toronto. 

CLOTHING  HANGERS 
Dale   Wax  Figure   Co.,  Toronto. 

CLOTHING   WARDROBES 

Jones  Bros.  &   Co.,  Toronto. 
Kent-McClain,   Ltd.,   Toronto. 

COAT  HANGERS 
Clatworthy  &   Son,  Toronto. 
Victor  N.   Canham   Co.,  Guelph. 

COLLAR  CASES 
Kent-McClain,    Ltd.,    Toronto. 

COLLAR  STANDS 

Kent-McClain,   Ltd.,   Toronto. 

Clatworthy  &  Son,  Toronto. 

COMBINATION   HANGERS 
Victor  H.  Camden,  Guelph,  Ont. 

CONVEYING  SYSTEMS 

Lamson   Company,  Boston,  Mass. 

COSTUME  CASES 

Jones  Bros.  &  Co.,  Toronto. 
Kent-McClain,   Ltd.,   Toronto. 

CREDIT  REGISTERS 

National  Cash   Register  Co.,  Toronto. 

DECORATIONS 

Botanical  Decorating  Co.,  Chicago,  111. 

Clatworthy  &   Son,  Toronto. 
Dale    Wax   Figure    Co.,   Toronto. 

DELIVERY  ROOM  SYSTEMS 

Lamson   Company,  Boston,  Mass. 

DISPLAY   FIXTURES 

Clatworthy  &  Sen,  Toronto. 
Dale   Wax  Figure   Co.,  Toronto. 
Delfosse   &    Co.,   Montreal. 
Jones  Bros.   &   Co.,  Toronto. 
Kent-McClain,   Ltd.,   Toronto. 
J.  R.  Palmenberg,  Inc.,  New  York,  N.  Y. 
Walker    Bin     °-    Store    Fixture    Co.,    Ltd. 

Kitchener. 

DISPLAY  FORMS 

Clatworthy  &  Son,  Toronto. 
Dale  Wax  Figure   Co.,  Toronto. 
Delfosse   &    Co.,   Montreal. 
J.  R.  Palmenberg,  Inc.,  New  York,  N.  Y. 

DRY  GOODS  FIXTURES 

Jones  Bros.   &   Co.,  Toronto. 
Kent-McClain,   Ltd.,   Toronto. 

"DUR-ENAM"  WASHABLE  DIS- 

PLAY  FORMS 

Clatworthy  &   Son,  Toronto. 

ELECTRIC  CABLE  SYSTEMS 

Lamson    Company,   Boston,   Mass. 

FLORAL    DECORATIONS 
Clatworthy  &   Son.  Toronto. 
Delfosse   &   Co.,  Montreal. 

GARMENT  RACKS 

Dale   Wax   Figure    Co.,   Toronto. 
J.  R.  Palmenberg,  Inc.,  New  York,  N.  Y. 

GIRLS'  FORMS 

Clatworthy  &  Son,  Toronto. 

GLOVE  CABINETS 

Jones  Bros.  &  Co.,  Toronto. 
Kent-McClain,    Ltd.,    Toronto. 

HAT  STANDS 

Clatworthy  &   Son,  Toronto. 

J.  R.  Palmenberg's  Sons,  Inc.,  New  York. 

HAT  CASES 

Jones  Bros.   &   Co.,  Toronto. 
Kent-McClain,   Ltd.,    Toronto. 

HOSIERY    CABINETS 

Jones  Bros.  &   Co.,  Toronto. 
Kent-McClain,    Ltd.,    Toronto. 

INTERIOR  WOODWORK 

Kent-McClain,    Ltd.,    Toronto. 

INTER-PLACE-ABLE  UNITS 
Kent-McClain,    Ltd.,    Toronto. 

LACE  CABINETS 
Jones  Bros.  &   Co.,  Toronto. 
Kent-McClain,    Ltd.,    Toronto. 

LADIES'  WEAR  WARDROBES 
Jones  Bros.  &  Co.,  Toronto. 
Kent-McClain,   Ltd.,   Toronto. 

LIGHT  ELEVATORS 

Gipe-Hazard   Store   Service   Co,.   Toronto. 
Lamson   Company,  Boston,  Mass. 

MANUFACTURERS'  FORMS 
Clatworthy  &   Son,  Toronto. 
Dale    Wax   Figure    Co.,   Toronto. 
J.  R.  Palmenberg,  Inc.,  New  York,  N.  Y. 

METAL    DISPLAY    FIXTURES 

Clatworthy   &   Son,  Toronto. 
J.  R.  Palmenberg,  Inc.,  New  York,  N.  Y. 

METAL   STORE   FRONTS 

Consolidated   Plate  Glass   Co.,  Toronto. 

MILLINERY    CABINETS 

Jones  Bros.  &   Co.,  Toronto. 
Kent-McClain,    Ltd.,    Toronto. 

MILLINERY  TABLES 
Jones  Bros.   &   Co.,  Toronto. 
Kent-McClain,   Ltd.,    Toronto. 

MIRRORS 

Delfosse   &   Co.,  Montreal. 

NECKWEAR  CASES 

Jones  Bros.  &   Co.,  Toronto. 
Kent-McClain,   Ltd.,   Toronto. 

NEW  WAY   SYSTEM 

Lamson    Company,   Boston,   Mass. 

PAPER  BALERS 

Climax   Baler   Co.,   Hamilton. 

PARCEL  CARRIERS 

Gipe-Hazard  Store   Service   Co,.  Toronto. 
Lamson    Company,   Boston,   Mass. 

PNEUMATIC   TUBE   SYSTEMS 

Gipe-Hazard   Store   Service   Co,.  Toronto. 
Lampson    Company,   Boston,   Mass. 

REVOLVING   CLOAK   RACKS 
Clatworthy  &   Son,   Toronto. 
J.  R.  Palmenberg,  Inc.,  New  York,  N.  Y. 

REVOLVING  WARDROBES 

Jones  Bros.  &   Co.,  Toronto. 
Kent-McClain,    Ltd.,    Toronto. 

RIBBON  CASES 
Jones  Bros.  &  Co.,  Toronto. 
Kent-McClain,    Ltd.,    Toronto. 

SHIRT  CASES 
Jones  Bros.  &   Co.,  Toronto. 
Kent-McClain,   Ltd.,   Toronto. 

SHOE   FIXTURES 
Delfosse    &    Co.,   Montreal. 
J.  R.  Palmenberg,  Inc.,  New  York,  N.  Y. 

SHOW  CASES 

Jones  Bros.  &   Co.,  Toronto. 
Kent-McClain,    Ltd.,    Toronto. 
Walker    Bin    &    Store    Fixture    Co.,    Ltd., 

Kitchener. 

SKIRT  HANGERS 

Clatworthy  &   Son,  Toronto. 
Victor  N.   Canham   Co.,  Guelph. 

SPIRAL  CHUTES 

Lamson    Company,   Boston,   Mass. 

STORE  EQUIPMENT 
Jones  Bros.   &   Co.,  Toronto. 
Kent-McClain   Limited,   Toronto. 
Walker    Bin    &    Store    Fixture    Co.,    Ltd., 

Kitchener. 

STORE  FRONTS 

Consolidated   Plate   Glass    Co.,   Toronto. 

TEE  STANDS 
Clatworthy  &   Son,  Toronto. 
J.  R.  Palmenberg,  Inc.,  New  York,  N.  Y- 

TRIPLICATE  MIRRORS 
Clatworthy  &   Son,  Toronto. 
Kent-McClain,  Ltd.,  Toronto. 

J.  R.  Palmenberg,  Inc.,  New  York,  N.  Y. 

UNIT  STORE  FIXTURES 
Jones  Bros.  &   Co.,  Toronto. 

WAIST  FORMS 
Clatworthy  &   Son,  Toronto. 
J.  R.  Palmenberg,  Inc.,  New  York,  N.  Y. 
Victor   H.  Camden,  Guelph,  Ont. 

WAIST   HANGERS 
Clatworthy  &  Son,  Toronto. 

WASHABLE  ENAMEL  FORMS 
Clatworthy  &   Son,  Toronto. 
J.  R.  Palmenberg,  Inc.,  New  York,  N.  Y. 

WAX  FIGURES 

Clatworthy  &   Son,   Toronto. 
Dale   Wax  Figure   Co.,  Toronto. 
Delfosse  &  Co.,  Montreal. 
J.  R.  Palmenberg,  Inc.,  New  York,  N.  Y. 

WINDOW  VALANCES 
Delfosse  &  Co.,  Montreal. 
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STIMULATE  YOUR  BUSINESS 
BY  ATTRACTIVE  DISPLAYS 

Trade  will  come  to  the  Lively  and  Wideawake  Dealer. 

Get  Delfosse's  up-to-the-minute,  Flesh  Enamel  Manne- 
quins for  your  Dress,  Wtaist  and  Sweater  Displays. 

Send  us  a  trial  order,  to  convince  you  of  these  stated 
facts. 

The  fixture  suggestions  in  our  catalogues  are  valuable 
to  your  store.    May  we  mail  you  the  latest  one  ? 

DELFOSSE  &  CO. 
Largest  Makers  of  Fixtures  in  Canada 

Cor.  Craig  and  Hermine  Sts.,  Montreal 

Canadian    representative   for    Parisian  Wax  Figures  of 
PIERRE  IMANS,  PARIS 

Catalogue  upon    request 

Why  Not  Have  a  Double 
Check  on  all  Sales? 

All  kinds  of  Cash  and  Parcel 
Carriers 

Gipe-Hazard  Store  Service 
Co.,  Limited 

1 13  Sumach  St.,  Toronto,  Ont 

WITH  OUR  CASH  CARRIERS  the  salesman  is  enabled  to 
remain  with  his  customer  until  the  transaction  is  completed, 
for  obvious  reasons  a  most  desirable  feature.  He  is  also  en- 

abled to  wrap  the  parcel  while  change  is  being  made,  which 
is  just  the  amount  of  time  gained  if,  otherwise,  he  has  to 
leave  for  change  often  detained  by  another  salesman  before 
him.  The  machine  is  always  in  its  place  to  perform  its 
work,  and  Gipe-Hazard  Carriers  may  be  relied  upon  to  do  it 
faithfully  and  rapidly. 

When  you  renew  your  Subscription  BE  SURE  that  the  agent 
uses  a  receipt  form  bearing  the  name: 

The  MacLean  Publishing  Company,  Ltd. 
If  any  other  receipt  form  has  been  given  you  in  our  name,  please  send  it  in  to  us  at  once. 
Remember  unless  the  receipt  form  bears  the  name  of  the  MacLean  Publishing  Company,  it 

has  not  been  given  you  by  one  of  our  accredited  agents  and  your  order  may  never  be  report- 
ed to  us.  But  if  you  write  us  and  enclose  the  receipt,  we  will  be  glad  to  honor  it.  We 

can  also  use  the  information  to  "round-up"  fake  agents  and  so  protect  our  own  represen- tatives as  well  as  your  interests. 

Dry  Goods  Review 
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Install  this 
new  Lamson 
automatic  cen- 

tral station  be- 
fore *>he  holi- 

day rush.  This 
year's  savings 
will  go  a  long 
way  toward 
payinar    for    it. 

Picture  in  cir- 
cle shows 

Lamson  clerk- 
Tubes 
insure 

Extra  Lam- 
son Cable 

Carrier 
lines  o  r 
s  t  a  t  i  ons 
'an  b  u 

easily  ad- 
died  wher- 

ever need- 
ed. 

Plan  holiday  improvements  now — 
Profit  by  them  this  year 

F  YOU  want    to    profit  by   improved    store     service 
year,  now  is  the  time  to  make  your  plans. 

this 

Wouldn't  it  be  worth  while,  for  example,  to  be  able 
to  handle  your  holiday  trade  without  temporary  floor 
cashiers  and  extra  cash  tills  ?  Many  merchants  have  done 
away  with  this  inefficient  and  unsafe  method  and  you,  too, 
can  handle  all  sales  without  the  need  for  supplemental  ser- 
vice. 

Perhaps  the  business  at  some  of  your  counters  and  fix- 
tures has  outgrown  the  service  equipment.  It  is  usually  easy 

to  increase  the  sale-capacity  of  a  counter  by  modifying  the 

methods  of  handling  or  by  adding  a  few  stations  of  Lam- 
son Carriers. 

Let  us  help  you  plan  your  holiday  improvements.  We 
have  a  complete  stock  of  equipment  and  the  men  to  install 
it,  so  are  prepared  to  make  fast  work  of  any  changes  that 

you  may  require.  If  you  act  at  once,  your  improvements  will 
begin    paying    dividends    this    season. 

A  letter  or  telephone  call  to  our  nearest  office  will  place 
us  at  your  service. 

These  useful  Wire  Line  Carriers 
can  be  put  up  and  taken  down  in 
a  few  hours  and  will  carry  money 

and  sales  slips  from  many  coun- 
ters  to   a  temporary   cashier. 

THE  LAMSON  COMPANY 
TORONTO, 

136  SIMCOE  STREET 

VANCOUVER,  B.C., 

603  HASTINGS  STREET 

Lamson  improved  Service Flexibility        Economy 
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The  Better  Your 
Forms  and  Fixtures 

the   Better   Your   Sales! 

— and     if     they    bear     the 
name      of      DALE      they 

couldn't     be    better  ! 

/^|/>n 

If  we  did  not  insist 

on  absolute  perfec- 
tion in  every  product 

of  our  plant  we 
would  not  be  so  sure 
of  that! 

Forms  and  Fixtures 
for  every  use  in  your 
store. 

The  name  Dale  is 

your  protection. 

A  copy  of  our 
NEW 

CATALOGUE 
of  Fixtures 

yours  for  the  asking 

No.r832 
Handkerchief  Stand 

No.  832. — Handker- 
chief Stand,  5  inch 

flat  spun  base,  stand 
27  inches  high  over 

all,  spread  of  arms 
12  inches.  Each  sec- 

tion is  adjustable  up 
and  down  and  each 
arm  fitted  with  clip 
to  hold  handkerchief 
or  other  articles. 

No.  91-E.  —  Fur 
Stand  here  shown 

has  beautifully  fin- 
ished tflesh  color 

washable  enamel 

top.  Mounted  on 
heavy  7-inch  metal 
base,  highly  polished 
and  finished  in  any 
color  desired.  30-inch 
standard,  adjustable 
to  60-inch. 4 

No.  91-E  Fur  Stand 

DALE  WAX  FIGURE  CO. 
LIMITED 

86  York  Street,  Toronto 

MONTREAL 
R.  Munro         AGENTS 
259  Bleury  St. 

&£. 

VANCOUVER 
E.  R.  Bollert  &  Son 

501  Mercantile 

Bid-. WINNIPEG 
O'Brien,  Allen  &  Company Phoenix   Block M 

Do  You  Know 

Where  To  Buy 

House  Furnishings? 

Are  you  anxious  to  build  up  your  Home 
Furnishing  department  and  uncertain 
as  to  where  to  get  suitable  stocks?  If 
you  are  interested  in  any  of  the  items 
listed  below  put  a  cross  in  front  of  them 
and  send  us  the  attached  coupon.  We 
will  be  glad  to  give  you  any  information 
you  need,  free. 

Bedroom  Boxes Oilcloths 

Bed  Spreads Ornaments 

Bolsters Pedestal  Lamps 

Carpets Photo  Frames 

Cedar  Chests Pillows,  Bed 

Curtains Linen 

Curtain  Rods Polish  Mops 

Cushions Reading  Lamps 

Door  Mats 

Rugs 

Display  Cases Stair  Pads 

Drapery  Fabrics 
Steel  Display 

Electric  Sweepers Racks 

Fixtures Table  Lamps 

Furniture  Polish Table  Cloths 

Hand  Sweepers Wall  Paper 

Linoleums Window  Blinds 

Date     

DRY  GOODS  REVIEW 
143-153  UNIVERSITY  AVE. 

TORONTO  ::  CANADA 
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Desirable  Patterns 
Priced  Attractively. 

That  tells  the  Story  -  -  and  explains  why 
our  business  is  growing,  and  why  we  are 
booking  splendid  Advance  Orders, 
Now. 

"New 

Draperies 
yy 

HAVE  Y[OU    ANTICIPATED 
YOUR 

SPRING   REQUIREMENTS? 

MadrascMuslins,  Curtain  Nets,  Scrims, 
Marquisettes,fVoile  and  Marquisette  Cur- 

tains, Swiss  Curtains  and  Point  Arabian 
Curtains  are  some  of  the  lines  in  which 
we  excel. 

You  can  buy  liberally  at  present  prices. 

Prime  &  Rankin,  Limited 
Weekday  Cross 

Nottingham.  England 
74  York  Street 

TORONTO 
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Novel  Idea  Increased  Linen  Sales 
By.  100  Per  Cent  in  all  Lines 

Murray-Kay  Co.,  of  Toronto,  Inaugurate  New  Method  Which 
Appeals  to  Women — Did  Initialling  Free  on  All  Lines 

and  Thus  Sold  Brides-to-be  Entire  Trousseau 
— Hemstitching  Sheets  Free 

THE  Murray-Kay  Company  of  To- 
ronto, are  the  originators  of  a  very 

successful  campaign  for  selling 
more  linens.  It  was  tested  out  last  fall 
and  so  enthusisatic  were  the  women  of 
Toronto  over  the  idea  that  they  requested 
the  firm  to  repeat  it  this  year.  The 
Murray-Kay  store  has  had  an  enviable 
reputation  for  years  not  only  in  Ontario 
but  throughout  Canada  for  the  quality 
of  its  linens.  The  head  of  the  department 
has  felt  for  some  time  however,  that 
many  women  have  been  of  the  opinion 
that  Murray-Kay  prices  were  beyond  the 
reach  of  the  ordinary  purchaser.  His  idea 
was  to  prove  to  them  that  they  could 
buy  linens  in  his  store  at  reasonable 
prices.  He  found  that  ordinary  advertis- 

ing was  not  enough.  If  he  could  give  the 
people  "something  for  nothing"  they 
would  come,  see  his  linen  department 
and  be  convinced. 

Mr.  Collins,  manager  of  the  depart- 
ment, made  a  contract  with  one  of  the 

needlework  firms  in  Toronto  to  initial  all 
the  articles  he  would  send  them  at  thirty- 
cents  an  inch.  During  the  first  ten  days 
of  October  he  offered  to  initial,  free  of 
charge  all  linens  and  fancy  goods  bought 
during  that  time.  The  idea  appealed  so 
strongly  to  the  women  of  Toronto  that 
enough  goods  were  bought  to  keep  the 
fancy  goods  firm  •  busy  until  after Christmas. 

Prospective  brides  were  taken  with  the 
idea  of  obtaining  a  table-cloth  and  one 
dozen  serviettes  at  the  regular  price  and 
saving  more  than  four  dollars  on  the  in- 

itialling to  such  an  extent  that  they 
bought  their  entire  linen  trousseau  in  the 
department.  Thousands  of  towels,  sheets 
and  pillow-cases  were  sold  during  the  ten 
days. 

During  the  next  few  months  there  was 
a  marked  increase  in  the  number  of 
customers  who  bought  their  linens  at 

Murray-Kay's.  The  giving  of  something 
for  nothing  idea  made  many  new  friends 
and  strengthened  the  faith  of  old 
customers  in  the  firm.  Mr.  Collins  says 
that  while  the  cost  of  the  work  was 

large,  the  increase  of  sales  not  only  in 
the  initialled  lines  but  in  everything  else 
was  so  enormous  that  several  thousand 
dollars  were  cleared  by  the  firm. 

The  Sale  This  Year 

Tho  last  ten  days  of  September  were 
chosen  for  the  sale  this  year.  As  an 
added  attraction,  a  woman  who  is  skilled 
in  all  kinds  of  fancy  lines  was  stationed 
in  the  centre  of  the  department  to  ex- 

plain to  the  customers  the  nature  of  the 
offer.  She  had  on  hand  various  types  of 

Handsome  curtain  to  be-  placed  on  the 
market  shortly.  This  one  is  of  fine 
voile.  The  border  and  insertion  is  of 
Cluny  lace  made  in  Holland.  The  square 
motifs  come  from  Switzerland.  The 
curtain  is  made  up  in  Canada.  There 
is  another  of  marquisette  with  the  same 
lace  and  hand-drawn  work  which  is  done 
here.  Shown  by  Prime  and  Rankin,  Ltd., 
Toronto.  Photo  by  Photo  Kraft  Studio, 

Montreal. 

initials  and  gave  her  advice  on  request 

a.s  to  wh'ch  was  the  most  appropriate 
for  each  article.  The  correct  size  of  the 
initial  nnd  the  best  position  for  it  were 
questions  she  helped  answer  especially 
for  the  verv  young  brides.  Besides  this, 
she  instructed  customers  in  different 
branches  of  needlework.  The  new  craze 
for  doing  crossstich  on  factory  cotton 

brought  many  inquiries.  The  old-fashion- 
ed netting  which  this  generation  has 

never  before  attempted  was  found  to  in- 
terest manv  women.  In  this  way  many 

odd  pieces  of  linens  and  cottons  were 

purchased. So  many  orders  have  been  received  this 
year  that  it  is  doubtful  if  the  initialling 
will  be  completed  before  Christmas. 

Hemstitching  Sheets 

During  the  ten  days  sale  this  fall,  the 
offer  was  also  made  to  hemstitch  sheets 
free  of  charge.  These  were  of  course  not 

done  by  hand  but  machine-work  seemed 
to  appeal  to  Toronto  almost  as  well.  It 
is  safe  to  say  that  there  were  five 

thousand  yards  more  sheeting  sold  dur- 
ing September  than  were  sold  in 

August. 

Increase  of  100  Per  Cent  on  all  Lines 

Mr.  Collins  says  that  on  all  the  lines 
which  were  initialled  there  was  an  in- 

crease of  100  per  cent  over  September 
of  last  year  and  in  many  other  fancy 
goods  a  fifty  per  cent  increase.  The  best 
point  in  a  sale  of  this  kind  is  that  no  re- 

ductions have  to  be  made  as  in  an  ordin- 

ary sale.  A  table-cloth  for  example 
which  would  be  sold  for  eighteen  dollars 

regularly  reduced  to  fourteen  at  a  sale 
would  sell  easily  at  regular  price  during 
this  campaign.  In  that  way  there  were 
no  reduction  losses  to  be  added  to  the 

general  cost. 

Working  This  Plan  Out  in  Small  Stores 

Mr.  Collins  is  of  the  opinion  that  a  sale 
of  this  kind  should  not  be  held  later  in 
the  fall  than  the  early  part  of  November. 
Many  customers  want  the  goods  for 
Christmas  gifts  and  if  there  is  any 
amount  sold  it  is  sometimes  difficult  to 

get  needleworkers.  February  or  March 
is  also  a  good  time  so  that  June  brides 
will  be  assured  of  their  orders. 

As  to  towns  where  it  is  impossible  to 
get  needlework  firms  to  take  over  the 
initialling,  it  is  always  fairly  easy  to 
obtain  home  workers.  The  standard 
should  be  of  the  very  highest  for  even 
one  initial  badly  done  is  poor  advertising 
for  a  firm. 



Dry  Goods  Review HOUSE     FURNISHINGS 133 

Useful  Hints  For  The  Salesmen 
In  The  Homefurnishings  Department 

Method  of  Approach  to  the  Prospective  Customer — Selling  Satisfaction  with  the  Mer- 
chandise— Showing  the   Merchandise — Selling  Talk  Outlined — Convincing 

The  Customer — Closing  the  Deal 

THE  plain  prosaic  sorts  of  mer- 
chandise which  have  apparently  no 

appeal  to  customers  other  than 
their  purely  utilitarian  nature  are  al- 

ways the  hardest  to  sell  from  the  sales- 

clerk's  viewpoint.  They  are  rarely  im- 
pulse-goods, tempting  to  the  eye  irres- 

pective of  price.  On  the  contrary,  the 
prevailing  habit  of  customers  is  to  pur- 

chase just  what  is  absolutely  essential 
at  a  price  as  low  as  can  be  obtained. 
Here  is  where  every  bit  of  information 
relative  to  the  manufacture  of  the  var- 

ious lines  in  question  is  of  value  to  the 
sales  staff,  who  are  prone,  as  a  rule,  to 
content  themselves  with  selling  just 
what  the  customer  asks  for,  and  making 
no  further  effort  to  interest  her  either 
in  the  purchase  itself  or  in  other  allied 
lines  of  merchandise. 

Sell  Satisfaction 

The  popular  definition  of  salesman- 
ship that  prevailed  not  many  years  ago 

would  have  to  undergo  severe  revision 
to  be  applicable  to  the  science  of  selling 
as  it  is  practised  today.  Time  was  when 
the  main  object  of  a  salesman  was  to  sell 

a  customer  something — anything,  so 
long  as  a  sale  of  some  kind  was  made. 
A  sale  is  not  a  successful  sale,  not  a 
complete  sale  nor  a  profitable  one  for 
the  store  unless  you  sell  satisfaction 
with  each  item.  In  helping  customers 

to  "make  up  their  minds"  you  are  per- 
forming a  service  of  no  mean  import- 

ance, and  selling  is  nothing  more  nor 
less  than  influencing  the  minds  of  pros- 

pective customers.  There  is  no  mystery 
about  salesmanship,  the  careful  atten- 

tion to  details  that  the  business  merits, 
and  to  know  the  merchandise  that  you 
are   selling. 

To  be  a  real  salesman  means  a  clear 
understanding  of  what  influences  cus- 

tomers most  favorably,  and  the  constant 

application  of  such  standards  of  practice 
as  you  may  evolve  from  your  own  and 
the  experience  of  others,  so  as  to  impart 
to  your  prospective  customer  the  best 
knowledge  possible  regarding  the  con- 

struction and  use  of  the  goods  in  ques- tion. 

The  foregoing  as  well  as  tho  subse- 
quent hints  on  salesmanship  were  sup- 

plied to  Dry  Goods  Review  by  a  leading 
manufacturer-  of  floor  coverings  and 
table  oilcloths,  who  formerly  was  on  the 
staff  of  a  large  department  store  where 
he  had  an  opportunity  of  gleaning  much 
valuable  data  relative  to  handling  sales 
of  such  merchandise  as  is  carried  in  the 
housefurnishings  section.  In  discussing 
the   subject   of   selling  oilcloths,  for  in- 

stance, this  man  emphasized  the  fact 
that  in  every  sale  there  were  four  fea- 

tures to  be  considered. 

The  Greeting 

First,  there  should  be  a  suitable  greet- 
ing to  the  customer,  for  first  impres- 

sions are  often  lasting.  To  convey  an 
impression  of  willingness  to  serve,  the 
approach  should  be  characterized  by 
promptness.  No  matter  what  duty  is 
claiming  attention,  the  advent  of  a  cus- 

tomer shouid  cause  the  salesman  ,:>  dis- 

continue other  work  and  immediately  re- 
sume the  function  of  selling.  Customers 

should  be  met  more  than  half  way,  and 

the  bearing  and  appearance  of  the  sales- 
man, his  apparel  and  attitude  of  defer- 

ence to  the  customer's  wishes,  his  tone 
of  voice  and  general  manner  should  be 
such  as  to  inspire  confidence  in  his  abil- 

ity and  reflect  his  pleasure  in  having  an 

opportunity  to  serve.  The  salesman's 
approach  is  practically  the  selling  of 
himself  to  the  customer.  Therefore,  say 
and  do  first  what  will  please  the  cus- 

tomer best,  as  near  as  you  are  able  to 
determine  from  a  hurried  estimate  as 

she   approaches. 
Showing 

Second,  introduce  your  merchandise 
with  as  few  questions  as  possible  and 
show  about  the  grade  of  goods  you  think 
the  customer  will  want,  offering  better 
goods  immediately  afterward.  Bring  the 
goods  to  the  customer  whenever  possible 
and  place  them  within  reach.  See  that 
nothing  is  on  the  counter  which  will  de- 

tract from  the  appearance  of  the  mer- 
chandise you  wish  to  sell.  Take  ad- 

vantage of  color  contrasts  or  harmonies 
that  may  make  the  goods  look  better. 
Demonstrate  the  use  or  in  same  way 
prove  to  the  customer  in  the  first  few 
seconds  that  the  goods  offered  are 
specially  suited  to  the  purposes  she  has 
in  mind.  Be  positivp  in  vour  statements 
regarding  quality.  Use  first,  the  prin- 

cipal reason  why  this  customer  should 
want  this  particular  piece  of  merchan- 

dise. The  reason  may  be  durability,  it 
may  be  style,  or  any  one  of  a  score  of 
qualifications  common   to   most  articles. 

If  table  oilcloth  is  being  offered,  you 

might  say,  "This  oilcloth  is  made  in 
two  widths,  45  and  52  inches,  the  45 
width  being  the  most  used.  It  comes  in 
12  yard  rolls  and  the  patterns  are  most 
attractive  in  a  large  variety  of  colors. 
We  also  have  it  in  plain,  marbled  or  bor- 

dered effects,  block  patterns  or  wood 
effects,  and  it  will  wear  a  loner  time, 
without  peeling  or  cracking.  It  is  made 

scientifically,  only  the  highest  gitade 
materials  being  used  and  is  light  but 
durable  and  pliable.  Therefore,  you  need 
not  buy  so  often  because  every  yard  is 

perfect." 

Or  again,  if  shelf  oilcloth  is  under  con- 
sideration, the  selling  talk  might  be  in 

this  wise.  "The  shelfj  oilcloth  comes 
also  in  two  widths,  12  and  15  inches,  the 

edge  being  scalloped.  The  narrower  width 
is  mostly  called  for  in  the  average  kitch- 

en. The  patterns  are  delicate  and  es- 
pecially designed  for  this  purpose,  and 

are  plain  white  as  well  as  light  or  dark." Your  method  of  showing  and  what  you 

have  to  say  should  create  interest  at 
once  and  the  interest  will  be  apparent  if 
the  customer  handles  the  goods.  Ask 
questions  or  make  suggestions. 

Convincing 

The  third  step  in  selling  this  class  of 
goods  should  come  as  a  matter  of 
course,  following  up  any  interest  aroused 
by  your  first  remarks.  Reasons  why  the 
customer  should  buy  should  be  quickly 

given  by  pointing  out  phases  of  superior- 

ity, comparing  other  goods  and  demon- 
strating that  these  goods  are  exactly  as 

represented.  Answer*  questions,  promptly 
and  supply  new  ideas  as  needed,  anticipat- 

ing faults  and  overcoming  them  before 
they  are  uttered.  A  liberal  use  of  selling 
points  at  this  stage  of  the  sale  usually 
brings  forth  decisions  to  buy.  For  this 

reason  you  should  know  your  goods  tho- 
roughly. Manufacturers  are  always 

glad  to  supply  required  information  on 

request. 

Closing 

And  lastly,  when  the  customer  is 
thinking  favorably  about  the  goods,  be- 

fore objections  to  purchase  have  time  to 
creep  in.  definite  steps  toward  closing 
the  sale  should  be  taken.  The  customer 
should  be  induced  to  agree  that  what 

you  have  said  about  the  merchandise 
is  true  and  this  approval  should  be  re- 
fei-red  to  in  the  closing.  The  advan- 

tage of  immediate  buying  should  be 

clearly  shown.  Decision  should  be  sim- 
plified bv  confirming  th°  choice  of  two 

articles  and,  if  necessary,  a  summing 

up  of  the  good  poin+s  of  the  merchand- 
ise should  be  made. 

Tf  the  customer  still  hesitates  it  may 
be  well  to  sugeest  that  a  decision  has 
been  reached.  This  can  be  done  bv  say- 
ine-:  "  Will  you  take  it  or  shall  I  send 
it?"  "How  manv  vards  will  you  need?" 
"What  else  can  I  show  you?"  or  other 
nice  phrases  which  will  show  that  you 
think  the  customer  has  decided  to  buy. 

Continued  on  page  135 
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Home  Decorating  Helps  Furnishings 
Big  Sorting  Business  and  Placing  a  Little   More  Promising — Little  Ordering  from  the 

West— The  New  Silk  Madras — Cretonne  Still  Very  Strong— Conditions  Said 
To  Be  Not  Very  Good  in  England 

THERE  is  a  more  noticeable  tend- 
ency  toward  spending  money  on 
home  decoration  than  there  has 

been  since  the  spring  of  1920.  Home 
furnishing  stores  are  doing  a  record 
business.  One  firm  which  covers  furni- 

ture to  order,  cannot  promise  delivery  in 
less  than  six  weeks,  a  condition  which 
has  not  existed  for  many  years.  Most 
customers  order  more  carefully  than 
ever  before,  the  manager  says,  and  he 
rather  welcomes  this  attitude.  It  is  only 
when  the  public  have  returned  to  a  nor- 

mal, economical  system  of  buying  that 
we  can  be  assured  good  times  are  here. 

Conditions  are  not  nearly  as  good  in 
England  in  the  housefurnishing  business, 
a  buyer  for  a  large  wholesale  firm  in 
Toronto  told  Dry  Goods  Review.  Manu- 

facturers are  somewhat  indifferent  about 
promoting  trade.  They  are  taking  a 
Micawberlike  attitude — waiting  for 
something  to  turn  up.  Of  course  labor 
conditions  are  at  the  bottom  of  the  whole 
thing.  In  the  meantime  many  firms  are 
sending  out  hints  that  prices  will  show 
a  tendency  toward  rising  in  the  spring. 
One  of  the  oldest  wholesale  dealers  in 
homefurnishings  in  Toronto  savs  that  in 
this  particular  line,  fluctuations  must  be 
expected  for  at  least  three  or  four  years. 
Dealers  and  makers  alike,  should  not  be 
discouraged  by  their  experiences  of  the 
last  ten  months.  They  have  brought  six 
weeks  of  rush  business  followed  by  the 
same  period  of  absolute  quiet,  a  revival 
and  another  slack  season  until  many 
firms  are  quite  at  a  loss  to  know  whether 
the  furniture  business  is  paying  or  not. 
Things  will  gradually  right  themselves 
and  when  they  do,  this  line  is  one  of  the 
most  stable  of  all. 

The  sorting  business  for  immediate 
delivery  is  very  encouraging  and  there 
is  also  a  growing  feeling  among  retail- 

ers that  the  time  to  place  spring  lines 
is  right  now.  The  Maritime  provinces, 
Quebec  and  Ontario  have  done  most  of 
the  placing  so  far.  The  west  is  much 
slower  in  ordering  for  next  season  but 
sorting  requirements  for  fall  business  in 
the  western  provinces  is  keeping  whole- 

sale houses  busy. 

Unexpected  Run  on  Madras  Muslins 

The  demand  for  Madras  muslin  cur- 
tains has  come  as  a  surprise  to  many 

firms.  They  are  not  only  asked  for  in 
cream  and  white  but  colored  and  mixed 
effects  are  wanted.  This  cry  for  Madras 
comes  from  all  over  Canada;  travelers 
from  the  Atlantic  to  the  Pacific  are 
booking  big  orders.  One  firm  is  showing 
them  in  four,  five  and  six  tones. 

The  latest  novelty  in  this  line  is  the 
silk  Madras.  It  is  made  partly  of  cotton. 
Very  handsome  curtains  can  be  made  of 

NEWEST    SPRING    PATTERNS    IN    CANADIAN    MADE    CRETONNES 

This  artistic  floral  pattern  is  an  exact  reproduction  of  an  imported  English 
chintz,  but  is  manufactured  in  Montreal  in  a  36  inch  width  which  is  proving  to 
be  more  satisfactory  than  the  ordinary  31  inch  formerly  shown.  All  the  dainty 
rose  and  blue  colorings  are  happily  blended  in  the  pattern,  and  in  addition  to 
the  assurance  that  quality  and  design  are  back  to  pre-war  standards,  there  is 
also  the  important  fact  that  prices  on  these  cretonnes  are  even  lower  than  1914 
figures.  The  wholesale  trade  predict  a  tremendous  revival  in  demand  for  in- 

expensive and  artistic  draperies  for  next  Spring  and  it  is  satisfactory  to  note 
that  domestic  manufacturers  are  able  to  turn  out  the  requisite  fabrics.  Cretonne 

shown    by    courtesy    of    Greenshields    Limited,    Montreal. 

it  and  although  it  is  rather  high  in  price, 
the  trade  is  accepting  it  readily.  It  is 
particularly  suited  to  elaborate  hotels 
and  theatres  but  is  used  in  the  better 
class  of  homes  as  well. 

Little  Change  in  Heavier  Hangings 

Cretonne  is,  stiU  "the  best  thing  going." 
Dry  Goods  Review  is  told  by  a  reliable 
house.  Terry  cloths  are  the  most  popular 
in  this  class  of  hanging.  They  are  liked 
because  their  Turkey  towelling  weave 

has  just  enough  weight  to  a'low  them  to 

hang  gracefully.  Moreover,  with  the 
pattern  printed  on  both  sides,  they  may 
be  reversed.  Flowers,  birds  and  conven- 

tional designs  to  satisfy  every  taste  are 
shown.  The  colors  which  sell  best  are 

mulberry,  mauve,  blue,  olive  and  beige 
against  striped  backgrounds. 

Shadow  cloth  is  used  as  much   as   in  the 

spring     and     casement     cloth  is     still  a 
favorite.  Retailers  take  the  attitude  that 
there  is     no     danger  in    stocking    these 

(Continued  on  page  150) 
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Lively  Demand  in  Home  Furnishings 
Guaranteed  Prices  in  Floor  Coverings — Scotch  Filet  Net  Curtainings  Going  Well — 

Less  Expensive  Cretonnes  for  Spring  Sh^wn  in  Wide  Ranges — Household 
Linen  Supply  Faces  A  Shortage.    

ON  FLOOR  coverings  the  wholesale 
houses  report  that  English  prices 
on  carpets  are  guaranteed  until 

July  1922,  while  Canadian  prices  are 
guaranteed  until  March  31  next.  This 
guarantee  protects  the  trade  against  any 
further  decline  only,  not  against  in- 

crease, and  with  the  recent  jump  of  20 
per  cent  this  month  in  carpet  yarns,  an 
increase  is  not  beyond  the  bounds  of  pos- 

sibility, in  the  opinion  of  wholesale  buy- 
ers. Business  is  reported  good  during 

the  present  month  in  most  lines. 

Curtains 

A  very  heavy  demand  has  been  regis- 
tered during  the  past  month  for  the  new 

12  and  14  point  Scotch  filet  net  curtain- 
ings, which  have  recently  arrived  in  the 

Montreal  wholesale  houses.  These  nets 

are  exceptionally  artistic  in  design,  re- 
producing conventional  wreath  and  flor- 

al patterns  upon  the  filet  mesh  and  are 
available  in  either  ivory  or  all  white. 
Prices  on  these  nets  show  an  almost 
sensational  decline,  the  wholesale  price 
being  just  about  half  the  last  year  fig- 

ure and  a  good  quality  is  quoted  at  70 
cents,  which  was  formerly  $1.50  a  yard. 
The  demand  in  Montreal  alone  for  these 

new  nets  is  quite  unprecedented  and  in- 
dications are  that  they  will  outclass 

most  other  curtain  materials  in  popular- 
ity for  spring.  Staple  Nottinghams  al- 

so show  a  spectacular  drop,  being  quoted 
this  fall  from  90  cents  a  pair  upwards, 
where  they  formerly  began  at  $1.75. 

Another  popular  novelty  in  curtain 
materials  this  month  is  the  printed  all- 
over  colored  marquisettes,  which  have 
been  recently  introduced  to  replace  mad- 

ras nets.  These  marquisettes  are  print- 
ed in  solid  floral  designs  in  dark  rich 

colors,  closely  resembling  chintz  patterns 
and  are  exceedingly  effective  for  hang- 

ings where  a  heavy  and  expensive  fabric- 
is  not  desired.  Many  fancy  voile  and 
marquisette  curtainings  in  drawn  work 
designs  are  also  shown  at  greatly  reduc- 

ed prices,  one  design  especially  being 
noteworthy.  It  shows  a  cross-barred  ef- 

fect in  drawn  work  in  deep  ecru,  with  a 
narrow  edge  of  fine  Cluny  lace  and  a 
two   hemstitching   edging. 

The  trend  of  curtain  fabrics  is  unmis- 
takably in  the  direction  of  simple  and 

highly  artistic  designs,  devoid  of  over- 
elaboration  and  destined  to  provide  the 
utmost  value  and  serviceability  for  a 
minimum  of  expense. 

Drareries 

The  demand  for  cretonnes  and  other 

fabrics  is  now  exceptionally  good,  es- 
pecially for  the  less  expensive  grades 

and  the  present  month  finds  Montreal 
wholesale  houses  in  the  midst  of  a  heavy 

demand  for  popular  priced  cretonnes. 

Printed  terry  cloths  are  shown  in  effec- 
tive striped  and  verdure  designs  and  are 

moderately  priced.  A  novel  development 
in  the  range  of  imported  cretonnes  is  the 
call  for  Jazz  patterns  for  the  decoration 
of  dance  halls.  The  patterns  in  these 
materials  are  typical  of  the  purpose  to 
which  they  are  to  be  devoted,  and  they 
combine  a  kind  of  futuristic  vagueness 
of  design  with  a  flamboyant  and  colorful 

blending  of  blues,  reds,  blacks,  etc.,  al- 
together the  gayest  melange  imaginable. 

The  demand  for  these  Jazz  fabrics  is  de- 
cidedly heavy  this  fall. 

The  most  promising  aspect  in  the  dra- 
pery situation  from  the  point  of  view  of 

the  consumer  is  the  marked  improve- 
ment in  the  range  of  Canadian  made  cre- 

tonnes now  offered  for  spring  selling. 

Commenting  upon  this  showing,  a  lead- 
ing Montreal  wholesaler  explained  to 

Dry  Goods  Review  that  it  had  long  been 
a  crying  need  in  the  trade  to  supply  an 
artistic  and  durable  line  of  cretonnes 

priced  at  rock  bottom  figures.  The  pres- 
ent supply  have  been  made  to  order  by  a 

leading  textile  company,  and  copied 

from  original  English  designs  with  al- 
most the  same  number  of  colors  incor- 

porated in  the  reproduction  as  are  blend- 
ed in  the  original.  The  domestic  pro- 

duct furthermore,  is  made  in  the  yard 
wide  width  whereas  the  English  mater- 

ial comes  only  31  inches  wide,  which  has 
not  proved  as  satisfactory  for  all-round 
purposes  as  the  broader  one.  The  range 
of  colorings  includes  a  dainty  rose  shade 
with  green  foliage  effects  and  the  same 
in  Alice  blue  upon  a  creamy  tapestry 
ground.  The  original  English  fabric  is 
priced  at  about  70  cents  a  yard  but  it 
has  been  found  possible  to  produce  the 
domestic  range  at  only  27%  cents  and 
permit  of  the  extra  width  and  the  same 
weight  of  material.  That  this  line  will 
prove  to  be  one  of  the  leading  features 
of  spring  drapery  selling  throughout 
Canada  is  already  an  established  fact, 
as  travelers  report  that  retailers  are  in- 

terested to  the  extent  of  placing  excep- 
tionally heavy  orders  for  this  line  at  this 

early  date.  The  experiment  is  likely  to 
prove  a  success  and  if  the  response  from 
the  trade  warrants  it,  which  is  altogeth- 

er likely  in  the  face  of  the  talked  of  rise 
in  the  price  of  cotton  materials,  the 
same  house  will  make  the  line  one  of 

their  leading  products.  The  present  of- 
fering comprises  some  50,000  yards,  it 

is  said,  and  is  considered  one  of  the 
best  all-purpose  cretonnes  ever  offered. 

Household    Linens 

The  outlook  for  all  sorts  of  household 
linens  from  the  standpoint  of  price  is  not 
promising  for  1922,  according  to  a  prom- 

inent Montreal  linen  importer  this 
month.  Recent  advices  from  Belfast 
describe  the  situation  as  critical  in  the 
linen  industry.  The  flax  crop  is  less  in 

amount  than  last  year's,  and  of  all  the 
25  spinning  mills  in  the  district,  only 
three  have  been  working  at  all  during 

the  past  few  months.  Buying  in  linens 
has  been  slack  during  the  past  year  and 
a  half  but  increased  interest  is  now  be- 

ing manifested  all  over  the  world,  par- 
ticularly from  the  United  States  where 

the  demand  is  quite  active.  Wholesalers 
foresee  some  difficulty  in  procuring  sup- 

plies for  next  year  unless  conditions  can 
be  improved  in  the  near  future,  and  in 
any  case,  it  is  advisable  that  stocks  be 
kept  up  to  normal  so  that  in  the  event 
of  any  shortage,  the  next  twelve  months 
may  be  safely  tided  over. 

USEFUL  SELLING  HINTS 

(, Continued  from  Page  133) 

Any  method  employed  should  be  tactfully 
used  so  as  to  avoid  any  semblance  of 

trying  to  force  the  purchase. 
When  a  customer  buys  either  shelf 

or  table  oilcloth  it  is  a  certainty  that 

she  has  the  appeai'ance  of  her  kitchen 
in  mind.  Following  this  thought  it  is  a 

very  simple  matter,  afterwards  to  sug- 
gest other  merchandise  for  use  in  the 

kitchen.  Perhaps  she  may  need  new 
curtains,  rods,  a  mat  in  front  of  her 
sink,  or  perhaps  an  cil  mop  or  a  dustless duster. 

Even  if  the  wanted  goods  are  in  some 
other  department,  let  the  ilea  of  service 
to  the  customer  prevail  in  your  mind. 
Don't  let  your  interest  in  her  lag,  serve 
her  so  that  she  will  be  glad  to  come 

back  for  future  purchases.  The  im- 
pression a  customer  forms  of  your 

housefurnishings  section  will  be  largely 

formed  by  the  attention  of  its  sales  peo- 
ple. Finally,  when  the  goods  are  de- 

livered at  tha  customer's  home,  see  that 

they  are  properly  rolled  upon  a  card- 
board roll  or  counter  stick  of  the  ri^ht 

length.  Oilcloths  should  rot  be  folded 
like  cotton  goods,  especially  in  cold  wea- 

ther, but  rolled  carefully  about  these 
sticks,  which  cost  vcy  little.  The  stock 

itself  should  be  kept  in  attractive  con- 
tainers, not  in  emDty  flour  barrels  as  is 

so  commonly  seon;  modern  metal  fix- 
tures mav  now  b?  obtained  on  the  mar- 

ket which  greatly  add  to  the  attractive, 
ness  of  the  department. 

Senator  C.  P.  Beaubien  of  the  French 
Trade  Commission  in  addressing  the 
Chamber  of  Commerce  in  Hamilton  urg- 

ed that  better  trade  relations  be  enter- 
ed into  between  Canada  and  France. 
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WHA  T  MAKES 

A  CURTAIN  TRADE 
SELL  ? 

1st  — The  Design! 
2nd— The  Price! 

3rd— The  Quality! 

INCREASING  YOUR 
CURTAIN  SALES! 

"*l)izlmor~  Curtains  and  Piece  Goods  are  now offered  at  the  lowest  prices  seen  in 

years.  Scrims,  Voiles  and  Marquisettes,  also 

Lace  Trimmings  bought  at  the  very  lowest 

points  touched  by  the  market  and  decreased 

labor  costs,  improved  labor  saving  machinery — 

all  these  have  resulted  in  values  to-day  which 

will  undoubtedly  appeal  to  the  buying  public. 

A  Word  of  Warning! 
Be  advised  and  place  your  orders  at  once  both 

for  Immediate  and  Spring  requirements 

for  we  cannot  possibly 

replace  these  goods  to- 

day at  the  same  prices. 

If  you  neglect  to  cover, 

your  competitor  will  un- 

dersell you  and  HE  will 

have  the  increased  sales 

and  not  you. 

A  customer  usually  considers  these  three  points 

in    the   order    named.      However:    the     "^Da/npor"' 
line    is    so    absolutely    right    on    all    three    points 

that    you    are    always    sure   of   making   your   sale 

and  at  a  gratifying  profit  to  you. 

BE  WISE  -   BUY  AT  ONCE 

DALY  &  MORIN.  LIMITED 
LACHINE     •     MONTREAL 

Manufacturers  of 

Tkdwor 
PRODUCTS 
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Our  Toronto  Stock 

is  Here  to  Serve  You 

We  have  attained  an  important  place  in  the  trade  because 
we  have  conscientiously  tried  to  give  the  trade  what  it  wants. 

The  carrying  of  a  complete  stock  in  Toronto  has  certainly 
filled  a  big  want,  and  has  already  proved  itself  a  wonderful 
success. 

Our  prices  and  immediate  delivery  from  Toronto  are  two 
important  reasons  why  you  should  get  in  touch  with  us  right 
away. 

Christmas  means  a  big  trade  in  materials  for  silk  lamp 

shades.  You'll  want  to  see  our  complete  line  of  Silk  Lamp- 
shade Fringes,  Metal  Galloons,  Moss  Edgings,  etc. 

We  are  preparing  handy  sample  Folders  showing  the  de- 
signs in  our  Toronto  stock.  These  will  help  you  in  ordering 

— write  for  them. 
CRETONNE  EDGINGS 
SILK  EDGINGS 
COTTON  BALL  FRINGES 
LAMPSHADE  FRINGES 

METAL  GALLOONS  AND 
GIMPS 

MOSS  EDGINGS 
FLAT  METAL  GALLOONS 

IMMEDIATE  DELIVERY  FROM  STOCK  IN  TORONTO 

Morris  Bernhard  Co.,  (Canada)  Ltd. 

HARDING  P.THOMAS,  Managing  Director 

24  WELLINGTON  1ST.  W.,  TORONTO 

PHONE  ADELAIDE  924 
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Good  Morning —HaVe  you 
Dominion Linoleums  in  stock? 

Throughout  Canada  every  day  thousands  of  wo- 
men are  asking  their  merchant  for  Linoleum 

and  Linoleum  Rugs.  Our  extensive  advertising 
in  leading  papers  and  magazines  throughout 
the  country  is  stimulating  the  sale  of 

LINOLEUM 

and  directing  good  profitable  business    to    these    mer- 
chants who  carry  a  well  assorted  stock. 

(Jet  in  on  this  good  business,  put  in  a  Linoleum  window,  link 
up  with  our  advertising  in  tyour  local  newspaper.  Single  and 
double  column  electros  sent  free  to  those  who  will  use  them. 

Send  for  and  use  our  general  advertising  matter,  it's  free. 

Remember  Dominion  Linoleum  is  made  in  Canada 

for  Canadian  people  by  Canadian  Workmen. 

DOMINION  OILCLOTH  &  LINOLEUM  CO.,  Limited 
MONTREAL 
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NOW  SHOWING 
FOR  SPRING  1922 

FOR  DIRECT  IMPORT 

Wm.  Strang  &  Son,  Glasgow, 
Fine  Muslins  and  Madras. 

Stirling-Auld  &  Co.,  Darvel, 
Nets  and  Curtains. 

Hood  Morton  &  Co.,  Newmilns, 
Nets  and  Madras. 

Stock  Lines 

Toronto       __^. 

Nottingham  Curtains 
Shadow     Cloths 
Aurora    Casement    CJoth 
Merc3iized   Poplins 
White   and    Ecru    Madras 
Novelty    Curtains 
Muslins 

BunjaraJow  Nets 
Self  Color  Madras 
Mixed  Color  Madras 

Spot    Grenadines 
Spot    Marquisettes 
36    in.    Cretonnes 

From    25«    up.    ■ 

John  King  &  Son's  Hollands, all  widths 

J.  B.  Henderson  &  Co.,  Ltd.,  80  Bay  Street,  Toronto 

If  you  have  a  Men's  Wear  or 
Haberdashery  department  you  will 
be  interested  in: 

Men's  Wear  Review 

Fashions,  fads,  new  goods,  mar- 
ket prices  and  merchandising  stor- 
ies are  here  presented  to  you. 

Markets  and  trade  tendencies  are 

carefully  reviewed  and  written  up 
with  a  view  to  quick  reading  by  the 
busy  merchant. 

We  will  gladly  send  you  a  sample 
copy  or  enter  your  subscription  for 
a  year. 

Men's  Wear  Review 
TORONTO 

$2.00  the  Year 

Have  300  Coats 
They  will  Ship  on  Approval 

VELOURS 
BOLIVIAS 
MARVELLAS 
DUVETYNES 

Some  coats  are  fur  trimmed,  some  em- 
broidered and  others  twist  stitched.  All  in 

prevailing  styles  and  of  our  usual  high 
quality  and  workmanship. 
Prices  range  from  $19.50  for  the  plainer 
models  to  $105.00  for  those  of  higher 

grade. Send  us  particulars  regarding  shades,  mat- 
erials, sizes,  price  and  quantity  you  require 

and  we  will  forward  a  choice  assortment 

on    approval. 

303  Mountain  St.,  Montreal 
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The  "Pickford  Dress "(R eg htered) 

GINGHAM  DRESSES  DELUXE 
This  line  will  surely  interest  you,  made  up  to  the 
STANDARD  of  all  our  goods  including  MIDDIES, 

SPORT    SKIRTS    and  NURSES'   UNIFORMS. 

Cole=l£f)ttafeer  Himtteb Manufacturers 

292  St.  Catherine  Street  West 

jWcmtreal 



READY-TO-WEAR Dri/  Goods  Revie IV 

Showing  Paris  Styles  in  Toronto 
Very  Effective  Display  by  T.  Eaton  Co. — Leading  French  Creations  in  Many  Lines  of 

Women's  Wear  Are  Shown  in  Colors  —  Many  of  the  Best  Known  Houses 
Featured — Idea  Might  be  Followed  by  the  Canadian  Manufacturers. 

MANUFACTURERS  
and  retail 

men  in  New  York  are  making 

wry  favorable  comments  on  the 

method  which  the  T.  Eaton  Company 

adopted  this  year  in  displaying-  their 
Paris  styles  in  Toronto.  Autumn  modes 

were  shown  on  the  screen  instead  of  on 

living  models  as  in  other  years.  The  gen- 

eral consensus  of  opinion  among;  Ameri- 

can houses  is  that  this  the  best  method 

of  showing:  the  season's  fashions  in  an 
authoritative  manner.  There  is  no  doubt 

that  many  of  these  firms  will  try  it 

this  way  next  spring.  They  state  that 

when  French  garments  and  hats  are 

shown  on  American  and  Canadian  women 

the  Parisian  touch  is  sometimes  lost  and 

that  our  women  want  to  see  models  as 

they  are  worn  in  Paris  even  though  they 
do  not  imitate  them. 

Buyers  for  the  T.  Eaton  Company  were 

in  Paris  for  the  openings  there.  They 

made  a  selection  of  those  they  wanted 

and  had  them  photographed  on  the  mod- 
els who  wore  them  in  the  Paris  salons. 

There  were  about  fifty  in  all.  These  were 

then  reproduced  on  a  film  owned  and 

controlled  by  the  company.  Besides  the 

ordinary  screen  showing  ,a  great  many 
of  the  models  were  shown  in  color  as 

well.  By  a  direct  lumiere  process  of 

film  photography,  the  actual  color  of  the 

garment  and  even  the  texture  of  the 
material   was  portrayed. 

The  great  advantage  in  showing  styles 
in  this  way  is  that  the  different  parts 

appear  in  detail.  If  there  is  something 
snecil  to  be  brought  out,  a  photograph 

of  that  part  is  made  senaratel-1'.  In  show- 
ing hats,  this  method  is  particularly 

good.  When  displayed  on  a  living  model 
the  details  are  not  nearly  as  clear  as 
when  only  the  head  is  shown  as  it  is  on 
the  screen. 

All  Models  Filmed  Are  In  Stock 

The  fact  that  every  model  thrown  on 
the  screen  can  be  seen  and  purchased  in 
the  French  room  of  the  store,  is  a  good 

feature  of  the  Eaton  showing,  A  French- 
woman told  the  audience  at  every  pre- 

sentation of  the  film  the  salient  points 

of  each  garment.  The  name  of  the  Par- 
is house  which  was  responsible  for  each 

creation  was  given  and  the  points  about 
his  or  her  work  which  were  outstanding, 
were  emphasized. 

These  motion  pictures  were  shown 
three  times  a  day  for  a  week  at  10.30  at 

1.30  and  3.30.  The  part  of  the  store  por- 
tioned off  could  seat  five  hundred  and 

this  number  far  exceeded  the  number 

which  could  comfortably  see  the  living 
models. 

Three  Things  To  Remember  About  Paris 
Gowns 

The  demonstrator  at  the  Eaton  fashion 
show  told  her  audience  that  there  were 
three  points  to  keep  in  mind  in  this  sea- 

son's fashions.  Thev  were;  the  very 
low  waist-line,  the  irregular  hem  line 
and  the  boat-shaped  neck  line.  There  was 
hardly  an  exception  to  these  rules  in  all 
the  gowns  shown. 
The  hats  were  extremely  large  and 

very  often  had  a  slight  poke.  They 
often  extended  over  the  left  side  more 
than  the  right  and  nearly  always  had 
drooping  plumes. 

The  suits  were  always  trimmed  with 
fur  and  the  separate  coats  were  very 
long.  Steel  buttons  for  trimmings  were 
seen  most  of  all. 

Every  woman  in  Paris  carries  eithe" 
a  parasol  or  an  elaborate  bag  this  fall. 

M?ny  Famous  Houses  Represented 

Or.e  of  the  most  noticeable  features 
was  the  number  of  houses  represented 
in  the  models  shown.  The  buyers  for 
the  Eaton  company  showed  no  discrimin- 

ation in  their  attempt  to  show  Toronto 
what  the  best  houses  in  Paris  were  mak- 

ing. The  costumes  which  attracted  par. 
ticular  attention  were  from  the  houses 
of  Paul  Poiret.  Bernard  Madeleine  & 
Madeleine,  Worth,  Jeanne  Lanvin,  Jenny 
and  that  marvellous  creator  of  juvenile 

styles,  Lina  Mouton. 

Why   Not  A   Canadian  Display   By   Our 
Manufacturers? 

There  is  no  doubt  that  Canadian  manu- 
facturers of  women's  wear  have  made 

great  strides  during  the  last  two  or 
three  years.  Some  of  the  manu- 

facturers in  this  country  are  turning  out 
garments  which  are  the  peers  of  any 
shown  in  America.  Why  do  they  hide 
their  light?  There  are  still  people  who 
believe  that  every  well-fitting  suit  or 
gown  or  coat  must  come  from  the  Unit- 

ed States.  The  retailer  alone  cannot  talk 

Canadian  goods  to  them  but  the  retailer 
and  the  manufacturer  together  could  do 

a  great  deal. 
This  screen  idea  is  one  that  might 

prove  most  effective  at  least  cost.  If  a 
film  were  made  of  several  garments  de- 

signed by  twelve  or  fifteen  reliable  man- 
ufacturers and  shown  in  every  town  in 

Canada,  the  publicity  would  be  enormous. 
Retailers  could  show  them  in  their  stores 
or  the  town-hall  could  be  taken  over  for 
the  purpose.  The  name  of  the  store 
where  garments  made  by  these  manu- 

facturers are  sold,  could  be  given  as  well. 
Of  course  it  should  not  be  expected  that 

all    the   manufacturers   would   be    repre- 

ENTER  MADAM. 

In  an  evening  frock  superbly  expressive 
of  Paris.  The  beaded  and  embroidered 
overdress  of  black  silk  net  is  mounted 
upon  a  slip  of  crepe  satin.  Sapphire  blue 
velvet  flower  petals  centred  by  a  bril- 

liant are  lavishly  scattered  over  corsage 
and  tunic,  while  a  simple  girdle  of  the 
same  shade  is  knotted  loosely  at  the  side. 
The  high  back  and  irregular  hem  lines 

typify  fashion's  latest  tendency.  Shown 
by  Queen  Dress  and  Waist  Co.,  Mon- 

treal. Photo  by  Photo-Kraft  Studios. 

sented  in  every  store  or  even  in  every 

town  but  in  covering  the  whole  of  Cana- 
da there  should  be  a  sufficient  number 

of  retailers  carrying  each  line  to  make 
such  a  venture  worth-while. 
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Mid-Winter  Styles  in  Ready-to-Wear 
Earlier  Models  are  Somewhat  Modified— Many    Glittering   Effects    are    Shown 

Montreal  Houses — Some  of  the  Latest   Models  Described  —  The   Spanish 
Mantilla — Some  Creations  of  Velvet 

by 

MID-WINTER  collections  of  ready- 
to-wear  are  always  interesting-. 
For  one  thing  they  crystalize  fall 

tendencies  into  a  really  denned  form,  and 
illustrate  comprehensively  the  subtle 
changes  which  have  been  effected  in  the 
lines  previously  introduced.  Then  also, 
they  generally  give  a  hint  of  promise  a? 
to  what  the  spring  fashions  hold  in  store 
for  us,  and  forasmuch  as  mid-winter  is 
the  season  for  frocks  both  formal  and 

informal,  its  own  particular  fashions  a^e 
almost  always  characterized  by  a  rich- 

ness and  elaboration  which  is  necessar- 

ily absent  from    summer  appare'. 
Discussing  the  trend  of  style  in  the 

present  showings  with  a  leading  Mont- 
real manufacturer,  Dry  Goods  Review 

was  impressed  with  the  fact  that  the 
greater  number  of  striking  features  in 
the  earlier  models  have  been  very  much 
modified,  and  toned  down  to  a  degree 
thoroughly  appealing  to  the  woman  of 
conservative  tastes.  The  somewhat  ex- 

aggerated sweep  of  sleeve  featured  on 
early  models  is  now  replaced  by  a  snug 
yet  gracefully  flowing  effect,  decidedly 
up  to  date,  yet  not  clumsily  full  at  the 
cuff.  Skirts,  likewise,  show  a  perceptible 
number  of  inches  in  their  length  and 

are  cleverly  designed  to  convey  an  ap- 
pearance of  moderate  fullness,  achieved 

by  the  use  of  stiffening  underneath  the 
skirt,  quaintly  suggestive  of  1830  modes. 

Glittering   Effects   Decreed 

In  trimmings  also,  the  new  develop- 
ments are  exceedingly  interesting*.  In 

the  line-up  of  formal  gowns  for  evening 
wear,  sequins  naturally  play  a  prominent 
part,  sequins  of  black,  pearl  and  irri- 
descent  shades  which  literally  encrust 
the  diaphanous  nets  and  laces  uoon 
which  they  are  employed.  Lace  of  dif- 

ferent sorts,  Spanish,  Radium  and 
Chantilly,  is  lavishly  used,  especially  in 
black,  and  the  ultra  gown  of  Spanish 
inspiration  is  an  outstanding  feature  of 
the  showing  and  is  quite  delightfully  ap- 

propriate to  either  matron  or  debutante. 

To  Adorn  a  Carmen 

To  particularize  with  regard  to  the 
more  individual  models  displayed  by 
this  house,  might  be  mentioned  a  very 

new  idea  in  evening-  frocks  as  designed 
for  this  winter's  wear.  This  frock  was 
of  orchid  crepe  satin  made  to  simulate 
a  draped  Spanish  shawl,  heavily  edged 
with  deep  fringe.  The  fringe  swept  down 
one  side  to  be  lost  in  soft  folds,  later 
re-appearing  in  a  suggestion  upon  the 
left  shoulder,  where  the  drapery  ended 
in  a  mere  strap.  The  neck  line  was  of 
the  demurest  round  effect,  but  the  arms 
were  entirely  uncovered.  A  spray  of 
wild  roses  finished  the  effect,  which 
was    characteristically    Carmenesque. 

A  sequin  robe  of  Parisian  origin  was 
cleverly  used  over  a  black  crepe  satin 
slip  in  combination  with  Chantilly  lace. 
The  sequins  were  of  a  vivid  emerald 
tone  and  the  robe  itself  hung  straight 
from  its  round  neck  to  the  skirt  hem. 
The  openings  at  the  sides  were  filled  in 
by  cobwebby  lace,  which  supplied  the 
necessary  bouffancy. 

Of  Parisian  Origin 

Another  gorgeous  sequin  and  beaded 
robe  of  crystal  and  silver  built  upon  a 
slip  of  black  crepe-back  satin,  with  sup- 

erbly embellished  by  applications  of  tiny 

sapphire  flower  petals  centred  by  bril- 
liants, each  cluster  being  surrounded  by 

a  heavy  scroll  of  beading.  The  only 
other  feature  of  importance  was  a  vel- 

vet ribbon  girdle  knotted  loosely  to  one 
side,  in  a  shade  matching  the  sapphire 

petals. Leaving  aside  the  more  sophisticated 
evening  gowns,  mention  should  also  be 
made  of  an  adorable  little  debutante 

frock  of  for-get-me-not  chiffon  taffeta 
designed  in  the  exact  style  of  early  Vic- 

torian frocks,  with  little  fitted  bodice 
and  low  neck,  featuring  a  bertha  and 
sleeve  caps  of  tarnished  silver  lace.  The 
skirt  was  only  moderately  full  and 
built  upon  a  slip  of  the  same  silk  which 
was  longer  than  its  tunic.  The  tunic 
itself  was  edged  with  a  ruffle  of  the 
silk,  below  which  a  frill  of  the  lace  was 
cermitted  to  peep  forth.  A  spray  of 
hand-made  silk  flowers  almost  encircled 
the  waist. 

For  the  debutante  who  favors  the 
fashionable  lavender  tints,  another  little 
frock  of  orchid  satin  showed  petal- 
shaped  scallops  in  tiers,  four  rows  of 
which  composed  the  skirt.  Each  petal 
was  finished  with  a  picot  et]^e  of  silver 
thread,  and  the  waist  line  was  charm- 

ingly finished  by  a  spray  of  French 
flowers  veiled  in  silver  tissue  and 

caught  with  long  streamers  of  double- 
faced  picot  ribbon  in  blue  and  mauve. 
The  flowers,  by  the  way,  were  a  distinct 
novelty,  having  many  tiny  shells  of 
pearly  surface,  combined  together  to 
form  a  cluster  of  buds,  each  bud  being 
veiled   in    silver   tissue. 

Velvet  Used  in  Striking  Creations 

For  strictly  informal  wear  or  after- 
noon functions,  several  interesting  frocks 

were  shown  which  bespoke  the  vogue 
for  velvet  and  its  variations,  at  present 
so  smart  in  Paris.  One  gown  featured 

an  interesting-  combination  of  printed 
chiffon  in  Rodier  natterns  picked  out  in 
silver,  with  chiffon  velvet  in  dull  black. 
The  mandarin  sleeves  were  of  the  chif- 

fon, while  the  skirt  and  panelled  waist 
were  of  velvet.  ■  A  clever  touch  was  a 
loose  facing  of  the  chiffon  iust  peeping 

from  under  the  wide  crush  girdle  which 
encircled   the   hips. 

Another  panelled  frock  of  black  Can- 
ton crepe  was  built  upon  silver  cloth 

and  had  its  side  gores  filled  in  with 
shadowy  lace  of  the  Chantilly  variety. 
The  waist  line  was  simply  confined  by 
a  chain  girdle  of  silver  links  caught  with 
circles  of  burgundy  colored  horn.  Each 
shoulder  was  likewise  caught  with  a 
diamond   clasp. 

Black  velvet  was  again  smartly  com- 
bined with  black  Canton  in  another 

frock,  the  waist  of  which  was  a  moyen- 
ag-e  effect  in  the  velvet,  while  the  skirt 
was  of  the  Canton,  trimmed  with  circles 
of  velvet  appliqued  with  silk  floss.  The 
bell  sleeves  were  faced  with  rust  geor- 

gette. The  Spanish  Mantilla 
Quite  distinctive  in  its  atmosphere 

was  a  composite  gown  of  rich  black 
taffeta,  veiled  in  a  deep  over-skirt  of 
Spanish  lace.  Its  bodice  was  perfectly 
plain  and  softly  drawn  to  the  sides, 
showing-  a  simple  round  neck  and  sleeve 
caps  of  the  lace.  Upon  this  little  frock 
was  worn  a  superb  mantilla  of  the  lace 
edged  with  deep  silk  fringe  at  either 
end,  while  the  shoulder  edge  was  bound 
with  the  taffeta.  This  mantilla  could  be 
worn  in  a  diversity  of  ways,  either 
wound  about  the  figure,  or  thrown  over 
the  hair,  or  merely  donned  as  a  shawl. 
The  deep  fringe  hung  irregularly  below 
the  skirt  hem,  as  did  practically  all  the 
other  tunic  effects  noticed,  to  achieve 
the  uneven  line  typical  of  1922.  Stiffened 
buckram  was  again  employed  in  this 
frock  to  achieve  the  necessary  fullness 
about  the  hips. 

A  practical  little  house  frock  was 
made  of  navy  tricotine  and  dragon  blue 
duvetyn.  The  skirt  was  built  in  tunic 
effect  featuring  a  deep  border  of  cut 
work,  through  which  the  duvetyn  showed 
becomingly.  The  sleeves  likewise  repeat- 

ed the  same  motif,  and  the  neck  was 
square  without  any  relief  whatsoever. 

Another  simple  yet  effective  frock 
was  of  the  new  shade  of  Canton  known 
as  Mohawk.  It  was  designed  upon  the 
prevailing  simple  lines  of  the  moment, 
yet  was  lifted  out  of  the  every-day  class 
by  reason  of  its  ingenious  use  of  both 
sides  of  the  fabric.  The  face  of  the  Can- 

ton formed  the  frock  proper,  with  the 
reverse  used  to  form  a  deep  facing 
from  the  hem  upwards,  appliqued  in  a 
cut-work  design  to  the  skirt.  A  mere 

suspicion  of  creamy  net  formed  a  "mo- destie"  vestee  in  the  front  opening, 
while  a  bit  of  Venice  lace  edged  the 
back  of  the  collar,  finished  with  a  spray 
of  rose  buds.  Flowing  sleeves  and  a  deep 
crushed  girdle  stamped  the  frock  of  the 
latest  vintage. 

(Continued  on  page  145) 
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Montreal  Houses^Soon  to  Show  Spring  Models: 

Manufacturers  Say  Present  is  Buyers'  Market 
Present  Season  Has  Not  Been  Particularly  Good  One  in  Montreal — Spring  Models  to 

Be  Shown  Month  Earlier  tha"  TTsna1 — Buyers  Seem  to  Demand  Goods  at Their  Own  Prices 

THE  PAST  season  has  not  been  a 
particularly  satisfactory  one  to  the 
cloak  and  suit  manufacturers  and 

many  different  factors  militate  against 
a  favorable  state  of  affairs  even  at  the 
present  date.  Speaking  to  Dry  Goods  Re- 

view this  month  regarding  the  industry, 
a  leading  Montreal  manufacturer  stated 

that  they  were  starting  on  spring  busi- 
ness a  month  earlier  than  usual  on  ac- 

count of  th?  dullness  experienced  up  to 
the  present.  So  far  as  suits  were  con- 

cerned, this  manufacturer  expressed 
himself  as  being  convinced  that  fall  suits 
were  no  longer  a  profitable  line,  and  he 
gave  as  his  reason  for  such  an  opinion 
the  fact  that  in  this  country  there  are 

only  about  six  we^ks  during  which  a 
woman  wants  to  wear  a  suit.  Consider- 

ing that  colder  weather  rarely  sets  in 
before  October  first,  she  is  not  inclined 
to  consider  the  purchase  of  a  heavy 
suit  before  that  date.  Then  with  the 
advent  of  really  old  weather  in  No- 

vember, a  heavy  coat  is  required  to  slip 
en  over  the  dressy  frock,  and  so  the 
suit  is  really  not  absolutely  essential 
any  more.  This  statement,  of  course, 

applies  to  the  average  woman's  needs, 
not  to  the  wealthier  classes  to  whom  the 
purchase  ot  a  suit  is  not  a  matter  of 

importance.  J'or  the  reason  therefore 
that  the  woman  of  moderate  means  con- 

stitutes the  bulk  of  the  population  of 
Canada,  it  is  her  preferences  that  a>-° 

borne  in  mind  by  designers  of  women's clothes. 

That  the  fall  suit  is  not  destined  to  die 
out  gradually  is  incontestably  true,  for 
many  purposes  it  cannot  possibly  be  re- 

placed by  the  dress  and  separate  coat, 
and  there  will  always  be  a  demand  foi- 
the  strictly  tailored  models,  becoming 
to  the  majority  and  which  are  not  de- 

finite1 y  of  this  year's  vintage. 

A  Buyer's  Market 
Touching  on  the  popularity  of  the 

heavy  coat,  however,  the  same  authority 
ibed  the  situation  in  the  trade  as 

being  "in  a  bad  way."  Buyers  from  other 
centres,  he  said,  were  coming  into  the 
market  constantly  for  goods  and  were  in 
a  good  position  to  take  up  large  quan- 

tities of  garments,  but  unfortunately, 
nobody  seemed  in  the  least  degree  will- 

ing to  pay  even  cost  price  for  the  mer- 
chandise. The  attitude  of  buyers,  on  the 

contrary,  is  that  they  come  prepared  to 
purchase  at  their  own  price,  and  if  the 
manufacturer  is  not  willing  to  sacrifice 
his  coatfl  at  the  figure  they  offer  him, 
he  is  at  liberty  to  keep  the  goods,  the 
buyers  in  the  meantime  going  elsewhere 
and  obtaining  the  desired  garments 
from  someone  else. 

A   novel   treatment    of    the   old   favorite — wool    challis — a    tie-back    embodying 
strictly    tailored   lines.   A    decidedly   smart   accompaniment    to    the   street   cos- 

tume and  an  ideal  addition  to  the  business  girl's  wardrobe.  Blouse  by  Bland 
Mfg.    Co.,    Montreal.    Photo    by    Photo-Kraft    Studios. 

"What  are  manufacturers  to  do?"  is 
the  query  expressed  on  all  sides.  Are 
they  to  allow  their  finest  fur-trimmed 
coats  to  be  sacrificed  at  less  than  cost 
and  are  they  obliged  to  accept  whatever 
offers  are  made  them  by  the  ready-to- 
wear  buyers?  According  to  the  manu- 

facturer whose  views  represent  those  of 
a  number  of  other  firms  as  well,  this 
state  of  affairs  cannot  continue,  and  for 
his  part  he  will  not  sacrifice  any  of  the 

i  resent  season's  models  at  less  than  the 
legitimate  figure. 

Bargains  in  Fur-Trimmed  Coats 
The  month  of  October  in  Montreal  was 

signalized  by  an  epidemic  of  sales  in 
which  sumptuous  fur-trimmed  winter 
coats  played  the  leading  role.  Not  a 
single  display  window  omitted  its  quota 
of  these  garments,  marked  at  prices 

varying  from  $17.50  up  to  $75  or  there- 
( Continued  on  page  145) 
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Four  Styles 
Demanded 

New     Development     in     Georgette — Up- 
ward   Tendency    In    Prices 

"There  are  four  leading  styles  in  de- 

mand in  the  line-up  of  waists  this  fall," 
stated  a  leading-  Montreal  manufacturer 
to  Dry  Goods  Review  this  month.  "I  find 
that  crepe  de  chine,  georgette  and  JaD 
silks  are  running  about  neck  and  neck 
in  popularity,  while  voiles  continue  to  be 
in  demand  in  staple  styles.  The  crepe  de 
chine  blouse  has  crept  ahead  of  late  and 
the  demand  for  strictly  tailored  models 
in  white  and  colors  is  exceedingly  large. 
Only  the  better  qualities  of  crepe  are 
wanted,  and  no  cheap  effects  in  trim- 

ming or  finishing  are  called  for  as  for- 
merly was  the  case.  It  looks  as  though 

the  Canadian  girl  and  woman  was  going 
to  eliminate  all  the  frills  and  fancy  trim- 

ming's from  her  everyday  attire  and 
for  business,  particularly,  the  shirt 
waist  and  the  separate  skirt  seem  to 

have  come  into  their  own  once  more." 
Touching  on  the  demand  for  the  other 

lines,   this    manufacturer    mentioned   the 
fact   that   the   same    statements    applied 
to  the  range  of  Jap   silk   blouses  which 
were    particularly      strong      for    winter 
wear.    The   preferred   trimming   in   both 
Jap    and    crepe    silk    was    narrow    knife 
pleatings    on    the    collar   and    about    the 
cuffs,  which  were  both  of  the  moderate 
tuxedo    and    turnback      variety..       Some 
striped  effects  in  the  Jap  silks  were  sell- 

ing,   but    the    all-white    model    is    easily 
the  leader  this  fall  and  for  spring. 

Fringed  Overblouses  in  Georgette 
The  georgette  blouse  is  by  no  means 

unimportant      in     the     range  of  dressy 
blouses  for  the  coming  winter.  The  new- 

est   development    in    this    fabric,    which, 
by  the  way,  must  be  heavy  and  of  good 
quality,  to  attract  any  attention  at  all, 
is  the  over-blouse  of  longer  length  than 

last  year's  models.  Many  of  these  b'ous- 
es    are    made    up   with    a    fringed    edge. 
rane:ins:    from    four    to    eighteen    inches 

deep,    ,'according"    to    the    depth    of    the 
blouse   itself.     Sleeves   are     showing   in 
shorter   lengths,    in   these    models,   while 
in  the  tailored  rancp,  sleeves  are  invar- 

iably  full    length.    The   preferred    color? 

in    "•'all    blouses    include    the    following: 
White,  black,  navy,  nigger  brown,  Hard- 

ing blue,  and  sand,  with  a  few  occasion- 
el  quiet  shades  in  between  these  colors. 

Voile  blouses     combine     both  tailored 
and  fancy  stvles  at  present,  the  demand 
for  these  being  mostly  for  an  inexpen- 

sive   garment    with    the    daintiest    finish 
obtainable.   Much   success   has   been  felt 
with  a  composite  model,  made  of  white 
voile  with  an  embroidered  organdy  frill 
and  collar.  Combinations  of  voile  and  or- 

gandy are  likely  to  carry  over  for  next 
summer  as  well. 

In    addition    to    the    foregoing    range, 
quite  a  few  tricolette  blouses  are  selling, 

READY-TO-WEAR 

mostly  in  the  plainer  styles,  to  form  part 
of  the  two-piece  suit.  Pongee  blouses  are 
quieter  in  demand  but  are  exceedingly 
good  value  at  present.  Both  pongees  and 
Jap  silks  are  among  the  latest  to  show 
a  marked  upward  rise  in  price  and  con- 

sequently, spring  prices  on  such  lines 
will  reflect  an  increase  approximately 
40  per  cent,  over  present  prices.  It  is 
said  that  prices  may  even  show  an  ad- 

vance by  Christmas  if  the  present  up- 
ward tendency  continues. 
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MID-WINTER    STYLES 

(Continued  from  page  143) 

That  the  vogue  for  black  is  imper- 
ceptibly lessening  as  winter  approaches 

is  the  opinion  of  those  most  closely  ir» 
touch  with  fashion's  vagaries,  and  proof 
of  it  is  borne  out  by  the  foregoing- 
collection  of  gowns,  few  of  which  did 
not  boast  some  little  touch  of  color. 

However,  the  all-black  frock  yet  dom- 
inates the  scene  and  may  be  accepted  as 

a  staple  part  of  every  woman's  ward- 
robe in  the  end.  That  it  will  ever  actual- 

ly supercede  those  shades  which  best 

bring  out  the  glint  of  one's  hair  or  the 
particular  shade  of  one's  eyes,  was  never 
thought  of  for  a  moment.  And  it  is  just 
possible  that  the  all-black  season  may 
be  the  fore-runner  of  a  completely  op- 

posite cult,  namelv,  a  spring  and  sum- 
mer of  bright  colors  and   purest  white. 

What  the  South  is  Wearing 

One  of  the  safest  barometers  for  the 
retailer  to  follow,  is  the  one  which  shows 
the  trend  of  fashion  in  the  south  during 
the  winter  months.  California  and  Flor- 

ida are  wearing  sleeveless  knitted  dress- 
es almost  exclusively  this  fall  for  day- 

time wear.  The  girls  have  as  many  of 

these  as  they  usually  have  of  other  af- 
ternoon dresses,  that  is,  five  or  six  is 

not  an  unusual  number  of  knitted  dress- 
es for  one  wardrobe. 

The  Trade  Are  Asking  For 

Novelty  sweaters  in  place  of  the  one- 
color  sweaters.  These  may  have  stripes 
of  any  width  varying  from  one  half  inch 
to  two  inches.  They  may  be  plain  or 
fancy  trimmed. 

Coats  and  sweaters  of  three-quarter 
length.  The  last  two  weeks  have  found 
a  special  emphasis  for  these  among 
buyers. 

Jumpers,  especially  those  of  the  Bal- 
kan style. 

Heather  stockings  of  almost  every 
shade. 

Everything  that  is  made  in  the  knit- 
ted goods  line.  These  are  the  days  when 

the  manufacturer  who  closed  down  dur- 
ing the  slack  season  is  missing  wonder- 
ful opportunities. 

— -♦-   
MONTREAL  HOUSES  TO   SOON 

SHOW  SPRING  MODELS 

(Continued  from  page  144) 
abouts.  Considering  the  values  offered 
in  both  furs  and  materials,  not  to  men- 

tion the  exceptional  style  of  these  coats, 
it  is  not  to  be  wondered  at  that  manu- 

facturers take  exception  to  the  wholesale 

THE  "PICKFORD"  FROCK. 

A  charming  tub  frock  of  checked  ging- 
ham with  organdy  collars  and.  cuffs, 

iesigned  for  Spring  1922.  A  novel  sleeve 
treatment  and  pocket  flaps  provide  an 
unusual  touch,  while  the  front  opening 

is  laced  together  with  black  ribbon. 

Shoivn  by  Cole-Whittaker  Ltd.,  Montreal. 

Photo  by  Photo-Kraft  Studios. 

reductions  featured.  The  public,  after 

all,  is  the  real  controlling  force  in  the 

situation,  and  since  just  now  it  positive- 
ly refuses  to  pay  more  than  a  minimum 

price  for  anything,  the  present  extraor- 
dinary bargains  may  be  regarded  more 

in  the  light  of  a  temporary  and  passing 

phase,  excusable  on  the  grounds  of  nri- 
versal  tightness  of  money.  That  soring 

i'usiness  should  be  all  the  better  on  ac- 
count of  the  present  stagnation,  is  the 

optimistic  note  sounded  by  everyone 
concerned. 

Spring  Samples  to  be  Shown  Early 

Spring  samples  to  be  shown  in  the 
near  future  will  feature  only  the 

simplest  and  most  conventional  models, 

devoid  of  unduly  extreme  features.  No- vember will  see  the  first  showings  of 

the  more  advanced  suits  and  ran  early- start  will  be  made  by  the  travellers  in 
consequence  of  this  activity  on  the  part 
of  the  minufacturers. 



146 READY-TO-WEAR 
Dry  Goods  Review 

Bright  Spots  In  The  Industrial  Outlook 
It  has  become  almost  a  habit  with  many  manufacturers  and  merchants  to  accept 

as  irremediable  the  fact  that  as  compared  with  the  past  few  years  business  generally 
is  dull  and  that  there  is  nothing  to  be  done  until  it  brightens  up  again. 

In  the  course  of  their  investigations  into  every  branch  of  trade,  the  MacLean  Pub- 

lishing Company's  representatives  are  continually  coming  across  instances  in  which 
go-ahead  merchants  or  manufacturers  who  have  not  been  content  to  take  "dull 
times"  for  granted  have,  by  their  own  energy  and  initiative  not  only  maintained  their 
business  at  its  former  level  but  have  actually  increased  it.  We  propose  publishing 
periodically  particulars  of  those  instances  to  which  we  refer.  The  lesson  to  be  drawn 
from  them  is  plain  to  everyone.  If  one  m?n  or  one  firm  can,  by  finding  new  outlets 
for  their  goods,  or  by  bringing  them  more  prominently  to  the  notice-  of  the  public 
or  of  their  possible  customers,  increase  their  business,  is  it  not  possible  for  you  to  do 
the  same? 

Dull  times  are  only  dull  times  if  we  choose  to  allow  them  to  be  so.  Every  man 
and  every  organization  can  at  the  present  time  increase  the  volume  of  their  business 
if  they  go  about  it  in  the  right  manner.  One  of  the  most,  if  not  the  most,  effective 
methods  that  can  be  adopted  is  to  let  your  customers  know  what  you  are  doing  as 
those  manufacturers  and  merchants  referred  to  in  the  following  cases  have  done. 

The  International  Shoe  Company  have  been 
operating  their  plant  at  full  capacity,  employing 
23,000  work-people,  and  doing  the  best  business 
in  their  history.  Jackson  Johnson,  the  chairman 
of  the  Company,  has  reduced  the  price  of  his  pro- 

duct 50  per  cent,  by  savings  in  overhead,  distri- 
bution and  increased  plant  efficiency.  Though  his 

factory  is  oversold  several  months  in  advance  he 

is  again  reducing  his  price".  Mr.  Johnson  urges 
all  manufacturers  and  retailers  who  have  not  al- 

ready done  so  to  take  the  inflation  out  of  their 
prices  all  at  once,  not  bv  piecemeal,  and  to  get 
more  trade  by  selling  at  a  price  the  consumer  will 
pay.  It  is  essential  that  retail  prices  shall 
promptly  and  fairly  reflect  the  nrice  adjustment 
of  the  producer,  manufacturer  and  the  wholesaler. 

The  Studebaker  Corporation  have  three  auto- 
mobile manufacturing  nlants  at  South  Bend,  Ind., 

Detroit,  Mich.,  and  Walkerville.  Ont.  These  three 

plants  are  to-day  working-  at  their  utmost  cap- 
acity and  yet  the  demand  in  various  parte  of  the 

country  as  reoresented  by  orders  booked  is  run- 
ning far  ahead  of  the  supply.  In  1920  Stude- 

baker sales  were  far  in  excess  of  those  of  anv 
other  year  in  their  hisforv.  This  year  at  the  end 
of  July  their  sales  had  already  passed  last  year's mark  and  according  to  Studebaker  officials,  in 
dollars  and  cents  exceed  by  nearly  20  per  cent, 
the  sa^s  of  any  other  manufacturers  except  the 
Ford  Motor  Co.  These  re~ults.  according  to  A. 
R.  Erskine  president  of  the  Corporation  have 
been  accomplished  by  vigorous  advertising  and  by 
the  intensive  and  hard  work  of  a  sales  depart- 

ment so  well  organized  as  to  be  able  to  work  in 
closest  touch  with  all  local  representatives,  by 
making  quality  the  first  consideration  and  then 
putting  on  enough  salesmen  to  do  the  work 
properly. 

Woolworths  and  Other  Chain  Stores  have  suf- 
fered no  decrease  in  business  and  their  totals  for 

the  present  year  bid  fair  to  surpass  those  of  1920. 
Woolworth  sales,  for  instance,  for  the  first  eight 
months  of  1921  amount  to  84  million  dollars  ai 
against  82  million  for  the  same  period  last  year. 
The  figures  of  the  S.  S.  Kresge  Co.  for  the  same 
period  are  32  millions  this  year  as  against  30 
millions  last  year.  Those  for  the  McCrory  stores 
and  the  S.  H.  Kress  Co.  are  only  a  very  small 
fraction  below  those  of  last  year  with  the  best 
part  of  the  year  still  to  come.  These  stores  de- 

pend upon  small  profits  and  quick  returns  for 
their  success.  Woolworthi  turn  their  stock  over 
no  less  than  seven  times  in  the  year. 

Printz-Biederman,  the  large  garment  making 
firm  have  increased  their  business  this  fall  fif- 

teen per  cent.,  as  compared  with  last  year,  and 
as  the  price  per  unit  of  garment  has  decreased 
considerably  the  actual  increase  in  number  of 
pieces  sold  is  even  greater  than  this  percentage 
would  indicate.  E.  J.  Ensten.  sales-director  of 
the  Company  attributes  this  to  consrtent  adver- 

tising and  a  thorough  dealer  service  to  furnish- 
ing the  trade  with  all  the  various  advertising 

helps  including  newspaper  electrotypes,  window 
cards,  street  car  cards,  moving  picture  slides  and 
a  style  portfolio,  ideas  in  window  trims,  merchan- 

dising events,  methods  of  taking  advantage  of 
community  happenings,  etc.  Mr.  Ensten  adds: — 
"The  retailer  who  enthusiastically  features  an  ad- 

vertised article  and  believes  conscientiously  in 
that  product,  in  fact,  who  not  alone  believes  but 
makes  it  a  point  to  imnart  that  belief  to  his  clien- 

tele, who  insists  upon  his  salespeople  talking  up 
,he  merits  of  such  an  article  and  cashing  in  on 
ts  advertising  possibilities  will  find  ready  sales 
ind  readv  profits,  and  what  is  more  in  the  end 

i  satisfactory  and  a  successful  business. " 
You  c«n  send  your  sales  message  throughout  Canada  from  Coast  to  Coast  by 

means  of  the  following  MacLean  publications,  all  of  which  are  members  of  the 
Audit  Bureau  of  Circulations.  Information  regarding  circulation,  advertising  rates 
and  fields  covered  will  be  furnished  on  application. 

The    MacLean    Publishing    Company,    Limited,    143-153    University   Avenue, 
Toronto,  publishers  of: 

The  Financial   Post  Printer   and    Publisher  Marine  Engineering  of  Can- 
Hardware  and  Metal  Bookseller  and   Stationer  ada 

MacLean's    Magazine  Canadian   Machinery   and  Canadian   Motor,  Tractor 

and  Implement  Trade 
Journal. 

Farmers'    Magazine Canadian   Grocer 
Dry   Goods   Review 
Men's   Wear  Review 

News Manufacturing 
Power   House 
Sanitary    Engineer 
Canadian   Foundryman 

Druggists'   Weekly 
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UNUSUAL    DRESS    VALUE! 

$10 Is  all  we    ask  for  our   exquisite    hand-embroidered,    all    Wool    Botany  Serge  DRESSES, 
with  styles  that  give  your  customers  a   wide  range   to  choose  from. 

Models  sent  on  three  days  approval.     We  prepay  charges  on  sample  orders. 

THE  ACME  DRESS  COMPANY 
520  ST.  LAWRENCE  ST.,  MONTREAL 

SILKS. 

COTTONS. 

CREPES. 

GEORGETTES. 

SNAPPY. 

DEPENDABLE. 

MODERATE 

PRICES. 

We  are  offering  you  a  great  opportunity  for  quick,  profitable  selling. 

P.  FARMER        227  Craig  Street  West,  MONTREAL.        J.  H.  MILFORD 

M.  GARDNER  &  COMPANY  Limited 

Dresses  of  the  Better  Kind  at  reasonable  prices. 

233  BLEURY   STREET 

MONTREAL 

Western  Representative : 
Fred  G.  Campbell 
Winnipeg  &  Vancouver 

Eastern  Ontario: 
W.  J.  Cole 

THE  TRAINOR  MFG.  CO. 

Specialists    in    Stamped    and    Made-up 

Ladies'  Undergarments,  Infants'  &  Children's  Dresses 
49-53    East    21st   Street  New   York   City 

STAMPED     GOWN     SPECIALS 

No.     900 — Nainsook     Gown.     Made     up     in 
three    designs,    a    doz   $6.50 

64-60    count,    full    length,    full    width,    two- 
inch    hem     Sizes    15,    16,    17,    18. 

SPECIALS     IN     INFANTS'     AND     BABY 
DRESSES    MADE    UP 

No.    145-146-147— Short    Baby    Dress,    a 
doz   $5.50 —     Gross       $60.00 

No.     0145-0146-0147— Long     Infants     Dress, 
a    doz      $6.00    —    Gross    ...$66.00 

Stamped     Three     Designs.     Three     S'haped 
Yokes.     Set-in    Sleeves. 
Terms    3%    10    Days 

The  McElroy  Mfg.  Co.,Ltd. 
MAKING 

FAMOUS  FOR  THEIR 

Fit,  Cut,  Style, 
Hang  and  Finish 

HEAD  OFFICE: 

47  Simcoe  St.  -  Toronto 

"  Garments  of  the  Better  Kind.' 

COATS,  WRAPS,  SUITS  &  DRESSES 

See  our  Newest  Designs  for  your 

sorting     and     immediate    needs. 

rv> 

OT
* 

207  St.  Catherine  St.  West,   MONTREAL 
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The  KEYNOTE  of  success  in  the  production 

of  feminine  garments — 

Our  Dresses  certainly  have  it ! 
Come  and  see  our  large  stock  and  you'll  surely  buy. 

Our  prices  are  from  $10  up. 

The  CANADA  COSTUME  CO.,  m  A  St-  Catherine  Street>  E>    Montreal 

LACE  DRESSES  and  LACE  WAISTS 
$25.00  to  $38.00  -        -  from  $4.75  up 

PRICED  TO  SELL  QUICKLY 
ALSO 

Good  values  in  CANTON  CREPES,  SATIN  FACED  CANTONS  AND  TRICOTINE  in 
a  host  of  snappy  styles  that  will  win  profitable  sales  for  you. 

See  our  line  or  write  us  for  sample  assortment. 

VOGUE  WAIST  &  DRESS C0.££Sig^£a%S&  MONTREAL 

REID  CHILDREN'S  DRESSES 

IT'S  NO  COINCIDENCE 

that  the  least  of  our  worries  is  the  marketing  of  our  Children's Dresses. 

Mothers  have  found  them  ideal  Children's  Dresses  in  every  way — 
and  merchants  are  constantly  expressing  their  approval  in  substan- 

tial orders. 

Designed  and  made  by  Specialists  in  Children's  Dresses. 

G.  F.  REID  &  COMPANY 
BRAMPTON,  ONT. 
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CANADIAN  BRAID  AND 
TRIMMING  CO.,  LTD. 

Manu facturcrs  of 

Girdles       f 
'/V  Ornaments Braids i     Buttons 

Fringes 

Cords         § 

Tassels      I 

Fur  and 

Dress 

J§  Trimmings 

39  DOWD  ST.,  MONTREAL 
TORONTO     96    King    Sl.Wesl.       WINNIPEG    291 
Portage  Avenue,  Representatives:  F.  G.  Campbell. 

J.  DUDGEON  &  CO. 
Manufacturers'  Agents 

809  Unity  Building      -     Montreal 

Representing  British  Manufactur- 
ers to  the  Wholesale  and  Manu- 

facturing Trade  for — ■ 
Madras  Muslins,  Curtains,  Curtain 
Nets,  Cottons,  Linens  of  all  kinds, 

Men's  Suitings,  Serges,  Overcoat- 
ings, Linings,  Dress  Goods,  Laces, 

and  Handkerchiefs. 

Brantford   Felt 
Novelty  Co. 

Brantford,       -      Canada 
Manufacturers  of 

High   Grade   Pennants,    Cushion    Tops 
Felt  Emblems,  Paper  Hats,  Advertising 

Novelties. 

ORDER  NOW  OUR  WOOL  FELT 

TAMS 

SPORTS,   io  SHADES 

7.50  PER  DOZ. 
19i4  VALUE  AND  A  BIG  SELLER 

BRAND 
(REG.) 

'•DRESS  FABRICS" 

F.  A.  RODDEN  &  CO. 
Dry  Goods 

Commissioners  and  Importers 

52  Victoria  Square  MONTREAL 

The  most  recent  estimate  of  the 

world's  supply  of  cotton  for  the 
coming  year  shows  a  decline  of 

some  500,000  bales  over  the  estim- 
ate that  was  made  a  month  ago. 

The  latest  estimate  is  6,537,000 

bales  in  comparison  with  7,037,000 

bales  a  month  ago.  The  world's 
normal  consumption  is  12,000,000 
bales  yearly. 

The  Hudson  Bay  Company  form- 
ally opened  their  new  $5,000,000 

store  at  Victoria  on  September 
19th. 

At  the  recent  races  at  the  Wood- 
bine, brown  was  one  of  the  most 

popular  shades  worn  by  well-dress- 
ed ladies. 
The  amount  of  the  total  fur  sales 

at  the  auction  which  ended  in  New 

York  on  September  26th  was  $3,- 
265,000. 

J.  &  J.  Taylor's Safes 
One  J.  &  J.  Taylor  Safe,  inside  di- 

mensions 15  inches  deep,  2  feet  6 
inches  wide,  three  feet  11%  inches 
high  and  fitted  with  a  built  in  com- 

partment. Price  $250.00. 

One  J.  &  J.  Taylor  safe  18  inches 
deep,  two  feet  9  inches  wide,  four 
feet  5  inches  high,  fitted  with  a 
steel  compartment.  Both  safes  are 
in  good  condition  and  can  be 
bought  at  a  price  that  will  save 
considerable  money  to  the  purchas- 

er.   Price  $200.00. 

MacLean  Publishing  Co.,  Limited 
143   University  Ave. 

Toronto  -  Ontario 

MILLINERS! 
We  specialize  in 

MILLINERY  ACCESSORIES 
HATS,  NOVELTIES, 
FANCY  FEATHERS 

and  ARTIFICIAL  FLOWERS. 
Our  seroice  is  prompt   and  efficient. 

Samples    gladly  submitted  on 

request. 
JOS.  LEONE  &  CO. 

Lim  i  ted 

Wholesale  Milliners 

17  St.  Helen  St.    -    Montreal 

Complete  Lines  at  Keen  Values  in 

Underwear 
Shirts 
Ties 
Gloves Hosiery 

Miller  Men's  Wear  Limited Miller  Bldg. 

44-48  York  St.,      -        TORONTO 
44 Everything  in  Men's  Furnishing*" 

Washable     Clothing 
AND    SPECIALTIES 

WHITE  DUCK  COATS  in  All  Styles 
SUMMER  CLOTHING       LUSTRE  COATS 

WAREHOUSE  and   AUTO  DUSTERS 
DUCK   AND    FLANNEL   PANTS 

MEN'S    APRONS 

OFFICIAL  BOY  SCOUT  UNIFORMS  AND 
COMPLETE   OUTFITS 

MILITIA    AND    CADET    UNIFORMS 
BREECHES    AND    MILITARY    SUPPLIES 

The  Miller   Mfg.   Co.,  Limited 
44-46   York   Street,  -  TORONTO 

The   Oldest   and    Largest    Specialty 
Clothing  House  in  Canada. 

Handkerchiefs,  Cam- 
i  s  o  1  e  s,  Neckwear, 
Boudoir  Caps,  Baby 

Yokes,  Spats,  Accor- deon  Pleating,  Fancy 

Dry  Goods  and 
Smallwares,  Veil- 

ings, Quick-on-Veils,  Cap  Shape 
Nets,  Knitted  Scarfs,  Baby  Bon- 

nets, Coats,  Ribbons,  Necklaces, 
Laces  and  Nets,  Embroideries, 

Buttons,  Beads,  Braids  and  Tas- 
sels, Marabou  Trimming,  etc., 

etc. 

We  can  give  immediate  delivery 

WESTERN  VEILING  COMPANY 
222  McDermot  Ave.  WINNIPEG 

W.  J.  COLLETT 

Manufacturers'  Agent 
302  Hammond  Bldg.,  63  Albert  St. 

WINNIPEG 

Wraps  and  Suits  for   Assort- 

ing. 

Canton   Crepe  Dresses. 
Kitten  Ear  Satin  Dresses. 
Taffeta  Dresses. 
Cotton  Voile  Dresses. 
Silk  Waists. 
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E.  Krassnove  has  recently  entered  the 

dry  goods  an!  Indies'  wear  field,  with 
his  -;tore  in  Glace  Bay,  Nova  Scotia. 

B.  Green  &  Sons  are  among  the  new 
merchants  in  Glace  Bay,  N.  S.  They  are 
carrying  a  complete  line  of  dry  good? 
and  ladies*  wear. 

The  merchants  of  Truro,  N.  S,  re- 
cently held  a  Dollar  Day.  There  was 

hearty  co-operation  on  the  part  of  all 
the  merchants  and  it  proved  to  be  a 
signal    success. 

William  Ma  sey,  dr~  rocd-.  merchant, 
Truro  X.  S.  has  recently  returned  from 
a  visit  to  Damascus.  He  reports  condi- 

tions there  as  being  very  good. 

A.  B.  Ferrier,  Macrorie,  Sask.,  whose 
sto-e  was  burned  to  the  ground  on  Aug- 

ust 10th.  went  into  his  new  store  with 
complete  new  stocks  of  dry  goods  by 
October  15th. 

The  George  W.  Delisle  &  Co.,  Dins- 
more,  Sask.,  has  been  bought  out  by 
R.  H.  Leonard,  The  business  will  now  be 
run  under  the  name  of  R.  H.  Leonard, 
who  was  connected  with  the  former  firm 
sine  it  started  in  1913.  Full  lines  of 
dry  goods  are  carried. 

Miss  O'Neil,  a  well-known  young  lady 
in  the  millinery  field  in  Nova  Scotia,  has 
recently  opened  a  millinery  store  in 
Svdnev  Mines,  and  is  doing  a  nice  busi- 

ness. Miss  O'Neil  was  formerly  with  the Nesv  York  Millinery  Stores  in  Nova 
Scotia,  having  been  in  charge  of  several 
of  their  stores. 

C.  C.  Reid.  Kindersley,  Sask.,  is  in- 
creasing his  fall  catalogue  from  six  to 

twenty  pacres  this  year.  Last  year  was 
the  first  vear  of  his  catalogue  and  Mr. 
Reid  found  that  it  brought  most  encour- 

aging returns.  Mr.  Reid  says  he  is  beat- 
in?  the  big  mail  order  houses  in  many 
lines.  His  new  catalogue  will  be  out  in 
November. 

The  Hoover  Suction  Sweener  Co.  have 
just  issued  a  new  24-page  de  luxe  edition 

of  "How  to  Judge  an  Electric  Cleaner," 
which  is  ready  for  delivery  to  the  trade. 
The  booklet  goes  in  for  various  phases 
of  carnet  cleaning,  and  gives  useful 
hints  as  to  the  latest  and  most  economi- 

cal methods  of  keeping  them  clean  and 
sanitarv. 

Almy's,  Limited,  of  Montreal,  are  try- 
ing out  a  new  plan  in  connection  with 

their  infants'  shop.  They  advertise  that 
if  a  purchase  to  the  amount  of  50  cents 
or  more  is  made,  a  card  would  be  sent 

entitling    the    holder    to    have    a    child's 
photograph  taken  in  their  studio. 

The  fur  business  is  said  by  a  number 
of  firms  to  be  considered  improved 
during  the  last  few  weeks,  one  of  the 
larger  firms  declaring  that  its  sales  have 
improved  at  least  150  per  cent,  or,  tak- 

ing into  account  some  heavy  post-dated- 
orders,  over  250  per  cent. 

Almy's,  Limited,  of  Montreal,  held 
their  semi-annual  fashion  revue  recent- 

ly for  an  entire  week,  during  which 
many  living  models  paraded  daily  for 
the  delectation  of  hundreds  of  interest- 

ed women.  In  addition  to  the  regular 
showings  of  the  gowns  and  other  gar- 

ments, the  firm  gave  a  special  presen- 
tation and  dance  for  their  employees  and 

their  friends  which  occupied  an  entire 
evening. 

The  parade  evoked  much  admiration 
from  the  patrons  of  this  establishment, 
especial  p  aise  being  accorded  Mdlle. 
Jacquier,  a  Parisian  model  brought  over 

by  Almy's  Limited,  on  purpose  for  this revue. 

Everything  from  night  attire,  evening 
dresses,  wraps  and  street  wear  to  sports 
costumes,  were  shown  in  the  novel  fash- 

ion show  staged  by  Holt,  Renfrew  &  Co. 
of  Montreal,  between  the  numbers  of  a 

supper  dance  given  in  t':e  ball  room  of 
the  Ritz-Carlton.  The  living  models  were 

introduced  in  a  prolosn°  entitled,  "Van- 
ity," showing  the  latest  of  the  dainty 

designs  for  nig'ht  wear,  the  curtain  as  it 
was  drawn  back  from  the  stage  reveal- 

ing two  mannequins  in  pink  creations 
in  front  of  a  circular  mirror  outlined  in 
electric  lights,  while  from  a  band  box  in 

the  centre  of  the  sta~e  stepped  a  dainty 
little  lady,  with  Mary  Pickford  curls, 
attired  in  a  fluffy  blue  pyjama  suit. 
Following  this,  there  was  a  display  of 
their  various  gowns  and  other  outer 
wear. 

The  first  samples  of  cotton  grown  in 
Canada  are  on  exhibition  at  Windsor, 
Ont.  The  samples  are  the  products  of 
the  experimental  farm  of  Hiram  Walker 
&   Sons. 

"We  are  convinced  that  a  cotton  crop 
would  be  possible  in  this  part  of  On- 

tario if  need  should  arise,"  said  an  of- 
ficial of  the  Walker  company  yesterday. 

"Whether  or  not  we  could  make  it  a 
paying  crop  under  present  circumstances 
is,  of  course,  doubtful,  but  if  needed 
Canada  could  raise  enough  to  supply 
her  own   demand. 

"We  tried  the  experiment  just  to  see 
what  could  be  done  with  the  soil  and 
climate  here.  The  farmers  of  the  district 
have  no  idea  of  the  possibilities  of  their 

land.    They    raise    tobacco,    which    is    a 

southern  crop,  why  not  cotton?" 
Nine  varieties  of  early  cotton,  sup- 

plied by  the  United  States  Department 
of  Agriculture,  were  planted  in  different 
kinds  of  soil.  The  seeds  were  grown 
under  glass  and  were  set  outdoors  early 
in  June. 

HOME  DECORATING    HELPS 
FURNISHING 

Continued  from  page  134 

hangings.   They   are   fair-priced,  usually 
well-dyed  and  durable. 

Brocades  and  plain  velours  are  strong 
in  certain  districts,  particularly  in  the 
larger  cities.  There  is  a  French  brocade 
which  is  asked  for  because,  while  very 
elaborate,  it  is  artistic,  as  well. 

On  the  whole,  heavy  materials  are  be- 
coming more  popular  r  s  the  cool  weather 

comes  on,  a  condition  which  is  welcom- 
ed by  all  in  the  business,  as  heavy  hang- 

ings usually  bring  better  prices  than  the 

lighter  ones. 
Upholstering  Materials  Varied 

There  is  no  doubt  that  tapestry  is  still 
used  more  than  any  other  material  for 
upholstering.  It  is  more  serviceable  and, 
except  in  the  very  best  grades,  less  ex- 

pensive than  any  other  cloth  on  the 
market.  The  last  few  weeks,  however, 
show  a  tendency  toward  the  plain  ma 
terials.  On^  house  explains  that  this  is 

the  result  of  the  recent  demand  for  elab- 
orate wallopers.  Gay  chintz  patterns 

and  Chippendale  and  futurist  designs  re- 
quire something  quiet  in  furniture  as  a 

foil.  Decorators  have  emphasized  these 

papers  so  strongly  that  houses  which 
have  been  papered  this  fall  are  almost 
entirely  done  with  chintz  papers 

Nothing  offsets  this  riot  of  color  as  well 
as  velours.  Blue  is  best  and  mulberry  is 
second  both  in  plain  and  striped  velours. 
The  wearing  qualities  are  of  course  not 
the  best  in  the  silk  velours  so  manu- 

facturers are  promoting  mohair  velours. 

Though  high  in  price,  customers  ap- 
preciate the  fact  that  material  which 

stands  the  wear  it  does  in  a  Pullman  cai- 
is  well  worth  the  money. 

Customers  who  will  not  take  velours, 
choose  cotton  damask  as  a  substitute. 
Wholesalers  report  that  the  sale  of  this 
increased  with  that  of  velours.  It  is 
made  in  plain  colors  and  wears  fairly 

well. 
At  least  one  manufacturer  in  Toron- 

to is  specializing  in  cushions  this  fall. 
Riotous  shades  are  stronger  than  ever 
before  sometimes  alone  and  again  with 

combinations  of  dark  materials.  Three  o' 
four  colors  as  in  other  years  are  not 

seen  so  often.  A  great  mamy  stores  are 

adding  c  shions  to  their  stocks.  They 
are  one  of  the  best  catchers  of  business 

that  can  be  placed  in  a  w'ndow. 
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BRILLIANT  OPENING  OF  CALGARY  STORES 
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THE  MERCHANTS  of  Calgary  a
s- 

suredly did  everything,-  in  their 
power  this  fall  to  make  opening 

week  a  specially  attractive  one  to  their 
patrons,  and  ta^en  in  connection  with 

the  "Buy  Now"  campaign  which  had 
been  put  on  vigorously  through  the  local 

papers,  it  d'd  seem  as  though  the  public 
were  wakening  up.  The  oDenings  were 
thronged,  and  a  whiff  of  winter  in  the 
air  that  week  made  people  do  more  than 

look;  sales  were  quite  encouraging,  so 
several  of  the  merchants  said. 

Parker's   Novel   Windows 

Parker's  have  been  going  ahead  by 
leaps  and  bounds  since  the  firm  took  the 
establishment  in  hind  some  two  years 
ago;  new  departments  and  floors  have 

been  opening  close  on  each  other's  heels, 
and  the  fourth  floor  is  now  in  process  of 

completion  as  a  house-furnishing  de- 
partment. The  store  is  on  a  splendid 

corner — just  opposite  the  Bay,  and  the 
beautiful  display  windows  lend  them- 

selves particularly  well  to  artistic  ar- 
rangement. All  the  floors  have  been 

dressed  anew  in  solid  mahogany  fix- 
tures, the  first  floor  given  over  to  piece- 

goods,  hosiery,  gloves,  laces  and  ac- 
cessories being  most  temptingly  arrang- 

ed. The  balcony  carries  children's  wear 
and  the  offices,  while  a  perfect  wilder- 

ness of  bewitching  models  in  ready-to- 
wear  of  all  kinds  and  millinery  is  on  the 
second  floor;  the  third  is  given  over  to 

the  gift  shop,  fancy  work,  beauty  par- 
lors, etc.,  etc.,  while  the  fourth — as 

afore-mentioned — is  opening  as  a  house- 
furnishing  department.  The  basement 
too  is  well  stocked  in  wholesale  tobacco. 

Imagine  then,  this  up-to-date  estab- 
lishment in  gala  dress;  there  were  flow- 

ers and  fall  foliage  everywhere;  an  or- 
chestra lent  a  party-air  to  the  occasion, 

playing  every  afternoon  for  the  week, 
while  afternoon  tea  on  the  balcony  was 

a  lure  for  luxuriant  shoppers.  The  win- 
dow arrangement  was  particularly 

worthy  of  note,  and  was  under  the  spec- 
ial supervision  of  the  manager  J.  M. 

Curll.  This  time  his  background  was 
composed  of  wonderfully  executed  panels 
in  watercolor.  The  scene  was  out-of- 
doors,  with  wood  nymphs — full  size — 
painting  the  foliage  in  gorgeous  autumn 
colors,  while  the  dropping  nuts  and  bril- 

liant flowers  made  one  sure  that  a  fall 
garden    was    spread   before   one. 

The  fret-work  over  the  panels  was 
twined  with  fall  flowers  and  foliage 
while  the  smart  fall  models  in  suits,  hats, 
and  wraps  displayed  in  front  stood  out 

in  exce'.'ent  relief.  The  lighting  scheme 
completed  the  whole,  being  so  arranged 
that  a  fall  haze  seemed  to  rest  on  every- 

thing. No  wonder  Parker's  windows 
were  thronged  with  lookers-in.  Opening 
week  was  a  splendid  success  in  the  store, 
the  announcement  in  the  press  preparing 

Veriy   effective  were  the  ivood  nymphs  painting  the  autumn  foliage  in   the 

water  color  background  of  Parker's   fall  display  windows,  Calgary. 

the  visitors  for  some  surprise",  and  the 
display  more  than  compensating  them 
for  their  inspection. 

Hudson  Bay  Display 

The  Hudson  Bay  Company  chose  a  dif- 
ferent plan  this  season  for  their  Fall 

Fashion  Show.  Their  windows,  and  their 
second  floor  were,  of  course,  in  holiday 
dress,  and  very  beautiful  they  were  too, 
but  the  chief  interest  for  the  public 
centered  on  the  annourcement  that  the 

Bay  would  show  fall  fashions  at  the 
Capitol  Theatre  afternoon  and  evening: 
for  a  week.  The  line-up  at  the  Capitol 
for  both  performances  every  day  of  that 
week  amply  justified  the  company  in 

choosing  this  way  of  advertising;.  Unless 
one  went  very  early  it  wai  d'fficult  to get  a  seat,  and  as  the  fashions  were 
changed  in  the  middle  of  the  week,  many 
went  for  a  recond,  view.  Of  course 

"living  models"  are  not  by  any  means  a 
new  idea,  but  this  display  was  specially 
well  arranged,  in  that  there  was  no 
crowding  or  hurrying  on  the  stage,  and 

that   the   name   of   each   style     was  an- 
nounced by  a  full  sheet,  largely-lettered, 

card  as  the  model  walked  on. 
The  Use  of  Models 

There  were  never  more  than  four  mod- 

e's on  at  the  same  time,  two  coming 
slowly  from  each  side  of  the  stage.  One 

at  a  time,  they  slowly  wended  their  way 
on  the  "gang-way"  built  out  over  the 
orchestra  to  the  first  row  of  chairs,  an 

attendant  pointing  at  the  same  time  t" 
the  large  card  lettered  to  show  this  par- 

ticular model;  one  knew  then  that  one 
was  looking  at  an  evening  gown  by 

"Paquin"  and  a  wrap  of  Hudson  Bay  de- 
sign, as  the  case  might  be. 

The  display  ended  with  an  Ensemble, 

with  all  the  models — about  40 — on  at 
once,  while  as  a  background  a  most  be- 

witching boudoir  scene  was  staged  where 
milady,  arrayed  in  embroidered,  rose 
pyjamas  and  dressing  gown,  sat  at  her 
dressing  table  adjusting  her  lacy  cap 

and  then  took  a  stroll  to  the  bed  to  ex- 
amine the  dainty  things  awaiting  her 

there. 

Flowers  and  greenery  and  smart  models  made  the  Hudson  Bay  Co.  Fall  open- 
ing fashion   show  a  very  attractive   one.   This  is  a   section  of   the  Millinery 

department. 
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Th< Band 
SANITARY    NAPKINS 
Conveniently  and  attractively  packed:  half 
dozen  and  dozen  carton; :  individual  transparent 
envelopes:    and    compressed    in    Individual    boxes. 

Write     for     i"ter«iirg     prices. 
HVCIEXIP       FIBRE        COMPANY 
200  Broadway      Sew  York   City 

Red  Seal  Zephyr  Ginghams 
Everett  Classics 

Eden  Cloth  -  Peggy  Cloth 
Standard  Woven  Cotto.i  Fabrics 

SMITH.  HOGG  &  COMPANY 
115-117  WORTH  STRECT-Wew  YORK 

Chicago-226  West  Adam  5 1 

RIBBONS    OF    DISTINCTION 

•J-C"   Ribbons  have   peculiar 
charm.      Widely  advertised   to 
the      consumer      under     their 
trade-mark     names     for     the 
protection  of  the  dealer. 

"SATIN     DE     LUXE" 
"TROUSSEAU" 
"LADY    FAIR" 

"9AXKANAC:"    "VIOLET 
"DEMOCRACY" 

JOHNSON.    COW©  IN    &   CO.,     40    E.    30th    St. 
New    fork.    N.Y.  Made    in    U.S.A. 

CUSHIONS 
FOR 

Verandas  and  Boating 
At  Special  Prices 

The  Toronto  Feather  &  Down  Co.,  Ltd. 
2154-56-58  Dundas  St.,  W.,  Toronto 

B  LAN  K  E  T  S 
PRIESTLEY  BROTHERS 

Blanket  Manufacturers 
GROVE  MILLS  HALIFAX 

Telegrams  and  Cables,  "Blankets"  Halifax 

Codes,  A.B.C.  5th,  and  Benlley's 

TAPES 
ALL  WIDTHS  AND  QUALITIES 

CARRIED  IN  STOCK 

Walter  Williams  &  Co. 
508  READ  BLDG.,  MONTREAL 

5     WELLINGTON  ST.  W.,  TORONTO 

The  Dressmakers'  Supply   Co. 
Dressmakers'    Supplies 

Better  Quality  Beltings 
Buttons  for  Cloaks,  Suits  and  Dresses 

77  YORK  STREET  -  TORONTO 
Telephone  Adelaide  3292 

T^stablished  Bradford  Manufac- 
turers will  make  standard  cloths 

of  Indigo  Botany  Suitings  for 
Woollen  Merchants,  etc.,  on  com- 

mission basis.  Write  box  9928 

Williams'  Advertisement  Offices, 
Bradford,   England. 

AGENCY     WANTED     FOR 
BRITISH  COLUMBIA 

PREFERABLY  in  clothing  or 
foodstuffs  lines.  Good  connec- 
tion with  retail  trade  throughout 

British  Columbia.  Best  of  referen- 
ces. Advertiser  at  present  in  East- 

ern Canada  and  will  make  appoint- 
ments. Address,  Box  235,  care  "In- 
dustrial Canada."  1301  Bank  of 

Hamilton  Building,  Toronto. 

Big  Parade 
At  Ottawa 

Retail    Merchants    Unite    in    "Buy 
at    Home"    Exhibit 

The  importance  of  the  retail 
trade  in  Ottawa  was  illustrated  in 

a  picturesque  manner  by  the  Pa- 
geant of  Progress  held  under  the 

auspices  of  the  Retail  Merchants' 
Association,  Ottawa  branch,  to  in- 

augurate the  Central  Canada  Ex- 
hibition, which  was  formally  open- 

ed for  a  week's  duration. 
The  pageant  took  the  form  of  a 

procession  from  the  market  place 
through  the  principal  business 
streets  to  the  exhibition  grounds, 
scores  of  gaily  decorated  vehicles 
and  pedestrians  taking  part,  each 
unit  of  the  former  representing 

some  particular  form  of  retail  ac- 
tivity here. 

The  keynote  of  most  of  the 

floats  was  a  message  of  "Buy  at 
Home"  and  "Buy  Canadian  Goods" 
and  the  admonition  was  impressed 
on  the  minds  of  fully  50,000  per- 

sons who  lined  the  streets  or  gath- 
ered to  welcome  the  parade  on  its 

arrival   at   the   grounds. 
The  event  is  regarded  as  a  sig- 

nal achievement  of  the  Retail  Mer- 
chants' Association,  and  a  fitting 

climax  to  several  months  of  en- 
ergetic labor  for  the  success  of 

Ottawa's  annual  fair.  The  director- 
ate of  the  latter  is  largely  com- 

posed of  merchants,  all  of  whom 
devoted  their  business  knowledge 
to  ensure  the  success  of  the  under- 

taking. The  fair  is  annually  a 
great  booster  for  business  here,  so 
the  merchants  had  everything  to 

gain  by  co-operating  in  the  way 
they  did. 

Notable    Floats 
The  parade  was  led  by  a  brass 

SIGN  WRITING 
Do  your  own  card  writing 

Write  for  our  catalogue  which  will  tell  you 
what  you  need.   Best  goods  at  closest  prices 

ARTISTS'  SUPPLY  CO. 
77  York  St.,  Toronto 

Mention  this  paper  when  writing. 

WILL  P.  WHITE,  LIMITED 
Head  Office: 

Toronto 
65  Sirruoe  St. 

Montreal 
137  McGill  Street 

Manufacturers'    Agents    and    Distributors 

Textile   and   Smallwares  Specialities. 

Wholesale  and  Manufacturers  Only  Supplied. 

MESH     BAGS 

In  Silver,  Gun  Metal  and  Green 
Gold  Finish,  Metal  Frames  for 
Ladies'  Hand  Bags. 

Made  in  Canada  for  the  Canadian  Trade 

WHITING  &  DAVIS  CO. 
SHERBRCOKE,  QUE. 

D  B.  Fisk&Co. Chicago 

MERCHANDISE  ** New  York  Salesroom : 

Open   Throughout  the  Year 
411  Fifth  Avenue 

When    in    Montreal    call    to  see  us 
at  our  New  Address 

Fraser  Publishing  Company 
Rooms  404, 405, 406  Southam  Bldg.,  128  Bleury 

Just  a  few  doors  north  of  our  old  address 

Women's   Wear  and    Men's   Wear,    pocket- 
size    directories,    now    ready 

.Smallwares 
  AND   

Hosiery 
The  Robert  Hyslop  Cp  u**™? 

HAMILTON.ONTARIO 

Manufacturer* 

329-331  Fourth  Ave.,  N.  Y. 

SUPERBA  BINDING 
BRAIDS,  CORDS,  DRESS  TRIMMINGS 

Fred  Jones  &  Company 
Manufactures  and  Im'ortcri 

Babies'  Hand  Crochet  Goods  Notions 

Babies'  Hand  Knit  Goods  Novelties 

Art  Needlework  Materials 

Room    712,  Empire    Building 
*  SWELLING         i!     :  '.      V  1  I  1     1 C  F  C  NT 
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Thompson  Lace  &  Veiling  Co.,  Limited 

Laces,  Veilings,  Geor- 

gettes, Ninons.  "My 
Lady"  Silk  Hair  Nets. 
Princess  Pat  Human 
Hair  Nets,  Sport Veils. 

Cor.    Wellington     and 
York    SU.. 

Toronto.    Canada. 

GERSTENZANG   BROS. 

Popular  Priced 
Flowers  and  Feathers 
670-674  Broadway,  NEW  YORK  CITY 

"HOOSIER" 
The  best  36-inch  brown 
domestic  in  America 

Buy  it  by  the  bale; 
tell  it  by  the  bolt 

Indiana   Cotton    Mills 
Cannelton,  I  nd.,lLS.  A. 

T.  H.  Birmingham  &  Co. 
LIMITED 

533  College  St.,  TORONTO 
Makers  of 

Women's  High  Grade 
Neckwear 

'The    Exclusive    Neckwear    House" 

9 
"EVERYTHING  IN  SILKS" 

M.  Ascher  Silk  Corp. 
Distributors — Iroquois  Silk  Mills 

102    Madison    Avenue,    New    York 

Choir  Gowns 
The  Best  in  Design 
The  Best  Made 
The  Most  Reasonable   in    Price 

HARCOURT  &  SON,   LIMITED 
103  King  Street  W.,  Toronto 

JOSEPH  G.  HAWA  &  CO. 
367  St.  Catherine  St.  W.,  Montreal 

STERLING  DRESS  CO. 

Popular-Priced  Ladies'  and  Misses' DRESSES  and  SKIRTS 
220  KING  ST.  WEST  -  TORONTO 

ADELAIDE  3857 

KENT-McCLAIN  AGAIN 
M.     Salhany,  Montreal,     P.     Q. 

Mr.  M.  Salhany.  Montreal,  P.  (J.,  lias  re- 

cently purchased  "INTER-PLACE-ABLE"  Unit 
Fixtures  for  his  St.  Catherine  Street  store 
The  Shirt  Department  has  been  given  special 
attention  and  is  equipped  with  display  shirt 
racks  protected  by  disappearing  glass  doors.  The 
stork  of  shirts  Is  always  In  full  view  but  protect- 

ed from  becoming  Shop  worn.  The  result  is  max- 
imum display  and  ease  in  sales  making.  "IN- 

TER-PLACE-ABLE"  Units  are  the  product  of 
Kent-McClaln,  Limited,  (Toronto  Show  Case Company). 

band,  and  at  different  points  other- 
bands  had  been  stationed,  so  that 
there  was  plenty  of  music  to  give 
the  right  effect  to  the  gay  turnout. 
One  notable  float  representing  the 
Dry  Goods  Section  of  the  Retail 

Merchants'  Association,  was  a  rep- 
lica of  an  airship,  the  float  being 

entitled  "Advance,"  and  bearing 
the  practical  suggestion  "Ottawa 
Merchants   Serve  You  Well." 

Live  Silver  Foxes 

The  R.  J.  Devlin  Co.,  Ltd.,  had  a 
striking  turnout.  A  huge  motor 
truck  had  been  covered  completely 
with  brown  velvet,  set  off  in  front 
by  a  huge  Union  Jack.  The  interior 
of  the  truck  was  filled  up  with 
hear  rugs,  and  contained  stuffed 
fur-bearing  animals  and  a  cage 
containing  two  live  silver  foxes. 

The  firm  of  C.  Rotbart,  furriers, 
also  had  an  individual  float — a 
gaily  dressed  motor  car,  bearing  a 
number  of  live  models  wearing  re- 

cent styles  of  fur  coats  in  various 
designs   and   trimmings. 

It  is  reoort"'1  that  a  consign- 
ment of  250,000  ̂ kins  of  fur-bear- 

ing animals  has  been  bought  from 
the  Soviet  Government  of  Russia 
by  an  American  firm  and  is  now 
on  its  way  to  the  United  States. 

Seven  of  the  leading  retail  fur 
stores  in  Montreal  recently  united 
in  using  a  full  page  advertisement, 
advertising  that  they  were  back 
to  normal  times  and  normal  prices. 

The  Murray-Kay  Co.,  of  Toron- 
to, are  paying  a  one  and  three- 

quarter  per  cent,  dividend  for  the 
three  months  ending  October  31st 
on  preference  shares. 

J.  Lofchy  of  Campbellford 
opened  up  a  new  ready  to  wear 
department   on  October  15th. 

In  connection  with  the  big  sale 

which  Shupe's  of  Welland  started 
on  October  13th  coupons  for  a  $35 
fur   neckpiece   were   given   out. 

The  Clinton  Knitting  Company's 
factory  at  Owen  Sound  is  resum- 

ing operations. 

VEILINGS  and 
SILK  NETS 

HODGES  &   LETTAU 
232  McGill  St. Montreal 

FOR    HONEST    VALUE    AND 
SATISFACTION 

CROWN  PANTS 
Will    increase    your   sales.      Our   production 
has    increased   60%    over   former   years. 

CROWN  PANTS 
322    Notre    Dame    West,  MONTREAL 

CLIMAX  PAPER 
BALERS 

ALL  STEEL -FIREPROOF "Turna    Waste 

into  Profit" 

12  SIZES 

Send  for  Catalog 

CLIMAX  BALER  CO. 
Hamilton,  Ont. 

Canada's 

Largest  Makers  of Cotton  Flags 
Write  for  Price* 

THECOPP,  CLARK  CO., 
517  Wellington  St.  West      Toronto 

SILKS 
i  represent  in  tills  country  some  of  the 
most  reliable  Manufacturers  of  Hlgh- 
Grade    SILKS,     in    plain,    fancy    weaves. 

Quality    and    Novelty    Is    my    motto. 

J.  H.  GAGNON 
108  Dandurand  Bldg.        Montreal 

J.  F.  Carnall  &  Co.,  England 
HOSIERY   MANUFACTURERS 

Men's,  Women's  &  Children's Heather    Hose 

Complete   Slock    Carried   in   Toron  o   by 

A.  M.  Duncan 
39    Adelaide    St.    W.,  -  TORONTO 

Canadian  Made  Underwear 
Commission  firm  with  sample 

rooms  and  offices  in  Montreal, 
Toronto  and  Winnipeg  desires  the 

agency  of  a  Canadian  manufactur- er of  Woollen  Underwear. 

Long  connection  with  the  trade. 
Wholesale  only.     Write  care  of 
BOX  182,  DRY  GOODS  REVIEW, 
143-153    University    Ave.,   Toronto 

LARGEST  MANUFACTURERS 
Artificial  Flowers,  Plants  and  Vines, 
Window  Decorations,  Japanese  and 

Chinese  Decorations,  Papier  Mrc'ie 
Novelties,  Electric  Lighted  Flower 

Bushes.  Write  for  our  Catalogue.  It's free   for   the  asking. 

The  Botanical  Decorating  Company 
(Incorporated ) 

208  W.  Adams  St.,  Chicago,  III 
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Comfort  for  the  Little  Tot 
T)  ABY'S  comfort  is  a  mother's  first 
■^  consideration.  The  little  tot 
must  be  warmly  clad  against  the  first 
cool  harbingers  of  winter.  The 
chubby  little  legs  must  have  ample 
protection  against  the  chills  which 
mother  dreads. 

Little  Darling  Stockings  are  knit- 
ted from  soft,  silky  Australian 

lambs'  wool,  the  best  material  for 
this  purpose  the  world  produces. 
They   are    closely   knit   but    afford 

perfect  ventilation.  For  Babies  and 
tiny  tots  up  to  7  years. 

Little  Daisy  Stockings  are  made 
in  sizes  up  to  twelve  years  from  the 
same  material  as  Little  Darling,  but 
have  extra  strength  in  heel  and  toe, 
giving  unusual  wear. 

Little  Darling  and  Little  Daisy 
Stockings  make  a  strong  appeal  to 
mothers,  who  are  instantly  charmed 

by  their  daintiness. 
If  you  do  not  already  keep  them  in 

stock,  your  wholesaler  can  supply  you. 

ff# 

LITTLE  DARLING"  CHNSHiVfF 
"LITTLEDAISY"  Ao»i.»c?<. The  Chipman-Holton  Knitting  Company,  Limited,  Hamilton,  Ontario 

Mills  at  Hamilton  and  Welland,  Ont. 
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She  STisdom  of 
a  Black  I?atr 

>*V 

*J6 

THERE  is  no  doubting    the 
fact  that  a  person  is    really 

wise  who  always  insists  on 

every  pair  of  stockings  or  socks 
purchased    bearing      the      name 

"Hawley's." 

Hawley's  Hygienic  Black  Dye 
never  "scorches"  the  fabric  but 
seals  up  all  the  original  strength; 

it  never  fades  even  though  expos- 
ed to  all  weather  changes  and  sub- 

jected to  the  stringent  test  of  pers- 

tts  Fastness  piration  acids.  Rigorous  laundry 
is  Impregnable  treatment  and  hard  wear,  also  have 

no  effect  upon  the  lustrous  black- 
ness of  this  indelible  dye. 

For  comfort  and  smartness  there  is 

no  hosiery  to  compare  with  that  car- 

rying the  name  "Hawley's." 

THE  full  range  of  Hawley-Dyed Black  Stockings  and  Socks  in- 
cludes a  great  variety  of  styles 

and  qualities,  so  that  your  customers 
can  obtain  just  the  kind  they  favour 
best. 

Hawleys 
Hygienic 
Black: 

British  Dye 
FOR  STOCKINGS  &  SOCKS 

in  all  makes  and  materials. 

You,  as  a  retailer,  can  apply  this  wisdom 
perhaps  in  a  greater  degree  than  your 
customers,  for  Hawley-Dyed  Stockings 
and  Socks  make  all  the  difference  to 
your  sales  and  the  general  satisfaction 
of  your  customers.  They  are  obtain- 

able through  the  usual  Wholesalers. 
Write  to  us  for  attractive  showcards  and  other 
advertising  material. 

Sole  Dyers  (to  the  Trade  only) 

A.  E.   Hawley  &  Co.,  Ltd. 
Hosiery  Dyers,   Bleachers  &  Finishers 

Sketchley     Dye    Works, 

Hinckley  -  England 
m 
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Golfer Owl 
Good  Luck St.  Lawrence 

This  Will  be  a  Big  Season 
for  Playing  Cards 

Everywhere  folks  are  buying  Playing  Cards.  Not  a 

mail  arrives  that  fails  to  bring  us  "hurry-up  ship- 
ment" letters  from  our  distributors.  They  tell  us 

every  card  player  appears  to  be  renewing  his  supply 

— that  this  will  be  the  biggest"  season  in  years. 
Cash  in  on  this  profitable  business  by  making  early 
and  attractive  counter  and  window  displays.  Order 
at  once  to  ensure  prompt  shipment. 

I 

CONSOLITH  SERIES 
MAGICIENNE 
OAK  LEAF 
GOOD    LUCK 
ST.  LAWRENCE 

SPORTS  SERIES 
SPORTS 

OWL 
GOLFER 
PRINCESS 

Note  the  newest 

'Sports"  back.  This 
is  one  of  the  most 

attractive,  moder- 
ately priced  cards 

on  the  market.  It 

has  "taken"  wher- 
ever shown. 

BRIDGE  CARDS 
(Narrow) 

ROYAL  BRIDGE 
COLONIAL  BRIDGE 

PATIENCE  CARDS 

Your  Wholesaler 

Will Gladly  Supply 

You 

(ON  SOLI  DATED 
^-^Litho^raphin^  and  Manufacturing  Co  Efd. 

Montreal.  Canada. 

_   *   
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GREENSHIELDS  LIMITED 
MONTREAL 

We  have  pleasure  in  announcing  that  we  have  just  purchased  the  en- 
tire stock  in  trade  of 

GAULT  BROS.  CO.,  LIMITED 
MONTREAL 

The  amalgamation  of  these  two  stocks   will    enable  us  to  supply  a 
splendid  assortment  in  all  lines  of  Dry  Goods. 

COTTONS 
GINGHAMS 
SHIRTINGS 
LINENS 

CARPETS 

HOUSE  FURNISHINGS 
WOOLLENS 

MEN'S  FURNISHINGS 

SILKS 
SATINS 
DRESS  GOODS 

READY-TO-WEAR 
SMALLWARES 

ETC.,  ETC.,  ETC. 

Both  Stocks  are  Now  On  Sale  in  Our  Warehouse 

VICTORIA  SQUARE 
MONTREAL 

GREENSHIELDS  LIMITED 
"Everything  in  Dry  Goods" 

<///////sss////////y//ys/s/////////rMfs^^^ 
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&  &  Etng  g>iife  Company 
Htmtteb 

"SMje  &tlfe  ftouse  of  Canafca" 

^ 

9 

Individuality 

The  one  word  which  adequately  expresses  our 

Silks.  Our  new  Spring  line  will  prove  fashion's 
sensation,  it  voices  silks  of  finest  quality,  alluring 
innovations  in  design  and  color,  charming  in  its 
unlimited  possibilities  for  attractive  costumes. 

We  extend  to  you  a  cordial  invitation  to  inspect 
our  new  Spring  line  of  Novelty  and  Staple  Silks, 
on  display  at  our  warehouse. 

Our  travellers  are  now  showing  these  advanced 
styles.     Do  not  miss  them. 

Crepes 

Everything  in  Silks, 
is  the  slogan  in  our  silk 
department.  Although 
Spring  is  still  around 
the  corner  of  the  New 

Year  it  is  calling  for 
new  creations  in  fabrics 
which  will  rival  other 
Seasons. 

It  favors  Crepes  which 
are  so  strong  in  vogue. 

We  are  featuring  some- 
thing entirely  new  and 

interesting  in  Crepes 
this  season.  Come  and 

inspect  our  stock. 

JAVANESE  SILKS 
CHINESE  SILKS 

CHARMEUSE 

DUCHESS  SATINS 

GEORGETTES 

CREPE  DE  CHINES 

FANCY  STRIPES 

PLAIDS 

FANCY  TRIMMING 
SILKS 

PYJAMA  SILKS 

ana 
SILK  SHIRTINGS 

NOVELTY  SILKS 

In  profusion 

cV 
--O! 

! 

Ir"-^*^? 

8L  &  Itfns  &ttk  Company 
itmtteb 

59-61  Wellington  St.    West,   Toronto 
Foreign  Offices: 

Zurich,  Switzerland 
Yohchama,  Jaftan Lyons,  France 

Chefoo,  China 
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TRADE   BOOSTERS 
for  the 

Christmas  Season 

ESPECIALLY  PACKED  IN  HOLIDAY  BOXES 

Blouses, Mufflers, 
Hosiery, 

Suspender  and 
Handkerchiefs, Garter  Sets, 

Papeteries, Men's  Ties, 
Etc.,  Etc. Etc.,  Etc. 

P.S. — Don't  forget  your  Fancy  Rib- 
bons and  Holly  Tying  Ribbons. 

< 

John  M.  Garland,  Son 
&  Co.,  Ltd. 

Ottawa  -  Canada 

Wholesale  Dry  Goods 
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ABC 
For  the  Christmas  Tree 

Many  of  our  new 
beautiful    lines    of 

A.  B.  C.    Hosiery 

will  attract  Christ- 
mas  custom  to 

your  stocking  de- 

partment. 

A.  B.  C.  HOSIERY 
Cashmere,  Silk  or  stylish   Heather 
Stockings  for  all  kinds  of  Weather 
For  Children  —  Beautiful  pure  thread  silk,  1  and  1  rib.  Silk  and  wool, 

1  and  1  rib.  Cashmere  in  heather  mixtures,  three- 
quarter  length  sock  with  roll  top.  Cashmere,  plain 
colors,  1  and  1  rib. 

For  Men  and  Women  —  Silk  and  wool  mixtures,  many  combinations 
of  colors.  Cashmere — plain  colors — fine  weave,  all 
sizes. 

EVERY   PAIR  SEAMLESS— REINFORCED   HEELS   AND   TOES. 

ALLEN  BROS.  CQ.  LIMITED 
WmmzL  883  Dundas  St.  E.  -  TORONTO 

Selling  Agents  for  Canada: 
WILLIAM  G.  EVIS  &  COMPANY 

28  Wellington  St.  W. TORONTO 
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For   Christmas   Trade— Stock   Winsome  Maid 

ALLEN  SILK  MILLS  LIMITED 
43  Davies  Ave. TORONTO 

SELLING  AGENTS: 
WM.   G.  EVIS  &  CO.,   28   Wellington   St.    W.,   Toronto — Western   and   Northern    Ontario,    Manitoba,    Quebec 

and    Maritime    Provinces. 
STANLEY     McLEOD,     543     Granville     St.,     Vancouver — British     Columbia,     Atberta     and     Saskatchewan. 

H.    SWITZER,    193    Sparks    Street,    Ottawa— Eastern    Ontario    and    Montreal. 

Of  Highest  Grade In  Every  Shade 
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DEPT.   "K 
» » 

DEPT.  "K" 

SHERBROOKE 
123   Bay  Street  4   London  Street 
CHARLOTTETOWN,    P.E.I. 

Queen   and  Sydney   Sts. HALIFAX 

119    Roy    Building 

HANDKERCHIEFS,  LADIES'  HANDBAGS, 
FANCY  GOODS,  ETC. 

are  featured  in  our  extensive 

showing  of 

CHRISTMAS 

NOVELTIES 
IN 

THE  XMAS  DEPARTMENT 
Maximum  Results  for  your  Christmas 
Selling. 

Safe     Styles,     Popular     Prices,     Best 
Values. 

14  DEPARTMENTS 

^Jilphonse  Jiacine  rjirnited 
Manufacturers  and  Wholesale  Distributors  of  Dry  Goods 

60-98  ST.  PAUL  STREET  WEST,  MONTREAL 
FACTORIES:    Beaubien   St.,    Montreal:   St.   Denis,   Que.;   St.    Hyacinthe,    Que. 

SAMPLE  ROOMS: 

HAILEYBURY  SYDNEY.    N.S.  OTTAWA  SPSSSh  TORONTO 
Ma.abanick    Hotel  269    Charlotte    Street  111    Sparks    Street        Merger   Building 

SUDBURY  RIVIERE    DU    LOUP  THREE    RLY      . 
Nickle    Range    Hotel  Hotel    Anctil  Ma.n  Street 

LONDON.    ONT.  ST.   JOHN.    N.B. 

147    Carling   St.  85    Germain    SI. 
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This  is  one  of  the  series  of  striking 
illustrations  appearing  in  Hoover 
national  advertising.  Over  six 
hundred  thousand  Hoover  full 
pages  arecirculatedmonthly through 
leading    Canadian    magazines 

Sell  Hoovers  for  Christmas! 
Get  in  Touch  with  Us  at  Once 

Right  now,  during  the  season  when  many 
Hoovers  will  be  purchased  as  Christmas  gifts, 
is  a  wonderful  time  to  become  aHoover  dealer. 

The  heavy  stress  laid  upon  the  "Give  her  a 
Hoover"  suggestion  in  the  advertising  appear- 

ing prior  to  Christmas,  and  the  reputation 
which  The  Hoover  enjoys  as  being  the  best 
electric  cleaner,  always  results  in  thousands 
of  Hoovers  being  bought  as  Yuletide  gifts. 

You  can  share  in  this  profitable  business  by 
prompt  action.  Not  only  that,  but  thereafter 
you  can  enjoy  a  steady,  profitable  business 
throughout  the  year  by  selling  The  Hoover. 

On  the  famous  Hoover  Resale  Plan,  our  trained 
selling  organization  will  come  into  your  store 

and,  with  your  co-operation,  will  direct  the 
sales  efforts  along  the  proved  lines  used  by 
other  successful  dealers. 

The  work  of  demonstrating,  selling  and  serv- 
icing Hoovers  will  be  assumed,  in  close  har- 
mony with  you,  by  the  Hoover  organization. 

A  small  investment  and  little  store  space  will 
suffice.  Your  stock  of  Hoovers  will  be  turned 

twelve  times  a  year — you  will  make   twelve 
profits  a  year  on  The  Hoover. 

Don't    delay    decision — every    day    counts, 
especially  at  this  season. 
Get  in  immediate  touch  with  us.    There  is 

time,  if  you  act  now,  to  take  full  advantage 
of  the  annual  Christmas  business  on  Hoovers. 

The  Hoover  Suction  Sweeper  Company  of  Canada,  Limited 
Factory  and  General  Offices:  Hamilton,  Ontario 

9fe  HOOVER 
It    Beats as    it    Sweeps a s    it    Cleans 

MADE  IN  CANADA— BY  C  A  N  A  D  I  A  N  S— F  O  R  CANADIANS 
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Good  Patterns  to  Sort  From 
Radium  and  Metal  Laces 

RADIUM     FLOUNCING  570-36"— 2.50    yd.  METAL 

12"— 1.75    Champs    Ivory    Black  RADIUM    ALLOVER  Embroidered    Lace   and   Banding- many    different    designs    in    Gold, 

18"— 2.50   Champs  Ivory  Black  HEAVY    PATTERN  Silver,    Steel,   Antique. 

27"-3.50     Champs     Ivory    Black  4'\  ?™dmZ     71k   vl' J  /-.   i  t>i     i     t  w         t  5W     Banding      1.25   Yd. 
Lemon  Colors:    Black'  Ivory'  Zlnc'  LaV"  9"    Banding        1.75   Yd. 

ender,  Orchid,  Pink,   Coral,   Porce-  q"  Lace  75  Yd 

36  '-4.50    Ivory    Navy    Lemon  ,ain>  Copenhagen)  Navy>  Nilej  Ad.  10>  Lace  ' .' .' .' .' .' .' .'  .' .' . .' .' .' .' .' .  1.25  Yd. 
Champ   Royal   Black  riatiC(      Spritei      Humming      Bird>  18"  Lace      2.25  Yd 

Other    good    patterns    and    colors  Peacock,   Apricot,    Rust,    Brown.  36"  Lace         3.75  Yd! in    stock 

Plain  Silk  Dress  Net,  No.  5320 — Comes  in   all  shades,  same  as  No.  570  Allover,  36  in. 
at  90c. 

No  other  house  in  Canada  showing  as  fine  a  range  of  shades  as  we  are  in  these  goods. 

Spanish    Lace  Scarves  for  Christmas  $3.00  to  $15.00  each.  Black  only 

METALLINE  CLOTH     -     ALL  SHADES 

It  will  pay  to  see  our  Salesman's  Samples,   or  write  us. 

CANADA  VEILING  CO.,  LIMITED 
84-86  Wellington  Street  West,  Toronto 
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Salespeople 
Have  Only  Two  Hands 

Only  two — but  for  the  work  that's  expected  of  them  at  times, 
they  could  use  a  dozen. 

"It  is  noon  on  Saturday,  a  few  minutes  before  closing  time. 
The  store  is  crowded  and  customers  want  suddenly  the  goods 
they  have  been  deciding  to  buy  all  morning.  The  clerks  are 
sorely  pressed  and  strive  manfully  to  accommodate  the  de- 

mands made  from  every  side — but  an  antiquated  store  equip- 
ment defeats  their  efforts.  The  desired  articles  are  hard  to 

find,  more  than  likely  are  lost  in  the  litter  of  goods  that  strew 
th  counters.  Confusion  results,  sales  are  lost,  closing  time 
approaches,  and  discouraged  buyers,  dissatisfied  and  dis- 

gruntled, leave  to  satisfy  their  desires  elsewhere." 

Compactness,  accessibility,  and  labor-saving,  should  be  the 
salient  features  of  your  store  equipment. 

(joRowroSffowCASECo)    LuiflHWd 

Kent-McClain,  Limited  are  designers  and  builders  of  store  equip- 
ment. The  experience  of  years  plus  practical  demonstration  are 

yours — avail  yourself  of  this  opportunity  whether  it  is  a  new  de- 
partment you  are  planning  or  an  entire  floor. 

Consult 

Kent-McClain,  Limited 
183  Carlaw  Ave.,  Toronto,  Off  Queen  St.  E. 
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In  the  building — 
<J  Of  a  great  structure  the  wise  builder  looks  first  to 

the    firmness   of   his   foundation. 

^  In  our  business  foundation  there  can  be  but  one 

main  element — the  type  of  service  we  render  our 
customers. 

<J  To  us  a  sale  in  your  store  means  more  than  the 
agreement  between  us.  We  to  furnish  the  man  and 

the  selling  plan   and  you  to  provide  the  compen- 

sation for  that  man's  services. 

To    be    exact   it    is    the    means    whereby    we    are    to 
build  our  business  and  to  provide  the  proofs  of  our 
merchandising   knowledge   and   ability. 

We  have  no  service  to  offer  you  that  is  not  proved 

by    such    examples   as — 

The  W.  D.  Bailey  sale  in  Tampa,  Florida,  where  we 
raised  $50,000.00  in  thirty  days  and  the  David 
Cracowaner  campaign  in  the  same  city  where  a 
$28,000.00   business  was  done. 

€J  Again  in  Trenton,  N.  J.,  we  did  a  $  I  0,300.00  volume 
on  the  fifteen  thousand  dollar  stock  of  the  Capitol 

Women's  Shop  after  we  had  been  told  it  was  im- 

possible. 

<j|  We  have  only  one  standard  price  to  ask  you  for  this 

service   only  the  biggest  and  best  men  in  the  busi- 
ness bring   it   to  your  store. 

CJYour  inquiry  requesting  an  explanation  of  our  plans 
and  methods  incurs   no   obligation   of  any   kind. 

The    T.    K.    Kelley     Sales     System 
Minneapolis,  Minn. 

U.  S.  A. 

y 
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STOFFEL  &  CO. 
The  Largest  Manufacturers  of  Collin  Fabrics   in 

SWITZERLAND 

TRANSPARENT  ORGANDIES 
Batistes  Nainsooks  Jaconas 

Fine  Muslins       Voiles  Crepes 
Fancies 
Dotted  Swisses 

"IT  IS  STOFFEL'S" 
— the  finest  praise  that  can  be  bestowed  upon  an  Organdie 

STOCK  CARRIED  IN  TORONTO  IMMEDIATE  DELIVERY 

To  the  Wholesale  and  Manufacturing  Trade  only 

HERON  &  TAYLOR 
77  York  Street Toronto 

SOLE  AGENTS  FOR  CANADA 

\A//  down  the  line 
SUNSET  makes  Profits  for  Dealers 

USE  the  COUNTER 
DISPLAY  CASE 

packed  1  gross  Sun- 
set   assorted    colors 

with    Color    Card, 
extra  charge.     Ask  your 
jobber.        If      Color      Card 
you    have    is   soiled   or   dam- 

aged, write  us  for  fresh  one, 

SUNSET    WINDOW     CUT-OUT 

FREE    28"x40".    Beautiful,    effec. 
tive.     If  you  have  one,     use  it; 
not,  we  will   send   one   free,     on 
quest.   Address: 

Manufacturers 
NORTH  AMERICAN  DYE  CORPORATION, 

LIMITED. 

TORONTO,  Canada 

Easy  Selling 

Steady  "Repeats" 
Quick  Turnover 

Highest  Quality 

Sure  in  Results 

Best  Color  Range 

Satisfaction 

Good  Will 

if 

re- 

Sunset  sells  with  minimum  dealer  effort.  People' 
are  persuaded  to  buy  through  Sunset's  convinc- 

ing  consumer    advertising.     Customers     are 

shown  where  to  buy,  with  Sunset's  free  dis- 
play material.    Sunset  satisfies  home-dyers 

— all  can  be  successful  with  this  modern 
dye.     Customers  boost  Sunset,   and  the 
dealer   who    sells   it.      Good-will    built 

thus    is  permanent,   and  makes  busi- 
ness profitable.    Sell  your  trade  Sun- 

set— push  it  for  the  satisfaction  and 
profit  it  will  bring  both  you  and 
your  customers.  If  you  have  any 
trouble  in  getting  Sunset,  write 

Advertising 

FAST COLORS 

Sales  Representative*: 

HAROLD  F.  RITCHIE;&  CO.,  LTD. 

TORONTO,  CANADA. 

Sunset  SoapDyes 
J 

The  Real  Dye  For  All  Fabrics 
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A  Good  Christmas  Seller 

Ritchie's  Children's  Handkerchiefs 
Kiddies '  Picture  Books 

Each  containing  two  handkerchiefs  quickly 
letailed  at  25c.  each 

They  are  amusing  and  useful 

SAMPLES  SENT  ON  REQUEST 

Our  Other  Lines 
Ritchie  s  Lingerie 

Silk  "Underthings"  of  practical  utility  and  delightful 
appearance 

Ritchie's   Laces   and   Embroideries — a    Made-in-Canada   Line 
firmly  established  with  the  Trade 

Ritchie's  "Merri-Maid"  Dresses,  for  Children  two  to  six  years, 
Simple,  Smart,  and  Practical 

H.  P.  RITCHIE  &  COMPANY 
MANUFACTURERS 

38-42  CLIFFORD  STREET  -        -  TORONTO 
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If  you  want  the  combination  of 

©ualttp 
€conomi>& 

Peautp 
in    your     stock     for    Xmas     selling,     follow     the 
BLUE  STAR. 

LACES 
RIBBONS 

EMBROIDERIES 
HANDKERCHIEFS 
FANCY  SILKS 
CHIFFONS 
HOSIERY 

ETC. 

Wherever  you  find  the  BLUE  STAR  there  you 
will  find  goods  that  set  the  pace,  that  sell  easily, 
that  swell  your  profits  and  increase  the  number 

of  your  permanent  customers. 

jdtoger  3Bron>rsi  (Canaba)  Htmtteb 
Manufacturers  and  Importers  of  Laces, 

Dress     Trimmings     and     Embroideries, 

Importers  of  Fancy  Dry  Goods. 

1 2  ST.  HELEN  STREET,  MONTREAL 

New  York      Boston       Philadelphia       Chicago  London       Nottingham       Paris       Calais 

Baltimore       Los  Angeles       San  Francisco  Caudry  St.  Gall 

31  11=   IE3E  lE^F         E3E 
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Dry  Goods  Review 

Normal    Conditions    In    England    Depend 
Upon  The  Righting  of  International  Exchange 

Returning  Buyer  Says  Distress  Merchandise  Would  Quickly  Move 

Out  If  United  Kingdom's  Export  Trade  were  Resumed — Manu- 
facturers Have  Cleaned  Out  Their  Stocks — Righting  of  Exchange 
Would  Soon  Cause  Shortage  of  Merchandise 

NOT  UNTIL  the  exchange  situation 
is  righted — or.  in  other  words,  not 
until  European  an.l  other  coun- 

tries are  able  to  bay  advantageously 
from  England  and  so  bring  about  the  re- 

sumption of  her  normal  export  trade — 
will  conditions  in  that  country  warrant 
a  more  optimistic  outlook.  That  is  the 
opinion  of  the  buyers  and  one  of  the  di- 

rectors of  one  of  the  large  department 
stores  in  Toronto  who  has  recently  re- 

turned from  a  trip  to  England  and 
France.  Just  to  what  extent  the  United 
Kingdom  is  dependent  upon  the  world 
for  trade,  both  import  and  export,  \va> 
indicated  by  Rt.  Hon.  A.  J.  Balfour  at 
the  Washington  Disarmament  Confer- 

ence the  other  day  when,  in  annauncing 

the  Empire's  viewpoint  with  regard  to 
naval  disarmament,  he  stated  that  pro- 

visions for  only  seven  weeks  out  of  the 
year  were  to  be  found  in  the  United 
Kingdom  at  any  given  time  of  the  year. 
The  buyer  to  whom  we  talked  referred 
to  a  fact  not  less  significant  to  industrial 
England  when  he  stated  that  while  they 
had  a  population  of,  roughly,  45,000,000 
or  50.000,000  of  people,  their  manufac- 

turing capacity  was  sufficient  for  500,- 
000,000  of  people.  Not  only  is  home 
consumption  cut  down  by  reason  of  the 
fact  that  there  are  upwards  of  two  mil- 

lions of  men  out  of  work  but  foreign 
countries,  good  customers  of  big  British 
mercantile  houses,  are  unable  to  buy  on 
account  of  the  exchange  situation. 

Wipe  Out  War  Debts 

According  to  our  informant,  a  good 
deal  of  talk  is  heard  on  every  side  about 
the  cancellation  of  the  war  debts  in- 

curred during  the  last  few  years.  He 
stated  that  Englishmen  were  disposed 
to  agree  to  the  cancellation  of  these 
debts  providing  the  United  States  can- 

celled their  (England's)  large  debt.  But 
nothing  concrete  had  either  been  done 
or  suggested,  with  the  result  that  the 
exchange  rate  was  such  that  foreign 
countries  could  not  buy  in  the  English 
markets  and  export  trade  from  the  Un- 

ited Kingdom  was,  accordingly,  nearly 
wiped  out.  This,  of  course,  resulted  in 
unemployment;  and  our  informant  quot- 

ed a  leading  British  financier — a  man 
whose  name  is  a  household  word  even 
in  this  country — as  saying  that  in  a 
year's  time  there  would  be  twice  as  many men  out  of  work  if  the  situation  were 
not  righted. 

Would   Soon   Create  Shortage 

If  this  situation  were  righted,  said 
this  gentleman  to  Dry  Goods  Review, 
there  would  soon  be  a  shortage  of  mer- 

chandise in  many  lines,  a  shortage  that 
would  be  much  more  acute  than  that 

which  occurred  shortly  after  the  sign- 
ing of  the  armistice.  "If  the  exchange 

rate  were  normal  tomorrow  so  that 
European  countries  could  go  into  the 
British  markets  and  purchase  their  re- 

quirements," said  this  man,  "there  are 
men  who  today  cannot  pay  their  bills  and 
are  being  carried  by  the  banks  who 

would  be  millionaires  within  a  week's 
time."  There  are  he  says,  great  quant- 

ities of  distress  merchandise  in  the 
United  Kingdom  today;  some  of  the 
warehouses  are  filled  to  the  very  doors 
with  it.  There  is  no  outlet  for  it,  com- 

paratively speaking,  because  of  the  in- 
ability of  foreign  countiies  to  buy.  There 

are  a  number  of  Canadian  and  Ameri- 
can buyers  there,  but  their  trade  is  but 

a  drop  in  the  bucket.  Moreover,  it  is 
restricted  in  many  lines  because  there 

is  very  little  that  is  new  on  the  mar- 
ket to  be  bought.  This  buyer  stated  that 

he  had  only  bought  about  25  per  cent, 
of  what  he  intended  to  buy,  on  this  ac- count. 

Cause  Of  Distress  Merchandise 

One  of  the  outstanding  causes  of  such 
quantities  of  distress  merchandise,  said 
this  man,  was  cancellations.  When  the 
first  clouds  appeared  upon  the  horizon 
more  than  a  year  ago,  cancellations  be- 

gan to  pour  into  the  British  houses  from 
foreign  countries.  At  the  same  time, 
contracts  had  been  awarded  British  man- 

ufacturers. The  net  result  was  that 
from  two  sources — manufacturers  and 

firms  cancelling  their  orders — merchan- 
dise began  to  pile  up  in  the  wholesale 

houses.  They  have  been  quite  unable, 
up  to  the  present  time,  to  clear  out  much 
of  this  merchandise.  The  manufacturer 
has  clear  shelves;  it  is  the  wholesaler 
who  is  suffering  from  distress  goods. 
And  it  is  this  merchandise  which  would 
soon  be  cleaned  out  if  the  exchange  rate 
were  righted,  if  debts  were  cancelled  and 
if  foreign  countries  were  able  to  buy 
normally  so  that  export  trade  would  be 
resumed  in  normal  proportions,  manu- 

facturing resumed,  and  unemployment 
relieved. 

Two  Prices 

There  are  two  distinct  prices  obtain- 
ing in  England  today — prices  for  made- 

up  merchandise,  and  prices  for  merchan- 
dise, to  be  made  up.  Our  informant 

stated  that  there  were  houses  there  to- 
day that  had  operated  on  a  one-price 

policy  for  a  hundred  years  now  pre- 
pared to  listen  to  buyers  regarding 

prices.     The  re-action  of  this  condition, 

he  felt,  would  make  itself  apparent  to 
some  extent  in  Canada.  More  buyers 
were  going  to  England  than  formerly, 
and  were  picking  up  merchandise  at 
piices  that  would  be  considerably  under 
some  of  the  Canadian  prices  now  being 
asked.  He  said  that  some  of  the  lead- 

ing Canadian  houses  were  again  revising 
prices  on  some  lines  of  imported  goods  as 
a  result  of  recent  trips  to  the  English 
markets  and  he  believed  that  this  would 
continue  for  some  time  to  come. 

Trouble  With  Labor 

This  buyer  from  observations  and  con- 
versations he  had  with  prominent  busi- 

ness men  in  England  believes  that  there 
is  still  a  good  deal  of  trouble  with  labor. 
The  unions  are  making  a  very  strong 

stand  for  union  wages  in  face  of  pre- 
vailing conditions,  increasing  unemploy- 

ment, and  the  development  of  foreign 
competition  due  to  smaller  productive 
costs.  If  they  work,  they  demand  union 

wages;  if  they  don't  work  they  demand 
government  doles  equal  to  the  union 
wage.    It  must  be  either  one  or  the  other. 

And  the  solution  of  all  these  vexed 

problems,  according  to  this  buyer  is 
being  left  to  the  government.  Outside 
of  government  circles,  there  seems  to  be 
little  effort  made  to  solve  the  problems 

which  keep  pressing  more  and  more  sev- 
erely as  time  goes  on. 

The  Economical  Store  has  commenced 
business  with  a  large  department  store, 
dealing  in  all  lines,  at  the  corner  of 
Argyle  and  Ottawa  streets,  Hamilton. 
W.   L.   Levy  is  managing. 

Miss   Brownrigg,  milliner  on   St.  John 
street,    Quebec    city,    recently    sustained 
an  injury  to  her  foot  as  the  result  of  an 
unfortunate    accident.      She    was    con- 

fined to  the  house  for  a  month. 

The  British  Slipper  Manufacturing 
Co.,  Ltd.,  has  been  incorporated  with  a 

capital  of  $40,000  head  offices  in  Tor- 
onto. It  is  privileged  to  carry  on  a  gen- 

eral dry  goods  business  and  the  manu- 
facture of  dry  goods  and  clothing  lines. 

Campbell's  Women's  Wear,  Ltd.  have 
opened  a  new  store  for  ready-to-wear 
on  Dundas  street,  Toronto.  Their  cap- 

ital is  $100,000. 

Consumers  Children's  Coats.,  Ltd., 
have  been  incorporated  with  head  offices 
in  Toronto.  They  are  capitalized  at 

$40,000. 
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Says  There  is  Big  Opportunity  for  British 
Manufacturers  to  Develop  Canadian  Trade 

Head  of  Advertising  Agency  in  Montreal  Says  British  Houses 
Should  Do  More  Advertising  and  Make  More  Careful  Study  of 

Canadian  Requirements — United  States  a  Big  Competitor 

T HE  MAJORITY  of  British manufacturers  do  not  yet  realize 
what  an  excellent  opportunity 

for  developing  their  export  trade  there 

is  here  in  Canada,"  was  the  remark 
made  to  Dry  Goods  Review  this  month 
by  H.  Britnell,  Manager  of  the  Montreal 
City  Advertising  Service,  who  has  just 
returned  from  an  extended  visit  in  Eng- 

land where  he  studied  conditions  close- 

ly. "I  could  not  have  believed  it  pos- 
sible if  I  had  not  made  a  thorough  in- 

vestigation through  personal  interviews 
with  leading  English  manufacturers,  to 
ascertain  to  what  extent  they  desired  to 

extend  their  trade  overseas,"  continued 
Mr.  Britnell,  "and  I  think  the  majority 
would  benefit  materially  could  they  but 
grasp  the  fact  that  they  are  losing  a 

vital    opportunity  at  present." 
"Canadian  buyers  place  every  con- 

fidence in  British  merchandise  but  they 
do  not  want  goods  to  be  simply  poured 
into  Canada,  regardless  of  suitability 
for  their  purpose.  Canadians  appreciate 
the  quality  of  British  products,  but  they 
exect  to  be  shown  some  regard  for  their 
particular  wants  in  the  way  of  styles, 
etc.,  and  it  will  only  be  by  attention  to 
detail  in  this  respect  that  any  consider- 

able progress  will  be  made." 
Mr.  Britnell  cited  an  instance  which 

affected  himself  personally.  "I  enquir- 
ed at  a  leading  house  making  toilet  pre- 

parations for  a  perfume  container  which 
took  my  fancy,  but  was  told  that  it  con- 

tained Eau  de  Cologne  instead  of 
scent.  I  asked  if  they  would  fill  it  with 
a  perfume  as  I  wished  to  take  it  back  to 
Canada,  but  they  replied  that  they 
never  changed  the  contents  of  the  bot- 

tles and  I  could  take  it  as  it  was  or  not 
at  all.  That  was  their  conception  of  the 
word  service  and  one  which  will  not 

carry  them  very  far  in  developing  busi- 
ness relations  over  here,"  concluded  Mr. 

Britnell. 

United    States    a    Powerful    Rival 

The  chief  point  accented  by  Mr.  Brit- 
nell in  the  discussion  of  the  question 

was  the  fact  that  Great  Britain  has  a 
powerful  rival  in  the  Canadian  field  in 
the  United  States.  The  latter  country 
was  able  to  enter  the  market  here  dur- 

ing the  war  years  and  is  not  willing  to 
relinquish  her  hold  now. 
By  means  of  consistent  and  enterpris- 

ing advertising,  American  firms  are 
daily  strengthening  their  hold  upon  the 
Canadian  public,  in  spite  of  the  fact  that 
United  States  Tariff  legislation  is  not 
tending  to  develop  trade  relations  be- 

tween the  two  countries.  British  manu- 
facturers must  learn  that  to  win  the  rec- 

ognition that  they  desire  over  here,  they 

must   adopt  similar    tactics   as   are    em- 
ployed  by  the   United    States. 

Educational   Publicity  Needed 

"There  is  a  crying  need,"  continued  Mr. 
Britnell,  "for  educational  publicity  re- 

lative to  English  products  over  here.  In 
the  case  of  an  American  concern  enter- 

ing the  Canadian  field  for  the  first  time, 

elaborate  preparations  are  made  by  Do- 
minion-wide publicity  in  leading  papers, 

magazines  and  by  bill  boards,  so  that 
when  travelers  commence  their  activities, 
the  name  of  their  product  is  familiar  to 
the  majority  of  people  wherever  they 
go.  This  kind  of  educational  publicity 
would  be  of  inestimable  benefit  to  Brit- 

ish firms  were  they  to  go  to  the  lengths 
adopted  by  American  concerns.  The 
meaning  of  the  word  service  as  under- 

stood on  this  side  of  the  Atlantic  is  sel- 
dom interpreted  in  English  commercial 

life,  and  too  much  is  taken  for  granted 
in  considering  what  goods  shall  be  sent 

to  Canada." That  the  coming  winter  will  be  a  crit- 
ical time  where  the  successful  establish- 

ment of  new  lines  of  English  firms  is 
concerned,  was  the  opinion  of  Mr.  Brit- 

nell, who  quoted  from  a  letter  written  to 

the  "Daily  Mail"  which  caused  some 
comment  at  the  time.  "Let  British 
manufacturers  compare  their  prices  and 
goods  with  those  that  we  have  here  in 
Canada  from  various  sources  and  govern 
themselves  accordingly  Old  country 

products  have  alway.-  been  renowned 
for  their  superiority,  but  the  retailer  and 
the  consumer  must  have  the  merchandise 
put  before  them  attractively  and  be  able 

to  get  them  when  they  want  them." 
Slight  Improvement  in   Conditions 

Conditions  as  a  whole  viewed  by  Mr. 
Britnell  seemed  to  show  a  slight  improve- 

ment of  late.  With  the  removal  of  the 

"Dole"  system  of  tiding  over  the  period 
of  unemployment,  the  middle  classes 
will  be  relieved  of  an  unjust  burden, 
which  should  never  have  been  inflicted 
upon  them-  Retail  prices  seemed  to  be 
considerably  higher  than  is  the  case 
over  here,  but  there  was  little  distress 
merchandise  on  the  market  in  most  lines. 
While  footwear  showed  a  decline  in 

price  lately,  no  drop  has  been  noticeable 
in  furnishings  and  clothing  to  equal 
those  on  this  side.  Owing  to  the  acute 
housing  situation  and  the  positive 
dearth  of  dwellings,  activity  in  house 
furnishings  seems  dull  and  inactive. 
The  recent  coal  strike  seemed  to  para- 

lyse trade  to  an  unprecedented  degree, 
and  even  yet  few  firms  are  able  to  op- 

erate on  the  same  basis  as  before  the 

tie-up.     Despite  all     the     tightness     of 

money  in  Great  Britain,  Mr.  Britnell 
believed  that  there  was  an  opportunity 
for  Canadian  manufacturers  to  develop 
their  own  trade  with  the  Mother  land, 
and  stated  that  the  few  products  which 
have  already  made  an  entry  over  there 
are    especially   popular. 

Improved  Service  Insisted  Upon 

Criticism  of  British  methods  is  offer- 
ed in  the  hope  that  it  may  bring  about 

a  prompt  action  from  those  firms  who 
have  hitherto  ignored  requests  made  to 
them  for  improved  service  facilities.  Too 
much  emphasis  cannot  be  placed  upon 
the  existence  of  the  feeling  in  favor  of 

British  products  provided  the  not  un- 
reasonable requests  of  Canadian  con- sumers be  heeded. 

Passing  of 
H.  L.  Morphy 

Many    Years    Dry    Goods    Merchant    of 

Niagara  Falls 
Harcourt  Lee  Morphy,  a  well-known 

and  highly  respected  citizen  of  Niagara 
Falls  fir  the  past  twenty  ye-irs,  and  one 
of  the  city's  lenjing  business  men,  pass- 

ed away  Friday  evening,  November  4th, 
after  an  illness  extending  over  the  past week. 

The  late  Mr.  Murphy  was  born  in  St. 
Marys,  Ontario,  73  years  ago  and  came 
to  Niagara  Falls  from  Forest  in  Lamb- 
ton  county,  twenty-one  years  ago  and 
started  in  the  dry  goods  business  at 
the  south  end.  After  a  year  his  busi- 

ness was  moved  to  its  present  Bridge  St. 

location.  Mr.  Morphy's  great  hobby  has 
always  been  an  active  research  in  the 

great  world  of  nature's  out-of-doors. There  was  probably  no  spot  in  or  about 
Niagara  Falls  so  well  beloved  by  him  as 
the  Glen,  because  it  abounded  in  things 
he  loved  to  study  and  classify.  He  has 
handed  on  his  flower  lore  of  the  vicinity 
to  hundreds  of  strangers,  visitors  and 
those  who  could  not  get  out  into  the  open 
themselves. 

Mr.  Morphy  was  an  Anglican  in  reli- 
gion, a  member  and  faithful  worker  of 

All  Saints  church.  Mrs.  Morphy  prede- 
ceased her  husband  by  a  few  years.  He 

leaves  to  mourn  his  demise  two  sons, 
Fred  W.  and  Harcourt  John,  and  one 
daughter,  Emily  Alice,  all  of  this   city. 

Mrs.  E.  Knott  has  opened  a  dry  goods 

store,  specializing  on  Ladies'  and  Child- ren's hosiery,  underwear  and  ready-to- 
wear  at  1238  Kingston  Rd.,  Toronto. 
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The  Fine  Scotch  Underwear 
with  the  Fine   Scotch  Finish 

J  T  IS  one  of  the  pleasures  of  selling, 
as  it  is  one  of  the  pleasures  of  wear- 

ing, Pesco,  to  find  that  not  only  in  gen- 
eral principles  but  in  the  most  minute 

detail  of  manufacture  and  finish  Pesco 
Underwear  is  sound. 

The  fine  full  feel  of  Pesco  is  not  discounted 
by  rough  seams  or  undetected  burrs.  The 
trimming  materials  are  of  the  same  high 
quality  as  the  Wool  itself.  Lace,  where 
lace  is  used,  and  linings,  are  put  on  to  stay, 
while  even  button  fastenings  and  button- 

holes reach  the  highest  Pesco  standard. 
The  standard  set  by  Pesco  is  difficult  to 

achieve.  That  it  is  achieved,  albeit  by  un- 
ceasing vigilance  and  care,  is  demonstrated 

by  its  growing  popularity  amongst  people 
who  use  judgment  in  buying,  and  amongst 
the  best  class  stores. 

Sole  Maker 

Peter  Scott  &  Company,  Ltd. 
Hawick,  -  Scotland 
London    (England; :   Carey  House,   Carey   Lane,  E.C  2 

Agents    in   Canada : 

Messrs.  C  &  A.  G.  Clark,  35  Wellington  St.  West. 

Toronto.  Mr.  R.  C  Poyser,  418  King's  Hall  Build- 
ing,  St.   Catherine  St.    W.,   Montreal.    Messrs.    Hanley 

&  Mackay   Co.,   Hammond   Building,    Winnipeg. 

Showcards,    Window  Tickets  and    Literature   Supplied. 

Enquiries    invited. 

The  Pesco  Range 
Obtainable  in  Pure  Wool  and  Silk 

and    Wool    textures — For  Ladies  —  Combinations,  Vests, 
Spencers,  Bodices,  Drawers, 
Knickers,  Nightdresses,  Bib 
Vests,    etc.,    etc. 

For  Children  —  Combinations,  Night- 
dresses. Sleeping  Suits,  Shirts, 

Trousers,    Knickers,    etc.,    etc. 
For  Infants  —  Binders,  Wraps,  Kilt- 

lets,   Gowns,   etc. 
For    Gentlemen    —    Shirts,    Trousers, 

Combinations,    etc.,    etc. Also 

Pesco  Hose  and  Half  Hose  In  Black, 
Colours    and    Mixtures 

and Pesco   Sports  Coats.   Jumpers,   Under. 
vests.      Sweater     Coats,      Scarfs     and 

Caps  in  the   latest  styles   and   colour 
effects.  ..... 

Guaranteed  Unshrinkable 
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British  Productions 

That  Maintain  Their  Supremacy 
The  Bradford  Dyers'  Association  are  continuing 
and  developing  their  extensive  research  work  which 

— co-ordinating  the  most  scientific  methods  of  dye- 
ing and  finishing,  with  the  latest  textile  construc- 
tions— will  enable  British  productions  to  maintain 

their  supremacy. 

M "VOILENA M 

— an  exceptional  finish  for  Cotton 
Voile. 

a 

WULMELLA" 
— a  rich,  mellow  finish  for  woolen 

goods. 

"VOISAYDA" 

— a    beautiful    silky    Cotton    Voile 
fabric. 

"LUMENA 

y> 

-the  most  successful  finish  for  ar- 
tificial silk. 

SUNBRITE    MAR- 

QUISE DELUXE" — a  silky  finish  for  Cotton  Venetian Linings. 

"SUPASAYDA 

jy 

— a  most  beautiful  and  silky  Cotton 
fabric. 

THE 

Bradford  Dyers' Association  LP> 
MANCHESTER  BBADFORD  LOl^,ON 

6  OXrORD  ST S^  PETERS  5Q 
126  V  129 

CJ1EAP5IDE.E:C2 

(ronrniGHT) 
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THE 

COMBINATION 

OF 

SATISFACTION 

AND 

ECONOMY 

IS  FOUND 

BY  USING 

FOUNTAIN   BRAND." 

PURE   IRISH   LINEN  THREAD 
Manufactured  by 

ISLAND  SPINNING  CO., 
Lisburn  Ireland 

NO  WASTE       :       ALL  VALUE 

This  is  what  the  manufacturers 

have  been  looking  for.  We  have 
it.    Let    a  trial  convince   you. 

Walter  Williams  &  Co.  Ltd. 
MONTREAL  TORONTO 

508  Read  Building     20  Wellington  St.  W 
VANCOUVER.   217  Crown  Building 

QUEBEC 533  St.  Valier  St. 

TELEGRAMS: 
WAKEFUL 
GLASGOW 

CODE: 
A.B.C. 
5TH  EDITION 

WILSON  &  CO. 
48  ALBION  STREET 

GLASGOW 

Ma.  ufacturers 

Ecru  and  Colored  Madras  Muslins, 

Coin  Spots  and  Figured  Harness 
Book  Muslins         Robe  Muslins 

Voiles 

Anglo-Swiss  and  Broche  Muslins, 

"Wilsco"  Lawns,  "Zelette" 
LACE  CURTAINS 

LACE  NETS 

NOW  IS  THE  TIME 
to   sell 

FLANNELETTE 
These  sharp  days  and  cold  nights  are  creating 

a  lively  demand  for  HORROCKSES'  Flannel- 
ette— for  Nighties,  Children's  Sleeping  Suits, Underwear  and  Petticoats. 

Make  a  good  display  of  Flannelette  in  win- 
dows and  on  counters,  so  that  every  woman 

who  passes  will  he  reminded  of  it. 

Our  advertisements  in  the  newspapers  and 
magazines  on  HORROCKSES  FLANNEL- 

ETTE will  help  your  sales. 

JOHN  E.  RITCHIE 
CANADIAN    AGENT: 

591    St.    Catherine   St.    W.,    Montreal 
Branches    in    Toronto    and    Vancouver 

UNITED    STATES    AGENTS: 
Wright    &    Graham    Co.,    110    Franklin    St..    New    York 

HORROCKSES.    CREWDSON    &   CO..    Limited 
Cotton    Spinners   and    Manufacturers 

Manchester       -       -  ENGLAND 

TEXTILE  SMALL  WARES 

JAMES  CARR  &  SONS,  LIMITED 
CLARENCE  MILLS 

CLARENCE  STREET.  CHESTER  ROAD 

MANCHESTER 

Manufacturers  of  all  classes  of  Webs, 

Cords  and  Bindings,  in  cotton,  wor- 
sted and  linen;  Curtain  Webs  Edg- 
ings, Layon  Borders,  Blind  Cords, 

Carpet  Binding,  Cotton  Banding,  etc. 

Original  Patentees  of 
CARR'S  WOVEN  LADDER  TAPE. 

WHOLESALE  ONLY. 

Agent  for  Canada: 
Mr.  D.  F.  Moore 

Manchester  Building,  Melinda  Street 
TORONTO 
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BRADFORD  OFFICE 

195/6  SWAN  ARCADE 

BRADFORD.  : A.B.C    5r"&6:"£?  WESTERN   UNION  (  5  LETTER), 
BENTLY,     MARCONI    INTERNATIONAL- 

AMERICAN     AGENTS 

JfiW.BASTARD(BOSTON)C° 184   SUMMER   ST 

BOSTON.  U.S.A. 

TELEGRAPHIC  ADDRESS"YARNS" LEICESTER..  TELEPHONE  2470-1 
III 
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KING'S  CELEBRATED 
SCOTCH  WINDOW  HOLLANDS 

have  been  made  for  one 

are  recognized  throughout 

most  saleable  shading.  They 

are  unshrinkable,  fast  colors 

and  widths.  To  insure  get 
ers  are  advised  to  Examine 

Also  inside  Holland  Tab  on 

that    each    bears    name    of 

hundred  and  forty  years  and 
the  world  as  the  best  and 

are  unequalled  for  quality, 

and  made  in  all  colorings 

ting  genuine  goods,  custom- 
Tickets  and  Paper  Bands. 

end  of  each  piece  and  see 

"John  King  &  Son." 
SOLD  BY  ALL  LEADING  WINDOW  SHADE  JOBBERS 

Made   by 

JOHN  KING  &  SON 
GLASGOW,  SCOTLAND 

Established  1775 

Canadian  Representatives  :  CAMPBELL,  SMIBERT  &  CO.,  MONTREAL  and  TORONTO 

Robert  Morton  &  Sons 
MUSLIN     MANUFACTURERS 

34J  Albion  Street,  Glasgow 

-    SPECIALTIES    - 

Buckrams  -  Sparteries  -  Marlys 

MILLINERY  MUSLINS  IN  BLACK, 

WHITE  AND  COLORS 

Also 

PALE  BOOKS,  NAINSOOKS, 

LAWNS,  INDIAN  LINENS, 

PERSIAN  LAWNS,  CHECK 

CRINOLINES,  MADRAS  AND 

HARNESS     MUSLINS,     ETC. 

Cables:  Morton,  Glasgow Code:  Marconi 

Cables: 

TOWELLINGS,  MANCHESTER 
A.B.C.  5th  EDITION 

THOS.  POTTER  &  SON 
LATE  ELI  LEES  &  CO.,  LTD. 

MANUFACTURERS  OF 

WHITE,  GREY,  FANCY  TURKISH   AND 
HONEYCOMB 

TOWELS 
BATH     BLANKETS,     TERRY    CLOTHS, 

ROLLERINGS 

BLEACHED  TWILL  AND  PLAIN 

Sheets   and   Sheetings 

31,  MAJOR  STREET,  MANCHESTER 

AGENTS 

H.  WARD  DIBB  &  CO. 

MONTREAL  OFFICE 

505  NEW  BIRKS  BLDG. 

HARLING  &  EAST 

CARLAW  BUILDINGS 
30  WELLINGTON  ST.  W. 

TORONTO 

Telegrams: 

'Wardibb,  Toronto." 
Telephone: 

'Adelaide  1802* 
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WHOLESALE 
WOOLLEN  MERCHANTS 

1.  Brown 
and  white checks. 

2.  Black 
a  nd  white 
with  purple stripe. 

3.  Blue  and 
tan  mixture. 

4.  Blue  and 
tan  mixture 
with  blue 
stripe. 

5.  Black 

with  n  a  r- r  o  w  white stripe. 

6.  Brown and  purple 
mixture. 

Our  large  and  varied  Range  comprises :  COSTUME  CLOTHS  in  Tweeds.  DON- 
EGAL AND  HARRIS  EFFECTS,  DYED  CHEVIOTS  and  FRIEZES,  DYED 

BLANKET  CLOTHS,  VELOURS.  In  colours  and  fancy  checks.  JACKET 

CLOTHS,  MANTLE  CLOTHS,  LADIES'  SCARVES  and  TRAVELLING  RUGS. 

We  cater  entirely  for  the 
Ladies'   Trade  in 
PIECE  GOODS 

"SCOBRO"  materials  impart  to  the  wearer 
that  important  sense  of  satisfaction  and  con- 

fidence that  comes  with  the  knowledge  that 
the  material  is  always  correct,  always  smart, 
and     always     dependable —  _        -^ 

for    "SCOBEO"    invariably  ScOtt     BrOS.    &    Co. 
(Proprietor     -     Wm.  Scott) 

means— "THE  BEST." 

All  orders  and  enquiries 
receive  our  most  careful 
and  immediate  attention. 

WILTON  MILLS, 
HAWICK, 

SCOTLAND 

Cables: 
Scobro  Hawick 

Codes:  Marconi 
ABC.  6th  Edition 

LONDON  WAREHOUSE:  14  WATLING  ST.,  E.C.  4 



oo DRY     GOODS    REVIEW 

LION  CREST  FABRICS 
CASEMENTS 

We  keep  up  our  large  variety  in  27in.,  30in.,  and  50in. 
Casements.     Best  value  on  the  market.  ' 

CRETONNES 

Extensive  range  in  30in.     Domestic  and  Sateens. 

Specially  in  50in.  Reversible  and  50in.  Taffeta  Duplex. 
High  class  and  latest  styles. 

Through  Wholesale  and  Shipping  Only. 

JAUFFRED  &  GARIEL 
Manchester,  England. 
CANADIAN  REPRESENTATIVES 

George  H.  Napier,  417,  Coristine  Building,  MONTREAL 
Andrew  Wilson     -     -     -     91,  Albert  Street,  WINNIPEG 

ANDERSON  &  THOMSON 
103  UNION  STREET        -     -        ABERDEEN 

Cables  :     "Woollens  Aberdeen" 

WHOLESALE  WOOLLEN  MERCHANTS 
SPECIALIZE  IN 

SCOTCH,  ENGLISH  and  IRISH  SUITINGS  IN  CHEVIOT,  SAXONY  and  WORSTED, 

HOMESPUNS,  SERGES,  COATINGS  and  LADIES'  COSTUME  CLOTHS 
London  Office  :    59  Gresham  Street,  E.  C.  2.  Established  1773. 

JOHN    WATSON 
EAGLE  DOWN  QUILT  WORKS 

C  on  M  MANCHESTER,         -        ENGLAND 
Manufacturers  of    REAL  DOWN  and    KAPOK    Comforters 

Embroidered  and  lace  insertion  BED  SPREADS, 
CUSHION  COVERS  and  CASEMENT  CURTAINS 

Eagle  Chamoisette  dusters  and  polishers 
CANADIAN  REPRESENTATIVES 

Messrs.  R.  H.  Ball  &  Company       Sole  proprietor  of  "LINWEAR"(Reg)  a  high  class 
716  Empire  Buildings,  cotton  cloth  with  the  wear  and  appearance  of 

64  Wellington  Street  West,    Toronto,  Ont.  LINEN 
Mr.  J.  F.  Hughes,     30  John  Street,    Montreal 

Miss  Watson  will  again  be  visiting  Canadian  Representatiecs  in  the  Fall 
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SHEETS 
and  SHEETINGS 

" — the  standard  product  of  the  British 

Market—99
 Steadily  maintain  that  irreproachable  quality  which 

has  made  them  famous  and  appreciated  throughout 
the  world. 

The  reputation  of  the  makers  is  a  guarantee  of  the 

worth  of  Rigg's  Sheets. 

Made  only  of  specially  selected  pure  cotton.  Contain 

no  filling  matter  whatever. 

RIGG'S  SHEETS  give  most  wear  with  the  highest 
degree  of  comfort.     They  neither  shrink  nor  roughen. 

Look  for  the  name  "Rigg's  Sheets"  on  the  selvedge.     Accept    no    substitutes. 

Rigg's  Motto:  Quality  at  a  Consistent  Price 
Canadian  Agents: 

From  Vancouver  to  Winnipeg:   E.  W.  Dean  &  Son,  32 
Seymour  Street,  Vancouver,  B.C. 

East  of  Winnipeg:   Mcintosh,  Banfield  &  McClelland. 
25  Toronto  Street,  Toronto. 

Sole   Manufacturers: 

Rigg  Brothers,  Limited 
Cotton  Spinners  and  Manufacturers 

since  1836. 

6    Mosley   St.,   Manchester,    Eng. 
Cables:  Rigg  Brothers,   Manchester 

ywfflfiWBiiTSfirsiysiff^^^  : 
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From  the  Home  of  the  PURE  SCOTCH  TWEEDS 

WE  SPECIALIZE  IN 

Highest  Class  Pure  Scotch  Tweeds,  Worsteds,  Etc# 
FOR 

LADIES'  and  GENTS'  WEAR 
A  Hearty  Invitation  is  Extended  to  All  CANADIAN  Buyers  to  visit  Our  Mill 

PETER    ANDERSON,   Manufacturer 
BRIDGEMILL  -  GALASHIELS  -  SCOTLAND. 

[Him iiuu.nmmmuilDlllllimiUIIMJI  I  I  1 1  I  I  1  1  .  .  1 1  lo-^ 

Regisr-ered   No  263  OOS 

1 1 1  m  i  i  mil  t  mi  ii  m  i  mm  I  I  I  mi  II  I  PI 

The  Hall-Mark  of 

Maximum  Comfort  and 
Durability  at  Minimum  Cost. 
FIRST  IN  THE   FIELD  AND  8TILL  LEADING. 

Manufactured  on  THE  GRADUATED 

PRINCIPLE,  and  Commencing  with  TWO 
THREADS  in  the  TOP,  it  increases  in 
WEAR-RESISTING  PROPERTIES  as  it 
descends. 

Thus  THE  LEG  HAS  THREE  THREADS, 
THE    INSTEP   AND    FOOT   FOUR, 

and    the    HEEL   and  TOE    FIVE, 
making  it  essentially 

A  HALF  H08E 
FOR    HARD  WEAR. 

ABSOLUTELY  SEAMLESS 

PERFECT  IN  FIT 

GUARANTEED  UN8HRINKABLE 

AiniiTiiTiiimmiiiiirimiHiTTiiTiiTiiTiimTiTiTimiriitini 

Does  not 

Stretch 

Will  not 

Shrink 

teEDwJy 

Super 
India  Shrunk  Tape 

Manufactured  by 

George H.    Wheatcroft 
WIRKSWORTH,  Eng. 

&    Co. 

Send  a 

J^^^
 

sample  order 

\C0^ 

All  qualities 

for  Super All  widths 
India 

If  1       #0 
Shrunk 

THE   STAC. 

All  prices 

All  classes  of  trades,  who  have  used  this 
it  is  absolutely  the  BEST. 

Tape,  realize  that 

Walter  Williams  &  Co.  Ltd. 
MONTREAL                  TORONTO                 QUEBEC 

508  Read  Building  20  Wellington  St.  W.  533  St  Valier  St. 
VANCOUVER,  217  Crown  Building 
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_       SHEETS  &  SHEETING 

         SHEETING 

   SHEETING 
UNFADABLE  FABRICS 

          FLANNELETTE. 

—  ITALIANS  A  VENETIANS 
BLIND  CLOTH 

  PRINT 
^feaMSkaBaasHiRTiNcs     &     pyjama 

FABRICS 

The  HOLLINS  MILL  CO.,  LTD. 
SPINNERS  AND  MANUFACTURERS        5  PORTLAND  ST.,  MANCHESTER,  ENG. 

The  Directors 
WISH  to  announce  that  their  fabrics  must  not  be  confused 

with  others  advertised  under  "Hollins"  belonging  to  a 
different  firm,  but  as  The  Hollins  Mill  Company,  Ltd.,  has 
been  very  widely  known  for  a  great  number  of  years  under 
the  abbreviated  title  "Hollins"  it  has  been  decided  for  the 
protection  of  the  Company  and  their  Clients  to  exercise  their 
right  to  use  this  abbreviated  title. 

Calicoes,  Sheetings,  Longcloths,  Shirtings,  Flannelettes,  Window  Hollands,  Pillow 

Cottons,  Apron  Cloths,  Cotton  Poplins,  Gabardines,  Voiles,  Casement  Fabrics,  Tail- 

ors' and  Dressmakers'  Linings,  Sateens,  Cotton  Italians,  Fadeless  Casement  Cloths, 
Printed  Pyjama  and  Blouse  Fabrics,  Plain  and  Fancy  Muslins,  Lawns,  Nainsooks, 

Madapolams,  Cotton  Georgettes,  etc. 

WHOLESALE  AND Holly 

LONDON: 
1 1  and  1 2  Foster  Lane, 

Cheapside,  E.C.  2 

MILLS: 

Hollins  Mills,  Mirple, 

Wellington  Mill, 
Hazelgrove 

SHIPPING  ONLY 

Brand 

CANADIAN  REPRESENTATIVE 

Canada 
C  W.  Dunning 

Empire  Buildings.  Toronto 

Telegrams: 

•SHEAF,    MANCHESTER" 

"CZAR,  LONDON" 

MILLS:  MARPLE  AND    ̂ ^s^  HAZEL  GROVE,  CHESHIRE 

ENGLAND 
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manufacturers  of  HABERDASHERY  &SMALLWARES 
Owning  ten  of  the  best  equipped  modern  factories  in  Great  Britain 
producing  many  specialities  known  throughout  the  world,  such as 

HURCU  LACES— the  British  Laces 
for  Boots  and  Shoes — made  under 
the  most  approved  methods  of 

manufacture,  the  secret  of  their  durability 
being  the  great  strength  of  the  threads 
which  tenaciously  cling  together  and 
resist  wear.  STRENGTH  &  DURABILITY. 

MENDING  WOOLS  &  SEWING 

COTTONS.  The  St.  George's 
and  Crusoe  All- Wool  Mendings 

are  noted  for  their  softness  and  Strength 
in  wear,  their  Smoothness  in  working, 
and  their  high  quality  and  finish.  Crusoe 
Cottons    are    an    equally    famous    line. 

SPHERE  HOSE  SUPPORTERS  for 
Ladies  Wear,  enjoy  the  widest  popu- 

larity because  their  quality  throughout 
is  the  finest  possible.  Made  and  finished 
with  thoughtful  attention  to  detail.  Each 

pair  fitted  with  the  famous  "  Grip  that 
grips  and  never  slips."  SPHERE  Suspen- 

ders,'Garters  and  Arm  Bands  for  Mens 
Wear  are  supplied  inmany  neat  and  attrac- 

tive designs  ;  also  Sphere  Brownies, 
the  Hose  Supporters  for  Little  Folks. 

ELASTICS:  The  St.  George's  Brand Elastics,  including  the  well-known 
"  Violet"  Quality,  Braids,  Cords, 

Garter  and  Loom  Elastics. 

ATAME    LABELS,    HANGERS    and 
LOOPS  for  Coats,  Shirts,  Mantles, 
etc.     This   is  a  notable  speciality 

of  ours. 

COTTON   WEBBINGS   and  BIND- INGS :  Skirt  Bindings  (single  and 
duplex),    Glace    Bindings,   Tapes, 

Galloons,  Stay  Bindings,  Hat  Bindings.etc. 

Here  you  have  the  fast  selling  lines,  the  lines  for  YOU. 

TO   WHOLES  A  LERS.—Get  in  touch  with  us  AT  ONCE  for  fuller  particulars  of 
ALL     OUR     LINES.   We     will     do     our    part    with     prompt    service. 

IIIIIIMIIIIIIIIIIII   IIIIIIMItlllllMIIIII 

WHOLESALE  ONLY  : 

FAIRE  BROs  &  Co.,  Ltd.,  LEICESTER, 
LONDON:    Falre   liro.,.    &    Co.,    Ltd.,    19   Fore   Street,    E.    C.    2 
ANADA:   If    M.   lockel,  Guarantee  Buildings,   Beavei    Hail  mil, 

Montreal. 

E.    J.   C.    Norrle   ic   Co..    56-58   King   Btreet   Wert,    Toronto. 
Mars    &   Co.,    Smallwood    Building,    St     Johna. 

P.    Walt,    502    Mercantile    Buildings,    Vancouver. 
SOUTH    AFRICA:    Davies.    Gnodde    &    Smith,    ]    Strand    Btreet, 

Port    F.llzabeth. 

ENGLAND. 

MELBOUBNE:    Alfred    F.    Smith.    2    Fink's   Buildings,    Elizabeth 
Street.   Melbourne, 

SYDNEY:    Alfred     F.     Smith,     39     Queen     Victoria     Buildings, George    Street. 

ilIltlSTclll  IBCE:     Bobert     Malcolm,     Ltd.,    79    Lichfield    Street. 
Also     Au'klaurl.     Wellington,     Dunedin. 

BOMBAY:    F.    A.    Filmer    &     Co.,     Gaiety      Buildings,      Hornby 
Road. 



DRY     GOODS     REVIEW 

27 

Special  Lines  for  Xrnas  Selling 

In  Stock  at  Montreal  for  Immediate  Delivery 

Ladies'  Fancy   Xrnas  Box   Handkerchiefs 
y2  doz.  per  box  $6.50  doz.  boxes.  $7.50,  $9.00, 

$12.00,  $15.00,  $18.00  doz.  boxes. 

Ladies'  Crepe  de  Chene  Handkerchiefs 
Plain   Colors   $2.25   per  doz.      Assorted   $2.25 

per  doz. 

Ladies'  Silk  Handkerchiefs 
Assorted  Colors  $1.75  per  doz. 

Child's  Silk  Handkerchiefs 
Assorted  Colors  90c.  per  doz. 

Ladies'   Hand   Made    Silk   Handkerchiefs    (Lace) 
85c.  $1.10,  $1.35,  $1.50,  $1.75,  each. 

Cent's    White    Silk    Handkerchiefs 
$4.25,  $4.75,  $6.00,  $6.50,  $9.00,  $12.00,  $15.00. 

per  doz. 

Neckwear  in  Fancy  Boxes 

$6.00,  $8.50,  $12.00,  $13.50,  per  doz. 

Hand  Made  Silk  Lace  Collars 

$1.35,   $1.50,   $2.00,   $3.25   each. 

Assortment   Box   of   Xrnas   Ribbon 

$3.25  a  box. 

Fancy  Lace  Shams  and  Runners 

$5.00  to  $36.00  per  doz. 

Fancy    White   and   Colored   Bath   Towels 

$7.50    to    $18.00    per   doz. 

Lnion  and  all   Linen  Huck  Towels 

(Hemmed  and   Hemstitched)   $5.50  to  $15.00 

per  doz. 
Cortex  Finish  Crib  Blankets  36  x  50  in  individual 

Boxes 

(Plain),  Blue,  Pink  and  White,  Silk  Bordered 
at  $2.35  each. 

Suspenders  in  Fancy  Boxes 

$6.50,  $9.00   per  doz. 

Sets  of  Suspenders,  Garter  and  Armband 

$6.50,  $9.00  per  doz. 

Neglige  Shirts,  Boys' $8.40  to  $9.00  per  doz. 

Neglige  Shirts,  Men's $12.00,  $15.00,  $18.00  $21.00   per  doz. 

Ladies'  Eiderdown  Kimonos,  Plain  Shades,  Silk 
Girdle,  Rose,  Grey,  Saxe,  Cardinal,  special  to 
clear  at  $54.00  per  doz. 

Silk  Camisoles,  Habutai  Satin,  Crepe  de  Chene, 
Flesh  and  White. 

Silk  Bloomers,  Habutai  and  Crepe  de  Chene, 

Flesh,  Navy  and  Black. 

Envelope  Chemises,  Satin,  Flesh.        Boudoir  Caps 

Bootees,    Polkas,    Mittens,    Clouds,    Honey    Comb 
Shawls.     Wool  Scarfs  in  all  Colors 

Japanese  Padded  Silk  Carriage  Covers  and  Crib 
Comforters.     Pink  and  Blue 

Mail  Orders  Will  Receive  Prompt  Attention 

The  W.  R.  BROCK  COMPANY,  LIMITED 
Wholesale  Dry  Goods 

MONTREAL 
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"ESIW"  COATS 

have  no  super- 
ior in  either 

quality,  style 
and  finish  and 

being  moder- 
ately priced 

they  are  the 
soundest 
value. 

Write  for  the 
"ESIW"  Style 
Books 
Patterns 
see  the 
plete  range  of 
styles. 

and 
and 

com- 

Cahles: 
Mantles, 

Leeds. 

REGD. 

COATS 
for  Women,  Misses  and 
Girls,  cut  on  generous 
lines  for  the  Canadian  trade. 

They  are  designed  by  the  clever- 
est English  designers  and,  while 

original  in  idea,  they  follow  close- 
ly the  trend  of  fashion  as  indi- 

cated by  Paris  and  London. 

First  class  materials  and  super- 
excellent  tailoring  ensure  reli- 

able wear  and  the  customer's satisfaction. 

CANADIAN 

BUYERS 
VISITING 
LONDON 

should        visit 
our    New 
Showrooms 

at 

32  and  33 

ST.    PAUL'S 
CHURCH- 
YARD. 

A  full  display 

of  samples  of "ESIW"    Pro- 

ductions 

COATS 
SUITS  etc. 

is  on  view  in 

one  of  the  fin- est showrooms 
in  London. 

(LEEDS)  LIMITED 
NORTH  STREET.  LEEDS 
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Holiday  Suggestions 
in 

Men's  Furnishings 
Men's  Neckwear,  in  half  dozen  boxes. 

Assorted  colors  to  box  $4.00,  $4.50,  $6.00, 
$8.00,  $10.50,  $12,00,  $13.50  per  doz.  Newest 
shapes  and  colorings. 

Men's  Neckwear  in  individual  Christmas  Boxes 
$6.00,  $8.00,  $10.50,  $13.50  per  doz. 

Men's  Silk  Knit  Mufflers  assorted  fancy  stripes. 
Combination  per  dozen  $16.50,  $18.00,  $30.00. 

Men's  Brushed  Wool  Mufflers  with  fancy  stripe 
ends  in  Camel  Grey,  Brown,  etc.,  at  $9.00, 
$10.00,  $12.50,  $13.50,  $14.00,  $19.00,  $20.50, 
$24.00. 

Men's  Suspenders  in  individual  Christmas  Boxes 
White  Leather  ends.  Assorted  fancy  patterns 
at  $6.00  and  $8.00. 

President  Suspenders  in  Christmas   Boxes   $6.50. 

Men's  Tan  unlined  Cape  Gloves     $18.00,     $20.00, 
$21.00,  $22.50. 

Men's  Tan  Silk  lined  Cape  Gloves  $24.00. 

Men's  Grey  unlined  Suede  Gloves  $13.50,  $16.50, 
$21.00  per  dozen. 

Men's   Grey    Silk   lined   Suede  Gloves   $27.00   per dozen. 

Men's  Half  Hose 
Novelties  for  Holiday  Trade 

Black  pure  Silk  at  $8.00,  $10.50,  and  $12.00  per 
dozen. 

Colored  pure  silk  at  $10.50  and  $12.00  per  dozen. 

Men's  Fancy  Shot  Silk  half  hose  $8.00  and  $12.00. 

Men's  Black  Cashmere  half  Hose  All  Wool  Eng- 
lish make  with  assorted  Colors.  Silk  Clox  $9.00 

per  doz. 

Men's  Assorted  Colors  Cashmere  Half  Hose  Eng- 
lish Make,  all  wool  with  Fancy  Silk  Clox  $10.50 

per  doz. 

Men's  Cream  Cashmere  Half  Hose  English 
Make  All  Wool  with  Fancy  Silk  Clox  $9.00  per doz. 

Men's  Fancy  Shot  Cashmere  Half  Hose  in  Heath- 
er, Lovat  and  Blue  Combinations  $6.25  per  dozen. 

Men's  Fancy  Cashmere  Half  Hose  in  Heather 
Mixtures.  English  Make.  $8.00  per  dozen. 

Men's  Fancy  Cashmere  Half  Hose  Heather  Mix- 
tures, English  Make  with  Fancy  Silk  Embroidery 

$9.00  per  dozen. 

Men's  All  Wool  Ribbed  Worsted  Half  Hose  in 
Black,  Brown,  Grey,  Heather  or  Lovat,  $6.50  per dozen. 

Letter  order  department  always  at  your  service 

The  W.  R.  Brock   Company,  (Limited) 
Bay  and  Wellington  Streets 

TORONTO 
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WAYAGAMACK 
PURE KRAFT 

The  Word  "KRAFT"  used  in  connection  with 

Wayagamack  Kraft  Papers 
means 

Strength  and  Security 

T! 
'HESE,  however,  are  not  the  only  Characteristics  of  this  well- 
known  paper.  Another,  and  perhaps  the  most  important  of  all, 

is  that  owing  to  its  strength  a  much  lighter  sheet  can  be  used  than 
is  the  case  with  inferior  qualities  of  wrapping  paper.  As  wrapping 
paper  and  bags  are  sold  by  weight  it  can  easily  be  seen  that  this 
lessens  the  cost  per  sheet  or  bag. 

Ask  your  wholesaler  to 

explain  and  illustrate  this. 

Wayagamack  Pure  Kraft 

glazed  and  unglazed  is  equalled  by  few  and  excelled  by  |none 
therefore  when  ordering  wrapping  paper,  bags,  envelopes  or  notion 
bags, 

ask  for  and  insist  on  being  supplied  with 

Wayagamack  Pure  Kraft 

S^^^iniiiiiiiiiiHiiiHiiiMiiiiiiiiiuiiiiiiiiiiiiiiiiHiiBiiiiiiiiiiinBiiiiiiiiiniiiiiiniiiiiiiiiiiiiiiififfMiiMiimniiii  yj 
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Proposed  Wage  Scale  Will  Drive 
Girls  to  Less  Congenial  Employment 

T.  H.  Pratt,  of  Hamilton,  Outlines  His  Views  on  Proposal  of  Fair 
Wages  Board — Girl  of  Eighteen  Cannot  Earn  $12  a  Week — 
Would  Have  to  Reorganize  Staff  and  Dismiss  Young  Girls — 

Introduced  Short  Hour  Day — Others  Agree 

WITHIN  the  last  six  weeks  the 
Ontario  Fair  Wages  Board  held 
a  number  of  sessions  throughout 

Ontario,  having  in  view  the  fixing  of  a 
minimum  wage  for  girls  employed  in 
stores  and  other  places.  In  all  these  in- 

vestigations the  Board  has  tried  to  sum 
up  the  local  situation,  having  regard  to 
home  conditions  of  the  employees,  the 
necessity  of  having  the  mid-day  meal 
down  town,  and  many  other  factors  that 
enter  into  the  whole  matter  of  giving  a 
wage  to  employees  that  would  allow 
them  a  decent,  respectable  and  comfort- 

able life. 

Hamilton  Sessions 
A  number  of  sessions  of  the  Board 

were  held  in  Hamilton  and,  during  these, 
T.  H.  Pratt,  dry  goods  merchant  of  that 
city,  was  one  of  the  men  who  was  asked 
to  come  before  the  Board  and  give  some 
evidence  that  would  assist  the  Board  in 

its  deliberations  and  in  reaching  its  con- 
clusions. It  was  obvious  from  the  course 

events  were  taking  at  these  investiga- 
tions, that  the  Board  had  more  or  less 

fixed  in  its  mind  that  a  scale  of  wages 
should  be  arranged  whereby  a  girl,  at 
the  age  of  eighteen  years,  would  be  get- 

ting a  salary  of  $12.  per  week.  In  giv- 
ing his  evidence,  Mr.  Pratt  dissented 

from  this  conclusion  and  proceeded  to 
outline  his  views  on  the  matter. 

Views  Misunderstood 

In  the  reports  of  the  sittings  of  the 
Board  that  appeared  in  the  daily  press 
the  views  of  Mr.  Pratt  were  misrepre- 

sented. This  is  what  Mr.  Pratt  stated  to 

Dry  Goods  Review.  It  was  made  to  ap- 
pear that  Mr.  Pratt  was  opposed  to  giv- 

ing a  decent  living  wage  to  young  girls 
employed  in  his  and  similar  stores,  and 
that  he  was  desirous  of  cutting  wages 
down  to  the  lowest  possible  figure. 

Accoi-ding   to   the  statement  made   to 
Dry  Goods  Review  by  Mr.  Pratt  nothing 
was  or   is  further  from   his   mind.     He 
states  that  his  views  have  been  formed 
after  mature  consideration  and  that  he 
really  is  seeking  to    protect    the    young 
girls  who  seek  employment  in  his  or  simi- 

lar institutions.     The  scale  contemplated 
by   the   provincial   Board,   he  says,  will 
have  the  effect  of  throwing  many  young 
girls  out  of  employment  altogether.     The 
Board  seeks  to  fix  a  scale  whereby  girls 
at  the  age  of  eighteen  years  will  receive 
a  salary  of  $12  a  week.  Mr.  Pratt  states 
that  it  is  impossible  for  a  girl  of  eighteen 
years  of  age  to  be  worth  $12  a  week  to 
him  and,  he  believes,  to  other  firms  in 
the  same  business  as  he  is  in.  She  has 
not   enough   experience  and  cannot   get 
enough    in   the    short   time   allowed    be- 

tween the  time  she  can  leave  school,  ac- 
cording to   the    Adolescent    School    Act, 

and   the   age    of    eighteen    years.        She 
cannot    become    a   first-class,      efficient 
saleswoman    in   that   time.        She   lacks 
years  which  is  a  very  necessary  thing  in 
salesmanship.   A  girl  of  eighteen  years 
of  age,  he  says,  is  not  the  girl  of  whom 
one  would  ask  advice  regarding  articles 
of    merchandise    and,    if   given    without 
solicitation,  would  be  accepted  as  of  any 
great  value.  She  mav  be  ever  so  capable 
in   merely  filling  the   requirements     of 
certain  customers  in  some  of  the  depart- 

ments of  the  store;  but  as   for    having 
realj    salesmanship,    she    cannot    at    the 
age  of  eighteen  years. 
Will  Drive   Into  Factories  or  Elsewhere 

If  this  suggested  scale  as  outlined  by 
the  Provincial  Board,  becomes  law,  Mr. 
Pratt  believes   it  will   be  the  means  of 
driving  many  young  girls  out  of     em- 

ployment in  stores  such  as  his  and  others 
and  into  factories  or  less  congenial  voca- 

tions. He  does  not  think  that  th"  type 

of  girl  who  seeks  employment  in  the  dry 
goods  store  wants  to  work  in  a  factory. 
She  could  make  that  selection  before  she 
seeks  the  employment  in  the  dry  goods 
store — and,  in  all  probability,  make  more 
money  at  it  than  in  store  life.  But  she 
does  not  care  for  the  environment  of  the 
factory,  and  does  not  think  it  ministers- 
most  to  the  happiness  or  contentment  of 

her  lot.  Therefore,  she  does  not  go  there' 
but  prefers  the  store  employment  evert 
though  the  remuneration  be  less.  Citing 
the  case  of  every  one  of  his  employees, 
Mr.  Pratt  states  that  they  are  girls  who 
live  at  home,  who  go  home  for  their  mid- 

day meal  and  who  much  prefer  that  life 
to  life  in  a  factory.  But,  he  says,  if  a 
law  is  passed  that  a  girl  at  the  age  of 
eighteen  years  is  to  be  given  a  weekly 
wage  of  $12,  it  will  mean  that  many  of 
these  girls  will  have  to  leave  and  seek: 
employment  elsewhere. 

Will  Re-organize  Store 

It  will  mean  the  re-organization  of  his; 
store — and  many  others,  he  thinks.  It 
will  mean  the  combining  of  some  of  the 
departments,  and  placing  them  in  charge 
of  sales  persons  who  have  more  years 
and  more  experience.  Mr.  Pratt  says  he 
wants  to  continue  to  be  the  friend  of 
these  young  girls,  to  give  them  employ- 

ment and  the  opportunity  they  can  get 
for  development  in  the  art  of  salesman- 

ship— which  in  time  is  bound  to  become 
more  remunerative — in  such  stores  as 
his.  He  knows  that  he  can  get  older  wom- 

en who,  in  a  short  time,  would  become 
better  sales  persons  if  for  no  other  rea- 

son than  that  they  are  older  and  would 
command  more  respect  and  whose  ad- 

vice would  be  the  more  readily  accepted 
by  the  customers.  The  only  thing  that 
will  force  him  to  do  this,  he  says,  will  be 
the  passing  of  this  law. 

Continued   on   page   32 
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Million   Dollar  Dry  Goods  Sale 
Merchandise  of  Gault  Bros.  Co.,  Ltd.,  of  Mont- 

real, Purchased  by  Greenshields,  Ltd.  —  Old 
Organizations  that  Look  Back  on  Long  History 

— Gault  Bros.  Operated  for  67  Years 

BY  A  transaction  involving  more 
than  $1,000,000,  Greenshields,  Lim- 

ited, have  purchased  the  merchand- 
ise of  Gault  Brothers  Company,  Limited, 

this  completing  the  most  important  sale 
of  dry  goods  stock  recorded  in  Canada. 

At  one  o'clock  Oct.  19  when  the  doors 
of  Gault  Brothers  Company,  Limited, 
240  Craig  Street,  West,  closed  for  the 
usual  Saturday  afternoon  holiday,  there 
terminated  the  sale;  activities  of  a  firm 
which  has  been  continuously  engaged  in 
business  in  Montreal  for  a  period  of  67 

years.  The  sale  of  the  firm's  merchan- 
dise followed  as  a  result  of  the  determina- 

tion of  the  directors  to  close  up  the  busi- 
ness, a  decision  which  coincided  with  the 

desire  of  Greenshields,  Limited,  to  aug- 
ment their  stocks  of  dress  goods,  wool- 

lens and  a  thousand  and  one  articles 

which  that  organization  sells  throughout 
Canada. 

The  stocks  of  merchandise  will  be  re- 
moved from  the  Gault  warehouse  on 

Craig  Street,  West,  to  that  of  the  Green- 
shields firm  at  the  corner  of  Craig 

Street  West,  and  Victoria  Square,  the 
large  premises  which  stand  as  a  land 
mark  for  the  many  thousand  pedestrians 
who  daily  cross  the  upper  part  of  the 
square  after  the  descent  or  before  the 
ascent    of    Beaver    Hall    Hill. 

Gault  Brothers  Company,  Limited,  will 
continue  in  existence  until  all  the  de- 

tails of  the  business  are  completed  but 
will  no  longer  engage  directly  in  trade. 
The  Gault  firm  was  established  in 

1854  by  the  late  A.  F.  Gault,  a  native  of 
the  North  of  Ireland,  who  formed  a  part- 

nership with  the  late  James  Boswell 

Stevenson,  familiarly  known  as  "Jim- 
mie,"  the  organ:zation  being  known  as 
"Gault,  Stevenson  &  Co.  The  original 
warehouse  was  on  St.  Paul  Street.  Later 
Mr.  Stevensen  retired  and  R.  L.  Gault 
entered  into  partnership  with  his 
brother,  the  firm  then  being  known  as 
Gault  Brothers.  The  business  of  the 
firm  was  one  of  continuous  growth  and 
eventually  led  to  the  formation  of  a 
joint  stock  company. 

A   Lengthy  Service 

A  striking  figure  of  the  present  or- 
ganization is  that  of  James  Rodger,  the 

president,  who  in  January  next  will 
have  completed  a  continuous  service  of 

50  years  with  the  Gault  firm.  Mr.  Rod- 
ger is  a  native  of  Montreal,  a  son  of  the 

late  David  Rodger  of  the  Montreal  High 
School.  As  the  office  of  the  company 

will  be  in  operation  for  some  months 

yet,  Mr.  Rodger  confidently  anticipates 
completing  his  jubilee  with  the  firm. 

The  present  directors  of  Gault 
Brothers,  Company,  in  addition  to 
James  Rodger,  the  president,  are  S.  H. 
Bethune,  vice-president;  W.  E.  Cuslrnp:, 

sec.-treas.;  Leslie  H.  Gault,  Col.  A.  Ham- 

ilton Gault,  D.  S.  O.;  C.  H.  Alves,  H.  S. 
S.  Molson,  C.  G.  Mussell  and  W.  A. 
Williams. 

The  Greenshields  firm  antedates  the 
Gault  organization  by  a  score  of  years, 
having  been  established  in  1834  by  the 
late  Samuel  and  John  Greenshields 
under  the  title  of  Samuel  Greenshields 
&  Sons.  The  original  establishment  was 
in  St.  Paul  Street,  then  the  heart  of  busi- 

ness of  Montreal  and  continued  in  that 
location  until  1852,  when  it  was  des- 

troyed by  fire.  The  firm  then  located 
in  St.  Sacrament  Street,  on  the  site  of 
the  present  Board  of  Trade  Building.  In 
May,  1876,  they  moved  to  Victoria 
Square.  When  the  firm  changed  its  lo- 

cation at  that  time  three  of  the  present 
directors  were  then  employees.  These 
are  E.  C.  B.  Fetherstonhaugh,  now  presi- 

dent of  the  company,  who  entered  the 
service  in  January,  1876;  George  L. 
Cains  and  George  B.  Fraser,  both  of 
whom  joined  in  January,  1875. 

The  business,  which  had  been  growing, 
necessitated  further  development  and  in 
1891  Messrs.  Fetherstonhaugh,  Cains 
and  Fraser  became  associated  as  part- 

ners with  the  late  E.  B.  Greenshields.  In 
1903  the  partnership  was  organized  as 
a  joint  stock  company  with  E.  B.  Green- 

shields as  president,  which  office  he  held 
until  his  death  in  1917.  Mr.  Fether- 

stonhaugh became  president.  In  addition 
to  G.  B.  Fraser  and  Mr.  Cains,  the  other 

directors  of  the  company  are  J.  M.  Fra- 
ser, J.  V.  R.  Porteous,  W.  A.  Cooke, 

George  M.  Newton,  of  Winnipeg;  Ed- 
ward Greenshields,  Jr.  and  Graham 

Drinkwater.  , 

A  Disastrous  Fire 

On  December  20,  1898,  the  Victoria 
Square  premises  were  visited  by  a  dis- 

astrous fire  which  caused  the  collapse 
of  the  structure.  Temporary  premises 
were  obtained  on  St.  Helen  Street,  and 

when  rebuilding  operations  were  com- 
pleted the  company  returned  to  the 

present  warehouse,  which  since  that 
time  has  been  considerably  enlarged. 

PROPOSED  WAGE  SCALE 

(Continued  from  Page  31) 

Mr.  Pratt  cannot  be  accused  of  not  be- 
ins:  a  friend  of  the  members  of  his  staff. 
He  states  that  it  was  he  who  started  the 
short  hour  day  for  clerks  in  the  City  of 
Hamilton  when  he  advocated  and  put 

into  force  the  9  to  5  o'clock  day  in  his 
own  store,  with  a  full  hour  and  a  quar- 

ter for  mid-day  lunch.  He  advocated 
this  one  hour  and  a  quarter  for  lunch 
because  Hamilton  is  a  home  town  where 
all  the  erirls  employed  can  get  home  for 
lunch  and  want  to  go  home.  He  has  been 
at  the  head  of  the  Hospital  Board  in  that 

city  for  a  number  of  years  and  it  was 
due  to  his  administrative  ability  that 
such  favorable  reports  have  been  shown 
from  year  to  year  of  the  work  being 
done  at  the  hospital. 

Others  Agree 

Dry  Goods  Review  talked  this  matter 
over  with  employers  in  other  dry  goods 
stores  in  Hamilton  and  they  agreed  that 
it  was  impossible  for  the  girl  of  eighteen 
years  of  age  to  be  worth  $12  a  week  to 
any  organization.  On  the  whole  matter 
of  salesmanship,  they  entirely  agreed 
with  Mr.  Pratt  on  this  point. 

Usefulness  is  Key 

To  Xmas  Trade 

CANADA  is  so  fortunately  situated in  comparison  with  many  other 
countries  in  respect  of  unemploy- 
ment and  business  depression,  every  mer- 

chant can  look  forward  to  the  Christ- 
mas trade  with  optimism.  There  are 

still  a  vast  number  of  people  whose  pur- 
chasing power  is  in  no  way  impaired; 

they  are  more  conservative  in  their  buy- 
ing because  of  general  conditions. 

But  their  purse  strings  at  Christ- 
mas time  will  be  unloosened  and  they 

will  be  in  the  market  to  buy  all  that  the 
season  demands  they  should  buy  for  the 
Christmas  list.  There  is  also  a  vast 
number  of  people  who,  though  their 
purchasing  power  is  somewhat  reduced, 
will  have  saved  for  the  Christmas  sea- 

son; and  though  they  will  not  spend 
the  same  amount  of  money  as  they  did 

a  year  ago,  they  will  buy  the  same  num- 
ber of  articles — perhaps  more  on  ac- 

count of  the  lower  prices  prevailing  in 
all  lines  of  goods.  And  even  those  whose 
times  are  hard  will  not  neglect  the  spirit 
of  Christmas  to  the  extent  that  no  pres- 

ents will  be  bought.  It  is  a  reasonable 
certainty  that  this  Christmas  will  un- 

doubtedly see  the  same  volume  of  busi- 
ness done  by  the  retail  trade,  even 

though  the  actual  dollar  and  cents  re- 
turn may  not  be  so  great. 

Will  Seek  Useful  Gifts 

In  keeping  with  the  spirit  of  the  times 
when  conservatism  with  regard  to 

spending  money  is  an  important  in>- 
fluence  in  the  household  economy,  the 
majority  of  the  Christmas  shoppers  will 
be  looking  for  useful  gifts.  Adornment, 
ornamentation  will  be  combined  with 

usefulness.  There  will  be  hosts  of  buy- 
ers who  will  be  attracted  by  this  and 

that  article  whose  first  consideration 

will  be  "Is  it  useful?"  It  is  not  a  time 
when  they  can  afford  to  spend  money  in 
things  that  have  no  intrinsic  value  or 
worth.  The  superficial  will  have  to  give 
way  to  the  substantial;  people  can  ill 
afford  to  give  up  the  substance  for  the 
shadow.  It  will  be  a  time  when  buyers 
will  again  be  looking  for  an  opportunity 
to  make  a  dollar  do  the  work  that  two 
did  for  the  Christmas  of  1920.  There 
must  be  no  waste  for  many  people  this 
Christmas,  even  though  they  have  the 

Continued    on   page  36 
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Obtaining  Good-will  of  Citizens  by 
Featuring  the  First  Birthday  of  the  City 

Owen  Sound  Concern  Capitalizes  the  Growth  of  Their  Town  Into  City — Sending  First 
Telegram  to  the  Mayor  and  Entertaining  the  City  Council — Special  Arrange- 

ments for  the  Children. 

RETAILERS  are  realizing  more  and 
more  the  value  of  publicity  in 
promoting  trade.  One  merchant 

told  Dry  Goods  Review  during  a  recent 

interview,  that  in  his  opinion,  the  great- 
est asset  a  merchant  can  have  this  fall, 

is  the  good-will  of  the  town  where  he 
does  business.  The  public  are  determin- 

ed to  "get  their  money's  worth"  and  the 
best  method  of  making  them  see  that  a 
store  is  willing  to  give  it  to  them,  is  to 
please  them.  For  after  all,  it  is  mostly 

a  matter  of  liking  or  disliking  winch  de- 
termines the  buying  place  of  the  major- 

ity of  purchases. 

'Occasions'  for  public  festivities  are 
considered  by  some  experts  the  best 
times  to  attract  particular  attention. 
These  occasions  are  particularly  good 
when  they  mark  local  rather  than  na- 

tional events  because  they  footer  in  the 
public  mind  the  buying-at-home  spirit. 

The  G.  B.  Ryan  Company  of  Owen 
Sound  believes  that  nothing  in  the  reper- 

tory of  their  store  has  created  a  spirit 
of  goodwill  toward  them  as  much  as  the 
birthday  party  they  gave  when  their 
town  became  a  city.  It  was  particularly 
appreciated  because  the  city  did  not  cele- 

brate the  event  publicly.  Several  days 
before  the  event,  the  following  adver- 

tisement  appeared    in   the   papers: 

Telegram  To  The  Mayor 

The  first  telegram  to  arrive  on  the 
day  on  which  Owen  Sound  became  a 
city — June  1 — was  from  the  G.  B.  Ryan 
Company.  It  said  "Congratulations  to 
you,  the  first  mayor  of  the  city  of  Owen 
Sound  and  congratulations  to  Owen 
Sound  on  its  birthday.  May  the  city 
fathers  administer  the  finest  nourish- 

ment for  a  healthy  and  speedy  growth 

of  our  city."  The  mayor  sent  an  appro- 
priate reply  and  the  papers  made  a 

favorable  comment  on  the  fact  that  a 
local  store  had  sent  the  first  one. 

The  Store's  Birthday  Dress 

Union  Jacks  and-  Canadian  flags  were 
made  the  basis  for  decoration  with  pen- 

nants of  the  town  to  show  that  it  was  a 
happy  day  for  Owen  Sound  in  particular. 
Goods  were  displayed  effectively  all 
over  the  store  but  these  were  made 
scondary  to  the  fact  that  Owen  Sound 
had  assumed  the  status  and  dignity  of  a 
city.  In  the  north  aisle  of  the  ground 
floor,  was  placed  a  table  decorated  as 
daintily  as  it  might  have  been  at  a  tea- 
party  in  a  private  home.  The  color 
scheme  was  crimson  and  mauve,  appro- 

priate indeed  for  such  an  event.  Sweet 
peas   in   wicker  baskets   on   the   whitest 

of   linen   tablecloths   surrounded  the  big 
Birthday  cake. 

Girls  from  the  Ryan  store  served  the 
visitors  to  a  buffet  luncheon  of  lemonade 
and  cake.  Arrangements  were  made  so 
that  the  girls  worked  in  relays,  thus 
taking  in  the  whole  staff  without  de- 

laying the  work  of  any  department. 

ing  of  refreshments  to  the  grown-ups; 
children  are  recognized  by  this  store  as 

the  greatest  advance  agents  for  speed- 
ing-up sales,  that  they  have. 

The  Big  Attraction  of  The  Day 

The  Ryan  store  took  advantage  of  the 
council  meeting  held  on  the  morning  of 

2>n  Jliunor  of.. 

©iuim  #*rand  Cttg's  2StrtJji>aij 
flow  an?  dnmteb 

FOR    THE    YOVNGSTKUSi — FBEE 

On  Tucsoay — Owen  Sound 
City's  Birthday— rfo  every  boy 
anil  girl  of  juftlor  age  who 
applies  personally— lit  our 
Basement  Dcoa  runent— we 
will  Rive  a  colored  TOY  BAL- 
LOOX.  To  any  slcfc  child  we 
will  in. iH  two  balloons — on  re- 

ceipt, not  later  lhan  Tuesday 
noon—of  the  child's  uame 
and  address  sent,  us  by  par- 

ent   or    guardian. 

Lei's   celebrate    Owen    Sound 
City's   Birthday. 

B.   RYAN  and  Co. 

<&.  38.  lKijau  anil  Company 
rrqurol  tlje  plraourr  of  u,our  rompani) 

at  tljrir  Store,  Main  iFItinr. 

Hortli  Aisle,  on 

ftursnati,  Sunt?  n>*  Jfftrst 
Srruiri  of  <EaUe  nnu  Crmonaor 

to  rrlrbratr  tljp  birtlj  of 

©mm  Sauna  ffiify. 

9-30  n.m.  \o  S.30  p.m. 

No  time  presents  the  same  appeal  as  a  Birthday,  Particu- 

larly the  First — On  this  occasion,  the  City's  birth,  we  wish  each 
of  the  citizens  of  this  district,  Matron  or  Miss,  Young  Man  or 
of  more  mature  years,  to  celebrate  with  us.  Let  us  thus  mark 
the  day  of  which  future  years  can  mark  only  the  anniversary. 

Let  us  say  in  our  quiet  way,  "Three  cheers  for  Owen  Sound 

City." 

G.  B.  RYAN  &  CO. 

During  the  whole  day  more  than  two 
thousand  persons  were  served  and  these 
were  by  no  means  ladies  alone.  Many 
men  availed  themselves  of  the  store's 
hospitality  on  their  way  to  or  from  busi- 
ness. 

The  Children's  Party 
The  basement  of  the  store  was  used 

for  the  distribution  of  the  toy  balloons. 
Long  before  the  store  opened,  there 
were  several  hundred  children  clamoring 
for  admission.  Between  three  and  four 
thousand  balloons  were  distributed. 

These  bore  the  imprint  of  the  firm's 
name.  A  variety  of  colors  rivalling  the 
rainbow  was  the  order  of  the  day,  in  the 
schools,  on  the  streets  and  in  the  homes. 
The  giving  of  balloons  to  the  children 
was  as  important  a  feature  as  the  serv- 

June  1  in  a  way  which  brought  approval 
from  the  citizens  as  a  whole.  The  Coun- 

cil adjourned  shortly  after  eleven  and  at 
the  invitation  of  the  manager  they  came 
in  a  body  to  the  store,  where  they  were 
treated  to  the  birthday  cake.  There  was 
a  general  atmosphere  of  friendliness 
created,  which  the  local  papers  reported 

as  a  real  influence  in  bringing  the  pub- 
lic to  a  realization  of  their  duties  and 

privileges    as    citizens. 

The  Wholesale  Merchandise  Brokers' 
Association  recently  passed  a  resolution 
which  was  forwarded  to  the  Minister 
of  Finance,  asking  that  the  regulation 

re  the  marking  of  foreign  goods  be  ab- 
rogated. 
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THE  MAIL  ORDER  HOUSE  AGAIN 

In  talking  with  the  merchandise  manager  of  one  of 
the  most  ably  conducted  stores  in  Ontario,  the  opinion 
wa.<  expressed  to  Dry  Goods  Review  that  the  mail  order 
houses  would  soon  be  issuing  monthly  bulletins,  revising 
their  catalogue  prices  and  mailing  them  broadcast 
throughout  the  country. 

Whether  or  not  this  is  done  by  mail  order  houses, 
the  opinion  is  a  useful  one  in  that  it  points  to  a  condition 
that  the  small  town  merchant  should  take  every  advan- 

tage of  in  conducting  his  business.  There  have  been 
many  fluctuations  in  prices  since  the  catalogues  were 
mailed  to  customers  of  the  mail  order  houses.  Many  of 
the*e  prices  have  tended  downwards  to  such  an  extent 
that  the  small  town  merchant  is  in  a  position  to  out- 

distance such  prices  by  long  odds.  It  is  a  vital  mistake 
for  the  merchant  to  cast  these  catalogues  aside  as  of  no 
moment  to  him.  It  is  rather  vital  to  his  business  that 

he  study  them  and  make  use  of  them  in  his  own  adver- 
tising  and  display  work. 

We  know  of  a  certain  merchant  in  Ontario  who  is 

meeting  the  competition  of  the  mail  order  house  in  a  nov- 
el and  effective  way.  He  actually  quotes  from  these  cata- 

logues in  hi-  own  advertising  and  shows  what  better 
prices  he  i-  able  to  give  right  at  home.  That  is  one  of 
the  uses  of  the  mail  order  catalogue  to  the  merchants 
throughout  the  country.  Competition  is  getting  keener 
and  keener  as  the  davs  go  on.     The  battle  will  go  to  the 

>ng  and  the  aggressive. 

BRIGHT   SPOTS 

There  are  many  hright  spots  in  the  business  and 
industrial  outlook.  Recently,  we  paid  a  visit  to  one  of 
\]>c  most  keenly  competitive  centres  in  Canada  so  far  as 
retail  business  i-  concerned.  It  is  a  large  industrial 
centre  as  well,  and  there  are  many  men  out  of  employ- 

ment; that  means  that  the  purchasing  power  of  a  large 
section  of  the  community  is  at  a  low  ebb.  For  if  men 
do  not  work  they  cannot  buy. 

In  spite  of  these  somewhat  depressing  factors  in 
business  and  industry,  we  could  give  the  names  of  four 

"'•  five  of  the  largee  -tores  in  this  centre  that  are  doing 
a  bigger  business  than  they  did  last  year.  To  begin  with 
they  have,  long  ago,  taken  their  losses.  That  was  their 
first  step  of  the  new  merchandising  era.  Then,  they  re- 

nized   their  buying  policies.     We  do  not  mean   to 

say  that  they  stopped  buying;  they  watched  it  more 
carefully  and  put  it  on  a  more  systematic  basis  so  that 
profits  would  not  be  eaten  into  by  sacrificing  good 

merchandise  at  a  loss.  A  couple  of  years  ago  it  didn't 
make  a  great  difference  whether  a  bad  buy  was  made 
or  not;  today  it  makes  all  the  difference  in  the  world. 

These  stores  "go  to  market"  more  frequently  than  they 
did;  they  are  in  the  market  six  days  in  the  week  for 
good  merchandise  that  they  can  clear  out  quickly  on  a 
small  margin  of  profit.  It  all  helps,  and  it  feeds  public 
clamor  to-day  for  good  merchandise  at  low  figures. 

These  stores  have  aimed  at  better  service,  more 
intelligent  salesmanship,  a  higher  mark  of  efficiency  in 
store  management.  They  have  not  cut  down  their 

advertising  because  they  believe  in  advertising — and  be- 
lieving in  advertising  means  that  it  is  something  which 

gets  business  when  business  is  hard  to  get,  and  that  it 
brings  direct  results  to  the  advertiser. 

These  bright  spots  in  the  business  and  industrial 
outlook  have  behind  them  greater  energy,  more  aggres- 

siveness and  better  service — three  essentials  of  bigger 
business. 

WATCH  THE  BACK  DOOR 

The  Retail  Merchant  is  again  the  victim  of  many 
robberies  being  committed  from  one  end  of  the  country 
to  the  other,  and  none  are  visited  more  frequently  than 
the  clothing  or  dry  goods  merchant.  Such  crime  is  the 
common  accompaniment  to  hard  times  and  unemploy- 

ment and  there  will,  undoubtedly,  be  a  good  deal  of  it 
during  the  winter  months.  It  is  up  to  the  merchant, 
therefore,  to  keep  his  eye  on  the  back  door;  in  other 
words,  to  take  all  possible  precautions  against  burglary. 
Insurance  and  the  careful  locking  of  all  doors  will  go 
a  long  way  toward  overcoming  losses  caused  by  such 
misfortunes  of  business.  These  simple  little  precautions 
may  well  be  the  means  of  preventing  a  loss  that  would 
wipe  out  a  good  deal  of  profit  made  on  many  a  hard- 
earned  sale. 

A  CHANGED  POLICY 

We  have  talked  with  a  number  of  window  display 
men  recently  who  are  carrying  out  in  their  work  a 

somewhat  changed  policy  with  regard  to  window  dis- 
play. When  times  were  superjprosperous,  they  say, 

unit  trims,  or  very  artistic  trims  had  an  especial  appeal 
in  them  which  harmonized  with  the  somewhat  extrava- 

gant tendencies  of  the  time.  The  higher  the  price  of 
the  merchandise,  the  better  chance  it  had  of  being  sold. 

But  it  is  somewhat  different  now,  different  both 
inside  and  outside  the  store.  From  the  outside,  people 
are  looking  for  quality  merchandise  at  lower  prices. 
From  the  inside,  the  management  is  looking  for  ways 
and  means  of  cutting  down  overhead.  And  these  two 
conditions  can  be  harmonized,  can  be  made  to  co-oper- 

ate in  store  management. 

Display  men,  therefore,  are  putting  more  merchan- 
dise in  their  windows  and  are  spending  less  on  access- 
ories that  lend  themselves  to  a  strictly  artistic  display. 

Some  of  them  are  placing  the  merchandise  so  close  to 
the  windows  that  a  good  idea  can  be  had  of  it  from 
the  outside.  They  are  featuring  price  in  their  windows 
very  strongly,  realizing  that  it  has  a  strong  bearing  on 

the  majority  of  purchases  that  are  made  to-day.  Dis- 
play men  with  whom  we  have  talked  on  the  subject  say 

that  they  are  getting  good  results  from  this  changed 
policy  in  window  display. 
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Lower  Prices  and  Better  Selling 
Way  to  Bring  Back  Normal  Times 

Recommendations  of  Washington  Conference  for  the  Recovery   of  Business — Firms 
Increase  Business  Despite  Dull  Times — In  One  Instance  Cost    of    Product 

Reduced  50  Per  Cent. 

A  CONFERENCE  was  opened  in 
Washington  recently  with  the  ob- 

ject of  enquiring  into  the  volume 
and  distributing  of  unemployment,  to 
advise  upon  emergency  measures 
that  could  be  properly  taken  bv 
employers  and  local  authorities  and 
civic  bodies  and  to  consider  such  meas- 

ures as  would  tend  to  give  impulse  to 
the  recovery  of  business  and  commerce 
to  normal. 

Roy  Dickenson,  associate  editor  of 
"Printers  Ink"  was  a  member  of  the 
committee.  In  "Printers  Ink"  he  gives 
some  of  the  conclusions  arrived  at  and 
recommendations  made,  which  are 
equally  applicable  to  business  conditions 
in  Canada  as  to  those  in  the  United 
States. 

Mr.  Dickenson  was  appointed  to  the 

Manufacturers'  Committee  which  in- 
cluded Charles  M.  Schwab,  Samuel 

Gompers,  and  several  prominent  manu- 
facturers. 

Some  of  these  men  were  operating 
their  plants  one  or  two  davs  a  week. 
Others  not  at  all,  and  a  few  at  full 
time.  The  discussion  soon  resolved  it- 

self into  an  informative  debate  between 
two  distinct  schools  of  production  and 
merchandising,  the  two  labor  delegates, 
of  course,  arguing  against  any  horizon- 

tal and  general  cut  in  wages.  Wages, 
they  maintained,  were  merely  another 
name  for  purchasing  power.  Jackson 
Johnson,  of  the  International  Shoe 
Company,  for  example,  was  operating 
his  plant  at  full  production  capacity, 
employing  23,000  men  and  women  and 
doing  the  best  business  in  his  comH 

pany's  history.  He  was  of  the  decided 
opinion,  in  which  I  joined,  that  the  re- 

commendations then  adopted,  such  as 
rotation  of  jobs  and  putting  men  at 
work  to  improve  the  condition  of  the 
plant  when  they  had  ho  orders  for 
goods,  were  merely  supplementary  and 
of  little  fundamental  avail. 

Mr.  Johnson  had  reduced  the  price  of 
his  product  50  per  cent  by  savings  in 
overhead,  distribution,  and  increased 
plant  efficiency.  He  had  reduced  wages 
not  at  all.  He  believed  we  should  touch 
at  once  upon  one  of  the  fundamental 
causes  of  stagnation — high  prices.  Sell- 

ing at  current  replacement  costs  based 
upon  full  time  production,  not  on  a  two 
or  three  days  a  week  schedule,  urging 
all  manufacturers  and  retailers,  who 
have  not  already  done  so,  to  take  the  in- 

flation out  of  their  prices  all  at  once, 
not  by  piecemeal,  and  to  get  more  trade 
by  selling  at  a  price  the  consumer 
would  pav.  Those  were  the  things  some 
of  us  believed  would  do  more  than  any 
one    thing    to    .start    factories    running 

again.  The  consumer,  we  realized,  was 
the  man  who  not  only  fixed  prices  but 
when  they  strike  him  as  right,  by  his 
purchases  sets  the  wheels  of  industry 
in  motion  and  pays  both  labor  its  wages 
and  capital  its  dividend  rewards.  Mr. 
Johnson,  though  his  factory  is  over- 

sold several  months  in  advance,  is 
again  reducing  his  prices. 

Sub-Committee  Drafts  Resolution 

But  we  had  with  us  men  who  are  so 
far  away  from  their  consumers  that 
they  really  could  not  see  our  point  as 
we  did.  As  the  difference  in  view- 

point was  sincere  and  earnest,  a  sub- 
committee, consisting  of  Mr.  Johnson, 

chairman  of  the  International  Shoe  Co.; 
Mr.  Gompers  and  myself,  were  appoint- 

ed to  draft  a  resolution  embodying  our 
ideas  for  submission  to  the  entire  con- 

ference. Here  is  the  result  discussed 
and  changed  word  by  word  and  comma 
by  comma  but  finally  agreed  upon  un- 

animously by  the  full  committee: 

"Specific  methods  for  solution  of  our 
economic  problems  will  be  effective  on- 

ly so  far  as  they  are  applied  in  a  spirit 
of  patriotic  patience  on  the  part  of  all 
our  people. 

"During  the  period  of  drastic  econo- 
mic readjustment,  through  which  we 

are  now  passing,  the  continued  efforts 
of  anyone  to  profit  beyond  the  require- 

ments of  safe  business  practice  or  econ- 
omic consistency  should  be  condemned. 

One  of  the  important  obstacles  to  a  re- 
sumption of  normal  business  activity 

will  be  removed  as  prices  reach  replace- 
ment values  in  terms  of  efficient  pro- 

ducing and  distributing  cost  plus  rea- 
sonable profit. 

"We,  therefore,  strongly  urge  all 
manufacturers  and  wholesalers  who 
may  not  yet  have  adopted  this  policy  to 
do  so,  but  it  is  essential  to  the  success 
of  these  measures  when  put  into  effect 
that  retail  prices  shall  promptly  and 
fairly  reflect  the  price  adjustment  of  the 
producer,  manufacturer,  and  the  whole- 
saler. 

"When  these  principles  have  been  re- 
cognized and  the  recommendations 

complied  with,  we  are  confident  that 
the  public  will  increase  their  purchases, 
thereby  increasing  the  operations  of 
the  mills,  factories  and  transportation 
companies,  and  consequently  reducing 

the  number  of  unemployed." 
Making  The  Resolution  Effective 

The  recommendation  didn't  offer  a 
panacea,  and  touched  upon  only  one  of 
the  fundamental  causes.  The  above 
resolution  was  number  7  of  our  entire 
list.     The   other  six   I  consider  obvious 

and  temporary  measures.  This  one  I 
think  will  have  teeth. 

For  the  machinery  for  turning  it  in- 
to action  is  already  being  built  up  by 

Herbert  Hoover,  whose  action  in  other 
emergencies  proves  him  a  man  who 
knows  that  mere  resolutions  butter  no 
parsnips.  And  in  its  recognition  of 
the  final  consumer  as  the  key  man  to 

prosperity  the  statement  forms  a  fun- 
damental endorsement  of  advertising  as 

a  real  economic  force.  It  offers  a  direct 
challenge  to  those  industries  which 
have  continued  doing  business  on  the 
we- make-it-let-somebody-buy-it    basis. 

It  should  result  in  making  such  indus- 
tries search  for  their  final  consumer,  to 

sell  him  and  to  reach  him  by  consistent advertising. 

When  men  like  Wm.  C.  Proctor,  of 
Ivory  Soap,  H.  S.  Dennison,  of  the 
Dennison  Mfg.  Co.,  and  Jackson  John- 

son, all  advertisers,  could  point  to  100 

per  cent  employment,  it  was  an  en- 
dorsement of  the  merchandising  meth- 

ods of  which  advertising  is  so  impor- 
tant a  part  as  is  seldom  heard  by  men 

in  other  lines  of  industry  where  it  is 
not  used. 

What  will  be  the  results  of  a  state- 
ment like  the  above  on  prices?  What 

has  the  conference  accomplished?  Has 
it  put  one  man  back  at  work?  What  will 
it  mean  to  advertising?  These  are 

some  of  the  questions  I  have  been  ask- 

ed. 
Officials  and  Clubs  Urged  To  Work 

Remember  this  is  an  emergency  mea- 
sure only.  This  week  permanent  meas- 
ures such  as  how  to  turn  a  seasonable 

industry  into  a  twelve-month  business 
and  the  like  will  be  discussed.  But  on 
the  price  resolution  alone,  which  among 
the  other  emergency  measures  is  to  be 

passed  on  probably  by  Presidential  Pro- 
clamation to  the  Mayors  of  towns  and 

cities,  and  the  Rotary  Clubs,  Chambers 
of  Commerce  and  other  local  bodies  for 
action,  says  Mr.  Dickenson,  there  is  a 
business  principle  which  is  now  having 
wide  application  and  will  have  a  wider 
one.  Low  prices  made  possible  by  bet- 

ter merchandising  and  elimination  of 
waste   mean  more   trade. 

Under  the  name  of  "eulan"  a  new  pro- 
duct of  the  German  chemical  industry, 

has  been  placed  on  the  European  market. 
The  base  of  the  new  product  appears  to 
be  a  certain  yellow  dye,  known  as 
Martius  yellow,  the  use  of  which  it  is 
claimed,  will  render  wool   moth-proof. 
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More] Business  now  than  In  1914 
Penetang  Merchant  Says  Travellers  Who  Were 
On  the  Road  Prior  to  the  War  Admit  this  is  Case 

— Buying  Within  One's  Capital  —  Merchants 
Should  Stock  Staple  Lines 

DRY  GOODS  REVIEW  recently
  in- 

terviewed D.  A.  Lahey,  a  merchant 
who  has  been  in  general  business 

in  Penetang,  Ont.,  for  twenty-five  years, 
on  the  subject  of  present  trade  condi- 

tions. Mr.  Lahey  believes  that  there  is 
more  business  being  done  today  than  was 
done  prior  to  1914,  and  that  conditions 
on  the  whole  are  much  better.  The 
trouble  is  that  travellers  are  as  a  rule 
not  the  same  men  who  were  on  the  road 

seven  and  eight  years  ago.  They  only 
know  that  the  trade  is  not  buying  as 
much  as  it  did  two  years  ago.  Mr.  Lahey 
makes  it  a  point  to  discuss  buying  with 
men  who  sold  prior  to  the  war.  Almost 
without  exception  they  tell  him  that  they 
sell  more  than  they  did  at  that  time. 
The  manufacturer  and  the  retailer  do  not 
realize,  he  says,  that  people  are  only 
now  getting  a  sane  attitude  on  the  ques- 

tion of  value;.  Unless  the  buying  falls 
off  ten  or  twenty  per  cent,  there  is  no 
need  to  worry.  The  retailer  who  is  not 
doing  business  today,  is  the  one  who  is 
not  selling  goods  purchased  at  fall  prices. 

The  secret  of  business  lies  in  the  abil- 

ity to  buy  within  one's  capital.  The  man 
who  has  never  done  this  cannot  accustom 
himself  to  it  now.  The  retail  trade  should 
not  be  a  gamble  in  market  prices.  A 
merchant  who  wants  to  be  really  honest 
with  his  customers  and  with  himself, 
should  buy  what,  he  really  needs,  keeping 
always  within  his  capital.  The  man  who 
buys  because  of  prevailing  prices  alone, 
is  taking  too  big  a  chance. 

Mr.  Lahey  says  that  he  did  not  in- 
crease his  stock  twenty-five  per  cent  dur- 

ing war-time.  He  had,  therefore,  very 
little  to  lose  when  the  time  came  to 
sell  out  at  rock  bottom.  The  retailers  who 
suffered  most  of  all  were  the  specialty 
men.  Those  in  general  business  were,  as 
a  rule,  those  who  had  been  in  business 
for  years  and  knew  the  dangers  which 
good  times  were  likely  to  lead  them  into. 
But  they  were  enticed  into  spec- 

ialty lines  with  very  little  capital  and  it 
was  lack  of  initial  capital  which  was  the 
cause  of  most  of  the  failures  during  the 
last  year. 

There  are  more  people  asking  for  cre- 
dit this  fall  than  there  have  been  for 

many  years,  Mr.  Lahey  declares.  He  is 
not  discouraged  at  this.  He  says  that  it 
is  the  spirit  of  saving  for  bad  times 
which  has  gotten  hold  of  the  people. 
Women  especially,  are  inclined  to  save 
the  earnings  of  the  summer  for  the  day 
when  their  husbands  will  be  out  of  work. 
The  working  class  are  all  expecting  it, 
because  the  papers  and  their  employers 
talk  it.  Yet  in  many  cases,  when  credit  is 
refused,  these  people  will  cheerfully  pay 
cash.  It  is  just  the  general  selfishness  of 
the  times,  he  says.  Let  the  retailer  wait 
for  his  money  rather  than  have  the  cus- 

tomer run  chances.  A  surprising  number 

or*  people  have  small  bank  accounts  to- 

day, the  result  of  their  summer  savings 
against  the  prophesied  hard  times  this 
winter.  The  trade  should  welcome  this 
spirit  of  careful  buying,  says  Mr.  Lahey, 
because  it  is  the  surest  indication  of  a 

steady  market. 
Advocates  Staple  Lines  for  the  Fall 
Our  informant  thinks  retailers  should 

avoid  as  much  as  possible  plunging  into 
novelties.  They  have  their  place  in  keep- 

ing people  interested  but  depending  on 
them  for  quick  prifits,  is  relying 
on  market  fluctuations  rather  than  on 

the  wants  of  one's  customers.  Staple 
goods  are  the  merchant's  best  gamble. 
Even  the  children  nowadays  are  being 
taught  the  law  of  supply  and  demand. 
The  retailer,  only,  can  find  out  what  the 
demand  is. 

Those  who  have  studied  the  question  of 

"hard  times"  say  that  in  a  country  like 
Canada,  bad  business  conditions  can  on- 

ly be  temporary,  because  we  are  rich  in 
natural  products  and  have  a  people  who 
are  by  nature  thrifty  and  industrious. 
The  merchant  who  is  investing  his 
money  in  merchandise  which  is  indis- 

pensable to  ordinary  requirements,  is 
doing  his  share  toward  keeping  money 
in  circulation. 

Imprint  of  Truth 
On  Every  Page 

ONTARIO'S  Lieutenant-Governor, Col.  Henry  Cockshutt,  himself  an 
outstanding  success  as  a  business 

man,  paid  an  understanding  tribute  to 
the  business  papers  of  Canada  when 
speaking  at  a  luncheon  in  connection 
with  the  annual  meeting  of  the  Canadian 
National  Newspapers  and  Periodicals 
Association  at  the  King  Edward  Hotel, 
Toronto,  on  Thursday,  Nov.  10,  he 

said: — "I  am  especially  glad  to  be  with  you 
to-day  because  I  believe  that  the  influ- 

ence of  the  business  press  will  be  one 
of  the  most  important  factors  in  re- 

establishing business  conditions  in  Can- 
ada on  a  safe  and  sane  basis.  I  make  " 

distinction  between  the  business  news- 
papers and  the  daily  press  because  I  be- 

lieve that  your  papers — the  business 
newspapers  of  Canada — exert  a  greater 
influence  than  the  daily  preis  because  of 
the  greater  confidence  your  readers  have 
in  them.  People  read  the  daily  news- 

papers to  keep  abreast  of  the  general 
news  of  the  dav.  They  are  interested 
in  what  is  happening  around  them  and 
they  read  to  satisfy  their  desire  for  ex- 

citement or  interest  or  entertainment. 
What  they  read  in  the  daily  newspapers 
to-day  is  forgotten  tomorrow. 

"But  this  is  not  the  case  with  the  busi- 
ness newsnaner.  Business  men  need  the 

service    of   these    papers    in     the    con- 

duct of  their  everyday  business  life.  I 
have  noted  that  they  usually  have  a  busi- 

ness paper  or  two  in  their  pocket  when 
they  go  home  Saturday  night.  I  do  not 
say  that  they  read  them  on  Sunday,  that 
I  do  not  know,  but  I  do  know  that 
they  study  them  carefully,  and  that  a 
great  number  of  your  readers,  will  come 
to  their  business  on  Monday  morning 
with  some  clipping  from  your  paper  in 
their  pockets.  They  will  say  to  their 

associates,  'This  is  the  situation,  I  can 
show  it  to  you  in  this  clipping.'  For  that 
reason,  gentlemen,  I  say  that  yours  is 
the  greater  obligation,  because  you  are 
leaders,  because  you  are  helping  to 
build  up  the  business  fabric  of  the country. 

"You  should  be  very  careful  that 
everything  that  appears  in  your  columns 
bears  the  imprint  of  the  truth.  You 
must  be  sure  that  the  news  you  give  is 
correct  beyond  question,  because  there 
are  thousands  of  your  readers  ready  t^ 
set  their  business  course  by  the  news  and 
advice  you  give  them.  I  am  familiar  with 
a  good  many  of  your  publications  and  I 
can  personally  attest  to  their  high  char- 

acter. It  is  of  vital  importance  that 
this  high  character  should  be  maintain- 

ed, and  that  no  effort  should  be  spared 

to  give  in  your  columns  the  maximum  • service. 

"In  these  days  when  there  is  disorg^" 
ization,  dissension,  disruption  in  all 
walks — business,  politics  and  religion, 
there  is  a  great  place  for  the  business 
paper  to  bring  out  more  complete  in- 

formation, to  assist  in  making  us  all 
realize  we  must  work  for  a  common 
cause,  the  upbuilding  of  our  country. 
The  business  men  of  this  country  need 
your  assistance.  They  are  looking  to 
you  for  information  and  advice,  and  are 
expecting  it.  On  your  shoulders  there- 

fore perhaps  more  than  on  the  shoulders 
of  any  other  single  agency,  rests  the  ob- 

ligation to  meet  the  needs  of  these  try- 

ing days,  with  a  sane  and  sound  pre- 
sentation of  the  case  as  it  exists  at  the 

present  time,  a  presentation  free  from 
private  bias,  or  the  desire  to  serve  a 

popular  demand. 
"You  can,  and  I  believe  will  be  one  of 

the  largest  factors  in  helping  to  bring 
about  a  satisfactory  readjustment  of  the 

business  conditions  of  this  country." 
We  publish  Lieutenant-Governor  Col. 

Henry  Cockshutt's  talk  verbatim  because 
it  reflects  what  our  journal  stands  for. 
We  are  always  adding  one  more  link  to 
our  chain  of  service,  and  the  convention 
which  has  just  closed  was  really  a  gath- 

ering of  the  forces  to  discuss  ways  and 
means  of  improving  and  adding  to  our 
present  policy,  so  that  our  readers  could 
be  offered  only  authentic  and  valuable material. 

USEFULNESS  IS  KEY  TO  THE 
XMAS  TRADE 

Continued  from   page  32 

money  to  spend  and  are  prepared  to 
spend  it.  The  whole  tendency  of  the 
times  is  to  make  the  most  out  of  a  dol- 

lar in  the  merchandise  that  is  purchased 
and  in  the  character  of  the  merchandise 
itself. 
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The  Babson  Outlook,  1922 
Hopes  for  a  Turn  in  the  Tide  for  Better  Business 
Next  Year — Industries  First  Hit  Will  be  First 
to  Recover — Some  Not  Yet  Hit — Business  Cycle 

Explained 

AT  a  recent  luncheon  given 
 in 

Montreal,  Roger  W.  Babson, 
founder  and  head  of  the  Bab- 

son Statistical  Organization  of 
Wellesley  Hill,  Mass.,  gave  an 
address  in  which  he  outlined  the  busi- 

ness outlook  for  1922.  He  said  there 

were  twelve  spokes  in  the  business  cy- 
cle and  expressed  his  opinion  that  we 

were  now  at  the  sixth  which  is  that  peo- 
ple must  cut  down  living  expense;;,  fam- 

ilies double  up,  all  of  which  results  in 
declining  real  estate  prices.  This,  he 
says,  is  the  end  of  the  general  decHne 
and  improvement  usually  begim  at  this 
point  of  the  cycle. 

The  Business  Cycle 

1 — Every  cycle  begins  at  the  peak  of 
prosperity,  accompanied  by  large  prof- 

its  and  high  wages. 

2 — This  is  followed  by  a  period  of 

inefficiency,  accompanied  by  declin'ng 
bond  prices. 

3 — Next  is  a  period  of  di 'honest\ 
and  profiteering,  accompanied  bv  de- 

clining stock  prices. 

4 — Then  comes  the  periodical  crime 
wave  with  declining  commodity     prices. 

5 — Lack  of  confidence  is  then  every- 
where apparent,  which  results  in  gen- 

eral  unemployment. 

6 — People  must  then  cut  down  liv- 
ing expenses,  families  double  uo.  all  of 

which  results  in  declining  real  esi  ate 
prices.  This  is  the  end  of  the  general 
decline  and  improvement  usually  be 
gins   at  this   point  of  the  cycle. 

Improvement  Begins 

7 — Thrift  becomes  more  evident  and 
this  results  in  declining  infereit  rates, 
allowing  banks  to  loan  mon°y  to  start 
new  building  and  again  set  the  wheels 
of   industry  moving. 

8 — The  unemployment  period  always 
results  in  greater  efficiency,  which  is 
evident  at  this  point  in  the  cycle.  In- 

creasing bond  prices  are  noticeable  at 
this    time. 

9 — People  become  more  honest,  fair- 
er prices  are  asked  by  both  merchants 

and  labor.  We  get  a  dollar  in  value 
whether  buying  merchandise  or  labor, 
which  we  did  not  get  during  the  period 
of  prosperity. 

10 — Renewed  religious  interest  is 
now  evident,  resulting  in  restored  con- 

fidence, greater  buying  with  the 
strengthening  of  commodity  prices. 

11 — This  followed  by  great  activity  in 
all  lines,  with  labor   fully  employed. 

12 — The  cycle  has  been  completed; 
extravagance  and  waste  are  again  in 
evidence  with  high  money   rates. 

How   Industry  Was  Hit 

Mr.  Babson  stated  that  the  boot  and 

shoe  industry  was  the  first  to  be  hit  by 
the  buyers'  strike. 

Directly  after  people  stopped  buying 
shoes,  they  began  to  economize  on  all 
kinds  of  woolilen  and  cotton  goods  used 
in  their  homes  and  business  generally; 
the  first  merchant  to  feel  the  effects  of 
the  present  depression  was  the  retail 

clothing  dealer.  The  men's  clothing 
industry  was  hit  a  very  hard  blow 
early  in  the  depression  and  has  not  yet 
recovered.  If,  however,  we  have  a  cold 
winter  ahead  of  us,  there  will  very  likely 
be  a  clothing  shortage.  The  building 
of  factories  and  office  buildings  came 
to  an  abrupt  stop  last  fall.  For  some 
time  there  has  been  a  shortage  in  home?, 
but  not  till  a  few  months  ago  was  build- 

ing in  all  lines  greatly  contracted. 

Farm   Products   Prices 

A  year  ago  wheat  was  selling  at  $2.50 
a  bushel,  corn  at  $1.00  a  bushel,  and 
other  products  of  the  farm  at  corres- 

pondingly high  prices.  All  at  once  the 
crash  came  and  today  the  farmer  is  the 

b'uest  man  in  the  country.  Farm  pro- 
ducts were  the  eigh+h  great  industry  to 

be  hit  and  will  be  the  eighth  to /recover. 
The  next  industry  to  be  hit  was  iron 

and  steel.  The  prices  of  steel  products 
were  one  of  the  last  to  decline.  Steel 
prices  have  not  yet  hit  bottom.  There 
is  no  immediate  sign  of  recovery  in  the 
steel  industry;  machine  tools  and  allied 
interests  are  at  a  very  low  ebb,  with  no 

prospects    of   an    immediate    recovery. 

Even  worse  than  the  machinery  pro- 
ducts   is    the    shipping    industry. 

Better  Business  in  1922 

We  hope  that  there  will  be  a  turn  in 
the  tide  next  year,  but  there  is  no  sign 
of  it  at  present.  Of  course  it  is  wrong 
to  treat  all  industries  and  all  sections 
of  the  country  as  a  unit.  The  industries 
and  the  sections  of  the  country  which 
were  hit  first  will  be  the  first  to  recover, 
but  those  industries  and  sections  which 
were  last  to  be  hit  will  be  the  last  to 
recover.  Taking  all  industries  and  all 
sections  and  averaging  them  up,  we  hope 
the  corner  in  the  Babson  chart  cycle 
will  turn  some  time  next  year.  On  the 
other  hand  for  years  to  come  we  expect 
to  see  prices  find  new  low  points  in 
each  depression,  while  each  high  point 

of  the  periods  of  prosperity  will  be  low- 
er than   the   one    preceding. 

The  great  cycles  in  commodity  prices 
run  about  fifty  years.  This  country 
has  experienced  three  distinct  such  cy- 

cles. In  these  cycles  commodity  prices  go 

up  for  about  twenty  years  and  then  de- 
cline for  about  thirty  years.  This  means 

a  great  proportion  of  America's  busi- ness men  have  thus  far  experienced  only 
the  upward  movement.  The  man  who 
has  been  in  business  less  than  twenty 
years  knows  absolutely  nothing  of  the 
movement  that  this  country  is  going  to 

experience  during  the  next  ten  to  thirty 
years.  It  will  be  a  new  world  to  him 
and  a  new  language  to  him.  He  will 

be  obliged  to  do  business  under  con- 
ditions that  he  never  knew  were  pos- sible. 

Goren  Bros.,  furn'shing  store,  Fort 
William,  was  recently  robbed  of  $1,000 

worth  of  merchandise,  including  sweat- 
ers, mackinaws,  suits,  boots,  shirts  and 

underwear. 

SIGNS  NOTICED  IN  DETROIT  STORES 

In  every  department  of  one  store  where  a  big  blanket  sale  was  being held  the  following  sign  appeared: 

When  you   have  made  your  purchases  here,  go  up  to 
the  fourth  floor  and  see  the  most  gigantic  blanket  sale 

that  Detroit  has  ever  had. 

High  up  on  the  door-posts  of  each  entrance  of  another  store  were the  words: 

Thank  you. 

Where  every  clerk  could  see,  this  sign  was  placed  in  a  third  store: 

To  Employees: 
You  spend  more  time  in  the  store  than  you  do  in  your 

home.     Please  keep  it  as  clean. 

A   good  dodger  was: 

Big  news  Sunday! 
Watch  the  papers! 
Come  next  week! 
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THE  MARKETS  AT  A  GLANCE 
TRADE  KEEPS  in  very  good  step  with  the  weather 

-  and  Christmas  requirements.  The  first  blast  of 
Winter  which  came  early  in  the  month  was  ac- 

companied by  an  activity  in  business  that  was  very  grati- 
fying: the  demand  tor  merchandise  of  a  seasonable  char- 

acter indicated  that  retail  stocks  wore  cleared  up  in  such 
line-.  There  is  to-day  an  actual  scarcity  in  some  staple 
lines  of  merchandise,  due  to  this  spotty  condition  of 
trade.   For   husincss  is  spotty:    that   is   another  way   of 

ing  that  it  is  keeping  step  with  the  weather. 
Evidence  accumulate.-  that  retail  stocks  are  cleared  up. 

The  director  of  one  of  the  large  wholesale  houses  in 
Toronto  told  Dry  Goods  Review — and  we  hear  similar 
reports  from  many  other  source- — that  they  are  getting 
more  orders  by  mail  than  ever  before  and  that  the  last 
month  almost  reached  a  record  in  this  kind  of  husiness. 
There  is  one  other  development  of  the  trade  that  verifies 
this,  that  is.  that  placing  orders  for  Spring  and  Summer 
are  very  good  in  all  cotton  lines.  That  is  not  the  case  in 
other  lines  of  merchandise  that  are  moving  more  slowly 
and  have  not  heen  in  as  great  demand  from  the  retail 
trade.  Summer  stocks  sold  out  last  summer,  and  the 
retailer  is  making  preparations  for  another  season  by 
placing  for  legitimate  requirements. 

Woolen  Dress  Goods 

The  Fall  season  in  woolen  dress  goods  is  largely  over, 
it  has  heen  a  very  fair  one  indeed.  True  it  is  that  the 
demand  for  piece  goods  has  been  confined  to  two  or 
three  main  lines,  hut  the  demand  has  heen  heavy.  Many 
young  ladies  are  making  their  dresses  instead  of  buying 
them  ready  made.  One  of  the  specialty  houses  told  Dry 
Goods  Review  that  they  had  had  one  of  the  best  seasons 
in  their  history  but  that  75  per  cent,  of  the  demand  had 
been  confined  to  fancy  skirtings  and  velours,  with  bol- 
ivias  coming  in  verv  strong  third.  There  were  times  when 
they  were  unable  to  fill  orders  that  came  to  them  and 
had  to  scurry  about  for  merchandise.  Wholesale  houses 
have  also  done  very  well  on  these  lines. 

As  vet.  however,  there  is  very  little  placing  for  Spring 
and  there  are  wholesale  and  specialty  houses  that  have 
done  little  or  no  soliciting  for  Spring  business.  There  is 
still  some  uncertain) v  with  regard  to  prices.  Although 

tin'  I  bad  ford  market  has  shown  some  stiffening  durim^; 
the  lasl  month  or  two.  we  know  of  careful  buyers  in  this 
country  who  are  in, certain  about  the  future  and  are  con- 

servative in  their  commitments. 

Cotton  Wash  Goods 

In  flannelettes,  wrapperettes.  galateas,  prints  aii  i 
ginghams  there  has  been  some  very  good  business.  The 
weather  agnin  made  its  influence  feit  in  these  lines, 
particularly  the  two  former.  Wholesale  houses  are  well 
cleared  out  of  these  stocks  and  there  is  a  scarcity  of 
some  staple  lines  of  colored  wash  goods.  Orders  came 
in  so  quickly  that  some  of  the  houses  were  days  behind 
in  their  deliveries  and  were  unable  to  fill  some  orders 
at  all. 

In  this  line,  perhaps,  there  has  been  more  placing 
lone  for  Spring  than  any  other.  There  are  two  reasons 
for  it.  First,  there  is  a  general  feeling  of  certainty  with 

•  ;1  to  cotton  prices.  The  trade  feels  that  these  prices 
are  firm  and  can  be  relied  upon  with,  perhaps,  incon- 

sequential fluctuations.  Second,  stock-  ar<  clean  of  Sum- 
mer cotton  die--  goodfe.  Lasl  Summer  was  a  very  bright 

-not  in  business  in  organdies,  voiles,  ginghams  and  all 
other  cotton  dress  goods.  There  was  a  marked  scarcity  of 
this  kind  of  merchandise  and  retailers  all  over  the  coun- 

try finished  the  Summer  with  bare  shelves.  The  trade  is 
now  showing  confidence  in  future  business  and  prices 

by  placing  very  substantial  orders  for  Spring.  Whole- 
sale houses  are  in  receipt  of  information  from  converters 

that  repeat  orders  on  many  lines  will  be  at  higher  juices 
and1  they  are  seeking  to  properly  gauge  their  require- 

ments for  the  coming  season. 

Silks 

In  the  raw  silk  market  the  demands  from  the  hosiery 
and  knitted  goods  manufacturers  is  very  strong  and  this 
is,  perhaps,  the  reason  for  the  firmness  in  the  price,  a 
firmness  which  extends  even  to  the  piece  goods.  But  the 
demand  from  the  manufacturers  of  broad  silks  is  not 
strong.  There  is  said  to  be  a  scarcity  of  Japanese  piece 
goods  and  the  price  is  still  so  high  that  Canadian  buyers 
are  not  placing  very  heavy  orders.  With  the  advent  of 
the  new  Japanese  year  next  month  when  old  scores  are 
settled  and  all  debts  wiped  out  there  may  come  a  reces- 

sion in  the  price  of  piece  goods  and  buying  may  be 
more  active  than  it  is  at  the  present  time.  Wholesalers 

say  that,  if  this  happens,  there  is  a  fair  amount  of  busi- 
ness in  sight  because  they  believe  that  the  retailer  has 

little  stock  and  that  his  business  has  been  very  good.  If 
this  recession  in  price  does  not  come  next  month,  there 
will  probably  be  no  change  until  March.  Our  reports 
are  that  European  prices  are  holding  very  firm  with 
some  advances.    Spot  business  is  very  good. 

Homefurnishings 

In  lines  of  home  and  housefurnishings  there  has  been 
and  still  is  an  active  demand  for  selections  of  Christmas 
merchandise.  Comforters  and  fancy  pillows  are  being 
called  for  and  some  of  the  manufacturer's  are  unable  to 
fill  the  orders  they  are  getting  as  quickly  as  the  mer- 

chandise is  Avanted.  In  many  linen  lines  such  as  towels, 
runners,  handkerchiefs,  table  cloths  and  napkins,  doilies 
and  fancy  centre  pieces,  business  in  some  quarters  is 
exceedingly  brisk,  due  to  (lie  approach  of  the  Christmas 
season. 

The  introduction  of  sheer  handkerchief  linen  in  var- 
ious colors  for  use  in  making  lingerie  seems  to  have  met 

with  considerable  favour  among  the  trade.  Travellers 
who  have  been  handling  it  state  that  they  are  selling 
more  of  it  than  they  may  lie  able  to  supply. 

Accessory  Lines 

Christmas  and  the  social  season  are  responsible  for 
very  active  trading  in  many  of  the  accessory  lines. 
Medium  priced  evening  dresses  are  being  asked  for 
by  the  trade  in  quantities  and  for  delivery  impossible 
to  many  of  the  manufacturers.  Some  of  the  manufac- 

turers are  losing  money  because  they  are  unable  to  fill 
orders.  Trinket  accessory  lines  such  as  hair  ornaments, 
beads  and  fans  are  very  strong.  Cloves  are  selling  well. 
The  only  lines  not  in  strong  demand  are  the  staples. 
Manufacturers  are  behind  in  their  deliveries  of  hand 
hags  but  there  is  no  great  activity  in  other  lines.  The 
largest  shipment  of  German  toys  since  the  war,  so  it  is 
stated,  has  recently  arrived  in  Montreal  despite  ex- 

change, etc.  etc.  Canadian  toys  are  selling  very  well, 
and  there  is  a  good  deal  of  commendation  of  the  im- 

provements that  have  l)een  made  in  Canadian  wooden 
toys.  The  high-priced  mechanical  toys  are  not  in  such 
"real  demand  as  the  more  medium-priced  lines.  The 
demand  for  ivory  toilet  sets  is  said,  in  many  quarters, 
to  be  greater  than  last  year  and  there  is  noticeable  a 
revival  of  the  burnt  leather  goods. 
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Mailing  List  Through  Movie  Show 
D.A.  MacLeod  Firm  in  Calgary  Have  September  Morn  Celebration 
For  The  Boys — Give  Passes  to  Hundreds  of  Boys — Celebrate  17th. 
Anniversary — Some   of   The    Store   Principles — Working   With 

Clerks 

"  SEPTEMBER  MORN"  commented 
^^^  upon  and  parodied  in  so  many 
~ 'ways,  had  a  real  live  demonstra- 

tion in  Calgary  not  long  ago,  and  it  is 
doubtful  if  for  real  action,  tip-top  excite- 

ment, and  energy  expressing  itself  with 

a  capital  "E",  it  has  ever  been  surpassed. 
The  demonstration  was  given  by  eleven 
hundred  small  boys — in  as  many  fan- 

tastic shapes  and  angles  as  there  were 
boys — and  the  occasion  was  the  first 
Saturday  morning  after  the  opening  of 
school,  the  boys  gathering  in  front  of 
the  D.  A.  MacLeod  Clothing  store  at 
the  invitation  of  the  proprietor  to  see 
what  was  going  to  happen  this  time. 
The  fact  that  the  MacLeod  store  is  in 
the  habit  of  making  pretty  good  things 
happen  was  evidenced  by  the  number 

of  boys;  you  don't  get  the  ordinary 
small  boy  "going,"  these  days  for  noth- 

ing; in  fact  the  store  proprietor  who  can 
gain  the  confidence  of  the  sophisticated 
1921  boy,  who  is  always  on  the  look-out 

for  a  "frost,"  has  probably  accelerated 
his  business  in  more  respects  than  he 
knows  of,  for  even  Mother  and  Dad  have 

been  known  to  take  Sonny's  advice,  and 
if  a  certain  overcoat  has,  according  to 

the  boy's  mind,  to  be  bought  at  a  cer- 
tain store,  oftentimes  the  weary  parent, 

even  if  he  holds  a  diverse  opinion,  gives 
in  to  glet  rid  of  the  argument. 

This  particular  Saturday  morning  the 
boys  received  passes  to  the  Regent 
Theatre,  the  movie  house  putting  on  a 
specially  interesting  film  for  their  ben- 

efit. As  they  filed  in  one  of  the 
doors  of  the  big  MacLeod  store  and 
passed  out  the  other,  they  left  behind 
them  what  the  proprietor  wanted — a 
slip     with     their     name,     adc5ress,     age, 

.school  and  school  colors.  These  slips 

had  been  clipped  from  the  MacLeod  ad 

in  the  daily  papers  that  week  and  had 
been  prepared  at  home  by  the  boys,  so 
there  was  no  delay,  the  slip  being  ex- 

changed for  the  theatre  ticket,  and 
even  though  the  office  had  probably  one 
of  the  most  unique  files  on  exhibit,  with 
all  sorts  of  higgeldy-piggeldy  charac- 

ters chasing  themselves  into  the  cor- 
ners, smears  and  smudges,  and  all  kinds 

of  new  spelling — still,  it  was  a  file,  and 
a  complete  one  when  copied,  for  trust 
the  small  boy  to  get  his  own  house 
number  correct. 

A  Monthly  Letter 

The  first  of  every  month  each  boy  re- 
ceives a  little  loiter  from  Mr.  MacLeod — 

a  general  interest  letter  savoring  of 
school  sports  and  events,  and.  if  it  is 
foot-ball  season  for  instance  a  line  or 
two  regarding  the  wonderful  suits 
MacLeods  have  for  boys  which  are  guar- 

anteed to  withstand  t'ie  hardest  rougn 
and  tumble  tussle  that  can  be  put  on. 
Each  month  brings  its  own  interest  and 
its  own  special  advertisement,  and  so 
the  store  keeps  in  touch  with  the  boys. 

17th    Anniversary 

It  may  be  of  interest  to  note  here  that 
the  MacLeod  establishment  passed  its 
17th  anniversary  this  summer,  and  while 
seventeen  years  of  business  may  not  be 
an  unusual  record  for  the  east,  or  even 
1he  coast,  the  prairie  cities  have  been 
slower  to  form  business  connections, 
many  firms  coming  and  going  with  real 

estate  fluctuat'ons  etc.  Calgary  is 
therefore  proud  of  this  splendid  business 
which  cl-  ims   the    distinction    of    being 

the  largest  retail  men's  clothing  store 
west  of  Montreal.  The  local  papers 

carme  out  with  whole  anniversary  sec- 
tions in  August  when  the  seventeenth 

year  mark  was  passed,  in  which  the 

rise  of  the  business,  Mr.  MacLeod's  con- 
structive methods  of  salesmanship  ana 

the  large  staff  of  fifty  members  were 

all  splendidly  featured. 
To  anyone  interested  in  running  a 

clothing  business  D.  A.  McLeod's  ex- 
perience would  probably  be  of  value. 

He  lasided  in  Calgary  in  1904  with 
less  than  $200  capi'al,  rather  lonely,  un- 

decided where  to  locate,  and  with  noth- 
ing but  hard  work,  and  no  favors  before 

him.  Born  in  Bedeque,  Prince  Edward 

County,  P.E.I.,  "Dan"  MacLeod  early- 
showed  a  business  "turn"  and  a  shrewd 
boy's  mind,  and  when  as  a  lad,  he  went 
lo  Beer  Bros.,  Charlottctown  as  a  helper 
in  their  clothing  store,  he  neglected  to 
learn  nothing  that  would  be  of  value  to 
him.  He  was  generous  with  his  services 
and  his  time,  so  much  so  that  he  at- 

tracted the  attention  of  his  seniors,  and 

as  a  very  young  man — and  much  to  hi? 
own  surprise — he  was  sent  on  a  buying 
trip  to  Europe  for  the  firm. 

Feeling  however,  that  even  a  jun'or 
partnership  in  a  big  firm — which  posi- 

tion he  held — did  not  allow  scope  for 
enough  development  of  his  own  ideas 
the  young  man  struck  out  for  the  West 
deciding  on  Calgary  as  a  stopping  point, 

and  opening  h's  small  clothing  business 
in  a  modest  way  at  first.  The  store 
grew  with  the  city  and  in  the  first  five 
years  went  ahead  with  such  leaps  and 
bounds  that  a  branch  had  to  be  opened 
on  8th  Ave.  West.  The  expansion  has 
kept  pace  with  the  population,  till  today 

Boys'  Day  at  Macleod  Brothers'  Store,  Calgary. 
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this  wonderful  store,  with  its  well- 

manned  departments  is  one  of  the  "see- 
ing"   points   of    C.tlgary. 

Business  Principles 

And  D.  A.  McLeod  accounts  for  a 
large  measure  of  his  success  by  the  ad- 

herence to  certain  business  principles; 
first  and  almost  most  important  to  Know 
how  and  where  to  buy,  then  to  keep 
stocks  well  assorted  and  all  sizes  on 

hand;  then  to  sell  for  <ash  only,  "Better 
to  have  geods  on  your  shelves  than  jn 

your  books"  says  the  proprieter,  "credit 
is  the  ruinat'.on  of  business."  By  nev- 

er arguing  or  haggling  with  a  custo- 
mer, by  either  replacing  goods  or  re- 

funding money  you  are  sure  to  keep 
your  friends,  is  another  maxim  of  the 
store,  and  of  course  by  paying  strict  at- 

tention to  bus  ness  and  paying  all  bills 
promptly  or  by  notifying  the  creditor  if 
you  are  not  in  a  position  to  do  so. 

Clerks   Work   With    Him,   Not   For   Him 

Possibly  the  main  secret  of  the  Mc- 
Leod success  though,  if  an  outsider 

might  be  allowed  to  judge,  is  the  splen- 
did eo-opeiation  between  employees  and 

management.  The  proprietor's  axiom 
"DONT  LET  YOUR  CLERKS  WORK 
FOR  YOU:  LET  THEM  WORK  WITH 

YOU,"  ha3  assuredly  paid  dividends  in service  and  loyalty.  Mr.  McLeod  has 
worked  by  example  and  not  by  lecturing 
with  the  result  that  he  has  built  up  a 
wonderful  business  organization,  with 
the  head  of  each  department  as  keen  on 
its  success  as  though  it  were  his  sole 
property.  The  McLeo.-J  staff  feels  that 
the  personal  contact  between  the  head 
of  the  business  and  themselves  has  cre- 

ated confidence  and  sympathy;  they  feel 
that  the  management  wants  to  help 
them  to  become  better  salespeople,  that 
it  will  pay  them  more  as  soon  a 3  they 
earn  it,  and  that  eventually  it  will  help 
them  to  become    merchants    themselves. 

So,  even  to  the  casual  visitor  in  this 
huge  establistment,  th?  excellent  work- 

ing of  the  store  is  apparent;  there  are 
certainly  no  sluggards  there,  and 
prompt  service  is  the  order  of  the  day. 
Not  only  the  small  boy,  but  his  big  bro- 

ther, his  father  and  his  grandfather  are 
all  caterai  to,  and  it  is  a  rainy  day  in- 

deed when  the  advertising  manager,  Mr. 
Jack  MacLeod,  cannot  think  up  some 
new  "stunt"  wiich  will  appeal  to  at least  one  member  of  the  family.  A 
tailoring  establishment  is  the  latest  de- 

parture, and  it  is  in  process  of  instal- 
lation at  the  present  time.  What  the 

next  ten  years — making  it  the  27th  an- 
niversary for  the  McLeod  stores  will 

show — time  alone  will  reveal.  Ne  dless 
to  say  they  will  not  be  standing  still 
with  their  present  owner  at  the  helm. 
A  mail  order  system  is  also  one  of  this 
year's  departures,  and  possibly  for  all 
we  know — seeing  that  they  are  r.«ver 
cau'/ht  napping —  an  airplane  service 
and  a  wireless  may  follow. 
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Above  are  Howe  sample  dinvlwi  cards  drawn  by  F.  C.  Johnstone,  display  manager 
of  Delaheys  of  Pembroke,  Ontario. 

More  Advertising 
and  Hard  Work 

That  hard  work  and  more  advertising 
have  been  the  means  of  increasing  their 
business  month  after  month  during  the 
last  two  years  is  the  testimony  of  F. 
G.  Burns,  Manager  of  Winter  Bros., 
Halifax,  N.  S.  This  firm  started  in  busi- 

ness twelve  years  ago.  Two  and  a  half 
years  ago  they  were  visited  by  a  dis- 

astrous fire  which  necessitated  the  en- 
tire remodeling  of  the  store  and  the 

installation  of  entirely  new  fixtures.  Mr. 
Burns  says  these  fixtures  have  been  the 
means  of  making  many  sales  that  other- 

wise would  not  have  been  made.  They 
provide  a  constant  suggestion  to  the 
person  in  the  store  and  show  the  eoods 
off  to  much  better  advantage.  More- 

over, they  assist  the  clerk  to  give  the 
customer   an      immediate    and      compre- 

hensive selection  whether  it  be  in  hats, 
caps,  or  clothes.  Mr.  Burn.;  believes  that 
merchandise  shown  from  fixtures  ap- 

peals more  to  the  customer  than  if 
taken  out  of  boxes  or  drawers  where 
dust  accumulates  and  merchandise  has 

a  tendency  to  become  shop-worn  in  a 
very  short  time. 

More   Advertising 

The  Winter  Bros,  firm  are  doing  more 
advertising  now  than  they  have  been 
doing  during  the  last  two  years.  Mr. 
Bums  beHeves  that  now  is  the  time  to 
do  more  advertising  because  business 
is  harder  to  ge(  than  formerly.  He  is 
also  a  firm  believer  in  hard  work  and 
suggests  that  if  many  of  the  merchants 

who  are  talking  "hard  times"  would 
put  this  energy  into  their  work  there 
would  be  less  cause  for  complaint.  He 
says  he  worked  hard  for  a  full  year  to 

get  the  results  tha*  he  is  now  getting 
in  disposing  of  his  merchandise. 
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"Store  that  Deals  in  Friendliness" 
Methods  Followed  by  Duff  &  Son  of  Pembroke — Going  Warily 
On  New  Fixtures — Keeps  Close  Record  of  Stock  and  Sales — 

Using  "Movie"  Publicity — Keeping  Trade  at  Home 

DISARMING  criticism  and  opposi-
 

tion on  the  part  of  customers  who 
are  habitually  dissatisfied  is  one 

of  the  strong  points  of  the  service  ren- 
dered by  Duff  and  Son,  Clothiers  and 

Furnishers  of  Pembroke,  Ontario.  The 
slogan  of  the  store  emphasizes  the  idea, 
and  impresses  the  policy  of  the  firm 
through  press  and  personal  circulars 

upon  all  and  sundry.  "The  store  that 
deals  in  friendliness,"  is  how  it  runs, 
and  it  goes  without  saying  that  the 
only  way  to  obtain  friendship  is  to 

show  it  yourself,  and  everyone  will  ad- 
mit that  a  business  enterprise  can  cul- 

tivate the  friendly  spirit  just  as  much 
as  can  individuals. 

In  large  cities  where  much  of  the 
trade  done  by  the  average  store  is 
among  transients  or  passers  by,  the 
friendly  spirit  is  not  so  much  in  evi- 

dence for  the  simple  reason  that  four- 
fifths  of  the  clientele  are  not  habitual 
customers,  but  in  the  small  town  of 
six  or  eight  thousand  inhabitants,  the 
instinct  of  neighborliness  is  possibly 
held  in  higher  esteem  than  even  a  re- 

putation for  being  a  good  business  man. 

Where  everyone's  personal  history  is  a 
matter  of  common  knowledge  and  people 
have  grown  up  together,  the  habit  of 
being  friendly  becomes  second  nature 
and  is  an  incalculable  asset  to  the  retail- 

er as  years  go  by.  Sentiment  is  common- 
ly held  to  be  superfluous  in  business  re- 

lations, and  much  of  the  so-called  "per- 
sonal  interest"   shown   by  a  sales  force 

is  palpably  artificial  and  scarcely  sur- 
vives the  duration  of  an  ordinary  sale. 

Genuine  service  implies  friendship, 
which  is  a  very  real  form  of  sentiment, 
and  which  is  also  emphasized  by  the 

Duff  store  in  the  following  words,  "We 
have  no  claim  on  your  money  until  you 

are  satisfied." 

Gets  Customer's  View-point 
"We  are  not  so  modern  in  equipment 

perhaps  as  we  would  like  to  be,"  remark- 
ed Mr.  Duff  to  Dry  Goods  Review, 

"but  we  recognize  that  many  of  our  cus- 
tomers look  askance  upon  elaborate  fix- 

tures and  systems  of  business,  fearing 
that  any  such  innovations  savour  ibf 
high  prices  owing  to  increased  overhead 
expenses.  Our  store  is  therefore  ar- 

ranged with  due  regard  to  a  neat,  well- 
stocked  appearance  but  no  attempt  is 
made  to  introduce  the  latest  ideas  in 

equipment  for  this  reason."  But  al- 
though concession  is  made  to  this  feeling 

on  the  part  of  their  customers,  Duff  & 
Son  are  quick  to  avail  themselves  of  all 
the  most  up-to-date  forms  of  publicity 
and  methodical  records  for  the  better- 

ment of  their  long  established  business. 
Their  newspaper  publicity  is  tempered 
with  a  freshness  and  humor  that  is  al- 

together unusual  in  a  community  of  the 
size,  and  the  style  of  copy  would  be 
quite  acceptable  in  a  business  located 

in  any  large  city.  "Our  customers  like 
this  sort  of  publicity  and  it  certainly 

brings  good  results,"  explained  Mr.  Duff. 

Two  years  ago  the  business  was  trans- 
ferred to  its  present  location  and  a 

marked  change  in  its  policy  was  inaug- 
urated. Instead  of  being  modelled  on 

the  style  of  a  general  store,  its  owners 
decided  to  discontinue  any  but  men's 
wear  lines,  and  today  they  report  that 
business  with  them  has  shown  a  month- 

ly increase  in  sales  without  a  break  or 
interruption  since  the  change  took  place. 

Window   Displays   Emphasized 

No  sales  are  ever  held  in  the  store  of 

"Duffs  on  the  Corner"  as  it  is  familiarly 
called,  but  the  large  display  window  ia 
constantly  dressed  in  such  a  way  as  to 
attract  attention  from  every  passer  by. 
Each  year,  the  store  has  captured  a 
prize  for  the  best  window  in  a  certain 
nationally  advertised  line  of  shirts  ac- 

cording to  population  of  the  town,  and 
residents  of  Pembroke  are  justly  proud 
of  the  publicity  which  the  store  attains 
through  its  constant  effort  to  render 
service  equivalent  to  city  stores. 

Using   Movie  Publicity 

One  of  the  best  mediums  of  publicity, 
according  to  Mr.  Duff,  that  they  have 
employed  is  the  colored  slide  at  the 
movie  theatre.  With  an  attractive  illus- 

tration and  a  few  explanatory  words, 
their  name  is  kept  before  the  local  movie 
fans  at  every  performance  for  the  small 
sum  of  $2  a  week.  This  idea  results 

Continued  en  page  42 

An  effective  shirt  trim  that  won  a  prize  in  a  nationally  advertised  contest.  It  was  recently  featured  by  the  Duff  and 
Son  store  of  Pembroke,  Ontario.  This  window  was  said  to  be  the  best  for  the  population  of  the  town  of  any  sent  in. 
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Furs    as    Medium    of   Exchange 
Vanderhoof  Merchant  One  of  the  Pioneers  of 
Northern  Interior — Use  of  Dyed  Horse  Hair  for 
Embroidering  —  Splendid  Collection  of  Basket Work  from  Indians "I T  MUST  have  been  over  a  hundred 

wars  ago  that  the  Hudson  Bay 
Co.  introduced  to  the  Inuians  tne 

use  of  dyed  horse  hair  in  embroidering: 
their  ornamental  designs  on  their  moc- 

casins, and  clothing  general. y,"  said 
E.  Patterson  to  a  representative  of  Men's 
Wear  Review  when  he  was  examining 
a  multi-colored  display  of  this  unusual 
item.  Mr.  Patterson  who  conducts  a 

business  in  men's  wear  and  dry  goods 
in  Vanderhoof,  B.  C,  has  been  in  the 
northern  interior  since  1913.  During 
construction  on  the  G.  T.  P.  line  he  had 
a  similar  business  in  Skeena  City,  or 
Kitselas,  a  mushroom  city  that  sprang 
into  existence  on  an  island  in  the  Kitsel- 

as Canyon  where  the  freight  used  to  be 
portaged  from  the  boats  below  the  ra- 

pids to  those  plying  above  the  Hazelton 
and  points  further  north.  When  the 
linking  up  of  steel  made  river  freight- 

ing unnecessary,  the  little  city  of  tents 
and  log  houses  ceased  to  exist  and  now 

Mr  Patterson's  business — leas  pictur- 
esque and  much  less  arduous — takes  the 

form  of  selling  fine  drv  eoods  and  men's 
wear  and  ready-to-wear  to  the  prosper- 

ous interior  farming  community  around Vanderhoof. 

Furs  As  Exchange 
Where  the  Ontario  merchant  would 

trade  with  his  customers  and  take  eggs 
in  exchange,  for  butter,  the  trader  in 
the  northern  interior  will  take  furs,  moc- 

casins and  baskets  from  the  Indians 
to  as  great  an  extent  as  he  can  use 
them.  Almost  every  merchant  is  neces- 

sarily more  or  less  of  a  fur  trader.  Mr. 
Patterson  has  a  splendid  collection  of  the 
basket  work  of  the  Indians  in  that  dis- 

trict. He  is  a  keen  judge  of  all  this 
work,  having  traded  on  the  Naas  in  the 
Klondike  and  elsewhere  in  British  Col- 

umbia before  coming  to  the  Skeena  at 
the  time  of  the  construction. 

It  is  interesting  to  note  that  the  In- 
dians on  the  Queen  Charlotte  Islands 

had  mastered  the  art  of  fine  basket 

weaving  a  century  ago.  Small  speci- 
mens of  their  craft  command  prices  up 

to  a  hundred  dollars.  The  weaving  is 
done  under  water,  is  as  fine  as  the 
finest  panama  hat  and  the  decoration 
and  use  of  color  pigment  are  artistic  in 
the  extreme. 

4   section  of  Patterson's  Dry  Goods  and  Men's  Wear  Store,  Vanderhook,  B.  C. 

STORE  THAT  DEALS   IN 
FRIENDLINESS 

Continued  from  page  41 
more  satisfactorily  than  a  personal  cir- 

cular  according    to    the    senior    partner, 
and  will  be  continued  indefinitely. 

Mr.  Duff  believes  in  maintaining  a  sys- 
tematic record  of  all  the  sales  made  in 

clothing  by  the  store,  and  can  tell  at  a 
glance  at  the  end  of  the  month  or  the 

year  just  how  much  of  each  line  and 
how  many  sizes  were  sold.  Without 
this  guide  buying  of  new  stock  would 
be  much  more  difficult,  he  said,  because 
unless  a  record  is  kept,  a  retailer  has 
no  idea  of  how  much  profit  he  has  made 
at  the  close  of  a  season.  With  small 
town  customers  especially,  who  expect 
a  dollar  off  here  and  there,  or  something 
thrown  in  along  with  a  sale  of  any  sort, 

actual   net  profit  is   hard  to  reckon   un- 
less systematic  records  are  kept. 

Christmas  Gift  Table 

With  the  approach  of  Christmas,  Mr. 
Duff  is  planning  his  displays  with  an  eye 
to  the  needs  of  the  many  women  who 
patronize  his  store.  A  tableful  of  at- 

tractive merchandise  suitable  for  gifts, 
boxed  in  distinctive  boxes  bearing  the 
name  of  the  store  embossed  on  the  cov- 

ers, is  a  yearly  drawing  card  in  Dec- 
ember. Considerable  trade  is  done  with 

visitors  to  Pembroke,  since  the  store  is 
admirably  located  exactly  across  the 
street  from  one  of  the  leading  hotels 
and  its  windows  are  brilliantly  lighted 
as  soon  as  twilight  sets  in,  and  are 
irresistibly  inviting   to   inspect. 
Anticipating  spring  business,  Mr. 

Duff  believes  that  the  prevailing  tenden- 
cy will  be  to  buy  goods  as  needed,  per- 

haps three  or  four  times  instead  of  in  the 
old  way.  Conditions  in  his  opinion  are 
still  too  precarious  to  admit  of  alny 
other  form  of  doing  business. 

The  Duff  store  makes  it  a  practice  of 
keeping  the  latest  things  in  men's  at- 

tire as  well  as  the  merely  staple  ar- 
ticles. A  few  models  of  smart  wearing 

apparel  are  always  displayed,  so  that 
local  men  can  feel  assured  of  finding 
the  same  things  that  city  men  are  wear- 

ing. There  is  no  fear  of  trade  leaving 
town  when  this  policy  is  acted  upon, 
and  besides  it  has  a  beneficial  effect  in 
another  way,  namely  of  impressing  cus- 

tomers who  visit  Montreal  or  Toronto 
with  the  fact  that  their  own  local  cloth- 

ier is  up  to  the  minute  in  his  merchan- dise. 

Keep  Trade  in  Town 

The  merchant  in  the  small  town  finds 
it  imperative  to  keep  posted  on  current 
styles  and  conditions  in  the  various  mar- 

kets, both  through  reading  the  papers 
and  trade  publications.  His  customers 
look  to  him  to  act  as  their  guide  in 
things  sartorial,  and  if  he  is  not  sure 
of  what  to  advise,  he  is  losing  a  most 
valuable  opportunity.  In  the  case  of 
the  Duff  store  the  merchandise  is  picked 
with  the  one  idea  of  keeping  trade  in 
town,  and  is  judiciously  selected  to  ap- 

peal to  the  older  man  of  quiet  conser- 
vative tastes  as  .well  as  the  younger 

one  who  wants  something  "snappy." 
The  all-round  service  rendered  by  the 

firm  of  Duff  &  Son  is  thus  well  balanced 
in  all  its  branches,  and  it  is  a  matter  of 
satisfaction  to  the  proprietors  to  be 

able  to  anticipate  a  better  winter's  bus- 
iness than  last  year's,  which  is  not  un- reasonable in  face  of  the  remarkable 

growth  of  the  town  of-  Pembroke  year 

by  year.  With  no  unemployment  local- 
ly and  the  prospect  of  additional  manu- 

facturing plants  locating  there  this  year, 
Duff  &  Son  expect  to  surpass  all  their 
previous  records  for  business  during  the 
coming  winter. 

The  American  Tailors  store  has  re- 
cently been  opened  in  Glace  Bay,  N.  S., 

with  a  complete  line  of  men's  wear  and 
furnishings.  The  store  is  under  the 
management  of  L-   Gaum  of  Sydney. 
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Phonographs  in  a  Men's  Wear  Store F.  C.  McDiarmid  of  Carleton  Place  Finds  It  a  Paying  Line — 
Does  Not  Interfere  With  Other  Sales — Keeping  In  Touch  With 

the  Sporting  Element — Featuring  Christmas  Goods 

MEN'S  wear  and  phonographs  are not  frequently  found  side  by  side 
in  the  average  store  which  sets 

out  first  and  foremost  to  cater  to  mas- 
culine wants.  Side  lines  are  usual  of 

course,  in  every  store,  but  as  a  rule  con- 
form to  the  general  business  in  a  more 

or  less  definite  manner.  And  when  all  is 
said  and  done  there  is  no  logical  reason 
why  a  retailer  should  not  carry  in  stock 
some  particular  line  quite  apart  from 
the  ordinary  run  of  merchandise,  if  he 
finds  that  in  so  doing  neither  affects  the 
other  adversely,  and  can  be  combined 
and  handled  with  no  detriment  to  one 
or  the  other. 

In  the  F.  C.  McDiarmid  men's  wear 
store  of  Carleton  Place,  Ontario,  there 
is  abundant  evidence  of  the  success  of 
this  plan.  The  familiar  fox  terrier  greets 
the  visitor  to  the  store  on  the  plate  glass 
panel  of  the  entrance,  and  inside,  there 
is  posted  conspicuously  the  latest  bullet- 

in of  records  for  the  month.  At  the  back 
of  the  store,  apart  from  the  clothing 
and  collars  and  hosiery,  are  ranged  the 
different  models  of  phonographs  in  po- 

sitions inviting  the  playing  of  any  sel- 
ection which  a  customer  might  care  to 

hear.  Although  no  effort  is  ever  made 
to  make  a  sale  of  a  phonograph  to  cus- 

tomers who  come  into  the  store  for  the 
purpose  of  purchasing  clothing,  etc.,  yet 
it  often  happens  that  the  sound  of  a 
rousing  march  or  a  dreamy  waltz  will 
attract  visitors  in  the  store  to  the  rear, 
where  they  will  enquire  particulars 
about  the  machines. 

Does  Not  Interfere 

According  to  Mr.  McDiarmid  the  sell- 
ing of  the  phonographs  is  never  allowed 

to  overlap  or  encroach  upon  the  regular 
business  of  the  store,  but  is  primarily 
handled  because  the  proprietor  happens 
to  be  the  sole  agent  in  the  town  and 
also  because  he  admits  being  fond  of 
music  himself  and  enjoys  handling  his 
instruments  apart  from  any  profit  they 
bring. 

The  present  McDiarmid  business  dates 
back  as  long  as  sixty  years,  and  has 
seen  three  generations  of  proprietors, 
all  of  the  same  name.  Speaking  of  con- 

ditions in  Carleton  Place  to  a  staff  mem- 

ber of  Men's  Wear  Review,  Mr.  Mc- 
Diarmid explained  that  farming  trade 

originally  the  mainstay  of  the  town, 
but  since  the  development  of  the  many 
large  textile  and  other  industries  which 
have  located  there,  and  the  gradual  ab- 

sorption of  farm  trade  in  such  co-opera- 
tive ventures  as  the  United  Farmers  of 

Ontario,  the  bulk  of  local  business  is 
done  with  industrial  workers  and  busi- 

ness men,  who  require  merchandise  of 
the  better  sorts  and  are  willing  to  pay 
for  what   they  need     without   question. 

"The  Dawn  of  Shirt  Satisfaction"  furnished  the  theme  of  a  very  effective 
shirt  display  recently  arranged   by   F.   C-  McDiarmid  of   Carleton  Place, 
Ontario.  The  effect  of  the  sun  just  coining  upon  the  horizon  was  given  by  a 

powerful  arc  light  and  could  be  seen  from  a  considerable  distance. 

No  complaint  as  to  conditions  was  voic- 
ed by  Mr.  McDiarmid,  who  expressed 

himself  as  perfectly  satisfied  with  busi- 
ness in  general,  stating  that  they  not 

only  had  a  good  population  of  wage 
earners  to  draw  upon,  but  also  they  re- 

ceived orders  from  the  near  by  towns  as 

well,  and  had  no  cause  for  dissatisfac- 
tion whatever. 

Mr.  McDiarmid  has  found  it  advisable 

to  stock  the  highest  grades  of  the  dif- 
ferent lines  of  furnishings  and  can  dis- 

pose of  all  the  latest  models  in  sports 
clothes,  etc.,  to  the  local  members  of 
golf,  tennis  and  hockey  clubs,  which  are 
numerous  among  the  hundreds  of  em- 

ployees of  the  different  mills.  Business 
altogether  is  better  than  before  the  war, 
said  Mr.  McDiarmid,  and  scarcely  any 
store  finds  it  necessary  to  run  a  sale  to 
clear  out  merchandise  quickly.  Apart 
from  a  pre-inventory  sale  once  a  year 
and  an  annual  Dollar  Day  event  in  which 
all  the  local  stores  participate,  Carleton 
Place  stores  do  not  favour  the  holding 
of  sales,  nor  are  such  necessary  in  order 
to  promote  business. 

Gifts  for  One  Dollar 

In  response  to  an  enquiry  as  to  any 

special  methods  of  attracting  business 

which  has  proved  successful,  Mr.  McDiar- 
mid said  that  the  most  popular  plan 

they  had  ever  tried  was  in  featuring 
Christmas  gifts  each  year.  Their  plan 

is  to  fill  up  a  window  with  all  kinds  of 
seasonable  merchandise  nicely  boxed  and 

to  advertise  it  with  the  words  "Gifts  You 

Can  Buy  For  One  Dollar."  Gifts  at 
popular  prices  are  the  best  sellers,  year 

in  and  year  out,  according  to  Mr.  Mc- 
Diarmid, ^nd  both  women  and  mien 

take  advantage  of  the  display  thus  made 

to  purchase  sundry  sma'.l  items,  which 
suggest  themse.ves  by  the  showing. 
At  the  same  time  a  comprehen- 

sive list  of  Christmas  suggestions 
culled  from  the  contents  of  the  store  is 

hung  in  a  prominent  position  in  the 
store  all  through  December,  and  proves 
a  decided  assistance  to  women  in  search 
of  the  right  gift  for  husband,  father  or 
brother. 
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'Sell  and  Repent" 
Copyright 

BUTTERFIELD 
FABRICS 

  the  Ghoice  of 
the  Great  SMcyority^i 
WHY  shouldn't  Butterfield  Fabrics  still  be 

the  choice  of  the  great  majority? 

It  is  a  fact  that  Butterfield  Fabrics  have  been  of 

sterling  worth  and  uniform  quality  for  83  years. 

It  is  a  fact  that  the  House  of  Fred  Butterfield 

&  Co.,  Inc.,  has  always  been  faithful  to  the  Ten 
Commandments  of  fair  business  dealings. 

It  is  a  fact  that  all  Butterfield  representatives 

are  pledged  to  conscientiously  work  in  the  in- 
terest of  Butterfield  clients. 

With  such  a  platform  as  this,  why  shouldn't 
the  great  majority  of  merchants  re-elect  Butter- 

field Fabrics  time  and  time  again,  as  long  as 

they  continue  to  put  up  such  candidates  as 
Normandy  Fabrics,  Heatherbloom,  Pyramid 
Draperies,  Mohairs,  Linings,  Galateas,  Lingette, 
Percalines,  Poplins,  Sateens,  and  other  fabrics 
of  known  reputation. 

Always  at  your  service!  Ask  to 
have  our  representative  call. 

FRED  BUTTERFIELD  &  CO.,  INC. 
361-363  Broadway,  cor.  Franklin  St.,  New  York,  N.  Y. 

ESTABLISHED  1838 
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Tweeds  Are  Coming  Into  Their  Own 
New  York  Making  Big  Demands  for  English  Tweeds — Fall  Busi- 

ness Has  Been  Good  in  Fabrics — What  about  Suits  for  Spring? — 
The  Japanese  Silk  Market  Unconvincing — Spring  Novelties 

THE  ENGLISH  fashion  for  tweeds 
has  at  last  taken  hold  in  America. 
New  York  women  are  ordering 

suits  and  coats  of  it  almost  to  the  exclu- 
sion of  everything  else.  When  whispers 

were  heard  during  early  summer  to  the 
effect  that  tweeds  would  be  the  strong- 

est woolen  fabric  this  fall,  Dry  Goods 
Review  was  informed  by  reliable  im- 

porters that  the  Canadian  market  would 
not  be  ready  until  midwinter.  This  has 
proved  correct.  Most  wholesale  houses 
ordered  a  good  supply  of  tweeds  for  fall 
but  though  the  trade  placed  sample  ord- 

ers for  them  these  were  not  followed  up 
to  any  extent.  The  same  woolen  houses 
now  give  as  their  opinion,  that  beginning 
with  the  New  Year  there  will  be  a  big 
opportunity  for  tweeds  in  this  country. 

It  is  yet  hard  to  say  just  what  the  buy- 
ing power  will  be  next  spring  in  any  line. 

One  of  the  largest  wholesale  houses  in 
Toronto  says  that  they  have  not  had  one 
order  placed  for  woolen  fabrics  yet.  Fall 
business  has  kept  up  so  well  that  they 
are  not  at  all  downhearted.  Cotton  fab- 

rics on  the  other  hand  are  asked  for  al- 
ready. All  kinds  of  wash  goods  particu- 

larly cotton  voiles  are  wanted. 

Will  Next  Spring  be  a  Suit  Season 

Last  Spring  the  buyer  for  one  depart- 
ment store  was  discouraged  with  the 

suiting  business.  He  informed  Dry 
Goods     Review     that   this     fall     would 

mean  a  return  to  suits.  So  far  he  has 

disposed  of  so  little  of  his  suiting  ma- 
terials that  he  now  has  little  hope  of 

selling  them  at  the  present  price.  He 
and  others  are  even  inclined  to  doubt 
the  future  of  this  garment  for  next 
spring.  Outside  of  the  demand  for  the 
mannish  tweeds  they  see  no  prospects. 

Probably  the  plain  piece-dyed  goods,  es- 
pecially tricotines  and  velours,  are 

doomed  to  go. 

Fancy  skirtings  are  still  selling  well. 
They  are  even  made  up  in  velvets  and 
though  the  prices  of  the  latter  are  very 
high  (ten  to  twelve  dollars  a  yard  re- 

tail) there   is  a  brisk  demand  for  them. 

Silk   Market   Still   Uncertain 

A  silk  specialty  house  in  Toronto  in- 
forms Dry  Goods  Review  that  the 

present  conditions  in  Japan  are  far  from 
convincing.  Each  day  brings  different 

reports.  Sometimes  it  is  "market  dull" 
again  "business  active"  and  as  to  prices 
— they  vary  from  cables  announcing 
slight  advances  to  those  telling  of  big 
reductions.  The  general  result  so  far 
is  to  keep  prices  more  or  less  steady  in 
this  country. 

The  order  in  which  silk  goods  are  sell- 
ing is:  cantons,  crepe  de  chines,  georg- 

ettes followed  by  duchesse  satin  and 
paillettes.  Charmeuse  has  picked  up 
during  the  last  month. 

The  demand  for  cheaper  blouses  than 
in  other  seasons  is  responsible  for  the 
sudden  call  for  crepe  de  chine. 

During  a  recent  visit  to  the  American 
border,  our  representative  was  told  by 

several  prominent  stores  that  the  plac- 
ing of  quantities  of  black  goods  of  any 

description  on  the  counter  along  with 

colors,  often  proved  harmful  to  the  lat- 
ter. At  a  sale,  the  cheapest  black  fab- 

ric would  sell  and  good  materials  in 
colors  would  remain.  This  is  not  so  in 
Canada.  Black  is  by  all  means  the 
strongest  but  almost  all  the  other  shades, 
particularly  the  bright  ones,  are  bought 
in  encouraging  quantities. 

The  two  fabrics  which  are  wanted  for 

evening  dresses  this  winter  are  shot  taf- 
feta and  crepe  charmeuse.  The  metallic 

materials  in  rose,  silver  and  gold  are 
asked  for  too  but  wholesale  houses  in 
Toronto  have  not  stocked  them.  They 
can  be  obtained  as  a  rule  only  by  im- 

porting direct. 
Velvets  are  probably  the  safest  mater- 

ial for  the  retailer  who  lays  in  a  small 

stock  to  buy  in  the  fabric  market.  These 

are  certain  for  both  afternoon  and  even- 
ing wear  and  the  prices  are  particularly 

favorable. 

Spring  Novelties 
There  is  an  oriental  shantung  which  is 

promised  to  please  early  buyers.     Rose 
Continued  on  page  49 

Above  U  a  Fall  display  of  dresses  and  fabrics  shown  by  G.  B.  Ryan  and  Company  of  Owen  Sound,  Ontario.  This  was 
one  of  the  opening  windows.  Ryans  make  a  practice  of  holding  their  openings  in  the  evening  when  the  housewife  is 
iaorc  at  leisure  to  inspect  the  new  offerings  for  Fall  and  Winter.  The  showcard  announces  this  fact.  A  feature  of 
their  evening  performance  is  music  rendered  by  the  London    harpers. 
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"Home  Sewing  Week"  Helps  Fabrics How  the  Home  Sewing  Week  is  Conducted  and  What  Its  Pur- 
poses Are — Wise  Publicity  Can  Appeal  to  the  Thrift  Tendency 

Of  the  Housewife — Linking  Up  Other  Departments  with  Event 

DRESS  goods  departments  in  many 
stores  have  recorded  increased 
volume  of  sales  lately  owing  to  the 

holding  of  special  "home  sewing  weeks," 
which  have  in  every  case  resulted  with 
great  success  to  both  department  and 
store.  In  two  specific  instances  which 
have  come  to  the  notice  of  Dry  Goods 
Review,  sales  in  dress  goods,  both  wool- 

lens and  silks,  have  doubled  since  the 
inauguration  of  a  special  campaign  of 
this  description. 

The  object  behind  the  holding  of  an 
event  of  this  nature  is  threefold.  First, 
interest  in  the  fabrics  themselves  and 
their  uses  is  stimulated,  second,  the 
economy  of  home  dressmaking  encour- 

ages the  purchase  of  material  which 
would  not  otherwise  be  considered;  and 
third,  many  other  lines  affiliated  to 
dress  fabrics  receive  a  healthy  stimu- 

lus likewise,  during  the  event,  since 
yardage  goods  are  dependent  upon  no- 

tions and  small  wares  for  their  best  ef- 
fect. 

Advance  Publicity 

In  one  of  the  cases  mentioned,  the 
home  sewing  event  was  widely  advertis- 

ed during  the  week  preceding-  in  the 
local  papers,  and  its  purpose  was  thus 

explained  by  the  store's  ad  man.  "A 
Special  Event  Planned  To  Help  Our  Cus- 

tomers In  Their  Fall  Savings  Campaign. 
Home  sewing  week  which  begins  at  this 
store  on  Monday  next,  brings  within 
reach  of  your  needle-point  more  frocks, 
suits,  coats  and  other  garments,  at  big 
savings.  It  is  designed  especially  to 
actuate  desire  to  possess  a  lovely  Fall 
wardrobe  fashioned  by  your  own  hands. 
Your  garment  will  be  cut  free  of  charge 
from  a  pattern  and  material  purchased 
in  our  woollen  or  silk  sections,  and  as- 

sortments of  silks,  woollens,  cottons  for 
suit,  coats,  linings  and  dresses.  Trim- 

mings and  notions  are  all  here  to  en- 
courage the  beginner  in  her  Fall  saving. 

We  have  secured  the  services  of  a  thor- 
oughly competent  dressmaker  to  assist 

our  customers  in  choosing  patterns  and 
give  instructions  in  cutting.  If  you  so 
desire,  we  will  cut  the  garment  accord- 

ing to  the  pattern  you  purchase,  and 
deliver  the  same- — fitting  and  finishing 

to  be  done  by  yourself." 
This  comprehensive  and  attractive  ad- 

vertisement closed  with  a  list  of  items 

which  "will  appeal  to  the  home  sewer." 
A  charming  dress  of  fine  navy  blue 

serge  can  be  made  by  you  for  $10. 

"A  pretty  dress  of  fine  all  wool  navy 
Tricotine,  made  by  you  for  $15. 

"A  luxuriously  rich  dress  of  navy  or 
black  Duchess  Messaline.  for  $10." 

And  as  mieht  be  expected,  the  store 
featured  a  dozen  or  more  attractive  of- 
ferines  of  coatings,  suitings  and  dress 
fabrics  especially  priced  for  the  event, 
to   encourage    the     ambitious     beginner 

in    (ire  ismaking    to   attempt      something 
beyond  the   simple  blouse  or  waist. 

This  particular  event  proved  so  suc- 
cessful that  it  was  continued  for  two 

entire  weeks,  during  which  the  volume 
of  sales  was  more  than  doubled  in  both 
yardage  goods  and  patterns.  According 
to  the  department  manager,  through 
whose  ingenuity  the  event  was  planned, 
there  were  many  interesting  features 
about  the  "Week"  which  merit  a  word 
of  description. 

A  Record  Which  Proved  Valuable 

"We  placed  the  cutting  table  in  a  stra- 
tegic position  in  the  centre  of  the  yard- 

age goods  section,"  he  explained,  "and 
we  provided  the  dress-maker  with  a 
large  book  in  which  exact  records  were 
kept  of  each  garment  purchased  and 
cut  out.  First,  all  orders  were  number- 

ed numerically  in  the  first  column,  then 
the  customer's  name  and  address  were 
entered.  Next  came  the  number  of  the 
sales  clerk  who  made  the  sale,  the  size 
of  the  pattern  purchased,  its  number, 
and  price,  and  an  entry  as  to  whether  it 

was  paid  for  or  charged.  Then  the  kind' of  material  was  recorded  and  the  amount 
of  the  sale  for  material  alone,  and  the 
date  the  sale  occurred  completed  each 
individual  entry.  I  might  say  that  at  the 
close  of  the  fortnight  we  were  able  to 
analyse  the  result  of  the  event  with 
ease  owing  to  this  record.  Our  remits 
were  entirely  satisfactory,  the  yardage 
goods  and  patterns  selling  exactly  fifty 
per  cent  over  the  usual  amounts  and 
showing  signs  of  keeping  up  their  in- 

creased volume  for  some  time  after- 

ward." 
Children's    Garments    in    Demand 

The  majority  of  customers,  who  con- 
sulted the  dressmaker,  selected  dress 

materials  and  coatings  for  children,  ac- 
cording to  the  store,  but  a  great  number 

merely  came  to  her  for  advice  on  how 
to  finish  and  trim  garments  when  com- 

pleted. They  also  showed  the  greatest 
eag-erncs  to  have  her  advise  them  as  to 
what  type  of  pattern  to  select,  confess- 

ing their  inability  to  decide  on  what 
was  most  becoming  to  their  particular 

type. 
The  Importance  of  a  Good   Dressmaker 

"We  were  fortunate  in  the  selection 

of  the  dressmaker  we  employed,"  con- 
tinued the  department  manager  in 

question,  "because  the  greatest  difficulty 
a  store  has  to  contend  with  in  running  a 
sewing  week  of  this  sort  is  in  finding 
a  dressmaker  who  is  really  qualified  to 

act  in  this  capacity.  She  mu-it  not  only 
be  an  expert  seamstress  and  fully  fam- 

iliar with  the  details  of  cutting,  basting 
and  fitting,  but  must  be  able  to  advise 

on  what  is  fashionable  and  becoming." 

At  the  same  time  she  must  not  forget 

the  stores'  own  position  in  the  event.  A 
woman  who  answers  to  all  the  above  re- 

quirements is  next  to  impossible  to  find, 
as  she  is  alwas  too  busy  herself  to  con- 

sider being  hired  temporarily,  but  in 

any  case,  it  pays  to  obtain  the  best  ser- 
vices available,  for  upon  the  quality  of 

service  rendered,  the  success  of  the 

event    depends." 
Follow  Printed  Directions 

"Another  minor  point  to  remember  in 
connection  with  such  weeks,  is  the  fact 

that  materials  must  be  cut  out  according 
to  the  directions  upon  the  pattern,  so 

that  in  case  the  customer  returns  with  a 

complaint  that  something  has  gone 

wrong  the  store  is  fully  protected  by  the 

pattern  directions.  The  proviso  is  al- 
ways made  that  the  cutting  will  be  done 

according  to  pattern  directions  only,  and 

it  is  for  the  customer  to  decide  just  how 

the  garment  is  to  be  cut  and  made  In 

our  case,  we  had  no  complaints  of  this 

nature  at  all,  but  I  know  of  stores  which 

have  had  to  make  good  on  purchases  de- 
clared unsatisfactory  by  customers  who 

have  had  their  garments  cut  out  as  the 

dressmaker    thought    best    herself." 
Notions  Receive  Attention 

During  the  period  during  which  the 

sewing  weeks  were  featured  in  this  store 

equal  emphasis  was  placed  upon  notions 
and  accessories  and  the  windows  of  the 

store  weire  attractively  dressed  with 

quantities  of  small  items  including  hooks 

and  eyes,  snaps,  pins,  needles,  threads, 

beltings,  buttons,  and  braids,  all  of  which 

were  displayed  in  pretty  baskets  in 

symmetrical  rows  creating  anl  arrest- 
ing effect  from  the  street. 

Featuring  the  Sewing  Machine 

In  another  store  which  also  tried  out 

the  home  sewing  idea  with  success,  an 

effective  window  display  was  featured  in 

which  an  electrically  run  sewing-machine 

was  placed  in  the  window  beside  which 

a  wax  figure  was  seated,  apparently 

busily  occupied  in  stitching  a  hem  on  a 

length  of  checked  gingham  which  was 

made  circular  so  as  to  revolve  contin- 

uously. Quantities  of  patterns  were  ar- 

ranged about  the  window  and  bolts  of 

materials  with  the  requisite  "findings" 

grouped  about  them.  The  whole  at
- 

mosphere of  the  window  suggested  ideas 

for  making  smart  little  frocks  or 

blouses  at  very  little  cost. 

If  there  is  a  dearth  of  good  dressmak-
 

ers in  a  town,  it  will  be  very  difficult  to 

promote  the  sale  of  materials  for  eve
n- 

ing gowns  or  very  elaborate  afternoon 
costumes,  for  few  women  will  feel  able 
to  undertake  the  making  of  an  expensive 

Continued   on  page   49 
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Dressmaking  Helps  Fabric  Sales 
R.  S.  Brown  Co.,  of  Collingwood,  Have  Increased  Fabric  Sales  Twenty  Per  Cent,  by 

Adding  Dressmaking  Department — Helping    Along    Other    Departments — 
Specializing  on  Renovations — Moderate  Prices  Charged 

A  DRESSMAKING  department 
 in 

connection  with  a  general  store 

has  many  devotees  and  many  op- 
ponents. It  is  a  branch  in  which  some 

retailers  have  failed.  Yet  Dry  Goods 
Review  has  found  a  Canadian  firm, 

which,  after  a  trial  of  two  years,  be- 
lieves that  its  dressmaking  venture  has 

increased  the  turnover  of  three  depart- 
ments. Fabrics  have  increased  twenty 

per  cent,  trimmings  and  novelties  fifty 

per  cent,  and  notions  and  findings  thir- 
ty-five per  cent. 

The  store  which  has  made  such  a  suc- 
cess of  its  dressmaking  department  is 

the  R.  S.  Brown  Company  of  Colling- 
wood. The  principal  reason  for  estab- 
lishing the  branch  was  to  speed  up  the 

sales  of  fabrics.  Since  ready  to  wears 
have  taken  so  prominent  a  part  in  retail 
trade,  piece  goods  have  declined  rather 
alarmingly  and  many  stores  have  found 
it  difficult  to  get  a  turnover  which  war- 

rants the  keeping  of  a  good  range.  The 
Brown  store  takes  the  view  however, 
that  women  who  want  exclusive  designs 
are  still  having  their  clothes  made  by 
dressmakers  but  usually  go  to  the  larg- 

er cities  for  their  work.  This  they  be- 
lieve is  because  they  cannot  obtain 

first-class  dressmakers  in  the  average 
towns.  They,  therefore,  procured  the 
services  of  a  modiste  who  has  had  years 
of  experience  in  the  best  class  of  dress- 
making. 

Customers  Not  Restricted  to  Brown 

Company's     Goods 
It  was  not  thought  advisable  to  give 

dressmaking  privileges  to  only  those 
customers  who  bought  their  fabrics, 
findings  and  trim/mings  in  this  store. 
This  method,  it  is  claimed,  often  antag- 

onizes prospective  buyers.  The  aim 
was  to  make  the  fabric  department  so 
attractive  that  women  would  buy  what 
they  wanted  in  that  store.  The  trim- 

mings were  left  to  the  ingenuity  of  the 

forelady  and  it  was  found  that  custom- 
ers were  willing  to  accept  her  sugges- 

tions in  this  line.  The  notions  sold  of 
themselves  for  the  simple  reason  that  it 
is  easier  to  buy  close  at  hand  than  to  go 

ther  stores. 

The  manager  of  the  store  is  of  the 
opinion  that  where  a  department  of  this 
kind  has  been  placed  on  a  good  founda- 

tion and  the  type  of  work  turned  out  is 
known  to  meet  with  approval,  it  is 

times  wise  to  restrict  the  buying 
of  fabrics  and  trimmings  to  the  store 

rned  but  care  should  always  be 
taken  that  the  lines  are  as  good  or  even 
better  than  can  be  obtained  elsewhere. 
He  told  of  one  merchant  who  gave  a  ten 
per  cent  reduction  on  the  cost  of  making 

where   materials  were  purchased  in   the 
store. 

Prices   Moderate 

Though  this  department  now  pays  for 
itself,  it  is  not  always  wise  to  expect  it 
to  do  so  for  the  first  year.  A  checking 

system  should  be  made  on  all  the  de- 
partments directly  affected  by  it  and 

profits   based  on  their  returns. 
Even  though  it  is  declared  by  the 

Brown  store  that  the  service  offered  is 

of  the  highest  grade,  prices  are  reason- 
able. Charges  are  as  follows:  g-owns 

and  dresses,  twelve  to  sixteen  dollars; 
suits,  fifteen  to  eighteen;  coats,  fifteen 
dollars. 

The  business  which  is  done  in  out- 

sizes  alone  wan-ants  the  keeping  up  of 
work.  Stout  women  and  those  who  are 

very  tall  or  extremely  short  welcome  the 
department. 

The  best  feature  of  all  is  the  fact 

that  women  realize  a  chance  for  ingen- 
uity in  having  their  clothes  made.  In 

a  town  the  size  of  Collingwood,  it  is  ab- 
solutely necessary  that  a  dressmaker 

guarantee  she  will  not  make  two  de- 
signs alike. 

There  are  always  seven  girls  engaged 
in  the  work  and  sometimes  this  increas- 

es to  eight  or  ten.  Miss  G.  Matthews, 
the  lady  in  charge,  says  that  she  can 
make  the  work  give  profitable  returns 
if  she  keeps  twelve  orders  ahead  all  the 
time. 

There  are  many  customers  who  pre- 
fer to  buy  ready  to  wear  clothes  but  like 

to  have  these  made  over  later.  This 
phase  of  the  work  has  shown  itself  more 
and   more   during   the   last   ten    months 

when  the  public  adopted  the  policy  of 

buying'  only  what  they  needed.  Miss 
Matthews  plans  to  specialize  in  it  this 
winter.  She  says,  however,  that  there 
are  pitfalls  to  be  avoided  in  establishing 

a  renovation  branch.  Customers  ai-e 
very  much  inclined  to  think  that  their 

old  garments  are  in  much  better  con- 
dition than  they  really  are,  and  in  that 

way  make  it  very  difficult  for  the  de- 
signer. She  therefore  will  not  accept 

garments  until  they  have  been  thorough- 
ly cleaned  and  sterilized.   This  ensures: 

(1)  Sanitary  working  conditions,  a 
pleasure  for  both  the  customer  and  the 
workers. 

(2)  The  saving  of  much  time — ripping 
and  cleaning  is  the  work  of  a  specialist 
and  not  of  a  dressmaker. 

(3)  The  display  of  new  fabrics  and 
the  discovery  of  useless  materials  before 
the  proposed  garment  is  placed  in  the 

department's  hands.  The  customer  knows 
exactly  what  to  expect  in  the  made-over 
article. 

This  work,  Miss  Matthews  says,  will 
sell  many  new  pieces  of  material  as  well 

as  findings  and  notions.  The  combina- 
tion dresses  so  much  in  vogue  just  now 

will  be  made  up  more  often,  new  mater- 
ial being  combined  with   the  old. 

It  is  claimed  that  many  sales  are 
made  in  lines  not  directly  connected. 
Women  buy  colored  shoes  to  match  their 
new  gowns,  they  purchase  or  order 
gloves  and  stockings  during  the  course 
of  the  making  of  their  clothes  and  all 
kinds  of  accessories  such  as  veils,  beads 

and  flowers  are  bought  before  the  gar- 
ment  is   completed. 

Many  a  retailer  knows  that  there  is  an  increased  demand  for  piece  goods  this 
fall,  one  reason  being  that  many  young  ladies  are  making  their  own  dresses 
because  of  their  simplicity.  And  with  this  growing  demand,  one  sees  more 

frequently  some    beautiful   display   work  in   the   windows. 
Above  is  a  fall  display  arranged  by  W.  C.  Willoughby  of  Robinson  MacBean 

of  Moose  Jaw,  Saskatchewan. 
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1!) Want  Good  Merchandise  Cheap 
So  Says  Manager  of  Detroit  Store  to  Dry  Goods 
Review — Only  Way  to  Get  Business  is  By  Sales 
— Methods   of   Making    Quick    Turnover — Buy 

Close  and  in  Large  Quantities 

are  shown.  One  of  these  is  called  ;i 

Toddle  cloth,  it  comes  in  green,  rose,  he- 
lio  and  the   whole  blue   range. 

Printed  voiles  which  were  received 

rather  late  last  season  will  be  the  favor- 
ite among  the  fancy  fabrics1.  It  is  es- 

timated that  printers  in  the  United 
States  have  bought  print  cloths  to  the 
extent  of  three  hundred  thousand  pieces. 

DETROIT  people  are  only 
 willing 

to  shop  this  fall  when  there  are 
sales.  Regular  prices  do  not  in. 

.  terest  them,"  says  J.  Macdonald  of  the 
Crowley-Milner  department  store  in  De- 

troit to  Dry  Goods  Review.  "Our  cus- 
tomers have  money  but  they  want  value 

for  it.  In  fifteen  years'  experience.  I 
have  never  found  conditions  like  the 
present.  The  man  who  stays  awake  at 
nights  thinking  of  methods  which  will 
attract  interest,  is  the  only  one  who  has 

a  good  outlook  for  this  winter." 
Mr.  Macdonald  is  manager  of  the  silk 

and  cotton  dress  goods'  department.  He 
has  done  the  buying  as  well  for  manv 

years-  This  year  he-  says  that  he  finds 
it  very  necessary  to  give  thought  and 
time  to  every  yard  of  material  that  he 

brings  into  his  store.  "We  are  fortunate 
that  this  is  a  big  season  for  dress 

goods,"  he  says.  "Women  are  making 
their  dresses  at  home  to  a  surprising  ex- 

tent. One  family  bought  enough  material 
for  twelve  dresses  at  our  sale  this  week 
and  these  were  people  who  had  not 
bought  any  but  ready  to  wear  clothes  fov 
years.  Yet  I  doubt  if  they  would  have 

bought  a  yard  at  regular  prices." 

People  Want  Good  Merchandise  Cheap 
This  store  has  discovered  that  women 

do  not  want  cheap  materials.  They  are 
as  hard  to  dispose  of  a?  the  most  ex- 

pensive. The  public  has  learned  how 
to  shop  keenly.  Most  women  are  in  the 
position  of  the  man  who,  having  lost  a 
fortune,  will  not  be  satisfied  with  any- 

thing but  the  best  because  his  tastes  are 
cultivated  in  that  direction.  Women  who 
wore  cotton  blouses  seven  years  ago, 
bought  crepe  de  chine  ones  during  the 
war  and  now  are  looking  for  crepe 

blouses  at  the  price  of  cotton  ones.  "I 
buy  only  good  material  and  I  try  to  get 
my  profit  by  buying  close  and  in  large 
quantities.  Then  I  announce  a  sale  and 

am  satisfied  with  a  small  mark-up." 
His  Recent  Sale 

There  was  a  sale  of  this  kind  on  dur- 
ing the  recent  visit  paid  to  Detroit  bv 

Dry  Goods  Review.  In  less  than  half 
an  hour  it  was  noticed  that  a  whole 
counter  was  cleared  of  duchesse  satin 
and  another  of  black  taffeta  was  almost 

disposed:  of.  Crowds  filled  the  ahles 
and  every  clerk  was  busy.  Our  repre- 

sentative asked  Mr.  Macdonald  how  this 
was  done  at  a  time  when  the  general 

complaint  is  that  people  are  not  shop- 
ping. "They  know  that  they  are  getting 

the  be^t  value  there  is  for  their  money 

when  they  buy  here,"  he  declared. 
He   then  showed   the   prices   at   which 

he  was  offering  his  goods.     They  were: 
canton  crepe,  (both  satin  faced  and  crene 
back),    duchesse    satin,   heavy    crepe    de 
chine,   all   the  satin   materials   and     the 

novelty  silks — one  dollar  and  eighty-sev- 
en cents  a  yard;  messalines,  taffetas, 

light-weight  crepe  de  chines,  georgette 
and  silk  linings — ninety-seven  cents  a 

yard. "Many  of  these  materials  we  lose  mon- 
ey on  but  others  bring  us  a  profit  and 

we  find  that  offering  them  all  at  the 

same  price  is  the  only  way  to  get  busi- 
ness. Detroit  is  offering  more  sale^ 

than  ever  in  its  history  and  every 
woman  goes  to  every  sale  before  she 

buys." 
Reduces    Buying   Lines  That   Are   Rising 

The  safest  method  for  a  buyer  this 
fall  declares  Mr.  MacDonald,  it  to  buy 
as  little  of  the  materia's  which  are  rising 
in  price  as  he  possibly  can,  without 
di  ipleasing  his  customers.  Cotton  goods 
have  shown  a  tendency  to  go  up  during 
the  last  month.  He  therefore  has  re- 

stricted his  cotton  linings  because  the 
public  will  not  believe  that  a  material 

which  sells  for  forty-five  cents  th1'"  week 
should  be  fifty  cents  next  week.  More- 

over it  is  easier  to  sell  silk  linings  now- 

adays than  cotton.  "Let  the  public  have 
what  it  wants." 

HOME  SEW  IN  (J    WEEK 

(Continued  from  page  47) 

garment  themselves.  If  a  store  cannot 

secure  the  service-,  of  a  really  compet- 
ent dressmaker,  either  to  work  in  the  de- 

partment or  in  co-operation  outside  the 
store,  it  is  by  all  means  best  to  confine 
the  object  of  the  event  to  promoting  the 

sale  of  wash  goods,  children's  clothes and    blouse  or   underwear    materials. 
All  these  things  can  be  made  by  any 

woman  by  the  aid  of  a  good  pattern,  and 
if  the  idea  is  attractively  presented  and 
backed  up  by  a  well  stocked  department 
in  which  really  worthwhile  merchandise 
is  plentifully  displayed,  the  results  of  a 
home  sewing  week  campaign  will  more 
than  reward  the  store  which  undertakes 

it. 

TWEEDS  ARE  COMING 

(Continue:!  from  page   46) 

and  champagne  are  the  best  colors  in 
these.  Plain  clothes  for  jumper  dresses, 
which  will  be  in  demand  more  than  ever, 

The  management  of  the  Turnbull  Com- 
pany, Peterborough,  Ont.,  were  hosts  at 

a  banquet  tendered  their  entire  store 
staff  on  October  31.  With  the  wives  and 
husbands  of  the  staff  there  were  nearly 

sixty  present.  An  address  was  after- 
wards given  by  Mr.  Petitte,  an  expert 

representing  the  Economy  Service  of 
New  York,  on  store  efficiency  and  sales- 

manship. Two  reels  of  moving  pictures 
followed.  They  illustrated  the  chain  of 
circumstances  involved  in  the  incorrect 
reckoning  of  a  sales  check  and  the  dif- 

ferent attitude  of  mind  of  two  clerks  to- 
ward their  employers. 

I 

The  Vogue  for  sports'  materials  has  even  spread  to  velvets.  The  ones  illustrated 
are  two  of  a  range  shown  by  the  Belding  Corticelli  Company,  Toronto.  The  texture 
is  especially  good.  The  one  on  the  left  comes  in  three  colors.  The  other  is  in  grey 

and  blue. 
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An  important  new  development  in 

Canada's  rapidly  growing  Silk  Industry is  announced  to  the   Canadian    Trade 

SOME  one  said  the  other  day  that  the  Silk  Industry  of  Canada  reminded  him 
of  the  absent  minded  professor  who  dressed  himself  immaculately  for  an 

afternoon  walk,  went  out  on  the  street,  and  was  only  reminded  by  someone 
treading  on  his  bare  toes  that  he  had  forgotten  to  put  on  his  shoes  and  socks ! 
Meaning  that  the  Canadian  Silk  Industry  is  to-day  in  the  position  of  having  at- 

tained great  proportions  but  with  a  great  weakness  "down  at  the  foot",  namely 
the  absence  of  a  Canadian  Industry  devoted  expertly  to  the  dyeing  and  finishing 
of  silks,  natural  and  artificial,  in  the  skein  or  in  the  piece. 

The  Guaranty  Dyeing  and  Finishing  Co.,  Limited,  is  now  operating 
and  believes  that  it  will  adequately  meet  the  requirements. 

Situated  on  the  banks  of  the  old  Welland  Canal  at  St.  Cathar- 

ines, Ont.,  in  a  section  where  atmosphere  conditions  are  spec- 
ally  favorable,  we  have  established  our  industry  and  are  al- 

ready operating  successfully. 

The  Canadian  Silk  business  needs  the  flexibility  and  ready 
adaptation  to  changing  colour  demands  which  expert  dyeing 
and  finishing  service  such  as  ours  can  give  it.  Silk  throwing 
and  weaving  on  an  important  scale  is  impossible  in  Canada 

without  this  specialized  service.  Thus,  in  asking  for  your  or- 
ders, we  want  you  to  appreciate  with  us,  the  important  service 

we  are  seeking  to  render  in  Canada,  that  of  rounding  out  our 

Silk  Industry  so  that  in  time  it  may  be  as  self-contained  as  it  is 
to-day  in  Switzerland,  Japan  and  the  United  States. 

Permit  us  to  introduce  our  personalities: 

Mr.  Benjamin  S.  Griffin,  President  and  Gen- 
eral Manager,  is  widely  known  to  the  Canadian 

Silk  Trade.  Has  been  a  "silk  man"  all  his  life 
with  a  long  early  training  in  the  great  silk 
centres,  experienced  in  business  for  himself  in 
the  United  States,  the  founder  of  the  first  U.  S. 
Fownes  Glove  Co.  plant,  for  silk  gloves  at 
Amsterdam  and  founder  of  the  silk  glove  in- 

dustry in  Canada. 

Mr.  Frank  W.  Kreuger,  a  man  in  his  early  thir- 
ties with  fifteen  years'  training  in  important 

laboratories  in  the  large  silk  centres;  several 

years'  experience  in  dyehouse  plants  in  U.  S. 
and  Canada  with  an  international  reputation 
as  a  leader  in  modern  dyeing  practice. 

Frank  W.  Kreuger 
General  Superintendent 

Benjamin  S.  Griffin 
President  and  General  Manager 

W.  Gordon  McGhie 
Secretary  Treasurer 

Mr.  W.  Gordon  McGhie,  Secretary  Treasurer,  a 
trained  business  executive  and  master  of  the 
routing  and  recording  services  necessary  for 
the  smooth  execution  of  orders. 
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The  Guaranty  Dyeing  and  Finishing  Co.,  Ltd. 

with  unusual  skill  and  experience,  guaran- 
tees satisfaction  to  the  Canadian  Silk  Trade 

WE  ARE  fully  alive  to  the  requirements  of  the  Canadian   Silk  Trade.     We 
how  much  stronger  the  position  of  the  Canadian  importer  would  be  if  he 
buy  heavily  in  the  greige  and  have  his  goods  dyed  and  finished  as  required 

importation.     We  know  that  much  the  same  thing  ap- 

plies to  the  manufacturer — who  could  have  his  greige 
skeins  or  manufactured  goods  dyed  and  finished   as 

required.     We  know  this  flexibility  in  marketing  con- 
ditions in  Canada  is  wanted  and  we  can  and  will  give 

it.     We  will  be  the  "right-hand-man"  to  the  hosiery 
and  underwear  manufacturer,  the  broad  silk  jobber, 
the    neckwear    and    braid    manufacturer    or    whoever 

needs  dyeing  and  finishing  from  the  greige — or  wants 

to  turn  "off  colour"  silks  into  re-dyes  and  so  into  money. 

Our  Service  will  include  the  Dyeing 
and  Finishing  of: 

Broad  silks.  Georgettes. 

Piece  goods.  Crepe-de-Chine. 
Jersey  cloth.  Canton  crepe. 
Tricolette.  Wash  satin. 

Habutai.  Charmeuse. 

Chiffons.  Crepe  satin. 

Hosiery — in  silk,  or  silk  and  cotton. 
Artificial  Silk  in  the  Skein. 

Pure  Dyes  in  the  Skein. 

Skein  Weighting,  etc.,  etc. 

know 

could 

after 

Our  Service 
We  are  prepared  to  dye  to  standard  American 
card  shades  or  as  per  sample.  Our  equipment 
is  modern  and  complete — for  instance,  we  have 
installed  one  of  the  largest  and  most  modern 
Permutit  Water  Softener  Systems  in  Canada 
which  absolutely  ensures  water  of  zero  soft- 

ness. Our  workmanship  is  guaranteed  and  our 
service  will  be  prompt  so  as  to  encourage  small 
trial  orders  to  become  bigger  ones.  Our  dyes 
are  the  best  that  money  can  buy  and  all  are 
tested  and  analyzed  before  use.  We  are  "on 
our  toes"  to  give  you  the  service  you  want when  you  want  it. 

Will   you   try   us?   Correspondence   invited. 

Ziwfc. 

k^f  — 7^S 
j-^* 

GUARANTY  DYEING  AND  FINISHING  CO. 
LIMITED 

Head  Office  and  Works  St.  Catharines,  Ontario 
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Opening  a  Sixth  Store  at  Meaford 
F.  T.  Hill  Co.  Operating  Five  Other  Stores  in  Ontario  Towns — General  Store  Run  on 

Department  Basis — Stresses  Ready  To  Wear — Big  Opportunity  for  Fur  Trade 
In  Smaller  Towns — Millinery  Department  is  Already  Paying. 

OPENING  a  store  in  a  town  where 

other  retailers  have  been  establish- 

ed so  long:  that  they  can  call  every 
customer  by  name,  is  considered  a  rather 
dangerous  venture.  It  seems  however,  to 
be  cne  that  is  being  overcome  by  the  F. 
T.  Hill  Company.  They  have  stores  at  the 
following  towns  in  Ontario;  Markdale, 
Orangeville,  Alliston,  Highgate  and 
Tara  and  have  just  opened  another  at 
Meaford.  Each  of  the  stores  so  far  is 
running  independently  and  paying  in  a 
very  satisfactory  manner.  The  secret 
seems  to  be  in  the  high  standard  of  store 
which   they  operate. 

The  new  Meaford  store  is  particularly 
good  in  appearance  because  of  its  win- 

dow space.  Its  situation  on  a  corner  of 
the  main  street  and  its  four  windows 
have  already  made  it  a  landmark  in  the 
town.  The  people  of  Meaford  are  proud 
of  it  and  that  means  something  to  a 
new  store.  In  fact  they  are  already 
informing  strangers  that  the  metal  work 
in  the  windows  is  said  to  be  the  best  in 
Ontario.  A  store  that  can  bring  people 
to  its  doors  because  they  want  to  see 
what  everyone  else  is  speaking  of,  has 
laid  a  good  foundation  for  future  busi- 
ness. 

A  General  Store  On  a  Departmental 
Basis 

This  store  has  all  the  lines  which  are 
usually  carried  by  general  stores  in  the 
smaller  towns  but  every  department  is 
run  as  it  is  in  regular  department  stores, 
that  is,  separate  accounts  are  kept  for 

each.  Groceries,  boots  and  shoes,  men's 
furnishings,  women's  ready  to  wear  and 
millinery  are  carried. 

The  Hill  Company  placed  each  depart- 
ment under  the  charge  of  men  and  wo- 

men who  are  known  in  the  town  or  who 
have  had  years  of  experience  in  the  line. 

The  ready-to-wear  department  for  exam- 
ple is  carried  on  under  the  direction  of 

Mrs.  W.  Stephen?  who  has  established 
a  large  clientele  through  former  busi- 

ness connections  in  Meaford.  The  mil- 
linery department  is  in  charge  of  Miss  L. 

Fuller,  who  has  been  in  the  millinery 
business  in  the  Maritime  Provinces,  in 
Toronto  and  in  Meaford.  There  is  every 
reason  to  expect  that  these  departments 
will  succeed,  for,  business  recently  has 
been  very  brisk  in  spite  nt  the  fact  that 
the  full  range  of  stock  has  not  yet  been 
placed. 

Selling  Ready  To  We<r  And  Furs 

Like  most  progressive  stores  in  Cana- 
dian towns,  the  Hill  store  has  stressed 

the  ready-to-wear  department  in  partic- 
ular.    It  is  situated  on  the  second  floor 

and  in  a  place  which  receives  plenty  of 
light.  The  fixtures  are  excellent,  then. 
is  no  crowding  and  extra  fittings  in  the 
way  of  rugs  and  cozy  chairs  have  not 
been  spared. 

This  firm  did  not  make  the   common 
mistake      of    believing      that        business 
should  commence  on  the  first  day.  Dur. 

ing  the   three  days   of  the   opening-  tht 
whole   town   of  Meaford  was   invited   ti 

inspect  the  goods  offered.     This  method 
did  bring  in  a  surprising  amount  of  busi 
ness.     A  range  of    New    York    gowns, 
suits    and    coats    was    obtained    and      sc 
pleased  were  the  people  with  these  that 
many  sold  on  the  first  day.  A  represent- 

ative from  Dry  Goods  Review  was  showr 
over  the  stock.     It  was  as  complete  as 
one  could  wisn  for  any  up-to-date  realdy 
to  wear  department  and  the  prices  wen 
such  as  would  inspire  confidence  in  new 
customers.       Furs     were     carried     as    a 

branch  of  the  ready-to-wear  department. 
Mrs.    Stephens    is    of   the   opinion     that 
there  is  a  big  field  for  the  merchant  in 
the    smaller   towns   who      is   willing     to 
spend  time  and  money  in  furs.  It  is  not 

wise  she  says  to  st'eck  very  many  of  the 
Hudson  seal  coats  and  other  high  priced 
furs  and  it  is  in  fact  not  necessary  as 

many  customers  like  to  order  from  sam- 
ples.    Marmot  and  plucked  beaver  coats 

on  the  other  hand  will  sell  very  readily 
in  districts  where  there  is  much  winter 
driving. 

Millinery    Department     Already    Paying 

When  Miss  Fuller  came  to  the  Hill 

f  irm,  she  brought  with  her,  her  own  Mea- 
ford stock  and  her  own  Meaford  experi- 

ence. This  is  particularly  valuable  in 
starting  a  millinery  department,  because 
hats  are  subject  to  the  whims  and  tastes 
of  a  locality  to  a  great  extent.  Miss 
Fuller  says  it  is  better  for  a  milliner  in 
a  town  with  less  than  two  thousand  peo- 

ple, to  apply  her  energies  to  hats  which 
range  in  price  from  four  to  twelve  dol- 

lars rather  than  more  expensive  ones. 
The  turnover  for  hats  at  these  prices  is 
always  large  enough  to  make  it  worth 
while.  Hats  at  fifteen  and  twenty  dol- 

lars should  be  carried  but  there  are  al- 
ways breakers  ahead  for  the  milliner 

who    specializes    in    them. 

She  says  that  she  has  found  hand-made 
hats  less  expensive  than  the  trimmed 
ones  which  cpn  be  procured  at  the  whole- 

sale houses  because  in  a  town  the  size 
of  Meaford  there  is  alwavs  sufficient 
time  on  hand  to  make  them  in  the  store. 
It  is  not  a  wise  plan  to  dismiss  trimmers 
whenever  the  season  is  slow  aid  their 

time  can  be  well  emploved  at  mnkine- 
hats.  She  has  also  found  that  buying  a 

great    many    pattern    hats    is    not   wise. 

Rarely  are  these  taken  without  altera- 
tions, often  so  extensive  that  the  origin- 

al hat  has  been  completely  destroyed. 
Moreover  there  is  not  enough  demand 
for  copies  of  these  to  warrant  stocking 
more  than  a  half  dozen  each  season. 
Making  rather  than  buying  does  not 

apply  to  children's  hats.  Individuality 
is  not  required  to  a  very  great  extent  in 
this  line  and  it  is  therefore  better  to 
obtain  a  good  range  and  sell  them 
rather  close. 

The  two  season  millinery  business  still 
stands  to  some  extent  in  the  smaller 
towns,  Dry  Goods  Review  was  informed, 
but  a  little  patience,  good  window  dis- 

plays and  attractive  millinery  will  bring 
business  all  the  year  round  to  an  ener- 

getic milliner. 

Exclusiveness 
Has  Built  Up 

Large  Trade 
Parisian  Millinery  Co.,  Halifax,  Has 

Novel  Ideas 

In  the  last  issue  of  Dry  Goods  Review 
we  showed  a  picture  of  the  Parisian  Mil- 

linery Co.,  show  room,  Barrington  street, 
Halifax.  By  some  mistake  a  picture  of 
H.  G.  Webber  who  is  connected  with  this 
firm  was  shown  on  another  page  of  the 
issue  over  the  name  of  Emanuel  Jen- 

sen of  the  firm  of  Neilson  &  Mills, 

Spring  Garden  Road.  This  mistake  is 

regretted. 
One  of  the  merchandising  features  in 

connection  with  this  store  from  which 
a  good  deal  of  advertising  is  the  result 
is  in  connection  with  the  periodical  visits 

of  theatrical  stock  companies  to  Halifax. 
This  store  equips  many  of  the  members 
of  the  company  with  their  stage  hats. 
This  is  advertised  on  the  theatre  pro- 

gram and  though  the  hats  are  returned 
to  the  Parisian  company,  they  are  not 
put  back  in  stock  but  put  away  to  be 

cleaned  and  cleared  out  at  great  reduc- 
tions later  in  the  season. 

Feature  Foreign  Goods 
Nothing  from  Canadian  or  United 

States  sources  is  to  be  found  in  this 
millinery  establishment.  They  aim  at 
exclusiveness;  consequently  only  English 
and  French  creations  are  to  be  found 

here.  In  this  way,  trade  has  been  de- 
veloped outside  of  the  city;  as  a  matter 

of  fact  they  state  that  they  do  more 
business  out  of  Halifax  than  in  it. 

People  all  over  the  maritime  provinces 
(Continued  on  page  63) 
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Millinery  and  Footwear  in  Paris 
All  Shapes  Fashionable  Provided  They  Go  Deep  Down  the  Fore- 

head— Travelling    Hats,    Everyday    Hats,    and    Dressy    Hats 
Described — Irregular  Brim  for  Bridesmaid — Novelty  Footwear 

PARIS,    October    1921 

AS  ANNOUNCED  in  my  last  let- ter, I  will  tell  you  today  about 
Winter  Millinery  and  Winter  Foot- 
wear, two  items  of  toilet  which  are  very 

important  as  a  real  elegante  is  known 
by  her  hats,  and  her  footwear. 

Winter  Millinery 

It  would  be  a  very  difficult  matter  to 
give  precise  information  on  this  subject, 
as  almost  all  shapes  are  fashionable,  pro- 

vided they  go  deep  down  on  the  forehead, 
which  is  almost  entirely  covered.  The 
hair  that  shows  is  on  each  side,  in  curled 
locks.  I  might  divide  this  subject  into 
three  kinds : 

1.  Traveling  hats,  that  are  also  worn 
for  morning  errands.  These  of  course 
are  practical,  able  to  stand  any  rough 
treatment.  They  are  often  made  of  oil- 

skin, embroidered  with  wool,  very  thin, 
and  worked  in  tiny  loops,  to  give  a  mossy 
appearance.  These  hats  are  berets,  very 
supple,  and  may  either  be  regularly  em- 

broidered, or  have  designs  which  are 
rather  original. 

For  ladies  who  object  to  oilskin,  vel- 
vet is  used,  and  there  again  we  have 

berets,  with  point  de  chainette  embroid- 
ery. As  a  ru'le  the  material  is  dark: 

black,  navy,  brown,  and  the  embroidery 
is  showy:  green,  red,  etc. 

2.  Hats  for  everyday  wear,  which  are 
more  dressy,  generally  made  of  velvet, 
or  felt.  This  Winter's  felt  hats  are  most- 

ly hairy  felt  (melusine  kind)  and  very 
often,  while  the  brims  are  hairy,  the 
crown  is  made  of  silky  felt.  This  is  ra- 

ther fashionable,  and  has  even  found 
its  way  to  the  half  mourning  Dept. 

3.  Dressy  hats,  suitable  for  Sunday 
wear,  and  for  all  fashionable  events. 
These  are  always  made  of  velvet,  and  the 
trimmings  are,  almost  always,  feathers. 
These,  however,  must  be  quite  straight. 
No  ostrich  feathers  are  seen  curled,  as 
they  were  several  years  ago.  To  make 

sure  they  will  not  curl,  the  end' ■  of_  each 
little  feather  has  a  bit  of  colored  paste, 
or  beads,  glass  or  jet  ones,  which  keep 
the  feathers  down,  like  fringes.  All  var- 

ieties of  puffs,  sprigs,  motifs  are  seen  in 
feathers,  and  in  all  shades  too.  Blue, 
brown  are  mostly  seen.  Crosse,  Aigret- 

tes, Bird  of  Paradise  are  more  in  de- 
mand than  ever,  if  possible.  Black  or 

white  are  preferred,  while  cock  or  phea- 
sant feathers  are  dyed  all  shades. 

Whole  hats  are  also  made  of  down,  and 

have  a  feather  motif,  or  beaded  "cabo- 
chon",  with  a  bunch  of  lilaine  fringes.  In 
this  respect,  the  fashion  for  beads  and 
fringes  is  not  only  seen  on  dresses,  but 
also  on  hats,  and,  as  we  shall  see  be- 

low,  it  has  its   place   also   in  footwear. 
Of  course,  we  also  have  ribbon,  but 

not  so  often. 

There  is  a  big  irregular  brimmed  hat, 
of  black  velvet,  suitable  for  quite  dressy 
purposes,  for  instance  for  a  bridesmaid. 
The  only  trimming  consists  of  a  wide 
bow  of  black  velvet,  lined  with  pink  silk, 
which  is  easily  seen  when  tied.  It  is 
very  effectve,  and,  as  big  hats  are  very 
dressy,  and  black  velvet  always  softens 
the  complexion,  it  is  much  favoured. 

When  fur  is  used  as  a  trimming  on  a 
Winter  hat,  it  generally  matches  the 
whole  costume,  which,  if  you  remember 
what  I  wrote  you  last,  should  have  a  col- 

lar, revers,  and  band  down  the  bottom, 
in  fur;  on  the  hat,  it  is  the  edging.  You 
may  choose  a  practical  hat  of  grey  felt, 
with  a  turned  up  brim,  trimmed  with 
grey  Astrakan,  or  agnella. 

You  may  also  have  Monkey,  in  black 
velvet,  too,  with  a  fringe  drooping  all 
down  the  back.  Crosse  would  be  much 
richer,  and  make  a  splendid  wedding  hat. 
When  a  scalloped  brim  is  shown  it  is 
turned  up,  and  the  whole  looks  like  a 

toque  in  the  style  of  Shakespeare's  time. 
Only  the  feathers,  at  that  time  were 
Ostrich,  and  went  up,  while  in  this  in- 

stance, it  is  bird  of  paradise  that  looks 
down. 

Then  there  is  the  practical  hat,  trim- 
med at  the  same  time  with  feathers  and 

beads.  It  has  a  puff  in  front,  and  the 
ribbon  that  comes  from  underneath,  is 
stopped  in  places  by  several  steel  beads. 
These  are  very  fashionable,  not  only  here 
and  in  dresses,  but  also  in  shoes,  as  we 
shall  see  below. 

I  have  noticed  a  very  pretty  hat  for  a 
young  Tady,  although  it  is  black,  for  it 
is  very  neat,  and  chic.  The  trimmings 
consist  of  a  very  light  lace  frill,  with  a 
garland  and  motif  of  black  jet. 

Please  note  that  all  hats  have  supple 
crowns. 

Veils  are  still  fashionable,  but  there 
is  nothing  very  new  about  them.  They 
are  embroidered,  either  of  the  same 

shade,  or  otherwise,  with  point  de  chain- 
ette, or  "cheneille,"  and  big,  covering  the 

hat,  and  part  of  the  face,  and  generally 
hanging  down,  which  is  very  elegant. 

Footwear 

While  this  item  is  inclined  to  be  more 

fancy  in  Summer,  when  fine  weather  al- 
lows people  to  take  less  care  of  practic- 

al shoes,  I  must  say  that  this  Winter, 
the  boot  and  shoe  manufacturers  have 

managed  to  bring  out  some  nice  foot- 
wear, that,  as  a  rule,  will  stand  rain,  or 

at  least  not  be  utterly  spoilt  by  a  shower. 
Black  patent  kid  is  almost  the  only 

leather  adopted  here  at  present.  It  is 
now  so  supple  that  everybody  has  a  lik- 

ing for  it,  and  it  is  very  dressy.  Only 
boots  for  long  marches,  and  excursions 

in  mountains,  are  strong,  and  with  thick soles. 

We  have  a  boot,  fairly  high  (this  will 
depend  on  the  length  of  the  skirts:  if 
these  are  longer,  it  will  not  be  necessary 
to  have  such  long  boots  that  take  so 
long  to  lace).  The  top  is  in  grey  cloth, 
or  suede  while  the  top  border,  the  facings 
in  front,  and  the  whole  of  the  foot  are 
in  patent  kid.  The  heels  are  Louis  XV, 
but  not  exceedingly  high,  and  the  tips 
pointed,  but  never  as  much  as  the  regu- 

lar American  shape,  which  is  not  much 
favoured  here. 

Another  favorite  is  in  patent  kid,  the 
remainder  entirely  made  of  light  suede. 

For  theatre  wear,  or  evening  parties, 
we  shall  wear  shoes,  as  fanciful  as  pos- 
sible. 

One  is  a  very  original  pattern  of  black 
patent  kid,  with  circles  interwoven,  that 
are  bordered  with  a  tiny  band  of  white 
kid.  These  are  elaborate  and  very  pret- 

ty- 

Another  while  more  staple  in  appear- 
ance is  also  suitable  for  similar  pur- 

poses; they  are  made  of  suede,  with  a 
narrow  edge  of  black  patent  kid. 

As  to  the  fancy  ball-slipper  it  is  us- 
ually devised  in  gold  or  silver  brocade, 

a  feather  puff,  and  a  nice  buckle  of  strass 
of  steel  beads. 

Steel  is  often  used  on  ball  slippers, 
wh'ch  are  then  made  of  black  satin  or 
velvet,  with  beads  spread  all  over. 

Our  young  ladies  will  follow  their 

mothers'  footsteps.  As  they  are  not  al- 
lowed, much  to  their  regret,  to  wear 

Louis  XV  heels,  they  will  do  without 
them,  but  insist  on  having  boots,  with  a 
cloth  top,  and  patent  kid  foot,  and  when 
they  go  to  parties,  they  will  want  some 
slippers,  either  in  black  kid,  which  is 
also  favoured  for  young  children,  with 
white  silk  socks,  or  will  require  white 
shoes,  with  straps. 

As  a  rule,  when  creating  children's 
models,  one  should  always  remember 
what  is  fashionable  amongst  the  grown 
ups,  as  children  will  alwavs  love  to  look 
like  "mammy"  or  "daddy". 

Next  month,  I  will  tell  you  about  all 
the   sundry  toilet  articles,  which  would 
be  suitable  for  Xmas  presents. Yours  truly 

Jeanne  Gsell. 

Alexander  Ross,  former  assistant 
manager  and  buyer  of  the  silk  depart- 

ment of  the  Robert  Simpson  Company, 
Toronto,  died  on  November  4.  Some 
years  ago  he  had  an  enviable  reputation 
as  a  football  player  and  runner  and  has 
always  taken  a  keen  interest  in  athletics. 
Before  going  to  the;  Robert  Simpson 
Company,  he  was  connected  with  Walker 
and  Company,  Toronto. 
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Truth  in  Advertising  Built  up  Trade 
Alex.  Nelson  &  Co.  Have  Been  in  Business  for  Half  a  Century — Methods  of  Protect- 

ing Customers  From  Used  Furs — Cultivating  the  Family  Trade — Reaching 
Outside  Customers. 

JUBILEES  are  always 
 interesting- 

events  to  the  public-  at  large.  They 
not  only  mark  in  a  special  manner 

the  passing  of  the  half  century  but  they 
also  testify  in  no  ordinary  way  to  the 

principles  upon  which  so  successful  a 
business  has  been  founded.  There  is  al- 

ways a  romance  underlying  a  jubilee,  a 
romance  centering  around  the  life  of  an 
ambitious  man  who  has  won  from  life 
its  utmost  success  by  reason  of  his  own 
effort. 

Fifty  years  ago,  a  young  man  decid- 
ed to  open  a  fur  store  in  Montreal.  He 

had  no  capital  and  nothing  but  a  thor- 
ough knowledge  of  furs  to  count  among 

his  assets.  But  in  those  days,  hard  work 

and  practical  knowledge  were  worth 
something  in  hard  cash.  This  young 
man  made  his  first  business  in  a  tiny 

shop  on  St.  Catherine  St.  for  which  he 
paid  the  magnificent  rent  of  $5,  a 
month,  and  as  he  was  thoroughly 
familiar  with  all  branches  of  the  fur 

business,  the  making  of  garments,  re< 

pairing  and  r-emodelling,  it  was  not  long 
before  he  was  able  to  purchase  raw 
skins  and  to  branch  out  as  a  manufac- 

turing furrier  and  remove  to  larger 
premises  down  town.  With  the  rapid 

growth  of  the  city  of  Montreal,  he  de- 
cided a  few  years  later,  to  move  once 

more  to  a  section  between  the  upper  an  I 
down  town  business  portions  of  the  city; 
and  to  this  end  he  secured  a  store  on 
Bleury  Street,  where  he  laid  the  nucleus 
of  a  large  custom  trade  in  high  grade 

furs.  Twenty  years  ago  this  enterprising- 
firm  found  it  necessary  to  expand  once 

again  and  removed  to  the  present  loca- 
tion on  St.  Catherine  St.  West,  where 

they  are  now  permanently  established 
and  known  across  Canada  under  the 
name  of  Alex.  Nelson   &   Company. 

Although  Alex.  Nelson  Sr.  retired 
from  active  business  in  1914,  yet  he 
still  takes  a  keen  interest  in  the  welfare 

of  the  store,  having  confided  its  man- 
agement to  his  son,  Alex.  H.  Nelson,  who 

is  now  carrying:  on  the  same  traditions 
and  policies  as  his  father,  having  learn- 

ed the  business  from  the  ground  up. 

A  Policy  of  Vital  Importance 

To  Dry  Goods;  Review,  Mr.  Nelson 
pointed  out  some  of  the  reasons  for  the 
long  continued  success  of  the  business. 

"We  cannot  too  strongly  emphasize  the 
need  for  truthful  advertising  in  the  fur 

trade,"  he  said.  "We  have  always  be- 
lieved in  publicity  and  have  found  the 

local  newspapers  to  be  excellent  me- 
diums ever  since  the  earliest  davs  of  our 

store's  activities,  but  our  advertising 
has  been  based  upon  absolutely  truthful 

A  recent  portrait  of  Alex.  H.  Nelson, 
manager  of  the  firm  of  Alex.  Nelson 
and  Co.,  furriers,  of  Montreal,  which 
celebrates  its  50th  anniversary  this  Fa'l. 

and  unexaggerated  facts,  uncolored  by 

the  slightest  attempt  to  ci'eate  a  false 

impression." 
Protect  Their  Customers 

Another  important  policy  of  the  firm 
is  that  which  relates  to  their  decision 
not  to  buy  or  take  in  exchange  any  furs 
that  have  been  worn.  The  firm  feels 
that  they  must  at  all  times  protect  their 
customers  and  be  in  a  position  to  as- 

sure them  that  nothing  but  new  fur 

fi-oes  into  their  garments,  whether  they 
are  purchasing  new  garments  or  having 
old  ones  repaired.  To  this  reason  per- 

haps more  than  to  any  other,  Mr.  Nel- 
son attributes  the  fact  that  so  few  com- 

plaints ever  come  in.  "I  made  a  new  de- 
parture this  past  year  and  renlaced  three 

coats  which  were  not  entirely  satisfac- 
tory to  their  owners  and  which  were  only 

exchanged  if  they  did  not  give  satisfac- 
tion. The  trouble  in  each  of  these 

cases  was  the  fact  that  really  pood  skins 

have  been  exceedingly  difficult  to  pro- 
cure until  this  year,  and  we  were  ob- 
liged to  make  a  shift  with  many  furs 

that  we  would  not  ordinarily  handle. 
The  three  coats  which  we  replaced  serv- 

ed as  the  best  advertisements  that  we 
could  have  tried  out,  and  in  each  case 

we  have  had  letters  of  appreciation  for 

our  courtesy." 

Expert  repair  work  and  fur  storage 
are  other  important  features  of  the 
Alex.  Nelson  store.  Each  spring  the 
store  receives  fur  garments  and  small 
pieces  which  go  into  its  cold  storage 
vaults  or  are  remodelled  as  the  case 
demands.  Space  is  available  for  500 
families  and  family  trade  is  cultivated 

rather  than  storage  for  individual  part- 
ies. It  was  explained  that  the  average 

family  will  send  from  ten  to  thirty  fur 
pieces  for  storage  nowadays  during  the 

summer,  and  this  keeps  the  store  ex- 
tremely busy  during  the  early  summer 

months  which  would  otherwise  be 
slack. 

August   Sales   Important 

"There  is  no  fur  season  nowadays," 

pointed  out  Mr.  Nelson,  "women  are 
buying  furs  for  all  the  year  round  wear, 
summer  and  winter.  If  anything,  our 
annual  August  fur  sale  is  the  most  pop- 

ular feature  of  the  entire  year,  and  we 
find  that  most  women  are  alive  to  the 

advantages  of  picking  out  their  new 
coat  or  scarf  early  and  paying  so  much 

a  month  on  it.  The  garment  is  practic- 

ally paid  for  when  the  time  for  wearing- it  arrives,  and  the  customer  has  gained 
because  she  has  had  the  advantage  of 
the  best  assortment  to  select  from  as 
well  as  the  advantage  of  reduced  price 
in  mid-summer. 

"American  tourists  are  another  very 
profitable  item  in  our  business,  They 
appreciate  Canadian  furs  very  greatly, 
and  are  also  much  attracted  by  the 

small  pieces,  including  fur  hand-bags, 
moccassins,  etc.,  which  we  aways  keep 
on  display  in  the  windows.  As  a  side 
line  we  also  carry  a  full  line  of  real 
Engi^h  top-coats  of  a  well  known  brand, 
and  these,  too,  link  up  well  with  the 

selling  of  furs." 
Cultivating  Outside  Trade 

Mr.  Nelson  emphasized  the  import- 
ance of  the  out-of-tcwn  customer,  and 

the  advantage  of  sending  out  a  neat 
circular  at  least  once  a  year  showing 
what  is  new  in  fur  garments.  Out  of 
town  customers  are  interested  for  the 

greater  part  in  serviceable  and  practic- 
al garments  rather  than  those  of  ex- 

treme style,  and  therefore  it  pays  a 
furrier  to  design  certain  models  express- 

ly for  such  custom. 
Speaking  generally,  it  was  explained 

that  the  demand  in  Montreal  for  furs 

was  chiefly  for  medium  priced  mer- 
chandise, and  it  was  felt  that  prices 

ought  not  to  show  much  increase  yet  or 
the  purchasing:  power  of  the  public  will 

(Continued  on   page  55) 
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B.C.  Trappers  Expect  Normal  Demand 
Expect  a  $250,000  Catch  This  Season— Pelts  From  Western  Prov- 

ince Rank  High  Among  World's  Furs — Trouble  Over  Beaver  Skins 
— Indians   Ate   Beaver  and  Threw   Away  Pelts — Indians   Busy 

Catching  Beaver  Now 

FOR  OVER  a  hundred  years— in  fact 

ever  since  that  doughty  Ncr'Wester 
Simon  Fraser,  established  a  fur 

trading  post  at  the  Junction  of  the  Ne- 
chako  and  the  Fraser  Rivers,  and  called 
it  Fort  George,  the  markets  of  the  world 
have  received  some  of  their  most  beau- 

tiful pelts  from  the  Fort  George  dis- 
trict. "British  Columbia  interior"  is  a 

grade  and  a  grade  that  ranks  as  high 
as  any  in  some  pelts  and  higher  in  most. 
Fort  George  martens  cannot  be  excelled 
by  the  famous  Labrador  skins,  and  a 
good  share  of  the  pelts  that  have  gone 
out  of  the  district,  ever  since  the  days 

of  (he  "fuir  brigade"  have  been  marten, 
known  in  the  finished  product  now  as 

"Hudson   Bay   Sable." 

How  Canadian  Furs  Rank 

The  Silver  Foxes  trapped  in  the  dis- 
trict are  only  excelled  by  the  Russian 

silver  fox;  the  cross-fox,  the  mink  and 
fisher  are  unexcelled.  The  lynx,  red  fox 
and  otter  are  splendidly  furred,  and  the 
black  and  silver-tip  grizzly  bear  pelts 
are  highly  esteemed.  The  musk-rat 
alone  of  all  the  pelts  taken  from  the  dis- 

trict, cannot  be  ranked  with  the  best. 
The  trouble  in  this  case  is  that  though 
the  color  and  growth  is  excellent,  the 
fur  is  too  fine  to  permit  of  its  fabrica- 

tion into  Hudson  Seal.  It  must  be  con- 
ceded too  that  though  the  ermine  skins 

command  a  fair  price,  they  are  second 
to  the  Alberta  pelt.  One  who  has  trap- 

ped and  traded  in  furs  in  this  district  for 
the  past  twenty  five  years,  states  that 
the  fur  of  the  animals  caught  in  heavy 
timbered  country  is  darker  than  that 
from  animals  trapped  in  the  open  coun- 

try owing  to  the  fact  that  the  coloring 
of  the  fur  is  a  protective  measure  of 

Mother  Nature's,  and  where  the  color 
scheme  of  the  countryside  is  shaded  and 
dark,  the  fur  imitates  it,  and  where  the 
country  is  open  and  bright  as  in  Alberta 
the  best  coloring  for  the  ermine  or 
weasel  is  naturally  white;  as  it  is  found 
to  be. 

Value  of  Catches 

In  the  season  of  1918-19  approxim- 
ately $400,000  worth  of  fur  was  bought 

in  Prince  George  and  the  Fort  George 
District.  Last  year  when  the  fur  mar- 

ket went  quite  to  pieces  about  $100,000 
was  the  value  of  the  "fur  crop."  This 
year  the  trappers  are  expecting  that  the 
demand  will  be  at  least  normal,  which 
is  a  $250,000  crop  for  this  district. 

Trouble    Over    Beaver   Skins 
No  mention  has  thus  far  been  made 

of  the  beaver.  Yet  the  beaver  has  in 

former  years  been  one  of  the  most  im- 
portant of  the  catches,  and  the  beaver 

caught  in  the  British  Columbia  Interior 

Bears,  the  "mischievous  small  boys"  of the  fur  country. 

is  one  of  the  most  highly  prized  speci- 
mens on  the  market.  The  story  of  the 

beaver  in  British  Columbia  is  neither 
satisfactory  to  the  Government,  nor  to 
the  Indians,  nor  to  the  trappers. 
Two  years  ago,  viewing  with  alarm 

the  rapidity  with  which  the  beaver  was 
being  killed,  Dr.  Baker,  chairman  of  the 
Game  Conservation  Board  was  instru- 

mental in  having  a  closed  season  declar- 
ed on  beaver  in  British  Columbia.  This 

was  in  effect  for  two  years.  At  the 
present  time,  the  state  of  affairs  is  this. 
The  Indians  have  fished,  hunted  and 
trapped  in  the  interior  of  British  Colum- 

bia for  generations.  They  kill  the  beav- 
er for  food.  They  cannot  be  changed 

into  farmers  and  section  hands  in  a  few 
years.  The  traffic  in  beaver  skins  is  il- 

licit. There  is  a  heavy  penalty  for  be- 

ing found  with  a  beaver  skin  in  one's 
possession.  As  previously  stated,  the 
Indians  kill  beaver  for  food,  and  as  they 
dare  not  be  found  in  possession  of  the 
skin,  they  have  been,  up  until  a  few 
months  ago,  simply  destroying  the  pelt. 

Illicit  Trade 

A  few  months  ago,  it  was  commented 
upon  that  an  illicit  trade  was  being  done 
in  beaver  pelts.  Beaver  skins  were  be- 

ing "boot-legged"  and  smuggled  out  of 
the  country.  The  impression  got  around 
among  the  Indians,  that  they  would 
be  well  advised  to  start  saving  their 
beaver  pelts;  surreptitiously,  of  course; 
that  the  government  would  shortly 
raise  the  "ban"  on  beaver  skins. 
They  did  not  refrain  feom  killing  beaver 
in  the  closed  season,  and  feeling 
that  something  might  be  done  to  save 

the  Indians'  loss  owing  to  the  unfounded 
opinion  getting  abroad  that  the  season 
would  be  opened  the  government  decid- 

ed to  make  a  monopoly  of  beaver  in  B.C. 
The  government  would  appoint  certain 
fur  traders  to  be  licensed  buyers  of 
beaver  pelts  from  Indians  only.  They 
could  pay  the  Indian  $5,  they  would  be 

allowed  $2.50  profit  and  "reasonable  ex- 
pense." These  licensed  buyers  started 

cut.  The  "boot-leggers"  were  paying  $10 

and  $12.  It  was  whispered  around  that 

one  of  the  "more  ancient"  fur  trading 
companies  was  paying  more  also,  and 
finally  one  buyer  who  holds  a  certificate 
to  pay  $5  for  a  beaver  pelt  stated  to  the 
writer  that  he  has  seen,  in  the  posses- 

sion of  another  licensed  buyer  certifi- 
cates, all  from  the  same  governmental 

department  authorizing  payment  of  $6 
and  $4  for  charges,  and  $10  and  another 
authorizing  him  to  pay  $12.  It  is  com- 

mon gossip  among  the  buyers  that  cer- 
tificates have  been  issued  to  still  others 

as  high  as  $15. 

Indians  Busy 

Meanwhile,  the  Indians  are  as  busy  as 

bees  catching  beaver.  Although  the 

buying  season  and  term  of  the  buyers' 
licenses  expired  with  September's  pass- 

ing, the  Indians  are  quite  convinced  in 
their  own  minds,  that  in  spite  of  all  the 
contradictory  proclamations  that  might 
be  made  in  the  meantime,  they  will  be 
able  to  sell  all  their  beaver  next  fall  as 
well.  And  the  agents  who  had  bought 
skins  for  the  B.  C.  Government,  were 
in  some  cases  still  appealing  in  vain  for 

prompt  remittances  from  the  Depart- 
ment, covering  their  outlay  for  purchas- 

ing for  the  Government. 

TRUTH  IN  ADVERTISING 
(Continued  from  page   54) 

suffer.     Good    furs    priced    at    moderate 
rates  are  selling  just  now  perhaps  more 

readily  than  either  cheap  or  very  expen- 
sive lines,  it  was  said. 

Three  Basic  Principles 

Side  by  side  with  the  successful  fur 
business  thus  carried  on  for  fifty  years, 

the  Nelson  store  has  built  up  a  reputa- 

tion for  men's  hats  and  caps  as  well,  to 
which  line,  the  entire  ground  floor  of 
the  store  is  now  devoted.  Only  the  bet- 

ter grades  of  imported  hats  are  carried 
in  stock,  and  sold  by  experienced  sales 
clerks.  Thus,  the  store  comprises  three 
distinct  branches  at  the  present  time, 
namely,  furs,  headwear  and  top-coats, 
and  each  is  now  an  all  year  round  selling 

line,  operating  as  a  distinct  unit  and  at- 
tracting a  different  clientele.  All  three 

branches  of  the  store's  activity  have 
been  developed  and  improved  along 
the  same  general  principles,  and 
may    be      accurately      summed      up      in 

the  three  words,  "honesty,  thoroughness 
and  knowledge"  as  applied  to  the  mer- 

chandise carried  and  the  manner  in 
which  it  is  distributed  to  the  public. 
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Scarves 
The  most  captivating 

accessories  are  these^fas- 
cinating  scarves,  there  is 
nothing  more  exquisite. 
Their  glowing  colors,  shim- 

mering with  brilliancy  are 
most  attractive  for  evening 
wear. 
We  place  an  excellent 

assortment  before  you  for 
the  coming  Social  Season. 

DYNAMO  BRAND 

Selling  Agents  for 
GROS    MILLION    &    CO.    of 

Lyons  (France.)   for  the  Dom.  of  Cam 
MONTREAL 

Room   705   Read  Bldg. 
Tel.  Main   6524. 

We  sell  to  the  Wholesalers  only. 

CHAS.  MOUTERDE 
Untied  Makers 

SO  Wellington  St.  West  TORONTO.  Tel.  Adel.  4184. 

■\ The  house  of  Godde,  Bedin  and  Cie,  stands  sponsor  for  exclusive 
silks.     They  represent  more  than  the  mere  mode  of  the  moment. 

They  are  what  is  in  vogue.    Your  choice  from  these  fabrics,  beau- 
Crepe  de  Chines        tiful  in  color,  design,  and  texture  cannot       Georgette  Crepes 

Can'on  Crepes  d      .   t      f  h   t    j      ■  d    t     t      &nd  Brocades Plain  and  Ninons 

Fancy  Satins  propriety. Fancy  Georgettes 

NEW   YORK 

LYONS 

Albert  Godde,  Bedin  &  Cie 
Empire  Building,  64  Wellington  Street  West 

Telephone,  Adelaide  3062 

Toronto 
E.  Desnoux,  Rep. 

Western  Canada  Agent:  Edwin  J.  Kirkbright,  205  Bower  Bldg., 
Vancouver,  B.  C. 

,! 

LONDON 
PARIS 

TARARE 



DRY    GOODS    REVIEW 

57 

°7Ae  O/ovGS  and  JioSlQCX  7/oi/6V  <g/  GhnCZotl 

ALWAYS  in  the  lead  Griffin  Chamo  Suede   Gloves   for   Spring    1922   are 

shown  in  a  number  of  new  designs  that  are  real  creations,  not  just  adap- 
tions.    These  have  never  been  shown  on  the  Canadian  Market  and  will  meet 

with  instant  success.     It  is  only  necessary  to  have  them  and  show  them.     If 

you  will  write  us  we  will  insure  you  an  opportunity  of  seeing  these. 

^  ̂{ri/Ew 

Newer  Creations 

Griffin 

VENUS 
For  the   Christmas  Shopper 

TTIE  high  standard  of  Venus  quality  enhances  their 

value  as  a  gift  suggestion.  Why  not  a  display  of 

Venus  hosiery?  If  you  have  not  a  set  of  Venus  display 

cards  write  us  and  we  will  forward  them  with  your 

order,  enabling  you  to  attract  the  attention  of  shoppers 
and  make  the  passer  by,  buy. 

Venus    Silk    Hosiery   Mills 
Limited 

Toronto  Ontario 

Agents 
aker^Ca 

84-WellingtonStWest 
Toronto 
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%?  O/ovW  and  Hoshzx  7/oud&  <g/'  Ganada IV   '■       ■-■—-»- 

/♦or  Christmas Dont  Forget 

'ueetO; 

Glove  Silk  Lingerie 

THERE  are  few  gifts  as  dainty  or  more  appreciated  than  one  of  the 
many  beautiful  creations  in  Queen  Quality  Glove  Silk  Lingerie.  To 

have  a  well  assorted  stock  ready  as  a  suggestion  to  the  Christmas  gift  seeker 

as  well  as  those  who  are  looking  for  it  will  increase  your  sales  by  many 

dollars  at  a  time.       Now  is  the  moment  to  secure  your  supply. 

St.  Catharines  Silk  Mills 
Limited 

St.  Catharines,  Ontario 

JONDONKNIT 

Hose 
Another  Addition  to  the  Family — 

THREAD  SILK 
The  sterling  quality  that  has  placed  London  Knit  products  in  the 
forefront  of  Canadian  made  hosiery  is  now  to  be  had  in  thread 
silk  hose  for  women. 

Plain  and  Ribbed  Top 
This  line  is  available  for  Spring  1922  delivery.  A  line  to  us  will 
make  doubly  sure  of  your  seeing  Samples. 

IQNDONIADY 

made  in    LONDON  HOSIERY  MILLS 
CANADA 

Limited 

LONDON 
ONTARIO 

Sole  Sollina;  Agenls 
Richard  L.Baker^Oa 

84WellingfonStUfest Toronto 
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^TOVELTY    of    design,    combined    with 
*    unusual  harmonies  of  color,  has  placed 
Penmans   Sweater   Coats   high   in   the 

estimation  of  men  and  women  who  love 
outdoor  life. 

Penmans  have  realized  that  this  popu- 
larity can  only  be  retained  by  backing  up 

style  and  color  with  quality;  and  have  ac- 
cordingly knit  comfort  and  durability  into 

every  garment. 
You  will  find  it  a  pleasure  to  show  these 

coats.  Your  Trade  understands  the  value 
of  Penmans  label. 

Sweater  Coats 
'•THE  STANDARD  OF  EXCELLENCE" 

Penmans  Limited,  Paris.  Also  Makers  of  Underwear  and  Hosiery 

11T 
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New  Fancy  Hosiery  Lines  Present  Many  New 
Selling  Points  and  Speed  up  Sales  in  Department Five  Cardinal  Points  to  be  Remembered  in  Selling  Hosiery- 

Process  of  Manufacture  Explained— Durability,  a  Most  Important factor  in  Sales— Size  and  Length— Other  Points  to  be  Remem- bered 

MAN!  a  valuable  opportunity  to 
sell  more  hosiery  is  neglected  be- 

cause the  sales  force  does  not  im- 
press the  average  customer  as  being thoroughly  familiar  with  the  merchan- 

dise from  even-  point  of  view.  They  are not  sufficiently  specific  in  showing;  and 
explaining  the  various  points  about  the 
different  lines  of  hosiery  in  their  de- 

partment. Really  worthwhile  informa- 
tion about  a  pair  of  stooings  will  sell  the 

goods  and  create  satisfaction  where  a 
vaguely  worded  phrase  conveying;  a  de- 

gree of  uncertainty  will  have'  the  oppo- site effect. 

Hosiery  at  the  present  time  possesses 
many  more  opportunities  in  the  way  of 
increased  sales  than  it  formerly  had. 
This  is  due  to  the  fact  that  fancy  lines 
are  now  called  for  much  more  than  are 
plain  staple^,  which  used  to  be  the  back- 

bone of  any  hosiery  department.  This 
merchandise  has  consequently  just  as 
much  appeal  to  the  average  woman  as 
has  the  latest  type  of  lingerie  or  neck- 

wear. Too  much  emphasis  is  apt  to  be 
placed  upon  the  staple  quality  of  hosiery 
and  it  is  regarded  as  a  rule  that  it  sells 
as  a  matter  of  course  and  needs  no 
special  study  or  definite  knowledge 
Here  is  where  one  of  the  most  vital 
errors  are  made  in  selling.  It  is  just  as 
pos  ible  to  sell  a  customer  who  comes 
for  ordinary  black  cashmere  hose,  a 
pair  or  more  of  silk  or  heather  wool 
stockings  as  it  is  for  the  saleswoman 
who  handles  neckwear  to  dispose  of  a 
vestee  to  the  woman  who  came  in  for  a 
tuxedo  collar.  It  is  all  in  understanding 
the  merchandise  and  putting  just  a  little 
personality  into  the  selling     of  it. 

In  no  other  line  of  hosiery  is  there  so 
much    uncertainty    regarding   its    qualit- 

ies as  in  silk  and  its  many  variations. 
Silk  stockings  are  now  on  the  market  in 
many  different  weights,  grades  and  com- 

positions, and  it  is  not  at  all  remark- 
able that  customers  should  fell  doubt- 

ful when  purchasing  as  to  what  they 
are  really  taking.  Even  the  keenest  eye 
is  sometimes  misled  by  the  texture  of 
certain  brands  of  silk  hosiery  and  the 
average  woman  does  not  yet  know  fibre 
from  pure  thread  si'k  even  when  it  is 
so  labelled.  The  commonest  question 
asked  by  customers  as  every  sales- 

woman knows,  refers  to  how  the  stock- 
ings will  wear,  that  is,  if  they  will  give 

good  service.  Here  is  the  first  point 
therefore,  on  which  the  salesforce  should 
become  fully  posted,  in  order  to  make 
sales  that  will  mean  satisfied  customers 
and  create  good  will  for  the  firm. 

Five  Points  to  Emphasize 

The  main  points  that  concern  the 
wearing  qualities  of  silk  stockings  in- 

clude the  fineness  of  the  gauge,  the 
weight  of  silk  used,  the  way  the  hose 
is  reinforced,  the  selection  of  a  size  that 
fits,  and  the  proper  use  of  the  stock- 

ings, which  are  seldom  used  as  sales 
arguments  although  when  carefully  ex- 

plained, never  fail  to  impress  custom- ers. 

Gauge  means  the  number  of  threads 
used  in  knitting,  the  number  of  needles 
used  in  the  knitting  machine.  A  260 
gauge  hose  wears  better  than  a  240,  a 
220  or  a  200.  The  finer  the  gauge,  the 
closer  the  fabric  is  knitt,  making  a 
stronger,  better  wearing  stocking.  Like- 

wise, the  heavier  the  silk,  the  more  dur- 
able the  stocking.  Silk  used  in  silk 

hosiery  is     known     as  "6     thread,"     "8 

thread,"  "10  thread,"  "12  thread,"  etc— with  thread  8  and  10  the  most  widely 
used.  An  "8  thread"  means  there  are  8 
strands  of  silk  to  the  thread,  and  a  "10" means  the  corresponding  number  of 
strands  to  a  thread,  so  that  the  latter 
is  therefore  two  strands  heavier  than 
an  "8  thread"  silk  stocking,  and  is  also 
stronger  and  "fuller"  in  appearance. 

The  High  Splice 

The  reinforced  toe  and  heel  and  the 
sole  splice  add  very  materially  to  the 
wear  of  the  hose.  Most  important  of  all, 
however,  since  it  prevents  holes  that 
would  spoil  the  appearance  of  the  stock- 

ings, is  the  high  splice.  With  an  extra 
high  splice  at  the  heel,  there  is  less  dan- 

ger of  the  friction  of  the  shoe  wearing 
holes  in  the  heel,  and  the  life  of  the 
stocking  is  greatly  prolonged.  Show 
customers  how  the  extra-strong  lisle- 
reinforced  heel  and  high  splice  prevent 
the  rubbing  of  the  heel  against  the  inside 
of  the  shoe.  Show  how  the  same  method 

of  using  strong  lisle  yarn  holds  true  of 
the  toe,  preventing  the  toes  from  pierc- 

ing the  fabric  and  forming  holes.  Show 
how  the  sole  is  made  durable  and  com- 

fortable by  the  lisle  plaiting,  without  in- 
creasing the  cost  of  the  hose  to  anywhere 

near  the  extent  it  would  be  increased  if 
all  silk  were  used. 

Show  how  the  lisle  welt  and  top  serve 
as  a  sturdy,  durable  support  for  the  rest 
of  the  stocking  and  is  not  so  easily  torn 
by  the  garters  and  the  bending  of  the 
knee  as  would  be  the  case  if  only  silk 
were  used.  Show  how  it  stretches  to 

fit  the  leg  more  perfectly,  and  how  the 
strain  placed  upon  this  part  of  the  hose 

Continued  on  page   61 

Above  is. a  reproduction  of  a  special  hosiery  display  arranged  by  Post,  Adamson  Comany,  Brockville,  Ont.  Care 
lias  been  taken  to  avoid  overcrowding  which  is  too  frequently  an  outstanding  fault  with  special  sale  displays. 
The   display   was   very  satisfactory  from   a   sales   standpoint. 
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Knitted  Goods  for  Children  and  Infants  are 
In  Strong  Demand  with  Approach  of  Christmas 

Retailers  Can  Rely  on  Them  for  the  Christmas  Trade — Manu- 
facturers Say  Some  Retailers  Are  Still  Holding  Up  Prices  On 

Knitted  Goods  —  Demand  for  Silk  Sweaters  Improving  —  New 
Tuxedo  for  Infants 

CHILDREN'S  and  infants'  lines  of knitted  goods  have  shown  a  big 
improvement  during  the  last  six 

weeks,  in  fact  greater  than  any  of  the 
other  knitted  garments.  One  manufac- 

turer says  that  retailers  are  well  ad- 

vised when  they  depend  on  children's 
trade  rather  than  grown-ups,  after  the 
month  of  November.  Women's  outer- 

wear is  for  fall  and  early  spring  while 

children's  is  more  in  demand  during  the 
very  cold  days  than  at  any  other  period. 
One  manufacturer  in  Toronto  is  working 

three  nights  a  week  and  until  five  o'clock 
on  Saturdays  trying  to  .^et  out  orders 

for  children's  garments.  The  strange 
part  is  that  knitters  are  very  difficult  to 
obtain.  It  was  therefore  necessary  to 
obtain  a  permit  to  work  overtime  with 
the  regular  help.  Where  machines  are 

run  by  power,  three  shifts  are  being  us- 
ed but  in  the  hand-machines  it  was 

found  most  unsatisfactory  to  employ 
emergency  staffs  and  the  manufacturer 
has  had  to  be  content  with  a  few  hours 
overtime.  The  same  man  claims  that 

piece  work  is  no  longer  a  paying  propos- 
ition. During  better  days,  the  trade 

would  accept  imperfect  goods  but  now 
only  the  best  will  be  taken.  Piece  work 
tends  to  carelessness  so  he  has  abandon- 

ed it. 
There  is  a  tendency  among  the  trade 

to  order  sets  for  children.  Manufactur- 
ers do  not  like  this  even  though  it  means 

larger  orders.  They  say  that  their  ma- 
chines are  often  held  up  particularly 

when  garments  are  all  asked  for  in  the 
same  pattern.  One  retail  firm  in  west- 

ern Canada  has  ordered  five  hundred  of 
these  sets  with  ten  articles  in  each.  They 
say  they  can  dispose  of  these  much  more 
quickly  than  when  sold  singly. 

Tuxedos  for  the  Little  Tots 

Following  the  craze  for  tuxedos  which 
is  still  good  for  next  spring,  New  York 
manufacturers  are  turning  out  a  line  for 
babies  and  children.  They  are  very  at- 

tractive and  Canadian  makers  are  losing 
no  time  in  getting  some  ready  for  show- 

ing before  Christmas.  The  pullovers 
for  infants  are  still  good  but  they  have 
little  sailor  collars  which  make  the  gar- 

ments more  attractive  than  formerly. 
Older  boys  and  girls  will  wear  navy 

and  dark  colored  tuxedos  just  like  older 
people.  Not  many  of  the  better  class  of 
garments  are  being  turned  out  in  the 
pullover  styles. 

Manufacturers  Still  Blame  Retailers 

There  are  still  firms  which  are  inclin- 
ed to  lay  the  blame  for  the  lack  of  buy- 
ing this  fall,  on  the  retail  houses.  They 

claim   that   their     travelers   find      prices 

The  latest  thing  in  siveaters  for  child- 
ren is  the  Tuxedo.  This  one  is  for  a 

one  year  old.  Made  in  all  sizes  up  to 
four  years,  and  in  a  good  range  of 
colors.  Shown  by  the  J.  M.  Robertson 
Knitting  Company,  Limited,  Toronto. 

are  still  high.  This  is  found  in  the  east 
and  in  the  smaller  tows  of  Ontario  rath- 

er than  in  the  west. 
A  case  was  cited  to  show  another  way 

in  which  retailers  are  slowing  up  busi- 
ness. A  Montreal  house  ordered  sever- 

al hundred  knitted  baby  bonnets  which 
should  retail  at  a  dollar.  When  the 
manufacturer  dropped  in  he  found  some 
of  these  on  sale  for  one  dollar,  others  at 
one  dollar  and  thirty-five  cents  and  the 
rest  at  one  dollar  and  seventy-five  cents. 

The  argument  the  manager  of  the  de- 
partment gave  was  that  the  more  at- 

tractive ones  could  get  a  better  price. 

Knowing  how  they  were  made,  the  manu- 
facturer claims  that  many  of  those  of- 

fered at  the  lowest  price  were  the  bet- 
ter bonnets.  He  thinks  that  this  method 

has  a  tendency  to  cause  dissatisfaction 
among  the  customers.  Even  though  they 
take  goods  at  the  price  offered,  they  find 
on  closer  examination  at  home  that  they 
have  been  badly  treated.  Moreover, 
turnover  is  considerably  slackened  by 
this  method. 

Another  objection  is  made  to  the  prices 

asked  for  Canadian  garments.  A  sweat- 
er line  which  was  formerly  made  in  the 

United  States  and  sold  here  for  four 
dollars  and  fifty  cents  is  now  bought 
from  a  Canadian  factory  for  twenty- 
one  dollars  a  dozen.  Yet  some  of  the 

biggest  retailers  are  asking  three  dol- 
lars and  a  half  for  it.  The  double  reason 

of  lowered  prices  and  no  duty  should 
prevents  ueh  stores  from  attempting this. 

Silk    Sweaters    for    Mid-Winter 

Retailers  are  not  over-anxious  about 
their  spring  lines  as  long  as  the  winter 
demand  lasts.  There  is  a  tendency  to 
abandon  the  wool  sweaters  for  the  silk 
just  now.  One  buyer  for  a  retail  house 
says  that  many  women  are  wearing  them 
as  a  blouse  with  suits  and  some  like  to 

wear  them  over  their  perishable  after- 
noon and  evening  dresses.  One  manu- 

facturer is  making  these  of  the  thinnest 
silk  in  the  slipover  style.  They  have 
high  round  necks  to  be  worn  with  a 
blouse  which  has  a  Peter  Pan  collar.  The 
most  poular  colors  in  silk  sweaters  are 

navy,  brown,  tan,  and  black.  The 
bright  shades  have  disappeared  for  the time  being. 

To  make  up  for  the  dull  tones  m'lady is  choosing  in  sweaters,  she  is  wearing 
silk  scarves  which  are  brighter  than 

ever.  The  tendency  to  wear  collars  of 

dark  furs  on  the  seal  coats  is  said  to 

be  responsible  for  this.  Since  squirrel 

and  opossum  have  given  way  to  skunk 
and  seal  in  coat  collars,  something  is 

needed  around  the  throat  which  will  be 

bright.  Moreover  they  are  being  made 
to  sell  for  as  little  as  possible  in  order 

to  attract  business.  One  retail  store  is 

selling  a  line  at  a  dollar  thirty-five  which 
is  made  of  the  very  best  fibre  silk  and  in 

all  colors  with  bright  red  and  pinks  pre- dominating. 

NEW  FANCY  HOSIERY" (Continued   from   page  60) 

is  less  likely  to  break  the  lisle  threads 
than  it  would  be  if  silk  had  been  em- 

ployed. Also  point  out  the  value  of  the 
reinforcing  in  the  leg  where  the  silk  and 

lisle  join,  sometimes  known  as  the  "ravel- stop."  Garter-runs  constitute  the  main 
problem  in  deciding  the  wearing  quality 
of  silk  hosiery,  for  the  greatest  strain  is 
felt  at  the  tops.  In  brands  where  there 
is  on  interwoven  reinforcing,  it  is  well 
to  advise  customers  to  fold  over  the  top 
of  the  stocking  and  fasten  the  garter 
through  the  double  thickness.  Added 

(Continued   on  page  62) 
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Infants  Dep'tment  Increases  Sales Bartlett,  Macdonald  &  Gow,  of  Windsor,  Ont, 
Have  Made  Many  More  Sales  by  This  Method — 
Does  Not  Take  Lines  from  Other  Departments 

For  This  One — Increasing   Corset  Sales 

T HE  establishment  of  a  separate 
department  for  infants  has  in- 

creased our  sales  in  baby  things 

forty-five  per  cent,"  said  Miss  M.  Black 
of  the  firm  of  Bartlett,  Macdonald  and 
Gow  in  Windsor,  Ont.,  to  Dry  Goods  Re- 

view. "Mothers  like  to  shop  where  they 
can  obtain  what  they  want  in  one  de- 

partment. Sometimes  they  are  hurried, 
often  they  have  their  children  with  them 
and  many  times  do  not  know  exactly 
what  they  want.  The  salesgirls  in  this 

section  are  specialists  in  babies'  require- 
ments." 

During  a  recent  trip  through  some  of 

the  smaller  Canadian  towns,  Dry- 
Goods  Review  was  impressed  with 
the  necessity  of  a  department  of  this 
kind  in  stores  where  there  is  not  enough 
business  in  knitted  garments  to  have  a 
special  section.  Some  firms  find  that 
they  can  dispose  of  their  sweaters, 
knitted  capes  and  suits  in  the  ready-to- 
wear  department  and  the  other  knitted 
goods  at  their  regular  counters.  In  such 

cases,  sections  for  infants'  knitted  things 
are  more  necessary  because  there  are  so 
many  little  garments  for  babies  which 
mothers  would  not  think  of  looking  for 
if  scattered  around  the  store.  This  de- 

partment need  not  contain  knitted  things 
alone  but  all  the  garments  and  com- 

forts which  the  infant  and  very  young 
child  needs. 

Should  Not  Take  Lines  Altogether  From 
Other  Departments 

When  this  department  was  established 
two  years  ago  it  was  with  the  distinct 
understanding  that  the  lines  which  were 
carried  in  other  places  in  the  store  should 
remain  there  as  well  as  in  the  special 
section.  This  has  proved  a  good  method 
because  there  are  customers  who,  when 
they  want  an  article,  do  not  think  of  go- 
inff  to  any  counter  but  the  regular  one. 

Infants'  hose,  for  example,  are  carried 
at  the  stocking  counter,  blankets  in  the 
bedding  section  and  bootees  in  the  shoe 
department.  Yet  they  can  all  be  found 

in  the  infants'  shop. 
Toys    and   Baby    Equipment  Make  Sales 

Placed  conveniently  low  in  the  cases 
are  all  manner  of  toys  for  the  young 
children.  These  very  often  arrest  the  at- 

tention of  pasing  toddlers  and  result  in 
sales  either  in  these  or  in  wearing  ap- 

parel. Then  there  are  the  nursery  ar- 
ticles. The  swing  seats  and  the  baby 

hammocks  are  hung  so  that  babies  may 
be  placed  in  them  for  trial.  The  walkers 
are  put  on  the  floor  and  mothers  shown 
how  to  use  them. 

Miss  Black  tries  not  to  keep  things  in 
stock  which  are  not  approved  by  the 
local  or  provincial  welfare  departments. 
She  says  that  during  the  last  two  or 
three  pears,  it  is  surprisng  how  much 
even     the     very     young     mothers     have 

studied  the  best  methods  of  bringing  up 
their  children.  When  they  know  that  the 
store  co-operates  with  them,  they  often 
come  there  for  advice. 

The  Layettes 

Nothing  in  connection  with  this  de- 
partment, has  pleasedi  the  women  of 

Windsor  more  than  the  layette  boxes 
which  are  made  up  in  the  store.  These 
boxes  are  of  white  cardboard  and  are 
about  a  yard  long,  in  fact  foig  enough  to 
serve  as  a  container,  if  the  mother  does 
not  wish  to  buy  a  regular  one.  The  lay- 

ettes cost  from  twenty  to  forty  dollars 
according  to  the  quality  of  the  articles 
they  contain.  The  quantity  is  usually 
about  the  same  but  may  vary  according 
to  taste.  This  price  is  not  high  when  one 
considers  the  total  cost  of  buying  a  com- 

plete outfit  for  the  baby  in  separate 

purchases. 
These  are  the  things  which  the  layette 

contains : 
Two  vests,  two  bands,  two  pair  hose, 

one  hand-crocheted  jacket,  1  pair  bootees, 
two  flannel  toarricoats,  two  muslin  petti- 

coats, two  flannjedette  petticpats,  two 
dresses,  (one  fancy  and  one  plain)  one 
dozen  diapers,  two  flannelette  night- 

dresses, one  cake  Infant's  Delight  soap, 
one  ivory  soap  box,  one  box  Mennen's talcum  powder. 
The  women  who  appreciate  these 

most  are  the  very  young  mothers  who 
do  not  always  know  all  the  things  which 
they  need  for  their  first  babies.  The 
layette  is  advertised  in  the  Windsor 

papers  and  many  inquiries  come  in  be- 
cause of  it. 

Placing    the    Corset   Counter    in    the 
Department 

Has  proved  a  valuable  method  of  in- 
creasing sales.  Some  women  come  up  to 

buy  corsets  and  take  along  something  for 
the  baby,  while  others  on  the  hunt  for 

infants'  clothes,  purchase  corsets.  More- 
over, the  type  of  girl  who  is  suited  to 

one  section  does  well  in  the  other. 
Patience,  interest  and  a  certain  amount 
of  experience  are  very  necessary  in  sell- 
ine  both. 

Sales  in  maternity  corsets  have  in- 
creased fifty  per  cent,  through  placing 

the  corsets  close-by.  The  salesgirls  are 
instructed  to  mention  these  to  women 
who  are  purchasing  baby  outfits. 

NEW  FANCY  HOSIERY 
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length  in  the  leg  quality  will  permit  of 
this  toeing:  done. 

No  matter  how  carefully  any  manu- 
facturing process  is  carried  on,  every 

unit  of  the  product  will  not  prove  to  be 
perfect.  Even  with  the  thorough  inspec- 

tions which  are  conducted  to  ensure  the 

Dry  Goods  Review 

discovery  of  all  flaws,  occasionally 
slight  defects  are  detected  and  the  stock- 

ings are  then  known  as  seconds  or  sub- 
standards. 

Most  brands  of  silk  stockings  are  sub- 
jected to  at  least  three  rigid  inspections 

between  the  time  that  they  leave  the  knit- 
ting machine  to  the  final  packing,  and 

there  are  the  greatest  protection  to  the 
customer  who   purchases   silk  stockings. 

Silk  hosiery  does  not  need  to  be 
stretched  over  the  foot  and  the  leg  in 
order  to  fit.  It  is  correctly  formed  in 
the  process  of  manufacture.  Silk  clings 
to  the  surface  over  which  it  is  laid  and 
this  means  that  one  can  wear  silk  stock- 

ings a  half  size  larger  than  hosiery  of 
other  materials-  The  larger  size  will 
not  be  subjected  to  so  great  a  strain  as 
the  smaller  and  for  this  reason  it  will 
naturally  wear  longer. 

Frequently  the  life  of  silk  hosiery  is 
shortened  by  the  way  in  which  it  is  used. 
New  silk  hosiery  should  never  toe  worn 
more  than  once  before  it  is  washed,  and 
it  should  not  be  treated  in  the  same 
manner  as  lisle  hosiery.  It  should  be 
washed  in  lukewarm  water  and  should 
not  be  scrubbed.  Use  a  pure  white  soap 
never  washing  powder,  rinse  thoroughly 
in  clear  cold  water  and  dry  in  the  shade. 
Silk  should  never  be  dried  in  the  sun 
and  should  not  be  ironed  with  the  heat 
in  direct  contact  with  silk.  Always 
place  a  cloth  between,  otherwise  a  hard, 
brilliant  glaze  results,  that  is  not  at- 
tractive. 

When  the  customer  who  wants  "im- 
ported" stockings  complains  at  the  extra 

cost  demanded  for  them,  it  is  well  to 

point  out  the  fact  that  hosiery  manufac- 
turers in  this  country  plan  their  produc- 

tion for  the  entire  year  and  keep  their 
styles  down  to  the  minimum  number, 
turning  out  tremendous  quantities  of 

goods'  at  the  lowest  possible  expense  in 
overhead.  Foreign  manufacturers,  on 

the  contrary,  work  on  special  lots.  They 

set  up  their  machinery  and  make  as  few 
as  a  dozen  or  two  pairs  of  some  desired 

kind,  which,  while  it  may  ensure  individ- 
ual designs,  adds  much  to  the  final  cost 

of  the  stocking.  European  makers  favor 
the  full-fashioned  or  seamed  stocking 

while  American  prefer  the  tubular  meth- 
od of  construction. 

Finally,  in  selling  stockings,  be  partic- 
ular that  tfie  customer  gets  her  correct 

size  and  length.  Twenty-seven  is  usual- 

ly the  minimum  length  for  women's stockings  but  care  should  be  taken  to 

select  longer  lengths  for  tall  women  and 
vice  versa.  A  table  of  sizes  should  be 

hung  up  in  a  convenient  position  in  the 

department,  giving  the  corresponding 
sizes  in  shoes  and  hose  for  men.  women and  children. 

Knowledge  of  the  terms  used  in  con- 
nection with  hosiery  is  also  a  great  help 

in  selling,  so  that  such  words  as  "opera" 
or  "trunk  length"  hose,  or  "mercerized" or  "plaiting"  are  fully  understood.  It 

impresses  a  customer  who  asks  "What 
is  a  Richelieu  rib  "  to  be  told  that  it  is 

a  single  drop-stitch,  placed  in  vertical 
rows,  three  quarters  of  an  inch  apart, 
the  length  of  the  stocking. 
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Many  Knitted  Novelties  for  Spring 
One  Mill  to  Have  Seventy  Sweater  Designs  Alone  —  Trade 
Evincing  Interest  in  Hosiery  Novelties — Pullover  to  Rival  Tuxedo 

Chiffon  Mohair,  a  New  Knitted  Fabric 

MANUFACTURERS  of  knitted 
goods  are  putting  all  their 
efforts  into  novelty  lines  for 

spring.  They  say  that  staple  garments 
have  been  on  the  market  so  long  that 
there  is  little  chance  of  big  orders  un- 

less they  can  produce  something  alto- 
gether new.  One  mill  is  making  only  four 

of  last  year's  sweater  designs  and  has 
nearly  seventy  novelty  ones  for  next  sea- 

son. Hose  factories  have  also  specializ- 
ed in  novelty  patterns  and  declare  that 

the  trade  are  beginning  to  show  some  in- 
terest. The  necessity  of  changing  the 

types  of  goods  was  shown  by  the  im- 
mense quantities  which  the  retail  trade 

was  forced  to  dispose  of  this  fall.  In 
the  sweater  business  especially,  since 
there  was  so  little  demand  during  July 
and  August,  there  were  thousands  of 
plain  and  tailored  models  sold  out  by 
big  firms  at  prices  which  were  far  be- 

low cost.  The  result  is  that  people  will 
need  to  have  their  interest  stimulated  in 

the  spiring.  The  distinct  advantage  to 
the  retailer  who  buys  now,  is  that  he  can 
obtain  sweaters  at  one  half  or  at  most 

two^thirds  of  the  price  of  last  spring. 
A  sweater  of  the  best  mercerized  silk 
is  being  shown  which  will  retail  for 
seven  dollars  and  a  half. 

The  tuxedo  will  again  have  a  rival  in 
the  pullover  sweater.  The  latter  however 
will  be  made  on  looser  and  more  becom- 

ing plans  than  formerly.  It  resembles  in 
fact  the  middy  blouse.  There  is  one 
model  known  as  the  College  sweater 
which  is  very  becoming  to  any  figure 
because  of  the  very  low  neck  and  narrow 
tailored  shoulders. 

The  tuxedo  sweater  has  always  been 
declared  the  most  popular  model  of  all. 
Only  one  fault  has  ever  been  found  with 
it.  When  worn  on  cold  days  the  open 
front  is  a  disadvantage.  One  Toronto 
manufacturer  has  improved  on  it  in  his 
spring  models.  He  has  placed  small 
loops  under  the  right  revere  and  buttons 
under  the  left  revere.  Neither  show  when 
the  coat  is  open,  yet  when  it  is  closed 
they  button  the  tuxedo  right  up  to  the 
chin  and  look  very  smart.  With  the  ad- 

vent of  the  sport  suits  into  the  Canadian 
market  this  means  a  great  deal,  for  the 
coats  are  nearly  always  of  the  tuxeHo 
style  and  are  sold  for  wear  in  very  cold 
weather. 

White  Shows  Biggest  Promise  in 
Sweaters 

In  most  of  the  sweater  houses  visited 
by  Dry  Goods  Review,  white  sweaters 
were  strongest  of  all.  They  seem 
admirably  suited  to  the  novelty  and  in- 
intricate  patterns  in  which  they  are 
made. 

Slinx  delaine,  which  is  a  wool  fabrica- 
tion made  to  look  like  lamb,  is  used  as 

trimming.  It  is  seen  in  both  white  and 
grey  and  has  a  very  cozy  effect.  There 
is  a  great  demand  for  the  types  which 
feature  knitted  tucks.  They  are  clever 
little  tucks  made  by  needles  instead  of 

by  machine. 
Most  of  the  manufacturers  are  at- 

tempting to  knit  their  garments  to  look 
as  much  as  possible  like  loom-made 
cloths.  The  closer  they  resemble  this  of 
course,  the  more  likely  is  the  garment 
to  have  tailored  lines  as  the  work  is 
very  fine. 

Jacquard  designs  are  used  not  only  in 
sweaters  but  in  suits  and  capes.  The 
favored  color  for  combinations  for  these 
are:  navy  with  white,  marigold  with 
black  and  red  with  navy.  Jersey  knit  and 
plain  fibre  is  shown  probably  more  than 
before.  Very  few  of  the  models  are  plain, 
however,  this  season. 

There  is  quite  a  stir  among  manufac- 
turers over  a  knitted  material  known  as 

chiffon  alpaca  or  mohair.  Though  tran- 
sparent and  delicate  in  appearance  it  is 

really  very  serviceable.  Children's dresses  are  being  made  of  it  in  white, 
pink  and  blue  and  lovely  sweaters  are 
seen  in  all  the  pastel  shades.  Some  of 
these  garments  are  guaranteed  to  be  one 
hundred  per  cent  mohair. 

Uncut  Fringe 

Of  all  the  novelty  trimmings  for  next 
season,  the  most  popular  so  far  is  the 
uncut  fringe.  It  is  seen  in  widths  vary- 

ing from  three  to  ten  inches  Some 
sweaters  are  made  entirely  of  this  with 
a  heading  at  top  and  bottom  and  a  base 
of  the  knitted  fabric.  Cuffs,  collars  and 
inserts  are  of  uncut  fringe.  Silk  and 
wool  is  a  good  combination  in  the  new 
garments.  Usually  the  body  of  the 
sweater  or  casaquin  is  of  silk  and  the 
trimmings  of  wool. 

Bathing   Suits   That  Should  Attract  the Trade 

The  manufacturers  at  any  rate  do  not 
intend  to  have  low  stocks  in  bathing- 
suits  for  next  summer.  They  learned 
their  lesson  well  last  year.  So  anxious 
are  they  to  perfect  this  garment  that 
they  have  been  making  tests  as  to  wear- 

ing qualities  and  the  desired  color  com- 
binations before  making  their  new  de- 

signs. 
One  manufacturer  has  a  lady's  bath- 

ing-suit which  he  claims  will  stand  any 
strain.  The  upper  part  and  the  trunks 
are  knitted  in  one  piece  and  the  skirt 
sewn  on.  Last  year  the  upper  part  and 
skirt  were  a  single  garment  with  the 
trunks  attached.  The  new  way  makes 
the  garment  strong  where  the  strain  is 

greatest. Another  clever  sunt  is  one  which  has 
the  skirt  attached  with  buttons  at  front 

and    back.    The    one-piece    costume    can 

then  be  worn  in  tanks  and  at  private 
beaches  and  the  complete  outfit  used 
when  desired. 

There  is  no  doubt  that  New  York's 
most  exclusive  shops  are  expecting  an- 

other season  of  knitted  garments.  They 
are  ordering  from  houses  in  Paris  and 
the  United  States.  All  kinds  of  apparel 
are  asked  for  including  frocks,  scarves, 
shawls  and  hats.  Buyers  like  the  fringes 
both  uncut  and  cut.  New  York  shops  are 
now  showing  lacy  little  knitted  blouses 
of  the  mohair  type.  There  is  another 
fabric  for  the  more  elaborate  garments. 
It  is  is  known  as  trelaine.  It  is  a  brushed 
knitted  fabric,  as  soft  and  uncrushable  as 
finest  jersey  with  a  shaggy  appearance 

usually  obtained  only  in  loom-made  ma- terials. 

EXCLUSIVENESS  HAS  BUILT  UP 
LARGE  TRADE 

(Continued  from  page  52) 

are  among  the  customers  and  they  have 
even  sent  hats  to  Bermuda  and  recently 

claimed  a  United  States  congressman's 
daughter  amongst  their  clientele.  All 

their  hats  are  designed  by  Mr.  Webber's 
brother  at  the  branch  store  and  as  a  de- 

signer is  well  known  among  theatrical 
people  in  that  section  of  the  country. 

The  Parisian  store  have  equipped  a 

special  sedan  car  for  the  delivery  of  their 
hats.  When  a  lady  desires  some  hats  to 

be  sent  out  on  approval,  a  special  sales 

lady  is  sent  with  them  to  render  what 

service  she  can  to  the  prospective  cus- 
tomer. This  has  been  one  feature  of 

their  merchandising  plan  that  has 

brought  them  many  customers  as  ladies 

like  the  personal  attention  and  interest 

shown  by  this  method.  The  Parisian 

people  do  not  worry  if  a  lot  of  trouble 

is  gone  to  and  there  is  no  immediate 

sale;  they  feel  confident  that  the  ser- 
vice they  have  endeavored  to  give  their 

friends  will  bear  fruit  in  time.  The  sales- 

people in  the  store  place  themselves 
at  the  disposal  of  customers  without 

pressing  their  services  upon  them.  If  a 

lady  comes  into  the  store  and  wants 

simply  to  look  around,  no  effort  is  made 
to  bother  her;  she  is  allowed  to  wander 

about  at  her  own  will.  If  she  wants  at- 
tention it  is   immediately   given   her. 

Special  attention  is  given  to  the  dis- 

play work  in  connection  with  this  es- 
tablishment. They  believe  in  exclusive 

displays  of  the  most  artistic  style  and 
dress  their  windows  daily.  Passersby, 

therefore,  never  see  the  same  window 

display  on  two  consecutive  days. 
The  store  has  a  fixed  policy  regarding 

salaries,  that  is,  that  they  shall  not  ex- 

ceed a  fixed  per  cent.  Each  day's  sales are  tabulated  and  at  the  end  of  the 

year  a  bonus  is  paid  to  the  employees of  the  firm. 
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HOSIERY. 

We  want  to  sell  you  Circle-Bar  Hosiery.  It  is  good 
hosiery — the  best  we  can  make.  We  use  only  pure 
silk,  the  best  merino  and  long  fibre  cotton.  We  have 
worked  untiringly  to  give  perfect  fit,  and  have 
achieved  it  with  a  more  tapering  toe  and  deeper  heel 
than  others,  narrowed  ankle  and  comfortable  elastic- 

ity at  the  hem. — Your  customers  will  appreciate  the 
splendid  quality  and  style  of  Circle-Bar  Hosiery,  for 
men,  women  and  children. — Write  for  particulars  and 
prices. 

Silk,  Wool  and  Cotton  for  Men,\Women  and  Children 

THE  CIRCLE-BAR  KNITTING  CO.,  Limited 
Head  Office:     Kincardine.  Mills  at  Kincardine  and  Owen  Sound. 

TRADE MARK 

REGISTERED 

O.V  BRAND 
PURE  WOOL  UNDERWEAR 

For  Men  an cf  Soys 

The  O.  V.    Brand  label  guarantees  every 
garment  for  service^and  comfort. 
A  quick  seller  and  a  long  wearer.  Supreme 
for  15  years. 

Sold  Through  Wholesale  Trade. 

BATES  &INNES  Limited 
Carleton  Place,  Ont. 

A^ent3 
E.S.Bates  ACo.Ltd.,     H.J.Fox,     C.E.Winks,       W.R.Miller. 
M  St.Nichol&a  St.       152  Boy  Si      44  Aiken  Block.  Mercantile Bldg. 
Montreal  Torontc        Winnipeg  Vancouver 

Ready  for  the  approach  of 
Winter — with  Complete 
Lines 

ELASTIC   RIB   UNDERWEAR 
HEAVY  WOOL  SOCKS 

JERSEYS  &  SWEATERS 
FINE   CASHMERE 

The  Smart  All-  Wool 
PLAIDS,  CHECKS^ STRIPES 

We  make  them  in  a  widely  varied 
range  of  patterns  and  colors.  They 
are  quick  sellers! 

Only  the  best  material  used  throughout. 
Prices  to  meet  present  day  conditions. 
We  invite  your  EARLY  inspection  of  our 
Samples. 

Mitchell  Woollen  Company 
Limited 

MITCHELL,  ::  ONTARIO 
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Underwear 

Quality 
—the 

Trade 
Builder 

At  your  underwear  counter  women  are  daily  applying 
the  test  of  their  experience  as  buyers. 

The  experience  of  those  who  sell  Mercury  is  that  quality 

pays  in  the  long  run.  As  a  getter  of  repeat  orders — the 
things  that  build  up  trade — no  substitute  has  ever  been 
discovered  for  good  old  fashioned  Q-U-A— L-I-T-Y. 

The  soft  feel  of  fine  pure  wool  cashmere  in  Mercury 
lines  for  late  Fall  and  Winter  is  unmistakable.  It  indicates 

the  highest  quality — the  quality  that  sells.  And  this  wool 
is  unshrinkable. 

On  this  foundation  of  quality  we  build  up  a  garment 
of  such  perfection  that  the  lines  of  the  figure  are  preserved 
and  true  comfort  is  ensured  at  every  point.  It  has  too  the 
dainty  feminine  touch  of  neatness  in  every  seam. 

The  girls'  and  boys'  trade  as  well  as  mothers'  can  be 
built  up  with  Mercury  lines  of  the  same  high  quality. 

Mercury  Mills,  Limited,  Hamilton,  Can. 
Makers  of  Hosiery  and  Underwear  for  men,  women  and  children 
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Homespuns — 
The  Vogue  on  Fifth  Ave.,  New  York 
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Homespuns  are  fashion's latest  hit.  They  are  being 
featured  by  the  leading 
houses  on  Fifth  Avenue, 

New  York,  as  is  eviden- 
ced by  the  advertisements 

shown  here,  which  have 
been  clipped  from  recent 
issues  of  the  New  York 
Times. 

HAWTHORN 
HOMESPUNS 

are  second  to  none  that 

are  being  produced  on  the 
North  American  Contin- 

ent. Their  success  in  Can- 
ada is  assured,  partly  be- 

cause of  their  novelty  of 
finish,  but  even  more  on 
account  of  their  beautiful 
shades  and  enduring  qual- 
ity. 

There  will  be  no  question 
about  sales  if  you  display 
Hawthorn  Homespun  gar- 

ments in  your  window. 

HAWTHORN  FABRIC 
CANADA  PRODUCT 

il 

Til'  label  of  dependabil- 

ity in  garments  "made  from Hawthorn  Fabrics. 

HAWTHORN  MILLS 
LIMITED 

Carleton  Place,  Ont. 
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OXFORD 
UNDERWEAR 

Enduring  value  makes  good  under- 
wear an  economy.  These  are  typi- 

cal Oxford  garments  which  we 

place  on  the  market  with  the  assur- 
ance we  are  offering  something 

wonderfully  styled,  of  finest  ma- 
terial. These  sell  at  first  sight  al- 

ways, and  anywhere.  In  further  evi- 
dence of  the  constantly  growing  de- 
mand for  our  garments  we  are  con- 
fident we  satisfy  the  Trade.  We  in- 

vite you  to  see  samples  or  write  us. 

m H m m 

THE  OXFORD  KNITTING  CO. 
LIMITED 

Woodstock  -  -  Ontario 

Representatives : 
T.    H.    WARD  ELL,  H.    R.    BLADE. 

24    Aikins    Block,    Winnipeg  Carleton    Chambers,    Ottawa 
F.    W.    McLEAN, 

5   Paddock   St..  St.  John,   N.B. 

m 
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Harvey 
"Undies" / 

FAMOUS 

While  our  continued  ad- 
vertising is  doing  a  great 

work  in  building  up  a  pre- 
ference for  Harvey  Brand 

underwear,  we  feel  we  are 

niacins;  before  our  Mer- 

chants exceptional  mer- 
chandise. 

Aside  from  good  tailor- 

ing there  are  many  feat- 
ures prominent  about  our 

garments. 

Superiorities  of  sewing, 

workmanship, practical  de- 
sign, good  fabric,  correct 

pattern,  ample  in  all  pro- 
portions, our  purchasers 

are  quick  to  recognize. 

We  invite  you  to  inspect 
our  stock,  satisfaction  is 

guaranteed. 

Reliance  can  be  placed  upon  our  garments.  We  give  a  peerless 

weave  and  quality  and  place  within  the  reach  of  every  retailer  a  com- 

plete collection  of  our  famous  Harvey  Brand  underwear. 

Harvey  Knitting  Company 
Limited 

Woodstock  -  Ontario 

UiA y^^^^fr^^ft^     ■■■;../  ftrfrY^yiLfj^fgirg^^^ 
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JEM   KNIT  GOODS 
Made  in  Canada 

For  Infants  and  Children 

Into  JEM  knit  goods  go  only 
the  finest  quality  yarns  insur- 

ing for  the  baby  the  softest  and 
warmest  knitted  things. 

JEM  Knit  Goods  are  Ideal 
Christmas  Gifts 

A   multitude   of   dainty   styles. 

PROMPT  DELIVERY 

J.    M.    Robertson   Knitting 
Co.,   Limited 

35  BRITAIN  STREET,  TORONTO 
Sales  Rooms,   66  Wellington   St.   West 

UNSHRINKABLE 

The  Underwear 
that  Overyears 

ATLANTIC  UNDERWEAR 
LIMITED 

MONCTON        -  -        N.B. 
E.  H.  Walsh  8s  Company 

Montreal  &  Toronto 

Selling  Agents  for 

Quebec,  Ontario  and  Western  Provinces 

35 
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Fine  Garments — 
Big  Demand  — More  Profit 

The  value  of  Peerless  Underwear,  by 
reason  of  its  fine  texture,  its  unusually  neat 
fit  and  its  durability,  is  known  to  women 
all  over  Canada. 

Handle  this  profitable  line  of  underwear. 

For  Women — Children — Infants. 

MOODIE'S 

Representatives  : 
E.  R.  Woodill,   123  Roy  Bldg.,  Halifax, 

N.  S. 

Ernest  Hamel,  66  Rue  de  L'Eglise,  Que- 
bec, Que. 

R.  C.  Peyser,  417  Kings  Hall  Bldg.,  St. 
Catherine  St.  W.,  Montreal,  Que. 

C.  &  A.  G.  Clark,  35  Wellington  St.  W., 
Toronto,  Ont. 

Hanley  &   MacKay  Co.     407    Hammond 
Bldg.,  Winnipeg,  Man. 

J.  J.  MacKay,  504   Mercantile  Building, 
Vancouver,  B.  C. 

PEERLESS   UNDERWEAR 

Company  Limited 
Controlled  by 

J.R.  MOODIE  &  SONS 
HAMILTON,  ONT. 

CELTIC 
SILK  HOSIERY 

Our  Spring  1922  range  will  be  in  the  hands 
of  our  salesmen  at  an  early  date.  Do 

not  fail  to  see  the  latest  "Celtic"  Crea- 
tions in  embroidered  designs. 

Selling   AgcnU: 

HARVEY  BROS.  &  SEMPLE  Ltd. 
224    Empire    Bld«. 

TORONTO 
?>IZ    Fort    St. 
WINNIPEG 

325   Howe   St 
VANCOUVER 

THE   CELTIC    KNITTING 
CO.,  LIMITED 

14  Turgeon  St. Montreal 

PRISCILLA 
BRAND 

^    KNIT  GOODS 

for  KIDDIES 

This    "Fetching"    Store    Card 
printed  in  two  colors  on  stout  cardboard,  14 
x  21  inches,  is  now  in  course  of  preparation 
for  our  dealers.  It  should  help  them  to 
sell  more  Priscilla  Brand  garments. 
Are  YOU  getting  a  share  of  the  profits  on 
this  quick-selling  line?  If  not,  drop  us  a 
line  to-day. 

HENRY    DAVIS    & 

259  Spadina  Ave.     - 

CO.,   LIMITED 
-    Toronto,  Can. 
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The  Spring  1  922  Range  of 

BALLANTYNE 
KNITTED  OUTERWEA'R 

Is  Now  Being  Shown 

The  Ballantyne  Spring  Range  is  made  up  of  lines  for  which  there  is  a  ready 

market.     The  newest  styles  are  shown  in  the  dependable  Ballantyne  quality. 

R.  M.  Ballantyne,  Limited 
STRATFORD  CANADA 
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\y/ie:  Standard 
^or  Style,  Quality  and  Z/alue 

Monarch-Knit 
SWEATERS  •  HOSIERY 
KNITTING  YARNS 

Have  You  Seen  Our  Range 
FOR  SPRING  1922? 

/^\UR  range  of  knitted  outerwear,  comprised  of  Women's,  Misses' 
^-^  and  Children's  Coats,  Suits,  Dresses,  Silk  Coats  and  Capes 
shows  the  most  comprehensive  range  of  styles  and  materials  that 
we  have  ever  shown  to  the  trade  and  we  feel  confident  that  you 

will  be  very  much  interested  to  inspect  our  samples. 

BATHING  SUITS 
Our  line  of  Bathing  Suits  shows  a  very  large  range  of 

attractive  styles  and  special  features. 

HOSIERY 
We  have  added  to  our  range  many  attractive  lines  to 

sell  at  popular  prices.  Be  sure  to  see  our  range  of  pure  silks. 

MONARCH  YARNS 
Place  your  orders  now  for  Spring  for  Monarch  Floss, 

Monarch  Dove,  Monarch  Down  and  Monarch  Butterfly,  and 

be  sure  of  your  supply  for  the  Spring  demand. 

The  Monarch  Knitting  Co.  Limited 
Head  Office:     Dunnville,  Ont. 
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CONFIDENCES! 
At  Critical  Times  it  is  Essentially  Important  to  have  — 

CONFIDENCE  IN  YOURSELF. 
CONFIDENCE  IN  YOUR  MERCHANDISE. 
CONFIDENCE  IN  YOUR  PRICES. 
CONFIDENCE  IN  YOUR  PURCHASES. 
CONFIDENCE  IN  YOUR  SALES. 

Combine  Them  All  and  Feature 

d^a& 

Dent's  Famous  Gloves "Trident"  Brand  Hosiery 

200  YEARS 
IN  THE  PUBLIC  CONFIDENCE 

Travellers  Now  Booking  Orders  for  Immediate  and  Spring  Delivery 

-i 

MAIL  ORDERS    RECEIVE  PROMPT    ATTENTION 

Dent  Allcroft  &  Co.  (Canada) 
LIMITED 

Wilder  Building,  Bleury  Street,  Montreal 
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Gifts  Season   Helps  Accessory  Lines 
Trade  Asking  for  Larger  Quantities — Lively  Business  in  Veils — 
A  Veil  for  Every  Occasion — Trade  Will  Soon  See  New  Button — 
Tremendous  Spat  Season  in  Progress  —  Foreword  On  Spring 

Laces 

THIS  GIFT  season  is  bringing  
with 

it  an  encouraging  report  from  the 
dress  accessories  houses.  While 

the  buying  that  is  being  done  is  not  dis- 
tinguished altogether  as  Christmas  busi- 

ness, the  trade  is  asking  for  larger  quan- 
tities, an  indication  that  they  are  pre- 
paring for  holiday  business.  The  houses 

which  specialize  in  these  lines  have 
fared  much  better  all  fall  than  those 

which  deal  in  staple  articles.  Nearly  ev- 
ery wholesaler  in  Toronto  reports  heav- 
ier and  earlier  business  than  last  year. 

The    Veiled    Lady 

Retailers  who  believe  in  the  oppor- 
tunities which  veils  hold  for  them,  have 

had  a  splendid  opportunity  of  testing 
their  faith  this  fall.  There  is  scarcely 
a  well-dressed  woman  in  Canada  who 

does  not  boast  of  a  veil  on  dress-up  oc- 
casions. Even  the  maidens  of  fifteen 

are  wearing  them  with  all  the  assur- 
ance of  a  matron.  The  principal  factor 

in  making  a  veiling  counter  a  success 
just  now  is  variety,  says  a  traveller  for 

a  Toronto  house.  Women's  taste  in  veils 
is  as  varied  and  as  hard  to  please  as 
it  is  in  sh:e  .  He  claims  that  there  is 

no  article  which  is  bought  on  the  im- 
pulse as  much  as  a  veil.  For  that  reason 

every  counter  should  have  at  least  two 
figures  with  hats  and  veils.  The  veils 
should  be  changed  every  day  and  a  dif- 

ferent type  shown  wherever  possible. 
What  a  woman  should  wear  in  veils  is  a 

thing  which  gives  her  as  much  consider- 
ation as  the  Peace  Conference.  The  wo- 

man who  passes  tho  counter  wearing 
a  neat  face  veil  is  sure  that  the  flow- 

ing one  on  the  figure  would  be  more  be- 
coming. Then  there  is  always  the 

thought  that  the  hat  will  be  greatly 
improved  with  a  veil.  Women  add  veils 
to  their  co;tumes  to-day,  as  they  did 
artificial  flowers  two  or  three  years age 

Yard  veilings  are  in  strong  favor  at 
the  moment  particularly  at  popular 

prices.  In  these  the  small  dot  has  pref- 
erence. One  Toronto  store  disposed  of 

three  thousand  yards  of  it  in  three  days 
at  twenty-five  cents  a  yard.  This  re- 

turn to  the  conventional  is  said  to  be 
the  aftermath  of  the  craze  for  fancy 
veilings.  The  most  wanted  shades  are 
black,  grey,  navy,  brown  and  taupe  and 

Princess  slip  to  be  worn  under  lace 
tunics.  Coynes  in  all  the  favored  tunic 
shades — black,  brown,  blue,  grey,  etc., 
and  is  made  in  cre^e  de  chine  and  Jap 

silk.  Shown  by  J.  B.  Hutchins  Co.,  To- 
ronto. Photo  by  Photo-Kraft  Studios, Montreal. 

all  of  these  are  seen  combined  with  red 
for  contrast. 

Novel  shapes  are  still  strong  but  they 
are  not  now  favored  as  much  as  the 

plain,  square  veil.  The  draped  models 

of  early  fall  are  given  less  prominence 
for  winter.  The  square  veils  have  em- 

broidered borders  or  edgings  of  chenille 
dots. 

New    Buttons   on  the   Market   Shortly 

A  wholesale  button  house  in  Toronto 

is  undecided  which  is  the  hetter  seller, 

ivory  or  celluloid.  The  black  ivory  but- 
ton made  of  genuine  vegetable  ivory 

has  a  steady  line  of  devotees.  Those 
with  "fisheye"  holes  are  the  only  ones 

wanted  in  this  class  of  button.  Celluloid 
buttons  on  the  other  hand,  have  had  a 

spotty  run  this  season.  There  are  uwo 
kinds  of  these,  each  of  Which  has  a 

good  market.  The  metal  back  is  demand- ed almost  exclusively  by  cloak  and 

suit  manufacturers  and  the  solid  back 

is  bought  mostly  by  retailers.  The  wo- 
man who  is  making  her  own  clothes  is 

willing  to  buy  the  solid  back  ones  be- 
cause so  few  arc-  being  used  on  this 

year's  clothes  but  manufacturers  of 
mediutm-pri'ced  garments  find  that  they 

run  into  too  much  expense  for  ordinary 
business. 

Horn  buttons  are  very  good  this 

season,  in  fact  some  of  the  best  ready 

to  wear  garments  have  horn  buttons. 

These  are  shown  in  two-toned  effects 
which  help  their  sale.  They  are  also 

particularly  suited  to  the  ridged  work 
which  is  used  for  ornament  on  what 

would  otherwise  be  very  severe  buttons. 

Plush  butfo  ns,  especially  the  "ful- ball"  plushed  ones  are  asked  for.  They 
are  being  used  as  hat  ornaments,  on 
coats  and  dresses,  and  furriers  are  us- 

ing them  a  great  deal. 
With  the  season  of  lighter  dresses 

approaching,  manufacturers  are  prepar- 
ing for  a  rush  on  metallic  buttons. 

These  are  made  of  pressed  mental  in  the 
filigree  style.  Gold  and  silver  as  well 
as  some  of  the  new  shades,  especially 
fus/chia,  are  seen  in  these. 

The  Biggest  Spat  Season  Ever 

A  manufacturer  of  spats  in  Toronto 
has  had  the  best  season  this  year  that 
he  has  had  since  he  went  into  business. 
He  is  at  present  two  weeks  behind  on 
all  orders.  Hi  promises  that  the  spit 
trade  will  last  until  very  late  Spring 
and  has  several  new  designs  on  the  way 

for  the  new  year.  There  is  a  general 
feeing  that  this  will  be  the  last  big 

spat  year  as  the  vogue  for  boots  which 
was  whispered  about  a  few  months  ago, 

(Continued  on  page  78) 
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Gloves  Require  Years  Of  Close  Study 
No  Uncertainty  in  Merchandising — System  is  Necessary  if  Best 
Results  to  be  Obtained — Some  Selling  Points  Suggested — Record 

Book  Valuable — Ogilvy  Store  in  Ottawa 

HOW  TO  handle,  display  and  sell gloves  in  the  average  department 
is  a  problem  which  requires  years 

of  close  study,  and  which  has  many 
points  of  similarity  in  both  large  stores 
and  small,  the  great  point  of  difference 

lies,  however,  in  the  fact  that  the  mana- 
ger of  a  glove  department  usually  is  a 

specialist  in  but  one  or  two  lines  only, 
and  thus  has  time  to  concentrate  his 
best  efforts  on  the  promotion  of  his 
merchandise. 

The  experience  of  J.  W.  Davy,  who  is 
head  of  the  glove  and  hosiery  sections 
in  the  Charles  Ogilvy  store  of  Ottawa,  is 
of  value  to  others  who  are  also  study- 

ing the  various  problems  incidental  to 
glove  selling. 

"There  is  no  uncertainty  about  gloves 
in  reality,"  explained  Mr.  Davy,  "because 
the  average  customer  buys  year  in  and 
year  out,  according  to  the  season,  and  the 
careful'  buyer  who  watches  his  stock 
closely  and  keeps  an  accurate  record  of 
all  sales,  can  estimate  his  requirements 
pretty  closely  each  season  with  little 
fear  of  errors. 

Service  Counts  in  Glove  Selling 

"I  believe  in  being  systematic  first  and 
foremost,  in  both  buying  and  selling,  and 
I  do  not  approve  of  hurried,  careless 
work  by  any  member  of  the  department. 
The  only  way  to  make  a  success  of  glove 
selling  is  to  co-ordinate  the  infinite 
number  of  details  and  be  prepared  to 
offer  painstaking  service.  There  are 
two  aspects  to  consider  in  handling 
gloves,  the  buying  and  the  selling,  and  it 
is  with  the  latter  more  especially  that 
the  average  department  falls  down.  Ser- 

vice counts  more  in  selling  gloves  than  in 
any  other  section  of  the  store,  not  so 

much  from  the  customer's  point  of  view 
as  from  the  store's  own,  because  the 
goods  must  be  properly  sold  to  stay  sold 
without  the  vexatious  problems  of  re- 

turns and  repairs,  etc. 

"I  would  therefore  emphasize,  first  of 
all,  the  appearance  of  the  section.  An 
attractive  atmosphere  lends  distinction  to 
the  merchandise,  and  gloves  look  im- 

measurably better  when  displayed  on  a 
fine  hardwood  counter  or  upon  polished 
glass,  with  here  and  there,  an  artistic 
stand  displaying  the  new  models.  In 
our  own  department  we  use  the  lighted 
glass  show  cases  both  above  and  below 
the  regular  fixtures,  so  as  to  get  the 
maximum  of  display  at  all  times  of  day. 
Gloves  are  not  attractive  to  look  at 
when  merely  shown  in  their  original 
boxes,  in  dozens  or  half  dozens,  and 
should  be  removed  and  suspended  in 
pairs  from  a  support  of  some  kind. 

Know  the  Stock 

"The  sales  staff  should  know  the  stock 
thoroughly,  by  which  I  mean  that  they 
should   know    what   they   have   in    stock 

and  when  new  supplies  are  coming. 
They  should  also  know  what  is  made  and 
the  various  qualities1  of  leathers,  so  as  to 
be  able  to  detect  the  good  grades  from 

the  poorer  ones.  They  should  be  thor- 
oughly experienced  in  fitting  gloves  for 

customers,  since  most  reputable  quali- 
ties are  guaranteed  for  the  first  fitting, 

when  all  defects  should  become  apparent. 

They  should'  furthermore,  be  scrupulous- 
ly neat  about  their  own  personal  appear- 

ance, especially  with  regard  to  their 
hands  which  are  of  course  prominent  in 
displaying  the  goods.  Often  a  girl  with 
pretty  hands  and  well  manicured  nails 
will  effect  a  better  sale  than  the  one  who 

has  allowed  her  hands  to  become  chap- 

ped or  roughened." Color  Sells  Gloves 

Customers  generally  have  a  certain 
pair  of  gloves  in  mind  when  they  stop  at 
the  glove  counter,  according  to  Mr.  Davy. 
A  woman  who  has  just  bought  a  new 
fur  coat  will  find  that  gauntlets  are 
bulky  with  the  new  cuffs  of  her  wrap, 
or  perhaps  she  thinks  she  would  like  a 
pair  of  16  button  length  in  a  different 
color  than  she  has  been  wearing.  There- 

fore, the  salesgirl  must  remember  that 
color  is  the  dominating  factor  to  be  con- 

sidered in  the  sale,  and  apart  from  fit- 
ting the  g^'ove  correctly,  she  must  show 

just  the  right  shades  only.  The  staff  in 
the  Ogilvy  store  are  instructed  to  show 
everything  that  could  possibly  interest 
the  customer  and  to  begin  by  showing 
the  better  class  first.  If  the  price 
seems  to  be  a  little  too  high,  it  is  quite 

easy  to  bring  forward  less  expensive  var- 
eties  in  the  same  style.  Even  if  a  cus- 

tomer does  not  know  what  price  she 
wishes  to  pay,  a  glance  at  the  individual 
lines  of  apparel  she  wears  should  be 
sufficient  guide  to  the  selling  staff  as  to 
what  she  would  prefer. 

Narrow  the  Choice  Down 
It  is  not  advisable  to  let  many  gloves 

remain  on  the  counter  while  the  cus- 
tomer is  deciding  on  what  to  take.  Elim- 

inate the  less  preferable  kinds  immedi- 
ately, until  the  choice  is  narrowed  down 

to  not  more  than  three  styles. 
All  the  newest  arrivals  in  gloves 

should  be  shown  if  the  customer  express- 
es a  preference  for  something  very 

smart,  and  at  the  same  time  the  sales 
girl  may  inquire  if  she  has  seen  the 
latest  knitted  silk  or  fur  lined  gloves  for 
everyday  wear.  Introducing  merchan- 

dise is  very  profitable  in  glove  selling, 
because  few  customers  ever  call  fre- 

quently enough  to  become  familiar  with 
all  the  new  lines  in  stock. 

Generally  speaking,  it  is  the  young 
women  who  want  individual  styles  and 
unusual  effects  in  their  gloves,  while 
their  mothers  and  older  women  in  gen- 

eral ask  for  the  more  conservative  one  or 

two-button  lengths.  It  is  desirable  to 
cultivate  both  sides  of  the  business,  in 
both  kid,  leather  or  fabric  gloves  the 
year  round.  There  are  two  reasons  for 
kid  gloves  during  the  course  of  the  year 
of  which  the  spring  is  usually  the  most 
important  in  point  of  demand.  During 
the  early  spring  months  there  is  a  lively 
demand  as  a  rule  for  white  kid  gloves 
for  Easter,  and  many  stores  experience 
an  unusual  difficulty  in  this  connection 
because  customers  wish  to  try  on  white 

kid  gloves  when  their  hands  are  not  real- 
ly clean.  A  sales  clerk  must  have  suf- 

ficient discretion  to  decide  when  it  is  or 
is  not  advisable  to  permit  a  customer  to 
try  on  a  pair  of  white  gloves^ 

All  gloves  should  be  sold  with  the  un- 
derstanding that  if  they  are  satisfactory 

at  the  time  of  fitting  they  are  not  return- 
able later,  but  it  is  wiser  not  to  make 

any  hard  and  fast  rule  and  to  exchange 

goods  if  the  request  is  reasonable.  Oth- 
erwise future  sales  are  sacrificed. 

Record  Book  is  Indispensable 

A  record  book  is  a  vital  necessity  to 

the  glove  department  in  which  the  differ- 
ent lines  are  entered,  together  with  the 

colors,  sizes  and  cost  of  selling.  At  the 
end  of  the.  season  the  buyer  can  arrive 
at  the  approximate  amount  of  new  goods 
required  by  deducting  the  amount  of 
sales  from  the  original  stock,  in  each 
line,  with  little  or  no  trouble. 

A  final  point  emphasized  by  Mr.  Davy 

was  the  fact  that  the  staff  should  al- 
ways smooth  out  and  replace  all  gloves 

tried  on  or  shown  to  customers  as  soon 
as  a  sale  is  completed.  The  counter 
should  be  clear  at  all  times,  and  care 
should  be  exercised  that  gloves  are  put 
back  into  the  correct  position  in  their 
boxes.  As  the  most  called  for  size  is 
the  GV2  or  the  6%,  it  is  advisable  to  place 

gloves  in  these  numbers  in  the  most  ac- 
cessible position,  with  sizes  6,  6%  and 

5%  and  7  following  in  this  order. 
"The  sales  staff  cannot  have  too  much 

information  regarding  the  process  of 

manufacture  of  different  sorts  of  gloves," 
remarked  Mr.  Davy  in  conclusion.  "I 
am  in  favour  of  all  the  educational  pro- 

paganda in  connection  with  glove  manu- 
facture and  selling  that  can  be  had." 

NEW  HAND  CAR 
A  new  hand  car  is  announced  for  the 

kiddies  and  will  be  shortly  placed  upon 
the  Canadian  market  under  the  name  of 

the  "Sammie"  car.  This  car  is  propell- 
ed by  means  of  a  pumping  motion  on 

the  front  handle  and  no  foot  action  is 
necessary  at  all.  Painted  in  bright  col- 

ored enamels  it  presents  a  gay  appear- 
ance and  can  be  used  by  all  children 

from  2  to  8  years  by  merely  adjusting 
the  position  of  the  seat. 
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Scarves  have  Become  Necessity  to  Wardrobe 
Many  New  Designs  at  Moderate  Prices 

Montreal  Houses  Give  Prominence  to  Less  Expensive  Styles- 
Plain  Colors  and  Fancy  Stripes  in  Knitted  Novelties — Brushed 

Wool  Effects  are  Popular — The  Spanish  Scarf 

THE  scarf  has  come  to  occupy  a 
position  of  unusual  prominence 

in  the  average  woman's  wardrobe this  season  and  manufacturers  and 

agents  report  business  to  be  exceptional- 
ly good.  Every  woman  from  the  rich- 

est to  the  poorest  can  now  find  a  scarf 
at  a  price  to  accommodate  her  purse  and 
in  a  style  and  color  to  please  the  most 
discriminating.  Whether  she  may  wish 
for  a  huge  woolly  affair,  more  on  the 
type  of  a  sweater,  or  whether  a  dainty 
scrap  of  spun  silk  to  protect  her  should- 

ers and  evening  draperies  from  the  con- 
tact of  heavy  wrap,  there  is  a  scarf  for 

every  purpose  and  every  occasion. 

Moderate  Prices  Induce  Purchases 

Montreal  stores  are  giving  unusual 
prominence  to  sales  of  the  less  expensive 
styles,  which  however  are  exceedingly 
smart  and  colorful,  and  the  tendency  to 

purchase  several  of  these  dainty  access- 
ories is  now  becoming  a  feature  of  the 

season. 
The  knitted  novelty  scarf  is  now  an 

essential  part  of  the  progressive  neck- 
wear department  in  all  stores.  As  an 

accepted  part  of  every  wardrobe  it  re- 
appears each  season  in  a  wide  diversity 

of  styles,  shades,  and  combinations  so 
that  the  scarf  of  one  year  is  just  as 

passee  the  next  as  are  the  sailor  col- 
lars of  yesterday  as  compared  with  the 

tuxedo  of  the  present.  Silk  knit  scarves 
are  no  longer  regarded  as  a  spring  num- 

ber for  wear  with  suits  only,  but  they 
are  now  being  pushed  for  wearing 
with  heavy  coats  which  are  apt  to  soil 
the  dainty  blouse  or  neckwear  beneath. 
Both  plain  colors  and  fancy  stripes  are 
in  great  demand,  the  preference  being 
for  the  bright  shades  of  the  order  of 

rose,  orchid,  French  blue  and  even  but- 
tercup and  jade.  Stripings  are  not  al- 

ways, of  the  continuous  end  to  end  var- 

iety either,  but  appear  in  quite  a  fan- 
tastic broken  effect  rather  Dresden-like 

in  appearance,  combining  dark  stripes 
upon  a  light  ground. 

Woolen  Scarves 

Woolen  scarves  are  often  shown  in  the 
neckwear  section  too,  as  befitting  their 

novelty  nature.  Brushed  wool  effects 
are  probably  the  best  liked  this  winter, 
either  in  plain  or  figured  designs.  A 

new  style  shown  by  one  maker  combines 
a  wooly  surface  with  an  underside  of 
knitted  silk  fabric,  the  former  being 

pure  white  and  the  latter  a  rich  shade  of 
lilac,  most  charming  to  affect  with  a 
wrap  of  Hudson  seal.  The  really  long 
and  voluminous  scarves  of  such  yarns  as 

Angora,  mohair,  brushed  wool  or  alpaca 
usually  fringed  at  the  lower  edges 

and  the   sides  reversed   to  show  a  tux- 

edo effect  of  contrasting  color.  Belts 
are  often  worn  to  hold  them  in  snugi.y  to 
the  figure  and  jaunty  little  pockets  add 
the  finishing  touch  of  smartness.  The 
18  inch  wide  scarf  is  said  to  be  the  most 

popular  and  72  inches  is  generally  ac- 
cepted as  the  most  becoming  length. 

These  scarves  will  be  heard  of  later  on 

when  skating  and  snow-shoeing  become 
the  order  of  the  day.  Blue  and  sand, 
black  and  grey,  peacock  and  buff,  and 
sand  and  nigger  brown  are  popular  col- 

or combinations  while  in  the  striped  ef- 
fects, triple  colored  bars  are  ve  ef- 

fective. 

The  Spanish  Scarf 
Enquiries  are  being  more  ar  more 

frequently  received  by  the  ifferent 
agents  regarding  Spanish  shawl  ;  of  dif- 

ferent sorts.  It  is  believed  ihat  the 
Canadian  woman  now  appreciates  the 
charm  and  effectiveress  whirn  are  la- 

tent in  the  folds  of  a  cleve  ly  draped 
scarf  with  heavy  fringe,  and  many  of 
these  scarves  are  being  utilized  by  clever 
fingers  to  form  entire  frocKs  with  the 
aid  of  a  bit  of  o.d  lace  or  embroidery. 
Real  Spanish  lace  is  shown  also,  but  it  is 
almost  prohibitive  in  price. 

For  more  general  evening  wear,  the 
conventional  wide  scarves  of  plain  crepe 
de  chine  simply  hemstitched,  and  in 
pastel  shades,  are  distinctly  popular. 
These  could  be  included  very  properly  in 

the    ready    to    wear    department    to    ac- 

company the  sale  of  a  dance  frock,  since 
the  matter  of  matching  the  right  shade 
or  selecting  the  exact  note  of  contrast 
is  not  easily  done  by  memory. 

Marabout  scarves  and  feather  trim- 
med effects  are  among  the  newest  nov- 

elties to  make  their  debut  among  this 
range  of  accessories. 

Yardage  Tulle  Makes  Exquisite  Scarves 

A  timely  hint  was  offered  by  a  Mon- 
treal neckwear  buyer  in  connection  with 

the  subject  of  scarves.  One  part  of  his 
section  was  set  aside  for  a  display  of 
diaphanous  tulles  and  malines  of  the 
sort  suitable  for  either  evening  or  day- 

time wear,  and  quantities  of  cut  lengths 

were  arranged  in  the  form  of  a  rain- 
bow in  all  the  lovely  shades  associated 

with  it,  and  just  beneath  was  shown  a 
bewildering  variety  of  dainty  accessor- 

ies with  which  to  finish  the  ends  of  each 
scarf.  Included  in  the  showing  were 

silk  and  bead  tassels  of  every  size,  arti- 
ficial flowers,  fringes,  jewelled  drops, 

ribbon  novelties,  feather  motifs,  etc., — 
all  of  a  kind  to  be  easily  attached  by 

the  woman  who  desires  to  create  some- 
thing different  for  herself. 

Dainty  boxes  of  artificial  flowers  are 
now  shown  in  profusion  to  be  worn  as 
corsage  bouquets  on  either  frocks  or 
wraps,  and  are  the  centre  of  attraction 
in  every  neckwear  department  this  win- 

ter. Their  moderate  prices  are  a  decided 

point  in  their  favor. 

Business  Quite  Brisk  in  Gloves 
Manufacturer  Says  Threatened  With  Shortage 
— Travellers  Out  in  December  with  New  Spring 
Lines — French  Gloves  Have  Shown  Decline  In 
Prices — Labor  Willing  to  Accept  Reductions 

A  LEADING  Canadian  glove  manu- facturer stated  to  Dry  Goods  Re- 
view this  month  that  there  is 

every  possibility  of  a  serious  shortage 
of  seasonable  lines  developing  in  the 
near  future.  Travelers  out  on  the  road 

with  regular  lines  report  that  business 
is  surprisingly  good  and  that  retailers 
are  taking  orders  for  every  sort  of 
gloves  down  to  substitutes  for  regular 
stock  which  is  completely  exhausted. 
This  state  of  affairs,  although  highly 

satisfactory  in  one  sense,  is  not  regard- 
ed as  a  sure  sign  that  confidence  has 

been  completely  restored.  Manufactur- 
ers complain  that  they  cannot  make 

plans  for  spring  business  with  the  com- 
plete lack  of  confidence  on  the  part  of 

the  retailer  confronting  them  at  every 
turn.     Travelers  are  expected  to  go  out 

at  the  end  of  December  next  with  a 
complete  range  of  spring  lines  priced  at 
rock  bottom  levels,  and  unless  they  re- 

ceive some  encouragement,  there  is  ev- 
ery possibility  that  the  present  situ- 

ation may  be  repeated  later  on  with 
more  serious  results.  It  must  be  re- 

membered that  there  was  a  considerable 

amount  of  left-over  goods  in  the  whole- 
sale houses  from  last  year,  which  is 

now  completely  exhausted,  and  this 
source  of  supply,  which  materially  help- 

ed out  matters  this  fall,  will  not  be 
available.  Already  wool  gloves  have 
shown  a  tendency  in  this  direction  on 
account  of  the  stiffening  in  fine  yarns. 

The  plain  staple  gloves  have  sold  re- 
markably well  all  over  Canada  this  fall, 

and  certain  novelty  gauntlets  such  as  fur 
trimmed    styles    have    also      gone    well. 
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Lined  gloves  are  reported  exhausted  so 
great  has  been  the  demand,  but  the  seas- 

on  is  practically  over  for  this  line. 

The  manufacturers  insist  that  they 
must  have  sufficient  support  as  an  in- 

centive to  go  ahead  in  their  spring  pro- 
duction. Stocks  are  said  to  be  at  the 

lowest  level  in  years. 

Import    Gloves 

Importers  of  French  gloves  say  that 
prices  in  skin  gloves  have  fallen  grad- 

ually from  20  to  25%  of  late.  This 
statement  concerns  both  fancy  and 
staple  gloves  and  the  reason  given  was 
attributed  to  the  fact  that  buying  had 
fallen  off  owing  to  the  high  prices. 

The  price  of  labor  in-  the  French  glove 
industry  has  not  declined  nor  has  the 
cost  of  living,  which  may  be  even  high- 

er this  winter.  The  great  mass  of  work- 
ing people,  are  however,  quite  prepared 

to  accept  a  reduced  wage  as  soon  as  the 
cost  of  living  is  proportionately  lowered. 
France  is  fighting  to  retain  her  export 
trade  and  to  defy  competition,  and  so 
is  willing  to  make  a  sacrifice  in  order 
to  keep  good  faith  with  her  c.ients.  The 
present  cost  of  a  fine  pair  of  gloves 
quoted  by  one  maker  is  372  francs  a 
dozen  or  31  francs  a  pair.  The  same 
gloves  were  50  francs  last  year. 

In  Canadian  currency  good  gloves  im- 
ported from  France  have  been  recently 

quoted  at  $22  a  dozen  which  were  form- 
erly $37  so  that  no  complaint  can  be 

made  that  the  manufacturers  have  not 
complied  with  the  demand  for  cheaper 
merchandise. 

In  imported  gloves  there  is  a  strong 

demand  for  all'- white  glaces  and  suedes, 
while  the  all  black  glove  is  a  marked 
feature  of  the  present  winter.  Eight 
and  twelve  button  lengths  are  the  most 
popular  for  street  wear,  while  16  and 
24  button  length  are  about  equal  for 
evening.  The  strap-wrist  gauntlet  still 
dominates  the  field  for  general  wear  and 
in  fact  all  classes  of  novelty  gloves  are 
selling  exceptionally  well.  Staples  are 
quieter  for  the  present.  The  makers  are 
still  very  busy  on  gloves  for  immediate 
selling,  but  the  spring  season  will  be 
opened  in  the  course  of  the  next  four 
weeks. 

A  "sticker"  that  served  a  double  pur- 
pose. Last  Christmas  all  gifts  which 

left  the  Hiscox  store  in  Windsor,  Ont., 
bore  these  gummed  labels.  They  brought 
many  last-minute  shoppers  to  the  store. 

CORRECTION 

Two  lace  photographs  which 
appeared  in  the  last  issue  of  Dry 
Goodr,  Review  on  Pages  94  and 
95  were  incorrectly  credited  to 
Debenhams,  Ltd.,  of  Montreal. 
These  should  have  been  credited 
to    Muser    Brothers     of     Montreal. 

•S'o/we  new  pieces  in  artificial  ivory  shown 
for  the  coming  Christmas  season.  The 
transverse  handle  of  the  brush  and  the  new 
style  comb  are  especially  noteworthy.  These 
pieces  form  part  of  a  travelling  set,  and 

can  be  matched  in  men's  styles  as  well. 
Shown  by  courtesy  of  the  Arlington  Com- 

pany  of   Canada,   Montreal. 
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Novelties  of  Interest  to  the  Trade 
Some  New  Creations  for  Christmas  Gifts — The  Peacock  Comb — 
Leather    Goods  are  in  Strong    Demand  for  Christmas — Collar 
Demand  Not  Yet  Strong — Pocket  Umbrella  Creates  Interest 

ANEW  top  for  silk  handbags  
has 

just  reached  Toronto.  It  is  of  cel- 
luloid and  is  made  like  the  metal 

tops  which  were  so  strong  in  the  spring. 
There  is  a  mirror  inside  the  cover  and  a 
neat  little  ring  for  a  handle.  It  is  shown 
in  green,  navy,  pearl,  grey  and  heather. 
It  is  doubtful  whether  many  of  the  trade 
will  see  it  before  Christmas  but  travel- 

lers are  starting  out  within  a  few  days 
for  early  business   next  year. 

The  Peacock  Comb  is  the  Latest  Novelty 

Toronto  fancy  goods  houses  are  ex- 
hibiting with  much  pride  a  new  fancy 

comb  for  evening  wear.  It  is  fluted  to 
resemble  a  peacock  feather  and  stands 
high  up  from  the  head.  There  is  still 
a  big  demand  for  Spanish  combs  and 
casques.  Even  the  smallest  towns  are 
enthusiastic  about  them. 

Drapery  buckles  are  in  good  grace 
this  season.  They  are  made  of  crystal 
and  are  devised  to  attach  draperies  at 
the  side  of  a  gown  or  at  the  shoulder. 
There  are  many  designs,  those  of  birds 
and  animals  being  particularly  good. 
Stars  and  flowers  are  seen  also.  Steel, 
mother  of  pearl,  jet  and  even  dull  brass 
are  used  for  these  buckles. 

Another  original  style  is  produced  in 
old  silver  imitating  filet  lace  patterns. 
Handsome  belts  are  produced  of  steel 
and  brass  with  imitation  jade,  rubies 
and  sapphires  inserted  at  even  distances. 

The  most  popular  conceit  is  the  girdle 
for  loose  fitting  dresses.  So  far,  only 
manufacturers  of  high-class  gowns  have 
been  able  to  obtain  these  girdles  but 
there  is  now  a  good  supply  on  hand  for 
retailers.  Some  of  the  girdles  which 
are  attracting  most  attention  are  made 
of  metal  with  fancy  jewels  and  others 
are  a  string  of  coins  in  either  oxidized 
silver  or  old  gold.  The  latter  are  partic- 

ularly favored  in  New  York  for  the 

misses'  gowns  and  the  larger  Canadian 
centres  have  taken  them  up. 

Leather  Goods 

There  is  a  very  big  demand  for  club- 
bags  for  Christmas  business.  So  far 
these  are  wanted  more  than  the  over- 

night and  carryalls. 
Manufacturers  report  great  activity 

in  the  small  leather  goods  lines,  in  fact 
delivery  will  be  hard  to  obtain  unless 
orders  are  placed  by  the  last  of  Nov- 

ember. All  the  special  Christmas  sell- 
ers are  very  good,  especially  the  key- 

cases  and  writing  folios.  The  prevail- 
ing handbags  of  the  moment  are  the 

swagger  and  avenue  bags.  An  interest 
in  vanity  boxes  has  also  sprung  up  in 
the  last  two  weeks. 

Collars   for   Christmas 

Manufacturers  report  that,  so  far,  col- 
lars are  not  attracting  particular  atten- 

tion.    In  this   country  the  dress  with  a 

collar  has  not  taken  the  place  of  the 
plain  one.  New  York,  however,  is  show- 

ing models  with  collars  in  all  the  smart 
shops  and  makers  in  Toronto  believe 
that  they  will  reach  here  early  in  Jan- uary. 

The  new  models  being  put  out  by 
neckwear  manufacturers,  show  an  in- 

creasing interest  in  the  guimpe  or  gilet 
that  is  after  the  style  of  the  mannish 
waistcoat.  This  is  made  in  all  fabrics 
both  heavy  and  light.  Duvetyn,  suede 
and  flannel  are  used,  as  well  as  voiles 
and  georgettes.  Venise  lace  is  good  on 
the  lingerie  models  with  inserts  and  me- 

dallions of  Valenciennes  and  some  hand- 
embroidery.  One  style  has  a  V-shaped 
neck  which  can  be  worn  high  or  low. 
It  has  double  points  at  the  bottom  like 

a  man's  waistcoat.  These  guimpes  are 
made  to  fall  below  the  waistline  and  will 
probably  be  the  natural  followers  of  the 
tunic  bouses  whose  fate  is  so  uncertain. 

The  Bramley  models  and  the  Puritan 
sets  are  the  best  choice  made  by  the 
trade  so  far  in  the  less  expensive  de- 
signs. 

Department  Stores'   Specialties   For Christmas 

Some  of  the  stores  in  Toronto  are 
relying  on  a  big  business  in  the  small 
lines  rather  than  the  usual  amount  on 
the  more  expensive  things.  One  store 
is  making  up  hundreds  of  yard-lengths 
of  tulle  for  wear  with  fur  coats.  They 
have  already  disposed  of  much  of  it. 
The  artificial  flower  trade  has  been  par- 

ticularly strong  this  season.  Even  the 
smallest  shops  in  Toronto  are  getting  in 
a  supply  of  these  in  dainty  boxes  for 
Christmas  gifts. 

Umbrellas  are  another  good  seller,  Dry 
Goods  Review  was  informed,  though  the 
public  will  not  buy  the  expensive  models. 
Silk  parasols  are  wanted  but  very  few 
are  sold  at  higher  than  ten  dollars. 
Much  interest  is  being  shown  in  the 

new  pocket  umbrella  which  has  been  re- 
cently introduced  to  the  trade,  and  is 

now  being  demonstrated  in  the  leading 
departmental  stores.  This  novelty  is 
proving     exceptionally     popular     as     a 

Christmas  gift  and  combines  practic- 
ability with  an  attractive  appearance. 

It  is  manufactured  in  several  grades  of 
covers,  which  are  guaranteed,  and  the 
ribs  are  hooked  on  to  the  frame. 

There  was  a  brave  attempt  to  revive 
the  boudoir  cap  trade  this  year  but  it 
was  of  little  avail.  It  is  now  considered 

by  one  of  the  biggest  dress  accessories 
houses  a  dead  issue  for  some  years  yet, 
in  fact  until  it  has  gone  off  the  market 
entirely  for  a  time,  he  thinks  it  unwise 
to  attempt  it  again. 

GIFTS  SEASON  HELPS  NECESSARY 
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will  really  come  next  fall.  As  one 
whole  ale  house  says  however,  there  are 
always  some  pessimists  who  like  to 
th'r.k  that  because  things  are  running 
along  fin©  now,  they  simply  cannot  do 

so  in  the  future. 
Present  indications  are  that  women 

will  wear  ornaments  in  their  hair  at  »'l 
times  of  the  day  this  season.  They  will 

ibe  seen  protruding  from  under  their 
hats  while  on  shopping  excursions  and 
for  afternoon  weatr  will  be  most  fav- 

ored. The  jet-black  hair  ornament  is 
now  being  shown  as  mulch  as  the  one  set 
with  brilliants  or  bright  stones.  There 
iare  some  women  in  New  York  who  have 
become  so  enamored  of  black  that  tFjey 

are  bleaching  their  hair  white.  While 
Canadian  women  are  not  expected  to  go 

to  such  lengths  as  this,  novelty  houses 

say  they  Will  fa.vor  black  hair  ornaments 

because  of  their  distinctiveness.  Span- 
ish combs,  pins  and  casques  are  offered 

in  highly  polished  black. 
Foreword    In    Laces    For    Spring 

Next  season  will  see  a  revival  in  the 

heavy  grades  of  laces  both  in  filet  and 
net.  The  filet  will  come  in  th3  natural 
shade  more  than  any  other  and  will  be 

especially  popular  for  the  ratine  and 
linen  dresses  promised  next  season.  Nets 
will  be  coarse  and  in  Carrickmacross 
effect  for  the  most  part. 

New  bags  for  Christmas; — 1.  The  Junior  Avenue  bag  for  the  high-school 
miss.  It  comes  in  morocco  calf  and  the  spider  grains.  The  colors  are  black, 

grey  and  broivn.  2.  An  Avenue  bag  in  the  black  cobra  grain  and  in  the  shark 
and  monkey  grains.  Shown  also  in  colored  Rhino.  3.  Swagger  bag  in  black 
seal  and  colored  spider  grains.      Shown  by  the  Canadian  Leather  Products, 

L'mited,    Toic<7,tu. 
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"THE 

RIBBON  HOUSE 

OF 

CANADA" 

INVITES  YOU  TO 

INSPECT  THEIR 

COMPLETE  RANGE 

OF  — 

RIBBONS 
SILK SATIN VELVET 

The  trend  is  towards  Ribbons.  Every  women's 
fashion  journal  these  days  is  full  of  patterns,  designs 
and  instructions  for  Ribbons. 

Many  women  are  busy  right  now  in  making  up  gift 

articles  of  Ribbons.  Keep  your  stock  assorted  with 

Barry's  Ribbons  and  win  increased  trade. 

Walter  H.  Barry  &  Co. 
The  "RIBBON  HOUSE"  of  Canada 

6  St.  Helen  Street 

502  Canada  Bldg. 

Montreal,  Que. 

Winnipeg,  Man. 

DC 

DC 
dezic DC DC 
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SEASONABLE 
GOODS: 

GLOVES 
FINE  -  WORK 

(ALSO  WORK  MITTS) 

CLOTHING 
MACKINAW      -      SHEEP  LINED 

SHIRTS 
FINE WORK 

Immediate  De- 
livery in  any 

quantity  at  low- 
est  Market 
Prices. MOCCASINS 

Visit  Our  Sample 

Rooms  When  In 
Montreal.  It  will 
b  e  well  worth 

your  while. 

ACME  GLOVE  WORKS  LIMITED,  MONTREAL 

(Winnipeg:  Archibald  &  McDougall  Limited,  370  Donald  St.) 

f 
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When  You  Think  Handkerchiefs 

Think  Lace  Goods  Company 

We  have  them  in  open  stock  by  the  dozen 
or  in  a  great  variety  of  Fancy  Boxed  Goods. 

SPECIAL  LOTS 

at  SPECIAL  PRICES 

FOR  QUICK  CHRISTMAS  SELLING. 

We  will  send  you  an  assortment  on  ap- 
proval if  you  so  request  us  by  giving 

about  the  amount  you  require. 

The  "Handkerchief  House  of  Canada." 

LACE  GOODS  CO. 
Limited 

79  Wellington  St.  W.,  Toronto. 
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Canadian    Handkerchiefs,  [Ltd. 
MONTREAL 

DISTRIBUTORS  TO  THE  WHOLESALE  TRADE  ONLY 

Beg  to  Announce 

Complete  Lines  of  Handkerchief  Samples 

Ready  for  Season  1922 

MEN'S 
LADIES' 

White  Cambric White  Lawn 

White  Linen White  Linen 

Colored  Woven  Border Dyed  Cambric 
White  and  Colored  Initials Colored  Woven  Border 

Silk Initials 

Bandana Embroidered, 

Khaki plain  and  fancy  packing 

SELLING  AGENTS:— 

PROV.  OF  QUEBEC 

MARITIME  PROVINCES 

W.  F.  MACOUN, 
MONTREAL 

ONTARIO 

W.R.BEGG&CO. 
TORONTO 

WESTERN  CANADA 

E.  H.  WALSH  &  CO. 
WINNIPEG 

VANCOUVER 
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Cfjc  $icfeforb  ®re& ( Registered ) 

Gingham  Dresses  De  Luxe 

A  constant  seller,  which  appeals  to  the 
distinctive  dresser. 

This  line  is  up  to  the  standard  of  our 
well-known  SPORT  SKIRTS,  MID- 

DIES, NURSES'  UNIFORMS  and 
MAIDS'  DRESSES. 
Inspect  our  lines — they  cannot  fail  to  interest  you. 

Cole=l$i)ttaker  Htmtteb 
Manufacturers 

292  St.  Catherine  Street  West 

Jflcmtreal 
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Apartment  Houses  Help  Negligees 
Breakfast  Coat  Has  Already    Made  Its  Debut — Some  Models 
Described — Some  of  the  New  Spring  Colors— Quilted  Coats— A New  Box  Loom  Cloth  Being  Shown  to  Trade 

THE  breakfast  coat  has  made  its 
debut  this  season  as  a  new  de- 

velopment in  negligees,  and  comes 
as  a  charming  addition  to  the  regular 
lines  of  these  dainty  but  indispensable 
Jtems  of  the  feminine  wardi-obe.  Dry 
Goods  Review  was  privileged  to  view 
a  collection  destined  for  the  spring  trade 
which  included  every  type  of  negligee 
that  could  possibly  be  devised  for  the 
comfort  of  the  Canadian  woman,  ranging 
from  the  serviceable  velours  wrapper 
to  the  diaphanous  and  lacy  creation  des- 

tined for  her  hours  of  ease.  The  de- 
signer of  these  garments  commented  up- 

on the  rising  vogue  for  the  breakfast 
coat  and  explained  it  as  follows:  "It 
is  a  fact  that  in  the  United  States  the 
Community  Dining  room  is  becoming 
more  common  in  apartment  houses  and 
other  such  institutions,  and  during  the 
past  year  or  so,  women  who  patronize 
these  places  have  come  gradually  to 
adopt  a  semi-informal  mode  of  dressing 
for  breakfast,  which  means  that  they 
appear  in  a  dainty  coat  of  taffeta  or 
satin,  reaching  to  their  skirt  hem,  and 
loosely  sashed  with  a  soft  girdle.  This 
type  of  garment  has  become  abnormally 
popular  with  women  of  the  leisure  class, 
and  it  is  expected  that  the  craze  will 

reach  Canada  before  long." 

An   Exquisite   Model 

One  of  the  prettiest  interpretations  of 
this  breakfast  coat,  seen  in  a  Montreal 
show  room  this  month,  was  made  of 
ciel  blue  Swiss  taffeta  shot  with  silver, 
made  in  a  straight  coat  style  with  a  scal- 

loped lower  hem.  The  edges  of  this 
slenderly  cut  little  garment  were  finish- 

ed with  a  narrow  ruffling  of  the  taf- 
feta, and  on  the  smart  little  patch  pock- 

ets and  at  the  neck  opening  were  posed 
two  tiny  silk  apples  in  yellow  and  rose 

tints,  providing  just  the  "touch  exquis- 
ite" to  set  off  the  charm  of  the  coat. 

Most  of  these  breakfast  coats  feature 
a  lowered  waist  line,  to  differentiate 
them  from  the  regulation  tea-gown  neg- 

ligee which  usually  has  an  empire  waist. 
When  the  waist  line  is  marked,  the 
skirt  of  the  garment  is  usually  gather- 

ed to  a  plain  upper  section,  finished  pos- 
sibly with  a  narrow  ruffle  of  the  mater- 

ial, which  is  ordinarily  crepe  de  chine  or 
some  other  supple  fabric. 

The  key-note  of  the  entire  range  of 
negligees  at  present  is  that  of  simplicity, 
and  smart  models  rely  upon  the  richness 
of  the  material,  rather  than  upon  any 
superficial  adornment.  Accordion-pleat- 

ed straight  models  are  prominent  in 
sheer  materials  particularly  in  combin- 

ation with  contrasting  color  effects  in  an- 
other fabric.  Such  for  example  as  a 

long  flowing  negligee  of  flesh  crepe  de 
chine  with  a  straight  over  dress  of  pale 

blue  georgette  and  just  a   suspicion   of 
fine  lace  about  the  square  neckline. 

New  Colors  for  Spring 

The  colors  of  the  new  garments  in- 
clude flesh,  lilac,  baby  blue,  yellow  ochre, 

salmon,  old  rose,  purple,  copen  and  black. 
In  the  latter  class  are  shown  some  in- 

teresting developments  in  pullman  robes 
cut  on  simple  but  practical  lines  featur- 

ing metallic  stitching  or  facing  of  con- 
trasting color. 

Many  of  the  robes  were  nothing  more 
than  double  breadths  of  crepe  de  chine, 
but  cleverly  contrived  by  means  of  ad- 

ditional breadths  of  chiffon  to  reproduce 
the  Grecian  sleeve  drapery  so  becoming 
to  every  woman.  Another  type  of  negli- 

gee was  composed  of  a  straight  breadth 
of  material  out  of  which  the  top  part 
was  formed,  and  a  slightly  gathered 
skirt  portion  which  was  fulled  on  to  the 
straight  breadth.  Cuffs  were  attached 
to  a  portion  of  the  outer  edges,  the  rest 
of  the  material  falling  free  in  a  most 
graceful  and  artistic  manner.  Much 
hand  embroidery  is  used,  but  this  is  of 
the  simplest  design,  usually  in  a  wild 
rose  or  other  floral  motif,  in  combina- 

tions of  solid  and  outline  stitches.  French 
dots  are     occasionally  used     with  good 

One  of  the  newest  interpretations  of 
the  trend  of  fashion  in  negligees  com- 

bining knife  pleated  crepe  de  chine 
with  a  coat  effect  in  picot  edged  geor- 

gette, with  stole  of  rose  point  lace. 
The  combination  of  flesh  with  palest 
blue  is  popular  this  season  in  in- 

formal garments  of  this  type.  Neg- 
ligee from  the  Kassab  Kvmona  Com- 
pany of  Montreal.  Photo  by  Photo- 

Kraft  Studios. 

effect  as  in  a  Copenhagen  blue  slip-over 
negligee  with  a  graduated  empire  waist- 

line, which  had  its  oval  neck  finished 
with  tiny  clusters  of  rose  colored  knots 
to  stimulate  buds.  Hand  made  flowers 
of  crepe  de  chine  finished  with  hanging 
streamers  are  a  frequent  finish  to  the 
waist-line,  while  a  new  idea  of  indicat- 

ing the  exact  position  of  the  division  be- 
tween top  and  bottom  is  conveyed)  by 

means  of  a  gathered  tuck  set  on  by  hem- 
stitching, an  unusual  and  individual  idea. 

Quality  Coats  for  Winter 
For  immediate  wearing,  the  same 

manufacturer  is  showing  some  smart 
quilted  coats  in  rose,  blue  or  brown  silk, 
heavily  lined  with  cotton  wadding  and 
lined  throughout  with  silk  to  match. 
These  are  made  in  simple  coat  style 
with  a  heavy  silk  cord  as  girdle  and  are 
provided  on  either  side  with  the  same 

little  pastel  tinted  apples,  before  men- 
tioned, adding  a  decided  touch  of  dis- 

tinction. 
Another  blue  taffeta  coat  was  heavily 

trimmed  with  silk  fringe  in  the  same 
shade,  while  a  second  style  featured 

knife  pleatings  of  the  same  rich  taffeta. "Box-Loom"  Cloth 

Box-Loom  cloth,  which  is  a  pure  cot- 
ton fabric  of  the  voile  type,  and  is  guar- 

anteed unshrinkable,  is  now  accepted  as 
one  of  the  most  popular  fabrics  from 
which  are  made  the  more  practical  type 
of  negligees.  A  very  new  idea  which 
has  not  yet  been  shown  to  the  trade  is 
the  application  of  stencil  designs  in  var- 

ious shades  to  the  box-loom  cloth  and 
then  outlining  the  various  motifs  in 
heavy  floss  silk.  A  very  attractive  little 
model  of  flesh  color,  had  a  butterfly 
motif  stencilled  upon  either  side  of  the 
opening  and  upon  each  sleeve  in  blue 
and  yellow.  Shirred  ribbon  was  applied 
all  round  the  V-shaped  neck  opening  and 

about  the  sleeves,  while  a  loose  bow  fin- 
ished the  throat. 

Shawl  colors  and  tailored  sleeve  effects 

are  now  the  only  type  called  for  in  vel- 
vet corduroy  or  velours  fabrics,  and  only 

very  rich  colors  are  in  demand.  The 
curious1  feature  of  business  here  in  Can- 

ada, as  this  manufacturer  pointed  out, 
is  the  fact  that  women  do  not  like  the 
pull-over  style  of  negligee  but  prefer  the 
open  front  style,  despite  the  fact  that  it 
never  looks  so  well  on  them.  He  men- 

tioned the  fact  that  in  the  United  States 

fully  90%  of  the  women  prefer  the  pull- 
over style  which  lends  itself  to  so  many 

charming  variations,  and  he  was  at  a 
loss  to  account  for  the  unfortunate 

choice  of  the  women  over  here.  "The 
empire  waist  line  is  practically  passed  in 
the  States,"  he  said,  "and  the  majority 
of  women  ask  for  low  effects,  while  over 

(Continued  on  page  85) 
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New  Corset  Samples  January  1st. 
Uncertainty  in  Cotton  Prices  Delays  Showings — Success  of  the 
Corset  School  is  Assured — A  New  Princess  Slip — Underskirt 
Business  Not  Up  to  Expectations — Underwear  Styles  Less  Showy 

SOME  of  the  largest  manufacturers of  corsets  in  Canada  announce  that 
they  do  not  intend  going  into  the 

market  with  their  spring  lines  until 
January  1.  This  is  the  result  of  the  un- 

certainty which  hangs  over  their  buy- 
ing market.  They  cannot  get  any  as- 

surance from  cotton  firms  that  prices 
will  remain  as  at  present.  There  Is 
also  a  certain  amount  of  delay  in  get- 

ting enough  cotton  to  make  up  the  en- 
tire range  for  next  season.  One  of  the 

largest  mills  in  the  United  States  can 
at  present  only  promise  enough  cotton 
for  corset  samples.  There  is  a  feeling 
that  a  delay  on  the  part  of  corset  firms 
in  showing  spring  lines  will  have  a  ten- 

dency to  make  prices  more  stable. 
Buyers  who  have  just  returned  from 

Paris,  say  that  English  women  have 

been  as  little  affected  by  the  'corsetless' 
fad  in  Paris  as  Canadian  women  have 

been  by  their  American  sisters'  craze 
for  not  wearing  them.  This  is  rather  a 
remarkable  thing  when  one  considers 
the  numbers  of  women  in  England  who 
are  devoted  to  sport  and  would  natur- 

ally be  glad  of  the  opportunity  not  to 
wear  corsets.  It  is  claimed,  however, 
that  while  they  wear  girdles  and  ban- 

deaux for  riding,  tennis  and  golf,  they 
always  insist  on  corsets  for  dress  oc- 
casions. 

Brassieres  Will  Be  Changed  But   Not 
Corsets 

There  will  be  little  change  in  corset 
designs  for  next  season  as  the  demand 
promises  to  be  strong  enough  to  keep 
up  interest.  Several  manufacturers  say 
that  if  there  is  one  line  which  they  must 
change  very  often,  it  is  brassieres.  Wo- 

men are  always  looking  for  novelties  in 
these.  Some  very  clever  brassieres  are 
being  made.  One  is  of  pink  silk  with 
a  lace  top  and  another  has  an  embroid- 

ered top.  There  is  a  net  model  which  is 
strong  as  well  as  attractive. 

Schools  Drawing  Crowds 
One  Toronto  manufacturer  who  has 

instituted  schools  for  the  training  of 
corset  fitters  in  several  Canadian  cities, 
says  that  these  have  been  very  success- 

ful. He  has  on  record  the  names  of 
several  dry  goods  and  department  stores 
who  say  that  their  business  has  increas- 

ed considerably  since  their  saleswomen 
have  had  training.  Encouraged  by  the 
interest  retailers  are  showing,  this  com- 

pany intends  to  have  schools  in  the  fol- 
lowing cities  during  the  next  year:  Van- 
couver, Calgary,  Winnipeg,  Toronto  and 

Moncton. 
At  some  of  the  classes  in  the  past, 

there  have  been  as  many  as  fifty  to  six- 
ty girls  taking  instructions.  Some  of 

these  come  at  their  own  expense  be- 
cause they  are  interested  in  their  work 

and  want  to  become  better  saleswomen. 

Others  are  sent  by  their  firms.  There 
have  been  one  or  two  instances  where 
stores  did  not  see  the  necessity  of  the 
course  and  clerks  have  considered  it 
worth  while  to  spend  their  holidays  in 
taking  it. 

This  course  is  not  easy.  It  lasts  a 
week.  Lectures  are  given  on  the  mak- 

ing of  corsets,  hygiene  in  its  relation 
to  them,  and  fitting.  Practical  work  is 
done  in  the  last  and  the  students  must 
know  how  to  fit  a  corset  to  a  living 
model.  There  is  a  written  examination 
and  a  practical  test  before  a  diploma  is 
granted.  At  one  school  held  a  few 
weeks  ago,  two  out  of  a  class  of  fifty, 
failed.  Postgraduate  courses  are  also 
given.  One  of  the  principal  merits  is 
that  instruction  is  not  given  in  the  lines 
made  by  one  manufacturer  but  in  those 
made  by  all  the  reliable  firms.  The 
value  of  a  corset  fitter  to  the  business 
as  a  whole  is  taken  as  sufficient  reason 

for  giving  instruction. 

A  New  Princess  Slip  for  the  Tunic 

The  lace  tunic  which  Canadian  women 
are  taking  to  very  kindly  this  year  has 
given     ingenious    underwear    makers    a 

The  exceptional  warmth  and  light- 
ness of  the  quilted  crepe  de  chine 

lounging  robe  are  not  as  yet  fully  un- 
derstood by  Canadian  women.  Here 

is  a  new  type  of  robe  designed  to 
meet  every  need,  and  is  particularly 
noteworthy  by  reason  of  its  tailored 
simplicity.  Made  in  several  rich  shades 
including  coral,  brown,  blue,  etc.,  it 
is  lined  throughout  with  satin  and 
trimmed  with  hand  made  apples  in 
pastel  shades.  Robe  by  courtesy  of  the 
Kassab  Kimona  Company.  Photo  by 
Photo  Kraft  Studios. 

splendid  opportunity  to  devise  a  new 
garment.  This  is  made  in  one  piece — 
camisole  and  skirt — and  comes  about 
twelve  inches  from  the  ground.  The 
popular  tunic  shades  are  made  such  as 
black,  navy  and  brown. 

The  underskirt  business  has  not  been 

quite  as  prominent  as  was  expected  al- 
though manufacturers  have  disposed  of 

enough  to  satisfy  them  so  far.  The 
sports  bloomer  with  a  cuff  which  comes 
over  the  knee  may  be  responsible  for 
this.  These  bloomers  have  been  in  much 
greater  demand  than  last  year,  no  doubt 
because  the  trade  are  better  satisfied 
with  the  style  and  wearing  qualities  this 
season. 

There  is  a  general  feeling  that  retail- 
ers have  completed  their  Christmas  or- 

ders for  underwear.  One  manufacturer 
has  refused  to  fill  any  more,  in  order 
that  he  may  start  on  his  spring  lines. 

Underwear   Styles    Not    So    Showy    as 
Last  Year 

Manufacturers  say  that  the  demand 
for  more  practical  undergarments  has 
been  so  strong  this  fall,  that  they  in- 

tend carrying  out  their  spring  lines  on 
the  same  order.  There  is  a  tendency  to 
eliminate  the  flashy  lace  treatments, 
though  lace  will  be  used  as  well  as  the 

plain  straps.  There  is  also  the  inclin- 
ation to  do  away  with  unnecessary  bulk. 

Women  want  practical  and  simple  gar- 
ments. That  is  why  the  slip-on  styles 

are  said  to  be  good  for  some  time  to 
come.  The  revival  of  the  Princess  slip 
will  answer  the  call  for  some  article  to 
take  the  form  of  a  petticoat  without 

giving  bulk.  The  "Princess  petticoat"  is 
finding  many  enthusiasts  in  England  and 
Canadian  manufacturers  feel  that  it  will 
sell  here. 

In  regard  to  new  styles,  travelers  tell 
Dry  Goods  Review  that  they  meet  with 
more  success  in  fancy  goods  stores  than 
in  department  store.  Even  in  small 
towns  specialty  retailers  like  to  feature 
novel  designs.  One  salesman  declares 
that  these  stores  are  training  the  people 
to  go  to  them  when  they  want  something 
exclusive,  while  the  larger  stores  are  be- 

ing left  for  the  cheaper  classes  of  mer- 
chandise. 

Apartment  Houses  He'p  Negligies 
Continued  from  page  84 

here  we  have  to  keep  on  showing  the 
high  waist  line  and  have  the  greatest 
difficulty  in  persuading  buyers  to  look 

at  the  many  charming  novelties  in  'over 
the  head'  effects." Simplicity  prevails  in  everything,  even 
to  hem  finishes,  which  are  seldom  picot- 
edged  now,  but  either  plain  or  hemstitch- 

ed, for  greater  durability.  Lace  must  be 
exceptionally  fine  if  it  finds  a  place  at.  all 
among    the    many    charming    trimmings. 
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IN  MONTREAL 
At  St.  Ambroise  and  Turgeon  Streets 

Where 

Jfjarher's 
7fcust-7*roof 

Corsets 
are  made  for  the 
Canadian  Trade 

Cutting  and  Inspection  Tables 

?//firner's Vy   BRASSIERES  AM) 
//BANDEAUX  BRASSIERES 

A  little  over  a  year  ago  we  first  started 
the  manufacture  of  Wacner's  Rust  Proof 
Corsets  in  Canada,  primarily  for  our  Can- 

adian customers  and  secondly  for  the  export 
trade. 

A  View  of  the  Stitching  Room 

Working  from  the  same  patterns  on  which 
our  United  States  Models  are  made,  we  have 
established  the  same  quality  standards  fin 

the  Dominion  that  have  made  Warner's  fa- mous  for   almost  fifty   years. 

The  immediate  reception  given  us  by  merchants  from  Halifax  to  Vancouver  has 
encouraged  us  to  add  other  of  our  United  States  products,  so  that  to-day  we  are 
producing  the  following  Canadian-made  merchandise  for  sale  to  the  retail  trade 
of  the  Dominion. 

Warner's  Rust  Proof  Corsets — Back  lace  from  $12  to  $48  per  dozen. 
Warner's  Rust  Proof  Corsets — Front  lace  from  $21  to  $48  per  dozen. 
Warner's  Rust  Proof  Girdles — From  $8.50  to  $36.  per  dozen. 
Warners  "Corselettes" — From  $18  to  $30  per  dozen. 
Warner's  Bandeaux — From  $4.25  to  $42  per  dozen. 
Warner's  Brassieres — From  $6.  to  $18  per  dozen. 
Warner's  "Perfection"  Children's  Waists — From  $4.50  to  $8.50  per  dozen. 

Onr  travellers  are  now  showing  the  new  lines  for  January  delivery.  The  models  are  distinctive, 
up-to-date,  and  standard,  and  every  Warner  garment  is  guaranteed. 

The  Warner  Brothers  Company 
St.  Ambroise  &  Turgeon  Streets,  Montreal,  P.  Q. 
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Caveat    Emptor 
versus 

Good     Will 

Caveat  Emptor  means  "let  the  buyer  beware."  Good  Will,  as  it  applies  to  your  busi- 

ness, means  "customer  confidence." 

From  the  beginning,  merchants  at  large  have  sought  proper  means  to  encourage  and 

obtain  this  greatest  of  all  commercial  assets  "Good  Will."  The  majority  of  dealers 
found  the  solution  of  their  problem  in  simply  offering  honest  merchandise  that  repre- 

sented real  dollar-for-dollar  value. 

The  day  is  past  when  the  buying  public  can  be  expected  to  accept  whatever  is  offered. 

Merchandise  is  bought  now  solely  upon  the  confidence  the  customer  has  in  the  pro- 

duct being  sold.  Such  a  buying  condition  makes  for  sounder  merchandising  and  con- 
sequently better  business.     - 

Customer  confidence  in 

GOSSARD 
FRONT    f 

I 
LACING CORSETS 

is  the  reason  Gossard  merchants  the  world  over  enjoy  such  a  substantial  and  growing 

corset  business.  In  the  first  place  these  original  front  lacing  corsets  sell  easily  be- 
cause of  the  versatility  and  completeness  of  the  line.  In  the  second  place  merchants 

favor  Gossards  because  they  stay  sold,  thereby  minimizing  returns  and  alterations  for 

the  corset  department. 

Not  long  ago,  the  average  corset  department  was  hopelessly  burdened  with  a  number 

of  both  front  and  back  lace  lines.  Those  were  the  days  of  few  turn-overs  and  still 

fewer  profits.  Corset  departments  should  no  longer  be  handicapped  with  a  multipli- 
city of  lines.  Every  day  now  sees  more  of  the  leading  corset  departments  of  the 

country  offering  Gossards  as  their  only  front  lacing  line.  Time  has  proved  to  the 

buyers  that  a  comprehensive  stock  of  Gossard  Corsets  will  enable  their  corsetieres  to 

satisfactorily  fit  any  type  of  figure  that  may  come  into  their  department. 

This  all  means :  if  you  would  enjoy  more  corset  sales,  secure  customer  confidence  and 

good  will,  add  to  the  profits  of  your  corset  department;  sell  Gossard  Front  Lacing 
Corsets. 

The  Canadian  H.  W .  Gossard  Co.,  Limited 
366-378  West  Adelaide  St.,  Toronto.  Canada 
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Toy  Aeroplanes  Finding  Much  Favor 
Marked  Run  on  Leather  Dog  Collars  —  Canadian-made  Dolls 
Seem  to  Please  the  Canadian  Retailer — Christmas  Cards  Are 

Experiencing  a  Good  Season — New  Doll  Novelties 

w E  HAVE  had  quite  an  unex- 
pected call  for  fancy  dog  col- 

lars in  our  leather  goods  nov- 

elties," said  a  Montreal  importer  this 
month  to  Dry  Goods  Review.  "These 
collars  we  recently  received  from  Eng- 

land and  they  have  colored  patent  leath- 
er pieces  applied  to  the  outside,  in  eith- 
er emerald,  red,  black,  etc.  Everything 

for  dojjs  from  the  tiniest  animal  up- 
wards is-  in  demand,  including  harness, 

leashes,  whips,  collars,  etc. 

"In  the  rest  of  the  range  of  finer 
leather  products  there  seems  to  be  a 
good  demand  for  bill-folds  of  really  ser- 

viceable styles  and  leathers.  One  kind, 
which  transfers  bills  from  one  side  to 
another  mechanically,  is  proving  popu- 

lar. As  a  rule  we  find  that  only  the 
softer  and  less  bulky  styles  of  leather 
goods  sell  well,  and  there  are  too  many 
on  the  market  which  are  clumsy  and 
bulky  to  carry  in  one's  pocket." 

The  same  importer  has  registered  an 
extraordinary  success  with  a  new  line 
of  crepe  paper  caps  for  parties,  restau- 

rants and  other  social  affairs.  These 
are  cleverly  designed  to  fit  any  head  and 
are  both  colorful  and  attractive  in  ap- 

pearance. Averaging  about  $14.40  per 
gross  these  caps  are  priced  considerably 
lower  than  any  other  standard  line  and 
can  be  supplied  almost  within  24  hours 
if  desired.  The  ability  of  a  paper  cap 
to  create  an  atmosphere  of  genuine  hil- 

arity and  good  fellowship  among  guests 
accounts  for  the  extraordinary  popular- 

ity of  the  idea. 

Novel  Doll's  Bed 

Some  belated  novelties  from  the  Unit- 
ed States  were  recently  received  this 

month  and  include  a  very  attractive 
doll's  bed  made  in  collapsible  style  of brass  wire  and  prettily  upholstered  in 
gay  cretonnes,  in  as  many  as  ten  differ- 

ent sizes.  These  beds  can  be  folded 
away  into  a  flat  box  and  are  easily  ship- 

ped and   packed. 

The  demand  for  toy  aeroplanes  is 
greater  than  for  any  other  commodity 
of  the  kind,  said  the  same  importer,  and 
the  latest  novelty  is  operated  by  means 
of  twisting  the  propeller  around  and 
around  until  the  heavy  elastic  band  to 
which  it  is  attached  becomes  absolutely 
taut.  The  propeller  is  then  released  and 
the  machine  will  ascend  to  the  ceiling 
and  then  volpane  gently  downwards  by 
means   of  its  wings. 

A    Christmas   Card   Year 

Another  Montreal  importer  of  toys 
and  fancy  goods  commented  on  the 
present  season  as  a  "Christmas  card 
year,"    by    which    he    meant    that   there 

1921-22  MODELS  IN  CANADIAN  MADE  DOLLS 

Two   examples  of  jointed  unbreakable  dolls,  one  of  which  has  real  hair. 
Both  can  be  undressed  and  are  supplied  in  different  costumes  as  desired. 

Shown  by  courtesy  of  the  International  Fine  Arts  Co.  of  Montreal. 

are  certain  years  when  cards  do  not  sell 
particularly  well  but  art  goods  seem  to 
gro  like  hot  cakes.  Again,  the 
tide  will  turn,  and  cards  will  be  in  great- 

est demand,  particularly  those  costing  as 
much  as  5  cents  apiece.  Economy  has 
evidently  brought  about  the  latter  state 
of  affairs  this  season  for  seldom  have 
heavier  orders  been  received  than  at 
present,  particularly  in  steel  engraved 
varieties   of   the   better   sorts. 

Domestic    Dolls 

The  demand  for  Canadian-made  dolls 
has  been  extraordinarily  good  in  spite 
of  the  criticisms  so  frequently  heard  re- 

garding their  appearance.  On  this  page 
are  shown  two  examples  of  dolls  con- 

structed in  eastern  Canada  in  unbreak- 
able materials.  One  of  these  styles  has 

hair,  while  the  other  is  of  the  regular 
variety,  but  both  are  fully  jointed  and 
strongly  made,  dressed  in  pretty  ging- 

ham dresses  and  bonnets,  as  well  as 
shoes  and  stockings.  The  price  of  these 
dolls  was  quoted  last  year  at  $21  and 
$27  a  dozen  but  are  now  selling  at  $12 
and  $18.  Owing  to  the  favourable  pric- 

es this  year,  most  lines  of  Canadian 
made  dolls  are  completely  sold  out  for 
the  Christmas  trade  and  it  is  doubtful 

if  repeat  orders  can  be  filled  unless  re- 
ceived at  once. 
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What  Do  You  Know  About  Ivory  Ware 
Some  Very  Useful  Points  About  a  Very  Common  Article — Cus- 

tomers Anxious  to  Know  Real  Ivory — The  Process  of  Manufac- 
ture Explained — Important  Points  and  Rare  Examples — No  Real French  Ivory 

"T  "X  THEN  your  customer  asks  you, 
y  V'  "Is  this  real  ivory?"  as  you show  her  a  brush  or  a  mirror 

of  purest  white,  do  you  always  know 
what  to  answer?  With  the  large  num- 

ber of  so-called  ivory  products  on  the 
market,  it  becomes  very  perplexing:  to  a 
woman  who  wants  to  buy  a  good  set  of 
toilet  articles,  to  determine  just  what 
this  ivory  is,  and  why  it  seems  to  go 
under  so  many  different  names. 

Already  customers  have  begun  to  pick 
up  separate  pieces  or  sets  for  Christ- 

mas gifts  and  the  inevitable  questions 
about  the  composition  of  the  ivory  have 
puzzled  many  a  sales  staff,  who  have  not 
been  thoroughly  posted  upon  the  pro- 

cess entailed  to  turn  out  this  popular 
product. 

Here  is  what  a  foremost  authority  on 
the  subject  has  to  say,  and  his  informa- 

tion applies  to  the  entire  output  of  so- 
called  ivory  in  general,  although  there 
are  several  firms  who  manufacture 
products  very  similar  in  appearance. 
"Genuine  ivory  comes  from  the  tusks  of 
animals  such  as  the  elephant  and  wal- 

rus, and  is  both  rare  and  exorbitant  in 

price.  The  term  "ivory"  in  the  toilet 
goods  trade  means  manufactured  or  ar- 

tificial ivory,  a  product  achieved  through 
a  chemical  process  that  has  become  more 
or  less  standardized  the  world  over. 
Comparison  of  artificial  ivory  toilet- 

ware with  the  real  will  only  serve  to 
demonstrate  the  great  superiority  of  the 
former,  in  line,  look  and  lustre.  There 
is  no  generally  accepted  trade  name  for 
artificial  ivory,  but  many  persons  have 
come  to  associate  the  product  with  the 
name  "French"  or  "Parisian"  ivory, which  terms  may  have  originated  in  the 
fact  that  French  artisans  first  brought 
out     toilet    articles     in     this     substance. 

Process  of  Manufacture 
Ivory  under  whatever  name  its  mak- 

ers choose  to  call  it,  comes  originally 
from  cotton.  Made  into  an  ordinary 
tissue  paper,  it  is  shredded,  then  dissolv- 

ed in  acids,  to  which  is  added  a'cohol  and 
camphor  in  large  quantities,  and  minor 
ingredients.  A  plastic  mass  like  dough 
results,  which  is  worked  out  by  means 
of  heat  and  pressure  into  layer  form,  and 
the  layers  are  built  into  great  cakes  or 
blocks.  A  slicing  machine  next  shaves 
off  thin  layers  of  any  uniform  thickness 
desired,  after  which  come  weeks  and 
months  of  seasoning.  In  order  to  tret  the 
delicate  traceries  of  tusk-like  graining, 
successive  thin  layers  of  alternately 
dark  cream  and  light  cream  colored 
sheeting  are  built  up  into  a  high  pile. 
Heat  and  pressure  then  applied  transfer 
the  pile  of  sheets  into  one  s^lid  block. 
Then  a  cutting  machine  working  cross- 

wise, slices  off  new  layers,  the  edges  of 
these  layers  appearing  as  the  familiar 
lines  of   Ivory  graining. 
The  attractiveness  of  toilet  ware  in 

artificial  ivory  depends  partly  upon  the 
artistic  design  of  the  articles,  and  in  the 
case  of  the  leading  manufacturers  of 
this  product,  standardized  patterns  are 
now  on  the  market  in  conventional  or 
somewhat  unusual  designs  in  both  white, 
tortoise  shell  and  amber  effects,  as  well 
as  superb  colored  effects  made  after  the 
manner  of  mosaic  or  inlay  work.  The 
best  makes  of  artificial  ivory  are  solid 
all  through,  and  are  never  made  over  a 

wood  "core"  or  filler.  The  making  of  this 
ivory  costs  so  much  per  pound,  conse- 

quently the  heavier  the  article,  the  more 
costly  to  make,  and  therefore,  natural- 

ly, the  most  expensive  in  price. 

Two  Important  Points 

Here  are  two  points  to  bear  in  mind 
with  regard  to  artificial  ivory.  From  its 
initial  stages  to  the  end,  this  substance 
is  affected  by  fire  and  harmed  by  al- 

cohol, for  as  the  cotton  base  of  ivory 
would  burn  in  the  first  place,  and  as  the 
acids  used  also  would,  so  the  final  pro- 

duct continues  to  be  affected  by  fire. 
But  it  will  not  explode.  The  fact  that  al- 

cohol is  always  a  solvent  of  ivory  ac- 
counts for  the  fact  that  spilt  perfumes 

will  injure  toilet  ware  of  ivory.  There- 
fore keep  your  ivory  away  from  the  per- 

fume stock,  and  advise  customers  to  pur- 
chase some  cleaning  cream  which  will 

remove  perfume  spots  and  slight 
scratches. 

One  of  the  chief  complaints  heard 
from  customers  who  are  collecting  sets 
of  ivory  ware,  is  that  they  are  never  sure 
of  obtaining  an  exact  match  from  sea- 

son to  season.  As  most  manufacturers 

are  now  confining  themselves  to  stand- 
ardized lines  and  a  few  artistic  patterns 

Swagger  bag  with  improvements  and 
features  that  make  for  attractiveness 
and  durability.  Shown  by  courtesy  of 
Winnett  and  Wellinger,  Ltd.,  Toronto 

which  have  proved  to  be  perennially 
popular,  it  is  far  the  best  policy  to  adopt 
a  similar  plan  in  the  retail  store.  This 
does  not  mean  that  fewer  articles  or 
sets  should  be  stocked,  but  rather  that 
there  will  be  less  danger  of  the  retailer 
ordering  slow-moving  or  less  popular 
patterns  with  a  consequent  loss  of  profit. 
When  it  is  considered  that  a  good  high 

grade  line  of  ivory  includes  some  25  in- 
dividual pieces  in  a  dresser  set,  and  at 

least  14  for  a  travelling  set,  it  will  be 
seen  that  there  is  plenty  of  scope  in  even 
one  pattern  alone  for  any  department  to 
feature  an  extensive  showing.  The  aim 
of  every  department  should  be  to  stock 
a  well  balanced  range,  catering  to  both 
the  exclusive  clientele  as  well  as  the  pop- 

ular priced. 

Some   Rare   Examples 

Some  idea  of  the  newest  developments 
in  these  artificial  ivory  products  which 
are  made  at  present  in  the  United  States 
but  are  distributed  through  branches  to 
the  Canadian  trade,  was  afforded  to  Dry 
Goods  Review,  this  month.  Among  the 
exquisite  pieces  displayed  were  the 
usual  articles  developed  in  heavy  weight 

ivory,  hand  carved  in  a  rich  border 
effect,  or  again,  encrusted  in  gold  and 

ebony  to  form  a  solid  tooled  surface. 
Then  there  were  beautiful  pieces  of  shell 

composition,  absolutely  accurate  repro- 
ductions of  real  tortoise  shell,  and  show- 

ing a  carved  tracery  filled  with  gold,  as 
well  as  in  amber  with  inlays  of  ebony  in 

a  dainty  border;  while  the  climax  of 
effectiveness  was  reached  in  a  set  of 

ivory  heavily  faced  by  a  solid  color  which 
is  welded  to  the  surface  and  is  shown 

in  such  shades  as  coral,  blue  and  black. 
Some  of  these  charming  colored  sets 

were  still  further  enhanced  by  engine- 
turned  patterns  and  gold  filling,  and 

they  seemed  almost  composites  of 

precious  metals  and  the  finest  enamel- 
ing so  artistic  was  the  workmanship. 

Still  other  dainty  patterns  showed  a 

simple  colored  border  upon  an  all  ivory 

base,  or  a  black  line  border  combined 
with  rose  sprays  or  motifs. 

The  vogue  for  adding  monograms  or 
single  initials  is  exceedingly  popular 
this  year  and  adds  immeasurably  to  the 
effect  of  both  all  white  and  engraved 
ivory.  Encourage  customers  to  begin  a 
collection  of  a  good  standard  pattern  and 
do  not  hesitate  to  explain  that  there  is 

no  such  thing  as  real  "French"  Ivory, 
but  all  such  lines  are  made  in  America 
fi-om  the  self-same  substances,  and  may 
vary  in  tone  and  depth.  Therefore,  it  is 
to  your  customer's  advantage  to  buy  her 
pieces  at  one  store  only,  or  she  runs  the 
risk  of  acquiring  an  assortment  of  odd 
styles  and  shades. 



90 
Dry  Goods  Review 

Sufficient  Quantities  and  Reasonable  Prices 
Are  the  Safeguards  of  the  Specialty  Shops 

R.  H.  Hiscox,  of  Windsor,  Ontario,  Deals  in  China,  Glassware 
and  Toys— Gives  High  Praise  to  Canadian  Toy  Makers— How 
He  Meets  Competition  from  Mail  Order  Houses— Stressing  the Seasons 

*>T^  HE  SECRET  of  specializing-  is 
buying  in  sufficient  quantities  to 

*■_  get  a  substantial  discount,"  says R.H. Hiscox,  proprietor  of  a  store  devot- 
ed to  china,  glassware  and  toys,  in  Wind- 

sor, Ont.  "In  some  lines,  buying  direct means  a  saving  of  thirty-five  p.  c.  and 
this  is  something  for  the  retailer  to 
reckon  with  in  stocking  fancy  goods. 
Moreover,  the  dealer  who  operates  a  spe- 

cialty shop  on  a  very  small  scale  runs 
greater  risks  than  the  proprietor  of  a  de- 

partment or  a  general  store  with  a  low 
stock.  The  latter  has  other  lines  to  in- 

terest disappointed  customers  but  the 
specialty  man  knows  that  if  he  cannot 
show  what  is  wanted,  he  loses  a  sale." 

Another  point  which  Mr.  Hiscox  em- 
phasized was  that  the  dealer  who  rents 

or  owns  a  store  on  a  business  street 
should  not  reckon  his  prices  at  a  higher 
rate  than  his  competitor  operating  in  a 
less  expensive  section.  The  man  who 
pays  $300  a  month  rent  and  has  one 
hundred  people  passing  his  window  in  an 
hour  is  at  better  advantage  than  he  who 
pays  only  $60  and  sees  twenty  prospec- 

tive customers  pass  by. 
These  two  points — buying  in  sufficient 

quantities  and  marking  goods  at  reason- 
able prces — form  the  crux  of  the  whole 

situation  this  year.  They  carry  out  the 
truth  of  the  slogan  "It  is  turnover  which 
counts."  Merchants  cannot  expect  to 
get  big  profits,  because  as  one  retailer 

puts  it  "The  people  are  in  an  ugly  mood." 
Turnover  alone  will  tide  the  trade  over 
until  the  spring. 

Meeting  Mail-Order  Prices  Squarely 
The  toy  and  fancy  goods  field  is  usual- 
ly in  more  danger  than  other  lines  from 

mail-order  competition.  People  like  to 
choose  their  Christmas  presents  fr->m  the 

attractive  il'ustrations  in  a  catalog.  The 
retailer  in  small  towns  must  meet  '.his 
competition  fairly.  He  should  price  his 
goods  whenever  possible  at  thz  same  late 
a^  the  mail-crder  house.  This  means 
losses  on  seme  articles  but  on  others  A 
gives  the  dealer  a  good  margin.  Many 
people  now  realize,  that  while  they  can 
obtain  some  things  in  the  catalog  at  a 
reduction  on  the  prices  of  most  local 
dealers,  they  pay  as  much  or  more  on 
others.  Besides,  they  have  found  by  ex- 

perience that  illustrations  usually  place 

goods  at  a  better  advantage.  Most  cus-J 
tomers  prefer  nowadays  to  see  whatj 
they  buy  provided  the  local  dealer  givesj 
them  the  catalog  price. 

Forty  Per  Cent,  of  Christmas  Sales  are'J In  China  Department 

Mr.  Hiscox  is  of  the  opinion  that  china] 
and  glassware  should  sell  better  at^ 

Christmas     than  any  other     time  of  the ' 

Interior  of  the  Hiscox  store,  Windsor,  Ont.      A  splendid  example  of  how  a 
display  wan  can  arrange  fancy  goods  and  toys  without  overcrowding  them. 

year  except  the  wedding  season.  Dealers 
are  inclined  to  place  all  the  emphasis 
on  toys.  Christmas  business  in  china, 
glassware  and  pottery,  is  done  in  articles 
ranging  from  twenty-five  cents  to  three 
dollars  for  the  most  part.  Wedding  gifts 
usually  go  much  higher.  Retailer  mer- 

chants should  keep  this  in  mind  in  stock- 
ing Christmas  lines.  There  are  on  the 

market  today,  beautiful  gift  articles  at 
low  prices.  The  man  who  makes  his 
store  a  real  gift  shop  at  Christmas  time 

^ill  capture  live  business.  At  that  sea- 
son he  should  put  away  his  staple  tumb- 
lers and  common-sense  water  pitchers, 

which  are  a  big  part  of  his>  usual  business 
and  show  those  last-minute  shoppers  on- 

ly the  gifts  which  are  obtainable  in  his 
line. 

This  Store  Stresses  Different  Seasons 
Mr.  Hiscox  is  careful  to  avoid  two 

pitfalls  which  proprietors  of  china  shops 
in  some  small  towns  often  fall  into. 

These  are:  cheap  merchandise  and  over- 
crowding The  carrying  of  good'  china 

and  glassware  makes  his  store  a  rendez- 
vous for  a  good  class  of  people.  Care  in 

display  draws  many  casual  customers. 
He  is  therefore  able  to  emphasize  dif- 

ferent things  at  different  times.  June 
and  September  for  example,  are  the 
bridal  seasons.  As  Windsor  has  horse- 

races for  one  week  in  the  spring  and  one 
in  the  fall,  souvenirs  draw  many  custom- 

ers at  those  times.  At  the  recent  meet, 
Mr.  Hiscox  says  that  his  sales  of  twenty- 

five  cent  souvenirs  were  enormous.  Then 
there  are  occasional  local  celebrations, 
when  emphasizes  certain  lines  in 
window  and  store. 

There  is  no  tvpe  of  store  in  the  world 
which  can  be  made  more  attractive  than 
a  toy  and  china  shop.  Yet  it  is  often 
neglected.  Even  the  cheapest  glass- 

ware should  be  polished  up  and  placed  in 
sets  whenever  possible  on  a  baize  count- 

er covering.  Toys  can  stand  crowding 
better  than  most  things  so  when  space  is 
limited,  the  preference  should  be  given 
to  the  china  and  glassware. 

The  German  Toy  Question 

Mr.  Hiscox  told  Dry  Goods  Review 
that  there  was  no  doubt  people  preferred 
German  toys  last  Christmas.  He  does 
not  think  the  same  thing  will  happen 
this  year.  Canadian  manufacturers 
have  done  excellent  work  during  the  last 
few  months  as  toys,  now  in  the  hands  of 
dealers,  prove.  The  unbreakable  doll, 
which  the  Germans  have  not  attempted, 
has  done  much  to  increase  the  sales  of 
Canadian  dolls.  Many  customers  will 
have  nothing  else,  particularly  since 
more  care  is  being  taken  with  the  faces 
and  clothes. 

When  the  Brtish  mechanical  toys  come 
down  a  little  further,  there  will  be  no 
reason  why  merchants  should  not  stock 
these  in  preference  to  German  ones. 
They     are  a     very  high-class     toy.     In 

(Continued  on  page  113) 
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Specialty  Shops  In  Small  Towns 
Question   Raised   Whether  There   is  Room  for 
Them  in   Small   Centres — Why  People   Go  To 
Cities — Making  Careful  Selections  of  Merchan- 

dise 

SHOULD  small  shops  in  small  towns 
specialize?  This  is  a  question 
which  Dry  Goods  Review  has  asked 

and  has  been  asked  very  often  of  late. 

The  cities  are  adding'  specialty  shops  to 
their  numbers  every  day  and  eight  per 
cent,  of  these  stores  are  doing  live  busi- 

ness. Why  cannot  towns  of  two  thou- 
sand or  less  afford  one  of  these  shops  for 

each  important  line  ?  The  reason  these 
should  make  good  in  the  towns  is  the 
direct  opposite  of  that  which  boosts  them 
in  a  city.  In  cities,  specialty  shops 
flourish  because  there  are  enough  people 
to  support  each  line  well,  in  small  towns 
they  should  succeed  because  they  carry 

out  the  "live  and  let  live"  theory. 
A  trip  to  most  of  our  Canadian  towns 

would  convince  many  of  our  readers  that 
something  should  be  done  to  give  small 
stores  a  better  chance.  Almost  every 
town  of  one  thousand  or  fifteen  hundred 
population  has  two  or  three  fancy  goods 
stores.  Each  carries  the  following  lines; 

wools,  embroideries,  children's  knitted 
goods,  women's  knitted  goods,  hand-made 
laces,  Maderia  work,  stamped  materials, 
fancy  accessories  which  are  made  in  the 
shop,  and  very  often  lingerie  and  millin- 
ery. 

Why  Go  to  City? 

Yet  why  is  it  that  people  are  constant- 
ly coming  to  the  cities  for  things  which 

they  cannot  get  in  the  home  towns  ? 
The  reason  is  that  none  of  the  stores 
does  enough  business  in  any  one  line  to 
warrant  carrying  a  complete  stock  in  it. 
In  wools  for  example,  there  is  a  con- 

stant complaint  that  the  range  is  very 
incomplete.  There  is  usually  enough 
business  in  a  town  for  one  shop  to  carry 
nothing  but  wools  and  knitted  garments, 
another  all  lines  of  fancy  work  and  a 
third  lingerie. 

In  discussing  this  question  with  mem- 
bers of  the  trade,  there  was  a  distinct 

feeling  that  such  a  division  would  bring 
much  better  results  to  all  concerned.  In 

towns  which  have  a  rather  large  depart- 
ment store,  there  does  not  seem  to  be 

the  same  necessity,  because  these  stores 
usually  carry  a  good  range  and  the  small 
shops  have  to  depend  on  fair  prices  and 
good  lines  for  business.  But  there  are 
hundreds  of  towns  in  Canada  today, 
which  cannot  boast  of  anything  but  a 
general  store,  which  is  harmful  to  none 
of  the  smaller  shops. 

"Just  Out  of  Them" 
The  intrusion  of  drug  stores  into  lines 

which  were  at  one  time  carried  by  dry 

goods  stores  ig  another  reason  for  spec- 
ializing on  the  part  of  the  small  shop. 

The  store  that  carries  a  little  of  every- 
thing and  nothing  that  is  ever  asked  for, 

is  soon  avoided  by  customers  who  like 
to  buy  in  a  hurry.     There  is  a  store  of 
this  kind  in    ,  Ont.     During  a  period 
of  nearly  a  year  and  a  half  a  test  was 

made  by  a  customer  as  to  what  was  car- 
ried. In  all  that  time  though  the  win- 

dows showed  everything  from  needles  to 
magazines,  not  one  single  purchase  was 
made  in  the  store.  The  articles  asked 
for  were  not  out  of  the  ordinary.  They 

were  black  velvet  baby  ribbon,  the  Lad- 
ies' Home  Journal,  a  thimble,  and  other 

things  which  the  proprietor  said  were  in 

his  line.  He  was  always  "just  out  of 

them"  "getting  them  in  next  week"  or 

"not  carrying  them  because  the  demand 

was  so  small."  This  is  what  hurts  the 

fancy  goods  stores,  yet  it  cannot  be  ex- 
pected that  they  carry  everything  in 

each  line   on   a  small   investment. 

Novelty  Feather  and  Lace  Fans 
FANS  are  nothing  if  not  spectacular — they  are  as  varied  as  the  moods  which 
impel  one  to  carry  this  one  and  discard 
that.  There  are  tiny  fluttering  fans, 

delicate  as  a  butterfly's  wing,  and  also 
rather  heavy  looking  coq  clusters  with 
feathers  sprawling  out  in  every  direc- 

tion from  a  single  tortoiseshell  stick, 
and  there  are  the  usual  and  the  unusual 
types  in  ostrich  not  forgetting  the 
showings  of  willow  which  are  among 
the  newest. 

In  Varied  Sizes 
Obviously,  it  is  the  lace  fan  and  the 

scintillating  spangled  one  that  are  para- 
mount. Lace  fans  may  be  as  diminutive 

or  as  huge  as  one  wishes.  And  while 
they  may  be  white,  the  preference  is 
for  sheer  black  lace,  which  is  sometimes 
further  enhanced  by  the  use  of  a  hand- 
painted  medallion  or  an  outlining  of  the 
lace  figures  with  spangles. 

The  woman  of  fashion  must  have  a 
fan  to  match  or  harmonize,  as  is  her 

whim,  with  each  of  her  gowns.  There 
is  really  no  one  type  accepted  over  the 
others,  although  those  in  the  Spanish 

spirit  are  most  appropriate  for  the  mo- 
ment, which  gives  the  advantage  to 

lace  and  spangles.  There  is  however, 
more  than  a  passing  interest  in  novelty 

feather  fans,  and  combinations  of  os- 
trich and  pheasant,  coq  or  peacock,  or 

fans  made  entirely  of  each  of  these 

feathers    in    dyed    or   natural    colorings. 
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BEADS 

Seed  Beads  ~F  Bugle  Beads Pearl  Beads 
Bead  Necklaces 

Largest  Variety  in  Canada 

Selection  on" Approval 
THE  BEAD  HOUSE 

R.  A,    PHILLIPS 
77  YORK  ST.,  TORONTO 

AN  ALL  THE  YEAR  ROUND  TOY 

A  novel  truck  of  solid  wood,  very  strongly  made,  all  parts  being  screwed 
together  and  the  wheels  bolted  to  the  axles,  approximately  2U  inches  by 
10  in  height,  and  painted  bine  and  yellow.  This  toy  is  designed  particularly 
to  stand  the  hardest  usage  indoors  and  out  by  real  boys  and  is  practically 
unbreakable.  One  of  a  series  of  hand-made  toys  recently  introduced  to 
the  Canadian  hade  by  a  Montreal  firm  and  known  as  "Potter's  Hard 

Wear  Toys."  Shown  by  courtesy  of  Geo.  A.  Odell  of  Montreal. 

BUY  NOW 
For  your   Christmas    trade. 
Business  will  be  good  if  you  prepare 

for    it. 

Our    travellers    are    on    the    road. 

Our  Fall  Catalogue  is  now  ready.  It's yours    for   a   post   card. 
No  matter  how  your  order  reaches  us 

we   can   give  you  service. 
The  sooner  we  get  your  order  the  better 

for  both  of   us. 

Pugh  Specialty  Co.  Ltd- 
38  to  42    Clifford   St.,   TORONTO,   Canada. 
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Do  your  Christmas 

Fall  and  Holiday 
demands 
are  always 
great  for 

OTesitern 
Leather 

#oote€o., 
la 

MANUFACTURERS 

255-257  Richmond  St.  W., Toronto 

Dn/  Goods  Review 

Shopping  early 

THE   SWAGGER  BAG 

Wood  grain  containing  purse  and  mirror,  lined  with  floral 
silk:  expansion  gussets  making  a  roomy  bag. 

^^M^B^^^^^M^^^^^ 

We  are  prepared 
to  meet  the 

—  demand  — 

Ladies'  Velvet 
Bags 

Ladies'  Belts 

Children 's  Purses 
Music  Cases 

Wallets 
Bill  Folds 

Cigar  Cases 
Vanity  Cases 
Collar  Boxes 
Brush  Sets 

Writing  Portfolsoi 

HoUp  Gibbon*  for  Cijrfetmas 
These  are  now  in  stock  in  all 

the  usual  varieties. 

We  also  have   a  wonderful  assortment  of 

everything    that   is    newest     and    best   in 
Ribbons. 

3&tt)t)on£  Itmtteir 
Montreal 

"Specialists  in  Ribbons 
TORONTO 
100  Wellington  Street  West 

y> 

Winnipeg 

Z*f% 
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FANCY  and    PLAIN     BRAIDS, 
CORDS,  GIRDLES,    FRINGES, 
TASSELS  &   TRIMMINGS     OF 

ALL  KINDS 

THIS 
TRADE 
MARK 
STANDS 
FOR 

THE  BEST 

QUALITY AND 

THE  BEST 
VALUE 

Place  your  orders  early  and  they  will 
receive  our  prompt  attention.  Bear  in 
mind  that  we  manufacture  all  the  goods 
that  we  sell. 

The  Moulton 
MANUFACTURING  CO. 

LIMITED 

Canada's  Oldest  and  Original 
Trimming  House 

4  Inspector  St.,  Montreal 

NATURAL  HAIR  AND 

SILK  HAIR  NETS 

PAULETTE  and  QUEEN  OF  BELGIUM 
Silk  Hair  Nets,  with  elastic. 

GALLIA  CAP 

Cap  Shape  Silk  Hair  Net,  Self  Adjusting, 
No  Elastic 

COIFFURETTE 
Silk  Fringe 

We  carry  these  lines  in  stock 

Manufactured  by 

JULIEN  GIGUET 
2  Cours  des  Chartreux,  Lyons, 

France. 

Sole  Agents  for  Canada 

M.  CHASSAGNE,  LIMITED 
45  St.  Alexander  St.  -  Montreal 

& 

| 

Last  Call  for  Christmas 

These  Christmas  Lines 
Ready  for 

Immediate  Shipment 

Fancy  Combs 
Silver  Purses 
Mesh  Bags 

Fancy  Bead  Necklets 
Pearl  Bead  Necklets 

Jet  Bead  Necklets 

Embroidered  Goods 

Christmas  Seals 
100  in  Sealed  Packages  in  Cabinet 

$3.00. 

wrinch,  McLaren  | 
LIMITED  $& 

120  Wellington  Street  W., 
TORONTO 

* 



94 FANCY  GOODS,  NOTIONS  AND  TOYS 
Dry  Goods  Review 

Are  you 

looking  for 

quick -turn-over 
merchandise  ? 

The  House  of  Winnett  &  Wellinger, 
Limited,  deserves  their  well  earned  repu- 

tation for  "value-giving." 
It  is  the  earnest  aim  of  this  establishment 

to  always  conduct  business  according  to 
our  understanding  of  value  giving. 

A  complete  and  beautiful  line  of  Leather 
Goods  for  the  Holiday  Season  is  now  ready 
for  selection. 

16-877— New  Swagger 

Bag,  assorted  colors — made 
in  New  Spider  Grain  and 
other  Leathers. 

WINNETT  &  WELLINGER  Limited 
TORONTO. 

Established    1905. 

•  348-350  Sorauren  Ave. 
1921   is  rewarding  dealers  who  sell   Our  Range 

Feather   Fans    for    Christmas. 
Be  sure  and  have  a  supply,  also 

wh^     Spanish  Combs — Feather  trimmings  for  millinery,  ostrich,  and  marabou     J^X 
ruffs  and  scarves,  artificial  flowers,  and  our  latest,  the  arm  bracelet. 

Above  are  all  wanted  goods  for  the  Holiday  Trade. 

DOMINION  OSTRICH  FEATHER  CO.,  LTD 
Representatives 

H.B.Taylor,   202  Mappin    Bldg.,  Montreal 
Geo.  Strachan,  Welton  Block,  Vancouver,  B.C. 

78   Wellington    St.  West 
TORONTO 

J.  G.  Martin,  Hammond  Building.  Winnipeg 

E.  R.  Briggs,  Western    Ontario 
J.  A     Ayearst.  Ottawa 

INFANTS  FOOTWEAR  Limited 

LONDON,  ENGLAND 

Soft  Sole  Shoes 

in  Kid,  Silk, 

Poplin,  Wool, 

etc,  and  Hard 
Sole  Shoes, 

Children's  Woolly-Wear,  Bonnets, 
Gaiters,  Mitts,  etc 

CANADIAN     BRANCH 
GREENE-SWIFT     BUILDING 

LONDON,     ONTARIO. 
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"MADE  IN 

CANADA" 

The  Highest  Grade  of 
Snow-White  Cotton 

Batting  obtainable. 

VICTORY 
Small  Style  Batting 

POLAR  BEAR 
Comforter  Style  Batting 

Superior  in  every  respect 
to  the  finest  imported 
Batts,  the  prices  on  these 
lines  are  especially  attrac- 

tive in  comparison. 

Ask  your  wholesaler. 
He  carries  them,  also  the 
following  lines. 

Small  Style Batting 

NORTH  STAR 

CRESCENT 

PEARL 

Comforter      )         T/~      T> 
Style  Batting  \         JV.    1   . 

THE  DOMINION 

WADDING  CO., 
LIMITED 

MONTREAL 

WM.  E.  WRIGHT  SAYS: 
"We  band  our  tapes  and  enclose  each  piece  in  a  trans- 

parent envelope  to  save  labor  and  loss  in  the  notion 
department.  The  envelope  enables  the  sales-woman  to 
identify  the  color,  width  and  material  of  the  tape  with- 

out removing  it.  This  saves  time,  handling  and  mis- 
takes. 

"The  band  keeps  the  tape  neatly  wound  when  taken 
from  the  envelope  for  examination  by  the  purchaser. 
If  another  piece  is  chosen  and  the  first  one  remains  in 
stock,  it  escapes  becoming  unwound  and  shop-worn. 
Our  tapes  need  never  join  that  sad  and  shabby  heap 
of  shop-worn  goods  at  the  end  of  the  counter  marked 
down   to  clear. 

"Wright's  Tapes  come  packed  in  boxes  of  12  12-yard 
pieces  or  12  6-yard  pieces  all  alike,  or  in  cabinets  of 
36  6-yard  pieces  of  assorted  colors.  E-Z  Trim  comes  in 
2-yard  pieces  in  similar  packing,  except  that  the  assorted 
color    cabinet    contains    only    24    pieces." 

Send  for  Color  Card  of 

WRIGHTS  BIAS  FOLD  TAP 
showing  our  full  line  of  fast  colored  percales,  also 
Wright's  E-Z  Trim.  You  will  find  this  card  to  be  a 
great  convenience  in  making  up  your  orders.  It  shows 
our  12  plain  and  6  striped  colors  of  Tape  and  6  colors 
of  E  Z  Trim. 

A 
i  m  krt  iTi  r  j  i  ia  v  L  I A  r  L 

Something    new    and   useful    for   the    Notion    Department. 

Sample   card   showing   co'.ors  sent  on  request. 

Wm.  E.  Wright  &  Sons  Co.,  Mfrs. 
315-317   Church  St.         New  York 

Agencies PHILADELPHIA 
Jas.    F.    McCarriar 

101 1    Chestnut   Street 

ST.    LOUIS L.    F.    Sherman 
613     N.     Broadway 

CHICAGO R.    C.    Taft 
223      W.      Jackson      Bvd. 

WRIGHTS 

BIASFOLDTAPE 

\  It  turns  itself  ' 

In  U.  S.  Pat.  Off 
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Better  Advertising  and  More   Display  Have   | 
Increased  Sales  Nearly  Fifty  Per  Cent 

Linked  Up  Notions  with  Home  Sewing  Week  —  The  Value  of 
Needle  and  Scissors  Display — Selling  Groups  of  Notions — Bargain 

Tables  Helped  With  the  Sales 

I T'S  THE  little  things  that  count," remarked  the  manager  of  the  small- 
wares  department  in  a  Montreal 

store  to  Dry  Goods  Review.  "I  had  the 
surprise  of  my  life  this  month  at  the 
war  these  lines  improved  in  demand 
when  they  had  the  stimulus  of  extra  ad- 

vertising and  better  planned  display  both 
in  the  store  and  its  windows.  I  do  not 
know  just  why  I  did  not  think  of  giving 
smallwares  more  prominence  in  the  past. 
I  suppose  it  was  because  they  seemed 
to  sell  themselves,  but  if  the  present  im- 

petus keeps  up,  sales  will  be  fully  fifty 
per  cent  better  than  this  time  last  year." 

"I  started  things  going  by  linking  up 
notions  with  a  home-sewing  week  held 
in  the  dressgoods  department,"  he  con- 

tinued, "and  found  that  women  began 
coming  to  me  to  ask  specific  information 
about  the  proper  size  hooks  and  eyes 
and  snaps  to  use  on  the  garments  they 
intended  to  make  themselves.  I  turned 
over  such  queries  as  these  to  one  girl 
who  was  expert  in  dressmaking  details, 
and  I  asked  her  to  study  up  every  pos- 

sible way  of  assisting  customers  in  this 
connection.  For  instance,  she  installed  a 
little  hand  sewing  machine  on  one  of  the 
counters  and  demonstrated  how  to  sew 
on  the  tape  to  which  is  sewed  hooks  and 
eyes  ready  for  ataching  to  a  garment, 
and  she  also  offered  to  teach  women 

the  proper  way  to  make  button  holes, 
sew  on  fancy  buttons  so  that  the  thread 
would  form  a  pretty  effect  in  addition 
to  attaching  the  button,  and  she  offered 
to  sew  in  the  collar  supports  in  any  col- 

lar? requiring  stiffness  for  anyone  who 
purchased  them  at  our  counter.  There 
was  no  end  to  the  things  that  girl 
thought  of  to  interest  customers  in  the 
possibilities  in  small  wares  for  she  even 
explained  the  different  numbers  which 
designate  cotton  threads  in  order  to  help 
them  decide  which  were  best  suited  to  the 
particular  work  in  view.  We  found  it  ad- 

visable to  make  a  slight  reduction  on  a 
dozen  spools  and  feature  the  thread  in 
quantities,  which  resulted  in  not  a  few 
sales  from  customers  who  came  to  buy 

a  single  spool." 
A    Graphic   Display 

"The  same  idea  was  tried  out  with 
needles,"  he  continued,  "and  we  found 
that  the  average  woman  does  not  know 
that  there  is  a  needle  for  every  purpose 
under  the  sun.  We  arranged  a  little  dis- 

play stand  with  needles  and  thread,  only, 
on  it,  with  a  few  thimbles  and  scissors 
to  set  it  off,  and  in  each  spool  was  stuck 
the  needle  best,  adapted  for  the  number 

')f  the  thread.  A  card  explained  what  the 
purpose  of  the  display  was,  and  we  had 
numberless  enquiries  as  to  which  needles 
went    best    with    which    thread,    and    in 

nearly    every    case,    the    enquirer    wrote 

down  what  we  told  her." 
Combination  Offer  of  Sewing  Needs 

"Another  idea  which  sold  a  good  many 
smallwares  was  a  combination  offer  for 
a  small  sum,  which  comprised  all  the 
needed  articles  for  the  home  dressmaker. 
In  such  a  group  we  included  spools  of 
thread  or  silk,  a  thimble,  tapemeasure, 
chalk,  pins,  needles  and  a  pair  of  shears 
of  good  quality,  and  this  we  featured 
for  seventy-five  cents  for  the  lot.  We 
arranged  still  other  displays  of  skirt 
beltings,  skirt  markers,  buttons  and 
braids  and  marked  them  with  attractive 

price  tickets,  accenting  the  inexpensive- 
ness  of  these  necessary  things.  A  sale  of 
buttons  of  the  cheaper  sorts  was  patron- 

ized by  hundreds  steadily  through  the 
week,  while  we  noticed  an  improvement 
in  demand  for  the  best  grades  as  well. 
The  latter  we  showed  by  means  of 
sample  cards,  with  price  and  sizes  mark- 

ed, out  on  the  counters,  and  in  the  show 
cases,  which  were  kept  lighted  all  the 
time,  we  arranged  the  most  elaborate 
buttons  against  an  effective  background 

which  set  them  off  like  jewelry." 

Bargain  Tables 

"Another  idea,  which  we  found  improv- 
ed sales,  was  in  using  bargain  tables 

down  the  aisle  on  which  we  heaped  a 
quantity  of  a  certain  line  and  marked  it 
with  a  large  card,  stating  price  for  a 
bulk  purchase.  Such  lines  as  darning  cot- 

ton, pins  and  hair  pins,  sold  exceptionally 
well  in  that  way,  as  they  are  of  course 
goods  which  are  only  sold  by  suggestion, 
rather  than  because  the  customer  needs 
them  urgently  when  she  purchases.  In 
this  connection,  as  well,  we  found  that  a 
display  of  darning  materials,  needles, 
darning  eggs,  cotton  and  wools,  etc.,  ar- 

ranged around  an  old  stocking  in  process 
of  being  mended,  suggested  to  women  the 
fact  that  they  were  out  of  the  requisite 

supplies.  We  recommended  the  advisa- 
bility of  buying  colored  yarns  to  mend 

the  new  heather  stockings,  silks  for  silk 
hosiery  and  cotton  for  other  makes,  and 
we  offered  to  teach  anyone  to  darn  stock- 

ings correctly  if  the  materials  were 
purchased  from  us.  All  these  special  feat- 

ures were  advertised  for  the  mornings 
only,  as  of  course,  the  department  is 
usually  too  busy  in  the  afternoons  to 
permit  of  these  lessons  being  given. 
Quite  a  number  of  school  children  were 
sent  by  their  mothers  on  Saturday  morn- 

ings to  loarn  the  rudiments  of  darning 

and  mending." Elastic  was  another  commodity  given 
additional  prominence  by  this  store,  and 
emphasis  was  placed  upon  the  purchase 
of  dozen   yard   bolts   or  bunches,  rather 

than  by  the  yard  singly.  These  group 
bargains  are  good  for  two  reasons;  they 
create  larger  sales  and  permit  the  store 
to  sell  the  goods  at  a  slightly  lower 
price,  while  still  making  the  normal 
profit.  As  can  be  seen,  the  overhead  ex- 

pense in  selling  a  dozen  yards  of  elastic 
or  a  dozen  cards  of  snaps  is  no  greater 
than  is  entailed  in  the  sale  cf  one  yard 
or  one  card,  and  the  same  applies  to  all 
the  different  lines  carried  in  the  depart- 

ment. In  hair  nets,  especially,  does  this 
hold  Tue,  and  nearly  every  store  now 
knows  the  advisability  of  featuring  both 
cap  and  fringe  nets  at  so  much  a  dozen 
for  one  day  only,  from  time  to  time.  Hair 
nets,  by  the  way,  need  to  be  carefully 
sold,  and  it  is  always  advisable  to  re- 

move each  one  from  its  wrapper  and 
show  it  to  the  customer  that  she  may 
feel  assured  that  it  is  big  enough  and 
has  no  tears  in  its  mesh. 

One  fact  brought  out  by  the  store  in 
question  during  its  small  wares  week 
was  that  there  are  many  women  who  are 

absolutely  helpless  in  the  matter  of  sel- 
ecting the  proper  types  of  small  wares 

for  the  purpose  for  which  the  goods  are 
needed.  Most  of  the  goods  brought  back 
for  exchange  are  selected  by  customers 
who  do  not  know  exactly  what  to  get, 
and  therefore,  the  value  is  apparent  of 
having  well-trained  salesgirls,  who  are 
familiar  with  the  manifold  details  con- 

nected with  the  assembling  of  a  gar- 
ment— the  kind  of  lead  weights  to  ad- 
vise for  certain  fabrics,  the  width  of 

belting  for  stout  and  thin  figures,  the 

length  of  elastic  for  garters  and  bloom- 
ers, the  style  of  snaps  to  sew  on  trans- 

parent fabrics,  and  the  right  kinds  of 
hair  pins  for  different  kinds  of  hair,  etc. 
— in  a  word,  girls  who  know  what  their 
merchandise  is  for  and  are  interested 
enough  in  it  to  sell  the  idea  behind  the 
merchandise  in  every  purchase. 

What    Notions   Are 

Just  as  nails  and  bolts  and  wire  and 

screw  drivers  are  necessary  to  the  car- 
penter and  have  to  be  explained  to  the 

amateur  builder  by  any  hardware  clerk, 
just  so  are  smallwares  the  equivalent  of 
these  to  the  woman  who  attempts  to 

create  a  garment,  and  whether  she  ex- 
pects it  or  not,  she  should  be  told  how 

best  to  use  these  aids  to  easier  dress- 
making or  home  mending,  as  the  case 

may  be. 
The  scope  of  the  notions  department 

is  not  dependent  upon  those  seasons  in 
which  dressmaking  prevails.  It  can  be 

made  to  promote  interest  in  many  differ- 
ent things  from  month  to  month.  The 

main  thing  is  to  interest  customers  in 
the  goods  and  to  make  them  see  with 
your  eyes  their  latent  possibilities. 
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Approach  of  Christmas  Season  Makes 
Movement  of  Notion  Lines  Very  Active 
Lingerie  Clasps  and  Hair  Nets  Bringing  Good  Business — Strong 
Demand  for  Wooden  Sweater  Beads — Hemstitched  Garments  In 
All  Kinds  of  Underwear  —  Encouraging  Movement  of  Holiday 

Ribbons 

A  VISIT  to  some  of  Toronto's  no- tions and  fancy  goods  houses 
these  days,  would  convince  the 

most  skeptical  buyer  that  the  Christmas 
spirit  is  here  with  all  its  old-time  vigor. 
There  is  scarcely  a  man  in  the  whole- 

sale business  today  who  is  not  working 
overtime  on  orders.  The  trade  have 
commenced  in  real  earnest  to  get  in 
their  smallware  lines;  in  fact,  one  or  two 
numbers  which  have  been  shown  as 
spring  merchandise  are  wanted  for 
Christmas  business. 

Another  Season  for  Lingerie  Clasps 
The  rush  which  has  been  made  on  lin- 

gerie clasps  has  been  a  big  surprise  to 
the  wholesale  houses.  They  are  dispos- 

ing of  all  the  clasps  in  stock  and  at 
every  price,  from  those  which  sell  retail 
for  twenty-five  cents  to  the  sterling 
and  gold  faced  ones. 

Hair  nets  are  bringing  good  business, 
particularly  those  made  of  human  hair 
and  in  the  cap  shape.  The  price  is  even 
now  a  little  higher  than  it  was  a  month 
ago  on  this  kind  of  net  but  there  seems 
no  tendency  to  prefer  the  cheaper  one. 
Hair-nets,  like  many  other  things,  are 
accessories  which  women  have  learned 
to  be  particular  about.  The  cheap  ones, 
they  tell  the  retail  trade,  are  the  most 
extravagant    in  the    end. 

Beads  for  Embroidery  Very  Strong 
Never  have  the  Toronto  wholesale 

houses  reaped  such  a  profit  on  bulk 
beads  as  this  year.  Just  at  the  moment 
the  wooden  sweater  beads  are  strongest 
of  all.  These  are  being  used  by  the 
thousand  for  sweaters  and  dresses. 

Bugle  beads  are  also  good  in  every  col- 
or. The  latest  cry  from  the  trade  is 

for  the  iridescent  ones  for  the  evening 
dress  business.  The  number  of  women 
who  are  making  their  own  afternoon  and 
evening  dresses  is  astonishingly  large, 
declares  one  fancy  goods  house,  if  we 
are  to  judge  from  the  number  of  beads 
which  the  dry  goods  merchants  are  ord- 

ering. The  sweater  and  bugle  beads  are 
asked  for  in  the  following  shades;  green, 
blue,  brown  and  the  heather  mixtures. 
The  iridescent  ones  are  more  popular 
in  the  bright  colors  like  helio,  henna, 
blue,  grey  and  flesh  pink. 

Braiding  and  Mending  Wool 
Indications  so  far  are  that  the  braid 

which  is  best  known  as  ric-rac  will  be 

very  strong  in  the  spring.  It  comes  in 
solid  white  and  in  combinations  of  white 

with  blue  or  red.  It  will  be  used,  not 

on    children's    dresses    as    formerly    but 

on    all    kinds    of    sports    costumes    for 
grown-ups. 

The  trade  have  welcomed  the  splen- 
did lines  of  wool  mending  heather  hose 

which  have  been  introduced  this  year. 
Last  winter  there  was  a  great  deal  of 
complaint  about  the  poor  grade  on  the 
market  and  the  short  range  of  colors. 
This  season  this  wool  is  offered  in  all 
the  heather  and  the  Lovat  shades. 

Embroidery  Materials 

Toronto  houses  are  stocking  a  big  sup- 
ply of  embroideries  for  next  season, 

which  they  say  will  see  a  general  return 
to  the  solid  work  in  place  of  eyelet.  The 
"lazy-daisy"  stitch  and)  French  knots 
will  have  a  following  as  never  before. 
Patterns  are  now  made  featuring  these 
in  the  basket  design  as  well  as  in  many 
conventional  patterns.  Both  white  and 
colored  crash  materials  will  be  used. 

Sets  consisting  of  table  runner,  centre- 
piece and  cushion-top,  are  being  made 

for  the  spring  trade. 
Fancy  work  firms  are  making  up  a 

g-reat  many  of  the  hemstitched  garments 
in  all  kinds  of  underwear.  They  ex- 

pect a  great  run  on  this  line  because 
underwear  manufacturers  assure  them 

the  elaborate  types  are  doomed.  Night- 
gowns especially  are  featured  in  the 

hemstitching. 

No  Surplus   Needles 
So  far  wholesale  firms  have  been  able 

to  obtain  needles  for  their  immediate 

need  but  they  say  that  there  is  no  sur- 
plus in  the  country.  Some  houses  are 

stocking  German  and  Austrian  lines  but 
the  trade  prefer  the  English  needle 
as  it  is  much  better.  One  importer  in- 

formed Dry  Goods  Review,  that  he  has 
been  able  to  obtain  needles  running  in 
size  from  3  to  7  and  from  4  to  8  but 
when  he  orders  sizes  5  to  9  he  cannot 

get  them. 
To  the  many  complaints  as  to  the 

quality  of  pins  wh;ch  are  sold  these 
days,  one  firm  declares  that  the  public 
must  be  trained  not  to  expect  good  pins 

at  the  price  they  now  want  to  pay  for 
them.  A  pin  which  retails  for  five  cents 

a  package  is  not  steel.  The  consumer 

must  pay  at  least  twelve  cents  a  pack- 
age for  steel  pins. 

Holiday    Ribbons   Cause   for  Opt'mism 
A  generous  number  of  orders  for  all 

kinds  of  fancy  ribbons  for  Christmas 
gifts  are  coming  in.  The  consumer  has 
revived  a  taste  for  ribbon  bags,  holders 

of    every    description    and    other    ribbon 

what-nots  with  the  reductions  in  price 
which  have  been  seen  lately.  One  retail 
store  in  Toronto  is  offering  ribbons  this 
season  for  fifty  cents,  which  last  year 
went  as  high  as  a  dollar  and  a  quarter. 
There  is  no  better  field  for  Christmas 
business  than  in  ribbons  provided  the 
retailer  is  willing  to  take  small  profits. 

Those  which  are  wanted  by  the  trade 

are  the  gros-grained  ones,  the  satin- 
faced  ribbons,  satin-backed  velvets  and 

picot-edged  lines.  There  is  a  big  im- 
provement the  last  two  weeks  in  the 

wide  ribbons  for  girdles  and  panels. 
Cire  ribbons  are  promised  for  spring 

and  the  oriental  effects  will  have  a  good 

run.  The  Egyptian  and  Persian  de- 
signs  are   already    meeting   with    favor. 

Hair  ribbons  for  Christmas  trade,  in 

plain  materials  and  in  jacquards  and 
brocades,  are  wanted  by  the  retailers. 
This  is  a  very  encouraging  note  as  some 

wholesalers  believed,  that  with  the  ad- 
vent of  bobbed  hair,  hair  ribbons  were 

doomed  for  some  time  to  come. 

The  Belt  of  Leather  Now  A  Staple 

Leather  manufacturers  say  that  there 

is  now  an  all-year  round  business  in 
leather  belts  of  both  the  plain  and  fancy 

types.  Coats  and  suits,  sports  blouses, 

housedresses  and  all  kinds  of  children's 
things  require  belts.  There  is,  if  any- 

thing, a  bigger  demand  for  the  better 
grades  than  for  the  cheap  lines.  Those 
which  are  laced  with  a  contrasting  shade 
or  braided  to  give  more  weight,  are 

liked,  particularly  if  they  possess  a  mil- 
itary-looking buckle. 

The  death  occurred  suddenly,  on  Nov- 

ember 17,  of  William  Guthrie,  vice- 

president  of  S.  F.  McKinnon  and  Com- 

pany,  Toronto. 

CORRECTION 

The  toy  photograph,  which  ap- 
peared on  Page  117  of  last  issue 

of  Dry  Goods  Review,  which  was 
credited  to  Nerlick  &  Co.,  of  Tor- 

onto, should  have  been  credited  to 
Nerlick  &  Co.,  of  Montreal.  The 
Montreal  firm  is  quite  distinct  and 
has  no  connection  with  the  Tor- 

onto  house,  other  than  the  name. 
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Jobbers  Everywhere  Recommend 

Absolutely 
the  last 

thing  in 
Fasteners 

Attractively 

mounted 

on 

three- colored 

card 

and  each  snap  lines  up  true 

The  SURE-FIT  HOLE- 
How  to  Use  It : 

AFTER  you  have  sewed  on  the  stud  as  you 
always  do,  simply  hold  the  garment  closed 
and  pull  your  needle  and  thread  directly 
through  the  center  of  the  stud,  from  the 
outside  of  the  garment  and  through  the 
other  half  of  the  closing.  Now  open  it  and 
the  thread  marks  the  spot  where  the  other 
half  of  the  fastener  goes.  Take  a  pin  and 

pick  up  the  other  half  of  the  fastener 
through  the  hole  in  the  center.  Then 

stick  pin  through  where  the  thread  indi- 
cated its  proper  position.  The  pin  will 

hold  the  fastener  while  you  sew  it  on. 

The  Hole  is  in  All  Sizes 
Black  and  White 

Sold  by  All  the  Leading 
Jobbing  Houses 

Manufactured  by 

COLONIAL  FASTENER  CO.  LTD.,  Montreal 
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Can  You  Spare  a  Minute 
to  Listen  to  Our  Troubles? 

"Complaining:  letters 

poured  in" 

"Shipping    it   out   fast" 

"Many   women   had   re- 
turned   to   sewing" 

WK  KNOW  it  isn't  good  man- 
ners to  bother  people  with 

our  troubles,  but  this  lias 
been  a  hard  summer  for  the  makers 

of  WRIGHT'S  Bias  Tapes— the 
worst  trouble  being  that  we  couldn't make  near  enough. 

Early  in  the  year  a  flood  of  com- 
plaining letters  began  pouring  in 

from  our  friends.  Unfortunately  a 
great  many  of  these  letters  were  from 
our  best  friends.  They  all  wrote  at 
length  about  not  getting  tape  enough 

or  not  getting  it  on  time.  The  writ- 
ers of  these  complaints  seemed  to 

know  just  where  to  touch  us  on  the 

sorest  spot.  "Stocks  are  low.  How 
can  we  be  expected  to  sell  tape  when 

we  haven't  it?"  "Consumers  in  our 
territory  are  very  much  disappoint- 

ed. We  have  very  little  variety  to 

offer  them."  "What  is  the  idea  in 
building  up  a  demand  for  a  staple 
notion  and  then  falling  down  on  sup- 

ply like  this?"  These  are  a  few 
samples  of  the  unwelcome  troubles 
our  friends  wrote.  Some  of  the 

tilings  they  said  were  very  much 
worse. 

All  this  while  we  were  makingtape, 
making  it  desperately  and  shipping 
it  out  as  fast  as  it  could  be  pushed 

through  the  factory.  We  were  mak- 
ing SIX  TIMES  AS  MUCH  TAPE 

AS  WE  HAD  EVER  MADE  BE- 
FORE IN  THE  HISTORY  OF 

THE  COMPANY.  How  could  we 

foresee  that  our  friends  were  going 

to  need  WRIGHT'S  Tapes  in  such 
quantities  as  these? 

This  big  increased  demand  was  on 
us  before  we  could  possibly  know  the 
reason.  The  enormous  revival  of 

home-sewing  during  the  present  year 
was  due  to  a  number  of  causes. 

The  high  cost  of  Inbor  has  made  ready- 
to-wear  lingerie,  children's  clothes  and  sim- ilar garments  costly  and  unsatisfactory  in 
quality  except   in   the  finest   grades. 
Many  women  who  have  been  engaged  in 

industrial  occupations  returned  home  and 
have  time  for  sewing. 

Consistent  instruction  in  sewing  in  public 
and   private   schools   has   brought   an   army 

Of      young      needlewomen      into      the      field 
anxious   to   show    what    they   can   do. 

Fashions  call  for  Hat  effects  on  all  kinds 
of  garments  anil  use  lavishly  white  edges 
on  colored  fabrics. 

But  the  great  reason  behind  all 
these  other  reasons  was  the  love  of 

craftsmanship  in  every  woman.  From 
the  time  the  first  cave  woman  made 

a  basket  to  hold  her  surplus  store 

of  food,  women  have  loved  and  prac- 
ticed the  domestic  industries  with  un- 

flagging enthusiasm.  No  matter  how 

cheaply  or  how  well  ready-made 
clothing  can  be  produced,  there  will 
always  be  an  immense  amount  of 
home-sewing  because  women  like  to 
make  things  for  themselves  and  their 
families.  Anything  which  helps  them 

to  produce  prettier  garments  or  more 
of  them  in  a  given  time  will  be  bought 

eagerly.  It  was  not  only  our  friends 

in  the  trade,  you  see,  who  were  de- 
manding more  tape,  it  was  the  natu- 

ral growth  of  a  great  economic  force. 

We  now  have  this  tape  situation 
well  in  hand.  Deliveries  are  being 
made  with  reasonable  promptness. 

Over  in  North  Jersey  we  are  build- 
ing a  factory  with  facilities  adequate 

for  any  possible  increase  in  demand 
which  may  come.  Building  troubles 
have  delayed  this  work,  but  soon 
after  the  first  of  the  year  this  new 
building  will  be  producing  tape  in 

quantity.  Meanwhile  we  have  suc- ceeded even  in  overcrowded  New  York 

in  getting  enough  increased  space 
for  more  manufacturing  and  quicker 

shipping,  and  have  added  new  units 
of  machinery  which  considerably  in- crease the  output. 

Our  troubles  really  seem  to  be 

clearing  up.  Fabrics  are  better  than 
they  have  been  for  several  years ; 

labor  is  more  plentiful  and  more  pro- 
ductive ;  the  new  factory  will  make 

tape  as  fast  as  our  friends  in  the 
trade  can  possibly  sell  it. 

We  apologize  for  all  the  delays 
and  shortcomings  of  the  past  year. 

And  we  thank  you  for  reading  this 
little  story  of  our  difficulties. 

Sewing    classes 

schools" 

'Fashion   called   for   flat 

effect" 

"Building  troubles  delayed 

the   work" 

Wm.  E.  Wright  &  Sons  Co.  Mfrs. 
315-317  Church  Street,  New  York 

AGENCIES: 

Chicago— R.  C.  TAFT,  223  W.  Jackson  Boulevard 
Philadelphia  St.  Louis 

JAS.  F.  McCARRI AR,  loll  Chestnut  Street  L.  F.  SHERMAN,  613  N.  Broadway 

BIAS  FOLD  TAPE 

I 



100 
Dry  Goods  Review 

The  Showcard  as  a  Salesman 
Effective  Showcards  Can  Be  Made  With  Little  Trouble  and  Are 
Valuable  Assets  to  the  Inside  Salesmen  —  Some  Points  to  Be 
Remembered  In  Preparing  Showcards — Hints  Regarding  Them 

AX  authority  on  the  subject  of 
show-card  writing  is  quoted  as 
saying  that  the  show-card  is  in 

the  same  category  as  the  salesman,  it 
creates  in  the  mind  of  the  possible 
purchaser  the  desire  to  possess  and  the 
power  of  its  appeal  lies  in  its  own  indi- 

viduality and  character. 
There  are  many  stores  which  do  not 

yet  realize  the  value  of  well-made  show- 
cards  and  price  tickets  in  their  business, 
arguing  that  the  latter  especially  tend 
to  cheapen  merchandise  while  the  form- 

er are  too  costly  to  be  extensively  em- 
ployed. Scientific  analysis  of  business 

methods  has  proved,  however,  neat  ar- 
tistic show-cards  and  price  tickets  will 

undoubtedly  help  business  and  sell  larg- 
er quantities  of  goods  than  would  be  the 

case  were  th^se  simple  aids  not  employ- 
ed. Furthermore,  anyone  can  learn  to 

make  presentable  cards  with  a  little 
practice,  so  that  no  extra  expense  of 
having  them  done  by  professional  firms 
need    be    considered. 

The    Equipment 
Discussing  the  method  of  going 

about  the  making  of  a  show-card,  with 
different  display  men,  Dry  Goods  Re- 

view has  found  that  methods  vary  as 

widely  as  do  recipes  for  making  bis- 
cuits. One  man  uses  a  brush  for  letter- 

ing, while  another  employs  nothing  but 
pcnwork,  one  contends  that  show-cards 
should  show  lettering  only,  while  an- 

other holds  a  brief  for  the  illustrated 
style,  and  so  on.  The  majority  of 
writers  favor  the  use  of  good  brashes 
for  their  decorative  work,  and  claim 
that  the  better  the  quality,  the  easier 
the  work  becomes.  The  best  quality 
brushes  are  made  from  red  sable  and 
come  in  a  number  of  sizes,  the  most 
useful  of  which  are  probably  Nos.  6,  8, 
and  12.  Stub  pens  of  different  styles 
for  the  writing  of  small  letters  and  for 
rapid  writing,  and  two  or  three  bottles 
of  show-card  paint  or  ink,  together 
with  a  fair  sized  drawing-board  and  a 

T-square  will  complete  the  beginner's 
equipment.  The  two  latter  items  are  not 
a>solutely  essential  but  assist  the  be- 

ginner to  turn  out  rapid  work. 

First  Steps 

The  ek-mentary  steps  in  the  making 
of  a  show-card  are  as  follows.  Pin  the 
card  of  the  desired  size  and  color  to  the 
drawing  board,  and  with  the  aid  of  the 
T-square  draw  a  margin  all  round.  Be 
generous  with  this  margin  as  the 
general  effect  of  the  finished  card  will 
depend  a  great  deal  unon  this  margin. 
Then  rale  top  and  bottom  lines  for  the 
lettering  and  with  a  soft  lead  pencil 
lightsketch  in  the  words.  Take  a  small 
portion  of  the  color  out  on   a  piece   of 

cardboard  and  proceed  to  charge  the 
brush.  The  mere  dipping  of  the  brush 
into  th3  color  does  not  charge  it,  the 
brush  must  be  thoroughly  impregnated 
and  the  surplus  brushed  off.  In  this 
way  the  brush  becomes  thoroughly 
charged  and  the  color  will  flow  freely. 
The  next  step  is  the  lettering.  Choose 
a  plain  letter,  that  is,  one  which  has 
not  too  many  curves  or  scrolls.  Set  about 
the  lettering  carefully  and  deliberately 
and  after  a  little  practice  the  result 
will  be  surprisingly  good. 

Good    "Lay-Out"    Essential 

The  main  thing  to  be  particular  about, 
according  to  all  good  display  card 
writers,  is  the  layout  of  the  card.  By 
this  is  meant  the  margin  around  the 
card,  the  position  of  the  words  and  the 
spacing  of  the  lettering.  A  good  lay- 

out cannot  fail  to  make  a  pleasing  card 
even  if  the  letters  are  not  accurately 
drawn. 
An  illustrated  card  is  considered  by 

many  to  attract  more  attention  than 
the  p,lain  lettered  style  and  pictures  are 
effectively  employed  with  a  little  ex- 

tra trouble  by  most  writers.  The  pic- 
tures must,  of  course,  have  something  in 

common  with  the  text  and  are  obtain- 
able from  many  sources.  Care  must  be 

used  in  cutting  out  pictures  from  the 
magazines  as  careVss  work  will  spoil 
the  effect  of  the  card.  Often  a  little  re- 

touching will  improve  the  effect,  and  a 
faint  outlining  around  the  edges  will 

generally  enhance  the  cut-out  twofold. 
The  newspapers  and  trade  journals  are 
full  of  suggestions  regarding  catchy 
phrases  to  use  on  display  cards,  and  the 
general  co^r  scheme  of  the  window  or 
show  case  will  be  the  best  guide  as  to 
the  choice  of  cardboard  and  paints  to 
select. 

Pen  Work  Effective 

For  the  card  writer  who  has  progress- 
ed somewhat  beyond  the  elementary 

stage,  pen  work  may  be  substituted  in- 
stead of  brushwork  and  many  unusually 

good  effects  can  be  obtained  by  design- 

ing silhouettes  and  entire  sketches  ink- ed in  with  India  ink.  Another  effective 
idea  is  to  introduce  a  background  of 
water  colors  behind  a  cut-out  from  a 
magazine.  This  lends  greater  artistic 
expression  than  a  plain  unmounted 
effect  will  achieve.  Another  good 
point  to  bear  in  mind  is  to  finish  off 
each  line  of  lettering  as  evenlv  as 

possible  with  straight  edgjes  ■without 
indentation.  A  solid  mass  of  lettering 
looks  infinitely  better  than  one  which 
is  broken  up  by  uneven  lines. 

One  clever  displav  man  in  an  Ontario 
store  uses  the  publicity  cards  provided 

by  manufacturers  after  they  have  serv- 

ed their  orginal  purpose,  as  backs  for 
his  own  display  cards.  The  former 
usually  have  a  supporting  stand  attach- 

ed which  makes  the  card  show  to  beltter 
advantage  than  if  it  has  to  be  support- 

ed against  something  else. 

Cards  do  not  need  to  be  always  ob- 
long or  square.  Very  artistic  effects  are 

obtained  with  ovals  as  well  as  by  the 
use  of  picture  frames  as  an  additional setting. 

Show-cards  should  never  be  so  design- 
ed as  to  attract  more  attention  to  them- 

selves than  to  merchandise  which  they 
accompany,  and  likewise,  particular 
attention  should  be  paid  to  the  fact  that 
they  must  be  kept  scrupulously  clean 
and  new  in  appearance.  If  it  is  desirable 
to  use  the  same  cards  again,  they  must 

be  put  away  carefully  so  that  the  corn- 
ers are  not  bent,  nor  the  face  soiled  by 

careless  handling. 

The  Value  of  a  Snappy  Title 

A  pertinent  tip  from  a  show-card 
writer  of  experience  is  worth  remember- 

ing. "If  you  can  possibly  give  any  line 
of  ,  merchandise  a  distinctive  name 
wh'ch  will  enhance  its  character  and 
lend  value  to  the  display,  by  all  means 
use  it.  If  you  can  get  no  good  suggestion 
from  the  department  manager,  invent 
one  yourself,  and  make  the  name 
snappy,  timely,  and  apt,  so  that  the 
man  who  stops  to  look  at  your  windows 
will  want  to  possess  that  particular 
article  which  is  so  new  and  different 
from  the  average  sort  of  merchandise. 
It  may  be  only  wool  hose,  but  with  the 

nick-name  of  "Blighty"  or  some  such 
brief  title,  the  said  socks  will  be  invest- 

ed with  an  atmosphere  suggestive  of 

English  imported   merchandise." 

Simplicity  the  Safest  Guide 

The  show-card  must  be  brief,  pithy 

and  persuasive  in  its  appeal,  but  the 
simplest  effects  are  by  all  odds  the 

most  striking.  Atmosphere  is  as  essen- 
tial to  the  character  of  a  scrap  of  letter- 

ed cardboard  as  it  is  in  an  entire  store 
display.  To  summarize  the  opening 

words  again,  "the  show-card  impels  the 
desire  to  buy  and  its  function  is  there- 

fore as  important  as  that  of  any  sales 

person." 

In  connection  with  the  provincial 

plowing  contest  recently  held  in  Oxford* County,  Grafton  &  Co.  of  that  city  made 
a  very  novel  window  display.  The 

display  showed  a  model  of  the  first 
gang  plow  patented  and  used  in  Canada 
and  patented  in  1867.  The  window 
created  quite  a  sMr  in  the  city  and  was 
favorably   commented    upon. 
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Suggestions  For  Christmas  Window 
Methods  Outlined  Whereby  the  Most  Effective  Displays  May  Be 
Made  —  The  Use  of  Decorations  —  Christmas  Trees  and  Santa 

Claus — How  Sports  Goods  May  Be  Shown 

AS  THE  great  day  approaches  t
he 

merchant  is  confronted  with  the 
need  of  ideas  for  making  things 

"just  a  little  better"  than  they  are.  The 
window  display  can  always  be  depended 
upon  to  do  its  share  towards  creating 
business  if  it  is  given  the  proper  atten- 
tion. 

The  Christmas  settings  given  here 

may  be  depended  upon  to  give  the  win- 
dows the  proper  Christmas  atmosphere. 

They  are  not  hard  to  construct,  nor  are 
the  materials  used  in  their  make-up 
costly,  or  hard  to  procure. 

The  setting  illustrated  in  Fig.l  may  be 
adapted  to  windows  of  stores  offering 
women's  and  men's  apparel  and  kindred 
lines.  It  is  suitable  for  the  back- 

ground of  any  display  that  will  not  hide 
it  from  view.  Where  the  merchandise 
is  to  be  displayed  compactly  in  pyramid 
form  the  Christmas  tree  decorations 
may  be  shortened  and  raised  the  neces- 

sary  height. 
Decorations 

The  decorations  in  this  setting  are 
entirely  symbolic  and  some  of  them  may 
be  omitted  from  a  setting,  or  they  may 

be  arranged  in  a  slightly  different  man- 
ner without  materially  impairing  their 

effect. 
The  permanent  background  may  be 

covered  with  wall  board  panels  painted 
holly  red,  or  it  may  be  covered  with  red 
crepe  paper.  This  gives  us  one  of  the 
Christmas  colors-  The  use  of  ever- 

greens adds  the  other.  If,  however,  the 
merchandise  to  be  displayed  will  not 
harmonize  with  so  much  red  the  back- 

ground may  be  green. 
The  ceiling  of  the  window  is  hidden 

with  imitation  icicles  made  of  cotton 
batting  slashed  into  a  fringe  and  the 
sti-ands  rolled  into  the  semblance  of 
icicles.  These  are  attached  to  the  ceil- 

ing, or  to  wires  across  the  window  where 
the  ceiling  is  too  high,  in  a  ziz-zag  ef- 

fect, the  shorter  icicles  to  the  front.  If 
desired  the  icicles  may  be  hung  in  a 
straight  line  across  the  window  at  the 
glass,  or  across  the  back  and  sides  of 
the  window  instead. 

The  clown  ornament  may  be  intro- 
duced in  a  number  of  ways.  Papier 

mache  ornaments  may  be  purchased 
ready  to  use.  A  sign  painter  or  show 
card  writer  may  paint  such  an  orna- 

ment or  cardboard  and  cut  it  out  around 

the  edges.  A  fool's  mask  may  be  pro- 
cured, a  fool's  cap  and  ruff  made  and 

the  whole  assembled  to  form  the  orna- 
ment. This  is  sure  to  delight  the  young- 

sters, but  it  not  a  necessary  part  of  the 
netting. 

Christmas    Trees 

The  Christmas  trees  may  be  repre- 
sented in  many  ways.     They  are  set  in 

front  of  narrow  panels  so  that  their  out- 
lines are  brought  out  more  distinctly. 

Actual  evergreen  Christmas  trees  may 
be  placed  in  the  position  shown,  and 
when  used  should  be  decorated  with  the 
usual  Christmas  tree  ornaments  and 
lighted  with  strings  of  electric  lights. 

Cut-outs  of  every  description  have 
been  adapted  to  window  decorations.  The 
illustration  shows  Christmas  trees  made 
of  wall  board-  These  are  cut  out  the 
shape  desired  and  painted  a  dull  green. 
The  candles  are  added  as  to  a  natural 
tree. 

A  very  pretty  effect  may  be  secured 
in  the  window,  which  being  out  of  the  or- 

dinary run  of  decorations  will  attract  a 
p-reat  d^-a1  of  attention.  Instead  of  a 

flat  panel  being  used  a  shallow  box  hav- 

ing two  sides  the  same  size  and  shape 
of  the  panel  shown,  the  other  dimen- 

sions being  about  eight  inches  wide.  The 
Christmas  tree  is  either  painted  on  one 
side  of  this  box  or  a  cut-out  is  set  close- 

ly against  it.  Candles  are  to  be  used 
as  on  those  already  described,  but  where 
the  light  would  come,  openings  are  to 
be   cut  in  the   panels. 

These  openings  should  be  exaggerated 
in  size  a  little  to  give  the  best  effect. 
The  box  is  then  to  be  wired  and  lights 
placed  behind  the  openings.  Different 
colois  of  glass  may  be  fastened  inside 
of  the  openings  to  give  different  colored 
lights    if  this   is   thought   desirable. 

The  rest  of  this  setting  requires  little 
explanation.  A  large  holly  wreath  is 

(Cont;nued  on  page  103) 



102 Dry  Goods  Review 

Dry  Goods  Review  Christmas 

Window  Display  Contest,  1921 

The  Prizes  Offered 
Are  an  Inducement 

Every  man  send- 
ing in  a  photograph 

stands  a  good  chance 
of  capturing  a  cash 
prize.  Should  he  fail 
in  this  his  efforts  will 

not  go  unrewarded  for 
the  displays  in  the 

"runner  -  up  class" 
will  be  awarded  certifi- 

cates      of       honorable 

Every  Dealer  Should 
Enter   This  Contest 

First  Cash  Prize  $15.00 

Second 
Cash  Prize  $10.00 

Third  Cash  Prize  $5.00 

mention  which  he  can 

hang  up  in  a  conspicu- 
ous place  in  his  store 

for  the  public  to  see. 
And  all  photographs 
containing  a  selling 

appeal  suitable  to  the 
season  will  be  accepted 

by  "Dry  Goods  Re- 
view" for  reproduction 

in  its  pages. 

Your  Christmas  Window  Displays 
May  Win  You  a  Prize 

Every  Display  Man  in  every  Dry  Goods  Store  in  Canada  will  be  devoting  special 
care  to  his  window  work  this  year.  More  than  ever,  dealers  realize  the  value 
of  display  at  this  time  of  the  year;  it  is  the  suggestion  box  for  the  Christmas  present 
seeker.  This  being  the  case,  there  are  sure  to  be  some  exceedingly  fine  "trims"  in 
the  next  two  months. 

Are  You  Proud  of  Your  Displays? 
There  are  few  dealers  who  look  upon  the  windows  just  as  space  that  has  to  be 

filled.  A  well-trimmed  window  is  an  achievement  of  which  to  be  proud,  and  it  is 
only  right  that  such  displays  as  will  be  made  this  Christmas  should  be  photograph- 

ically recorded  for  future  use.  By  having  photographs  taken  of  your  windows  you 
can  be  storing  up  practical  suggestions  for  future  years  and  at  the  same  time  stand 
a  good  chance  to 

Win  a  Valuable  Cash  Prize 
that  will  pay  for  the  photograph  and  net  y  ou  enough  in  addition,  to  make  any  efforts 
you  may  put  forth  well  worth  while.  Wh  at  is  more — it  will  be  a  distinct  honor  and 
a  tribute  to  your  ability  to  carry  off  a  prize  or  secure  honorable  mention  in 

The  Christmas  Window  Contest 
being  put  on  for  the  Canadian  trade  by  Dry  Goods  Review.  Cash  prizes  of  $15,  $10, 
and  $5  are  being  offered  for  the  best  window  displays  of  Christmas  goods,  and  certifi- 

cates of  honorable  mention  will  be  awarded  displays  which,  while  not  winning 
prizes,  may  be  considered  worthy  of  special  recognition. 
To  enter  this  contest  all  you  have  to  do  is  to  have  a  photograph  taken  of  your 
window  and  send  it  to  the  Editor  of  Dry  Goods  Review,  143  University  Ave.,  Toronto. 
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Above  is  a  reproduction  of  a  very  attractive   yarn  display    arranged     by    J.   G.  Nichol    for    F.  A.  Dykeman 
and  Co.,  of  St.  John,  N.  B. 

SUGGESTIONS  FOR  XMAS. 
(Continued  from  page  101) 

hung'  in  the  center.  Red  ribbons  are 
wound  around  it  in  the  conventional 
manner  illustrated  and  festooned  to 
rosettes  at  the  sides.  H.lly  sprigs  may 
be  attached  to  the  ribbon  at  intervals. 
The  rosettes  and  the  large  bow  on  he 
holly  wreath  may  be  made  of  silk  rib- 

bons or  of  crepe  paper. 

Toy  Displays  and  Sports  Goods 

The  second  suggestioi  for  a  Christ- 
mas background,  FJg.  2,  is  particularly 

suited  for  displays  i  f  small  articles, 
toys  and  sporting  goods,  shoes,  etc.  The 
setting  represents  Santa  Claus  leaning 
on  a  brick  wall,  supposedly  laughing 
with  satisfae.ion  over  the  display  he 
sees  before  him. 

The  wall  may  be  erected  by  using 
wall  board  panels,  or  lumber  frames 
may  be  constructed  with  heavy  paper 
covering.  The  bricks  may  be  imitated 

with  crepe  paper  printed  in  brick  de- 
sign. If  this  is  not  obtainable  red  paper 

or  cotton  may  be  stretched  over  the 
surface  and  white  (ape  used  to  imitate 
the  moitar  and  outline  the  bricks. 
A  Santa  Claus  figure  may  easily  be 

made  ior  this  purpose.  A  good  Santa 
Claus  mask  or  false-face  is  necessary 
for  the  face,  the  rest  is  obtainable  in  al- 

most any  store  or  home.  The  knotted 
toque  or  cap  shjuld  be  large  and  roomy 

so  that  it  may  be  'drawn  well  down  over 
the  supposed  head  of  Santa,  which  is  to 
be  composed  of  the  mask  and  excelsior. 
The  coat-sleeves  may  be  made  of  red 
materials,  the  cuffs  of  white  fur  or  of 
cotton  batting  to  imitate  fur.  The  hands 
are  a  pair  of  red  mittens  which  are 
s.uffed  to  proper  shape  with  excelsior 
or  other  waste. 

This  setting  is  so  easily  constructed 
that  it  seems  a  pity  not  to  please  the 
boys  and  girls  with  its  use. 

The  step  platforms  may  be  dispensed 
with  when  not  required.  They  are 
shown  here  merely  to  suggest  that  the 

display  be  built  in  the  form  of  a  pyra- 
mid so  that  a  stockier  window  may  be 

the  result.  It  is  not  wise  t:>  overcrowd, 
but  at   Christmas   a   greater  amount  of 

the  right  kind  of   merchand'se   may  be shown  with  excellent  results. 
Merchants  who  secure  the  Christmas 

spirit  in  their  disp'ays  by  using  these 
Christmas  decorations  will  gain  the  good 
will  of  the  public  and  better  results 
from  the  displays. 

The  Wood  Bros.  Hew  Store  in  Halifax 
New  Store  Opens  This  Year  Following  Disastrous  Fire  of  Last 

Year — Have  Finest  of  New  Equipment — Was  Installed 
by  Canadian  Co.,  Kent-McClain    Ltd. 

In  spite  of  the  Christmas  rush, 
which  usually  takes  the  Trades- man from  his  outside  interests  and 
focuses  his  attention  wholly  and 

solely  on  "business,"  the  merchants 
of  the  Maritimes  are  this  year 
keenly  interested  in  the  promised 
opening  of  the  new  store  of  the 
Wood  Bros.  Company,  Limited,  of 
Halifax.  Following  the  disastrous 
fire  of  a  year  ago  this  old  estab- 

lished firm  have  built  for  them- 
selves a  splendid  new  home.  This 

new  Wood  Bros.'  store  will  be  one 
of  the  finest  buildings  in  Halifax 
and  as  a  merchandising  establish- 

ment it  will  be  unsurpassed  in 
Canada.  Every  Canadian  Merchant 
will  look  upon  it  with  pride  for  it 
is  indeed  a  national  achievement. 
We,  as  a  people,  are  too  inclined 
to  be  skeptical  in  regard  to  our 
own  powers  of  accomplishment. 
The  old  story — "Yes,  that's  alright 
for  the  States,  but,  of  course,  in 
Canada!  Why  we  haven't  the  pop- 
ula   &c."  is  too      oft     repeated. 
The  Wood's  store  is  not  as  big  as 
a  Wanamaker  or  a  Marshall-Field, 
but  the  goods  are  as  good,  the 
service,  is,  perhaps  better  and  the 
appearance  of  the  store,  its  up-to- 
dateness,     its     appointments     are 

equal  to  any  on  the  Continent. 
Canada's  Merchants  can  learn 
much  from  this  example  of  the 
modern  store. 
As  before  stated  the  exterior  is 
very  imposing  and  the  interior  is 
even  more  so,  being  furnished 
throughout  with  Walnut  and  Ma- 

hogany fixtures.  The  fixtures  on 
the  top  floor  are  entirely  of  Wal- 

nut with  the  exception  of  the 
Children's  Wear  Department  which 
is  finished  French  grey.  The  low- 

er floors  are  of  genuine  Mahog- 
any. 

A  Canadian  Company — Kent-McClain 
Limited,  of  Toronto,  are  responsible 
for  the  layout,  design  and  construc- tion of  the  interior  fixtures  for  the 
entire   store. 
Much  careful  consideration  was  given 
to  the  arrangement  of  departments. 
Ease  of  serving  together  with  maxi- 

mum display  plus  convenience  to  cus- tomers was  the  underlying  thought 
responsible  for  the  lay-out.  All  the 
old  departments  will  be  found  with 
increased  floor  space  and  with  the 
modern  fixtures  for  stocking  and  dis- 

playing wares,  time  will  be  saved  to 
both  clerks  and  customers.  Better 
service  all  around — and  now-a-days 
it  is  "service"  that  insures  success. 
We  recommend  to  Canada's  Mer- chants a  careful  study  of  the 
Wood's   store. — Advertisement. 
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5 

Will  you  answer  these 

five  questions  ? 

IS  THERE  any  reason  why  the  people  of  your  town  or  city  should 

not  have  a  shopping  place  which  is  as  attractive  or  well  equipped 

for  service  as  other  towns  or  cities  in  your  community  can  boast 
of? 

HAS  YOUR  town  or  city  such  a  store  or  stores  and  if  so,  is 

yours  among  those  which  "really  count?" 

WHAT  IS  the  probable  view  of  the  average  customer  regarding 

the  store  whose  owner  has  permitted  it  to  "go  out-of-date"  and 
otherwise  slip? 

WHY  DO  merchants  who  have  modernized  their  stores  recently, 

write  so  enthusiastically,  claiming  increases  in  volume  varying 

anywhere  from  twenty  to  fifty  per  cent? 

WHAT  WILL  be  the  outcome  of  the  store  which  fails  to  progress 

while  others  all  about  are  taking  away  its  business  by  means  of 
newer  and  better  methods? 

Now  read  the 

opposite  page 
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A  store  that  customers,  merchant  and 

city  can  be  proud  of 

/ 
i 

\ 

— n  ri4- /  vE^^S 

A  section  of  a  New-Way  store,  every  article  in  the  store  displayed 
under  glass,  convenient  to  clerk  or  customer,  space  saving,  time 
saving,  and  profit  making,  made  possible  by  the  New-Way  system 
of  units,  adapted  for  a  single  department  or  a  complete  store. 
Consult  with 

JONES  BROS.  &  CO. 
29-31  Adelaide  St.  West 

TORONTO,  ONT. 



106 EQUIPMENT     AND     DISPLAY Dry  Goods  Review 

Anderson-Newcomb   Dollar  Day  Sale  shows  reserve 
capacity  of  Lamson  equipment 
"O 
UR  RECENT  dollar  day  gave  us  a  real  demonstration  of  what 

our  new  Lamson  pneumatic  tube  system  will  do,"  writes  Mr. 
Chas.  N.  Anderson,    proprietor    of    the  store  whose  central 

station  is  pictured  above. 

"With  ordinary  store  service  the  greatest  drawback  to  such  a  sale 
is  the  immense  crowd  and  the  annoyance  to  customers  of  having  to 
wait  so  long.  We  advertised  that  with  our  new  system  we  could  handle 
many  more  sales  in  the  same  length  of  time  and  we  did. 

"Nearly  five  times  the  sales  of  an  ordinary  day  were  handled  and 
fully  two-thirds  of  that  number  came  in  a  few  hours  in  the  morning. 

"No  extra  floor  cashiers  were  used  and  yet  everyone  was  delighted 
with  the  promptness  and  accuracy  of  the  service  rendered.  Clerks, 
department  heads,  and  customers  have  since  made  many  comments  on 
the  results  which  that  day  showed,  and  it  has  proved  to  us  that  we  now 

have  a  cash  system  which  can  handle  any  emergency." 

The  Lamson  Company 
Toronto,  Ont.,  136  Simcoe  Street Vancouver,  B.C.,  603  Hastings  Street 

Lamson  improved  service Flexibility        Economy 
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William  and  Mary  Period  Fixtures 

"pEE    Stands,    Waist    forms,   Gown    stand    display 
Models,    Collar    forms,    Millinery    stands,    Table 

Card  Frame,  Box  stands,  Divider  or  Screen. 

A  page  from  our  new  Decorative  wood  display  Fix- 
ture catalogue.     Copy  on  request. 

We  have  ready  for   immediate   delivery,     the     most 

complete  range  of  display  fixtures,  Valances  for 

Show  windows,  and  Dur-Enam  washable  display 
forms  in  Canada.  Your  Christmas  sale  will  be 

speeded  up  by  having  your  merchandise  attractive 
and  conveniently  displayed.  Write  or  see  us  at  once, 
and  we  will  advise  you.     We  are  Specialists. 

CLATWORTHY    &   SON,    LIMITED 
Established  1896 161  KING  ST.  W.,  TORONTO 

  AND  LONDON,  ENGLAND— 

Incorporated  1908 

Representatives : 
Vancouver,   B.C.— M.  E.  Hatt  &  Co.,  Mercantile  Bldg.     Halifax,  N.S.— D.   A. 

301    St.    Jsmes.  Quebec — Nap.    Debigare,    205    Rue   des    Fosses. 
Gorrie,  Box  273.        Montreal,  Que. — E.  O.  Barette  &  Co. 
Travelling  Western   Representative — S.  J.   Barley. 

r>a^iftgtit»gvtt«flftaiftMftMfrMft»^ 
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FACE    THE   FACTS 

New  business  methods  are  required 
to  meet  new  business  conditions 

Old  methods  invite  failure 

This  merchant  is  trying  to  meet  present-day  condi- 
tions with  an  out-of-date  store  system. 

(1)  He  can't  get  the  records  he  needs. 
(2)  He   guesses    about   the   amount  of   outstanding 

accounts. 

(3)  His  customers  get  slow  service. 

(4)  He  gives  no  receipt  to  his  customers. 

(5)  There  is  no  incentive  for  his  clerks  to  do  better 
work. 

(6)  He  hasn't  been  able  to  reduce  expenses. 

He  complains  about  conditions. 
He  is  discouraged.     He  fears  failure. 

'we  make  cash  registers  for  every  line  of  business,  now  priced  as  LOW  AS  $100«ilJ 

iSH     REGISTER     COMPANY-   TORONTO    ONT 
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FACE    THE   FACTS 

New  model  National  Cash  Registers 
help  merchants  meet  new  conditions 

New  methods  insure  success 
This  merchant  has  installed  a  new  model  National 

Cash  Register  especially  designed  to  help  merchants 
meet  new  conditions. 

( 1 )  It  gives  facts  necessary  for  managing  his  business. 

(2)  It  provides  an  easy  way  to  keep  tax  records. 

(3)  It  gives  quick,  accurate  service  to  customers. 

(4)  It  prints  a  receipt  for  each  customer. 

(5)  It  helps  clerks  sell  more  goods. 

(6)  It  reduces  overhead. 

He  has  made  conditions  in  his  store  right. 

He  is  meeting  present-day  conditions  successfully. 

A  National  Cash  Register  is 
the  only  machine  that  issues  a 
receipt,  indicates,  adds,  prints, 

classifies,  and  distributes  rec- 
ords at  the  time  of  the  sale, 

all  in  one  operation.  No  figure 
work.  No  delays.  No  mistakes. 
Just  read  the  totals. 

WE   MAKE    CASH    REGISTERS   FOR   EVERY  LINE   OF   BUSINESS.  NOW  PRICED  AS   LOW  AS  $100*^ 

CASH    REGIS  TER    COMPANY-   TORONTO    ONT. 



110 Dry  Goods  Rvvietv 

The  Making  of  a  Wool  Blanket 
Some  Useful  Points  for  Salesmen  Regarding  the  Manufacture  of 
Wool  Blankets  —  Canadian  Mills  Equalling  Output  of  Other 
Counti  ies — The  Different  Processes  Explained — Caring  for  the Blanket 

THERE  is  probab
ly  m  lin;>  61 

household  f cu  nismngs  which  is  so 
expressive  of  supreme  comfort, 

warmth  and  genuine  service  as  is  the 

blanket,  especially  when  cold  days  ap- 
proach and  h  usewives  beg.n  to  luo  c 

over  their  stock  of  be  I  coverings 

against  the  winter  nigh's.  Blankets  *ve 
purely  utility  goods,  of  course,  and  are 
not  likely  to  be  purchased  casually  as  a 

customer  might  pick  up  a  new  bedspivad 

or  a  pair  of  embroidered  sheets,  with 
which  to  embellish  the  spare  bedroom. 

Many  women  think  that  because  blan- 
kets do  not  show,  and  are  always 

buried  away  between  sheets  and  cov- 
erlets, that  there  is  no  need  to  invest  m 

expen?ive  varieties,  and  that  something 

quite  cheap  is  just  as  good  as  the  more 
luxurious  kinds. 

This  year,  there  exists  an  admirable 

opportunity  for  the  house  furnishing 

department  to  capitalize  the  fact  that 
domestic-made  blankets  are  equal  to 

imported  makes  and  sell  for  practically 

half  the  price.  Canadian  made  blankets 

can  be  shipped  immediately  upon  re- 

ceipt if  an  order,  whereas  imported 

kindc  require  many  months  for  delivery 
and  are  always  uncertain. 

Making  A  Blanket 

During  a  vi-sit  to  one  of  the  leading- 
mills  in  Ontario  which  turns  out  the 

highest  grade  of  pure  wool  blankets,  a 
staff  member  of  Dry  Goods  Review  was 

permitted  to  gather  much  information 
relative  to  tha  manufacture  of  these 

g-cods,  which  studied  step  by  step,  forms 
a  subject  of  absorbing  interest.  It  is 

difficult  to  believe  that  a  snowy-white, 

f'uffy  blanket  displayed  in  a  store,  with 
its  satin  ribbon  binding  in  dainty  blue 

or  pink,  was  originally  nothing  but  a 

pile  of  dirty  fleece  lying  on  the  floor 
of  the  mill  just  as  it  came  from  the 

cheep's  back.  But  so  it  was  in  the 
first  instance.  A  great  quantity  of 

the  raw  wool  comes  in  at  one  time,  an'd 
has  to  be  carefully  graded  and  sorted 
into  as  many  as  37  different  grades. 
Then  after  all  the  wool  is  sorted  in  this 
way  is  has  to  be  secured  to  rid  it  of  all 
impurities  which  may  be  in  the  wool, 
and  thoroughly  'Jried  afterwards. 

Blending  The  Wool 

This  raw  wool  may  be  either  rrom 

Canadian  sheep  or  imported  from  Aus- 
tralia, but  domestic  wool  is  admirably 

adapted  for  he  manufacture  of  tine 
blanket i  in  itself.  Various  grades  of 
the  wool  are,  however,  blended  together 
according    to   thdr    quality   to     ensure 

better  resu'ts,  and  the  wool  is  .ten 
oiled  artific'ally  with  olive  oil  to  lubri- 

cate it  thoroughly.  Again  it  is  ;orn 
apart  and  mixed  thoroughly,  becoming 
lighter  and  finer  in  the  process,  and  is 
then  sent  to  the  carding  room  wheve  the 

various  weights  of  "robing"  occur.  The 
to  yarn  on  a  spreading  machine,  the  final 

next  step  finds  the  "robing  "  twisted  in- 
s'ep  in  the  p:ocess  of  preparing  the 
w^ool   for  weaving. 

Blankets  are  sold  by  weight,  as  every- 
one knows,  and  consequently,  most  mills 

confine  themselves  to  standard  weights 

varying  from  5  to  11  pounds  per  blank- 
et. In  the  weaving  process,  the  'size 

and  weight  of  the  finished  product  is 
governed  by  the  width  made  in  the  loom, 

and  the  number  of  "picks"  per  inch 
which  varies  fiom  sixteen  to  twenty- 
five. 

When  tihe  yarn  is  placed  upon  mach- 
ines far  weaving  it  takes  the  form  of 

cloth,  very  unlike  its  final  form.  Ex- 
perienced girls  handle  this  cloth  in  order 

to  sew  in  threads  and  remove  any  im- 
perfections, such  as  vegetable  matter, 

which  sometimej  remain  in  the  wool 

through  the  primary  operations. 
Dyeing 

A  considerable  quantity  of  wool  is 
reserved  for  dyeing  in  pink  or  blue  to 

form  the  co'.ored  borders  so  popular 
with  ho  sewives,  and  the  dyeing  process 
is  cl  o  conducted  in  the  mill.  The  pro- 

portion of  colored  borders  demanded  by 
the  Canadian  trade  is  said  to  be  in  the 
ratio  of  50%  blue  against  40%  pink, 

while  probably  ten  out  of  every  hun- 
dred blankets  are  pure  white.  There 

are  several  forms  of  colored  border,  both 

plain,  single-stripeid  effects  and  combin- 
ations of  wide  and  narrow  stripes,  both 

equally  popular,  although  in  the  so- 
called  "Bridal"  blanket,  nothing  equals 
a  rich  binding  of  rose  or  blue  satin  rib- 

bon with  no  other  color  contrast  in  the 
blanket. 

To  Finishing  Room 

The  blanket  next  goes  to  the  fin- 
ishing room  where  it  is  thorougnly 

scoured  and  cleansed.  The  next  process 

is  termed  "fulling"  which  really  means 
the  hrinking  of  the  blanket  to  its  re- 

quired size.  This  entails  the  use  of  a 
heavy  bodied  soap,  and  in  the  average 
mill  more  than  seven  thousand  gallons 
of  this  soap  are  used  every  day  tei  carry 
out  the  fulling  process. 
A  second  scouring  of  the  blanket  is 

next  in  order,  so  that  it  may  attain  a  de- 
gree of  whiteness  as  perfect  as  possible 

Final     Process 

Last  of  all,  the  blanket  is  again 
washed  to  remove  any  signs  of  soilage 
received)  in  bleaching  and  is  |dried 
thoroughly,  the  first  time  in  its  many 
stages  of  manufacture,  and  it 

is  then  put  through  a  "dry 
finishing"  process  which  includes 
napping,  or  fluffing  up  the  surface; 
inspecting;  whipping  or  overseaming 
the  edges  with  colored  yarn;  labelling 
with  the  name  of  the  manufacturer  or 
the  store  which  is  to  sell  the  blanket, 
and  finally  it  is  folded  into  proper  shape 
for  shipment.  The  blanket  is  now 
ready  for  its  mof.h-proof  bag  in  which 
each  is  shipped  to  reach  the  consumer 
in  perfect  condition.  The  most  popu- 

lar weight  blanket  at  present  is  the 
seven  pound,  approximately  64  inches 
wide  and  84  inches  long.  Likewise,  the 
greatest  demand  now  is  for  single  blan- 

kets rather  than  double  ones,  and  the 
mills  will  deliver  singles  to  buyers  un- 

less specifications  to  the  contrary  are 
received.  The  practical  value  of  two 
single  blankets  is  apparent  to  every 
housewife,  but  tlhere  will  always  be  a 
call  for  the  double  variety  in  colder 
climates.  The  above  processes  are>  also 
followed  in  making  grey  army  blankets 
and  the  scarlet  blanket  commonly  used 
as  a  coverlet  by  hotels  and  railways. 

Ontario    Mil's    Busy 
Ontario  mills  have  been  operating 

both  day  and  night  since  June  last, 
turning  out  enormous  quantities  of  these 
fine  blankets,  which  seem  to  be  in  end- 

less demand  with  Canadian  consumers. 
All  year  round  too,  they  employ  skilled 
labor  to  manufacture  blankets  and  are 
now  in  the  pr^ud  position  of  having 
produced  an  article,  equal  to  those  in 
any   other   country. 

Care   Of   Blankets 

To  Dry  Goods  Reveiw  the  representa- 
tive of  one  of  the  largest  mills  offere  i 

the  following  advi2e  rehj  ive  to  the  car^ 
of  blankets,  which  should  be  impressed 
upon  every  customer  by  every  sales 

clerk  who  sells  this  merchandise.  "Ev- 
ery blanket  can  be  washed  by  the  house- 

wife herself  with  no  trouble  whatever, 
if  she  will  only  observe  some  simple 
directions.  There  is  no  need  to  send 

them  to  the  cleaners  or  to  go  to  ex- 
pense of  having  them  washed  and  pos- 

sibly spoiled  by  laundries.  Blankets 
must  on  no  account  be  washed  with 
soap,  but  with  a  borax  solution  in  cord 
water  only,  letting  them  soak  for  days 
if  need  be  until  the  dirt  is  all  loosen- 

(Continued  on  page  111) 
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Methods  of  Increasing  Rug  Sales 
Definite  Knowledge  of  Stock  and  Different  Weaves  Essential  to 
Expert  Salesmanship — Helping  the  Customer  with  Suggestions   
Attractive  Display  and  Methods  of  Doing  So — Avoiding  Seconds 

I r  F  THERE  is  any  department  in  a 
store  where  definite  knowledge  of 

•  the  stock  is  absolutely  imperative, 
it  is  in  the  rug  department,"  said  the 
head  of  a  floor  covering's  section.  "The 
first  thing  that  I  insist  upon  with  all 
my  staff  is  that  they  know  what  is  in 
stock.  By  that  I  mean  that  they  must 
be  familiar  with  all  the  various  sizes 
and  shapes  of  any  given  line,  so  that 
a  customer  may  be  informed  of  our  abil- 

ity to  sell  her  a  rug  for  every  purpose 
in  the  design  that  she  finally  decides 
upon.  Many  a  woman  does  not  know 
that  she  can  get  a  rug  to  match  her 
large  one,  in  at  least  six  other  sizes,  and 
by  pointing  out  to  her  the  economy  of 
possessing  a  few  of  these  smaller  sizes 
to  use  as  protection  over  the  parts  which 
receive  most  wear,  extra  sales  are  quite 

often   effected." 

Sell  From  Stock    When  Possible 

"Of  course  I  always  advise  our  staff 
to  endeavor  to  sell  what  we  have  in 
stock  rather  than  to  take  orders  for 
something  that  must  be  sent  for.  The 
stock  in  hand  should  always  be  reduced 

especially  at  present,  when  most  depart- 
ments need  to  liquidate  as  thoroughly 

as  possible.  And  then  there  is  always  a 
fear  that  the  customer  may  see  some- 

thing that  she  likes  better  before  the 
rug  ordered  for  her  arrives.  If  the  lat- 

ter circumstance  occurs,  the  customer 
has  no  compunction  about  leaving  the 

goods  ordered  on  one's  hands,  and  this 
naturally  means  additional  merchandise 
to  present  stock. 
"In  handling  customers  who  are 

vague  in  their  descriptions  as  to  their 

needs,  I  always  recommend  that  a  sales- 
man enquire  tactfully  the  purpose  to 

which  the  rug  is  to  be  put.  If  a  cus- 
tomer does  not  know  whether  she  wants 

a  rug  suitable  for  a  den,  a  living-room 
or  a  library,  it  Is  well  to  keep  on  show- 

ing her  rugs  suitable  for  all  three,  and 
gather  from  her  preferences  what  type 
seems  best  suited.  When  ascertaining 
the  size  required,  bear  in  mind  the  fact 
that  a  9  x  12  rug  is  the  safest  size  to 
feature  for  the  reason  that  it  fits  more 
rooms  and  is  a  safer  investment  if  the 
customer  moves  to  another  dwelling. 

"While  it  is  always  advisable  to  sell 
the  best  merchandise  possible,  it  is 

worth  observing  that  the  average  house- 
wife is  not  spending  as  much  as  many 

people  think.  One  has  to  be  guided  to  a 

(Treat  extent  by  the  customer's  pocket 
book,  but  one  may  judge  more  readily 
how  much  she  is  willing  to  pay  by  her 
attitude  when  shown  a  rug  of  medium 

quality.  A  customer  should  be  encour- 
aeed  rather  than  frightened  off,  and  it 
does   no   harm    to    begin   by   showing    a 

nice    tapestry    or    Axminster    and    then 

feelingfeeling  your  way  upwards." 
Avoid  Guarantees 

Regarding  the  habit  of  certain  sales 
clerks  who  state  that  goods  are 
guaranteed,  this  authority  emphatically 
vetoed  the  idea. 

"Unless  the  manufacturer  stands 
back  of  the  rug,  it  is  not  wise  to  lay  the 
store  open  to  the  charge  of  selling  un- 

satisfactory merchandise.  Some  house- 
wives are  very  careful  of  their  floor 

coverings  and  do  not  forget  to  lower  the 
blinds  on  a  sunny  day  for  they  know 
that  even  the  best  rug  will  not  survive 
the    effect   of   strong   sunlight. 
"Here  is  where  the  advantage  of 

knowing  how  rugs  are  made  comes  in  as 
an  aid  to  selling  satisfaction.  If  a  sales- 
clerk  knows  the  difference  between  the 
weaves  which  will  stand  hard,  even 
rough  usage,  and  those  which  will  not, 
he  has  mastered  a  highly  important 
part  of  his  business.  Manufacturers, 
wholesalers  and  agents  are  only  too 
glad  to  impart  information  of  this  na- 

ture if  asked.  A  great  fault  with  many 
salesclerks  is  their  tendency  to  exagger- 

ate the  virtues  or  properties  of  a  rug. 
It  is  probably  oecause  of  this  apparent 
anxiety  to  sell,  on  their  part,  that  sales- 
clerks  are  prone  to  guarantee  goods 
which  are  not  backed  up  by  the  makers. 

A  rug  salesman  must  be  strictly  truth- 
ful and  avoid  extravagant  claims  for  his 

goods.  A  rug  represents  an  investment 
for  many  years  as  a  rule,  and  is  a  con- 

stant reminder,  if  unsatisfactory,  to  the 
owner  to  avoid  the  store  which  sold 

it." 

Display  Rugs  Attractively 
Still  another  very  important  point  to 

remember  in  connection  with  rug  selling 
is  that  the  goods  should  be  attractively 
displayed  to  apneal  properly.  An  in- 

cident was  related  to  Dry  Goods  Review 
which  bore  this  our.  Last  winter  a  cer- 

tain merchant  in  a  small  town  found 
his  rugs  moved  very  slowly.  He  tried 
to  sell  them  at  the  right  margin  of 
profit  but  customers  objected  to  the 
price.  He  marked  these  down  in  desper- 

ation, and  the  same  week  he  had  oc- 
casion to  visit  a  nearby  city,  in  a  store 

window  of  which  he  noticed  the  self- 
same rugs.  To  an  enquiry  within  as  to 

how  they  were  selling  he  was  informed, 

"Great!  Only  we  can't  get  enough  of 

them." 

This  merchant  then  made  a  discovery. 
Instead  of  these  rugs  being  displaved  as 
were  his  own,  in  a  corner  beside  the  oil- 

cloths, they  were  shown  in  isolated 
groups  in  the  midst  of  nice,  medium- 
grade  furniture,  of  a  type  to  set  off  the 
rugs    effectively.     In    other    words,    the 

right  atmosphere  had  been  employed,  of 
a  kind  to  make  the  goods  appear  better than  they  were. 

Sell  Something  Else 

One  or  two  other  items  of  house  fur- 
nishings should  be  suggested  to  the  cus- 

tomer who  buys  a  rug  because  few  op- 
portunities are  so  easily  available.  By 

all  means  suggest  the  purchase  of  a 
new  hall  runner,  floor  wax  or  a  dustless 
mop,  draperies  and  curtain  rods,  etc., 
anything  in  fact  which  is  suggested  by the  sale  in  question. 

In  selecting  stock,  most  buyers  ad- 
vise leaving  "seconds"  alone.  There  is 

not  enough  difference  in  price  to  war- 
rant purchasing  them  in  favor  of  "firsts" 

and  they  are  harder  to  sell  than  stand- 

ard good". 
Avoid  "Seconds" 

A  rug  buyer  also  must  know  his  mark- 
ets thoroughly,  so  that  he  can  deter- 

mine, not  only  what  can  be  got  from  the 
various  mills,  but  also  what  the  whole- 

salers are  offering.  If  special  orders 
are  frequently  accepted,  such  knowledge 
is  imperative,  as  its  value  as  a  time- 
saver  is  inestimable. 

The  ability  to  recognize  one  maker's 
goods  from  another  particularly  in  the 
same  lines  such  as  in  Wiltons,  velvets 
or  Axminsters,  means  that  the  buyer  is 
thereby  enabled  to  take  advantage  of 
any  special  offers  made  him.  These  of- 

fers must  generally  be  accepted  by  wire, 
with  no  chance  for  investigation;  thus 
it  is  essential  that  buyers  be  familiar 
with  what  is  made  and  the  quality  of 
each  brand  of  rugs. 

"Displaying  and  selling  rugs  is  a 
science  in  itself  which  well  repays  the 

student,"  concluded  the  authority  in 

question. 
MAKING    OF    BLANKETS 

(Conifnued  from  page  110) 

ed.  Turn  the  blankets  over  in  the  tub 

from  t'me  to  time  and  change  the  so- 
lut'on,  and  finally  Jet  clear,  cold  water 
run  over  them,  wring  gently  and  dry 
thoroughly  in  a  warm  place.  Nothing 
warmer  than  tepid  water  should  be  used 
and  cold  water  is  best.  No  rubbing 
must  be  attempted  and  is  unnecessary 
because  the  borax  will  remove  every 
vestige  of  dirt  and  leaves  the  blanket  as 
soft  and  fluffy  as  when  new.  Lux  so- 

lution may  be  employed  if  desired,  but 
is  not  as  successful  as  the  borax  in  the 

majority   of   cases." These  directions  should  be  impressed 
upon  ea^h  customer  bv  the  sales  clerk 
and  the  benefit  to  both  store  and  cus- 

tomer will    be    soon    apparent. 
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Arrangement  of  Colors  is  Important  Factor 
In  Equipping  and  Display  of  Housefurnishings 

Eighty-five  Per  Cent  of  Things  Learned  in  Life  are  Acquired 
Through  Peiception  of  the  Eye — Effect  of  Colors  Upon  Children 
— Bright    Colors    Should     Be     Used     Sparingly — Handling   a 

Customer 

C
o
 

|OLOR  is  one  of  the  most  impor- 
,tant  details  in  the  effective  ar- 

rangement of  a  drapery  depart- 
ment, or  for  that  matter  in  any  branch 

of  house-furnishings,"  said  a  depart- 
ment buyer.  "When  you  come  to  think 

of  it,  practically  85rV  of  the  things  that 
we  learn  in  life  are  acquired  by  means 
of  our  perception  or  sight,  that  is  to 
say,  our  eyes  are  the  most  powerful  aid 
that  we  have  to  our  intelligence.  With 
this  fact  in  mind,  therefore,  it  is  easy  to 
see  what  an  important  part  color  must 
play  in  the  training  of  our  senses,  and 
yet  how  few  people  really  can  handle 
this    absorbing   subject    intelligently. 

"It  is  only  recently  that  people  have 
begun  to  understand  the  importance  of 
color  combinations  and  their  place  in 
daily  life.  I  have  frequently  had  ar- 

guments with  customers  over  the  theory 
that  red  is  not  a  restful  color. 
Many  women  will  assert  that  it  is  such 
a  cheerful,  restful  warm  shade  and  is 
therefore  a  suitable  color  to  use  for  wall 

paper,  hangings  or  carpets,  and  I  find 
it  is  very  difficult  to  reconcile  them  to 
the  idea  that  it  is  an  irritating  color  to 

nervous  people  and  affects  most  tem- 
peraments very  unpleasantly.  I  sug- 

gest a  warm  sunny  tan  shade  instead,  as 
a  rule,  and  in  every  case  in  which  my 
opinion  has  been  accepted,  the  customer 
has  returned  to  acknowledge  that  I  was 
right.  Therefore,  if  a  store  makes  a 
great  display  of  brilliant  colors  in  the 
endeavor  to  attract  custom,  it  may  fall 
into  the  error  of  creating  a  desire  to 
possess  the  wrong  sort  of  merchandise. 

Children  React  to  Colors 

"It  should  be  remembered  that  grow- 
ing children  react  in  a  far  greater  de- 

gree to  colors  than  we  grown-ups  real- 
ize, and  it  is  for  them  most  of  all  that 

this  new  propaganda  should  be  studied. 
We  all  know  how  certain  rooms  affect 

us  either  cheerfully  or  to  the  con- 
trary immediately  we  enter  them, 

but  do  we  always  stop  to  consider  the 
fact  that  it  is  because  of  the  color 
scheme  and  the  setting  of  that  room? 
A  child,  moreover,  is  much  more  easily 
depressed  or  uplifted  by  home  furnish- 

ings that  anyone  dreams  possible. 

"In  my  opinion,  the  average  store,  no 
matter  how  big  or  small  it  is,  has  a  dis- 

tinct mission  to  fulfil  in  the  matter  of 
instructing  its  customers  how  to  make 
the  most  of  their  homes  and  surround- 

ings. This  does  not  necessarily  imply 
the  services  of  an  interior  decorator,  but 
rather  that  each  sales  clerk  should  be 
posted  upon  the  various  properties  of 
colors,  their  relation  to  each  other,  and 
certain  fundamental  rules  regarding 
balance  and  proportion,  so  that  each  may 

be  in  position  to  advise  about  the  selec- 
tion of  cretonnes  or  curtains  or  rugs. 

Use  Bright  Colors  Sparingly 

"Therefore  I  lay  especial  emphasis  up- 
on the  way  the  department  itself  is  ar- 

ranged and  I  try  to  show  the  brighter 
colors  sparingly,  against  a  background 
of  neutral  shade,  and  I  find  that  the  av- 

erage woman  will  more  easily  appre- 
ciate the  charm  of  a  quiet  background 

when  once  the  proper  value  of  a  red 

lamp  shade  or  pillow  is  explained." 
The  same  authority  emphasized  the 

fact  that  draperies  should  be  sold  in 
such  a  way  as  to  ensure  their  giving 
complete  satisfaction.  This  applies  more 
especially  to  the  customer  who  places  a 
small  order  which  represents  a  consider- 

able  outlay    to    her   personally    and   one 

to  which  she  has  devoted  some  thought. 
If  she  requires  a  new  pair  of  drapes  at 
her  dining  room  windows,  there  is  need 
for  considerable  attention  on  the  part 
of  the  salesman.  He  must  understand 
just  what  the  interior  fittings  of  the 
room  are,  and  must  endeavor  to  sell 
merchandise  that  will  not  call  too  much 
attention  to  its  newness.  He  must  also 
make  sure  that  the  customer  will  not 
have  to'  go  to  the  expense  of  buying 

new  things  to  "live  up"  to  the  new  win- 
dow draperies.  The  best  way  out  of  the 

difficulty  is  for  a  sales  clerk  to  discov- 

er tactfully  what  his  customer's  idea  is, 
and  what  was  used  before  and  why  she 
wants  to  make  a  change. 

The  best   method   of  handling  such  a 

sale   is   to   get   your   customer   comfort- 
Continued  on  page  115 

New   kimono  cloth   -patterns  for  children's   bath  robes  and  comfortables.  Made  in 
pink,  sky  blue,  heather  mixtures  and  combination  colors.  Shown  by  the  Stauffer- 

Dobbie  Company,  Gait,  Ont. 
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Counters  and  Tables  Should  Replace  Shelving 
For  Best  Results  in  Home-furnishing  Department 

Methods  of  Display  Suggested  by  Head  of  Detroit  House — Work- 
room For  Carpets  and  Curtain  Alterations — Thinks  Women  Sell 

Draperies    Better    Than    Men  —  Misrepresentation    Fatal    to 
Department 

SHELVING  should  be  done-%way  with 
in  homefurnishing  departments'  de- 

clares a  prominent  merchant  in 
Detroit.  In  these  days  when  methods  of 
succe  ;sful  merchandising  are  being 
studied  so  carefully  by  most  retailers,  it 
is  surprisng  the  little  care  some  give 
to  one  of  the  most  basic  conditions  of 
salesmanship  display.  The  public  like 
to  see,  not  only  what  they  want  to  buy, 
but  things  they  have  no  intention  of  buy- 

ing and  the  best  means  of  showing  them 
is  by  the  use  of  counters  and  tables. 
Drapery  and  floor  covering  need 

a  great  deal  of  space.  They  should  never 
be  crowded.  Lighting  mokes  a  great  deal 
of  difference  to  the  sale  of  such  goods 
I  would  rather  have  a  very  small  line 
in  a  large  space  with  plenty  of  sunlight 
than  a  big  range  under  poor  conditions. 
In  fact  too  many  numbers  are  often  a 
urawback  to  sales.  No  matter  how  man> 
I  carry,  my  assistants  are  instructed  to 
demonstrate    them    conservatively 

Workroom    Helps    Housefurnishings 

In  connection  with  the  homefurnish- 
ing  department  in  this  store,  there  is  a 
workroom  where  curtains  and  floor- 
coverings  are  made  up  and  altered. 
The  manager  says,  that  since  the  in- 

stallation of  this  room,  business  has  in- 
creased thirty  per  cent.  Many  young 

brides  are-  glad  of  the  chance  to  have their  selections  made  up  for  them.  The 
charges  for  this  work  are  low  because 
the  object  of  it  is  to  sell  draperies 
rather  than  to  make  the  workroom  pay. 
Contrary  to  the  opinion  of  most  mer- 

chants, this  manager  believes  that 
women  sell  curtains  and  draperies  better 
than  most  men.  As  a  rule  they  have 
taste  ion  at  any  rate  their  selection 
meets  with  the  approval  of  most 
customers  better  than  a  man's  does. 
This  is  because  the  majority  of  shoppers 
are  women.  He  says  that  trained  help  is 
verv  essential  in  selling  homefurnishings 
and  that  women  are  more  easily  trained than  men. 

During  the  first  week  of  November, 
this  store  disposed  of  fifteen  hundred 
vards  of  grenadine  in  one  week  at  two 
dollars  and  eig-hty-five  cents  per  yard. 
The  head  of  the  department  declares 
that  he  would  not  have  sold  as  much  as 
that  with  male  clerks  because  in  sales  of 
that  description,  where  routine  and  de- 

tail mean  a  great  deal,  women  are 
quicker. 

Cash  and  Credit  Do  Not  Go  Together 

While  some  stores  do  operate  both  a 
cash  and  credit  system,  this  Detroit  man 
does    not   believe   the    two    together   in- 

spire the  confidence  of  the  public. 
People  are  inclined  to  think  that  if  they 
become  known  as  credit  customers  they 
are  made  to  pay  for  the  privilege.  The 
only  successful  way  of  operating  the 
two,  is  to  instruct  salesmen  that  the 
method  of  paying  is  not  to  be  discussed 
until  after  the  sale  is  made. 

Many  stores  that  prefer  a  cash  busi- 
ness find  it  necesary  to  have  some 

credit  account.  In  those  cases  it  is  bet- 
ter, Dry  Goods  Review  was  told,  to 

have  a  30  day  or  a  60  day  charge  account 
than  to  sell  some  customers  for  cash 
and  others  on  monthly  payments.  People 
like  the  charge  accounts  with  a  definite 
time  limit  and  it  is  much  easier  on  the 
store,  especially  when  it  is  possible  to 
obtain  promissory  notes  from  custom- 

ers. An  effort  is  always  made  to  meet 
these  where  the  tendency  is  to  postpone 
monthly  payments. 

Floor   Lamps   and   Linoleums   Show    Big 
Promise 

In  the  city  of  Detroit,  floor  lamps 
have  returned  stronger  than  ever  be- 

fore. Though  furniture  is  moving  very 
slowly,  people  do  feel  that  lamps  are 
extravagances.  Since  the  middle  of  Oc- 

tober, this  man  has  disposed  of  hundreds 
of  floor  lamps  at  thirty-nine  dollars  and 
seventy-five  cents.  He  thinks  that  a 
merchant  cannot  do  better  than  stock 
these  in  large  quantities  for  Christmas 
selling.  Each  shade  should  be  carefully 
chosen  for  there  are  plenty  on  the  mar- 

ket and  customers  are  hard  to  please 
these  days. 

Linoleum?,  come  second  among  the 
more  staple  lines  in  housefurnishings. 
according  to  our  informant.  Prices  on 
these  have  not  fluctuated  to  the  same 
extent  as  carpets  and  the  public  are  not 
expecting  a   drop  in  them. 

Misrepresentation  Fatal  in  This 

Department 
There  is  probably  no  line  a  dry  goods 
store  carries,  which  must  be  operated 
on  a  system  of  absolute  truth  as  much 
as  a  homefurnishing  department.  A 
woman  will  forgive  a  merchant  for  re- 

presenting almost  any  other  line  than 
this,  on  a  false  basis.  But  draperies, 

furniture  anrl  carpets  stand  as  "horrible 
examples"  of  misrepresentation  on  the 
nart  of  a  retailer,  because  they  iast  for 
years.  This  department  has  to  be  buiH. 
up  bv  the  slow  and  sure  method  of  tell- 
in<r  the  truth  at  all  costs. 

To  run  a  furniture  store  successfully, 
capital  and  experience  are  as  a  rule 

most    necessary.      The    original      invest- 

ment is  very  large  and  the  pitfalls  are 
many.  The  man  who  is  adding  such  a 
department  or  opening  up  a  store  would 
do  well  to  have  his  stock  selected  by  a 
buyer  of  long  experience  in  the  line. 

Our  merchant  believed  also,  that  the 
man  who  always  makes  it  a  point  to 
undersell  other  merchants  is  not  buying 
legitimately.  He  is  gambling  in  his  bus- 

iness and  in  great  danger  of  losing  his 
all.  Either  he  will  be  caught  with  poor 
merchandise,  at  some  time,  which  the 
public  will  not  buy  or  he  will  sell  goods 
once  too  often  at  a  price  which  will  not 
carry  him.  The  merchant  who  believes 
in  fair  profits  year  in  and  year  out  will 
finally  gain  the  confidence  of  the  home- furnishing   buyers. 

As  far  as  the  present  state  of  affairs 
indicates,  speculation  is  over.  Manufac- 

turers and  jobbers  have  little  distress 
merchandise  on  hand  and  what  they  sell 
for  such  is  usually  gathered  together  for 
gullible  buyers.  Lines  that  are  in  demand 
are  holding  their  price  and  the  safest 
method  for  the  merchant  to  follow  is  to 
find  out  what  is  wanted  and  offer  it  at 
prices  that  will  sell. 

SUFFICIENT  QUANTITIES 
(Continued  from  page  90) 

wooden  toys,  there  are  no  better  lines 
than  those  made  by  the  Vet-craft  shops 
in  Hamilton,  Ont.  Many  merchants  are 
stocking  these  and  selling  them  at  a  low 
profit.  The  fact  that  all  the  veterans 
are  paid  at  the  same  rate  no  matter  what 
their  disabilities,  makes  the  toys  a  boon 
to  disabled  men.  Moreover,  the  mer- 

chant who  handles  these  and  tells  his 
customers  about  them,  does  much  to  al- 

lay the  dislike  some  people  have  for  the 
dealer  who  sells  foreign  goods. 

Mr.  Hiscox  believes  that  if  manufact- 
urers in  this  country  who  make  games, 

would  place  them  in  boxes  which  are  as 
attractive  as  the  German  ones,  there 
would  be  a  better  sale.  The  games 
themselves  are  excellent,  in  some  lines 
superior  to  the  imported  ones.  He 
thinks  that  it  is  a  wise  precaution  to 
mention  that  certain  lines  are  made  in 
Germany.  This  saves  trouble  when  they 
are  examined  at  home. 

Opportunities  for  Special  Features 

Some  time  ago  the  following  sign  ap- 

peared in  the  Hiscox  window:  "A  few- 
souvenirs  picked  up  in  India."  The  win- dow showed  an  oriental  rug,  a  table  of 
inlaid  pearl,  hand-made  brass  trays  of 

(Continued  on  page  114) 
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Drapery  Fabrics 
In  Dull  Shades 
Demanded 

•There  is  a  pronounced  demand  for 
dull  rich  shades,  such  as  browns,  Copens 
and  blacks,  in  the  drapery  fabrics  for 

spring:,"  said  a  Montreal  wholesaler  this 
month.  "Many  of  the  new  cretonnes 
show  a  tendency  to  get  away  completely 
from  the  conventional  all-over  rose  de- 

sign or  other  popular  floral  motif.  Such 
designs  as  these  are  still  popular  in  the 
less  expensive  fabrics  but  when  it  comes 
to  a  really  high  class  line,  the  trade  is 
calling  for  the  unusual  both  in  color  and 
design.  I  predict  that  shadow  cloths  will 
sell  more  rapidly  than  other  drapery 
fabrics  because  they  combine  a  cool- 

ness and  daintiness  of  a  summer  drapery 
with  excellent  wearing  qualities  and  are 
adaptable  for  use  in  both  town  and 
country  houses.  The  new  line  of  poplin 
finished   shadow  cloths   in    both   all-over 

HOUSE     FURNISHINGS 

designs  and  fancy  sti-ipes  provides  a 
note  of  novelty  in  the  line-up  of  these 

fabrics." All  the  drapery  fabrics  featured  this 
month  are  priced  approximately  forty 
per  cent,  lower  than  this  time  last  year, 
and  the  average  selling  price  for  a  high 
class  material  seemed  between  45  cents 
and  95  cents. 

The  most  actively  selling  lines  in  the 
house  furnishings  sections,  it  was  said, 
were  the  heavy  comforters  and  down 
puffs,  which  are  shown  in  many  new 
and  artistic  coverings.  Prices  are  not 
much  lower  on  really  high  grade  goods. 

EXHIBITION  TRAIN    IN  MONTREAL 

MONTREAL— The  French  Exhibition 
train  completed  its  tour  of  the  Dominion 

last  week,  and  upon  arrival  in  Mon- 
treal, ramples  of  the  many  French 

wares  were  transferred  to  the  museum 

of  the  Ecole  des  Hauter  Etudes  Com- 
merciales,  Place  Viger,  where  plans  for 

continu'ng  the  exhibition  are  now  under 
way  in  this  building.  These  samples, 
along  with  ot  hers  which  will  shortly  ar- 

Dry  Goods  Review 

rive  from  France  will  be  displayed  and 
will  be  ready  for  inspection  around 
December  1st  continuing  until  Febru- 

ary next. 

SUFFICIENT  QUANTITIES 

(Continued  from  page  113) 

various  kinds,  costly  vases  and  bric-a- 
brac.  This  attracted  a  great  deal  of  at- 

tention and  many  sales  were  effected  not 
only  in  these  things  but  in  the  regular 
lines.  Mr.  Hiscox  was  able  to  obtain 
these  Indfcin  goods  from  a  man  who  had 
brought  them  over  for  his  own  use  and 
later  wished  to  dispose  of  them.  These 
were  sold  by  the  dealer  on  a  commission basis. 

Mr.  Hiscox  believes  that  there  are 

many  occasions  of  this  kind  for  the  ener- 
getic dealer  in  toys,  pottery,  china,  glass- 
ware and  fancy  goods.  The  principal 

thing  to  remember  is  that  this  kind  of 
specalty  shop  should  be  looked  upon  as  a 
high-class  novelty  store  as  well.  It 
should  be  a  spot  where  people  can  drop 
in  at  odd  moments  for  the  purpose  of 
seeing  what  surprises  the  proprietor  has 
in  store  for  them. 

THREE   NEW   DRAPERY   FABRICS  FOR  SPRING  1922. 

Right — Rep  finished  cretonne  in  very  large  richly  colored  floral  -patterns  featuring  a  parrot  in  natural  colors.  In 
three  ground  effects,  30  in.  wide. 

Lower  Left — Black  ground  cretonne  featuring   a  hydrangea  and  peony  design  in  natural  colors,  very  effective  and 
^  t  T 1  rttf  (J 

Upper  Left — Novelty  fancy  striped  and  all-over  pattern  poplin  shadow  drapery,  also  featuring  the  popular  hydran- 

gea wMif  on  a  black  ground.  This  design  can  be  had  in  dresden  shadow  effects  as  well  as  in  the  striping,  and  is  ex- 
ceedingly effective  for  curtains  and  furniture  covers.  Also  36  inches  in  width. 

Draperies  shown  by  courtesy  of  the  Alphonse  Racine  Co.,  Ltd.,  Montreal. 
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Sanitation  in  Comforter  Making 
Methods  of  Manufacturing  Pillows  and  Comforters  Have  Good 
Deal  to  Do  With  Selling  Points  for  the  Salesman — The  Different 
Processes   Explained  —  Matter  of   Legislation    in   Number   of 

American  States 

TO  REALIZE  that  a  thing  is  san- 
itary, that  it  is  the  product  of 

sanitary  conditions  and  processes 
is  to  feel  a  sense  of  security  with  regard 

to  one's  health.  Sanitation  is  one  of  the 
most  insistent  and  one  of  the  most  sen- 

sible of  the  "new  thoughts,"  for  back  of 
it  is  the  desire  to  surround  human  be- 

ings with  things  that  are  not  breeding 
beds  of  disease  and  pestilence.  The 
growth  of  this  idea  can  be  best  illustrat- 

ed, perhaps,  by  a  reference  to  the  history 
of  wars.  With  the  wars  of  the  past  were 
always  associated  disease,  typhus,  and 
similiar  pestilences  that  were  respon- 

sible for  more  deaths  than  war  itself, 
that  is,  the  actual  conflict  of  arms. 
Within  recent  years,  the  sanitary  ar- 

rangements carried  out  during  armed 
conflicts  have  undergone  considerable 
improvement  until  the  Great  War  when 
deaths  due  to  diseases  of  one  kind  and 
another  were  reduced  to  a  minimum. 

And  in  the  preparation  of  all  foods,  in 
the  handling  of  milk,  in  a  hundred  other 
spheres  of  human  activity,  the  question 
of  sanitation  is  uppermost. 

Comforters,  Pillows,  Etc. 

Someone  has  said  that  fully  one-third 

of  one's  life  is  spent  in  bed.  What  then, 
of  the  pillows  and  comforters,  constant- 

ly in  personal  contact  with  human 
beings  ?  What  of  those  fancy  cushions 
and  pillows  that  adorn  the  drawing  and 
sitting  rooms  of  a  thousand  homes? 
When  the  manager  of  a  housefurnish- 
ings  department  or  one  of  his  assistants 
is  serving  a  customer  who  is  purchasing 
a  comforter  or  a  pillow  does  he  know 
how  these  are  made  and  if  they  are 

made  'n  a  thoroughly  sanitary  way?  If 
he  has  this  information  at  his  finger 
tips,  he  is  in  possession  of  some  valu- 

able selling  points  that  readily  appeal  to 
the  female  buyer. 

Duster 

A  representative  of  Dry  Goods  Review 
recently  was  given  an  opportunity  to  see 
through  a  factory  where  these  comfort- 

ers and  cushions  are  made  in  a  thor- 
oughly sanitary  fashion.  To  tell  of  it, 

may  pass  along  some  valuable  selling 
points   to    salesmen. 
When  the  feathers  first  come  to  the 

factory  they  are  put  through  the 

"duster".  It  is  easily  understood  that 
when  feathers  are  delivered  they  must 
be  covered  with  a  good  deal  of  dirt  and 
dust  that  should  be  removed  before 

thee  feathers  become  a  part  of  a  cush- 
ion or  comforter.  While  in  the  duster, 

they  are  subjected  to  a  violent  blowing 
process  which  takes  all  this  dust  from 
them,  and  one  would  be  surprised  to  see 
the  quantities  of  dust  and  dirt  that  come 

from  a  few  feathers.  Seeing  it  lying 
on  the  floor  is  the  first  lesson  one  gets; 
it  clearly  shows  what  filth  must  be  ac- 

cumulated in  many  pillows  and  comfort- 
ers that  are  not  made  under  sanitary 

conditions. 

Washer  and  Dryer 

The  next  two  processes  are  washing 
and  drying  of  the  feathers.  From  the 
duster,  they  are  sent  to  the  washing 
machine  and  here  they  are  thoroughly 
washed  in  very  hot  water.  Any  bit  of 
dust  or  dirt  that  may  have  escaped  the 
dusting  process  is  washed  off  and,  the 
feathers  leave  this  machine  absolutely 
clean.  They  must  then  be  dried,  every 
particle  of  moisture  withdrawn  so  that 
the  pillow  or  comforter  will  have  that 
soft,  downy  appearance  and  feel  that 
makes  them  SiO  appealing  and  service- 

able. In  the  drying  machine  they  are 
subjected  to  a  blowing  by  heated  air 
and  from  this  machine  they  go  to  the 
sterilizer  where  still  more  heat  is  used 
on  them.  When  they  have  undergone 
these  two  processes  they  are  thoroughly 
dry  and  have  reached  that  stage  where 
one  may  say  of  them  that  they  are  truly 

"as  light  as  a  feather." 
Crusher 

It  is  essential  to  the  well  made  pillow 
or  comforter  that  there  be  no  hard  bits 
of  feather  in  them.  Unless  the  right 
steps  are  taken  to  remove  the  quill  of 
the  feather  and  other. hard  substance, 
these  particles  will  work  their  way 
through  the  covering  and  come  out.  Or 
else,  they  will  cause  discomfort  when 
the  head  is  resting  upon  them.  To  over- 

come this,  these  feathers  are  put 
through  a  crusher  where  the  quills  or 
other  hard  substance  are  subjected  to 
enormous  pressure  and  crushing.  When 
they  have  gone  through  this  machine, 
there  is  nothing:  left  in  the  feather  that 
is  objectionable.  These  feathers  are 
now  ready  to  be  put  either  in  the  pillows 
or  the  comforter.  They  have  been  thor- 

oughly dusted,  washed,  dried  and  crush- 
ed so  fhat  they  are  like  down.  Every- 

thing has  been  done  in  a  sanitary  way; 
every  last  effort  has  been  made  to  re- 

move, dirt  of  anv  kind  that,  in  time, 
might  become  filthy  and  breed  disease. 

Separator 
From  the  crusher,  the  feathers  are 

blown  into  a  containing  room  and  dif- 
ferent grades  of  feathers  are  automatic- 

ally separated.  They  are  now  ready  to 
be  put  into  the  pillows  or  the  comforters 
as  the  case  mav  be.  Into  the  pillows, 

they  are  placed  by  hand — so  many 
pounds  to  each  pillow,  according  to  the 
size  of  the  pilow.  But  with  the  com- 

forters  it   is    different.     The  comforter, 

as  is  well  known,  is  so  sewn  that  it 
looks  like  different  sections,  or  squares, 
or  tubes — whatever  one  likes  to  call 
them.  These  are  sewn  before  the 
feathers  go  into  the  comforter.  It  would 
be  impossible,  almost,  to  fill  these  long 
sections  by  hand;  in  the  second  place, 
they  could  not  be  filled  evenly.  The 
feathers,  therefore,  are  blown  in  through 
a  long  pipe  with  a  nozzle  on  it  and  an 
expert  can  tell  by  the  appearance  of  the 
comforter  when  enough  feathers  have 
been  blown  in.  After  this  is  done,  the 
little  holes  are  sewn  up  and  the  com- 

forter   is    complete. 

Selling  Points 

The  knowledge  of  how  pillows  and 
comforters  are  made,  if  made  under 
sanitary  conditions,  furnishes  the  sales- 

man with  many  valuable  selling  points 
in  dealing  with  a  customer.  Not  all 
are  made  this  way,  and  it  is  well  for 
the  saljesman  to  know  the  conditions 
under  which  the  pillows  and  comforters 
he  sells  are  made. 

The  making  of  such  articles  of  house- 
hold use  has  been  the  subject  of  a  good 

deal  of  investigation  and  legislation  in 
United  States  and  faint  murmurings  are 
heard  of  it  in  this  country.  The  old 
rags,  ticks  and  like  worn  out  materials 
often  gathered  by  rag  men  have  too 
often  found  their  way  into  such  articles 
sold  over  the  counters,  and  the  real 

fillings  in  them  have  been  obscured  un- 
derneath a  beautiful  satin  or  sateen  ex- 

terior. The  time  is  coming  when  women 
are  asking  about  the  sanitariness  of 
these  articles.  It  is  well  that  the  sales- 

man know  something  about  them. 

ARRANGEMENT  OF  COLORS 

(Cont'nued  from  page  112) 

ably  seated,  preferably  in  front  of  a 
display  rack,  and  then  draw  her  out 
with  regard  to  the  interior  of  the  room 
and  her  own  ideas  regarding  its  improve- 

ment. Sometimes  she  has  the  right  idea 
of  its  shortcomings  and  can  pick  out 
what  she  wants  accurately  without  any 

help,  but  more  often  she  counts  upon 
expert  advice  on  such  points  as  style 
of  curtains,  colorings  to  harmonize,  cor- 

rect length  and  width,  finish  at  edges, 
etc,  and  these  are  the  points  which 
should  be  most  carefully  studied  by  the 
salesman. 

Above  all,  the  sales  staff  in  the  drap- 
ery department  needs  to  be  possessed  of 

the  faculty  of  matching  and  harmonizing 
colors  and  suggest  correct  color  schemes 
to  their  customers.  It  is  a  study  full  of 

unsuspected  possibilities  and  cannot  fail 
to  impress  purchasers  as  well  as  open 
up  avenues  of  unexploited  value  to  the 
staff  as  well. 
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*Dalit)or*  PRODUCTIONS 

Mr.  Retailer, 
Why  not  suggest  Down-Filled  Comforters  to  your  customers  for 

Christmas  gifts?  Advertise  them,  display  them  in  your  windows  and 
you  will  be  surprised  at  the  added  business  you  will  secure. 

And  best  of  all  you  can  make  a  handsome  profit 

Allow  us  to  send  you  a  sample  order,  first  quality  sateens  and  filled  with  purified 

Down,  at  most  attractive  prices: 

Special  value  6o"  x  72"  at  $9.25  and  66"  x  72"  at  $10.25 
60"  x  72"  at  $  9.75  66"  x  72"  at  $10.75 

$10.90  $11.90 
$16.00  $12.50 

$15.50 In  stock  for  immediate  delivery  $17.00 

DALY  &  MORIN,  LIMITED 
The  Cretonne  House  of  Canada 

LACHINE MONTREAL 

S///////////////////////^^^^ 

} 
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I 

GREENSHIELDS  LIMITED 
Wholesale  Distributors  Of  Housefurnishings 

MONTREAL 

Not  all  0  UR  FRIENDS  are  our  customers 
But  all  our  customers  are  OUR  FRIENDS 

Having  taken  over  the  entire  stock  of  Gault  Brothers,  of  Montreal,  and  combin- 
ing their  stock  with  our  own,  we  have  now  possibly  the  largest  variety  and  most 

exclusive  range  of  House  Furnishings  ever  offered  to  the  trade. 

You  will  be  glad  to  know  that  we  are  now  converting  our  own  line  of 
FANCY  FILET  NETS, 

BUNGALOW  NETS,  j 
LACE  CURTAINS,  \ 

CRETONNES, 

SATEENS. 
All  Exclusive  Patterns. 

Our  range  of  Upholstery  covers  Denims,  Casements,  Scrims,  Marquisettes, 
Fancy  Muslins,  Plain  and  Fancy  Madras.  Samples  are  now  being  shown  by  our 
salesmen. 

Imported  and 
Domestic 

Tapestry  Squares,  Seamed  and  Seamless. 
Tapestry  Stair  Carpets,  5-8,  3-4,  4-4,  yd.  wide. 
Tapestry  Mats  in  all  sizes. 
Brussels  Stairs  and  Squares  in  all  qualities. 
Axminster  Stairs  and  Squares  in  all  qualities. 
Wilton  Stairs  and  Squares  in  all  qualities. 

Blankets,  White  and  Gray— Union  and  All  Wool. 
Quilts,  White  and  colored— Fringed  and  plain  hem. 

We  Have  Just  Received  Our  Christmas  Line  Of  Imported  [Comforters 

And  Fancy  Silk  Cushions. 

GREENSHIELDS  LIMITED 
14  Victoria  Square, 
MONTREAL 

q 
uT^m.uTitfaltflSrn?^;^ 
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Don't  Run  Short  of 

Linoleum — Your  Supply  is  Near 

Within  easy  distance  from  your  store,  by  'phone 
or  messenger,  there  is  a  "Dominion"  jobber  who 
has  a  complete  line  of  Dominion  Linoleum  Floor 
Coverings. 

It  never  pays  to  allow  your  stock 

to  run  low — either  of  yard  goods  or 
rugs — your  inability  to  supply  what 
appears  a  trifling  order  is  as  an- 

noying to  your  customer  as  it  is 
unprofitable  to  you. 

Keep  up  your  stock  to  full  capac- 
ity —  our  advertising  is  creating 

constant  demand  and  the  mer- 
chants who  are  availing  themselves 

of  this  feature  are  drawing  sub- 
stantial benefits. 

Use  our  display  materials — our  show  cards 
— our  paper  patterns — our  window  trim — 
they  add  to  the  interest  of  your  store. 

On    Sale    At    All    Jobbers 

Dominion  Oilcloth  &  Linoleum  Co.,  Limited 
MONTREAL 
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DALE   WAX   FIGURE    CO. 
LIMITED 

86  York  Street,  Toronto 

For 

High  Grade  Wax  Figures 

Display  Forms 
and 

Store 
Display 
Fixtures 
of  all  kinds 

Write  for  Our  Catalogue. 

^^j  & 

MONTREAL, 
P.    R.    Munro 

259   Bleury   St. 
AGENTS 

VANCOUVER 
E.R.  Bollert  &  Son 
501   Mercantile  Bd. 

WINNIPEG 

O'Brien,   Allen    &    Company Phoenix   Block 

Ship  By  Express 
That's  the  instructions 
we  are  receiving  now 
and  we  are  shipping 

at  once.  Have  we  your 
Order? 

Bootees,  Mittens,  Hoods,  Veils, 
Jackets,   Pullovers,   Scarves, 

Leggings,   Toques,   Bibs,   Diapers, 
Shawls,  Silk  Pram  Covers,  Overalls, 
Novelties  in  Rattles,  Beads, 

Bureau  Scarves,  Lace  Trimmed 
And  Colored  Embroidery, 

Cushion   Slips   Embroidered, 
Fingering  and  Fancy  Wools 

Everything   in   Stamped  Goods 

HAMBLY  &  WILSON 
LIMITED 

11  Wellington  Street,  W.,  Toronto 

IMPORTANT  ANNOUNCEMENT  TO  THE  VARIOUS  TRADES 

VICTOR  H.  CANHAM  &  COMPANY 

Guelph,    Ont. 

Garment  Hangers  for  every  purpose 

Coat  hangers,  skirt  hangers,  pant  hangers,  waist  hangers,  blouse  hang- 

ers, hangers  for  Dry  Goods,  Notions,  Departmental  Stores,  Men's 
Clothing,  Hardware,  Dyers  and  Cleaners,  hangers  for  retail  stock 
use  and  advertising. 

All  kinds  of  hangers  for  every  use. 

We  desire  to  call  the  attention  of  the  trade  to  the  addition  to  our 

other  well  known  lines,  of  our  waist  or  blouse  hanger  and  evening 
gown  hanger,  both  plain  and  enamelled-  We  supply  these  hangers 
in  very  superior  enamel  as  well  as  plain. 

We  now  carry  a  complete  range  of  garment  hangers 

Write  for  our  Illustrated  Price  List  and  Full  Particulars 
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,'SKELDON  BLANKETS^ Now  in  Stock 

Scotch,  all   pure  wool,  made   on  "Ye 
banks  and  braes  of  Bonnie  Doon." 
In  six,  seven  and  eight  pounds  weight 
at 

$1.15  and  $1.25  per  pound 
also  in  stock 
FLANNELS 

all  wool  British  in  white,  scarlet  and 
navy — from    70    cents    to    $1.20,    per 

yard. 
IJohn    t.    rvitcnie         Dry  Goods  Commission  Agent 

I  i    591  St.  Catherine  St.  W.,  Montreal. 
Branches: 

164    Wellington    St.    W..    Toronto.    615    Pender    St.    W..    Vancouver,    B.C. 
29   Minshull   St.,    Manchester,      England 

BUY 
SEASONABLE GOODS 

They  Move  At  Once 
Immediate     Delivery 

FLANNELETTE    ROMPERS 
FLANNELETTE    CREEPERS 

LONG  AND  SHORT  KIMONAS 

Price,  Goods  and  Workmanship  Right 

Canadian  Perfect  Garment  Co., 
MANUFACTURERS 

515  College  St.,  -  Toronto 
Tel.  Col.  8928 

ESTABLISHED    1849 

BRADSTREET'S Offices   Throughout  the    Civilized   World. 

OFFICES    IN    CANADA: 

Calgary,    Alta. 
Edmonton,    Alta. 
Halifax,   N.S. 
London,    Ont. 
Sydney,  N.S. 

Ottawa,    Ont.  Montreal,    Que. 
St.    John,    N.B.  Quebec,    Que. 
Vancouver,    B.C.  Toronto,    Ont. 
Victoria,    B.C.  Winnipeg,    Man. 

Hamilton,    Ont.,  and   St.   John's,   Nfld. 
Reputation   gained  by   long    years    of    vigorous, 

conscientious    and    successful    work. 

JOHN  A.  THOMPSON,  General  Manager,   Western  Canada 

TORONTO,    ONTARIO 

IMPORTERS  and  MANUFACTURERS 

Art  Needlework  and  Fancy  Goods 
"Peri-Lusta"  "Crystal" Mercerized  Cottons  Artificial  Silk 

Embroidery  Materials 

Fancy  Linens  and  Piece  Goods 
MADEIRA    HAND   EMBROIDERED 
LINENS  and  HANDKERCHIEFS 

Campbell,  Metzger  &  Jacobson 
932-938  Broadway  New  York  Cor.   22nd  St. 

Canadian  Showroom   and  Factory-: 

Bay  and  Wellington  Sts.,         -        Toronto,  Canada 

The  Original 
In  the  above  all-the-year  round 

garment  you  are  selling  to  your 

customers — quality,  workman- 

ship and  finish  —  all  guaran- 
teed. 

A  suit  of  the  Original  Haugh 

Kiddies'  Garment  would  make 
a  sensible  Christmas  gift  for 

the  Kiddies.  Feature  and  sug- 

gest them  to  your  customers. 

ORDER  NOW  —  Samples  of 

these  garments,  also  our  girls' 
line  "Peggy  Black"  for  child- 

ren 2  to  6  years,  in  black  sateen 
trimmed  with  yellow,  red  and 
blue. 

The  J.  A.  Haugh  Mfg.  Co., 
LIMITED 

Manufacturers 

TORONTO     -    CANADA 

Note  our  new  address 

472-474  Bathurst  St.  Cor.  College  St. 
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The  Telephone  and  Ready-to-Wear 
Ladies'  Emporium,  of  Renfrew,  Has  Had  Successful  Career  by 
Specializing  in  This  Department — Keeps  in  Touch  with  People 
By  Frequent  Use  of  Telephone — Accessories  Help  Out — Sticks 

To  Well  Known  Houses 

THE  accompanying:  picture  shows 
the  interior  of  the  "Ladies'  Em- 

porium," the  first  exclusive 
women's  specialty  shop  to  be  opened  in Eastern  Ontario.  The  store  is  located  on 

Rag-Ian  street,  Renfrew,  and  is  managed 
by  J.  M.  Ferguson  and  a  staff  of  exper- 

ienced women  sales  clerks.  When  it  is 
remembered  that  Renfrew  is  a  small 
town  of  little  more  than  five  thousand 
inhabitants,  it  is  all  the  more  remark- 

able that  it  should  support  and  even 
demand  an  exclusive  ready-to-wear  shop 
which  should  attempt  the  daring  feat  of 
catering  to  women  of  more  individual 
taste  than  the  ordinary  store  attracts. 
Yet  this  has  been  the  case  for  the  past 
eighteen  years  in  Renfrew,  and  the  "La- 

dies' Emporium"  is  just  now  entering 
upon  its  nineteenth  year  of  service  to  a 
purely  feminine  clientele. 

A    Friendly    Atmosphere 
The  particular  features  of  the  store 

which  commend  themselves  to  notice  are 
the  modern  and  attractive  equipment 
everywhere  in  use  in  the  store,  and  also 
its  peculiarly  home-like  atmosphere,  rad- 

iating friendliness  and  personal  interest 
of  the  most  genuine  kind.  Specialty  shops 
are  commonly  associated  in  most  women's 
minds  with  an  exclusive  atmosphere, 
which,  while  it  may  assure  them  of  ex- 

pert service,  does  not  encourage  any  de- 
monstration of  personal  interest.  But 

none  of  this  formalitv  characterizes  the 

Emporium.  On  the  contrary,  one  of  the 
main  reasons  for  its  sociable  atmosphere 
is  to  be  found  in  its  telephone,  over  the 
wires  of  which  periodical  invitations  are 
uttered  to  its  many  customers  to  drop  in 
and  see  the  latest  arrivals  in  blouses, 
skirts,  frocks,  coats,  etc.  It  may  be  that 
a  few  dainty  necklaces  or  something  es- 

pecially dainty  in  lingerie  has  come  in. 
The  capable  manager,  Miss  Frood,  im- 

mediately recalls  the  fact  that  Miss  So- 
And-So  had  been  in  a  few  days  pre- 

viously looking  over  the  novelty  case  in 
search  of  a  red  bead  chain  to  wear  with 
her  new  tricotine  frock.  Miss  Frood  tele- 
nhones  her  that  something  entirely  new 
in  bead  chains  has  arrived,  and  would 
she  like  to  see  them?  Miss  So-And-So 
does  come  and  practically  always  buys, 
since  Miss  Frood  knows  just  the  sort  of 
thing  that  her  customers  prefer.  Admir- 

ing friends  usually  attend  to  the  disposal 
of  the  remainder  of  the  chains  in  short 

order.  "We  don't  believe  in  ordering 
much  of  anything  in  our  store,"  explain- 

ed Miss  Frood,  "it  would  not  do  at  all 
in  a  small  town.  It  is  better  to  order 
oftener  and  select  different  things  each 

time — never  repeat." 
Accessories 

Accessories  take  up  a  large  part  of 
the  store,  in  fact  the  entire  left  hand 
side  is  filled  with  glass  show  cases  which 
hold  hair  goods,  handkerchiefs,  jewellery, 
neckwear  and  lingerie,  etc.,  while   over- 

head and  here  and  there  on  the  counters 
are  displayed  underskirts,  sweaters, 
blouses  in  variety.  Corsets  also  take  up 
a  considerable  portion  of  the  rear  space 
and  are  one  of  the  features  of  the  store. 

Convenient    Mirrors 

Quantities  of  I  mirrors  are  provided 
for  the  convenience  of  customers,  in  addi- 

tion to  a  large  fitting  room,  and  softly 
shaded  indirect  lighting  globes  shed  a 

soft  but  brilliant  light  whenever  day- 
light proves  inadequate.  Little  individual 

lamps  are  suspended  just  over  each  mir- 
ror so  that  perfect  illumination  is  obtain- 

ed at  all  times,  and  another  equally  good 
feature  is  noticeable  in  the  small  oval 
mirrors  attached  to  an  angle  above  to 

permit  customers  to  see  themselves  all 
around  without  having  to  hold  up  a  mir- 

ror at  an  awkward  angle  to  see  how  the 
back  looks. 

Light  oak  woodwork  and  white  enamel- 
ed lattice  work  provides  an  artistic  and 

quiet  setting  for  the  merchandise  which 
is  shown  for  the  most  part  under  glass. 
The  windows  are  changed  several  times 
a  week  and  are  well  dressed  in  keeping 
with  the  style  of  the  store. 

Individuality  Essential  to  Success 

Speaking  of  conditions  in  merchandis- 
ing ready-to-wear  to  Dry  Goods  Review, 

Mr.  Ferguson   stated   that  in   the   small 
town  it  is  impossible  to  build  up  a  busi- 

( Continued  on  page  125) 

Interior   of  Ladies   Emporium,  J.  M .  Ferguson. 
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Lively  Demand  for  Dinner  Gowns 
Social  Season  Proving  Good  for  Ready  to  Wear  Business — Varied 
Shades  for  Dinner  and  Evening  Dresses  Being  Seen — Trade  Not 
Picking  Up  High-necked  Evening  Dresses — Tricolette  Still  in 

Good  Demand 

THE  first  dances  of  the  season  were 
received  with  great  enthusiasm  by 
all  interested  in  the  ready  to  wear 

business — the  retailers  because  they 
were  reluctant  about  ordering  until  there 
was  some  indication  of  a  demand  and 
the  manufacturers  because  they  have 
their  lines  ready  and  think  the  trade 
needs  encouragement. 

The  president  of  one  Toronto  firm  has 
just  returned  from  the  west  with  a  large 
list  of  orders  for  evening  dresses.  The 
only  danger  now  is  that  he  will  not  be 
able  to  fill  them  in  time.  Telegrams 

asking  for  "immediate  delivery"  are 
pouring  in.  The  west,  like  all  the  trade 
in  this  country  waited  for  the  last  call 
before  ordering.  The  Maritime  Prov- 

inces are  still  holding  back  to  some  ex- 
tent and  Quebec  and  Ontario  are  show- 

ing a  mild  degree  of  interest. 

Dinner  Gowns  Featured 

All  the  manufacturers  in  this  country 
are  making  a  specialty  of  dinner  gowns 
•this  year  and  say  that  there  is  a  fair 
demand  for  them.  Women  are  glad  to 
buy  the  less  conventional  type  of  even- 

ing gowns  when  they  can  obtain  them 
in  the  bright  shades.  Besides,  they  do 
for  the  theatre  and  for  supper  parties. 
There  is  so  much  of  the  informal  in  pre- 

sent-day entertaining  that  these  simpler 
models  are  more  in  keeping  than  the 
very  decollete  ones.  Some  of  these 
dresses  are  made  with  a  little  puff  sleeve 
as  well  as  a  strap  which  can  be  removed 
for  evening  dancing. 

The   Color   Range 
The  dinner  dresses  so  far  are  made  in 

black,  brown,  navy  and  the  yellow  and 
red  shades.  Evening  dresses  are  seen 
in  all  the  bright  shades  but  outside  of 
black,  none  of  the  dull  tones  appear.  For 
example,  the  brown  shades  are  asked 
for  in  the  semi-formal  dresses  even  more 
than  black  but  they  do  not  show  up  as 
favorites  in  the  evening  gowns. 

Manufacturers  in  Toronto  favor  taf- 
feta most  of  all.  The  shot  shades  in 

red  and  fuchsia  are  particularly  strong. 
One  dress  for  a  debutante  is  of  yellow 
taffeta  shot  with  rose  and  green;  there 
are  tiny  puff  sleeves  and  the  skirt  is  in 
tiers  of  the  same  material. 

Velvets  come  next  but  these  are  made 
mostly  on  order  because  manufacturers 
felt  the  investment  was  too  great  to 
warrant  making  them  up  to  any  great 
extent. 

Lace  frocks  are  stronger  if  anything 
than  before,  although  they  are  made  up 
for  the  little  dinner  dresses  mentioned 
above  and  for  afternoon  wear  more  than 
for  evening. 

Most  of  the  garments  which  travellers 
are   selling,  go   to   the   trade   for  prices 

not  less  than  twenty-two  dollars  and  not 
more  than  twenty-seven.  Cheap  gowns 
are  not  wanted  and  the  most  expensive 
ones  are  sold  only  on  their  own  merits. 
A  very  outstanding  gown  which  is  forty 
or  forty-five  dollars  wholesale  will  be 
picked  up  by  the  retailer  but  the  manu- 

facturer who  is  depending  on  high-class 
merchandise,  is  doing  very  little  business 
this  season. 

What  is  the  Correct  Length? 

Many  of  the  dresses  for  midseason  are 
ankle  length.  This  applies  both  to  the 
lace  gowns  over  the  short  satin  ones  and 
to  the  draped  materials  with  the  uneven 
hem.  Many  of  the  manufacturers  are 
in  doubt  as  to  Spring  skirt  lengths.  They 
wonder  whether  American  and  Canadian 
women  will  accept  the  very  long  skirts. 
Spring  models  will,  without  a  doubt,  be 
to  the  shoe-top  but  there  is  every  reason 
to  believe  that  our  women  will  not  take 

A  new  coverall  for  girls  from  b.  to  6 
years  old.  It  is  of  black  sateen,  the 
color  of  which  is  guaranteed  fast. 
These  little  garments  are  piped  at 
neck  and  ivaist  with  blue,  red  or  yel- 

low. They  are  called  the  "Peggy 
Black"  suits.  Shown  by  the  J.  A. 
Haugh  Manufacturing  Company,  To- 

ronto. 

to   the   ankle-length   skirt   so    strong   in Paris  this  faliL 

One  or  two  enthusiasts  are  inclined  to 
think  that  the  sleeveless  afternoon  gown 
will  be  seen  in  America  next  Spring. 
When  one  picks  up  a  French  fashion 
sheet  which  shows  women  sipping  tea 
in  a  garden  with  the  sun  shining  on 
neck  and  shoulders,  there  is  an  inclina- 

tion to  feel  startled.  Yet  one  designer 
believes  the  exclusive  trade  will  support 
the  no-sleeve  dress  combined  with  the 
long  skirt  and  high  neck. 

To  the  question   of  high-necked  even- 
ing gowns  seen  so  much  on  the  stage  and 

in   American   shops,  Canadian   designers 
are  inclined  to  answer  that  this  country 
is  not  quite  ready.     The  demand  is  still 
for  the  low  neck  both  at  front  and  back. 

Blouses  Are  Worrying  Manufacturer 
The  coat  season  has  played  havoc  with 

the    blouse    business    in    some    sections. 
Manufacturers  have  done  everything  to 
coax   it   along;   they     have     made  their 
waists  in  crepe  de  chine  instead  of  can- 

ton, in  wash  materials  instead  of  geor- 
gette.    Then  they  have  turned  again  to 

canton    and    the    disregarded    georgette 
but  with  no  better  results.     They  main- 

tain that  blouses  are  selling  but  not  in 
quantities  sufficient  to  encourage  them. 

The  chief  difficulty  is  in  the  big  cities. 
There,  suits  are  so  conspicuous  by  their 
absence  that  a  woman  wearing  a  smart 
suit   is  very  noticeable   in  a  crowd.     In 
the    small    towns    where    fur    coats    and 
even  fur-trimmed  coats  are  not  seen  so 
often,  the  trade  is   doing  a  fair  blouse 
business.     But  it  is  not  of  the  best  type. 

However,  blouse     manufacturers     are 
putting  their     best  foot     forward     for 
Christmas.     Never  has  there  been  such 
an    attractive    array    shown.      The    one 
which    they    are   placing    all    their    con- 

fidence in,  is  the  crepe  de  chine  and  filet 
blouse.      Some    have    the    shawl    collar, 
others  are  collarless  and  have  V  necks 
and  many  have  long  sleeves.    Bisque  and 
navy   are   two    of  the    strongest   shades offered. 

Tricolette  Has  A  Strong  Hold  On 
Country  Trade 

The  number  of  stores  which  are  still 
doing  a  lively  business  in  tricolette 
blouses  is  surprising.  One  retailer  in  a 
western  Ontaro  town  says  that  he  sells 
three  of  these  to  one  of  every  other  kind. 
There  seems  to  be  a  general  disposition 

on  the  part  of  retailers  to  dispose  of  tri- 
colette blouses  as  fast  as  they  can.  In 

Detroit,  some  of  the  very  best  quality 
were  offered  in  the  first  week  in  Nov- 

ember for  one  dollar  and  ninety-five 
cents.  The  trade  feel  that  the  time  is 
soon  coming  when  these  will  be  left  on 
their  hands.  So  far,  however,  there  is 
no   indication. 
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Started  Out  with  a  Two  Thousand  Dollar'  Stock 
Now  Carries  Fifty  Thousand  Dollars  Worth 

Qua  &  Patterson  of  Collingwood  Blazed  the  Trail  of  Ready  To 
Wear  in  The  North — Believe  Accessory  Lines  Are  Foundation  of 
Successful  Business— An  Advertisement  Missed  From  Weekly 

Paper  is  Business  Irrevocably  Lost 

THE  Qua  and  Patterson  store  of 

Collingwood  was  the  first  women's 
ready-to-wear  store  opened  up  in 

Northern  Ontario.  Sixteen  years  ago  Mr. 
Qua  and  Mr.  Patterson  realize;!  the  pos- 

sibilities of  the  ready-to-wear  business 
in  this  country  in  °pite  of  the  fact  that 
most  Canadian  women  were  having  thHr 
clothes  made.  In  fact,  the  piece  goods 
business  was  at  its  best  just  then.  They 
saw,  however,  that  since  women  in  the 
United  States  and  in  the  larger  Canad- 

ian cities  were  buying  made-up  cloth- 
ing, the  time  was  ripe  for  spreading  the 

idea  in  smaller  places.  Many  merchants 
looked  on  their  venture  into  this  class 

of  business,  as  a  gamble.  They  them- 
selves were  carrying  very  little  readv- 

to-wear  and  some  of  the  best  general 
stores  refused  it  altogether.  , 

This  store  had,  on  opening  day,  the 
following  stock:  1  dozen  suits,  1  dozen 
dre-ses,  2  dozen  skirts,  1  dozen  coats. 
The  entire  investment  including  dress 
accessories  amounted  to  two  thousand 
dollars.  Their  present  stock  is  valued 
at  fifty  thousand  dollars.  So  the  gamble 
must  have  had  business  methods  behind 
it. 

Two  Reasons  For  Their  Success 

Mr.  Patterson  believes  that  the  back- 

bone of  bus/mess  in  women's  clothing 
lies  in  dress  accessories.  He  says  that  it 
was  these  things  which  brought  the  firm 
carefully  through  the  dangerous  shoals 
of  last  fall  and  early  spring.  Many 
merchants,  he  believes,  especially  in  the 
smaller  towns,  do  not  realize  the  oppor- 

tunities that  lie  in  gloves,  stockings  and 
collars.  They  will  not  invest  enough  in 
them  to  interest  women. 
Before  going  into  business  the^e 

partners  had  had  experience  in  acces- 
sory lines.  They  had  learned  the  value 

of  them  in  doing  a  strictly  women's 
business.  Moreover,  they  considered  that 
a  ready-to-wear  store  was  not  correctly 
so-called  unless  it  carried  everything 
that  a  woman  could  put  on  and  wear 
out  of  the  store.  Where  a  retailer  is  in- 

terested in  general  lines  these  things 
may  not  be  so  essential,  but  when  a 
man  wants  to  sell  women's  suits,  he 
should  carry  hats,  and  with  dresses  there 
should  be  collars.  It  was  the  fact  that 
women  learned  they  could  be  completely 

"'outfitted"  at  Qua  and  Pattersons'  that 
our  informant  gives  as  the  first  factor 
in  their  success. 

The  second  was  advertising.  From  the 
day  on  which  they  installed  their  two 

thousand  dollars'  worth  of  stock,  they 
commenced  telling  people  about  it.  Two 
methods  were  used,  circulars  and  new- 

paper  advertising.  Mr.  Patterson  is  not 
quite  sure  which  is  the  more  satisfactory. 
Each  has  its  merits  he  says.  He  be- 

lieves that  illustrations  are  the  best 
method  of  telling  the  public  a  story 
He  brought  a  representative  from  Dry 
Goods  Review  up  to  his  advertising 
room  to  see  the  cuts  which  dated  six- 

teen years  back.  It  had  never  occurred 
to  him  to  save  expense  in  that  line  un- 

til the  firm  should  have  made  good.  At 
the  outset,  he  had  contracted  with  an 
engraving  firm  for  electros  and  layout 
suggestions.  He  has  made  a  careful 
study  of  this  ever  since  and  believes 
that  after  years  of  constant  advertis- 

ing that  the  missing  of  a  page  in  the 
weekly  paper  for  one  week,  meam  busi- 

ness irrevocably  lost.  Getting  the  local 
spirit  into  advertising  is  very  essential. 
The  public  like  to  see,  for  example, 
something  suggestive  of  the  season  of 

the  year  in  a  store's  page.  They  will 
read  the  copy  much  more  carefully  be- 

cause they  are  predisposed  to  be  pleas- 

ed after  admiring  a  display  of  apples 
and  pumpkins  and  turkeys  on  a  Thanks- giving page, 

A   Circu'ar  That  is  Effective 

Instead  of  leaving  fashion  sheets  at 
the  door  of  the  store  for  the  casual 
customer  to  pick  up,  this  store  places  one 
of  its  own  circulars  in  the  sheet  and 
mails  it  to  a  list  of  customers  within  a 
radius  of  fifteen  miles  for  one  cent  each. 
This  Mr.  Patterson  claims  is  one  of  the 
best  circular  methods  his  store  has  met 
with.  All  women  read  fashion  sheet  and 
as  a  result,  a  good  many  more  look  at 
the  enclosure,  than  if  it  were  mailed 
separately. 

Believes   In    The  "Money   Back"  Method 
The  man  who  wishes  to  specialize  in 

ready-to-wear,  says  Mr.  Patterson,  must 
be  willing  to  give  exchanges  and  re- 

funds. He  must  allow  for  a  certain  loss 
in  doing  this.  Women  are  satisfied  only 

(Continued  on  Page  126) 

This  picture  appeared   in  the   Collingwood   papers   sixteen  years 

ago  when  the  Qua  and  Patterson  Company  advertised  the  "latest 
styles"  on  display  in  their  new  store. 
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Possibility  of  Garment  Workers    : 
Reverting  To  Piece  Work  System 

Montreal  Manufacturers  State  that  that  City 
May  Have  to  Follow  Large  American  Centres 
and  Toronto — Workers  Have  Failed  in  Produc- 

tion— What  the  Garment  Workers  are  Asking 

borhood  of  all  the  well-known  cloak  and 
suit  shops.  About  twenty-five  police- 

men ace  detailed  throughout  the  city  see- 
ing that  workers  are  not  interfered  with. 

The  strikers  declare  that  about  twenty 
of  the  manufacturers  have  come  to 
terms  with  them. 

RECENT  development  in  
the  wo- 

men's clothing  field  is  announc- 
ed, following  the  organization  of 

the  Federated  Garment  Manufacturers' 
Association  in  the  United  States.  An 
important  convention  of  the  leaders  in 
the  industry  was  held  at  Atlantic  City 
at  which  representatives  of  most  of  the 
leading  clothing  centres  were  present. 
The  important  question  of  installing  a 
universal  system  of  piecework  was 
threshed  out  at  the  convention,  and  such 
leading  centres  as  New  York,  Chicago, 
Philadelphia  and  St.  Louis  have  declared 
themselves  in  its  favor.  The  rank  and 
file  of  employers  in  these  centres  have 
placed  themselves  in  accord  with  the 
views  of  the  representatives  at  the  Con- 

ference. It  is  expected  that  the  Cleve- 
land and  Baltimore  markets  will  shortly 

follow  the  example  of  the  others. 
As  is  well  known  Toronto  is  already 

on  a  piece  work  basis  of  manufacture 
and  was  represented  at  the  conference, 
but  the  idea  has  not  taken  hold  in  the 

Montreal  market,  which  was  not  repre- 
sented. 

May  Have  to  Adopt  Piece  Work 
However,  Montreal  manufacturers  are 

not  in  favor  of  the  installation  of  a  piece 
work  system,  and  have  never  even  con- 

sidered adopting-  it,  but  they  will  be 
compelled  to  fall  in  line  with  whatever 
action  is  decided  on  by  New  York  and 
Toronto,  as  these  cities  are  their  chief 
competitors. 

"Attempts  have  been  made  before  to 
induce  the  manufacturers  to  go  on  piece 

work,"  said  H.  K.  S.  Hemming,  secre- 
tray  of  the  Cloak  and  Suit  Industry  in 

Montreal,  "but  we  in  Montreal  go  in  for 
quality.  This  and  piece  work  do  not  go 
together.  We  would  never  have  consid- 

ered going  in  for  piece  work — and  in 
fact  we  have  not  considered  it  now — 
but  the  workers  have  treated  us  so  bad- 

ly by  decreasing  production,  that  per- 
sonally, I  think  the  only  way  to  alter 

that  situation  is  to  affect  them  through 
their  pockets.  The  leaders  have  openly 
advocated  decreased  production,  and  it  is 
in  accordance  with  their  instructions  and 
policy  that  the  workers  have  slackened 
down,  so  that  production  at  the  present 
moment  is  on  a  basis  of  only  half,  or 
even  a  quarter  of  what  it  was  before 
the  war  It  is  most  incredible,  but  the 
workers  have  been  very  badly  and  very 
unwisely  guided,  and  some  drastic  step 
must  be  taken  to  convince  them  of  their 

error." Two  Adverse  Factors 

Mr.  Hemming  also  emphasized  the 
fact  that  the  material  used  by  Canadian 
manufacurers  co=t  t>em  3R%  more  on 
account    of    duties    than    that    used    bv 

Americans,  and  also  that  New  York 
dumped  a  lot  of  cloaks  and  suits  over 
here,  immediately  the  season  was  over. 

"With  these  two  factors  to  compete  with, 
and  Toronto  against  us,  it  would  only 
need  the  labor  situation  to  be  at  var- 

iance with  that  in  other  centres  to  put 
us  out  of  business  entirely.  We  do  not 

want  to  go  on  piece  work,"  Mr.  Hem- 
ming concluded,  "but  if  these  other  cen- 

tres do,  there  is  no  doubt  we  will  fol- 

low suit." November  14th  is  the  date  set  for  the 
change  of  system,  and  preparations  are 
under  way  on  both  sides  in  the  event  of 
a  strike  being  declared.  Montreal  cloak 
and  suit  workers  who  intend  striking  to 
maintain  present  conditions  are  revers- 

ing the  usual  procedure  in  trades  dis- 
putes, it  is  said,  and  are  inviting  the 

manufacturers  to  come  to  them  and 
make  terms.  The  full  demands  of  the 
strikers  as  set  forth  in  letters  sent  to 
the  manufacturers  are  for  a  44  hour 
week,  time  and  a  half  for  overtime  work 
in  all  sections  of  the  trade,  equal  distri- 

bution of  work  in  slack  times  and  no 
discharge  of  workers  without  investiga- 

tion. All  shops  are  to  be  "peacefully 
picketed"  and  settlement,  finance,  organ- 

ization and  halls  and  entertainment  com- 
mittees have  been  formed. 

Later — This  strike  has  since  develop- 
ed and  many  thousands  are  now  out. 

There  are  pickets  on  duty  in  the  neigh- 

THE  TELEPHONE   AND   READY-TO- 
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ness  upon  habit.  One  must  be  even  more 
alert  for  just  the  right  thing  every  month 
of  the  year,  and  it  should  be  remembered 
that  "bread  and  butter"  merchandise  is 
the  safest  investment,  but  it  must  be 
first  class  and  of  dependable  quality  or 
the  class  of  custom  which  patronizes  its 
local  shops  will  start  buying  from  near- 

by cities.  "1  have  found  it  best  to  stick 
to  one  or  two  leading  houses  in  each 
line,  so  that  year  after  year,  I  can  de- 

pend upon  them  to  send  me  just  what 
I  require.  There  is  less  risk  to  me,  and 
I  can  be  always  positive  that  my  stock 
is  reliable.  We  do  not  allow  exchanges 
and  they  are  not  often  called  for,  on 
account  of  the  fact  that  the  staff  is  in- 

structed not  to  push  any  sale,  but  rather 
to  make  every  customer  feel  at  liberty  to 
look  at  everything  until  the  one  really 
satisfactory  article  is  discovered.  We  al- 

ways tell  a  customer  frankly  when  we 
consider  any  purchase  inadvisable  from 
the  point  of  view  of  becomingness,  be- 

cause the  majority  welcome  such  sug- 
gestions and  feel  assured  of  our  disin- 

terest." 

There  is  not  a  single  hint  of  the  small 

town  community  about  the  Ladies'  Em- 
porium, either  in  its  appearance  or  in 

the  nature  of  its  service.  The  towns- 
people take  great  pride  in  its  smart  as- 

pect and  give  their  whole-hearted  sup- 
port in  its  endeavor  to  bring  city  ser- 
vice and  city  styles  to  their  doors. 

New  Business  Venture  Combi  n 
Beauty,  Gifts  and  Ready-to- Wear 

Lady  Kingsmill  and  Miss  Burrowes  of  Ottawa 
Open  Shop  in  Chateau  Laurier — Attractive  Set- 

ting and  Display — Feature  British  and  French Merchandise 

ANEW  business  venture  which
 combines  the  threefold  service  of 

a  beauty  parlor,  gift  shop  and 
)  eady-t^-wear  department,  is  successful- 

ly embodied  in  the  "Chateau  Beauty 
Shop,"  recently  opened  by  Lady  Kings- 
mill  and  Miss  Muriel  Burrowes  o" 
Ottawa  in  the  Chateau  Laurier  Hotel. 
The  thop,  although  destined  to  attract 

tourists  and  the  numberless  transients 
who  patronize  this  well  Known  hostelry, 

has  already  become  a  popular  rendez- 
vous with  smart  Ottawa  people,  to 

whom  the  combination  of  individual  lines 

such  as  these  is  proving  inexhaustingly 
fascinating. 

One  enters  the  Beauty  Shop  from  the 
Hotel  Lounge  Staircase,  and  a  couple  of 

distinctive  display  windows,  through 
which  a  ravishing  frock  of  fur-trimmed 
blue  chiffon  is  seen,  are  the  only  per- 

ceptible signs  tha/t  indicate  the  char- 
acter of  the  business  therein  conducted. 

But  inside,  one  is  bewildered  by  the 
profusion  of  enticing  and  unusual  things 

collected  together  by  discriminating- 
connoisseurs.  "To  sell  nothing  but  im- 

ported apparel  and  accessories  from 
London  and  Paris  is  our  object,"  stated 
Miss  Burrowes  to  a  staff  member  of 

Dry  Goods  Review,  "and  we  endeavour 
to  carry  in  stock  onV  those  things 
which  are  not  found  in  the  average 
store  and  which  Lady  Kingsmill  per- 

sonally picks  up  during  her  periodical 
(Continued  on  page  126) 
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visits  to  Europe.  The  Beauty  Shop 

specializes  in  individuality  and  in  every 
branch  of  its  merchandise  it  emphasizes 

the  unusual  and  beautiful  at  most  mod- 

erate prices,  when  the  inherent  woi'h 

of  the  different  lines  is  considered." 

Publicity 

The  Beauty  Shop  is  modestly  announc- 

ed to  visitors  at  the  Chateau  by  means 

of  an  unpretentious  grey  card,  lettered 

in  black,  upon  which  its  many  special 

forms  of  service  are  enumerated.  All 

the  usual  forms  of  beauty  treatment,  in- 

cluding manicure,  chiropody,  facial  mas- 
_e,  hair  dressing  and  scalp  treatment 

are  provided  for  in  booths  curtained  off 
from  the  main  store,  while  under  glass 

may  be  glimpsed  many  a  smart  toilet 

accessory  in  the  way  of  exclusive  French 

perfumes,  powders,  creams,  and  rouges, 
such  as  are  carried  nowhere  else  in 

Canada.  Besides  these  highly  interest- 

ing features,  other  show  cases  contain 
assortment  of  the  finer  sorts  of  leather 

goods,  bags,  purses,  fans,  informal  jew- 
elry, hair  ornaments,  etc.,  all  of  a 

type  especially  good  for  gift  purpose; 
and  as  souvenirs.  Every  item  of  this 

showing  of  accessories  is  without  dup.i- 
cate  and  represents  wonderful  values 
as  well  as  marked  distinction. 

Smart   Apparel  from   Europe 

The  third  division  of  the  shop  is  set 

apart  for  frocks,  blouses,  sweaters  and 

lingerie,    together    with    an     unusually 
wide      assortment     of    accessories      lor 

maids,    aprons,   caps,   cuffs,    etc.,   made 
of    finest     dotted     Swiss     or     organdie, 

daintily  contrived  to  achieve  that  effect 

so    truly    French    and       •    impossible   to 

orig.nate   en    ..his    si  e   of  the    Atlantic. 

Evening  gowns  are  remarkable  for  their 

beauty   and   are   moderately   priced 

ranging  above  $125,  while  blouses  which 

are  entirely  hand  made,  down  to  the  in- 
tricacies   of    handwork    with    which    the 

majority  are    elaborated,   3re    priced   no 

higher   than   $40,  but  represent  except- 
ionally good   values.     Knitted  frocks   in 

one  and  two-piece  styles  are  a  vervjpop- 
ular  feature  of  the  shop  and  the  man- 

agement report  that  these  sell  remark- 
ably   well    to    Canadian    women.     Heavy 

wool    scarves     and    hosiery,    as    well    as 
•weaters    and   pullovers    are    among   the 
other   really   smart   accessories. 

Distinctive    Merchandise 

London  and  Pari*  are  about  equally 
represented  in  the  offerings  of  this 

unique  shop,  which  invites  an  unhur- 
ried and  minute  inspection  of  its  many 

treasures.  The  woman  who  purchases 

a  bit  of  lingerie  or  a  frock  in  the" Chat- 
eau Beauty  Shop"  doe*  so  with  the 

fei  ling  that  she  is  acquiring  that  elusive 
thin-/  called  "good  taste"  for  want  of  a 
better  description.  The  two  ladies  who 
manage  the  shoo  are  responsible  for  its 
merchandise  and  for  the   sellling   of   it 

and  through  them  the  shop  has  come  to 
Yill  a  distinct  need  in  the  social  and 

business  life  of  Canada's  Capital.  Con- 
ducted as  it  is  along  lines,  out  of  tne 

ordinary,  insofar  as  stores  of  the  sort 
are  concerned,  its  appeal  to  lovers  of 
the  artistic  and  worth  while  cannot  he  p 
but  augment  with  the  coming  of  winter 
and  its  attending  quickening  of  social 
and  political  functions. 

STARTED  OUT  WITH  TWO  THOU- 
SAND DOLLAR  STOCK 

(Continued  from  page  124) 

when    they  know  that   they  can  change 
their  minds  if  they  wrh  to. 
All  goods  in  the  store  are  marked 

with  plain  tickets  so  that  every  custom- 
er can  tell  the  price.  This  is  essential  in 

a  house  where  women  are  encouraged 
to  come  in  and  try  on  clothes.  The  sales- 

girls are  trained  to  distinguish  between 
the  woman  who  wants  to  be  shown 
everything  and  the  one  who  likes  to 
choose  what  she  will  try  on.  Mr.  Patter- 

son says  that  the  amount  of  sales  which 
result  from  this  free  and  easy  method 
is  astonishing.  Especially  during  the 
rush  hours,  they  have  many  customers 
who  come  up  to  the  desk  with  the  desir- 

ed garment  in  one  hand  and  the  money 
in  the  other.  No  salesgirl  is  required  in 
these  instances  to  effect  the  sale.  Open 

display  stands  are  used  to  better  advant- 
age than  the  others,  where  this  kind  of 

trade  is  cultivated.  Except  with  very 
perishable  dresses,  this  store  prefer  the 
open  rack  to  closed  cases.  Nothing  in 

men's  wear  is  carried  except  handker- 
chiefs. They  were  stocked  to  answer  the 

demand  for  something  which  women  can 

buy  for  men.  Otherwise  it  is  strictly  de- 
voted to   the  wants  of  women. 

Pattern  Department  At  The  Back 

In  most  Canadian  stores  where 
patterns  are  carried,  these  are  placed 
conveniently  near  the  front  door.  The 

Qua  and  Patterson  found  that  that  posi- 
tion was  not  at  all  to  be  desired  They, 

therefore  placed  a  long  counter  with  com- 
fortable chairs  at  the  back  of  the  store, 

where  women  would  remain  for  hours 

perusing  the  fashion  hints  but  could  not 
get  away  without  seeing  what  the 
store  itself  had  to  offer.  Besides,  it 

was  a  method  of  getting  customers  ac- 
quainted with  clerks — a  big  factor  in 

the  success  of  a  store  in  a  small  town. 

Dangers  In  Connection  With  Living 
Models 

The  Qua  and  Patterson  firm  believes 
lhat  the  living  model  method  is  the  most 

effective  if  properly  carried  out.  Experi- 
ence has  shown,  however,  it  has  its  disad- 

vantages. The  prevailing  method  is  to 
have  firms  in  New  York,  Montreal  or  To- 

ronto, send  out  samples.  These  are  shown 
on  young  ladies  to  the  best  advantage, 
and  women  order  garments  like  them. 
When  these  things  come  in,  six  or 
eight  weeks  later,  customers  are  very 

often  disappointed  with  their  appear- 
ance in  them,  cancel  their  orders  and  the 

A  new  development  in  women's  rain- coats. A  cape  coat  of  all  wool  English 
cravanetted  gabardine,  designed  after  a 
Parisian  model  and  developed  in  a  wide 

range  of  novel  shades  besides  the  regu- 
lation fawn  color.  Shown  by  Fels,  Ltd., Montreal. 

goods  are  left  on  the  merchant's  hands. 
Living  models,  Mr.  Patterson  believes, 
should  only  be  used  to  display  goods 

which  can  be   purchased   immediately. 
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Hemstitched Handkerchief 
The  values  are  an 

added  altr action. 

In  plain  white  only  and 

of  a  quality  to  suit  the 

most  fastidious. 

Communicate  with  us  and  we  will  be  pleased  to  send  you  samples  and  quotations. 

Dominion  Hemstitch  Works  Co.  Manufacturers 
2519  Notre  Dame  East Montreal 

SEE 
SILKS 

VOILES 

WAISTS 
•35         ?  CREPES 

/f  GEORGETTES 

before  sending  out  your  orders. 

In  our  collection  of  attractive,  business-getting  models  you  will  find  just  what  you  need. 

3tom&i-Jii£fctoL 
111  CRAIG  STREET  WEST-MONTREAL 

The  McElroy  Mfg.  Co.,Ltd. 
MAKING 

FAMOUS  FOR  THEIR 

Fit,  Cut,  Style, 
Hang  and  Finish 

HEAD  OFFICE: 

47  Simcoe  St.  -  Toronto 

THE  TRAINOR  MFG.  CO. 

Specialists    in    Stamped   and    Made-up 

Ladies'  Undergarments,  Infants'  &  Children's  Dresses 
49-53    East    21st   Street  New   York   City 

STAMPED     GOWN     SPECIALS 

No.     900 — Nainsook     Gown.     Made     up     in 
three    designs,    a    doz   $6.50 

64-60    count,    full    length,    full    width,    two- 
inch    hem     Sizes    15,    16,    17,    18. 

SPECIALS     IN     INFANTS'     AND     BABY 
DRESSES    MADE    UP 

No.    145-146-147— Short    Baby    Dress,    a 
doz   $5.50 —     Gross       $60.00 

No.     0145-0146-0147— Long     Infants    Dress, 
a    doz      $6.00    —    Gross    ...$66.00 

Stamped     Three     Designs.     Three     Shaped 
Yokes.     Set-in    Sleeves. 
Terms    3%    10    Days 

BRAND 
(REG.) 

"DRESS  FABRICS" 
F.  A.  RODDEN  &  CO. 

Dry  Goods 
Commissioners  and  Importers 

52  Victoria  Square  MONTREAL 

Why  Not  Have  a  Double 
Check  on  all  Sales? 

All  kinds  of  Cash  and  Parcel 
Carriers 

Gipe-Hazard  Store  Service 
Co.,  Limited 

1 13  Sumach  St.,  Toronto,  Ont. 

WITH  OUR  CASH  CARRIERS  the  salesman  is  enabled  to 
remain  with  his  customer  until  the  transaction  is  completed, 
for  obvious  reasons  a  most  desirable  feature.  He  is  also  en- 

abled to  wrap  the  parcel  while  change  is  being  made,  which 
is  just  the  amount  of  time  gained  if,  otherwise,  he  has  to 
leave  for  change  often  detained  by  another  salesman  before 

The  machine  is  always  in  its  place     to     perform     its 
work,  and  Gipe-Hazard  Carriers  may  be  relied  upon  to  do  it faithfully  and  rapidly. 
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Designers  and  Makers 
of 

Misses'  and  Juniors' 
DRESSES 

The 

Counter  Costume  Co. 
LIMITED 

New    Address:    131-139    Spadina    Ave. 
Spadina  Bldg. 

TORONTO 
Representatives 

Western    Canada:  City: 
J.   HOWARD  R.    0.    HARGRAVE 

Western    Ontario 
R.   KENNEDY 

Eastern    and    Northern 
Ontario  Maritime  Provinces 

A.    B.    COLLWELL     W.    A.    TALLMIRE 

NEW  LINES  OF 
BLOUSES 

In  Crepe  de  Chine,  Georgette,  Tricolette, 

and  Mignonette. 

LADIES'  BATH  ROBES 
in  a  wide  range  of  colours. 

LADIES'  and  MISSES' 
FELT  GAITERS 

Our  travellers  would   be  glad  to   show 

you  their  samples  of  these  lines. 

VASSIE    &  COMPANY,  LIMITED 
Wholesale  Dry  Goods  and 

Woollen  Merchants 

ST.  JOHN NEW  BRUNSWICK 

SWISS    --    SILKS 
Reliable  Commission  House  experienced  in  Can- 

adian trade  desire  to  act  as 

BUYING  AGENT 
of  all  kinds  of  Zurich  Silk-goods  on  commission 
basis  for  a  first  class 

CANADIAN  SILK  IMPORT  HOUSE 

Please  apply  for  further   information  to  the 
SWISS  CONSULATE  GENERAL  IN  CANADA 

212  DRUMMOND  STREET  MONTREAL 

£)IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIH^ 

I    ABERDEEN    GLOVE    I 
COMPANY,   LTD. 

70   CHAPEL  STREET,  ABERDEEN 
1  A.B.C.  CODE,  5th  EDITION        | 

|  Makers  of  the 
FAMED  ABERDEEN  GLOVE 

Specialties  : 
MEN'S,  LADIES'  AND  CHILDREN'S 

KNITTED  WOOLLEN  GLOVES,  GAUNTLETS,  etc. 

Agents : I       JAMES  CROIL  &  SONS         ARCHIBALD  WRIGHT  &  CO. 
ST.  NICHOLAS  BLDCS. 

MONTREAL 
32  SILVESTER  W1LLSON  BLDG. 

WINNIPEG 

,,1,1111   HUH   Mil   IIIIIIIIIIIIMII   Mlllllllllllll   IIIIIIIIIIIIIIIIIIIIIIIMII   Hill   I   Mill   I   minus 
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CANADIAN  BRAID  AND 
TRIMMING  CO.,  LTD. 

Manufacturers  of 

Girdles 

Braids 

Fringes 

Cords 

Tassels 

Ornaments 

Buttons 

Fur  and 

Dress 

Trimmings 

39  DOWD  ST.,  MONTREAL 
TORONTO     96    King    St.West.       WINNIPEG    291 

Portage  Avenue,  Representatives:  F.  G.  Campbell. 

J.  DUDGEON  &  GO. 
Manufacturers'  Agents 

809  Unity  Building      -     Montreal 

Representing  British  Manufactur- 
ers to  the  Wholesale  and  Manu- 

facturing Trade  for — 
Madras  Muslins,  Curtains,  Curtain 
Nets,  Cottons,  Linens  of  all  kinds, 

Men's  Suitings,  Serges,  Overcoat- 
ings, Linings,  Dress  Goods,  Laces, 

and  Handkerchiefs. 

Brantford   Felt 
Novelty  Co. 

Brantford,       -      Canada 
Manufacturers  of 

High   Grade    Pennants,    Cushion    Tops, 
Felt  Emblems,  Paper  Hats,  Advertising 

Novelties. 

ORDER  NOW  OUR  WOOL  FELT 
TAMS 

SPORTS,   io  SHADES 

7.50  PER  DOZ. 
1914  VALUE  AND  A  BIG  SELLER 

Nine  carloads  of  Russian  furs,  valued 

at  over  100,000,000  marks,  were  recent- 
ly  disposed   of   by  auction   in   Germany. 

Trouserettes  are  becoming  increasing- 

ly popular  on  many  of  the  Toron+o  g-olf courses. 

Fashionably-dressed  women  of  Lon- 
don, England,  are  again  wearing  muffs 

after  their  banishment  for  several  years. 

Low  medium,  low  combing  and  coarse 
staple  wools  continue  difficult  to  move 
and  large  supplies  are  available  on  all 
the  markets  of  the  world.  It  is  intim- 

ated that  large  quantities  of  crossbred 
wools  will  be  offered  in  Britain  during 
the  next  three  or  four  months.  Some 
doubt  is  expressed  as  to  whether  recent 
advances  will  be  maintained.  On  the 

other  hand,  with  more  machinery  oper- 
ating and  with  a  relatively  small  supply 

being  offered  of  the  mediums  and  the 
merinos,  it  is  expected  that  recent  ad- 

vances will  be  well  maintained  for  finer 
wools.  Business  in  Canadian  wools  con- 

tinues brisk,  with  prices  running  from 
19  cents  to  20  cents  for  fine,  medium, 
staple  and  from  9  cents  to  10  cents 
for  coarse  staples. 

S.  Bosada  &  Co.,  opened  a  ladies' 
ready-to-wear  store  at  34  Lang  street, 
Cobalt,  on  October  22nd. 

E.  O.  Runians,  formerly  of  the  retail 
dry  goods  firm  of  Runians,  Gray  and 
Carrie,  died  at  his  home  in  London  on 
October  24th.  He  was  in  his  84th  year 
and  is  survived  by  two  sons  and  three 
daughters. 

Campbell  Wofens  Wear  have  opened 
a  new  store  at  126  Dundas  street,  west, 
Toronto. 

Hudson's  Fashion  Shoppe  recently  op- 
ened a  new  store  in  London,  Ontario. 

Complete  Lines  at  Keen  Values  in 

Underwear 
Shirts Ties 

Gloves Hosiery 

Miller  Men's  Wear  Limited Miller  Bldg. 

44-48  York  St.,      -        TORONTO 

"Everything  in  Men's  Furnishings" 

Washable     Clothing 
AND    SPECIALTIES 

WHITE  DUCK  COATS  in  All  Styles 
SUMMER   CLOTHING        LUSTRE  COATS 

WAREHOUSE   and   AUTO   DUSTERS 
DUCK    AND    FLANNEL    PANTS 

MEN'S    APRONS 

OFFICIAL  BOY  SCOUT  UNIFORMS  AND 
COMPLETE   OUTFITS 

MILITIA    AND    CADET    UNIFORMS 

BREECHES   AND    MILITARY    SUPPLIES 

The  Miller  Mfg.  Co.,  Limited 
44-46   York   Street,  -  TORONTO 

The   Oldest   and    Largest    Specialty 
Clothing  House  in  Canada. 

Canadian  Linoleums  & 

Oilcloths,  Limited 

NEW  DESIGNS 

NOW   READY 
FLOOR  OILCLOTH 

STAIR  OILCLOTH    ! 

KINGZART  RUGS    [w  ..  ("\  m„,  , Write  jor  Samples BATH  MATS        |        &  prices 

CORNWALL,  ONT. 

MONTREAL,  128  Bleury  St. 

When    Answering   Adver- 
tisements   Kindly    Mention 

this  Paper 
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The  Sellers-Gough  Fur  Company,  Tor- 
onto, have  taken  out  a  permit  for  a  new 

$30,000  two  story  brick  building:,  on 
Yonge  St. 

The  death  occurred,  on  October  31,  of 
Robert  Crozier,  head  designer  of  the 

Hamilton  Cotton  Company's  mills,  Ham- 
ilton, Ont. 

John  F.  McBryen  died  on  November  6 
at  his  home  in  Toronto.  He  was  a  well- 
known  employee  of  the  T.  Eaton  Com- 
pany. 

The  Dominion  Silk  Dyeing  Company 
of  Drummondville,  Quebec,  is  contem- 

plating the  erection  of  a  factory  in  Pat- 
erson,,  X.  J. 

Harcourt  L.  Murphy,  seventy-three 
years  old  and  for  twenty-five  years  a  dry 
goods'  merchant  of  Niagara  Falls,  Ont., 
died  recently  at  his  home  in  Lundy's 
Lane,  Ont. 

Marshall  Field  &  Company's  latest  re- 
port of  wholesale  dry  goods  distribu- 

tion shows  that  sales  are  running  stead- 
ily ahead  of  last  year. 

The  firm  of  Robert  Darling  &  Co. 
wholesale  woolen  merchants  of  Toronto, 
has  assigned  in  trust  to  John  M.  Thorne. 
Robert  Darling,  sole  proprietor,  has  been 
in  business  since  1879. 

By  a  transaction  involving  a  consider- 
ation of  $1,000,000,  Greenshields,  Limit- 

ed, have  purchased  the  merchandise  of 
Gault  Bros.  Company,  thus  completing 
what  is  said  to  be  the  most  important 

sale  of  dry  goods'  stock  recorded  in  Can- ada. 

The  Canadian  Co-operative  Wool 
Growers,  Limited,  state  that  grading 
for  this  season  is  well  advanced.  The 
outlook  in  connection  with  the  market- 

ing of  the  Canadian  clip  is  more  prom- 
ising than  it  has  been  at  any  previous 

time  this  year. 

Following  a  short  illness,  Frederick 
Walter  Walker  died  at  his  home  in  Tor- 

onto on  October  26.  He  was  the  young- 
est son  of  Robert  Walker,  with  whom 

he  was  long  connected  with  the  dry  goods 
firm  of  R.  Walker  &  Sons.  This  was  Bit- 
Dated  on  the  present  site  of  the  King 
Edward   Hotel. 

The  establishment  of  Swiss  silk  fac- 
tories in  Canada  is  likely  to  be  effected 

in  the  near  future.  It  is  considered  that 
some  of  the  exchange  troubles  of  the 
Swiss  manufacturers  will  be  avoided  by 
producing  in  this  country.  Swiss  work- 

people will  most  probably  be  brought  out 
for  the  purpo 

Western  buyers  who  visited  Toronto 
lately  were;  George  Ramsay  and  B.  J. 
Moore,  Edmonton;  P.  J.  Parker,  Calgary; 
and  J.  L.  LaCroix,  Vancouver. 

Charles  R.  Gundy,  manager  of  the  lin- 
en department  of  the  C.  H.  Smith  store, 

Windsor,  Ont.,  has  been  appointed  ad- 
vertising manager. 

An  exclusive  waist  shop  has  just  been 
opened  up  by  two  ladies,  Mrs.  Vance  and 
Miss  Cole,  at  82  King  St.  West,  Hamil- 

ton, Ont. 

Norman  Jacobi  opened  up  his  new 
store  in  Kitchener  on  October  21.  Mr. 

Jacobi  has  installed  a  splendid  stock  of- 
dress  goods  and  fancy  staples. 

The  death  occurred  at  Vancouver,  B. 
C.  of  George  Parker  of  Toronto.  As  a 
traveller  for  the  Progress  Cloak  Com- 

pany and  the  New  York  Dress  Company 
he  was  well-known  throughout  the  Do- 
minion. 

Chas.  W.  Berlin,  a  Detroit  merchan- 
diser, has  opened  a  store  in  Windsor,  Ont. 

It  is  known  as  the  People's  Fashion 
Shop.  Mr.  Berlin  made  his  reputation 
as  manager  of  the  Outlet  Company. 

The  D'Allaird  blouse  shop  of  Moncton 
featured  an  Oriental  display  recently. 
There  were  on  exhibit  in  the  window  and 

in  the  interior,  Japanese  designs  con- 
sisting of  sunshades,  fans,  panels  and 

lanterns. 

St.  Catharines  was  fortunate  in  ob- 
taining a  new  large  dye  industry,  the 

Guarantee  Dyeing  and  Finishing  Com- 
pany Limited,  which  has  opened  a  plant 

on  Race  St.  Its  product  is  new  for  Can- 
ada, being  a  dye  for  the  treatment  of 

silks  and  allied  fabrics. 

To  show  the  value  of  proper  show- 
window  lighting,  the  Douglas  Electric 

Co.,  of  Owen  Sound,  had  their  show- 
windows  remodelled  to  correspond  with 
good  windows  in  that  city.  For  a  week, 
dress  goods,  bankets  and  other  dry 

goods'  merchandise  from  the  W.  T.  Lee 
Company  were  on  exhibit.  This  scheme 
was  very  favorably  received  by  Owen 
Sound  citizens. 

A  company  capitalized  at  $100,000  has 
been  formed  for  the  purpose  of  promot- 

ing the  flax  fibre  industry,  in  Manitoba. 
A  mill  is  being  purchased  in  Neepawa 
near  the  Canadian  National  Railways 
and  is  capable  of  handling  straw  from 
2000  acres  of  land.  As  the  industry  in- 

creases, the  directors  intend  to  erect  oth- 
er mills  in  various  parts  of  the  provinces. 

Miss  M.  Bland  has  opened  a  new  mil- 
linery store  in  New  Waterford,  N.  S. 

Miss  M.  Garde  has  recently  assumed 
the  managership  of  the  Sloan  &  Carney 
Millinery  business  in  Dartmouth,  N.  S. 

A  new  millinery  establishment  has  re- 
cently been  opened  in  Dartmouth,  N.  S. 

by  Miss  M.  M.  Fraser. 

Horncastle's  Bazaar  is  a  new  business 
just  opened  at  Lacombe,  Alberta.  They 
carry  a  full  line  of  notions  and  dry 

goods. 
Wood  Bros.,  Granville  street,  Halifax, 

are  erecting  a  very  large  building.  It  is 
the  intention  of  this  firm  to  use  this  new 
building  for  a  dry  goods  store. 

T.  J  Reid,  dry  goods  merchant  of  Stel- 
larton,  N.  S.  is  erecting  two  new  stores. 
On  completion,  one  of  these  will  be  oc- 

cupied by  Mr.  Reid  himself  while  the 
other  will  be  rented  to  Mr.  Dennison  who 
will  open  a  grocery  store. 

Penmans  Limited,  Paris,  Ont.,  are  now 
reported  to  be  operating  full  time.  A 
slack  period  during  the  summer  caused 
the  release  of  quite  a  number  of  employ- 

ees, but  fall  business  has  shown  some 
little  improvement. 

Kops  Bros.,  New  York,  manufacturers 
of  Nemo  corsets,  are  building  a  new  fac- 

tory in  New  York.  It  will  occupy  a 
space  of  35,000  square  feet.  This  is 
particularly  interesting  at  a  time  when 
the  "no  corset"  movement  appears  to 
have  taken  such  a  strong  hold  in  the 
United  States. 

William  T.  Houson,  widely  known  in 

the  maritime  provinces  as  Greenshield's 
representative,  died  suddenly  at  his  home 
in  Summerside,  P.  E.  I.  Mr.  Houson  was 
a  man  highly  esteemed  by  all  who  knew 
him  and  was  possessed  of  an  exceeding- 

ly generous  disposition. 

Mrs.  Ivey,  wife  of  C.  H.  Ivey,  of  the 
law  firm  of  Ivey,  Elliott  &  Ivey,  died 
in  Toronto  on  November  9.  She.  was 
a  daughter  of  the  late  John  Green,  who 
for  some  years  was  a  prominent  dry 
goods  merchant  of  London,  Ont. 

Bernard  Sky  has  just  effected  the 
purchase  of  the  factory  of  McKenzie, 
Limited,  Ottawa.  The  factory  includes 
one  hundred  and  ten  machines  of  every 

type  used  in  the  manufacture  of  cloth- 
ing and  furnishings.  It  is  probable  that 

the  fittings  will  be  brought  to  Kingston, 

Ont.,  and  the  cutting  of  materials  done 
in  the  factory  there,  while  the  sewing 
will  be  given  to  families  equipped  to 
do  the  work  outside. 
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October  31st  last  was  a  red  letter  day  in  the  history 

of  the  James  A.  Ogilvy  store  of  Montreal,  for  it  signaliz- 
ed the  opening  of  a  memorable  six-day  selling  celebration 

inaugurated  to  commemorate  their  fifty-fifth  anniversary 
in  business. 

A  brief  outline  of  the  history  of  this  remarkable  store 
was  sketched  in  the  advertising  which  introduced  the 
event  to  the  public  of  Montreal  and  showed  how  a  young 
Scotchman,  James  A.  Ogilvy  by  name,  opened  a  humble 
little  dry  goods  store  away  back  in  1866  at  the  corner 
of  Mountain  and  Bonaventure  Streets.  About  twenty 
years  later  this  business  was  transferred  across  Moun- 

tain Street  to  the  property  on  the  north-west  corner  and 
the  popularity  and  personal  reputation  of  its  owner  be- 

came widely  known  on  account  of  his  expert  knowledge 
of  linens  and  dry  goods.  In  1889  the  property  adjoining 
the  store  was  acquired  and  in  1896  the  firm  passed  an- 

other important  milestone  when  it  purchased  the  property 
at  the  corner  of  Mountain  and  St.  Catherine  Streets  and 
built  the  imposing  building  now  occupied  by  the  Montreal 
Light,  Power  and  Heat  Company.  The  last  move  was 

made  in  1912  when  the  present  commodious  and  finely 
equipped   building   was  acquired. 

AIMS  AND   IDEALS. 

With  the  death  of  Mr.  Ogilvy  new  interests  assumed 
control,  and  the  last  nine  years  have  ivitnessed  a  steady 

advance  in  its  prestige  and  growth.  In  the  store's  message 
to  its  many  customers  prior  to  the  opening  of  its  mam- 

moth sale  on  October  31st,  a  brief  editorial  message  was 

included  as  follows:  "Six  Aims  and  Ideals  of  the  Ogilvy 

Store." 
", — To  ensure  customers  satisfaction  in  all  transactions. 
" — To  sell  merchandise  of  a  worthy  standard  always. 
" — To  be  truthful  in  all  our  dealings  and  never  mis- 

represent. 

" — To  conscientiously  turn  each  day's  experience  into 
betterment. 

" — To  maintain  a  store  healthful  and  safe  to  employees 
and  customers  alike. 

" — To  serve  with  equal  concern  the  interests  of  the 

store  and  the  Montreal  public." 
In  commemoration  of  this  historic  occasion  the  firm 

had  made  a  monster  birthday  cake  fully  eight  feet  in 
height,  and  weighing  over  500  pounds,  after  the  style  of 
the  most  elaborate  wedding  cakes,  and  this  was  displayed 

in  the  store's  large  corner  window  for  a  few  days  preced- 
ing the  Anniversary  Sale.  The  accompanying  photograph 

shows  the  superb  appearance  of  the  cake  as  it  looked  to 
an  admiring  throng  who  later  crowded  in  to  get  the  free 

piece  which  was  given  to  everyone  who  asked.  Surmount- 
ing the  cake  was  a  bouquet  of  roses  and  carnations  and 

in  each  corner  of  the  window  were  placed  wax  figures 
arrayed  in  the  styles  of  1886,  1896  and  1921,  to  represent 
the  three  outstanding  dates  in  the  history  of  the  firm. 
These  figures  were  a  great  source  of  interest  to  elderly 
ladies  who  returned  several  times  to  study  and  admire 

the  faithful  reproduction  of  the  apparel  of  their  youthful 

days. 
Throughout  the  six  days  of  the  Anniversary  Sale,  ex- 

traordinary bargains  were  featured  in  every  department 

of  the  store,  ivhich  had  ransacked  the  world's  markets 
in  preparation  for  the  event.  Every  inch  of  space  in  the 
huge  store  was  literally  jammed  with  customers  and  the 
employees  had  to  be  identified  with  a  colored  badge  in 
order  to  be  seen  in  the  dense  throng. 

SATISFYING  RESULTS 

The  sale  resulted  wnsl  satisfactorily  according  to  the 
management,  and  although  the  store  did  not  hold  the  sale 
with  the  idea  of  making  profits,  it  did  gain  many  new 
friends  in  addition  to  disposing  of  huge  quantities  of 
Merchandise. 
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SANITARY    NAPKINS 
Conveniently  and  attractively  pinked:  half 
dozen  and  dozen  cartons:  individual  transparent 
envelopes:    and    compressed    in    individual    boxes. 

Write     for     Interesting     prices. 
HYGIEMC        FIBRfl        COMPANY 
200  Broadway      Neiv   Yorli   City 

Red  Seal  Zephyr  Ginghams 
Everett  Classics 

Eden  Cloth  -  Peggy  Cloth 
Standard  Woven  Cotto.  i  Fabrics 

SMITH. HOGG  &  COMPANY 
115-117  WORTH   STREET- NEW  YORK 

Boston-77  Summer  St.        Chicago-226  West  Adam  St. 

^ 

RIBBONS    OF    DISTINCTION 
"J-C"   Ribbons   have   peculiar 
charm.     Widely  advertised   to 
the     consumer     under     their 
trade-mark      names     for     the 
protection  of  the  dealer. 

I  AMERICA'S  BEST  I         "SATIN     DE     I/UXE" 
"TROUSSEAU" 
"LADY    FAIR" 

'SANKANAC"    "VIOLET" 
"DEMOORAOY" 

JOHNSON,    COWiDIN    &   OO,     40   E.   30th    St.. 
New    York.    NY.  Made  in    U.S.A. 

Captain  Edward  H.  Molyneux,  head  of 
the  famous  Molyneux  house  in  Paris,  de- 

signed the  trousseau  for  his  bride,  Miss 
Muriel  Dunsmuir,  a  Canadian.  She  is 
the  daughter  of  the  late  Mr.  James  Duns- 

muir of  Victoria  B.  C.  The  convention- 

al white  wedding-  dress  was  replaced  by 
one  in  gold  color.  Over  this  the  bride 
wore  a  coat  of  brown  duvetyn  trimmed 
with  skunk  and  a  roll  brimmed  brown 

hat  wreathed  in  autumn  leaves  and  veil- 
ed in  gold   lace. 

John  Wanamaker  sees  a  chance  for 

the  retail  stores  to  bring  back  better 

times,  in  the  holidays  which  are  just 
ahead-  To  anticipate  these  holidays,  he 

says,  "will  give  more  employment  to 
worthy  people,  put  money  into  circula- 

tion, and  cause  further  business  to  go 

on  in  workshops  and  mills,  for  the  re- 
newed orders  so  desirable  to  manufac- 

turers." 

"Every  business  man  today  is  con- 
fronted with  the  option  of  sitting  down 

for  the  clouds  to  roll  by  or  of  pushing 

those  cloucs  away,"  declared  John 
O'Connor  general  manager  of  the  Mur- 

ray-Kay Company  in  a  recent  address. 
The  ideal  of  a  square  deal  is  in  aU  our 

hearts.  It  is  not  possible  to  stabilize 
business  when  you  look  upon  the  other 

man  with  suspicion."         , 

COMFORTERS 
COTTON— DOWN— WOOL 

FILLED 

The  Toronto  Feather  &  Down  Co.  Ltd. 
2154-56-58  Dundas  St.  W.  Toronto 

B  LAN  K  E  T  S 
PRIESTLEY  BROTHERS 

Blanket  Manufacturers 
GROVE  MILLS  HALIFAX 

Telegrams  and  Cablet,  "Blankets"  Halifax 

Codes,  A.B.C.  5th,  and  Bentley's 

TAPES 
ALL  WIDTHS  AND  QUALITIES 

CARRIED  IN  STOCK 

Walter  Williams  &  Co. 
508  READ  BLDG.,  MONTREAL 

?(  WELLINGTON  ST.  W.,  TORONTO 

LARGEST  MANUFACTURERS 
Artificial  Flowers,  Plants  and  Vines, 
Window  Decorations,  Japanese  and 
Chinese  Decorations,  Papier  Mache 
Novelties,  Electric  Lighted  Flower 

Bushes.  Write  for  our  Catalogue.  It's 
free   for   the  asking. 

The  Botanical  Decorating  Company 
orporated) 

39  Adelaide  St.    W.  TORONTO 

The  Queen  of  Spain  who  was  on  a 

shopping  expedition  in  Paris  a  short 
time  ago,  insisted  on  having  two  black 
dresses,  although  dressmakers  tried  to 

persuade  her  that  black  was  to  be  dis- 
carded. These  two  dres~.es  were  from 

Worth;  one  was  a  black  coat  dress  trim- 
med with  monkev  fur  and  a  muff  of  the 

same,  the  other  was  of  heavy  black  Ven- 
etian lace  relieved  by  bands  of  gold  lace. 

As  Queen  Victoria  is  one  of  the  smart- 
est dressers  in  the  whole  of  Europe,  this 

is  taken  as  an  indication  that  the  clay  of 

judgment  has  not  yet  come  for  black. 

More  than  twenty  of  the  millionaire 
estates  of  recent  years  in  Britain,  have 
been  left  by  members  of  the  draperv  and 
allied  trades.  The  State  will  benefit  by 

£700,000  as  a  result  of  the  duty  on  the 
fortune  of  one  of  the^e  manufacturers. 
It  is  that  of  Henry  Greenwood  Tetley, 

chairman  of  Courtauld's,  Limited,  crepe 
and  artificial  manufacturers.  His  fortune 
amounted  to  nearly  £2,000,000. 

Other  drapery  men  who  left  larn-e 
fortunes  recently  are:  Geovcre  Courtauld 

who  left  £2,146,000;  Charles  Morrison 
whose  estate  was  valued  at  flOOOOOO. 
Four  members  of  the  firm  of  Coats, 

Brook  and  Clarke,  sewing  cotton  manu- 

facturers, left  millionaire  fortunes  with- 
in  less   than   three    years. 

SIGN  WRITING 
Do  your  own  card  writing 

Write  for  our  catalogue  which  will  tell  you 
what  you  need.   Best  goods  at  closest  prices 

ARTISTS'  SUPPLY  CO. 
77  York  St.,  Toronto 

Mention  this  pcfer  uhen  uriting. 

WILL  P.  WHITE,  LIMITED 
Montreal 

137  McGill  Street 

Head  Office;: 
Toronto 

65  Simcoe  St. 

Manufacturers'   Agents    and    Distributors 

Textile   and   Smallwares  Specialities. 

Wholesale  and  Manufacturers  Only  Supplied. 

MESH     BAGS 

In  Silver,' Gun  Metal  and  Green 
Gold  Finish,  Metal  Frames  for 
Ladies'  Hand  Bags. 

Made  in  Canada  for  the  Canadian  Trade 

WHITING  &  DAVIS  CO. 
SHERBRCOKE,  QUE. 

D  B.  Fisk&Co. Chicago 

MtRCHANDI'E  
*" New  York  Salesroom : 

Open   Throughout  the  Year 
411  Fifth  Avenue 

When   in    Montreal    call   to  see  us 

at  our  New  Address 

Fraser  Publishing  Company 
Rooms  404, 405, 406  Southam  Bl<Jg.,  128  Bleury 

Just  a  few  doors  north  of  our  old  address 

Women's    Wear  and    Men's    Wear,    pocket 
si7e    cJJrectcries,    now    ready         

.Smallwares 
  AND   

Hosiery 
The  Robert  Hyslop  Cq  l-i-iisp 

HAMILTON.  ONTARIO 

Manufacturers 

329-331  Fourth  Ave.,  N.  Y. 

SUPERBA  BINDING 

BRAIDS,  CORDS,  DRESS   TRIMMINGS 

Fred  Jones  &  Company 
Manufacturers  and  Imrorters 

Babies'  Hand  Crochet  Goods  Notions 
Babies'  Hand  Knit  Goods  Novelties 

Art  Needlework  Materials 

Room   712,  Empire   Building 

6  WELLINGTON  ST.  WEST,   TORONTO 



DRY     GOODS     REVIEW 133 

Thompson  Lace  &  Veiling  Co.,  Limited 
Laces,  Veilings,  Geor- 

gettes, Ninons,  "My 
Lady"  Silk  Hair  Nets. 
Princess  Pat  Human 
Hair  Nets,  Sport 
Veil*. 

Cor.     Wellington     and 
York    Sts., 

Toronto.    Canada. 

GERSTENZANG   BROS. 

Popular  Priced 
Flowers  and  Feathers 
670-674  Broadway,   NEW  Y03K  CITV 

"HOOSIER" 
The  boit  35-inch  brown 
domestic  in  America 

Buy  it  by  the  bale; 
tell  it  by  the  bolt 

Indiana    Cotton    Mills 
Cannelton,Ind.,U.S.  A. 

T.  H.  Birmingham  &  Co. 
LIMITED 

533  College  St.,  TORONTO 
Makers  of 

Women's  High  Grade 
Neckwear 

'The    Exclusive    Neckwear    House" 

"EVERYTHING  IN  SILKS" 

M.  Ascher  Silk  Corp. 
Distributors — Iroquois  Silk  Mills 

102    Madison    Avenue,    New    York 

Choir  Gowns 
The  Best  in  Design 
The  Best  Made 
The  Most  Reasonable   in    Price 

HARCOURT  &  SON,   LIMITED 
103  King  Street  W.,  Toronto 

STERLING  DRESS  CO. 

Popular-Priced  Ladies'  and  Misses' DRESSES  and  SKIRTS 
220  KING  ST.  WEST  -  TORONTO 

ADELAIDE  3857 

The  fad  of  women  for  knitting  and 

wearing-  worsted  has  set  the  spindles  and 
spools  in  the  yarn  mills  of  Philadelphia 
humming,  according  to  reports  from  wool 
and  worsted  yarn  mill  owners.  They 
state  that  women  who  knit  in  the  street 
cars,  in  the  theatre,  at  the  cafe,  and,  in 
one  instance,  while  in  a  jury  box,  have 
caused  such  a  demand  for  wool  yarn  and 
worsted  that  mills  are  running  day  and 

night  to  meet  the  knitters'  demands. 

The  new  Roval  Cotton  Exchange  of 
Manchester,  is  the  focal  centre 

of  the  largest  industrial  area  in  the  Brit- 
ish Empire.  Within  a  radius  of  fifty 

miles  there  is  a  population  of  some  nine 
million  persons,  mostly  engaged  in  trade 
and  commerce.  It  has  a  membership  of 
be^ve?n  11,000  and  12,000  on  an  eight- 
p'uinea-per-annum  basis,  and  the  new 
floor,  of  more  than  7,000  square  yards 
extent,  is  the  biggest  meeting-place  for 
traders  in  the  world.  This  is  the  third 
Manchester  exchange,  tbe  first  having 
been  built  in  1729/ 

Economy    of    Standardizing 
A  large  American  silk  mill  resorted  to 

a  new  plan  in  an  effort  to  meet  the  de- 
mand for  lower  costs.  It  i".  proceeding1 

along  the  line  of  the  Ford  method  of 
quantity  production  with  standardize! 
styles.  The  company  in  question  has 
reduced  its  lines  to  five  styles  and  1,000 

ase  lots,  with  a  consequent  reduction  1- 
the  consumer  of  about  20  per  cent. 

Theodore  H.  Skinner  in  an  address  to 
the  American  Humane  Association  at 

Philadelphia,  said  that  "Trappers  are 
loath  to  give  up  the  old  type  of  traps 
which  are  designed  to  hoM  the  animals 
until  released  or  killed  by  the  trappers, 

instead  of  adopting  modern  traps  design- 
ed to  kill  humanely."  In  the  discussion 

which  followed,  the  banishment  of  furs 
as  women's  summer  wear  and  restriction 
of  styles  for  winter  garments  was  ad- 
vocated. 

During  the  eight  months  of  the  pres- 
ent year  ending  August,  statistics  show 

that  Canada  was  Britain's  largest  cus- 
tomer of  worsted  tissues. 

John  Macdonald,  President  of  the  John 
Macdonald  Company,  celebrate  his  fifty- 
eighth  birthday  on  November  4.  The  day 
was  marked  by  many  congratulatory 
messages. 

VEILINGS  and 
SILK  NETS 

HODGES  &   LETTAU 
232  McGill  St. Montreal 

FOR    HONEST    VALUE    AND 
SATISFACTION 

CROWN  PANTS 
Will   increase    your   sales.     Our   production 
has    increased   60%    over   former  yean. 

CROWN  PANTS 
322    Notre    Dame    West,  MONTREAL 

CLIMAX  PAPER 
BALERS 

ALL  STEEL-FIREPROOF "Turns    Waste 

into   Profit1' 

12  SIZES 
Send  for  Catalog 

CLIMAX  BALER  CO. 
Hamilton,     Ont. 

Canada's 

Largest  Makers  of Cotton  Flags 
Write  for  Prices 

THECOPP,  CLARK  CO., 
5I 7  Wellington  St.  West      Toronto 

SILKS 
I  represent  in  this  country  some  of  the 
most  reliable  Manufacturers  of  High- 
Grade    SILKS,     in    plain,     fancy    weaves. 

Quality    and    Novelty    is    my    motto. 

J.  H.  GAGNON 
108  Dandurand  Bldg.        Montreal 

J.  F.  Carnall  &  Co.,  England 
HOSIERY   MANUFACTURERS 

Men's,  Women's  &  Children's Heather    Hose 

Complete   Stock    Carried   in   Toronto  by 

A.  M.  Duncan 
19    Adelaide    St.    W..  -  TORONTO 

Canadian  Made  Underwear 
Commission  firm  with  sample 

rooms  and  offices  in  Montreal, 
Toronto  and  Winnipeg  desires  the 
agency  of  a  Canadian  manufactur- 

er of  Woollen  Underwear. 
Long  connection  with  the  trade. 

Wholesale  only.     Write  care  of 
BOX  182,  DRY  GOODS  REVIEW, 
143-153    University    Ave.,   Toronto 

CLASSIFIED     ADVERTISEMENTS 

\\/ANTED— GIRLS,    WOMEN.    BECOME    DRESS    DESIGNERS.    $135 
month.        Sample     lessons     free.        Write     immediately.        Franklin 

Institute.      Dept.    T:    536.    Rochester,  "NiY. 

ATTENTION    BROKERS'    AND    MANUFACTURERS'    AGENTS: 
CTENOGRAPHER    WITH    CONSIDERABLE    EXPERIENCE    WOULD 

like  charge  of  clerical   work  either  to  be  done  at  their  office  or  at 

her  own.      Apply   Box,    685.    Men's    Wear  Review. 
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Stockings  that  Save  Mending 
ROCK  RIB  and  Hercules  Stock- 

ings for  boys  wear  like  iron. 
For  outdoor  sports  there  is  nothing 

to  surpass  them — they  are  made  to 
stand  the  harshest  treatment. 

These  stockings  make  a  special 
appeal  to  worried  mothers.  They 
wear  and  wear  —  and  lighten  the 
mending  basket  wonderfully. 

Rock  Rib  and  Hercules  Hosiery 
have  double  elastic  leg,  and  three-ply 
heels  and  toes,  where  the  strain  is 

greatest. 

They  are  made  in  sizes  5  to  10^, 
and  put  up  in  boxes  of  1  dozen. 

Princess  Stockings  are  fine  for  the  girls. 
Made  of  best  two-ply  English  lisle  yarn, 
these  stockings  have  great  wearing  qualities, 
are  comfortable  and  warm,  and  have  a  very 
attractive  appearance.     Sizes  4^  to  10. 

Customers  will  be  immediately  interested 

in  these  stockings — especially  mothers  of 
growing  youngsters.  There  are  no  stockings 
made  quite  so  durable  as  Rock  Rib  and Hercules. 

If  you  do  not  cany  them,  or  your  stock 
is  low,  your  wholesaler  can  supply  you. 

ROCK  RIB  HERCULES  CJjnshiNF 
PRINCESS     ZS!Z3£&  >W  i  e*^ 
The  Chipman-Holton  Knitting  Company,  Limited,  Hamilton,  Ontario 

Mills  at  Hamilton  and  Wetland,   Ontario 
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For  the  Lustre  and  Variety  of  its 
Shades 

For  the  wide  choice  offered  in 

Size 
For  Quality   and   Never-Failing 

Satisfaction 

Crochet 

and  Embroidery  Cotton 
Maintains  to  the  fullest  the  high 
standard  of  the  Corticelli  name. 
Spun  from  the  best  Sea  Island 
yarns.  Will  not  kink  or  twist.  Highly 
mercerized.  "Will  wear  and  wear, 
wash  and  wash."  A  size  and  color 
for  every  purpose  and  white  that 

stays  white. 

—     *■■   /  A    ■         £m&* 
MONTREAL  TORONTO   WINNIPEG    VANCOUVER 
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Hawley's Hygienic 
Black: 

British  Dye 

FOR  STOCKINGS  AND  SOCKS  IN 

ALL    MAKES    AND    MATERIALS 

STOCKINGS  and  Socks  that  make 
for  sales  and  satisfaction  are 

those  dyed  with  Hawley's  Hy- gienic Black  British  Dye. 

EVERY  pair  is  unconditionally 
guaranteed  to  withstand  the 

roughest  washing  and  wear,  all 
weather  vagaries  and  the  acids  of 

perspiration.  The  dye  retains  its 
inimitable  brilliant  dense  black- 

ness to  the  very  end. 

ASK  your  wholesaler  for  Haw- ley-dyed  Black  Stockings  and 

Socks,  and  see  the  name  "Haw- ley's" is  on  every  pair. 

ATTRACTIVE  showcards  and 
other  advertising;  material  can 

be  had  on  application  to  the  Ad- 
vertising Department.  —  Write  us to-day. 

Sole  Dyers  (to  the  trade  only) 

A.E.HAWLEY&Co.,Ltd. 
Hosiery    Dyers.     Bleachers    and     Finishers. 

SKETCHLEY  DYE  WORKS 
HINCKLEY.  ENGLAND 

■■■  Smu^  #•««  V  -  1* 
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GREENSHIELDS    LIMITED 

Extend   To   Their 

Customers 

And  Other  Friends 

Their  Best  Wishes 

For 

&  Jfflerrp  Cfjrtetmag  anb  &  ftappp 
anb  Prosperous!  JOteto  gear 

For  me  courtesy  of  your  patronage  in 
the  past  year  we  sincerely  thank  you  and 
hope  to  enjoy  a  continuance  of  these  cordial 
relations  during  the  coming  year. 

GREENSHIELDS    LIMITED 
"Everything  in  Dry  Goods" 

Salesrooms  from  the  Atlantic  to  the  Pacific 

Victoria    Square  -  -  Montreal 
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Greetings  from  The  House  of  Garland 

May  Good  Fortune,  Health  and 

Happiness  be  Yours  this  Christmas 

and   throughout  the   Coming  Year. 

John  M.  Garland  Son  &  Co. 
LIMITED 

OTTAWA CANADA 
Wholesale  Dry  Goods 
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WAYAGAMACK 
PURE KRAFT 

A  word  about  Wrapping 
Papers  and  Bags 

According  to  Shakespeare 

'The  Apparel  oft  proclaims  the  Man/ 
It  is  equally  true  that  the  appearance  of  a  parcel  often  indicates  the 

standing  of  a  merchant.  An  inferior  quality  of  paper  or  paper  bag  creates 

a  bad  impression  amongst  customers,  especially  if  the  parcel  should  arrive  at 

its  destination  in  a  damaged  condition,  which  is  so  often  the  case  where  in- 

ferior grades  of  wrapping  paper  and  bags  are  used. 

The  best  is  always  the  cheapest  in  the  end.     As  a  wrapping  paper 

Wayagamack  Pure  Kraft 
is  unrivalled.  It  is  fifty  per  cent,  stronger  than  other  qualities  of  paper  and 

bags  of  equal  weight  and  consequently  is  cheaper.  This  can  be  easily 

proved  through  practical  demonstration  by  the  wholesaler  from  whom  you 
obtain  your  supplies. 

There  are,  of  course,  imitations,  therefore  when  ordering  wrapping  paper,  bags, 

envelopes,  notion  bags,  etc.,  always  insist  on  being  supplied  with 

Wayagamack  Pure  Kraft] 
which  means 

Strength  and  Security 
\N>    llllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll 
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"Let  us  now  go  even  unto  Bethlehem,  and  see 
this  thing  which  is  come  to  pass,  which  the 

Lord  hath  made  known  unto  us." 

Greeting* 
WE  WISH 

YOU    WELL 

AT 

CHRISTMAS  TIME 

AND 
ALL  THE  TIME 

John   Macdonald  &  Co. 
TORONTO 

Limited 

PRESIDENT 
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"HOOVER  WEEK" 
December  8-15 

The  Saturday  Evening  Post  of  Dei ■'.  I  Oth  will 
carry  a  special  J  till  page  announcement  of 
Hoover  JVeek,  inviting  the  public  to  attend 
store  demonstrations.  In  addition  six 
hundred  thousand  Hoover  full  pages  in 
the  Decemberissues  of  the  leading  Canadian 

magazines  will  feature  "Give  her  a  Hoover 
for  Christmas."  It  will  be  to  the  advantage 

<ery  Authorized  Hoover  Dealer  to  enter 
heartily   into   the   spirit  of  Hoover  Week 

There  Still  is  Time  to  Sell 
Hoovers  for  Christinas! 

Order  a  shipment  of  Hoovers  today  by  wire.  We 
will  ship  by  express  and  will  include  Christmas 
advertising  matter. 

Leave  to  our  judgment,  if  you  desire,  how  many 
Hoovers,  and  what  models,  to  ship.  We  will  not 

ship  more  than  is  proper — for  one  of  the  funda- 
mental policies  ot  this  great  business  is  never  to 

overstock  a  dealer. 

Take  this  opportunity  of  discovering  how  profit- 
able and  satisfactory  it  is  to  sell  The  Hoover. 

There  is  no  better  time  to  do  this  than  just 
before  Christmas,  as  annually  more  Hoovers  are 
bought  in  December  than  during  any  other  one 
month.  The  Hoover  has  always  been  widely 
sought  as  a  practical  gift  and  each  year  finds  it 
increasing  in  favor.  The  Hoover,  however,  is  not 
subject    to    seasonal    sale — it    is   an    attractive 

year  'round  proposition,  once  you  get  started. 
On  the  famous  Hoover  Resale  Plan,  the  work 
of  demonstrating,  selling  and  servicing  Hoovers 
will  be  assumed  by  our  organization,  in  close  co- 

operation with  you. 

At  your  request  we  will  work  shoulder  to  shoulder 
with  you  along  the  same  lines  that  we  have 
successfully  worked  with  so  many  other  dealers. 

You  will  have  little  money  to  invest;  it  will 

require  only  small  floor  space.  Your  stock  of 
Hoovers  would  be  turned  every  month — you 
would  make  twelve  profits  a  year. 

Sell  Hoovers  for  Christmas  this  year.  Order  some 
today.  Then  later  we  can  get  together  and  lay 
plans  for  the  profitable  sale  of  Hoovers  every 
week  in  the  vear  through  your  store. 

The  Hoover  Suction  Sweeper  Company  of  Canada,  Limited 
Factory  and  General  Offices:  Hamilton,  Ontario 

9fo  HOOVER 
It  Beats  ...      as  it  Sweeps      as  it  Cleans 
MADE     IN     CANADA-BY     C AN A D I ANS - FOR     CANADIANS 
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3  Jlterrp  Christmas 

and  Success  and  Happiness   in 

the  Coming  Year 

Ml 
HODGSON  SUMNER    &  CO. LIMITED 

St.  Paul  St.  West 21  St.  Sulpice  St. 

MONTREAL 

84-92  Le  Rover  St. 

SAMPLE  ROOMS:       New   Sherbrooke  House,    SHERBROOKE.      Windsor  Hotel.    OTTAWA. 

Carlaw  Bldg.,  28-30  Wellington  St.  West,  TORONTO.      7  Charest  St.,  QUEBEC. 
503  Mercantile  Bldg..  VANCOUVER.     50  Bon  Accord  St.,  MONCTON. 

Canadian  Bank  of  Commerce  Bldg.,  THREE  RIVERS 

Empire  Building,  HAMILTON 
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"Inter-place-able"  Units 
r^r^i              UNLESS  your  store  is  planned  and  equipped  to 

^J  j^  1  j  Pvi^i^  ~-       function  profitably  in  every  way — unless  every 
foot  of  floor  and  wall  space  is  made  responsible 

for  its  share  of  service  and  profit — unless  the 
various  departments  are  arranged  so  as  to  avoid 

confusion   and   congestion — your   business   will 
not  make  you  the  returns  it  should. 

Many  of  the  more  successful  Dry  Goods  and 

Men's  Furnishing  Stores  failed  to  realize  the  full 
measure  of  prosperity  they  now  enjoy  until  they 

planned  and  equipped  their  premises  in  a  more 

economical,  attractive  and  businesslike  manner. 

Assure  yourself  of  the  most  mature  knowledge 

and    counsel    in    store-planning    by    consulting 
Kent-McClain  Limited. 

Krt-VQain (joRcwoSffowCASECo)  Liiintira 

Ideas  and  manufacturing  ability,  the  outcome  of 

years  of  study  and  experience,  await  but  the 

invitation  to  be  applied  in  your  behalf.     There 

A  TXT   t  -TT\           is  a  catal°S  especially  prepared  for  Dry  Goods KLJN  1  -MCCLAIJN    L1L>.         and  Men>s  Furnishing  Stores  which  you  should 183    CARLAW    AVE.,      TORONTO         ,             w  .,     -      ., have.    Write  for  it. 
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H  is- 
Opportunifaft  ̂ fear 

o/~ 

\upermen  and  Masterminds 
in  Advertising  and  SeJJinq  * 
Our J922  Setting  flans  wf/I 

make  profitable  remits  in  your 
January Ja/es-aitsQiuteiy  certain. 

Act  Now!! 
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Our  line  of  GINGHAM  DRESSES  ])R  LUXE  will  surely  interest  you.  Also  the  models 
for  our  spring  lines  of  Middies,  Smocks  and  Sport  Skirts,  Nurses'  and  Maids'  Uniforms 
are  strikingly   original   and   cannot   fail   to  attract    the   eye. 

All  orders  promptly   and  carefully   attended   to. 

Cote~Wf)itaker  Zimited 
292  St.  Catherine  St.,  West 

MONTREAL 
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flkevvp  Qlyvistmas 
That  your  Yule  Tide  may  be  full  of  happiness  and 
the  New  Year  bring  you  abundant  prosperity,  is  the 
wish  that  the  manufacturers  of  A.  B.  C.  Hosiery 
extend  to  all  their  friends. 

We  take  this  opportunity  to  thank  you  for  your 
past  patronage  which  we  trust  will  continue 
through  the  years  ahead. 

ALLEN  BROS.  CO.,  LIMITED 
883  Dundas  St.  W.,  Toronto 

Selling  Agents  for  Canada : 

Wm.  G.  Evis  &  Company 
28  Wellington  Street  W.,  Toronto 

A-B-C-is  a  Hose  Guarantee 
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Compliments;  of 
tfje  ikagon 
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Selling  Agents: 
Wm.  G.  Evis  &  Co.,  28  Wellington  Street,  W.,  Toronto—  Mani- 

toba, Western  and  Northern  Ontario,  Quebec  and  Maritime 
Provinces. 

Stanley  McLeod,  543  Granville  Street,  Vancouver,  B.C. — British 
Columbia,    Alberta   and    Saskatchewan. 

H.  Switzer,  193  Sparks  Street,  Ottawa,  Ontario— Extern 
Ontario  and  Montreal. 

The  Winsome  Maid, 

'neath  her  garland 
of  roses,  wishes  all 
her  friends  a 
Merry 

Christmas 
With  her  countless 

gossamer  strands 
of  silk,  she  has 
woven  the  Magic 
Fabric  of  Success 
which  she  invites 
all  to  share  in  a 

Prosperous 
New  Year 

Allen  Silk  Mills 
Limited 

43  Davies  Ave. 
Toronto,     Ont. 

0 

kf 

The  Finest  Trade  buys  **  Winsome  Maid* 

& 
je&KS 

^S5^nr 

#^ 

^ 
^ — '"^Sfeifsr 

-**&& 

ycffiiffi 



14 

DC 

DRY    GOODS    REVIEW 

DC 

Let   The   Blue   Star   Guide  You 

To  Success  &  Prosperity  In 
The  New  Year    1922 

&  Rierrp  Christmas 
and 

U  prosperous  Mevo  year 
Is  the  Sincerest  Wish  of  the 

Manufacturers  of 

The  Muser  Creations 

ifflusier  pfrotfjersi  (Canaba)  Htmtteb 
12  ST.  HELEN  STREET,  MONTREAL 

New  York       Boston     Philadelphia       Chicago     London     Nottingham      Paris      Calais 

Baltimore         Los  Angeles         San  Francisco  Caudry  LePuy         St.  Gall 

DC 
DC3C DC DC 
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Silks  Limited Dress  Fabrics  Ltd. 

A  Right  Hearty 
Xmas  Greeting 

to  one  and  all,  in  the 

hope  that  a  pull-together 
policy  will  tend  to  gen- 

eral prosperity  in  the 
New  Year, 

Ribbons  Ltd. 
MONTREAL TORONTO 

Novelties  Limited 
WINNIPEG 

Remember 
SATISFIED  Customers 
Make  Sunset  Profits  PERMANENT 

Sunset  makes  good  with  customers.     They  like  it,  continue  to 
use  it;  they  believe  in,  and  patronize  the  store  that  sells  it. 
Such  good  will  spells  P-R-O-F-I-T-S  for  the  Sunset  dealer — 

profits  that  stick.     Dealers  who  feature  Sunset  in  store  and  beau?ifuran?oior°s. 
window — who  connect  with  Sunset's  consumer  advertising  by  ofe^oiors°compietek using  the  Sunset  display  material — enjoy  quick  turnover  and 

FAST  COLORS 

make  money.     It  pays  to  push  the  modern  Sunset. 
any  trouble  in  getting  Sunset,  write 

If  you  have 

Sales   Representatives 

HAROLD  F.   RITCHIF  &  CO.,  Ltd.,  Toronto,  Canada 

SUNSET   WINDOW   CUT-OUT,   FREE. 
28  in.  x  40  in.  Many  beautiful  colors. 
Makes  effective  trim  with  Counter 
Display  Case,  and  loose  Packages. 
We  will  send  you  this  beautiful  Cut- 

out   free,    on    request.      Address : 

COUNTER  DISPLAY  CASE  packed  1 
gross  Sunset  assorted  colors,  with 
Color  Card.  No  extra  charge.  Ask 
your  jobber.  If  Color  Card  you 
have  is  soiled  or  damaged,  write  us 
for   a   fresh   one. 

NORTH  AMERICAN  DYE  CORPORATION,  Ltd.  Manufacturers,  Toronto,  Canada 
Sunset- SoapDyes 
The  Real  Dye  for  All  Fabrics 
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^easton's 
#reetutgg 

DRESSES 
OUR  REPRESENTATIVE  will  be  out   shortly  with  a   complete  range  of 
SPRING  MODELS  of  the  LATEST  DESIGNS  and  FABRICS. 

BUSINESS-GETTERS    that    will    appeal    to    discriminating    buyers    at 
POPULAR  PRICES. 

WE  ask  only  for  an  opportunity  to  show  them. 

M.  Gardner  &  Company,  Limited 
233  Bleury  Street  -  Montreal,  Que. 

Western  Representative:  F.  G.  CAMPBELL,  Winnipeg,  Vancouver 

WQl 
SKELDON  BLANKETS 

Now  in  Stock 

Scotch,  all  pure  wool,  made  on  "Ye 
banks  and  braes  of  Bonnie  Doon." 
In  six,  seven  and  eight  pounds  weight at 

$1.15  and  $1.25  per  pound 
also  in  stock 
FLANNELS 

all  wool  British  in  white,  scarlet  and 
navy — from  70  cents  to  $1.20  per  yard. 

JoHtl   E.   Ritchie  Dry  Goods  Commission  Agent 

1591   St.  Catherine  St.  W.,  Montreal. 
Branches: 

■        64   Wellington   St.   W..    Toronto.      615   Pender  St.    W.,    Vancouver,    B.C. 
29   Minshull   St.,    Manchester,    England. 

gMinHNiuNiiniiiiiiiiMiiiiiiiiiiiiiiiiHiiimimiiiuiiMimiMiiiiiiuMiMimmiiMmiiiiiiiiiiiiiMimiiimmiiiii   iiiiiiiiiiiiihiik 

I    ABERDEEN    GLOVE    I 
COMPANY,  LTD. 

70  CHAPEL  STREET,  ABERDEEN 

|  A.B.C.  CODE,  5th  EDITION        | 
|  Makers  of  the  § 

FAMED  ABERDEEN  GLOVE 

|  Specialties :  | 

MEN'S,  LADIES'  AND  CHILDREN'S 
KNITTED  WOOLLEN  GLOVES,  GAUNTLETS,  etc. 

JAMES  CROIL  &  SONS 
ST.  NICHOLAS  BLDGS. 

MONTREAL 

Agents  : 
ARCHIBALD  WRIGHT  &  CO. 

32  SILVESTER  WILLSON  BLDC 
WINNIPEG 

We 

Maintain 

Our 
Standard  of 

Excellence 
THE  STAG. 

Super  India  Shrunk  Tape 
Manufactured  by 

George  H.  Wheatcroft  &  Co. 
WIRKSWORTH,  Eng. 

This    tape    is    well-known    to    the   discriminating 
CLOTHIERS,  who  use   it,  for  its   strength   and durability. 

Does  Not  Stretch 

(SPEEDWELL] 

si 

Will   Not  Shrink 

Walter  Williams 
&  Co.,  Limited 

MONTREAL       QUEBEC 
508  Read  Bldg.  533  St.  Valier  St 

TORONTO 
20  Wellington  Street  W. 

VANCOUVER 
217  Crown  Bldg. 
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Demonstrations  by  London  House 

Idea  of  Selling  Subordinated  to  Educational  Value 
— How    New    Fabrics    Were    Shown — Displaying 

Phonographs    and    Records — Two    Hours'    After- 
noon Show 

THE  truth  of  the  old  saying 
 that 

"seeing  is  believing"  was  put 
to  an  unqualified  test  last  month 

by  the  well  known  store  of  Harrods 

Ltd.,  of  London,  England.  In  their  en- 
deavour to  stimulate  business  in  as  ef- 
fective a  manner  as  possible  his 

autumn,  this  firm  has  hit  upon  the  plan 

of  holding  demonstrations  in  connection 

with  almost  every  department  in  their 

immense  business,  to  which  they  invite 
the  public. 

These  demonstrations  pai'  ake  some- 
what of  the  nature  of  entertainments 

rather  than  purely  commercial  affairs, 

and  generally  an  expert  in  the  line  fea- 
tured as  the  principal  attract  on  is  en- 

gaged to  act  as  master  of  ceremonies. 
There  is  no  attempt  whatever  to  per- 

suade customers  who  attend  these  de- 
monstrations to  purchase;  in  fact,  the 

idea  of  selling  is  subordinated  entirely 
to  the  idea  of  instructing  and  informing 
as  well  as   giving  pleasure. 

Two  exceedingly  interesting  events 
of  this  nature  were  described  to  Dry 

Goods  Review  by  a  Montreal  depart- 
ment store  manager,  recently  returned 

from  Europe.  The  first  had  to  do  with 
the  presentation  of  the  new  fall  dress 
fabrics  last  month,  and  was  arranged 
in  the  form  of  a  series  of  afternoon 
receptions  in  the  Demonstration  Room 
on  the  first  floor  of  the  .main  building, 
throughout  a  week. 

New    Materials  Shown 

Upon  an  artistic  stage,  erected  in  this 
auditorium,  an  interesting  exposition 
of  the  possibilities  in  the  newest  ma- 

terials was  given  by  an  expert  coutur- 
ier, who  nimbly  and  artistically  drap- 

ed upon  living  models  all  manner  of 
lovely  new  fabrics.  The  programme 
set  forth  the  fact  that  many  women  are 

uncertain  as  to  how  a  particular  mater- 
ial wil  make  up,  or  which  kind  to  em- 

ploy for  a  draped  effect,  and  so  on.  The 
expert  thereupon  showed  with  rapidity 
and  skill  just  how  to  go  about  the  se- 

lection of  the  materials  for  such  models 
as  evening  cloaks,  restaurant  gowns, 
morning  frocks,  wedding  gowns,  after- 

noon frocks,  tea  gowns,  dressing  gowns 
and  dance   frocks. 

An  attractive  little  memo  book  with 
pencil  was  handed  to  each  lady  on  which 
she  might  take  notes  regarding  'the 
names  of  the  different  fabrics  as  well 
as  to  record  the  different  ways  in  which 

the  garments  were  handled.  The  an- 
nouncement of  the  event  was  cleverly 

headed,  "Fashions  Fashioned  While  you 

Wait." 

The  second  interesting  demonstration 
described  was  of  an  entirely  different 
nature.  It  was  arranged  to  promote 
the  sale  of  phonographs  and  records 
which  for  a  time  did  not  sell  as  well 
as  usual,  on  account  of  the  economy 
wave  which  swept  the  country.  Har- 

rods desired  to  demonstrate  the  possi- 
bilities in  the  phonograph  for  dancing 

purposes  and  to  this  end  engaged  the 
services  of  such  well  known  artists  as 
Miss  Peggy  Carlisle  and  her  partner 
Mr.  Nigel  Jessup  of  the  DeOourville 
productions,  to  give  free  exhibitions  of 
fashionable  dances  to  the  accompani- 

ment of  the  phonograph. 

Various  leading  makes  of  instruments 
were  used  to  demonstrate,  affording 
an  excellent  opportunity  to  the  audi- 

ence of  comparing  the  tone  and  repro- 
ductive excellence  of  the  different  ma- 
chines. The  popularity  of  the  dancers, 

furthermore,  was  a  strong  drawing 

card,  and  hundreds  of  interested  spec- 
tators gathered  daily  to  learn  the  intric- 

acies of  such  dances  as  the  new  Schot- 
tische  Espagnole  and  fox-trot,  etc.  An 
entirely  new  programme  was  arranged 
for  each  afternoon  and  a  copy  was  mail- 

ed to  any  one  caring  to  enquire  for  it. 

Two  Hours'  Showing 
AM  the  different  events  took  place 

about  3.15  p.m.,  and  lasted  about  two 
hours.  This  idea  could  be  profitably 
featured  by  Canadian  stores  with  great 
advantage.  It  provides  a  change  from 
the  somewhat  too  familiar  fashion  re- 

vue, and  yet  may  be  developed  on  pre- 
cisely the  same  lines.  The  principal 

point  to  be  borne  in  mind  is  the  impor- 
tance of  securing  the  services  of  ex- 
perts in  whatever  line  the  demonstra- 

tion features.  Every  department  con- 
tains latent  possibilities  for  demonstra- 
tion purposes,  especially  the  grocery, 

house-furnishdngs,  toilet  goods  and  elec- 
trical goods  sections.  A  little  thought 

will  suggest  a  method  of  showing  the 
merchandise  and  its  possibilities  in  an 
original  manner,  which  will  attract  and 
sell  because  of  its  appeal  to  the  reason- 

ing element  in  the  store's  customers. 

A.  B.  Kerr,  formerly  assistant  to  the 
president  of  the  MacLean  Publishing 
Company  Ltd.  Toronto  and  latterly 
director  of  the  R.  G.  Long  &  Co.  Ltd. 

and  general  manager  of  the  Milton  Wor- 
sted Yarn  Spinning-  Mills  Ltd.,  Milton, 

Ontario  has  resigned  from  the  director- 
ate of  the  R.  G.  Long  Co.  Ltd.  to  engage 

in  the  practice  of  Law,  specializing  in 
Commercial  Law. 

Big  Advance 
In  Swiss  Silks 

A.  S.  King  On  European  Conditions 
As  He  Found  Them 

Eeasons  for  the  marked  advances  in 
Swiss  silks  within  recent  months  were 

given  Dry  Goods  Review  by  A.  S.  King 
of  the  A.  S.  King  Silk  Co.  Ltd.,  Toronto, 

who  has  just  returned  from  several 

weeks'  business  trip  through  Switzer- 
land, France,  Italy  and  England.  Early 

in  the  year  the  Swiss  quotation  on  raw 

silks  was  hovering  about  55  francs;  it 
is  now  around  110  to  125  francs  per 

kilos,  which  is  about  2y2  pounds,  or 
about  $9.50  per  pound. 

In  explaining  this  advance  in  prices 

Mr.  King  slated  th..t  early  in  the  sum- 
mer manufacturers  were  heavily  stocked 

with  made-up  goods.  These  goods  had 
accumulated  as  the  result  of  cancella- 

tions, or  goods  returned,  or  goods  unpaid 
for.  Manufacturers,  therefore,  could 

not  buy  and  the  result  was  that  silk  was 
down  to  about  55  francs.  At  this  time 
most  of  the  silk  was  being  absorbed  by 
hosiery  and  knit  goods  manufacturers 
and  kindred  lines  of  manufacturing. 
There  was  a  big  consumption  of  this  siik 
during  this  period  and  the  price  advance:! 
to  75  or  80  francs.  Many  manufacturers 
expected  that  silk  prices  would  drop 
again  when  the  time  came  that  they 
could  go  into  the  market,  relieved  of 
their  large  stocks  of  made-up  goods. 
Such  was  not  the  case,  for  the  price  con- 

tinued to  advance  until  to-day,  as  has 
been  mentioned,  it  is  around  110  to  125 
francs. 

The  net  result  to-day  is  that  the  man- 
ufacturer has  no  raw  silk  on  hand  and 

cannot  sell  yardage  except  at  a  greatly 

advanced  price.  They  will  not  manu- 
facture at  a  loss,  and  unless  they  receive 

orders,  they  will  close  down  their  mills. 
As  a  matter  of  fact,  they  are  only  run- 

ning now  two  days  a  week.  Mr.  King 
stated  that,  on  this  account,  he  bought 
but  very  little  merchandise.  The  price, 
he  says,  is  too  high  at  the  present  time 
for  the  Canadian  trade.  The  Canadian 
wholesaler  who  is  well  stocked  with  mer- 

chandise is,  he  believes,  in  a  most  for- 
tunate position. 

In  France,  Mr.  King  says,  business  is 

picking  up  because  they  make  so  many 
novelties,  they  do  a  great  deal  of  hand 
printing  and  there  appears  to  be  a  good 

market  for  these  products. '  In  England, 
the  fabric  business  is  also  picking  up 

somewhat;  though  it  is  improving,  Mr. 

King  does  not  suggest  that  it  is  back 

anywhere   near   normal    conditions. 
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Woollen  Men 
From  Scotland 

Are  Coming 
To  Study  Conditions  And  Protect   Trade 

Mark  of  Scottish  Wool'ens  in 
Canada 

Of  special  interest  to  the  retail  trade 

and  manufacturing'  firms  in  Canada  is 
the  forthcoming  visit  of  a  delegation 
from  the  Scottish  Woollen  Trade  Mark 
Association  which  is  scheduled  to  leave 

Liverpool  on  the  31st  of  December  and 

to  make  a  tour  of  Canada  and  the  Unit- 
ed States.  The  delegation  is  to  be  in 

Montreal  January  24th,  25th  and  26th, 
in  Toronto  January  27th,  28th  and 

29th,  and  in  Hamilton  and  Niagara  on 

January  30th.  From  here,  the  delega- 

tion goes  to  Buffalo,  Rochester,  Cleve- 
land, Chicago  and  back  to  New  York. 

Prior  to  its  arrival  in  Canada,  Philadel- 
phia, Boston  and  Washington  will  be 

visited. 

Association's  Aims 
The  history  of  this  Association  is,  in 

a  very  real  sense,  linked  up  with  its 
visit  to  Canada  and  the  United  States. 
Two  years  ago  a  great  deal  of  mischief 
was  being  done  to  Scotch  Woollen 
manufacturers  by  a  flooding  of  many 
markets  with  tweeds  purporting  to  be 
Scotch  tweeds.  Many  of  these  so-called 
tweeds  were  neither  made  in  Scotland 
at  all  nor  contained  much  of  the  pure 
virgin  wool.  It  was  mostly  shoddy, 
frequently  adulterated  with  cotton.  To 
protect  themselves  in  the  markets  of 
the  world  some  thirty-five  manufactur- 

ers who  represent  about  three-fourths 
of  the  entire  output  of  woollens  in 
Scotland,  organized  what  is  now  known 

as  "The  Scottish  Woollen  Trade  Mark 
Association  whose  object  was  to  give 
publicity  to  a  national  trade  mark 
guaranteeing  the  cloth  upon  which  the 

trade  mark  is  used  as  "made  in  Scot- 
land  of  Pure   New  Wool." 

Object  of  Visit 

In  order  to  have  first  hand  knowledge 
of  conditions  on  this  side  of  the  At- 

lantic and  to  study  the  best  methods  of 
increasing  the  demand  for  genuine 
Scottish  woollens  in  the  North  Ameri- 

can market,  this  delegation  has  been  ar- 
ranged. There  will  be  about  twenty 

members  who,  in  themselves,  represent 
about  half  the  entire  output  of  woollens 
in  Scotland.  Arrangements  have  already 
been  made  in  Montreal  to  have  the  dele- 

gation meet  the  Dry  Goods  Association 

and,  doubtless,  similiar  ai-rangements 
will  be  made  in  other  centres  to  be 
visited   by    the   members. 

INCOME  TAX  RELIEF  TO 
RESIDENTS    ABROAD 

Many  enquiries  have  reached  me  from, 
or  on  behalf  of,  individuals  resident 
abroad,  with  reference  to  the  reliefs  al- 

lowed from  British  Income  Tax  in  the 
circumstances  set  out  in  my  letter  of 
October  last.  As  it  is  apparent  that  in 
many  cases  repayment  of  tax  will  be 
claimable  for  three  years  (the  limit  al- 

lowed) may  I  point  out  to  your  readers 
generally,  that  no  claim  for  the  year 
1918-19  will  be  admitted  after  5th  April, 
1922. 

Yours  faithfully, 
W.  R.  Fairbrother, 

Income  Tax  Specialists. 

G7-68   Cheapside,  London,   E.   C. 

CANADA  COMING  SOUTHWARD 

Highly  interesting  from  every  stand- 
point is  the  fact  that  a  branch  of  -he 

Toronto  Carpet  Manufacturing  Company 
to  be  known  as  the  Barrymore  Seamless 

Wiltons,  Inc.,  is  now  installing  machin- 
ery en  two  floors  in  the  mill  building 

at  Indiana  Avenue  and  "A"  Street  for 
Brussels  and  Wilton  manufacture.  The 

company  is  now  asking  a  charter  of  in- 
corporation at  Harrisburg  under  the 

guidance  of  an  imminent  lawyer,  Hon. 
John  Weaver,  former  Mayor  of  Philadel- 

phia. It  is  expected  that  the  plant  will 
be  in  operation  this   m  nth. 

Mr.  Charles  G.  Hetterly  is  mentioned 

as  the  probable  manager  of  the  Phila- 
delphia plant. 

NEW  OFFICER 
NEW  BONUS 

Announcement  Made  By  Fred 

Butterfie'd  &  Co.,  Inc. 

Fred  Butterfield  &  Co.,  Inc.,  announce 
the  election  of  Kenneth  G.  Currier  to 

the  office  of  Secretary,  filling  the  va- 
cancy caused  by  the  resignation  of 

Charles    A.    Worrall. 
Announcement  is  made  at  the  same 

time  that  the  Board  of  Directors  have 

just  declared  a  10  per  cent,  wage  com- 

pensation bonus  on  this  year's  wages, 
payable  to  all  present  employees  ex- 

cept of  Department  Managers  and 
Salesmen.  They  feel  that  the  co-oper- 

ation and  efforts  of  all  their  employees 
has  contributed  to  making  the  year  1921 
(what  from  present  indications  will  be) 
the  biggest  year  in  the  history  of  the 
house. 

On  December  1,  1921,  H.  R.  Moore  will 
succeed  S.  S.  Einstein  as  St.  Louis  rep- 
presentative  of  Fred  Butterfield  &  Com- 

pany, Inc.  Mr.  Moore  has  previously 
traveled  for  Fred  Butterfield  &  Com- 

pany. Inc  ,  through  Pennsylvania,  Ohio 
and   Indiana. 

PREDICTS  SPRING 
VOGUE  FOR  LACE 

Says  Paris  is  Much   in  Favor 
of  Laces — Will  Come Here. 

Maurice  Muser,  of  Muser  Bros.,  Mon- 
treal, importers  of  laces,  was  among 

th  se  in  the  trade  who  returned  from 

abroad  on  the  last  trip  of  the  Aquitania. 

As  the  trip  was  made  primarily  for  per- 
sonal reasons,  Mr.  Muser  did  not  make  a 

point  of  visiting  all  of  the  lace  markets, 

but  did  go  to  St.  Gall,  which  he  found 

very  quiet,  he  says. 
Stopping  over  in  Paris,  Mr.  Muser 

found  styles  very  much  in  favor  of  laces, 
he  says.  Colored  laces  were  particularly 
good,  and  these  as  well  as  black  laces 
made  many  all-lace  dresses  worn  a;  the 
opera.  In  smaller  portions,  lace  was  used 
for  sleeves,  neckwear,  capes  and  the  like, 
he  comments.  In  contrast  to  styles  herj 
this  season,  Paris  is  wearing  ver^  little 
beaded  and  pailletted  type  of  thing, 
choosing   the   laces   instead. 

Mr.  Muser  expresses  the  belief  that 
Spring  will  be  an  unusually  big  season 
for  laces  in  this  country.  We  are  always 
a  season  behind  Paris,  he  points  out, 

and  bases  his  prediction  on  this.  Many  o:' the  smart  American  and  English  women 

on  this  ship  returning  to  his  country  ap- 
peared in  lace  costumes,  he  says,  and  the 

vogue  will  probably  not  be  slow  to  be taken  up. 

SUDDEN  DEATH  OF  A.  MALLINSON 

After  fifty  years  of  faithful  service 
with  his  firm,  Messrs.  Crossley,  London, 
England,  carpet  manufacturers,  the 
death  occurred  very  suddenly  late  in  No- 

vember of  A.  Mallinson,  Canadian  iepre- 
sentative  of  this  firm.  Mr  MalTinson 
had  just  reached  the  other  side  of  the 
water  after  one  of  his  Canadian  trips 

when  he  was  taken  very  ill  with  abdom- 
inal pains  and  was  rushed  to  a  hospital 

for  operation  and  died  while  under  the 
anaesthetic.  He  leaves  a  widow  and 
three  children,  two  of  the  sons  being 
resident  in  Canada. 

Mr.  Mallinson  was  very  well  known  in 
this  country  as  a  commercial  traveler 
He  had  crossed  the  ocean  120  times  in 
the  interests  of  his  firm.  He  was  es- 

pecially well  known  in  Halifax  where 
he  stayed  thtce  or  four  times  a  year 
during  his  Canadian  trips.  He  was  66 
years  of  age.  It  is  noteworthy  that  he 
crossed  the  ocean  16  times  during  the 

war  refusing  to  be  scared  by  the  Ger- 
man submarine  warfare. 

M.  J.  Stein  has  opened  business  with 
a  stock  of  high  class  silks  at  184  St. 

Paul  Street,  St.  Catharines. 
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The  British  Government 
(Department  of  Overseas  Trade) 

Announces  that  the  eighth  annual 

British  Industries  Fair 

Will  be  held  at 

London  and  Birmingham 
From 

27th  February  to  10th  March,  1922 
All  Canadian  buyers  are  cordially 
invited  to  attend. 

A  particularly  fine  and  comprehen- 
sive range  of 

Fancy  Goods,  Toys,  Perfumery, 
Carpets  and  Linoleum 

will  be  shown  in  addition  to  many 
other  lines  of  manufactured  goods. 

Goods  can  be  examined,  values 
compared  and  contracts  concluded 
at  the  Fair  with  the  minimum  of 
trouble  and  the  greatest  saving  of 
time. 

Full  information  and  complimentary 
admission  cards  are  obtainable  from: 

H.  M.  Senior  Trade  Commissioner 

248,  St.  James  Street,  Montreal. 

H.  M.  Trade  Commissioner 

260,  Confederation  Life  Building,  Toronto. 

H.   M.   Trade   Commissioner 

610,  Electric  Railway  Chambers,  Winnipeg. 

"FOUNTAIN    BRAND" 
Pure  Irish  Linen  Thread 

Manufactured   bv 

ISLAND  SPINNING  COMPANY 
Lisbum     :     Ireland 

No Waste 

Fountain  Brand  Thread  combines  satisfaction  and 

economy  and  that  is  what  all  Manufacturers  of 
Clothing  and  Leather   Goods  have  been   looking  for. 

Sole  Agents  for  Canada : 

WALTER  WILLIAMS  &  CO.  Limited 
MONTREAL  QUEBEC  VANCOUVER  TORONTO 

08    Read    Bldg.      553  St.  Valier  St.     217  Crown  Bldg.      20  Wellington  St. 

You  can't  sell  much  ice 
in  the  winter  time 

During  this  zero  weather  even  the  thought  of 
flimsy  summer  fabrics  makes  people  shiver.  The 
demand  and  need  now  is  for  the  material  that 

actually  glows  in  comfort  and  warmth — flannelette — - 

FLANNELETTE 
Every  customer  knows  the  quality  and  durability 
of  HORROCKSES'  FLANNELETTE,  the  name  has 
been  a  household  word  for  125  years. 

Children  love  its  "cumfy"  feeling  and  "grown-ups" 
appreciate  its  warmth  for  nighties,  underwear,  etc. 
The  commencement  of  winter  is  the  opportune  time 
to  push  HORROCKSES'  FLANNELETTE— and  our 
advertising  in  leading  newspapers  and  magazines will   help   you. 

r^jOHN  E.  RITCHIE         CANADIAN  AGENT 
591   St.   Catherine  St..  West,  Montreal. 
Branches — Toronto   and  Vancouver. 

United    States   Agents — Wright    &    Graham    Co.,    110 
Franklin   St.,   New    York   City. Made  by 

Horrockses,  Crewdson  &  Co.,  Limited 
•  Cotton  Spinners  and  Manufacturers 

MANCHESTER,  ENGLAND. 
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Tickets  of  admission  can  be 

obtained  from  the  office  of 

this  paper. 

KOVAL 
AGRICULTURAL 

HALL.LCNDON 
C10THING  £rW001l£N  TRADf  S 

CLOTHING  &  WOOLLEN  TRADES 

MAR.  28-AP.  7 
DRAPERY  &  TEXTILE  TRADES 

APR.  24-MAY  5 

TO 

ORGANISERS  :- 

INTERNATIONAL    TRADE  EXHIBITIONS  L™ 
BROAD  STREET  HOUSE,  MEW  BROAD  STREETlomdon, 

CABLES!   PROMENADE  AVE. LONDON 
ESTABLISHED       1894 
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BRADFORD  OFFICE 

195/6  SWAN  ARCADE 

BRADFORD. A  B.C    5rn&6:"E°  WESTERN  UNION  (5  LETTER), 
BENTLY,     MARCONI    INTERNATIONAL- 

AMERICAN     AGENTS 

JeW.  BASTARD  (BOSTON)  C< 
184   SUMMER    ST 
BOSTON.  U.S.A. 

TELEGRAPHIC  ADDRESS'YARNS"  LEICESTER..  TELEPHONE  2470-1 

ill 
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A  Notable Creation 

SUPASAYDA 
The  Fabric  that  has  Inspired  the  Fashions 

"Supasayda"  is  a  Cotton  transformed  by  the 

genius  of  the  Bradford  Dyers'  Association  into 
a  fabric  of  surpassing  loveliness.  This  textile 
creation  has  a  firmness  of  texture,  weight  of 

body  and  permanent  silk-like  brilliancy  that 
appeals  to  the  woman  of  taste. 

The  compelling  beauty  of  this  BDA  Fabric 
gives  to  Dresses,  Blouses,  Lingerie  and  other 
articles  of  dress  an  individuality  that  makes  them 
irresistible. 

"Supasayda"  is  a  builder  of  quality  and  quan- 
tity business. 

^ 
THE 

-7/ 

Bradford  Dyers'  Association,  IP* 
MASTER  BRAitFPRD  LOi^ON 

6  OXFORD  5T ST  PETERS  5Q 
128  O  129 

OtfAPSIDE.E:C2 

(corr  RIGHT) 



24 DRY    GOODS    REVIEW 

memmtetwm 
TELEGRAMS: 
WAKEFUL 
GLASGOW 

CODE: 
A. B.C. 

5TH  EDITION 

WILSON  &  CO. 
48  ALBION  STREET 

GLASGOW 

Manufacturers 

Ecru  and  Colored  Madras  Muslins, 

Coin  Spots  and  Figured  Harness 

Book  Muslins         Robe  Muslins 

Voiles 

Anglo-Swiss  and  Broche  Muslins, 

"Wilsco"  Lawns,  "Zelette" 
LACE  CURTAINS 

LACE  NETS 
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TEXTILE  SMALLWARES 

JAMES  CARR  &  SONS,  LIMITED 
CLARENCE  MILLS 

CLARENCE  STREET.  CHESTER  ROAD 

MANCHESTER 

Manufacturers  of  all  classes  of  Webs, 

Cords  and  Bindings,  in  cotton,  wor- 

sted and  linen;  Curtain  Webs,  Edg- 
ings, Layon  Borders,  Blind  Cords, 

Carpet  Binding,  Cotton  Banding,  etc. 

Original  Patentees  of 

CARR'S  WOVEN  LADDER  TAPE. 

WHOLESALE  ONLY. 

]Ageni  for  Canada: 

Mr.  D.  F.  Moore 

[Manchester  Building,         Melinda  Street 
TORONTO 

To  be  had  from  any  of  the  Leading  Wholesale  Dry  Coods  House 

HIIITMTTYMTMTITTMTrTMMMMIMtMTFMmilMTMMTMTMTMMlS 

Robert  Morton  &  Sons 
MUSLIN     MANUFACTURERS 

34  Albion  Street,  Glasgow 

-    SPECIALTIES    - 

Buckrams  -  Sparteries  -  Marlys 

MILLINERY  MUSLINS  IN  BLACK, 

WHITE  AND  COLORS 

Also 

PALE  BOOKS,  NAINSOOKS, 

LAWNS,  INDIAN  LINENS, 

PERSIAN  LAWNS,  CHECK 

CRINOLINES,  MADRAS  AND 

HARNESS     MUSLINS,     ETC. 

Cables:  Morton,  Glasgow Code:  Marconi 
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The  Fine  Scotch  Underwear 
with  the  Fine  Scotch  Finish 

THE  dry  goods  dealer  considering the  claims  of  Pesco  should  bear  in 
mind  the  important  fact  that  by 

reason  of  its  quality,  Pesco  becomes  a 
habit  with  the  public  and  that  this  habit 
can  be  exploited  all  through  the  year. 
There  is,  in  other  words,  a  constant  sale 
for  Pesco.  Pesco  is  not  merely  for 
Summer,  or  for  Winter,  or  for  day  or  for 
night  wear.  It  is  for  all  times  and  all 
climes.  It  is  the  universal  brand.  Man, 
woman  and  child,  the  infant  and  the 
aged,  the  healthy  and  the  delicate  have, 
within  the  wide  compass  of  its  range, 
textures  and  garments  suited  to  every 
need  and  every  condition  of  life.  Thus, 
with  Pesco  in  the  fixtures,  business  is 
ready,  steady  and  profitable.  And  the 
Cash  Bell  tinkles  with  a  double  meaning. 
Every  Pesco  Sale  binds  a  client  to  a 
Store. 

Sole  Makers: 

Peter  Scott  &  Co.,  Ltd. 
Hawick     -     -     Scotland 

London  (England):  Carev  House,  Carey  Lane,  E.C.  2 

Agents    in    Canada  : 

Messrs.    C.    &     A.    G.    Clark,     35    Wellington    Street, 
West,  Toronto. 

Mr.     R.    C.     Poyser,     418     King's    Hall     Building,     St. Catherine  Street  W.,  Montreal. 

Messrs.    Hanley    &    Mackay    Co.,    Hammond    Building, 
Winnipeg. 

Showcards,    Window    Tickets    and    Literature   Supplied 
Enquiries   invited. 

The  Pesco  Range 

obtainable  in  Pure  Wool  and  Silk 

and    Wool    textures — For  Ladies  —  Combinations,  Vests. 

Spencers.  Bodices.  Drawers,  Knick- 
ers, Nigbtclresses,  Rib  "Vesta,  etc., etc. 

For  Children  —  Combinations,  Night- 
dresses. Sleeping  Suits.  Shirts, 

Trousers.   Knickers,    etc.,    etc. 
For  Infants  —  Binders,  Wraps,  Kilt- lets,  Gowns,  etc. 
For     Gentlemen   —   Shirts,     Trousers, 

Combinations,  etc.,  etc. 
Also 

Pesco  Hose  and  Half  Hose  In   Black, 
Colours  and  Mixtures,    and 

Pesco   Sports   Coats.    Jumpers,   Under- vests.   Sweater  Coats.   Scarfs  and  Caps 
in  the  latest  styles  arid  colour  effects. 

Guaranteed    Unshrinkable 
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KING'S  CELEBRATED 
SCOTCH  WINDOW  HOLLANDS 

have  been  made  for  one 

are  recognized  throughout 

most  saleable  shading.  They 

are  unshrinkable,  fast  colors 

and  widths.  To  insure  get 
ers  are  advised  to  Examine 

Also  inside  Holland  Tab  on 

that    each    bears    name    of 

hundred  and  forty  years  and 
the  world  as  the  best  and 

are  unequalled  for  quality, 

and  made  in  all  colorings 

ting  genuine  goods,  custom- 
Tickets  and  Paper  Bands. 

end  of  each  piece  and  see 

"John  King  &  Son/' 
SOLD  BY  ALL  LEADING  WINDOW  SHADE  JOBBERS 

Made   by 

JOHN  KING  &  SON 
GLASGOW,  SCOTLAND 

Established  1775 

Canadian  Representatives  :  CAMPBELL,  SMIBERT  &  CO.,  MONTREAL  and  TORONTO 

ANDERSON  &  THOMSON 
103  UNION  STREET  -  ABERDEEN 

Cables:     "Woollens  Aberdeen" 

WHOLESALE    WOOLLEN    MERCHANTS 
SPECIALIZE    IN 

SCOTCH,  ENGLISH  and  IRISH  SUITINGS  IN  CHEVIOT,  SAXONY  and  WORSTED, 

HOMESPUNS,  SERGES,  COATINGS  and  LADIES'  COSTUME  CLOTHS 
London  Office:    59  Gresham  Street,  E.  C.  2.  Established  1773. 

JOHN   WATSON 
EAGLE  DOWN  QUILT  WORKS 

MANCHESTER,  -  ENGLAND 
Manufacturers  of    REAL  DOWN  and    KAPOK    Comforters 

Embroidered  and  lace  insertion  BED  SPREADS, 
CUSHION  COVERS  and  CASEMENT  CURTAINS 

Eagle  Chamoisette  dusters  and  polishers 
CANADIAN  REPRESENTATIVES 

Messrs.  R.  H.  Ball  &  Company       Sole  proprietor  of  "LINWEAR"(Reg)  a  high  class 
716  Empire  Buildings,  cotton  cloth  with  the  wear  and  appearance  of 

64  Wellington  Street  West,    Toronto,  Ont.  LINEN 

Miss  Watson  will  again  be  visiting  Canadian  Representatives  in  the  Fall 
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WHOLESALE 
WOOLLEN  MERCHANTS 

1.  Brown 
and  white checks. 

2.  Black 
a  nd  white 
with  purple stripe. 

3.  Blue  and 

tan  mixture. 

4.  Blue  and 
tan  mixture 
with  blue stripe. 

5.  Black 

with  nar- row white stripe. 

6.  Brown and  purple 
mixture. 

Our  large  and  varied  Range  comprises :  COSTUME  CLOTHS  in  Tweeds.  DON- 
EGAL AND  HARRIS  EFFECTS,  DYED  CHEVIOTS  and  FRIEZES,  DYED 

BLANKET  CLOTHS,  VELOURS.  In  colours  and  fancy  checks.  JACKET 

CLOTHS,  MANTLE  CLOTHS,  LADIES'  SCARVES  and  TRAVELLING  RUGS. 

We  cater  entirely  for  the 
Ladies'   Trade  in 
PIECE  GOODS 

"SCOBRO"  materials  impart  to  the  wearer 
that  important  sense  of  satisfaction  and  con- 

fidence that  comes  with  the  knowledge  that 
the  material  is  always  correct,  always  smart, 
and     always     dependable —  _^ 

for    "SCOBRO"    invariably  ScOtt     BrOS.    &    Co. 
(Proprietor     -     Wm.  Scott) 

means— 'THE  BEST." 

All  orders  and  enquiries 
receive  our  most  careful 
and  immediate  attention. 

WILTON  MILLS, 
HAWICK, 

SCOTLAND 

Cables: 
Scobro  Hawick 

Codes:  Marconi 
ABC,  6th  Edition 

LONDON  WAREHOUSE:  14  WATLING  ST.,  E.C.  4 
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LION  CREST  FABRICS 
CASEMENTS 

We  keep  up  our  large  variety  in  27in.,  30in.,  and  50in. 
Casements.     Kest  value  on  the  market. 

CRETONNES 

Extensive  range  in  30in.     Domestic  and  Sateens. 

Specially  in  50in.  Reversible  and  50in.  Taffeta  Duplex. 
High  class  and  latest  styles. 

Through  Wholesale  and  Shipping  Only. 

JAUFFRED  &  GARIEL 
Manchester,  England. 
CANADIAN  REPRESENTATIVES 

George  H.  Napier,  417,  Coristine  Building,  MONTREAL 

Andrew  Wilson     -     -     -     91,  Albert  Street,  WINNIPEG 

From  the  Home  of  the  PURE  SCOTCH  TWEEDS 

WE  SPECIALIZE  IN 

Highest  Class  Pure  Scotch  Tweeds,  Worsteds,  Etc. 
FOR 

LADIES'  and  GENTS'  WEAR 
A  Hearty  Invitation  is   Extended  to  All  CANADIAN  Buyers  to  visit  Our  Mill 

PETER    ANDERSON,   Manufacturer 
BRIDCEMILL GALASHIELS SCOTLAND. 
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■the  standard  product  of  the  British 

Market—99 Steadily  maintain  that  irreproachable  quality  which 
has  made  them  famous  and  appreciated  throughout 
the  world. 

The  reputation  of  the  makers  is  a  guarantee  of  the 

worth  of  Rigg's  Sheets. 

Made  only  of  specially  selected  pure  cotton.  Contain 

no  filling  matter  whatever. 

RIGG'S  SHEETS  give  most  wear  with  the  highest 
degree  of  comfort.     They  neither  shrink  nor  roughen. 

Look  for  the  name  "Rigg's  Sheets"  en  the  selvedge.     Accept   no    substitutes. 

Rigg's  Motto:  Quality  at  a  Consistent  Price 
Canadian  Agents: 

From  Vancouver  to  Winnipeg:   E.  W.  Dean  &  Son,  32 
Seymour  Street,   Vancouver,  B.C. 

East  of  Winnipeg:   Mcintosh,  Banfield  &  McClelland, 
25  Toronto  Street,  Toronto. 

Sole   Manufacturers: 

Rigg  Brothers,  Limited 
Cotton  Spinners  and  Manufacturers 

since  1836. 

6    Mosley   St.,   Manchester,    Eng. 

Cables:  RJfeg  Brothers,   Manchester  "F7^? 

/'•vV/ir::/'«v;/«\:,/*1,VWi:/Mf/M.Y«^^ 
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TO  OUR  FRIENDS 

We  extend  Seasonable  greetings  with 
our  best  icishes  for 

A  MERRY  CHRIST  MAS 

an d 

A  HAPPY  NEW  YEAR 

THE  W.  R.  BROCK  COMPANY  (LIMITED) 

General  Wholesale  Dry  Goods, 

Woollens,  Carpets,  etc. 

TORONTO 

w  <•■■'
■ 

ml  ;.i. 
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WW 

L't.'r.'.L. 
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Good  Luck St.  Lawrence 

Playing  Cards  Sell  Readily, 

Frequently,    Profitably 
To  Remind  You 

Sports  Series 
SPORTS 
OWL 
GOLFER 
PRINCESS 
COLONIAL  BRIDGE 

Consolith   Series 
GOOD  LUCK 
ST.  LAWRENCE 
OAK  LEAF 
MAGICIENNE 
ROYAL  BRIDGE 

Patience  Cards 

— but,  to  be  sure  of  this  business,  you 
should  have  variety  of  designs  to  suit  the 

tastes  and  requirements  of  your  customers. 

We  strongly  advise  you  to  place  orders 
now  to  ensure  an  adequate  stock  for  the 

season's  trade.  Your  jobber  can  fill  your 
order  TO-DAY — why  put  off  ordering  and 
risk  costly  delay  when  cards  are  urgently 
needed? 

This  season  sales  will  be  bigger  than  ever. 

By  making  prominent  displays  you  will  sell 
many  gross  for  use  in  the  long  winter 
evenings  when  everyone  plays  cards. 

On  request,  we  will  send  you 
our  latest  show  card,  which  will 
assist  you  in  your  displays. 

(ON  SOLI  DATED 
^-^LithoSraphing  and  Manufacturing  Co  Ltd. 

Montreal.  Canada. 

  9   
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Glance  at  The  Old— Peep  at  the  New 
j 

THE  curtain  falls  on  the  year  1921.  It  is  a  time  for 
retrospection  and  introspection — a  glance  at  the  old 
and  a  peep  at  the  new.  He  who  has  not  learned  his 

valuable  lessons  during  this  year  of  extreme  difficulty  in 
merchandising  has  wasted  twelve  months  of  possible  exper- 

ience that  could  serve  as  steadying  guide  posts  for  the  future. 
The  man  who  is  a  pessimist  to-day  is  the  man  who  has  not 
applied  every  ounce  of  energy,  every  fibre  of  intellect  to  the 
business  problems  of  the  year  just  drawing  to  a  close,  and, 
therefore,  stands  on  the  brink  of  the  new  year  with  fear 
and  trembling.  In  passing  through  what  the  closest  ob- 

servers believe  to  be  the  worst  period  of  the  readjustment, 
he  has  failed  to  note  its  lessons,  he  has  missed  the  inspiring 
thrill  of  victory  that  comes  with  the  stern  battle  in  which 
seemingly  irrecoverable  ground  has  to  be  given  in  order  that 
the  banner  of  triumph  may  finally  be  raised.  Or  to  put  it 
in  another  way:  The  man  who  has  not  taken  losses  on  all 

lines  of  merchandise  that  have  shown  a  decline  during  the 
year  1921  and  has  not,  therefore,  got  them  down  to  a  replace- 

ment basis  is  the  man  who  peers  into  the  coming  year  with 
even  greater  misgivings  than  he  had  a  year  ago.  He  is  not  the 
pessimist  who  looks  upon  the  coming  year  as  a  continuation 
of  the  battle  royal,  as  a  year  of  hard  fighting,  as  a  year  of 
extremely  keen  competition.  The  past  year  has  helped  this 
man  to  gird  his  loins  with  new  equipment  for  the  fight,  and 
the  curtain  rises  on  1922  for  him  with  heart  unafraid.  His 
eye  is  clear,  his  nerve  steady,  his  step  sure.  There  will  be 
no  faltering,  no  wavering  in  the  ranks  of  his  army.  The 
battle  will  be  worthy  the  mettle  of  his  steel,  but  the  victory 
is  sure  and  certain. 

The  Decline 

In  this  issue  we  trace  rather  clearly  the  trend  of  prices 
during  1921.  It  has  been  the  downward  trend  throughout. 
He  would  be  a  venturesome  prophet,  indeed,  who  at  this 
time  would  issue  a  decree  with  regard  to  the  future  of  prices; 
but  he  would  be  an  equally  stupid  observer  who  could  not 
see  that  we  are  nearer  stabilization  than  we  were  twelve 

months  ago.  To  the  retail  merchant  that  means  a  good  deal. 
With  a  careful  buying  policy,  with  his  finger  ever  upon  the 
pulse  of  consumer  demand  he  can  look  forward  to  the  com- 

ing year  as  one  devoid  of  those  serious  losses  that  were  in- 
evitable at  the  beginning  of  1921.  Merchandising  during 

1922  is  much  nearer  the  point  where  it  is  a  simple  matter 
of  regulating  buying  policy,  overhead  expenses  and  profits 
than  it  was  twelve  months  ago;  in  very  many  cases  It  is 
now  that  problem,  and  that  only.  There  may  have  to  be 
some  paring,  some  trimming  of  the  sails  to  suit  the  wind, 

some  shaving  of  the  margin  of  profit — but  the  profit  is 
there  because  stocks  are  well  cleaned  up  all  along  the  line 
and  it  is  now  a  question  of  mere  buy  and  sell  with  dividends 

as  a  legitimate  reward  for  the  day's  work.  ' 
Manufacturers  claim  that,  with  costs  as  they  are  at 

present,  the  cost  of  production  cannot  be  lowered.  It  is  un- 
doubtedly a  fact  that  many  manufacturers  have  been  oper- 

ating at  a  loss  for  some  time  to  keep  things  going.  There 
is  likely  to  be  less  of  this  in  1922  than  there  was  in  1921, 
and  one  of  the  interesting  developments  of  the  coming  year, 
we  think,  will  be  some  readjustment  of  productive  costs. 
Whether  it  will  mean  a  lowering  of  wages  in  many  industries, 
a  return  to  the  more  general  application  of  the  price  work 

system,  or  greater  production  on  the  part  of  the  workers 
remains  to  be  seen.  It  is  safe  to  assume,  however,  that 
whatever  readjustment  there  may  be  in  productive  costs 
the  ultimate  effort  on  consumer  prices  will  likely  be  gradual 
rather  than  sharp  and  disturbing. 

The  Future 

A  peep  at  the  new  year  is  about  as  much  of  it  as  we  can 
see  and  draw  any  definite  conclusions  from.  To  begin  with, 
Canada  is  favored,  above  practically  every  other  country  in 
the  world.  The  development  of  this  country  is  still,  as  it 
were,  in  the  cradle,  and  our  prosperity  is  simply  a  matter 
of  time.  Sooner  or  later  our  broad,  untenanted  acres  will 
be  sought  by  peoples  who  have  little  or  no  place  in  the  sun, 

and  it  rests  with  the  statesmanship  of  this  country  to  see- 
that  only  willing  hands,  strong  arms  and  sound  brains  find 
the  golden  way  to  these  unclaimed  areas.  At  the  same 
time,  we  should  not  overlook  the  fact  that  we  are  of  the 
comity  of  nations  of  the  world.  We  are  susceptible  to  world 
conditions,  world  movements,  world  disasters.  It  would  be 
illogical  to  expect  this  country  to  enjoy  her  full  measure  of 
prosperity  so  long  as  the  rest  of  the  world  is  in  turmoil, 
though  it  is  not  difficult  to  see  why  we  should  be  and  are 
in  better  circumstances  than  other  countries.  With  the 
leading  statesmen  of  the  leading  world  powers  sitting  or 
planning  to  sit  at  conference  tables  to  discuss  and,  if 

possible,  to  bring  to  a  happy  conclusion  many  of  these  prob- 
lems that  undoubtedly  block  the  ordinary  progress  of  the 

world's  business,  there  is  assuredly  cause  for  hopefulness 
and  courage  that  the  in-coming  year  will  see  international 

relations  established  on  such  a  basis  that  the  world's  business 
affairs  will  be  conducted  without  further  disturbances  or 
interruptions.  When  that  time  comes,  Canada,  among  all 
the  nations,  stands  to  benefit  the  most. 
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Ramsey  Of  Edmonton  Celebrates  10th  Anniversary 
Western  Store  Has  Had  Phenomenal  Growth 

Started  When  Peace  River  Country  Was  Just  Opening  Up- 
Brought  New  Vibration  to  Western  City— Splendid  Departmental 
Equipment— Type  of  Advertising  Done— How  Employees  Are Treated 

£V'CH  a  novel  city  as  Edmonton  was ^N-°  the  eastern  visitor  ten  years 
*— 'ago.  This  was  before  the  war  of 
coarse,  the  Peace  River  country  was 
just  opening  up,  bui.ding  activities 
were  at  their  height  in  the  province  of 
Alberta,  all  kinds  of  new  enterprises  on 
the  wing,  and  everywhere  the  spirit  of 
venture,  which  the  saddening  experience 
of  the  Big  War  did  so  much  to  curb. 
And  this  being  a  great  period  for 

business  enterprise,  naturally  some  of 
the  most  flourishing  firms  of  the  city 
located  in  Edmonton  about  this  date. 
Among  them  was  the  firm  of  James 

Ramsey  Limited,  th:s  fall  ce  ebrating  its 
tenth  anniversary.  James  Ramsey's 
was  a  new  experience  for  the  capital 
city  of  Alberta,  for  it  advertised  itself 

as  a  "really-truly"  departmental  store, 
and  whi.e  The  Hudson  Bay  had  been 
with  the  city  for  a  number  of  years,  it 
was  the  stand-by — departmental  of 
course,  and  something  not  to  be  dupli- 

cated— but  just  the  same  the  new  firm 
brought  out  a  new  vibration.  It  was 

something  as  though  T.  Eaton's  had  de- 
cided upon  locating  there,  and  great 

were  the  expectations. 
The  Edmonton  public  is  wary  too, 

and  strongly  set  against  being  "taken 
in" — the  Scotch  element  probably,  so 
the  new  store  was  given  the  careful  in- 

spection of  the  expert  housewife,  and  it 
had  to  run  its  term  of  probation,  its 
trial  for  shoddy  goods,  or  impossible 
bargains,  before  it  was  taken  to  the 
heart  of  the  public.  This  really  did 
not  take  very  long  though,  for  the  ex- 

pansion began  almost  immediately,  for 
in  less  than  a  year  after  the  opening  it 

This  is  the  home  of  the  James  Ramsey,  Ltd.,  to-day,  showing  a  tremend- 
ous  growth  in   ten   years. 

Thi^  is  the  first  James  Ramsey  Limited 
store  opened  in  1911 

was  necessary  to  add  45,000  ft.  of  floor 
space,  a  warehouse  of  21,000  sq.  feet 
being   added   the   next  year. 

Head  of  the  Firm 

James  Ramsey  himself  has  been  the 

store's  greatest  foundation  stone.  A 
man  w'th  long  experience  in  the  dry 
g^ods  business  in  the  east,  one  who  was 
keenly  interested  from  the  first  in  the 
prosperity  of  the  city,  of  most  genial 
and  broad-minded  temperament,  it  did 
not  take  long  for  the  reputation  of  the 
store  to  become  one  with  his  personal 
view-point,  and  it  need  only  be  mention- 

ed that  when  in  1917  the  east  Calgary 
riding  sent  him  as  their  representative 
to  the  Alberta  Legislature  with  an  over- 

whelming majority — just  six  years  af- 
t ••!•  his  coming  to  the  city — that  lie  had 
the  confidence  of  the  public  to  a  mark- 

ed  extent. 
It  would  be  hard  indeed  to  enter  a 

more  perfectly  equipped  departmental 
store  than  the  James  Ramsey  establish- 

ment as  it  exists  today.  From  year  to 
year  space  has  been  added,  adjacent 
buildings  taken  in  till  last  year  when 

the  premises  of  the  old  "Edmonton 
Journal" — a  western  newspaper  which 
has  made  history — was  taken  in,  from 
basement  to  top  storey,  the  James 
Ramsey  establishment  is  a  credit  in  ev- 

ery particular  to  the  enterprse  of  the 
management — a  model  departmental 
store  with  service  assured,  no  matter 
what  region  ome  may  enter. 

This  much  can  be  said  too  for  all  the 
departments  of  the  store.  Everything 

from  home  fittings  to  men's,  women's 
and  children's  wear,  toys,  books,  fancy 
goods  and  accessories  is  handled  and 
everywhere  one  gets  space,  light,  and 
excellent  service.  There  is  never,  for 
instance  a  question  as  to  whether  or 
not  there  will  be  a  refund  for  the  shop- 

per if  goods  are  not  satisfactory.  The 
establishment  would  not  harbor  a  dis- 

satisfied customer  for  a  moment.  Al- 

ways, adequate  adjustment  is  impress- 
ed upon  the  employees,  therefore  the 

customer  remains  the  friend  of  the  busi- 
ness. 

Advertising 

Ramsey's  are  great  advertisers  of 

course,  and  for  th's  reason  their  fame 
has  gone  forth.  Their  mail  order  de- 

partment employs  about  sixty  of  a  staff, 
and  their  catalogues,  going  out  as  each 
season  comes  around  have  a  surprising- 

ly large  circulation  throughout  the  west. 
The  people  of  the  prairies  are  very 

clannish:  they  are  proud  of  Ramsey's 
as  a  big  western  establishment — not  a 
branch  of  the  east — and  when  there  is 

(Continued  on   Page  49) 
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Amalgamated  Conventions   Of   Retail 

Trades  Meet  In  Toronto  February  13-17 
Will  Be  Held  in  Conjunction  With  Textile  Exhibit  Covering  Many 

Lines  of  Men's  and  Women's  Wear— Canadian  Manufacturers' 
Association  and  Retail  Merchants  Working  Together— Conven- 

tions of  Sections  Arranged — Some  of  the  Features 

THE  BIGGEST  convention  in  th
e 

history  of  the  retail  trade  of  On- 
tario is  scheduled  for  the  full 

week  beginning  February  13th,  1922.  It 
is  to  be  known  as  the  Ontario  Retail 

Merchants'  Amalgamated  Convention 
and  it  promises  to  draw  to  the  city  of 
Toronto  between  fifteen  hundred  and 
two  thousand  delegates,  representing 
several  branches  of  the  retail  trade  in 
this  province.  With  this  convention  is 
to  be  associated  an  altogether  new  fea- 

ture which  will  not  only  be  interesting 
and  instructive  but  of  mutual  benefit  to 
the  retail  and  manufacturing  and 
wholesale  interests  of  the  province.  This 
new  feature  is  a  Textile  Products  Exhi- 

bition which  will  draw  manufacturers 

from  even  outside  the  provincial  bord- 
ers. 

C.  M.  A.  Interested 

The  Canadian  Manufacturers'  Associa- 
tion for  some  time  have  been  interest- 
ing themselves  in  an  exhibition  of  this 

nature  and  to  bring  it  about  have  sought 
the  co-operation  of  branches  of  the  re- 

tail trade.  To  insure  success  it  was 
necessary  to  organize  something  that 
would  make  it  a  big  event  for  the  re- 

tail trade  and  it  was  suggested  that  if 
retail  sections  could  arrange  their  con- 

ventions during  the  days  of  one  week 
it  would  assure  the  success  of  the  Exhi- 

bition while  the  Exhibition  would,  in 
turn,  be  a  distinct  drawing  card  to  the 
respective  conventions  of  these  sections. 
Before  approaching  the  retail  trade,  the 
CM. A.  had  got  in  touch  with  the  Canad- 

ian Woollen  Manufacturers'  Association, 
the  Shoe  Manufacturers'  Association  of 
Canada,  the  Canadian  Association  of 
Garment  Manufacturers,  the  Associated 
Clothing  Manufacturers  of  Toronto,  the 

Clothing  Manufacturers'  Association  of 
Montreal,  and  other  allied  industries. 
The  co-operation  of  these  manufactur- 

ing interests  seems  already  assured. 

Nature  of  Exhibition 

The  Mezzanine  floor  of  the  King  Ed- 
ward Hotel  has  been  engaged  for  the 

full  week  beginning  February  13th,  and 
between  100  and  125  booths  or  spaces 
are  to  be  allocated  to  the  different  man- 

ufacturing and  wholesale  interests  for 
the  showing  of  their  various  products. 
Many  applications  have  already  been  re- 

ceived for  these  spaces  and  once  the 
whole  proposition  gets  into  the  proper 
stride,  it  is  certain  that  the  whole  avail- 

able space  will  be  taken. 
Textiles  and  their  products  will  be 

shown.  That  promises  a  very  wide 
range  of  exhibits.  It  will  include  both 

men's  and  women's  lines.  Clothing, 
the  various  fabrics  used  in  their  manu- 

The  January  Issue  of  Dry  (Joods 
Review  will  be  the  annual  Spring 

number.  In  this  issue  the  very  lat- 
est information  with  regard  to 

Spring's  new  offerings  in  all  de- 
partments dealt  with  in  this  pub- 

lication will  be  outlined  and  illus- 
trated and  helpful  merchandising 

suggestions  will  be  given  in  var- 
ious articles.  This  issue  will  be  use- 

ful alike  to  the  buyer  and  the  sel- 
ler in  the  retail  store  and  should 

be  read  by  all  who  contribute  to 

the  success  of  the  retailer's  busi- ness. 

facture,  woollens,  furs,  hats,  shirts, 

neckwear,  accessory  lines  in  men's  and 
women's  lines,  boots  and  shoes — these 
are  among  the  many  exhibits  that 
will  provide  an  excellent  opportunity 
for  retail  merchants  from  all  over  the 

province  to  get  a  close-up  view  of  com- 
petitive lines  in  their  respective  fields. 

It  will  afford  an  opportunity  for  spring 
sorting.  Many  of  the  fall  models  in  all 

lines  of  men's  and  women's  wear  will 
be  shown  and  a  splendid  forecast  of  the 
whole  range  of  fall  merchandise  will  be 
seeen.  If  the  Exhibition  materializes 
as  those  in  charge  of  it  have  reason  to 
believe  it  will,  it  will  be  one  of  the 
best  things  ever  staged  in  the  history 
of  the  retail  trade. 

Various  Conventions 

While  the  Exhibition  is  being  staged, 
various  conventions  of  the  interested 
branches  of  the  retail  trade  will  be  in 
progress.  The  branches  of  the  trade 
which  will  have  their  conventions  dur- 

ing that  week  will  be. 
The  Dry  Goods  Merchants, 

Clothiers  and  Men's  Furnishers, 
Merchant  Tailors, 
Furriers  and  Hatters, 
Boot  and  Shoe  Merchants. 
It  has  been  arranged  that  the  Dry 

Goods  merchants  will  have  their  con- 
vention on  Monday,  February  13th.  On 

Tuesday  and  Wednesday,  the  Clothiers 
and  Furnishers  will  hold  their  conven- 

tion. On  Thursday,  the  Merchant  Tail- 
ors will  convene.  And  on  Friday,  the 

Hatters  and  Furriers  and  the  Boot  and 
Shoe    merchants. 

Attractions   and  Entertainment 

One  of  the  outstanding  attractions  of 
the  Clothiers'  Convention  will  be  the 
address  of  the  well  known  advertising 
and  efficiency  expert,  Frank  Stockdale 
of    Chicago.      The      Executive      of      the 

Clothing  Section  of  the  Ontario  R.  M. 
A.  are  now  arranging  other  features  of 

the  two-day  convention,  which  is  then- 
annual  one.  Two  banquets  have  al- 

ready been  arranged,  one  on  Wednes- 

day night  to  include  the  Clothiers'  and Men's  Furnishers'  convention;  and  the 

other  on  Friday  night  to  wind  up  the 

amalgamated  conventions  of  these 
branches  of  the  retail  trade. 

"NOTHING  OVER 

FIVE  DOLLARS" Alterations  Made  by   Patricks  of 

Hamilton  Adopting  New  Policy 

Extensive  alterations  have  recently 

been  made  to  the  store  of  Patricks  Ltd., 

Hamilton,  Ont.,  known  to  so  many  as 
Patricks  Fair  and  Square. 

The  extension  of  some  60  feet  in 

rear  of  the  old  store  that  has  served  the 

district  for  so  many  years  has  now  giv- 
en Arthur  Patrick  a  fine  store  120  feet 

in  depth  by  30  feet  wide. 
The  new  store  is  up  to  date  in  every 

way,  more  and  better  light,  more  floor 

space,  and  much  more  display  and  coun- 
ter room  not  to  mention  the  measure- 

graphs  and  drinking  fountain  and  other 

improvements  designed  to  better  the 
service.  Mention  should  be  made  of 

some  twenty  or  so  new  counters  in  size 

4  ft.  by  2  ft.  6  and  standing  2  ft.  7  high 

each  fitted  with  two  cupboards.  What- 
ever is  being  displayed  at  the  time  on 

the  counter  will  have  its  reserve  be- 
neath kept  clean  and  fresh. 

With  the  new  store  Arthur  Patrick 

has  changed  the  policy  of  the  house 

The  new  policy,  believed  to  be  original 

as  far  as  the  dry  goods  trade  is  con- cerned will  be. 

"Nothing     in  the     Store   over     five 

Dollars." 
Already  this  has  proved  to  have  at- 

tracted the  working  men  and  women  to 

whom  "Patrick"  extends  the  invitation 

to  "Meet  Me  Face  to  Face"  "Let's  Get 
Acquainted"  and  other  novelty  phrases in  his  advertising. 

It  is  believed  that  the  new  policy  will 

appeal  to  manufacturers  and  wholesale houses   in   offering   goods. 

Nothing  will  be  bought  that  cannot  be 

retailed  for  less  than  or  for  5  dollars. 

A  large  delegati  n  of  Scottish  woollen 

traders,  will  come  to  Canada  in  Janu- 

ary to  enquire  into  the  manufacturing 

and  marketing  conditions  in  the  Domin- 
ion. 
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OUR  CHRISTMAS  WISH 

That  this  Yuletide  season  may  mark  the  coming  of  bet- 
ter things  for  all.  To  our  readers  and  friends  we  wish 

advancement,  meets*  and  happiness. 
DRY  GOODS  REVIEW. 

NOT  SO  BAD 

Things  are  seldom  as  bad  as  we  think  they  are 
going  to  be.  There  were  many  retailers,  for  in- 

stance, who  held  that  many  other  retailers  would 
be  driven  to  the  wall  if  the  Luxury  Tax  were  allow- 

ed to  remain.  But  a  benificent  government  (not forgetting  that  there  would  be  an  election  some 
day),  removed  it  and  things  were  not  as  bad  as  we 
thought  they  would  be.  The  Credit  Men's  Asso- 

ciation, we  are  told,  figured  on  many  more  failures 
m  the  retail  trade  than  have  actually  happened 
during  the  past  year;  things,  again,  were  not  nearly 
so  bad  as  we  thought  they  would  be.  At  the  be- 

ginning of  the  Summer,  for  instance,  trade  was  very dull  and  retailers  grouched  because  the  outlook  for 
Summer  trade  was  poor.  But  Providence  sent  along 
some  sizzling  days  for  several  weeks  on  end  and 
the  wires  and  post  office  service  were  busy  with 
telegrams  and  letters  begging  for  Summer  goods 
of  all  descriptions.  And,  once  again,  things  were 
not  as  bad  as  they  gave  promise  of  being. 

They  seldom  are.  That  was  so  of  the  year  1921 
and  it  will  be  equally  true  of  the  year  1922. 

OUR  DECEMBER  ISSUE 

After  the  Christmas  rush  is  over  and  before  the 
•dawn  of  another  year  breaks  upon  us,  there  are  a 
few  days  during  which  one's  mind  instinctively reviews  the  events  of  the  closing  year.  We  have 
tried  to  make  the  December  issue  of  Dry  Goods 
Review  dovetail  into  those  reflective  moments  by 
reviewing  conditions  and  the  trend  of  prices  in 
many  lines  of  dry  goods  during  1921.  It  is  not 
simply  for  the  idle  purpose  of  casual  review  that  we 
have  done  this,  but  rather  with  the  view  that  it 
might  provide  new  courage  for  the  year  that  is 
about  to  open.  The  outstanding  problem  of  the 
year  has  been  to  get  down  to  a  more  normal  basis 
of  prices,  to  offer  merchandise  to  the  consumer  at 

figures  that  would  convince  him  that  the  retail  trade 
of  this  country  was  doing  all  in  its  power  to  dispose 
of  stocks  as  quickly  as  possible  in  order  that  indus- 

try might  not  be  retarded.  This  review  will  show, 
we  think,  that  prices  have  come  down  to  a  basis 
that  corresponds  with  factors  entering  into  produc- 

tive costs. 

THE  BUSINESS  PAPER  GETS  AT  THE  FACTS 

A  striking  illustration  of  the  service  the  technical 
or  trade  paper  renders  its  readers  and  of  the  dif- 

ference in  the  reliability  of  the  information  it  sup- 
plies and  that  furnished  by  the  average  daily 

newspaper  is  afforded  by  an  article  in  a  recent  is- 
sue of  the  "Railway  Age"  with  reference  to  Henry 

Ford  of  automobile  fame  and  railway  management. 
Mr.  Ford,  as  many  of  our  readers  will  have 

learned  from  the  newspapers,  recently  purchased 
the  Detroit,  Toledo  and  Ironton  Railway,  a  small 
road  which  was  practically  in  a  state  of  bankruptcy. 
In  the  same  papers  they  will  also  have  read  how 
Mr.  Ford  put  in  his  management  in  March,  and  in 
April  the  net  operating  income  had  risen  from  $78,- 
000  to  $276,000.  For  several  months  past  the  vari- 

ous newspapers,  magazines  and  labor  publications 
of  the  States  have  been  jumping  at  conclusions  and 

drawing  deductions  from  this  one  month's  figures,, 
enlarging  upon  the  fact  that,  in  spite  of  higher 
wages,  Mr.  Ford  had  succeeded  in  making  his  rail- 

way a  paying  proposition,  and  in  many  cases  it  was 
hinted  that  here  was  the  man  who  could  straighten 
out  the  railway  systems  of  the  country  and  place 
them  upon  a  stable  and  profitable  basis. 

The  "Railway  Age,"  however,  was  not  content 
to  accept  these  hastily  drawn  conclusions  as  deci- 

sive and  started  an  investigation  on  its  own  account, 
with  the  result  that  when  the  figures  for  several 

months  of  Mr.  Ford's  regime  were  examined  a  very 
different  tale  was  unfolded.  The  income  of  $276,- 
000  in  April  had  dropped  to  $187,000  in  July  and 
in  August  to  $70,000,  lower  than  it  was  when  Mr. 
Ford  took  the  road  over.  Expenses,  moreover,  had 
increased  from  52.7  per  cent,  to  59.7  per  cent,  in 
July  and  71.8  per  cent,  in  August — this  in  spite  of 
the  fact  that  gross  earnings  which  were  $713,000  in 
June  had  increased  to  $744,000  in  July  and  still 
further  to  $763,000  in  August.  Moreover,  while 
the  operating  expenses  had  thus  increased  46  per 
cent.,  those  of  the  ordinary  railways  of  the  country 
had  increased  only  one  per  cent. 

The  point  in  this  incident  which  immediately 
concerns  our  readers  and  ourselves  is  not  so  much 
the  success  or  failure  of  a  railroad  as  that  to  a 
business  paper  is  due  the  fact  of  the  truth  being 
made  known.  During  the  last  few  years  occur- 

rences of  this  nature  have  been  frequent  in  connec- 
tion with  the  series  of  trade  and  technical  publica- 

tions of  which  this  paper  is  one.  Inaccurate  and 
misleading  information  giving  rise  to  serious  com- 

plaints has  been  published  on  one  subject  or  an- 
other by  the  daily  papers.  The  public  have  been 

worked  up  to  a  pitch  of  indignation  by  some  state- 
ment which  upon  investigation  has  been  found  to 

have  no  foundation,  and  it  has  been  left  to  the 
business  paper  to  show  that  the  complaint  was 
therefore  groundless.  It  is  the  reliability  and  accu- 

racy of  all  information  published  that  differentiates 
the  business  paper  from  the  ordinary  newspaper 
and  makes  it  of  such  high  value  to  its  readers. 
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Sundry  Accessories  That  Complete  Milady's 
Toilette  In  Paris ;  Some  New  Creations 

Beads  Are  Exceedingly  Popular  on  All  Upper  Garments — Jet 
Motifs  for  Evening  Dresses — Black  and  White  to  Continue 
Through  the  Winter — Handbags  Described — Jewelry,  Bracelets 

and  Earrings 

Paris,  December,  1921. 
This  month,  I  have  to  tell  you  about 

the  sundry  accessories  that  complete  a 

lady's  toilette. 
First  of  all,  I  men'. ion  beads.  There 

is  not  one  article  of  upper  garments  that 
has  none  this  season.  Blouses,  when  any 

are  worn,  are  trimmed  with  bead  gar- 
lands, or  bead  fringes,  or  simply  beads 

here  and  there,  joined  by  means  of 

"liliane"  or  thick  silk  cord,  in  order  to 
make  designs  of  all  shapes  and  sizes. 
These  beads  are  either  round  or  tubular, 
but  what  is  most  fashionable  is:  steal 

for  day  wear,  and  jet  for  evening  pur- 
poses. 
Whenever  fur  is  used  as  a  lining  on 

tailored  costumes  (and  it  is  often,  since 
I  wrote  you  abjut  pa^ode  sleeves,  with 
fur  inside),  the  top  of  these  ooa.s  allows 

all  trimmings,  and  it  is  then  that  "clous 
d'  acier"  come  in  very  useful.  These  are 
something  like  "paille.tes"  and  may 
either  be  spread  all  over  a  garment,  like 
the  stars  in  the  sky,  or  only  come  in  as 

motifs  joined  together  by  a  thick  em- 
broidered stitching  or  these  "clous"  are 

combined  with  silk  thread  in  o  netting. 
In  many  instances,  there  are  lines  of 

"clous  d'  acier"  at  some  places:  at  the 
edge  of  the  sleeves,  round  the  bottom, 
etc.  Such  steel  beading  can  be  applied 
to  all  materials,  from  the  thin  chiffon 
to  the  heaviest  ratine  or  velourdelaine, 
and  be  effective  in  all  instances. 

Evening  Wear 

Fjr  evening  wear,  thsse  steel  motifs 
are  replaced  by  jet.  I  wrote  you  previous- 

ly that  Black  and  Whi.e  combinations 
were  greatly  favoured  for  Summer  and 
Fall.  They  still  are,  and  will  be  continued 
throughout  the  Winter.  A  good  many 
evening  dresses  are  devised  in  white 
crepe  de  chine,  or  crepe  georgette,  and 
then  adorned  with  more  or  less  big  frin- 

ges, belts,  cords,  motifs,  etc.  in  jet  beads. 
Black  velvet,  however,  hus  also  some 

jet  trimmings,  but  in  s  nailer  quantity: 
a  cocard,  a  flower,  or  a  motif  (buckle, 
for  instance)  only  at  the  waist,  edging 
a  jet  belt. 

These  trimmings  are  not  only  in  favo - 
for  dresses,  but  they  also  come  in  on 
ball  slippers,  which  are  more  or  less 
often  embroidered  with  jet  and  oftener 
still,  with  tiny  steel  beads.  These  are 
very  pretty,  for  some  dainty  designs  can 
thus  be  devised. 

Belts,  a  feature  of  the  season,  are  al- 
ways narrow.  Some  are  made  of  leather, 

with  steel  "clous;"  others  are  regular 
steel  chains  with     pretty     "marcassite" 

motifs  here  and  there.  For  coats,  a  good 
many  heavy  jet  belts  are  devised, 
especially  for  fur  coats.  I  might  men- 

tion that  it  is  not  infrequent  to  see  furs 
embroidered  with  beads,  which  does  not 
look  bad  at  all. 

Handbags 

Ano'.her  article  where  steel  is  greatly 
used  is  in  tlhe  Bags  Dept. 

One  would  have  thought  that  beaded 
bags  had  gone  out  of  fashion.  It  appears 

they  are  still  favored,  for,  in  all  the  col- 
lections I  have  seen,  a  good  many  are 

entirely  beaded,  or  have  bead  mo.ifs. 
The  shape  mostly  demanded,  besides  the 
staple  articles,  that  hardly  ever  change, 
is  the  medallion,  made  of  pieces  of  old 

brocades,  copies  of  the  Lousi  XV  draw- 
ings, such  as  are  still  seen  on  Christen- 

ing sweet  boxes.  It  seems  that  all  kinds 
of  ancient  materials  have  come  to  light 
to  make  these  pretty  bags.  The  clasps 
have  very  big  ivory  carved  subjects.  1 
have  even  seen  a  very  fanciful  bag  rep- 

resenting a  lady  of  the  19th  century, 
with  a  huge  skirt  made  of  several  frills, 
under  which  the  pouch  is  hidden;  the 
clasp  is  made  by  the  bust  and  the  head 
of  the  lady  with  a  pretty  hat  of  the  time. 

Useful  bags  are  made  of  leather:  mor- 
ccco,  seal  skin,  antelope,  in  grey,  brown, 
black,  navy  and  red,  the  latter  being 

much  in  favor.  Antelope  of  a  very  strong- 
leather,  and  very  rich.  As  a  rule,  the 
clasp  is  covered  with  leather,  but  there 
is  a  fancy  pendant  in  silver,  with  a 
keepsake:  white  elephant,  mouse,  etc. 
The  monogram  is  often  made  of  silver, 
or  worked  steel,   (called  marcassite). 

To  go  to  a  ball,  our  young  ladies  are 
now  provided  with  a  kind  of  portfolio, 
square  or  oval.  These  are  generally  made 
of  black  moire  silk,  with  marcassite 
motifs,  and  a  monogram,  also  in  steel. 
The  silk  cord  is  finished  off  with  tassels. 

They  contain  a  looking-glass,  powder 
box  and  puff,  a  rouge  stick  (I  have  seen 

some  with  a  tiny  cigaret'e  case!). 
In  some  jewelers'  shops,  one  can  also 

find  some  very  small  gold  boxes  with 
powder,  puff  and  rouge. 

In  the  fancy  Jewelry  Dep':.,  I  must 
mention  the  vogue  of  pearls  (real  or  im- 

itation). They  are  worn  in  necklaces,  of 
one  row  of  40  pearls  or  in  big  ones  of 
160  pearls  twisted  and  worn  like  chains, 
which  is  extremely  dainty  and  elegant. 
Some  lovely  pendants  are  also  similarly 
devised:  they  are  made  of  three  rows  of 
small  pearls,  worked  in  a  fancy  manner, 
and  finished  off  by  an  artistic  gold 
tassel  with  pearl  fringes. 

Pearl  bracelets,  sometimes  match  the 
pendant  described  above,  and  are  very 

pretty  on  a  young  wrist.  They  constitute 
a  nice  present  to  make  to  a  debutante. 
A  ring  may  also  be  added. 

Bracelets  and  Earrings 

Bracelets  are  still  very  fashionable: 

those  made  of  one  elephant  hair  insert- 
ed into  gold,  or  plaited  with  gold  threads 

are  much  in  demand.  So  are  those  with 
fetiches. 

There  are  also  some  bracelets  entire- 
ly made  of  sapphires,  onyx,  diamonds, 

emeralds,  inserted  in  platinum.  Others 
aro  less  showy,  but  quite  as  pret.y,  made 
of  platinum  or  gold,  with  only  a  dozen 
beads,  and  in  the  middle  a  fairly  big 
pearl  sticking  out. 

Earrings,  nowadays,  are  mostly  large 
circles  of  pearls  of  various  sizes,  or  there 
are  these  circles  of  different  sizes  in 

gold,  onyx,  ivory,  enamel,  etc.  They  are 
very  original,  but  do  not  suit  everybody. 

Gloves  and  Umbrellas 

Gloves  are  still  very  much  favored: 
the  mousqueteer  shape,  with  big  fancy 
revers,  being  the  most  asked  for;  two 
shades  of  kid  on  the  same  glove  are  usual 

now,  and  very  often  there  are  some 
stitchimgs  as  well:  steel  clous,  as  de- 

scribed above,  are  seen  here  and  there, 
and  are  quite  effective,  too. 

Umbrella  handles  are  also  the  object 

of  much  care,  and  valuable  presents  may 
be  made  with  them.  They  are  generally 
made  of  carved  ivory  or  horn,  and  .here 

are  some  very  fine  ones  made  of  Japan- 
ese engraved  ivory.  These  are  much 

sought  after. 
Fans  are  pretty  much  the  same  as  dur- 

ing the  summer;  those  that  are  the  most 

in  vogue  are  feather  ones,  which  is  quite 
normal  since  feathers  are  so  much  in 
favor. 

The  present  opera  glasses  are  made  of 

fancy  enamel,  and  almost  all  of  them 
have  handles. 

Next  month  I  shall  tell  you  about 
lingerie. 

Jeanne  Gsell 

George  Hutchings  geneal  manager 
of  the  Stanley  Mills  Company  and  B.  L. 

Reich  of  Loew's  Theatre,  gave  the  cit- 

izens of  Hamil  on,  Ont.  a  surprise  re- 
cently. At  twelve  no  n,  Doraldino,  die 

dancing  star  and  screen  celebrity  dis- 
tributed from  the  window  of  the  store, 

500  toy  balloons,  each  containing  double 

passes  for  her  performance  at  Loew's during  the  following  week. 
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Are  you  Watching  your  Sales  Cheques? 
Are  Invaluable  to  the  Careful  Merchandiser — Number  of  Sales 
Should,  at  Least,  Show  Increase  in  Proportion  to  Decrease  in  Cost 
of  Merchandise  —  Co-operation   at  a  Time  When  It  Is   Most Necessary 

DO   you  keep  track  of  the  number 
of    customers     you    serve,    every 
day.    every    week,     every      month, 

every    year? 

Complete  records  of  all  store's  ac- 
tivities are  indispensable  to  a  properly 

conducted  business.  Unless  a  man  can 

see  every  arm  of  his  business's  service 
moving,  he  does  not  know  whether  or 
not  it  is  moving:  in  harmony.  And  unless 
he  keeps  records  he  cannot  see  the  dif- 

ferent arms  of  the  store's  service  mov- 
ing at  all.  At  the  end  of  the  day,  the 

merchant  may  have  accumulated  certain 
impressions  which  lead  him  to  the  con- 

clusion that  he  has  had  a  very  busy  day. 
The  cash  box  tells  him  that  it  has  been 
a  good  day,  all  things  considered. 

"All   Things  Considered" 

But  what  are  "he  "all  things  consid- 
ered?" It  is  here  that  the  value  of  the 

records  comes  in.  Does  he  mean  when 

he  says,  "all  things  considered,"  the 
condition  of  the  weather,  the  general 
trend  of  business  in  his  particular  local- 

ity or  his  country,  or  the  fact  that 

he  has  offered  some  "specials"  and  the 
response  has  been  good?  Or  what  does 
he  mean?  The  growth  of  a  business  is 
written  in  comparisons,  not  only  in 
dollars  and  cent:-.  A  merchant  can  tell 
if  his  business  is  growing  by  examin- 

ing his  records — if  he  has  them.  If  he 
hasn't  them,  he  is  at  sea.  In  that  indef- 

inite phrase,  "all  things  considered,"  his 
records  should  come  first.  And  among 
the  most,  if  not  the  most  important 
records  today  are  those  which  tell  him 
of  the  number  of  customers  being  serv- 

ed every  day,  every  week  every  month. 

Difference  01  Opinion 

There  is  a  diffference  of  opinion 
among  business  men  as  to  what  con- 
situtes  a  better  year's  business  this 
year  as  compared  with  last  year.  Some 
think  that  a  better  business  in  1921  in 
comparison  with  1920  can  only  mean 
more  money  made  when  the  books 
close  on  the  31st  of  December.  If  that 

were  to  be  the  test  of  every  merchant's 
business,  there  are,  doubtless,  many 
who  would  have  to  confess  that  they 
had  not  done  as  good  a  business  as  a 
year  ago.  It  is  not  the  test  that  one 
large  firm  known  to  us  applies,  for  in- 

stance, when  it  says  that  it  is  well  sat- 

isfied  with  the  year's  business  though 
it  has  lost  something  that  runs  close  to 
seven  figures.  In  other  words,  this  firm 
believed  that  1920  would  not  be  a  year 
of  profits  because  heavy  losses  had  to 
be  taken  on  account  of  declining  mar- 

kets. What  they  have  regarded  as  of 
more  importance  is  the  retaining!  of 
their  clientele.  This  is  the  other  opinion 

to  which  reference  is  made.  We  know 
of  many  merchants  who  feel  that  the 

year's  busine  .s  will  have  beeen  as  good 
or  even  better  than  last  year  if  they 
can  show  that  they  have  served  the 
same  number  of  customers — or  even 
more.  That  is  the  indication  to  them 
that  their  business  has  not  gone  back 
in  the  esteem  of  their  friends;  custom- 

ers are  still  frequenting  their  store  and 

are  being  satisfied  with  the  merchan- 
dise obtained  and  the  service  given. 

Increasing   Customers 
There  are  not  a  few  stores  that  are 

both  increasing  their  number  of  cus- 
tomers and  the  actual  dollars  and  cents 

returns  from  their  business.  But  there 

is  one  thing  certain — if  a  merchant  is 
to  equal  his  business  of  last  year,  or 
any  other  year,  in  dollars  and  cents 
he  must  increase  his  number  of  custom- 

ers. Declining  prices  in  nearly  all  lines 
of  merchandise  make  this  imperative. 
To  keep  on  the  level  with  the  records 
of  1920  means  that  the  increase  in  the 
number  of  customers  must  equal  the 

decrease  in  the  selling  price  of  the  mer- 
chandise. If  merchandise,  therefore,  has 

decreased  one-third,  the  number  of  cus- 
tomers served  must  increase  one-third. 

Such  a  showing  should  make  for  a  com- 
fortable feeling  at  the  end  of  the  year, 

at  all  events.  If  the  profits  have  been 
less,  at  least  the  number  of  customers 
has  been  greater — and  the  days  of  legi- 

timate profit  will  come  again,  have 
come  again  to  many  firms  that  have 
completely  liquidated  their  stocks  and 
are  in  a  position,  financial  and  other- 

wise, to  make  purchases  at  the  right 
time  and,  by  aggressive  methods,  make 
quick  turnovers  of  stock. 

How  Keeping  Count  Helps 

Of  course,  the  only  way  to  keep  one's 
finger  on  this  important  development 
of  business  is  through  the  sales  checks 
from  day  to  day,  week  to  week  and 
month  to  month.  We  know  of  a  certain 
store  in  Hamilton,  Ontario,  which  is 
following  these  sales  checks  very  closely 

from  day  to  day.  They  figure  that  mer- 
chandise has  decreased,  on  an  average, 

of  one-third  in  comparison  with  a  year 
ago.  Therefore,  they  work  for  one-third 
more  customers,  and  they  are  getting 
them.  But  the  value  of  the  records  is 

appreciated  from  day  to  day.  The  sales 
checks  of  one  day  are  compared  with 
the  sales  checks  of  the  same  day  a  year 
ago  and  if,  in  actual  numbers,  they  drop 
behind,  they  know  that  a  little  more 

"pep"  is  necessary.  It  is  the  occasion 
for  reminding  the  sales'  staff  that  if 
the  reputation  of  the  house  is  not  to 
suffer,  salesmanship     must     be  of     the 

highest  standard.  It  is  the  occasion  for 
netting  in  touch  with  the  advertising 
manager  to  show  him  that  an  effort 
must  be  made  to  get  more  people  to 
come  to  the  store  for  their  merchandise 
or  there  will  be  a  faling  off  in  business. 
It  is  the  occasion  for  reminding  the 
merchandising  manager  that  the  most 
aggressive  methods  of  merchandising, 
consistent  with  the  retention  of  the  cus- 

tomers' respect,  must  be  sought  out  and 
put  into  operation  or  there  will  be  un- 

favorable reports  at  the  end  of  the  year. 

It  is,  finally  the  occasion  for  a  general 
get-together  push  for  more  business. 

It  is  only  by  having  a  record  of  the 
number  of  sales  checks  from  day  to 
day,  week  to  week  and  month  to  month, 
that  this  development  in  business  can 
be  watched  and  can  be  used  to  good  ac- 

count in  working  for  better  records 
from  week  to  week. 

The  Care  of 
Knitted  Goods 

Points    Brought   Out    to    Improve   Their 

Appearance 
"It  does  not  conduce  to  the  best  ap- 

pearance of  any  knitted  garment"  said 
Mr.  Cohen  of  the  Universal  Knitting  Co., 
Vancouver,  to  Dry  Goods  Review,  to 

leave  it  hanging  on  any  kind  of  a  hang- 
er. No  knitted  garment  will  keep  its 

shape  if  its  whole  weight  is  supported 

by  any  portion  of  it. 
"Knitted'  scarves,  sweatercoats,  etc., 

should  be  folded  when  not  being  shown. 
I  have  seen  racks  of  scarves,  capes  and 
sweaters  in  the  stores  of  merchandis- 

ers who  shculd  know  better. 

"If  you  hang  your  own  sweater  up  on 
a  nail,  it  pulls  itself  out  of  shape  by  its 
own  weight.  If  you  habitually  hang 
that  sweater  in  the  same  way  the  shape 
and  "hang"  will  be  almost  permanently 
distorted.  In  same  degree  the  same  is 
true  of  any  knitted  garment  suspended 
by  its  shoullders  on  a  hanger;  the  length 
will  be  increased  and  the  width  decreas- 

ed— to  some  extent. 

"Take  the  proper  care  of  garments 
while  they  are  in  stock,  and  point  out  to 
purchasers  the  advisability  of  folding 
and  laying  away  knitted  garments  when 
not  being  worn.  Thus,  if  the  garment 
is  a  good  one,  the  wearer  will  have  the 
best  satisfaction  in  its  continued  use; 
and  even  the  cheaper  garment  wilJ  at 

least  retain  whatever  "lines"  it  had 

when  it  left  the  manufacturers'  hands." "If  the  garments  are  displayed  on 
forms,  of  course,  they  will  retain  their 
shape  indefinitely  as  the  weight  in  that 

case  is  taken  at  all  points  by  the  form." 
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"  We  are  Moving  Faster  Than  Ever 
» 

Experience  of  Merchandising  Manager  in  Buffalo  Ready-to-Wear 
Store — Operating  on  Very  Small  Margin  in  Many  Departments — 
A  Changed  Window  Dressing  Policy — High  Standard  of  Sales- 

manship— More  Advertising 

1: iHIS  YEAR,  we  are  moving faster  than  we  ever  have  in  our 

history/'  * The  statement  was  made  to  Dry 
Goods  Review  by  the  merchandising 
manager  of  a  large  Buffalo  speciality 
house.  It  was  a  speciality  ready-to- 
wear  house  and  there  is  an  atmosphere 
about  the  house  that  lifts  it  out  of  that 

class  of  store  which  h  so  strictly  busi- 
ness that  salesmanship  seems  like  a 

machine,  and  the  impression  is  always 

created  in  the  customer's  mind  that 
there  is  a  deep  rooted  anxiety  to  get 
your  money  as  fast  as  possible  and  have 
you  out  of  the  way  so  that  others  may 
take  your  place.  There  is  nothing  un- 

businesslike about  the  store;  one  is 
not  lulled  into  a  take-your-time-there- 
is-no-hurry-at-all  sort  of  feeling.  It 
combines  aggression  with  that  degree 
of  conservatism  which  works  out  sat- 

isfaction to  all  concerned — not  forget- 

ting  the  sales'  staff. 
Merchandising-  in  Buffalo  at  this  par- 

ticular time  is  not  an  easy  task.  Dur- 
ing a  recent  visit  there,  Dry  Goods 

Review  found  out  that  the  Canadian 
dealer,  in  comparison  with  his  brother 
across  the  line,  has  absolutely  nothing 
to  complain  of.  Unemployment  there  is 
much  worse  than  here;  in  fact,  that  is 
true  of  the  whole  of  the  United  States. 
Talk  with  the  traveler  returning  from 
any  country  under  the  sun  and  he  will 
tell  you  that  Canada  is  better  off  to- 

day than  the  country  from  which  he 
has  just  come  Our  problems  are  not  as 
complex,  nor  are  they  of  a  nature 
which  is  as  difficult  of  solution.  Many 
of  our  problems  are  associated  with  a 
greater  population  of  the  right  sort; 
it  is  not  so  in  other  lands. 

Narrower  Profits 

With  the  competition  in  Buffalo  as 
keen  as  it  naturally  is,  with  unemploy- 

ment as  rife  as  it  is,  with  a  certain  un- 
stability  in  prices,  merchandising  suc- 

cessfully is  not  the  easiest  job  in  the 
world.  Yet  this  house  is  weathering  the 
storm  and  coming  out  on  top.  In  com- 

parison with  last  year  they  have  in- 
creased their  sales  of  units  of  merchan- 

dise by  a  very  large  margin.  At  the 
same  time  the  have  narowed  the  mar- 

gin of  their  profit.  "In  some  of  our  de- 
partments" said  the  merchandising 

manager  of  this  store,  "we  have  reduc- 
ed the  selling  price  to  a  very  small  per- 

centage, in  fact,  it  hardly  pays  to 
handle  the  merchandise.  But  we  know 

that  people  are  looking  for  popular- 
priced  merchandise  and  it  is  the  fixed 
policy  of  this  store  to  give  the  people 
what  they  are  looking  for.  For  instance, 
I  could  mention  one  article  of  merchan- 

dise that  we  buy  for  $2.25  and  sell  for 
$2.60.  We  find  out  that  there  is  a  de- 

mand for  that  article  and  we  get  it,  dis- 
play it  in  the  windows  and  sell  it  out 

quickly  before  others  have  it.  Then  we 
are  done  with  it.  Nothing,  will  induce  us 

to  buy  more  of  that  particular  merchan- 
dise, even  though  the  demand  continues 

for  sometime.  That  would  be  against 
our  policy  of  always  having  the  newest 
thing  on  the  market  first.  People  know 
that  the  newest  things  are  to  be  found 

here  first." 
Window    Disp'ay 

Window  display  is  '  one  of  the  out- 
standing features  of  the  merchandising 

of  this  store's  goods.  It  is  distinctly  a 
service  store  and  when  they  have  a  ser- 

vice for  the  people,  a  service  in  the 
nature  of  new  merchandise,  their  win- 

dows are  the  first  to  tell  the  story 
"We  dress  our  windows  here  twice  a 
day  very  frequently.  If  some  new  mer- 

chandise comes  in  it  is  often  displayed 
in  the  window  immediately.  We  get 
limited  quantities  and  before  closing 
time,  it  is  often  sold  out  and  we  dress 
the  windows  for  a  second  time  during 
the  day.  Our  window  dressing  policy  has 
also  changed  slightly  in  one  other  re- 

spect. We  are  putting  more  merchan- 
dise in  the  windows,  believing  that  the 

strictly  artistic  window  is  not  as  effec- 
tive in  selling  goods  as  it  was  a  couple 

of  years  ago.  People  are  more  bent  on 
prices  and  qualities  and  we  try  to  give 
them  a  very  good  idea  of  both  in  our 

window  displays."  This,  in  fact,  is  a 
growing  policy  in  many  cities  visited 
during  the  last  couple  of  months.  More 
merchandise  is  being  shown  and  the 

price  ticket  is  playing  a  more  promin- 
ent part  than  it  formerly  did.  One  dis- 

play man  told  Dry  Goods  Review  tha': he  always  had  in  mind  a  man  walking 
on  the  opposite  side  of  the  road  when 
he  made  his  price  ticket.  In  other  words, 
he  figured  the  price  in  sufficiently  large 
letters  that  it  could  be  read  from  across 
the  street.  The  price,  he  feels,  is  the 
most  important  factor  in  merchandising 
this  fall  and  may  continue  for  some 
time  to  come.  Nor  does  he  overlook  the 
factor  of  quality  in  his -window  display; 
he  places  the  merchandise  as  close  to 
the  window  as  it  is  posible  so  that  the 
observer  may  get  a  fairly  good  idea  of 
the  quality  and  the  color  of  the  gar- 

ment displayed.  Ai-tistic  arrangement  is 
not  being  altogether  overlooked  in  win- 

dow display  work;  but  it  is  safe  to  say 
that  it  is  playing  a  less  conspicuous 
part  in  store  merchandising  than  it  did 
a  year  or  two  ago. 

A   window   display    man   whose  repu- 
tation  reaches    acros?   the   international 

border  line  explained  to  Dry  Goods  Re- 
view that  their  window  dressing  policy 

had  changed  to  some  degree  along  these 
same  lines  for  the  reasons  that  have 
been  mentioned  and — for  one  other. 
The  artistic  display  with  elaborate 
backgrounds,  soft,  delicate  colors  costs 

a  good  deal  of  money.  This  firm  figur- 
ed out  that,  consistent  with  the  changed 

policy  on  the  part  of  the  general  public 
— that  is,  that  the  average  consumer  is 

looking  for  value  for  his  money — they 
could  alter  their  window  displays  and 

save  money — cut  down  overhead.  The 
cutting  out  of  elaborate  backgrounds 

and  expensive  draperies  has  resulted 
for  this  firm  in  the  saving  of  a  good 

many  dollars  in  the  course  of  half  a 

year  and  yet  they  do  not  feel  that  their 

window  displays  are  losing  any  of  then- value  as  salesmen. 
Salemanship 

The  type  of  salesmanship  in  the  store 
referred  to  in  this  article  is  of  a  very 

high  standard.  It  so  happened  that  an 

expert  on  salesmanship  from  New  York 
had  visited  Buffalo  the  day  before  the 

representative  from  Dry  Goods  Re- 
view was  there.  He  had  visited  the  large 

department  stores  and  some  of  the 

smaller  speciality  houses  and  had  un- 
hesitatingly reported  in  favor  of  the 

smaller  houses.  The  merchandising 

manager  in  discussing  this  phase  with 

us  pointed  out  that  the  present  was  un- 
doubtedly a  time  when  the  smaller  store 

had  the  advantage  of  the  larger  one  be- 

cause of  the  more  personal  touch  and 

the  better  type  of  salesmanship.  It  is 

not  of  the  machine  type.  The  "family" 
spirit  has  been  worked  up  in  this  store, 

and  with  splendid  results. Advertising 

It  seems  hardly  necessary  to  point 

out  that  one  of  the  reasons  for  the  suc- 

cess attending  this  store's  efforts  dur- 
ing the  strenuous  days  of  last  year  is 

that  their  advertising  has  not  been 

dropped.  On  the  other  hand,  it  is  being 

increased.  The  manager  believes  in  ad- 

vertising as  a  business-getter.  And  the 

harder  business  b  to  get,  the  more  ad- 
vertising he  does. 

The  Jchn  White  Company  cf  Woo
d- 

stock, Ont.,  had  a  "made  in  Woodstock" 

display  recently.  It  was  a  window  co
n- 

taining skirtings  made  by  the  Sterling 

Textile  Company,  Woodstock. 

A.  H.  Dewar,  managing  director  of  the 
Greenwich  Inlaid  Linoleum  Co.,  London, 

Eng.,  is  making  a  tour  of  Canada  in 
the  interests  of  his  firm. 
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Dry  Goods  Markets  At  a  Glance 
Movement  of  Christmas  Goods  in  All  Lines  of  Merchandise  Is 

Very  Satisfactoiy — Volume  as  Big  as  a  Year  Ago — Handker- 
chiefs, Beads,  Girdles,  Gloves,  Handbags  and  All  Accessory  Lines 

Keep  Manufacturers  Busy  to  Supply — Homefurnishings  Sell  Well 

Trade  is  seasonal.  There  has  been  a  rapid  move- 
ment of  Christmas  goods  from  the  shelves  of  the 

manufacturer  and  the  wholesaler  to  the  retailer. 
A  year  of  unsettled  trade  conditions,  spotted  here 
and  there  with  a  good  deal  of  unemployment,  does 
not  seem  to  have  dampened  the  ardor  of  the  seeker 
after  Christmas  presents.  Saint  Nicholas  will  have 
his  innings  whether  school  keeps  or  not.  If  the 
actual  cash  returns  to  the  gradations  of  commerce 
be  less  than  a  year  ago,  the  volume  of  merchandise 
sold  will  be  as  heavy  if  not  heavier  than  in  1920. 
There  has  been  a  good  deal  of  overtime  work 
amongst  manufacturers  during  the  last  few  weeks 
to  supply  the  retailer  with  his  Christmas  needs. 
The  retailer  is  stressing:  the  gift  season  more  than 
ever  before  and  is  getting  results  for  his  efforts. 
A  big  business  is  being  done  in  all  lines  suitable  for 
Christmas  presents.  Amongst  the  heavy  lines  of 
merchandise  there  is  some  falling  off  in  business 
as  there  usually  is  at  this  time  of  the  year. 

There  is  an  active  movement  of  all  accessory 
lines,  though  many  manufacturers  state  they  are 
selling  at  so  low  a  price  that  they  are  bringing  them 
no  profit.  For  instance,  one  handkerchief  manu- 

facturer stated  that  he  was  selling  thousands  of 
dozens  to  keep  the  good-will  of  his  customers  who 
had  been  offered  very  low  prices  by  a  wholesaler 
who  was  trying  to  unload  a  large  stock  that  had 
moved  slowly.  Lingerie  that  had  dropped  off  dur- 

ing the  last  eight  weeks  has  picked  up  again ;  many 
of  the  fine  silk  lines  are  being  called  for  for  suit- 

able Christmas  gifts.  Bead  necklaces  and  a  new 
metal  girdle  that  made  its  appearance  only  a  few 
weeks  ago  are  having  a  good  sale.  Kid  gloves  that 
have  been  somewhat  slower  than  other  lines  for 
some  while  back  are  having  a  remarkable  run  at 
the  present  time  and  bid  fair  to  come  back  into 
their  own  again.  Silk  gloves  are  still  keeping  up 
their  reputation  as  an  excellent  line  of  merchan- 

dise, particularly  at  this  time  of  the  year. 

Despite  the  fact  that  ivory  goods  are  hovering 
near  the  same  price  as  a  year  ago,  there  is  a  strong 
demand  for  them.  The  leather  goods  men  are  at 

their  wits'  end  to  fill  the  orders  that  keep  pouring 
in  from  the  retailer,  and  they,  like  manufacturers 
of  kindred  lines,  just  grit  their  teeth  and  inwardly 

say  some  things  about  the  retailer  that  would  not 
look  well  in  print  because  he  did  not  place  orders 
for  his  requirements  weeks  ago  when  their  travel- 

ers were  around.  Some  retailers  are  being  dis- 
appointed because  their  orders  simply  cannot  be 

filled.  Radium  laces,  especially  in  brown  and 
black,  are  selling  well ;  Spring  is  likely  to  see  this 
lace  still  very  popular.  There  is  a  likely  demand 
for  all  laces  and  embroideries. 

Toy  and  kindred  lines  for  the  little  folks  are,  of 
course,  selling  well.  More  dolls  are  being  sold  than 
a  year  ago ;  in  fact,  the  specialty  doll  store  is  spring- 

ing into  existence  very  rapidly.  During  the  last 
four  weeks  three  new  ones  have  been  opened  on 
Yonge  Street,  Toronto.  There  is  some  falling  off 
in  the  high-priced  mechanical  toys  as  compared 
with  a  year  ago  and  the  influence  of  the  Washing- 

ton conference  seems  to  have  made  itself  felt  even 

in  this  respect,  for  there  is  less  demand  for  the  war- 
like creations  of  a  year  ago.  Even  toys  seem  on  a 

peace  footing  this  season;  it  is  fashionable. 
The  sale  of  evening  dresses  has  not  been  quite  up 

to  expectations.  It  was  very  lively  during  the  early 
weeks  of  the  social  season  but  it  seems  to  have 
fallen  away  somewhat.  On  the  other  hand,  after- 

noon gowns  are  selling  very  well.  In  millinery  cir- 
cles, things  are  rather  quiet,  which  is  not  unusual 

for  this  time  of  the  year.  They  have  jumped  into 
the  breach  to  fill  the  demand  for  corsage  bouquets 
and  are  disposing  of  large  parts  of  their  stock  for 
this  purpose.  Travelers  who  have  been  out  with 
Spring  models  report  fairly  satisfactory  results  and 
they  look  for  a  good  season  after  the  Christmas 
rush  is  over  and  the  retailer  begins  to  plan  for  his 
Spring  business. 

Wholesale  houses  are  feeling  the  Christmas  de- 
mand in  many  of  their  departments,  especially  the 

smallwares,  where  all  lines  of  merchandise  are 
moving  rapidly.  Some  of  the  larger  departments 
are  also  doing  a  good  Christmas  business.  In  the 
home-furnishings  department,  comforters  and  pil- 

lows are  in  good  demand.  Linen  towels,  table 
linens  and  centre  pieces  are  selling  well;  some  of 
these  lines  are  entirely  sold  up  in  some  of  the 
wholesale  houses. 

On  the  whole,  the  Christmas  trade  has  been  very 
good  and  there  is  little  complaint  being  made. 

APPOINTED  CANADIAN  AGENTS 
FOR  FRENCH  COMPANY 

The  firm  of  M.  Chassagne  Limited  of 
Montreal,  have  received  word  of  their 
appointment  as  so^e  agents  for  J.  Hayem 
&  Company  of  Paris,  the  well  known 
manufacturer  of  exclusive  lines  for  both 

men's  and  women's  wear.  This  famous 
firm  which  owns  eight  large  factories 

in  France  employing  over  3,000  employ- 
ees, is  now  in  a  position  to  consider  de- 

veloping overseas  trade  with  Canada  and 
has  sent  out  an  exhibit  of  more  than 
usual       interest,       demonstrating       the 

wide  range  of  products  which  they  carry. 
This  exhibit  occupied  considerable  space 
on  the  ground  floor  of  the  Exposition 
of  French  Products  now  being  shown  in 
Montreal,  and  includes  lingerie,  dresses, 
blouses,  negli<re2s,  vestees,  etc.,  for 
women,  as  well  as  shirts,  pyjamas,  neck- 

wear, suspenders,  etc.,  for  men.  The  dis- 

play is  remarkable  "or  the  superlative 
quality  and  originality  of  the  designs 
and  fabrics  while  the  fineness  of  the 

workmanship  is  a  revelation  to  even  ex- 

perts in  women's  wear  and  men's  fur- nishings. 

A  demonstration  of  an  improved  flax 

scutching  maclr'ne  was  shown  by  Vick- 
ers,  Ltd.,  England,  to  Toronto  mach- 

inists la'ely.  The  plan  is  to  demonstrate 
it  in  different  parts  of  Canada,  and  if  the 
market  situation  warrants  it,  these 
machines  will  be  manufactured  here. 

A  cotton  mill  that  will  employ  200 

people  mav  be  established  in  Welland 
shortly.  The  product  of  the  proposed 

company  will  be  cotton  yarn  and  other 
cotton  products. 



Dm  Goods  Review MEN'S     WEAR     SECTION 
41 

Started  with  Small  Store  and  Wagon 
Thirty  Years  Ago  the  Kaplan-Stein  Business  Began  in  Yarmouth, 

N.S. — Planning  the  Window  Displays — Growth  of  the  Business — 
Monthly  Organ — Original  Window  Displays 

uf^y  OULD  you  take  the  time  to  tel\ 
I  me  something  about  your  busi- 
^-^   ness?" 
The  writer  asked  the  above  question 

of  one  of  the  proprietors,  while  on  a 
visit  to  Yarmouth  recently.  He  was 
directed  to  the  workshop  on  the  top 

floor,  with  the  remark:.  "You'll  find 
Kelty  up  there.  He's  the  man  who  can 
give  you  whatever  information  you  de- 

sire." Accordingly,    I      climbed      the      three 
flights  to  the  top  floor,     intending     to 
make  a  brief  stay.   I  remained  all  day. 
Why?  Well,  just  because  of  the  unusual 
interest    that    radiated    all    around    me. 

"Workshop"  was  right.  It  was  the  most 
interesting   workshop    I      ever      visited. 
Once  I  hac'  the  good  fortune  to  go  be- 

hind the  scenes   of  a     big     New     York 
theatre   during:   the  preparations   for   an 

elaborate    show.      The    "workshop"    r-e- 
minded    me    again    of    this — only    on    a 
smaller    scale.    In    explanation    I    must 

say    that    Mr.    Keltv,    the    "advertising 
man"  of  Kaplan-S.ein's  was  once  upon 
a  time  a  theatrical  man.  That  accounted 
for   it.   First     there     was    a      platform 
along  one  side  of  -the  shop,  exactly  the 
size  of  the  display  windows  where  every 
display      is      set      up        before        it    is 
put        in        the        window.       Back        of 
this  is   a   regulation — to   use   a   theatri- 

cal term — "paint  frame,"     upon     which 
the   various   backings    are    painted.    An- 

other section  is  devoted  to  the  carpent- 
er shop  and  here  is    the   complete   out- 
fit to   turn   out   good   work.    But,   most 

interesting  of  all  is  the  row  of  miniature 
models  ut>on  the  shelves,  of  the  various 
window  displays  that  have  attracted  so 

much   attention.      "Explain    it,"    I    said. 
surprised  at  finding  such  an  equipment 
in  such  a  small  town. 

"The  bosses  are  different  that's  all. 
They  believe  in  me  and  I  guess  I'm 
different.  They  engage  me  for  ideas  and 

they  let  me  alone  once  a  plan  is  accept- 
ed. Did  you  ever  read  any  of  Elbert 

Hubbard's  ad  stuff?"  he  questioned. 
"Well,  I'm  a  believer  in  Hubbard's 
ideas  and  one  quotation  has  always  re- 

mained with  me.  Write  it  down — it's 
a  good  one  to  hold  on  to."  So  savins:, 
I  wrote  as  he  dictated; — "The  Bromidic- 
al  Bosco  reasons  that  to  advertise  Lard, 
he  must  talk  Lard,  eat  Lard,  sleep  Lard, 
and  swim  in  Lard.  That  Lard  must 
be  smeared  all  over  his  copy,  his  whole 
advertising  stunt  must  smell  of  Lard. 
'Tis  a  very  great  error-  For,  be  it 
known,  that  the  chap  who  makes  a  suc- 

cess of  it  is  the  one  who  wraps  his 
Lard  in  Paraffine  Paner.  and  slips  it 

into  the  centre  of  a  bunch  of  violets." 
"That's  what  we  do  here.  Some- 

thing different  from  the  ordinary — 

something    to    make    people    talk." 

"Tell  me  something  about  the  begin- 
nings?" I  asked. 

Started  Thirty   Years  Ago 

"Let's  see.  About  thirty  years  ago," 
he  said,  "I.  H.  Kaplan,  senior  member 
of  the  firm,  then  of  Omaha,  Nebraska, 
took  it  into  his  head  that  if  he  came  to 
the  Maritime  Provinces,  he  could  build 
up  a  business  that  would  take  care  of 
his  old  age.  He  arrived  in  Yarmouth 

with  his  son  'Abe'  and  started  the 
ready-made  clothing  business  in  a  small 
way.  You  see,  his  vision  of  thirty 
years  ago  is  verified,  for  to-day,  the 
Kap'an-Stein  establishment  is  one  of 
the  finest  in  the  Maritime  Provinces. 
In  the  early  days,  I.  H.  attended  to  the 
sales  in  a  small  store  on  the  main 

street,  while  'Abe'  worked  the  sur- 
rounding country  with  a  wagon,  found- 

ing, among  the  people  of  the  South 
shore,  a  reputation  that  is  the  ground 
rock   of   the    concern   to-day. 

Three  Stores  In  One 

"On  sound  principles,  the  business 
grew  and  in  a  few  years  the  building 
alongside  was  acquired,  and  an  archway 
cut  through  and  the  two  stores  com- 

bined. Then  a  clerk  was  employed. 
Abe  still  followed  the  road. 

"R.  G.  Dun  Co.,  states  that  the  "aver- 
age life  of  a  successful  general  store 

is  twenty  years, — then  it  fails."  If  a 
store  wasn't  successful,  it  wouldn't  live, 
but  by  the  time  twenty  years  had  elaps- 

ed in  the  Kaplan  business,  a  third  store 
was  acquired,  the  three  thrown  into  one, 
and  the  advertising  slogan  of  the  con- 

cern was  'three  stores  in  one.' 
"The  advantages  of  healthy  advertis- 

ing were  realized,  and  they  soon  had  the 
name  of  being  the  biggest  advertisers 

in  Yarmouth.  Next,  Mr.  Kaplan's  son- 
in-law  joined  the  firm,  adding  a  new 
visor  to  the  establishment,  assuming 
the  financial  and  buying  end  of  the 
business. 

"Next — the  J.  D.  Dennis  building,  one 
of  the  finest  in  Yarmouth,  was  acquired, 
Mr.  Dennis  retiring  from  the  dry  goods 
business.  The  building  was  entirely 
remodelled  and  fitted  up  for  as  fine  a 
ready-to-wear  store  as  there  was  in  th" 
Province.  Then,  I  joined  them  though  I 
knew  nothing  of  the  clothing  business. 
I  have  been  with  them  two  years,  now, 

so   I   guess  they're   satisfied." 
Monthly   Organ 

Kaplan-Stein  issue  a  monthlv  house 
organ  in  the  form  of  an  eierht  paee 

nfwsnaper,  entitled  the  "K-S  Gadabout." 
the  circulation  of  which  is  about  3,600, 

each  i-sue  being  on  the  first  of  the 
month-  About  a  third  of  the  paper  is 
used  for  advertising   purposes,  the  bal- 

ance being  interesting  reading  matter, 

or,  as  Mr.  Kelty  puts  it,  "the  paraffine 
paper  in  which  the  Lard  is  done  up." 
The  result  of  this  paper  is  that  out-of- 
town  patrons,  and  they  do  a  large  mail 
order  business,  are  kept  constantly  in 
touch  with  the  store,  its  various  depart- 

ments, and  its  special  offerings.  Asked 
how  he  kept  his  mailing  list  up-to-date, 
he  replied,  that  he  kept  constant  watch 
on  all  local  newspapers,  noted  every- 

body's movements,  jotted  it  down  for reference,  and  kept  a  card  filing  system 
for  such  information  as  was  desired. 

Window    Displays 

But  it  is  the  window  displays  that  are 
ingenious.  They  are  unlike  any  other, 
in   that   they   are    theatrical.     They   are 
not  show  cases — they  are  attractions   
they  make  people  talk  about  the  store 
He  believes  that  one  can  walk 

down  any  business  street  and  see 
clothes  displayed— mostly  the  same  pat- 

tern and  forms,  but  when  you  make  peo- 
ple stop  and  take  notice — that's  what 

the  window  is  for.  Back  of  it  all,  his 
concern  believe  in  him  and  he  believes in  them. 

The  store  itself  occupies  three 
floors,  90  x  55,  the  main  floor  being 
devoted  to  the  Men's  department  ex- 

clusively; the  second,  floor  to  the  Ladies' 
Ready-to-wear.  The  Bargain  Base- 

ment is  all  that  it's  name  implies  and 
more,  for  here,  the  unseasonable  artic- 

les, broken  sizes  and  odd  lots,  are  put  to 
clear  out.  The  third  floor  is  occupied 
by  the  workshop  and  store  rooms. 

About  thirty  ti'avelers,  representing manufacturers  of  cloaks,  sui^s  and  other 
garments,  whcse  plants  in  New  York  are 
now  tied  up  as  a  result  of  the  general 
strike  of  60,000  workers,  have  returned 
to  Winnipeg  charing  the  last  few  days 
from  various  par's  of  the  West.  They 
state  it  will  be  impossible  for  them  to 
do  business  until  after  Jan.  1. 

The  dry  goods  store  formerly  con- 
ducted by  J.  F.  Leblanc  &  Co.,  King 

Street  west,  Sherbrooke,  is  now  under 
the  management  of  J.  C.  Ouelet  &  Frere. 

Henry  Neuben  has  recently  become 
associated  with  the  Vogue  Silk  Co.  and 

'S.  M.  Goldstein  &  Co.  of  New  York  City. 
He  was  formerly  sales  manager  of  the 
Poidebard  Silk  Products  Corp. 

A.  B.  Cramer,  ladies'  wear  merchant 
of  Lachine,  Quebec,  is  giving  up  his  re- 

tail business  to  go  into  wholesale  manu- 
facturing of  garments. 
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Novelties  From  Montreal  Men's  Wear  Shops 
Sketch  1  shows  the  newest  development  in  Norwegian  skis,  made  of  hickory  %vood,  unbreakable,  about  10  inches  longer 
than  the  ordinary  style  and  used  by  all  the  champions  of  world  contests.  These  are  a  leader  in  all  sporting  goods  sections 
now  and  are  being  played  up  with  unusual  hosiery,  boots,  scarves,  etc.  Shown  by  Spalding  Brothers  of  Montreal.  Sketch  2 
represents   a   silk   dressing   gown   designed   for   travelers    complete  with  cap   to  match  and  carried  in  a  silk  envelope.   The 

gown  is  made  of  English  Foulard  and  comes  in 
different  color  combinations  such  as  old  blue  or 
mauve.  The  cap  is  a  new  feature  and  is  much  ap- 

preciated by  discriminating  men.  Shown  by  Glen 
Case  of  St.  Catherine  Street  West.  The  third  sketch 
shoivs  some  very  new  cashmere  socks  imported  front 
England  by  Arthur  Moquin  of  St.  Catherine  St.  The 
feature  of  these  socks  is  the  dotted  line  effect  which 
gives  a  smart  mottled  effect  to  the  front  part.  The 
color  combinations  achieved  are  arresting,  such  as 
brown  with  blue  or  white,  blue  with  purple,  red 
with  blue,  etc.  Sketch  U  features  the  latest  develop- 

ment in  masculine  accessories,  namely  a  sterling 

silver  case  for  one's  cigarette  holder  to  be  worn  on 
the  watch.  The  case  is  of  English  make  and  is  fitted 
with  an  amber  arm  gold  holder.  The  opening  cap 
is  held  in  place  by  a  pivoted  hinge  which  protects 
the  holder  from  injury  in  the  pocket.  Shown  by 
Henry  Birks  and  Company. 

No.  2. 
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Since  Variety  is  the  Spice  of  Life  Give  'em 
Variety  in  Forthcoming  January  Clearance  Sale 

The  Month  of  Sales  Makes  the  Retailer  Think  About  New  Meth- 
ods— Some  Sales  That  Have  Been  Tried  Out  and  Worked  Suc- 

cessfully— Avoiding  the  Injudicious  Sale  as  Harmful  to  Business 

WHAT  can  I  do  to  keep  business 
stimulated  right  after  Christ- 

mas?" asked  a  Montreal  retailer 
the  other  day.  "Business  has  not  been 
as  lively  as  usual  this  month  and  I  am 
running  a  20%  discount  sale  right  now 
instead  of  waiting  until  January  or 
February.  Everybody  seems  to  be  hold- 

ing a  sale  of  some  sort  and  it  looks  as 
though  there  would  have  to  foe  some- 

thing pretty  unusual  to  attract  business 

after  the  New  Year." 
This  man  expressed  the  opinion  of 

many  retailers  in  these  words.  In  Mon- 
treal the  month  of  November  has  been 

signalized  by  the  holding  of  innumer- 
able discount  sales  ranging  from  20  to 

50%  off  the  regular  selling  price  of 
clothing  and  furnishings,  so  much  so 
that  a  man  was  overheard  to  remark  on 

a  street  car  that  "there  must  be  a  rea- 
son for  all  the  cut-price  signs."  All  the 

stores  seem  to  be  joined  together  in  a 
truce  against  high  prices  and  from  the 
huge  posters  which  flaunt  across  their 
window  fronts,  down  to  the  double- 

faced  "sandwiches"  propelled  by  man 
power  about  the  snowy  streets,  every- 

thing bespeaks  the  festival  of  bargains 
arranged  to  unloosen  reluctant  purse 
strings. 

A  staff  member  of  Dry  Goods  Review 
was  informed  that  business  has 
been  unusually  quiet  during  the  past 
four  weeks  and  retailers  in  general 
found  it  necessary  to  resort  to  the 
clearance  sale  earlier  than  usual.  Even 
the  department  stores  have  announced 
a  cut  of  20%  in  certain  lines,  and  now 
the  exception  to<  the  general  rale  is 
practically  nil. 

There  are  however,  here  and  there, 
stores  which  refuse  to  foe  tempted  out 
of  their  acustomed  routine  with  regard 
to  the  holding  of  clearance  sales.  They 

argue  that  two  sales  a  year  are  neces- 
sary for  the  purpose  of  clearing  up 

stock,  of  brightening  trade  and  of  keep- 
ing the  store  in  the  public  eye  as  prom- 

inently as  possible,  and  January  and 
July  are  the  appointed  times  for  the 
holding  of  such  events.  These  stores 
usually  make  little  fuss  over  the  sales 
in  question  but  merely  allow  the  reg- 

ular discount  off  prices  in  their  adver- 
tising, while  at  the  same  time  they  are 

inclined  to  fill  up  their  windows  with  in- 
artisitic  piles  of  merchandise  announc- 

ed by  means  of  glaring  signs  which 
often  cover  the  hack  of  the  window  or 

-the  front  of  the  store. 
Although  no  one  will  assert  that  this 

method  is  not  useful  to  a  certain  extent, 
yet  it  has  been  overdone  in  many 
places    and   has    come    to   be    associated 

with  "going  out  of  business"  sales  and 
"bankrupt  stock"  events.  Such  methods 
of  publicity  are  inevitably  associated 

in  the  average  man's  mind  with  a  fall- 
ing off  in  business  and  a  resort  to  ex- 

aggerated statements. 
Appeal   to   Emotional   Feelings 

It  is  quite  true  that  some  catchy  idea 
shuuld  foe  back  of  the  sale  in  order  to 
lend  it  the  necessary  spice  but  those  re- 

tailers who  have  made  really  note- 
worthy successes  of  their  sales  during 

the  past  few  months  attribute  the  rea- 
son for  the  rejults  obtained  to  the  fact 

that  they  have  appealed  to  the  emotion- 
al side  of  human  nature  and  have  ignor- 
ed the  time-worn  discount  expressed  in 

terms  of  percentage.  "People  never 
think  of  discounts  in  terms  of  percent- 

age," explained  one  leading  Montreal 
clothier  to  Dry  Goods  Review-  "They 
must  be  told  particulars,  and  informed 
of  a  good  reason  for  holding  a  certain 
sale,  and  the  more  definite  the  partic- 

ulars and  the  stronger  the  appeal  to 
their  emotions,  the  more  effective  will 
be  the  advertising  of  that  particular 

event." 
This  man  stated  that  he  had  discon- 

tinued the  holding  of  sales  under  the 

title  of  "20%  discount  off"  and  prefer- 
red to  utilize  a  striking  adjective  which 

would  not  only  explain  the  "  raison-d' 
etre"  of  the  event  but  arouse  curiosity 
and  interest  in  the  widest  possible 
number  of  people.  A  few  suggestions 
for  such  sales  were  offered  which  would 

obviate  the  employment  of  the  percent- 
age discount  while  conveying  an  idea  of 

generous  reductions  for  the  purpose  of 
reducing  stock  at  the  usual  season. 

Some  Successful   Sales 

1.  A  "Confession"  sale  as  held  re- 
cently by  the  firm  of  Blumenthal  Sons 

of  Montreal,  provided  an  unusual  stimu- 
lus to  curiosity  as  to  what  the  firm 

had  to  "confess."  The  said  "confession" 
needless  to  say,  referred  to  the  fact 
that  the  firm  wanted  to  unload  certain 
lines  of  merchandise,  since  prices  had 
come  down  and  could  be  replaced  more 
cheaply  still.  This  sale  was  an  extraor- 

dinary success,  as  was  also  their  unique 
idea  desribed  in  the  November  issue  of 
Dry  Goods  Review  of  refunding  $5.  for 
every  old  overcoat  brought  into  the 
store  to  be  given  to  needy  men  among 
the  unemployed.  The  latter  idea  has 
been  since  adopted  and  carried  out  with 
equal  success  by  leading  clothiers  in 
Winnipeg,  London,  Hamilton,  Ont.,  and 
in  Connecticut,  U.  S.  A.  In  this  case  the 
emotional  appeal  was  especially  strong 
and   more   than  compensated   in   results 

fur  the  absence  of  definite  percentage 
discounts. 
2  A  "Lonely"  sale,  as  held  by  the 

R.  J.  Tooke  stores  of  Montreal  to  dis- 
pose of  single  garments  remaining 

after  the  close  of  a  season.  These 
'"lonely"  articles  when  properly  describ- 

ed and  advertised  promptly  found 
owners,  although  a  set  discount  wa;  not 
definitely  fixed  throughout  the  store. 

3.  An  "only  3  to  a  customer"  sale 
proved  a  great  success  last  year  on  the 
principle  that  a  grocer  follows  when  he 
advertised  tomatoes  at  14  cents  a  can 
and  limits  purchases  to  three  cans.  The 
idea  of  limited  quantities  stimulates  in- 

terest to  a  great  extent,  and  will  at- 
tract more  than  mere  mention  of  a  re- 
duced price. 

4-  A  "cash  refund"  sale  was  also 
tried  out  by  another  store  last  January 
when  business  had  slumped  lower  than 
usual.  This  idea  consisted  in  refund- 

ing the  full  amount  of  the  purchase 
made  by  every  20th  customer  to  the 
store  in  question  upon  a  certain  day, 

which  happened  to  be  the  store's  20th 
anniversary.  The  customer  in  each  case, 
of  course,  was  in  ignorance  of  the  fact 
that  he  was  the  twentieth  and  was 
usually  delighted  beyond  words  at  his 

good  fortune. 
5.  A  "Quick-Action  No-Profit"  sale 

is  another  feature  of  the  present  month 

as  conducted  by  the  Allen  Men's  Wear 
Store  of  Craig  and  Bleury  Streets.  The 
sale  is  held  to  raise  money  quickly  and 
emphasizes  the  fact  that  no  profits  are 
asked  for — only  ready  cash.  The  sale 
prices  are  substantially  lower  than  reg- 

ular figures,  but  no  percentage  is  used. 

6.  Across  the  street  in  "The  Hub" 
another  prominent  clothing  establish- 

ment, the  idea  of  the  federal  elections 
plays  a  leading  part  in  their  November 
sale,  since  all  the  advertisements  an- 

nouncing the  event  accent  the  note  of 

"Voting  for  Good  Clothes."  Their  sale 
is  announced  as  "The  strongest  Clear- 

ance of  Good  Clothes  in  the  Entire 

City." 

7.  The  "Annniversary"  sale,  in 
which  the  prices  reflect  the  number  of 
years  in  which  the  store  has  been  in 
business.  A  tenth  anniversary  therefore 
features  prices  which  include  the  figure 
"10"  prominently,  and  groups  of  mer- 

chandise are  featured  which  offer 

wonderful  values  for  a  "ten  spot." Some  general  reflections  on  the 
causes  and  reasons  why  sales  are  neces- 

sary will  often  convince  the  retailer  of 
the  unwisdom  of  holding  a  sale  out  of 
season  or  merely  to  cause  a  flurry  of 
excitement  in  dull  times. 
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A   Merry  Christmas 
and  a 

Happy,  Prosperous 
New  Year 

Malines 

DYNAMO  BRAND 

For  Millinery 
For  Scarves 

(^G>&<5XX5X?7X5X?y<5>Q^^^ 

GREETINGS: 

Wishing  you  a  Merry  Christmas 

A  Happy  New  Year  too 
Good  store  of  cheer 

Throughout    the    Year 

Good  luck  in  all  you  do. 

DYNAMO — Maline  is  finished  by  an  electri- 
cal process  (hence  name  DY-  | 
NAMO).  | 

DYNAMO — Maline  never  becomes  "sticky," 
as  is  the  case  of   ordinary  | 
and  chemically  finis!  el  Mal- 

ines. | 
DYNAMO — Maline  is  guaranteed  rain- 

proof, moisture-proof ,  pers- 
piration-proof and  sun- 

proof, it  will  not  fade. 
DYNAMO — Maline  has  the  best  color  as- 

sortment, a  high  lustre  and 
is  the  best  looking  Maline 
made.  | 

DYNAMO — Ma'ine  is  the  Maline  of  qual- 
ity and  as  such  is  known  the  | 

world  over. 

We  tell  to   the    Wholesalers  only 

CHAS.  MOUTERDE 
United  Maker 9 

£0  Wellington  St.  West,  TORONTO  Tel.  Adel.  4184 

liiiiiiiiimiiiiiiiiiiiiiiiiiiMiMMiiii   ii   tn  11  ill  1 11 1 1 1 1  ■  i  1 1   iimiiimiiiiii   Illlllf  III   Illllll   tiniiiiiiiimiiiiiiiiiiiiiiiir? 

SILKS 
We    have    on    sale   now    in   stock    in 
Toronto: 
Canton  Crepe 

Grenadine  and  Liberty  Satin 

Crepe  de  Chine 
Crepes,  Georgettes 
Chiffons 
Ninons 
Brocades 

Albert  Godde,  Bedin  &  Cie 
EMPIRE  BUILDING 

64  Wellington  Street,  West       i, 
Toronto 

Telephone  :  Adelaide'3062. E.    DESNOUX,   Rep. 
Western  Canada  Agent  : 

EDWIN  J.  KIRBRIGHT 

205  Bower  Bldg.  -  Vancouver,  B.C. 
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SLEEP  fails  to' be  quite  as  refreshing  as it  might  be,  if  the  bed  lacks  long,  wide 

smooth    and    snowy    coverings.     Crisp, 

fresh-looking  sheets  and  pillow  cases  should 

be  the  right  of  tired  bodies  and  tired  nerves. 

Long,  smooth  threads,  fine-spun  or  heavy, 
closely  and  evenly  woven  by  Canadians  in 

Canadian'mills,  go  to  make"  Prue"  sheetings 
and  pillow  cottons  the  most  serviceable,  the 

most  'comfortable  and  the  least  expensive. 

Show  your  customers  the  mark,  of  quality'on  the end  of  the  piece. 

DOMINION    TEXTILE    COMPANY 

LIMITED 
MONTREAL  TORONTO  WINNIPEG 

46 



46 1)  R  ESS    FA  15  H  1  C  s Dry  Goods  Review 

Fabric  Prices  During  the  Year 
Trend  in  Many  Lines  Has  Been  Distinctly  Downward— Has  Been 
a  Good  Year  for  Dealers — Tables  Given  Showing  the  Declines  in 
Several  Staple  Fabrics — Canadian  Woolens  Get  Footing  in  the 

United  States 

GENERALLY  speaking,  the  trend  of  wholesale  prices  in 
fabrics  during  the  year  that  is  just  drawing  tj  a  close 
has  been  downward.  This  readjustment  has  been  caused 

more,  perhaps,  on  account  of  the  inexorable  law  of  supply  and 

demand  rather  than  a  marked  lowering  of  the  cost  of  produc- 
tion. It  is  unquestionable  that  many  things  are  being  manu- 

factured today  at  a  loss  or  were  until  a  short  time  ago.  But 

this  day  is  passing,  is  now  almost  past;  and  further  reduc- 
tions in  costs,  if  any,  will  depend  to  a  considerable  degree  on 

readjustments  of  productive  costs.  In  the  fabric  market,  the 
fact  that  there  is  a  good  deal  of  stabilization  all  round  will 
stimulate  confidence  in  the  hearts  of  manufacturers  and  deal- 

ers alike. 

The  last  twelve  months  have  been  satisfactory  ones  for 
dealers  in  fabrics,  despite  adverse  conditions.  It  was  a  real 

dress  goods  year.  The  reaction  which  followed  the  war  de- 
mand for  ready-made  clothing  was  very  strong.  So  many 

women  were  thrown  out  of  their  extravagant  emergency 

positions  that  economy  was  imperative  in  the  matter  of 
clothing.  Besides,  leisure,  which  plays  a  prominent  part  in 
the  question  of  having  clothes  made  at  home,  allowed  them 
free  scope. 

It  is  sometimes  hard  for  dry  goods'  dealers  to  compare 
prices  of  different  seasons  because  the  question  of  vogue  en- 

ters so  largely  into  the  matter.  In  obtaining  a  resume  of  fab- 
ric prices,  Dry  Goods  Review  has  confined  itself  to  more  or 

less  staple  fabrics  in  order  to  give  its  readers  a  report  which 
is  based  on  general  market  conditions  rather  than  on  transient 
ones.  The  comparative  prices  given  here  are  except  where 
otherwise  mentioned  those  which  held  in  the  months  of  Nov- 

ember and  December  of  1920  and  in  the  same  months  of  this 

year.  They  are  the  prices  at  which  travelers  were  offering 
their  goods  for  delivery  in  the  spring  of  1921  as  compared 
with  the  spring  of  1922. 

Wholesale  houses  in  giving  these  comparative  prices,  say 

that  readers  should  bear  in  mind  the  big  difference  'between 
quoted  prices  and  delivery  prices.  Most  of  them  gave  their 
customers  the  same  consideration  as  manufacturers  gave  them. 
Where  retailers  paid  more  or  less  for  the  merchandise  they 
bought  last  spring,  they  should  allow  for  this  difference  by 
recalling  the  actual  time  at  which  these  were  laid  down  in 
their  stores. 

Silks 

The  following  list  gives  the  comparative  prices  of  lines 
which  are  generally  known  by  the  trade  to  be  staples.  As 
nearly  as  possible,  the  same  grade  is  shown  in  each  list. 

For  Spring  1921  For  Spring  1922 
Black   Taffeta                2.35  1.60 
Black    Paillette    .     ...              1.85  1.20 
Paillette    (colored)    . .              2.15  1.25 
Duchesse 

Satin    (colored)    .              3.00  1.90 
Charmeuse    (colored)                4.50  2.45 
Crepe  de  chine 

(black  and  colored)"    .              4.25  3.25 
Georgette               1.35  1.35 

(Georgettes  were  offered    as  low    as     $1.10     before 
wholesalers  had  finally  disposed  of  their  spring  stocks 
for  1921.     They  had  become  a  drug  on  the  market  at 
that  time.) 

For  Spring  1921  For  Spring  1922 
Jap  silk    .75  .75 

(In  June  of  this  year  the  last  mentioned  fell  as  low 
as  65c  but  went  up  again  with  the  rising  tendency  of 
all  Japanese  goods.) 

Of  the  various  opinions  given  by  importers  of  silks  as  to 
the  stability  of  present  prices,  the  one  which  received  most 

favor  was  that  prices  will  not  go  lower,  though  they  them- 
selves believe  it  would  be  better  for  the  industry  if  a  five 

or  ten  per  cent,  drop  occurred.  This  stability  with  a  slight 
tendency  to  rise,  is  explained  by  the  fact  that  the  demand  for 
silk  for  hosiery  and  underwear  is  so  keen.  The  crop  was  not 

quite  up  to  normal  requirements  and  as  a  result,  every  ship- 
ment of  raw  silk  which  reaches  the  United  States  is  being 

seized  upon.  The  broadsilk  dealers  cannot  for  that  reason  buy 
at  their  own  price.  Of  the  silk  which  is  brought  over  in  piece 
goods,  they  claim  that  European  fabrics  do  not  show  the  same 
tendency  to  higher  prices  that  Japanese  fabrics  do.  This  is 
explained  by  the  fact  that  fabrics  which  come  from  Europe 

are  "loaded"  to  such  an  extent  that  it  will  take  a  considerable 
increase  in  the  raw  silk  to  make  any  difference.  The  Japan- 

ese, on  the  other  hand,  have  not  mastered  the  art  of  loading 
and  as  a  result,  their  pure  silk  fabrics  are  easily  affected  by 
the  raw  silk  market. 

Cottons 

Tracing  the  trend  of  cottons  is  a  little  more  difficu't.  The 
price  position  of  cotton  is  as  yet  a  very  unsettled  one.  This 
is  the  path  which  three  staple  lines  have  followed  during  the 

past  year: Spring  1921     June  1921     Spring  1922 
Shirtings   50  .26  .30 
Denims   (8  oz.  black)    .          .38 y2  .32%  .37% 
Factory  cotton   16%  .13%  .14% 

Prices  on  other  staple  cotton  materials  are  as  follows: 

No.  3  Canadian  print   (indigo)   20%  .17% 
No.  3  Canadian  print  (light)   20%  .17% 
No.  c  Standard  print  (light)   25%  .21% 
No.  c  Standard  print    (indigo)   24  .20 

Canadian  Ginghams: 
Best  Quality   24%  .20% 
Second  Quality   22%  .18% 

Flannelette: 

27  inch  stripe      15  .14% 
35  inch  stripe   ....  .20  .19 
27  inch  white    ...  ...  .15%  .15% 

((The  preference  for  white  instead  of  the  striped  is 
said  to  be  responsible  for  the  firm  price  on  this  line.) 

Palm  beach  cloth   50  .45 
Printed  batiste    .45  .45 

Fancy    voiles        .95  .75 
Kimono    crepe       .55  .40 

Whatever  the  tendency  will  be  during  the  next  few  weeks, 
it  is  not  felt  that  the  return  of  cotton  prices  to  a  permanently 
higher  level  is  likely. 

Linens 

Linens  are  one  of  the  most  encouraging  lines  for  the  re- 
tailer to  put  his  faith  in  these  days.     The  drop  in  the  better 

grades  is  very  definite  and  is  explained  by  the  theory  that 
wholesalers   are  trying   to   unload.     There  has  not  been   any 
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increase  in  the  fax  crop  or  decrease  in  the  cost  of  manufac- 
turing. 

Bleached  linen  damask  seventy-two  inches  wide,  which 
was  offered  for  last  spring  at  $3.85  a  yard  is  now  going  for 
$2.25. 

Scotch  border  crash  towelling  sold  then  for  sixty  cents 
will  be  delivered  in  1922  for  32  V£  cents. 

Woolens 

English  woolen  prices  fe!l  to  such  an  extent  during  the 
last  nine  months  that  Canadian  buyers  could  in  many  cases 

demand  a  price  and  obtain  it.  Canadian  and  American  woo'en 
goods  on  the  other  hand,  dropped  only  from  ten  to  twenty 
per  cent.  This  is  explained  by  the  different  systems  adopted 
in  America  and  in  England  of  collecting  the  business  income 
tax.  In  Canada  and  the  United  States  a  percentage  of  the 
profits  of  each  year  was  turned  over  to  the  government  and 
left  with  it.  In  England  the  rendering  of  the  tax  was  spread 
over  a  period  of  three  years.  If  a  manufacturer  made  a  profit 
one  year  and  a  loss  the  next,  the  government  refunded  the 
excess  tax.  As  a  result,  manufacturers  who  saw  little  or  no 

chance  of  a  good  market,  accepted  any  price  for  their  mer- 
chandise and  charged  it  to  the  government.  Canadian  credit 

was  said  to  be  higher  in  some  of  the  best-known  mills  than 
any  other  country  in  the  world.  Our  importers  were  thus  en- 

abled to  obtain  woolen  fabrics  at  a  very  low  price.  Since  the 

abolishment  of  the  act  on  August  31,  1921,  English  manufac- 
turers have  shown  a  decided  tendency  to  make  their  prices 

higher.  Lines  which  have  not  stiffened  are  at  any  rate  very 
firm. 

The  drop  in  English  prices  is  due  to  a  cause  that  is 
similar  to  drops  in  every  other  country — lack  of  demand.  Per- 

haps this  is  felt  more  in  England  than  in  any  other  country 
in  the  world  because  the  English  market  is  a  world  market, 

and  many  of  the  countries  that  have  been  valuable  customers 
in  the  English  markets  are  now  in  a  financial  position  which 

curtails  if  not  entirely  wipes  out  their  purchasing-  power.  If 
by  a  sudden  stabilization  of  the  money  markets  of  the  world 
necessity  were  suddenly  transformed  into  ability  to  buy  stocks, 
England  would  quickly  move  out  and  prices  likely  move  up- 

wards for  a  time. 

These  are  the  prices  at  which  English  serges  have  been 
offered  to  the  trade  during  the  last  year: 

Dec,       Feb., 
1920         1921 

Crossbred  serge  .... 
Super  crossbred  serge 
Botany    serge      

2.75 

4.25 

4.50 

1.55 

2.00 2.50 

Aug., 

1921 
1.85 

1.85 1.55 

Dec, 

1921 1.25 1.50 

1.65 
The  drop  which  Canadian  lines  have  taken  on  two  lines 

shows: 

Novelty   skirtings — 107    under   spring    1921. 
Tweeds — 10  to  20%  less  than  than  last  spring. 

American  fabrics  show  about  the  same  tendency.  For 
example,  Jersey  cloth  marketed  last  spring  for  three  dollars 

Is  being  sold  this  December  for  two  dollars  and  thirty-five 
cents. 

Velours,  duvetyn  and  such  fabrics  are  higher  than  last 
year.  One  line  which  was  $1.35  when  bought  in  New  York 
for  delivery  in  February,  is  now  $1.50. 

It  is  a  noteworthy  fact  that  Canadian  woolen  fabrics  are 

getting  a  footing  in  the  United  States  which  is  already  work- 
ing havoc  in  some  lines  over  there.  One  Fifth  Avenue  shop  is 

showing  windows  of  "Canadian  tweeds"  and  homespuns  made 
here  are  especially  favored  by  Americans.  The  quantities  of 
both  of  these  materials  which  are  being  shipped  to  Boston  and 
New  York  for  midwinter  wear,  will  of  course  have  a  tendency 
to  make  the  prices  of  these  fabrics  firm. 

Upper  row  from  left  to  right: — 
1.   Hand  embroidered  Swiss  muslin,  showing  self  colored  or  contrasting  motifs  upon  plain  grounds.   The  color  range   in- 

cludes white,  flesh,  sky,  orchid,  green,  maize,  navy  and  black. 
2.  Cotton  voile  with  flocked  design  reproducing  a  chenille  e  ffect  like  hand  embroidery.  Shown  in  nine  different  colors. 
3.  Another  variation  in  voile  with  a  conventional  flocked  pattern  reproducing  hand  work. 
A.   Printed  dimity  for  children's  frocks,  lingerie,  etc.,  patterned  in  a  dainty   rose   bud  design  and  shown  in  five  delicate shades  with  motif  in  a  deeper  tone. 
Lower  row  from  left  to  right: — 
5.  Yarn  voile  with  cross  bar  and  colored  motif  combining  a  solid,  dot  with  a  bar  of  black.  Shown  in  three  shades. 
6.  Novelty  two-tone  printed  voile  in  Scotch  plaid  effect  with  white    overcheck.   Shown   in   six   different   shades    including pastel  tints  only. 
7.  Printed  batiste  in  quaint  check  and  dot  pattern,  shown  in  nine   different   colors   ranging   from   palest   pink   doivn     to black  with  white  dots. 



-18 FUR    DEPARTMENT Dry  Goods  RerletC 

Review  of  Montreal  Fur  Market,  1921 
Prices  of  Raw  Skins  and  Made-Up  Furs  Have  Shown  Fluctuations 
—Scarcity  of  Both  Lines  Due  to  Small  Catch  and  Delay  in  Placing —Demand  Follows  Staple  Lines— Three  Important  Auctions  Held — Future  Prices  Uncertain 

IN  REVIEWING  the  past  year
  in 

relation  to  the  fur  industry,  particu- 
larly as  it  concerns  the  Montreal 

market,  there  are  two  aspects  to  con- 
sider. First,  the  raw  skin  market,  and 

second,  the  manufactured  furs,  since 

comparisons  between  the  conditions  ex- 
isting: in  December  1920  and  now,  can- 

not be  fairly  made  in  a  general  way. 
In  considering  both  aspects  strictly 

from  the  wholesaler's  point  of  view  the 
outstanding  feature  regarding  the  raw 

skin  market  was  probably  the  remar-k- 
able  fluctuation  in  most  pelts  which 

was  effected  during  the  past  twelve 
months.  Furthermore,  trappers  for  the 

first  time  in  the  history  of  the  fur  indus- 
try thought  it  worth  while  to  turn 

their  attention  to  other  lines  of  activity 

instead  of  trapping  skins  which  would 
have  less  intrinsic  value  than  in  the  old 

days  Consequently,  their  actions  re- 
sulted in  a  shortage  of  skins  this  fall. 

In  January  last  and  during  the  early 
months  of  the  year,  business  in  fur  wa  s 
inactive,  as  dealers  still  felt  the  effects 
of  the  1920  slump.  Owing  to  various 
reasons  concerned  with  the  prevailing 
financial  stringency  then  apparent, 

scarcely  any  orders  for  furs  were  placed 

ed  by  manufacturers,  who  confined 
themselves  to  producing  just  what  was 
actually  called  for,  and  who  made  up  no 
reserve  or  surplus.  As  was  to  be  an- 

ticipated, a  shortage  of  manufactured 
goods    resulted. 

Thus,  with  the  market  steadily  rising 
in  the  fall  of  1921  and  the  raw  fur 
merchants  constantly  remarking  skins 

higher,  the  price  of  manufactured  furs 
has  naturally  reflected  this  upward 

tendency,  and  prices  to-day  are  now 
considered  higher  than  this  time  twelve 
months  ago. 

Hudson    Seal    First    in    Favor 

According  to  one  of  the  leading  auth- 
orities on  the  raw  skin  market,  the  de- 

mand in  raw  furs  was  chiefly  confined 
to  Hudson  seal,  natural  muskrats, 

skunk,  Persian  lamb,  Australian  opos- 
sum, together  with  squirrel,  stone  mar- 

ten and  mink  in  higher  priced  lines.  All 
these  different  skins  were  at  their  low- 

est price  level  at  the  beginning  of  the 
year,  showing  a  decline  averaging  40 
per  cent,  from  the  peak  price  on  Hud- 

son seals,  50  per  cent,  on  lamb,  40  per 
cent  on  stone  marten  and  20  per  cent. 

on  quirrel,  while  electric  seals  follow- 
ed closely  with  a  decline  of  about  30 

per    cent. 
The  corresponding  demand  in  manu- 

factured poods  was  for  the  various 
seals,  Persian  lamb  and  raccoon  for 
garments,  and  stone  marten  for 
small  pieces.     Taken  altogether,  the  de- 

mand ha;  been  more  for  staples  this 
year  than  for  fancy  lines,  and  quality 
rather  than  price  has  been  selling  the 

goods. Price  Comparison 

The  demand  for  Hudson  seal  coats 
seemed  insatiable  throughout  the  year 
and  a  plain  coat  which  sold  in  1920 
for  $410  could  be  procured  in  the  early 
months  of  1921  for  as  little  as  $260. 
But  leading  furriers  predict  that  the 
same  garment  will  cost  its  purchaser 
as  much  as  $325  or  $350  in  1922,  which 
prediction  is  based  upon  the  rapidly 
rising  prices  on  raw  skins. 

Style  Changes 

Styles  in  fur  garments  as  decreed  for 
the  year  1921  showed  a  considerable 
change  over  those  of  the  preceding 
year.  The  Dolman  wrap,  picturesque 
though  it  was,  was  not  well  suited  to 
the  average  woman,  nor  to  the  needs  of 
those  for  whom  a  practical  garment  is 
a  necessity,  and  has  given  way  to  fuller 
and  more  graceful  lines-  The  fur  cape 
for  formal  wear,  developed  in  luxu- 

rious peltries  reached  its  most  charm- 
ing development  this  year  while  new 

ideas  in  short  coatees  and  other  novel- 
ty pieces  were  also  prominent.  The 

preference  with  smart  women  was  un- 
doubtedly for  long  haired  furs  this 

season,  where  a  neck  piece  was  under 
consideration,  and  Hudson  Bay  sables 
and  marten  proved  even  more  popular 
than  fox.  In  the  latter  class,  by  the 
way,  taupe  and  brown  shades  seemed  to 
be  the  prevailing  choice  among  fashion- 

able women,  rather  than  the  costly  sil- 
ver   and    cro3s    varieties. 

Another  feature  of  the  fur  market 
was  the  amount  of  skins  called  for  by 
the  garment  manufacturers  to  be  used 
to  make  collars,  cuffs,  etc.,  as  well  as 
for  millinery  purposes.  In  this  regard, 
beaver,  sqirrel,  mole  and  the  various 
dyed  rabbit  seals  have  sold  well. 

Montreal  furriers  both  wholesale  and 
retail  did  an  excellent  fur  business  in 
the  month  of  October,  when  a  30  day 

sale  was  featured  by  most  of  the  lead- 
ing houses  in  order  to  stimulate  busi- 

ness. The  demand  was  said  to  be  con- 
fined chiefly  to  coats. 

Three   Auctions   in    1921 

During  the  course  of  the  year  three 
important  auctions  of  raw  skins  were 
held  in  Montreal,  which  were  attended 
by  buyers  from  all  over  the  world.  The 
holding  of  these  auctions  has  brought 
Montreal  to  the  forefront  in  the  matter 
of  being  a  fur  centre  and  it  now  ranks 
with  New  York  and  St.  Louis  as  a 
leading  distributing  centre.  While  the 

holding  of  the  auctions  does  not  materi- 

ally affect  local  prices,  yet  the  events 
undoubtedly  help  to  establish  market 
prices   both   locally   and   in  Canada. 

Labor  conditions  in  the  Montreal  fur 
industry  have  been  exceedingly  harmon- 

ious throughout  the  year,  there  being 
no  unemployment  whatever,  but  rather 
a  shortage  of  skilled  workers.  There 
is  an  actual  shortage  of  fur  cutters,  as 
well  as  in  most  other  lines  of  labor  and 
expectations  are  that  there  will  be  work 
available  to  carry  the  workers  over  un- 

til after  Easter  next  year. 

Stiff  Rise  in  Prices  of  Skins 

The  present  month  marks  the  great- 
est change  in  the  course  of  the  events 

of  the  year,  in  that  stiff  advances  have 
been  recently  recorded  in  most  of  the 
wanted  furs  and  this  has  created  a  sit- 

uation regarded  as  somewhat  critical  by 
those  who  are  most  familiar  with  the 
fur  market-  This  stiffening  was  due 
to  the  shortage  in  both  trapped  furs 
and  manufactured  garments  referred  to 
previously  in  this  article,  and  because 
stocks  of  raw  and  made  up  furs  were 
not  in  reserve  as  in  ordinary  times.  AH 
over  the  fur  market  protests  are  being 
received  against  the  increases,  and 
many  of  the  manufacturing  furriers  are 
considering  the  possibilities  of  refrain- 

ing from  purchasing  more  raw  skins 
until  this  season's  catch  is  collected  in 
the  market.  The  manufacturers  com- 

plain that  these  increases  cannot  be 
passed  on  to  the  consumer  except  in 
isolated  cases,  and  the  possibility  of  an- 

other buyer's  strike  is  regarded  as  not 
unlikely,  should  retail  prices  be  forced 
to  move  upwards  as  well. 

Dry  Goods  Review  was  informed  by 
a  leading  Montreal  manufacturer  that 
stong  hopes  are  entertained  for  a  less 
unpleasant  future.  According  to  this 
authority  reports  from  receiving  centres 
indicate  ai  very  heavy  ciatch  of  raw 
furs  this  season,  which  should  affect 
the  price  of  those  skins  that  have  been 
scarce.  To  what  extent  this  will  affect 
the  retail  price  of  manufactured  furs  is 

a  question.  There  11  no  doubt  that  cer- 
tain receiving  houses  are  offering  the 

trappers  prices  which  will,  when  passed 
on  to  the  manufacturer,  cause  the  lat- 

ter to  mark  up  his  merchandise.  On  the 

other  hand,  if  the  catch  'n  as  heavy  as 
anticipated,  the  volume  of  raw  furs  on 
the  market  will  reduce  the  raw  fur 

prices  to  a  point  where  the  manufac- 
turer can  sell  his  goods  at  the  prices 

prevailing  to-day 
A  Hopeful  View 

It    must   be    remembered    that    goods 
selling   this   season   are  made  up  from 

(Continued   on  page   49) 
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RAMSEY  OF  EDMONTON   CELE- 
BRATES 10th  ANNIVERSARY 

(Continued  from  Page  34) 

a  deluge  of  mail  order  catalogues  from 

east  and  west  "down  on  the  farm" — in 
many  cases,  when  values  appear  to  be 
about  the  same,  the  order  will  go  to 

Ramsey's — "our  own  Alberta  store  you 
know!"  Indeed  yes;  and  if  there  were 
only  a  few  more  manufactories  and  big 
establishments  for  the  ranchers  to  be 

loyal  to,  the  growth  of  the  west  would 
not  be  retarded  as  it  is  today  by  having 
to  send  east  for  so  many  necessary  ad- 

juncts to  living. 

Window  Display 

The  big  display  windows  of  the  Ram- 
sey store — which  encircle  nearly  an 

entire  block  now,  are  a  treat  which  few 
of  the  women,  shoppers  at  least  are 

willing  to  miss.  Space  and  light  pre- 
vail here  too;  the  windows  are  never 

crowded,  and  are  always  arranged  with 

'a  special  display  object  in  view.  At 
exhibition  time  the  Ramsey  floor  space 

in  the  Central  exhibition  building  is  al- 
ways especially  attractive,  no  pains 

being  spared  to  make  their  end  of  the 

display  a  success.  A  recent  visitor  at 
the  Edmonton  Exhibition  paused  in 
amazement  before  the  Ramsey  space; 

"And  do  you  mean  to  tell  me  you  have 
a  departmental  store  which  displays 

such  magnificent  goods?"  she  asked.  A 
titter  in  the  crowd,  and  a  whisper  of 

"Another  tenderfoot,"  made  the  east- 
erner realize  that  she  had  a  lot  to  learn, 

and  a  few  hide-bound  ideas  to  be  dispell- 
ed beofre  she  had  received  her  western 

education. 

Shopping    Advertisement 

The  Ramsey  shopping  ad.  in  the  lo- 
cal papers  is  apt  to  display  something 

unique,  and  which  will  arrest  the  atten- 
tion of  even  the  careless  reader.  This 

fall  the  advertising  department — under 

the  management  of  R.  V.  Tossell — has 
been  running  a  most  attractive  page 

every  now  and  then  called  "Eve  goes  a- 

shopping,"  by  "Susan  Ann."  This  in- 
variably starts  with  a  bit  of  breezy 

dialogue  such  possibly  as  the  follow- 

ing:— 
"It's  a  dreadful  task,"  said  Eve,  'fem- 

ininely', "but,  of  course,  I'm  just  dying 
to  start  it.  I'm  so  glad  you're  going  to 

help  me." 
"Me,  too,"  replied  I,  ungrammatical- 

ly.    "And  I'll  try  not  to  envy  you." 
"I'm  not  going  to  spend  too  much, 

you  know.  I  want  nice  things,  but  I 

simply  won't  be  extravagant!" 
"I  admire  you,  Eve,"  I  said  dramatic- 

ally.    "Let's   start!" 
The  "let's  start,"  is  of  course  a  lead 

to  a  description  of  the  prevailing  mo- 
dels, all  done  in  the  same  breezy  style, 

so  that  the  average  woman  will  devour 
the  whole  ad,  taking  in  the  fashions 

quite  without  knowing  it,  and  being  in- 

tent on  seeing  what  choice  "Eve"  is  go- 

ing to  make.  These  "personality"  col- umns have  been  something  out  of  the 

ordinary  in  advertising  among  the  Ed- 
monton stores,  and  it  has  shown  excel- 

lent   results. 
The    Ramsey   employees   have    always 

been  considered  in  every  possible  way 
by  the  management;  the  store  has  ever 
been  the  advocate  of  early  closing,  the 
weekly  half  holiday,  special  outings  for 
the  staff,  athletic  and  sociail  organiza- 

tions, everything  that  wiil  promote  good 
will  throughout  the  store.  With  the 
growth  of  the  many  departments  and 
the  large  increase  of  staff,  the  Ramsey 
establishment  means  a  great  deal  to  a 

city  the  size  of  Edmonton,  and  if  indi- 
cations go  for  anything,  it  is  probable 

that  the  20th  Anniversary  will  show 
even  more  surprising  growth  than  the 
tenth.  The  store  has  weathered  the  de- 

pression of  the  last  couple  of  years 
splendidly,  and  is  looking  forward  to 
increased  activities  with  the  coming 
Spring. 

REVIEW   OF    MONTREAL    FUR 
MARKET 

(Continued  from  page  48) 

raw  furs  bought  last  winter  at  the  low- 
est price  in  years.  And  if  the  new 

catch  sells  at  much  higher  prices,  the 
increased  cost  will  have  to  be  passed  on 
to  the  consumer.  The  manufacturers 

generally  consider  present  retail  prices 
high  enough  and  fear  that  if  the  raw 
fur  market  starts  an  upward  movement 
similar  to  that  in  1918-1919,  they  will 
be  confronted  with  the  same  disastrous 
consequences.  They  are  consequently 

opposed  to  the  operations  of  the  spec- 
ulative element  in  the  raw  fur  market, 

who  are  endeavoring  to  boost  prices  be- 
yond what  the  pelts  are  worth.  All  lo- 

cal manufacturers  and  the  larger  raw 

fur  dealers  are  staying  out  of  the  buy- 
ing end  of  the  raw  fur  market  in  the 

belief  that  a  plentiful  catch  will  bring 
prices    to    their    proper    level    . 

ALMY'S  ENTERTAIN   STAFF   TO 
MASQUEUADE  BALL 

The  firm  of  Almy's  Limited  of  Mon- 
treal, recently  entertained  its.  entire 

staff,  and  their  friends,  numbering  close 
to  a  thousand,  at  a  delightful  masquer- 

ade ball,  which  was  held  in  the  store. 

A  lengthy  programme  of  dances  was  ar- 
ranged and  bridge  tables  were  provided 

for  those  who  did  not  dance.  The  cos- 
tumes worn  were  remarkable  for  their 

originaiity  and  effectiveness  and  the 
judges  found  the  business  of  deciding  in 
favor  cf  the  most  original  and  the  most 
attractive,  exceedingly  difficult.  The  la- 

dies prize  was  captured  by  Miss  Har- 
wood  as  Columbine  and  the  men's  was 
carried  off  by  one  of  a  trio  represent- 

ing the  Three  Musketeers,  of  whom 
"Porthos"  was  possibly  the  most  strik- 

ing in  point  of  costume. 
After  the  dancing  programme  was 

over,  including  a  very  spectacular  bal- 

loon dance  and  a  "winning  number" 
dance,  supper  was  served,  presided  over 
by  the  wives  of  officials  of  the  company. 
The  affair  was  undoubtedly  one  of  the 
mcst  enjoyable  and  successful  ever  held 

by  Almys  Limited. 

The  Monarch  Knitting  Company  of 
Toronto,  have  moved  into  very  com- 

modious quarters  at  the  corner  of  Bay 
and  Wellington  Sts.,  Toronto.  They 

have  two  sets  of  show-rooms — one  for 
the  retail  trade  and  one  for  the  whole- 

sale. All  their  lines  are  'enclosed  in 
glass  cases  for  the  inspection  of  buyers 
and  the  lighting  and  fixtures  are  worthy 

of  comparison  with  any  knitted  goods' showrooms  in  Canada  or  the  United 
States. 

The  above  is  a  display  of  furs  recently  shown  by  the  G.  Yaeger  fur  store, 
Brandon,  Manitoba.  Mr.   Yaegar  opened  his  store   two  and  a   half  years 
ago  with  only  two  in  his  employ.  Since  that  time  his  business  has  grown 

to  such  an  extent  that  he  now  employs  about  twenty  of  a  staff. 
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Shall  We  Get  Four  Season  Buying? 
Three  Seasons  for  Some  Houses  During  Past  Year  and  Fourth 
May  Be  Added — Mid-Season  Demand  for  Fur  Trimmings  and 
Metals— What's  New  in  Straws— Bright  Shades  Will  Lead  for Spring 

The  Canadian  trade  has  a  distinct  ad- 
vantage over  American  retailers  in  ob- 
taining millinery  forecasts.  Manufac- 

turers and  wholesalers  in  this  country 
usually  go  out  for  Spring  business  early 
in  October,  while  in  the  United  States, 
travelers  do  not  show  their  samples 
until  the  first  week  of  December.  There 
are  two  reasons  for  this:  one  is  that 
American  manufacturers  are  determined 

to  make  the  millinery  trade  a  four  seas- 
on business,  the  other  is  that  there  are 

manufacturing  centres  in  nearly  every 
state  of  the  union  and  it  is  not  necess- 

ary to   start  out   so  early,  in   crder  to 

get   over  the  ground  before   Christmas. 
During  a  recent  visit  to  Detroit,  a 

large  wholesale  millinery  house  in  that 
city  declared  that  American  houses  hai 
given  little  consideration  to  Spring  styles 
before  the  first  cf  November.  By  that 

time,  probably  a  quarter  of  the  millin- 
ery trade  of  Canada  had  seen  something 

of  the  styles  that  Paris  and  New  York 
designers  had  decided  upon. 
A  Canadian  manufacturer  believes 

that  the  next  two  years  will  see  a  big 
change  in  the  season  question  here  and 
when  the  four-season  year  does  finally 
come,  the  trade  in  this  country  will  not 

see  samples  so  early.  Several  wholesale 
houses  in  Canada,  were  successful  in 
establishing  three  seasons  this  year. 
They  were  Spring,  Summer  (an  organdie 
hat  season  which  lasted  about  five 
weeks)  and  Fall.  As  yet  they  have  no 
satin  hat  period,  which  lasts  in  the 
United  States  from  Christmas  until  the 
first  of  February. 

The    Mid-Season    Demand 

Milliners    who    are   replenishing  their 
fall  stocks  these  days,  are  asking  for  fur 
trimimings  and  metal  goods.     If  there  is 

(Continued  on  page  53) 

INEXPENSIVE  HATS  FOR  MIDWINTER  WEAR. 

UPPER  ROW. 

1.  Rolling  brim  sailor  made  of  checked  visca  cloth.  Embroidered  with  yarn  on  face  of  brim  and  trimmed  with  ribbon 
around  crown.  Comes  in  navy  and  orange,  brown  and  sind,  black  and  delft. 

2.  Large  hat  made  of  visca  cloth,  has  a  silk  facing  and  is  trimmed  with  flowers  of  same  on  crown  and  brim.  Colors — 
canna,  black  and  brown. 

S.  Draped  turban  made  of  visca  cloth  and  embroidered  in  beads  and  yarn.  Colors — Sand  and  canna,  brown  and  cannar 
black  and  delft. 

LOWER  ROW. 

i.  Turban  hat  of  cellophane  braid  and  trimmed  with  pleated  cellophane  ribbon.  There  are  also  steel  beads  around  the 
brim.  Colors — Black,  brown  and  navy. 

5.  Sailor  luit  of  hair  cloth  embroidered  in  yarn.  Has  a  silk  facing  and  is  trimmed  with  Gros  Grained  ribbon.  Colors 
— Sand  and  brown,   black  and  delft,  navy  and  grey. 

6.  Hat  of  chop  visca  cloth  with  a  panel  of  ribbon  in  front  and   trimmed   with   ornament   on   the   brim.   Colors — Pea- 
cock, brown  and  canna. 

Shown  by  Gage  Brothers  and  Company,  Chicago. 
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Silver  And  Gold  Metallic  Cloth m 

Are  Used  in  Profusion   in    Millinery   Trimmings — Slipper  Satin 
Will  Probably  Have  Wide   Use   for   Spring  Creations — A  New 

Straw  Called  Timbo — Demand  for  Black  Hats  Still  Strong 

MONTREAL  workrooms  are  busi-
 

ly occupied  with  the  pre-Christ- 
mas  rush  of  mid-winter  millin- 

ery for  the  festive  season  and  are  turn- 
ing out  quantities  of  dainty  creations 

which  will  complete  the  costumes  of  de- 
butantes and  matrons  alike  at  teas,  lun- 

cheons and  other  formal  functions.  The 

show  rooms  present  an  aspect  of  glit- 
tering splendour  due  to  the  quantities  of 

silver  and  gold  metallic  cloth  which  are 
employed  in  the  construction  of  myriads 
of  trim  turbans  and  cloche  shapes  de- 

stined for  immediate  wear.  A  consider- 
able amount  of  real  fur  is  employed  as 

well  including  seal,  mole  and  squirrel,  to 
form  brim  facings  and  trimmings  on 
these  smart  little  hats.  Monkey  fur, 
likewise,  adorns  otherwise  simple  Hin- 

doo turbans,  while  wonderful  velvet 
blossoms  developed  in  tones  of  black, 
violet  or  fuchsia,  stand  out  in  startling 
contrast  to  the  cold  glitter  of  antique 
silver.  But  there  is  still  much  black 
called  for,  and  in  this  particular  regard, 
Dry  Goods  Review  was  informed  that 
the  new  Slipper  satin  for  miliinery  pur- 

poses is  carrying  all  before  it.  One  trig 
little  chapeau  which  was  designated  by 

the  tittle  of  "Bunny  Turban"  was  made 
of  this  beautiful  fabric.  This  style  of 
hat  is  small,  close-fitting  and  demure  in 
appearance  having  practically  no  brim 
but  two  outstanding  wing-like  pieces 
over  each  ear,  both  of  which  are  edged 
with  narrow  stiff  quilling  of  black  cire 
and  centred  by  shiny  little  jet  drops. 
The  crown  is  in  sectional  effect  and  the 
body  of  the  hat  is  stiffened. 

"Slipper"  Satin  Smart 
Anticipating  spring  requirements  a 

prominent  manufacturing  house  inform- 
ed Dry  Goods  Review  that  slipper  satin 

will  probably  be  widely  used,  trimmed 
wtih  smart  angora  or  wool  iapplique 
work  in  white.  Satin  hats  always  come 
in  for  a  season  of  pronounced  activity 

shortly  after  the  new  year  and1  this 
year  the  new  fabric  will  meet  the  pei-- 
ennial  demand  in  a  variety  of  tints  in- 

cluding, black,  brown,  navy  and  zinc- 
grey  shades,  both  plain  and  cired. 

Other  fabrics  and  fabric  combinations 
which  are  engaging  the  attention  of  the 
millinery  houses  are  the  various  visca 
braids  to  be  used  with  crepe  de  chines 
or  failles,  also  Canton  crepes  and  a  lit- 

tle taffeta. 
The  small  hat  seems  assured  of  re- 

markable popularity  for  spring,  partic- 
ularly in  the  new  Russian  shape  with  a 

high  cuff  front,  or  in  the  cleft  brim 
styles.  In  no  case,  however,  do  hard 
lines  predominate,  the  tendency  being 
rather  towards  the  picturesque.  Slipper 
satin  has  a  considerable  body  in  itself 
so  that  a  mere  light  wiring  at  the  edge 
is  all  that  is  necessary  in  order  to  main- 

tain the  soft  effect. 

Milliners  who  have  lately  returned 
from  New  York  are  enthusiastic  over 
Timbo,  which  is  said  to  be  a  novelty 
straw  similar  to  hemp,  and  which  is  par- 

ticularly effective  in  pastel  and  warm 
shades.  This  new  straw  fabric  is  gen- 

erally featured  in  connection  with  taf- 
feta or  other  silks  and  is  likely  to  prove 

as  popular  as  milan  with  smart  women. 
These  particular  combinations  are  being 
extensively  featured  for  winter  resort 
wear  by  American  manufacturers  and 
the  same  plan  is  being  adopted  by  Mon- 

treal houses  although  to  a  lesser  ex- 
tent. Even  though  our  Canadian  win- 

ters are  rigorous  and  prolonged,  yet  wo- 
men invariably  purchase  a  fabric  hat 

of  the  lighter  varieties  in  mid-winter 
if  they  do  not  actually  adopt  straw  in 
January.  The  supple  drapy  fabrics  are 
so  well  thought  of  this  season  that  it  is 
just  possible  that  they  will  continue  in 
favor  and  the  usual  incongruities  of 
straw  hats  amid  snow  storms  may  not 
have  as  much  prominence. 

Flat  Effects  in  Trimming 

Undoubtedly  the  vogue  demands  sim- 
pler effects  in  the  way  of  trimming  and 

in  the  majority  of  cases,  absolutely  fiat 
effects  will  predominate.  The  vogue  for 
cut-outs  of  white  wool  to  represent  blos- 

soms and  foliage  glued  to  black  satin  is 
one  of  the  novelties  under  way,  while 
beads,  notably  jet  varieties,  are  liberally 

used  in  sprinkled  effect  all  over  the  sur- 
face. Satin  in  itself  is  not  flattering 

to  the  complexion  and  therefore  some- 
thing in  the  way  of  softening  contrast 

must  be  employed.  The  most  popular 
outline  in  the  regulation  type  of  tailor- 

ed hat  is  undoubtedly  the  mushroom 
shape,  which  is  particularly  good  for 
bobbed  coiffures,  while  it  is  more  be- 

coming to  older  faces  too. 
Montreal  milliners  say  that  not  so 

much  fur  has  been  sold  as  usual  owing 
to  the  fact  that  many  women  do  not 
like  too  much  of  it  as'  is  the  case  when 
hat  and  wrap  are  entirely  of  peltry. 
The  hat  which  affords  a  smart  contrast 
is  by  all  odds  the  most  popular.  Qrrfte 
a  number  of  fur  fabric  hats  are  selling 
at  popular  prices  including  krimmer, 
which  shows  up  well  against  dull  blue satin. 

No  abatement  in  the  vogue  for  all 
black  hats  seems  yet  apparent  and  the 
endeavor  to  substitute  the  violine  shades 
is  not  acknowledged  as  successful. 
Apart  from  the  metallic  cloth  hats  and 
the  severely  plain  black  types  the  most 
demand  is  felt  for  sand  and  rust  shades 
in  Montreal. 

A  Varied  Season 

The  opinion  is  expressed  by  various 
of  the  leading  millinery  houses  that  the 
season  has  been  one  that  followed  no 
one  particular  trend,  with  several  types 
in  vogue  and  different  fabrics  employ- 

ed. Immediately  the  Christmas  season 
is  over,  workrooms  will  operate  with  all 
speed  while  buyers  and  designers  will 
depart  for  American  style  centres  in  a 
general  exodus. 

A  SMART  LITTLE  MODEL  FOR 
EARLY  SPRING  WEAR 

Old  gold  satin  and  chestnut  brown  vel- 
vet combine  to  form  a  smart  ensemble. 

Hat  shown  by  courtesy  of  Vyse  and  Sons, 
Montreal.  Photo  by  PhMo.Km.ft  Studios. 

SUCCESS    OF    MILLINERY    DEPART- 
MENT 

(Continued  from  page   52) 

girls   known  as   stock  girls   whose   duty 
it  is  to  replace  hats  in  drawers  and  re- 

arrange the  tables  which  customers  have disarranged. 

Dressing  tables  are  placed  in  one  row 
rather  than  all  over  the  department. 
This  makes  it  easier  for  saleswomen  to 
assist  each  other  in  passing  over  hats  to 
be  tried  on,  as  well  as  adding  to  the 
neatness  of  the  store. 

Miss  Crowe  believes  that  refined 

saleswomen  are  essential  to  a  good  mil- 
linery business.  Many  women  who  are 

not  certain  of  their  own  choice  in  mil- 
linery, come  to  a  store  where  they  can 

depend  on  the  judgement  of  the  sales- women. 

The  system  of  checking  up  sales  is 
very  complete.  A  record  of  every  hat 
which  goes  out  and  the  price  of  it,  is  kept 
right  in  the  department  so  that  it  is  not 
necessary  to  go  to  the  merchandising: 
manager   to   find   out  how   the   stock   is 
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Success  Of  Millinery  Department  Dates 
From  Its  Division  Into  Several  Sections 
Experience  of  J.  L.  Hudson  Co.,  of  Detroit — Manageress  Tells  Dry 
Goods  Review  That  Sales  of  Better  Hats  Not  Lost  by  This  Method 
— The   Sections  Described — The   Workroom — Millinery   Acces- 

sories— Equipment  of  Department 

o UR  MILLINERY  department 1  has  gone  ahead  in  leaps  and 
bounds  since  we  divided  it  into 

sections,"  said  Miss  M.  Crowe,  in  charge 
of  millinery  for  the  J.  L.  Hudson  store 
Detroit  "Our  customers  have  learned 
that  they  can  save  time  by  shopping 
here.  They  come  immediately  to  the  sec- 

tion containing  hats  of  the  type  and 
price  they  want.  Besides,  this  division 
makes  for  better  orders:  the  girls  are 
not  asked  as  many  needless  questions 
as  they  were  at  one  time  and  our  hats 

are  not  disarranged  to  the  same  extent.'' 
"Do  you  think  that  sales  of  better 

hats  are  sometimes  lost  by  your  plan 

of  separating  them  from  the  others?" 
asked  Dry  Goods  Review,  having  in  mind 
the  many  stores  which  keep  all  clashes 

of  hats  together.  "I  do  not  think  so," 
said  Miss  Crowe,  "Most  women  to-day, 
have  a  definite  price  in  mind  when  they 
come  to  buy  hats.  We  try  to  suit  them 
at  that  price.  Inducing  a  customer  to 
pay  more  than  she  really  wants  to,  does 
not  tend  to  make  her  a  regular  patron. 
If  we  cannot  find  something  in  the  sec- 

tion which  she  likes,  we  then  suggest 
that  she  try  one  of  the  other  rooms  but 
we  like  her  to  feel  that  we  have  done 
our  best  for  her  before  we  do  this.  More- 

over, our  division  is  made  on  the  basis 

of  type  as  well  as  price." 
The  first  section  is  the  usual  French 

room.  It  is  the  smallest  of  all  and  has 
fewer  hats  on  display,  because  women 
who  buy  the  better  class  of  hats  like  to 
be  served.  The  prices  here  range  from 
fifteen  to  fifty  dollars.  Most  of  them 

are  priced  between  eighteen  and  thirty- 
five  dollars.  If  a  barometer  were  made 
which  would  indicate  the  various  prices 
at  which  hats  are  selling  this  year,  it 
would  show  the  eighteen  to  thirty- 
five  is  the  usual  scale. 

Orders  are  taken  here  for  made-to- 
order  hats  and  in  a  city  like  Detroit, 
the  business  which  comes  in  this  way  is 

very  large.  Bridesmaid's  hats,  recep- 
tion hats  and  all  kinds  of  expensive  mil- 

linery are  specialized  in  by  the  firm. 
There  are  tables  in  the  room,  where  cus 
tomers  can  take  their  time  with  sales- 

women and  designers,  in  ordering:. 

Popular  Priced  Hate 

The  second  section  is  very  large  be- 
cause it  embraces  several  types  of  hats, 

ranging  in  price  from  nine  dollars  and 
fifty  cents  to  twelve.  Tailored  hats  are 
featured  most  of  all  here.  The  very 

tailored  hat  is  made  to  sell   under 

fifteen  because  that  is  the  most  that 

women  want  want  to  pay.  Hats  for  rid- 

ing and  other  sport's  wear  are  kept  in this  section. 

Mourning  hats  are  the  second  class. 
So  well  has  the  Hudson  store  become 
known  for  its  emergency  mourning  hats, 
that  many  are  ordered  without  being 
seen. 

Matron's  hats  are  said  to  have  the 
largest  turnover  of  all-  So  many  stores 
are  allowing  this  class  of  business  to 
give  way  to  the  younger  types,  that 
many  women  who  are  old-fashioned 
enough  to  besieve  that  they  cannot  wear 
the  same  hats  as  their  daughters,  are 
glad  to  buy  where  they  can  choose  from 
an  assortment  for  mature  faces. 

Third  Section  for  Everything  Under 
Seven  Dollars 

The  third  and  largest  room  is  devoted 
not  only  to  hats  selling  at  prices  rang- 

ing from  five  to  seven  dollars  but  to  all 
things  which  go  to  make  up  a  hat.  Un- 
trimmed  shapes  are  kept  here  and  in  this 
branch,  Dry  Goods  Review  was  informed, 
there  has  been  a  splendid  turnover  this 
fall. 

There  is  a  corner  of  the  section  de- 

voted to  children's  hats  which  come  be- 
low French  room  prices.  Miss  Crowe 

believes  that  the  best  business  to  be 

done  in  small  girls'  hats,  is  in  the  med- 
ium priced  ones.  The  tailored  types 

are  preferred  by  women  who  buy  ready 
to  wear  hats  for  their  children. 

In  this  store,  wedding  veils  are  made 
a  special  feature.  A  designer  of  the 
very  best  type  is  required  for  the  work. 
There  is  a  big  field  for  this  line  in  most 
millinery  departments  in  the  larger 
cities. 

Accessories 

Then  there  are  the  millinery  accessories. 
One  whole  counter,  running  across  the 

width  of  the  department,  carries  rib- 
bons and  another  is  devoted  to  flowers, 

feathers  and  ornaments.  In  these  things 

there  is  a  splendid  opportunity  for  pro- 
fit, provided  the  buyer  watches  the  stock 

carefully  Millinery  trimmings  come 
and  go,  probably,  faster  than  any  of  the 
other  accessories.  While  there  is  a  vogue 

for  a  certain  line,  the  profits  are  splen- 
did but  there  is  the  constant  danger  that 

a  craze  may  die  down  over  night.  The 
man  or  woman  who  buys  trimmings 
should  keen  in  daily  touch  with  New 
York  and  Chicago  and  buv  less  than  is 
actually   required   rather   than    more   on 

the  chance  that  a  fad  will  carry  a  line through. 

The  Workroom 

At  a  conference  held  in  a  large  Amer- 
ican city  a  few  months  ago,  the  manager 

of  the  Hudson  millinery  department  was 
asked  by  a  successful  merchant  how  he 
made  his  workroom  pay.  He  replied,  it 
was  by  following  these  three  principles 
to  the  letter:  Employing  only  the  best 
designers,  using  only  experienced  work- 

ers and  making  and  repairing  only 
French  room  hats.  The  first  two  prin- 

ciples are  declared  to  be  the  backbone  of 
its  success.  When  a  store  makes  hats  to 

order,  it  always  runs  the  danger  of  hav- 
ing those  hats  left  on  its  hands  because 

people's  imaginations  have  a  little  trick 
of  running  riot  with  them  when  they 
visualize  hats  in  the  abstract.  There  is 
therefore  the  necessity  that  this  be  min- 

imized as  far  as  possible.  The  best  de- 
signs and  the  best  workmanship  are  the 

only  remedy. 

Making  and  repairing  only  good  hats 
was  found  to  be  essential  to  this  work- 

room's success  as  a  result  of  the  nec- 
essity of  employing  only  the  best  help. 

It  does  not  pay  the  department  to  put 
workers  paid  thirty  dollars  a  week  on 
hats  which  sell  for  nine   dollars. 

Wedding  veils  are  the  only  other  line 
made  in  the  workroom.  The  price  which 
can  be  asked  for  these  in  comparison 
with  the  amount  of  work,  is  large  enough 
to  warrant  their  being  made. 

General    Principles  on  Which  the 
Department  is  Ran 

All  hats  are  kept  in  ball-bearing  draw- 
ers and  as  many  as  possible  are  kept  in 

these  rather  than  on  the  counters.  They 

open  so  easily  and  there  are  such  a  num- 
ber of  them  in  the  department  that  they 

can  be  obtained  at  a  moment's  notice 
and  are  not  crowded.  Every  sales- 

woman knows  where  each  hat  is  to  be 
found  and  is  instructed  to  place  it  in 
the  same  place  after  demonstration. 

In  the  largest  section  there  are  seven- 
teen tables.  These  might  become  a 

source  of  much  confusion  if  they  were 
overcrowded.  But  the  management  does 
not  allow  more  than  six  to  be  placed  on 
the  top  of  each.  There  is  a  shelf  under 
the  table  for  hats  but  even  these  hold 
only  a  certain  number.  Girls  are  taught 
to  "Sell  out  of  the  drawers,"  and  when 
they  become  accustomed  to  this  method 
they  prefer  it  Then  there  are  young 

(Continued  on  page  51) 
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Millinery  Houses  Were  Little  Affected  By 
General  Business  Depression  of  The  Year 
Untrimmed  Straws  Are  Down  About  Twenty  Per  Cent.  Next 

Spring — Machine-Trimmed  Hats  Also  Down — Milan  Hats  Sta- 
tionery— Millinery  Business  Independent  of  Other   Conditions 

MILLINERS  and  millinery  houses  were  much  less  af- 
fected by  the  depression  of  the  last  year  than  other 

dry  goods'  lines.  It  is,  therefore,  much  more  difficult 
to  follow  the  trend  of  prices  in  this  department  since  the 
beginning  of  the  year.  Raw  material  plays  a  very  small  part 
in  the  millinery  business  and  the  cost  of  manufacture  is  not 
nearly  as  important  in  determining  millinery  prices  as  two 
other  factors.  These  are:  climatic  conditions  and  the  ability 

to  create  designs  that  please.  For  example,  the  general  feel- 
ing that  this  Winter  is  to  be  a  comparatively  mild  one  has 

forced  Spring  placing  and  cut  short  Winter  buying.  The 
manufacturer  and  the  milliner  who  can  make  hats  and  trim- 

mings which  please  the  vagaries  of  the  consumer  can  demand 
a  fair  price  at  any  time. 

The  price  of  untrimmed  straws  for  next  season  is  down 

about  twenty  per  cent.  One  or  two  lines  are  even  thirty  per- 
cent, lower.  Some  are  about  the  same  and  none  are  selling 

higher  than  last  year.  The  following  is  a  list  of  some  of  the 
best-known  hats  with  their  prices  to  the  trade  last  Spring 
and  this  Spring: 

1921  1922 
Lizeret   straws,  per   doz      $24  to  $30         $15  to  $24 
Three-end  Jap,  per  doz       27  to     30  18  to     24 
Lustrous  Jap  braids   (chip  straws), 

per   doz       34  to     48  30  to     36 
Barnyard  straw,  per  doz       24  to     27  18  to     21 

Machine-trimmed  hats  are  selling  for  about  three-quarters 
of  their  price  last  year.  This  is  explained  as  much  by  the 

fact  that  several  of  the  millinery  manufacturers  and  whole- 
sale houses  in  Canada  now  have  machines,  as  by  the  influence 

of  trade  conditions.  Two  Toronto  firms  are  now  making  these 
hats  for  three  to  five  dollars  each — the  same  grade  which  sold 
for  four  to  six  dollars  last  year. 

Milan  hats  are  stationary  in  price.  Plain  hemp  straws  are 
offered  for  prices  ranging  from  $24  to  $48.  Italian  Milans 
are  the  same  as  last  year.  Seventy-two  dollars  a  dozen  is  the 
average  price  for  these. 

"In  millinery  trimmings,"  says  one  Toronto  importer,  "you 
get  what  they  will  bring."  There  is  not  the  profit  in  these 
that  the  price  would  often  indicate,  because  most  of  the  best 
trimmings  are  imported  and  do  not  bring  their  full  value  when 
laid  down  in  Canada.  For  example,  last  year  and  in  the  early 
months  of  this  year  when  the  rate  of  exchange  between  Can- 

ada and  the  United  States  was  hovering  around  sixteen  per 
cent.,  importers  could  not  obtain  a  price  which  would  yield 
them  as  big  a  profit  as  was  obtainable  on  goods  made  here. 
Milliners  would  not  pay  prices  for  trimmings  which  were  out 
of  all  proportion  to  those  paid  for  the  hats  themselves.  Last 
December,  travellers  showed  poppies  at  $12.60  a  dozen.  Ex- 

change was  then  seventeen  and  eighteen  cents  on  the  dollar. 
They  are  offered  now  for  $10.20  when  the  rate  is  only  nine 
cents,  and  the  price  of  poppies  in  New  York  about  twenty 
per  cent,  lower  than  last  year.  This  class  of  merchandise 
brings  more  profit  than  it  did  a  year  ago.  As  a  general  rule, 
the  trade  is  paying  about  four-fifths  of  the  price  it  paid  for 
last  Spring's  flowers. 

Feathers  are  reduced  about  the  same  amount  and  imported 
ribbons  are  the  same  as  last  year.  Canadian  ribbons  are  sell- 

ing for  about  twenty  per  cent,  less  than  last  year  and  dealers 
are  looking  forward  to  the  time  when  nearly  every  line  will 
be  made  here. 

Why  Millinery  Business  is  Independent  of  Present  Conditions 

An  example  of  the  price  which  can  be  asked  for  hats  to-day 
irrespective  of  the  actual  cost  is  the  following:  A  Toronto 
milliner  returned  from  New  York  the  other  day  with  a  hat 
for  which  she  paid  $32.  She  intended  to  ask  $37.50  for  it. 
Had  she  made  the  hat  herself,  she  claims  it  would  have  cost 
her  $9.  It  was  not  the  cost  of  material  nor  the  work  which 
sold  her  the  hat.  Its  intrinsic  value  was  in  its  ability  to 

"catch  the  eye."  As  the  manager  of  one  of  the  largest  whole- 
sale houses  in  Toronto  said  recently,  "You  cannot  assess  mil- 

linery." It  is  possible  to  compare  the  prices  of  untrimmed 
hats  with  those  of  last  year  but  made-up  hats  are  at  the. mercy 
of  the  designer  when  it  comes  to  judging  values. 

SHALL  WE  GET  FOUR-SEASON 
BUYING? 

((Continued  from  page  50) 

any  preference  it  is  for  the  metallic 
materials.  Paisley  and  Persian  ribbons 
are  often  used  and  coque  feathers  are 
especially  favored.  Although  flowers 
have  been  reduced  very  little  in  compar- 

ison with  most  trimmings,  the  demand 
for  them  has  been  particularly  notice- 

able during  the  last  two  weeks.  Even 
at  two  dollars  apiece  wholesale,  milliners 

are  buying  five  and  six  flowers  for  their 
mid-winter  hats. 

It  is  a  remarkable  fact,  that  in  the 

millinery  trade,  the  only  lines  which  are 

going  very  cheap,  are  those  which  are 
not  wanted.  In  almost  all  the  materials, 

shapes  and  trimmings  which  are  in  de- 
mand, the  prices  are  very  firm. 

The  staple  milans  and  tagals  will  be 

worn  next  season,  very  often  combined 

with  silk.  Brims  of  straw  and  crowns 
of  silk  or  satin  will  have  their  usual 
place  in  the  first  two  months  of  1922. 
The  famous  barnyard  and  chip  straws 
will  sell  again  according  to  orders  placed 
so  far.  There  is  a  difference  of  opinion 
as  to  whether  Canadian  milliners  will 
favor  the  all  straw  hat,  the  silk  and 
straw  cne  or  the  all  silk  one  for  early 
Spring.  So  far  the  preference  is  for 
the  combination. 

The  samples  brought  over  so  far  show 
no  indication  of  the  large  shapes  prom- 

ised for  1922.  The  preference  just  now 
is  for  the  hat  of  poke  tendencies,  and 
for  the  medium-sized  mushroom  type. 
Those  in  the  collection  which  are  made 
for  Canadian  women  bound  for  South, 
are  not  large  either,  which  is  taken  as 
an  indication  that  the  small  hat  will  stay 
until  April  at  any  rate.  It  is  a  fairly 
good  rule,  designers  say,  to  follow  the 
vagaries  of  the  woman  who  spends  her 

winters  in  California  or  the  Bermudas. 

If  the  "youthful  demure"  type  of  girl 
is  to  occupy  the  stage  next  year,  it  Is 
almost  safe  to  say  that  no  matter  what 
shapes  come,  the  poke  will  remain  until 
after  the  summer  garden  parties  are 
over.  The  sailor  and  the  turban  are  also 
certain  to  have  a  good  run. 

What  About  Colors  For  Spring  Chapeaux 

One  designer  declares  that  fuchsia  wilt 
be  even  stronger  than  in  the  Fall.  She 
says  that  the  bright  shades  will  be  leacU 
ing  and  combinations  of  all  bright  §hades 
will  be  favored.  Outside  of  black,  .which 
despite  its  long  reign  this  fall  will  be 

good  again,  not  many  of  the  dark  -colors 
will  appear.  Questioned  further  as 
to  which  bright  colors  will  prevail,  Dry 
G  ods  Review  was  told  to  watch  for 
these  shades:  tigerlily,  (the  new  orange 
shade)  canna  red  and  the  bright  blu :  s„ 
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Nationally  Known  by  Women 

KNITTED     GOODS  Dry  Goods  Reri.  w 

Canadian  women  are  well  aware  of  the  neat  finish  and 

durability  of  Peerless  Underwear.  Herein  lies  the  reason 
for  its  constant  demand. 

Retailers  everywhere  find  it  yields  a  goodly  profit  and 
assures  the  satisfaction  of  the  customer. 

For  Women — Children — Infants 

Peerless  Underwear 

Company,  Limited 

Controlled    by 

J.   R.   Moodie  &   Sons,  Limited 

Hamilton,  Ont. 

jMmm^mmmmmmmmM^Mm^^MMMsmm^^sM 

All  Wool  Jersey 
BLOUSE 
$20.00 

per  dozen 

Mail  or  Wire 
a  Trial  Order 

Then  put  in  a  window  display  and  you  will  be 
surprised    at    how    quickly    sales    will    be    made. 

We  consider  this  line  to  be  the  best  value  in 
Canada — wherever  it  has  been  stocked  it  is  sell- 

ing briskly.  It  is  made  of  pure  wool  jersey  cloth 
in  misses'  and  women's  sizes.  The  colors  are 
brown,  navy,  paddy  green,  Copenhagen  and  fawn, 
with  embroidery  in  these  contrasting  colors: 
cardinal,   gold,  green   and   white. 

Mitchell  Woollen  Co. 
MITCHELL,      ONT. 
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TT  is  not  only  in  smoothness  of  seam, 

perfection  of  fit,  and  quality  of  finish 
that  Penmans  Underwear  excels.  The  fab- 

ric is  produced  from  the  finest  of  materials 

and  the  knitting  is  so  perfect  and  uniform 

that  the  maximum  of  durability  and  com- 

fort result  And  in  the  long  rundurability, — 

genuine  worth, — is  the  only  sure  foundation 
for  a  permanent  trade  connection. 

Penmans  can  fill  every  requirement  of 

your  trade,  for  all  classes  of  persons,  all 
occasions  and  all  seasons. 

cf£swi€in£  Underwear 
"THE      STANDARD      OF      EXCELLENCE" 

Penmans  Limited,  Paris.  Also  makers  of  Hosiery  and  Sweater  Coats.  n 

B.Ti'.'i 
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Knit  Goods  Men  Have  Gone  Ahead 
Manufacturers  Have  Attempted  Many  New  Lines  and  Seem  to Have  Made  Good— Economy  Appeal  Has  Been  Factor  in  Demand 
— beveral   Lines  Reviewed   as  to   Prices— Close   Profits   Brine- Quick  Sales 

MANUFACTURERS  of  knitted  goods  in  Canada  are 
justly  proud  of  their  success  of  the  last  year.  There 
are  very  few  lines  in  either  undergarments  or  outer- 

wear which  they  have  not  attempted  and  in  which  they  have 
not  made  good.  They  declare  that  there  is  no  longer  any  dan- 

ger from  imported  garments.  They  can  meet  these  in  price 
always  and  very  often  can  offer  the  trade  better  prices.  In 
some  of  the  extra-ordinary  novelty  lines,  American  firms  can 
still  get  a  good  market  here,  for  the  chief  reason  that  Cana- 

dian manufacturers  have  not  seen  their  way  clear  to  attempt them. 

With  no  reduction  in  the  cost  of  labor  but  a  great  deal  in 
the  cost  of  raw  wools,  manufacturers  have  made  every  effort 
to  lower  prices  to  a  point  where  the  public  is  forced  to  buy. 
This  is  in  spite  of  the  fact  that  business  came  so  slowly  dur- 

ing the  first  seven  months  of  1921.  Most  of  them  have  been 
content  to  allow  the  last  five  months  to  carry  only  the  costs 
of  the  same  period  of  time.  They  believe  so  firmly  in  the 
future  of  the  knitted  goods  industry  of  this  country  that  they 
feel  the  good-will  of  the  trade  and  of  the  people  of  Canada 
is  the  best  means  of  securing  business  for  next  year. 

One  manufacturer  informed  Dry  Goods  Review  that  while 
there  were  some  sections  of  the  United  States  where  knitted 
garments  were  considered  a  failure  this  year,  there  was  no 
p5rt  of  Canada  in  which  they  did  not  sell  all  year,  with  the 
exception  of  a  few  weeks  in  the  warm  weather.  The  climate 
of  our  country  is  not  suited  to  many  of  the  materials  and 
styles  which  are  used  in  Paris  and  London  and  even  across 
the  border,  but  knitted  garments  make  an  all-year-round  out- 

fit in  Canada.  The  retail  trade  have  as  a  whole  made  every 
effort  to  co-operate  with  manufacturers.  The  business  which 
they  have  passed  to  wholesale  houses  is  the  best  proof  that 
they  can  obtain  what  they  want  in  this  country. 

At  present,  English  yarn  spinners  are  behind  on  deliv- 
eries. This  is  because  of  the  sudden  influx  of  orders  for 

wools  which  they  received  in  the  early  Fall  months.  The 
strike  of  a  few  months  ago  in  the  spinning  mills  was  also  a 
factor  in  the  delay.  On  certain  counts,  many  English  mills 
will  not  promise  repeat  orders  for  yarns  before  April  1. 

General  conditions  are  not  good,  with  so  many  men  and 
women  out  of  work,  but  what  money  there  is,  is  being  spent. 
Knitted  goods  are  selling  more  readily  than  many  other  lines 
because  they  give  a  feeling  of  economy.  Sweaters  are  bought 
for  the  actual  warmth  contained  in  them  and  woollen  stock- 

ings are  a  necessity  with  the  advent  of  cold  weather. 

One  Manufacturer's  Change  in  Prices  to  the  Wholesale  Trade 
One  Ontario  firm  which  does  not  sell  to  the  retail  trade 

shows  the  following  change  in  the  cost  of  goods  to  wholesale 
houses: 

Dec,  Dec, 
1920  1921 

Ladies'   Heather  hose    (mixture)     $11.50         $  6.50 
Ladies'  Heather  hose  (all  wool)        18.00  10.25 
Ladies'  Cashmere  hose  (all  wool)       15.00  7.50 
Underwear  (mixture,  for  men  and  women).      19.25  13.50 
Fine  weight  combination        22.30  14.50 
All  wool  socks  (fine  cashmere,  for  men)....       8.25  4.65 
Mercerized  lisle  hose           6.25  6.00 

Though  the  made  up  lines  of  fine  cashmere  and  mercer- 
ized  lisle   are   reduced   in   price    as    shown    above,  wholesale 

houses  that  import  direct,  and  manufacturers,  declare  that 
the  new  goods  will  be  much  nearer  last  year's  prices  because the  wools  now  on  hand  are  higher. 

Comparative  Prices  of  One  Wholesale  House 

A  Toronto  house  shows  the  following  reduction  in  prices of  wool  yarns: 
Dec,  Dec, 
1920  1921 

b  ancy  wool  yarns  (1  doz.  in  box)     $  1.75         $  135 2.75  1.90 

b  mgering  yarns    (a  spindle)        19.50  13.50 
Cheaper  grade  yarns            7.00  5^60 

The  only  line  which  is  more  expensive  than  last  year  is 
Angora  wool.  It  has  even  gone  up  in  price  during  the  last 
six  weeks.  In  December,  1920,  French  Angora  wool  balls  sold 
for  $6.00  a  dozen;  this  year  the  same  house  is  asking  $7.00. 
Yet  it  is  claimed  that  more  of  this  wool  is  sold  at  $7.00  than 
was  disposed  of  before  the  war  when  the  price  was  $1.15. 
The  amount  of  labor  required  in  producing  it  is  what  keeps 
the  price  so  high.  Angora  wool  is  combed  by  the  French 
peasants  from  the  lambs  each  day.  It  is  then  woven  by  hand. 
When  workers  get  enough  of  it  together  they  bring  it  into 
Paris,  where   orders   are   booked   months   ahead. 

Another  manufacturer  of  knitted  goods  shows  these  prices 
to  retailers  for  this  year  and  last: 

Dec,  Dec, 
1920  1921 

Wool   yarn    (floss)        $  4.00         $  2.75 
Wool  yarn   (down)          2.85  2.00 
Silk  hose  (fibre  silk)           12. 00  8.50 
Silk  hose  (pure  silk)           21.00  14.50 

18.50  13.50 
18.00  12.00 

Ladies'    sweaters           78.00  42.00 63.00  39.00 

A  Toronto  wholesale  house  which  deals  in  knitted  goods 
alone  and  represents  not  only  Canadian  but  English  and 
American  mills  gives  these  comparative  prices: 

Dec,  Dec. 
Hosiery  1920  1921 

Women's   all-wool  hose       $16.50  $  9.00 
Women's  70  per  cent,  wool  hose    10.50  6.00 
Women's   cashmerine    (winter  weight)    4.80  3.00 
Women's  all  cotton     4.80  3.00 
Children's  rib  cashmere  (sizes  8%  to  10)...  9.00  6.00 Underwear 

Women's   all   cotton       8.50  5.50 
Part  wool       13.50  10.50 
All    wool       36.00  22.50 

This  dealer  informs  Dry  Goods  Review  that  all  the  lines 
he  carries  are  in  the  same  proportion.  He  says  that  the  re- 

tailers who  are  marking  their  goods  close  are  the  ones  who 
were  the  first  to  take  their  losses,  when  prices  broke  in  the 

early  Spring.  These  men  inform  him  people  are  buying  knit- 
ted goods  when  they  can  get  a  good  price  and  that  they  are 

looking  for  profits  from  turnover  rather  than  from  high  prices. 
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Best  To  Carry  Only  One  Brand? 
Retailer  Who  Specializes  on  Wool  Garments  Believes  It  Best  to 
Handle  Only  One  Brand — Receives  More  Consideration  and  Has 
Support  of  Mills  Behind  Her — The  Question  of  Sports'  Goods 

THERE  is  no  doubt  that  
the  manu- 

facturers in  this  country  are  alive 
to  the  future  of  the  knitting  in- 

dustry. Most  of  the  wholesale  houses 

and  manufacturers'  agents  are  taki.ig 
these  lines  very  seriously  now.  But  the 
retail  trade  has  been  a  little  slower  in 
pushing  their  knitted  goods.  They  are 
still  too  much  of  a  side  line  in  many 
stores.  Yet  the  consumer  knows  a  great 
deal  more  about  knitting  than  he  did 
three  years  ago. 

One  retailer  who  has  conducted  a 
knitting  goods  shop  in  Toronto  for  six 
years,  says  that  the  only  successful  way 
to  sell  them  is  by  specializing  in  one 
make.  The  dealer  whj  carries  four  or 
five  lines  is  not  looked  up  to  as  the 
specialist  is.  The  principal  reason  is 
that  it  is  almost  impossible  to  learn  the 
respective  qualities  of  all  and  do  justice 
to  each  of  ;hem.  Our  informant  believes 

that  every  small  shop  and  every  de- 
partment store  which  carries  knitted 

(garments,  should  be  known  to  the  pub- 
lic as  lepresenting  certain  wanted  things. 

The  line  she  carries  for  example,  is  made 
by  an  English  mill  which  uses  nothing 
but  pure  wool.  Her  customers  now 
know  her  shop  as  one  which  contains 
only  all-wool  garments.  Had  she  in 
stock,  meichandise  made  by  manufac- 

turers who  do  not  specialize  in  all-wool, 
she  believes  that  her  standing  would  not 
be  as  secure  with  her  customers.  Buying 
dry-goods  is  to  some  people  what  buying 
groceries  is  to  others.  There  are  many 
customers  who  wU  not  go  into  a  store 
where  two  grades  of  butter  are  kept 
and  th  re  are  an  increasing  number  of 
people  who  buy  their  clothing  in  the 
same  way.  Referring  to  knitted  goods 
in  paiticular,  (his  retailer  believes  that 
most  customers  appreciate  the  signifi- 

cance of  tailored  sweaters  and  suits  and 
of  well-fitted  hose.  They  understand 
more  about  dyes  than  they  did  formerly. 

Should  Carry  Other  Lines  of  Equal  Merit 

Special  zing  in  one  brand  does  not 
mean  that  no  bing  else  should  be  carried 
in  a  given  shop.  There  is  no  reason  that 
lingerie  should  not  be  sold,  provided 
that  a  class  of  merchandise  is  shown 
which  is  in  keeping  with  the  wool  goods. 
Silk  and  woj]  garments  can  find  a  place 
in  such  an  establishment,  because  the 
customer  who  thinks  of  it  as  an  "all- 

wool"  shop,  will  not  be  unfavorably  im- 
pressed on  discovering  that  he  or  she 

can  find  silk  combined  with  pure  wool. 
The  knitted  goods  business  leads  into 

so  many  channels  if  conducted  on  a 
proper  basis,  that  a  specialist  has  a  very 
fair    range.      All   wool    gloves     are     in 

strong  demand  since  the  banishment  of 
muffs — women  kn  w  that  there  is  no 
warmth  in  (mixtures.  Knitted  ties  for 

men  bring  a  steady  business. 

This  merchant  says  that  the  all-wool 
slogan  appeals  to  men  even  more  than 
women.  Often  the  lightest  weight  gar- 

ment is  chosen  in  preference  to  the  heavy 
union  underwear. 

Mils  Ready  to  Stand  Behind  Their  Goods 

So  eager  are  most  of  our  Canadian 
manufacturers  to  stand  behind  their 

goods,  that  stores  which  are  willing  to 
sell  one  line,  are  usually  given  every 
consideration.  Some  mills  are  getting 

out  catalogues  in  which  they  offer  guar- 
antees and  relieve  the  merchant  of  any 

undertaking.  They  are  m're  ready  to 
fill  orders  at  the  lowest  price  possible 
and  on  short  notice,  when  they  know  a 
store  is  absolutely  dependent  on  them 
for  a  particular  line. 

Wool   Business   May   Include 
Woven  Garments 

With  the  guarantee  of  pure  wool,  this 
Toronto  w  man  h  s  been  able  to  add 
other  lines  which  are  woven  from  wool. 

She  says  that  she  likes  to  be  kn.wn  as  an 
"all-wool"  shop,  rather  than  as  a  knitted 
goods  one,  because  her  field  is  then  made 
so  much  larger. 

Some  of  the  woven  garments  she  car- 
ries are  :  ladies'  tailored  sports'  blouses 

of  wool,  pajamas  and  dressing  gowns  of 

pure  wcol,  camelhair  coats,  men's  wo>  1 
bathrobes,  men's  all-wool  ulsters,  sleep- 

ing bags,  blankets  of  wool  and  camel- 
hair,  motor  and  steamer  rugs,  woven 
scarfs,  tweed  caps,  wool  puttees,  slippers 
for  men,  women  and  children,  spats  and 

gaiters. 
There  is  no  reason  why  wool  yard 

goods  should  not  be  include!  in  a  store 
of  this  kind.  Just  now  when  Canadian 
homespuns  are  becoming  so  famous,  an 
all-wool  shop  can  carry  these  to  great 
advantage.  Tweeds,  skirtings  of  all 
kinds,  twills  and  fine  serges  always 
find  a  market  in  a  town  where  there  is 

a  fair  percentage  of  sports'  goods  worn. 

The  Sport  Tag  Question 

Every  town  with  more  than  two  thou- 
sand people,  has  room  for  a  sport  tog 

shop..  The  riding  outfit  may  not  be  w^rn 

by  more  than  one  per  cent,  of  the  pop- 
ulate n  but  it  has  its  place  among  sport- 

ing outfits.  Skat'ng  suits  can  be  disposed 
of  in  any  community.  Even  the  knicker 
suit  is  here  to  stay.  Though  Canadian 
women  have  nit  yet  taken  up  the  latest 
fad  of  their  sisters   on   the  other  side, 

there  are  one  or  two  manufacturers  who 
declare  that  it  will  be  established  next 
fall.  It  will  not  be  chosen  for  everyday 
use,  but  it  will  be  used  for  winter  spurts, 
golfing  and  boating. 

The  knitted  sports'  suits  are  not  a 
thing  of  the  future  but  of  the  present. 
Of  curse,  many  of  the  better  lines  are 
beyond  the  price  of  the  average  customer 
because  they  are  imported.  Heretofore, 
the  superkr  shaping  of  foreign  garments 

has  been  a  drawback  to  our  manufac- 
turers. They  are  knitted  in  straight 

lengths,  like  piece  goods,  then  cut  and 
made  as  garments  are  from  yard  goods. 
One  designer  expressed  the  opinion  that 
British  knitted  dresses  looked  like  dress- 

es, while  those  made  here  and  in  the 
United  States,  resemble  very  much 
elongated  sweaters.  However,  there  are 
two  or  three  lines  made  right  here  for 

Spring  showing,  which  will  bear  com- 
parison with  any  foreign  garments. 

Wool  Yarns  In  The  Woolware  Shop 

Whether  a  store  of  the  kind  described, 
should  carry  wool  yarns,  is  a  debatable 
question.  Our  informant  believes  that 
a  merchant  Who  represents  a  firm  which 
makes  yarns,  should  stock  them.  In 
other  cases,  it  is  a  question  of  being 
able  to  obtain  embroidery  and  knitting 
yarns  which  can  be  guaranteed  as  good 

as  the  made-up  garments,  for  which 
the  store  is  known. 

There  is  another  factor  to  be  consid- 
ered in  this  connection.  In  seasons  like 

the  present  one  when  there  is  a  lull  in 
the  ordinary  sweater  business  and  a  con- 

sequent increase  in  handknitting,  many 
retailers  are  in  danger  of  losing  ground 

if  they  cannot  keep  their  customers  com- 
ing to  them  regularly  for  yarns,  just 

as  they  do  in  other  seasons  for  ready- 
made  sweaters. 

The  general  impression  received  from 
Dry  Gcods  Review  by  this  interview 

with  a  woman  who  has  'made  good",  was 
that  a  store  should  become  known  first 

of  all  as  a  high-grade  wool  shop  a*nd 

secondly  as  a  sports'  shop,  to  succeed  "in 'his  line  during  the  next  three  years. 

The  best  way  of  avoiding  the  errors 
of  over  frequent  sales  is  to  feature 

short  period  sales  or  'one  day  only' 
events,  meant  to  clear  out  left-overs 
or  odd  sizes  at  attractive  prices.  Never 
let  your  sale  drag  on  until  it  gets  stale. 
A  week  should  be  the  longest  period 
allowable,  and  concentrated  efforts  in 

newspaper  advertising,  window  and  in- 
terior displays  should  have  the  desired 

result  in  short  notice. 
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IP  (Greeting*! 

Sells  Steadily 
EVERY  time  you  sell  an  Atlantic 

garment  you  can  meet  the  pur- 
chaser's demand  for  a  moderate-priced 

suit  that  will  give  excellent  wear  with 
absolute  comfort. 

Sold   in    a    large    range    of  different 
weights  and  qualities. 

UNSHRINKABLE 

The  Underwear 
iJiatOVer^ears 

ATLANTIC   UNDERWEAR 
LIMITED 

MONCTON N.B. 

33 

E.  H.  Walsh  8b  Company 
Montreal  &  Toronto 

Selling  Agents  for  Quebec,  Ontario  and  Western  Provinoes 

A  Merry  Christmas  and  Neiv 

Year  full   of   Prosperity   Be 

yours. k 

ttttft* 

Harvey  "Undies' 
They  are  really  a  luxury  with 
their  unusual  charm,  so  very 

practical,  and  so  very  mod- 
erate in  price  that  they  fit 

nicely  into  the  strictest  econ- 

omy plans. 
Let  us  give  you  merchandise 
which  will  please  and  satisfy 

the  Trade,  and  which  will 

give  you  absolutely  Che  big- 
ger sales,  and  the  tetter  prof 

its,  than  you  probably  ever 

felt  were  possible. 

HARVEY  KNITTING  COMPANY 
Limited 

WOODSTOCK ,  ONTARIO 
CANADA 
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Our  Sturdy  Young  Business — 
Has  been  built  up  and  volume  maintained    by    adhering    to  first   class 

quality  Goods — Bathing  Suits  and  Jerseys 

See  Our 

Spring 

Range 

'c  1«K    MO*'1** 

A  Right  Hearty 

CHRISTMAS 

GREETING 

and  a  Prosperous 

NEW  YEAR 

ToO ne  an d  All 

JERSEYS,   LIMITED 
455  KING  ST.  WEST  Manufacturers  TORONTO 

ft^i^i 

CHRISTMAS 
—  AND  OUR  FRIENDS  — 

The  Christmas  Bells  from  hill  to  hill 
Answer  each  other  in  the  mist. —  Tennyson 

And  Christmas  messages  from   coast  to   coast,  bridge  the 
miles  that  separate  friends. 

We  extend  warm  Christmas  Greetings  to  our  many  friends 
amongst  the  retail  dealers  throughout  the  Dominion.  We  take 
this  opportunity  to  thank  you  for  your  custom  in  the  past.  And 
we  hope  that  our  mutually  pleasant  relations  will  continue,  and 
that  success  will  crown  all  your  business  undertakings 
in  the  New  Year  ahead. 

The  Circle-Bar  Knitting  Co.,  Limited 
KINCARDINE  -  ONTARIO 

Mills  at  Kincardine  and  Owen  Sound 

iaftistft 

•5* 
RCGICTtfftO HOSIERY 
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& 

m 
Brand 

The  Underwear  of  Durability 

For  many  years  Men's Heavy  Underwear  made  by  us 
has  proved  its  durability  and 
comfort  thus  insuring  ready 
sale. 

We  take  pleasure  in  an- 
nouncing that  our  lines  from 

now  on  will  be  sold  under  the 

"Stonebridge"    Brand 

& Your  Wholesaler  will  Supply  You 

m /■or 
m 

M 
& 

A 

Almonte  Knitting  Co.,  Ltd 
Almonte,  Ont. 
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HI 

MARK 

REGISTERED 

O.V  BRAND 
PURE  WOOL  UNDERWEAR 

For  Men  an cf  Hoys 

Give  your'customers  0.  V.  Brand,  the guaranteed  underwear  for  the  outdoor 
worker.  Quality  garments  at  moderate 
prices.  ̂ The  first  choice  for  15  years. 

SOLD  THROUGH 
WHOLESALE  TRADE 

BATES  &INNES  Limited 
Carleton  Place,  Ont . 

Agents 
E.S.Bates  &Co.Ltd.,    H.J.Fox,     C.E.Winks.       W.R.Miller. 
35  St.Nicholaa  St.       152  Bay  Si      44  Aiken  Block.  Mercantile  Bld§. 
Montreal  Toronto        Winnipeg  Vancouver 

g?  Cbrtetmas 

And  May  the  New  Year 

Bring  You  All  Health, 

Happiness  &  Prosperity. 

Travellers  are  now  showing 
CELTIC  hosiery  lines  for 
Spring.  The  latest  "CELTIC" 
creations  in  embroidered  de- 

signs   will   delight   you. 

Selling  Agents: 

Harvey  Bros.    &  Semple,  Limited 
224  Empire  Blrtg.      313  Fort  St.      325  Howe  St. 

Toronto        .  Winnipeg  Vancouver 

TheCeItic  Knitting  Co.,Ltd 
14  Turgeon  Street,       Montreal 
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Now  as  Never  Before — 

You  Need  Sound 
Financial     Information 

THERE   never   was   a   time   when 
business  merchants  needed  sound, 
sane,  financial  knowledge  of  com- 

mercial happenings  on  which  to  base 
present  and  future  investments  as  they 
do  right  now. 

For  your  business  profits  are  not  real 
profits  until  you  have  them  safely  in- 

vested in  reliable  securities. 

Why  not  invest  profits  from  your 
shop  and  the  coupons  from  your  Vic- 

tory Bonds  in  genuine  securities,  news 
of  which  you  will  find  every  week  in 
THE  FINANCIAL  POST  Investor^ 
Enquiry  Service,  a  feature  for  sub- 

scribers which  will  give  you  the  benefit 
of  investigators  in  all  the  big  financial 
centres?  This  service  is  just  as  if  you 
paid  a  man  $10,000  a  year  to  be  your 
own  personal  investigator  in  Toronto, 
Montreal,  Winnipeg — in  fact,  every 
city  in  the  Dominion. 

But  you  cannot  hire  the  services  of 
this  staff — you  get  them  free  with  a 
subscription  to  THE  FINANCIAL 

POST,  through  this  splendid  Investors' 
Enquiry  Service,  which  is  free  to  all 
readers. 

But  that  is  not  the  only  thing — this 
commercial  newspaper  gives  you  the 
financial,  industrial,  banking  news  of 
the  country  in  convenient  readable 
form — just  the  data  you  need  for  your 
business — just  the  facts  you  need  for 
your  investments — in  fact,  a  splendid 
partner  of  the  ambitious  merchant. 

When  8,425  merchants,  business 
executives,  bankers,  lawyers  find  in 
THE  FINANCIAL  POST  the  verv 
facts  which  will  help  them  in  their 
business,  will  you  not  find  a  weekly 
reading  of  its  pages  very  beneficial? 

THE    FINANCIAL   POST 
143-153  University  Ave.,  Toronto,  Ont. 

.192 
THE  FINANCIAL  POST, 

143-153  University  Ave.,  Toronto. 
On    the    understanding    that    THE    FINAN- 

CIAL POST  contains  just  the  facts  I  need  for 
safe  investment  of  profit,  you  may  send  me  a 
recent  issue. 

Name  . . 

Address 

-,  1 1 1 1 1 1 1 1 1 1 1 1  in  nil  1 1 1 1 1 1 1 1 1 1 1 1 1 1 hi  .iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiifT 

Priscilla  Brand 
Knit  Goods  for  Kiddies 
will  be  bigger  sellers  during  1922  than  ever  before, 
because  of  the  added  value  that  our  improved 
facilities   have   made    possible. 

We  wish  to  thank  our  many  friends  for  their  pa- 
tience during  our  "re-adjustment"  period.  We  have 

now  completed  arrangements  which  will  enable  us  to 
incorporate  still  more  fully  in  our  products  the  re- 

sults of  long  experience. 

Our  representatives  will  shortly  call  upon  you.  May 
we  ask  that  you  be  prepared  to  let  these  gentlemen 
know  your   requirements   for   the   coming   year? 

HENRY  DAVIS  &  CO.,  LIMITED 

259  Spadina  Ave., Toronto,  Canada 

INFANTS  FOOTWEAR  Limited 

LONDON,  ENGLAND 

Soft  Sole  Shoes 

in  K[i  d,  Silk, 

Poplin,  Wool, 

etc.,  and  Hard 
Sole  Shoes, 

Children's  Woolly-Wear,  Bonnets, 
Gaiters,  Mitts,  etc. 

CANADIAN     BRANCH 
GREENE-SWIFT     BUILDING 

LONDON,      ONTARIO. 

ESTABLISHED   1849 

BRADSTREET'S Office*    Throughout    the    Civilized    World 

Calgary,  Alta. 
Edmonton,  Alta. 
Halifax,    N.S. 
London,  Ont. 
Sydney,  N.S. 

OFFICES   IN   CANADA: 
Ottawa,    Ont. 
St.   John   N.B. 

Vancouver,    B.C. 
Victoria,  B.C. 

Montreal,   Que. 

Quebec,   Que. 
Toronto,    Ont. 
Winnipeg,    Man. 

Hamilton,  Ont  ,  and  St.  John's,  Nfld. 

Reputation   gained    by    long   years   of  vigorous, 
conscientious   and   successful   work. 

JOHN  A.  THOMPSON,  General  Manager,  Western  Canada 

TORONTO,  ONTARIO 



The  Wonderful  Possibilities 

of  Hawthorn  Fabrics 

Canada's  leading  fashion  creators  are  con- 
stantly finding  new  and  striking  uses  for 

Hawthorn  Fabrics.  Because  of  their  beauti- 

ful soft  shades  and  wonderful  draping  quali- 
ties they  lend  themselves  to  a  wide  variety  of 

uses. 

Note  for  instance  these  artistic  dresses  de- 

signed and  manufactured  by  The  Harris 

Manufacturing  and  Trading  Co.  of  Montreal. 
Dresses  of  a  similar 

design  are  being 

featured  very  pro- 
minently in  New 

York.  By  combin- 
ing these  New  York 

styles  with  Haw- 
thorn Knitted  Fab- 

rics, the  Harris  Co. 

have  hit  on  some- 
thing that  for  beauty 

and  becomingness  will  be  hard  to  beat.    Of 
course  they  bear  the  Hawthorn  Label. 

HAWTHORN  FABRIC 
CANADA  PRODUCT 

The  label  of 

dependability 
i  n  garments 
made  from 
Hawthorn 
Fabrics . 

HAWTHORN    FABRICS 
Made  in  Carleton  Place,    Ontario,    by  Hawthorn  Mills,  Limited 
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SPRING 

1922 
"THE  special  Spring 

range  of  Ballantyne 
Knitted  Outerwear  is 

designed  to  show  gar- ments for  that  season 
near  as  possible  to  your 
selling  season.  For  this 
reason,  the  newest  style 
ideas  are  embodied  in 

this  Spring  range.  It  is 

right  on  top  of  the  cur- 
rent style  vogue  and  it 

has  the  variety  that 

gives  you  a  well  assort- ed Spring  range.  Order 
now  so  as  to  be  sure  to 
be  able  to  make  a  good 
showing  for  the  opening 

of  the  Spring  season. 

BALLANTYNE 
KNITTED        OUTERWEAR 

Novelty  Coats,  Shawlettes,  Bathing  Suits, 

Girls'  Middies,  Boys'  Jerseys,  Scarfs, 
Children's  Smocks  and  Pullovers,  Young 
Men's  Pullovers. 

R.  M.  Ballantyne,  Limited 
STRATFORD CANADA 
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Oxford Dainty 

Underwear 
FANCY 

EVENING 
VESTS 

"  Interchangeable" 

"  Kosy  Kut " 
and  many  other  popular 
lines  in  dainty  numbers. 

BLOOMERS 

White,  Sky,  Pink,  etc. 
Oxford  Bloomers  are 

very  different  from  the ordinary. 

CHILDREN'S COMBINATIONS 

Jerseys 
Bathing  Suits 

p 

Durability  and  genuine  worth  is  the  only  sure  foun- 
dation for  a  permanent  trade  connection. 

The  increasing  use  of  the  products  of  our  Plant 
reflects  faith  in  all  who  make,  handle  or  wear  Oxford 
Underwear. 

The  Oxford  Knitting  Company,  Ltd. 
WOODSTOCK,    ONT. 

Representatives : 

T.  H.  WARDELL  H.  R.  BLADE  F.  W.  McLEAN 

24  Aikins  Block,  Winnipeg  Carleton   Chambers,  Ottawa      5   Paddock  St..  St.  John,  N.B. 
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°7he  O/ov&S  and  JJOSIGQ^  JioU^Q  <g/  Gh/ia6ti 

t  Christmas  Spirit 

riE  Christmas'  spirit3  itf   a  fine  thing. 
We  need  iL     If  i/  the  one  big  uplifP 

of  the  year: 

j  The  "recognition  of  (rue  friendship, 

of- loyal  Service,  of  timely  Support? 

accompanied~by  a  Statement  ofyour good  wi^he/ 

at  mis'  Season,  i£"  a  practice  to- be  encotiraged. 

We  all- like  to  be  remembered~by  those  whose 
good   will   and  esteem  we   covet. 

T  Tie  exchange  of  TheSe  evidences'  of  good 

will  and  ap  pr  e  c  i  a  t  i  o  n  makes  for" a  higher 

standard  of  thinking  and  of  conduct,  and~bringS 
u£  back  to  a  realization  of  the  fact  that  there 

i^  much  in  life  and  to  itgliving  that  cannot 

"be    measured    in    dollars   and   centS. 

St.  Catharines  Silk  Mills 
Limited 

St.  Catharines, Ontario 

London  Hosiery  Mills Limited 

London,  Ontario 

Venus  Silk  Hosiery  Mills 
Toronto, 

Limited 

Ontario 

Griffin  Gloves 
Limited 

Toronto,  Ontario 

Sellin 
d  L.Bake 

Wellington ronto 



DRY     GOODS     REVIEW 

67 
%  Q loves  and  Tfosiezy  Tlou&e  <g/  Ganada 

I 

St.   Catharines    Silk    Mills 
Limited 

St.  Catharines,  Ontario 

London  Hosiery   Mills 
Limited 

London,  Ontario 

Venus  Silk  Hosiery  Mills 
Toronto, 

Limited 

Ontario 

Griffin  Gloves 
Limited 

Toronto,  Ontario 
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$50  Worth  of  Books  for  $3 
Fifteen  of  the  Best  Sellers  of  the  Year 

For  $3  if  you  subscribe  to 

MacLean's  Magazine 
During  1921  MACLEAN'S,  Canada's  National  Magazine,  has  published  the  whole 
or  major  portion  of  the  following  fifteen  books,  which  have  since  been  published  in 
book  form — or  are  shortly  to  be  published: 
( 1 )  Reminiscences  of  a  Raconteur 

— Col.  George  H.  Ham 
The  recollections  of  Canada's  premier  story  teller,  the 
C.P.R.'s  knight  of  wit  and  wisdom,  who  has  known  every 
person  worth  knowing  in  Canada  during  the  past  half 
century. 

(2)  Masques  of  Ottawa — "Domino" 
A  series  of  brilliant,  biographical  sketches  of  Cana- 

dians prominent  in  politics  and  business;  analogous  to 
"The   Mirrors    of   Downing  Street." 
(3)  Canada  at  the  Cross-Roads 

— Agnes  C.  Laut 
A  series  of  vigorous,  inspirational  articles  showing  how 
Canada  is  standing  on  the  threshold  of  nationhood; 
constructive  criticism  indicating  how  full  national 
status    is    being    achieved. 

(4)  Policing  the  Plains 
— Rev.  R.  G.  MacBeth 

The  latest  and  most  authoritative  history  of  the  Royal 
North  West  Mounted  Police,  by  a  padre  who  himself 
took  part  in  the  Riel  Rebellion  and  has  associated  with 

many  of  the  leading  characters  in  Canada's  famous frontier   force. 

(5)  The  Drama  of  Our  Great  Forests 
— Arthur  Heming 

The  pulsating,  throbbing,  human-interest  story  of  Can- 
ada's great  northern  fastnesses,  told  by  the  man  who 

will    go    five    hundred    miles    to    get    a    fact;     authentic, 
enthralling. 

(6)  The  City  of  Peril- -Arthur  Stringer 
An  up-to-date  narrative  of  a  Bolshevistic  plot  which 
was  nipped  in  the  bud  by  an  adventurous  young  mil- 

lionaire;   including    a    delightful    Stringer-like    romance. 

(7)  Pawned  —  Frank  Packard 
A  fast-moving  story  of  a  triple  regeneration,  shifting 
with  kaleidoscopic  speed  from  the  South  Sea  Islands  to 
this   continent   -novel,    intense,  gripping,   mystifying. 

(8)  The  Valley  of  Gold — David  Howarth 
The  first  novel  from  the  pen  of  an  athletic  Methodist 
parson  now  resident  in   Miami,  Manitoba — a  true-to-life 

account  of  the  Qu'Appelle  Valley  of  Saskatchewan  as  it 
was  twenty  years  ago;   vigorously,  thoroughly  Canadian. 

(9)  Mostly  Sally 
— Pelham  Grenville  Wodehouse 

A  worthy  successor  to  "The  Little  Warrior,"  told  in  the 
inimitably  facetious  and  whimsical  vein  of  this  English 
master-craftsman. 

(10)  The  Yellow  Streak 
— Valentine  Williams 

The  story  of  a  murder  mystery  solved  by  real  human 
beings;  from  the  pen  of  the  author  who  wrote  "The 
Man   With   the  Club  Foot." 

(11)  The  Gates  of  Tien  T'ze — Leslie  Howard  Gordon 
An  enthralling  book  which  ran  in  MACLEAN'S  as  a 
five-part  serial;  dealing  with  life  in  London  when 
Anglo-Saxons  and   Chinese    met  at  cross   purposes. 
(12)  Lenix  Ballister,  Diplomat 

— Archie  McKishnie 
A  dozen  short  stories  about  the  typical  Canadian  negro 
of  Western  Ontario;  a  forthcoming  volume  from  the 
pen  of  one  of  Canada's  foremost  fiction   writers. 
(13)  Prince  Renine 

— Maurice  Le  Blanc 
Eight  more  stories  in  which  the  leading  character  is 

the  thinly  disguised  Arsene  Lupin,  one  of  the  world's famous   characters   in   detective   fiction. 

(14)  A  Series  of  Short  Stories 
—"Sapper"— H.  C.  McNeile 

Ten  or  a  dozen  brilliantly  written  stories,  impregnated 
with  human  interest,  from  the  pen  of  one  of  the  most 
successful  English  authors  brought  to  the  fore  during 
the  war. 

(15)  The  Man  Who  Knew  Too  Much 
— G.  K.  Chesterton 

A  collection  of  eight  stories,  each  with  its  distinctive 
mystery,  and  containing  the  usual  Chestertonian  twist, 
from  the  pen  of  the  man  who  wrote  the  "Father  Brown" series. 

Readers  of  MACLEAN'S  got  all  these  books  in  1921 — ten  books  of  fiction  and  five  of  a  more  serious  char- 
acter, biographical,  reminiscent,   political— permanent   literature. 

In  addition,  they  got  a  most  attractive  offering  of  the  best  short  stories  and  the  twice-a-month  Review  of 
Reviews  department,  which  kept  them  posted  on  current  topics  and  developments  in  all  parts  of  the  world, 
as  well  as  the  multitude  of  Special  Articles  on  Topics  of  National  Interest  in  Canada,  which  have  made  MAC- 

LEAN'S something  more  than  a   magazine — a  National  Institution. 

MACLEAN'S   readers   got  all   this   immense   value   in    1921 — in   1922   they  will   get  bigger   value  still. 
And   you   get  all   this   for   S3. 00 — the   price  of  a  year's    subscription — 24   twice-a-month  issues  of 

Macleans 
1       1  "CANADAS  national  magazine 

The  MacLean  Publishing  Co.,  Limited,   143-153   University  Avenue Toronto 
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Price  Review  Of  Accessory  Lines. 
Leather  Goods  Show  Smaller  Reductions  Than  Many  Lines  — 
Table  Showing  Ribbon  Reductions — Big  Chance  in  Handkerchiefs 
— Dealers  Short  of  Christmas  Goods  Because  They  Did  Not  Book 

THOUGH  dress  accessories  houses 
have  been  doing  a  splendid  business 
the  last  five  weeks,  they  claim  that 

it  is  only  due  to  the  absolute  necessity 
for  replenishing-  their  stocks,  which  faces 
the  retailers.  In  August  and  September, 
when  travelers  visite.i  the  Pacific  coast 
for  Christmas  business,  the  trade  could 
not  be  induced  to  buy,  though  prices  were 
about  the  same  as  at  present.  Now 

these  merchants  are  facing  the  prospec's 
of  a  bare  cupboard  for  the  holiday  buy- 

ers. Most  of  the  manufacturers  have 

been  working  overtime  to  get  out  orders 

for  retailers  now  but  may  say  that  their 
prices  are  only  such  as  will  cover  immed- 

iate cost  of  output.  The  trade  are  f  _rced 

to  buy  but  they  are  still  able  to  get  goods 
at  their  own  price.  Competition  is  keen- 

er than  ever  in  dress  accessories  and  all 

the  wholesale  houses  are  meeting  this 
competition  in  a  businesslike  way. 

The  reductions  which  have  been  made 

in  ribbons  is  a  fair  example  of  the  prices 
which  salesmen  are  offering  for  Spring 
business.  These  refer  to  ribbons  which 

have  been  made  in  Canada,  and  are  the 

manufacturer's  prices  to  the  trade. 

Plain  Satin  Ribbons  (all  colors  in 

bolts  cf  34  yards). 

Width  Dec.   1920  Dec.   1921 

No    1  $1.17  $  .96 
No.  1%  1.35  1.21 
No.  2  1.80  1.62 
No.  3  2.16  1.89 
No.  5  3.24  2.88 
No.  7  4.32  4.05 
No.  9  5.40  4.86 

Plain  Ta'fetn  R'.b'o  ns    (all  colors 
in  bolts  of  36  yards). 

Width  Dec.   1920  Dec.   1921 

No.  1  $.80  $  .76 
No.  1%  .96  .84 
No.  2  1.20  1.02 
No.  3  1.92  1.80 
No.  9  4.68  3.96 
No.  16  6.00  5.28 
No.  30  7.44  6.06 
No.  40  10.44  8.28 

The  above  prices  are  go;d  until 
January  5,  or  probably  January  10,  but 

Dry  Goods  Review  was  informed  that 

they  cannot  be  guaranteed  after  that  be- 
cause of  the  uncertainty  of  the  cotton 

and   silk  markets. 

Reduction  In  Leather  Goods  Not 
So  Noticeable 

Leather  houses  have  had  a  very  suc- 
cessful year  on  the  whole.  Though  some 

of  them  closed  down  for  a  few  weeks  in 

the  summer,  there  has  been  enough 
business  altogether  in  leather  accessories 
to  keep  things  moving  most  of  the  time. 

One  manufacturer  who  has  been  working 
three  nights  a  week  for  seven  weeks 

says  that  the  trade  are  not  expecting 

very  great  reductions  in  his  lines.  They 
know  that  though  materials  are  lower, 

first-class  leather  workers  are  very  dif- 
ficult to  obtain. 

Leather  manufacturers  find  that  the 

trade  w  uld  lather  have  better  values 

than  lower  prices  on  handbags.  They 

have  consequently  used  materials  which 
are  at  least  30  per  cent,  better  than 
those  of  Spring  1921.  Cotton  linings 

have  given  place  to  silk  and  the  leather 
used  is  of  a  much  higher  grade.  There 
is  a  reduction  in  price  of  ten  per  cent, 

as  well.  A  Lucille  bag  which  sold  for 
$24.00  a  dozen  last  December  is  being 
offered  for  $16.00  and  Beauty  boxes  are 

selling  for  $45.00  instead  of  $60.00.  It 
is  very  difficult  to  estimate  the  Changes 

in  women's  handbags  because  the  lines 
offered  are,  in  very  few  cases,  the  same 

as  last  year.  Lines  like  collar  boxes  and 
bill-folds  which  do  not  require  much 

labor  show  a  greater  reduction  than 

purses.  Collar  boxes  which  sold  for 

$15.00  a  dozen  last  December  are  $10.80 
now'  and  bill-folds  are  down  from  $16.00 

to  $12.00. 

Handkerchiefs    Show   Big    Change 

Competition  alone  is  said  to  be  respon- 
sible for  the  drop  that  handikerchiefs 

have  taken  this  month.  Plain  cotton 
handkerchiefs  for  men  which  sold  for 

early  Spring  business  last  year  at  $1.10 

a  dozen  are  going  for  1922  at  sixty-five 

cents.  Ladies'  plain  cotton  handker- 
chiefs are  now  3y2  cents— handkerchiefs 

which  went  last  year  for  fifty-five. 
Those  with  embroidery,  half  cotton  and 
half  linen  are  not  reduced  more  than  ten 

per  cent,  for  which  fact  high-price:! 

labor  is  still  l-esponsible.  Imported  Swiss 
handkerchiefs  are  reduced  from  $2.00  to 

$1.25  a  dozen. 
Laces 

The  following  is  a  general  idea  of  the 

change  which  has  taken  place  in  laces 
this  year: 

Metal    Banding 

Width Dec.  1920 Dec.  1921 
4  inch. 

$1.10 
$  .75 

5%   " 

1.75 
1.25 

9     " 

2.75 

Metal  Laco 

1.75 

Width Dec.  1920 Dec.   1921 
6  inch 

$1.10 

$  .75 

10  " 

1.75 1.25 

18  " 

3.30 
2.25 

27  " 

4.50 3.00 

36  " 

5.75 
3.75 

wi.h.    The  price  is  according  t<>  the  qual- 

ity and  brand. 
For  Spring  1921     For  Spring  1922 
.37V2   yd.  .22V2  yd 

.42  »/2     "  .24     " 

.50         "  .33%     " 

.55         "  .35     " 

.57  y2     "  .40     " 

.60         "  .45     " 

.65  "  .50     " 
Metallic    embroidery    lace    has    fallen 

from   $3.50  to  $1.50   and   from  $4.00   to 
$2.50.      Metallic    cloth    which    sold    last 
Christmas    at    $2.00    is    going    now    for 

$1.75    due    to    the    big    demand    for    this 
class  of  trimming. Veilings 

The  reduc  ion  on  veilings  has  been 

about  20  per  cent.  This  reduction  is 
remai'kable  when  the  great  vogue  for 

veils  beginning  with  the  early  Spring, 

is  taken  into  consideration.  One  brand 

which  sold  foi  $6.00  last  December  is 

n,w  offered  for  $4.80  and  another  has 

changed  from  $3.00  a  dozen  to  $2.10. 

The  store  formerly  conducted  by 

Arthur  Giasson  in  Farnham,  Quebec,  is 

now  under  the  management  of  Menard 

&  Messier  who  have  considerably  en- 

larged the  stock  by  adding  more  lines. 

They  are  specializing  on  house  furnish- 
ings, stoves  and  furniture. 

Maline  of  36  inch  width  is  given  here- 

A  new  development  of  the  net  gutmpe 

featuring  a  dainty  Puritan  collar  and 

iabot  inset  of  five  filet  lace  edged  with 
val  lace.  The  entire  model  is  developed 

in  ecru  shade  and  is  made  with  more 
fullness  than  most  is  featured  in  regular 

styles.  Guimpe  by  courtesy  of  the  A.  B. 
Finnic  Company  of  Montreal.  Photo  by 

Photo-Kraft  Studios. 
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Lively  Movement  Of  Accessories 
Retailers  Find  That  Sales  Are  Materially  Helped  by  Having  Gifts 
Boxed— Coque  Fans  Are   in    Demand    in    Large  Centres— Kid Gloves  Experience  a  Revival— Some  Excellent  Christmas  Win- dows That  Draw  Business 

EVERY  merchant  is  well-advised 
when  he  places  in  his  store  a  larg- 

er supply  of  gift  boxes  than  ever 
before.  Many  retailers  who  have  been 
able  to  obtain  little  business  in  the  ordin- 

ary way  have  been  amazed  at  the  change 
which  is  effected  by  these  little  holders. 
There  seems  to  be  a  feeling  all  over  the 
country  that  the  giving  of  gifts  will  be 
stronger  than  ever  in  our  history.  Some 
of  the  big  stores  are  featuring  articles 
for  Christmas,  which  were  never  listed 
among  presents  in  other  years.  One 
merchant  declares  that  every  retail 
store  in  Canada,  should  devote  his  en- 

tire window  space  to  a  tasteful  arrange- 
ment of  gift  suggestions.  Crowding 

does  not  matter,  he  says,  as  long  as 
each  article  stands  out  distinctly  for 
crowding  gives  an  appearance  of  plenty 
which  is  a  big  part  of  the  Christmas 
spirit. 
The  handkerchief  business  is  tre- 

mendous in  Toronto  stores  and  strange 
to  say  in  spite  of  the  comparatively 
high  price  of  linen,  linen  handkerchiefs 
are  much  more  in  demand  than  cotton 
ones.  When  cotton  handkerchiefs  are 
sold  to  any  extent,  they  are  of  the  col- 

ored  and  novelty  types. 

Coque  Feathers  in  Large  Centres, 
Ostrich  Elsewhere 

Toronto  and  Montreal  firms  are  do- 
ing a  live  business  in  coque  fans  but 

people  in  the  smaller  towns,  particular- 
ly in  the  west,  still  favor  ostrich.  Some 

retailers  are  featuring  feather  boas  and 
these  are  being  picked  up  by  older  wo- 

men. It  is  a  fact  worth  noticing,  when 
feathers  are  good  at  all,  they  can  be 
disposed  of  in  many  ways.  They  are 
either  here  in  all  their  glory  or  not  at 
all. 

The  neckwear  departments  in  many 
stores  are  being  given  over  almost  en- 

tirely to  scarfs  of  one  sort  or  another. 
The  social  season  has  brought  out  many 
scarfs  for  evening  wear,  of  spangfed  or 
painted  chiffon,  plain  or  flowered  crepe 
de  chine  and  of  Spanish  lace.  Strong- 

est of  all  is  the  sports  scarf.  In  a  sea- 
son when  sports  clothes  are  worn  per- 

haps more  universally  than  ever  be- 
fore, there  is  ample  opportunity  for 

merchants  in  these.  Both  silk,  knitted 
and  woolen  numbers  are  shown  in  con- 

spicuous places  in  an  array  of  colors 
which  makes  the  most  casual  customer 
stop  to  admire.  Roman  striped  silk 
scarfs,  plaided  woolen  ones,  and  check- 

ed scarfs  of  homespun  are  all  among 
the  favorites,  though  there  is  probab.y 
a  preference  for  the  bright  plain  colored 
ones. 

Veilings  Not  so  Active 

The  veilings  which  are  selling,  a 
large    importer    says    are    of    the    block 

variety.  Yard  goods  are  getting  a  re- 
gular day  in  and  day  out  demand.  But 

veils  on  the  whole  are  less  of  a  Christ- 
mas line  than  most  dress  accessories. 

There  does  not  seem  to  be  any  real  rea- 
son for  this,  because  there  is  nothing 

which  pleases  more  than  a  veil  or  which 
looks  better  in  a  gift  box.  Veilings  are 
more  of  a  Christmas  line  in  the  United 
States   than  they  are  here. 

There  is  a  feeling  among  some  im- 
porters that  the  French  dotted  veil  will 

be  best  for  spring.  Then  there  is  a 
new  type  of  veiling  which  is  appreciat- 

ed by  New  York  stores,  called  the 
"Economy  veiling."  This  has  a  chenille 
dot  at  the  end  of  each  yard,  to  give 
the  saleswoman  the  cutting  line  and 
nine  inches  of  plain  mesh  on  either  end 
to  facilitate  tying.  It  obviates  the  waste 
caused   by   overmeasure. 

Radium  laces,  Dry  Goods  Review  was 
informed,  will  be  dominant  again  in  the. 

Spring.  Even  children's  dresses  will 
feature  this  type  of  lace.  At  present 
there  is  a  prevalence  of  black  and 
brown.  One  Toronto  importer  received 
sixty  pieces  of  black  the  other  day  and 
had  disposed  of  them  all  before  five 

o'clock  the  next  day.  This  does  not 
mean  that  colors  are  losing  ground. 
Wholesale  houses  are  short  on  two  or 
three  lines  of  these  now. 

Kid  Gloves  this  Christmas 

For  two  or  three  years  merchants 
have  been  emphasizing  only  silk  and 
other  fabric  gloves  as  gift  suggestions. 
This  year  they  say  that  they  can  sell 
kid  gloves.  It  is  another  case  where 
the  man  or  woman  who  has  money  at 
all,  wants  the  best.  There  is  every  rea- 

son to  think  that  the  vogue  for  the 

kid  glove  will  be  good  all  spring.  Um- 
brellas will  be  a  little  larger  for  spring. 

They  will  have  a  radius  of  24  inches  and 
be  33  inches  long,  so  that  they  clear  the 
ground,  when  carried  over  the  wrist. 
Border  silks  will  be  revived. 

Demand    for    Buttons    Increasing 

The  last  six  weeks  has  found  an  in- 
creased demand  for  the  cheaper  grades 

of  pearl  buttons.  This  is  taken  as  an 
indication  that  there  will  be  a  similar 
activity  in  the  finer  grades  of  ocean 
pearl  buttons.  The  price  of  the  latter 
is  very  favorable  to  business  just  now. 

The  wholesale  trade  in  Toronto  have 
placed  very  large  stocks  of  metal 
girdles  for  late  winter  and  spring  busi- 

ness. These  as  a  whole  are  of  a  good 
grade  and  it  is  therefore  expected  they 
will  be  used  by  manufacturers  of  ex- 

pensive gowns.  The  price  of  these  to 
the  trade,  is  from  seventy-five  cents 
each   to   three   dollars   and  a  half.     The 

latter  are  for  those  which  have  jewelled ornaments  inset. 

Gift    Handbags    Conspicuous 

New  bags  which  are  both  imported 
and  domestic  are  seen  everywhere. 
These  differ  more  in  ornaments  and  in 
detail  than  in  actual  design,  from  those 
shown  early  in  the  season.  Carved 
ivory  frames  are  taking  the  place  of 
the  metal  oxidized  round  tops .  of  last 
year.  Celluloid  is  utilized  in  all  colors 
in  the  round-top  bag.  Suede  bags  are 
conspicuous  at  Toronto  manufacturing 
centres,  the  beaver  shade  being  more 
popular  than  the  light  tone  of  brown, 
in  which  these  are  usually  made. 

There  is  as  yet  no  tendency  to  a  wane 
on  the  part  of  the  beaded  bag.  No 
matter  how  small  the  line,  there  are 
few  merchants  in  this  country  who  do 
not  consider  it  worth  while  to  place  a 
stock  of  these. 

Windows  that  are  Drawing  Crowds 

In  the  week  or  ten  days  that  precede 
Christmas,  there  is  probably  no  more 
effective  way  for  the  busy  merchant  to 
feel  the  pulse  of  the  public  than  by  a 
window  display  such  as  is  shown  in  a 
Toronto  store.  This  has  five  windows 

arranged  in  such  a  manner  that  prac- 
tically everything  in  the  way  of  a 

Christmas  suggestion  is  covered.  One 

window  contains  milady's  boudoir.  Ev- 
ery article  of  interest  to  a  woman  is 

shown  in  this  room,  not  only  in  lingerie 
and  dress  accessories  but  in  toilet  ar- 

ticles and  bedroom  furniture.  It  is  per- 
haps not  exaggerating  the  attraction  of 

that  window,  to  say  that  three  thousand 
people  gaze  at  its  contents  everyday. 

A  second  window  has  travelling  lines, 
and  it  is  amazing  the  number  of  things 
which  the  window-dresser  has  been  able 

to  place  here  under  the  name,  travellers' accessories.  Outfits  for  the  steamer, 
the  train,  the  motor-car  and  for  the 
man  or  woman  who  is  devoted  to  sports, 

appear  here.  The  third  window  is  de- 
voted to  living  room  and  library  equip- 
ment. Gifts  all  the  way  from  fireplace 

screen  to  book-marks  are  shown.  The 
next  window  has  a  child's  nursery, 
which  holds  not  only  toys  but  wax  fig- 

ures of  well-dressed  children.  The  last 
window   is  for  jewelry. 

There  is  no  reason  that  every  de- 
partment head  should  not  assist  in 

dressing  windows  of  this  nature  and  in 
fact  these  men  are  the  very  ones  who 
know  best  what  to  se.ect.  Lines  which 
the  ordinary  salesman  or  saleswoman 
find  good  sellers  are  the  ones  which 
should  be  carefully  placed  in  gift  boxes 
and  kept  in  the  window  until  the  last 
shopper  disappears  from  the  store  on 
Christmas  Eve. 
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Handkerchief  Month"  In  Many  Montreal  Stores 
Accessory  Lines  Are  Making  Good  Business 

Big  Displays  of  Handkerchiefs  Make  for  Splendid  Sales  at  Christ- 
mas Time — Pongee  and  Gingham  Handkerchiefs  for  Spring  and 
Easter — Some  New  Hair  Ornaments — Novel  Umbrellas 

THE  present  month  has  been  well 
characterized  by  a  casual  obser- 

ver of  store  windows  as  a  "hand- 

kerchief month",  for  the  very  good  rea- 
son that  this  acceptable  little  accessory 

to  the  costume,  be  it  feminine  or  mas- 
culine, is  receiving  more  than  its  usual 

attention  at  the  hands  of  both  public 
and  buyers  in  general.  Handkerchiefs 

run  riot  in  huge  displays  filling  sever- 
al windows  at  a  time  and  include  severe- 
ly plain  varieties  as  well  as  colored 

fantasies  and  bizarre  combinations  of 
several  tones.  There  is  however  a  con- 

siderable scarcity  of  real  Irish  linen 
merchandise  among  the  many  showings 
this  month  and  according  to  leading  im- 

porters interviewed  by  Dry  Goods  Re- 
view, the  shortage  of  Irish  linen  hand- 

kerchiefs has  led  to  a  more  general  ad- 
option of  the  lawn  or  fine  cotton  type. 

"The  majority  of  handkerchiefs  sold  this 
Christmas  will  be  colored  lawn,"  said 
an  importer,  "not  so  much  because  wo- 

men are  attracted  by  the  fad  of  gay 
shades,  but  because,  owing  to  the  un- 

certainty of  exchange,  no  importer 
cared  to  take  a  chance  on  ordering  hea- 

vy stocks  of  real  linen  handkerchiefs. 
The  price  of  the  goods  themselves  was 
favorable  enough  but  the  fluctuation 

of  the  exchange  often  meant  that  pro- 
fits were  entirely  wiped  out  before  the 

goods  were  received,  owing  to  an  unex- 
pected rise  in  the  value  of  the  pound 

sterling." 

Applique  Work  in  Handkerchiefs 

Swiss  goods  are  accordingly  very 
plentiful  and  are  shown  in  many  at- 

tractive new  styles.  The  colored  hand- 
kerchief has  undeniably  come  to  stay 

this  year,  for  it  is  displayed  almost  uni- 
versally in  every  style  and  type.  Print- 

ed effects  are  numerous  but  not  quite  so 
much  as  the  hand-drawn  numbers  with 
colored  embroidery  in  seed  stitch.  Very 
fine  handkerchief  linen  in  both  white 

and  colors  is  admirably  adapted  to  cre- 
ate these  dainty  handkerchiefs,  which 

often  feature  colored  applique  designs 
combined  with  embroidery,  taking  the 
form  of  white  motifs  on  blue  or  some 
other  color,  and  may  be  geometricali  in 
design,  displaying  rectangles  or  squares 
set  in  a  border,  or  else  the  whole  border 
may  be  of  applique  work. 

In  printed  designs,  checks  are  very 
prominent  in  bright  colors,  while  per- 

fectly plain  colored  kerchiefs  are  shown 
with  a  white  narrow  hem.  Embroidered 
dots  are  often  found  on  a  wide  hem  in- 

stead of  inside.  Imported  handker- 
chiefs show  a  profusion  of  fine  lace  edg- 

ing this  season,  and  are  regaining 
much  of  their  former  popularity. 
Drawnwork  is  also  quite  popular  and 
fashionable    methods    of   finishing   bord- 

ers, while  the  dainty  initial  or  mono- 
gram seems  as  attractive  as  ever.  Rather 

an  unusual  idea  in  boxed  goods  was  no- 
ticed in  a  show  room  this  month  con- 

sisting of  sets  of  half  dozen  handker- 
chiefs embroidered  with  the  word  "Moth- 

er" as  a  special  attraction  for  gift  pur- 

poses. 
For  the  Gingham  Frock 

Importers  are  talking  of  pongee  and 
gingham  handkerchiefs  for  spring  and 
Easter  selling,  having  seen  several  such 
pretty  novelties  on  recent  trips  to  the 
States.  The  gingham  handkerchiefs 
feature  tiny  checks  in  the  us- 

ual shades  and  have  hand  worked  de- 
signs and  edges.  The  pongee  styles  are 

said  to  be  plainer  and  more  tailored  in 
character. 

A  leading  retail  buyer  stated  to  Dry 
Goods  Review  that  they  were  doing  the 
best  handkerchief  business  in  years,  ow- 

ing to  the  fact  that  many  people  have 
little  money  to  spend  this  year  for  gifts 
and  can  select  a  dainty  scrap  of  linen  or 
lawn  which  will  mail  easilv  or  slip  into 
a  case  at  a  reasonable  cost. 

Hair  Ornaments  of  Fruit 

All  kinds  of  elaborate  bandeaux  and 
coiffure  ornaments  are  selling  well  now, 
stated  another  wholesaler,  and  anything 
which  is  made  of  metallic  ribbon,  and 
features  fruit  or  flat  flowers  sells  at 
sight.  All  the  artistry  imaginable  is 
called  into  play  in  the  creation  of  these 
fragile  but  exquisite  accessories,  which 
make  or  mar  the  effect  of  dance  frock 
or  dinner  gown.  Slioper  buckles  in 
rhinestones  are  exceedingly  good  as  well, 
especially  the  new  style  which  is  plac- 

ed at  the  side  of  the  slipper  strap  in- 
stead of  being  posed  on  the  instep  in  the 

conventional    manner. 

Novel    Umbrellas 

Umbrellas  are  showing  more  novel  de- 
signs than  in  many  seasons  past.  Sever- 

al special  devices  which  make  their 
appeal  for  holiday  trade  have  appeared 
lately,  one  a  separate  ivory  initial  in 
old  English  type  which  may  be  cement- 

ed within  a  moment  or  two  to  any 
handle  which  provides  a  flat  surface. 
There  is  also  the  folding  umbrella 
which  can  be  slipped  into  a  club  bag  or 
hip  pocket,  which  is  exceedingly  prac- 

tical and  good  looking  in  styles  for 
both  men  and  women.  In  general  lines 
however,  the  strap  wrist  is  selling  bet- 

ter than  the  ring  handle,  it  is  stated, 
and  there  are  a  few  remarkable  novel- 

ties featuring  carved  animal  heads  of 
ivory  or  other  artificial  substance. 

Spring  Shades  in  Gloves 
Among  the  dress  accessories  which 

are  enjoying  a  large  sale  as  Christmas 

gifts  are  silk  hosiery  and  gloves.  Ac- 

cording to  a  leading  Montreal  manu- 
facturer, there  is  quite  a  variation  in 

the  demand  for  silk  glove  colors 

throughout  the  country,  the  demand 

varying  from  grey  to  beaver.  The  op- 
inion held  by  those  in  touch  with  mar- 

ket conditions  is  that  grey  and  mastic 

will  lead  in  popularity  and  the  16  but- 
ton length  will  be  preferred  in  these 

shades  as  well  as  in  white.  A  big  de- 

mand is  anticipated  for  fancy  gaunt- 
let gloves  for  the  early  spring  trade, 

and  in  these  lines  the  variety  of  colors 
is  much  larger  than  in  short  gloves 

due  to  the  combination  of  colors  usually 
shown   in  gauntlet  gloves. 

Brown  Hosiery  Predicted 

Where  hosiery  is  concerned  it  is 

thought  that  brown  shades  will  be  ex- 
tremely popular,  especially  in  seal  or 

dark  cordovan  chestnut  shades.  Beige 
will  also  be  strong  and  there  will  be  a 
fair  call  for  silver  grey  and  for  all 
white    as    the     warmer    days      advance. 

The  new  pointed  heel  in  silk  hosiery 

ds  ctrealting1  much  favorable  comment 
among  discriminating  buyers,  not  so 
much  because  it  ensures  better  wearing 

qualities  but  because  it  imparts  an  ap- 
pearance of  slenderness  to  the  ankle. 

This  line  is  now  on  the  market  in  a 
seamless  pure  thread  silk  hose  and  may 
be  had  in  either  plain  or  dropped  stitch 
effects. 

It  is  worthy  of  notice,  that  in  some  of 

the  large  American  cities,  there  is  lit- 
tle or  no  call  for  cheap  merchandise, 

buyers  for  department  stores  declare. 

At  the  beginning  of  the  present  seas- 
on, it  was  thought  that  the  call  would 

be  ior  lower  priced  merchandk.e,  be- 
cause of  the  general  unemployment. 

Some  of  the  stores  bought  a  fairly 
large  stock  of  the  cheaper  grades  and 

only  a  small  supply  of  the  high-priced 
goods.  But  the  demand  has  been  the 

very  opposite  of  what  was  expected. 
Some  managers  have  been  forced  to  go 

several  times  to  the  market  for  better 

grades  and  have  not  yet  cleaned  out  the 
last  of  the  others. 

Coats,  the  same  buyers  report,  are  in 
demand  at  prices  ranging  from  $75  to 

$150.  The  same  thing  is  true  in  suits. 
The  scarcity  of  good  garments  at  the 

present  moment  is  due  in  some  measure 
to  the  strike.  Few  firms  had  a  supply 

on  hand  because  of  the  hand-to-mouth 

policy  of  the  last  few  months. 

Frank  Whitney,  editor  of  the  "Dry- 
Goods'  Journal,"  Chicago,  was  a  visitor 
in    Brantford    ,Ont.,    recently. 
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Greetings  and 
6006    Misses 

for 

1922 
VASSIE&  COMPANY, 

LIMITED 

St.  John,  N.  B. 

.!l)!llllllliiliHllilHlHi^MM 

IMPORTERS  and  MANUFACTURERS 

Art  Needlework  and  Fancy  Goods 
"Peri-Lusta"  "Crystal" Mercerized  Cottons  Artificial  Silk 

Embroidery  Materials 

Fancy  Linens  and  Piece  Goods 
MADEIRA    HAND  EMBROIDERED 
LINENS  and  HANDKERCHIEFS 

Campbell,  Metzger  &  Jacobson 
932938  Broadway  New  York  Cor.  22nd  St. 

Canadian  Showroom  and  Factory-: 

Bay  and  Wellington  St*.,        -        Toronto,  Canada 

#reettngg 
to  tije 

Qftaoe 

We  Wish 

You  One  and 
All  A  Merry 

Christmas  and 

Even  More 

Prosperous 
1922     . 

Dress  Essentials  Ltd. 
Manufacturers  of  Ladies'  Neckwear  and  Silk  Waists 

F.  J.  KNIGHT,  Pres.  L.  R.  SLATER,  1 

C.  N.  TAYLOR,  Vice  Pres W.  C.  CLIFF 
Directors 

14  Breadalbane  Street 

TORONTO 



Dry  Goods  Review DRESS    ACCESSORIES 

73 

0®(4 

For  last-minute  requirements 
wire,  or  write,  or  mail  order 
department  on  any  of  the  follow- 

ing lines: 
HANDKERCHIEFS 
Embroideries 
Flouncings 
Neckwear,  Swiss  Embroidered 
Collar  Points 
Portsmouth  Collars 
Laces 
Veils 
Veilings 

Cf)ri£tma£ 
Greeting 

at  tije  close  of  tfjis 
ebentful  pear,  toe 

take  ttjis  opportunity  of 
totting  our  f rienbs  anb 
patrons  a  jopous  anb 
bountiful  Christmas 
anb  a  J?teto  §?ear  tofjose 
blessings  toill  exceeb 

tfjeir  greatest 
expectations. 

Westlake  Brothers 
Limited 

24  Wellington  St.  West,    Toronto 

A  Merry  Christmas  and  Happy 
New  Year.  To  the  hundreds  of 

Haugh  Brand  dealers  throughout 
Canada,  and  the  Trade  in  genera! 
we  send  our  heartiest  Christmas 

Greetings  and  best  wishes  for  a 

Happy   and  Prosperous  New   Year. 
As  1921  rolls  by  and  we  look 

ahead  on  the  new  year,  it  is  with 
a  feeling  of  confidence  that  we 

view  its  approach,  of  faith  in  Can- 
ada, her  resources,  her  men,  a 

feeling  born  of  an  intuition  that 

has  in  the  past  and  will  in  the  fu- 
ture bring  right  on  top.  Farewell 

1921,  Faith  and  Courage  for  1922. 

The  J.  A.  Haugh  Mfg.  Co. 
LIMITED 

Manufacturers 

TORONTO     -      CANADA 
NOTE  OUR  NEW  ADDRESS  :       472-474  Bathurst  St.  :    Cor.  College  S 
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Corset  Novelties  During  Year 
Review  of  the  Year  in  Corset  Department — Perceptible  Drop  in 
Prices  Since  Last  December — Ousting  the  "Corsetless"  Fad  as 

Inimical  to  Health — Improvement  in  Canadian  Models  Noted 

"  f^y  ORSET  business  is  better  than 
.  ever,"  was  the  statement  made 

^-^  to  Dry  Goods  Review  this  month 
by  two  prominent  manufacturers.  "A 
great  deal  has  been  heard  of  the  corset- 

less  fad,"  said  one  of  these  men,  "but 
fashion  is  one  thing  and  health  another. 
Women  were  misguided  when  a  decree 
for  a  corsetless  figure  was  noted.  To- 

day the  idea  is  dormant,  for  it  has  been 
worked  to  death.  I  have  just  returned 
from  a  visit  to  the  States  and  learned 
that  this  fad  has  had  only  a  slight 

influence,  and  that  with  the  "flappers" 
only.  Sensible  women  demand  corsets 
of  proper  construction  to  preserve  the 
figure  and  conserve  the  health.  Emin- 

ent surgeons  such  as  Dr.  Jan  Schoemak- 
er  of  the  Hague,  Holland,  and  Dr. 
Franklin  Brady,  Chief  Surgeon  and  Con- 

sulting Practitioner  of  Roosevelt  Hospi- 
tal, Philadelphia,  both  flatly  condemn 

with  greatest  severity  the  non-use  of 
corsets  or  the  wearing  of  ultra-high 
styles.  High  busted  corsets  are  an  abom- 

ination, for  they  impede  movement  and 
are  detrimental  physically.  A  lower  cor- 

set is  a  good  thing  and  affords  perfect 
freedom." 

The  same  authority  gave  as  his  opin- 
ion that  popular  priced  corsets  are  the 

leaders  at  present.  "There  is  a  fairly 
constant  demand  for  grades  ranging 
from  $8  50  per  dozen  to  $36  per  dozen, 
with  a  few  calls  for  merchandise  rang- 

ing up  to  $48  per  dozen,"  he  explained, 
"and  the  sale  of  corsets  to  the  consumer 
at  the  present  time  seems  to  be  restrict- 

ed to  models  averaging  $1.50,  $3.50,  and 

$4.00  apiece." 

Prices    Dropped    307c 

Glancing  back  over  the  past  twelve 
months  this  manufacturer  mentioned 

the  fact  that  prices  have  shown  a  sub- 
stantial decline  over  those  in  vogue  one 

year  ago.  Prices  now  quoted  are  about 
30%  lower  than  in  December  of  last 
year,  as  two  cuts  were  made,  one  of 
157'  in  May  last,  and  later  another  ad- 

ditional 157c  was  taken  off.  Leading 
makers  state  that  certain  commodities 
which  go  into  the  making  of  corsets  have 
not  as  yet  declined  so  that  any  further 
drop  in  prices  is  unlikely,  for  some 
time  to  come  at  least. 

Novelties   were   Prominent 

The  past  year  was  an  interesting  one 
as  regards  the  innovation  of  corset  nov- 

elties. During  the  year  the  rubber 
topped  corset  became  widely  known  and 
the  "corset-brassiere"  was  invented  in 
the  nick  of  time  to  divert  feminine  at- 

tention from  the  extremes  of  the  corset- 
less fad.  One  firm  which  has  specializ- 

ed more  or  less  upon  the  rubber-topped 
numbers  states  that  sales  on  these  lines 
are  perceptibly  lessening  and  stores 
which  formerly  would  buy  nothing  else 

are  now  calling  for  standard  corsets, 
and  are  even  asking  for  a  higher  bust 
line.  The  ultra  low-back  line  was  a 
disadvantage  overcome  by  one  leading 
house  by  means  of  the  extension  top 
added  to  the  ordinary  elastic  topped 
model.  This  small  extension  will  in- 

evitably prove  efficacious  in  doing  away 
with  the  superfluous  flesh  which  has  a 
tendency  to  grow  at  the  shoulder  blades. 
Another  new  development  is  the  intro- 

duction of  the  diamond-shaped  webbing 
gore  inset  over  each  hip  to  permit  great- 

er freedom  of  movement.  The  two-way 
stretch,  both  up  and  down,  is  a  great 
advantage  over  the  former  style  of  de- 
sign. 

The  corset-brassiere  has  proved  to  be 
a  great  success  but  was  not  designed  to 
replace  regular  corsets,  merely  to  fill 
the  breach  during  the  hot  weather  when 
Fashion  decreed  an  uncorseted  effect. 
In  a  general  way  its  sales  have  really 

THE  NEW  "PANEL-FRONT"  BRASS- 
IERE 

The  demand  for  elastic  webbing  has  be- 
come a  marked  feature  in  the  new  Spring 

lines  of  corsets  and  brassieres.  This 

model  of  flesh  colored  batiste  with  a 
silk  stripe  has  a  belt  of  surgical  webbing 

which  keeps  it  from  sliding  up  while  the 

panel  front  provides  the  flat  effect  so 

fashionable  this  season.  Model  by  cour- 
tesy of  Warner  Bros.,  Montreal.  Photo 

by  Photo-Kraft  Studios. 

helped  regular  stock,  since  nothing  can 

possibly  supplant  a  well  made  comfort- 
able corset  in  the  average  woman's  op- inion. 

Canadian  Models  Improved 

The  'Canadian  corset  industry  fol- 
lows that  of  the  American  so  closely  as 

regards  style  that  the  Canadian  corset  is 
equivalent  to  and  in  many  caes  a  super- 

ior corset  to  many  American  models  of 
the  same  price.  With  the  exception  of 
very  exclusive  models  retailed  in  high 
class  specialty  shops  at  high  prices, 
which  are  often  arranged  in  accordance 

with  the  name  and  prestige  of  the  indi- 
vidual firm,  Canadian  made  corsets  are 

now  conceded  to  be  more  inexpensive 
than  identical  lines  in  the  U.  S.   A. 

Recently  an  upward  tendency  in  the 

price  of  novelty  cloths  for  corsets  was 
noted,  and  this  may  even  go  still  higher. 
Prices  were  admittedly  high  on  all  lines 
last  year  but  the  decline  recorded  has 
been  lower  than  was  really  justifiable. 

One  maker  states  that  prices  at  the  pre- 
sent time  are  lower  than  they  should  be. 

A  Difficult  Period  Past 

The  extraordinary  success  which  lead- 
ing makers  have  achieved  during  the 

past  twelve  months  in  the  face  of  such 
unforeseen  and  unprecedented  conditions 

is  due  to  two  things.  First,  they  imme- 

diately recognized  the  wisdom  of  adjust- 
ing prices  to  cope  with  the  decrease  in 

raw  materials  which  benefited  the  manu- 
facturers to  a  great  extent,  and  second, 

they  anticipated  the  problems  incidental 

to  a  possible  falling  off  in  demand  ow- 

ing to  the  "buyer's  strike"  and  the  cor- 
setless fad,  by  introducing  popular  pric- 

ed models  and  novelties,  embodying  all 

the  features  at  a  figure  compatible 
with  the  economic  feeling  of  the  time. 
Overhead  expenses  have  been  greatly 

lessened  by  most  leading  makers  who 

are  thereby  enabled  to  offer  superior 

goods  at  substantial  reductions. 
Modern  Corset  on  Ideal  Garment 

Where  a  few  seasons  back  women  saw 

fit  to  encase  themselves  in  heavily  bon- 
ed corsets,  detrimental  to  health  and 

figure,  the  woman  of  1921^-22  now 

adopts  a  model,  comfortably  low,  de- 
signed with  scientifically  planned  inserts 

or  surgical  webbing.  Light  boning  and 

the  aforesaid  elastic  inserts  provide  wo- 

men with  just  the  right  support.and  con- 
sequently the  coming  season  opens  with 

conditions  more  nearly  normal  and  with 

every   prospect    of    exceptional    success- 

The  right  to  breed  beavers  in  captivity 
has  been  granted  toy  the  Hon.  H.  Mills, 

who  has  charge  of  the  Game  and  Fish- 

eries Department  of  the  Ontario  govern- 
ment. Hitherto,  that  privilege  has  been 

denied. 
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Many  New  Designs  During  Year 
Underwear  Styles  Have  Greatly  Varied  in  1921 — Bloomers  Per- 

haps the  Best  Seller  of  the  Year — Other  Popular  Lines  That  Have 
Sold — A  Novel  Chemise — Price  Reductions  During  the  Year 

T HE  OLD  order  changeth"  may 
well  be  the  phrase  selected  to 
describe  the  trend  of  style  and 

design  in  underwear  during  the  past 
twelve  months.  The  ever  increasing  de- 

sire for  emancipation  and  freedom  from 
irksome  and  hampering  garments,  and 
the  essentially  feminine  longing  to  ap- 

pear as  graceful  as  possible  are  two  of 
the  dominant  factors  which  influenced 
the  gradual  evolution  in  this  particular 
line  of  apparel. 

Where  a  season  or  so  back,  women 
insisted  upon  petticoats  and  underskirts 
of  superlative  daintiness  and  more  or 
less  serviceable  materials,  now  they  re- 

fuse to  sanction  such  a  garment  in 
really  smart  circles  and  in  place  of  the 
rustle  of  taffeta  or  the  extra  warmth 
of  jersey,  behold  the  bloomer  instead! 

"We  sell  practically  no  underskirts  to 
speak  of  now,"  said  a  leading  Montreal 
lingerie  designer  to  Dry  Goods  Review 
this  month.  "Women  seem  to  have  tak- 

en up  the  bloomer  with  enthusiasm,  and 
especially  in  black  and  dark  colours, 
the  demand  is  astonishingly  large.  We 
are  selling  large  quantities  of  black  sa- 

tin bloomers  in  different  styles  but  the 
leader  is  the  regulation  effect  with  elas- 

tic knee.  We  have  tried  out  the  riding 
breech  style  with  laced  knee  but  find  it 
not  satisfactory  on  account  of  the  strain 
which  is  inevitably  placed  upon  the  cuff 
of  the  leg.  Nothing  but  elastic  can  pro- 

vide a  really  comfortable  and  serviceable 
leg  finish  in  bloomers  and  I  think  the 
trend  of  styles  will  gradually  veer  round 
in  that  direction." 

Best  Sellers  in  1921 

Asked  what  lines  of  lingerie  sold  best 
through  1921,  the  same  authority  stated 
that  next  to  bloomers  the  slip-over 
"cache-corset,"  or  slip-over  corset-cover 
without  any  draw  string  sold  best.  "Any- 

one could  make  a  camisole,"  explained 
this  designer  in  parenthesis,  "and  we 
all  know  what  that  was — a  mere  length 
of  fabric  upon  elastic,  of  equal  height 
back  and  front.  Its  shoulder  straps 
constantly  slipped  and  it  was  too  low 
behind  to  be  becoming.  Hence  the  vogue 
for  a  fitted  slip-over  style  with  straps 
so  designed  to  conform  exactly  to  the 
figure,  with  a  more  graceful  neck  line, 
rounding  off  to  provide  more  protection. 
It  has  not  taken  long  to  educate  Cana- 

dian women  to  appreciate  the  greater 
comfort  in  this  type  of  garment  for  all 
purposes,  and  so  it  has  quickly  come  to 
supersede  the  camisole.  I  would  also 

include  the  "step-in"  in  category  of 
best  sellers  for  the  year,  since  it  has 
almost  supplanted  the  envelope  chemise 
in  popular  favour,  on  account  of  its 
greater  simplicity  and  effectiveness. 
The  combination  has  likewise  given  way 
to  the  step-in  for  the  same  reasons. 
The  step-in  does   away  with   the  neces- 

sity of  fussing  over  buttons  and  has 
no  needless  front  opening  to  be  con- 

stantly threaded  with  wash  ribbons.  The 
past  year  has  eliminated  all  the  fussy 
styles  and  in  their  place  we  have  tail- 

ored simplicity  in  the  majority  of  lines 

in    underwear." 
Crepe  de  Chine  Leading  Fabric 

Asked  what  materials  proved  most 

popular,  the  answer  given  was  compre- 
hensive. "Crepe  de  chine  is  by  all 

means  the  leader  in  choice  of  fabrics  in 
lingerie  as  a  whole  at  present.  We 
call  it  the  bread  and  butter  of  our 
business.  Many  women  are  now  wearing 
nothing  but  crepe  de  chine  who,  a  year 
back,  would  have  considered  it  to  be 
the  height  of  luxury.  They  have  found 
out  that  it  will  outwear  cheap  Jap 

silks  or  cottons,  and  will  stand  unlimit- 
ed laundering  with  scarcely  any  need  of 

ironing.  After  this  I  would  mention 
Kongoori  silk  which  is  like  jersey,  only 
much  more  serviceable  and  durable.  No 
kind  of  artificial  jersey  is  tolerated  by 
discriminating  women  today,  and  the 
fibre  qualities  are  not  employed  at  all. 
Kongoori  silk  is  used  for  all  kinds  of 
lingerie  to-day,  especially  for  bloomers, 
chemises  and  nightgowns  where  its  sup- 

erior wearing  qualities  are  put  to  a  se- 
vere test.  Close  behind  this  silk  in  popu- 

larity comes  ordinary  satin,  which  is  es- 
pecially in  demand  for  bloomers.  Jap 

silks  are  quiet  in  better  grade  underwear, 
and  the  general  conclusion  reached  in 
surveying  the  trend  of  demand  during 
the  past  year  in  materials  is  that  only 
the  best  qualities  have  been  called  for 
right  along.  In  the  United  States  at 
the  present  time  the  majority  of  women 
are  wearing  georgette  underwear,  but 
Canadian  women  have  not  been  willing 
to  adopt  so  extreme  a  custom  yet,  but 
the  possibility  is  that  it  may  become 

more    noticeable    during    1922." 
A  Novel   Chemise 

Owing  to  the  sudden  decline  in  the  de- 
mand for  underskirts  during  1921.  manu- 

facturers were  obliged  to  turn  to  the 

production  of  other  novelty  lines  to  stim- 
ulate business.  Among  the  simpler  no- 

velties, but  the  type  which  deserve  last- 
ing popularity,  is  a  new  silk  chemise  de- 

signed to  replace  the  ordinary  ribbed 
or  cotton  shirt  which  is  neither  a  thing 
of  beauty  nor  a  provider  of  warmth.This 
dainty  little  model  is  a  mere  slip  of  silk, 
cut  to  conform  with  natural  lines  with 
not  a  trace  of  bulkiness,  yet  providing 

a  delightful  sensation  of  warmth,  soft- 
ness, and  luxury  impossible  to  attain  with 

ordinary  knitted  underwear.  Many  wo- 
men have  thought  in  the  past  that  the 

garment  worn  next  the  skin  need  not  be 
attractive  or  dainty  because  it  did  not 
show,  but  opinion  now  inclines  to  the 
belief  that  the  most  intimate  garments 

should  be  the  daintiest,  and  to  this  end 

the  public  is  being  educated  to  try  the 
comfort  and  even  luxury  of  a  silken  vest 

at  the  cost  of  an  ordinary  ribbed  gar- ment. 

The  sleeveless  nightgown  did  not  at- 
tain the  same  popularity  in  Canada  as  it 

has  done  in  the  United  States  where 

they  are  the  rule  and  not  the  exception 

as  is  the  case  here.  Square  necked  gar- 
ments seem  to  have  the  lead  in  demand 

over  all  others  particularly  nightgowns, 

and  the  shorter  lengths  are  preferred  by 

all  women.  Very  few  58  and  60  inch 

lengths  are  to  be  found  nowadays,  the 

preference  being  for  54  and  56. 

Flesh  Color  Still  Leads 

With  regard  to  the  trend  of  style  in 

colours,  the  manufacturers  say  that  on- 

ly one  white  garment  sells  to  nine  of 

flesh  and  there  is  a  good  demand  for  oth- 

er very  delicate  pastel  colors  such  as 

maize,  orchid  and  baby  blue.  There  is 

little  call  for  all  black  underwear  in  do- 
mestic made  lingerie,  all  the  bizarre  and 

novel    creations    being    imported. 

The  year  1921  also  saw  a  drop  of  ful- 

ly 20  per  cent,  on  all  lines  of  silk  lin- 

gerie, owing  to  the  fluctuation  in  the 

silk  market,  but  since  September  last 

the  Japanese  market  has  recorded  a 

steady  rise  upwards  and  quotations  on 
raw  silk  are  fully  a  third  higher.  The 

inevitable  conclusion  seems  to  forecast 

higher  prices  for  1922  after  the  present 

supplies  of  silks  are  exhausted.  As  an 

actual  illustration  of  how  prices  have 

been  marked  down  during  1921  in  ac- 
cordance with  the  declining  market,  a 

popular  line  of  satin  bloomers  whic
h 

sold  at  $54  a  dozen  in  December  of  1920 

are  now  offered  at  $48  and  all  other  lines 

of  underwear  are  priced  accordingly, 

showing  a  cut  of  six  to  eight  dollars  a dozen  in  each  one. 

Camisole  Passes 

For  the  coming  year  the  manufactur
- 

ers predict  the  passing  of  the  camisole 

and  its  unsatisfactory  shoulder  ribbons 

in  favor  of  a  more  fitted  style,  likewise, 

the  adoption  of  silk  vests  in  place  of  or- 
dinary cotton  garments  and  the  total 

extinction  of  the  underskirt  as  an  artic- 
le of  fashionable  attire. 

A  new  store  has  recently  made  its 

appearance  on  St.  Valier  St.  Quebec 

City  under  the  name  of  Sam  Hertz,  Lyd. 

Mr.  Hertz  came  from  Quebec  City  ori- 

ginally but  has  been  in  Montreal  for  a 

number  of  years  in  business  there. 

Though  the  store  is  a  small  one  in  di- 
mensions a  good  deal  of  stock  is  car- 

ried. It  is,  at  present,  entirely  confin- 
ed to  ready  to  wear  clothing. 

Leo.   E.    Rogers     has   purchased     the 
business   in   Lindsay  of  the  late   Ed.   C. 



CORSET     DEPARTMENT 
Dry  Goods  Review 

With  this  month  doses  our  first  year  of  manu- 
facturing in  Canada,  and  it  is  a  pleasure  to 

extend  our  thanks  to  the  many  friends  we  have 
made  for  the  support  they  have  given  us.  We 
look  forward  to  the  continuation  of  these  friend- 

ships, and  the  making  of  many  new  ones  in 
the  coming  year. 

'furriers 
%ujl-Prx>of  Corsets 

AND  THE  NEW  YEAR  MEANS  NEW   CORSET  BUSINESS 

Now,  because  women  are  rapidly  returning  to  standard  corsets,  indica- 
tions point  to  a  demand  for  better,  stronger  models, — corsets  that  will 

support,  not  suppress,  the  natural  figure;  fit  comfortably  and  wear 
economically. 

JfSrner's  '/fat-Proof Corsets 
for  Spring  are  designed  and  produced  to  meet  this  demand.  You  will 
be  interested  in  them  and  your  customers  will  find  that  their  reputation 
for  comfort  and  wear  is  justified. 

Perhaps  you  may  want  suggestions  for  a  sample  selection, 
six  corset  models  that  are  selling  well. 

Here  are 

Style  83  -Pink  Coutil  Semi-rubber  top, 
Slender  figures.  Sizes  19-26.  $12.00  per 
dozen. 

Style  42-Pink  Coutit 
Average  figures.  Sizes 
per   dozen. 

Full     rubber     top, 
19-28.      Price    $16 

Style  18  White  or  Pink  Coutil.  A  stan- 
dard corset  with  rubber  gore  in  skirt  for 

average  figures.  Low  bust.  Sizes  20-32. 
Price   $15    per   dozen. 

Style  984 — Pink  Brocade  Full  rubber  top. 
A  most  attractive  model  for  average  fig- 

ures.     Sizes   19-30.      Price   $24  per  dozen. 

Style  364— Pink  Coutil.  A  Semi-rubber 
top  model  with  tire  new  Warner  feature, 
the  Diamond  Gore,  in  the  skirt.  Average 
Figures.  Sizes  20-28.  Price  $24  per 

dozen. 

Style  314— White  or  Pink  Coutil.  A  splen- 
did standard  corset  for  full  figures,  rein- 

forced over  the  abdomen.  Sizes  24-36. 
Price    $30    per   dozen. 

Terms  3f  i  10  days,  2V8  %  30  days,  Net  60  days,     F.O.B.  Montreal. 

THE    WARNER    BROTHERS    COMPANY 
St.    Ambroise  and   Turgeon  Streets,    Montreal 
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Z\)t  Gaston'*  Greeting* 
and  Best  Wishes  for  Good 

Health,  Happiness  and  Pros- 
perity throughout  the  year 

1922/ 

wrinch,  McLaren, 
Limited 

120  Wellington  Street,  W. TORONTO 

The  Smallware  Specialty  House 

Cfjrtgtmasi 
Greetings! 

Silk  Hair  Nets 

Manufactured  by 

JULIEN  GIGUET 
2   Cours   des   Chartreux,   Lyons, 

France 

We  carry  the  following  nets  in  stock: 

Paulette  Queen  of  Belgium 
Silk  Hair  Nets  with  Elastic 

Coiffurette 

Silk  Fringe 

Gallia  Cap 

Cap  Shape  Hair  Nets 
Self  Adjusting 
No  Elastic 

SOLE  AGENTS  FOR  CANADA : 

M.  CH ASSAGNE,  LIMITED 
45  St.  Alexandre  St.  -  Montreal 

Canada's  Oldest  and 
Original  Trimming  House 

THE  MOULTON 

MANUFACTURING  CO.  Ltd. 

Wish    You 

A  Merry  Christmas 
and  All  Success  During   the 

New    Year. 

Place  your  orders  with  us  for  Braids,  Drops, 

Ornaments,  Tassels,  Cords,  Girdles  and  Trim- 
mings of  all  kinds.  We  manufacture  all  the 

goods  we  sell. 

OUR  GUARANTEE. 

Each  order  slip  filled  out  is  as  much  our  per- 
sonal guarantee  for  the  Tightness  of  goods 

and  prices  as  though  issued  personally.  We 

count  this  personal  responsibility  and  the  con- 
fidence it  begets  as  the  basis  of  our  success. 

4  INSPECTOR  ST.,   MONTREAL. 
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A  Good  Year  In  Notions  Lines 
Dealers  Have  Made  Extra  Efforts  to  Promote  Sales  in  This 
Department — Many  Reductions  in  Staple  Notions— Some  of  the 
Lines  That  Show  No  Decrease  in  Prices — How  Sales  Have  Been Increased 

MANUFACTURERS  and  importers  of  notions  report  a 
very  good  year.  They  say  that  never  in  the  history 
of  the  smallware  lines  in  Canada  have  retailers  made 

so  great  an  effort  to  promote  their  smallware  lines.  Many 
merchants  have  doubled  the  space  they  had  for  them  a  year 
ago  and  some  have  applied  new  bonus  systems  to  their  notions 
departments.  Several  managers  have  increased  their  sales 
fifty  per  cent,  this  year.  One  traveler  for  a  large  wholesale 
house  informed  Dry  Goods  Review  that  there  is  a  general 
feeling  among  the  trade  that  notions  must  be  given  more 
prominence.  This  department  is  being  removed  from  the 
dark  corners  of  the  stores  and  more  care  is  taken  in  arrange- 

ment. Moreover,  there  seems  to  be  a  tendency  toward  greater 
efficiency  in  the  matter  of  wrapping  parcels  and  taking  cash. 
The  register  system,  which  many  stores  have  adopted,  is  said 
to  tend  to  accuracy  in  reckoning  sales.  The  old  method  of 
turning  parcels  over  to  one  girl  to  be  wrapped  has  given  place 
in  many  retail  houses  to  a  system  where  the  saleswoman 
places  the  purchased  article  in  an  envelope.  The  number  of 
mistakes  which  occurred  in  one  day  under  the  old  method 
was  declared  by  one  manager  to  be  enormous. 

All  Staples  Are  Reduced 

The  following  is  a- list  of  some  of  the  regular  lines  carried 
by  a  notion  counter,  with  their  prices  in  December,  1920,  and 
December,  1921: 

Dec,  Dec, 
1920  1921 

Elastic,   %   inch,  per  gross     $21.00  $16.50 
%   inch,  per   gross        15.00  13.20 
%    inch,  per  gross       12.80  9.00 
%    inch,  per   gross        10.80  8.40 

Ric  Rac  braid,  size  25,  per  doz         2.25  1.60 
size  29,  per  doz         2.50  1.75 
size  33,  per  doz         2.75  2.00 
size  37,  per  doz         3.00  2.00 

Bias  tape,  size  3,  per  doz          1.50  1.25 
size  4,  per  doz          1.60  1.40 
size  5,  per  doz          1.80  1.60 
size  6,  per  doz         2.00  1.70 
size  7,  per  doz         2.10  1.80 

Mending  wool    (in  skeins)         9.00  4.80 
Mending  wool   (in  cards)         4.80  2.40 
Needles,  per  gross            7.20  6.00 
Embroidery  cotton  (white,  size  3  to  80),  per 

12  balls             1.60  1.17 
Silk  threads  (40-yd.  spools),  per  doz   80  .72 

A  Few  Lines  Are  Unchanged 

There  are  a  few  articles  which  have  not  been  reduced  in 

price.  One  of  these  is  hair-nets.  For  a  time  they  were  very 
cheap  and  some  brought  over  from  China  in  the  bulk  are  to 
be  had  at  a  low  price  but  the  ordinary  grades  and  the  best 
ones  show  even  a  tendency  toward  an  advance  in  price. 

Fine  grade  dress  embroidery  wools  are  the  same  as  last 
year,  due  to  the  shortage  more  than  anything  else.  One 
dozen  skeins  of  ten  yards  each  still  sell  for  forty  cents,  the 
price  of  last  year. 

Good  Time  to  Buy   Stamped  Goods 

Wholesale  firms  declare  that  the  present  time  is  advan- 
tageous for  securing  linens  and  cottons  for  embroidering. 

They  have  not  advanced  their  prices  on  stamped  articles  as 
most  of  the  stock  on  hand  was  secured  before  the  rise  in  raw 

materials  took  place.  A  stamped  dressing  sack  of  voile,  hem- 
stitched and  in  colors  or  white,  went  to  the  trade  for  $33  a 

dozen  last  year.  The  same  thing  now  costs  $15.  These  made 
up  for  samples  are  about  $4,  while  last  December  they  were 

$7.50. Plain  cotton  aprons  which  went  to  the  trade  last  year  for 
$7.50  are  selling  this  month  for  $4.25  a  dozen.  Huckaback 
towelling  is  about  twenty  per  cent,  less  than  last  year.  A 
few  of  the  other  regular  stamped  articles  which  are  reduced 
are  the  following: 

Dec,  Dec, 
1920  1921 

Nightgowns      $17.50         $13.50 
Centrepieces         6.50  4.50 
Children's   dresses           10.80  9.00 

A  window  display  of  Edgley's  Children's  Shop.  In  this  window   the  child's  garments  and  toys  are  combined  in  such  a 

manner  that  an  appeal  is  made  to  both  the  children  and  the     seekers  after  children's  presents.  The  window  gives  the  ap- pearance of  a  cosy,  little  nursery. 
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New  Packing  Methods  Reduce  Costs 
Retailer  Saves  Money  on  Ingenious  Method  of  Packing  Notions — 

Mills  Increasing  Output  of  Knitting  Wools — The  "Lady  Betty" 
Hair  Net— New  Belt  Buckle  Called  "Torpedo"— Better  Sale  of Elastics 

COMPLAINTS  are  constantl
y 

being  received  regarding  the 
difficulty  in  obtaining  supplies 

of  knitting  wools,"  remarked  a  leading 
notions  buyer  of  a  Montreal  wholesale 

house.  "The  source  or  the  trouble  is  to 
be  found  in  the  fact  that  nobody  would 
buy  on  the  declining  market  and  the 
mills  would  not  speculate  on  future 
requirements  in  the  early  part  of  the 

year  With  August  came  an  unpre- 
cedented demand  from  all  over  the 

country  at  once,  and  no  mills  could  sup- 
ply it.  It  is  not  generally  understood 

that  the  mills  which  produce  the  colored 
wools  for  knitting  purposes,  only  dye 
three  shades  a  week  and  these  are  dis- 

tributed to  the  trade  equally,  and  im- 
partially as  far  as  the  supply  goes.  No- 

body has  as  yet  got  a  full  assortment 
of  shades  but  the  mills  are  doubling 
their  capacity  and  should  soon  be  in  a 
position  to  deliver  orders  in  better 
time. 

The  prediction  in  this  connection  is 
that  women  will  take  up  the  newer  fad 
for  pure  silk  sweaters  in  the  spring, 
and  those  who  know  say  that  it  will 

be  "the  big  thing."  As  the  wholesale 
price  on  this  knitting  silk  is  around 
$4.75  or  $5.25  a  pound,  it  is  likely  that 
there  will  be  just  as  many  hand-made 
sweaters  of  silk  worn  as  there  were 
woollen  ones  last  season. 

New  Display  Cabinet  For  Elastics 

The  sale  of  elastics  is  receiving  an 

unusual  impetus  of  late  due  to  the  en- 
terprise of  certain  manufacturers  who 

are  putting  up  different  widths  on 
neat  bolts  of  half  a  dozen  yards  each. 
These  are  meant  to  retail  at  a  popu- 

lar price  and  save  both  time  and  over- 
head expense  besides  doing  away  with 

the  accumulation  of  remnants.  Quarter 
and  %  inch  widths  are  especially  strong 
sellers,  in  either  black  or  white.  This 
is  quite  an  innovation  but  it  is  practical 
as  the  attractive  form  of  the  bolts  takes 
the  eye  and  the  price  invariably  makes 
the  sale.  Another  maker  who  special- 

izes in  a  particularly  fine  grade  of  mer- 
cerized elastic  is  featuring  it  in  very 

handsome  mahogany  finished  cabinets 
large  enough  to  contain  one  dozen 
bolts  of  each  size,  ranging  from  %  to 
1-%  inches.  This  cabinet  is  glass  front- 

ed and  makes  a  very  attractive  display 
case. 

The  price  of  needles  has  not  dropped 

yet,  say  leading  wholesalers,  due  to  the 
fact  that  prices  on  steel  products  are 

yet  extremely  high,  and  it  is  not  ex- 
pected that  needles  will  ever  again 

reach    pre-war   prices. 
There  is  no  shortage  in  corset  laces 

and  a  decided  cut  in  price  has  occurred 

during  the  year,  present  prices  being 
50  per  cent  lower  than  in  Dec.  1920. 
All  lines  of  tapes  also  are  correspond- 

ingly lower.  A  very  sudden  and  en- 
couraging demand  has  been  felt  for 

heather  wool  mendings  in  the  various 
blendings  matching  fashionable  hosiery, 
and  large  shipments  of  this  wool,  put  up 
in  small  convenient  skeins  have  just 
been  received  from  England  at  a  Mon- 

treal   wholesaler's. 
New   Line  of   Hair  Nets 

The  same  house  is  specializing  upon 
a  new  brand  of  hair  nets  which  are  to 
be  known  by  the  euphonious  title  of 

"Lady  Betty"  and  which  will  be  short- 
ly placed  upon  the  market  brilliantly 

colored  envelopes  bearing  the  portrait 
of  a  typical  Canadian  beauty.  That  the 
branded  line  of  nets,  sold  in  an  artistic 
package  and  guaranteed  as  to  quality, 
is  the  coming  feature  of  this  line  of 
small-wares,  was  the  opinion  of  several 
important  houses.  It  should  be  remem- 

bered that  although  90  per  cent,  of  the 
hair  nets  imported  into  Canada  are  per- 

fect, yet  there  is  a  by  no  means  incon- 
siderable quantity  of  "culls"  finding  a 

market  likewise,  which  is  very  detri- 
mental to  legitimate  business.  Much  at- 
tractive publicity  and  detailed  informa- 

tion relative  to  the  new  brand  will  be 
issued  in  the  near  future. 

Montreal  wholesalers  deserve  no  mean 
measure  of  credit  for  the  manner  in 

which  they  have  overcome  the  exorbit- 
ant cost  of  packing  and  shipping  goods 

which  require  exceptional  care  in  de- 
livery- In  the  case  of  toilet  soap,  for 

example,  a  novel  scheme  has  been  tried 
out  with  utmost  success,  consisting  of 
packing  the  cakes  of  soap  after  the 
manner  of  a  crate  of  eggs.  Several 
hundred  cakes  of  soap,  in  three  ounce 
weights,  are  carefully  packed  in  a  large 
crate  or  case,  end  to  end,  and  can  be 

shipped  thus  to  arrive  in  perfect  condi- 
tion, with  a  subsequent  saving  in  cost 

of  over  $4  per  case.  The  former  figure 
on  this  quantity  of  soap  was  $9.60,  but 
packed  and  delivered  in  crate  style,  the 
price  is  now  only   $5.40. 

Cutting  Cost   of   Packing 

The  same  idea  has  been  ti'ied  out  in 
connection  with  handbags.  Formerly, 
retailers  were  in  the  habit  of  ordering 
a  quarter  dozen  or  so  of  one  or  two 
food  styles,  but  now,  owing  to  the  new 
idea  of  packing  the  baes  into  large  car- 

tons containing  25  to  50  assorted  styles 
or  sizes,  the  retailer  is  now  saved  about 
14  cents  on  each  bag.  this  beine  the 
average  cost  of  the  packing  material  on 
each  case  By  this  plan,  moreover,  small 
country  merchants   can   sell  high   grade 

bags  as  cheaply  as  can  the  largest  de- 
partment stores,  since  a  thousand  bags 

can  be  shipped  at  a  minimum  cost,  at  a tremendous   saving. 
Going  still  further  in  developing  the 

same  idea,  this  wholesale  house  has 
earned  a  reputation  for  having  put  in- 

expensive jewellery  back  "on  the  map." Sales  of  lingerie  clasps,  bar  pins  and 
brooches  made  of  Cloisonne  enamels 
are  now  being  displayed  on  neat  card- 

board stands,  holding  six  items  each- 
Twenty-four  such  cards  holding  half  a 
dozen  pins  equals  a  gross  and  this 
amount  packed  into  cartons  for  ship- 

ment can  be  purchased  by  the  retailer 
at  ten  cents  per  pin  to  be  retailed  at 
15  cents  apiece,  which  is  very  moderate 
for  such  dainty  and  artistic  jewellery. 
That  this  idea  is  really  worth  while  is 
proved  by  the  fact  that  over  1,000  such 
cartons  have  been  sold  since  it  war, 
first  tried  out  this  season,  and  letter.': 
of  enquiry  have  even  come  from  the 
States  relative  to  purchasing*  on  the same  plan. 

Circular  combs  for  children  are  now 
in  strong  demand  and  there  is  also  a 
good  call  for  side  combs  and  back  combs. 
Only  the  barettes  are  dead  in  these  lines 
of  hair  goods,  most  others  show  remarK- able   activity. 

The   "Torpedo"  Buckle 

Another  successful  novelty  is  the 
Torpedo  belt  buckle  which  is  shown  on 
a  new  line  of  solid  patent  leather  belts 
made  in  all  shades  which  can  be  retail- 

ed for  25  cents  apiece.  These  belts  are 
distinctly  superior  in  quality  to  the  or- 

dinary oilcloth  variety,  so  long  a  weak 
feature  of  the  smallwares  line.  Rick- 
rac  braids  are  expected  to  continue 
their  extraordinary  success  of  last  sea- 

son, during  the  coming  spring,  and  the 
regular  knitting  wools  in  staple  shades 
such  as  camel's  hair,  navy,  black  and 
heather  mixtures  will  be  as  usual  the 
backbone  of  every  fancy  work  depart- 
ment. 

Prices  on  the  majority  of  notion 
goods  have  reached  their  lowest  level 
now,  it  was  said,  but  the  finer  cotton 
goods  including  tappes  have  shown  an 
upward  tendency  lately-  Threads  in 
150  yards  are  now  61  cents,  showing  a 
decline  from  87  cents  during  the  year. 
Playing  cards  in  cheaper  makes  are 
lower  also,  due  to  the  reduction  in  the 
tax  to  8  cents. 

It  was  stated  also  that  the  past  sea- 
son was  one  of  the  most  important  as 

regards  the  sale  of  rubber  dress  shields, 
but  it  is  not  known  yet  whether  this  was 
attributable  to  the  long  hot  summer  or 
to  the  fact  that  women  are  generally 
tending  to  return  to  the  use  of  shields 
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Jobbers  Everywhere  Recommend 

Absolutely 
the  last 

thing  in 
Fasteners 

Attractively 

mounted on 

three- colored 
card 

and  each  snap  lines  up  true 

The  SURE-FIT  HOLE-- 
How  to  Use  It  : 

AFTER  you  have  sewed  on  the  stud  as  you 
always  do,  simply  hold  the  garment  closed 
and  pull  your  needle  and  thread  directly 
through  the  center  of  the  stud,  from  the 
outside  of  the  garment  and  through  the 
other  half  of  the  closing.  Now  open  it  and 
the  thread  marks  the  spot  where  the  other 
half  of  the  fastener  goes.  Take  a  pin  and 
pick  up  the  other  half  of  the  fastener 
through  the  hole  in  the  center.  Then 

stick  pin  through  where  the  thread  indi- 
cated its  proper  position.  The  pin  will 

hold  the  fastener  while  you  sew  it  on. 

The  Hole  is  in  AH  Sizes 
Black  and  White 

Sold  by  All  the  Leading 
Jobbing  Houses 

Manufactured  by 

COLONIAL  FASTENER  CO.  LTD.,  Montreal 
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"For  a  Rainy 

Day" The  man  who  consistently 
invests  a  few  hundreds  each 

year  never  has  to  worry  about 

the  future — the  rainy  day  or 
his  old  age  hold  no  financial 
terrors   for   him. 

Whether  you  have  already 
sufficient  invested  or  whether 

you  are  still  looking  for  pro- 

fitable "buys",  for  the  sake 
of  your  own  future  you  must 

take  every  precaution  for 
safety. 

THE     FINANCIAL     POST 

specializes  in  an  Inquiry  Ser- 
vice noted  for  its  accurate  and 

sound  replies  regarding  in- 
vestments. This  service  is 

free  at  all  times  to  sub- 
scribers. 

Write  now  for  a  copy  ot  THE 
FINANCIAL  POST.  The 

subscription  price  —  $5.00  a 

year  of  fifty-two  issues — is 
really  insurance  en  your 
invested  money. 

The  Financial  Post 
143-153  University  Ave., 

TORONTO,  -   CANADA 

WM.  E.  WR1GH I  SAYS: 
"Year  after  year  our  trademark  means  more  con- 

fidence on  the  part  of  the  public,  more  business  in 
bias  tapes  for  the  dealer  and  a  deeper  sense  of  re- 

sponsibility for  us. 
"Years  ago  I  saw  that  home  sewers  wanted  bias  tapes 
in  sufficient  quantities  to  justify  their  manufacture 

on  a  large  scale.  Wright's  Tapes  were  launched 
under  the  circular  trademark  with  the  tape  binding 
and  the  motto  'It  turns  itself.'  This  trademark  has 
always  been  associated  with  the  most  carefully  made 
bias  tapes  on  the  market.  It  is  known  throughout 
the  dry  goods  business  and  to  millions  and  millions 
of  home   sewers. 

WRIGHTS 

BIASFOLDTAPE 
It  turns  itself 

UH1 

r    xl 
"This  trademark  is  a  valuable  asset  not  only  to  us 
but  to  our  large  circle  of  merchant  friends,  yet  we 
look  upon  it  not  so  much  as  a  valuable  property  but 
rather  as  a  symbol  of  our  obligation  to  the  mer- 

chants who  have  helped  us  in  bringing  Wright's 
Tapes  before  the  public  and  to  the  women  who  use 

them   in    ever  increasing   quantities." 

Send  for  Color  Card  of 

Showing  our  full  line  of  fast  colored  percales,  also  Wright's  E-Z- 
Trim.  You  will  find  this  card  to  be  a  great  convenience  in  making 

up  your  orders.  It  shows  our  12  plain  and  6  striped  colors  of  Tape 
and    6    colors    of    E-Z-Tr  m. 

Something   new   and    useful    for   the   Notion    Department.      Sample    card 

showing    colors    sent    on    request. 

Wm.  E.  Wright  &  Sons  Co.,  Mfrs. 
315-317  Church  Street 

New  York 

Agencies CHICAGO 

R.   C.   Taft 
223  W.  Jackson  Blvd. 

ST.   LOUIS 
L.   F.   Sherman 613  N.  Broadway 

PHILADELPHIA 
Jas.   F.   McCarriar 

1011    Chestnut    Street 

WRIGHTS 

BIASFOLDTAPE 
.  It  turns  itself 

n 
In   U.   S.    Pat.   Off. 



82 FANCY  GOODS  AND  TOYS 
Dry  Goods  Review 

Warlike  Toys  Are  Little  Wanted 
Swords  Have  Been  Beaten  Into  Ploughshares,  Literally,  in  the  Toy 
World — Toys  From  Many  Countries  Shown — Some  Improvement 
in  Canadian  Toys — German  Dolls  Are  Popular,  Notwithstanding 

Sentiment — New  Swiss  Toys 

ONE  of  the  signs  of  the  times 
 in 

the  toy  departments  is  the  change 
in  demand  noticed  this  season.  A 

leading  Montreal  buyer  has  pointed  out 
that  no  longer  are  lead  soldiers  an.l  toy 
ships  the  first  choice  of  the  mobs  of 
small  boys  who  have  been  haunting  the 
toy  departments  during  the  past  month. 

The  sword  has  been  literally  "beaten 
into  a  ploughshare"  in  the  sense  that 
constructive  toys  now  rank  first  in  fav- 

or. Warlike  toys  in  general  are  giv- 
ing way  to  those  in  which  horse  races 

figure. 
Toy  factories  of  Japan,  France,  Swit- 

zerland, England,  United  States  and 
Germany  as  well  as  domestic  toy  manu- 

facturers have  all  contributed  this  sea- 
son to  the  stocks  now  being  opened  for 

Christmas  and  winter  selling.  "Toys 
wil.  be  cheaper  this  winter  than  at  any 

time  since  1914,"  said  one  toy  manager 
in  a  Montreal  department  store. 

"People  are  going  to  ask  the  price  of 
dolls  and  stuffed  animals  this  year," 
said  another  manager,  "and  we  have 
been  on  the  look-out  for  bargains.  Since 
the  beginning  of  the  war,  neither  our 
customers  nor  ourselves  have  consider- 

ed what  the  toys  cost.  "Can  we  get  it? 
When   can  we  have   it?"   were  the   two 

questions  put  to  the  manufacturers,  and 
the  sum  of  $125.  was  not  considered  ex- 

orbitant by  generous  parents.  This  year 
stores  are  featuring  less  expensive  toys 

to  suit  thinner  purses." 
A  leading  wholesaler  complained  to 

Dry  Goods  Review  of  the  lack  of  really 
well-made  and  attractive  toys  made  by 
Canadian  manufacturers  and  said  that 
the  roughness  of  finish  on  the  wooden 
horses  and  carts  reduced  their  selling 
possibilities  very  materially.  Improve- 

ment in  the  appearance  of  domestic  made 
dolls  is  however  noted  and  the  tendency 
of  the  face  enamel  to  crack  with  chang- 

ing temperatures  has  lessened  some- 

what. "The  only  toys  in  which  Canadian 
makers  really  excel  over  others,"  he 
pointed  out  "is  in  the  wireless  and  tele- 

phone sets  so  beloved  of  growing  boys. 
There  is  a  so  a  new  chemical  set  for  the 
boy  with  a  scientific  bent  and  an  inter- 

esting apparatus  for  soldering  and  glass 

blowing." Manufacturers  and  store  buyers  both 
report  an  increasing  demand  for  the 

toys  which  give  their  possessors  "some- 

thing  to   do." Imported  Toys 

Where  imported  toys  are  concerned  it 

has  to  be  admitted  that  the  majority  of 

importers  are  featuring  the  flaxen  hair- 
ed German  doll  almost  exclusively. 

These  dolls  are  priced  at  least  one  third 
lower  than  French  and  English  dolls  and 
in  spite  of  local  prejudices  against  goods 
of  German  manufacture,  buyers  have 
found  it  necessary  to  stock  up  in  these 
dolls  on  account  of  their  superior  finish 

and  appearance.  "You  may  not  like 
the  Germans,  but  you  must  admit  that 
they  can  make  better  dolls  than  manu- 

facturers in  any  other  country,"  said 
one  manager.  "It  is  the  home  labor 
which  permits  them  to  put  out  such  good 

workmanship  for  so  little  money."  Oth- er German  made  toys  are  cleverly  made 
concrete  animals  which  are  practically 
indestructible. 

English  steam  engines,  run  by  real 
steam  are  greatly  coveted  by  the  majori- 

ty of  small  boys  who  hover  round  the 
show  cases.  Stationary  engines  of  var- 

ious designs  have  also  been  shipped  to 
this  country  in  considerable  quantities 
and  Japanese  tea  sets  and  Christmas 
tree  ornaments  are  considerably  lower 
than  last  year  but  British  games  are 
still  about  the  same  price.     The  reason 

(Continued   on  next  page) 

A  unique  collection  of  hand  carved  toys  imported  from  S  witzerland,  the  products  of  peasant  labor.  The  work- 
manehip  is  a  development  of  the  early  Swiss  wood  carving  so  famous  the  world  over.  The  large  figures  are 
telephone  covers.  No  metal  or  other  substance  is  used  and  even  the  hair  of  the  dolls  is  painted  wood.  The  toys 

are  shown  by  courtesy  of  the  Swiss  consul-general  of  Montreal.  Photo  by  Photo-Kraft  Studios,  Montreal. 
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Fancy  Goods  Lines  Stable  In  1921 
Less  Decline  in  These  Lines  Than  in  Many  Others — Many  Lines  of 
Toys  Down,  But  Some  Have  Advanced — Ivory  Articles  Go  Well 

in  Spite  of  High  Price— Other  Lines  Show  Slight  Declines 
THE  fancy  goods  branch  of  the  trade  is  one  which  shows 

less  change  than  any  other.     The  materials  which  go  to 
make  up  most  of  these  things  are  still  high.     Take,  for 

example,   ivory.      This     comes    from    France    in    the    rough. 
French  manufacturers  have  not  sufficiently  recovered  as  yet 
to  be  able  to  turn  it  out  any  cheaper  than  formerly.     It  is  one 
of  those  materials   which  is   dependent  almost  altogether  on 
labor.     The  high  price  of  ivory  toilet  articles,  however,  seems 
to  make  very  little  difference  as  far  as  business  is  concerned. 
Manufacturers  have  tried  to  place  other  materials  on  the  mar- 

ket which  are  less  expensive,  but  they  will  not  go.     Tortoise 
shell  is  one  of  these.     Though  it  costs  about  two-thirds  of  the 
price  of  ivory,  the  trade  will  not  take  it. 

Brassware  is  one  of  the  few  lines  which  shows  a  reduction. 
The  following  are  examples  of  the  downward  tendency  of  this 
line: 

Dec, 

1920 

Jardiniere       $1.60 

$2.50 
Pedestal  and  jardiniere 

2.50 
7.00 
9.00 

Dec, 

1921 

$1.50 
2.15 
2.15 

6.00 
8.50 

Christmas  stockings  are  one  line  which  Canadian  manu- 
facturers are  able  to  sell  for  less  than  last  year.  This  is 

because  they  are  making  themselves.  The  output  is  sufficient 
to  enable  our  manufacturers  to  sell  them  with  a  very  little 
margin  of  profit. 

The  tendency  in  the  fancy  goods  lines,  especially  in  small 
goods,  is  to  make  a  price  which  will  sell  and  manufacture  the 
materials  to  correspond.  Tinsel  ornaments  which  went  to 
the  retail  trade  for  ten  cents  last  year  are  still  sold  at  ten 
cents  but  they  are  better  made  and  the  materials  used  are 
of  a  higher  grade. 

Toys  Show  a  Drop  on  Most  Lines 
The  following  are  examples  of  the  change  in  price  from 

last  year  of  some  of  the  best-known  staple  toys: 
Dec, 

1920 

American  mechanical  trains,  each     $  2.50 
5.00 
5.25 
5.50 

Clockwork  toys,  each            1.65 
Stuffed   horse   on   platform    (cloth   covered), 

each         3.00 

Dec, 

1921 

2.10 
4.50 
4.80 
5.00 
1.50 

2.00 

Papier  mache  horses,  per  doz         6.50  6.00 
10.20  9.00 
16.80  15.00 

Steering  sleighs,  each           2.45  2.25 
2.65  2.50 
3.40  3.25 

Morroscopes,   each             6.00  5.50 
9.50  9.00 
16.20  16.00 

A  few  toys  are  a  little  higher.  A  pony  rocking  horse, 
which  is  imported  from  the  United  States  is  about  five  per 
cent.  up.  This  is  due  to  the  duty  which  is  now  collected  on 
exchange.  Electric  trains,  which  are  of  American  make,  show 
no  reduction. 

English  toys  are  lower  than  last  year.  The  very  best 
stuffed  animals  made  by  a  well-known  British  manufacturer 
are  down  from  $15.00  to  $8.00  and  from  $24.00  to  $15.00.  It 
is  thought  that  the  manufacture  of  this  class  of  toy  here  has 
made  some  difference.  While  these  are  not  as  well  made  as 

the  English  ones,  they  are  very  good  and  at  a  price  which  is 
better  suited  to  Canadian  toy  buyers. 

Canadian  Dolls  Show  Big  Reduction 
Manufacturers  of  dolls  in  this  country  should  be  proud  of 

the  progress  they  have  made  in  the  industry  during  the  past 
year.  They  have  now  got  business  on  such  a  basis  that  neither 
the  trade  nor  the  public  are  expected  to  buy  for  patriotic 
reasons,  but  because  they  have  the  quality.  Moreover,  they 
have  been  able  to  reduce  their  prices  to  meet  any  foreign 
goods  on  the  market.  The  following  prices  for  this  year  and 
last  give  indications  of  the  change  in  price  which  one  whole- 

sale house  has  been  able  to  make: 
Dec,  Dec, 
1920  1921 

Unbreakable  doll,  11%   inches      $  7.50         $  4.20 
12y2  inches           9.60  6.50 
15  inches       13.20  8.40 
18  inches         16.80  9.60 

27.00  12.00 
33.00  15.00 

Two  More  Fancy  Lines  Reduced 

Of  interest  to  the  small  stores  engaged  in  fancy  work 
lines  is  the  fact  that  slipper  soles  for  knitting  and  crochet 
work  are  reduced  about  twelve  per  cent,  and  knitting  needles 
are  down.  Bone  needles  which  were  $2.75  a  dozen  last  year 
are  now  out  among  the  trade  for  $2.25. 

WARLIKE  TOYS  ARE 
LITTLE    WANTED 

(Continued  from  page  82) 

for  their  continued  high  cost  is  due  to 
the  fact  that  they  were  manufactured 
last  year  when  wood  pulp  and  paper 
goods  were  still  high.  These  games  are 
to  be  had  in  wonderful  variety  from 
novel  Bible  games  to  French  and  Eng- 

lish horseracing  games  played  with 
cards. 

Sporting  Goods  Sell  Well 

The  demand  for  sporting  goods  is  ex- 
cellent at  present,  but  owing  to  the  fact 

that  no  orders  were  placed  during  the 
summer  months,  and  an  abnormal  rush 
was  experienced  in  September  and  Oc- 

tober, many  orders  and  deliveries  cannot 
be     filled.     Prices     on   toboggans      and 

sleighs  are  both  a  little  lower  this  year 
as  well  as  skates  and  skating  boots. 
Skis  are  remaining  at  the  same  prices 
and  are  said  to  be  growing  more  popu- 

lar with  each  successive  winter. 

Unique  Swiss  Toys 

One  of  the  most  unique  and  interesting 
toy  collections  imported  was  seen  this 
month  at  the  offices  of  the  Swiss  Con- 

sul-General at  Montreal.  The  toys  were 
imported  from  various  Swiss  makers  in 
the  Bernese  Oberland  and  were  sent  out 
to  be  the  feature  of  a  wonderful  Swiss 
Fair  to  be  held  in  Montreal. 

The  remarkable  thing  about  these  toys 
which  should  commend  itself  to  Cana- 

dian buyers  is  the  fact  that  they  are  en- 
tirely hand  carved  from  wood,  and  yet 

are  almost  exact  reproductions  of  bis- 
que finish  or  other  substance  used  in  the 

making  of  dolls'  faces.  These  lovely 
and  unusual  toys  are  made  by  Swiss 

peasants  in  their  homes,  one  man  direct- 
ing the  work  of  some  25  families,  who 

copy  the  faces  and  features  of  the  rosy 
cheeked  children  reproduced  on  postal 
cards,  in  making  their  dolls.  The  dolls 
come  in  several  sizes  and  are  fully  joint- 

ed, with  lovely  faces  of  natural  coloring 
and  hair  cleverly  painted  to  represent 
brown  braided  locks.  These  toys  are  not 
turned  out  in  great  quantities  but  with 
a  greater  regard  for  quality  and  artistic 
effect,  conseqently,  their  prices  are  high- 

er than  seems  at  first  justifiable.  For 

art  departments  and  gift  shops,  the  var- 
ious hand  carved  toys  should  prove  one 

of  the  most  unusual  featres  ever  car- 
ried. The  range  of  toys  includes  ani- 

mals, carts,  doll's  houses,  utensils,  carv- 
ed boxes  and  figurines. 
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Price  Card  More   Essential  Than  Formerly 
Useful    Hints    Regarding   Display    Work 
Well-Known  Display  Man  in  Buffalo  Says  Price  Card  Carries 
Explicit  Message  on  Question  of  Values — Avoid  Uncertainty  in 
Using  Price  Cards — Sameness  in  Window  Display — Photography 

and  Its  Uses  to  Display  Men 

DURING  a  recent  visit  to  Buffalo
, 

Dry  Goods  Review  had  a  chat 
with  a  window  display  man  whose 

reputation  as  such  in  the  United  States 
is  of  the  very  highest.  He  has  been 

awarded  numbers  of  prizes  for  his  dis- 
plays in  many  of  the  contests  that  have 

been  engaged  in  in  that  countiy  by  dis- 
play men  from  the  Atlantic  to  the 

Pacific.  Of  course,  he  believes  profound- 
ly and  fundamentally  in  thj  value  of 

the  window  as  a  salesman.  He  says  the 

winnow  is  the  passerby's  introduction 
to  the  store — and  what  lasting  impres- 

sions are  created  at  the  first  introduc- 
tion? Favorable  impressions  or  lasting 

prejudices  are  created  on  introduction 
that  even  time  can  hardly  eradicate 
from  the  mind  or  subsequent  dealings 

obliterate.  That  is  one  of  the  first  les- 
sons to  be  learned  by  the  display  man — 

that  he  i  s  introducing  his  store,  his 

firm  and  its  entire  service  to  the  pub- 
lic as  it  passes  the  door.  That  fact 

alone  emphasizes  two  others — that  the 

display  man  should  be  careful  how  he 
makes  his  introduction;  and  the  firm 
should  be  careful  in  selecting  the  man 
who  is  to  make  the  introduction  of  what 

they  have  to  offer  to  the  public. 

Price    Card    More    Essential 

We  recognize  the  fact  that  there  are 
two  distinct  views  with  regard  to  the 

use  of  a  price  card.  It  is  rather  a  coin- 
cidence that,  in  the  city  of  Buffalo  these 

two  views  are  represented  by  two  very 
successful  stores,  one  immediately 
across  the  street  from  the  other.  But 

then,  they  are  two  different  kinds  of 

store.  One  is  the  very  essence  of  con- 
servatism; the  buyer  in  this  store  rc- 

cently  told  us  that  they  were  doing 
more  business  than  a  year  ago  and  he 

_ned  the  reason  to  the  fact  of  their 

traditionally  conservative  policy.  They 
do  not  use  price  tickets  because  their 

merchandise  is  high-priced— with  qual- 
ity to  correspond.  They  believe  that  the 

price  ticket  would  scare  many  a  buyer 

away  even  before  he  entered  the  door. 
They  argue  that  the  character  of  their 
merchandise  will  bring  people  into  their 

store  and,  once  there,  they  depend  on 

manship  of  high  quality  merchan- 
di  e  which  gives  service  and  makes  last- 

ing friends. 

On  the  other  hand,  the  store  to  which 
we  referred  in  the  first  instance,  is  a 

thorough  believer  in  the  use  of  the  price 

card.  The  display  man  whose  name  is 
known  from  coast  to  coast  stated  to 

Dry  Goods  Review  during  a  conversa- 
tion that  the  pri^e  card  was  more  essen- 
tial   than    ever    to    successful    merchan- 

dising. The  reas;n  he  gives  is  a  simple 

one — pejpie  are  looking  for  values  a. 
never  before.  It  makes  a  difference  now 
whether  a  garment  is  $50  or  $45, 
whether  it  is  $2.00  or  $1 50.  Price 
carries  weight  that  it  did  not  carry  two 
years  ago,  or  rather  it  might  better 
be  said  that  it  carries  a  different  soit  of 
weight.  Two  years  ago,  the  higher  the 
price  the  easier  the  sale.  Now  it  is  not 
the  same,  as  all  dealers  know  full  well. 
The  message  given  through  the  price 
card  is  more  explicit  than  it  formerly 
was,  and  for  that  reason,  has  a  new 
bearing  on  the  whole  merchandising 
problem  of  the   modern  dealer. 

The  Card   Itself 

The  card  itself  is  an  important  factor, 
says  this  display  man.  Uniformity  is  a 

very  desirable  thing;  it  lends  attractive- 
ness to  a  display.  Of  course,  if  there 

are  many  sections  to  be  dressed — as 
there  happens  to  be  in  the  store  refer- 

red to — it  is  not  necessary  to  have  the 
same  sized  card  in  all  the  sections.  But 
each  section  should  have  the  same  sized 
cards — with  one  exception.  There  might 
be  a  large  card  in  the  very  centre  of 
the  section  with  the  price  displayed 
prominently  enough  to  be  seen  from 
across  the  street.  The  cards  he  uses 

are  one  inch  by  two  and  a  quarter  which 
gives  128  cards  out  of  the  ordinary 
sized   sheet   of   cardboard. 

Avoid  Uncertainty 

One  of  the  things  to  be  avoided  in 
the  use  of  price  cards  is  uncertainty. 
One  will  often  see  a  unit  display  with 
a  large  card  in  the  centre,  reading  from 

$1.50  to  $5.00.  The  mind  of  the  passer- 
by is  immediately  thrown  into  confu- 

sion. He  wonders  which  is  the  $1.50  and 
which  is  the  $5.00,  and  if  he  takes  the 

trouble  to  go  into  the  store  to  make  in- 
quiries he  often  finds  that  the  article 

desired  was  the  $5.00  one  but  he  be- 
lieved it  would  be  the  $1-50  article.  It 

leaves  an  unfavorable  impression  on  the 
mind  and  the  thought  takes  root,  per- 

haps, that  reasonable  values  are  not  ob- tainable. And  this  is  all  due  to  the 

simple  fact  that  the  price  card  has 
lacked  definiteness,  it  has  not  been  ex- 

plicit where  it  might  easily  have  con- 
tained both  of  these  features.  This  dis- 

play man  holds  that  each  piece  of  mer- 
chandise should  have  a  separate  price 

card.  The  double  purpose  is  then  served; 

the  passerby  sees  what  value  is  offered 
and  knows  the  exact  price  of  each  piece 

of  merchandise  shown  in  the  window. 

Avoid    Sameness 

It   is   very  necessary  that  the  display 

man  avoid  samenes;  in  all  his  displays. 
If  not,  one  gets  the  impression  that  the 
windows  are  never  changed  even  though 
thy  always  look  very  attractive.  This 
display  man  cited  the  case  of  a  well 
known  display  man  whose  windows 
were  always  artistically  arranged  and 
every  law  of  window  display  properly 
observed.  But  the  impression  grew  on 
the  minds  of  the  firm  that  the  window 
were  never  changed  because  there  was 
always  the  same  look  about  them.  They 
were  wrong  insofar  as  changing  the 
windows  was  concerned — they  were 
changed  very  frequently  but  the  display 
man  lacked  the  quality  of  variety  in 
his  work. 

Study  Photography 

Ey  the  study  and  practice  of  photo- 
graphy this  fatal  habit  of  sameness 

can  be  largely  overcome.  On  one  other 
occasion  we  have  referred  to  the  Dis- 

play Men's  Associations  that  have  been 
formed  across  the  line  in  many  of  the 
American  uses.  One  of  their  uses  of 
recent  development  is  the  study  of  the 
camera  and  photography.  Each  mem- 

ber of  the  association  is  taught  how  the 
camera  is  used  by  an  expert,  with 

special  reference,  of  course,  to  the  tak- 
ing of  pictures  of  window  displays. 

With  this  knowledge  put  into  practice, 
the  display  man  has  a  record  of  his 
work  and  can  avoid  sameness  and  can, 
further,  make  a  careful  study  of  his 
own  work.  This  record  serves  an  addi- 

tional purpose  in  the  Association.  The 
displays  are  criticised  by  other  members 
of  the  Association  and  improvements 
are  suggested. 

Can  Sell   Himself 

There  is  one  other  feature  of  this 

photography  that  should  not  be  over- 
looked by  the  display  man.  The  time 

may  come  when  he  will  want  to  sell 
himself  to  another  firm  on  the  strength 
of  his  display  ability.  What  has  he  to 
show  to  justify  his  contentions?  In  such 

a  case  of  photographic  record  is  indis- 

pensable. Can  Help  Manufacturer 

Display  men  across  the  line  have 
found  out  their  photographic  record  of 

displays  has  been  invaluable  to  manu- facturers who  advertise  nationally.  By 

producing  the  pictures  of  their  windows 
they  can  show  the  manufacturer  they 
are  co-operating  with  him  in  his  na- 

tional campaign.  The  manufacturer,  in 
this  way  gets  a  bigger  conception  of  the 

power  of  national  advertising — and  that 

is  good  for  both  manufacturer  and  deal- er. 
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Ward  and  Devjard,  of  Oshawa,  Ontario,  recently  celebrated  their  second 
anniversary  and  signalized  it  by  an  anniversary  sale.  The  above  picture  is 
of  the  cake  ivhicli  they  displayed  in  their  wiyidow  on  that  occasion  and 
which  brought  them  a  most  satisfactory  sale.  The  cake  in  the  picture  was 
made  by  a  local  confectioner  and  was  displayed  in  the  ivindow  four  days 
prior  to  the  day  on  which  it  was  cut  up  for  the  benefit  of  the  customers 
and  friends  of  the  store,  and  served  with  a  cup  of  real  good  tea.  The  four 
windows  of  the  store  were  trimmed  ivith  birthday  sales  values.  More  than 
1,000  pieces  of  cake  were  served  during  the  afternoon  between  3  and  5.30 

o'clock.  The  store  was  filled  with  customers,  the  great  majority  of  whom 
purchased  something  during  the  sale.  Not  only  were  the  sales  increased 
over  all  other  sales  but  Ward  and  Deward  regarded  it  as  a  testimony  on 
the  part  of  the  people  to  their  efforts  to  give  courteous  service  and  satis- 

factory  merchandise. 

Would  Prevent  End-of 
Season  Distress  Sales 
Prevention  of  end-of-season  sales  be- 

fore a  iixed  date,  is  being  agitated  by 
retailers  and  wholesalers  of  London, 
England.  The  discussion  has  arisen  be- 

cause of  the  action  of  several  of  the 
larger  stores,  in  jobbing  off  their  win- 

ter merchandise.  They  are  attempting 
to  do  this  before  the  salesmen  for  millin- 

ery, textile  and  ready-to-wear  houses, 
are  out  on  the  road.  Such  sales  by  the 
retailers  have  caused  a  general  depres- 

sion in  the  market,  unfavorable  for  the 
reception    of    spring   goods. 
Even  among  the  worst  offenders, 

there  is  a  general  desire  to  follow  the 
lead  of  the  United  States,  which  prac- 

tically binds  the  trade  to  restrain  from 
spoiling  the  season,  for  the  sake  of 
momentary  advantage  in  realizing  la 
little  ready  money.  Unfortunately, 
there  seems  to  be  no  accepted  leader  or 
organization  strong  enough  to  carry  the 
movement  through.  The  Wholesale 

Mantle  and  Costume  Manufacturers' 
Federation  have  gone  so  far  as  to  cir- 

cularize the  trade  in  the  matter.  Replies 
so  far  have  been  satisfactory  but  many 
of  the  smaller  houses  resent  any  inter- 

ference and  insist  on  the  right  to  hold 
a  sale  if  they  are  pressed  for  money  by 
the  bank.  The  Federation  say  that  on- 

ly sales  of  the  end-of-season  character 
come  under  the  class  of  those  which  are 
to  be  stopped. 

The  character  of  London  trade  makes 
it  much  more  difficult  to  enforce  res- 

trictive regulations  than  is  the  case  in 
Paris  or  the  large  American  cities.  In 
other  great  merchandising  centres  ev- 

ery merchant  knows  everyone  else.  In 
America,  an  authority  says,  the  co- 

operative spirit  is  more  highly  develop- 
ed than  anywhere  else  in  the  world, 

London  is  so  cosmopolitan  and  at  the 
same  time  so  fluid,  that  retailers  could, 

in  the  past,  carry  on  successful  busi- 
ness for  50  or  100  years  without  com- 

ing into  contact  with  their  competitors. 

Campbell's  Women's  Wear.  Limited,  is  the  nam;  of  th:  latest  firm  to  open  up  business  on  Dundas  Street  West.  This 
store  is  at  124  Dundas  Street  and  in  a  block  where  there  are  no  fewer  than  22  other  stores  catering  to  women's  van- 

ities and  necessities.  The  very  latest  equipment,  modern  lighting  arrangements,  and  high  class  merchandise  are  out- 
standing features  of  this  latest  store.  It  is  sitna'ed  in  that  section  of  Toronto  known  as  "The  Ward." 
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Important  Announcement  to  the  Various  Trades 

VICTOR  H.  CANHAM  &  COMPANY 

Guelph,  Ont. 

Garment  Hangers  for  Every  Purpose 
Coat  hangers,  skirt  hangers, 

pant  hangers,  waist  hangers, 

blouse  hangers,  hangers  for  Dry 

Goods,  Notions,  Departmental 

Stores,  Men's  Clothing,  Hard- 
ware, Dyers  and  Cleaners,  hang- 

ers for  retail  stock  use  and 

advertising. 

All  kinds  of  hangers  for  every 

use.  We  desire  to  call  the  atten- 
tion of  the  trade  to  the  addition 

to  our  other  well-known  lines,  of 
our  waist  or  blouse  hanger  and 
evening  gown  hanger,  both  plain 
and  enamelled. 

We  supply  these  hangers  in  very 
superior  enamel  as  well  as  plain. 

c 

We  now  carry  a  complete  range  of  garment  hangers 

Write  for  our  Illustrated  Price  List  and  Full  Particulars 

To  All  Our  Customers,  Present  and  Prospective, 
We  Extend  The  Season's  Greetings. 

DELFOSSE  &  COMPANY 
Largest  Makers  of  Fixtures  in  Canada 

Cor.  Craig  and  Hermine  Sts.,  Montreal 
Canadian  Representative  for  Parisian  Wax  Figures  of  PIERRE  IMANS,  PARIS 

Catalogue  upon  request 

GREETINGS 
to  the 

TRADE 
We  extend  our  thanks  to  our  many  patrons  throughout  Canada  for 
their  splendid  patronage  during  the  past  year.  While  our  service 
has  met  with  satisfaction  and  approval,  we  hope  in  the  coming 
year  to  be  more  deserving  of  your  trade. 

Dale    \Vax    Figure    Co.,    Limited 
Canada  a  Leading  Display  Fixture  Houte 

86  York  St.,  Toronto 
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"Do  Appearances  Count" 
Clatworthy  fixtures — known  to  the  trade  for  twenty-five  years — have 
stood  the  test  of  time.  New  designs  are  constantly  being  shown  to  the 
trade.  Put  it  up  to  us  and  our  designers  will  tell  you  what  is  best  for 
your  special  case. 

Write  for  Catalogues 

CLATWORTHY    &    SON,    LIMITED 
London,  England  Toronto,  Canada 

Established  1896  Incorporated  1908 
REPRESENTATIVES ; 

Vancouver.    B.C. — J.    S.    Maxwell    &    Co.,    Mercantile   Bldg.  Halifax.   N.S. — D.    A.    Gorrie,    Box    273. 
Montreal,    Que. — E.   O.    Barette   &   Co.,   301   St.  James.  Quebec — Nap.    Debigare,    205    Rue    des    Fosses. 

Travelling    Western    Representative — S.    J.    Barley. 

£ 
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Year  Was  Critical  One  in  Housefurnishings 
Enormous  Losses  Taken  By  Wholesalers  in  1921 

Heavy  Stocks  That  Accumulated  Because  of  Cancellations  Have 
Been  Cleaned  Up — Big  Decreases  in  Prices  of  Rugs,  Draperies, 
Curtains  and  Linoleums — Prices  Guaranteed  on  Many  Lines  — 

Future  Outlook  Is  Brightening 

THAT  the  year  1922  wil
l  start  with 

a  clean  slate  as  regards  the  var- 
ious house  furnishing  lines,  was 

the  prediction  uttered  by  a  leading  Mon- 
treal wholesaler  in  discussing  the 

events  of  the  past  twelve  months  with 

Dry  Goods  Review.  "The  past  year  has 
been  one  of  the  most  difficult  we  ever 

experienced,"  he  explained,  "and  those  of 
us  who  have  come  safely  through  it,  are 

uttering  a  silent  prayer  that  it  may 

never  be  repeated.  Consider  our  posi- 

tion a  year  ago.  Our  orders  were  plac- 

ed with  the  mills  for  the  different  com- 
modities which  were  delivered  in  due 

course.  We  anticipated  a  fair  demand 

from  the  retail  trade  to  continue  during 

the  winter  of  1920-21,  and  we  hoped 

that  the  repealing  of  the  luxury  tax 

would  stimulate  business  to  reach  nor- 

mal proportions.  But  unfortunately, 

owing  to  the  sudden  falling  off  in  de- 
mand from  the  consumer,  the  retailer 

was  obliged  to  cancel  his  orders  placed 

with  us  and  we  were  thus  placed  in  one 

of  the  most  difficult  predicaments  that 

we  ever  faced.  The  flood  of  cancella- 
tions received  last  fall  caused  most  of 

the  wholsesale  houses  to  be  temporari- 

ly overstocked  in  such  lines  as  floor  cov- 

erings, etc.,  and  for  awhile  business  out- 
look was  rather  dismal.  In  the  spring 

and  summer,  however,  with  the'  pro- 
nounced cut  in  prices,  demand  again  be- 

came more  active  and  "at  the  'present 

time,  there  are  no  surplus  stocks-  to 

be  found  anywhere.  Stocks  of"  house 
furnishings  just  at  present  are  exceed- 

ingly low  as  far  as  the  wholesale  trade 

is  concerned,  which  affords  a  marked 

contrast  to  conditions  existing  in  De- 

cember of  last  year." 

Black    Rug    Prices    Drop 

In  glancing  back  over  the  year,  sea- 

son by  season,  several  outstanding  fea- 
tures call  for  comment.  In  the  case  of 

floor  coverings,  the  most  notable  point 
to  consider  was  the  big  drop  in  prices 
which  went  into  effect  shortly  after 

the  new  year  commenced  and  was  again 

repeated  in  May  and  July  in  domestic 
and  British  goods.  Just  to  illustrate  how 

radical  y  the  prices  of  last  year  contrast 

with  those  in  force  at  present,  the  fol- 
lowing figures   may  be   quoted. 

Rugs  in  9x12  size  in  tapestry — $25. 50 
in  December  1920  are  now  $16.00 

Rugs  in  9x12  size  in  Brussels — $47.- 
50  in  December  1920  are  now  $28.50. 

Rugs  in  9x12  size  in  Axminsters — 
$60  in  December  1920— now  $42.50. 

Rugs  in  9x12  size  in  Wiltons — $92  in 
December  1920— now  $53. 

In  the  early  part  of  the  year,  sales  of 
rugs   and    linoleums   were    sluggish   and 

both  retail  and  wholesale  trade  were 
looking  for  a  solution  to  the  impasse 
which  threatened  to  harm  business  seri- 

ously. Following  the  intimation  that 
cuts  in  price  were  imminent,  a  series  of 
successful  rug  sales  were  featured  by 
leading  stores,  notable  among  which 
were  the  sales  of  Oriental  and  Chinese 
rugs  which  proved  to  be  exceptional. y 

popular  with  thrifty  housewives.  Ow- 
ing to  the  almost  exorbitant  cost  of 

these  goods,  few  oriental  rugs  have  been 
selling  to  the  extent  that  they 
should  and  consequently  few  selling 
events  proved  more  popular  than 

these.  One  leading  Montreal  store  fea- 
tured several  such  sales  during  the 

course  of  the  year,  not  because  it  was 
overloaded  with  stock  but  because 
wholesale  prices  were  so  exceptionally 
advantageous  that  the  opportunity  was 
quickly  seized.  A  noticeable  fact  in 
connection  with  the  demand  for  rugs 
throughout  the  year  was  the  call  for  the 
smaller  sizes,  chiefly  9x12,  attributed 

to  the  growing  popularity  of  apart- 
ment houses  with  their  smaller  rooms. 

Oilcloths   Again   Popular 

A  great  impetus  was  noted  in  the 
sales  of  linoleums  and  oilcloths  during 
the  past  year.  Where  once  matting  and 
grass  rugs  used  to  be  greatly  in  de- 

mand for  bedrooms,  dens  or  cottages, 
it  was  found  that  the  consumer  began 
to  call  for  one  or  other  of  the  numerous 
oilcloth  or  cork  carpet  floor  coverings 
as  being  both  more  sanitary  and  less 
difficult  to  keep  clean.  The  oilcloth  rug 
became  one  of  the  most  popular  fea- 

tures of  the  wholesale  and  retail  de- 
partments and  owing  to  its  attractive, 

patterns  and  reasonable  prices,  practi- 
cally the  bulk  of  popular  priced  trade 

was  done  on  these  rugs.  Pattern  ranges 
were  better  during  1921  and  showed 
greater   variety   and    artistry. 

A  corresponding  cut  in  price  was  not- 
ed in  these  goods  as  in  rugs.  In  do- 

mestic made  oilcloth  the  price  was  70 
cents  in  December  of  last  year,  but  is 

now  only  42  cents  a  yard,  whi  e  in  lino- 
leums, a  drop  of  $1.08  to  70  cents  has 

been  recorded.  Another  cut  in  price  was 
recorded  December  1,  so  they  are  now 
40%  lower  in  price  than  this  time  last 
year.  One  very  popular  line  of  oilcloth 
can  now  be  obtained  by  the  yard  for  as 
little  as  25  cents  which  is  remarkably 
little   for   this    standard    make. 

Curtain  Trade  Suffered 

The  past  year  was  also  a  crucial  one 
for  the  curtain  manufacturers  who 
found  business  more  than  ordinarily  di- 
ficult.     Despite   the   fact   that   they   had 

obtained  their  supplies  of  materials  at 
the  high  prices  and  were  employing 
labor  which  was  especially  highly  paid, 
yet  they  were  forced  to  cut  prices  a.ong 
with  the  general  downward  tendency. 
Novelty  curtains  which  sold  this  time 
last  year  for  $2.25  are  now  obtainable 
for  $1.10  a  pair  and  so  on  upwards.  On 
account  of  the  high  cost  of  the  better 
grades  of  novelty  curtains,  people  turn- 

ed to  the  yardage  curtain  materials  in- 
stead and  it  is  said  that  nets,  madras, 

marquisettes  and  scrims  sold  better 
than  for  many  years  past.  One  prom- 

inent Montreal  curtain  manufacture)', 
who  had  always  specialized  upon  novel- 

ty curtains  of  the  most  exclusive  type. 
found  himself  obliged  to  turn  out  yard- 

age curtain  materials  instead  and  at  the 
lowest  possible  prices.  During  the 

coming  year  however  he  expects  to  re- 
turn to  the  making  of  the  individual 

and  artistic  made  up  curtains,  as  he  ex- 
pects a  revival  in  demand  on  account  of 

lowered  prices.  The  panel  curtain  was 

distinctly  popular  as  were  also  the  sec- 
tional net  designs.  There  was  also  a 

revival  of  the  old-time  frilled  muslin 
curtains  so  beloved  of  our  grandmothers 
and  this  is  expected  to  be  a  big  feature 
of  1922   as  well. 

Yardage  Nets  Successful 

In  nets,  the  filet  varieties  in  plain  and 
conventional  or  period  designs  were  the 

leaders.  Imported  nets  showed  a  real- 
ly spectacular  drop  in  price  of  over 

50%  as  evidenced  by  the  prices  quoted 
today  of  90  cents  a  yard  as  against 
$1.90  last  December.  This  of  course, 
was  not  a  sudden  drop,  but  rather  a  gra- 

dual decline.  Another  popular  line  of 
Scotch  filet  nets  in  12  and  14  point 
which  were  $1.50  a  yard  are  now  only 
70  cents.  Staple  Nottingham  declined 
during  the  year  from  $1.75  to  90  cents 
a  pair  for  cheaper  varieties. 

In  both  nets  and  curtains,  the  trend 
of  demand  was  distinctly  in  favor  of 
simple,  artistic  patterns,  while  there 
was  also  a  lively  demand  for  colored 
madras  for  use  as  draperies  or  curtains. 

Demand   Good   for   Draperies 

Draperies  of  all  sorts  were  also  in- 
cluded in  the  downward  movement  of 

prices  while  demand  was  excel'ent throughout  the  year.  The  popular 
priced  lines,  in  particular,  were  much 
of  demand  was  distinctly  in  favor  of 
and  other  stap  es.  Terry  cloths 
were  slow  on  the  whole.  One  of  the 

most  promising  aspects  about  the  situa- 
tion as  evidenced  by  the  sa'e  of  drapery 

fabrics  in  1921,  was  the  fact  that  do- 
(Continued   on  page  91) 
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Canadian  Factories  Working  Hard  On  Linoleums 
And  Oilcloths  to  Meet  a  Lively  Demand 

Factories  Are  as  Busy  as  in  1914  and  Many  Lines  Sold  Up  to  April 
1st — Drop  in  Price  Has  Had  Good  Effect — Wiltons  and  Axmin- 
sters   Selling   Well— Shortage     of    Eiderdowns — Big   Sales    of Cretonne 

THE  wholesale  trade  in  Tor  nto  is 
feeling  very  much  encouraged  over 
the  linoleum  and  oilcloth  situation. 

Canadian  factories  engaged  in  making 

these,  are  working  as  hard  as  they  did 
in  1914.  Two  are  even  working  at  night. 
There  are  several  iines  sold  up  until 
April  1.  These  are  the  medium  grades  of 
linoleums  and  congoleums,  which  pr.ves 
ei  her  of  two  statements  in  regard  to  th? 
present  demand  of  the  buying  public;  the 
class  which  invested  in  cheap  grades,  has 
now  the  money  to  buy,  or  Canadians  as  a 
whole  have  developed  a  taste  for  better 
goods.  The  general  cut  cf  fifteen  per 
cent,  in  linoleum  and  allied  lines  has  had 
a  good  effect  on  business  the  last  two 
weeks.  Floor  oils  which  were  offered  to 

the  "wholesale  trade  at  fifty  cents  and 
fifty  one  cents  prior  to  Decsmber  1,  are 
now  listed  at  forty-two  and  forty-three 
cents.  Linoleums  are  down  from  ninety 
cents  and  one  dollar  to  seventy  and 
seventy-eight  cents. 

There  has  not  been  a  great  improve- 
ment in  carpets  yet,  although  prices 

were  guaranteed  by  English  manufac- 
turers until  July  1  and  s  me  Canadian 

carpet  manufacturers  assure  the  trade 
there  will  be  no  change  in  prices  here  be- 

fore April  1.  Most  of  the  carpets  which 
are  now  on  the  market  were  made  up 
from  the  materials  which  were  bought  at 
the  lowest  price  last  fall.  When  these 
have  been  used  up,  there  will  probably  be 
a  change  in  the  cost  of  most  carpets, 
although  one  or  two  dealers  are  inclined 
to  think  this  will  not  be  radical. 

The  cry  for  Wiltons  and  Axminsters  in 
rugs  and  carpets,  in  preference  to 
Brussels,  is  growing  stronger.  One  ex- 

pert believes  that  manufacturers  are  to 
blame  for  the  lack  of  attention  which 
Brussels  carpet  is  getting.  They  have 
confined  themselves  so  exclusively  to  the 
very  cheapest  grades,  during  the  last  ten 
years,  that  the  public  and  even  many  of 
the  trade  do  not  know  that  better  car- 

pets can  be  made  in  this  weave.  Seam- 
less tapestry  squares  are  very  much  in 

demand,  particularly  during  the  last 
three  weeks,  no  doubt  clue  to  tha  gift 
season. 

Eiderdowns 

There  is  an  a1  arming  shortage  of 
eiderdowns  in  favored  colors  and  attrac- 

tive patterns  in  most  of  the  wholesale 

houses.  Those  which  Jhey  have,  they  are 
selling  at  less  than  half  the  price  of  last 
year  in  order  to  clear  their  counters. 
They  say  that  the  stock  which  will  be  in 
shortly  will  be  for  the  most  part  from 

Canadian  firms  and  of  a  class  which  will 
bear  competition  anywhere. 

The  demand  for  the  old-fashioned  com. 
forter  is  as  strong  as  ever,  in  fact  re- 

markably good,  considering  the  mild 
weather  of  November  and  early  Decem- 

ber. The  remark  which  was  made  by  one 
manager  of  a  homefumishimg  depart- 

ment, was  that  people  who  in  other  years 
bought  eiderdowns,  are  now  buying  cot- 

ton comforters.  When  eiderdowns  are 

wanted,  the  call  is  for  the  all-satin  or 
satin-panelled  one. 

Big  Retailers  Grasped  Opportunities 

It  is  a  remarkable  fact  that  the  large 
department  stores  have  done  a  great 
deal  in  helping  the  wholesale  houses 

"come  out  from  under"  during  the  past 
year.  Some  of  the  big  stores  have,  in  the 
last  five  months,  held  sales  of  overstock- 

ed merchandise    from     Canadian    ware- 

IMPORTANT 

The  article  on  Page  115  of  the 

November  issue  of  Dry  Goods  Re- 

view, entitled  "Sanitation  in  Com- 
forter Making,"  was  written  after 

a  representative  of  Dry  Goods  Re- 
view had  been  shown  through  the 

factory  of  Geo.  H.  Hees  Son  and 
Co.,  Ltd.,  of  Toronto. 

houses,  which  were  the  largest  in  the 
history  of  the  trade  in  this  country.  One 
Toronto  store  sold  7000  yards  of  cre- 

tonne in  one  day  at  39c.  a  yard.  This 
was  a  line  which  was  obtained  from  the 
same  wholesale  house  at  $1.25  last 
year.  Every  importer  and  manufacturer 
was  overstocked  in  chintzes  and  cre- 

tonnes by  thousands  of  yards  this  sea- 
son and  now  they  have  empty  shelves  on 

which  to  place  their  new  lines.  The  same 
is  true  of  carpels.  A  Toronto  wholesaler 
showed  Dry  Goods  Review  in  September, 
a  stock  of  several  thousand  rugs  which 
he  has  since  disposed  of  to  a  department 
store  in  Ontario.  Of  course,  these  like 
the  cretonnes,  were  practically  given 
away  to  merchants  who  took  advantage 
of  a  state  of  affairs  in  trade,  which  may 
not  exist  again  during  their  lifetime. 
Several  of  the  most  prominent  merchan- 

dising men  in  this  country  and  in  the 

United  Sta'es,  said1  early  in  the  summer, 
that  the  season  through  which  we  have 
just  passed,  would  be  fruitful  to  those 

merchants  only,  who    "made  the    public 

buy."  They  f  llowed  up  their  opinions  by 
these  sales  and  so  helped  not  only  them- 

selves but  the  trade  as  a  whole,  to  start 
with  a  clean  sheet. 

Yard  Goods  Best  in  Curtains 

Although  one  or  two  manufacturers 

are  getting  a  strong  call  for  some  made- 
up  curtains  of  marquisette  and  voile,  it 
is  nevertheless  a  yard  goods  season.  The 
staple  lines  of  curtains  are  n°t  selling  as 
they  did  last  year.  The  wholesale  trade 
has  no  cause  for  worry  on  this  score 
however,  because  the  amount  of  yard 

goods  being  sold  exceeds  the  total  busi- 
ness done  last  year.  Nets,  voiles,  scrim 

and  marquisette  are  all  very  good  and  so 
are  the  lace  trimmings  for  these. 

Cretonnes  are  better  than  chintz,  but 
shadow  cloth  is  best  of  all.  When  people 
are  interested  in  hangings  they  want 
them  good.  Tapestries  are  also  selling 
and  so  are  velours,  usually  of  the  plain 
type.  The  mohaiir  velours,  expensive 
and  all  as  they  are,  are  moving  well,    . 

Throughout  all  the  homefurnishing 
lines,  there  is  one  point  which  is  being 
emphasized  to  a  remarkable  degree.  It  is 
the  desire  for  a  better  class  of  merchan- 

dise. The  trade  seem  determined  either  to 
educate  their  cus.omers  to  want  better 

things  or  to  give  them  what  they  want — 
the  best  merchandise  at  the  best  price. 
And  after  all,  as  one  man  who  has  bee  a 
in  the  trade  for  nearly  forty  years,  says 
of  this  condition,  it  shows  that  people 
are  getting  back  to  a  sane,  serkus  plant of  living. 

California  produces  in  normal  times, 
twelve  million  pounds  of  wool.  This 
is  generally  of  the  fine  merino  type  and 
is  usually  considered  better  than  the 
other  wools  of  the  American  west,  be- 

cause of  its  soft  and  durable  quality. 
The  resumption  of  sheep  husbandry  as. 
a  side  line  on  the  part  of  small  land- 

holders, is  one  of  the  most  significant 
developments  of  the  livestock  industry 
in    California   today. 

S.  L.  Hahn  is  planning  a  department 

store  for  Preston,  Ont.  Ex  ensive  ad- 
ditions will  be  made  during  the  winter, 

to  the  present  premises  and  the  enlarged 
store  will  be  opened  early  in  the  spring 

R.  A.  Candy  has  commenced  business 
at  847  King  Street,  east,  Hamilton. 
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Believes  Special  Sales  Are  Harmful 
Says  Shifting  of  Prices  Creates  Bad  Feelings  and  Loses  Customers 
— Advantages  of  Paying  Cash  for  Goods — Salesmen  Are  Born, 
Not   Made — The   Male   and  the  Female   Customer — Views   of Mr.  Irving 

DO  SPECIAL  sales  build  bus
iness 

for  the  future  or  are  they  harm- 
ful ?  A  man  who  has  had  twelve 

years  of  successful  experience  in  the 
homefurnishing  trade  in  Toronto,  says 
they  are  not,  in  his  opinion,  a  vehicle 
for  good  merchandising.  This  retailer 

is  Richard  Irving,  proprietor  of  the  Na- 
tional Furniture  Company,  Bloor  St. 

West  Toronto.  He  began  business  in  a 
small  way  on  the  same  street  nearly 
a  dozen  years  ago.  He  now  owns  a 
three  storey  building  which  he  has  had 
built  to  suit  his  own  ideas  Mr.  Irving 
claims  that  all  people  think  more  or 
less  alike.  By  this  he  means  that  the 
customer  has  the  same  point  of  view  as 

regards  fair  treatment  as  the  merchant. 

Every  man  engaged  in  the  trade,  should 

make  it  a  point  to  ask  himself  this  ques- 
tion before  launching  a  new  scheme: 

"Would  I  like  this  plan  if  I  were  buy- 

ing instead  of  selling?"  This  would 
save  he  believes,  a  great  many  troub- 

les, which  ambitious  merchants  are 
prone  to  fall  into. 

Applying  this  test  to  the  question  of 

special  sales,  Mr.  Irving  claims  that  he 

would  feel  a  grudge  against  a  store  that 

sold  something  one  week  at  a  certain 

price  and  the  next  week  offered  the 

same  thing,  or  a  line  which  had  every 
indication  of  being  as  good,  at  a  lower 

figure.  As  a  good  illustration  of  this, 
he  mentioned  blankets.  If  he  sells  a 

woollen  blanket  for  fourteen  dollars 

regularly  and  then  places  it  on  sale  for 

a  few  days  at  ten,  because  of  some 

special  agreement  with  a  manufacturer, 

he  gets  as  his  reward,  two  dissatisfied 
customers  for  every  one  he  pleases. 

There  is  the  man  or  woman  who  bought 

before  the  sale  and  the  one  who  bought 

after  the  regular  price  was  placed  on 

the  blanket,  against  the  customer  who 

received  a  bargain  This,  he  believes, 

applies  more  to  homefurnishing  lines 

than  to  less  permanent  classes  of  mer- 
chandise, because  there  is  a  greater 

tendency  among  customers,  to  display 
these.  A  man  who  pays  more  for  an 

article  than  his  next-door  neighbor, 

bears  a  grudge,  often  unconsciously, 

against  a  merchant  for  all  time  to 
come. 

Retailer  Should  Pay  Cash  For  His  Goods 

Mr.  Irving  always  buys  his  goods  on 
a  cash  basis.  He  claims  that  this  is 
what  has  tided  him  over  the  strain  of 

the  last  year.  He  knows  that  when  he 

places  in  the  bank  five  hundred  dollars 

for  goods  he  sells,  that  it  is  his.  He 
follows  this  principle  even  though  he 

does  not  expect  the  same  from  his  cus- 
tomers.    That  is  why  he  believes  a  fair 

amount  of  capital  is  needed  in  conduct- 
ing a  homefurnishing  store-  The  mer- 

chant who  is  forced  to  pay  seven  or 
eight  per  cent,  interest  on  his  invest- 

ment, is  usually  eating  the  heart  out 
of   his    business. 

A  credit  business  is  almost  necessary 
in  the  furnishing  trade.  The  principal 
reason  is  that  people  expect  it.  Then 
there  is  the  question  of  the  comparative- 

ly large  outlay  needed  in  purchasing 
furniture.  Customers  buy  better  mer- 

chandise and  more  when  they  can  take 
their  own  time  in  paying  for  it.  Though 
a  few  of  the  very  largest  stores  in  Can- 
da,  charge  the  same  prices  for  cash  as 
for  credit,  Mr.  Irving  does  not  believe 
this  possible  for  every  merchant,  partic- 

ularly one  who  buys  for  cash.  When 
prospective  customers  dispute  his  right 
to  have  two  prices,  he  says  that  they 

are  usually  satisfied  with  his  explana- 
tion that  "money  is  better  now  than  in 

three    months." 
The   Selling   Gift 

The  proprietor  of  this  store  thinks 
that  salesmen  are  almost  always  born 
and  only  occasionally  are  they  made. 
The  real  salesman  can  tell  his  customer 
from  the  minute  he  steps  inside  the 
door.  Where  a  credit  business  is  car- 

ried on,  the  ability  to  sell  is  essential 
to  the  nth,  degree.  Without  asking 
any  questions,  a  man  who  understands 
his  business,  can  tell,  after  a  few  min- 

utes' conversation,  the  taste  of  his  cus- 
tomer, whether  he  can  pay  cash  and 

wants  credit  or  whether  he  is  buying 
beyond  his  means. 

It  is  usually  well  to  sell  good  furni- 
ture to  a  credit  customer  even  if  his 

present  circumstances  do  not  warrant 
it.  A  man  who  is  holding  a  clerical 
position  at  thirty  dollars  a  week  is  a 
better  prospect  than  a  mechanic  who 
earns  forty-five.  The  permanency  of 
his  work  is  a  bigger  factor  and  his  taste 
must  be  considered  in  years  to  come 
when  he  is  in  a  better  position.  On  the 

other  hand,  it  is  inadvisable  to  encour- 
age buying  extravagantly.  It  is  even 

necessary  to  check  and  guide  some  cus- 
tomers, in  their  purchases.  A  three- 

roomed  apartment  for  a  young  couple 
can  be  furnished  for  two  hundred  and 
fiftv  dollars  or  for  one  thousand.  It  is 
the  duty  of  the  salesman  to  judere  just 
where  a  buyer  fits  in,  in  this  estimate 

Most  people  are  honest,  declares  this 
merchant.  He  even  poes  so  far  as  to 

say  that  bv  "most"  he  means  ninety 
per  cent.  Peoole  who  buv  on  credit,  in- 

tend to  live  mi  to  the  terms  of  their 
agreement.     When    they   do    not,    it    is 

because  of  an  unexpected  stress  of  cir- 
cumstances. Fear  for  the  future  is  the 

cause  of  much  of  the  dishonesty  in  the 
world.  It  is  the  duty  of  the  salesman 
to  determine  when  a  buyer  should  be 
given  credit  and  the  firm  should  be  will- 

ing to  suffer  the  losses,  when  he  errs  in 
his  judgment. 

In  the  twelve  years  he  has  been  in 
business,  Mr.  Irving  has  not  taken  back 
unpaid-for  goods  twelve  times.  This  is 
a  record  to  be  proud  of  in  a  city  the  size 
of  Toronto.  Neither  does  he  write  of- 

fensive letters,  no  matter  how  great  the 
grievance  is.  Always  assuming  that 
his  customer  is  honest,  he  tries  every 
possible  way  of  obtaining  payment  be- 

fore having  recourse  to  drastic  methods. 
When  a  wagon  bearing  the  name  of  a 
firm  is  seen  taking  furniture  from  a 
house,  that  firm  becomes,  to  the  neigh- 

bors, the  synonym  for  smallness  and 
lack  of  heart.  Mr.  Irving  declares  that 
a  merchant's  only  safeguard  against such  things  is  discretion  at  the  time  the 
purchase  is  made. 

The  Woman  Buyer  Versus  The  Man 

"Women  look  for  price,"  says  Mr. 
Irving,  "men  for  quality"  For  this  rea- son it  is  much  easier,  he  thinks,  to  sell 
to  a  man  than  to  a  woman.  Men  look 
for  endurance,  while  women  are  in- 

clined to  be  guided  by  their  tastes.  In 
stocking  merchandise,  the  wise  mer- 

chant will  keep  these  points  in  mind. 
The  retailer  who  can  show  goods  which 
are  not  only  good  but  attractive,  will 
please  both  men  and  women.  Take  for 
example  a  solid  walnut  table;  a  man 
will  buy  for  the  reason  that  it  will  give 
years  of  faithful  wear,  but  a  woman 
will  not,  unless  the  design  is  in  good 
style  and  attractive. 

A    Novel   Window 

Mr.  Irving  is  the  first  man  in  Toronto 
to  have  used  the  type  of  window  seen 
in  his  store.  The  front  and  side  near 
the  entrance  of  the  two  windows  on  the 
main  floor,  have  been  cut  away  for 
about  four  feet,  so  that  people  can  see 
down  into  the  floor  below.  In  this 

way  a  space  of  sixteen  feet  in  the  base- 
ment is  seen.  This  method  has  the 

added  advantage  of  giving  circulation 
to  the  air  on  the  two  floors. 

The  windows  on  the  second  storey 

come  right  to  the  floor.  The  goods  can 
be  seen  from  across  the  street  for  some 
distance.  The  windows  throughout 
are  on  a  level  with  their  floors  so  that 
customers  can  see  the  whole  place  at  a 

glance. (Continued  on  page   91) 
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BELIEVES    SPECIAL    SALES    ARE 
HARMFUL 

(Continued  from  page   90) 

The  competition  in  business  which 
has  developed  to  such  a  marked  degree 
during  the  last  few  years,  proves  more 
than  ever,  the  truth  of  the  golden  rule 

for  merchants.  "The  customer  is  al- 
ways right."  Mr.  Irving  believe-,  that 

the  merchant  who  really  wants  to  do 
an  honest  business,  will  learn  to  smile 
without  being  told  how.  There  is  the 

smile  which  tends  toward  the  "smirk," 
against  which  all  dealers  should  be- 

ware. Then  there  is  the  question  of 
hard  times.  There  are  no  hard  times 
for  the  man  who  does  not  believe  in 
them.  Optimism  brings  optimism  and 
it  also  brings  business  Business  brings 
work  and  work  brings  good  times.  Hard 
times  are  a   state   of  mind. 

YEAR  WAS  CRITICAL  ONE  IN 
HOUSE   FURNISHINGS 

(Continued  from  page  88) 

mestic  made  goods  were  just  as  much 
in  demand1  as  imported  lines,  owing  to 
the  fact  that  Canadian  makers  have  ma- 

terially improved  their  workmanship 
and  colors.  Although  imported  cre- 

tonnes, notably  those  from  England,  are 
still  greatly  superior  in  design,  yet  ow- 

ing to  the  fact  that  they  come  in  nar- 
rower widths  are  not  as  generally  pre- 
ferred on  this  account.  Yard  wide  cre- 
tonnes are  much  more  popular  sellers 

than  the  conventional  31  inch  types. 
American  and  imported  cretonnes  are 
now  about  50%  lower  in  price  than  last 
year,  the  popular  lines  now  averaging 
45  cent  a  yard  as  against  90  cents  in 
1920.  ! 

Window  shades  were  another  line 
which  have  received  a  substantial  stim- 

ulus owing  to  cuts  in  price  since  De- 
cember 1920,  and  where  formerly  shades 

were  purchased  so  sparingly  as  to  rank 
among  luxuries  they  now  enjoy  a  wide- 

spread sale.  Many  new  laces  and  de- 
signs were  introduced  during  the  year 

and  window  blinds  are  now  included 
among  the  range  of  artistic  house  dec- 

orations instead  of  being  relegated  to 
the  hardware  department. 

Future  Outlook   Promising 

With  regard  to  the  future  outlook,  the 
prevailing  opinion  is  most  optimistic. 
Retailers  can  now  feel  assured  of  pur- 

chasing their  spring  requirements 
as  needed  at  the  most  advantageous 
prices  ever  quoted  in  years.  Prices  on 
Canadian  made  floor  coverings  are 
guaranteed  until  April  1,  1922  and  on 
English  goods  till  July  6th,  1922,  thus 
providing  a  good  margin  for  placing. 
Any  delay  should  be  avoided  for  the 
very  good  reason  that  wholesalers  will 
be  unable  to  care  for  orders  as  well  as 
in  the  past  on  account  of  the  fact  that 
their  stocks  are  exceptionally  low  and 
the  mills  have  no  reserves  whatever. 
All  old  stocks  in  the  wholesalers  hands 

are  wiped  out  now  in  both  rugs  and  cur- 
tains and  the  idea  is  being  emphasized 

that  1922  will  witness  a  complete  change 
in  designs  and  colors,  novelties  will  be 
introduced,  and  an  effort  will  be  made 
to  get  away  entirely  from  the  styles 
prevailing   in   the   past. 

It  is  now  four  or  five  years  since  the 
carpet  mills  made  any  change  in  their 
designs  and  it  is  felt  that  new  ones 
would  sell  far  more  readily,  both  whole- 

sale  and  retail;   therefore,  retailers  are 

advised  to  clear  present  stocks  rapidly 
and  to  make  their  selections  of  the  new 
designs  as  early  as  possible.  The  same 
advice  may  be  applied  to  other  lines 
of  housefurnishings,  as  it  is  generally 
believed  that  the  general  trend  of  prices 
has  now  been  stabilized. 

WEARING  APPAREL  AND  MADE-UP 
GOODS 

The  following  information  is  supplied 
by  F.  W.  Field,  Canadian  Trade  Com- 

missioner at  Toronto,  with  regard  to 
developments   in   British   trade: — 

Since  October  there  has  been  a  decid- 
ed tendency  towards  improvement  in  the 

hosiery  industry  of  both  the  Midlands 
and  Scottish  districts. 

Business  had  already  shown  a  quite 
substantial  increase,  but  when  the  re- 

cent cold  weather  set  in  a  still  more  ac- 
tive demand  ensued  for  the  heavier 

grades  of  underwear,  and  the  hose  and 
half-hose  manuacturers  are  also  very 
busy,  this  being  especially  the  case 
with  regard  to  Scottish  manufacturers. 
It  is  further  anticipated  that  the  effects 
of  the  seasonable  weather  will  rapidly 
extend  to  all  branches  of  the  industry 
and  that  trade  will,  as  a  whole,  bright- 

en up  considerably.  As  it  is,  the  great 
majority  of  the  factories  have  already 
given  up  short-time  working  and  are 
running   machines  on  full   time. 

In  view  of  the  fact  that  manufactur- 
ers have  been  in  the  past  working  only 

to  order,  and  are  still  following  this 
policy  as  they  cannot  afford  to  make 
speculatively,  there  is  a  distinct  possibi- 

lity that  tardy  buyers  will  experience 
considerable  difficulty  in  obtaining  ear- 

ly supplies  of  winter  goods,  as  in  most 
cases    stocks    are    small.     Consequently, 

An  effective  Thanksgiving  window  display  featured  by  Mr.  Bustin  of  the  Macaulay  Bros,  and  Co.  store  in  St. 
John,  N.  B. 
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PILLOWS 
$1  to  $15  pair 

Cushion  &  Bolster 
Forms 

Fancy    Cushions 
&  Bolsters 

All  grades  in  silks, 
satins,  velours,  bro- cades, etc. 

W.  T.   45" 

Made  of  finest  guaranteed  down-proof  sateen,  with  best  quality  satin  panels,  new 
assorted  patterns  in  wide  range  of  colors — well-finished  throughout,  piped  edges  and 
eyelets,  best  workmanship,  pure  down — 60  x  72  ins.,  $17  each;  72  x  72  ins.,  $19  each. 

All  fillings  used  in  our  entire  range  of  comforters  and"  pillows  guaranteed  strictly  new, 
pure,  thoroughly"  steamed  and  sterilized. 
Read  the  description  of  our  process  of  manufacture  in  the  November  number 

of  Dry  Goods  Review,  page  115,  headed  "Sanitation  in  Comforter  Making," 
written  by  a  representative  of  this  journal  after  visiting  our  factory. 

GEO.  H.  HEES,  SON  &  CO. 
LIMITED 

52  Bay  Street, 
Toronto 
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Announcing 

Important  Price  Reduction 

Gold  Seal 

(ONGOLEUM
 ^        ̂ RT-RUGS 

Effective  December  1st,  1921 

Prices  to  dealers  on  Congoleum  Gold-Seal  Art-Rugs  have  been  drastically 
reduced. 

We  are  paying  less  for  raw  materials.  We  have  been  able,  through  careful 

study  and  experimentation,  to  increase  the  efficiency  of  our  manufacturing 
methods.  But  most  of  all,  it  is  large  quantity  production,  resulting  from 

the  big  sales  and  rapidly  growing  demand  for  Congoleum  Gold-Seal  Art-Rugs, 
that  has  lowered  manufacturing  costs  and  made  this  price  reduction  possible. 

We  are  therefore  passing  these  savings  on  to  our  dealers. 

At  the  old  prices  Congoleum  Gold-Seal  Art-Rugs  were  the  fastest  selling  and 

biggest-value  floor-covering  on  the  Canadian  market. 

At  the  new  prices  they  will  give  still  greater  value  to  the  user — still  faster 
turnover  and  larger  profits  to  the  dealer. 

Be  one  of  the  first  to  take  advantage  of  this  opportunity  to  offer  lower 

prices  to  your  customers.  Write  your  jobber  for  a  complete  schedule  of 

these  new  reduced  prices  and  place  your  order  at  once  to  insure  early  delivery. 

CONGOLEUM  COMPANY 

OF  CANADA,  Limited 
Factory  and  Offices: 

1270  St.  Patrick  St.,  Montreal 

Made  in  Canada — by  Canadians — for  Canadians 
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Checkered  Year  In  Ready-To-Wear 
Trade  in  Montreal  Has  Had  Violent  Ups  and  Downs — Some  of 
the  Popular  Styles  Reviewed  —  Much  Selling  at  a  Loss  —  Great 
Simplicity  in  Many  Garments  —  Canadians  Show  Up  Well  in 

Productions 

T)  ATTEMPT  a  survey  of  the 
ready-to-wear  field  for  the  past 
twelve  months  in  a  general  manner 

is  an  impossibility,  since  conations  which 
govern  each  branch  of  the  trade  are  so 
radically  different,  one  frv,m  the  other, 
that  to  draw  general  conclusions  would 
be  at  once  misleading  and  erroneous. 

So  far  as  the  Montreal  market  is  con- 
cerned, a  good  idea  may  be  obtained  as 

to  the  diversity  of  opinions  prevailing 
relative  to  past  conditions,  from  the 

opinions  of  two  prominent  manufactur- 
ers expressed  to  Dry  Goods  Review  this 

month.  Said  one,  "I  never  remember  a 
worse  year  in  the  cloak  and  suit  industry. 
It  has  taken  every  ounce  of  our  energy 
and  courage  to  keep  going,  and  from  my 
point  of  view  it  is  to  be  hoped  that  next 
year  will  witness  an  improvement.  There 
was  not  a  cloak  and  suit  manufacturer 
who  operated  with  any  profit  during  the 
last  twelve  months  and  most  lines  of 
suits  and  coats  sold  away  below  actual 
cost.  Such  conditions  naturally  are  ar- 

tificial and  cannot  be  used  to  form  a  just 

comparison  with  any  other  year." 
A>gainst    that    statement,    which    was 

corroborated     in     other    instances,     is 

another  made  by  a  dress  and  skirt  man- 
ufacturer. "We  had  a  big  year  in  1921, 

especially  during  the  Spring  season,  and 
though  we  were  considerably  bothered  by 

price   problems,    yet    owing    to    the    de- 
mand for  sports   stuff  which   began  to 

take  hold  in  Canada,  we  were  enabled 
to  maintain  our  usual  volume  of  sales 
throughout    each     season.      It     was     a 
peculiar    year    for   us,   for    the    reason 
that  our  Spring  season  ran  away  on  into 
July    and    overlapped    the    Fall    season, 
which  was  later  on  that  account.     Then 

again,  it  was   a  year  in  which   several 
fads  sprang  up  without  notice,  and  we 
had  to  keep  our  ears  pretty  closely  to 

the  ground  in  order  not  to  get  caught." Thus    with    two    opinions    conflicting 

so  widely,  it  is  scarcely  possible  to  do- 
more  than  touch  lightly  upon  the  out- 

standing characteristics  of  the  industry 
as   they    concern    the    Spring    and    Fall 
seasons,  bearing    in   mind  that   definite 

comparison  with  business  done  in  other 

years  cannot  be  made,  since  in  no  other 

year  have  manufacturers   faced   a   sim- 
ilar situation  wherein  high  cost  of  pro- 

duction  and   limited  demand   have  com- 
bined to  create  a  crisis. 

Jersey  Suits  Stimulated  Spring  Business 

Spring  1921  opened  in  the  cloak  and 

suit  industry  with  a  good  demand  for 

jersey  suits.  This  fabric  reached  its 

best  standards  in  1920  and  proved  to  be 

an  admirable  solution  to  the  problem  of 

high  priced  fabrics.  Since  a  really  high 
class  jersey  suit  could  be  retailed  for  as 
little  as  $35  and  one  which  would  give 
unlimited  satisfaction  and  wear,  Mon- 

treal makers  concentrated  upon  this  line 
with  gcod  success. 

Reports  from  the  United  States  point- 
ed to  a  vogue  for  sports  clothes  which 

undoubtedly   will  be  more   emphatically 
felt  next   Spring   as    well.     This   vogue 
affected    every   type    of   outer  garment 
frcm  blouses  to  wraps  and  became  more 
pronounced    as    the   months    passed   on. 
The    sports    skirt    reached    its   best    ex- 

pression   in    the   Spring    of    1921,   when 
the  new  prunella  fabrics  were  featured 

in  Canada.    The  fashion  of  wearing  con- 
spicuous  s*ripes   and  plaids   became  an 

obsession   in  Montreal  and  many  of  these 

skirts  were  adopted  for  street  wear  as 

part   of  the   suit.     Tailored   blouses   in 
consequence      sold      remarkably      welll, 

though  waist  manufacturers   state  that 

the  sale  of  bkuses  was  somewhat  hurt 

by  the  vogue  for  dresses.    A  sudden  call 

for  pastel  colored  tub  fabrics  and  hand- 
drawn  voile  blouses  provided  a  good  im- 

petus to  trade,  however,  and   the  navy 

georgette   waist  combined   with   tan   is 

even  yet  the  most  successful  blouse  of 
the   year. 

Simplicity  The  Dominant  Note 

Dresses   likewise   reflected   the   trend 

toward  simplicity  and  in  both  cloth  and 

tub  styles  there  was  a  marked  elimina- 
tion  cf  over-elaboration,   formerly  con- 

sidered essential  to  smartness.    Montreal 
dress  manufacturers  could  scarcely  keep 

up  with  ithe  demand   for   organdie  and 
dotted  Swiss  frocks  during  the  long,  hot 
summer   months    and   the    featuring    of 

dark    colours     in    these     sheer     fabrics 

proved  a  wise  innovation.     The  greatest 

success  in  dresses  was  registered  in  be- 
tween  seasons,  with  the   advent  of  the 

sleeveless  frock  which  swept  the  country 

in  August  last,  and  this  style  has  since 

proved  to  be  equally  successful  in  cloth. 

Other  lines  which  proved  successful  for 

Fall  selling,  were  Canton  crepe  gowns, 

tailored   one-piece    tricotine    frocks    and 

lace  and  taffeta  evening  gowns. 

Suits  were  not  so  successful  in  the 

Fall  as  they  proved  earlier  in  the  year, 

and  although  they  were  more  elaborate 

and  luxurious  in  appearance  and  priced 

very  reasonably,  yet  the  season  was  un- 
doubtedly a  "c:at"  season.  Most  of  the 

suits  featured  fur  trimmings  and  were 

•modelled  on  the  simplest  lines,  but  the 

fact  remaned  that  wraps  of  every  sort 

sold  much  better.  All  the  soft  pile  fab- 

rics were  called  into  play  this  Fall  for 

the    making    of    these    comfortable    and 

smart  garments  and  all  the  neutral  tones 
which  harmc  nize  so  well  with  furs,  were 
employed.  Coat  sales  were  a  feature  of 
the  Montreal  market,  the  prices  of  which 
were  below  cost  in  most  cases. 

In  common  with  other  style  centres 
Montreal  designers  were  faced  by  the 

same  problems  connected  with  the  length 

of  skirts  and  the  "uncorseted"  effect, 
but  realizing  that  only  extremes  justi- 

fied criticism,  they  continued  to  modify 

the  prevailing  ideas  as  created  in  New 

York,  to  be  more  exactly  in  line  with' the  quieter  tastes  of  Canadian  women. 
The  lengthening  of  lines  in  skirts,  sleeves 
and  coats  was  a  noticeable  feature  of 
Fall  fashions. 

Mention  must  also  be  made  with  re- 

gard to  the  remarkable  decline  in  the 

prices  on  high  grade  ready-to-wear  as 
made  by  Montreal  manufacturers  in  the 
endeavour  to  meet  the  demands  of  the 

public  for  cheaper  merchandise.  The 

selling  price  of  suits  and  cloaks,  for  ex- 
ample, was  reduced  between  Spring  and 

Fall  1921  as  much  as  30  per  cent.,  despite 

the  fact  that  materials  were  net  yet  at 

their  lowest  prices  nor  has  labour  taken 

any  cut  in  wages.  No  actual  quotations 
could  be  furnished  for  the  very  good 

reason  that  no  exact  duplicates  of  models 

are  ever  repeated  from  season  to  season, 
but  in  a  general  way,  the  estimate  of 

30  per  cent,  reduction  covers  all  lines. 

Canadian-made   Models   Equal  Imported In  Style 

There  is  no  longer  any  misconception 
in  the   minds   of  buyers   as  to   the  real 
worth  of  Canadian  made  ready-to-wear, 
either    from    the     style    or    the     price 
standard.  Montreal  manufacturers  justly 
pride     themselves     upon     turning     out 

smarter  garments  than  ever  before,  and 

in  fairness  to  them  it  should  be  empha- 

sized that  their  products  are  fully  equal 

to  the  merchandise  offered  in  American 

style   centres.      Canadian      women,    are 

known  to  be  less  extreme  in  their  tastes, 

so  that  when  it  comes  to  a  final  com- 

parison between  a  New  York  garment 

and  one  made  in  Montreal,  the  impartial 

critic  will  admit  that  the  latter  is  indis- 

putably the  one  and  only  choice  for  the 
Canadian  woman.     That  this   statement 

is  accurate  may  be  acknowledged  frvm 

the   fact   that   buyers    represen  ing   the 

greatest  retail    houses   in   Canada    have 

received  instructions  to  give  preference 

to  Canadian-made  merchandise  only,  dur- 

ing the  present  and  coming  Spring  seas- 
.  ons.    That  this  will  have  a  far  reaching 

'r  effect  upon  the  buying  public  cannot  be 

(Continued  on  page  95) 
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Spring  Models  Shown  At  Cleveland 
Tweeds  and  Homespuns  Create  Enthusiasm  in  Sports  Suits — Low- 
Waisted  Effect  in  Coats  and  Suits  —  Spring  Dresses  in  High 

Shades — Western  Demand  for  Evening  Dresses 

THE  spring  convention  of  the 
 Na- 

tional Cloak,  Suit  and  Skirt  Manu- 
facturers' Association  took  place 

in  Cleveland,  on  December  3.  The 
promenade  this  season,  introduced  about 
a  hundred  garments;  these  showed  a 
variety  of  types  and1  a  diversity  of  fa- 

brics which  should  result  in  valuable 

style  data. 
One  of  the  outstanding  features  of 

the  display  was  the  prevalence  of  the 
tailored  mode,  particularly  in  the  suits. 
The  slashed  back,  long  tight  sleeves  and 
notched  collars  are  favored,  while  the 
skirts  showed  little  difference  in  length 
or  style  from  last  season. 

The  short  boxed  jacket  suit  was  in- 
troduced also,  particularly  for  the  youth- 

ful figure.  These  were  seen  in  the  man- 
darin coat  tied  at  the  throat  or  finished 

with  a  Peter  Pan  collar.  The  cord  or 
string  tie,  the  dropped  shoulder  and  the 
flowing  sleeves,  elaborately  treated  with 
embroidery,  were  prominent  in  the  box- 

ed jacket  models.  There  were  many 
three-piece  suits  in  all  styles  among  the 
display. 

Sports  Suits 

In  the  sports  suits,  for  which  there 
was  much  enthusiasm,  the  tweeds  and 
the  homespuns  created  most  attention, 
in  both  the  knicker  and  skirt  suits. 

Several  variations  of  the  knicker  suit 
were  shown.  One  of  these  had  knicker, 
skirt  and  belted  short  coat,  another  had 
knicker  and  coat  with  belted  cape  that 
reached  just  below  the  coat. 

There  was  a  prevalence  of  pleated 
backs  and  a  noticeable  number  of  wide, 
straight  sleeves.  The  knitted  sports 
jackets  had,  usually  soft  roll  Tuxedo 
collars  and  tie  belts.  Many  of  the  sep- 

arate short  coats  were  in  brilliant  red 
or  bright  green  and  were  worn  with 
whits  skirts. 

Bloused  Effect  in  Many  Models 
Many  of  the  coats  are  bloused  and 

some  of  the  suits  have  a  softly  bloused 
waistline.  Another  idea  worked  out  in 
both  coats  and  suits  is  the  low-waisted 
effect.  Some  of  the  latter  type  have 
this  line  as  low  as  the  hips,  relieved 
with  girdles  of  braid  or  metallic  sub- 
stances. 

Some  of  the  cape  coats  showed  a  par- 
tially bloused  line  to  define  the  waist 

and  all  of  the  snug-fitting  capes  had 
straps  inside  for  the  arms.  Braiding 
and  embroidery  was  prominent  on  many 
capes  and  some  had  the  cut  hemstitch 
treatment.  Stitching  to  simulate  braid, 
piping  and  pleats  was  noticed  as  well. 

Fabrics  for  Spring 

There  is  as  much  diversity  in  fabrics 
promised  as  there  is  in  models.  Tweeds 
and  homespuns  are  very  important  and 
duvetyn  and  tricotine  have  not  disap- 

peared    as    many      expected.     Trelaine, 

jersey     and   knitted     wool   fabrics     are 
strongest  in  sports  materials. 

As  to  color,  there  is  every  indication 
that  the  bright  shades  will  be  revived, 
especially  in  the  sports  costumes.  Tan 
brown,  grey  and  perhaps  navy  will  be 
best  in  the  staple  suits  and  coats. 

High    Shades   in    Spring   Dresses 

Although  it  is  a  little  early  to  give 
much  indication  of  the  dress  designs  for 
next  Spring,  Toronto  designers  who 
have  been  watching  the  market  in  New 
York,  say  that  there  will  be  a  great 
vogue  for  the  bright  colors.  This  will 
be  a  welcome  change  from  the  black  and 
navy  of  the  last  few  years  and  the 
brown  of  this  season.  Even  the  mid- 
season  gowns  which  have  come  over 
from  Paris,  show  a  tendency  to  be  much 
gayer  than  formerly.  For  example, 
there  is  one  georgette  afternoon  gown  of 
brilliant  orangs  shade,  with  white  silk 
embroideries  in  bands  across  the  front, 
the  bodice  softly  bloused  and  cut  in  a 
deep  V.  It  is  made  over  a  bandeau 
bodice  of  the  same  fabric. 

Pink  shades  promise  to  be  much  in 
favor  for  next  season,  coquille  being  one 
of  the  new  ones.  Then  there  is  a  deep 
rose  pink  which  is  said  to  be  quite 
charming  for  the  younger  girls.  Reds 
of  all  hues  are  strong  just  now  and 
manufacturers  say  these  tones  are  usu- 

ally followed  by  the  brilliant  pink.  The 
deep  fuchsios  have  faded  into  heliotropes 
and  orchids  for  evening  wear.  The 
latter  shades  will  be  good  all  through 
the  summer. 

Manufacturers  Late  this  Year 

Wholesale  lines  are  still  in  a  state  of 
preparation.  Though  they  are  late  this 
year,  they  will  be  out  early  enough  as 
far  as  the  buying  is  concerned.  Some 
of  the  trade  have  not  even  placed  their 
evening  dress  orders  yet,  although  buy- 

ing on  the  part  of  the  consumer  starts 
in  real  earnest  the  first  week  of  Janu- ary. 

In  Toronto,  there  has  been  a  lull  in  the 
demand  for  canton  crepe,  due,  one  manu- 

facturer says,  to  the  flood  of  canton 
crepe  dresses  which  came  from  Montreal. 
Toronto  firms  thought  it  advisable  to 
concentrate  on  other  materials,  and  have 
therefore  made  up  a  great  many  of  the 
allover  lace  type.  These  have  received 
all  the  attention  so  far  from  the  trade, 
particulary  in  gowns  for  afternoon  wear 
Blouses  of  all-over  lace  are  good  at  the 
present  moment  also. 

The  first  demand  for  evening  dresses 
came  from  the  west.  Taffeta,  particu- 

larly of  the  changeable  type,  was  want- 
ed then.  The  last  few  weeks  have  found 

little  demand  for  even  these.  There  is 
no  doubt  that  it  will  grow  in  favor  for 

misses'  frocks  in  the  spring  but  manu- 

facturers are  trying  to  bring  out  a  new 
fabric  for  stout  figures,  because  taffeta 
has  been  complained  of  so  much  by older  women. 

While  the  recent  convention  in  Cleve- 
land, had  few  suits  on  display  with 

skirts  longer  than  nine  inches  from  the 
ground,  dress  designers  are  inclined  to 
favor  the  seven  and  eight  inch  height. 
Of  course,  as  the  dress  season  is  later 
than  the  suit  season,  women  may  take  to 
this  length  when  it  is  time  to  wear  street dresses. 

Manufacturers  are  hoping  that  the  re- 
tail trade  will  renew  their  energy  and 

courage  with  the  arrival  of  the  New 
Year.  At  the  present  manufacturers 
cannot  see  their  way  open  to  start  on 
spring  models  but  they  say  that  Christ- 

mas festivities  will  clear  most  of  the 
lines  on  hand  and  their  designers  will  be- 

gin on  spring  work  in  earnest  even  be- 
fore the  beginning  of  the  year. 

CHECKERED  YEAR  IN 
READY  TO  WEAR 

(Continued  from  page  94) 

denied,  and  the  once  popular  description, 
"imported"  will  undoubtedly  rank  second 

in  precedence  to  the  new  slogan,  "Can- 

adian-made." Better  Business  Ahead 

In  summing  up  conditions  as  they  in- 
dicate future  possibilities,  Montreal 

manufacturers  are  of  the  opinion  that 
the  upward  revolution  of  the  wheel  of 
business  has  begun,  and  that  with  the 
coming  of  Spring,  demand  will  once  more 
be  equal  if  not  greater  to  that  of  other 
years  in  all  lines.  With  the  advent  of 
the  open  shop  principle  in  connection 
with  the  making  of  ready  to  wear,  pro- 

duction is  expected  to  increase  greatly, 
while  at  the  same  time,  costs  will  be 
lessened.  Already  several  new  ideas  are 
finding  ready  (acceptance  among  the 
trade,  chief  among  which  are  the  new 
"knicker"  suits  for  women,  developed 
in  sports  tweeds  of  smart  mixtures. 
These  have  been  widely  adopted  in  the 
United  States  for  golfing,  riding  and  all 

outdoor  sports  and  should  prove  ex- 
ceedingly popular  in  Canada  as  well. 

The  suit  comprises  three  pieces,  skirt, 
knickers  and  coat,  and  it  may  be  worn 
either  as  a  ccnventional  costume  or  as  a 
knicker  suit  as  desired.  Homespun  is 
another  fabric  which  is  to  be  exploited 

in  many  novel  and  charming  ways,  par- 
ticularly in  suits  of  sports-like  cut, 

developed  in  such  shades  as  mauve,  rose, 

dull  blue,  fawn,  e".C,  and  these  will  still 
further  emphasize  the  vogue  for  sports 
clothes  now  considered  the  leading  note 
in  ready  to  wear. 



96 R  E  A  D  Y  -  T  0  -  W  E  A  R 
Dry  Goods  Review 

New  Lighting 

Apparatus  Is 
Ho  me -Made 

Simple      Arrangement      For      Automatic 
Switching  of  Lights 

A  number  of  merchants  in  this  city 
have  an  apparatus  in  their  store  by 
which  the  light  in  either  their  windows 
or  in  the  store  itself  may  be  turned  off 
automatically  during  any  hour  of  the 
night.  This  enables  the  merchant  to 

leave  his  store  at  six  o'clock  with  all 
the  lights  lit  and  in  this  way  getting 
full  benefit  of  the  display  during  the 
night  when  many  people  are  on  the 
street.  He  does  not  need  to  return  to 
his  store  to  turn  off  these  lights  so  as 
not  to  be  wasting  electric  power  but  this 
small  apparatus  will  do  the  work  for 
him  at  whatever  hour  he  wishes. 

Apparatus  Home-made 
This  small  appliance  in  most  cases  is 

home-made  but  some  of  the  merchants 
have  had  them  made  to  order  by  local 
electricians.  It  consists  of  a  small  tin 
or  galvanized  iron  box  which  stands 
about  eight  inches  in  height.  An  alarm 
clock  is  set  in  the  box  so  that  the  face 
can  be  seen  through  a  round  opening  in 
the  front.  The  legs  of  the  clock  are 
firmly  secured  to  the  bottom  of  the  box 
so  that  there  is  no  chance  for  the  clock 
to  jump  or  move  around  when  the  alarm 
goes  off.  On  the  inside  of  the  top  of 
the  box  is  placed  a  small  switch  to 
which  the  incoming  and  outgoing  lines 
are  attached  as  usual  in  an  ordinary 
open  switch.  To  the  handle  of  the 
switch  is  attached  a  strong  or  in  some 
cases  a  small  metal  rod  which  runs 
down  to  an  extended  arm  which  is  at- 

tached to  the  winding  key  of  the  alarm. 
Then  the  alarm  is  set  to  go  off  at  what- 

ever time  the  merchant  desires,  usually 
11  o'clock. 

Works   Accurately 

When  the  alarm  goes  off  the  key  that 
winds  the  spring  begins  to  turn  in  the 
reversed  direction.  In  doing  this  it 
brings  the  extended  arm  downwards 
which  in  turn  pulls  down  the  string  or 
lever  attached  to  handle  of  the  switch. 
In  this  operation  the  switch  is  released 
and   the   circuit   broken. 

Does  Not   Require  Winding 

As  the  little  attached  arm  on  the 
alarm  key  strikes  on  the  main  spring 
before  it  makes  half  a  turn  the  spring 
on  the  alarm  never  gets  a  chance  to  be- 

come unwound.  As  a  consequence  the 
merchant  never  needs  to  re-wind  the 
alarm.  The  next  evening  when  he 
wishes  to  put  in  the  switch  for  the  lights 
in  his  store  he  gives  the  alarm  key  half 
a  turn  upwards  and  puts  the  switch  in. 
The  clock  is  once  again  ready  to  release 
the  switch  when  the  desired  hour  comes. 

Apparatus   Inexpensive 
Merchants  with  the  apparatus  in  their 

store  claim  that  it  is  quite  inexpensive 
to  make  and  a  number  of  them  have 

quite  satisfactory  clock  switches  them- 
selves.    Nothing  needs   to  be  said  with 

regard  to  the  advantage  of  such  a 
switch  for  every  merchant  will  realize 
the  advertising  value  in  the  night  hours 
even  though  he  has  his  store  locked  up. 

One   Precaution 

In  making  this  apparatus  one  pre- 
caution should  be  taken  and  that  is  that 

the  inlet  or  the  incoming  current  should 
come  from  the  top  of  the  box  so  that 
when  the  switch  is  pulled  out  there  is 
no  danger  of  a  short  circuit  being  caus- 

ed by  the  arms  of  the  switch  coming  in 
contact  with  the  metal  of  the  clock. 
When  the  current  enters  from  the  top 
of  the  box  the  arms  of  the  switch  are 

quite  "dead"  when  the  switch  is  pulled out. 

The  B.  H.  Dyas  Company  of  Los 
Angeles,  California,  introduced  Jackie 
Coogan  along  with  Santa  Claus  to  the 
children  of  their  city  this  Christmas. 
Santa  and  the  real  Jackie  mingled  with 
the  children  and  each  of  the  little  spec- 

tators was  given  a  picture  of  the  boy 
scenario    wonder. 

The  Northern  Rice  Lake  Fur  Com- 
pany has  been  granted  permission  by  the 

Department  of  Fisheries  and  Games,  to 
breed  beavers  in  captivity. 

The  merchants  of  one  of  the  business 

streets  of  Bethlehem,  Pa.,  are  decorat- 
ing their  street  in  order  to  stimulate 

Christmas  trade.  Flags,  bunting,  Christ- 
mas trees,  holly,  laurel  and  greens  will 

be  intermingled  with  myriads  of  elec- 
tric lights  for  week  preceding  Christ- 

mas. Retailers  of  Minneapolis,  Minn, 
are  trying  a  similar  plan.  They  are 
having  extra  performances  put  on  in 
the  local  theatres  as  well  and  are  pro- 

viding the  music  for  New  Year's  day 
dances. 

Sustained   Improvement  In  Trade 
Depends  On  Greater   Production 

More   Efficiency,  Lower  Wages 
Chief  Officials  of  Bank  of  Montreal  on   General 

Conditions — Take   Stand   Against  Public    Owner- 
ship of  Railways — Says  Retail  Forces  Are  Out  of 

Line — Need  of  Drastic  Economy 

The  addresses  of  the  President  and 

General  Manager  of  the  Bank  of  Mont- 
real, at  the  annual  meeting  of  share- 

holders of  that  institution,  were  the 
authoritative  pronouncements  of  men  of 
international  standing  in  matters  of  fi- 

nance, and  as  such  they  will  undoubtedly 
be  followed  with  much  interest  both  in 
this  country  and  abroad.  Every  year 
the  addresses  at  this  annual  meeting 
are  looked  forward  to  with  keen  antici- 

pation by  merchants  and  manufacturers 
because  of  the  comprehensive  analysis 
that  they  provide  of  financial  conditions 
in  Canada,  and  because  they  afford  guid- 

ance in  the  general  business  policy  to 
be  followerd  during  the  coming  year. 

Must   Deal   With  Railway   Situation 

In  the  view  of  Sir  Vincent  Meredith, 
the  way  to  sustained  improvement  in 
trade  is  not  yet  clear,  but  that  improve- 

ment will  be  hastened  when  labor  real- 
izes that  war  inflated1  wages  cannot 

continue,  and  that  more  efficiency  and 
greater  production  are  absolutely  nec- 

essary in  order  to  bring  prices  down  to 
a  level  that  will  stimulate  consumption 
and  thus  provide  increased  employment. 
His  warning  as  to  the  evil  effects  of 
heavy  taxation  in  stifling  industry  and 
enterprise  is  one  that  will  be  cordially 
endorsed  by  all  thinking  men,  and  one 
which  those  who  direct  our  public  affairs 
surely  will  not  dare  to  ignore.  And 
Sir  Vincent  merits  public  thanks  for  the 
courageous  way  in  which  he  dealt  with 
the  railway  problem;  in  particular  for 
his  uncompromising  declaration  that  no 
marked  improvement  can  be  expected  in 
the    present    burdensome    conditions    so 

long  as  the  roads  continue  under  publ'ic —which,  as  he  said,  means  political- 
ownership  and  operation.  Both  Great 
Britain  and  the  United  States!  have  real- 

ized the  financial  chaos  inseparable  from 
such  ownership  and  operation,  and  have 
adopted  the  only  remedy.  Let  us  hope 
that  Canada  will  profit  by  their  exam- 

ple before  the  country  is  plunged  still 
deeper  into  debt. 

Retail  Forces  Out  of  Line 

Sir  Frederick  Williams-Taylor  un- 
doubtedly placed  his  finger  on  one  of  the 

weak  spots  in  our  present  trade  condi- 
tion when  he  said  that  while  on  the 

one  hand  the  purchasing  power  of  the 
products  of  our  natural  resources  was 
at  the  lowest  level  reached  for  several 

years  past,  in  other  directions  we  still 
had  high  prices,  and  retail  prices  were 
conspicuously  out  of  line.  It  is  on  the 
purchasing  power  of  the  products  of  our 
natural  resources  that  we  must  place 
our  main  dependance  for  a  revival  in 
trade,  and  it  is  obvious  that  there  can 
be  no  sustained  improvement  until  the 

price  of  other  commodities  are  commen- 
surate with  that  purchasing  power. 

Summed  up,  the  most  obvious  needs 
of  Canada  at  the  present  time,  in  the 
opinion  of  these  two  eminent  financiers, 
are  drastic  economy  in  the  conduct  of 
public  affairs,  a  solution  of  the  railway 
problem  on  the  basis  of  private  as 
against  political  ownership  and  opera- 

tion, a  vigorous  immigration  policy  for 

the  peopling  of  our  waste  spaces  by  di- 
verting to  Canada  the  stream  of  immi- 

grants that  formerly  flowed  elsewhere, 
and  deflation  in  the  cost  of  labor.  (Advt.) 
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extend  to  their  customers 

The  Compliments  of  the  Season 
]\/f  AY  Joy  and  Happiness  be  yours   this    Christmastide, 

and  may   the  New    Year  upon  whose  threshold  we 

stand,  bring  you  prosperity  and  witness  the  culmination  of 

many  a  long-cherished  desire. 

COUNTER  COSTUME  COMPANY 
LIMITED 

Designers  and  Makers  of  Distinctive  Dresses 

for  Misses  and  Juniors  Exclusively 

New  Address  :  131-139  Spadina  Ave.,  Spadina  Bldg.,  Toronto 
REPRESENTATIVES  : 

Western    Canada:   J.   Howard  Western    Ontario:    R.   Kennedy  City:    R.  O.   Hargrave 

Eastern    and    Northern    Ontario:     A.  B.  Collwell  Maritime   Provinces:    W.  A.  Tallmire 

Have  You  Renewed 

Your  Subscription 

to 

Dry  Goods  Review 

for  1922. 

9 

Dry  Goods  Review 
143  University  Ave., 

Toronto,  Ontario 

News  of  Stock  Markets- 

Sidelights  on  Finance  in  Politics- 

Special  news  on  Transportation  and  In- 

dustrial problems- 

Government,     Municipal    and     Industrial 

Bond  issues- 

Sound,  conservative  advice  on 

Investments — 

To  prevent  loss  in  your  invested  capital — the  sav- 
ings that  will  put  up  the  family  umbrella  on  a 

"rainy  day"  and  make  your  old  age  independent 
■ — you  must  keep  in  touch  with  current  conditions 
in  finances. 

THE  FINANCIAL  POST  has  special  financial 
reporters  who  find  out  all  about  these  conditions 
and  report  them  for  your  benefit.  You  can  safe- 

guard your  invested  earnings — save  them  from 
possible  loss  or  satisfy  yourself  as  to  their  safety 
— by  reading  the  specialized  financial  news  in 
THE  FINANCIAL  POST. 

The  Financial  Post 
143-153  University  Ave. Toronto,  Can. 

Send  for  a  sample  copy — or  enclose  $5.00  lor 
a   year's   weekly  service  to-day ! 
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General  News  of  The  Trade 
On  December  3,  a  novelty  shop  was 

opened  in  Brantford,  Ont.  by  Miss  Maude 
If.  Sloan,  who  was  for  many  years  asso- 

ciated with  E.  B.  Crompton  &  Co.  Lim- 
ited. Only  the  finest  lines  are  sold 

here,  special  attention  being  given  to 
goods  of  an  artistic  nature.  Some  of 
the  novelties  included  are:  high  grade 
ivory  and  ebony  goods,  hand-painted 
china  and  china  for  painting,  special 
blends  of  tea  and  coffee,  fine  chocolates, 
perfume,  popular  patent  medicines,  flat 
and  hollow  silverware  of  the  best  plate, 
cigars,  tobacco  and  cigarettes. 

The  Maritime  Clothing  Company  have 
purchased  the  Treen  Block,  Amherst, 
N.  S.  The  price  paid  for  the  building 
and  land  was  $16,000.  A  small  build- 

ing will  be  erected  in  the  rear  for  stor- 
age purposes  and  the  main  building  will 

have  extensive  alterations  made.  The 
manager  of  the  firm  declares  that  there 
is  at  present,  enough  work  in  sight  to 

keep  sixty-five  factory  employees  busy 
for  the  next  eight  months. 

The  Canadian  Manufacturers'  Asso- 
ciation have  discussed  tentatively,  an 

educative  exhibition  of  made-in-Canada 
textiles  and  kindred  products.  This  is 
planned  to  be  held  at  the  King  Edward 
Hotel,  Toronto,  early  in  February. 

Two  travelers  known  all  over  Canada 
as  representatives  of  English  firms 
passed  away  recently  in  the  person  of 
A.  Mallinson  and  f.  R.  Saville.  Mr. 
Saville  died  in  Toronto  in  October,  and 
Mr.  Mallinson  in  England  in  November. 
Mr.  Mallinson  has  travelled  from  coast 
to  coast  for  forty  years  for  Messrs. 
John  Crossby,  Limited,  carpet  manu- 

facturers, England. 

A  rather  unique  contest  for  the  boys 
and  girls  of  the  Border  Cities,  is  being 
put  on  by  the  C.  H.  Smith  Company 
Windsor,  Ont.  Twelve  liberal  cash  prizes 
are  offered  for  the  best  pictures  of 
Santa  Claus.  The  children  are  being 
divided  into  six  groups,  according  to  age. 

J.  B.  Stringer,  one  of  the  pioneer  fruit 
and  grain  buyers  of  Ontario,  passed 
away  on  December  4  after  a  few  days 
illness.  He  died  in  Chatham,  Ont.,  where 
he  was  born  seventy-eight  years  ago. 

The  staffs  of  the  knitting  and  spin- 
ning departments,  of  the  Monarch  Knit- 
ting Company,  St.  Thomas,  gave  their 

first  annual  "at  home"  on  November  25. 
The  large  second  floor  of  the  factory 
was  converted  into  a  ballroom,  the  mach- 

inery and  stock  being  moved  to  the 
sides  and  concealed  behind  flags  and 
bunting. 

Thomas  Ritchie 
Passes  To  Rest 
Was  One  of  Belleville's  Outstanding 

Merchants — Died  Dec.  7th. 

Death  on  Dec.  7th  removed  one  of  the 
outstanding  merchants  of  Belleville, 
Thomas  Ritchie. 

He  was  bcrn  in  Ottawa  on  January  4, 
1838,  his  father,  Robert  Ritchie,  who 
married  Ann  Martin,  being  at  that  time 
Ordnance  Storekeeper  under  appoint- 

ment of  the  Imperial  Government,  which 
at  that  time  controlled  and  owned  the 

eminence  on  which  now  stands  the  Par- 
liament Buildings  of  Canada.  The  official 

residence  of  Robert  Ritchie,  and  birth- 
place of  his  son  Th  mas,  stood  upon  the 

site  of  the  present  Senate  chamber.  Here 
the  family  resided  until  1857,  when  the 
entire  property  was  transferred  to  the 
Government  of  Canada. 

His  Business  Career 

Thomas  Rilchie  graduated  from  Knox 
Theological  College,  Toronto,  and  also 
tcok  a  course  and  special  work  in  the 

University  of  Toronto.  Although  certi- 
fied as  a  licentiate  of  the  Presbyterian 

Church,  on  completing  his  studies  in 
theology,  Mr.  Ritchie  soon  re-entered  the 
business  which  had  been  founded  by  his 
brother,  George  Ritchie,  in  this  city,  and 
with  which  he  had  been  connected 
at  its  organization.  A  partnership  was 
formed  of  the  brothers,  George  and 
Thomas  Ritchie  and  Jeremiah  Thompson, 

under  the  firm  name  of  "George  Ritchie 
&  Co."  Although  Thomas  Ritchie  subse- 

quently became  the  sole  owner,  he  con- 
tinued the  business  under  the  former 

name  until  1900,  when  he  organized  and 

incorporated  "The  Ritchie  Company, 
Ltd."  as  a  departmental  store,  being  him- 

self the  chief  stockholder  and  President 
until  a  few  years  ago. 

Mr.  Ritchie  was  an  ardent  Liberal,  and 
in  1896  unsuccessfully  contested  West 
Hastings  in  the  Federal  elections  against 
the  late  Senator  H.  Corby.  He  was  one  of 
the  men  who  subscribed  to  and  built  the 

Bay  bridge  between  Bellevillle  and 
Prince  Edward,  and  was  one  of  its  first 
directors. 

Generoua  Philanthropist 

He  was  a  generous  contributor  to  phil- 
anthropic work.  He  donated  to  the  Board 

of  Education  two  parks  for  the  perpetual 

use  of  the  children  of  this  city,  and  con- 
tributed the  larger  amount  toward  the 

erection  of  a  modern  shelter  for  the 

Children's  Aid  Society.  He  was  a  Pres- 
byterian and  a  member  of  John  Street 

Church. 

His  love  for  his  old  home,  Ottawa,  was 
demonstrated  some  time  ago  when  he 
presented  to  that  city  the  sundial  which 
is  located  on  Parliament  Hill. 

Mr.  Ritchie  is  survived  by  his  wife,  a 
daughter  of  the  late  Dr.  Hollen,  but  no 
family. 

Beattio  Bros,  of  St.  Catharines,  Ont. 
held  a  contest  lately  for  the  ohildTen  of 
St.  Catharines.  The  prize  was  a  beauti- 

dul  pony  called  "Tar  Baby". 

J.  Blumenthal  of  Brampton,  Ont.,  has 
purchased  property  in  Ridgetown,  Ont. 
for  the  purpose  of  carrying  on  a  dry 
goods   and  boot   and   shoe   business. 

A  "Give  a  garment  for  Christmas" 
movement  is  being  pushed  during  the 
holiday  season  in  the  United  States  by 
a  committee  representing  all  lines  in  the 
garment  industry.  , 

The  Made-in-Galt  exhibition,  held  re- 
cently in  Gait,  Ont.,  was  a  concentrated 

representation  of  the  energies,  abilities 
and  inventive  genius  of  the  workers  and 

employers  of  that  city.  It  was  a  revel- 
ation not  only  to  the  citizens  of  Gait 

but  to  those  responsible  for  the  move- 
ment. 

The  Canadian  Woollens  Athletic  Asso- 
ciation of  Peterborough,  Ont.,  held  a 

splendid  masquerade  party  on  November 
11  in  their  own  city. 

Mrs.  Wm.  Gardiner  has  opened  a  store 
for  the  sale  of  lancy  worK,  dry  goods 

and  notions,  in  Moncton,  N.  B.  She 
will  also  take  orders  for  fancy  work. 

An  unusual  idea  tried  out  by  the  Mon- 
treal firm  of  Henry  Morgan  &  Co.  in 

order  to  introduce  a  remarkably  fine 

collection  of  Ohinese  ofojets  d'art,  was 
the  transposing  of  their  French  room 
into  a  museum.  The  curator  of  the  col- 

lection .gave  talks  upon  the  many  mar- 
velous exhibits  and  although  the  price 

of  each  article  was  exceedingly  costly, 
yet  much  of  the  exhibit  is  selling  to 
connoisseurs  of  the  fine  arts. 

Jchn  Drynan,  prominent  in  Toronto 
business  circles  for  half  a  century  as 

senior  partner  and  president  of  the  for- 
mer W.  A.  Murray  Company,  died  in 

Toronto,  on  December  4.  Mr.  Drynan 
came  to  Canada  from  Scotland,  at  the 

age  of  twenty-one  and  joined  the  staff 
of  the  Wyllie  and  Murray  Company,  later 
the  W.  A.  Murray  Company.  His  son, 
J.  W.  Drynan,  is  connected  with  the 

present  Muirray-Kay  Company. 
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"Cashing  In"  on  the  Dancing  Hall 
S.  A.  Eby,  Ltd.,  of  Smithers,  B.C.,  Takes  Advantage 
of  Publicly  Owned  Dance  Hall  for  Display  and  Sale 
©f  Frocks  and  Accessories — Store  Radiates  Wel- 

come to  All  Comers 

WHERE  the  opportunities  fo
r 

dancing  are  lacking,  it  would  fol- 
low that  the  demands  for  party 

dresses  would  be  limited.  Conversely 
one  would  expect  that  the  presence  of 
the  finest  dancing  hall  within  a  five 
hundred  mile  radius  would  indicate  a 
good  market  for  party  frocks  and  eve- 

ning gowns. 

Hall  Built  By  Subscription 

Smithers  has  the  finest  dancing  hall  in 
northern  British  Columbia.  The  citi- 

zens built  it  by  public  subscription,  de- 
teirmined  that  the  winter  evenings  would 
not  be  absolutely  devoid  of  large  fes- 

tive gatherings,  and  picture  shows,  for 
the  simple  lack  of  a  plaice  to  stage  them. 

It  is  a  good  one.  The  "top-flooring" 
alone  cost  over  a  thousand  dollars,  be- 

ing the  best  Ontario  maple. 
With  a  hall  like  this  encouraging 

dancing,  S.  A.  Eby,  Ltd.,  of  Smithers, 
were  not  slow  to  realize  the  possibilities 
in  the  gown  and  frock  business.  Al- 

though the  business  is  conducted  along 

"general  store"  lines,  special  attention 
has  been  given  to  the  ladies'  wear  sec- 
tion. 

The  glass  s(h)ow  cases  display  lin- 
gerie, georgette  waists,  gowns  of  silk 

and  satin,  anid  in  fact  a  good  "range  of 
the  "fussy  things"  so  dear  to  milady's heart. 

The  millinery  so  tastefully  displayed 
also  results  in  many  dollars  being  kept 
in  Smithers  that  would  otherwise  be 
sent  to  the  larger  towns  of  Prince 
George,  and  perhaps  to  the  mail  order 
houses  in  the  east. 

"Cashing  In." 
Again,  cashing  in  on  tihe  popularity 

of  dancing,  this  merchant  makes  spe- 
cial displays  of  dancing  pumps  and 

"party  shoes."  With  the  evenings  get- 
ting cooler,  the  days  getting  shorter, 

and  the  snow  creeping  ever  lower  on  the 
mountain  sides,  it  is  remembered  here 
that  while  cold  weather  means  warm 
shoes,  mocassins,  wool  stockings  and 
the  like — yet,  winter  here  means  also 
dances,  parties,  church  socials,  society 
events,  and  gatherings  for  cards  and  so 
while  the  warm  footwear  is  displayed, 
so  also  is  the  dressy  footgear. 

Long  Winter  Evenings 

Fur  coats,  fur  trimmed,  and  big, 
warm,  cosy  knitted  garments  are  taste- 

fully displayed  in  the  Eby  store. 
In  the  long  winter  evenings,  too,  the 

ladies  do  a  great  deal  of  "fancy  work." 
Knitting,  tating,  crochetting,  embroid- 

ering— each  necessitates  the  purchase  of 
some  materials  at  the  dry  goods  count- 

er, and  for  the  benefit  of  these  folk, 
chairs  are  provided  at  a  special  table 
where  colors  may  be  matched,  patterns 
inspected,  and  the  whole  thing  planned 
out  in  a  comfortable  and  leisurely  way. 

Throughout  the  whole  store  a  "home- 
iness"  has  been  attained  that  cannot 
help  but  build  good  will.  It  does  not 
say  "WELCOME"  on  the  Eby  mat;  it 
isn't  necessary.  The  whole  store  and 
staff   radiate  it. 

Antique  Effects 
In  Jewelry 

Novelties  Meeting  With  Much  Favor 

Antique  effects  in  novelty  jewelry  are 
to  the  fore  this  season,  and  the  demand 
for  this  type  of  jewelry  is  said  to  be 
coming  from  all  parts  of  the  country. 
Formerly  this  kind  of  jewelry  was  pur- 

chased only  by  the  exclusive  house,  it 

was  po'nted  out,  but  now  the  more  mo- 
derate priced  stores  are  also  taking  to 

it.  The  influence  of  period  fashions  in 

dress,  has  no  doubt  occasioned  this  re- 
flection in  costume   accessories 

Antique  effects  are  featured  strongly 
by  some  jewelry  houses,  principally  in 
necklaces.  This  character  is  also  de- 

sirable in  pendant  earrings,  although 

not  very  many  wholesalers  are  show- 
ing them.  Many  women,  it  is  known, 

are  unearthing  their  heirlooms,  once 
relegated  to  vaults  and  other  safe  places 
for  decoration.  Antique  earrings  es- 

pecially have  come  into  their  own,  and 
not  a  few  women  are  having  these  re- 

modeled so  that  they  can  be  worn  with- 
out pierced  ears. 

Antique  Jewelry  Always   Liked 

There  has  always  been  a  "submerg- 
ed" demand  for  antique  jewelry,  it  is 

reported,  but  this  year  it  has  loomed  up 
to  the  surface.  Many  importers  felt 
there  would  be  a  reawakening  of  such 
novelties  this  season  on  account  of  the 
revival  of  historic  effects  in  costumes, 
and  accordingly  brought  a  sprinkling  of 
these  to  see  how  these  would  take.  They 
report  a  good  business  on  them. 

Rhinestone    Fancies 

Rhinestone  jewelry  is  to  the  fore  how- 
ever, with  the  approach  of  the  social 

season,  and  other  retail  shops  are  dis- 
playing scintillating  cases  and  windows 

of  imitation  diamonds.  Rhinestone  ear- 
rings combined  with  colored  stones,  par- 

ticularly sapphire,  are  among  the  bril- 
liant jewelry  articles.  Flexible  brace- 

lets of  rhinestone  and  colored  stones  are 
also  shown.  In  necklaces  for  evening 
wear  dainty  chains  approximating  plat- 

inum set  with  diamonds  without  a  drop 
are  shown  in  the  better  jewelry.  In 
"sautoir"  effects  the  bead  tassel  with 
silver  rhinestone  studded  cap,  either  on 
a  thin  chain  or  cord,  is  featured. 

Although  bar  pins  and  rings  are  re- 
ceiving relatively  a  small  demand,  these 

two   articles   are    not   omitted    from   the 

rhinestone  showings.  In  bar  pins  open- 
work lace  effects  sparsely  studded,  or 

all  rhinestone  bars  are  displayed  for 
consumer  attention.  While  not  a  large 

selection  of  rings  is  shown,  those  dis- 
played imitate  real  solitaire  and  dinner 

rings.  For  the  small  finger  three-band 
jeweled  rings  are  shown. 

Do  You  Possess 
The  Old-Time 

Salesmanship 
W.  W  Cooper  Co.  Swift  Current, 

Sask.,  publish  a  monthly  pamphlet  call- 
ed "Cooper's  Store  News."  The  follow- 

ing is  from  their  latest  issue: — 
Today  is  the  day  of  great  calamities, 

unheard-of  happenings  and  great  dis- 
asters. But  the  most  pathetic  disaster 

commercially,  is  to  have  a  customer  en- 
ter the  store  and  on  enquiring  for  some 

article,  finding  that  possibly  it  is  not 
carried  in  stock,  is  let  go  without  a 
suggestion  sale   being   made. 

Did  you  ever  stop  to  think  that  the 
whole  industrial  world  is  suffering? 

Many  factories  are  closed  or  are  run- 
ning on  half-time;  millions  of  men  are 

idle.  Why?  Because  people  don't  buy 
more  goods;  because  more  goods  are 
not   sold. 

Merchants  are  puzzling  their  brains 
night  and  day  trying  to  discover  what 
people  will  buy  and  where  to  reach  the 
prospective  buyers,  and  everyone  in- 

terested in  business  wishes  to  know  the 
secret  of  what  people  want.  Yet  every 
day  the  sales-person  is  confronted  with 
customers  coming  in  the  store  and  ask- 

ing for  things*  that  are  not  sold  to them. 

The  condition  is  nothing  short  of  tra- 
gic. Sales-people,  wake  up.  You  are 

fishing  in  a  stream  where  the  fish  are 
running  right  in  your  net;  but  you  are 
not  catching  them,  because  your  net  is 
full  of  holes. 

Every  Trade  Journal  tells  you  so  (are 
you  reading  them  ? ) ;  the  commercial 
columns  of  the  newspapers  are  telling 
it;  and  your  own  neglected  customers 
tell  it.  They  know  it  to  be  a  general  condi- 

tion in  most  every  store  that  if  the  ex- 
act goods  they  ask  for  are  not  right  to 

hand,  the  sales-person  in  almost  every 
case  shows  absolute  indifference  about 
whether  they  buy  anything  else  or  not. 
You  possibly  think  you  are  doing 

fine,  and  many  customers  do  not  deserve 
any  attention  at  all;  but  think  what 
your  managers  and  employers  are  do- 

ing; almost  sweating  blood  to  buy  mer- 
chandise that  will  please  the  public; 

paying  real  money  and  lots  of  it  to 
place  this  merchandise  before  the  people 
in  costly  advertising  space  and  often 

selling  the  goods  at  sight  and  some- 
times no  profit  at  all,  simply  to  stay 

in  business  and  bring  the  people  in  the 
store.  Think  how  much  each  customer 
costs.  Then  think  what  it  means  to 
have  a  customer  standing  right  in  front 

of  you,  demonstrating  his  or  her  inter- 
est in  goods,  and  letting  that  prospec- 
tive customer  get  away  without  a  sale 

being  made. 
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CANADIAN  BRAID  AND 
TRIMMING  CO.,  LTD. 

Manufacturers  of 

Girdles V  A    Ornaments 
Braids Buttons 

Fringes Fur  and 

Cords         j \k Dress 

m  Trimmings Tassels      J 
39  DOWD  ST.,  MONTREAL 

TORONTO    96    King    St.West.       WINNIPEG    291 

Portage  Arenue,    Representatives:    F.   G.  Campbell. 

J.  DUDGEON  &  CO. 
Manufacturers'  Agents 

609  Unity  Building      -     Montreal 

Representing  British  Manufactur- 
ers to  the  Wholesale  and  Manu- 

facturing Trade  for — 
Madras  Muslins,  Curtains,  Curtain 
Nets,  Cottons,  Linens  of  all  kinds, 

Men's  Suitings,  Serges,  Overcoat- 
ings, Linings,  Dress  Goods,  Laces, 

and   Handkerchiefs. 

Brantford   Felt 
Novelty  Co. 

Brantford,      -      Canada 
Manufacturers  of 

High    Grade    Pennants,    Cushion    Tops, 
Felt  Emblems,   Paper  Hats,  Advertising 

Novelties. 

ORDKR  NOW  OUR  WOOL  FELT 

TAMS 

SPORTS    io  SHADES 

7-jo  PER  DOZ. 
1914  VALUE  AND  A  BIG  SELLER 

THE  TRAINOR  MFG.  CO. 

Specialists    in    Stamped    and    Made-up 

Ladies'  Undergarments,  Infants'  &  Children's  Dresse 
49-53    East    21st   Street  New   York    City 

STAMPED     GOWN     SPECIALS 

No.     900 — Nainsook     Gown.      Made     up     in 
three    designs,    a    doz   $6.50 

64-60    count,    fail    length,    full    width,    two- 
inch    hem     Sizes    15,    16,    17,    18. 

SPECIALS     IN     INFANTS'    AND     BABY 
DRESSES    MADE    UP 

No.    145-146-147— Short    Baby    Dress,    a 
doz   $5.50—     Gross       $60.00 

No.     0140-0146-0147  —  Long     Infants     Dress, 
a    <j»z      $6.00    —    Gross     ...$66.00 

Stamped     Three     Designs.     Three     Shaped 
Yokes.     Set-in    Sleeves. 
Terms    i%    10    Days 

Epigrams  of  John  Wanamaker 
on  life  in  general: 

"Surely  a  man  may  be  tremend- 
ously greater  than  the  great?st 

granite  structure  that  can  be 

built." 
"The  emptiest  man  and  the  emp- 

tiest store  are  most  talkative." 
"How  the  world  ever  got  on  till 

each  of  us  came  along,  is  our  enig- 

ma." 

"We  can  only  reach  each  other 
with  sympathy — the  biggest  word 
among  the  three  or  four  big  words 

of  the  world." 
"Business  to  my  mind,  is  the 

means  to  exchange  knowledge,  lab- 

or and  skill,  for  a  living." 

Tonika  2nd,  which  won  the  Map- 
pin-Webb  cup  and  the  Almy  cuo, 

donated  by  Almy's  Limited,  at  the 
Montreal  Cat  Show,  for  the  best 
black  and  the  best  breeder,  is  a 
black  Persian.  Its  ancestor  was  the 

famous  Black  Thorn,  which  trav- 
elled on  a  camel's  back  across  Asia 

Minor  on  its  way  to  th_>  United 
States. 

Local  traders  in  The  Pas,  Mani- 
toba, have  been  paying  over  one 

dollar  for  muskrat  skins.  One  buy- 
er figures  that  a  muskrat  is  wort  i 

more  than  a  bushel  of  wheat  and 
about  as  much  as  four  bushoi?  of 
oats. 

Twenty  million  poppies  have  been 
ordered  so  far  by  the  world  for 
next  Poppy  Day.  Ten  million  of 
these  are  to  go  to  the  United  Statrs 
and  three  million  to  Canada.  They 
are  made  in  France. 

According  to  the  Managin  j  Dir- 
ector of  the  Textile  Color  Card 

Association,  the  shades  tha4;  have 
become  most  popular  for  the  spring; 

are:  Tiger-lily,  canna  and  wall- 
flower of  the  orange-henna  fam- 

ily; tile-blue  and  Dutch  in  light 
tones,  and  corn,  spring  beauty, 

cherub  and  rosemary  in  the  even- 
ing effects.  Sands  and  greys  will 

be  favored  as  well. 

There  is  considerable  improve- 
ment in  the  Irish  linen  trade.  Al- 

though the  output  of  the  mills  is 
still  below  normal,  it  is  keeping  up 

fairly  well  with  the  present  de- 
mand. Makers  of  housekeeping  lin- 

ens are  sold  up  to  the  end  of  th? vear. 

GIMP  your  PATTERNS 

With  Hardaker's 
"EASICUT" MACHINES 

It    makes     them     more    attractive. 
Economical,    Fast,    Practical,   Neat. 

E.  W.  McMARTIN 
45    St.    Alexander    St.  MONTREAL 

Washable     Clothing 
AND    SPECIALTIES 

WHITE  DUCK  COATS  in  All  Styles 
SUMMER  CLOTHING       LUSTRE  COATS 

WAREHOUSE   and   AUTO   DUSTERS 
DUCK    AND    FLANNEL   PANTS 

MEN'S    APRONS 

OFFICIAL  BOY  SCOUT  UNIFORMS  AND 
COMPLETE   OUTFITS 

MILITIA    AND    CADET    UNIFORMS 
BREECHES   AND    MILITARY   SUPPLIES 

The  Miller   Mfg.  Co.,  Limited 
44-46   York   Street,  -  TORONTO 

The  Oldest  and   Largest   Specialty 
Clothing  House  in  Canada. 

Complete  Lines  at  Keen  Values  in 

Underwear 

Shirts 
Ties 

Gloves Hosiery 

Miller  Men's  Wear  Limited 
Miller  Bldg. 

44-48  York  St.,      -       TORONTO 

"Everything  in  Men't  FarnUhingi" 

The  McElroy  Mfg.  Co.,  Ltd. 

MAKING 

FAMOUS  FOR  THEIR 
Fit,  Cut,  Style,      Fi 

Hang  and      nish 
HEAD  OFFICE: 

47  Simcoe  St.  -  Toronto 
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Th. E^Yb and 
SANITARY    NAPKINS 
Conveniently  and  attractively  paiked:  half 
dozen  and  dozen  carton- :  individual  transparent 
envelopes:    and    compressed    in    individual    boxes. 

Write     for     interesting     prices. 
HYGIENIC        FIBRE        COMPANY 
200  Broadway      New   York   City 

Red  Seal  Zephyr  Ginghams 
Everett    Classics 

Eden  Cloth-Pe§Cjy  Cloth- Blankets 

{115
  Worth  S

t.,  NY 

77Su  mmer  SI..  Boston 

226  West  Adam  St  Chicajo 

RIBBONS    OF    DISTINCTION 

■J-C"   Ribbons  have   peculiar 
charm.     Widely  advertised   to 
the     consumer     under     their 
trade-mark     names     for     the 
protection  of  the  dealer. 

"SATIN     DE     LUXE" 
"TROUSSEAU" 
"TjADY    FAIR" 

"SANKANAC"    "VIOLDT" 
"DEMOCRACY" 

JOHNSON,    COWiDIN   &  OO.,     40   E.   90th   8t, 
New   York,    N.Y.  Made  in    U.S.A. 

COMFORTERS 
COTTON— DOWN— WOOL 

FILLED 

The  Toronto  Feather  &  Down  Co.  Ltd. 
2154-56-58  Dundas  St.  W.  Toronto 

B  LAN  K  E  T  S 
PRIESTLEY  BROTHERS 

Blanket  Manufacturers 
GROVE  MILLS  HALIFAX 

Telegrams  and  Cables,  "Blankets"  Halifax 

Codes,  A.B.C.  5th,  and  Bentley's 

TAPES 
ALL  WIDTHS  AND  QUALITIES 

CARRIED  IN  STOCK 

Walter  Williams  &  Co. 
508  READ  BLDG.,  MONTREAL 

-   WELLINGTON  ST.  W.,  TORONTO 

The  Canadian  Fire  Underwrit- 

ers' Association  is  sending  out  cir- 
culars to  departmental  and  lare;e 

letail  stores,  warning  them  that 

the  use  of  greens  and  inflammable 

substances  such  as  draperies,  cot- 
ton to  represent  snow,  scenery  and 

the  like,  constitutes  an  increase  in 
fire  hazard. 

"The  largest  retail  store  in  the 
world  is  Marshall  Field  and  Co., 
whose  business  runs  from  $65,000,- 
000  to  $73,000,000  a  year,  in  nor- 

mal times,"  says  the  Boston  News Bureau. 

For  three  years  enormous  prof- 
its have  been  realised  in  the  French 

fur  trade,  but  the  rise  in  prices 
seems  to  have  reached  its  highest 
point  this  year.  A  Hudson  Bay  ot- 

ter cloak,  which  cost  12,000  francs 
in  April,  1920,  can  now  be  bought 
for  5,000  francs.  Rabbit  skins 
have  returned  to  pre-war  prices. 
Astrakhan  and  skunks  are  now 
only  twice  the  price  they  were 
prior  to  the  war  but  blue  and  white 
fox  are  still  three  and  four  times 
the  old  price.  Siberian  sables  and 
Peruvian  chinchillas  alone  continue 
to  increase  in  price,  both  being  rare 
and  much  in  demand.  A  sable 
cloak  which  cost  80,000  francs  in 
1913-1914  would  cost  to-day  500,- 
000  francs. 

An  English  woman  writing  in 
the  London  Evening  News  remarks 
how  closely  Canadian  women  fol- 

low the  fashions  of  New  York 
rather  than  London  or  Paris.  She 

says  that  she  has  found  it  advis- 
able for  that  reason,  to  bring  over 

from  England  dress  lengths  and 
have  them  made  here.  "There  is 
scarcely  even  an  attempt  to  intro- 

duce typically  English  ideas  in 

Canada,"  she  declares.  "As  a  mat- 
ter of  fact,  a  London-garbed  girl 

would  probably  very  soon  feel  self- 
conscious  of  the  fact  that  she  was 

not  wearing  the  'correct  thing'  for 

Canada." 

SIGN  WRITING 
Do  your  own  card  writing 

Write  for  our  catalogue  which  will  tell  you 
what  you  need.   Best  goods  at  closest  prices 

ARTISTS'  SUPPLY  CO. 
77  York  St.,  Toronto 

Mention  this  paper  when  writing. 

WILL  P.  WHITE,  LIMITED 
Head  Office  : 

Toronto 
65  Simcoe  St. 

Montreal 
137  McGill  Street 

Manufacturers'    Agents    and    Distributors 
Textile   and   Small  wares   Specialities, 

Wholesale  and  Manufacturers  Only  Supplied. 

MESH     BAGS 

In  Silver,  Gun  Metal  and  Green 

Gold  Finish,  Metal  Frames  for 

Ladies'  Hand  Bags. 

Made  in  Canada  for  the  Canadian  Trade 

WHITING  &  DAVIS  CO. 
SHERBROOKE,  QUE. 

D  B.  Fisk&Co. 
Chicago 

New  York  Salesroom : 
Open   Throughout  the  Year 

411  Fifth  Avenue 

Fraser's     Women's    Wear     Directory,     pocket    size, 
issued    each    July, 
Fraser's    Men's    Wear    Directory,    pocket    size,    is- 

sued   each    September,    anil 
Fraser's    Textile    Products    Directory,    each    Janu- 

ary,   a    combination    of   the    above    two    books. 
Subscription    in    Canada    $2.00    a    year.      Sample 
copy  on   request. 

Fraser   Publishing   Company 
H.  O.  128  Bleury  Street,  Montreal 

Br.    Office,    122  Wellington    W.,  Toronto. 

.Smallwares 
  AND   

Hosiery 
The  Robert  HyslopCq  um<i§p 

HAMILTON  ONTARIO 

Manufacturer  a 

329-331  Fourth  Ave.,  N.  Y". 
SUPERBA  BINDING 

BRAIDS,  CORDS,  DRESS  TRIMMINGS 

Why  Not  Have  a  Double 
Check  on  all  Sales? 

All  kinds  of  Cash  and  Parcel 

Carriers 

Gipe- Hazard  Store  Service 
Co.,  Limited 

113  Sumach  St.,  Toronto,  Ont 

WITH  OUR  CASH  CARRIERS  the  salesman  is  enabled  to 
remain  with  his  customer  until  the  transaction  is  completed, 
for  obvious  reasons  a  most  desirable  feature.  He  is  also 
enabled  to  wrap  the  parcel  while  change  is  being  made, 
which  is  just  the  amount  of  time  gained  if,  otherwise,  he 
has  to  leave  for  change,  often  detained  by  another  salesman 
before  him.  The  machine  is  always  in  its  place  to  perform 
its  work,  and  Gipe-Hazard  Carriers  may  be  relied  upon  to 
do  it  faithfully  and  rapidly. 
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Thompson  Lace  &  Veiling  Co.,  Limited 

Laces,  Veilings,  Geor- 

gettes. Ninons.  "M> 
Lady"  Silk  Hair  Nets. 
Princess  Pat  Human 
Hair  Nets.  Sport 
Veils. 

Cor.     Wellington     and 
York    Sts.. 

Toronto.    Canada. 

GERSTENZANG    BROS. 

Popular  Priced 
Flowers  and  Feathers 
670-674  Broadway,   NEW  YOR      CITY 

[STrygrc-iaai 

"HOOSIER" 
The  bcit  36-inch  brown 
domestic  in  America 

Buy  it  by  the  bale; 
tell  it  by  the  bolt 

Indiana    Cotton    Mills 
Cannel  ton ,  I  r»d.,U.S.  A. 

T.  H.  Birmingham  &  Co. 
LIMITED 

533  College  St.,  TORONTO 
M»ken  of 

Women's  High  Grade 
Neckwear 

The    Exclusive    Neckwear    House' 

9 
"EVERYTHING  IN  SILKS" 

M.  Ascher  Silk  Corp. 
Distributors     Iroquois  Silk  Millt 

102    Madison    Avenue,    New    York 

LARGEST  MANUFACTURERS 

Artificial  Flowers.  Plants  and  Vines, 
Window  Decorations,  Japanese  and 
Chinese  Decorations,  Papier  Mache 
Novelties,  Electric  Lighted  Flower 
Bushes.  Write  for  our  Catalogue.  It's 
free  for   the  asking. 

The  Botanical  Decorating  Company (Incorporated) 
39  Adelaide  St.    W.  -  TORONTO 

STERLING  DRESS  CO. 

Popular-Priced  Ladies'  and  Misses' 
DRESSES  and  SKIRTS 

220  KING  ST.  WEST  -  TORONTO 
ADELAIDE  3857 

Ben  H.  Morgan,  chairman  of  the 

British  Empire  Producer's  Organ- 
ization, who  has  returned  from  a 

visit  to  Canada,  for  the  purpose  of 

stimulating-  inter-Imperial  tiad^, 
states  that  the  special  trade  condi 
tions  of  Canada  are  not  studied 
sufficiently  in  the  Mother-Country. 
Last  year  Canada  bought  $600,- 
000,000  worth  of  goods  from  the 
United  States,  a  large  part  of 
which  British  firms  might  have 
had  if  they  had  been  enterprising 
enough  to  go  after  the  business. 

The  formation  of  a  Canadian  fur 

auction  sale  organization  is  bein^' 
discussed  in  fur  and  financial  sec- 

tions. This  will  be  formed  through 
the  merger  of  the  Canadian  Fur 
Auction  Sales  Company  of  Mon- 
treal,  the  New  York  Fur  Auction 
Sales  Company  and  the  defunct  In- 

ternational Fur  Exchange  of  St. 
Louis. 

The  British  High  Commissioner 
for  Canada  has  received  the  fol- 

lowing cablegram  from  the  Depart- 
ment of  Customs,  Ottawa:  "Sec- 

tion 16  of  the  regulations  of  Aug- 
ust 5th,  1921,  respecting  mark- 

ing of  imported  goods  has  been  re- 
pealed and  the  following  substitut- 

ed: "Cloth  and  material  in  the  we'i or  roll  shall  be  marked  with  an 

indication  of  the  country  of  origin 
on  one  end  of  each  w.^b  or  roll  and 
on  the  piece  ticket.  Carpets  shall 
te  marked  with  an  indication  of  the 
country  of  origin  by  means  of  a 
protruding  ticket  attached  to  the 
end  of  each  roll  at  the  centre.  Lin- 

oleums and  oilcloths  shall  b?  mark- 
ed with  an  indication  of  the  coun- 

try of  orie-in  on  on'  end  of  each 
roll  either  by  stamping,  stencilling, 

or   adhesive  label." 

Paul  Poiret,  the  famous  French 
designer,  was  the  first  moderi 
European  to  popularize  black.  He 
is  an  interior  decorator,  a  perfum- 

er, the  manager  of  a  night  rest- 
aurant, an  organizer  of  the  annual 

Spring  fete  at  Cannes,  a  stage  cov 
tumer,  a  gardener  and  a  student. 
r>1Mi  poivef  is  never  interviewed. 

VEILINGS  and 
SILK  NETS 

HODGES  &   LETTAU 
232  McGill  St.  Montreal 

FOR    HONEST    VALUE   AND 
SATISFACTION 

CROWN  PANTS 
Will    increase   your   sales.      Our   production 
has   increased   60%   over  former  years 

CROWN  PANTS 
322    Notre    Dame    West,  MONTREAL 

CLIMAX  PAPER 
BALERS 

ALL  STEEL-FIREPROOF "Turns    Watte 

into  Profit" 
IZ  SIZES 

Send  for  Catalog 

CLIMAX  BALER  CO. 
Hamilton,      Ont. 

Canada's 

Largest  Makers  of Cotton  Flags 
Write  for  Prices 

THECOPP,  CLARK  CO., 
517  Wellington  St.  West      Toronto 

SILKS 
1  represent  in  this  country  some  of  the 
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This  Lamson  Automatic  Cen- 
tral Station  of  the  gravity 

type  in  the  store  of  Michael 
Bros.,  Athens,  Ga.,  is  giving 
very  quick  service  at  low 
cashiering  cost.  During  the 
normal  morning  hours  one 
operator  can  handle  both 
cash  and  charge  transactions, 
but  as  business  increases 
other  cashiers  and  author- 

izes are  added  as  may  be 
required  to  handle  the  in- creased load. 

This  Lamson  Automatic  Central  Station 

is  saving  money  for  many  merchants 

MANY  merchants  during  the  past  year  have   adopted   the   Lamson  Pneumatic   Tube 
System  with  the  new  gravity  type  central  station,  as  shown  in  the  accompanying 

photograph. 

This  new  system  marks  a  tremendous  advance  over  the  older  types  of  service.  Wher- 
ever it  is  used,  it  helps  clerks  serve  their  customers  better  and  cuts  down  store  expenses. 

All  carriers  are  brought  to  the  operators  at  the  central  station  so  that  they  may  be 
handled  in  the  consecutive  order  in  which  they  are  received.  This  insures  uniform 
quick  service  regardless  of  the  kind  of  sale  or  the  departments  in  which  the  sale  was 
made. 

Better  service  is  given  and  economies  are  made  wherever  this  new  system  is  used. 
May  we  show  you  how  it  would  benefit  you?  Drop  a  line  to  our  nearest  office  and  we 
will  be  glad  to  give  you  full  information. 

The  Lamson  Company 
Toronto     - 136  Simcoe  St. Vancouver,  B.  C. 603  Hastings  St. 

»   !•••!    "    I   ■ 

Lamson  improved  service Flexibility        Economy 
'  ■ 
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Quickest-Selling  Line  of  Boys'  Hosiery 
gUSTER  BROWN  Stockings  have 

a  national  reputation  for  dura- 
bility, comfort  and  appearance. 

They  are  an  established  favorite  with 
mothers  of  growing  boys. 

The  low  price  and  extra  quality  of 
Buster  Brown  Stockings  create  an 
incessant  demand ,  which  means  quick 
sales  and  rapid  turnover  of  stock. 

Here  is  your  chance  to  obtain  the 

good-will   of   your   customers — and 

make  a  handsome  profit.  Your  whole- 
saler will  supply  you  if  you  do  not 

carry  them,  or  if  your  stock  is  low. 

Buster  Brown's  Sister's  Stockings 
are  an  equally  suitable  stocking  for 

the  girls.  Knitted  from  a  fine  two- 
thread  mercerized  English  lisle,  in 

Black,  Leather-shade,  Tan,  Pink, 
Blue  and  White,  they  offer  a  variety 
of  shades  at  a  moderate  price. 

The  Chipman-Holton  Knitting  Company,  Limited,  Hamilton,  Ontario 
Mills  at  Hamilton  and  Welland,  Ont. 
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